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l Grow
= . Faster
Exporters achieve greater
top-line revenue growth

than non-exporters.”

Last
Longer

Exporting

increases business
longevity,

helping companies stay
in business longer.
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Companies that export are Productive "O™ Q"

25% more innovative
and more likely to adopt
innovative technologies.

Manufacturers that
export are 30% more
productive than those

that don't.
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xxx Competitive Profitable
sanpEnies ek axpor Exporters generate 121%
benefit from economies more revenue on average.”
of scale and increased )
efficiencies.

Source: Deloitts: The future of productivity  ( 1acla m
“Industry Canada, SME Profile: Canadian Exporters 2015 mMada s



WANT TO GROW, FIND NEW | B
MARKETS? » ‘

What do | do (next)?

\Where do'! start?

here do 'gO?
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Agri-Food
Canada

Export
Development
Canada?

Canadian
Manufacturers
and Exporters?

City
Economic
Agency?

Vancouver
Board of
Trade?
Global
Affairs
Canada?

EXPORT
NAVIGATOR

Trade
Commission
Service?

Business
Development
Bank of
Canada?

Innovation,
Science ED
Canada

Small
Business
B.C.?

Canadian
Commercial

Corporation?

Trade &
Investment
Reps?




WHAT BUSINESSES RECEIVE

 In-person guidance from an advisor in your region on capacity assessment,

expansion pathway, and assistance to successfully navigate government services.
* Tangible products to support growth, including:
= Business need and export readiness assessment
= Export workbook with step-by-step export approach
= Personalized, step-by-step approach to market expansion
= Access to extensive market research tools, resources and information
*  The right service connections at the right time

* Ongoing support through the entire export process

Market Market Planning,

Initial Market Market Development and

Awareness Capacity Building Entry Growth
&Validation
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CANADIAN

CANADA FREE TRADE AGREEMENTS =1\ Asetven
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MARKET EXPANSION PATHWAY

STAGE 1: AWARENESS

N Awareness ‘/ /

f = Assessment — Bulld your Buslness plan
J Joexporng Areynu ready } international } or business
J . s growth export? network expansion plan

strategy

STAGE 2: PLANNING & VALIDATION

Market entry Develop Flnanclal 6‘ I.l “ I.l
knowledge export plan planning Bulld your export
focused network
Opportunity Operatlonal
validation planning

Identlﬁcatlon

Ask for
financing
(external &

Dlstrlhutlon

& supply
chain

Internal)

STAGE 3: INITIAL MARKET ENTRY

Implement Initial
and validate } market } :fi';; ZE
export plan visit 9

v

Product :
readiness ) ogistics

Contracts

(sales &
legal)

STAGE 4: MARKET EVELOPMENT AND GROWTH

} Sustained market presence
Revise = Troubleshooting
export plan \.‘ [ ] ‘.‘/ assistance

>

; These items are strongly recommended

as necessary steps before moving
further along the Export Pathway

Enter new
markets
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MARKET ASSESSMENT
SUPPORT

Trade Commissioner Service

- https://www.tradecommissioner.gc.ca

- Step-by-Step Guide to Exporting

- Market Reports & Country Info, including online
export data

- Euro help desk

Agri-Food Canada

« Specialized market and country profiles

« Agri-food trade services

« Canadian Agricultural Partnership funding
« Canada Pavilion program

« Canada Brand
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https://www.tradecommissioner.gc.ca/
http://tradecommissioner.gc.ca/exporters-exportateurs/assets/pdfs/tcs-step-guide-eng.pdf

BC's TRADE & INVESTMENT
NETWORK

* Located in key markets around the world

* Trade Mission activity

* Market Research

* Trade Show presence and support

* Agri-food & Seafood support programs

* How To Guides for business development

BEE INSPIRED

* Export Ready Catalogue

* Assist B.C. Businesses: Contact potential buyers, investors,
and other key partners in key markets
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TERMINOLOGY TRANSLATION

« HS Codes

- Country of Origin Rules

Wcosts  misk [ INSURANCE

All modes of Sea and inland
transport waterways

« Tariff Finder

FREIGHT/RISK  MORE DETAILS

Fraight Seles
() EXW s Seler 6 orily (SpOnIie for Making the Goods vadable at the sebers premaes. Th buyer
v bears the full risk from there 10 the destination

ik Risk Sefler's premes.
Frelght Fresht

FCA i, “:q;f." WIS & ater i responsible for debvery 1o the custody of the earmier, which is provided by the buyer
et Flrtk i ranafenied o 4000 a5 0ading hus Laken place

P Carrier handler.

CPT Freight Deitvaton Saller dalvers the goods 1o the camier 2t an agread place of delvery and pays for transpan
Riake First fresght 1 the fuaed diestinition. R eired at the place of delvery, wheveis seler payt for

e Pt 1 handies trampert to the destinstion

CIP Fredght Destonation Seller dubvers the GHo0s 10 he carner 3L &0 agreed place of debvery 50 pays For tramport
Risk First fresght and insurance ta the named destination. Risk i trarsfermed at the plce of delvery, whensas

::,'::“W“ tandier el oy foxr rarsport aned ivsurance b e destinstion

DAT

Copberrig st

Frelght Destnaton, Sefler dedvers the goods uniopded it  specified place insde the agreed terminal Risk i
Risk. Destruton transterred as 4000 24 the goods have been unioaded.

l'nw Place of
. Seller delvers the goods 1o the daposal of the buyer on the arriving means of trarsport at

destnaton
DA Wik Arviving means of e 9greed place. Seller assumes the sk unti the goods are made ready for unkoadng from
Bebrmed P IraNSPOrT Bt destinption, V1 MTAING MadNs of traniport
Seller i nisgurriable fof B the godxds 10 Lhe destination, paying sy dly and making
DDP :'Eﬂ“ Destinabion.  yg oo avadable t0 the bayer, Arsk & transforred a3 369m 3 the buyer has 9ceess 19 the
O Dit Pl e goods ready for unlosdng 42 the sgreed dettration
Fredghvt Shaprace n port
FAS of departure Sefler & reaponuble for dedvery of the goods at the quay songside the ship. From this point
Risk Shigde in port of  cowardh, rik bes with the buyer
v Mnguie She departue
FOB Fraight Onboard shp.  Sellr & reaponuiie fo debvery of the goods loaded on board the stp. Risk i tranferred o
Risk O board ship wo0n a5 the goods have boen set down inside the ship,
Iren enmsaed
CFR mr‘" o Sefler covers cost of Mreight, Uty Unpaid, 10 the named poet of destination Risk s trans-
o femed as soon as the harvee Deen et dawn e the
Coat wnd Frasght Risk On board ship gpodihue ship.
Freight Port of
CIF sy Sedls coners cont of imutance and fresghd, duty unpuaid, o the narmed port af destination
Kisk Port of destination. Pk 5 transderned as 500m as the gnods have been st down ide the ship

ot murwrce and fregit
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MARKET EXPANSION
PLANNING

Why it’s important:

- Helps you predict trouble spots, know the costs and be prepared

- Financial - what do you need? what will it cost? does your
pricing structure work? is there funding available?

- Funding & support programs - Federal, Provincial,
Innovation, Agriculture, Inclusion

- Buyers / Partners - what sales channel approach should you
take?

- Transportation & Logistics

- Marketing Canadd B,



CLIENT CONNECTIONS

BUSINESSES BY SECTOR | ALL CLIENTS

AGRIFOOD &L # MANUFACTURING
36% W 23%

ﬁ CONSUMER GOODS CLEAN TECH OTHER
19% 4% 8%

Contact us today to learn more about the 000
program and how we can help you grow your (R ))) CLIENTTESTIMONIAL
business in new markets!

“Export Mavigator has helped us gain
alternative perspectives on export options.

Darrell Goertzen Our advisor has been great at introducing
. us to programs or other players. We were hit
Export Advisor hard when opportunities in Alberta came
‘. ; to a halt, the program and our advisor were
Emall.. darrelI@exportnav!gator.ca hugein helping us mitigate damage by
Website: www.exportnavigator.ca seeking new opportunities.”

- Export Navigator Client

EXPORT NAVIGATOR
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