Grow your business internationally with CanExport

Elliot Schiller

Here's some good news for companies contemplating
expanding to new markets internationally. The Govern-
ment of Canada’s newly announced CanExport Program
will provide up to $50 million over five years in direct finan-
cial support to small- and medium-sized enterprises in
Canada seeking to develop new export opportunities and
markets. Delivered by the Trade Commissioner Service of
Global Affairs Canada, in partnership with the National
Research Council Industrial Research Assistance Program,
CanExport provides financial support for a wide range of
export marketing activities.

THE GANEXPORT PROGRAM

Reimburses up to 50% of eligible expenses.

« Requires that the applicant match funds on a one-
to-one basis.

« Provides a minimum contribution of $10,000 and a
maximum contribution of $99,999.

« Is open, with few exceptions, to all industry
sectors.

« Is open to companies looking at export markets
worldwide (some restrictions apply, mostly related
to ensuring that international trade agreements
are not violated).

ELIGIBLE ACTIVITIES

To be eligible, activities must aim to promote international
business development and must go beyond the applicant’s
core activities, represent new or expanded initiatives and
provide an opportunity to yield incremental results. For
illustrative purposes, these activities could include:

« Business travel.

« Participation at tradeshows.

« Market research.

« Adaptation of marketing tools for a new market.

« Legal fees associated with a distribution/represen-
tation agreement.

INELIGIBLE ACTIVITIES

On-going core/operational activities.

« Activities in a market where you have been export-
ing within the last 24 months.

« Promotional efforts that are considered to be “nor-
mal business activities" — as opposed to the
long-term development of export markets,

« Promotion of language training or other educa-
tional services where the funding for the training
is from Canadian federal or provincial/territorial
government sources.

« Investment promotion or the seeking of entrepre-
neurial immigrants.

« Activities involving used equipment, unless the
equipment is reconditioned or rebuilt — and the
benefit to Canada would be close to or equal to,
benefits obtained from the sale of new equipment.

ELIGIBLE EXPENSES

Eligible expenditures are shared up to a maximum of 50%
between CanExport and you. Eligible expenses are divided

into three categories: travel costs, contractor fees or consult-
ant fees. Travel costs will cover airfare, a $400 per person
per diem for accommodation, meals and incidentals, and
temporary visa costs.

Contractor fees include booth expenses, tradeshow space/
floor rental, design and construction services, registration
fees, trade show and seminar registration (including room
fees), audio-visual equipment rental, etc. Also included are
shipping and handling costs related to the participation in the
tradeshow, as well as promotional materials, booth pop-ups,
prototype or product for showcase purposes, samples, etc.

If you need to hire a consultant to organize business-to-
business (B2B) meeting programs and match making, or for
information gathering and analysis pertaining to a custom
market research or study specific to your products or servi-
ces within your target market, those fees are also claimable
to a maximum of 25% of the total eligible costs.

LAUNCHING YOUR BUSINESS INITIATIVE

Not all expenses are considered eligible. In this case, any
expenses incurred prior to the approval of the application
will not be allowed. Other ineligible expenses include
(among others), salaries, capital costs, most taxes, and any
costs that could be interpreted as subsidizing a product’s
selling price — and therefore, contravening Canada’s inter-
national trade obligations.

Some of the topics that you will need to be prepared to dis-
cuss within your application include:

« List of markets where you have exported in the
last 24 months and your target market.

« Project overview: a short description and the
planned activities.

« Evidence of organizational capacity to complete
the proposed project and activities.

« Expected results and benefits, including benefits
to Canada, and explanations on how the project
and activities proposed are incremental to the core
business of your firm.

« Assessment of key risks and corresponding mitiga-
tion strategies.

« Project budget listing all activities for which your
firm is seeking funding, the total eligible costs of
the project, your firm's contribution and the contri-
bution you are seeking from the program. (Note:
considering ineligible costs, your contribution
might be greater than 50% of the total project cost).

For further information on CanExport, check out The Can-
adian Trade Commissioner Service at www.
tradecommissioner.gc.ca. If you need help organizing, strat-
egizing, preparing, monitoring, and any other CanExport
related activity, contact this author. We will make sure that
you present to the government, a professional and strategic
approach to your marketing project.

Elliot Schiller is a Director at Toronto's Teeger Schiller
Inc., a company that specializes in obtaining
government funding. His clients receive over $5
million annually to support their ongoing business
innovation. E-mail eschiller@teegerschiller.com, visit
www.FundingHelp.ca or phone 1-888-816-0222 Ext. 102.
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Services Provided by Teeger Schiller Inc.

Management Consulting Division

* Existing Systems Evaluation * Logistics / Operations Consulting

* Existing Syste_ms Improvement ¢ Best Practices Consulting SYSTEMS H E LPCa
* Needs Analysis _ * Change Management AyTeegerSchiller
* New System Search / Selection » E-commerce Support

* Implementation Project Management « Data Mining / Business Intelligence

SR & ED Division / Grant Division

 |dentify and Develop Claim * SR & ED C.I.C.A. Continuing

* Engineers / Former Federal Employees Education Credit Courses F UNDING H E cha
* Up-to-date on Program Nuances and Changes * Free Consultation to Evaluate AyTeegerSchiller
¢ Templates Provided for Project Documentation Claim Potential

¢ SR & ED Technical Claim Preparation ¢ Meet with CRA to Support
* Training to Ensure Proper SR & ED Tracking and Defend Claim
* Government Funding Opportunities

Policy Governancee ° IT Governance

 Policy Governance® / IT Governance Workshops Ensurlng Fiduciary GOVERNANCE
. . Compliance ca
* Policy Governance® / IT Governance Implementation . ;
B * Develop Board of Directors by TeegerSchiller
» Board Coaching ! y
Policy Manual

* CEO/ED/CIO Coaching
* Policy Governance® / IT Governance Templates (CoblT)
* Owner Accountable Leadership

Board Process Maintenance
New Directors Orientation

David Teeger
Director

David Teeger C.A., C.A. (S.A.) graduated as a Chartered Accountant in
South Africa, and upon arrival in Canada he obtained his Canadian C.A.
designation and joined Richter & Associates, a management
consulting firm, where he concentrated his practice on various business
sectors including household goods, fashion, automotive parts, public
associations, and retail chains. He performed many roles in his 15 years
at Richter, including managing the professional services

organization in North America and all business
operations throughout Europe.

David’s professional capabilities include
computer audits, feasibility studies, system
analyses and assistance in the selection,
negotiation and implementation of
computerized solutions.

As a founding partner of Teeger Schiller Inc.,
he has focused his practice on consulting to
management. His team of professionals has
helped businesses select and successfully
install a variety of ERP business solutions and
add-on systems including business intelligence solutions to give new
life to existing computer systems. David’s clients not only rely on him
to successfully manage the implementation of their new systems, but to
manage the change that occurs in their organizations as a result of the

Elliot Schiller

Director

Elliot Schiller, Ph.D., C.M.C. began his career as a Chemical Engineer
working for Grumman Aircraft, in Long Island, New York.

He obtained his Ph.D. at the University of Pittsburgh with funding from
the U.S. Atomic Energy Commission, and, after being awarded

a Presidential Fellowship, he went on to perform research and develop-
ment activities at Brookhaven National Laboratory.

Since coming to Canada, he has primarily
assisted consumer products and retail
organizations in a variety of strategic
management initiatives, traveling around
the globe on behalf of his clients. In 1987,
Elliot joined Richter & Associates, and it is
here that he first met David Teeger.

As a founding partner of Teeger Schiller \

Inc., he has focused the SR&ED / Grant N
Division on obtaining grants and tax incen- ‘
tives for over 100 companies in the small

to medium sized business sector. His team

has provided services to the discrete / processing manufacturing, mate-
rial development, textiles, apparel, automotive and computer sciences
sectors. Annually,Teeger Schiller Inc. secures more than $5 million in
government funding to assist its clients in having their business initia-
tives supported by government funding.
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