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Forward 

f you are reading this preamble it means you are tired of 
working for somebody else! This book was written to give 
you an insider’s view of starting a business. In order to make 

optimal decisions in business, you must first know all your 
options!   

I hope this book will inspire you to take the first steps to 
boost your confidence to become a successful entrepreneur and 
achieve the kind of personal freedom and financial security most 
people only dream of. 

About the Author 

Dynamic, entrepreneur, successful author, lecturer and small 
business consultant, Henry Tse is an associate and teaching 
partner of self-made millionaire Richard J. Stacey. 

Richard J. Stacey is founder of the Canadian Small Business 
Institute. Since 1983, Henry Tse, along with the Institute, has 
helped thousands of aspiring entrepreneurs to start their own 
profitable business. He has travelled across Canada and U.S. 
teaching people just like yourselves how to make money with 
their own business. 

Over the past 25 years Henry Tse has set up and operated a 
variety of businesses. As a result, he has gained a great deal of 
business knowledge and experience that he enjoys sharing with 
others. Henry is a leading authority on franchising; one of his first 
businesses was a franchised maid service. It was voted by TV's 
Live It Up as "Toronto's best run Maid Service". He has also 
helped over 30 entrepreneurs to set up their own manufacturing 
businesses from Halifax to Vancouver. 

Henry is also an accomplished mail order expert. His famous 
Close Out Merchandise Manual sold nationally by mail order, and 
his course on product sources has taught people, just like you, 
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where to find products below wholesale. 

Alongside his consulting business, Henry currently promotes 
an annual trade show "Business Marketplace", focusing on 
franchising and business opportunities, real estate, personal 
finance and investing. His last show had over I00 exhibitors from 
all over North America, along with over 80 seminars, ranging 
from "How to Start a Business" to "Investing in the Stock 
Market". 

We hope you benefit from Henry's Secrets of Success. and 
“Achieve Wealth, Security and Freedom As Your Own Boss” 
Remember;  “Believe and Achieve" 

Wishing Good Health & Wealth. 

Henry Tse & Associates 

 

Earnings Disclaimer: We see our subscribers, students, 
members and clients as an extension of our family, which is why 
we always treat them with respect and transparency.  

We don't believe in "get rich quick" style business programs. 
This book was All of our programs and those of our affiliates are 
intended to help you build a successful real estate investment 
and/or home based business but require desire, dedication and 
hard work from you.  

As stipulated by law, we cannot and do not make any 
guarantees about your ability to get results or earn money with 
any of the ideas, information, tools or strategies we share.  

Henry Tse & Associates 

4936 Yonge Street, Suite 250, 

Toronto, Ontario Canada M2N 6S3 

www.henrytse.ca 

© 2019  Henry Tse 

ISBN: 9781999060602  
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Starting An Import Business 

mporting is one of the hottest money making areas there 
are today. Unfortunately, few people know much about it. 
After all, few of us take importing A0l in high school (if 

there is such a course). I guess the government has also  done 
its  part to keep us in the dark. They'll bury you with  
information  on how to export but when it comes to importing 
they won't give you the time of day. You see they mistakenly 
believe that importing is bad for the country, bad for the trade 
deficit. 

So how do we do this? How do we get into the importing 
game? Well surprisingly it's not as difficult as most people think 
it is. 

First: Find Something to Import 

The first step is to find something to import. If you know 
what you 're looking for you may contact the consulates and 
Chambers of Commerce of various foreign countries. Ask 
them to send you a listing of their manufacturers who make 
the product you want to import. 

If you're not sure what kind of product you want to import 
then you can look through various foreign trade magazines such 
as "Trade Channels", "Made in Europe", "Trade Winds", and 
"Opportunity Magazine"; all of which are available through 
the Institute. These magazines are jam-packed with hundreds 
of products and business opportunities available from 
manufacturers around the world. 

Once you've found one or more products you're interested 
in, your next step is to make contact with the manufacturers. 
Professionals do this with a telex, usually followed  by a posted 
letter (you can get access to a telex number for  as low as $10 a 
month). 
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In your first communication, you’ll probably want to ask for 
a sample of the product, copies of product literature, pricing 
information, F.O.B. (free on board) point of export, and delivery 
and shipping information. 

The Customs Broker Is Your Friend 

Upon receiving this information, you should meet with a 
customs broker (listed under freight forwarders in the Yellow 
Pages). The broker will be able to handle all of the details for you. 
He'll also be able to point out potential problems as well as 
potential opportunities. He’ll work out such things as freight 
costs, insurance rates, duty and so forth. Given a final cost for 
your imported product, you can make a  decision as to whether 
or not you think it's profitable to go ahead and start importing it. 

In the meantime, you may have taken your initial product 
samples to a trade show, talked to potential buyers, or even 
interviewed targeted customer groups. In short, you've done 
a little market research. This is always a good idea in any business. 

In addition, you're going to start off importing very small 
quantities. There's no need to import a big container load. 
Instead, you can import as little as a few dozen when you 're 
just starting out. 

One last point. In most cases you’ll need to use a letter of 
credit to pay for the goods you 're importing. Simply contact the 
international department of your bank and they'll explain how 
this works and set it up for you. 
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Getting Exclusive Rights 

ne of the easier ways to get into your own business 
is to become a distributor of someone else's 
product(s) or service(s). In this kind of relationship, 

you're much like a commission sales agent getting paid a 
percentage based on what you sell. 

There are many small and medium sized manufacturers, 
for example, who cannot afford their own full-time salaried sales 
force. This is where you come in. In exchange for a commission, 
you offer to act as their sales agent in your particular territory. 
In other words, you'll take their product(s) and call on major 
department stores, independent retailers, and other major 
buyers; establish accounts with them; and begin taking orders. 

Distributor Vs. Agent 

Depending on how you structure it, you could operate 
as either a distributor or an agent. A distributor takes title to 
the goods. That is, he actually buys the goods at wholesale and 
carries the inventory. He then tries to resell the goods at a profit. 

The agent on the other hand, doesn't take title. He merely 
introduces buyer and seller, and takes a commission on the sale 
if the transaction goes through. Unlike the distributor, he's 
not stuck with the inventory if he can't sell the goods. 

Regardless, if you're acting as a distributor or an agent, 
the product(s) you are handling may require you to spend a 
considerable amount of time and money establishing accounts, 
and building a presence in the market. In these situations, you 
may want to draw up a written statement of the terms of the 
relationship between yourself and your suppliers. 

Drafting Your Supply Agreement 

You can begin drafting your supply agreement by stating 
in simple English: "I agree to do the following....", "You agree 
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to do the following....", "Together we agree to do....", etc. You 
can then have your draft reviewed by a lawyer. 

One of the basic features of a supply agreement is that it 
is often exclusive. This means that, among other things, the 
contract states that, within the territory specified, you are the 
manufacturer's representative or distributor. They will not sell to 
your customers directly (at least without you receiving a 
commission) or engage any other agents to compete against 
you. In other words, it establishes that every time their product 
is sold in your territory, a piece of the profit will be yours, 
making you the sole agent or exclusive distributor. 

Typical Contract Clauses 

Some of the common clauses in your sole rights agreement 
include the following (starting with what I call the 6 T' s): 

Time - this is the length or duration of the agreement, and 
the procedures regarding termination and disputes. 

Territory - this is the geographic region(s) covered by the 
agreement. It could be a single zip/postal code zone or an entire 
country (not necessarily your country). 

Technique - the marketing techniques and the target markets 
you are allowed (or disallowed) to utilize and go  after 
respectively. 

Terms - a series of clauses outlining the specific functional 
responsibilities of each of the parties covering things such as: 
reporting  requirements;   warranties   and   service;  patent   and 
trademark protection; shipping; labelling and packaging; 
payment terms; lead times; prices, mark-ups and commissions; 
promotion; etc. 

Target - the minimum sales target level that you must achieve 
and maintain, and the accompanying time table fo r  
implementation. 

Transferability - a clause dealing with your ability to assign 
sub- distributors, and to sell, license, or assign your rights 
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under the agreement to other third partners. 

Some other important aspects of the contract involve 
the definition of the product(s) to be handled and any 
restrictions regarding your handling of competing products. 
The clause outlining how much your  commission is, on what 
basis  it  is determined, and how it is to be paid, is very important. 
In addition, there is often a clause dealing with the level of 
effort. This is also known as a "best efforts" clause. 

Can Exclusive Rights Make You a 
Millionaire? 

Having the sole selling rights to a product or service by 
itself will not secure your financial independence. This is 
because the clauses dealing with minimum sales levels and the 
level of effort ensure that you’ll have to work for your money 
or the contract will be given to somebody else. The assignability 
clause also prevents you from trying to make easy money by 
simply selling your rights to others. 

Build A Relationship With Your Supplier 

A common mistake that beginners make is to ask a supplier 
for exclusive rights up front. Suppliers hate to receive letters that 
say, "Hi, I don't know you. You don't know me...I've never seen 
your product in my life. Please give me the sole rights. Signed: 
A Complete Idiot. P.S. Please send FREE samples." Letters like 
this are promptly deposited in the garbage can where they 
belong. 

I suggest that you not ask for the rights to a product up 
front but instead establish a relationship with the supplier 
first. Pay for some samples, and then test the product by 
taking it to some tradeshows and talking to some buyers. Then 
report back to the supplier with the results. He'll be impressed 
and feel that he's dealing with a professional. This is the time to 
mention sole rights. Take a lesson from Ronald Reagan; you 
can't negotiate a good agreement for yourself from a position of 
weakness. 
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Not Necessary In Every Situation 

Many times I've heard people say that you should never 
do anything in business unless you have exclusive rights or a 
proprietary interest in the product. This is simply not true. I've 
handled many products and made a great deal of money without 
even once considering getting the sole rights. This is because few 
products are totally exclusive. There are often many companies 
making the exact same thing. Not all products require a great deal 
of time and money to market, and often have a short life span. 
And, if you've done your homework on you suppliers credibility, 
a handshake is often as good as a contract. 

In any event, having the sole rights to a product certainly 
won't hurt if you can get them for nothing. But remember, you 
can get started without them. 

The Best Agreement is Honesty and 
Good Faith: Do Your Homework 

Even if you have an exclusive rights contract, there is no 
guarantee that your suppliers will honor it. These agreements 
are difficult to enforce and can be sabotaged easily. Your best 
bet is to do your homework on your suppliers. Check 
references, conduct a credit check, and most importantly, try 
to meet with them personally at their place of business. The key 
to  all contracts is the good faith of the parties. Your goal is to 
build a relationship of trust and friendship. 

I see many people at my seminars who have sole rights 
contracts that are not worth the paper they're printed on. These 
people failed to do their homework. They didn't check out their 
suppliers. Often, there is another supplier that is much cheaper. 
What's more, their contract is often with another distributor (one 
of many), not the original manufacturer. This usually makes 
it worthless because the distributor doesn't have the authority  
to grant such rights. 

 


