
HF 
3227 

,C35 

1981 

Michigan 
& Indiana 

4% 
44 ir

eoz1/4# 

1/46‘ 
>frn 	? 

0 

111111Ati1111 
ICHIGAN AND INDIANA 



• SAULT STE. MARIE 

MENOMINEE 

• 

• 
SAGINAW 

FLINT • GRAND RAPIDS 
• 

LANSING 
• 

DETROIT 

• 
ANN ARBOR 

TOLEDO 

SOUTH BEND 

FORT WAYNE • 

INDIANAPOLIS 
• 

EVANSVILLE • 

• + 
Government 
o 	

Gouvernement 
f Canada  du Canada 

Industry, Trade 	Industrie 
and Commerce et Commerce 



TRADE OFFICE RESPONSIBLE: 

Detroit 

MARKETS FOR CANADIAN EXPORTERS 

MICHIGAN AND INDIANA 

TOTAL TRADE TERRITORY: 

City of Toledo, Ohio, 

and 

States of Michigan and Indiana 
(except for the five northwest Indiana counties) 

FOR FURTHER INFORMATION: 

Commercial Division 

Canadian Consulate 
1920 First Federal Building 
1001 Woodward Avenue 
Detroit, MI 48226 

Tel: (313) 965-2811 

Telex: 00230715 (DOMCAN DET) 

U.S. Market Development Bureau 

Department of Industry, Trade 
and Commerce 

Ottawa, Ontario 

K1A OH5 

Tel: (613) 593-5467 

Telex: 053-4124 

Canad3 



Ottawa, Canada 1981 



CONTENTS 

PAGE 

I. GENERAL  	5 

II. ECONOMY AND INDUSTRY  	7 

III. SELLING IN THE DETROIT TERRITORY  	11 

IV. SERVICES FOR EXPORTERS  	15 

V. CUSTOMS REGULATIONS AND DOCUMENTATION  	16 

VI. YOUR BUSINESS VISIT TO THIS TERRITORY  	25 

VII. USEFUL ADDRESSES 	27 

VIII. STATISTICS  	30 





5 

I. GENERAL 

Area and Population 

The trade territory covered by the Canadian consulate in Detroit embraces the state of Michigan 

(147,687 km 2 ; 57,022 square miles); Metropolitan Toledo, Ohio, and the State of Indiana (93,994 

km2; 36,291 square miles) with the exception of the five northwestern Indiana counties. The 

1979 population estimates are: 

Population 

Michigan 	 9,223,100 

Indiana 	 5,386,400 

Metropolitan Toledo 	 784,900 

15,394,400 

Population of Principal Metropolitan Areas 

MICHIGAN: 	Detroit 	 4,371,900 

Grand Rapids 	 587,700 

Flint 	 522,500 

Lansing (Capital) 

— East Lansing 	 464,200 

Ann Arbor 	 258,600 

Saginaw 	 227,700 

INDIANA: 	Indianapolis (Capital) 	 1,168,100  

Fort Wayne 	 374,600  
South Bend 	 294,300  
Evansville 	 278,900  

Climate 

The climate is typical of the northern United States: varied and changeable, with moderately 
heavy snowfalls in winter and some days of great heat and humidity, with thunderstorms in 
summer. In Detroit, wide seasonal swings are tempered by proximity to the Great Lakes. 

Local Time 

Michigan and Toledo, Ohio observe Eastern Standard and Daylight Saving Time (as do Ontario 

and Quebec). 

Indiana maintains Eastern Standard Time year round. 



1 U.S. pint 

1 U.S. quart 
1 U.S. gallon 

1 Imperial gallon 

16 fluid ounces 

32 fluid ounces 
128 fluid ounces 

1.2 U.S. gallons 

473.1 millilitres 

946.2 millilitres 

3.8 litres 

4.5 litres 
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Weights and Measures; Electricity 

United States measures that differ from those used in Canada are: 

Electricity for domestic use is supplied at 115 volts, 60 cycles AC. 

U.S. Federal Public Legal Holidays* 

New Year's Day 

Washington's Birthday 

Memorial Day 
Independence Day 

Labor Day 
Columbus Day 

Veterans Day 

Thanksgiving Day 

Christmas Day 

January 1 

February, third Monday 

May, last Monday 
July 4 

September, first Monday 

October, second Monday 

November 11 

November, fourth Tuesday 

December 25 

*You should check with the Canadian consulate regarding any local public holidays that might 

affect your business trip. 

The Canadian consulate observes a total of 11 statutory holidays made up of some American 

and some Canadian holidays. 

Historical Background 

Michigan 

Detroit, strategically located on the Great Lakes water route, was founded in 1701 by Antoine de 

la Mothe Cadillac as a fur-trade post. In 1760 it was occupied by the British, who held it until 

1796 — the last British stronghold in the United States. Michigan was admitted as a state in 

1837. 

Indiana 

"The Hoosier State" was first visited by the French explorer Robert Cavelier de La Salle, who 

established many trading posts in the territory. England won control of it in 1763, following the 

French and Indian War, and left in 1779. Indiana was admitted into the Union in 1816. 
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II. ECONOMY AND INDUSTRY 

Industry 

Michigan 

Michigan ranks fifth in the nation in terms of value added by manufacture, with a total of $37.6 

billion in 1977. Estimated total personal income in 1979 was $87.5 billion. 

Michigan being the headquarters for the American automobile industry, it is not surprising that 

transportation equipment accounts for about 40 per cent of its total manufacturing activity. 

Other major manufacturing sectors are machine tools, foundry products, metal stampings, 

drugs and chemicals. That highly diversified manufacturing activity has endowed Michigan 

with yet another prime resource: its world-famous pool of technological skills. 

The Detroit area accounts for about half the population and production of Michigan. It is a major 

banking centre, and its port has the second highest level of collections of all U.S. Customs 
districts. 

Indiana 

In 1977, Indiana ranked ninth in value added by manufacture ($22.7 billion). Total personal 

income was estimated at $47.4 billion in 1979. Machinery — particularly electrical and trans-

portation equipment — accounts for about one-third of total manufacturing. Important steel 

mills are concentrated in the north, and major electronic firms and vehicle manufacturers are 
also active in the state. Other major industries are mobile homes and fabricated metal products. 

Toledo 

Toledo is one of the ten largest ports in the United States, and ranks first among shippers of 
soft coal. It is conveniently located on Lake Erie, 96 kilometres (60 miles) southwest of Detroit. 
Major industries are auto parts, transportation equipment and plate glass. It is also an important 
distribution centre for farm produce. 

Agriculture 

Michigan 

According to the 1980 U.S. Statistical Abstract, Michigan's 63,000 farms produced crops that 
fetched a total of $2.5 billion in revenue. The state is a leading producer of dry beans, wheat, 
cherries and apples. 

Indiana 

Hogs and corn are the two main sources of farm income in Indiana. The 1980 U.S. Statistical 

Abstract shows Indiana's 88,000 farms as reporting product sales of four billion dollars. The 

state is the nation's largest producer of corn for popping. Other major crops are soya beans, 

winter wheat and burley tobacco. 
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Natural Resources 

Michigan 

Edged as well as divided by four Great Lakes, Michigan enjoys the most abundant water 

resource of any state. The state also has 11,000 inland lakes and 57,900 kilometres (36,000 

miles) of rivers and streams. Mineral production was estimated at $2.3 billion in 1979. The 

southern part of the peninsula is connected to the world's largest salt deposit, which extends to 

southern Ontario. Michigan is also an important producer of iron ore, cement, copper and 

magnesium. 

Oil and gas reserves are modest, and there is no hydroelectric potential. Timber reserves, once 

plentiful, have been severely depleted in the south due to industrial development and are now 

concentrated in the northern area of the state. 

Indiana 

Coal, petroleum and natural gas account for about 47 per cent of Indiana's total mineral produc-

tion. There are also important deposits of sand, gravel, sandstone and clay. Indiana also leads 

the nation in the production of building stone, supplying approximately 80 per cent of building 

limestone used in the United States. 

Trade With Canada 

Basically, Michigan and Indiana use raw materials and components and ship finished products. 

Major Canadian exports to the two states are natural gas, softwood lumber, wood pulp, news-

print paper, petroleum and coal products, passenger automobiles and chassis, trucks (and 

truck tractors and chassis), motor vehicle engines and parts, and motor vehicle parts other than 

engines. Canadian trade with Indiana is relatively modest compared to that with Michigan. In 

1980, more than 12 per cent ($9.1 billion) of Canada's total world exports ($74.2 billion) were 

absorbed by Michigan. More than half of Michigan's foreign trade is with Canada. 

Transportation Services 

Rail 

There are 10,678 kilometres (6,635 miles) of mainland track in Michigan, and six rail ferries cross 

Lake Michigan, bypassing Chicago. Indiana has a total of 10,592 kilometres (6,582 miles) of 

track. 

Canadian National Railways and the Canadian Pacific Railway have connecting services with 

affiliated lines in the two states as well as pool arrangements with other lines and the use of 

American rail facilities. 

The names and addresses of the major railroad companies operating in Michigan and Indiana 

are: 

Michigan 

Ann Arbor Railroad Co. 

Canadian National Railways 

1348 Buhl Building 	 (313) 964-3767 

Detroit, Michigan 

131 West Lafayette 	 (313) 962-2260 

Detroit, Michigan 



1424 Ford Building 

615 Griswold 
Detroit, Michigan 

131 West Lafayette Boulevard 

Detroit, Michigan 

1 Parklane Boulevard 
Dearborn, Michigan 

(313) 963-7820 

(313) 962-2260 

(313) 336-9600 

Indiana 

Michigan City, Indiana 	 (219) 874-4221 

115 Twelfth 
Detroit, Michigan 

(313) 496-1850 

One Northland Plaza 

Southfield, Michigan 

(313) 552-5000 

Ferdinand, Indiana 	 (812) 367-1120 

428 Merchants Bank Building 	(317) 632-5361 
Indianapolis, Indiana 

1103 East 28th 	 (317) 923-2511 
Indianapolis, Indiana 

Chamber of Commerce Building (317) 634-2515 
Indianapolis, Indiana 

505 Merchants Bank Building 	(317) 639-1424 
Indianapolis, Indiana 

Road 
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Canadian Pacific Railway 

Grand Trunk Western 

Railroad Company 

Detroit, Toledo & Ironton 

Railroad Company 
(to be purchased by Grand Trunk) 

Norfolk and Western Railway 

Chessie System 

Chicago, South Shore 
& South Bend 

Ferdinand Railroad Company 

Illinois 
Central Gulf Railroad 

Seaboard Coastline 

Louisville 
& Nashville Railroad 

Southern Indiana 
Railway, Inc. 

Southern Railroad System 

Michigan and Indiana have respectively 1,770 and 1,850 kilometres (1,100 and 1,150 miles) of 
designated interstate freeways. Additionally, Michigan maintains 14,800 kilometres (9,200 
miles) and Indiana 18,185 kilometres (11,300 miles) of state highways. 

Commercial Canadian vehicles operating on United States highways are subject to local regula-
tions that may vary, depending on the state or province of vehicle registration. The Michigan 
Public Services Commission requires commission plates on all commercial carriers entering 
Michigan. The plates can be obtained from Secretary of State offices, scale stations, or the 
Office of Motor Transportation in Lansing. Ontario trucks are allowed a permit good for only one 

trip into the state, at a cost of $20. Trucks from all other provinces are allowed 10-day permits at 

the same cost. 

Canadian trucks may purchase Michigan licence plates at costs based on GVW rating. In addi-
tion, the state collects a diesel fuel tax, calculated on the basis of miles driven in state and flat 
mile-per-gallon average. Gasoline consumption is recorded voluntarily but the records are 
subject to random audit by state authorities. 



10 

Under a recent ruling by the Interstate Commerce Commission (ICC), commercial truck zones 

for all U.S. cities with a population of more than 1,000,000 have been extended to 20 miles 

beyond those cities' corporate limits, thus increasing access to the Greater Detroit area for 

Canadian common carriers. The ruling also specifies that the zone will include, in its entirety, 
any city whose corporate limits lie within the extended limits. 

Canadian commercial vehicle operators wishing detailed information on up-to-date require-

ments in Michigan, Indiana or Ohio should contact: 

Title and Registration 

Division 
Department of State 

Lansing, Michigan 

or 

Michigan 

Department of State 

Secretary of State Office 
312 Michigan Avenue 

Detroit, MI 48226 
Tel: (313) 963-8250 

Registration of Vehicles 

Bureau of Motor Vehicles 
325 State Office Building 

Indianapolis, IN 46204 

Tel: (317) 633-4828 

Department of Highway Safety 
Bureau of Motor Vehicles 

4300 Kimberley Parkway 

Columbus, OH 43227 
Tel: (614) 466-2130 

Waterways 

Michigan relies more heavily on water transport than most states. The Detroit River is one of the 

world's busiest waterways and in 1978, according to figures from the U.S. Army Corps of 
Engineers, the port of Detroit handled 25 million short tons. Other busy Michigan ports are 
Muskegon, Port Huron, Sault Ste. Marie and Bay City. 

Indiana has only a limited waterfront on the shore of Lake Michigan. Its port — Burns Waterway 
Harbor, in the northwest corner — was completed in 1969 and provides berth for even the 
largest oceangoing ships plying the Great Lakes. Transit to the inland waterways is facilitated 

by barges operating on the Ohio and Mississippi Rivers. 

Toledo is a major port specializing in bulk loading of commodities. 

Airlines 

Major airlines such as American, Delta, Trans World, United, North Central, Pan Am and Eastern 
serve the larger cities in Michigan and Indiana as well as the city of Toledo. They operate from 

Detroit's Metro Airport. Wright Airlines is the only airline using Detroit City airport. 

Air Canada has excellent daily connections from nearby Windsor, Ontario to a number of 

Canadian centres. Nordair flies from Windsor to Hamilton, Ottawa and Montreal. 
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III. SELLING IN THE DETROIT TERRITORY 

Export Opportunities 

Already substantial sales of Canadian goods in the territory notwithstanding, tremendous 

potential exists for new Canadian exporters and new Canadian products. Buyers are interested 

in almost any item that can compete in quality, distinctiveness and laid-down price. Canadian 

suppliers may benefit from the fact that many existing U.S. supply sources are more distant 

from this territory than some of their potential Canadian competitors. Consumption patterns in 
the territory resemble those in Canada, and incomes are relatively high. Further, the area's 
proximity to Canada, and its wide-ranging industrial activity, make it a logical market for Cana-

dian exporters. 

There are 22 companies listed in Fortune magazine's Directory of the 500 Largest U.S. Industrial 

Corporations that have their headquarters in the Detroit Standard Metropolitan Statistical Area. 

Twenty companies with headquarters in Detroit have annual sales of $100 million or more. Each 

of the 58 firms in the area employs 1,000 or more people. 

Because the Detroit area is considered the automotive centre of the world, many other indus-
tries in the state are often unwisely overlooked. Companies in Michigan are involved in the man-
ufacture of aerospace components, baby food, industrial chemicals, pharmaceuticals, indus-

trial ovens, computers, business machines, a wide variety of machine tools (including highly 

sophisticated ones), bathroom fixtures, plumbing hardware and furniture. 

Though the auto industry suffered a severe sales downturn in 1980, the general prognosis for 
selling to the industry remains good owing to the large amounts of capital auto manufacturers 
are committing to meet the increased demand for smaller, fuel-efficient automobiles. General 
Motors alone is committing $40 billion to changes, in its plants and machinery, as well as 
retooling, by 1984. Purchases throughout the industry will include machinery, quality control 
equipment, process control equipment, robot controlled assembly lines, and a vast array of 

mass produced components. 

The housing construction industry has been in a slump since late 1979 in Michigan and Indiana, 

as it has throughout the U.S. On the other hand, the home-improvement market is still strong. 

The energy tax credit has helped sustain the demand for replacement windows, fireplace doors, 

insulation and other energy saving items and devices. 

Canadian companies can also look for opportunities in an expanding market for office systems 
and contract office furniture. 

Defence Products 

Access to the U.S. defence equipment market is facilitated by the terms of the Canada-U.S. 
Defense Development and Defense Production Sharing Arrangements, under which Canadian 
defence equipment can be imported into the U.S. free of both duty and Buy America restric-
tions. Local buyers will therefore evaluate Canadian firms on the same price-quality-delivery 
formula they apply to their U.S. suppliers. 
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Information on marketing to the U.S. Department of Defense, and U.S. defence contractors, and 

on the Canada-United States Defense Sharing Arrangements, can be obtained from: 

Chief, U.S. Division 

Defence Programs Branch (32) 

Department of Industry, Trade and Commerce 
235 Queen Street 

Ottawa, Ontario 
Canada K1A 0H5 

Tel: (613) 995-7386 

Headquarters of the U.S. Army Tank Automotive Command are located within the Detroit trade 

office territory and provide opportunities for suppliers of vehicle systems and for aftermarket 

auto components (i.e. components for trucks, trailers and off-highway equipment). It should be 

noted that many of the American companies supplying vehicles and components to the heavy-

auto sector are also suppliers to the military. There are also some opportunities for research 

and development in the military vehicle sector. 

The Department of Industry, Trade and Commerce maintains an office at Headquarters, U.S. 

Army Tank Automotive Command, in order to assist Canadian exporters in penetrating this 

market. The office's address is: 

Canadian Defence Production Liaison Office 
U.S. Army Tank Automotive Command 
CDDPL-DT 

Building 231, Room 120 

Warren, MI 48090 
Tel: (313) 574-5233 

The Canadian Commercial Corporation (CCC) receives bid packages from the procuring military 

agencies; thus, suppliers should establish contact with the CCC to obtain information on such 

opportunities. Suppliers can receive bid packages directly from agencies with which they have 

formally registered but, as a rule, responses to direct solicitations must be submitted through 

CCC. 

The Canadian Image 

Canadian suppliers can take advantage of the fact that many U.S. firms do not regard Canadian 

products as "foreign" and, consequently, buy and invoice them through domestic purchasing 

departments. Proximity to Canada, coupled with personal and corporate connections, can help 

attain competitive transportation costs and delivery times. They also tend to make U.S. buyers 

receptive to the idea of purchasing on the same basis as from domestic U.S. sources. None-

theless, Canadians should expend full marketing efforts to establish acceptance of their 

products on the basis of design and quality. 

Before selling to the United States, Canadian companies should be prepared to: 

1) Pursue business on a continuing basis; 

2) expend more effort than they might in Canada on making a favourable first impression; 

3) quote, deliver and follow up aggressively in competition with U.S. suppliers. 
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The Initial Approach 

The best introduction is a personal visit. A representative or distributor may be appointed later 

but, initially, large-volume buyers prefer to meet their prospective suppliers personally. 

Appointments with individual buyers are often necessary. As a matter of good form, it is usually 

advisable to start with the director of purchasing or his equivalent and, through him, meet the 

actual buyers. Advance notification is advisable in such cases. 

It is important to make a complete presentation on the first call. The presentation should 

include literature, specifications, samples if possible; and all the price, delivery and quality-

control information a buyer requires to evaluate your company's capabilities against his current 

sources. Many buyers keep up-to-date records on their suppliers. You will make a favourable 

impression if, at the time of your first visit, you provide a résumé including the following: 

— Your (company) name, address and telephone number; 

— name, address and telephone number of your local representative (if you 

— the year in which your firm was established; 

— size of your plant; 

— number of employees; 

— principal products; 

— geographical location of your plant; 

— a description of your production facilities and procedures; 

— available transportation facilities; 

— approximate volume of your annual sales; 

— a list of customers you consider representative; 

— a statement of your financial and credit ratings. 

have one); 

We suggest that, before you visit the territory, you write to the Canadian Consulate, 

Commercial Division, 1920 First Federal Building, 1001 Woodward Avenue, Detroit, MI 48226, to 
obtain preliminary information on local opportunities. Your letter should contain the following 
information: 

1) A summary of your past experience, if any, in this market; 

2) the channel of distribution you wish to pursue; 

3) prices, in U.S. dollars f.o.b. factory, but particularly c.i.f. Detroit or an American port of entry; 

4) delivery time scheduling from date of receipt of order; 

5) warranty offered; 
6) rate of commission to a manufacturer's representative or percentage discount structure for 

a distributor. 

Reciprocal Visits 

Many buying organizations check out new vendors' facilities personally before making long-
term commitments. If the buyers don't come as a matter of course, it is good sales strategy to 

invite them. 
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Following Up Your Initial Sales Call 

American buyers, particularly in the motor vehicle field, expect to be called upon more fre-

quently than their Canadian counterparts — perhaps as often as every two weeks at peak 
buying times. Canadian exporters lacking the necessary sales force can solve the problem by 
appointing a manufacturers' representative or selling through brokers, jobbers or distributors, 
as needed. 

Price Quotations 

Quotations should be submitted both laid-down, buyer's warehouse (or factory), or an American 
port of entry; and f.o.b. Canadian plant, exclusive of Canadian sales and excise taxes. Always 
quote in U.S. funds unless specifically requested otherwise. The landed price should include 
transportation charges, U.S. customs duties if applicable, brokerage fees, and insurance. The 

quotation's format should match that of quotations from United States suppliers. Buyers 
cannot be expected to understand, or be sympathetic with, customs duties or other matters 
peculiar to Canada-U.S. transactions: that responsibility is solely the Canadian exporter's and a 
"cost" of doing international business. 

Canadian exporters may not be granted the sort of opportunity for renegotiating initial quota-

tions that they have been accustomed to in Canada. Since U.S. buyers must often work to 

tighter purchasing deadlines and target prices than their Canadian counterparts, they may have 
to accept the first bid as final. 

The Manufacturers' Representative 

The commission agent or salesman is more commonly used as a sales channel in the United 
States than in Canada and, in the Detroit area, that is especially true in the automotive industry. 
The better "reps" are highly qualified by education, training and experience. They know their 
customers and call regularly — not only at the buying level, but on the engineering, design and 
quality control offices as well. Thus they work in advance of model-year buys and follow up on 
use of their client's product. 

Use of a representative offers many potential advantages, among them economy, closer 

(sometimes social) contact with buyers, and nearness to the scene of latent problems. ITC's 
Detroit trade office maintains information on most manufacturers' representatives operating in 
Michigan, Indiana and Toledo, Ohio and can make suitable suggestions to Canadian manu-
facturers. 

Delivery 

Delivery must be exactly to customer's specifications, which can be stringent in the United 

States. Many U.S. plants work on inventories as short as one or two days, and could be shut 

down by a delay of a few hours. Late delivery is one of the surest ways of not being asked to 
quote again. 
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IV. SERVICES FOR EXPORTERS 

Banking 

There are no Canadian bank representatives in Michigan, Indiana or Metropolitan Toledo, but 
Canadian branches in Windsor, Ontario are in constant contact with their American counter-
parts. In addition, the international divisions of the Canadian banks in Montreal and Toronto can 

assist exporters. Please refer to Section VII, "Useful Addresses" for a listing of prominent 
banks and customs brokers serving this market territory. 

Patents, Trademarks and Copyrights 

General 

An information booklet entitled General Information Conce rn ing Patents is available from the 

Superintendent of Documents, U.S. Government Printing Office, Washington, DC 20302, at a 
cost of 20 cents. 

Patents 

All business with the patent office should be transacted in writing, with all letters addressed to 

the Commissioner of Patents, Washington, DC 20231. 

U.S. patent laws make no reference to the citizenship of an inventor, although, with some 
exceptions, it is the inventor who must make application for patent and sign related papers. 

Most inventors use the services of patent attorneys or patent agents. The patent office cannot 
specifically recommend attorneys or agents but does publish a list of all those who are willing 
to accept new clients. They are listed by states, cities and foreign countries. 

Trademarks 

A trademark relates to the name or symbol used in trade to indicate the source or origin of 
goods. Trademark rights will prevent others from using the same trademark on identical goods 
but do not prevent anyone from making similar goods without the trademark. 

The procedure relating to registration of trademarks is given, along with some general informa-
tion on trademarks, in a pamphlet entitled General Information Concerning Trademarks, which 
can be obtained from the U.S. Patent Office. 

Copyright 

Copyright protects the writings of an author against plagiarism. The copyright law also protects 
literary, dramatic, musical and artistic works and, in some instances, also confers performing 
and recording rights. The copyright shields the form of expression rather than the subject 
matter. 

(Note: Copyrights are registered in the Copyright Office in the Library of Congress: the Patent 
Office has nothing whatever to do with them. Relevant information may be obtained from: 
Register of Copyrights, Library of Congress, Washington, DC 20540.) 
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Licensing and Joint Ventures 

If you wish to market a patented invention or product in the United States, either under a joint-

licensing agreement or some other arrangement, the Canadian consulate in Detroit can help 

you choose a firm specializing in patent and marketing services. 

The Canadian - American Commercial Arbitration Commission 

The commission is often referred to in standard commercial contracts between Canadian and 

American companies. In case of disagreement, the Canadian firm simply refers to the Canadian 

Chamber of Commerce, 1080 Beaver Hall Hill, Montreal, Quebec, H2Z 1T2, and the American 
firm refers to the American Arbitration Commission, 140 West 51 St Street, New York, NY 10020. 

V. CUSTOMS REGULATIONS AND DOCUMENTATION 

U.S. Exports to Canada 

Enquiries concerning the importation of U.S. products into Canada should be addressed to the 

United States Embassy, 100 Wellington Street, Ottawa or the U.S. consulate or consulate 
general in Vancouver, Calgary, Winnipeg, Toronto, Montreal, Quebec, Saint John, Halifax or 
St. John's. 

Canadian Export Documents 

All Canadian exports to the United States, even when accompanying returned American mer-
chandise, must be accompanied by Canada Customs export form B-13. Canada Customs 

requires three copies at the time of exportation, but it is wise to prepare at least five. Unless 

otherwise specified on the B-13, two numbered copies will then be returned to the exporter, 
who is then to submit a form C-6 for additional certified copies of the B-13 should the goods be 

returned to Canada for any reason. Two numbered copies of the B-13 must always accompany 

the Canada Customs entry as proof of export. B-13 forms may be obtained from Canada 

Customs. 

U.S. Customs and Market Access Information 

The market information a Canadian exporter needs in order to succeed in the U.S. market falls 
into two basic categories: Customs and non-Customs. Available Customs information covers 

subjects such as documentation, tariff classification, value for duty and rates of duty, while 

non-Customs information relates to the many U.S. laws affecting imports such as food and 
drugs, consumer product safety, environmental protection and so on. Exporters are strongly 
urged to obtain all market access information on new products they may wish to market in the 
U.S. from the office of United States Relations of the Department of Industry, Trade and Com-

merce, in Ottawa. The office is constantly liaising with U.S. Customs and other agencies on 

behalf of Canadian exporters and, over the years, has developed an in-depth knowledge of the 
interpretation and implementation of regulations governing entry into the United States. 

Office of United States Relations 
Department of Industry, Trade and Commerce 
235 Queen Street 

Ottawa, Ontario 
K1A OH5 

Tel: (613) 996-5471 

The address is: 
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U.S. Customs Regulations and Documentation, Tariff Classification 

and Value for Duty 

Request for Prospective Rulings 

The office can obtain a prospective customs ruling from Washington or New York on behalf of 
Canadian exporters for articles that have not yet been exported and are not currently being con-

sidered by U.S. customs provided the following information is supplied. (Failure to comply will 

result in delays and difficulties for the exporter). 

a) A written request, signed by a person who has a direct and demonstrable interest in the 
question, indicating that the merchandise or subject of the request has not previously, or is 

not now, under consideration by any U.S. customs field office. 

b) All facts relating to the transaction, such as names and addresses and other information 

identifying all interested parties (if known), the probable port of arrival in the United States, 

and a description of the transaction relating explicitly to the requested ruling. 

Tariff Classification Ruling 

In addition to a and b (above), the following information is required for a tariff classification 
ruling: 

1) A complete description of the article; 

2) the chief use of the article in the United States; 
3) its commercial, common, or technical description; 
4) metal, wood and mineral objects and combinations of those materials should include a 

statement (by weight and volume) of the relative quantity and value of each in order to 

determine the material in chief value and weight; 
5) textile materials and articles should be identified as in (4) and include the method of con-

struction (e.g. knit or woven), the fibres present in percentage (by value) and, in the case of 

wearing apparel, for whom it is designed to be worn; 
6) chemical products should be identified by their specifications and chemical analysis, and 

accompanied by a sample for U.S. customs use. Particular reference should be made to any 

part of the formula consisting of a benzenoid chemical or its derivative, stating the function 
of such chemical in the product; 

7) photographs, drawings or other illustrations of the articles should be submitted when 
samples are not sent. 

Valuation Ruling 

In addition to a and b (above), the following information is required for a valuation ruling: 

1) All information required on a U.S. special customs invoice form 5515; 
2) the nature of the transaction (whether f.o.b. or c.i.f., ex factory, or some other arrangement); 
3) relationship between the parties (if any), whether the transaction is at arm's length (i.e. 

between unrelated parties), and whether an agency situation exists, as well as an explana-
tion or copy of any agreement, contract, or other relevant document. 

(Note: Privileged or confidential information should be clearly identified as such and an expla-
nation provided as to why it is considered confidential.) 
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Request for Internal Advice Rulings 

Part 177.1(a)(2) of the Customs Regulations of the United States requires that questions arising 
in connection with current or completed transactions should be resolved by means of an 
internal advice procedure at the port of entry. The request for an internal advice ruling can be 

filed by either the importer or his customs broker. U.S. customs field office personnel will 
review the request and notify the importer of any points with which they may not agree. 

The office can provide valuable assistance and suggestions regarding points of law and 
previous customs practice that may support the importer's case. 

Requests for advice from the office should contain: 

1) Copies of all documents related to entry of the merchandise to which the request refers, 
including documents issued by U.S. customs. 

2) A statement of all facts commercially relevant to the transaction, such as domestic and 
foreign billing practices, price-list terms, end use of the goods, literature, drawings, illustra-
tions, method of shipment and all other pertinent facts. 

3) A statement generally following the outline given in the Request for Prospective Ruling. 

U.S. customs may, at its discretion, refuse to consider a request for internal advice. If the 
importer wishes to protest, he may request a protest review decision. 

Request for Protest Review 

VVhen an importer wishes to contest a decision by U.S. customs authorities, he may request a 
protest review within 90 days from the date of liquidation. The Office of U.S. Relations can 
assist the importer and his broker by providing advice and suggestions on the sort of informa-
tion that can be used to buttress the importer's case. 

Entry at Customs 

Goods may be entered "for consumption" at the land or sea port of arrival, or transported in 

bond to an inland port of entry and cleared there. 

For transportation, an immediate transportation entry (I.T.) must be filled out at the port of 

arrival by either the consignee, the carrier, the American customs broker, or any other person 

having a demonstrable interest in the goods. Canadian exporters assuming responsibility for 

entering the goods may find that there are advantages in having shipments entered "for con-
sumption" at the nearest (or most convenient) port of arrival. That enables the exporter to 
remain in close touch with the broker and U.S. customs at that port of entry. When the U.S. 

purchaser intends making his own entries, however, it may be more convenient to have the 
goods transported in bond from the port of arrival to the interior port nearest the importer. 
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Who May Enter Goods 

Goods may be entered by the consignee, his authorized employees, or his agent. The only 

agents who can act for importers are licensed U.S. customhouse brokers. They prepare and file 

the necessary customs entries and arrange for payment of duties and release of goods. 

Railway express companies or other carriers may, in certain cases, enter packages through 

customs on behalf of the exporter. If there is some difficulty or special problem connected with 

a shipment, the carriers may turn the matter over to an American customs broker at the expor-

ter's expense. 

Goods may be entered by the consignee named on the bill of lading, or by the holder of the bill 

of lading when endorsed by the consignee. When the goods are consigned "to order," they may 

be entered by the holder of the bill of lading if it is endorsed by the consignor. In most 

instances, entry is made by a person or firm certified by the carrier to be the owner of the goods 

for customs purposes. When goods are not imported by a common carrier, possession at the 

time of arrival in the United States is sufficient evidence of the right to make entry. 

A non-resident of the United States may enter his own goods, as may a non-resident partnership 
or a foreign corporation, but the surety on any customs bond required in such cases must be 
incorporated in the United States. When merchandise is entered in the name of a Canadian 

corporation, that corporation must have a resident agent in the state of entry who is authorized 

to accept service of process in the corporation's behalf. 

In general, customs clearance will be smoother if you contact a licensed U.S. customs broker, 

who will outline the services he can provide and give your particulars on brokerage fees and 
other related matters. 

Documentation 

Normally, the only documents required when shipping to the United States are a bill of lading, a 
special U.S. customs invoice 5515, and a commercial invoice. Typewritten documents are pre-
ferred; in any case, they must be legible. 

(Note: Do not use red ink to fill out documents.) 

Bill of Lading 

Normally, U.S. customs authorities require a bill of lading for Canadian shipments. The 
shipping receipt may be accepted instead if U.S. customs is satisfied that no bill of lading has 
been issued. Entry and release of merchandise may be permitted without the bill of lading if 
satisfactory bond is given in a sum equal to one and one-half times the shipment's invoice 
value. A carrier's certificate or duplicate bill of lading may be acceptable in certain cir-
cumstances. 
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Invoice 

Shipments valued at more than $500 and subject to an ad valorem rate of duty, conditionally 

free of duty, or subject to duty depending in some manner on the value of the goods, should be 

accompanied at entry by a U.S. customs special invoice (form 5515) and a commercial invoice. 

Copies of the commercial invoice are sufficient for shipments with an aggregate value of less 

than $500, duty-free shipments, or shipments of articles subject to specifc rates of duty. 

Completing Form 5515 

U.S. customs forms 5515 can be purchased from commercial stationers or obtained free of 

charge from U.S. consular offices in Canada. While only one copy is required by U.S. customs, 

three are usually forwarded: one for use by U.S. customs when the goods are examined, one to 

accompany the entry, and one for the American custom broker's file. District directors of U.S. 

customs are authorized to waive production of special and commercial invoices if they are 

satisfied that the importer, due to conditions beyond his control, cannot furnish a complete and 

accurate invoice; or that a classification, appraisement and liquidation can properly be made 

without presentation of such an invoice. In such cases, the importer must file: 

1) Any invoice received from the seller or shipper; 

2) a statement pointing out in exact detail any inaccuracies or omissions in such an invoice; 

3) an executed pro forma invoice; 

4) any other information required for classification or appraisal. 

Special information is, at times, required with respect to certain classes of goods when either 

the customs or commercial invoice does not provide sufficient information to permit 

classification and appraisal. 

Packing List 

U.S. customs require three copies of a detailed packing list indicating what is in each box, 

barrel or package. If the shipment is uniformly packed, this can be stated on the invoice 

indicating how many items are in each container. 

Payment of Duties 

There is no provision for prepayment of duties in Canada before exportation to the United 

States, but the Canadian exporter may arrange for payment by an American customs broker or 

other agent, and thus be able to offer his products to U.S. buyers at a duty-paid price. 

Liability for payment of duty usually becomes fixed at the time an entry summary (either for 

consumption or warehouse) is filed with U.S. customs. The liability is fixed, but the amount of 

duty is estimated only at the time of the original entry. When the entry is liquidated, the final 

rate and amount of duty are ascertained. The person or firm in whose name the entry is filed is 

responsible for payment. 
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Temporary Free Importation 

Certain articles not imported for sale may be admitted into the United States under bond and 
duty free. 

In most cases, such articles must be exported within one year of the date of importation. Upon 
application to the district director, this period may be extended for a maximum of three years. 

Such articles may include: 

— articles for repair, alterations or processing (but not manufacture); 
— manufacturers' models of women's wearing apparel; 

— samples intended for order-taking only (exclusive of photo-engraved printing plates for 
reproduction); 

— motion picture advertising films; 
— articles for testing, experimental or review purposes (plans, blueprints and photographs for 

use in study or for experimental purposes may be included). In such cases, satisfactory 
proof of destruction resulting from the tests, in the form of a proper affidavit, will release 
the importer from the obligation to re-export; 

— containers for merchandise during transportation; 
— models imported by illustrators and photographers for use solely in illustrating; 
— professional equipment, tools of trade, repair components for equipment or tools admitted 

under this item, and camping equipment; all the foregoing imported by, or for non-residents 
sojourning in the United States and for use by them; 

— articles of special design for use temporarily and exclusively in the production of articles 
for export; 

— works of art, photographs, philosophical and scientific apparatus brought into the U.S. by 
professional artists, lecturers or scientists for use in exhibition and promotion of art, 
science and industry; 

— automobiles, automobile chassis, automobile bodies — finished, unfinished or cutaway — 
when intended solely for show purposes. The temporary importation bond applying to such 
articles is limited to six months and will not be extended. 

Commercial Travellers' Samples 

A commercial traveller's samples may be admitted and entered on the importer's baggage 
declaration provided he also carries an adequate descriptive list or an American special 
customs invoice. As a rule the commercial traveller's personal bond is necessary for the timely 
exportation of the samples under U.S. customs supervision. Penalty for failure to export the 
samples entails loss of the privilege on future trips. 

U.S. Anti-Dumping and Countervail Statutes 

Due to the complexity of these statutes, exporters in search of specific information would do 
well to contact the Office of United States Relations, the Department of Industry, Trade and 
Commerce. 

The U.S. Trade Agreements Act of 1979 was enacted into law on July 26, 1979, and encompas-
ses the changes made to the current United States anti-dumping and countervailing-duty law so 
that the international agreements negotiated in the Multilateral Trade Negotiations (Tokyo 
round) of the General Agreement of Tariffs and Trade (GATT) could be implemented. 
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Anti-Dumping 

If a U.S. company has reason to believe that a product is being sold in the U.S. at a price lower 
than it is in its home market, it may file an anti-dumping complaint with U.S. Commerce 
Department. The petition must contain information supporting the allegations as well as evi-
dence of injury suffered by the U.S. industry affected. 

A U.S. anti-dumping investigation must be conducted within specified periods: 

(1) Within 20 days of receipt of an anti-dumping petition, the Secretary of Commerce must 
decide whether to initiate an investigation. If he determines that a petition does not properly 
establish the basis on which anti-dumping duties may be imposed, he terminates the pro-
ceedings; if he finds that the petition contains sufficient supportive information, a full-scale 
investigation is initiated. 

(2) Within 45 days from the date a petition is filed, the International Trade Commission (ITC) 
must determine whether there is a reasonable indication of injury. If the decision is nega-
tive, the case is terminated. 

In general, within 160 days after the date on which a petition is filed, the Secretary of Com-
merce makes a preliminary determination of dumping. If dumping is adjudged, liquidation 
of all the merchandise concerned is prevented and its entry is subject to provisional duty (in 
the form of a cash deposit or bond) equalling the estimated difference between the United 
States price of the merchandise and its value on its home market. 

(4) The Secretary of Commerce must make a final determination of sales at less than fair value 
within 75 days of the preliminary determination. 

(5) The ITC must make an injury determination within 120 days of such a preliminary determina-
tion. If the ITC finds no injury, the case is terminated: any cash deposited is refunded and 
any bond posted is released. If injury is adjudged, the Secretary of Commerce will impose 
an anti-dumping duty equalling the difference between the United States price of the 
merchandise and its home market value. 

(6) An anti-dumping duty order is subject to automatic annual review, and requests for a review 
will be considered at any time provided changed circumstances warrant the review. 

Cou  ntervail  

Under the revised U.S. Countervailing Duty Statute, an additional duty may be imposed on 
imported articles, dutiable or not, if their manufacture, production or export has been 
subsidized or made the subject of a grant. All cases are subject to an injury determination by 
the ITC, however, and injury findings are subject to judicial review in the U.S. Court of Interna-
tional Trade. 

If difficulties arise with reference to this statute, exporters are advised to contact the Office of 
United States Relations of the Department of Industry, Trade and Commerce as soon as 
possible. 

(3) 
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Marking of Goods 

Country of Origin Marking 

All goods must be legibly and conspicuously marked, in English, showing country of origin. 

Stickers or tags may be used provided they are affixed securely enough to last until they arrive 
at their ultimate destination. 

Certain small instruments and utensils must be marked with die-stamping or cast-in-the-mould 

lettering or engraving, or by means of securely attached metal plates. 

U.S. Customs may exempt certain articles from such marking but, in such cases, the container 

itself must be suitably marked. 

Composition Marking 

Any product containing woollen fibre (except carpets, rugs, mats and upholsteries, or articles 
made more than 20 years prior to importation) must bear a statement of its fibre content and be 
clearly marked with the name of the manufacturer or the person marketing the product. An 

article that is not suitably marked may be properly marked under U.S. customs supervision. 

When the fabric contained in any product is imported, the fabric's country of origin must be 

indicated. 

Fur products must be marked as to type (particular animal), country of origin, and 
manufacturer's name; in addition they must be marked if they are used, bleached, artificially 
coloured, or composed substantially of paws, tails, bellies or waste. 

Food Labelling 

All imported foods, drugs and cosmetics are subject to inspection by the Food and Drug 

Administration (FDA) of the United States at the time of entry. Although the FDA is not 

authorized to pass upon the legality of specific consignments to the United States, it may 

comment on proposed labels or answer other inquiries from importers and exporters. 

Advice on prospective food labels may be obtained from the Office of United States Relations, 
Department of Industry, Trade and Commerce, in Ottawa. 

Import Prohibitions and Restrictions 

In addition to goods prohibited entry by most countries (such as obscene or seditious literature, 
narcotics, counterfeit currency or coins), entry of certain commercial goods is also prohibited 
or restricted. Moreover, various types of merchandise must conform to laws enforced by gov-
ernment agencies other than the United States Customs Service. An example is fur products, 
which are also subject to the Endangered Species Act, under which importation of certain fur 
skins is prohibited. 
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Animals 

Cattle, sheep, goats, swine and poultry should be accompanied by a certificate from a salaried 

veterinarian of the Canadian government so as to avoid delays in quarantine. 

VVild animals and birds, or products derived from them, are prohibited if the animals or birds 

were captured, taken, shipped, possessed or exported contrary to laws of the country of origin. 

In addition, the purchase, sale or possession of such animals is prohibited if it contravenes any 

U.S. law. 

Plants and Plant Products 

Permits issued by Canada's Department of Agriculture are required for exporting plants and 

plant products. 

U.S. regulations may restrict or prohibit importation. 

Shipments of agricultural and vegetable seeds and screenings are governed by the regulations 

of the U.S. Federal Seed Act. They may be detained pending testing of samples drawn from 

shipments. 

Shipments by Mail 

Parcels of aggregate value not exceeding one U.S. dollar may be entered free of duty. 

Commercial shipments of more than one dollar in value must include a commercial invoice and 

a customs declaration on the form provided by the Canadian Post Office and must be accom-

panied by an accurate description and value of their contents. Customs declarations must be 

securely attached to packages. 

If the shipment includes two or more packages, the container holding the commercial invoice 

should be marked "Invoice Enclosed," and other packages in the shipment may be marked as 

"No. 2 of 3, Invoice Enclosed in Package No. 1." 

Shipments of an aggregate value exceeding $500 must include a U.S. special customs invoice 

(form 5515) and a commercial invoice. Those of less than $250 will be delivered to the 

addressee. Duties and delivery fees are collected by the postman. Parcels containing bona fide 

gifts (excluding alcoholic beverages, tobacco products and perfumes) to persons in the United 

States will be passed free of duty provided the aggregate value received by one person on one 

day does not exceed $25. No postal delivery fee will be charged. Such parcels should be clearly 

identified as a gift and the value and contents indicated on the parcel. 
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Returned American Products 

U.S. products returned without any evidence of advanced value or improved condition may be 

entered duty free. 

Articles exported from the United States for repair or alteration are subject to duty based on the 

value of the repairs or alterations. The term "repairs or alterations" means restoration, change, 

addition, renovation, cleaning or other treatment that does not destroy the identity of the 

exported article nor create a new or different article. Any article of non-precious metal manufac-

tured in the United States, exported for processing, and subsequently returned to the United 

States for additional processing, is subject to a duty based on the value of processing outside 

the United States, provided the material that has been processed in Canada is returned to the 

original exporter for further processing. 

The cost or value of U.S.-made component parts used in the production of goods imported into 

the U.S. may be deducted from the value for duty provided the parts have not been subject to 

any change except operations incidental to the assembly process (such as cleaning, lubricating 

and painting). 

Special U.S. customs procedures govern the exportation and return of American goods. Details 
may be obtained from American import specialists at border points or from the Office of United 

States Relations, Department of Industry, Trade and Commerce, Ottawa. 

Duty on Containers 

The following types of containers may enter free of duty if they are used in shuttle service: 

1) U.S. containers and holders, including shooks and staves of U.S. production, when returned 
as boxes or barrels containing merchandise; 

2) foreign containers previously imported and duty paid, if any; 

3) containers of a type specified by the Secretary of the Treasury as being an instrument of 
international traffic. 

One-trip containers are included in the dutiable value of goods. 

VI. YOUR BUSINESS VISIT TO THIS TERRITORY 

There is no substitute for personal visits. Correspondence, while better than nothing, does not 
arouse the American businessman's curiosity. His attitude is: "Show me." 

When to Go 

The best time to visit Detroit and Indianapolis is during spring and fall. Avoid the Christmas-

New Year holiday period, when most automotive offices are closed, and the July-August 

vacation period. 
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How to Get There 

Air 

Detroit can be reached by direct flight from Vancouver (via United Airlines), Winnipeg (North 

Western Airlines), and Toronto, Montreal and Halifax (Republic Airlines). Air Canada does not 

fly to Detroit but does have several daily flights to Windsor from various Canadian cities. 

Nordair flies Montreal-Ottawa-Hamilton-Windsor once a day. 

Railways 

VIA Rail offers passenger service from Montreal and Toronto to Windsor, Ontario. 

Buses 

Greyhound Bus Lines provides service to major cities in Michigan and Indiana. 

Where to Stay 

The consulate will be pleased to suggest suitable hotels or motels in the territory. Please refer 

to Part VII, "Useful Addresses," for the names and addresses of some of the better known 

hotels and motels. 

Routing of Business Calls 

At least half of the buying locations in Michigan are outside the Greater Detroit area, and buyers 

are receptive to Canadian callers. In Michigan, calls generally lie along the following three 

routes. 

MICHIGAN 

1-94 

From Detroit 	 From Detroit 

Kilometres 	Miles 	 Kilometres 	Miles 

1-96 

Ann Arbor 	 64 	40 	 Lansing 	 134 	83 

Jackson 	 122 	76 	 Grand Rapids 	251 	156 

Battle Creek 	190 	118 	 Muskegon 	301 	187 

Kalamazoo 	225 	140 

Benton Harbor 	298 	185 

Chicago, Ill. 	462 	287 

Pontiac 	 53 	33 	 Fort Wayne 	254 	158 

Flint 	 111 	69 	 South Bend 	386 	240 

Saginaw 	 159 	99 	 Elkhart 	 362 	225 

Bay City 	 182 	113 	 Indianapolis 	444 	276 

Toledo, Ohio 	97 	60 
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VII. USEFUL ADDRESSES 

Canadian Consulate 

1920 First Federal Building 

1001 Woodward Avenue 

Detroit, MI 48226 
Tel: (313) 965-2811 

Telex: 23-0715 

Canadian Defence Production Liaison Office 

U.S. Army Tank Automotive Command 

CDDPL-DT 

Building 231, Room 120 
Warren, Michigan 48090 
Telephone: (313) 574-5233 

Banks With International Departments 

Michigan 

Bank of the Commonwealth 

719 Griswold Street 

Detroit, MI 48231 
Tel: (313) 496-5800 

Detroit Bank & Trust 

P.O. Box 59 

Fort at Washington 

Detroit, MI 48231 

Tel: (313) 222-3300 

Michigan National Bank of Detroit 

500 Griswold Street 

Detroit, MI 48226 

Tel: (313) 961-4710 
(313) 255-6400 

Indiana 

American Fletcher National Bank 

& Trust Company 

108 North Pennsylvania Street 

Indianapolis, IN 46204 

Tel: (317) 639-3000 

Toledo, Ohio 

Toledo Trust Company 
245 Summit 
Toledo, OH 43603 
Tel: (419) 259-8150 

City National Bank 

P.O. Box 2659 

City National Bank Building 

Detroit MI 48226 

Tel: (313) 965-1900, ext. 2700 

Manufacturers National Bank of Detroit 

100 Renaissance Center 

Detroit MI 48243 

Tel: (313) 222-4000 

National Bank of Detroit 
611 Woodward Avenue 

P.O. Box 116-A 

Detroit, MI 48232 
Tel: (313) 225-1000 

Indiana National Bank 
1 Indiana Square 
Indianapolis, IN 46204 

Tel: (317) 266-5111 

First National Bank of Toledo 

Madison at Huron 

Toledo, OH 43603 
Tel: (419) 259-6895 

Note: All the above banks have correspondent relations with at least one Canadian bank. 



Customs Brokers 

Michigan 

Altromsco Customs Brokers 
A.F. Burstrom & Son Inc. 
John V. Carr & Son Inc. 

F.X. Couglin Company 
Dorf International Inc. 
Duty Drawback Services Inc. 
Export-Import Service Co. Inc. 
W.R. Filbin & Co. Inc. 

I.C. Harris & Co. 

S.H. Moulton & Co. 

F.W. Myers & Co. Inc. 
V.G. Nahrgang Co. 
VVm. R. Neal, Inc. 
Pacific Customs Brokerage Co. 

Rea Express 
J.D. Richardson Company 

Gerry Schmidt & Co. 
C.J. Tower & Sons Inc. 
S.J. Watt 

W.F. VVhelan Co. 

Indianapolis, Indiana 

Kenneth Williams & Associates 

Quast & Co., Inc. 

Toledo, Ohio 

R.G. Hobelmann & Co. Inc. 

Seaway Forwarding Corp. 

Trans-VVorld Shipping Service 

4461 West Jefferson, Detroit 
15400 West Lincoln, Oak Park 

1600 West Lafayette, Detroit 

28451 Wick, Romulus 
1234 First National Building, Detroit 
22120 Grand River, Detroit 

27265 Beverly, Romulus 
2436 Bagley, Detroit 

660 Woodward, Detroit 
28055 Wick, Romulus 

1300 West Fort, Detroit 
155 West Congress, Detroit 
645 Griswold, Detroit 
243 West Congress, Detroit 
2500 Newark, Detroit 
1225 Lafayette Building, Detroit 

28111 Hoover, Warren 
645 Griswold, Detroit 
20258 Woodland, Harper Woods 
Detroit Metro Airport, Romulus 

P.O. Box 41607, Indianapolis 

International Airport 

P.O. Box 41594, Indianapolis 
International Airport 

Edward Lamb Building 

Toledo, Ohio 
National Bank Building 

Room 725 
Toledo, Ohio 

Board of Trade Building 

Toledo, Ohio 

(313) 554-0200 
(313) 968-1400 
(313) 965-1540 

(313) 946-9510 

(313) 961-6524 

(313) 537-7670 

(313) 292-3440 

(313) 964-1144 

(313) 961-4130 

(313) 946-5400 
(313) 964-5665 

(313) 962-4681 
(313) 961-7121 

(313) 964-2540 

(313) 962-2345 

(313) 962-0693 
(313) 574-1200 
(313) 961-1124 
(313) 881-7840 

(313) 942-9450 

(317) 243-7577 

(317) 243-8361 

(419) 243-3247 

(419) 242-7318 

(419) 243-7227 
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Warehouses 

Michigan 

Ammex VVarehouse Co. Inc. 
Corner 21st and Porter 

Detroit, Michigan 

(313) 496-0630 

Corrigan Systems 
2000 VVestwood 
Dearborn, Michigan 

(313) 274-4100 

F.X. Couglin Co. 
28451 Wick Road 

Romulus, Michigan 
(313) 946-9510 

Central Detroit Warehouse 

18765 Seaway Drive 
Melvindale, Michigan 

(313) 388-3200 



Grand Truck Warehouse & Cold Storage Co. 

1921 East Ferry 

Detroit, Michigan 

(313) 921-8380 

P. Leiner & Sons America Inc. 

20101 Nine Mile Road 
St. Clair Shores, Michigan 
(313) 772-2600 

Mohawk Liqueur Corp. 

1965 Porter Street 

Detroit, Michigan 

(313) 962-4545 

Palmer Moving & Storage Co. 

7740 Gratiot 
Detroit, Michigan 

(313) 921-1035 

Riverside Storage & Cartage Co. 
547 Cass Avenue 
Detroit, Michigan 

(313) 961-0606 

Walker International 

2101 West Lafayette 
Detroit, Michigan 
(313) 496-1171 

Wolverine Storage 

38160 Amrhein 
Livonia, Michigan 

(313) 537-8850 

29 

Detroit Harbor Terminals Inc. 

4461 West Jefferson Avenue 

Detroit, Michigan 

(313) 825-3200 

Detroit Marine Terminals Inc. 

9401 West Jefferson Avenue 

Detroit, Michigan 

(313) 843-7575 

0.H. Frisbie Moving & Storage Co. 

14225 Schaefer 

Detroit, Michigan 

(313) 837-0808 

International Great Lakes Shipping 

4461 West Jefferson Avenue 

Detroit, Michigan 

(313) 554-2600 

Michigan Liquor Control Commission 

2251 Dix Highway 
Lincoln Park, Michigan 

(313) 383-4000 

U.S. Equipment Co. 
20580 Hoover 
Detroit, Michigan 

(313) 526-8300 

Viviana Wine Importers Inc. 

15100 Second Boulevard 
Highland Park, Michigan 

(313) 883-1600 

Toledo, Ohio 

Great Lakes Terminal Warehouse 

355 Morris 
Toledo, Ohio 

(419) 241-4231 

Co. 	Toledo Foreign Trade Zone 

Operators Inc. 

3332 Saint Lawrence 

Toledo, Ohio 
(419) 729-3704 

Note: This is not an exhaustive list of warehouses in Detroit nor the territory serviced by ITC's 

Detroit office. It is suggested that commercial shippers discuss with their customs brokers 

those warehouses that will best suit their needs. 
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Detroit Plaza Hotel 
Renaissance Center 
Detroit, Michigan 

(313) 568-8000 

Pontchartrain Hotel 
2 Washington Boulevard 

Detroit, Michigan 

(313) 965-0200 

Northfield Hilton Inn 
5500 Crooks Road 
Troy, Michigan 
(313) 879-2100 

Radisson-Cadillac Hotel 
Washington Boulevard and Michigan Avenue 
Detroit, Michigan 48226 

(313) 256-8000 

Windsor, Ontario 

Richelieu Inn 

430 Ouellette Avenue 

Windsor, Ontario 
(519) 253-7281 

Wandlyn Viscount Motor Inn 
1150 Ouellette Avenue 

Windsor, Ontario N9A 1E2 
(519) 252-2741 

Holiday Inn 
22900 Michigan Avenue 

Dearborn, Michigan 

(313) 278-4800 

Howard Johnson's 
Washington Boulevard and Michigan Avenue 

Detroit, Michigan 48226 

(313) 965-1050 

Troy Hilton 
1455 Stephenson Highway 
Troy, Michigan 

(313) 583-9000 

Hyatt Regency Dearborn 
Fairlane Town Centre 
Dearborn, Michigan 48124 

(313) 593-1234 

Holiday Inn 
480 Riverside Drive West 

Windsor, Ontario 

(519) 253-4411 

The major hotel chains are well represented in Toledo and in other major centres in Michigan 
and Indiana. 

VIII. STATISTICS 

CANADIAN EXPORTS TO MICHIGAN AND INDIANA 1980 — 

IN CDN $ MILLIONS 

MICHIGAN 	INDIANA  TOTAL 

SECTION 

SUB-SECTION 

LIVE ANIMALS 

FOOD, FEED, BEVERAGES AND 
TOBACCO 

14.6 	 12.3 

175.4 	 14.0 	 189.9 

26.9 
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STATISTICS (Cont'd) 

MICHIGAN 	INDIANA 	TOTAL 

CRUDE MATERIALS, INEDIBLE 	 704.5 	169.4 	 873.9 

FABRICATED MATERIALS, INEDIBLE 	1,810.1 	560.1 	 2,370.2 

MACHINERY 	 166.5 	 62.8 	 229.3 

TRANSPORTATION AND 
COMMUNICATION EQUIPMENT 	6,080.2 	112.2 	6,192.4 

OTHER EQUIPMENT AND TOOLS 	 70.5 	 17.5 	 88.0 

PERSONAL 
AND HOUSEHOLD GOODS 	 18.8 	 3.2 	 22.0 

MISCELLANEOUS END PRODUCTS 	 29.6 	 5.3 	 34.9 

TOTAL END PRODUCTS, INEDIBLE 	6,365.5 	201.0 	6,566.5 

SPECIAL TRANSACTIONS, TRADE 	 6.3 	 .6 	 6.9 

TOTAL DOMESTIC EXPORTS 	 9,077.0 	957.5 	10,034.5 

Main Canadian Exports 1980, Cdn. $ Millions 

Michigan 

Whiskey 
Natural gas 
Coal and other crude bitumin substances 
Lumber, softwood 
Wood pulp and similar pulp 
Newsprint 
Organic chemicals 
Petroleum and coal products 
Plate, sheet and strip steel 
Other iron and steel and alloys 
Metal fabricated basic products 
Electricity 
Passenger automobiles and chassis 
Trucks, truck tractors and chassis 
Motor vehicle engines and parts 
Motor vehicle parts, except engines 

Indiana 

102.8 

536.1 

84.4 
103.2 

169.4 
107.8 

59.0 
350.0 
117.8 
121.9 
66.1 

218.6 
3,419.8 

1,411.9 

251.6 
921.7 

Iron ores and concentrates 	 81.5 

Crude petroleum 	 68.2 

Lumber, softwood 	 53.8 

Newsprint 	 86.9 

Copper and alloys 	 135.8 

Motor vehicle parts, except engines 	 86.9 



NOVA SCOTIA 	 Suite 1124, Duke Tower 
5251 Duke Street 
Scotia Square 

Halifax, Nova Scotia 
B3J 1P3 

NEW BRUNSWICK 	Suite 642 
440 King Street 

Fredericton, New Brunswick 
E3B 5H8 

PRINCE EDWARD ISLAND P.O. Box 2289 
Dominion Building 

97 Queen Street 

Charlottetown 
Prince Edward Island 
C1A 8C1 

QUEBEC 	 C.P. 1270, Station B 
Pièce 512 
685, rue Cathcart 
Montréal, (Québec) 
H3B 3K9 

Pièce 620, 
2, Place Québec 

Québec (Québec) 
G1R 2B5 
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REGIONAL OFFICES 

IF YOU HAVE NOT PREVIOUSLY MARKETED ABROAD, CONTACT ANY OF THE CANADIAN 
TRADE OFFICERS OF THE DEPARTMENT OF INDUSTRY, TRADE AND COMMERCE AT THE 
ADDRESSES LISTED BELOW. 

NEVVFOUNDLAND 

LABRADOR 

ONTARIO 

MANITOBA 

P.O. Box 64 

Atlantic Place 
Suite 702 
215 Water Street 

St. John's Newfoundland 

A1C 6C9 

1 First Canadian Place 
Suite 4840, P.O. Box 98 
Toronto, Ontario 
M5X 1B1 

507 Manulife House 
386 Broadway Avenue 

Winnipeg, Manitoba 
R3C 3R6 

Tel: (709) 737-5511 

Telex: 016 4749 

Tel: (902) 426-7540 
Telex: 019-21829 

Tel: (506) 452-3190 

Telex: 014-46140 

Tel: (902) 892-1211 
Telex: 014-44129 

Tel: (514) 283-6254 

Telex: 055-60768 

Tel: (418) 694-4726 

Telex: 051-3312 

Tel: (416) 369-4951 
Telex: 065-24378 

Tel: (204) 949-2381 
Telex: 075-7624 
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SASKATCHEWAN 

BRITISH COLUMBIA 
AND YUKON 

Room 980 

2002 Victoria Avenue 
Regina, Saskatchewan 
S4P OR7 

P.O. Box 49178 

Suite 2743 

Bentall Centre, Tower Ill 
595 Burrard Street 
Vancouver, British Columbia 
V7X 1K8 

Tel: (306) 359-5020 

Telex: 071-2745 

Tel: (403) 420-2944 
Telex: 037-2762 

Tel: (604) 666-1434 

Telex: 04-51191 

ALBERTA AND 	 500 Macdonald Place 
NORTHWEST TERRITORIES 9939 Jasper Avenue 

Edmonton, Alberta 
T5J 2W8 
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