
1. Determining Which Markets to Enter 

Key Considerations:
• Consumer Demand: Identify markets with growing
demand for your product. 
Example: a Canadian seafood exporter identified high
demand in Japan for sustainable seafood by analyzing
trade data from the World Bank Index and Trade Data
Online. 

• Market Size and Growth: Evaluate the current market
size and growth potential to ensure scalability. 

• Competition: Analyze competitors' strengths and
weaknesses to find your unique market positioning.
 
• Tariffs and Regulatory Requirements: Find out if
Canada has a free trade agreement in place for the
market(s) you are considering. Understand import
regulations and certifications required for your product,
as well as any applicable tariffs. Refer to How to
Navigate Export Market Regulations and
Requirements for compliance insights. 

• Cultural Considerations: Research cultural
preferences and business practices in target markets,
as these can influence product demand and
relationships. 
Example, food packaging preferences may vary
depending on cultural norms about sustainability or
presentation.

• Logistics & Location: Consider shipping logistics and
proximity. 
Example: Exporting to the Pacific Northwest (PNW)
offers shorter shipping times and reduced costs for
perishable products compared to distant markets like
Europe. 

• Export Readiness: Evaluate your production
scalability, financial resources, and ability to meet
regulatory requirements. 

How To: 
Conduct and Use Market Research for
Exporting

Unlock global opportunities with a structured approach to market research for export markets. Learn how to identify
high-potential markets, evaluate effective entry strategies, and leverage resources that support sustainable
international growth. 

Choosing the right export markets is critical for long-
term success. Factors like consumer demand, market
accessibility, and logistical considerations can
significantly influence your product’s viability abroad. 

Export Readiness Checklist:
Do you have the production capacity to meet
increased demand? 

Can your business handle international shipping
and logistics? 

Are you financially prepared for the costs of
exporting (e.g., customs fees, transportation)? 

Do you understand the regulatory requirements
in your target markets? 

Have you researched cultural differences that
may affect demand or marketing strategies? 

Resources:
Trade Data Online (Government of Canada) –
Provides trade statistics and market intelligence.
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2. Entry Models 

How To: 
Conduct and Use Market Research for
Exporting

Selecting the right market entry model is vital for
successful international expansion. This section
explores various approaches to entering export markets.

Entry Options
Direct Sales: Sell directly to international buyers via e-
commerce platforms or direct contracts. 

Partnerships: Collaborate with local partners, such as
agents, distributors, or joint ventures, to navigate
market-specific challenges. 
Example: A Canadian agrifood exporter partnered with a
Vietnamese distributor to streamline logistics and
localize product offerings. 

Distribution Channels: Use established networks to
reach retailers and food service operators. Refer to How
to Access and Use Distribution Channels for detailed
guidance. 

Online Platforms: Utilize global e-commerce platforms
like Alibaba, Etsy, or Amazon to connect with
international consumers. 

Choosing the Right Model
Consider the costs, risks, scalability, and control levels
each model offers. Match the model to your resources,
target markets, and growth strategy. 

Decision Matrix Example

Entry Model Cost Risk Scalability Control
Level

Direct Sales Low Medium High High

Partnerships Medium Low Medium Shared

Distribution Medium Medium High Low

E-Commerce Low Medium High High

3. Market Access Avenues & Supports 

Utilizing available resources and support systems can
simplify your entry into export markets and help you
overcome common barriers.  

Resources:
Trade and Invest BC – Provides guidance, market
intelligence, and export readiness programs tailored to
B.C. businesses.

Trade Missions – Participate in government-organized
missions to meet potential buyers and partners. For
more details, refer to How to Promote Your Product in
New Markets.

Export Development Canada – Access financial
products, insurance, and trade knowledge to support
your export journey.

Grants and Funding Programs
• BC Agriculture and Food Export Program: Provides
funding for BC agrifood businesses for market
development activities.

• CanExport: Provides funding for market research,
trade show participation, and promotional activities.
Eligibility criteria include having fewer than 500
employees and less than $100 million in annual
revenue.
 
• Canada’s Trade Accelerator Program (TAP): Offers
training and support for businesses ready to scale
globally.

Trade and Invest BC – Provide resources and support
for businesses looking for expand internationally.

Agriculture and Agri-Food Canada (AAFC) –
Provides agricultural trade reports and export market
insights.

Market Access Secretariat – Offers tailored market
intelligence and assistance.

World Bank Ease of Doing Business Index –
Assesses the business environment in potential
markets.
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Conclusion

How To: 
Conduct and Use Market Research for
Exporting

Customs and Logistics Planning: 
• Engage freight forwarders and customs brokers to
navigate cross-border logistics and compliance
challenges. 

• Address shipping delays, documentation errors, and
customs clearance issues proactively. 

For more logistical insights, see How to Manage
Logistics and the Supply Chain.

Successfully entering export markets requires a blend of
thorough market research, strategic entry models, and
leveraging available resources. Evaluate your
readiness, understand cultural and regulatory nuances,
and tailor your approach to align with both market
demands and business goals. By making informed
decisions and utilizing support systems, you’ll position
your business for sustainable growth in international
markets. 

Strategic Actions
Utilize Tariff Finders: Tools like Canada Tariff Finder
are helpful for identifying tariff rates for specific
countries and products.

Webinars and Government Events: Participate in
informational sessions hosted by federal and provincial
government bodies to stay updated on market
opportunities. 

Free Trade Agreements (FTAs) – learn more about
Canada's free trade agreements through the Global
Affairs Canada website. 

Funded by the Government of Canada and B.C. under the Sustainable Canadian Agricultural Partnership, a federal-provincial-territorial initiative.
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