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Very rewarding to bridge Canadian and Mexican businesses, entrepreneur says

ROGER PIERCE
www.bizlaunch.ca

How do you drum up busi-
ness in another country? Most
entrepreneurs want to export

their products or services, but
don’t knowhowto go aboutit. “It
really helps to partner with an or-
ganization or company that
knows the market you're inter-
ested in,”

BIZLAUNCH :
Tips on selecting
‘aseminar

There are hundreds of smatl
business seminars presented
each day across the GTA. Anew
entrepreneur could do noth-

_ing but attend seminars morn-
ing, noon and night. With so
many organizations, clubs,
companies, advisers and con-
sultants staging seminars, it’s
important to carefully choose
the right ones to attend. Look
for:

B An expert. gwcsm canstand
up and present a topic. Lookfor
a presenter who is a qualified
expert on a topic you're inter-
ested in, such as accounting,

marlating nr lawr 2a ta thoir

about, such as “Marketing to
Existing Customers” or “Howto
Incorporate Your Business.”
M Reputable outfit. Consider
the organization, club or com-
pany presenting the seminar.
Have you heard of them? Usu-
ally, reputable groups want to
stay that way by booking only
good quality, knowledgeable
seminar speakers.

W Affordable price. Attending a
good quality seminar shouldn’t
costalot, While prices will vary,
a higher seminar fee doesn’t
necessarily guarantee a quali-
ty speaker. You can enjoy some

famtactns oaminaro farlaco than

entrepreneur Idalia

Obregon says.
Obregon’s company,
called Exito Trade Con-
sulting Inc. (www.exito
tc.com), helps Canadian
consulting engineering
firms develop business in
the Mexican market. The
company deals specifical-
ly with firms that offer me=-
chanical, industrial and
environmental engineer-
ing consulting services.
Up and running for two
years, Obregon says she
started her cross-border
connection business be-
cause it combined her pas-
sions of developing busi-
ness relationships and
promoting Mexico. “There
are so many ways both
countries can help each
other,” she says. “Each
country possesses exper-
tise in areas such as tech-
nology, the environment,
energy and economics. I
really enjoy matching up
the talents of Canadian
and Mexican profession-
als for mutual benefit.”
Exito Trade Consulting
has all the right connec-
tions and an office in Mex-
ico to promote the services

of their clients. The com-
pany is also very much in-
volved with the Hispanic
business community in
Canada and professional
associations that involve
Hispanics, engineering,
the environment, energy
and international trade.

Obregon is president of
the Toronto Hispanic
Chamber of Commerce
(THCC), a dynamic orga-
nization connecting Cana-
dians with Hispanics in
Latin America. Among
many other activities, the
Chamber provides infor-
mation, training seminars
and networking opportu-
nities to entrepreneurs
and professionals serving
Hispanics in the Greater
Toronto Area.

The THCC is hosting a
one-day series of business
seminars called “The Ulti-
mate Guide to Become an
Entrepreneur” on March
11 from 10 a.m. to 3:30
p.m. at the Toronto Ref-
erence Library. Anyone in-
terested in attending the
event may contact the
THCCat 416-241-4556 for
details.

Entrepreneur Idalia Obregon connects Canadian and
Mexican businesses.



