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THIS module provides a comprehensive over-

view of the technical, legal and logistical side 

of exporting, from compliance of NAFTA to 

navigating efficient distribution routes. While there 

is no ‘one way’ to export, there are ‘better ways’ 

and this module will help outline them for you. In 

many instances you should check with experts in 

their respective fields to ensure that you are well 

aware of both your rights and your obligations as 

a business entering a foreign market, as well as to 

protect yourself and your goods from any negative 

exposure in those new market places. Year after 

year, exporting is a road increasingly traveled as the 

global marketplace becomes the business norm and 

a consumer’s reality. Being prepared and armed with 

knowledge will only be to your advantage as you 

begin the business of exporting. 

HOW TO USE THIS MODULE:  
THE BUSINESS OF EXPORTING
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UNDERSTANDING the process of putting your 

company on the international stage as well 

as knowing when your business is export-

ready may be quite foreign to those who are new to 

exporting. Even if you’re an experienced exporter, 

there still may be steps that you’ve overlooked or 

resources that you didn’t know were available. Those 

resources may be very useful to your international 

operations, so it is good to know who they are and 

where to find them. To help you understand what 

makes an export-ready business, these modules have 

been designed specifically for small and medium-

sized Canadian businesses that are considering their 

first venture into the export market. 

An export-ready business has a marketable product 

as well as the capacity, resources, and management 

commitment to compete on a global scale. The trick 

is to figure out whether this is true of your company 

— and if it isn’t, how to make it happen.

INTRODUCTION

EXPORTER RESOURCE

There is an online diagnostic tool that will help you access your export readiness. Answering the 

questions in this diagnostic tool will give you an opportunity to test your export readiness and identify 

priorities as you prepare for a foreign market. If you have already started exporting, or want to expand 

your efforts, you may learn some tips from the questions that will help improve your profitability. You can 

access this tool by going to www.tradecommissioner.gc.ca and enter Export Quiz in the search box.

http://www.tradecommissioner.gc.ca
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STEP 8: THE BUSINESS OF EXPORTING

1. The Logistics of Exporting 
A. Understanding the North American Free 
Trade Agreement 

NAFTA is an agreement among Canada, the United 

States and Mexico to remove impediments to trade 

and investment among the three countries. One 

of its major achievements has been to eliminate 

the tariffs (taxes) on most goods originating in the 

member nations. Another has been to liberalize 

regulations affecting matters such as investment and 

cross-border trade in services. These have provided 

many excellent business opportunities for Canadian 

exporters and continue to do so. For more informa-

tion on tariffs, please see section below “HS Codes 

and Tariffs.”

NAFTA is most likely to have an immediate effect on 

your export initiative in two areas:

1. The cross-border movement of personnel: 

Under NAFTA, certain types of professionals and 

business people can work temporarily in the United 

States. There are restrictions, however, since NAFTA 

is primarily an agreement for free trade in goods, not 

for free trade in labor. 

There are four classifications of businesspersons 

covered by NAFTA’s temporary-entry provisions; 

Business Visitors, Professionals, Intra-company 

Transferees, and Traders and Investors. For 

the purpose of this module however, we will only 

explain what you need to do in order to enter the 

U.S. under the B1 classification (Business Visitors), 

since you are very likely to be granted entry under 

the B-1 classification, provided you are engaged in 

If you’re entering the U.S. to perform after-

sales service, you’ll need a copy of the sales 

invoice and the related warranty and/or 

service agreement.

marketing activities on behalf of your company and 

do not intend to sell anything. 

Under the B-1 classification, you can remain in the 

U.S. until you conclude your business, on condition 

that you don’t stay for more than a year. You can 

qualify for the B-1 classification at the time you 

enter the U.S. To do so, you must present:

 » A letter from your company that outlines your 

itinerary in the U.S. 

 » The names and addresses of the U.S. businesses 

you intend to contact;

 » A Statement that you will not receive income of 

any kind from an American source

And if you expect to make frequent trips across the 

border, it’s a good idea to have a record of entry 

document (I-94) placed in your passport; the I-94 is 

valid for up to six months. 

KNOW THE LEGAL 

REQUIREMENTS FOR 

ENTERING THE U.S WITH 

COMMERCIAL GOODS 

OR ON BUSINESS. AND 

REMEMBER, ALL ENTRY 

POINTS WILL REQUIRE 

YOU TO PRESENT A 

PASSPORT. 

https://www.uscis.gov/working-united-states/temporary-visitors-business/b-1-temporary-business-visitor
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STEP 8: THE BUSINESS OF EXPORTING CONTINUED

NAFTA Rules of Origin 

NAFTA rules of origin determine whether an 

exported product receives preferential tariff 

treatment when moving between Canada, the U.S. 

and Mexico. NAFTA provides preferential tariff 

treatment for certain products traded between 

these countries when strict documentation and 

certification procedures are met. Currently, 

preferential treatment means either reduced or 

eliminated tariff rates, depending on the product.

The rules are based on the Harmonized System 

of tariff classification and vary from product to 

product, depending on the product’s composition. 

Basically, however, your goods will qualify for 

NAFTA originating status if:

 » The good is wholly obtained or produced in one 

or more of the NAFTA countries (i.e. Canada, 

Mexico or the U.S) or;

 » The good is made up entirely of components and 

materials that qualify in their own right as goods 

that originate in one or more of the NAFTA 

countries;

 » The good meets the requirements of a specific 

rule of origin for that product — this rule applies 

to a good that includes any material that was 

not produced in a country other than Mexico, 

Canada or the U.S.

NAFTA provides a rule of origin for every type of 

good that incorporates non-originating materials. 

This is especially true for products classified under 

textiles. If you are an exporter of textiles and the 

goods you produce consist of any material such as 

yarn, fibers etc, that are not solely produced in either 

Canada, Mexico or the U.S., you must apply for a 

Certificate of Eligibility in order to qualify for the 

Tariff Preferential Treatment (TPL). Your customs 

broker or freight forwarder should be able to do that 

for you. A TPL just means that either your goods 

will qualify as tariff-free, or you will qualify for a 

reduction in the duties you are required to pay. 

The rules of origin mentioned above are uniform for 

every good that may be entering the United States 

for the purpose of exporting. These rules however, 

can get very technical and difficult to understand. 

Therefore, for a clear understanding of how NAFTA 

regulations may affect your specific export activities, 

you’ll need to consult specialists in cross-border 

Once you actually begin exporting, you’ll need 

to fill out Certificate of Origin forms for those 

products for which NAFTA originating status 

is claimed. Again, you will obtain originating 

status only if your goods were solely produced 

in Canada, Mexico or the U.S. To obtain copies 

of the form, download CBSA form B232 and to 

find out more information click: North A Free 

Trade Agreement Certificate of Origin at the 

top of the page double click the PDF for the 

certificate form. 

http://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b232-eng.html
http://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b232-eng.html
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STEP 8: THE BUSINESS OF EXPORTING CONTINUED

Heading/
Subheading

Stat./
Suffix Article Description

Unit of 
Quantity Rates of Duty 2

General Special

Mineral Products

2507.00.00 00 Kaolin and other kaolinic clays, whether or not calcined. t… Free $2.46/t

2508 Other clays: andalusite, kyanite and sillimanite, whether or not 
calcined; mullite; chamotte or dinas earths

2508.10.00 00 Bentonite. t… Free $3.20/t

2508.20.00 00 Decolorizing earths and fuller’s earth t… Free $1.48/t

2508.30.00 00 Fire-clay t… Free $1.97/t

2508.40.00 00 Other clays t… Free $1.97/t

10 Common blue clay and other ball clays t…

50 Other

2508.50.00 00 Andalusite, kyanite and sillimanite t… Free Free

2508.60.00 00 Mullite t… Free 30%

2508.70.00 00 Chamotte or dinas earth t… Free Free

Leather, Fur, Rawhides

4101 Raw hides and skins of bovine (including buffalo) or equine animals 
(fresh, or salted, dried, limed, pickled or otherwise preserved, but 
not tanned, parchment-dressed or further prepared), whether or not 
de-haired or split:

4101.20 Whole hides and skins, of a weight per skin not exceeding 8 kg when 
simply dried, 10 kg when dry-salted, or 16 kg when fresh, wet-salted 
or otherwise preserved:

4101.20.10 Not pre-tanned Free 10%

10 Of bovine animals pcs
kg

Textile and Textile Articles

5101 Wool, not carded or combed: Greasy, including fleece-washed wool:

5101.11 Shorn wool: Unimproved wool; other wool, not finer than 46s:

B. HS Codes and Tariffs

The Harmonized System (HS) code is an international 

method of classifying products for trading purposes. 

This classification system is used by customs officials 

around the world to determine the duties, taxes and 

regulations that apply to the product. 

Tariffs are the taxes that a government places on the 

imports that come into the country. The amount you 

will have to pay in tariffs on your imported product 

depends on what HS code is assigned to your 

particular good. Click Customs Tariffs and follow the 

links provided for HS Codes.

Classification is more than simply looking up an 

item in an index. It can be somewhat complicated, 

so be patient and consider consulting with either a 

freight forwarder or customs broker regarding the 

proper classification of your goods. You’ll find more 

information on Freight Forwarders, what they do 

and where to contact them in Step 8: Delivering the 

Goods, Freight Forwarders and Customs Brokers.

To give you an idea of how HS Codes are classified 

under the Tariff Schedule, we have provided you 

with a sample schedule: 
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C. U.S Tax Overview

The United States applies taxes to both businesses 

and individuals. It has two different levels of tax 

jurisdiction: the first is at the federal level under the 

U.S. Internal Revenue Service (IRS), and the second 

is at the state level. Taxes can be based on income, 

or on the sale or use of a good or service (for 

example, state sales taxes).

The U.S. tax system, like most tax systems, is 

complicated, so you will need legal and accounting 

professionals to help you avoid unexpected tax 

liabilities. Failure to pay or collect the correct taxes 

may result in penalties above the actual tax amount 

owed.

Adding another layer of complexity is the Canada–

United States Tax Treaty, which is intended to avoid 

double taxation, and which will affect the way that 

both Canadian and U.S. federal tax systems evaluate 

your export trade. The treaty does not apply to state 

income taxes, though, so you should obtain legal 

advice to make sure you comply with state tax laws.

U.S. clients often ask the Canadian exporter to file a 

“Certificate of Foreign Status of Beneficial Owner for 

United States Tax Withholding,” or form W-8BEN. 

This form generally applies when products or 

services are made, processed or otherwise undertaken 

in the U.S. by the Canadian firm, and for which 

the Canadian firm will receive payment from the 

American client. As a general rule, though, if you 

are a firm that simply exports goods to the U.S., you 

will not be required to file this form.

However, you can be asked to complete a SS-4 form 

to get an EIN “Employer Identification Number”. 

With the form in your hands, you can complete 

this process over the phone by calling directly at 

215-516-6999. EIN can be written on the appropriate 

line of the form W8BEN and where you can indicate 

that you are exempted under the Canada–United 

States Tax Treaty. For more information, visit the 

IRS website listed below or call the IRS at 1-267-

941-1000 (from Canada) or 1-800-829-4933 (U.S. 

toll free number).

You can find out more about U.S. tax regulations 

and policies here:

 » Internal Revenue Service (IRS): www.irs.gov

 » Taxsites.com (federal, state and local taxes): 

www.taxsites.com

 » Multistate Tax Commission (links to all state tax 

departments): www.mtc.gov

D. Reporting Your Exports 

Reporting your exports is mandatory under 

Canadian regulations UNLESS you’re exporting to 

the United States. For details on how to do this, 

download or read online the Canada Border Services 

Agency: Guide to Exporting Commercial Goods from 

Canada. The B13A Export Declaration, along with 

the appropriate permits and licenses, must also 

be prepared by exporters prior to exporting to all 

non-U.S. destinations.

E. Formal vs. Informal Entry

There are two major ways in which your goods can 

enter the United States: as a formal entry, also called 

a commercial entry, or as an informal entry. 

Formal Entry of goods

Your shipment, if destined for Formal Entry, will 

require the following documents and information:

COMMERCIAL INVOICE

Also known as a business invoice, this must exactly 

represent the content and value of your shipment. If 

you just happen to toss in a few promotional items 

http://www.irs.gov
http://www.taxsites.com
http://www.mtc.gov
http://www.cbsa-asfc.gc.ca/publications/pub/pubs-eng.html
http://www.cbsa-asfc.gc.ca/publications/pub/pubs-eng.html
http://www.cbsa-asfc.gc.ca/publications/pub/pubs-eng.html
http://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b13a-eng.html
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at the last moment and they are not on the invoice, 

the customs inspector may hold your shipment at 

the border until you clarify what is going on. Also, 

never declare goods, such as promotional items or 

samples, as being of “No commercial value.” U.S. 

customs officials may decide to impose a value of 

their own or may even refuse entry of the goods.

Yet one more invoice tip: When using part 

numbers, provide a written description that will help 

classify the goods for customs purposes. And be 

sure that each invoice also shows the total amount 

charged to the buyer for the shipment; never use the 

net value.

NAFTA CERTIFICATE OF ORIGIN

This was discussed in Section 4.1, “The North 

American Free Trade Agreement.”

IMPORTER ID NUMBER

(A) Why is your customs broker asking for the 

Customs Form 5106? If you run into this scenario, 

it is because the Ultimate Consignee is not on file 

with U.S. Customs. This could be because they have 

never purchased goods from a foreign party and 

have therefore never been added to the U.S. Customs 

database, or it has been more than a year since they 

last received imported merchandise so their record 

has been deactivated. If the IRS number is not on file 

or has been deactivated by U.S. Customs, then it will 

need to be added into their database. This is done by 

filing the Customs Form 5106.

(B) What is a Customs Form 5106? A Customs 

Form 5106 is used by U.S. Customs to input the 

name, physical address, and tax identification 

number of the Ultimate Consignee into their 

database. The Customs Form 5106 must be on file 

for all consignees when an entry for merchandise is 

being made.

(C) Will you have to file a 5106 for every shipment 

you send to the U.S.? U.S. Customs states that, “An 

importer identification number shall remain on file 

until 1 year from the date on which it is last used 

on Customs Form 7501 or request for services.” 

This means that as long as the Ultimate Consignee 

continues to receive goods on a regular basis, this 

form will only have to be completed once. If their 

5106 importer record is not used for over a year 

then they will have to reactivate their number. Also 

known as the Customs Assigned Number, this is used 

by U.S. Customs to establish bond coverage, release 

and entry of merchandise, liquidation, the issuing 

of bills and refunds, and drawback processing. Your 

customs broker can help you obtain the number or 

you can get it yourself by submitting Form 5106 

to U.S. Customs, available at https://www.cbp.gov/

document/guidance/policies-and-procedures-cbp-

form-5106.

BILL OF LADING OR AIRWAY BILL

Your freight forwarder, carrier or broker is respon-

sible for filling either of these forms out. A bill of 

lading (for sea shipments) or an airway bill (for air 

shipments) is not needed for mail shipments.

ENTRY MANIFEST

The carrier is responsible for filling this out. Again, 

this is not needed for mail shipments.

ENTRY/IMMEDIATE DELIVERY

This is used for time-sensitive shipments, such as 

fresh produce, and replaces the entry manifest. 

The carrier is responsible for submitting this to 

U.S. Customs before the shipment arrives at the 

port of entry.

http://tradecommissioner.gc.ca/world-monde/141452.aspx?lang=eng#the41
https://www.cbp.gov/document/guidance/policies-and-procedures-cbp-form-5106
https://www.cbp.gov/document/guidance/policies-and-procedures-cbp-form-5106
https://www.cbp.gov/document/guidance/policies-and-procedures-cbp-form-5106
https://www.cbp.gov/document/guidance/policies-and-procedures-cbp-form-5106
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HARMONIZED SYSTEM TARIFF CLASSIFICATION  
(HS CODE)

The Harmonized Commodity Description and Coding 

System, also known as the Harmonized System (HS) 

of tariff nomenclature is an internationally stan-

dardized system of names and numbers to classify 

traded products. Check out Canada Post’s website 

for comprehensive listing, click the hyperlink to 

connect: Find an HS Code.

OTHER DOCUMENTS

Depending on the nature of the goods, the ship-

ment may also need to be accompanied by other 

documents such as permits or licenses (if they are 

controlled goods) or a packing list.

Informal Entry of Goods

Your goods are considered an informal entry if their 

value is less than US$2,500.00, and if they are not 

controlled goods. As we also mentioned earlier, 

informal entry does not require a broker if the 

shipment is accompanied by the exporter, or if the 

consignee comes to the port of entry to collect it.

Documentation for informal entry is less stringent 

than it is for formal entry. The shipment must have 

its commercial invoice with it. You should also 

include a NAFTA Certificate of Origin; while this is 

not legally required by U.S. Customs, providing one 

will smooth your shipment’s path across the border.

F. Mail Shipments

Shipments by mail which are less than $2500 USD 

in value, whether commercial or noncommercial 

importations (except for commercial shipments 

of textiles from all countries) are entered under a 

mail entry prepared by a Customs officer after the 

Postal Service submits the package for Customs 

examination.

A formal entry is required for any mail shipment 

exceeding $2500 USD in value. A Formal entry is 

also required, regardless of value, for commercial 

shipments of textiles as well as certain other articles: 

billfolds, footwear, fur, gloves, handbags, leather, 

luggage, plastics, rubber, textiles, toys, games and 

sports equipment, etc. 

G. Business Number

There is a registration process for businesses 

involved in import/export activities. The Business 

Number — (BN) is a numbering system used to 

identify clients that transact business with Canada 

Border Services Agency. The BN provides businesses 

with a unique number to identify them and their 

accounts

All Canadian businesses involved in the importing 

and/or exporting of commercial goods must obtain 

a BN in order to account for their goods. Foreign-

based or non-resident importers must also get a BN. 

Click Business Number for more information on 

obtaining one for your company.

H. Canada-US Trusted Trader Program 

The Government of Canada has worked with the 

United States to institute a number of trusted trader 

programs that could help you do business south of 

the border.

A port director can require a formal entry for 

any importation if he or she deems it necessary 

for the protection of the revenue or for admis-

sibility or enforcement issues.

https://www.canadapost.ca/cpotools/apps/wtz/business/findHsCode?execution=e1s1
http://www.international.gc.ca/controls-controles/about-a_propos/impor/canada.aspx?lang=eng&_ga=1.218177817.162399213.1483478802
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The Free and Secure Trade (FAST) program

The Free and Secure Trade (FAST) program is a 

commercial clearance program designed to ensure 

safety and security while expediting legitimate trade 

across the Canada–U.S. border. A joint initiative 

between the Canada Border Services Agency (CBSA) 

and U.S. Customs and Border Protection, FAST 

enhances border and supply chain security while 

making cross-border commercial shipments simpler 

and subject to fewer delays.

FAST members have access to a streamlined process 

that reduces delivery times and landed costs of 

imports, providing access to dedicated lanes (where 

available) for faster and more efficient border 

clearance, as well as other benefits. Visit the FAST 

program to learn more, including enrolment require-

ments and details.

The Partners in Protection (PIP) program

Partners in Protection (PIP) is a CBSA program 

that enlists the cooperation of private industry to 

enhance border and trade chain security, combat 

organized crime and terrorism and help detect and 

prevent contraband smuggling. PIP is a voluntary 

program, with no membership fee, that aims to 

secure the trade chain, one partnership at a time. 

PIP members agree to implement and adhere to high 

security standards while the CBSA agrees to assess 

their security measures, provide information sessions 

on security issues and offer other benefits. Member 

companies are recognized as being trusted traders, 

which allows the CBSA to focus its resources on 

areas of higher or unknown risk.

Through their partnership with the CBSA, PIP mem-

bers contribute to the security of the supply chain 

and the facilitation of legitimate trade. For more 

information on the PIP program, click the hyperlink: 

PIP program.

The Customs-Trade Partnership Against  
Terrorism (C-TPAT) program

The CBSA maintains a Border Wait Times web page 

at www.cbsa-asfc.gc.ca/general/times/menu-e.html, 

which is updated at least once an hour. Border wait 

times can also be accessed from a wireless device, 

though the Government of Canada’s Mobile Portal 

at: www.canada.ca/en/mobile.html.

Similar to the PIP program, the Customs-Trade 

Partnership Against Terrorism (C-TPAT) program was 

developed by U.S. Custom and Border Protection 

(CBP) to enhance supply chain security and expedite 

border clearance. If you produce goods and export 

them to the U.S., it may be to your advantage to be 

a C-TPAT member. Canada and the United States are 

currently working to harmonize the PIP and C-TPAT 

programs and develop new benefits, including an 

automated enrolment system. For further information 

click on the hyperlink: C-TPAT program or search: 

www.cbp.gov/xp/cgov/trade/cargo_security/ctpat.

U.S. legislation affecting exporters

The U.S. has implemented two pieces of security-

related legislation that may affect your export 

business.

http://www.cbsa-asfc.gc.ca/prog/fast-expres/menu-eng.html
http://www.cbsa-asfc.gc.ca/prog/fast-expres/menu-eng.html
http://www.cbsa-asfc.gc.ca/security-securite/pip-pep/menu-eng.html
http://www.cbsa-asfc.gc.ca/bwt-taf/menu-eng.html
https://www.canada.ca/en/mobile.html
http://www.cbp.gov/xp/cgov/trade/cargo_security/ctpat
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The Bioterrorism Act

The Public Health Security and Bioterrorism 

Preparedness and Response Act of 2002, more 

commonly known as the Bioterrorism Act, was 

implemented in December 2003 and is intended to 

protect the United States from bioterrorism. If your 

business produces, processes or handles food for 

human or animal consumption in the U.S., it will 

almost certainly affect you, and you will have to 

register with the U.S. Food and Drug Administration 

(FDA). For information about registering, refer to the 

FDA Registration web page at www.fda.gov/Food/

GuidanceRegulation/FoodFacilityRegistration/.

You will be required to provide the name of a U.S. 

company to act as your agent/contact in the U.S., 

should FDA officials need to make immediate con-

tact with someone regarding your shipments. You 

must also notify FDA of your shipments in advance 

of their arrival at the border.

Agriculture and Agri-food Canada maintains an ex-

tensive web page with information and links related 

to the Bioterrorism Act; located at www.ats-sea.agr.

gc.ca/amr/acc-amr-eng.htm.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED

The Trade Act

In July 2003, the U.S. Bureau of Customs and Border 

Protection announced new regulatory requirements 

for pre-arrival notice in air, rail and highway 

modes under the Trade Act of 2002. Under these 

requirements, traders shipping goods to the U.S. are 

required to submit certain cargo and conveyance 

information to U.S. Customs before the goods arrive 

at the border. For example, in the marine mode, U.S. 

Customs must receive specific cargo information 24 

hours prior to the goods being loaded onboard the 

vessel at the foreign port.

As with the FDA regulations, exporters will find that 

these U.S. Customs requirements may have a signifi-

cant effect on how and when export documents must 

be completed and submitted to the appropriate border 

authorities. For more information on the requirement 

for advance notice, visit www.cbp.gov by clicking on 

Import, then Commercial Enforcement. 

https://www.fda.gov/Food/GuidanceRegulation/FoodFacilityRegistration/default.htm
https://www.fda.gov/Food/GuidanceRegulation/FoodFacilityRegistration/default.htm
http://www.agr.gc.ca/eng/industry-markets-and-trade/agri-food-trade-services-for-exporters/?id=1432136045585
http://www.agr.gc.ca/eng/industry-markets-and-trade/agri-food-trade-services-for-exporters/?id=1432136045585
https://www.cbp.gov/
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TOO MANY PRODUCERS 

PRICE THEIR WORK TOO 

LOW. REMEMBER, YOU 

SHOULD NOT ONLY 

MAKE SURE YOUR PRIC-

ING INCLUDES YOUR 

MATERIALS, BUT ALSO 

NEEDS TO COMPENSATE 

YOU FOR YOUR MAR-

KETING (SHOW FEES, 

TRAVELING EXPENSES, 

ETC.) AND YOUR LABOR.

2. Pricing & Promotion 
Strategic pricing is one of the most important 

factors in achieving financial success in your export 

business. Part of setting a realistic export price, and 

therefore an appropriate profit margin, is to examine 

production, delivery costs, competition and market 

demand. You should also understand the variables 

of your target market and other export-related 

expenses such as:

 » Currency exchange rates;

 » Market research and credit checks;

 » Receivables/risk insurance;

 » Business travel;

 » International postage, cable and telephone rates;

 » Translation;

 » Commissions, training charges, and other costs 

involving foreign representatives;

 » Consultants and freight forwarders; and

 » Product modification and special packaging.

A. Promotion

The outcome of your promotional strategies can 

make or break your export venture. In this context, 

promotion refers to all the communications tools 

you use to convince people to buy your product. 

They are:

 » Advertising: carefully select the media that have 

a wide circulation within your target audience 

(television, internet, radio, print etc.) 

 » Promotional materials: you may need to rede-

sign your marketing materials and packaging to 

remove elements that are inappropriate, offensive 

or meaningless in the target market. You’ll also 

need to translate these materials into the native 

language, so be prepared to hire a professional 

translator with experience in commercial and 

business writing. And before you use the transla-

tion, have it double-checked by a native resident 

of the country. 

 » Direct mail: a targeted direct mail campaign 

can be very effective. Research and experience 

in your target market will help you build a base 

of potential buyers and clients to whom you can 

direct your company’s message. 

 » Media: publicity via the media is a good way 

to establish awareness, profile and credibility. 

Prepare a media kit that introduces a profile 

of our company, new products or newsworthy 

activities. Include copies of any articles published 

about your company. 

 » Personal visits: personal contact with potential 

clients is perhaps the best means of promo-

tion. Many cultures value such contact in their 

business relationships. Your attention to it can 

impress your foreign contacts. 

 » Trade shows: attending or participating in 

international trade shows is an excellent promo-

tional method. It also allows you to check out 

the competition and do market research. If it’s 

difficult for your company to take part in a trade 

event, consider teaming up with other Canadian 

companies, or joining a federal or provincial 

delegation. 
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 » Internet: it’s generally assumed nowadays that 

a business will have a Web site. A well-designed 

site can help your export venture in many ways, 

from promotion to customer service. Be prepared 

to commit time and money to keeping the site 

up-to-date as an outdated site can do your 

business more harm than good. 

B. Market demand

As in domestic markets, demand in foreign markets 

can affect your price. In other words, what will the 

market bear?

For most consumer goods, per-capita income is a 

fairly good way to gauge a market’s ability to pay. 

Per-capita income for most industrialized nations is 

similar to that of Canada or the United States, while 

it is much lower for the rest of the world.

It’s true that some products may create such a strong 

demand that even low per-capita income will not 

affect their selling price. Generally, though, simplify-

ing products to reduce the selling price may be the 

best option in less affluent markets.

Remember that currency valuations affect afford-

ability. Your pricing should be cognizant of currency 

fluctuations and the comparative value of the 

Canadian dollar.

FIND EASY AND SECURE 

WAYS FOR YOUR 

CLIENTS TO PAY YOU. 

A SHOPPING CART 

AND A SECURE WAY 

TO ACCEPT CHECKS 

AND/OR CREDIT CARDS 

WORK VERY WELL. (I.E. 

PAYPAL)

Perform quick conversions to and from 

Canadian dollars, using the Bank of Canada’s 

currency converter at www.bankofcanada.ca  

by clicking on Rates and Statistics, then 

Exchange Rates.

C. Competition

In domestic markets, few companies can set prices 

without considering their competitors’ pricing. This 

is also true in exporting. If you have many competi-

tors in a foreign market, you may have to match 

or undercut the going price to win a share of the 

market. If your product is new to a market you may 

be able to set a higher price.

This all means that you have several pricing strate-

gies available:

 » Static pricing: charging the same price to all 

customers. 

 » Flexible pricing: adjusting prices for different 

types of customers. 

 » Full cost-based pricing: covering both fixed 

and variable costs of the export sale. 

 » Marginal cost: covering only the variable costs 

of production and exporting, while you pay 

overhead and other fixed costs out of domestic 

sales. 

 » Penetration pricing: keeping your price low to 

attract more customers, discourage competitors 

and gain quick market share. 

 » Market skimming: pricing the product high to 

make optimum profit among high-end consumers 

while there is little competition. 

After you’ve determined your costs and chosen your 

pricing strategy, establish a competitive price for 

your product that gives you an acceptable profit 

margin.

https://www.bankofcanada.ca/
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D. Marketing tools

Getting your marketing tools right is crucially 

important. Here’s a list of things to remember about 

them:

Business materials should be:

 » High quality and professionally designed;

 » Easy to read;

 » In the appropriate language;

 » Consistent throughout your firm;

 » Distinctive and informative; and

 » Up-to-date and complete, including area codes, 

country, telephone and fax numbers, postal code, 

e-mail and Web site addresses. 

Financial assistance to producers and 

manufacturers who wish to participate in pro-

motional activities that will further market and 

promote their products and businesses are 

generally available. Examples for eligible costs 

for promotional materials include such things 

as the: design and production of brochures, 

banners, signs, catalogues and portfolios, 

to name a few. For more information refer to 

Step 9 in the Module – Planning Your Export 

Financing. 

THE DECISION TO 

PARTICIPATE IN A TRADE 

SHOW SHOULD ALWAYS 

BE BASED ON THE NUM-

BERS; WHAT IT’S GOING 

TO COST AGAINST THE 

BENEFITS YOU EXPECT 

TO RECEIVE. 
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3. Making the Sale
A. Closing the Sale

You close a sale when you get your customer to 

commit to purchasing your product. Although there 

are numerous techniques you can use to close a sale, 

you don’t necessarily need to use all of them. The 

personality of the person you’re dealing with may 

affect which technique you decide to use. 

 » Tell the prospective customer exactly what you’re 

selling and how it can benefit them. 

 » Create a sense of urgency if things are dragging. 

Convince the customer they need your product — 

now. Let them know that if they don’t purchase 

straight away, they could miss a good deal.

 » Don’t respond to questions with a yes or no. 

Answer your prospect’s queries with questions 

of your own. Carefully chosen, these return 

questions can help lead to a sale. For example, 

instead of answering the question, “Does this 

come in black?” with “Yes,” you could say, 

“Would you like it in black?” 

 » Listen for buying signals from the customer, such 

as: 

• “Have you got many left?”

• “How soon could you deliver?”

• “Have you got it in blue?” 

 » Once you hear a buying signal, stop selling. 

Otherwise you risk talking yourself out of the 

sale. 

 » Don’t be afraid to ask for the sale. You could say: 

“Could I take your order now?” Be positive and 

upbeat. 

 » Giving the customer alternatives can be an 

effective way to close a sale. If the customer is 

looking for something you don’t have such as 

a specific color or style, try suggesting a viable 

alternative.

 » After all objections have been met, stop talking 

and allow the customer time to decide. If they 

say yes, confirm the deal. Make sure the cus-

tomer is happy with what has been agreed and 

follow this up later in writing within an email or 

with a telephone call. 

B. How to “close” with existing customers

Your existing customers are among the most im-

portant assets of your business — they have already 

chosen you instead of your competitors. Keeping 

them coming back costs far less than attracting new 

business, so it’s worth taking steps to make sure 

that they’re satisfied with the service they receive. 

Fixed or percentage discount, extra goods, or prizes 

to reward customers for behavior that benefits your 

business are just a couple of ways to do this.

Existing customer relationships are opportunities to 

increase sales because your customers will already 

have a degree of trust in your recommendations. 

Cross-selling and up-selling are ways of increasing 

either the range or the value of what you sell by 

pointing out new purchase possibilities to these 

customers. To retain your customers’ trust, however, 

never try to sell them something that clearly doesn’t 

meet their needs. Remember, your aim is to build 

a solid long-term relationship with your customers 

rather than to make quick one-off profits.
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The usual techniques for closing sales are not always 

appropriate for existing customers. Some techniques 

you could use are:

 » Ask for repeat orders. If customers are happy 

with the product and service, it should be easy to 

secure further orders.

 » Maintain regular contact to keep the account 

warm. Consider using email, phone, regular 

mailings, and face-to-face meetings.

 » Monitor customers’ order volumes and frequency. 

To prompt a repeat order, send reminders just 

before you expect them to require a re-order.

 » Keep customers briefed about special offers, 

sales, new products, and related products.

 » Offer a discount on one product on the proviso 

that another is ordered.

 » Negotiate fixed prices or retrospective discounts 

in return for minimum order values or volumes.

C. After the sale

Marketing experts often say that you have to sell 

to a customer three times — once before the actual 

purchase, once immediately afterward and again 

during the weeks and months that follow. The third 

phase of the sale is the one that builds a business for 

the long run. Following up long after a customer has 

made a purchase increases customer loyalty, which 

translates into repeat buyers. One-time customers 

are fine, but repeat buyers are the foundation for 

long-term success. Here are some follow-up tips that 

can help you create loyal customers:

 » Within several days after the sale, contact the 

customer to make sure his or her expectations 

were met. If there are questions or complaints, 

this is the time to address them, not after they 

have time to simmer and eventually boil over. 

Also, take this opportunity to thank the customer 

for doing business with you and to encourage 

visiting or contacting you again.

 » Create a system among your sales staff to make 

sure customer complaints or follow-up questions 

are addressed quickly and thoroughly. Don’t let 

even the slightest follow-up contact from the 

customer fall through the cracks. Customers hate 

to do business with a company that treats them 

impersonally or forgets about them after the sale 

has been concluded.

 » If a customer needs to make a return, an 

exchange or has any problem with a product, 

respond exactly as stated in your guarantee.

 » During the sale, take notes about a customer’s 

special interests. Send out a card or make a spe-

cial phone call if you begin offering something 

that might be of interest. Also try to get informa-

tion about the customer and immediate family 

so you can send out birthday cards, anniversary 

cards and holiday cards. Your special customers 

will appreciate the effort. 

 » Concentrate your follow-up marketing efforts on 

the 20 percent of your customers who spend the 

most money with you. This will maximize your 

efforts and costs.

 » Within three to six months of the purchase, 

invite the customer to some type of “customer-

only” sale. Offer them something special to 

encourage repeat business (free gifts, unadver-

tised specials, etc.).
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Customer-care involves putting systems in place to 

maximize your customers’ satisfaction with your 

business and is a crucial element of business success. 

Every contact your customers have with your 

business is an opportunity for you to improve your 

reputation with them and increase the likelihood of 

further sales. From your telephone manner to the 

efficiency of your order-fulfillment systems, almost 

every aspect of your business affects the way your 

customers view your business.

A huge range of factors can contribute to customer 

satisfaction, but your customers — both consum-

ers and other businesses — are likely to take into 

account:

 » how well your product matches customer needs 

 » the value for their money 

 » your efficiency and reliability in fulfilling orders 

 » the professionalism, friendliness and expertise of 

you and your employees 

 » how well informed you keep your customers

 » the after-sales service provided 

There are important areas of customer service 

which are more difficult to measure. Many of these 

are human factors such as a salesperson’s conduct 

while visiting clients. In these areas it’s crucial that 

you get feedback from your customers about their 

perceptions of your customer service. Customer 

surveys, feedback programs and occasional phone 

calls to key customers can be useful ways of gauging 

how customer service levels in your business are 

perceived. 

4. Delivering the Goods
There are four ways of getting your product to your 

customer’s doorstep. Choosing the right shipping 

method, or combination of methods, is vital to export 

success — you want the product to get there on time 

and at the right cost. The four ways of getting your 

product to your customer are truck, rail, air and 

ocean. Which one you decide to choose will depend 

on many factors such as cost, time and the type of 

product you are shipping. To find out more about 

which shipping method best suits your needs you can 

speak to your local freight forwarder or broker. You 

will find more information regarding freight forward-

ers and customs brokers in the sections to follow.

A. Freight forwarders and Custom Brokers

How fast you get your product to its destination 

will have an immediate effect on how satisfied your 

customers are. One option is by using a freight 

forwarder or customs broker. 

A freight forwarder will help improve your delivery 

times and customer service. They will handle all 

of your logistical requirements such as negotiate 

rates for you with shipping companies and insur-

ance firms. When the order is ready to ship, freight 

forwarders should be able to review the letter of 

credit (L/C), commercial invoices, packing list, and so 

on to ensure that all documents are in order to clear 

your goods through customs quickly. 

Besides using a freight forwarder, the services of a 

customs broker is also another option. Some exporters 

may decide to deliver their goods themselves, there-

fore not requiring all of the logistical requirements of 

a freight forwarding company. A customs broker will 

act on your behalf to clear goods through customs by 

preparing customs documentation for you. They are 

also good sources of tariff information.

http://www.businessdictionary.com/definition/letter-of-credit-L-C.html
http://www.businessdictionary.com/definition/letter-of-credit-L-C.html
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Freight-forwarding companies located in Halifax 

that you may find useful are listed below and some 

of these offer custom brokerage services as well:

 » Cole International

 » Atlantic Ex-Works Inc.

 » I. H. Mathers & Son Limited

 » Alliance World Transport Inc.

 » Oceanex (1997) Inc. 

 » Livingston International

 » Kuehne & Nagel

To obtain the services of a customs broker check with:

 » Affiliated Customs Brokers Ltd.

 » Derringer

Shipping rates vary depending on which shipping 

method you decide to use. The amount of goods you 

are exporting as well as the destination of your prod-

uct will also have an affect on each freight forwarders 

shipping rate. Before you contact freight forwarder 

regarding your export venture, it is a good idea to 

have the following information on hand as without 

these pieces of information, your freight forwarder 

will not be able to obtain a price quotation:

 » The destination of your product as well as where 

you will be shipping from.

 » The actual weight and dimensions of each item 

being transported.

 » The type of product you are shipping; and

 » The type of shipping method you are looking for.

B. Canada Post

Canada Post is another option that you may decide 

to use when delivering your products to the U.S. 

Canada Post offers many options to choose from, 

click the hyperlink for a full menu of options and to 

search their site: Shipping Solutions.

Canada Post’s rates are based on the origin, destina-

tion, and weight of shipment. Although Canada 

Post does have other options available, the choices 

mentioned above are most relevant to exporters.

C. Packing your goods

In packing an item for export, the shipper should 

be aware of the demands that exporting puts on a 

package. Four issues that must be kept in mind when 

an export-shipping crate is being designed: break-

age, weight, moisture, and pilferage.

For more information on specific paperwork 

that may be required to clear your goods 

through customs, please see the section on 

Export Documentation.

For more information on the freight industry as 

well as an online directory of freight forward-

ers in Canada and the United States, click: 

Freight Net. You can also access a list of regular 

freight forwarders registered with Canadian 

International Freight Forwarders Association 

(CIFFA) at www.ciffa.com. And for specialized 

services, for valuable and fragile items see: 

Parcel Pro.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED

https://www.coleintl.com/halifax.php
https://atlanticexworks.com/
https://ihmathers.com/
http://www.allianceworldtransport.com/MAINWINDOW.htm
https://www.oceanex.com
https://ca.kuehne-nagel.com/en_gb/
http://www.affiliated.ca/home.aspx?lang=en-CA
https://www.anderinger.com/
https://www.canadapost.ca/cpc/en/business/shipping.page
http://www.freightnet.com/
http://www.ciffa.com/
https://www.parcelpro.com/
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Since you want your products to arrive at your 

customer’s door on time, in one piece and free 

of legal tangles, you have to take special care in 

packing, marking and labeling them. Often the buyer 

specifies packing requirements. If the buyer does not 

so specify, be sure the goods are prepared with the 

following considerations in mind: 

 » Assume they’ll have a bumpy ride, particularly 

if you’re shipping them overseas with repeated 

loading and unloading. Pack them to survive 

rough-and-ready cargo handlers and poor roads. 

 » During transit, handling and storage, your goods 

may have to endure bad weather and extreme 

temperatures. If they need special temperature 

controls or other protective measures, be sure 

they get them. 

 » Packages and packing filler should be made of 

moisture-resistant material. 

 » The type of shipping may determine the kind 

of packing you should use. For example, if the 

goods are carried by ship, you need to know 

whether they will be placed above or below deck. 

 » To provide proper bracing in the container, 

regardless of size, make sure the weight is evenly 

distributed.

D. Marks and Labels

Marking and labeling are used on export shipping 

cartons and containers to meet shipping regulations, 

ensure proper handling, conceal the identity of the 

contents and help receivers identify shipments. 

Marks shown on the shipping container must agree 

with those on the commercial invoice or bill of 

lading, and may include some or all of:

 » The buyer’s name or some other form of agreed 

identification;

 » The point/port of entry into the importing 

country;

 » The gross and net weight of the product in 

kilograms and pounds;

 » Identification of the country of origin, e.g. “Made 

in Canada”;

 » The number of packages;

 » Appropriate warning or cautionary markings;

 » A packing list, plus one copy in each container, 

itemizing the contents.

Most freight forwarders and export packing specialists 

can supply necessary information regarding specific 

labeling and marking regulations. For more informa-

tion on freight forwarders or to find one in your area, 

please see section above on freight forwarders.

E. Transportation Insurance

Export shipments are usually insured against loss, 

damage, and delay in transit by cargo insurance. 

Cargo insurance is more important in international 

transportation than in domestic transportation. 

Terms of sale often make the seller responsible for 

the goods up to the point of delivery to the foreign 

buyer. For this reason, you absolutely must have 

transportation insurance. 

STEP 8: THE BUSINESS OF EXPORTING CONTINUED

There is guide information on Safe Stowage 

and for Export Packaging available on the 

Trade Commissioner Service’s website that 

can provide you with more detailed informa-

tion on packing and shipping. To access these 

documents please Sign up and search the 

information in their updated Step-by-Step 

Guide to Exporting.

http://tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng
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The insurance that the exporter should buy de-

pends on the mode of transport selected, as legal 

requirements establish certain levels. Most freight 

forwarders will arrange insurance for your shipment. 

However, if you decide to do this yourself through 

an insurance company, make sure you understand 

exactly what coverage you’re getting. Exporters 

are advised to consult with international insurance 

carriers or freight forwarders for more information.

You can also get transportation insurance if you 

decide to ship your products through Canada Post. 

Canada Post offers $100 worth of insurance to any 

customer who decides to use their services in order 

to deliver goods. The maximum amount of insurance 

that you can buy is $1000. For more information 

on Canada Post and the services that are available 

to you, please refer back to the previous section 

“Canada Post.” 

F. Export Documentation

Exporters may want to consider having the freight 

forwarder handle the amount of documentation 

that exporting requires. Documentation that identi-

fies: the goods and the terms of sale; provides title 

to the goods; evidence of insurance coverage; and 

certifies that the goods are of a certain quality or 

standard. Several more documents are required for 

overseas shipping:

Key shipping documents include:

 » A commercial invoice: Bill for the goods from 

the buyer to the seller. The buyer needs the 

invoice to prove ownership and to arrange pay-

ment. This form is also used for customs records 

and must include: 

• The names and addresses of the buyer and 

seller;

• The contract or invoice number;

• A description of the goods and the unit price;

• The total weight and number of packages;

• Shipping marks and numbers.

 » Special packing or marking list: An export-

packing list itemizes the material in each 

individual package and indicates the type of 

package.

 » A certificate of origin: When exporting products 

you might ask (click): Why do I need a certificate 

of origin? Information enclosed within this link 

provides a comprehensive overview. For a copy 

(click): certificate of origin PDF. These documents 

verify where your products production took 

place/ originated. For instance, if it was solely 

made in a country without trade agreements with 

Canada and also without trade agreements to the 

country of destination (e.g. you are importing 

them to Canada and then reselling them) there 

may be tariffs attached. If you order supplies 

from outside of NAFTA countries the issue 

becomes a little more complicated, at this point 

it will depend on the percentages those supplies 

contribute to the overall finished product as to 

the country of origin. For instance, if they are 

buttons you are sewing onto a coat, that’s a very 

The Canadian Trade Commissioner Service’s 

Step-by-Step Guide to Exporting has a ship-

ping insurance overview 7.8 Transportation 

Insurance that can help you decide which type 

of insurance is best suited to your product’s 

shipping needs.
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https://ustr.gov/about-us/policy-offices/press-office/fact-sheets/2012/april/nafta-certificate-origin-frequently-asked-questions
https://ustr.gov/about-us/policy-offices/press-office/fact-sheets/2012/april/nafta-certificate-origin-frequently-asked-questions
https://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b239-eng.pdf
http://tradecommissioner.gc.ca/exporters-exportateurs_draft/step7-etape7.aspx?lang=eng&pedisable=true
http://tradecommissioner.gc.ca/exporters-exportateurs_draft/step7-etape7.aspx?lang=eng&pedisable=true
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small percentage of the overall finished product; 

however, if they are buttons you are dabbing 

paint onto and reselling as smiley face buttons — 

that’s a much larger percentage.

 » A certificate of insurance: If the seller provides 

insurance, the insurance certificate states the 

type and amount of coverage. This instrument is 

negotiable.

 » A bill of lading: Contracts between the owner of 

the goods and the carrier. The customer usually 

needs the original or a copy as proof of owner-

ship to take possession of the goods.

 » Health/Sanitary Certificate (If necessary): 

Required for all exporters of food. This ensures 

that all food products crossing the border are 

free from contaminants and are manufactured 

in a healthy environment. To get into the CFIA’s 

website for more information click: Exporting 

Food Items to the United States.

 » Standards Documentation (If necessary): 

Standards documentation will be different 

depending upon certifications required by your 

industry. 

Other collection documents include:

 » Certificates of inspection, used to ensure that 

goods are free from defect, as well as Import 

and Export licenses may also be required (for 

example, a NAFTA certificate of origin.)

G. Export permits

An export permit is required for all goods enter-

ing the United States when the goods are on the 

Export Control List (a list of goods and technologies 

that require export permits to be exported from 

Canada, pursuant to the Export and Import Permits 

Act). Goods that reside on the Export Control List 

that may affect artisans/producers are textiles and 

agricultural products. Therefore if you are export-

ing either of these products it is mandatory that 

you report your exports. You’ll find on the Canada 

Border Services Agency website information with 

respect to the necessary forms for reporting control 

list products, click: CBSA Forms.

For more resources on documents and other 

needs when exporting to the USA, please refer 

to Exporting to the United States — A Guide for 

Canadian Businesses.
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http://www.inspection.gc.ca/food/exports/eng/1323723342834/1323723662195
http://www.inspection.gc.ca/food/exports/eng/1323723342834/1323723662195
http://www.international.gc.ca/controls-controles/about-a_propos/expor/guide.aspx?lang=eng
https://www.cbsa-asfc.gc.ca/publications/menu-eng.html
http://tradecommissioner.gc.ca/exporting-to-united-states-exporter-aux-etats-unis.aspx?lang=eng
http://tradecommissioner.gc.ca/exporting-to-united-states-exporter-aux-etats-unis.aspx?lang=eng
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5. Labeling and Standardization
A. Labeling Requirements

Package-markings provide essential information 

for the shippers and other people who handle your 

goods and are required for transit across the United 

States border. Standardization helps ensure that your 

goods meet U.S. requirements and will therefore 

make it easier for you to export to the U.S. market. 

When labeling a particular product for export, 

specific labeling requirements must be followed 

for certain goods entering the United States. Most 

products however only require the country of origin 

and what the product is made of for example:

 » For wood products, the item must contain “Made 

in Canada” and must state the kind of wood that 

the product was made from. The same goes for 

items made of clay, bone basketry etc.

 » For jewelry items, the country of origin must be 

“stamped” on the item and what type of material 

the product was made from.

 » For printed items, “Printed in Canada” must be 

stated.

Although most products fall under general labeling 

requirements such as country of origin or what the 

product was made of, there are some products that 

require specific information before they are allowed 

to cross the border. If the product you are exporting 

is not found within the sections that follow or the 

items mentioned above, most likely your product 

just requires the country of origin and the material 

that was used to produce your product. It is also 

important to be aware that the information required 

on the label of your product is different from what 

must be shown on the invoice accompanying your 

shipment. 

1. Textiles and Wool 

Canada’s free trade agreements (FTA) with the United 

States, Mexico, Chile, Costa Rica and Honduras 

contain tariff preference level (TPL) provisions for 

certain textile and apparel goods being imported 

or exported within the respective free trade zones. 

TPL-eligible goods are goods that do not meet the 

requirements of the FTA Rules of Origin but can 

still receive the same preferential tariff treatment 

as originating goods, up to a negotiated quantity, 

as long as they meet certain conditions (such as 

being cut, sewn, and assembled in a Party from 

non-originating material). Trade of non-originating 

textiles and apparel commodities not covered by the 

above FTAs, or with countries other than those listed 

above, which have no Canadian permit or certifica-

tion requirements and are subject to Most Favored 

Nation (MFN) duties.

If there is no need to specify the content of 

the box on a label, avoid doing so. Identifying 

valuable goods (such as Jewelry) contained in a 

box is an invitation for thieves and vandals. Use 

coded marks to identify export goods unless 

local laws prohibit this practice.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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TPL-eligible imports and exports are subject to con-

trols under Canada’s Export and Import Permits Act 

(EIPA). All TPL-eligible imports require an import 

permit issued by the Canadian government. Only 

TPL-eligible exports to the United States and Mexico 

require a Certificate of Eligibility. TPL-eligible 

exports to Chile, Costa Rica and Honduras have no 

Canadian documentation requirements. Below you 

will find information related to TPL administration. 

In particular, the Notices to Importers and exporters; 

the Canadian Border Services Agency memorandum 

D11-4-22; and Sections E (textiles and apparel 

imports) and F (textiles and apparel exports) of the 

Handbook of Export and Import Commodity Codes 

provide details on FTA TPL coverage and the related 

administrative requirements. 

Inquiries on TPL imports and exports can be directed 

to TPL-NPT@international.gc.ca.

For more information pertaining to the requirements 

for Textiles and Textile Products click: Memoran-

dum D10-17-15.

And within Canada call the Border Information 

Service at 1-800-461-9999. From outside Canada 

call 204-983-3500 or 506-636-5064. Long distance 

charges will apply. Agents are available Monday to 

Friday (08:00–16:00 local time/except holidays). TTY 

is also available within Canada: 1-866-335-3237) 

WOOL

When exporting wool to the United States ensure 

that the textile or wool content of the product, its 

country of origin and its manufacturer or dealer 

identity is clearly marked. For example, the label 

on a wool coat with fur trim must disclose the wool 

content as required by the Wool Act and Rules. You 

must disclose the content of a fur coat lining if the 

lining provides added warmth or contains any wool. 

If the lining serves only a structural purpose, its fiber 

does not have to be disclosed. For more information 

pertaining to the requirements for wool click: Wool 

Act and Rules.

2. Fur

Garments made entirely or partly with fur must have 

a label disclosing:

The animal name, according to the Fur Products 

Name Guide. The Guide lists the animals whose 

fur could be used in a garment. In 2014, the FTC 

updated and corrected some of the animal names. 

However, simply because a name is on the list 

does not make it legal to sell that fur in the U.S. 

For example, some animals on the list may be 

endangered species, and so the sale of their fur is 

prohibited. In addition, the Dog and Cat Protection 

Act of 2000 prohibits importing, exporting, selling, 

trading, advertising, transporting, or distributing 

any products made with dog or cat fur. California 

criminal law prohibits selling dog and cat fur in that 

state.

It is illegal to label a fur with:

 » the name of any animal other than the animal 

that produced the fur, and

 » coined or fictitious animal names

You may — but don’t have to — add the name of the 

fur’s country of origin before the animal name; for 

example, “Russian Mink.”

The name or Registered Identification Number 

(RN) of the manufacturer, importer or other 

seller, marketer or distributor of the fur. 
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The country of origin for imported fur products, 

including the country of origin for imported furs 

made into fur products in the U.S.

You must state the fur’s origin with the words “Fur 

Origin;” for example, “Fur Origin: Russia.” This 

is required even if you add the name of the fur’s 

country of origin before the animal name.

The country of origin of the fur garment may be 

different from the country of origin of the fur itself. 

You must mark imported garments in accordance 

with the marking statute (19 U.S.C. §1304) enforced 

by U.S. Customs and Border Protection.

You may — but aren’t required to — label domestic 

fur products to show origin. You can label domestic 

furs to show the state or part of the country they 

came from, but you can’t use a name that suggests a 

false geographic origin, or label or advertise domes-

tic furs in a way that implies they are imported. If 

the name of the animal, as listed in the Fur Products 

Name Guide, includes a geographic designation, but 

the animal was raised or taken in the U.S., state the 

origin to prevent possible deception. For example, 

“Mexican Raccoon; Fur Origin: U.S.”

If the fur is pointed, dyed, bleached, or artifi-

cially colored. If these treatments weren’t used, you 

should label the fur “natural.”

If the fur product is composed of more than 10 

percent of surface area of pieces, such as paws, 

tails, bellies, gills, ears, throats, heads, scraps or 

waste fur.

If the fur is used or damaged.

The textile or wool content of the product, its 

country of origin and its manufacturer or dealer 

identity. For example, the label on a wool coat with 

fur trim must disclose the wool content as required 

by the Wool Act and Rules. You must disclose the 

content of a fur coat lining if the lining provides 

added warmth or contains any wool. If the lining 

serves only a structural purpose, its fiber does not 

have to be disclosed.

3. Food

FDA Basics and the Center for Food Safety and 

Applied Nutrition (CFSAN) assure that the food 

supply is safe, sanitary, wholesome, and honestly 

labeled. Anyone wanting to Export food items into 

the United States should contact the Food and Drug 

Administration. 

Under provisions of the U.S. law contained in the 

U.S. Federal Food, Drug and Cosmetic Act, importers 

of food products intended for introduction into U.S. 

interstate commerce are responsible for ensuring that 

the products are safe, sanitary, and labeled according 

to U.S. requirements. (All imported food is consid-

ered to be interstate commerce.)

FDA is not authorized under the law to approve, 

certify, license, or otherwise sanction individual food 

importers, products, labels, or shipments. Importers 

can import foods into the United States without prior 

sanction by FDA, as long as the facilities register 

that produce, store, or otherwise handle the products 

are with FDA, and prior notice of incoming ship-

ments is provided to FDA.

Imported food products are subject to FDA inspec-

tion when offered for import at U.S. ports of entry. 

FDA may detain shipments of products offered 

for import if the shipments are found not to be in 

compliance with U.S. requirements. Both imported 

and domestically-produced foods must meet the 

same legal requirements in the United States.
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For an overview of the U.S. Import Program, please 

visit the links provided below.

PROCEDURES AND REQUIREMENTS FOR IMPORTING 
FOOD PRODUCTS

In addition to meeting the requirements of U.S. 

food regulations including food facility registration, 

importers must follow U.S. import procedures as well 

as the requirements of Prior Notice.

 » Import Program

 » Prior Notice of Imported Foods

 » Chapter 5 — Food, Colors, and Cosmetics

 » Imports & Exports Guidance Documents & 

Regulatory Information

IMPORTING FOOD GIFTS FOR PERSONAL USE

 » Sending Gifts to Your Friends and Family: Prior 

Notice Policy

 » Importing Gift Packs and Prior Notice

 » Sending Food through International Mail — 

Selected Excerpts from the Prior  

 » Notice Interim Final Rule, Guidance Documents, 

and Fact Sheets

IMPORTING SEAFOOD

 » The Imported Seafood Safety Program

Click the hyperlink: Food labeling to find out more 

about how it is used as a means of communicating 

product information between buyers and sellers. It 

is a primary means by which consumers differenti-

ate between individual foods and brands to make 

informed purchasing choices.

EXAMPLES OF WHAT FOOD LABELS CONTAIN:

 » Full name and address of the manufacturer, 

packer or distributor. If the name given is the 

actual manufacturer, it must be accompanied by 

“manufactured for” or distributed by.”

 » The statement of identity; the common or usual 

name of the food.

 » Net quantity of contents — Food labels printed 

should show the net contents in both metric (grams, 

kilograms, milliliters, liters) and U.S. Customary 

System (ounces, pounds, fluid ounces) terms.

 » List of each ingredient in descending order of 

predominance. (The ingredient that weighs the 

most is listed first, and the ingredient that weighs 

the least is listed last.)

 » Nutritional Facts

 » Nutrient reference values, expressed as % Daily 

Values

 » Uniform definitions for terms that describe a 

food’s nutrient content — such as “light,” “low-

fat,” and “high-fiber”

 » Claims about the relationship between a nutrient 

or food and a disease or health-related condition, 

such as calcium and osteoporosis, and fat and 

cancer.

 » Standardized serving sizes that make nutritional 

comparisons of similar products easier.

 » “Best Before” dates.

 » All information must be presented in both 

English and French.

LABELS SHOULD BE 

LARGE ENOUGH TO 

READ AND THE IN-

FORMATION SHOULD 

BE INDICATED IN THE 

APPROPRIATE LAN-

GUAGE. LABELS FOR 

YOUR EXPORT GOODS 

SHOULD ALSO BE 

WATERPROOF.
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Under the label’s “Nutrition Facts” panel, 

manufacturers need to be apprised of what cur-

rent information is required to go on their labels. 

Components and the order in which they should 

appear are: 

 » Number of servings per container and suggested 

serving size

 » Amount of Calories per serving 

 » Total fat

• Saturated fat

• Trans fat

 » Cholesterol

 » Sodium

 » Total Carbohydrates

• dietary fiber

• Sugars

 » Protein

 » Vitamins Present, such as in this example:

• Vitamin C

• Calcium

• Iron

• Potassium

 » Other essential vitamins and minerals 

Under NLEA, some foods are exempt from 

nutrition labeling. Food produced by small 

businesses also may be exempt if the food you 

are exporting is for direct consumption such 

as a business gift. To find more information 

regarding this matter, please refer to the FDA’s 

website at www.fda.gov.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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4. Organics

There are also labeling requirements that apply 

to raw or fresh products and processed foods that 

contain organic ingredients. Be sure to thoroughly 

read the appropriate sites on the FDA’s website to 

ensure you know what your products need to show 

in terms of labeling. Legislation often changes, and 

the FDA’s site is regularly updated — so be sure to 

keep apprised of their requirements on their website. 

Some labeling examples are:

 » Products labeled as “100 percent organic”, should 

contain (excluding water and salt) only organi-

cally produced ingredients.

 » A raw or processed agricultural product sold, 

labeled, or represented, as “organic” needs to 

contain not less than 95 percent organically 

produced raw or processed agricultural products.

 » Products labeled “organic” then need to consist 

of at least 95 percent organically produced 

ingredients (excluding water and salt). Any 

remaining product ingredients must consist 

of nonagricultural substances approved on 

the National List or non-organically produced 

agricultural products that are not commercially 

available in organic form.

 » Processed products that contain at least 70 

percent organic ingredients can use the phrase 

“made with organic ingredients” and list up to 

three of the organic ingredients or food groups 

on the principal display panel.

 » Any product labeled as organic must identify 

each organically produced ingredient in the 

ingredient statement on the information panel.

 » The name and address of the certifying agent 

of the final product must be displayed on the 

information panel.

 » The percentage of organic ingredients in the 

product

 » The seal, logo, or other identifying mark of the 

certifying agent that certified the handler of the 

finished product.

Note: For those exporting agricultural or textile 

products, it is advisable to review the section on “C-

TPAT” found under Step 8: 1. Logistics of Exporting. 

Click the link to find out more information 

about the FDA’s Organic Labeling.
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6. Customer Care
A. Customer complaints

Every business has to deal with situations in which 

things go wrong from a customer’s point of view. 

Although it might seem contradictory, a customer 

with a complaint represents a genuine opportunity 

for your business:

 » People that are willing to complain are rare — 

your complaining customer may be alerting you 

to a problem experienced by many others who 

silently took their custom elsewhere.

 » Complaints should be handled courteously, 

sympathetically and — above all — swiftly.

 » Make sure that your business has an established 

procedure for dealing with customer complaints 

and that it is known to all your employees. At 

the very least it should involve:

• Listening sympathetically to establish the 

details of the complaint

• Record the details together with relevant mate-

rial, such as a sales receipt or damaged goods

• Offer rectification — whether by repair, 

replacement or refund

• Ensure the appropriate follow-up action, such 

as a letter of apology or a phone call to make 

sure that the problem has been resolved will be 

worth its weight for future sales. 

B. Business Etiquette

Canadian exporters must also face the challenge of 

treating the U.S. as a market separate from Canada. 

While the similarities of language, standard of living 

and attitudes give Canadians a unique advantage 

over exporters from other countries, they can also 

cause us to overlook the many ways in which the 

two nations are different. Canadian companies that 

understand these differences will greatly improve 

their chances of success south of the border. Some 

differences and considerations to be aware of are:

Cultural Differences

 » Identify and understand cultural values; the 

culture and geographic location of an area will 

influence how business is done. 

 » Regional background should also be taken into 

account when learning about American busi-

nesses. Individual factors including industry, 

business structure, management, and business 

mission also play a strong role in shaping an 

individual business culture. Those wishing to do 

extensive business within one region in the US 

are well-advised to spend some time research-

ing that area in particular. Those wishing to do 

business with specific companies should invest 

additional time researching individual business 

culture through corporate literature, marketing, 

and websites.

If you’re proud of the way you rectify problems — by offering no-questions refunds, for example — 

make sure your customers know about it. Your method of dealing with customer problems is one more 

way to stay ahead of your competitors.

YOUR BUSINESS CARDS 

AND HOW YOU HANDLE 

THEM CONTRIBUTE TO 

YOUR TOTAL IMAGE. 

HAVE A GOOD SUPPLY 

OF THEM WITH YOU AT 

ALL TIMES SINCE YOU 

NEVER KNOW WHEN 

AND WHERE YOU WILL 

ENCOUNTER A POTEN-

TIAL CLIENT.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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Making Appointments

 » Prior appointments are necessary.

 » Punctuality is very important for business 

occasions. In many U.S. cities, traffic can cause 

considerable delays, so be sure to allow enough 

driving time to your appointment. If you know 

that you will be late, call to let your contact know. 

Business Dress

For a first meeting, you cannot go wrong if you 

dress conservatively. Afterwards, you may want to 

follow the example of your American counterparts.

 » In U.S. business culture, attire tends to vary. In 

some parts of the country — the east in particular 

— most people wear business suits. In other areas, 

such as the west coast, a more relaxed approach 

and version of business-dress is the norm in 

many workplaces. Executives in most regions 

of the country, however, usually dress quite 

formally. 

 » Business suits or dresses are often the standard 

attire for women. 

 » When not working, feel free to dress casually but 

always cognizant of reflecting the values of the 

products or the employer you represent. 

Business Language

 » Almost all business is conducted in English in 

the United States.

 » Many Americans speak only English although 

Spanish is another common language due to 

the United States’ proximity to Mexico and 

Central America, and the large population of 

Spanish-speaking individuals in the country. 

However, English will still be used almost 100% 

for business deals.

 » Because many Americans speak only one 

language, they may not be sensitive to the 

difficulties of other individuals trying to speak 

English. They may speak fast or very loudly [as if 

this will help you understand them better].

 » If language becomes a barrier, ask for clarifica-

tion and seek understanding. If you are not 

completely comfortable speaking and doing 

business in English, hire a translator. 

Topics to Avoid

 » Until you know a person well or until them bring 

it up, avoid discussing in any regard religion, 

politics or other controversial subjects [i.e., abor-

tion, racism, sexism and again politics.]

 » Refrain from asking women if they are married. 

If a woman volunteers this information, however, 

you may ask a few polite questions about her 

husband and/or children.

 » Ethnic or religious jokes are universally taboo

First Name or Title

 » When you meet someone for the first time, use a 

title and his or her last name until you are told 

to do otherwise. In many cases, Americans will 

insist on using first names almost immediately; 

this is a cultural norm that reflects a more casual 

business style rather than a sign of intimacy.

 » Outside of the office, Americans tend to be 

informal and insist on staying on a “first name 

basis.” Nevertheless, it’s important to under-

stand the office hierarchy, and a visitor should 

learn the rank and titles of all members of the 

organization.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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7. E-Business for Exporters
A. Assessing your E-Business Potential

If you’re going to succeed in e-business, you have 

to start with a clear-sighted evaluation of your 

company’s e-business potential. Start preparing by 

answering about:

 » Your company: What current structure, 

customer base, and partnership networks do you 

have? Do you have a Web presence? Who are 

your target customers, and can they easily access 

the internet?

 » Your strategic context: Your e-business strategy 

needs to be developed in the context of your 

overall corporate objectives. For example, do you 

want to increase profits, increase market share, 

expand your customer base, or enhance customer 

service?

 » Accessing online resources: Do you use online 

resources to track competitive trends, identify 

technologies you might use in your operations 

and identify potential new customers?

 » Online procurement: Does your company 

contract for online support services such as credit 

card payments and customer service? Do you 

obtain materials, supplies and equipment through 

online sources?

 » Your online presence: What information does 

your Web site need to provide? How do you use 

it? How can your customers use it? How do you 

maintain the site?

 » Online interactivity: How do your customers 

primarily interact with your business? How do 

you acquire new customers? How well has the 

internet penetrated your target markets? How do 

you collect customer feedback?

 » Operational preparedness: Has your company 

mapped its core processes and documented its 

design and production functions? Are your 

operating policies and procedures documented in 

electronic format?

 » Integrated operations: Can your internal 

operations support integrated customer service? 

Do you have a documented quality assurance 

plan in place? Can your production processes be 

expanded quickly?

 » Integrated service delivery: How effectively 

can you provide seamless, one-stop customer 

service that is personalized and customized?

 » Extended boundaries: How easily can you 

include external partners to help you meet 

customers’ needs? Do you work with custom-

ers in the U.S. and Canada, or in developed or 

developing countries? Do you use electronic tools 

(the internet) and online resources to work with 

your partners?

If you don’t have a Web presence there may 

be resources available at your Provincial or 

Regional Business Development organization 

to help. Call them today to find out more. A 

Website is the internet equivalent of a business 

card and is essential in today’s Omni-online 

world.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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B. Promoting Your Website (Adapted from 
information provided by MediaSpark.)

1. Review Your Website and Value Proposition: 

Make sure your website is professional, easy to 

use and that the content is presented appropri-

ately to encourage your specific target market to 

take action. Pay close attention to make sure that 

your value proposition is clear and concise — in 

other words, visitors must quickly and easily 

understand what you offer, why you are differ-

ent, and why they should do business with you.

2. Include Address on All Print Materials: 

Include your website address on all of your print 

material, including business cards, brochures, 

customer mailings, etc. Be sure to stress the 

benefits of using your website and consider some 

type of special offer to encourage frequent return 

visits.

3. Register With Search Engines: Depending on 

the type of traffic you wish to attract, being 

included in search engines could make a big dif-

ference to your business, so it is advisable to take 

a few hours to research and register with the Top 

Ten search engines. To register, visit the search 

engines and follow the directions given. Note 

that some now charge you to be listed, and many 

will charge to be displayed higher in the results 

list for specific keywords. Beware, however, that 

it may take weeks or months for your website to 

be listed, and you have little control on how it 

will be indexed, unless you are willing to pay for 

a custom placement.

4. Establish Links from Other Sources: One of the 

most effective ways to generate traffic is to get 

your website listed on other websites (or print 

material such as newsletters, etc) that attract 

your target market. And, in addition to a text 

link, try to include a graphic and a few sentences 

describing your value proposition.

C. Finding electronic business leads

Your potential e-customers may be out there, but 

how do you connect to them? There are several 

mechanisms for tracking down business leads and 

opportunities. The major ones are:

 » Business to Business (B2B) exchanges: via 

industry sector events, Chamber of Commerce 

events, best practice missions, trade shows 

and trade missions held locally, regionally and 

internationally. 

 » Trade lead services: Through the Canadian 

Trade Commissioner’s comprehensive website 

you will find the resources to connect with 

international business leads identified by (click) 

Trade Commissioners Abroad.

 » International marketplaces: Receive sales op-

portunities tailored specifically for your business 

by e-mail with the SourceCAN.com Opportunity 

Matching Service. You control how broadly or 

finely the leads are filtered before they get sent to 

you — so you get only what you need. SourceCAN 

also offers features to help you find business 

partners and post opportunities you would like to 

contract out. See www.sourcecan.com. 

 » Search engines: research ways your website 

can be quickly and easily found by perspective 

customers; click SEO to learn more. 

CHECK YOUR BUSI-

NESS WEB SITE’S LINKS 

REGULARLY TO MAKE 

SURE THEY ALL WORK.
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D. Shipping and Documentation

The Internet hasn’t done away with the physical 

movement of goods or the documentation that goes 

along with them. It will, however, let you transmit 

documents electronically, but make sure you re-

search ways to transmit sensitive information safely. 

As although the internet can give you better insight 

and even control over your shipping logistics, you 

need to be sure to send and search both safely and 

with confidence. 

E. Getting Paid from Internet Transactions

An e-business exporter can, of course, receive 

payment by any of the traditional methods. Retail 

customers, though, tend to pay by credit card. 

However, sometimes credit card payment is not 

possible or advisable. In this situation, you might 

consider using the services of a company such as 

PayPal which, for a small transaction fee, will obtain 

your customer’s payment by credit card, debit card, 

or bank account payments and remit them to you. 

This type of arrangement makes getting paid so 

much easier.

You can find more information on PayPal and 

its advantages by visiting their website at 

www.paypal.com. You can also find more 

information regarding e-business and its 

benefits at www.exportsource.ca. This site 

also includes information on website suit-

ability, technical issues, privacy protection and 

checking e-leads.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED

https://www.tripwire.com/state-of-security/security-data-protection/cyber-security/in-2016-is-there-a-safe-way-to-transmit-confidential-data-and-documents/
https://www.paypal.com/
https://www.paypal.com/
https://www.exportsource.ca
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8. Trade Shows
Trade shows are organized gatherings of buyers and 

sellers established to create an environment where 

the two sides can meet and establish communication. 

From the perspective of the buyer, a trade show 

presents an opportunity to meet with many vendors 

at a single location. For the seller, it is an opportu-

nity to introduce a product to a new market.

Trade shows are a highly efficient way to find key 

channels of distribution, see what’s happening in the 

industry within specific markets, and to investigate 

various market entry options. Many potential and 

existing buyers attend trade fairs, making these 

events a good way to build contacts and give your 

product immediate exposure to potential customers.

Shipping Samples to Trade Shows

When shipping samples to tradeshows, there are 

several factors that you should always keep in mind. 

Keeping these considerations in mind can help you 

avoid delays in getting your product there and help 

ensure trade show success. 

 » It is a must that you contact the trade fair 

organizers before you ship your samples to the 

U.S. to make sure you are meeting all required 

guidelines and to ensure that your shipment 

reaches its final destination. It is also advisable 

to send your samples along with your trade show 

booth.

 » Carefully read all the documentation the trade 

fair organizers send you. Special shipping 

arrangements may be required for goods you are 

sending to the show. If such arrangements are 

needed, you should be familiar with them at the 

outset of the planning process and be prepared to 

meet all related deadlines.

 » When making your own shipping arrangements, 

check first with the show organizers to verify 

when they can receive goods and how you must 

pack and label them. 

 » Make all arrangements with the shipper as early 

as possible to benefit from the least expensive 

shipping modes and rates. (See section on freight 

forwarders) Shipping as early as possible also 

ensures that customs problems (should they arise) 

are dealt with early and the goods arrive in time 

for the show. 

 » When selecting a shipping company, make sure 

you select someone with exhibit forwarding ex-

perience. Ask the trade show organizers whether 

there is an official show logistics company. While 

these services are not always the least expensive, 

using an official supplier can guarantee on-time 

delivery and saves countless last-minute hassles.

SHIPPING TO THE 

UNITED STATES AND 

SHIPPING TO AN 

INTERNATIONAL TRADE 

SHOW IN THE UNITED 

STATES ARE LIKE NIGHT 

AND DAY; YOU HAVE TO 

KNOW THE RULES AND 

REGULATIONS WHEN 

SHIPPING EXHIBITS AND 

PRODUCTS TO TRADE 

SHOWS.

A carnet acts as a merchandise passport that 

makes it simpler to take temporary imports 

such as samples and equipment into more 

than 50 countries, and to leave with them later. 

The document is their guarantee that all duties 

and excise taxes will be paid if any of the items 

listed are not taken out of the country within a 

year. For more information on Carnets as well 

as a complete list of available carnet services 

please visit The Canadian Chamber of Com-

merce website at www.chamber.ca.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED

http://www.chamber.ca/
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Following up from a trade show

Don’t go back to work after a trade show and forget 

all about it. Following up after the event is probably 

the most important part of the whole process — if 

you put it off for too long, you risk losing all the 

benefits you worked so hard to achieve.

 » Have a debriefing with the staff involved to 

assess what worked and what didn’t. 

 » Discuss how you can make improvements for 

future events while your impressions are still 

fresh. 

 » Measure your success against the goals you 

established before the show. 

 » Follow up all the leads you made. Depending on 

their interest and your business, follow-up could 

be anything from a sales visit to an email, phone 

call, and or letter/information pack.

 » Evaluate the success of these leads. You will 

probably want to wait a few months to do this 

— moving from contact to customer can take a 

while.

 » Follow up leads with other people who visited 

your stand, including media representatives who 

might be looking for post-show stories to run.

 » If you intend to exhibit again, reserve your place 

so you get the best site next year. 

Trade shows can be costly, unless you make sure 

you know what you want to achieve. Make your 

goals specific and measurable — for example, “sell X 

number of products directly from the Booth”, or “get 

50 new buyer leads”. Choose a show carefully and 

give yourself plenty of time to plan. When it’s over, 

follow up the contacts you made.

NAFTA allows Canadian business people 

to enter the U.S. to attend a trade shows or 

convention. Sales staff can also enter to take 

orders or negotiate contracts for goods, 

provided they don’t deliver these goods 

(that is, do the work) and provided they don’t 

accept payments for them. If you’re transport-

ing samples or business gifts, you’ll have to 

declare them at the border.

STEP 8: THE BUSINESS OF EXPORTING CONTINUED
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Sourcing show information

The following short list of directories will provide a 

lens into just about any show in the world. Once you 

have identified a specific show, that show’s Web site 

is your next stop for more detailed information. 

Expo Central

www.expocentral.com 

This site lists trade shows, exhibitions and confer-

ences held around the world, as well as virtual 

trade shows in different industries. The site provides 

fast access and is well organized. Its hierarchical 

structure includes 10 top-level categories by location 

and 28 top-level categories by vertical industries, as 

well as more than 600 sub-categories. 
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All-World Exhibitions

www.allworldexhibitions.com

All-world Exhibitions is an alliance of event 

organizers dedicated to the organizing of high 

quality trade exhibitions and related services. A 

market leading portfolio has been built up in events 

for Food and Hospitality, Processing and Packaging, 

Oil, ICT and Machinery industries as well as many 

others. Members of All-world Exhibitions organize 

and promote over 100 exhibitions around the Middle 

East and Asia to a common high standard

ExpoBase

www.expobase.com

This site is the European trade fair, Exhibition, 

Event, Conference and Congress catalogue. Its 

database is constantly expanded and updated with 

new information and features. Main data sources 

are the web pages of the event organizers and the 

venues. The purpose is the creation of passports for 

the published events.

http://www.expocentral.com
http://www.allworldexhibitions.com
http://www.expobase.com
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STEP 9: GROWTH FOR GLOBAL DEVELOPMENT 

1. Planning Your Export Financing
The financing of a growing export business can be 

risky, especially for new or smaller exporters. All 

exporters need to make sure they have the required 

cash flow to secure and fill orders for clients, keep-

ing their business running smoothly at home and 

abroad. Because of these important reasons, a Cash 

(Flow) Budget and a Capital Budget are required. 

A Cash Budget and a Capital Budget provide an 

overview of your funds highlighting your financing 

requirements over a designated time period (twelve 

months, three years, etc) as well as the financing 

needed to complete your export profitably. Take 

the time and spend the money to engage with your 

accountant when the time comes, as he or she will 

assist you with sage advice and your company’s 

financial specifics. Additionally, there are financing 

options available that can help minimize your risks 

and even provide a competitive edge.

A. Sources of financial help

Nova Scotia Community College (NSCC) Mar-

coni Campus: offers a number of non-repayable 

programs to assist new exporters. The programs can 

help out with hiring consultants and recent inter-

national business graduates. For more information 

concerning any of these programs, please contact 

Helen Graham at 902-563-8045.

Futurpreneur Canada: provides a wide range of 

resources for starting a business, mentorship, inspir-

ing testimonials and How-To templates and ideas/

tools on how to build your network, find out more 

by clicking Futurpreneur.

Start up Canada: offers a variety programs and 

services from startup finance to investment funds, as 

well as podcasts and event programming to find out 

more click: Startupcan.

Centre for Women in Business: offers a variety of 

education programs from starting a business and 

beyond. They can be contacted by email at:  

cwb@msvu.ca or by phone (902) 457-6446 or toll 

free 1-888-776-9022. 

Atlantic Canada Opportunities Agency (ACOA): 

Offers repayable marketing and infrastructure 

assistance up to a specified amount. For more 

information and to view their website, click: ACOA.

Nova Scotia Business Inc. (NSBI): provides a 

comprehensive set of Exporting Programs. Take the 

time to research their website, click: Export Growth 

Program. Call 902-424-4242 or email: trade@nsbi.ca 

to introduce yourself and your interest in exporting 

and for more information.

Newfoundland Department of Tourism, Culture, 

Industry and Innovation: The economy of New-

foundland and Labrador has always relied heavily on 

exports, which have traditionally been in resource-

based industries. The focus in export development 

is making all types of companies aware of the 

opportunities available to them and preparing them 

to compete effectively in new markets and providing 

appropriate support. To find out more click Exporting 

from Newfoundland.

https://www.futurpreneur.ca/en/
http://www.startupcan.ca/
mailto:cwb@msvu.ca
http://www.acoa-apeca.gc.ca/
https://www.novascotiabusiness.com/export/export-growth-program
https://www.novascotiabusiness.com/export/export-growth-program
mailto:trade@nsbi.ca
http://www.tcii.gov.nl.ca/exporting/
http://www.tcii.gov.nl.ca/exporting/
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Trade Team PEI: Trade Team PEI is a joint agree-

ment, led by Innovation PEI and ACOA PEI & 

Tourism, of government departments and agencies, 

equipped to provide comprehensive assistance to 

active and potential Island exporters. Offering a wide 

range of programs and services, Trade Team PEI 

assists more than 100 Island companies each year. 

Click Export Help for more information.

Opportunities New Brunswick: Opportunities NB 

(ONB) is New Brunswick’s lead business develop-

ment organization driving economic growth and job 

creation in the province. Whether you’re currently 

exporting or considering it as part of your expansion 

plans. Click, Export Training for more information.

Canexport program: is a new program that 

increases the competitiveness Canadian companies. 

It will provide up to $50 million over five years in 

direct financial support to SMEs in Canada seeking 

to develop new export opportunities, particularly in 

high-growth priority markets and sectors. Delivered 

by the Trade Commissioner Service (TCS) of Global 

Affairs Canada, in partnership with the National 

Research Council Industrial Research Assistance 

Program (NRC-IRAP), CanExport provides financial 

support for a wide range of export marketing 

activities.

Export Development Canada (EDC): EDC’s 

working capital solutions offers several financing 

products for Canadian companies to support their 

international transactions: to pay for the up-front 

costs associated with the production of a large 

export order, to expand into new markets or to 

respond to a buyer’s request for financing. EDC’s 

role is to help Canadian companies go, grow and 

succeed internationally. They do this by providing 

you with financing to cover costs such as work in 

progress, buying equipment or setting up an office 

overseas; providing insurance to protect against 

risks such as not getting paid, political unrest or 

customer bankruptcy; working with your bank to get 

the bonds you need posted; and helping you break 

into new markets which includes introducing you to 

potential customers. For more information, visit EDC 

online or call 1-800-229-0575. 

Business Development Bank of Canada (BDC): 

BDC’s market expansion financing The Business 

Development Bank of Canada can help you meet your 

working capital needs through long-term financing 

and flexible repayment options. BDC’s Market Expan-

sion Loan helps Canadian companies finance the 

expansion of their domestic market or explore new 

and larger foreign markets. The BDC Market Xpansion 

Loan is designed to help exporters realize projects that 

are key to their growth and success, without putting 

their cash flow at risk. For more information, visit 

their website or call 1-877-232-2269.

Community Business Development Corporations 

(CBDC): Offers financial assistance to a maximum 

of $125,000 available in the forms of loans, loan 

guarantees and equity financing. CBDC also offers 

business counseling and advice, entrepreneurship 

development as well as technical assistance available 

to small businesses. For more information regarding 

any of these services, check out the website for a 

program covering your area at: www.cbdc.ca or call: 

1-888-303-2232.
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http://tradeteampei.com/export-help-program/
https://www.onbcanada.ca/nb-business/export/export-training/
http://international.gc.ca/trade-commerce/funding-financement/canexport/applicant-guide-requerant.aspx?lang=eng
https://www.edc.ca/en/Pages/default.aspx
https://www.edc.ca/en/Pages/default.aspx
https://www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx
https://www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx
https://www.bdc.ca/
http://www.cbdc.ca/
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CCC’s government contracting: One of the great-

est challenges for a Canadian exporter is standing 

out from international competitors in the eyes of 

interested buyers. With the Canadian Commercial 

Corporation (CCC) at your side, your proposal will 

benefit from the same profile as a direct purchase 

from the Government of Canada. When engaged as 

the prime contractor on your export sale, CCC signs 

the contract with the other government buyer and 

then signs a back-to-back contract with you. For the 

buyer, this becomes a purchase from the Government 

of Canada, complete with assurance that the contract 

will be completed in accordance with its terms and 

conditions. For you, it’s added credibility that can 

help you secure more contracts worldwide. CCC 

specializes in international contracting for complex 

procurements and offers foreign governments an 

expedited procurement process — all of which gives 

you the credibility, access and backing required to 

help secure more contracts worldwide. For more 

information refer to their contact information online.

The AgriMarketing Program: overseen by Agricul-

ture and Agri-food Canada (AAFC), aims to enhance 

marketing capacity and competitiveness of Canada’s 

agriculture, agri-food, fish and seafood sectors. The 

Program assists industry associations to identify 

market priorities and equip themselves for success 

in global markets, and provides funding for industry 

associations to develop and implement long-term 

international strategies, for more information click: 

AgriMarket Program.

B. Getting Paid 

There are several common ways for customers to pay 

an invoice in international trade:

 » Cash in advance: Obtaining payment from your 

customer before you ship your goods.

 » Letter of credit: Often referred to as the L/C 

is a document prepared by a financial institu-

tion guaranteeing payment after the goods are 

delivered to your customer.

 » Documentary credit (sight and term): Docu-

mentary credit on site means the exporter is 

entitled to receive payment on sight. On term 

credit is when the exporter is entitled to pay 

within 30, 60, or 90 days. 

 » Documentary collection: You ship goods to an 

importer (your customer) and forward the ship-

ping documents to a collecting bank. Next, the 

customer pays the collecting bank in exchange 

for the documents. You then obtain the money 

from the bank.

 » Open account: Is the riskiest of payment agree-

ments. It means you (the seller) effectively finance 

the transaction, click: Open accounts for more 

information. Essentially it means — you ship your 

product and pass title of your product to your 

buyer/customer before payment to you is made. 

STEP 9: GROWTH FOR GLOBAL DEVELOPMENT CONTINUED

You can protect your company’s export 

sales revenues through Export Development 

Canada’s Accounts Receivable Insurance. It 

covers up to 90 per cent of the value of a sale 

when the customer doesn’t pay.

CANADA BUSINESS 

NETWORK HAS LINKS 

TO INTERNATIONAL, 

FEDERAL AND PRO-

VINCIAL BODIES THAT 

OFFER FINANCIAL 

INFORMATION AND 

ASSISTANCE TO BOTH 

NEW AND EXPERIENCED 

EXPORTERS.

http://ccc.ca/
http://ccc.ca/
http://ccc.ca/en/ccc/contact-us
http://www.agr.gc.ca/eng/programs-and-services/agrimarketing-program-small-and-medium-sized-enterprise-component/?id=1515088228849
http://www.businessdictionary.com/definition/letter-of-credit-L-C.html
https://en.wikipedia.org/wiki/Letter_of_credit
http://tfig.unece.org/contents/open-accounts.htm
https://www.edc.ca/en/solutions/insurance/credit-insurance/portfolio-credit-insurance.html
https://www.edc.ca/en/solutions/insurance/credit-insurance/portfolio-credit-insurance.html
https://canadabusiness.ca/
https://canadabusiness.ca/
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STEP 9: GROWTH FOR GLOBAL DEVELOPMENT CONTINUED

2. International Law (legal counsel 
should always be considered)
Companies should consult a lawyer when develop-

ing sales contracts for foreign markets. Typically, 

on small shipments there are not many legal issues 

especially for companies who receive payment 

upfront through credit cards and, or PayPal. The fol-

lowing list of legal recourses may not apply to craft 

companies but has been provided for information 

purposes just in case. 

A. Language consideration: the language used to 

bind the parties within the sales contract (e.g. Letters 

of Credit, typically your bank or funding institution 

would have standard legal wording for their sales 

documentation that is sufficient for your needs.)

 » Contract terms and Conditions

 » Incoterms — To view a complete list of incoterms, 

please refer to the section titled “Glossary of 

International Trade Terms.”)

 » Currency of payment and exchange rate

 » Method of payment (cash, letter of credit (L/C), 

documentary collection, open account, barter, 

counter trade, consignment)

 » Product measurement methods and quality 

standards

 » Insurance,

 » Warrantees, after sales services, etc.

B. Product Liability considerations: determined by 

applicable foreign laws and regulations.

C. Intellectual Property: the protection in the 

foreign market(s) required to maintain ownership.

D. Sales Agent and/or Distributor agreements:

 » Consideration of foreign laws and regulations 

that affect agreement

 » Commissions

 » Territory

 » Duties

 » Authority

 » Termination

3. Risk Management
A. Country Risk: assessment of political, regulatory 

and economic conditions related to the country you 

are exporting to, contingencies for problems (e.g. 

pre-payments, insurance, etc.)

B. Commercial Risk: assessment of creditworthi-

ness, contingencies for non-performance such as 

default, refusal to accept goods, insolvency.

C. Currency Risk: contingencies for maintenance of 

value, (e.g. contractual value maintenance, forward 

contracts, currency options, etc.)

D. Internal Risk: contingencies for ensuring 

adequate manpower skills and availability control 

over production and distribution costs.

E. Market Risk: contingencies for changes in 

domestic and foreign market conditions.

http://tradecommissioner.gc.ca/world-monde/141463.aspx?lang=eng
http://tradecommissioner.gc.ca/world-monde/141463.aspx?lang=eng
http://www.businessdictionary.com/definition/letter-of-credit-L-C.html
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STEP 9: GROWTH FOR GLOBAL DEVELOPMENT CONTINUED

4. The Legal Side of Exporting
A. Understanding International contracts: Find 

a legal professional that specializes in international 

trade, as this will help you avoid any pitfalls of 

regulation and law and, if necessary, resolve disputes. 

You also should work to acquire some knowledge of 

international conventions, the business laws govern-

ing your target market, and trade agreements that 

may exist between this market and Canada.

B. Resolving disputes: There are many issues that 

can become controversial in international trade 

transactions. Therefore, it is especially important that 

you handle these issues in a professional manner. 

Also, resolving disputes formally through the legal 

system can be costly. If possible, settle out of court, 

for more information click Canadian Department of 

Justice Dispute Prevention and Resolution.

C. Meeting International Standards: There 

are standards for almost everything, from the 

ingredients in food to the certification of electrical 

equipment. If you’re an exporter, you need to ensure 

that the standards you use in your products are 

in compliance with those of your intended target 

market. The best place to learn about standards is the 

Standards Council of Canada (SCC) at www.scc.ca.

D. Protecting Intellectual Property Rights: 

Intellectual property (IP) is a collective term used to 

refer to laws that protect new inventions, designs, 

writings, films, and so on, which are protected by 

copyrights, patents, industrial designs, trade-marks 

or integrated circuit topographies. 

Always protect your creations. Even if you already 

have secured protection for your intellectual 

property in Canada, you should consider seeking 

similar protection in your target market or where 

you will find manufacturing competition. Intel-

lectual property laws, however, can be complex, so 

you should obtain the advice of professional legal 

counsels and/or IP agents.

To find out how you can protect key elements of 

your intellectual property, please refer to Trade Team 

Canada’s website at www.exportsource.ca, Step-by-

Step Guide to Exporting, the Fine Print. You can also 

find information on contracts for the sale of goods, ac-

ceptance or refusal of goods, unpaid sellers rights and 

contracts for the sale of services within this section.

The Canadian Commercial Corporation (CCC) 

offers Canadian exporters unique business 

solutions to access government procurement 

markets worldwide and export contracting 

expertise. To learn more about CCC and how 

they can help you regarding international 

contracts, click www.ccc.ca and visit their 

website.

There are also several web sites that offer information on intellectual property issues. Three of them are:

The World Intellectual Property Organization at www.wipo.org; 

The Intellectual Property Institute of Canada at www.ipic.ca; and 

The World Trade Organization at www.wto.org. 

IF SELLING OR USING 

YOUR IP OUTSIDE OF 

CANADA, LEARN ABOUT 

THE LAWS IN THE 

COUNTRIES OF INTER-

EST. TO PROTECT YOUR 

IP RIGHTS IN CANADA, 

YOU SHOULD ESTABLISH 

OWNERSHIP WITH THE 

CANADIAN INTELLEC-

TUAL PROPERTY OFFICE 

(CIPO) AT  

WWW.CIPO.GC.CA. 

LINKS TO FOREIGN IP 

OFFICES CAN ALSO BE 

FOUND ON THE SITE.

http://allhod.com/
http://www.scc.ca
http://www.exportsource.ca
http://www.ccc.ca/
http://www.exportsource.ca
http://www.ipic.ca
http://www.wto.org
http://www.ic.gc.ca/eic/site/cipointernet-internetopic.nsf/eng/Home
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EXPORT RESOURCES

FAQ Frequently Asked Questions
1. What forms and documents do I have to fill 
out when I export to the U.S.?

According to the FedEx website the most com-

monly require documents for sending international 

shipment includes: Commercial Invoice, Export 

Declaration (B13A), Certificate of Origin, Toxic 

Substances Control Act Form, and the U.S. FCC Form 

740. The details of your shipment will determine 

which documents are required. 

2. What is the Canadian Trade Commissioner 
Service?

The Canadian Trade Commissioner Service (TCS) is 

an essential source for help such as in-market as-

sistance including services like provision of business 

leads and introductions to potential clients, foreign 

buyers, distributors and other contacts. 

The TCS has a network of more than 500 officers 

in 140 Canadian embassies and consulates abroad. 

All trade offices provide the following six core 

services: Market Prospect, Key Contacts Search, 

Local Company Information, Visit Information, Face-

to-Face Briefing and Troubleshooting. Trade officers 

offer in-market assistance to Canadian businesses of 

all sizes, across all sectors that have researched and 

selected their target markets. For more information, 

visit www.infoexport.gc.ca.

3. What can I do if I am a Canadian citizen 
experiencing difficulty entering the U.S. for 
the purposes of conducting business under 
the provisions of the NAFTA?

If you qualify under all of the criteria set out in 

the NAFTA for one of the four categories of tem-

porary business traveler, have provided the correct 

documentation upon attempting to enter a NAFTA 

country under one of these categories, and are still 

encountering problems entering the U.S. or Mexico 

for business purposes, you can contact the Global 

Affairs Canada phone at 1-800-267-8376 (toll free 

in Canada) 613-944-4000 (in the National Capital 

Region and outside of Canada). Or write to them: 

Enquiries Service (LOS) Global Affairs Canada, 125 

Sussex Drive, Ottawa, Ontario K1A 0G2.

4. What are trade missions and how can I find 
information on export events and missions?

A trade mission is a visit to a target market by a 

group of business delegates, including representa-

tives from small and medium-sized businesses, large 

corporations, educational institutions and associa-

tions and is generally led by government officials. 

Such missions highlight Canadian commercial, 

educational and cultural links to the destination 

countries while allowing participants to extend their 

business networks. They help Canadian busi-

nesses gain greater access to new markets, develop 

long-term trade and investment opportunities, 

build international networks and promote Canadian 

values”. You can find information on Provincial 

and sector-related trade missions by visiting your 

Provincial Trade Team’s website (see Step 8 of this 

document and specifically the listing of Provincial 

Organizations that support trade initiatives.)

5. If I want to do a trade show in a specific 
country, how do I find out which show is best 
for me in that country? 

The first step in finding out which show is best for 

you is through your own market research. After you 

know the market you would like to target, the next 

step would be to contact the Canadian Trade Com-

missioner Service at www.tradecommissioners.gc.ca, 

and or one of Canada’s embassies, High Commissions 

or Consulates in that area. They will advise you as to 

which trade show would be the most appropriate for 

you to attend. 

http://www.tradecommissioners.gc.ca
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EXPORT RESOURCES CONTINUED

6. How do I reduce the risks of not getting 
paid by a foreign customer? 

Cash in advance is the most secure option for an 

exporter, since it eliminates all risk of non-payment 

and bolsters working capital. Unfortunately, few 

foreign buyers are willing to pay cash in advance, 

although some will pay a portion when goods are 

specially ordered. 

LOC or Letters of credit provide some measure of 

security to both the importer and exporter by relying 

on banks to receive and check shipping documents 

and guarantee payment. By specifying particular 

terms, a letter of credit (L/C) can allow the costs 

of financing a transaction to be borne by either 

the exporter or the importer. Both sight and term 

payment provisions can be arranged. 

One of the best ways to mitigate risk is by purchas-

ing export insurance through Export Development 

Corporation (EDC) at www.edc.ca. Accounts receivable 

insurance covers up to 90% of an exporter’s loss 

when buyers don’t pay, and can be used as collateral 

at the exporter’s bank to increase working capital. 

7. Where do I get Canadian export and import 
statistics?

Trade data online, located at provides a searchable 

database of the latest Statistics Canada and US 

Department of Commerce trade data. You can access 

these by clicking: Statistics. 

8. Where can I get a list of Canadian Trade 
Commissioners in foreign posts?

Trade Commissioner Service Abroad provides a 

comprehensive list of (click) Canadian Trade Offices 

and officers around the world.  

9. For comprehensive sources of information 
related to exporting, and fortunately they are 
plentiful, circle back to number 4. Planning 
Your Export Financing of this guide for a 
comprehensive listing of organizations in 
your Province and across Canada who are 
positioned to help. The following are good 
examples of those sources of information 
related to exporting: 

 » The Cape Breton Centre for Craft and Design 

has numerous resources available to craft 

producers who are interested in exporting to 

foreign countries. Such topics include informa-

tion on Trade Show/Trade Missions, Website 

Development, Professional Development Services, 

Promotional Activities as well as Product Devel-

opment services. For more information on any 

of these services, please contact Maire Neville at 

902-539-7491. You can also visit their website at 

www.capebretoncraft.com. 

 » Nova Scotia Community College (NSCC) 

Marconi Campus: The Nova Scotia Community 

College offers assistance to exporters who are 

looking for information on how to export and 

who they should contact for specific exporting 

needs. For more information concerning any of 

these programs, please contact (902) 539-491.

 » Export Information Service: Call Toll free num-

ber: 1-888-576-4444 and a trained information 

officer will discuss your business development 

and export needs and link you with export 

information, sources and/or contacts. This service 

is offered from within your region by the Canada 

Business Service Centers across the country. Be 

sure to have a good review of the website before 

you call to ensure it hasn’t already answered 

your questions. 

http://www.ic.gc.ca/eic/site/icgc.nsf/eng/h_07052.html#ic-subnav-1-
http://tradecommissioner.gc.ca/trade-commissioner-delegue-commercial/search-recherche.aspx?lang=eng
https://canadabusiness.ca/
https://canadabusiness.ca/
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 » Online Export Information: The Canadian Trade 

Commissioners website www.tradecommissioners.

gc.ca is the most comprehensive online 

source for export information. You can also 

simultaneously search a number of Government 

websites and link instantly to numerous 

useful governmental and non-government/

private-sector information sources. Numerous 

key topics are covered such as — preparing 

to export, researching countries and sectors, 

marketing and financing, getting the product to 

market, preventing and resolving problems, and 

understanding the global marketplace. 

10. Where can I find information on customers 
in foreign countries? 

The Trade Commissioner Service  

www.tradecommissioners.gc.ca, Canada’s Embassies 

and Consulates and High Commissions abroad 

provide local company information free of charge 

as one of their key core business development and 

trade services. They will provide information on 

local organizations or companies that you have 

identified. You will always be informed of any access 

charges to specialized databases. Credit checks may 

be referred to specialized agencies. 

For market research, trade commissioners can 

provide names of market research firms as part of 

their key contact search service. 

11. What is the difference between a trade 
show and a trade mission? 

A foreign trade show is usually a privately-spon-

sored promotional event that focuses on a certain 

industry, or subset of an industry. The cost of the 

show may seem prohibitive at first but, depending 

upon your level of export readiness and proactive 

export strategy, may actually be a good investment 

for long-term growth. For many shows, there may be 

government support that may help in lowering the 

overall cost of attendance

A Trade Mission is often a trip of a select group 

of companies that is being sponsored by a federal, 

state, or local agency, such as a local state depart-

ment of agriculture or chamber of commerce. It is 

much smaller in scope than a trade show and offers 

your company a more personal opportunity to meet 

selected, pre-qualified buyers and foreign government 

officials. In this case, your itinerary is arranged in 

advance, and your overall costs may be much lower. 

12. How can I achieve maximum benefit from a 
trade mission?

Attend trade shows only in the markets that your 

company is committed to developing. It would be 

better to attend fewer shows, complemented by some 

other promotional activities in the target market, 

than going to all the shows but spreading resources 

too thinly.

Participating at a trade show also needs to be 

followed up by frequent contact, subsequent market 

visits, etc.

Follow up all your leads meticulously — you never 

know which one might turn out to be a major 

customer. If you have promised a quotation or 

samples, make sure this is done speedily. It is your 

first chance to give the customer an impression of 

what it will be like to do business with you, and first 

impressions are critical.

13. Where can I find information on funding 
and other programs to help me start my own 
business?

The Canada Business Service Centre located at www.

cbsc.org in your region can help you. Each office 

is a full-service business information resource 

accessible province-wide and free-of-charge. Their 

http://www.tradecommissioners.gc.ca
http://www.tradecommissioners.gc.ca
http://www.tradecommissioners.gc.ca
https://travel.gc.ca/assistance/embassies-consulates
https://travel.gc.ca/assistance/embassies-consulates
https://travel.gc.ca/assistance/embassies-consulates
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knowledgeable, bilingual staff will answer your 

business questions and provide options to help you 

make informed decisions. 

14. What training is available to me? To begin 
contact your Provincial Regional Business 
Development office (outlined in Step 8 of this 
guide) and they will help direct you for specific 
events and or workshops in your area. Other 
options include:

 » Centre for Women in business offers numerous 

export related workshops and courses available 

to all small businesses interested in export 

development. For more information check out 

their website www.centreforwomeninbusiness.ca 

or call (902) 457-6449.

 » Nova Scotia Business Inc. offers export 

development education via the Certified Inter-

national Trade Professional designation training 

within the FITT skills Courses, contact and Export 

Development Executive at (902) 424 -5448 for 

more information. 

 » The Cape Breton Centre for Craft & Design 

offers numerous resources available to craft pro-

ducers looking to venture into the export market 

such as professional development services, 

product development as well as promotional 

activities. For more information regarding these 

services, please contact 902-539-7491.

 » The Forum for International Trade Training 

(FITT) offers both individual and group training. 

Contact 1-800-561-3488 for a list of locations 

across Canada that offer the FITT skills program 

or visit www.fitt.ca. 

 » Export Development Canada (EDC) offers a 

free online educational service. EDC will give 

you free access to a variety of online learning 

modules geared to the needs of small businesses 

with growth in mind. These online courses, 

hosted at Vubiz.com, provide you with the 

opportunity to learn the basics of exporting, to 

explore the ‘Going Global: An Introduction to 

International Trade’ from the Forum for Inter-

national Trade Training (FITT), and to sharpen 

your skills with a curriculum of business courses. 

For more information or to register, click: Export 

Development Canada Training and e-learning.

16. Where can I learn more about international 
trade law and the implications for exporters?

The Canadian Trade Commissioner’s website has a 

section on International Trade Law (simply type that 

into the search tab) and it will provide you with an 

overview of legal resources, foreign tax laws, and 

foreign trade law. 

17. Where can I find the latest on customs 
regulations, tariffs and documentation?

Canadian exporters exporting to the U.S. should 

review the Step-by-Step Guide to Exporting Com-

mercial Goods from Canada it will provide many 

valuable details on all aspects of exporting commer-

cial goods from Canada.

To keep up to date with the latest export regulations, 

Canada Customs and Revenue Agency located at 

www.cra-arc.gc.ca, offers a free all-inclusive guide 

to customs regulations, tariffs, etc. The guide also 

includes information on export documentation for 

different markets and products. The Exporting Goods 

from Canada: A Handy Customs Guide for Exporters 

can be downloaded or viewed at Canada Customs 

and Revenue Agency’s website.

http://www.centreforwomeninbusiness.ca
http://www.fitt.ca
https://www.Vubiz.com
https://www.edc.ca/EN/About-Exporting/Trade-Links/Pages/elearning.aspx
https://www.edc.ca/EN/About-Exporting/Trade-Links/Pages/elearning.aspx
https://www.cbsa-asfc.gc.ca/export/guide-eng.html
https://www.cbsa-asfc.gc.ca/export/guide-eng.html
http://www.cra-arc.gc.ca
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You may also want to register for Export Alert, a 

Standards Council of Canada service, which notifies 

you of proposed regulatory changes in the interna-

tional market. The Standards Council also operates an 

Information and Research Service which can assist 

exporters in obtaining information on standards, 

technical regulations, and conformity assessment 

requirements in foreign markets. Contact the Stan-

dards Council of Canada by email at info@scc.ca or 

online at www.scc.ca.

18. Is there anything else I need to know?

For all Border related enquiries the Canada Border 

Services (www.cbsa-asfc.gc.ca) has information 

regarding all the requirements and steps that you, 

as an exporter, must fulfill to meet your obligations 

when making plans to export internationally. Take 

some time to review the site and use the search tab 

to find specific topics specific to your exporting 

needs.

19. Where can I get up-to-date trade news?

Department of Foreign Affairs and International 

Trade offers a free international trade and investment 

information portal (click) CanadExport which provides 

Canadian businesses with information on export 

opportunities, trade fairs and missions and business 

conferences as well it often features articles on export 

markets and successful Canadian exporters. 

20. What financing options are available to my 
foreign partners and those companies abroad 
looking to buy my products?

EDC can also extend financing to international 

buyers of Canadian capital goods. In addition, EDC 

can support international investors looking to invest 

in Canadian export activities and Canadian Foreign 

Investments. To find out more, visit EDC Financing 

by visiting their website at www.edc.ca and clicking 

on financing.

For companies looking to invest in Canada, the 

Canadian Government has established an Invest-

ment Partnerships Branch (IPB) as the Government 

of Canada’s one stop centre for investment services. 

The IPB, as part of International Trade Canada, can 

provide all the assistance needed, free of charge, to 

help foreign investors assess investment opportunities 

in Canada. They will guide them through every step of 

the investment process, with customized help suited 

to each company’s precise requirements. Visit the IPB 

at www.investincanada.com and find great resource 

for companies looking to invest in Canada. The site 

contains information on incentives, taxes, industry 

sectors and the cost of doing business in Canada.

EXPORT RESOURCES CONTINUED

mailto:info@scc.ca
http://www.scc.ca
http://www.cbsa-asfc.gc.ca
http://tradecommissioner.gc.ca/canadexport/index.aspx?lang=eng
http://www.edc.ca
http://www.investincanada.com
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Appendix A: Glossary of 
International Trade Terms
International trade carries its own particular 

terminology. The following are general trade expres-

sions that new exporters will encounter in published 

sources and trade discussions.

Counter-Trade: A general expression meaning the 

sale or barter of goods on a reciprocal basis. There 

may also be multilateral transactions involved. 

Dumping: The sale of an imported commodity at 

a price lower than that at which it is sold within 

the exporting country. Dumping is considered an 

actionable trade practice when it disrupts markets 

and injures producers of competitive products in the 

importing country. Article VI of the General Agree-

ment on Tariffs and Trade permits the imposition of 

special anti-dumping duties against dumped goods 

equal to the difference between their export price 

and their normal value. 

Export Quotas: Specific restrictions or ceilings 

imposed by an exporting country on the value or 

volume of certain exports designed, for example, 

to protect domestic producers and consumers from 

temporary shortages of the goods affected or to 

bolster their prices in world markets. 

Export Subsidies: Government payments or 

other financially quantifiable benefits provided to 

domestic producers or exporters contingent on the 

export of their goods. GDP/GNP (Gross Domestic/

National Product): The total of goods and services 

produced by a country. 

Subsidy: An economic benefit granted by a govern-

ment to producers of goods, often to strengthen 

their competitive position. The subsidy may be direct 

(e.g. cash grant) or indirect (e.g. low-interest export 

credits guaranteed by a government agency). 

Surcharge or Surtax: A tariff or tax on imports 

in addition to the existing tariff, often used as a 

safeguard measure. 

Tariff: A duty (or tax) levied on goods transported 

from one customs area to another. Tariffs raise the 

prices of imported goods, thus making them less 

competitive within the market of the importing 

country. Under the North American Free Trade 

Agreement, most duties on goods qualifying as 

NAFTA-originating and s from Canada to the United 

States and Mexico have been eliminated. 

International commerce (INCO) terms

Cost and Freight (C&F): The exporter pays the costs 

and freight necessary to get the goods to the named 

destination. The risk of loss or damage is assumed by 

the buyer once the goods are loaded at the port of 

embarkation.

Cost, Insurance and Freight (CIF): The exporter 

pays the cost of goods, cargo and insurance plus 

all transportation charges to the named port of 

destination. 

Delivered at Frontier: The exporter/seller’s obliga-

tions are met when the goods arrive at the frontier, 

but before they reach the “customs border” of the 

importing country named in the sales contract. The 

expression is commonly used when goods are carried 

by road or rail. 

EXPORT RESOURCES CONTINUED
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Delivered Duty Paid: This expression puts maxi-

mum responsibility on the seller/exporter in terms of 

delivering the goods, assuming the risk of damage/

loss and paying duty. It is at the other extreme from 

delivered ex works (see below), under which the 

seller assumes the least responsibility. 

Free Carrier (named port): Recognizing the 

requirements of modern transport, including 

multi-modal transport, this principle is similar to 

Free on Board (see below), except that the exporter’s 

obligations are met when the goods are delivered 

into the custody of the carrier at the named port. 

The risk of loss/damage is transferred to the buyer at 

this time, and not at the ship’s rail. The carrier can 

be any person contracted to transport the goods by 

road, sea, air, rail or a combination thereof. 

Free of Particular Average (FPA): This type of 

transportation insurance provides the narrowest type 

of coverage: total losses, and partial losses at sea if 

the vessel sinks, burns or is stranded, are covered. 

Free on Board (FOB): The goods are placed on 

board the vessel by the seller at the port of shipment 

specified in the sales contract. The risk of loss or 

damage is transferred to the buyer when the goods 

pass the ship’s rail. 

Free on Board Airport (FOB Airport): Based on 

the same principles as the ordinary FOB expression, 

the seller’s obligation is fulfilled by delivering the 

goods to the air carrier at the specified airport of 

departure, at which point the risk of loss or damage 

is transferred to the buyer. 

Free on Rail and Free on Truck (FOR/FOT): Again, 

the same principles apply as in the case of ordinary 

FOB, except that the goods are transported by rail 

or road. 

With Average (WA): This type of transportation insur-

ance provides protection from partial losses at sea. 

Transportation and delivery terms

The following are common terms used in packing, 

labeling, transporting and delivering goods to 

international markets. 

Area Control List: A list of countries to which any 

export (except humanitarian items) requires an 

export permit. 

Bill of Lading (Ocean or Airway): A contract 

prepared by the carrier or the freight forwarder with 

the owner of the goods. The foreign buyer needs this 

document to take possession of the goods. 

Certificate of Origin: A document that certifies the 

country where the product was made (i.e. its origin). 

A common export document, a certificate of origin 

is needed when exporting too many foreign markets. 

It must be used for Canadian-made goods to qualify 

for preferential tariff treatment under the North 

American Free Trade Agreement. 

Commercial Invoice: A document prepared by the 

exporter or freight forwarder, and required by the 

foreign buyer, to prove ownership and arrange for 

payment to the exporter. It should provide basic 

information about the transaction, including descrip-

tion of goods, address of shipper and seller as well 

as delivery and payment terms. In some cases, the 

commercial invoice is used to assess customs duties. 

EXPORT RESOURCES CONTINUED
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Consular Invoice: A statement issued by a foreign 

consul in the exporting nation describing the goods 

purchased. Some foreign governments require Cana-

dian exporters to first obtain consular invoices from 

their consulate in Canada. A fee is usually charged. 

Customs Declaration: A document that tradition-

ally accompanies exported goods bearing such 

information as the nature of the goods, their value, 

the consignee and their ultimate destination. 

Required for statistical purposes, it accompanies all 

controlled goods being exported under the appropri-

ate permit. 

Customs Invoice: A document used to clear goods 

through customs in the importing country by pro-

viding documentary evidence of the value of goods. 

In some cases, the commercial invoice (see page xx) 

may be used for this purpose. 

Dock Receipt: A receipt issued by an ocean carrier 

to acknowledge receipt of a shipment at the carrier’s 

dock or warehouse facilities. (See also Warehouse 

Receipt.) 

Ex Factory: Used in price quotations, an expression 

referring to the price of goods at the exporter’s 

loading dock. 

Export Control List: A list of goods and technolo-

gies that require export permits to be exported 

from Canada, pursuant to the Export and Import 

Permits Act. 

Export Permit: A legal document that is necessary 

for the export of goods controlled by the Govern-

ment of Canada, specifically goods included on the 

Export Control List (see above) or goods destined for 

countries on the Area Control List (see page xx). 

Freight Forwarder: Is a service company that 

handles all aspects of export-shipping for a fee.

Insurance Certificate: A document prepared by the 

exporter or freight forwarder to provide evidence 

that insurance against loss or damage has been 

obtained for the goods. 

Landed Cost: This is the cost described by the 

exported product at the port or point of entry into 

the foreign market, but before the addition of foreign 

tariffs, taxes, local packaging/assembly costs and 

local distributors’ margins. Product modifications 

prior to shipment are included in the landed cost. 

Packing List: A document prepared by the exporter 

showing the quantity and type of merchandise being 

shipped to the foreign customer. 

Pro Forma Invoice: An invoice prepared by the 

exporter prior to shipping the goods, informing the 

buyer of the goods to be sent, their value and other 

key specifications. 

Quotation: An offer by the exporter to sell the 

goods at a stated price and under certain conditions. 

Warehouse Receipt: A receipt identifying the 

commodities deposited in a recognized warehouse. A 

non-negotiable warehouse receipt specifies to whom 

the deposited goods will be delivered or released. A 

negotiable receipt states that the commodities will be 

released to the bearer of the receipt. 

EXPORT RESOURCES CONTINUED
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Key Financial and Insurance terms

The following are the most commonly used terms in 

international trade financing.

All Risk: This is the most comprehensive type of 

transportation insurance, providing protection 

against all physical loss or damage from external 

causes. 

Bid Bond: When an exporter is bidding on a 

foreign contract, a bid bond guarantees that the 

exporter will take the contract if the bid succeeds. 

An exporter who refuses the contract must pay a 

penalty equal to the amount of the bond. 

Cash in Advance (Advance Payment): A foreign 

customer pays a Canadian exporter prior to actually 

receiving the exporter’s product(s). It is the least-risk 

form of payment from the exporter’s perspective. 

Confirming House: A company, based in a foreign 

country, that acts as a foreign buyer’s agent and 

places confirmed orders with Canadian exporters. 

They guarantee payment to the exporters. 

Consignment: Delivery of merchandise to the buyer 

or distributor, whereby the latter agrees to sell it 

and only then pay the Canadian exporter. The seller 

retains ownership of the goods until they are sold, 

but also carries all of the financial burden and risk. 

Document of Title: A document that provides 

evidence of entitlement to ownership of goods, e.g. 

carrier’s bill of lading. 

Documentary Collection: The exporter ships the 

goods to the foreign buyer without a confirmed 

letter of credit or any other form of payment 

guarantee. 

Documentary Credit (sight and term): A docu-

mentary credit calling for a sight draft means the 

exporter is entitled to receive payment on sight, 

i.e. upon presenting the draft to the bank. A term 

documentary credit may allow for payments to be 

made over terms of 30, 60, or 90 days, or at some 

specified future date. 

Draft (Bill of Exchange): A written, unconditional 

order for payment from one party (the drawer) to 

another (the drawee). It directs the drawee to pay 

an indicated amount to the drawer. A sight draft 

calls for immediate payment. A term draft requires 

payment over a specified period. 

Export Financing House: A company that pur-

chases a Canadian exporter’s foreign receivables on 

a non-recourse basis upon presentation of proper 

documentation. It then organizes export arrange-

ments and provides front-end financing to the 

foreign buyer. 

Factoring House: A company that buys export 

receivables at a discount. 

Letter of Credit: An instrument issued by a bank on 

behalf of an importer that guarantees an exporter 

payment for goods, provided the terms of the credit 

are met. 

Letter of Credit (Confirmed): A Canadian bank 

confirms the validity of a letter of credit issued by 

a foreign bank on behalf of the foreign importer, 

guaranteeing payment to the Canadian exporter 

provided that all terms in the document have been 

met. An unconfirmed letter of credit does not 

guarantee payment so, if the foreign bank defaults, 

the Canadian exporter will not be paid. Canadian 

exporters should accept only confirmed letters of 

credit as a form of payment. 
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Letter of Credit (Irrevocable): A financial institu-

tion agrees to pay an exporter once all terms and 

conditions of the transaction are met. No terms or 

conditions can be modified without consent of all 

parties. 

Open Account: An arrangement in which goods 

are shipped to the foreign buyer before the Canadian 

exporter receives payment. 

Partnership, alliance and market entry terms

The following expressions define the various types of 

partnership or alliance arrangements as well as meth-

ods of market entry common in international trade.

Agent: A foreign representative who tries to sell your 

product in the target market. The agent does not take 

possession of and assumes no responsibility for the 

goods. Agents are paid on a commission basis. 

Co-marketing: Carried out on the basis of a fee or 

percentage of sales, co-marketing is an effective way 

to take advantage of existing distribution networks 

and a partner’s knowledge of local markets. 

Co-production: This arrangement involves the joint 

production of goods, enabling firms to optimize their 

own skills and resources as well as take advantage of 

economies of scale. 

Cross licensing: In this form of partnership, each 

firm licenses products or services to the other. It is 

a relatively straightforward way for companies to 

share products or expertise. 

Cross manufacturing: This is a form of cross 

licensing in which companies agree to manufacture 

each other’s products. It can also be combined with 

co-marketing or co-promotion agreements. 

Distributor (Importer): A foreign company that 

agrees to purchase a Canadian exporter’s product(s), 

and then takes responsibility for storing, marketing 

and selling them. 

Franchise: This is a more specific form of licens-

ing. The franchise is given the right to use a set of 

manufacturing or service delivery processes, along 

with established business systems or trademarks, and 

to control their use by contractual agreement. 

Joint Venture: An independent business formed 

cooperatively by two or more parent firms. This type 

of partnership is often used to avoid restrictions on 

foreign ownership and for longer-term arrangements 

that require joint product development, manufactur-

ing and marketing. 

In a specifically American legal context, however, a 

joint venture is collaboration between two compa-

nies to carry out a particular, individual project. The 

venture lasts only as long as the project does and is 

governed by the partnership laws of the state where 

it was formed.

Licensing: Although not usually considered to 

be a form of partnership, licensing can lead to 

partnerships. In licensing arrangements, a firm sells 

the rights to use its products or services but retains 

some control. 

Trading House: A company specializing in the 

exporting and importing of goods produced or 

provided by other companies. 
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Key Legal terms

The following are some of the more common legal 

terms encountered in international transactions.

Arbitration: The process of resolving a dispute or a 

grievance outside of the court system by presenting 

it to an impartial third party or panel for a decision 

that may or may not be binding. 

Contract: A written or oral agreement, which the 

law will enforce. 

Copyright: Protection granted to the authors and 

creators of literary, artistic, dramatic and musical 

works, and sound recordings. 

Intellectual Property: A collective term used to 

refer to new ideas, inventions, designs, writings, 

films, and so on, protected by copyright, patents and 

trademarks. 

Patent: A right that entitles the patent holder, 

within the country which granted or recognizes the 

patent, to prevent all others for a set period of time, 

from using, making or selling the subject matter of 

the patent. 

Trademark: A word, logo, shape or design, or type 

of lettering which reflects the goodwill or customer 

recognition that companies have in a particular 

product. 

EXPORT RESOURCES CONTINUED
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LINKS IN THIS MODULE

Working in the USA — B1 Classification

www.uscis.gov/working-united-states/temporary-visitors-business/b-1-temporary-business-visitor

Canada Border Services Agency — NAFTA Certificate of Origin

www.cbsa-asfc.gc.ca/publications/forms-formulaires/b232-eng.html 

Canada Border Services Agency — Customs Tariffs

www.cbsa-asfc.gc.ca/trade-commerce/tariff-tarif/menu-eng.html

CBSA — Guide to Exporting Commercial Goods from Canada

www.cbsa-asfc.gc.ca/export/guide-eng.html

CBSA — B13A Export Declaration Form

www.cbsa-asfc.gc.ca/publications/forms-formulaires/b13a-eng.html

HS Tariff Codes

www.canadapost.ca/cpotools/apps/wtz/business/findHsCode?execution=e1s1

Acquiring a business number

www.international.gc.ca/controls-controles/about-a_propos/impor/canada.aspx?lang=eng&_ga=1.218177817.

162399213.1483478802

CBSA — FAST Program

www.cbsa-asfc.gc.ca/prog/fast-expres/menu-eng.html

CBSA — Partners in Protection Program

www.cbsa-asfc.gc.ca/security-securite/pip-pep/menu-eng.html

CBSA — Customs-Trade Partnership Against Terrorism (C-TPAT) program

www.cbsa-asfc.gc.ca/general/times/menu-e.html

Customs-Trade Partnership Against Terrorism (C-TPAT)

www.cbp.gov/xp/cgov/trade/cargo_security/ctpat

U.S. Food and Drug Administration (FDA) registration

www.fda.gov/Food/GuidanceComplianceRegulatoryInformation/RegistrationofFoodFacilities

Agriculture & Agri-food Canada

www.ats-sea.agr.gc.ca/amr/acc-amr-eng.htm

http://www.uscis.gov/working-united-states/temporary-visitors-business/b-1-temporary-business-visitor
http://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b232-eng.html
http://www.cbsa-asfc.gc.ca/trade-commerce/tariff-tarif/menu-eng.html
http://www.cbsa-asfc.gc.ca/export/guide-eng.html
http://www.cbsa-asfc.gc.ca/publications/forms-formulaires/b13a-eng.html
http://www.canadapost.ca/cpotools/apps/wtz/business/findHsCode?execution=e1s1
http://www.international.gc.ca/controls-controles/about-a_propos/impor/canada.aspx?lang=eng&_ga=1.218177817.162399213.1483478802
http://www.international.gc.ca/controls-controles/about-a_propos/impor/canada.aspx?lang=eng&_ga=1.218177817.162399213.1483478802
http://www.cbsa-asfc.gc.ca/prog/fast-expres/menu-eng.html
http://www.cbsa-asfc.gc.ca/security-securite/pip-pep/menu-eng.html
http://www.cbsa-asfc.gc.ca/general/times/menu-e.html
http://www.cbp.gov/xp/cgov/trade/cargo_security/ctpat
http://www.fda.gov/Food/GuidanceComplianceRegulatoryInformation/RegistrationofFoodFacilities
http://www.ats-sea.agr.gc.ca/amr/acc-amr-eng.htm
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LINKS IN THIS MODULE CONTINUED

Freight Net (directory of freight forwarders)

www.freightnet.com

Parcel Pro

www.parcelpro.com

Shipping Solutions

www.canadapost.ca/web/en/pages/parcelsbus/default.page

Canadian Trade Commissioner

tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng

Canadian Trade Commissioner — Guide to Exporting — Transportation Insurance

tradecommissioner.gc.ca/exporters-exportateurs_draft/step7-etape7.aspx?lang=eng&pedisable=true

NAFTA Certificates of Origin

www.ustr.gov/about-us/policy-offices/press-office/fact-sheets/2012/april/nafta-certificate-origin-frequently-

asked-questions

Exporting Food Items to the USA

www.inspection.gc.ca/animals/terrestrial-animals/exports/animal-products/health-certificates/pet-food/eng/1

372183019382/1372183063848CFIA

Exporting to the USA — A Guide for Canadian Businesses: Exporting to the United States — A 
Guide for Canadian Businesses

www.tradecommissioner.gc.ca/exporting-to-united-states-exporter-aux-etats-unis.aspx?lang=eng

Export Control List

www.international.gc.ca/controls-controles/about-a_propos/expor/guide.aspx?lang=eng

CBSA Forms for reporting control list products

www.cbsa-asfc.gc.ca/publications/menu-eng.html

Export Requirements for Textiles and Textile Products

www.cbsa-asfc.gc.ca/publications/dm-md/d10/d10-17-15-eng.html

Wool Act and Rules

www.ecfr.gov/cgi-bin/text-idx?SID=26c88a3947879b3267db11de0cbe4793&node=16:1.0.1.3.25&rgn=div5

http://www.freightnet.com
http://www.parcelpro.com
http://www.canadapost.ca/web/en/pages/parcelsbus/default.page
http://tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng
http://tradecommissioner.gc.ca/exporters-exportateurs_draft/step7-etape7.aspx?lang=eng&pedisable=true
http://www.ustr.gov/about-us/policy-offices/press-office/fact-sheets/2012/april/nafta-certificate-origin-frequently-asked-questions
http://www.ustr.gov/about-us/policy-offices/press-office/fact-sheets/2012/april/nafta-certificate-origin-frequently-asked-questions
http://www.inspection.gc.ca/animals/terrestrial-animals/exports/animal-products/health-certificates/pet-food/eng/1372183019382/1372183063848CFIA
http://www.inspection.gc.ca/animals/terrestrial-animals/exports/animal-products/health-certificates/pet-food/eng/1372183019382/1372183063848CFIA
http://www.tradecommissioner.gc.ca/exporting-to-united-states-exporter-aux-etats-unis.aspx?lang=eng
http://www.international.gc.ca/controls-controles/about-a_propos/expor/guide.aspx?lang=eng
http://www.cbsa-asfc.gc.ca/publications/menu-eng.html
http://www.cbsa-asfc.gc.ca/publications/dm-md/d10/d10-17-15-eng.html
http://www.ecfr.gov/cgi-bin/text-idx?SID=26c88a3947879b3267db11de0cbe4793&node=16:1.0.1.3.25&rgn=div5
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Fur Products Name Guide

www.ecfr.gov/cgi-bin/text-idx?SID=18464f3fefcc2fd852b4eb6a1d561b21&node=se16.1.301_10&rgn=d

iv8%20

U.S. Customs and Border Protection

www.cbp.gov

U.S.A. Food & Drug Administration — Basics

www.fda.gov/AboutFDA/Transparency/Basics/ucm195786.htm

FDA — Exporting food items to the USA

www.fda.gov/Food/GuidanceRegulation/ImportsExports/Importing/

FDA — Procedures & Requirements for Importing Food Products

www.fda.gov/ForIndustry/ImportProgram/default.htm

FDA — Food Labeling

www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/

ucm2006828.htm

FDA — Food Labeling — Nutrition Facts

www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/

ucm385663.htm

FDA — Organic Labeling

www.fda.gov/food/labelingnutrition/ucm473870.htm 

Top 10 Most Popular Search Engines

www.searchenginewatch.com/2016/08/08/what-are-the-top-10-most-popular-search-engines/ 

List of Trade Commissioners Abroad

www.tradecommissioner.gc.ca/trade-commissioner-delegue-commercial/search-recherche.aspx?lang=eng 

Beginners Guide to SEO

www.moz.com/beginners-guide-to-seo

How to Transmit Sensitive Information Safely

www.tripwire.com/state-of-security/security-data-protection/cyber-security/in-2016-is-there-a-safe-way-to-

transmit-confidential-data-and-documents/

LINKS IN THIS MODULE CONTINUED

http://www.ecfr.gov/cgi-bin/text-idx?SID=18464f3fefcc2fd852b4eb6a1d561b21&node=se16.1.301_10&rgn=div8%20
http://www.ecfr.gov/cgi-bin/text-idx?SID=18464f3fefcc2fd852b4eb6a1d561b21&node=se16.1.301_10&rgn=div8%20
http://www.cbp.gov
www.fda.gov/AboutFDA/Transparency/Basics/ucm195786.htmhttp://
http://www.fda.gov/Food/GuidanceRegulation/ImportsExports/Importing/
http://www.fda.gov/ForIndustry/ImportProgram/default.htm
http://www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/ucm2006828.htm
http://www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/ucm2006828.htm
www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/ucm385663.htmhttp://
www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/ucm385663.htmhttp://
http://www.fda.gov/food/labelingnutrition/ucm473870.htm
http://www.searchenginewatch.com/2016/08/08/what-are-the-top-10-most-popular-search-engines/
http://www.tradecommissioner.gc.ca/trade-commissioner-delegue-commercial/search-recherche.aspx?lang=eng
http://www.moz.com/beginners-guide-to-seo
http://www.tripwire.com/state-of-security/security-data-protection/cyber-security/in-2016-is-there-a-safe-way-to-transmit-confidential-data-and-documents/
http://www.tripwire.com/state-of-security/security-data-protection/cyber-security/in-2016-is-there-a-safe-way-to-transmit-confidential-data-and-documents/
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PayPal

www.paypal.com

Canadian Chamber of Commerce

www.chamber.ca

Futurpreneur

www.futurpreneur.ca 

Start Up Canada

www.startupcan.ca

Atlantic Canada Opportunities Agency

www.acoa-apeca.gc.ca

Nova Scotia Business Inc. Export Growth Program

www.novascotiabusiness.com/export/export-growth-program 

Exporting from Newfoundland

www.tcii.gov.nl.ca/exporting/

PEI Export Help! Program

www.tradeteampei.com/export-help-program/

Opportunities NB Export Training

www.onbcanada.ca/nb-business/export/export-training/

CanExport Program

www.international.gc.ca/trade-commerce/funding-financement/canexport/applicant-guide-requerant.

aspx?lang=eng 

Export Development Canada

www.edc.ca

BDC — Market Expansion Loan

www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx

Community Business Development Corporations

www.cbdc.ca

LINKS IN THIS MODULE CONTINUED

http://www.paypal.com
http://www.chamber.ca
http://www.futurpreneur.ca
http://www.startupcan.ca
http://www.acoa-apeca.gc.ca
http://www.novascotiabusiness.com/export/export-growth-program
http://www.tcii.gov.nl.ca/exporting/
http://www.tradeteampei.com/export-help-program/
http://www.onbcanada.ca/nb-business/export/export-training/
http://www.international.gc.ca/trade-commerce/funding-financement/canexport/applicant-guide-requerant.aspx?lang=eng
http://www.international.gc.ca/trade-commerce/funding-financement/canexport/applicant-guide-requerant.aspx?lang=eng
http://www.edc.ca
http://www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx
http://www.cbdc.ca
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Canadian Commercial Corporation

www.ccc.ca

Agriculture and Agri-food Canada (AAFC) — AgriMarketing Program

www.agr.gc.ca/eng/programs-and-services/agrimarketing-program-small-and-medium-sized-enterprise-

component/?id=1515088228849

Canada Business Network

www.canadabusiness.ca

Open Accounts

tfig.unece.org/contents/open-accounts.htm 

Export Development Canada — Credit Insurance

www.edc.ca/en/solutions/insurance/credit-insurance/portfolio-credit-insurance.html

Glossary of International Trade Terms

www.tradecommissioner.gc.ca/world-monde/141463.aspx?lang=eng

Allen & Hodgman — Legal Advisors in International Trade & Immigration

www.allhod.com

Canadian Department of Justice Dispute Prevention and Resolution

www.justice.gc.ca/eng/abt-apd/dprs-sprd/index.html

Canadian Intellectual Property Office

www.ic.gc.ca/eic/site/cipointernet-internetopic.nsf/eng/Home

Export Source

www.exportsource.ca

World Intellectual Property Organization

www.wipo.int

Intellectual Property Institute of Canada

www.ipic.ca

World Trade Organization

www.wto.org

LINKS IN THIS MODULE CONTINUED

http://www.ccc.ca
http://www.agr.gc.ca/eng/programs-and-services/agrimarketing-program-small-and-medium-sized-enterprise-component/?id=1515088228849
http://www.agr.gc.ca/eng/programs-and-services/agrimarketing-program-small-and-medium-sized-enterprise-component/?id=1515088228849
http://www.canadabusiness.ca
http://tfig.unece.org/contents/open-accounts.htm
http://www.edc.ca/en/solutions/insurance/credit-insurance/portfolio-credit-insurance.html
http://www.tradecommissioner.gc.ca/world-monde/141463.aspx?lang=eng
http://www.allhod.com
http://www.justice.gc.ca/eng/abt-apd/dprs-sprd/index.html
http://www.ic.gc.ca/eic/site/cipointernet-internetopic.nsf/eng/Home
http://www.exportsource.ca
http://www.wipo.int
http://www.ipic.ca
http://www.wto.org
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FedEx — Customs Documentation

www.fedex.com/ca_english/services/international/customsforms/documents.html

Innovation, Science and Economic Development Canada — Export Statistics

www.ic.gc.ca/eic/site/icgc.nsf/eng/h_07052.html#ic-subnav-1-

Centre for Women in Business

www.centreforwomeninbusiness.ca

Forum for International Trade Training

www.fitt.ca

Export Development Canada — Training and E-learning

www.edc.ca/EN/About-Exporting/Trade-Links/Pages/elearning.aspx

CBSA — Step by Step Guide to Exporting Goods from Canada

www.cbsa-asfc.gc.ca/export/guide-eng.html

CanadExport

www.tradecommissioner.gc.ca/canadexport/index.aspx?lang=eng

LINKS IN THIS MODULE CONTINUED

http://www.fedex.com/ca_english/services/international/customsforms/documents.html
http://www.ic.gc.ca/eic/site/icgc.nsf/eng/h_07052.html#ic-subnav-1-
http://www.centreforwomeninbusiness.ca
http://www.fitt.ca
http://www.edc.ca/EN/About-Exporting/Trade-Links/Pages/elearning.aspx
http://www.cbsa-asfc.gc.ca/export/guide-eng.html
http://www.tradecommissioner.gc.ca/canadexport/index.aspx?lang=eng

