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Export USA/New Exporters  
to Border States (NEBS) Program
The Export USA/ New Exporters to Border States (NEBS) Program delivers commercial services and 
advice to Canadian business. More specifically, it provides seminars in Canada and hands-on border 
orientation tours for small Canadian companies on the essentials of exporting to the United States. 

The purpose of the program is to provide potential exporters with the information they need to  
facilitate the entry of their product or service into the U.S. marketplace. Further, it demystifies many of 
the cross-border issues that pose a challenge to Canadian exporters. The program will raise a business 
owner’s level of comfort by providing both detailed export information and the necessary business 
contacts on both sides of the border.

The Department of Foreign Affairs and International Trade (DFAIT) initiated the program in Buffalo,  
in 1984, in conjunction with the Government of Ontario. DFAIT marked the 25th anniversary of the  
Export USA or NEBS Program in 2009 with a celebration and a commitment to refine the program.  
Over the last 25 years, more than 20,000 companies throughout Canada have participated in the  
ExportUSA/NEBS Program with 50% of those firms eventually making the export commitment.

Webinar Series
October 1, 2009 also marked a milestone in the evolution and delivery of the Export USA/NEBS  
Program at the Consulate General of Canada in Buffalo with the launching of the Webinar series  
focusing on U.S. Customs Compliance and Documentation Requirements. This new platform will  
transform the program to reach a wider audience throughout Canada with more targeted topics.  
Canadian companies will now benefit from an even more expansive program to encompass all  
aspects of export education.

For more information on the Export USA Webinar Series, please visit: www.tradecommissioner.gc.ca/
usa-webinars 

1



Handbook to Upstate New York, Western Pennsylvania and West Virginia

Quotes from participants
“For anyone even remotely thinking of exporting, NEBS will make you aware of key issues and  

how to tackle them — like regulations, border issues, NAFTA compliance, and even insuring your 
receivables. I love NEBS. I think the NEBS program is a fabulous program, and every company 
in Canada should take advantage of it. It made me really aware of how much our government is 
working to make our business successful.”  — Alison Prentice, owner of Creo Mundi 

“If you are thinking of exporting, build a NEBS mission into your business plan at the front end. 
It is critical to know the proper ways to move your products. NEBS can help you understand that 
and give you all the help you need. Go to NEBS first, go on the course, ask lots of questions,  
and then move on what you learn. The NEBS mission confirmed we were doing the things we 
needed to do. If I had known about NEBS at the beginning, it would have saved me a lot of time 
and energy.”  — Brian Greer, owner of Brian Greer’s  

Tin Ceilings, Walls and Unique Metal Work

“NEBS was quite useful… There are a lot of rules and regulations that you have to follow. 
It is critical to determine what applies to your particular circumstance, and NEBS and the  
Canadian Consulate team can help with that.”  — Julian Bayley, founder of Iceculture

“I was thrilled when we did the NEBS Trade Mission. My experience with NEBS was that people 
were welcoming, gracious, and encouraging. They treated us with respect. Participating in NEBS 
resulted in our company partnering with a U.S.-based, professional shipping company handling 
our needs. NEBS provides a great support network. If I need to know something about exporting 
to the United States, I know where to go to get it. I’m so appreciative and thankful. In fact, I have 
often wanted to attend another NEBS Mission in Buffalo. There was so much good information. 
The first time is almost overwhelming, and I am sure I would benefit from a second time around.”

 — Robina Bernard, President of Clik-Clik

“I didn’t realize the resources and facilities that were available to help me in my business. I had 
never considered the Consulate could be a business resource for contacts and access to the U.S. 
market. The Canadian consulate team was incredibly welcoming and down-to-earth. They had the 
answers to all the questions I had, and even gave me a contact name if I needed further help.”

 — Faye Ego, owner of Echostone

  



Success Story — Iceculture
Iceculture provides Chills and Thrills as a Truly 
Spectacular Ontario Exporter

Two ice bars installed at President Obama’s inauguration parties in Washington DC. An ice-bridge 
erected in Rockefeller Plaza in New York City for the Wachovia Bank. Ice lounges in Las Vegas and 
Miami, and others in Australia, New Zealand, Thailand, South Africa and Portugal. All of them products 
of an Ontario-based company called Iceculture.

What started as a hobby carving ice punch bowls for weddings 25 years ago has turned into a  
business which specializes in ice construction and design and employs 60 people. Founder Julian  
Bayley describes it as a passion, and one which he is always trying to improve.

From the ice bowls, Julian was asked to produce crystal clear ice blocks for other ice carvers, which  
led to the acquisition of ice-producing machines and then into other areas.

The company is now considered a specialist in ice construction, from “temporary” designs to  
permanent, climate controlled installations.  

Iceculture is led by Julian and his wife Ann, with their children Heidi, Sam and Christine all playing 
leadership roles and currently working through s succession plan. The company comprises four  
divisions: manufacturing of more than 35,000 high quality, clear ice blocks annually; ice carving and 
design, which includes corporate and special events; the equipment division, which focuses on carving 
equipment; and Artistic Ice Design, which services the hospitality industry exclusively with a unique 
proposition built on the company’s ice carving business, produced and shipped in larger quantities.

Chandeliers and curtains made from ice, ice columns, 6 foot high ice vases, immense  
martini glasses, life-size ice chairs, an ice maze and even a 20-foot long dragster  
made from ice form a small part of the wide portfolio of projects the company has  
delivered for customers. Iceculture even produced a full sized Mini Cooper for the  
car’s launch in North America, complete with every detail found in the real car.

The company also designed and built a 30 foot long commemorative ice wall in  
2005 to mark the Year of the Veteran in Canada. The wall incorporated artifacts  
from both World Wars and the Korean War, embedded in the ice.

With these many unique and wonderful projects, Iceculture prides itself on being  
an industry leader. The company’s website www.iceculture.com features the  
company’s extensive portfolio, which also includes centrepieces, ice plates and glass,  
and sculptures for all types of events. The company has been featured in numerous  
media stories around the world including CNN, Forbes Magazine, The Globe and Mail,  
The Discovery Channel and Wired Magazine to name just a few. 

NEBS helped Iceculture ‘chip away’ at cross-border issues
For this Ontario company, exporting is everything. The company has been exporting  
since 1993 and today 75% of Iceculture’s products are sent overseas. Of that 75%, 70%  
of them go to the United States. The majority of the Company’s exports are shipped 

What started as a 
hobby carving ice 
punch bowls for 
weddings 25 years 
ago has turned into 
a business which 
specializes in ice 
construction and 
design and employs 
60 people. Founder 
Julian Bayley  
describes it as a  
passion, and one 
which he is always 
trying to improve.
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through Sarnia and Port Huron, MI  
(the company is located only 50 minutes 
from the border) followed by Windsor/
Detroit and Buffalo/Fort Erie, depending 
on the final destination.

In 2004, Julian’s wife Ann attended  
a trade mission in Buffalo. ‘NEBS’ — the 
New Exporters to Border States —  
program is an initiative to assist  
businesses with exporting to the 
United States. The most popular and 
comprehensive way to access the  
program is by attending a NEBS  
Trade Mission. 

Despite a lot of experience exporting 
and having learned the ins-and-outs on 
their own, Iceculture still found the  
mission useful. On the NEBS mission, 
she learned more about the complexities

of cross-border trade. Ann was provided two-days of practical briefings on the exporting process, from 
customs procedures to warehousing and distribution strategies, from banking and legal considerations 
to selecting agents and distributors. 

When asked about doing business in the U.S. as compared to Canada, Julian says “It is very similar.  
The challenge is crossing the border.”

And that is where the NEBS mission was most helpful for Iceculture. The biggest 
export–related issue Iceculture has faced is “people” related. For the majority of their 
projects, Iceculture ships not only the ice creation, but sends a construction team to 
assemble the final product. These border crossings can be difficult without the right 
paperwork.

For example, one of the company’s clients is Ketel One Vodka. In any given month, 
Iceculture will be assembling upwards of 20 ice bars, all over the United States, 
including Hawaii. Ensuring the teams can get to the location on time is critical to be 
able to deliver for their customers. Being held up or turned back at the border can 
cause real headaches for the company.

The NEBS mission put Iceculture in touch with a Buffalo, NY-based lawyer, who 
helped them deal with labour and immigration issues related to the Iceculture  
construction teams. The Company has now developed tools including a manual  
for their teams and an ‘official’ document for use with border officials. “NEBS was 
quite useful,” says Julian. “We’ve been back to the lawyer we met on the mission, 
many times.” 

With the reality of cross–border trade today, Canadian businesses must be aware 
of NAFTA rules, U.S. Department of Homeland Security actions, new legislation and scores 

of regulations involving the Consumers Protection Initiative Act (CPIA).

As border security realities continue to evolve, Julian keeps his eye on their impact on the Company’s 
ability to do business in the United States. As an exporter, the owner of Iceculture is a bit rueful when 

Last year, the  
program celebrated 
its 25th anniversary. 
Since 1984, 6,800 
firms have attended 
350 Missions at the 
Buffalo Trade Office 
and, across Canada, 
Export USA has 
hosted more than 
20,000 companies.



he mentions the mounds of red tape that can be required. “There are a lot of rules and regulations that 
you have to follow,” says Julian. “It is critical to determine what applies to your particular circumstance, 
and NEBS and the Canadian Consulate team can help with that.”

The NEBS program will help Canadian business owners manage the labyrinths of U.S. cross-border 
trade by providing both expert advice and logistical counsel. The Trade Commissioners at the  
Canadian Consulate can assist to develop effective business strategies for trade to the U.S. 

Last year, the program celebrated its 25th anniversary. Since 1984, 6,800 firms have attended  
350 Missions at the Buffalo Trade Office and, across Canada, Export USA has hosted more than 
20,000 companies. 

Success is a result of managing every detail
Iceculture’s designs are built and carved in the company’s freezer studio in Hensall, (near Lake Huron  
in south-western Ontario) broken down and then shipped in refrigerated trucks or containers  
depending on the destination. They are then reassembled on-site where final finishing is completed  
by hand. Iceculture has strict quality control standards. The Company’s water quality and ice is tested 
for purity every two weeks by an independent laboratory. As Julian says, “If it isn’t perfect, it doesn’t 
leave for the customer.”

Iceculture has also done projects and exports to the UK, Australia, New Zealand,  
South Africa, to name a few. They created a permanent ‘ice restaurant’ in Dubai in  
2007, and sent a crew of eight to build a project in Thailand. The Thailand project took  
seven weeks for the ice to be shipped. Upon arrival in Bangkok, the shipping container  
was broken down into smaller containers for shipping to the site by small ferry, and  
assembly. Each container had to be planned so the ice would be unloaded in the  
proper order to build the project. And not one block was damaged!

90% of their business comes from referral. Being able to deliver for customers is at  
the top of Julian’s mind. He takes pride in the professional appearance the Iceculture  
construction crews present, and knows they are an important part of the continued  
success.  

He cites the company’s work at numerous Superbowls as an example of where his  
crews are in the public eye, and being seen to do their job in a professional manner  
is an important part of future business because they are ambassadors for the company.   

That’s one of the reasons why having smooth border crossings for the Iceculture  
teams is critical.

With so much relying on export business to the U.S., Julian and his team continue  
to work hard in ensuring all of their potential cross-border issues remain ‘on ice.’
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Overview of Canada — U.S. Trade
The economies of Canada and the United States are highly integrated, a process that has been  
accelerated by the bilateral U.S., — Canada free trade agreement (FTA) of 1988 and the NAFTA of 1994. 
The expansion of trade between Canada and the U.S. continued after Mexico joined as a member  
nation of the NAFTA — an agreement that has been instrumental in making North America one of the 
most active trading regions in the world. The NAFTA countries now account for almost 19 percent of 
global exports and 25 percent of imports. 

Both nations comprise affluent industrialized economies, with similar standards of living and industrial 
structure. While the two economies diverge in size, per capita income, productivity and net savings, 
this continuous relationship presents promising business opportunities for entrepreneurs and  
companies located on both sides of the border.

The relationship between the United States and Canada is the closest and most extensive in the world. 
Canada and the United States have a unique and vital partnership.  During a joint press conference in 
early 2009 with President Barack Obama, Canadian Prime Minister Stephen Harper stated that the 
two countries’ vital partnership is “a relationship between allies, partners, neighbors and the closest of 
friends.” Obama echoed Harper’s sentiment when stating that he “came to Canada on his first trip as 
president to underscore the closeness and importance of the relationship between the two nations.”

The relationship between Canada and the U.S. that both Harper and Obama reference is reflected  
in the staggering volume of bilateral trade between the nations — the equivalent of $1.5 billion a day in 
goods — as well as in people-to-people contact. About 300,000 people cross the shared border  
every day. 

In 2009, the United States exported $308 billion worth of goods and services to Canada while Canada 
exported $368 billion worth of goods and services to the United States. Canada is the top export  
market for the United States with 20% of goods and services reaching the provinces and territories 
last year.  

Canada is the largest export market for U.S. goods compared to all 25 countries of the European  
Union combined, which has more than 15 times the population of Canada. Furthermore, 35 U.S. states 
heavily rely upon Canada as their leading export market which solidifies the countries economic  
interdependence.  

Each and every minute, $1.2 million worth of goods and services are exchanged between Canada and 
the United States — a testament to the successful delivery and implementation of the world’s biggest 
trading alliance. 

Though there has been an decrease in global trade in recent years due to world economic conditions 
and increased international security regulations, almost all the exports and imports continued to cross 
the Canada — US border without incident in 2009 — a remarkable achievement for a trading relation-
ship worth almost two billion dollars a day. The two countries, however, do maintain key differences in  
economic policy, and respond differently to world economic conditions and the global free trade 
agenda. The WTO and NAFTA dispute settlement procedures have occasionally assisted in the  
resolutions of differences. Canada strongly supports a rules-based trading system with clear  
procedures for solving disputes. 
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Washington D.C.
Embassy of Canada
501 Pennsylvania Ave., N.W.
Washington, D.C. 20001-7619
Tel: 202-682-7619
Fax: 202-682-1740

Anchorage
Consulate of Canada
310 K Street, Suite 220
Anchorage, Alaska 99501
Tel: 907-264-6734
Fax: 907-264-6713

Atlanta
Canadian General of Canada
1175 Peachtree St.
100 Colony Square, Suite 1700
Atlanta, Georgia, 30361-6205
Tel: 404-532-2000
Fax: 404-532-2050

Boston
Consulate General of Canada
Three Copley Place, Suite 400
Boston, Massachusetts 02116
Tel: 617-247-5100
Fax: 617-247-5190

Buffalo
Consulate General of Canada
One HSBC Center, Suite 3000
Buffalo, New York 14203-2884
Tel: 716-858-9500
Fax: 716-852-4340

Chicago
Consulate General of Canada
Two Prudential Plaza
180 North Stetson Avenue, Suite 2400
Chicago, Illinois 60601
Tel: 312-616-1860
Fax: 312-616-1877

Dallas
Consulate General of Canada
750 N. St. Paul Street , Suite 1700
Dallas, Texas 75201
Tel: 214-922-9806
Fax: 214-922-9815

Denver
Consulate General of Canada
1625 Broadway St., Suite 2600
Denver, Colorado 80202
Tel: 303-626-0640
Fax: 303-572-1158

Detroit
Consulate General of Canada
600 Renaissance Ctr., Suite 1100
Detroit, Michigan 48243-1798
Tel: 313-567-2340
Fax: 313-567-2164

Houston
Consulate of Canada
5847 San Felipe St., Suite 1700
Houston, Texas 77057
Tel: 713-821-1440
Fax: 713-821-1611

Los Angeles
Consulate General of Canada
550 S. Hope Street, 9th Floor
Los Angeles, California 90071-2627
Tel: 213-346-2700
Fax: 213-620-8827

Miami
Consulate General of Canada
200 South Biscayne Blvd, Suite 1600
Miami, Florida 33131
Tel: 305-579-1600
Fax: 305-374-6774

Minneapolis
Consulate General of Canada
701 Fourth Ave. South, Suite 901
Minneapolis, Minnesota 55415-1899
Tel: 612-333-4641
Fax: 612-332-4061

New York
Consulate General of Canada
1251 Avenue of the Americas
New York, NY 10020-1175
Tel: 212-596-1628
Fax: 212-596-1790

Palo Alto
Consulate of Canada
3rd Floor, 245 Lytton Avenue
Palo Alto, CA 94301
Tel: 650-543-8800
Fax: 650-543-8844

Philadelphia
Consulate of Canada
1650 Market St. 36th Floor 
Philadelphia, Pennsylvania 19103
Tel: 267-207-2721
Fax: 267-207-2722

Phoenix
Consulate of Canada
2415 E. Camelback Rd., Suite 700
Phoenix, Arizona 85016
Tel: 602-508-3572
Fax: 602-508-3574

Princeton
Canadian Government Trade Office
10 Skyfield Drive
Princeton, NJ 08540-7403
Tel: 609-333-9940
Fax: 609-333-9943

Raleigh Durham
Consulate of Canada
3737 Glenwood Ave., Suite 104
Raleigh, NC 27612
Tel: 919-573-1808
Fax: 919-573-1809

San Diego
Consulate of Canada
402 West Broadway, Suite 400
San Diego, CA 92101
Tel: 619-615-4286
Fax: 619-615-4287

San Francisco
Consulate General of Canada
580 California St., 14th Floor
San Francisco, CA 94104
Tel: 415-834-3180
Fax: 415-834-3189

Seattle
Consulate General of Canada
1501 4th Ave., Suite 600
Seattle, Washington 98101-1286
Tel: 206-443-1777
Fax: 206-443-9662

Canadian Trade Offices in the USA
www.canadainternational.gc.ca/can-am/offices-bureaux/index.aspx
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Consulate General of Canada in 
Buffalo — Territory Overview
The post territory covered by the Consulate General of Canada in Buffalo includes Western 
Pennsylvania, West Virginia, Western, Central and Upstate New York. New York is the third 
leading export state with 13 foreign trade zones and 12 sub-zones in the state. New York’s  
commercial banking assets are three times the national average (on a per capita basis).  

The territory served by the Consulate General also acts as a key strategic logistical hub  
for distribution of goods and services to clients in the United States. Within the territory,  
Canadian exporters have access to dozens of customs brokers, warehouses, freight  
forwarders and offices offering business space. The Consulate General can provide these 
contacts as required.  

Upstate New York
The region for the Canadian Consulate General in Buffalo encompasses 39 counties in  
northern New York State including the major metropolitan areas of Buffalo, Rochester,  
Syracuse, and Binghamton. The Toronto to Rochester, NY region comprises the third  
largest population center in North America with a population of over 7 million out of New 
York State’s near 19 million inhabitants — it is viewed as a sole economic region spanning  
two countries.

Canada is New York State’s number one international destination due to its close proximity, 
purchasing nearly one-fifth of New York’s foreign-bound goods. As the Upstate NY market 
lies within a one day trucking radius of 52 percent of all U.S., over 70% of Canada — U.S. trade 
is transported by truck. 

Because trucks remain the dominant mode for transporting U.S.-North American freight, 
Canada and the United States have responded by investing over $450 million in border  
infrastructure between New York and Canada. Improvements include a Port of Excellence 
under construction at the Champlain, New York — Lacolle, Quebec crossing; a new lane  
dedicated to Free and Secure Trade (FAST) approved trucks at the Lewiston-Queenston 
Bridge; the designation of the Whirlpool Bridge exclusively for NEXUS travelers; plaza  
reconfiguration and construction at the Peace Bridge; and the announcement of land  
pre-clearance pilot projects at both the Peace Bridge and the Thousand Islands Bridge.

The Cross Border Crime Forum (CBCF) is a joint effort of Public Safety and an initiative  
that the Department of Justice Canada and the U.S. Department of Justice use to strengthen 
bilateral law enforcement cooperation and coordination since the terrorist attacked of  
September 11th, 2001. Canada, like the U.S., has strengthened its laws and realigned resources 
to fight terrorism and secure the world’s largest international border.

Companies on both sides of the border have joined governments in highly successful  
partnerships and have made massive investments to secure their own facilities and internal 
supply chains. Some commercial drivers crossing the border have volunteered to undergo 
background security checks under the bilateral FAST program and many companies  
participate in the Customs-Trade Partnership against Terrorism (C-TPAT)—two initiatives  
that have secured trade and sped border processing.

With the Canadian dollar falling a few pennies short of par with the U.S. greenback in 2009,  
Canadians’ purchasing power in Upstate New York has increased—an advantage for Canadian  

With over $30 billion 
in goods crossing 
New York’s border 
with Canada annually, 
NY’s land ports of 
entry are of critical 
national significance.  
A growing logistics  
industry is approach-
ing an annual increase 
of $5 billion dollars  
a year in goods 
passed along the 
North-South corridor 
between the U.S. & 
Canada, with an  
additional $1-$2 billion 
a year in goods passing  
through Buffalo along 
the East-West corridor, 
specifically the  
Central Terminal.  
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businesses engaging in cross-border trade. A study by Mikhail Melnick, an Economist at 
Niagara University, found that every one percent drop in the value of the U.S. dollar, relative to 
the loonie, resulted in a one percent increase in border crossings by Canadians over the past 
15 years.

With over $30 billion in goods crossing New York’s border with Canada annually, NY’s land 
ports of entry are of critical national significance. A growing logistics industry is approaching 
an annual increase of $5 billion dollars a year in goods passed along the North-South corridor 
between the US & Canada, with an additional $1-$2 billion a year in goods passing through  
Buffalo along the East-West corridor, specifically the Central Terminal.  

Commercial crossings including the Peace Bridge, the Lewiston-Queenston, Alexandria Bay 
and Champlain, NY prove significant in meeting the demands of a growing global economy, 
where on-time delivery needs are essential to business success.

The implementation in 1965 of the Auto Pact, which established free trade in automobiles 
between Canada and the United States, served to promote the already strong economic ties 
between the two countries. The automobile industry has not only financially benefited from 
cross-border free trade, but such trade also positively influenced the job market in Upstate 
New York for the past decade.  

Due to the rapid rise in oil prices since 2008-2009, the automotive industry is experiencing 
a combination of pricing pressures from raw material costs and changes in consumer buying 
habits worldwide. With the projection of roughly half of the U.S.’s fifty-one light vehicle plants 
closing in the coming years, the automotive industry will see 200,000 jobs lost in the sector.

Governor of New York, David A. Paterson released in October 2009 that Central New York 
will become a manufacturing site for Bannon Automotive — a company that manufactures  
an affordable plug-in electric vehicle which is based on technology developed in the U.S. by 

Reva Electric Car Company, Ltd. Building Bannon Automotive in the State in 2010 will establish NY  
as the global leader in the clean energy economy and build on the Canada — U.S. automotive cross-border 

free trade, and the global initiative to accelerate innovation in electric vehicle technology and to reduce  
greenhouse gas emmission. Additionally, Paterson’s announcement of General Motor’s (GM) $425 million  
investment in the future Western NY powertrain plant will retain 470 jobs as well as support countless jobs at local 
businesses and  suppliers.

Automotive technology contributes to the information, technology, and communications (ITC) business cluster 
operating across the Canada — U.S. border region. This cluster is the third largest in the world and NYS is among 
the top five states for employment for ITC. No other region in the U.S. has such a vital geographic advantage 
with its Northern neighbor. Because of its proximity to Canada, Upstate New York has a business community that 
is geared toward working with Canadian companies as is evident with the electricity grid.

Canada and the United States share a fully integrated electricity grid and supply almost all of each other’s  
electricity imports with Canada as the major supplier of electricity to New York. Canada is one of the world’s 
largest producers of hydroelectricity, delivering about 13% of the world’s total production. Hydroelectricity  
represents about 60% of Canada’s total electricity generation — that’s over three times the global average.  
Canadian electricity represents a reliable source of power and is a key element in obtaining long-term North 
American energy security and addressing climate change challenges.

Canada has the world’s largest known deposits of high-grade natural uranium and is the world’s leading producer 
of uranium for nuclear energy, accounting for roughly one-third of the total global mine production. The uranium 
mined in Canada contains more energy potential than does all of our annual oil and natural gas production  
combined.

A large number of pharmaceutical, medical equipment and analytical instrumentation companies, located in the 
metropolitan centers of Rochester, Syracuse, Buffalo and Binghamton, are quickly establishing the region as a 
medical corridor with its northern neighbor, Toronto. 

The region is well known for its educational resources with over 70,000 four-year college and university students 
attending nationally ranked institutions including Cornell University, Syracuse University, the State University 

A large number of 
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of New York at Buffalo, and Binghamton University. The local educational systems have high ratings, with many 
university research programs significantly contributing to industry growth. 

Whether you are a large company or a Canadian SME trying to penetrate the U.S. market, the trend continues to 
be in consolidation and one-stop shopping. With vendors’ efforts to integrate cross-border channels, there is an 
ever present opportunity for Canadian businesses to implement their international trade ventures in 2010.

Buffalo Niagara Region
Buffalo is the second largest city in the state of New York. Located in Western New York on the eastern shores  
of Lake Erie and at the head of the Niagara River, Buffalo is the principal city of the Buffalo-Niagara Falls  
metropolitan area and the seat of Erie County. The Buffalo metro area has a population of 1.2 million, 458,000 
households, and is adjacent to Canada’s “Golden Horseshoe.” This area refers to the densely populated and 
industrialized region centered on the west end of Lake Ontario in Southern Ontario.

The Buffalo Niagara region is within 500 miles of 55% of the U.S. population and 62% of the Canadian population.  
The City of Buffalo is the fifth busiest trade city in the U.S. and at the center of North America’s fifth largest  
market, with access to over 9 million consumers living within a 125-mile radius. According to Demographics USA, 
the Buffalo Niagara region alone accounts for over $16 billion in Effective Buying Income. Many Canadian firms 
have established distribution facilities in and around Buffalo to serve the U.S. market.

Buffalo has been subject to hard economic times in recent years, but as a city, it has reason for new hope. 

The popularity of the book The Rise of the Creative Class, by Richard Florida, released in 2002 — the first of four 
books by Florida on the imperative for cities to attract a certain kind of young creative professional — has given 
places like Buffalo a blueprint for economic revival.

The Buffalo Niagara Partnership is a partnership that promotes the growth and an improved business climate in 
the region. The Partnership advocates in Albany and Washington to remove obstacles that impede investment 
and job growth in the Buffalo Niagara region.

The Partnership specializes in bringing business people together to grow their network, learn from their peers, 
develop their career and participate in activism concerning current and future issues facing the business  
community and the region. It also offers members products and services to help save money and increase 
revenue, and business development experts help local companies in today’s thriving industry sectors — such as 
automotive, information, communication, infrastructure — achieve success.

Forward thinking manufacturers — automotive part producers and their suppliers; aerospace and defense;  
industrial chemicals, advanced plastics and new polymers; processing and packaging of food stuffs — are invest-
ing in their plants in Buffalo Niagara. Since 1995, nearly $500 million has gone into updating manufacturing facili-
ties in the region, including $293 million by GM Powertrain to manufacture the “New World Engine;”  
Quebecor Printing’s investing $15 million to expand local operations; and $40 million invested by Motorola in  
their East Aurora plant.

An Empire State Development Corporation (ESDC) analysis of industry clusters across Buffalo-Niagara, metro 
Rochester and Ontario revealed that some of the industry clusters with the highest employment in Ontario are 
closely related to “driver” sectors in both Upstate New York metropolitan regions. Such findings provide strong 
support for an emerging bi-national economic strategy aimed at further integrating the Western New York and 
Ontario economies.

As part of a new state initiative to develop solar energy operating sites, the city of Niagara Falls plans for 2010 
include building schools, libraries and city halls. The New York Power Authority has issued a request for propos-
als with a goal of producing 100 megawatts of new generating capability across the state over the next four 
years. The city’s solar energy initiative will put NY state “in the forefront as one of the leaders in photovoltaics and 
solar technology,” according to authority President and CEO Richard M. Kessel. Kessel hails the prospects of job 
creation from the initiative; jobs created are expected to be both manufacturing and installation.
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Projects included as part of the solar energy initiative in Niagara Falls will be accepted in four categories:  
government, schools, parking lot canopies and “community solar.” Last year, the Power Authority and the  
University at Buffalo, the areas flagship institution in the SUNY system, announced plans to install 5,000  
ground-mounted solar panels on University of Buffalo’s (UB) North Campus.

The New York State Power Authority currently produces about 20 megawatts of solar energy. The planned  
100 solar megawatts would be enough to power about 15,000 homes, according to the authority. CEO, Kessel, 
promises that 20 percent to 25 percent of projects would be built in Western New York.

Among the advanced automotive manufacturing and clean energy initiatives, there exists a strong non-manufacturing 
base in Buffalo/Niagara Region. Growth in the transportation, finance/insurance, and healthcare industries in the 
past few years is evident with the success of its internationally recognized research facilities. Entrepreneurial 
resources and life science business consultants accelerate the growth and development of emerging companies 
found within the Buffalo Niagara Medical Campus (BNMC) and Upstate New York Region.

The New York State Center of Excellence in Bioinformatics & Life Sciences (COE) was created in Buffalo in 2002 
as part of more than $200 million dollars in investment from state, federal, industry and philanthropic sources to 
create a hub of life sciences expertise and innovation in Upstate New York. The COE brings a strong foundation in life 

sciences research and discovery to its mission and collaborative efforts with industry,  
government and researchers around the world to improve the health and well-being of  
the population. COE research institutions have been around for more than 100 years with  
the (UB) as the lead academic organization, with Roswell Park Cancer Institute and  
Hauptman-Woodward Medical Research Institute as research partners. 

The UB is not only a lead academic organization that spearheads life science initiatives in the 
region, but it also educates students in the field of Aerospace Engineering through offering an 
Aerospace Engineering program. Because of the rapid pace of development and the extreme 
diversity of the aerospace field, the undergraduate aerospace engineering program stresses 
knowledge of the profession’s fundamentals — the foundation for lifelong learning. While 
many students enter the industry directly after completing the BS program,  
a significant number elect to pursue graduate work in engineering or other fields.

Sometimes referred to as the “Telecommunications Gateway to the North”, Buffalo is the fifth 
most heavily wired fiber-optic network in the world. Direct investment in fiber optic technology has been made 

by Verizon Wireless in Western New York through the company’s new FiOS service. The state-of-the-art fiber optic 
network that operates through fiber optic lines laid in the streets provides Western NY residents with high speed 
internet connectivity.

Buffalo — International Trade/Exports 
Buffalo is ranked as number ten for one of the top best cities in the United States for international companies. 
The Niagara Region is home to six international bridges. These bridges support more than $150 billion in annual 
trade between Canada and the United States. This represents nearly one third of the total trade between these 
two countries. For this reason, Buffalo-Niagara Falls is largely dependent on trade with the United States’ number 
one trade partner — Canada — for economic prosperity. 

Rochester
Rochester is located within a 400-mile radius of 14 northeastern states, two of the most populated Canadian 
provinces, New York’s capital city of Albany, and the nation’s capital of Washington, D.C. Rochester is the west-
ern gateway to the fabulous Finger Lakes Region, part of this country’s longest scenic byway-America’s largest 
eastern port for overseas travelers. 

With a population of over 1 million, Rochester offers an optimal market for foreign goods and investment.  It is 
also known for its unique and impressive history in photography, xerography, and optics, along with its leading 
role in green technology, manufacturing and research activities, and impressive educational resources in both 
traditional and evolving imaging sciences. The city supports more than 1,600 smaller manufacturers in many areas 
including telecommunications, biotechnology, printing, food products, electronics, and imaging technology.

Many Canadian 
firms have estab-
lished distribution 
facilities in and 
around Buffalo to 
serve the U.S. market.
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The Rochester area is home to a number of international businesses, including Fortune 100 companies Eastman 
Kodak, Constellation Brands, and Paychex, as well as several national and regional companies and is home to an 
extremely strong non-manufacturing base. Companies headquartered in the area include Bausch & Lomb, Bird’s 
Eye, and Constellation Brands.

The most significant feature of the county’s economy is a trend toward high technology manufacturing and  
biotechnology. Sixty percent of the manufacturing work force and over twenty percent of all employees are  
employed in high technology.  In recent years, there has been a strong focus on “green” initiatives for businesses 
due to climate change and the political, social, legal and financial implications that these changes have on  
business operations.

The 2010 sessions of the annual PLI Conference on “Green Technology Law and Business 2010” founded and 
chaired by William A. Tanenbaum, promotes the fact that new and planned laws and regulations will affect  
virtually every business this year.  As the investment climate for alternative energy and energy control  
technologies matures, government funding will play an increasingly important role.  

Lawyers and other business professionals will need to stay current with technological  
developments in the U.S. and abroad, to manage their organizations’ challenges, take  
advantage of new business opportunities, and remain competitive. Specifically, developments 
in Green Technology make it practical, advantageous and timely for businesses of all sizes to 
adopt Green Technology products, services and practices to increase energy efficiency and 
reduce costs,  reduce emissions, implement sustainability and carbon neutral practices,  
trade carbon credits, increase energy efficiency and achieve other business benefits. 

Efforts to develop environmental policy include the addition of alternative fuel vehicles in the 
City fleet and the University of Rochester’s development of a $2,500,000 Integrated Energy 
Systems Center; a project that is currently on the Department of Interior Federal Funding 
Authorization requests list. 

The Integrated Energy Systems Center will include a laboratory that will educate students in 
the field of nanotechnology research. By funding construction of state of the art laboratory 
space, the project will make a contribution to the research and development of new and inno-
vative alternative sources of energy, integrating optimal systems, photovoltaic materials, and 
nanotechnology and fuel cell components in various combinations.

The city’s Fortune 100 company, Eastman Kodak, has partnered with Boston, MA based  
company, Novomer, in a $1.6 million project that seeks to promote the manufacturing of  
bio-based plastics. The project aims to displace the need for petroleum-based plastics — and 
specifically plastic packaging—while consuming less energy in production, resulting in a  
product with higher performance.  In addition, the first phase of the project showed the  
process can leverage existing manufacturing infrastructure. 

The process will use 50 percent less energy than traditional plastics manufacturing and 
Novomer’s PPC is also lighter than traditional PPC, reducing transportation costs. Using the 
expertise and infrastructure of Kodak Specialty Chemicals and the Rochester Institute of 
Technology will enable to advancement in “green” plastic manufacturing in the area. 

In addition to green initiatives in manufacturing in Rochester, the city is nationally known for its healthcare  
facilities and educational institutions with the University of Rochester/Strong Health as the top employer with 
17,000 employees, and with ViaHealth employing nearly 6,800 people. Citibank and Chase Manhattan have 
placed their national student loan and customer service headquarters in Rochester, as is Wegmans Food Markets’ 
headquarters located in Rochester, due to the availability of a well-trained workforce.  

Rochester — International Trade/Exports
Rochester is the leading per capita exporting city in the United States.  One out of every three jobs is  
dependant on exports. Seventy-five percent of Rochester’s exporting firms employ 200 or fewer people, and 
have been responsible for nearly all export growth over the past five years. More than 4,000 companies in  
the nine-county Rochester area are involved in the international economy. Twenty-five percent of all jobs in the 
Greater Rochester area directly relate to the manufacturing of products for overseas markets. 
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Syracuse
With a population of around 131,000, Syracuse is the third largest city located in the centre of New York State. 
It has been called “The Crossroads” due to the fact that New York State’s two major interstate routes (90 & 81) 
intersect here. Located 70 miles east of Rochester, the Syracuse region is a diverse area, with strong industrial 
and commercial activities as well as extensive medical and agricultural resources.

As a medium sized city, Syracuse ranked in the top 25th percentile of cities with the most balanced economy and 
growth, according to the “Top U.S. Cities for Doing Business” published in Inc. Magazine. Syracuse also ranks 
among the top 20 cities on the Mighty Micros: Next Cities list; a ranking of the cities with assets and amenities 
that attract and retain a young, educated workforce, and have bustling city centers, diverse career opportunities, 
and a vibrant art and music scene.

Syracuse’s top employers are now primarily in education and in the service industry. University Hill is Syracuse’s fastest 
growing neighborhood, fueled by expansions by Syracuse University and Upstate Medical University (a division of 
the State University of New York), as well as the Center of Excellence in environmental and energy systems.

Life Science Laboratories, Inc (LSL) is a company that currently operates six laboratories throughout New York 
State with one state of the art facility located in Syracuse. The company engages in a wide variety of contract 
analytical services. The areas of testing include environmental, nutritional, pharmaceutical, microbiological,  
environmental fate and effect testing services, and applied research and development — areas of growth  
opportunity for U.S. and Canadian SMEs.

In December 2009, St. Joseph’s Hospital of Syracuse announced the $220 million expansion of a “smart, green, 
healthy” building — the largest, most ambitious Green healthcare Project in Upstate New York for 2010.  
St. Francis — interestingly the patron saint of ecology — is representative of the Franciscan hospital at the  
forefront of an initiative that relates to the sustainability of the environment.

The impressive expansion project, which will enlarge the emergency facilities, operating suites and patient 
rooms, also includes a green roof, green infrastructure, expansive natural lighting, clerestory structures, energy 
efficient data center, and advanced heating, and energy management systems. In addition, the hospital has been 
a catalyst for a neighborhood improvement project that also includes the construction of new energy efficient 
residential units by Housing Visions Unlimited, and an innovative North Side Collaboratory project that is  
focusing on green collar job training for area residents.  

In line with the city’s “green” construction projects for 2010,  Bannon Automotive, LLC, announced its selection of 
the Syracuse area as a manufacturing site for its affordable plug-in electric vehicle which is based on technology  
developed in the U.S. by Reva Electric Car Company, LTD, headquartered in Bangalore, India.  Bannon’s decision 
could result in an initial investment of approximately $40 million into the Central Upstate economy, with potential to 
reach $50 to $75 million over the next five years.  Production at the Central New York facility would begin with  
approximately 100 employees, with employment increasing to several hundred as productions levels reach full capacity.

Today the Syracuse area has few large employers and many smaller ones, which provides for a certain amount of  
stability. Additionally, eight of the area’s top eleven employers, including Syracuse University, State University of  
New York Upstate Medical University, National Grid, Wegmans Food Markets, and St. Joseph’s Hospital Health Center, 
are in service sectors. These service sectors include healthcare, computer dealers, advertisement agencies, finance 
and insurance agencies which are more stable than the manufacturing industry. The service sector in the Syracuse 
area, which employs ninety percent of the population, continues to be the largest sector of economic growth.

The city of Syracuse Economic Development Office (EDO) has made it easier than ever to build or expand your 
business in the City of Syracuse. If your business is ready to build on a new site, or expand your existing facility, 
the city has made several changes to streamline the process regulating building projects.

Syracuse — International Trade/Exports
Syracuse is home to a strong international trading base, with over 150 companies exporting goods to various  
regions around the globe. Industrial goods are the main products exported, with Welsh Allyn Inc. and Bristol-
Myers Squibb being the powerhouses of international trade in Syracuse. International companies located in the 
area include: Marquardt Switches Inc.; Nestle Chocolate & Confections Division of Nestle Food Co.; Goetz Dolls, 
Inc.; Lawson Mardon Packaging, Radisson; and Schoeller Technical Papers, Inc.
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Western Pennsylvania
Western Pennsylvania has diversified its economy from a background of primary manufacturing to a  
modernizing economy supporting metal production, medical equipment and health care, computer hardware/
software and data management. Western Pennsylvania has five industrial clusters: Information Technology/ 
Software, Biomedical/Biotechnology, Advanced Manufacturing, Advanced Materials and  
Environmental Technology.

The geographic region encompasses a portion of the state to the west of the Appalachian divide and  
included within the Mississippi drainage system of rivers.  The region of Western Pennsylvania has a population  
exceeding 8 million people and has 17 Fortune 500 companies headquartered within its boundaries.

The service-producing sector of the economy in Western Pennsylvania accounts for more than 
860,000 jobs while manufacturing accounts for only 185,000 jobs, evidence that Pennsylvania 
is poised to take advantage of emerging market opportunities. The area has become a center 
for investments in “clean technologies” in recent years. 

The amount of venture capital invested in “cleantech” companies in the United States, Europe, 
Israel and China nearly doubled to $1.28 billion last year from $664.1 million in 2005, according 
to a report from Dow Jones & Co.’s VentureOne unite and accounting firm Ernst & Young — 
two companies that track venture capital. 

Cleantech companies, defined as companies that directly enable the efficient use of natural 
resources and reduce the ecological impact of pollution invested in operating facilities in 
recent years. One of the largest Cleantech companies includes wind turbine makers such as 
Gamesa Corp. Tecnologica SA, the Spanish company that has set up a factory on the former 
U.S. Steel Corp. site in Fairless Hills, Bucks County.  

Element Venture Partners is Pennsylvania’s newest green-technology venture firm. Governor 
of the state, Ed Rendell, proposed a budget consisting of $106 million for cleantech investing 
in 2010.  A portion of the funds will be routed through Ben Franklin Technology Development 
Authority to commercialize clean technology being developed at universities in the state, and 
the remainder will be doled out to venture firms to invest in cleantech companies in the state. 

More Pennsylvanians have access to broadband connectivity than ever before according to 
J. Michael Schweder, president of AT&T Pennsylvania. AT&T, a leader in telecommunications 
services, plans to add to its 3G mobile broadband network in new Western Pennsylvania  
communities, including Erie and Indiana. 

The investment in its 3G wireless broadband network — the nation’s fastest, according to 
recent data compiled by leading independent wireless research firms — is part of AT&T’s ongoing 
effort to build the broadband networks that will create jobs and fuel economic growth, and  
enable its customers to access the content, applications and services that matter most to them.

Pittsburgh
Pittsburgh, with a population of 2.4 million in the metropolitan area, is home to 180 foreign companies 13 of which 
are Canadian. Pittsburgh boasts 63 percent of the national industrial output and 53 percent of the U.S. buying 
income. The city also provides the second busiest inland port and the 13th busiest port, in the nation. Pittsburgh’s 
$13 billion in assets makes it the nation’s fifth largest banking center. The city is ranked 15 on the list of Bloomburg 
Business Weeks’ list of the Forty Strongest U.S. Metro Economies. 

The Pittsburgh region is becoming an increasingly important force in the global economy as a destination for  
foreign capital and a producer of goods and services. In 2009, employment in the Pittsburgh metro peaked in 
Q3, with new companies generating a record number of jobs, and expansions of existing foreign-owned  
operations showing a sharp increase over the previous year.
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Though Pittsburgh’s economy was traditionally fueled by heavy manufacturing to the 
detriment of local air and water quality, today it is largely based on healthcare, education, 
technology and financial services. Forbes magazine classified it as one of the cleanest  
cities in the world. Pittsburgh ranks seventh in the U.S. with the largest number of  
Fortune 500 companies, including Aluminum Company of America, H.J. Heinz Co.,  
PPG Industries Inc., PNC Bank Corporation, and Mellon Bank.  

University of Pittsburgh Medical Center (UPMC) is an $8 billion integrated global health 
enterprise headquartered in Pittsburgh, Pennsylvania, and one of the leading nonprofit 
health systems in the United States. As western Pennsylvania’s largest employer, with 
50,000 employees, UPMC is transforming the economy of the region into one based on 
medicine, research and technology.

Among the top reasons to invest in Pittsburgh in 2009 included its ranking as the third 
“North American Cities of the Future” according to Foreign Direct Investment Magazine, 
the thirteenth “Best City for Young Professionals”, according to Forbes Magazine, and 
was the “Most Livable City in U.S.”, according to Places Rated Almanac.  

A clean tech conference in Pittsburgh in April 2009 focused world attention on the  
region’s ascendance as a leader in environmental technology and a trend-setter in the 
burgeoning green economy. The CO2 Capture Technology for Existing Plants R&D 
Meeting, sponsored by the National Energy Technology Laboratory, attracted  
researchers from around the world to discuss the latest in technologies to clean up  
coal-fired power plant emissions.

From its lab in Pittsburgh’s South Hills, NETL explores technologies capable of capturing 
greater than 90 percent of the CO2 from existing coal-fired power plants at less than a 35 percent 

increase in the cost of electrical services. These technologies are envisioned to be ready for commercial 
deployment by 2020 — an industry opportunity for Canadian businesses.

Pittsburgh-based smart grid technology firm BPL Global (BPLG) is a smart grid technology company  
dedicated to leading the transformation of energy efficiency and reliability. The company provides  
software solutions and services to electric utilities and energy service companies enabling an intelligent 
grid to more efficiently manage demand, integrate distributed energy resources, improve service  
reliability, and optimize cost and capital productivity. 

BPL Global partners with local utilities, Internet service providers, equipment suppliers and financiers to 
create end-to-end solutions integrating the best in software, communications, hardware and managed  
services to aggressively deploy smart grid solutions around the world. As part of the clean technology 
sector of the electric utility industry, BPL applications provide the critical foundation for a coordinated, 
intelligent grid to deliver energy more efficiently and reliably for a greener environment.

The Urban Redevelopment Authority of Pittsburgh (URA) is the City of Pittsburgh’s economic development 
agency, committed to creating jobs, expanding the City’s tax base and improving the vitality of businesses 
and neighborhoods. The URA achieves this mission by assembling, preparing and conveying sites for  
major mixed-use developments; and by providing a portfolio of programs that include financing for  
business location, relocation and expansion, housing construction and rehabilitation, and home purchases 
and improvements. 
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West Virginia
The vast majority of West Virginia’s 1.8 million population lie on the state’s borders with Pennsylvania, Ohio, 
Kentucky and Virginia. Most firms located along the borders take advantage of the surrounding states in their 
business strategy. The state is noted for its great natural beauty, its historically significant logging and coal  
mining industries, and its labor history.

West Virginia’s competitive, business-friendly climate provides a superior work force, advanced technology, low 
utility costs and a great location, and it is within overnight access to more than two-thirds of the United States. 
Highways form the backbone of transportation systems in West Virginia, with over 37,300 miles of public roads in 
the state. Airports, railroads, and rivers complete the commercial transportation modes for West Virginia. Today, 
the population and the economy are on the rise due to the influx of companies specializing in healthcare and 
manufacturing.

While still an up and down battle, the state’s aviation industry has put West Virginia on the world’s radar 
screen. Sino Swearingen Aircraft Corporation SSAC, an aircraft manufacturer at the Eastern West  
Virginia Regional Airport, is poised to be the first all new, business class jet in over 50 years 
with its order to build 260 planes — a $2 billion cost. 

Coal continues to be a major natural asset and contributor to the U.S. Economy. The 17 new 
mines which began operations in West Virginia in 2009 and West Virginia continues to lead 
the U.S. in Coal exports with over 50 million tons shipped to 23 countries. Though chemical 
manufacturing has seen its share of downsizing, the industry remains a vital component of the 
state’s economy representing 46% of the State’s Gross product. 

The state has become a major center for automotive suppliers and assembly plants with 25 
companies whose main role is to service the automotive center. The establishment of Toyota 
in West Virginia has helped to make the automotive industry the fastest growing industry in 
the state. Not only has Toyota in Putnam County expanded five times and been honored as the 
most productive engine plant in all of North America, it has spawned hundreds of related jobs 
through suppliers such as Diamond Electric, Okuno International, and Nippon Thermostat. 

West Virginia — International Trade/Exports
West Virginia exports totaled $4.8 billion in 2009. Though a measurable decrease of 14.5% 
from 2008’s level of $5.6 billion, Canada remained the number one market for Western  
Virginia exports totaling $1 billion.

West Virginia is an energy–producing state with significant reserves of coal. Valued at $225 
million, coal sales to Canada accounted for 73% of the state’s energy shipments and topped 
the list as the West Virginia’s leading export commodity. In total, the Mountain State supplied 
its northern neighbor with $310 million in energy goods.
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Margaret Lange Investment Development and Innovation Program
Consul and Trade Commissioner
margaret.lange@international.gc.ca

Mary Mokka Export USA Program, Life Sciences –
Trade Commissioner Medical Devices, Agriculture 
mary.mokka@international.gc.ca 

Jay Mileham Clean Tech. and Energy, ICT
Trade Commissioner 
jay.mileham@international.gc.ca 

Jonathan Jennings Research and Analysis
Business Development Associate 
jonathan.jennings@international.gc.ca

Canadian Consulate General – Buffalo 
Contact List
All General Inquiries via e-mail: bfalo-td@international.gc.ca   Fax: 716-852-4340



19

Questions & Answers 
Deciding to Export Services
Dorothy I. Riddle, Ph.D., CMC  Service-Growth Consultants Inc.  riddle@servicegrowth.com 

Copyright © 2008 Service-Growth Consultants Inc

The following ten questions and answers provide tips on how to decide whether or not to export.

1. What does it mean to “export” my services?
You “export” your services whenever they are purchased by a foreign customer. Member countries of the 
World Trade Organization have agreed that this can happen through any one of four “modes of supply”:

a) Your service crosses the border from your country to another country (e.g., e-mailing or faxing or  
  couriering a report to a client).

b) Your customer crosses the border temporarily (e.g., foreign executives attending a training seminar  
  you give in your home market; tourists to your home market).

c) Your service firm establishes a commercial presence abroad (e.g., a local or regional office)

d) You or your staff cross the border into your customer’s market to provide a service (e.g., you deliver  
  a training session at your client’s office).

* The defining question is: are you getting paid by a foreigner, no matter where the service delivery actually  
   takes place? If your answer is “yes,” then you are exporting.

2. Why should my service firm export?
There are reactive and proactive reasons why your service firm should consider exporting.

Reactive reasons come from factors beyond your direct control:

• You receive an unsolicited inquiry from a potential customer or partner abroad.

• Demand for your services in your domestic market is saturated.

• Your competitors are exporting and you need to stay competitive.

• You need to spread your risk across different geographic markets.

• You need to extend the product life cycle of your service offering.

• You have excess staff capacity and need new contracts.

Proactive reasons come from your firm’s strategic vision:

• You see a unique opportunity emerging in a foreign market.

• You see an opportunity to exploit a unique competence that your firm has.

• You see an opportunity to increase your firm’s profitability.

• You see an opportunity to enhance your firm’s competitive advantage.
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3. What are the advantages of exporting my services?
There are many advantages or benefits you can gain from exporting. Some of the most common are:

• Increasing sales volume and profitability beyond what is possible in your domestic market.

• Diversifying risk by broadening your market and client base.

• Acquiring customers whose needs are a better match for your services.

• Utilizing your production capacity more continuously.

• Extending the life cycle of a service innovation.

• Keeping current clients who are expanding internationally.

• Acquiring new knowledge or experience that you can use in your domestic market.

• Raising the profile of your firm domestically and abroad.

4. What are the challenges in exporting my services profitably?
a) Lack of credibility in the foreign market

Successful marketing of services is different from the process of marketing goods, mainly because  
customers have to pay (or promise to pay) in advance before they can inspect the completed service.  
So, to manage their sense of risk, customers usually seek out recommendations from those they know 
before trying a new service provider. If your firm is not known in foreign markets, then it is unlikely to get 
recommended no matter how good your service is.

What you can do to overcome this is:
• Focus on building your firm’s credibility in the foreign market before promoting your specific service.

• Make sure that your website and other promotional materials are world-class. 

• Make sure that your firm’s principals (senior management) are willing to travel to build relationships  
  with potential customers abroad.

• Build a strong base of contacts and “advocates” who would be willing to recommend your services.

• Be visible at international conferences or through presentations — customers prefer to see service  
  providers “in action” as a way to sample the service. 

• Be visible and active in key online discussion groups and e-marketplaces.

• Learn about the local culture — there is no room for first bad impressions.

• Form a partnership with a leading local firm to build credibility by association.

b) Difficulties in gaining temporary business entry to a market
To develop business opportunities, deliver services, and maintain good relationships with customers,  
you will usually need to travel to the export market periodically. Entry may be problematic if there  
requirements for business visas that include needing a letter of invitation.

What you can do to overcome this is:
• Evaluate travel restrictions carefully before you select a market because you must be able to cross  
  the border when required. 

• Acquire multiple-entry visas where possible.

c) Apparent lack of convenient access
You are usually competing with domestic service suppliers that are more accessible than you are in your 
own market.
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What you can do to overcome this is:
• Work with a local partner, or create your own local presence, as most buyers are more comfortable  
   dealing with local service providers.

• Establish strong electronic links with your customers through e-mail and online interaction.

Note: Working with a local partner can also help with language or cultural challenges and with minimizing 
extra service delivery costs.

5. How can I reduce any risks associated with exporting my services?
In most instances, the degree of risk you will face is directly related to the way that you prepare for exporting 
and how well you develop relationships with your customer base abroad. The following are the most common 
strategies used to reduce risk:

6. How do I find out if my service will be competitive abroad?
First ask yourself how you would know if your service would be competitive in another part of your own  
country. Your competitiveness is probably related to one or more of the following four factors:

a) Your ability to provide quality control that is as good as or better than your competitors — competitive  
     based on quality.

b) Your ability to provide better value for money than your competitors — competitive based on price.

c) Your ability to address an unmet customer need — competitive based on uniqueness or innovation.

d) Your ability to provide a culturally appropriate service.

Once you are clear on what makes your service competitive, then compare what you are currently offering 
with the needs of your target customers abroad — are your current competitiveness factors relevant to them?

Type of Risk Strategies Used

Not getting paid Develop good customer relations
 Do prior due diligence on customers

Legal action for ‘non-completion’ Manage customers’ expectations well
 Get professional liability insurance

Loss on foreign exchange rates Contract for exports in a stable  
 currency (e.g., C$, U.S.$, €, £, ¥)

Reduced domestic quality Ensure adequate capacity to export  
 and still provide quality service to  
 domestic customers 

Creating local competitors Select local partners with  
 complementary, rather than similar,  
 expertise
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You can also assess your competitiveness by finding out what your competitors in the market are offering, 
how well they are meeting the needs of your target customers, and the cultural differences to which you 
would need to adapt in order to compete with them.

Alternately, you can team up with a local partner and get their assistance in determining how competitive  
your service is.

7. What do I need in order to export successfully?
To be “ready” to export successfully, you need six things:

a) Support from senior management for your export objectives and strategy.

b) Adequate resources including finances, delivery capacity, and staff who are sensitive to cultural differences.

c) A competitive service well-matched to the needs and preferences of local customers.

d) An appropriate online presence.

e) Realistic expectations of what it will take to succeed.

f) A flexible and timely export strategy that takes advantage of your network of contacts and that is based 
   on appropriate market research.

* Flexibility in your export strategy is critical because the international competitive environment changes  
  rapidly and, with the increase in e-trade, market opportunities often come and go in less than two months.

8. How do I decide when the timing is right to start exporting?
The traditional advice to goods producers has been to grow in a domestic market before exporting.  
This advice is not relevant for many service firms, especially given the growth in the e-trade of services.  
Some service firms have only export markets if they supply a specialized service for which there is more  
demand abroad than in the domestic market.

9. What are the most common mistakes made by service exporters?
Most service exporting mistakes fall into one of five categories:

a) Approaching a market “cold” rather than getting referrals from satisfied customers and other network  
    contacts.

b) Trying to promote one’s service without first spending time establishing one’s credibility as a provider  
     of quality services.

c) Poor or rushed preparation, including travelling to foreign markets without spending time on market  
    research and developing local contacts.

d) No attempt to customize the service to cultural values and mores.

e) Not treating online presence as another “market” that needs to be staffed appropriately for global  
    customers.
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10. Who in my firm needs to support the decision to export?
a) Senior management

You will need financial resources to fund the plan, an allocation of staff time for export development,  
and an allocation of senior management time to travel and build credibility abroad.

b) Service delivery staff
You will need to have service delivery staff who are interested in customizing services to other cultures 
and willing to travel as needed.

c) Front office support staff
In order to be accessible to foreign customers, you may need front office cooperation to provide coverage 
during extended hours and in different languages.

d) Human resource trainers
You will need to provide staff with training in the differences in cultural values and business practices  
between your market and your target market.

e) Market research staff
You will need to have research staff begin tracking a range of market information for your targeted market.

f) Management information systems staff
You will need IT support for staff who are travelling as well as for culturally appropriate on-line interactions 
with strategic allies and customers.
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Useful Contacts and Websites
The Canadian Trade Commissioner Service —  
Everywhere you do business 
Located in more than 150 cities worldwide and in 18 regional offices across the country, the Canadian Trade 
Commissioner Service, is Canada’s most comprehensive network of international business professionals, offering 
expert advice, problem-solving skills and a global network of contacts. 

The Canadian Trade Commissioner Service, part of Foreign Affairs and International Trade Canada, helps  
Canadian companies and organizations succeed abroad.

The Virtual Trade Commissioner
Markets change constantly. With the Virtual Trade Commissioner (VTC) you can stay informed and have access 
to current market reports, sector-specific news and trade events. The VTC also lets you get help from trade  
commissioners in Canada and around the world.

The VTC is a gateway to a world of information. More specifically, with the VTC you can:

• Personalize the online experience with a web page that contains country information and business  
  opportunities that match your international business interests;

• Access current market reports, sector-specific news and trade events;

• Receive assistance and request services from Trade Commissioners located in Canada and in your market;

• Be notified when new information is published to your VTC;

Register today and take international business to a new level!

Work with the Trade Commissioner Service and realize your company’s full international market potential.  
Find out more at www.tradecommissioner.gc.ca/virtual  

Telephone: 1-800-267-8376 (toll free in Canada)
Telephone: 613-944-4000 (in the National Capital Region and outside Canada)
Fax: 613-996-9709
Email: enqserv@international.gc.ca

Canada Business
The Canada Business online resource offers export information with access to hundreds of government and  
private links. There is additional valuable information on such topics as trade show preparation, international 
project bids, business trip planning, and export preparation: www.canadabusiness.ca

Telephone: (888) 576-4444
Fax: (888) 417-0442

Ontario
Canada Ontario Business  
Service Centre
151 Yonge Street, Suite 905
Toronto, Ontario M5C 2W7
Tel: (416) 775-3456
Toll Free: (800) 567-2345
Fax: (416) 954-8597

Québec
Info Entrepreneurs
380 St. Antoine West, 6000
Montréal, Québec H2Y 3X7
Tel: (514) 496- 4636
Fax: (514) 496-5934
www.infoentrepreneurs.org
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Canadian Society of Customs Brokers
The CSCB is one of the most authoritative, respected organizations in Canada’s international trade community. 
The CSCB currently includes approximately 160 corporate members, over 3, 300 CCS (Certified Customs  
Specialist) designates and more than 850 students. They also have many associate members who are not brokers, 
but are actively involved in trade or trade facilitation services. www.cscb.ca  

320, 55 Murray Street
Ottawa, Ontario K1N 5M3
Telephone: (613) 562-3543
Fax: (613) 562-3548

Québec
BDC Building
5 Place Ville Marie, Ste. 400
Montréal, Québec
CANADA H3B 5E7
Telephone: (877) 232-2269
Fax: (877) 329-9232

Ontario
Manulife Place
55 Metcalfe Street
Ottawa, Ontario 
CANADA K1P 6L5
Telephone: (613) 995-9598
Fax: (613) 947-3485

Head Office
151 O’Connor Street
Ottawa, Ontario
CANADA K1A 1K3
Telephone: (613) 598-2500
Fax: (613) 237-2690

Toronto
National Bank Building
150 York Street, Suite 810
P.O. Box 810 
CANADA M5H 3S5
Telephone: (416) 640-7600
Fax: (416) 862-1267

Montréal
800 Victoria Square
Suite 4520, P.O.Box 124
Montréal, Québec 
CANADA H4Z 1C3
Telephone: (514) 908-9200
Fax: (514) 878-9891

Canadian Embassy, Washington, D.C.
The Embassy provides a website with information on business development in the United States, news, publications 
and links to other Canadian missions in the United States: www.washington.gc.ca  

Canadian Consulate General, Buffalo, New York
The website provides Canadian news and information on the economy, government policy, investment,  
immigration, passports, tourism, culture and education: www.buffalo.gc.ca 

Telephone: (716) 858-9500
Fax: (716) 852-4340 

Business Development Bank of Canada (BDC)
BDC provides small and medium-sized businesses with flexible financing, affordable consulting services and 
venture capital. BDC Venture Capital has been involved in venture capital since 1975 and has to date invested in 
more than 400 companies involved in the areas of Life Sciences, Telecommunications, Information Technology 
and Advanced Technologies. 

At BDC, we’re ready to meet the needs of entrepreneurs at any stage of their business development. We work 
with enterprises in all industries, through all economic cycles and help them in their development projects, both 
local and global: www.bdc.ca

Export Development Canada (EDC)
Companies often need financing 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 provides Canadian exporters with financing, insurance and bonding services as well 
as foreign market expertise: www.edc.ca
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5060 SpectrumWay, Suite 100   
Mississauga, Ontario   
L4W 5N6
Telephone: (416) 747-4000 
Toll Free: (800) 463-6727
Fax: (416) 747-2473  

Telephone: (800) USA TRADE 
Montreal Office Telephone: 
(514) 398-9695
Ottawa Office Telephone:   
(613) 688-5222 

U.S. Department of Commerce 
International Trade  
Administration
Canada Ontario Business  
1401 Constitution Ave NW
Washington, DC 20230

Canadian Standards Association (CSA)
The Canadian Standards Association is a not-for-profit membership-based association serving business, industry, 
government and consumers in Canada and the global marketplace.

As a solutions-oriented organization, we work in Canada and around the world to develop standards that address 
real needs, such as enhancing public safety and health; advancing the quality of life, helping to preserve the 
environment, and facilitating trade.  

Products may now be certified to Canadian standards, to American standards or to both. If your product is 
already CSA certified, then it may be a better route to apply to CSA to upgrade the certification to include the 
U.S. standard: www.csa.ca

United States Department of Commerce:  
International Trade Administration
The defining purpose of the International Trade Administration (ITA) is helping to create economic opportunity 
for American workers and businesses. By promoting trade and investment we are promoting prosperity and a 
better world. The U.S. government agency provides comprehensive international trade data: www.ita.doc.gov

United States Census Bureau 
The government agency is a prime source for U.S. for population, housing, economic, and geographic data.  
The U.S. Census Bureau conducts more than 100 economic surveys covering annual, quarterly, and monthly time 
periods for various sectors of the economy. These surveys measure a wide variety of economic activities, from 
capital expenditures for food manufacturing companies to annual auto dealership sales. www.census.gov 

Canadian Manufacturers & Exporters (CME)
Canada’s largest trade and industry association, CME promotes the continuous improvement of Canadian  
manufacturing and exporting through engagement of government at all levels: www.cme-mec.ca
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Telephone: (613) 688-5335  
Fax: 613.688.3082

 

United States Embassy, Ottawa, Canada
The U.S. Embassy’s website contains valuable information on business travel to the United States as well as infor-
mation on NAFTA and various other topics: http://ottawa.usembassy.gov 

300 Pearl Street, Suite 100
Buffalo, NY  14202
Telephone: (716) 551-4461 
Fax: (716) 551-4470

New York FSA State  
Office Information 
New York State FSA Office
441 South Salina Street, Suite 536
Syracuse, NY 13202
Telephone: 315-477-6300
Fax: 315-477-6323

Federal Communications  
Commission
445 12th Street, SW
Washington, DC 20554
Telephone: (888) 225-5322
Fax: (866) 418-0232

U.S. Food and Drug Administration
This agency should be contacted for the most up to date regulations on food, pharmaceutical, or medical  
products: www.fda.gov 

U.S. Dept of Agriculture (USDA)
The USDA has several agencies responsible for many services some of which include farm and foreign  
agricultural services, food, nutrition and consumer services, food safety, marketing and regulatory programs, 
natural resources, environmental research and rural development: www.usda.gov 

Federal Communications Commission (FCC)
The FCC develops and implements policy concerning interstate and international communications by radio,  
television, wire, satellite and cable: www.fcc.gov 
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16 A Journey, Suite. 200 
Aliso Viejo, CA 92656-3317 
Telephone Toll Free: (877) 626-2776
Telephone: (949) 859-4040
Fax: (949) 855-2973
Email: MANA@MANAonline.org

Directory of Manufacturer’s Sales Agents (MANA)
The MANA online directory contains the listings of manufacturers’ representatives and can be searched  
alphabetically, by state, territory covered and by product sector. 

Sales Rep/Agency (Regular) membership is for manufacturers’ agents and agencies: $249 one year membership 
fee for U.S. & Canada and $339 for all others

Manufacturer (Associate) membership is for manufacturers and other businesses working within the manufacturer/ 
sales agency industry: $499 one year membership

Manufacturer’s Agents National Association: www.manaonline.org

1200 18th Street, NW, #901  
Washington, DC,  20036  
Telephone: (202) 466-0222   
Fax: (202) 466-0226

U.S. Customs Brokers & Freight Forwarders Association
Headquartered in Washington, DC, the NCBFAA represents nearly 800 member companies with 100,000 
employees in international trade — the nation’s leading freight forwarders, customs brokers, ocean transportation 
intermediaries, and air cargo agents, serving more than 250,000 importers and exporters. 

Established in 1897 in New York, NCBFAA is the effective national voice of the industry. Through its various  
committees, counsel and representatives, the Association maintains a close watch over legislative and regulatory 
issues that affect its members. It keeps them informed of these and other related issues through its weekly  
Monday Morning eBriefing, NCBFAA Quarterly Bulletin, and various meetings and conferences throughout  
the year: www.ncbfaa.org
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American Manufacturers’  
Representatives/Agents
(FEWA-AIMRA): Farm Equipment Wholesalers Association/  
Agricultural and Industrial Manufacturers’ Representatives Association
The association consists of manufacturers’ reps. of farm, industrial, garden, power and lawn equipment:  
www.aimrareps.org
Box 1347, Iowa City, IA 52244
Telephone: (319) 354-5156
Fax: 319-354-5157 

Association of Industry Manufacturers/Representatives, Inc. 
Members are manufacturers’ reps. in the plumbing, HVAC/R, kitchen/bath, waterworks, and irrigation industries: 
www.aimr.net 

16 A Journey, Suite. 200 
Aliso Viejo, CA 92656-3317 
Telephone Toll Free: (877) 626-2776
Telephone: (949) 859-4040
Fax:  (949) 855-2973
Email: MANA@MANAonline.org

Independent Office Products and Furniture Dealers Association
IOPFDA is the trade association for independent dealers of office products and office furniture. The association 
serves as the voice of the industry in Washington. NOPA and OFDA also offer business-building programs and  
services that help our members succeed: www.iopfda.org 

301 North Fairfax Street, Suite 200
Alexandria, VA 22314 
Telephone: (800) 542-6672
Fax: (703) 683-7552

Electronics Representatives Association International
Members are manufacturers’ reps. for computer, instrumentation, and data communications products, AV, security, 
land/mobile communications and commercial sound components, and consumer products: www.era.org
300 W. Adam St., Suite 617
Chicago, IL 60606
Telephone: (312) 527-3050 
Fax: (312) 527-3783 

Manufacturers Representatives of America
Members are manufacturers’ representatives in the paper, plastic, packaging, and sanitary supply fields: www.mra-reps.com
P.O. Box 150229
Arlington, TX 76015  
Telephone: (682) 518-6008
Fax: (682) 518-6476
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National Association of General Merchandise Representatives  
(NAGMR)
NAGMR is a Professional Association Representing Leading Manufacturers to the Drug, Mass Merchandise, and 
Food Trade.. Agents specialize in selling health, drug and beauty aids, non-food products to food chains, private 
labels, etc.: www.nagmr.com
One Spectrum Pointe, Suite 150
Lake Forest, CA 92630
Telephone: (949) 859-2884
Fax: (949) 855-2973

National Electrical Manufacturers’ Representatives Association
NEMRA, with its affiliate, the NEMRA Manufacturers Group (NMG), is a North American trade association  
dedicated to promoting the use of independent manufacturers’ representatives as the most effective way to 
market products in the electrical industry: www.nemra.org
660 White Plains Road, Suite 600 
Tarrytown, New York 10591 
Telephone: (914) 524-8650
Fax (914) 524-8655
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Six Steps to Choosing the Best  
Manufacturer’s Rep
1) Assign the responsibility of choosing a representative to one employee. This employee should seek as much  
 advice from sources both inside and outside the company. Though the employee will draw upon various  
 sources for information, the decision is ultimately theirs to make. You must remind your employee that their  
 job in not in jeopardy if their selection for a particular representative fails. There are always risks.

2) Create a profile of all the characteristics that you want your representative agency to exhibit. Expand this  
 profile to include personality types of individuals you want representing your products, as well as including  
 the images of your products which you wish the agency to reflect. Additionally, list all the needs you desire  
 the agency to provide for you. An acceptable level of comfort and adequate communication with your  
 representative is imperative.

3) Start with a broad search at the beginning and narrow it as you progress. Advertise in trade publications to  
 increase your options. Sometimes the agency that you prefer to handle your products is unable to take on  
 new clients, and your advertising thus helps to eliminate time wasted on perusing these agencies.

4) Conduct an in depth interview with each prospective agency. Face to face contact with your potential  
 representative teaches you a lot about that company. Be sure to come to the interview not only with detailed  
 questions for the prospect, but also with detailed information about yourself. The agency is also interviewing you.

5) Check the prospective agency’s references before conducting the interview. The goal is to enhance your  
 knowledge of the agency’s primary business strengths and weaknesses so as to be able to ask pertinent  
 questions. Having better information will always help you make a better decision. 

6) Do not select an agent with whom you are not entirely satisfied. It is better to redo your search than it is to  
 create a partnership with an agent who is “not as bad as” the others. Taking the time to find an agent who can  
 meet all of your needs will help to avoid an unfavorable end to your partnership later on. 

The Ten Most Important Questions to Ask a Potential Rep
• How long have you been in business?

• How large is your agency (one man or multi-person) and what territory do you cover?

• How many lines do you currently handle?

• What are some of your other products and how will mine fit in?

• Who are your references?

• What is your commission rate and when do you expect to be paid?

• What do you expect in the area of literature and/or sales aids?

• What level of sales of my product do you anticipate to achieve over the next months?

• How often do you usually see or speak with top management?

• What terms/conditions are you expecting to be written into our agreement?

Benefits From Using a Manufacturer’s Rep
• The use of agencies requires no fixed overhead, no sales, and no expenses.

• For the manufacturer with a narrow product line, agencies offer one of the best ways to access the market.

• Agencies can provide greater territory coverage than the average direct sales force.

• Agencies are typically better at developing new uses for old products than direct salespersons are able  
  to accomplish.
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Disadvantages of Using a Manufacturer’s Rep
• Manufacturers often feel a lack of control over the sales of their products to customers.

• Limited direct factory contact with customers can be problematic.

• Some agencies are reluctant to provide services beyond selling. Service and start-up are imperative  
  and must be supplied by the factory.

Qualities Reps Look For in Clients
• Complete, comprehensive and practical product literature from the client

• Prompt response to questions and requests posed by the agency

• Supply of case histories and product application information from client

• Allowance of agency’s involvement in product development

• Agent’s awareness of competitive factors in the market

• An explanation and fair enforcement of the client’s policies

• Exertion of effort with promotion by the client

• Client’s active involvement in the territory

• Client’s comprehension and respect for the agency’s comments

• Fair commission payment for agencies based on other similar companies in the industry



Customs Brokers
Canadian Customs Brokers
The CSCB represents Canada’s customs brokers. Canadian exporters wishing to connect with customs brokers 
located in Canada are invited check out the CSCB membership directory online at www.cscb.ca  
CANADIAN SOCIETY OF CUSTOMS BROKERS
320, 55 Murray Street
Ottawa, Ontario K1N 5M3
Telephone: (613) 562-3543
Facsimile: (613) 562-3548
www.cscb.ca 

Customs Brokers in Upstate New York
ACTION WORLDWIDE INC.
1 Lincoln Blvd, #102
Rouses Point, New York 12979
Tel: (800) 265-2567
www.actionago.com

AFFILIATED CUSTOMS BROKERS
Peace Bridge Release Office
Peace Bridge Plaza, Suite 313
Buffalo, NY 14213
Tel: (716) 883-6523 
www.affiliated.ca

A.N. DERINGER, INC. 
840 Aero Drive, Suite 110
Cheektowaga, New York 14225
Tel: (716) 630-7542 
www.anderinger.com

BCB INTERNATIONAL, INC.
1010 Niagara Street
Buffalo, New York 14213
Tel: (716) 884-1554 
www.bcbinternational.com

CATARACT CUSTOMHOUSE BROKERAGE, INC.
2094 Grand Island Blvd.
Grand Island, New York 14072
Tel: (716) 773-9207
www.cataractchbinc.com

CIRCLE INTERNATIONAL INC
465 Paul Road 
Rochester, NY 14624 
Tel: (585) 426-2492

DB SCHENKER USA
19 Ransier Drive, Bldg. B
Wes Seneca, New York 14224 
Tel: (800) 466-4478 
www.dbschenkerusa.com

DIPLOMAT GLOBAL LOGISTICS, INC.
6315 Fly Road
East Syracuse, NY 13057 
Tel: (315) 431-9802

D.H.L. GLOBAL FORWARDING
181 Cooper Avenue, Suite 112
Tonawanda, New York 14150
Tel: (716) 877-3982 
www.us.danzas.com

CEVA Freight LLC
1775 Wherle Drive, Suite 200
Buffalo, New York 14221
Tel: (716) 630-1605 
www.eaglegl.com

EXPEDITORS INTL OF WASHINGTON
400 Sonwil Drive, Suite 404
Buffalo, NY14225
Tel: (716) 685-9585

FED-EX TRADE NETWORKS
128 Dearborn St.
Buffalo, New York 14207
Tel: (716) 874-1300
www.ftn.fedex.com

THE FEDERATED GROUP
Peace Bridge Plaza, Suite 314
Buffalo, New York 14213
Tel: (800) 767-8525 
www.federated-group.com

LIVINGSTON INTERNATIONAL, INC.
4500 Witmer Industrial Estates
Niagara Falls, New York 14305-1386
Tel: (716) 215-9000
 and
352 Sonwil Drive
Cheektowaga, New York 14225
Tel: (800) 437-4324
 and 33
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670 Young Street
Tonawanda, NY 14150
Tel: (716) 692-3100 
www.livingstonintl.com

M.O.T. INTERMODAL SHIPPING INC.
1200 A Scottsville Road
Rochester, NY 
Tel: (585) 758-5800

MOHAWK GLOBAL LOGISTICS
52 Marway Circle, Suite 1
Rochester, NY 14264
Tel: (585) 426-0340
www.mohawkglobal.com

NEAR NORTH CUSTOM BROKERS
1000 Young Street, Suite 154
Tonawanda, New York 14150
Tel: (716) 213-0808
www.canadatransportation.com

NORMAN G. JENSEN
181 Cooper Avenue, Suite 100
Tonawanda, New York 14150
Tel: (716) 877-3100
www.ngjensen.com

NORTHERN CUSTOMS SERVICES
904-908 Center Street 
Lewiston, NY 14092
Tel: (716) 754-9400
www.northerncustoms.com

ROYAL CUSTOMS BROKERS, INC.
651 Delaware Avenue, Suite 127 
Buffalo, NY 14217
Tel: (716) 362-1235
www.royal-customs.com

RUSSELL A. FARROW US INC.
15 Lawrence Bell Drive
Amherst, NY 14221
Tel: (716) 631-2000
www.farrow.com

SPEED GLOBAL SERVICES
2299 Kenmore Avenue
Buffalo, NY 14207
Tel: (716) 876-2235
www.speedgs.com

SUPPLY CHAIN SERVICES LLC
847 West Aveunue Bldg. 10
Rochester, NY 14611 
Tel: (585) 436-6210

UPS SUPPLY CHAIN SOLUTIONS
1 Scrivner Drive
Cheektowaga, New York 14227
Tel: (716) 608-7100
www.ups-scs.com

WELKE CUSTOMS BROKERS USA INC.
275 Cooper Ave Ste 103
Tonawanda, NY 14150
Tel: (716) 995-2900
www.welke.com

WILLSON INTERSTATE COMMERCE CENTER
Peace Bridge Warehouse
Suite 315 
Buffalo, New York 14213
Tel: (716) 883-3043
www.willson1918.com
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Freight Forwarders 
Canadian Freight Forwarders
The Canadian International Freight Forwarders Association represents and supports members of the Canadian 
international freight forwarding industry in providing the highest level of quality and professional services to its 
clients. Canadian exporters wishing to connect with freight forwarders located in Canada may visit www.ciffa.com

CANADIAN INTERNATIONAL  
FREIGHT FORWARDERS ASSOCIATION
170 Attwell Drive, Suite 480
Toronto, Ontario 
M9W 5Z5
Tel: (416) 234-5100
Fax: (416) 234-5152
www.ciffa.com 

Freight Forwarders in Upstate New York
A directory of Freight Forwarders can be found at www.forwarders.com

A.B.F. FREIGHT SYSTEMS, INC.
50 Flyder Ave.
Tonawanda, New York 14150
Tel: (716) 877-0810
Fax: (716) 877-4973
www.abfs.com

A. N. DERINGER, INC.
840 Aero Drive, Suite 110
Cheektowaga, New York 14225
Tel: (716) 626-5777
Fax: (716) 626-1355
www.anderinger.com

A. S. L. TRAFFIC MANAGEMENT, INC.
84 Aero Drive
Cheektowaga, New York 14225
Tel: (716) 635-9775
Fax: (716) 635-9772  

BCB INTERNATIONAL, INC.
1 Lewiston Queenston Bridge, Suite 201
Lewiston, NY 14092
Tel: (716) 284-4728
Fax: (716) 284-4938 
www.bcbinternational.com

BUFFALO FOWARDING GROUP, INC.
1300 Military Road
Kenmore, New York 14217
Tel: (800) 771-5758
Fax: (716) 873-3212
www.gobfgi.com

C.H. ROBINSON WORLDWIDE, INC.
358 Sonwil Drive
Buffalo, New York 14225
Tel: (716) 685-6650
Fax: (716) 685-6651
www.chrobinson.com

D.H.L. GLOBAL LOGISTICS
181 Cooper Ave., Suite 112
Tonawanda, New York 14150
Tel: (716) 877-3982
Fax: (716) 877-6716
www.us.danzas.com

DIPLOMAL GLOBAL LOGISTICS, INC.
6315 Fly Road
East Syracuse, NY 13057
Tel: (315) 431-9802
www.diplomatglobal.com

GREAT ARROW INDUSTRIAL PARKS
255 Great Arrow Ave.
Buffalo, New York 14207
Tel: (716) 874-1101 
Fax: (716) 875-6455
www.greatarrow.net

EMO-TRANS, INC.
145-45 156th St. 
Jamica, NY 11434
Tel:  (718) 528-2673
Fax: (718) 528-1265
www.emotrans.com
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EMPIRE FREIGHT FORWARDERS
1300 Brewerton Road
Syracuse, NY 13208
Tel: (315) 414-0399
Fax: (315) 414-0089
www.empirefreightlogistics.com

ESI/EXPRESS SAVE INDUSTRIES, INC.
130 Falso Dr.
Syracuse, New York 13211
Tel: 1-800-803-7704
75 Norman Street
www.express-save.com

ESSA TRANSPORT
660 Howard Street
Buffalo, New York 14240
Tel: (716) 856-9552
Fax: (716) 847-8842
www.goessa.com

FEDERATED INTERNATIONAL,INC. 
LIBERTY CUSTOMS BROKER
Peace Bridge Plaza, Suite 314
Buffalo, New York 14213
Tel: 1-800-767-8525
Fax: (716) 882-4133
www.federated-group.com

GREAT LAKES CUSTOMS BROKERAGE
4500 Witmer Industrial Estates
Niagara Falls, New York 14305
Tel: (716) 215-9000 
Fax: (716) 215-9300
www.glcbi.com

GYPSUM LOGISTICS LLC
8280 Sixty Road
Baldwinsville, NY 13027
Tel: (315) 638-2201
Fax: (315) 635-8404
www.gypsumlogistics.com

KINGS EXPRESS BUFFALO
3813 Broadway
Buffalo, New York 14227
Tel: (716) 651-9383
Fax: (716) 651-9870
www.kingsexpress.com

KINGS EXPRESS ROCHESTER
75 Norman Street
Rochester, NY 14613
Tel: (585) 458-2190
Fax: (585) 458-5065
www.kingsexpress.com

LAUB INTERNATIONAL
1051 Clinton Street
Buffalo, New York 14206
Tel: (716) 853-3703 
Fax: (716) 852-0136
www.laubinternational.com

LIVINGSTON INTERNATIONAL
670 Youngs Street
Tonawanda, New York 14150
Tel: (716) 692-3100 
Fax: (716) 692-3103
www.livingstonintl.com

M&L TRUCKING CO.
1 Revere Park
Rome, NY 13445
Tel: (800) 756-1331
www.mltrucking.com

PAC INTERNATIONAL LOGISTICS COMPANY
6700 Thompson Road
Syracuse, NY 13211
Tel: (315) 437-5300
Fax: (315) 437-5333
www/pac-usa.com

PACK MAIL CENTERS
501 Passmore Avenue Suite 30
Toronto, ON M1V 5G4
Tel: (800) 387-8335
Fax: (416) 335-9080
www.pakmailcanada.com

PILOT FREIGHT SERVICES
3860 Broadway
Buffalo, New York 14227
Tel: (716)683-0600 
Fax: (716) 683-8492
www.pilotair.com

ROADFORCE TRANSPORTATION
Peach Bridge Plaza
Messanine Level
Buffalo, NY 14213
Tel: (716) 885-7799
Fax: (716) 882-7799
www.roadforce.com
 
RUMMELA FARROW, LTD.
15 Lawrence Bell Drive
Amherst, New York 14221
Tel: (716) 631-2000 
Fax: (716) 634-1131
www.farrow.com



SAM-SON DISTRIBUTION CENTER 
203 Eggert Road 
Buffalo, New York 14215 
Tel: (800) 677-2535
www.sam-son.com

SPEED GLOBAL SERVICES
2299 Kenmore Ave
Buffalo, NY 14207
Tel: (716) 876-2235
Fax: (716) 876-8515
www.speedgs.com

TCS TRANSPORTATION 
CONSOLIDATION SERVICES
100 Sonwil Drive
PO Box 126
Buffalo, New York 14225
Tel: (716) 684-0555
www.sonwil.com

TRAILER TRANSPORT SYSTEMS, INC.
120 October Lane
Amherst, New York 14228
Tel: (716) 691-4074 
Fax: (716) 691-8675
www.trailertransport.com

TRANS-BORDER GLOBAL FREIGHT 
SYSTEMS INC.
3 Northway Lane
Latham, NY 12110
Tel: (800) 493-9444
Fax: (518) 785- 6239
www.tbgfs.com

THE SHAKER GROUP
24 Corporate Circle
East Syracuse, NY 13057
Tel: (315) 437-7576
Fax: (315) 437-3222
www.theshakergroup.com

UPS SUPPLY CHAIN SOLUTIONS
1 Scrivner Drive
Cheektowaga, New York 14227
Tel: (716) 608-7100
Fax: (716) 608-7138
www.ups-scs.com
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Trade Shows
Trade Show Participants? Please Take Note!
According to the U.S. Immigration laws, Canadians entering the country as business visitors are of B1 status.  
This status allows Canadian business individuals to research business opportunities and visit companies for  
the purpose of generating sales. All orders must be filled and shipped from the Canadian business location 
regardless of the location of the trade show.

Products cannot be sold at trade shows though samples may be distributed for the purpose of soliciting future 
orders. The sale must be completed in Canada by the Canadian business person upon order request. In the 
case of a consumer related show, products can be sold on the spot if the Canadian company uses the services 
of an American sales agent or distributor.

Trade Show Locations
For information on trade shows, please visit the following websites:

Tradeshow Week Magazine: www.tradeshowweek.com
TSCentral: www.tscentral.com

Buffalo Convention Center
Convention Center Plaza 
Buffalo, New York 14202
Tel: (716) 855-5555   1-800-995-7570
www.bfloconvcenter.org

International Agricenter
5600 McKinley Parkway
Hamburg, New York 14075
Tel: (716) 649-3900
www.americas-fair.org

Oncenter Complex
800 South State Street
Syracuse, New York 13202
Tel: (315) 435-8000
www.oncenter.org

Dome Center 
2695 East Henrietta Road
Henrietta, New York 14467
Tel: (585) 334-4000
www.domecenter.com

Rochester Riverside Convention Center
123 East Main Street
Rochester, New York 14604
Tel: (585) 232-7200
Events Line: (800) 856-1678
www.rrcc.com

Empire Expo Center
New York State Fairgrounds
581 State Fair Blvd.
Syracuse, New York 13209
Tel: (800) 475-3247
www.nysfair.org



Upstate New York Warehousing  
Facilities
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Ainsley Superior Warehouse Inc.
2735 Brundage Road
Baldwinsville, New York 13027
Tel: (315) 635-7904
http://www.ainsleywarehouse.com

Allied Frozen Storage Inc.
260 State Street
Brockport, New York 14420
Tel: (585) 637-3166
Fax: (585) 637-0480 
http://www.alliedfrozenstorage.com

Allied Frozen Storage Inc.
2501 Broadway Avenue
Buffalo, New York 14427
Tel: (716) 894-4000
Fax: (716) 894-2403 
http://www.alliedfrozenstorage.com

Russell A. Farrow Ltd.
15 Lawrence Bell Drive
Amherst, New York 14221
Tel: (800) 438-2765
Fax: (716) 631-8160 fax
http://www.farrow.com

Vesa Cold Atlas Logistics
5000 North America Drive
West Seneca, New York 14424
Tel: (716) 674-7500
Fax: (716) 674-7545
http://www.atlascold.com

Benlin Distribution Services
2769 Broadway
Buffalo, NY 14227
Tel: (716) 891-4040
Fax: (716) 891-4715 fax
http://www.benlin.com

Bestway Distribution Services
1875 Harlem Road
Buffalo, New York 14212
Tel: (716) 683-6000
Fax: (716) 290-2097
http://www.bestwaycompanies.com

Storage: 500,000 sq.ft
Type: Dry
Service: Contact the Company

Storage: 7,500,000 sq.ft
Type: Refrigerated
Services: Freight Forwarding, Consolidation, 
Courier Services, Bonded

Storage: 4,700,000 sq.ft
Type: Refrigerated
Services: Freight Forwarding, Consolidation, 
Courier Services, Bonded

Storage: 30,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 6,200,000 sq.ft
Type: Frozen , Refrigerated
Services: Consolidation

Storage: 4000,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 175,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services
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Cache Border Services Inc.
221 Kenmore Avenue, Suite 106
Buffalo, New York 14207
Tel: (716) 876-8809
Fax: (716) 876-8809

CMX Distribution Centre Inc.
3800 Highland Avenue
PO Box 2126
Niagara Falls, New York 14302
Tel: (716) 282-0136
Fax: (716) 284-6886

Davis Freight Management Incorporated
1927 Elmwood Avenue
Buffalo, New York 14207
Tel: (716) 871-1780
Fax: (716) 871-1802

EMO Trans
2060 O’Neil Road, Building 4
Macdeon, New York 14502
Tel: (585) 671-3344
Fax: (315) 986-4156 
http://www.directshipservices.com

Franklin Trucking Inc.
212 Ohio Street
Buffalo, New York 14204
Tel: (716) 852-0480
Fax: (716) 852-6702

Fyke Trading & Logistics
1000 Young Street, Suite 160
Tonawanda, New York 14150
Tel: (716) 692-6235
Fax: (716) 692-6237 
http://www.fykelogistics.com

Gardei Fulfillment
525 Wheatfield Street
North Tonawanda, New York 14120
Tel: (716) 693-7100
http://www.gardei.net

Gateway Trade Centre Inc.
2544 Clinton Street
West Seneca, New York 14224
Tel: (716) 826-2890
Fax: (716) 826-1342 
http://www.ecidany.com/intl_foreign_trade.asp

Storage:  
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage:
Type: Dry 
Services: Freight Forwarding, Consolidation, 
Will Provide Mailing Address

Storage:
Type: Dry
Services: Freight Forwarding, Consolidation

Storage: 16,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 100,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Will Provide Mailing Address, Bonded

Storage: 10,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 75,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation

Storage: 350,000 sq.ft
Type: Dry
Services: Contact the Company



Great Arrow Industrial Park
255 Great Arrow Avenue
Buffalo, New York 14207
Tel: (716) 874-1101
Fax: (716) 875-6455 
http://www.greatarrow.net

Hilger Properties
247 Market Street
PO Box 336
Lockport, New York 14095
Tel: (716) 439-0608
http://www.hilgerproperties.com

Kimpex
100 Walnut Street
Champlain, New York 12919
Tel: (518) 298-3099
Fax: (518) 298-5872 
http://www.kimpex.com

Laub International Inc.
1051 Clinton Street
Buffalo, New York 14206
Tel: (716) 853-3703
Fax: (716) 852-0136 
http://www.laubinternational.com

M&M Forwarding
600 Main Street
Tonawanda, New York 14150
Tel: (716) 692-1845
Fax: (716) 692-0056

Medina Cold Storage
106 North Avenue
Medina, New York 14103
Tel: (585) 798-3811
Fax: (585) 798-4785

North America Centre (Allied Group)
2501 Broadway
West Seneca, New York 14227
Tel: (716) 894-4400 
Fax: (716) 894-4098

Patterson Warehousing Inc.
100 Hubbard Street
Fulton, New York 13069
Tel: (315) 592-2290
Fax: (315) 592-2287

Storage: 1,000,000 sq.ft
Type: Dry
Services: Freight Forwarding, Will Provide 
Mailing Address

Storage: 10,000 sq.ft
Type: Dry
Services: Will Provide Mailing Address

Storage: 286,000 sq.ft
Type: Dry
Services: Freight Forwarding, Will Provide 
Mailing Address

Storage: 360,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address, Bonded

Storage: 117,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 44,000 sq.ft
Type: Dry, Refrigerated, Frozen
Services: Consolidation

Storage:
Type: Dry, Refrigerated
Services: Contact the Company

Storage: 137,000 sq.ft
Type: Refrigerated
Services: Freight Forwarding, Consolidation, 
Bonded
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Pioneer Warehousing
7640 Edgecomb Drive
Liverpool, New York 13088
Tel: (315) 451-3101
Fax: (315) 451-1290
http://www.pioneerwhs.com

Productive Transportation Services Corp.
530 Grand Island Boulevard
Tonawanda, New York 14150
Tel: (716) 877-5542
Fax: (716) 877-6331
http://www.productivetrans.com

Professional Distribution Services
6040 North Bailey Avenue, Building E,  
Suite 200
Amherst, New York 14226
Tel: (716) 332-1063
Fax: (716) 332-9558 
http://www.professionaldist.com

Regional Integrated Logistics
2321 Kenmore Avenue
Buffalo, New York 14207
Tel: (888) 876-7454
Fax: (716) 876-5344
http://www.rilinc.com

Rochester Distribution Limited
970 Driving Park Avenue
PO Box 60557
Rochester, New York 14606
Tel: (585) 458-0750
Fax: (585) 458-1741

Rogers Service Group
245 Clinton Road
Binghamton, New York 13905
Tel: (607) 797-7333

Sam-Son Distribution Centre
203 Eggert Road
PO Box 248
Buffalo, New York 14215
Tel: (800) 677-2535
Fax: (716) 894-7229 
http://www.sam-son.com

Seneca Development & Mgm. Corp.
701 Seneca Street, Suite 200
Buffalo, New York 14210
Tel: (716) 856-0810
Fax: (716) 852-2292 
http://www.senecadevelopment.com

Storage: 135,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address, Bonded

Storage: 50,500 sq.ft
Type: Dry, Refrigerated, Frozen
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 10,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Address

Storage: 355,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 
Type: Dry
Services: Freight Forwarding, Consolidation, 
Bonded

Storage: 400,000 sq.ft
Type: Dry, Refrigerated
Services: Courier Services

Storage: 500,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Will Provide Mailing  
Address

Storage: 150,000 sq.ft
Type: Dry
Services: Contact the Company
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Southwest Storage Facility
1670 Eden-Evans Centre Road
Angola, New York 14006
Tel: (716) 549-0338
Fax: (716) 549-6183 fax

Speed Global Services
PO Box 738
Buffalo, New York 14217
Tel: (716) 876-2235
Fax: (716) 876-8515 
http://www.speedgs.com

Terminal of Commerce Warehousing
175 Ensminger Road
Tonawanda, New York 14150
(716) 876-3800
(716) 876-0218 fax
http://www.terminalofcommerce.com

Walsh Trucking & Services
50 Burney Avenue
Massena, New York 13662
Tel: (800) 724-4500
Fax: (315) 769-1978 
http://www.walshtrucking.com

Wurlitzer Industrial Park
908 Niagara Falls Boulevard
North Tonawanda, New York 14120
Tel: (716) 692-1600
Fax: (716) 692-1611 
http://www.irrsupply.com

Storage: 20,000 sq.ft
Type: Dry
Services: Freight Forwarding

Storage: 500,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation

Storage: 3,000,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Bonded

Storage: 85,000 sq.ft
Type: Dry
Services: Freight Forwarding, Consolidation, 
Courier Services, Bonded

Storage: 400,000 sq.ft
Type: Dry
Services: Contact the Company



www.canadexport.gc.ca

tradecommissioner.gc.ca




