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IcHye mymka, MO 3arajJbHOJIOJACHKI I[IHHOCTI OOTPYHTOBYIOTHCSI BUXOISYH 3
€TOJIOTil, HANpUKIaA, SK I[IHHOCTI, 30€peKeHHS SKUX Copuse 30epeKeHHI0
JIOJICHKOTO BUY.

3a 1HIIOI0 TOYKOIO 30pY, JOMIHYIOYl MOpabHI I[IHHOCTI BUALIUCS B Pe3yibTaTi
npolecy HUBLTI3aliiHOT KOHKypeHIii. [{uBimizamist, skuil AOCAT YCHIXy B TaKii
KOHKYPEHIIii, CTBepKyBajia CBO1 IIIHHOCTI 5K «3arajbHOJIIOJICHKUX).

[Iporpec OuTBII PO3BHHEHOTO CYCIUIBCTBA HAE 3a PaxyHOK Jerpajartii
OCBOIOBAaHMX, SIKI MOTPAIUIAIOTh B 3aJIEKHICTh BiJ] CBITOBOIO KEPYIOUOTO IIEHTPY,
0€3M0BOPOTHO BTPAYalOTh HE TUIBKHU IHTEJIEKTYyallbHI PECYpCH PO3BHUTKY, aje 1
3JIaTHICTh 1X BHUpPOONATH. BinOyBaeThcs «mabioHI3amiid» CHocoOiB KUTTS, KOJH
PO3BUTOK CJIA0KUX KpaiH BiOYBAa€ThCSA 3a HAJAaHUMU I[EPEIOBUMHU KpaiHaAMU
mabioHaMu, 3a JOMOMOTOI0 BHUKOPUCTAHHS 1H(POPMAILIMHUX TEXHOJOTIA B SKOCTI
KEpyIO4Yoro 1 3MIHIOE CBIJJOMICTh MOYAaTKy. AJie Ha Cy4acHOMY €Talli PO3BUTKY €
IIaHC JJIsl TAKMX KpaiH MITH BiJ TAKOi 3aJI€KHOCTI 1 3HAWTH CBIM LIIAX, SKIIO BOHU
He OyyTh 3a0yBaTH CBO€E KOPIHHSA, TPAAHUIIli, LIIHHOCTI.

Y rnobasibHOMY CBITI, SIK CBiIY4aTh pPE3yJbTaTH YHUCICHHUX JOCIIIKEHb
OCTAaHHBOTO JECATUIITTS, PO3BUBAIOTHCS 1 MPOLBITAIOTH T1 KPaiHHU, SIKI HA NeEpIle
MICII€ YCHIXY IMOCTAaBWJIM ICTOPUYHO HAKONMWYEH] LIHHOCTI, TPAAULIi 1 JTyXOBHICTb.
Came 4yepe3 3BEpHEHHSI 10 KYJbTYPHO-LIIHHICHUM, JyXOBHO-MOpAJbHUM 3acajam
TUIBKM 1 MOKHa MpPaKTUYHO peajizyBaTU IMIIEPATHUB BW)KUBAHHS JIIOJCTBA, HE
JOMYCTUTH CKOUYBaHHS MOro B HEOYTTS, YOMY CIpPHSIE TIaMyp sIK HUHILIHSA Gopma
noTped. B eqHOCTI TpHinTocTaceBOT MPUPOIH JIFOJIUHU K 0610-COI10-TyXOBHOI 1ICTOTH
1 CTPYKTypu ii AISUIBHOCTI ChOTOJIHI aKTyali3yeTbCA JIyXOBHA IMOCTach, 3 SKOi
BJIaCHE 1 MOB’s3aHa JIOASHICTb. MU MOBHMHHI BiJiJaBaTH HaJEXHE JIOACHKOTO
BUMIpY, SIKOMY IpUTaMaHHI HE TUIbKM 3HaHHA, 1HQOpMallis, a W HallOHAJIbHY
CBIJIOMICTh, JIYXOBHICTb, KYJBTYpPHI I[IHHOCTI, TPYJOBUWA MEHTAJITET 1 TBOPUI
MOTHBH, 5Kl OyJyTh BU3HAYAJLHUMHU y CTBOPEHHI HOBOI'O 3J0POBOT0 OPraHIYHOIO
CyCH1JIbCTBA.
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THE CANADIAN MARKET:
FREE TRADE AND ITS POSSIBILITIES FOR UKRAINIAN EXPORTERS

Thanks to the 1.3 million Canadians who claim about their Ukrainian origin, we
have deep personal and cultural ties, which pass through several generations. Last
year, we celebrated the 125th anniversary of the beginning of immigration
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Ukrainians to Canada, therefore based on these ties, Canada and Ukraine can
significantly strengthen their cooperation for the mutual benefit.

Finally, after the completion of the ratification procedures, the Agreement on
free trade between Ukraine and Canada (CUFTA) came into force on the 1st of
August 2017. CUFTA is the first transatlantic free trade agreement, concluded by
Ukraine, which provides duty-free access for 98% of Ukrainian goods to the
Canadian market, and also contains a number of provisions that will stimulate
economic rapprochement between the two countries.

This applies, first of all, to both industrial and agricultural goods (except for
108 tariff lines that can be exported without customs within the limits of Canada’s
global quotas). In addition to these product groups, it will also be interesting to
export services, especially in the areas of information technology and of course,
textile products and shoes, etc.

Like Canada, Ukraine has a free trade agreement with the European Union that
enables companies to implement duty-free trade within a large economic bloc [1].

For example, if you take into account the Ukrainian IT sector that is developing
rapidly, the first Ukrainian IT mission in Canada took place during the Branham
300 Launch Event in May 2017, where Ukraine was a special sponsor, this event
was accompanied by more than 50 meetings with leading Canadian IT companies.

Thus, 17 Ukrainian enterprises in the field of information technologies have
support in the development of partnership relations, which comes from the
Government Office for Export Promotion (EPO), which operates in close
cooperation with the Canada-Ukraine Trade and Investment Support Project
(CUTIS) — a five-year development support project funded by the Government of
Canada through the Department of Foreign Affairs of Canada (Global Affairs
Canada) and implemented by the Conference Council of Canada and the Canada-
Ukraine Chamber of Commerce. Both EPO and CUTIS have identified IT sector as
a priority sector for business relations between Ukraine and Canada. Increasing
exports by Ukrainian companies in the technology sector can contribute to
achieving the objectives of the project — reducing poverty and accelerating
sustainable economic growth in Ukraine [4].

The population of Canada and, accordingly, the Canadian market are diverse
and rather heterogeneous. Such a multiculturalism of Canada opens up great
opportunities for business subject to a detailed market study with the aim of finding
the target consumer.

Although the Canadian market may seem far away, and shipping goods to
Canada may look expensive and long lasting, technological progress allows not to
take into account long distances in international trade in the twenty-first century [2].

Undoubtedly, transport costs determine the potential access to foreign markets,
and the cost of delivery affects the variable costs of doing business. Besides, long
distance can be a problem if the goods are perishable (e.g., fresh fruits and
vegetables). In this particular example, it will be better to choose sea transportation
with temperature control.

If it is impossible to fill the entire container with your own goods, you should
join the cargoes, consisting of many separate shipments. After all, long sea
transportation also has the advantage: according to some estimates, an additional
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kilometer of overland transportation will be seven times more expensive for an
additional kilometer by sea.

So, now the logistic and shipping company offer individual customized
solutions for the delivery of cargo anywhere by air, sea, rail, road [3].

If you’ll analyze the situation of pears imported from China, wine from Chile,
you’ll see that these products are sold at relatively reasonable prices in
supermarkets of Ukraine. Thus, according to the portal Distances Sea, from
Shanghai to Odessa (8379 nautical miles distance) and the road takes 35 days. In the
case of Chile, time and distance are almost the same. The transportation for so many
kilometers can not be cheap either. In addition, due to the fact that Ukraine now has
free trade with China and Chile, and the goods are imported with the payment of
import duties on the Ukrainian border [4].

It should also be noted that the Ukrainian exporter will face the competition of
American and other foreign producers in the Canadian market. However, this
competition will encourage him to improve its products and offer new values to
Canadian consumers.

Time waits for no man, therefore, Ukrainian exporters now need to explore the
Canadian market and the tastes and preferences of Canadian consumers in relation
to their products in order to start to export the first batch of goods without payment
of import duty.

And the free trade agreement really opens a lot of opportunities for Ukrainian
exporters, given the significant and immediate cancellation of import duties, and
Canada has a huge Ukrainian Diaspora, which can serve as a bridge to Canadian
consumers, distributors, agents, retailers and the like.

Because of the fact that Canada is a very diverse country with multinational
population, this diversity is a strength of Canada and a good opportunity for
Ukrainian exporters, to find a new market for their goods.

In fact, there is no single solution for all exporters to resolve the issue of the
distance between Canada and Ukraine.

Yes, it is true that the margins on goods in the Canadian market are low, but
transport costs (which, in turn, are not constant, because the rates are constantly
changing) can impact on competitiveness. However, distance is not a problem since
the development of transportation technology offers a variety of options to reduce
costs and to optimize the duration of the transportation to Canada.

Thus, the Canadian market is closer than it may seem at first, so don’t be afraid
to conquer new markets, even if they are far away.
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