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TAKING CARE OF BUSINESS: DEALING WITH NEW CUSTOMERS ABROAD

If you’re a business owner in Canada and the opportunity arises to sell your products abroad to a company you haven’t dealt with before, you’ll want to know how to make sure you will be paid for your goods. Here are three ways to help financially safeguard yourself when dealing with new customers beyond Canada’s borders.

	Do your due diligence before entering into a contract. You can obtain a credit report through global business information providers in Canada, as well as through insurance companies that offer trade credit insurance. For a fee, Export Development Canada’s EXPORTCheck also provides this service to Canadian companies – more information on this option is available via https://www.edc.ca/english/creditinformation.htm 



	Research the financial protection options available to you, to help ensure you are paid for the goods you are shipping abroad. Look into financial security offered by export letters of credit, payment guarantees and account receivable insurance. 



	Endeavour to have the buyer pay you in Canadian dollars (particularly if you’re dealing with a company in the U.S.) This removes the risk of fluctuations in foreign exchange affecting your profit margins. If your buyer can’t pay in $CDN, seek advice from your financial institution about ways to reduce your foreign exchange risk.


“Certainly, there are different business risks associated with establishing business relationships beyond Canada’s borders, but they can be managed successfully,” advises Jana Henderson, director, Global Solutions, RBC Royal Bank. “Each business owner should select the risk mitigation options that best suit their business, to ensure they can take advantage of every opportunity to grow, here and abroad.” 


Global Banking advice articles are provided by RBC Global Solutions. For more information on how RBC can help you take your business around the world with confidence, call 1-800 ROYAL 20 (1-800-769-2520) or visit www.rbcroyalbank.com/go-global.




