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Mind the  Gap:  A  Study  o f  Fraser  Va l l ey  SMES ’  

Po tent ia l  to  Enter  As ia n  Markets  

1. Highlights 

 

This study was commissioned by S.U.C.C.E.S.S. Business & Economic Development 

and has been conducted by Can-Excell Economic Consulting, an independent 

consulting firm based in the Fraser Valley, British Columbia. The study was carried 

out during the period of January 1, 2010 to February 19, 2009. This report provides 

the major findings of this study, including: 

 

 The Fraser Valley is one of the fast-growing regions in the province of British  

Columbia, as the population grew by 8.3% from 2001 to 2006. 

 

 The Fraser Valley also reflects the ethnic diversity derived from growing immi-

gration flows. South Asian, Chinese and Korean are the top three visible minority 

groups in the region. 

 

 The businesses in the Fraser Valley were overwhelmingly dominated by SMES, 

(Small and Medium Sized) businesses which represented 98% of a total of 27,446 

businesses operating in the region in 2008. 

 

 Based on number of employees, the top 5 industries in the Fraser Valley include:  

 

 Business services and other services 

 Retail trade 

 Manufacturing  

 Construction 

 Health care and social services. 

 

 SMES in the Fraser Valley are very much local-market oriented. Less than 15% 

of the firms are currently engaged in international markets. 
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 SMES in the Fraser Valley are motivated by a variety of interests to enter Asian 

markets, with a special interest in the sales of products and services to Asia. 

 

 Almost 52% of surveyed firms indicated that their businesses have already at-

tempted to enter into Asian markets, mainly focused on selling in China, Hong 

Kong, and Japan. 

 

 The number of firms that consider their attempts to penetrate the Asian market 

equal those firms that consider their efforts successful.   

 

 SMES in the Fraser Valley consider cost-effectiveness and quality level as the 

primary factors which ultimately determine their success in Asian markets. How-

ever, they are unable to tell which factor(s) really matter more than others. 

 

 Satisfaction with their current market sales and the time and distance involved in 

selling in Asia are the major reasons cited by SMES to prevent Asian sales initia-

tives. 

 

 Asian markets are often seen by SMES in the Fraser Valley as places where the 

required reliable local business partners are difficult to find. In addition, SMES  

also appear to lack sufficient local knowledge to make judgments about the viabil-

ity of particular Asian markets.  

 

 SMES recognize the potential importance of Asian investment in the Fraser Val-

ley. However, the interviewed small businesses appear less enthusiastic about the 

prospect of Asian investment. 

 

 The awareness of the S.U.C.C.E.S.S. Gateway to Asia Project among small busi-

nesses in the Fraser Valley seems low. Nonetheless, they are interested in  

receiving various services that would help their businesses enter Asian markets. 
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 There is huge potential for SMES in the Fraser Valley to do more businesses with 

Asia. However, many gaps need to be closed in order to prepare SMES to enter  

Asian markets. These gaps may include: 

 

 Size: there is big variation in the scale of businesses operating in the Fraser 

Valley and thus their ability to enter potential markets in Asia. 

 Diversification: with more than 85% of its sales concentrated on local or  

Canadian domestic markets, SMES in the Fraser Valley must diversify sales 

into international markets to become more export-ready. 

 Limited Business strategies: . SMES in the Fraser Valley must appreciate that 

outsourcing, investing and building strategic relationships are different ways 

of engaging with global markets. 

 Two-way investment: SMES in the Fraser Valley need to understand that  

welcoming Asian investment is as equally important as investing in Asia. 

Both will enhance the businesses in the Fraser Valley and close the gaps cited 

above in engaging Asian business partners. .    

 

 

 Finally, we recommend that future efforts are needed to promote the so-called 

Gateway to Asia development initiatives, including: 

 

 Information seminars with SMES in the Fraser Valley focusing on their needs 

as identified in this study.  

 Partnering with local business organizations (listed in Appendix B of this re-

port) on various initiatives cited in this study.   

 Exploiting various mechanisms to engage SMES, such as seminars, brochures 

and website links. 

 Leverage local immigrants’ business knowledge and connection in Asia. 
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2. General Overview 

 

2.1  Study Background 

 

This study was commissioned by the S.U.C.C.E.S.S. Business & Economic 

Development and has been conducted by Can-Excell Economic Consulting, an 

independent consulting firm based in the Fraser Valley, British Columbia. The study 

was conducted over the period of January 1, 2010 to February 19, 2009. This report 

provides the major findings of this study.  

 

• Objectives 

The primary objective of the study is to conduct an analysis of the small and medium- 

sized enterprises (SMES), industries and associations in the Fraser Valley with the 

aim of identifying the gaps and readiness for the businesses to enter overseas Asian 

markets.  The study also aims to seek mechanisms to motivate the Gateway to 

Asia
TM 1

 initiative by establishing business relationships with the business 

community in the Fraser Valley.  

 

• Definitions and Scope of study 

The Fraser Valley is the section of the Fraser River basin in southwestern British 

Columbia downstream of the Fraser Canyon. The term is sometimes used to refer to 

the Fraser Canyon and stretches upstream from there but in general British 

Columbian usage, the term refers to the stretch of the river downstream from the city 

of Hope. 

 

For the purposes of this study, the Fraser Valley is defined as a region including the 

following cities and districts: Abbotsford, Chilliwack, Hope, Langley City and 

Langley District Municipality.  

 

The major business targets of study include selected small and medium-sized 

enterprises (SMES), industry and business associations, and Chambers of Commerce 

located in the Fraser Valley.  

                                                 
1
 Gateway to Asia

TM
 is a trade and investment initiative to assist businesses in Western Canada whose goal 

is to expand their export markets and facilitate foreign investments to Canada. IThis  project  has  been 

delivered by S.U.C.C.E.S.S. Business & Economic Development with the financial support from Western 

Economic Diversification Canada since 2002. Please visit www.gatewaytoasia.ca for more information and 

services about the project. 

http://www.gatewaytoasia.ca/
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• Methodology and Data 

The data and information for this report was gathered through various methods: 

 A literature review of existing studies about SMES in British Columbia (see 

Appendix A);  

 Extensive interviews with targeted organizations and individuals (see 

Appendix B and C); and 

 An online questionnaire survey (see Appendix D).  

 

2.2 Fraser Valley 

• Geographic Region 

The Fraser Valley in this study refers to a region including the City of Abbotsford, 

Chilliwack, Hope District Municipality, Langley City and Langley District 

Municipality.  

• Population 

According to the 2006 Canadian Census, the total population in the Fraser Valley was 

361,635, which represented 8.9% of British Columbia’s population. This region is 

one of the fast-growing regions in the province, as the population grew by 8.3% from 

2001 to 2006, as compared to a 4.3% increase for the entire province. The fastest 

growing cities or districts in the Fraser Valley are Chilliwack, Abbotsford and 

Langley Township.  

Table 1: Population and Growth in Fraser Valley 

 Population Growth (%) 

 2006 2001 1996 
2001 to 

2006 

1996 to 

2001 

1996 to 

2006 

British Columbia 4,074,380  3,907,738  3,724,500  4.3% 4.9% 9.4% 

Abbotsford 159,020  147,370   136,480  7.9% 8.0% 16.5% 

Chilliwack 80,125  69,776  66,254  14.8% 5.3% 20.9% 

Hope 6,115  6,184  6,247  -1.1% -1.0% -2.1% 

Langley - City 23,335  23,643  22,523  -1.3% 5.0% 3.6% 

Langley - Township 93,040  86,896  80,179  7.1% 8.4% 16.0% 

Fraser Valley total 361,635  333,869  311,683  8.3% 7.1% 16.0% 

Share in BC 8.9% 8.5% 8.4%    
 

Source: Statistics Canada; Census of Population, 2006, 2001, 1996. 

This region’s population also reflects the ethnic diversity derived from growing 

immigration flows; the Fraser Valley, however, is less diversified than British 

Columbia as a whole. The 2006 Census reported that total visible minority population 
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accounted for 14.3% of the total population in the Fraser Valley, as compared to 

24.8% in the whole province (Table 2). 

 

Table 2: Visible Minority Population in Fraser Valley 2006 

 BC Fraser Valley 

 Population % Abbotsford Chilliwack Hope 
Langley - 

City 

Langley - 

Township 
Subtotal % 

Total*  4,074,380 100  156,645  80,120  6,115   23,340   93,040  359,260  100 

Visible minority  1,008,855 24.8  35,715   3,345   365   2,565   9,280  51,270  14.3 

South Asian  262,290  6.4  25,580   565   35   250   1,445   27,875  7.8 

Chinese  407,225 10.0  2,240   705   80   545   2,350   5,920  1.6 

Korean  50,490  1.2  1,615   230   115   480   1,900   4,340  1.2 

 Southeast Asian  40,685  1.0  1,660   255   -   205   895   3,015  0.8 

 Latin American  28,965  0.7  1,280   480   -   255   395   2,410  0.7 

Black  28,315  0.7  930   310   20   260   575   2,095  0.6 

Filipino  88,075  2.2  730   140   15   360   580   1,825  0.5 

Japanese  35,060  0.9  825   270   55   90   570   1,810  0.5 

Arab  8,635  0.2  150   35   -   -   155   340  0.1 

West Asian  29,810  0.7  210   85   -   40   140   475  0.1 

Visible minority; n.i.e.  3,880  0.1  35   40   -   20   50   145  0.0 

Multiple visible minority  25,420  0.6 450   225   25   55   230   985  0.3 

Not a visible minority  3,065,525  75.2 120,930  76,775   5,750   20,775   83,760  307,990  85.7 

 

Source: Statistics Canada; Census of Population, 2006. Note: *This is based on 20% sample and total may not the same 

as 100% counts. 

Among visible minority groups, as shown in Table 2, South Asians (including East 

Indian, Pakistani, Sri Lankan, etc.) are the most populous ethnic group in the region, 

followed by Chinese and Korean. However, Chinese, Filipino and Japanese 

populations are significantly under-represented in the Fraser Valley when compared 

to their share in the total province. For example, the percentage of Chinese, Filipino 

and Japanese in Fraser Valley represents 1.6%, 0.5% and 0.5% respectively. Their 

share in the total province are significantly greater at 10%, 2.2% and 0.9% each. The 

remaining visible minority groups have a similar distribution as they appear in the 

province.  

 

• Top 5 Industries 

The industrial composition of the Fraser Valley is similar to the economic structure of 

the entire province. Based on the number of employed labour force, the top 5 

industries in the Fraser Valley, which employ 76.3% of labour force 15 years and 
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over, include: 

Business service and other services – 34.9% 

 Retail trade – 11.5% 

 Manufacturing – 11.1% 

 Construction – 9.8% 

 Health care and social services – 9.0% 

Despite a similarity in the industrial structure for the large groupings between the 

Fraser Valley and the province, the labour force in the Fraser Valley is significantly 

more concentrated in three industries when compared to provincial averages. The 

most significant difference appears in the agriculture and other resource-based 

industries, which employ 7.2% of the labour force in the Fraser Valley, compared to 

4.9% for entire province. Two other outlying sectors are construction and  

manufacturing, which employ respectively 9.8% and 11.1% of the labour force in the 

Fraser Valley as compared to the corresponding percentages of 7.6% and 8.6% for 

B.C.   

 

Table 3: Top Industries in Fraser Valley 2006 

 BC Fraser Valley 

 Population % Abbotsford Chilliwack Hope 
Langley - 

City 

Langley - 

Township 
Subtotal % 

Total experienced labour 

force 15 years and over 
2,193,115 100.0  83,220   40,020  2,920   12,625   52,665  191,450  100.0 

   Agriculture and other 
resource-based industries 

107,760  4.9  7,730   2,880   140   225   2,715   13,690  7.2 

Construction 166,100  7.6  8,230   4,080   225   1,210   5,100   18,845  9.8 

Manufacturing 189,120  8.6  10,395  3,950   140   1,605   5,145   21,235  11.1 

   Wholesale trade  92,020  4.2  3,775   1,405   100   920   3,295   9,495  5.0 

Retail trade  248,950  11.4  9,040   4,805   300   1,725   6,240   22,110  11.5 

Finance and real estate  134,940  6.2  3,625   1,880   85   620   2,885   9,095  4.8 

Health care and social 

services 
 213,085  9.7  7,530   3,615   375   1,170   4,480   17,170  9.0 

Educational services  152,565  7.0  5,305   2,960   210   705   3,805   12,985  6.8 

Business services  436,665  19.9  13,015   5,855   440   2,095   9,495   30,900  16.1 

Other services  451,905  20.6  14,570   8,585   900   2,355   9,490   35,900  18.8 

 

Source: Statistics Canada; Census of Population, 2006. 



Can-Excell Economic Consulting 

9 

2.3 SMES in the Fraser Valley 

 

• Definition  

The definition of an SME depends on who’s constructing the definition. Three criteria  

are commonly used to define the size of an enterprise, namely, headcount, turnover or 

balance sheet total.  

 

The headcount, or number of employees, is the most popular criterion. However, the 

cut-off sizes may vary and will affect any firm’s ultimate classification as a SME 

member. For instance, Industry Canada uses the term SME to refer to businesses with 

fewer than 500 employees, while classifying firms with 500 or more employees as 

"large" businesses. Breaking down the SME definition, Industry Canada defines a 

small business as one that has fewer than 100 employees (if the business is a goods-

producing business) or fewer than 50 employees (if the business is a service-based 

business). A firm that has more employees than these cut-off levels but fewer than 

500 employees is classified as a medium-sized business.
2
 

 

Statistics Canada defines a small business as one that has fewer than 100 employees, 

and medium enterprises are those between 100 and 499 employees.
3
 

  

In British Columbia, a small business is defined as one with fewer than 50 employees, 

or a business operated by a person who is self-employed and without paid help.
4
 A 

cut-off for medium size is defined sometimes at fewer than 250 employees, and other 

times at fewer than 500 employees.  

 

In this report, a business is defined as an SME if it is either a business with fewer than 

50 employees, or a business operated by a self-employed person with no paid help.
5
 

There are three reasons for using this definition. First, most businesses we spoke to 

during the study period fall within this category. Secondly, most of the statistical 

information available in B.C. focuses on small businesses. Thus, our definition will 

help keep the statistics comparable. Finally, our chosen definition avoids any 

confusion which may arise form using different cut-offs at 250 or 500 of employees 

for medium enterprises. 

                                                 
2
 http://sbinfocanada.about.com/od/businessinfo/g/SME.htm  

3
 http://www.ic.gc.ca/eic/site/sbrp-rppe.nsf/eng/rd02300.html  

4
 BC Stats, 2009. 

5
 It is as the same definition as the BC Stats one defining a small business. 

http://sbinfocanada.about.com/od/businessinfo/g/SME.htm
http://www.ic.gc.ca/eic/site/sbrp-rppe.nsf/eng/rd02300.html
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In the rest of the report, therefore, the term “small business” is interchangeable with 

SME.  

 

• Size of SMES 

A total of 27,446 businesses were operating in the Fraser Valley in 2008. Of those, 98 

percent (26,903) were SMES. This share is exactly the same as that of the entire 

province.
6
 The number of SMES in the Fraser Valley has increased by 9% over past 

five years prior to 2008.  

  

Table 4: Number of SMEs in Fraser Valley 2004-2008 

 BC Fraser Valley 

 Firms* Change % Abbotsford Chilliwack Hope 
Langley – 

City 

Langley – 

Township 
Subtotal Change % 

2004 n.a.  9,065 4,673 533 2,103 8,205 24,579  

2005 n.a.  9,464 4,977 518 2,143 8,474 25,576 4.1 

2006 n.a.  9,750 5,020 490 2,058 8,486 25,804 0.9 

2007 384,800  9,908 5,031 482 2,065 8,578 26,064 1.0 

2008 384,300 -0.1 10,228 5,244 489 2,097 8,845 26,903 3.2 

 

Source: BC Stats, Regional and Community Facts. http://www.bcstats.gov.bc.ca/data/dd/facsheet/facsheet.asp  

* Note that Statistics Canada has changed the method used to measure business counts such that a consistent time series 

prior to 2007 is no longer available (n/a denotes “not available”). 

• Contributions of SMES 

A further breakdown of SMES in the Fraser Valley by industry and their resulting  

contributions to the regional economy is not available. However, a BC Stats report on 

small businesses in British Columbia sheds some light of the general nature of SMES 

in the province,
7
 

 In B.C., 98% of businesses are small businesses. 

 The largest concentration of SMES are in business services, which contain 

over 20% of the province’s small businesses, followed by wholesale and 

retail trade with 12%. 

                                                 
6
 Ibid. 

7
 Ibid. 

http://www.bcstats.gov.bc.ca/data/dd/facsheet/facsheet.asp
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 In the goods sector, construction is the most significant industry, 

accounting for 15.1% of all small businesses in B.C. 

 In 2008, small businesses provided 46% (1,058,100) of the jobs to British 

Columbians. This share has remained relatively stable in recent years. 

 In 2008, small businesses in B.C. accounted for 34% of the province’s 

GDP well above the national average of 29%, suggesting that small 

business plays a more significant role in the B.C. economy than in other 

parts of the country.    

3. Business Interest in Asia 

 

3.1 Market Orientation  

 Current major market 

SMES in the Fraser Valley are very much local market oriented. Our survey finds 

that 71% of the respondents indicate their current main market is within the 

Province. Another 16% of SMES target mainly the national market while 7% aim 

at the North American market. Only 6% of the respondents report that Asian 

market is their current main market.  

 

Figure 1 
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 Interest in Asian Markets 

We classified Canadian business interests in overseas markets into four categories 

as suggeted by the DFAIT (Department of Foreign Affairs and International 

Trade) Trade Commissioner Service. “There are different strategies for becoming 

more competitive in today’s business environment. Selling, Outsourcing, 

Canadian Direct Investment Abroad and Joint Ventures and Strategic 

Relationships all present different ways of engaging with global value chains and 

improving firm profitability and sustainability.”
8
 

Our survey results indicate that SMES in the Fraser Valley have expressed a 

variety of levels of interest in entering into Asian markets via all four 

mechinanisms. However, the strategy of selling products or services to Asia 

dominates, followed by the possibility of developing a strategic relationship in 

Asia. Investing in Asia and outsourcing to Asia are relatively less favourable 

strategies among the small businesses in the Fraser Valley. 

 

In a scale of 1 (as Not Interested) to 5 (as Very Interested), selling into Asia 

scored the highest average mark at 3.42, followed by developing a strategic 

relationship in Asia (3.26), investing in Asia (2.09) and outsourcing to Asia (2.04).     

 

Figure 2 

 

                                                 
8
 DFAIT Trade Commissioner Service. 
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 Attempts to enter Asian markets 

Slightly more than half of the respondents indicated that their businesses have 

already attempted to enter into the Asian markets. However, a great potential still 

exists as 48% of respondents have not attempted to enter Asian markets.    

 

Figure 3 

 

 

 

Among those markets that SMES have attempted to enter, China, Hong Kong, 

and Japan are their top three market choices. India, Singapore and South Korea 

are in the second tier of markets that SMES have attempted to enter into.  

 

Figure 4 
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The major business operations that SMES have exploited in Asia are related to 

selling products or services. Nearly 62% of respondents report attempts at selling 

in Asia, followed by developing strategic relationship in Asia (46%), outsourcing 

or other strategies (31% each). Investing overseas is the least likely strategy 

employed by SMES in the Fraser Valley to engage Asian markets.  

 

Figure 5 

 

 
 

3.2 Success or Failure in Asia 

 Degree of success 

Among those companies which have attempted to enter Asian markets, half of 

them consider their attempt somewhat or extremely successful. However, 42 

percent of those surveyed considered their efforts somewhat or extremely 

unsuccessful. The average rating reported by our sample is 3.14 on a scale of 1 (as 

Extremely Unsuccessful) to 5 (as Extremely Successful).  

 

Table 5: How do you describe the degree of success of your business' attempt to enter into Asia?  

 

Answer 

Options 

Extremely 
unsuccess-

ful 

Somewhat 
unsuccess-

ful 

Neither suc-
cessful, nor 

unsuccess-
ful 

Some-
what 

success-
ful 

Ex-
tremely 

success-
ful 

Rating 

Average 

Degree 

of Suc-
cess 

7.1% 35.7% 7.1% 35.7% 14.3% 3.14 
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 Success factors 

Many factors are cited as successful strategies to engage in global business efforts. The 

DFAIT Trade Commissioner Service argues that success is driven by three important 

factors: Clarity, Competency, and Compatibility.
9
 However, our survey indicates that 

SMES in the Fraser Valley consider cost effectiveness and quality levels as the top two 

factors which determine sales success in Asia.  

 

The average rating of each identical factor is closely ranked from 3.00 to 2.83 on a scale 

of 1 (as Not Important), 2 (as Doesn’t Matter), and 3 (as Important). In other words, small 

businesses in the Fraser Valley correctly recognize that all listed factors contribute to 

successful business outcomes in Asian markets.  

 

Figure 6 

 

 

 

 Rationale for limited Asian Initiatives  

 SMES that have not attempted to enter the Asian markets cite satisfaction with 

their current market sales and the distance and time required to prepare an Asian 

strategy as barriers.  

                                                 
9
 DFAIT Trade Commissioner Service. 
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Figure 7 

 

 

 Difficulties in Asian market 

In 2008, the US-China Business Council identified the major barriers which inhibited  

its members’ business growth in China as issues related to administrative licensing, 

human resources, rising costs and rule of law.
10

 Our survey reports that small businesses 

in the Fraser Valley consider the inability to find a reliable local business partner and lack 

of local knowledge as the top two barriers in doing business in Asian markets. 

 

Table 6: What are the significant difficulties that you foresee in doing business in Asia? (Select all that are relevant) 

 

Answer Options 
Response 

Percent 

Difficulty in finding reliable local business partner 51.9% 

Lack of local knowledge to make the judgment 37.0% 

Difficulty in Administrative licensing & approvals 33.3% 

Lack of local language skills to start and operate business in Asia 29.6% 

Lack of local legal understanding to start and operate business in Asia 22.2% 

Difficulty in human resource recruitment & retention 22.2% 

Lack of local banking and currency knowledge to start and operate business in Asia 14.8% 

Cost increase in Asia 11.1% 

Others 
 

29.6% 
 

 

                                                 
10

 The US-China Business Council, 2008. 
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4. Success Stories  

The chosen success stories reported below are intended to illustrate the innovative 

ways the Fraser Valley’s SMES have overcome the inherent barriers to trade in Asia 

markets. 

4.1 Case One: 

Samtani and Son  

20477 Fraser Hwy, Langley City 

Phone: 604.539.2233  

 

Their retail activity is self-described as follows: 

“Quality fabrics and unsurpassed craftsmanship has left Samtani & Son with a 

reputation that is world renowned. Over fifty years Samtani & Son have developed a 

loyal following of clients from France, Switzerland, Italy, England, USA and Canada. 

They offer ready to wear name brand suits, shirts, slacks, blouses, ties, belts, cufflinks 

and more at very competitive pricing”.(See .http://www.samtanitailor.com/) 

Their business model is international with a heavy emphasis on outsourcing work to 

Asia. First, they travel North America to solicit customers to increase their customer 

base beyond their relatively isolated and small customer base in Langley City by 

hosting measurement and fabric selection in urban hotels. Next, they use 

internationally produced high quality imported fabrics (e.g. Italian) for their custom 

made suits and shirts. Finally, and this is the key point, these shirts and suits are 

tailored in China. No materials are sent to China, just the measurement details are 

emailed to their Chinese fabricators and the product in turn is Fedexed back to 

Canada.   

4.2 Case Two: 

WestGen (Western Canada's Genetics Centre) 

6681 Glover Road Langley BC  

Phone: 604.530.1141 

 

Their self description is as follows: 

http://www.samtanitailor.com/
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Westgen, originally known as the Lower Fraser Valley Artificial Insemination 

Association, was established in September 1944. The newly formed association 

operated from a facility in Surrey, British Columbia before moving to the present site 

in Milner, B.C. in 1949. In the same year the organization changed it's name to the 

B.C. Artificial Insemination Centre, a name which it held for the next 49 years. In 

January 1997, the BCAI Centre along with three organizations in Ontario and 

Quebec, Gencor, Eastern Breeders and CIAQ, formed a limited partnership known as 

the Semex Alliance, joining producer-controlled Canadian AI centres form coast to 

coast and creating one of the largest genetics company in the world. On June 1, 1998 

the corporate name Westgen, Western Canada's Genetics Centre was adopted, to 

more appropriately reflect a membership and company activities in four provinces.  

Their business model is based on the concept of a co-operative in the form of a 

producer-controlled AI centres across Canada. In turn, under the aegis of WESTGEB 

they sell genetic services (cattle semen provided by its members, A.I. Supplies and 

liquid nitrogen) world-wide including Asia. 

4.3 Case Three: 

British Columbia Blueberry Council 

#140 32160 South Fraser Way, 

Abbotsford, BC Canada V2T 1W5 

Phone: 604.864.2117 

 

B.C. Blueberry Council describes itself in the following manner: 

“BC has over 650 Blueberry growers who are represented by an umbrella 

organization the BC Blueberry Council. Our growers are proud to produce high 

quality highbush blueberries that are enjoyed in Canada and Worldwide. Currently 

there are close to 17,000 acres of the richest fertile farmland nestled between the 

Pacific Ocean and the coastal mountains that are devoted to growing almost 80 

million pounds with production increasing steadily. This makes British Columbia the 

largest producer of highbush blueberries in Canada and the second top producing 

region in the world and still growing. 

Asian Strategy: B.C. Blueberry producers market two types of products fresh and 

frozen. The fresh product earns a premium price but must be on the market site 72 

hours after harvesting. This makes the Fraser Valley product potentially very 

marketable to Asia (e.g. Japan and S. Korea) given excellent air facilities and direct 
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flights from YVR. B.C. has greatly expanded output to meet this Asia demand (e.g. 

89 million pounds in 2009) but face tariff and non-tariff barriers. No fresh blueberries 

can be sold currently to Korea or Japan given the latter countries’ demands to inspect 

these berries to ensure that a minimum residual level of pesticide is maintained in the 

product. In addition, South Korea imposes a 42% tariff on processed blueberry 

products (e.g. Blueberry juice) making a product that sells in Canada for $12.99 cost 

$60.00 retail in South Korea. In addition, Fraser Valley Blueberry producers face still 

competition from low-cost Chilean exporters. China is currently trying to grow 

Blueberries with little success.  

In sum, the small to medium sized Blueberry producers in the Fraser Valley grow a 

world class product in large quantities but face tariff and non-tariff barriers in current 

Asian markets.  

5. Asian Investment in the Fraser Valley 

5.1 Importance of Asian Investment  

In general, the SMES in the Fraser Valley consider Asian investment as a potentially 

important ingredient to enhancing growth in the Fraser Valley as a whole region. 

Over 70% of respondents describe Asian investments in the Fraser Valley region are 

important (either somewhat important or extremely important). Less than 15% of 

survey respondents consider Asian investment as not important. The rating average 

scored 3.78 on a scale of 1 (as not important at all) to 5 (as extremely important).     

 

Table 7: How do you describe the importance of Asian investments to the Fraser Valley 

region? 
 

Answer 

Options 

Not im-

portant 
at all 

Somewhat 

not impor-
tant 

Doesn't 

matter 

Somewhat 

important 

Extremely 

important 
N/A 

Rating 

Average 

Degree of 

Importance 
10.7% 3.6% 10.7% 42.9% 28.6% 3.6% 3.78 

 

 

5.2 Asian Investment as a SME priority 

While the recognition of the importance of Asian investment to the whole region 

seems high, the actual defined needs by any specific SME in the Fraser Valley 

appears to be negligible. Slightly over half of the respondents indicate that potential 

Asian investment in their business is somewhat or very much needed. Nearly a 

quarter of respondents consider Asian investment either not applicable or something 
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that doesn’t matter for their business. One fifth of the respondents report that they do 

not need Asian investment at all.     

 

Table 8: How do you describe the needs in your business for potential Asian investment? 
 

Answer 

Options 

No need 

at all 

Somewhat 

not 
needed 

Doesn't 

matter 

Somewhat 

needed 

Very 

much 
needed 

N/A 
Rating 

Average 

Degree of 

Needs 
21.4% 0.0% 3.6% 32.1% 21.4% 21.4% 3.41 

 

6. S.U.C.C.E.S.S. Gateway to Asia Project  

6.1 Awareness  

The awareness of the S.U.C.C.E.S.S. Gateway to Asia Project among small 

businesses in the Fraser Valley seems low; nearly 57% of respondents indicate they 

are not aware of the Gateway to Asia Project. Approximately 18% of respondents say 

that they have heard about the project, but don’t know which organization delivers the 

Project. Only one quarter of the respondents report that they know the Gateway to 

Asia is a Project delivered by the S.U.C.C.E.S.S. Business & Economic Development.  

 

Figure 8 
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6.2 Expectations  

No respondents reported reported receiving any service from the Gateway to Asia 

Project, even though SMES in the Fraser Valley are interested in receiving various 

services that would help their businesses enter the Asian markets. Not suprisingly, 

business-matching is the most sought-after potential service. Market information is 

the second area cited that requires assistance. Legal services and Asian language 

facilitation are also mentioned, but with less frequency.  

 

Among other services that would help for SMES in the Fraser Valley, the most 

frequently mentioned include: 

 

 More funding and manpower support from the federal and provincial 

governments; 

 A liasion office or person at the Gateway to Asia Project to allow SMES easy 

asscess to information and services; 

 Seminars combined with a brochure and website to assist business owners get 

help doing business with Asia; 

 Leverage immigrant enterpreneurship and their contacts in their home o 

overseas markets.       

 

Figure 9 
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7. Conclusions and Some Recommendations 

 

This study has found that the Fraser Valley is one of the fast growing regions in 

the province of British Columbia, as the population grew 8.3% from 2001 to 2006, 

compared to a 4.3% increase for the entire province.  

 

The Fraser Valley also reflects the ethnic diversity derived from growing immi-

gration flows. However, the region is less diversified than British Columbia as a 

whole. South Asian, Chinese and Korean are top three visible minority groups in 

the region. 

 

The businesses in the Fraser Valley were overwhelmingly dominated by SMES, 

which represented 98% of a total of 27,446 businesses operating in the region in 

2008.  

 

Based on number of employees, the top 5 industries in the Fraser Valley include:  

 

 Business services and other services 

 Retail trade 

 Manufacturing  

 Construction 

 Health care and social services. 

 

This study, through an in-depth survey and extensive interviews, has found that 

SMES in the Fraser Valley are very much local market oriented. Less than 15% of 

the firms are currently engaged in international markets. However, our survey re-

sults indicated that SMES in the Fraser Valley have expressed a variety of interest 

levels in engaging in Asian markets, especially in the form of selling products and 

services. 

 

Beyond their interest in Asian markets, some firms have started taking action. 

Nearly 52% of surveyed firms indicated that their business has already attempted 

to enter Asian markets, mainly focused on selling into Asia, followed by develop-

ing strategic relationships in Asia. China, Hong Kong, and Japan are the top three 

markets that SMES in the Fraser Valley have attempted to engage; these attempts, 

however, seem to have yielded mixed results since the number of successful ef-

forts equal the number of reported unsuccessful efforts. 

 

Our survey indicates that SMES in the Fraser Valley consider cost effectiveness 

and quality levels as the top two factors which ultimately determine successful 

business efforts in Asia. However, they do not report which factors really matter 

more than others. 
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Self-satisfaction about their current market sales and distance and time are the 

major barriers cited by Fraser Valley SMES when considering actions to enter 

Asian markets. In addition, Asian markets are often seen by SMES in the Fraser 

Valley as places where is it is difficult to engage local partners to gain a sufficient 

local knowledge to enter the market.      

 

While the recognition of importance of Asian investment to the whole region 

seems high, the actual needs for any specific small business are less apparent.  

 

This study has also found that SMES in the Fraser Valley are unaware of the 

S.U.C.C.E.S.S. Gateway to Asia Project..  

 

Based on the findings of this study, we would conclude that there is some poten-

tial for SMES in the Fraser Valley to do more business with Asia. However, many 

gaps need to be overcome in order to help a SME in the Fraser Market to enter the  

Asian market. These gaps include: 

 

 Size: there is big difference between the scale of business operations in the 

Fraser Valley and only larger firms or sales co-operatives appear to have 

the resources to enter Asian markets. . 

 

 Diversification: with more than 85% of its sales concentrated on local or 

domestic markets, SMES in the Fraser Valley will need incentives in the 

form of information and co-operation to become more export-ready. 

 

 Business type: entering into Asian markets is more than selling into these 

markets. SMES in the Fraser Valley need to understand that outsourcing, 

investing and building strategic relationships are alternative ways to en-

gage in global markets. 

 

 

Finally, we recommend that future efforts are needed to promote the Gateway to 

Asia development initiatives, and a seminar with SMES in the Fraser Valley 

would be a good beginning since business organizations already regularly host 

breakfast or lunch meetings. These meetings would prove to be a valuable oppor-

tunity to explain the Gateway to Asia project and acquire business contact infor-

mation for businesses that are export-ready. Note these seminars would need a 

specific topic, for example “Partnering in China” or “The Role of Canada’s Ex-

port Development Bank in Promoting Asian Trade”. 
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According to our research conducted as part of this project, the business organiza-

tions did express an interest for a Gateway to Asia (trade with Asia) presentation 

but would require a three-month advance notice as their guest speakers are regu-

larly booked this far in advance. They also commented that a combination of 

seminars, brochures and website links are a useful combination to engage their 

members’ involvement. 

 

According to the research conducted as part of this report, there was a visible 

need for business introductions or business matching between businesses in the 

Fraser Valley and businesses in Asia. Understanding that there is a rich knowl-

edge resource in the Vancouver area in the form of immigrants and newcomers 

who have previously conducted business in Asia, this may provide a unique op-

portunity to pair immigrants and/or newcomers from Asia who have strong busi-

ness acumen with Fraser Valley business owners who would like to develop trade 

with Asia.  

 

The pairing of Fraser Valley business owners and Vancouver Asian immigrants/ 

newcomers could provide an understanding of the business norms in specific 

Asian countries, provide business introductions and potentially act as a liaison to 

overcome potential language barriers.  
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Appendix 

 

A. Reference and Further Readings 

 

Australian Business Foundation (2009), Engaging China: The realities for Australian businesses, North 

Sydney. 

BC Stats (2002), A Profile of Small and Medium-sized Exporters (SMXs) in British Columbia, available at 

http://www.wd-deo.com/images/cont/10864-eng.pdf, accessed on Feb 4, 2010. 

BC Stats (2009), British Columbia Small Business Profile 2009, available at 

http://www.bcstats.gov.bc.ca/data/bus_stat/busind/sm_bus/SBP2009.pdf, accessed on Feb 4, 2010. 

BC Stats (2009), Small Business is Big Business in BC, 2008, Business Indicators, October, available at 

http://www.bcstats.gov.bc.ca/pubs/bcbi/bcbi0910.pdf, accessed on Feb 4, 2010. 

DFAIT Trade Commissioner Service website, http://www.tradecommissioner.gc.ca/.  

DFAIT Trade Commissioner Service, Applying Global Value Chains: An Introduction for SME’s, available 

at http://www.tradecommissioner.gc.ca/eng/gvc/GVCSMEIntro.pdf, accessed on Feb. 4, 2010. 

Statistics Canada (2007), 2006 Community Profiles: 2006 Census, Statistics Canada Catalogue no. 92-591-

XWE. Ottawa, available at http://www12.statcan.ca/census-recensement/2006/dp-pd/prof/92-

591/index.cfm?Lang=E, accessed on Feb 4, 2010. 

The US-China Business Council (2008), US Companies’ China Outlook: Market Growth…But Where Do 

We Go from Here? - USCBC 2008 Member Priorities Survey. 
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B. Major Business Associations and Organizations Contracted 

 

Abbotsford 
 

Abbotsford Chamber of Commerce 

#207-32900 South Fraser Way  

Abbotsford BC V2S 5A1 

www.abbotsfordchamber.com 

David D. Hull - Executive Director 

Phone 604.859.9651 Ext. 302 

email: david@abbotsfordchamber.com 

 

Abbotsford Downtown Business Association 
Unit 2, 2635 West Railway Street   

Abbotsford, BC  V2S 2E6 

www.downtownabbotsford.com  

Ingird Epp - Executive Director 

Phone. 604.850.6547  

Fax. 604.859.6507  

Email: adba@telus.net 

 
City of Abbotsford – Economic Development 

32315 South Fraser Way 

Abbotsford BC V2T 1W7 

www.Abbotsford.ca  

Jay Teichroeb - Economic Development Manager 

Phone: 604.864.5505 

Email: jteichroeb@abbotsford.ca 

 

 

Chilliwack  

Downtown Chilliwack Business Improvement 

Association 

9349 Young Road  

Chilliwack, BC V2P 4S3  

www.downtownchilliwack.com  

Ken Popove - President 

Contact person: Kathy Funk 

Phone: 604.792.4576 

Email: funk@downtownchilliwack.com 

 

Chilliwack Chamber of Commerce 

# 16 - 45966 Yale Road,  

Chilliwack, BC V2P 2M3 

http://cms.chilliwackchamber.com  

Lisa Caruth - Executive Director  

Phone: 604.793.4323 

Email: Lisa.caruth@chilliwackchamber.com 

 

Chilliwack Economic Partners Corporation 

#201 - 46093 Yale Road 

Chilliwack, BC, V2P 2L8 

www.chilliwackeconomicpartners.com  

Ms. Netty Tam 

Manager of Business Development 

Phone: 604.702.9503 

Fax: 604.792.4511 

 

 

Hope  

Hope and District Chamber of Commerce 

Box 588 - 895 3rd Avenue 

Hope, BC, Canada  V0X 1L0 

www.hopechamber.bc.ca   

Victor Smith – President 

Phone: 604.869.3111 

Email: victor_smith@telus.net, or   

info@hopechamber.bc.ca  

 

District of Hope Economic Development  

325 Wallace Street 

Hope, BC, V0X 1L0 

www.hope.ca  

Contact person: Scott Misumi / Karla Lanktree 

Phone: 604.869.5671 

Email: smisumi@hope.ca,or klanktree@hope.ca  

http://www.abbotsfordchamber.com/
mailto:david@abbotsfordchamber.com
http://www.downtownabbotsford.com/
mailto:adba@telus.net
http://www.abbotsford.ca/
mailto:jteichroeb@abbotsford.ca
http://www.downtownchilliwack.com/
mailto:funk@downtownchilliwack.com
http://cms.chilliwackchamber.com/
mailto:Lisa.caruth@chilliwackchamber.com
http://www.chilliwackeconomicpartners.com/
http://www.hopechamber.bc.ca/
mailto:victor_smith@telus.net
mailto:info@hopechamber.bc.ca
http://www.hope.ca/
mailto:smisumi@hope.ca
mailto:klanktree@hope.ca
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Langley City  

Greater Langley Chamber of Commerce  

Unit #1-5761 Glover Road  

Langley, BC V3A 8M8 

www.langleychamber.com  

Lynn Whitehouse - Executive Director 

Phone: 604.530.6656 

Email: lynn@langleychamber.com  

 

Downtown Langley Merchants Association 

Suite 201, 20559 Fraser Highway  

Langley, BC V3A 4G3  

www.downtownlangley.com  

Teri James – Executive Director 

Phone: 604.539.0133  

Fax: 604.539.0137  

Email: info@downtownlangley.com  

 
City of Langley Economic Development 

Langley City Hall 

20399 Douglas Crescent 

Langley, BC, V3A 4B3 

www.cityoflangley.ca  

Gerald Minchuk - Director 

Phone: 604.514.2815 

Email: info@city.langley.bc.ca  

 

 

Langley Township  

Langley Township Economic Development 

20338 - 65 Avenue 

Langley BC V2Y 3J1 

www.tol.ca  

Gary Mackinnon – Manager  

Phone: 604.514.2815 / 604.533.6084 

Fax: 604.533.6110 

Email: gmackinnon@tol.bc.ca  

 

 

Other Organizations  

BC Agriculture Council 

#230 - 32160 South Fraser Way 

Abbotsford, BC V2T 1W5 

www.bcac.bc.ca 

Mr. Andy Dolberg – Executive Director 

Tel: 250.388.5453 (direct Victoria) 

Tel: 604.854.4454 

Toll-free: 866.522.3447 

Email: andy@bcac.bc.ca  

 

Trade Facilitation Office Canada 

56 Sparks Street, Suite 300 

Ottawa, Ontario, K1P 5A9 

Phone: 613.233.3925 

Fax: 613.233.7860 

Canada Toll-Free: 1.800.267.9674 

www.tfocanada.ca 

Bill Ross - Regional Representative (BC) 

Phone: 250.294.4434 

Mobile: 613.612.1082 

Emai: tfocbcrepresentative@gmail.com  or 

bill.ross@tfocanada.ca  

 

http://www.langleychamber.com/
mailto:lynn@langleychamber.com
http://www.downtownlangley.com/
mailto:info@downtownlangley.com
http://www.cityoflangley.ca/
mailto:info@city.langley.bc.ca
http://www.tol.ca/
mailto:gmackinnon@tol.bc.ca
http://www.bcac.bc.ca/
mailto:andy@bcac.bc.ca
http://www.tfocanada.ca/
mailto:tfocbcrepresentative@gmail.com
mailto:bill.ross@tfocanada.ca
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Canadian Manufacturers & Exporters BC  

688 West Hastings Street, Suite 540 

Vancouver BC V6B 1P1 

Phone: 604-713-7800 

Fax: 604-713-7801 

Tollfree: 1-866-713-7802 

Email: bc.reception@cme-mec.ca  

www.cme-mec.ca/bc 

  

Canada Export Centre 
400-602 West Hastings Street 

Vancouver, BC V6B 1P2 

Phone: 604.685.7823 

Toll Free: 877.685.7823 

Fax: 604.677.7289 

E-mail: info@canadaexportcentre.com 

www.canadaexportcentre.net  

 

 

 
Fraser Valley Indo-Canadian Business Association  

P.O. Box 2264, Clearbrook STN  

Abbotsford, BC V2T 4X2 

Phone: 604.853.9322 

Fax: 604-852-2996 

www.fvicba.com 

 

Centre for Indo-Canadian Studies 
University of the Fraser Valley  

33844 King Road 

Abbotsford, BC V2S 7M8   

Satwinder Bains (Ms.) – Director 

Phone: 604-854-4547 

Toll-free: 1-888-504-7441 (local 4547) 

Fax: 604-855-7558 

Email: satwinder.bains@ufv.ca  

www.ufv.ca/CICS  

 
StartYourImportExport.com 

www.startyourimportexport.com  

Linda Qin – Principal  

Phone: 604.782.6160 

Email: linda@startyourimportexport.com 

 

British Columbia Blueberry Council 

#140 32160 South Fraser Way, 

Abbotsford, BC V2T 1W5 

Phone: 604.864.2117 

http://www.bcblueberry.com/ 

 

 
 

mailto:bc.reception@cme-mec.ca
http://www.cme-mec.ca/bc
mailto:info@canadaexportcentre.com
http://www.canadaexportcentre.net/
http://www.fvicba.com/
mailto:satwinder.bains@ufv.ca
http://www.ufv.ca/CICS
http://www.startyourimportexport.com/
mailto:linda@startyourimportexport.com
http://www.bcblueberry.com/
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C. Companies or Organizations That Participated in the Survey 

Name Company Email Address 
Phone Num-

ber: 

Asger Hansen A&D Music asger@ad-music.ca 778-880-0280 

Sukhminder Bath A@P Fruit Growers Ltd apfruit@hotmail.com 604-309-7242 

 

Abbortsford Chamber of Com-

merce 
  

Hannah & Rick 

Celinski 
Aerial celinski@telus.net 

 

Don DeVoretz Can-Excell dd@can-excell.ca 

 

 

City of Abbotsford Economic 

Development 
  

Gerald Minchuk City of Langley gminchuk@langleycity.ca 604-514-2815 

Bill Boesterd Denbow bboesterd@denbow.com 604-823-6647 

Peter Awram Honeyview Farm peter@honeyviewfarm.ca 604-794-3315 

Victor Smith 
Hope & District Chamber of 

Commerce 
victor_smith@telus.net 604-869-1338 

candace Indulge swtkndksss@yahoo.ca 604-504-5454 

 

Langley City Economic Develop-

ment 
  

Mark Omelaniec Langley Concrete LP pipeman@langleyconcretegroup.com 

 

Sharon Parker National Training Centre ntc@telus.net 604-853-1230 

Mitchell Nosko Principal Air Ltd mitchell@principalair.ca 604-795-7861 

Roxann mckamey Roxann's of Fort Langley roxans@telus.net 604 882-8077 

Nick Samtani Samtani & Son samtani@telus.net 604-539-2233 

Diane Coulombe Self dicoulo@gmail.com 604-533-0023 

lin liang Superior Freeze Dry Corporation lianglin@superiorfreezedry.com 604-858-4818 

Bob Andrews Township of Langley bandrews@tol.ca 604-532-7548 

Lee Murphy Vista D'oro Farms & Winery info@vistadoro.com 604-514-3539 

 

Westgen pmeyer@westgen.com 
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D. Technique Notes of the Survey 

 

1. Survey Description 

 
1. Survey Method  

 

The survey was conducted online through the Survey Monkey (www.surveymonkey.com). The 

survey was accessed online at www.surveymonkey.com/s/X5CXYJW. 

 

2. Survey Period  

 

The online survey was open to collect responses from January 18, 2010 to February 9, 2010. 

Three responses were completed through telephone interviews and then were entered online sur-

vey by Can-Excell on behalf of the respondents.  

 

3. Respondents  

 

The survey received 47 responses during the survey period, among which 44 respondents were 

able to complete the survey. Only 22 respondents left their firm name with contact information 

(see Appendix C). 

 

According to the responses, a profile of these respondent firms can be described as follows (Fig-

ures 10 – 14): 

 

- The respondents firms cover a wide age profile: nearly one third were  newly estab-

lished (less than 10 years old), one third had been in business for more than 30 years, and 

another one third  existed between these time frames. . 

 

- The respondents cover all cities or districts in the Fraser Valley. The distribution closely 

matches the real distribution of SMES in 2008 reported in Table 4. 

 

- The respondents represent a variety of business activities, including most of the major in-

dustry sectors in the regions. 

 

- The respondent firms represent real small business: over 55% of the respondents have 

less than 10 employees or have no paid help. 

 

- A majority of respondent firms are run by non-immigrants. The Owners of SMES who 

are immigrants from Asia represent 20% of the total respondents.            

 

 

 

 

 

 

 

 

 

 

http://www.surveymonkey.com/
http://www.surveymonkey.com/s/X5CXYJW
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Figure 10 

     
 

 

Figure 11 

 
 

 

Figure 12 
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Figure 13 

 
 

Figure 14 
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2. Questionnaire 

 

Study on SMEs in Fraser Valley to Enter Asian Markets 

 

 
1. Survey background 

 

1) This window presents a survey aimed at businesses in the Fraser Valley who may want to enter 

overseas Asian markets. This survey is being conducted by an independent company based in the 

Fraser Valley, Can-Excell Economic Consulting. All individual results will be strictly confiden-

tial. By participating in this survey, you will have a chance to win a gift worth $250 provided by 

Can-Excell as well as providing your stated information. This survey will take 5-7 minutes to 

complete. 

 

Will you like to continue? 

 Yes, let's begin!   (Go to next question) 

 No, thanks!   (End of Survey) 

 

2. Firm description 

 

2) When was your business started? 

 2006-2010 

 2001-2005 

 1996-2000 

 1991-1995 

 1986-1990 

 1981-1985 

 1980 or earlier 

 

3) Which city or district does your business registered in Fraser Valley? 

 Abbotsford 

 Chilliwack 

 Hope 

 Langley City 

 Langley Township 

 Others 

 

4) What are your main products and/or services? 

 Primary / Agriculture 

 Manufacturing 

 Education Services 

 Trade (wholesale and/or 

retail) 

 Business Services 

 Others 

 

5) How many employees does your business currently have? 

 No paid help 

 1 - 9 

 10 - 19 

 20 - 29 

 30 - 39 

 40 - 49 

 

6) What is ethnicity background of the owner of your business? 

 Non-immigrant: Aboriginal 

 Non-immigrant: Others 

 Immigrant from United States 

 Immigrant from Central, South America, 

the Caribbean and Bermuda 

 Immigrant from Europe 

 Immigrant from Africa 

 Immigrant from Asia (including the Mid-

dle East) 

 Immigrant from Oceania and other 
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3. Asia Readiness 

 

7) Where is your business' current main market (over 50% of total sales)? 

 British Columbian market 

 Canadian market 

 North American market 

 Asian market 

 European market 

 Others 

 

8) Please describe your firm's degree of interest in possibly entering the Asian markets: (Please rate from 

1 as Not interested at all; 2 as Somewhat interested; 3 as Interested; 4 as Very interested; 5 as Extremely 

interested; and 0 as N/A) 

 Selling into Asia 

 Outsourcing to Asia  

 Investing in Asia 

 Developing strategic relationships in Asia 

 

9) Has your business already attempted to enter into the Asian markets? 

 Yes (Continue)  No (Jump to Question 14) 

 

10) Which market(s) has your firm attempted to enter into? (Select all that are relevant) 

 Bangladesh 

 China 

 Hong Kong 

 India 

 Indonesia 

 Japan 

 Malaysia 

 Pakistan 

 Philippines 

 Singapore 

 South Korea 

 Sri Lanka 

 Taiwan 

 Thailand 

 Vietnam 

 Others 

 

11) Please explain what kinds of business operation has your firm attempted in Asia? (Select all that are 

relevant) 

 Selling into Asia 

 Outsourcing to Asia 

 Investing in Asia 

 Developing strategic relationships in Asia 

 Others 

 

12) How do you describe the degree of success of your business' attempt to enter into Asia? 

 Extremely unsuccessful 

 Somewhat unsuccessful 

 Neither successful, nor unsuccessful 

 Somewhat successful 

 Extremely successful 

 

13) How do you describe the major factors that would contribute to successful outcomes of doing busi-

ness with Asia? (Please rate 1 as Not important; 2 as Doesn't matter; 3 as Important; and 0 as N/A) 

 A clear strategy on business expansion 

 Right product/service 

 Delivery efficiency 

 Cost effectiveness  

 Quality level 

 Business relationships with Asian stakeholders 

 Others ___________

 

(Jump to Question 15) 
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14) What are the main reasons why your business has not attempted to enter the Asia markets? (Select all 

that are relevant) 

 Current market is good enough for my business 

 Asia is too far away 

 Doing business in Asia is too difficult 

 It takes time to prepare for Asian market 

 It doesn’t appear profitable in Asian market 

 Others ___________ 

 

15) What are the significant difficulties that you foresee in doing business in Asia? (select all that are 

relevant) 

 Difficulty in Administrative licensing & approvals 

 Difficulty in human resource recruitment & retention 

 Cost increase in Asia 

 Lack of local language skills to start and operate business in Asia 

 Lack of local legal understanding to start and operate business in Asia 

 Lack of local banking and currency knowledge to start and operate business in Asia 

 Difficulty in finding reliable local business partner 

 Lack of local knowledge to make the judgment 

 Others 

 

16) How do you describe the importance of Asian investments to the Fraser Valley region? 

 

 Not important at all 

 Somewhat not important 

 Doesn't matter 

 Somewhat important 

 Extremely important 

 N/A 

 

17) How do you describe the needs in your business for potential Asian investment? 

 No need at all 

 Somewhat not needed 

 Doesn't matter 

 Somewhat needed 

 Very much needed 

 N/A 

 

4. Awareness of the Gateway to Asia 

 

18) Are you aware of the Gateway to Asia Project? 

 Yes, it is a Project delivered by S.U.C.C.E.S.S.’ Business & Economic Development 

 Yes, but I don’t know which organization delivers the Project 

 No 

 

19) Has your business received any service from the Gateway to Asia Project? 

 Yes  No 

 

20) What kinds of service do you anticipate the most that would help your business enter the Asian mar-

kets? 

 Market information 

 Asian language facilitation 

 Business matching 

 Legal assistance 

 Others 
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5. Final comments 

 

21) Any further suggestions on what can help businesses in Fraser Valley to enter the Asian markets? 

 

 

 

Thank you again for participating in this survey. Please leave your contact information for the luck draw 

of a gift of $250. The winner will be announced and informed by the end of February, 2010. 

 

Name: 

Company: 

Address: 

City/Town: 

Postal Code: 

Email Address: 

Phone Number: 

 

Thank you very much! 
 


