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Introduction
Baltimore-based Marlin Steel Products, a
manufacturer of custom wire baskets, wire forms,
and precision sheet metal, exports its products
to nearly three dozen countries, and CEO Drew
Greenblatt is quick to credit assistance from the
United States government for helping to open
many doors.
Writing in Inc., Greenblatt cites the U.S.
Commercial Service’s “Gold Key Matching Service”
as an invaluable tool in helping his company enter
new markets. The program worked with Marlin
Steel management to identify potential customers
and provide “on the ground” services, including
translators and local drivers. In a separate interview
with the U.S. Chamber of Commerce, Greenblatt
noted the positive effect the North American
Free Trade Agreement (NAFTA) had in facilitating
opportunities in Canada and Mexico.
Marlin Steel Products has clearly tapped into the
U.S. government’s extensive array of programs
and incentives designed to assist U.S. businesses
in pursuing export opportunities. Unfortunately,
though, it is in the minority.
The fact is, less than 1 percent of U.S. businesses
export. And of those that do, nearly 60 percent
limit transactions to NAFTA partners Canada and/
or Mexico this, despite the reality that 95 percent of
Introduction

the world’s customer base lives outside the United
States.

“Less than 1 percent of U.S.
businesses export this, despite the
reality that 95 percent of the world’s
customer base lives outside the
United States.”
If opportunities abound beyond U.S. borders,
why do so few U.S. businesses pursue export
opportunities? Research by the Small Business
Administration (SBA) found most business owners
cite uncertainty about the process, concern
about identifying foreign customers, and reluctance
to divert time and resources from core business
functions as key reasons for not pursuing
export opportunities.
Further, SBA notes only 4 percent of small business
owners who use its resources want assistance with
export opportunities, and only a small fraction of
SBA loans are to support export-related activities.
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The Small Business Administration is just one of
many government entities that offer assistance
to potential exporters. At the federal level, there
are dozens of programs and services designed
to help businesses identify and pursue export
opportunities. A good starting point is Business
USA, which offers a “centralized, one-stop
platform” to connect businesses to the services
and information relevant to them.
Similarly, each state offers assistance to
businesses interested in expanding sales or
operations beyond the United States. Specific
resources vary, but in general, a business can look
to its state government for services ranging from
official trade mission visits to market research to
funding opportunities.
Exporters to Canada can take advantage of the
unique relationship the two countries share and
a joint commitment to facilitate the trade process
and encourage cross-border trade. The U.S.
and Canada are each other’s largest trading
partner, with roughly $1.8 billion in goods
crossing the border every day. U.S. businesses
can benefit from Canada’s “Non-Resident
Importer” program, which eliminates most barriers
for U.S. businesses doing business in Canada.
And businesses on either side of the border
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benefit from commitments by government leaders
to eliminate redundant customs processes and
share resources where appropriate.

“...Businesses interested in
exporting must not underestimate
the complexity of the customs
clearance process.”

Many businesses find the number and scope of
available export resources to be overwhelming.
Understanding which resources might be most
beneficial can be a time-consuming process.
But it will likely be time well spent and lead
to a long and profitable export endeavor.
The following discussion focuses on export
assistance available to U.S. businesses, with an
emphasis on opportunities in Canada, our largest
trading partner.

To that point, businesses interested in exporting
must not underestimate the complexity of the
customs clearance process. Shipments leaving
the United States must adhere to rigid export
requirements and follow precise documentation
mandates. And goods headed to Canada face
an equally stringent Canadian import process.
Many businesses rely on a logistics provider with
customs experience to manage the process
on their behalf. An experienced provider will
ensure shipments arrive at the border with all
documentation complete, all duties and taxes
prepaid, and shipments qualify for expedited
clearance where possible.
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U.S. Export Assistance Resources
When President Barack Obama announced in 2012 a new
initiative to consolidate resources and eliminate overlapping
jurisdictions, he cited the need to improve business and trade
processes. In doing so, he noted that six major departments
and agencies have oversight over business and trade:
• U.S. Department of Commerce
• Small Business Administration
• Office of the U.S. Trade Representative
• Export-Import Bank
• U.S. Trade and Development Agency
• Overseas Private Investment Corporation
Further, no fewer than 19 federal agencies offer expertise
and assistance to businesses looking to initiate or expand
export opportunities.

for all business and trade-related information. From the
Business USA website, businesses can locate and access
government services.
A first stop though is to download a copy of “A Basic Guide
to Exporting.” Published by the U.S. Commercial Service,
which is a division of the U.S. Department of Commerce,
"A Basic Guide to Exporting" provides comprehensive
information about the export process and is considered
a “must read” for any business interested in pursuing
export opportunities.
Once a business has a basic understanding of the export
process, it can then look to other government resources for
additional information and assistance.

“This is redundant and inefficient,” an accompanying White
House press release stated. “Small businesses often face
a maze of agencies when looking for even the most basic
answers to the most basic questions. There is a whole host of
websites, toll-free numbers, and customer service centers that
at times offer them differing advice. The result is a system that
is not working for our small businesses.”
Although this consolidation plan never became law, it did cast
light on the difficulties businesses can have in accessing the
right information. One positive development has been the
launch of Business USA, which serves as a centralized portal

U.S. Export Assistance Resources

“A Basic Guide to Exporting” is available through the
U.S. Commercial Service.
Centers of Excellence and Expertise. The Customs and
Border Protection (CBP) agency maintains a network of
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Current Centers of Excellence and Expertise

industry-specific “Centers of Excellence and Expertise” that
oversees trade policy and serves as a resource for the trade
community. Each center serves as a “one-stop” solution
provider for the industry it serves. Centers are staffed by
trade specialists who are experts in that industry and who are
empowered to make decisions and give direction on related
import and export issues. Following is the current list of
Centers for Excellence and Expertise offices:

District Export Councils (DECs): This organization is
comprised of business leaders from local communities
who are appointed by the U.S. Secretary of Commerce to
provide professional advice for local firms. Currently 59 DECs
operate throughout the U.S. composed of approximately
1,500 members who volunteer their time and share their
expertise to assist local businesses interested in pursuing
export opportunities.

• Miami, Florida
Agriculture & Prepared Products
• San Francisco, California
Apparel, Footwear, & Textiles
• Detroit, Michigan
Automotive & Aerospace
• Chicago, Illinois
Base Metals
• Atlanta, Georgia
Consumer Products & Mass Merchandising
• Los Angeles, California
Electronics
• Buffalo, New York
Industrial & Manufacturing
• Laredo, Texas
Machinery
• Houston, Texas
Petroleum, Health, & Chemicals
• New York, New York
Pharmaceuticals, Health, & Chemicals

Export.gov: This is a gateway to the trade promotion
and export finance programs of the federal government.
Administered by the International Trade Administration, Export.
gov is a collaborative effort with the 19 federal agencies that
Source: U.S. Customs and Border Protection.
offer export assistance programs and service. Export.gov
is the go-to source for information on key topics including
the following:

U.S. Export Assistance Resources

Buffalo
Industrial &
Manufacturing
Materials

Chicago
Base Metals

San Francisco
Apparel,
Footwear &
Textiles

Detroit
Automotive &
Aerospace

New York
Pharmaceuticals,
Health &
Chemicals

Atlanta
Consumer
Products & Mass
Merchandising

Los Angeles
Electronics

Laredo
Machinery

Houston
Petroleum,
Natural Gas &
Minerals

Miami
Agriculture &
Prepared
Products

• Export basics
• Access to webinars
• Access to country commercial guides, which include detailed
market overviews for more than 125 different countries
• Information about export finance programs
• Access to local trade specialists
Export Assistance Centers: Integral to federal efforts is
the network of offices located across the United States and
in more than 80 countries worldwide. Each Export Assistance
Center is staffed by professionals from one or more of the
following: Small Business Administration, Department of
Commerce, Export-Import Bank, and other public and private
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organizations. Businesses can also take advantage of the
agency’s “Global Markets (GM)” service through which trade
professionals work directly with a business owner to resolve
issues preventing a business from successfully exporting to a
specific market.
Export-Import Bank: This is the official export credit agency
of the United States. The Ex-Im Bank assists U.S. exporters by
extending credit to foreign buyers, presumably boosting sales
from U.S. companies.
Foreign Agricultural Service (FAS): A department of
the U.S. Department of Agriculture (USDA), FAS works to
facilitate export opportunities for U.S. agriculture in the global
marketplace. Businesses can access one of four State
Regional Trade Groups (SRTGs) that help U.S. businesses
identify international markets for their agricultural products.
Office of the U.S. Trade Representative (USTR):
This agency is charged with negotiating directly with foreign
governments to develop trade agreements, resolve disputes,
and participate in global trade policy organizations.
USTR officials also meet with governments, business
groups, and public interest groups around the world to
promote U.S. trade relations.

U.S. Export Assistance Resources

Small Business Administration (SBA): This independent
agency is charged with assisting small businesses to start,
grow, and prosper. The SBA’s International Trade division
assists potential exporters in several ways:
Loan Programs. A business interested in exploring export
opportunities may wish to consider one of the following:
• Export Express Loan Program: This program offers
streamlined financing up to $500,000. It is the simplest
export loan product offered by the SBA. Any business in
operation at least one year that can demonstrate that loan
proceeds will support export activity is eligible.
• Export Working Capital Program: This program offers
financing up to $5 million as a credit enhancement. This
program is delivered through SBA Senior International
Credit Officers located in U.S. Export Assistance Centers.
• International Trade Loan Program: This program
offers loan financing for fixed assets and working capital
to businesses that plan to start or continue exporting,
or that have been adversely affected by competition
from imports.
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Export Assistance Centers. Together with the Commerce
Department and the Export-Import Bank, the SBA maintains a
network of Export Assistance Centers across the U.S. as well
as in more than 80 countries worldwide. Every Assistance
Center is staffed by qualified trade specialists, but not every
office includes SBA personnel. Currently, SBA trade specialists
operate out of the following offices:
• Arlington, VA		
• Boston, MA		
• Chicago, IL		
• Dallas, TX		
• Detroit, MI		
• Los Angeles, CA		
• Minneapolis, MN		
• New York, NY		
• Portland, OR 		
• Seattle, WA 		

• Atlanta, GA
• Charlotte, NC
• Cleveland, OH
• Denver, CO
• Irvine, CA
• Miami, FL
• New Orleans, LA
• Philadelphia, PA
• San Francisco, CA
• St. Louis, MO

U.S. Commercial Service (USCS): This trade promotion arm
of the International Trade Administration is located within the
U.S. Department of Commerce. Through its Trade Information
Center (TIC), businesses can take advantage of multiple
resources including the following:
• Online and customized market research
• Assistance in finding qualified international partners
by participating in an agency trade mission or via its
International Buyer Program
• Participation in overseas and domestic trade shows
• Individualized counseling and advocacy
• Personalized services, available for a fee, such as the
Gold Key Service through which Commercial Service
specialists provide an array of services, including faceto-face meetings between U.S. businesses and potential
foreign partners
• Training programs and webinars on subjects including
export basics and documentation
U.S. Trade and Development Agency (USTDA):
This agency helps companies create jobs through the export
of U.S. goods and services for priority development projects
in emerging economies. It links U.S. businesses with export
opportunities to support infrastructure and economic
growth projects in partner countries.

U.S. Export Assistance Resources
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Industry-Specific Agencies
Beyond these agencies, which offer assistance to a broad
scope of businesses, support is available to specific industries:

Office’s Information Technologies Team promotes exports of
semiconductor and related equipment, telecommunications
equipment, cable TV and broadcasting equipment, and
information technology hardware.
Office of Transportation and Machinery
Aerospace Team: This is an International Trade
Administration division that promotes exports of aerospace
products, including aircraft parts, general aviation aircraft,
rotorcraft, business jets, and large civil aircraft.

The International Trade Administration houses multiple industryspecific export assistance offices.
Office of Energy and Environmental Industries (OEEI):
This is an International Trade Administration division that
promotes exports of goods and services associated with
renewable energy (biofuel, biomass, geothermal, hydro, solar,
wind); civil nuclear energy; fossil energy (oil, gas, coal); smart
grid; transmission and distribution; pollution prevention;
air pollution control; water; and waste.

Office of Transportation and Machinery
Automotive Team: International Trade Administration
division that promotes exports of motor vehicles (passenger
cars, light trucks, and heavy trucks) and automobile parts
(original equipment, aftermarket, and specialty equipment).
Office of Transportation and Machinery –
Machinery Team: This is an International Trade Administration
division that promotes exports of agricultural, construction, and
mining machinery and related equipment; diesel engines; food
processing machinery; material handling equipment; machine
tools; and other manufacturing equipment.

Office of Health and Information Technology (OHIT):
Located within the International Trade Administration, OHIT
promotes trade policy and export opportunities for U.S.
medical devices and health-care products. In addition, the

U.S. Export Assistance Resources
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Canada Has The Welcome Mat Out For U.S. Businesses
Canada continues to be the top destination for U.S. goods,
with more than $280 billion worth of U.S. goods crossing
the border during 2015 – or roughly $765 million each day.
Total cross-border trade for 2015 exceeded $575 billion.
For many, it is logical that the U.S. and Canada enjoy such
a mutually beneficial trade relationship. The two countries
share a border, a language, business environment, rule of law,
favorable trade agreements, and many cultural values.
But delve deeper and a business will find that Canada offers
many enticements to attract U.S. participation in Canada,
which include:

Canada continues to be the top destination for U.S. goods, with
more than $280 billion worth of U.S. goods crossing the border
during 2015 – or roughly $765 million each day.

Non-Resident Importer (NRI)
The NRI program is arguably the most important tool from
which a U.S. business exporting to Canada can benefit.
Through NRI, the Canada Border Services Agency (CBSA)
allows U.S. businesses to collect Canadian sales tax at time
of purchase and to serve as the “importer of record” in
Canada Has The Welcome Mat Out For U.S. Businesses

the customs clearance process. Without NRI status, a U.S.
business would be at a decisive disadvantage to Canadian
businesses that are not bound by these restrictions.
Consider the following example. When a Tennessee-based
guitar manufacturer decided to expand its customer base to
Canada, it was thrilled to line up an impressive customer base
composed of music stores located throughout the country.
The manufacturer thought it had all its bases covered, so it
was not pleased when shipments were routinely delayed at
the border and customers presented with invoices for unpaid
taxes. Further, music store managers were instructed that they
would have to travel to a designated customs office to retrieve
their guitar shipments. Clearly this was not an ideal situation
and not the way the guitar manufacturer envisioned entering
the Canadian market.
The situation took a decided turn for the better though when
the manufacturer enlisted a different logistics provider, one
with strong experience in customs clearance. The new provider
registered the manufacturer as an NRI, which solved the
problem. The manufacturer now collects sales tax at the time
of purchase and is allowed to manage the clearance process
on its customers’ behalf.
Canada’s NRI program levels the playing field so that
transactions with U.S. businesses have the look and feel of
interacting with a Canadian business. NRI is an essential tool
for U.S. businesses exporting to Canada.
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Beyond the Border – U.S./Canada
Commitment to Improvement
As both the U.S. and Canada prioritize the need to strengthen
border security and minimize the risk of contraband and illicit
materials from arriving at their borders, so too have leaders
recognized the importance of protecting – and encouraging
– the growth of cross-border trade. These dual priorities are
the focus of the “Beyond the Border” agreement, which was
announced in 2011 and set out a blueprint for increasing
trade opportunities and facilitating the clearance process
between the two countries.

• Ends the need to maintain separate and costly
customs processes
• Reduces the number of transactional transmissions
• Streamlines the process for low-risk shipments

While many of the initiatives outlined in the agreement
remain in the development stages, U.S. exporters can benefit
from several steps forward:

As outlined in the joint U.S.-Canadian “Beyond the Border”
initiatives, U.S. businesses are now eligible to participate in
Canada’s “Partners in Protection” Trusted Trader program.

Customs Self-Assessment (CSA): CBSA’s Customs
Self-Assessment program simplifies the import process
for low-risk shipments and is now open to U.S. businesses
registered as non-resident importers. Through CSA, qualified
businesses can use their own systems and processes, which
must meet CBSA requirements, to forward trade data and to
report and remit payment of taxes and duties on a monthly
basis. The CSA program offers many benefits:

Partners in Protection/Trusted Trader Portal: CBSA
has also launched a “Trusted Trader portal” that allows U.S.
companies to apply for its “Partners in Protection (PIP)”
program. Through PIP, businesses voluntarily undergo a
rigorous examination of their entire supply chain in exchange
for expedited clearance and other incentives. Previously,
membership in PIP was only open to Canadian businesses.
PIP is similar to the U.S. Customs-Trade Partnership Against
Terrorism (C-TPAT) program, which offers benefits to
qualified businesses that certify the safety of their supply
chains and those of their suppliers.

• Cost savings since payments are consolidated and
made on a monthly basis rather than at the time of
each shipment
• Expedited customs processing
Canada Has The Welcome Mat Out For U.S. Businesses
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Single Window Initiative (SWI): As part of the Beyond the
Border agreement, each country has committed to facilitating
the border clearance process by eliminating redundancies
in paperwork and documentation requirements. Previously,
a business was required to submit materials – often
identical materials – to multiple government agencies with
overlapping jurisdiction over the clearance process.
Through the new Single Window Initiative, businesses will be
able to provide all required import information electronically
to CBSA. In turn, CBSA will transmit the information to
each department or agency regulating the goods. This
approach streamlines and simplifies the clearance process
and significantly reduces paperwork and documentation
requirements for U.S. businesses.

10

U.S. Exporters Can Benefit From Multiple State/Federal – and Canadian – Incentives and Resources

Logistics Matter – A Qualified Partner Will Ensure Export Efficiency
Understanding the government resources, both U.S. and
Canadian, available to a potential exporter is an essential part
of a business’s export strategy. So too is choosing a logistics
partner with strong familiarity with these resources and
expertise with the border clearance process.
In many instances, a logistics provider’s experience can mean
the difference between a shipment that travels seamlessly
through the customs process or a shipment that is delayed
for additional documentation or unpaid taxes/fees. Logistics
expertise can also help minimize fees and, in some instances,
duty/tariff obligations, and it can ensure expedited clearance
and minimal wait times.
Following is an overview of some of the value-added services a
qualified logistics partner can add to the export process:

All shipments leaving the U.S. must meet specific export
guidelines as well as the import requirements of the
country to which they are traveling.

Customs Expertise. Regardless of where in the world a
shipment is headed, it is certain to face a challenging and
time-consuming customs process. Even for shipments to
Canada, a shipment must comply with multiple documentation
and paperwork requirements – requirements that can change
frequently, with little advance notice. An experienced logistics
provider will ensure that businesses not only comply with all
mandates but also take advantage of programs designed to
facilitate the process and offer incentives.
• Free Trade Agreements. The North American Free
Trade Agreement (NAFTA) eliminates tariffs on all
“domestically produced” goods moving between the
United States, Canada, and Mexico. But understanding
what qualifies as domestically produced can be quite
challenging. NAFTA includes an elaborate set of “rules
of origin” that delineate precise content qualifications
for every type of product, including allowances whereby
a product may contain a certain amount of nondomestic
materials and still qualify for benefits. Also important to
note, a shipper must apply for NAFTA benefits – customs
agents do not automatically deem a shipment to be
NAFTA-eligible. An experienced logistics provider will
have detailed knowledge of the NAFTA agreement
and an inherent understanding of the process for
determining eligibility.
• Duty Drawback. If a business imports a shipment to
the U.S. – and pays import duties – and subsequently

Logistics Matter – A Qualified Partner Will Ensure Export Efficiency
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exports those products, it may be eligible for a refund of
99 percent of those import duties. For example, consider
a Minnesota dress manufacturer that imports a shipment
of buttons from China and pays import duties upon the
buttons’ arrival in the U.S. The manufacturer then uses
those buttons on a batch of new dresses, which are
subsequently exported to Canada. The manufacturer is
likely eligible for a refund of the original import duties.
This reimbursement is called a “drawback,” and the
Duty Drawback program is administered by the U.S.
Customs and Border Protection agency. However, by
CBP’s own admission, the Drawback program is very
complicated and cumbersome, with detailed paperwork
and documentation requirements.
The application process is so demanding, in fact, that
roughly $2 billion in drawback funds go unclaimed each
year. The federal government attempted to address
the complexity of this program in 2016 when President
Barack Obama signed legislation to alleviate some of the
more onerous application requirements.
• Tariff Classification. Every product entering or leaving
the United States must bear a 10-digit classification code.
The international Harmonized System (HS) serves as the
foundation for both the import and export classification
systems used in the United States. The U.S. import
classification is called the Harmonized Tariff Schedule

(HTS) and is administered by the International Trade
Commission. The U.S. export system is called
the Schedule B and is administered by the U.S.
Census Bureau.
With regard to export classifications, codes have
multiple purposes:
• Census Bureau statistical analysis and record keeping
• Determine eligibility for NAFTA and other free trade
agreement benefits
• Determine applicable import tariff rates
• Proper record keeping

“As clear as this seems, a
surprising number of logistics
providers do not follow this
process, virtually guaranteeing
that shipments will be held at the
border until necessary materials
are completed.”

With thousands of classification codes to choose from,
there can be only slight differences between codes.
But tariff rates assigned to each code can vary widely.
A hooked rug manufactured by hand, for example, carries
a different tariff rate than a rug that is machine made.
An experienced logistics provider will understand the
importance of assigning the proper code and will take the
time necessary to ensure that every product is properly
evaluated. Overpayment of tariffs puts an unnecessary
strain on a business’s bottom line and can make it less
competitive in international markets, since the additional
tariffs will likely be passed on to customers.
Expedited Clearance. Not surprisingly, much of today’s
customs compliance process is automated, with many

Logistics Matter – A Qualified Partner Will Ensure Export Efficiency
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countries – including the U.S. and Canada – requiring
shippers to submit most documentation electronically. In
many instances, documentation must be filed prior to a
shipment’s arrival at the border. This prefiling requirement
allows busy customs agents to “prioritize,” and preclear lowrisk shipments so that resources can be focused on higherrisk shipments.

gain Trusted Trader status. A business should ensure that its
logistics provider is a Trusted Trader program participant and
can offer advantages that nonmembers cannot.

As clear as this seems, a surprising number of logistics
providers do not follow this process, virtually guaranteeing
that shipments will be held at the border until necessary
materials are completed. Incomplete or missing
documentation, in fact, is the top reason why shipments
fail to clear customs.
Consolidation. An experienced logistics provider will also
expedite the clearance process by offering consolidation
services. By combining several smaller shipments into one
larger unit, a shipment can pass through customs as a single
unit, thereby avoiding individual processing and multiple
brokerage fees.
Trusted Trader Program Participant. Trusted Trader
program participants are entitled to expedited clearance
opportunities and “perks” from which nonparticipants do not
benefit. Participants in the U.S. Customs-Trade Partnership
Against Terrorism and Canada’s Partners in Protection
programs undergo a rigorous certification process in order to

Logistics Matter – A Qualified Partner Will Ensure Export Efficiency
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Conclusion
In an address to members of the Washington International Trade
Association, then-Secretary of Commerce Gary Locke discussed
the disconnect between the volume of federal resources
available to potential exporters and the number of businesses
that take advantage of them. The Commerce Department,
Secretary Locke said, “has a trade promotion office staffed
with some 1,500 people, including commercial service officers
stationed all over the world. This is a potent asset for United
States businesses that has a lot of untapped potential.”

U.S. exporters sold more than $1.5 trillion worth of goods
to international markets last year, including $280 billion to
Canada alone. Businesses that export are finding untapped
sources of revenue and new customer bases beyond the
U.S. border. With careful planning and good logistics partners
on their teams, there is tremendous opportunity for the
99 percent of U.S. businesses that have yet to enter the
export market.

“Part of the problem,” he continued, “is that many businesses
aren’t even aware that we offer this assistance, and even if
they are, they don’t have the time or the inclination to navigate
a government bureaucracy.”
Lack of awareness about available resources is clearly a
factor in explaining why less than 1 percent of U.S. businesses
export. Less than one percent!
Secretary Locke made a valid point. Most businesses don’t
have the time or the resources to wade through government
websites or attend seminars to learn about available assistance.
But they can entrust that responsibility to an experienced
logistics provider. An experienced provider will draw upon
its knowledge of applicable state and federal resources to
help a business develop a solid export strategy. And once
implemented, the logistics provider will manage the process,
with special attention to maximizing available resources.

Conclusion
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Purolator. We deliver Canada.
Purolator is the best-kept secret among leading U.S. companies who need reliable, efficient,
and cost-effective shipping to Canada. We deliver unsurpassed Canadian expertise because
of our Canadian roots, U.S. reach, and exclusive focus on cross-border shipping.
Every day, Purolator delivers more than 1,000,000 packages. With the largest dedicated air fleet
and ground network, including hybrid vehicles, and more guaranteed delivery points in Canada
than anyone else, we are part of the fifth largest postal organization in the world.
But size alone doesn’t make Purolator different. We also understand that the needs of no
two customers are the same. We can design the right mix of proprietary services that will
make your shipments to Canada hassle free at every point in the supply chain.
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For more information:
Purolator International
1.888.511.4811
wedelivercanada@purolator.com
www.purolatorinternational.com
http://blog.purolatorinternational.com
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