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*OTHER 

June 2018 November 2019 
• Open terms with ach, checks  
• ACH, Preliminary Filings 

• ACH into our account within payment terms. 

 
Payment Delays Are: June 2018 April 2019 November 2019 
 Increasing 10% 14% 12% 
 Decreasing 12% 9% 1% 
 No Change 61% 63% 71% 
 No Payment Delays 17% 14% 16% 
    

 
Causes of payment delays, open account: June 2018 April 2019 November 2019 
 Billing Disputes 21% 23% 35% 
 Other Disputes 3% 6% 7% 
 Cash Flow Issues 23% 10% 13% 
 Inability to Pay 2% 0% 2% 

 June 2018 April 2019 November 2019 
Total Respondents 108 77 101 

 June 2018 April 2019 November 2019 
Respondents with customers in this county 86 60 72 

Sales are primarily to June 2018 April 2019 November 2019 
 Existing Customers 97% 97% 96% 
 New Customers 3% 3% 4% 

Respondents extending credit to customers vs. those who do not June 2018 April 2019 November 2019 
 Extend Credit 100% 98% 99% 
 Do Not Extend Credit 0% 2% 1% 

Payment terms granted by those extending credit to customers in this 
country: 

June 2018 April 2019 November 2019 

 0-30 61% 57% 63% 
 31-60 33% 41% 33% 
 61-90 6% 2% 3% 
 91+ 0% 0% 1% 

Average days beyond terms: June 2018 April 2019 November 2019 
  16 15.6 11.6 

Payment methods used (multiple selections permitted): June 2018 April 2019 November 2019 
Wire Transfer 78% 77% 81% 
EFT (seller initiated) 22% 23% 15% 
EFT (buyer initiated) 39% 33% 37% 
Check 76% 72% 69% 
Credit Card 37% 32% 31% 
Extended Payment Program or Progress Billing 1% 0% 1% 
B.P.O. (Bank Payment Obligation) 0% 0% 0% 
Letter of Credit 3% 4% 6% 
Cash Against Documents 3% 0% 1% 
Dated Draft 0% 0% 0% 
*Other 3% 0% 1% 
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Causes of payment delays, open account: June 2018 April 2019 November 2019 
 Unwilling to Pay 3% 4% 2% 
 Customer Payment Policy 24% 21% 20% 
 Government Approval 0% 0% 0% 
 Regulatory Issues 3% 2% 0% 
 Foreign Exchange Rates 5% 8% 0% 
 Central Bank Issues 0% 4% 2% 
 Cultural Norms and Customs 5% 8% 7% 
 *Other 12% 14% 12% 

 
*OTHER 

June 2018 April 2019 November 2019 
• Slow postal/rail service.  
• Some cultural issues, slow postal 

delivery, some cash flow, and some 
exchange issues. 

• Mail time and cultural norms. 
• Invoicing issues  

occasional warranty issues 

• "mail time" - customers pay via checks. 
• Postal strikes and transit delays. 
• varies; sometimes just need to call and 

ask for payment or they pay when they 
want. 

• postal service - it takes forever to get 
mail from Canada! Our customers who 
pay by wire transfer or ACH are always on 
time. 

• Postal delays with mailing checks. 
• Generally, they mail us checks and it 

takes around 15 days to arrive to 
USA. 

• Document delays. 
• mailing time, those who pay by ACH 

are paying promptly when due. 
• Payment processing times. 

 
PRS Political & Economic Risk Forecast (Updated 07/01/19)  
18-month & 5-year political forecasts and probability for REGIMES most likely to hold power; risk ratings for TURMOIL (low to 
high), and RISK RATINGS (A+ least, D- most) for financial TRANSFER, direct INVESTMENT, and EXPORT to the country. If forecast 
has changed, the previous rating appears in parentheses. An asterisk (*) means a nonincumbent regime. Most recent economic 
data and forecasts include a previous five-year average, a one-year forecast or estimate, and a five-year forecast average. REAL 
GROWTH of GDP and INFLATION are expressed as percentages, and CURRENT ACCOUNT figures are in billions of US dollars. 

 
Country Regimes and 
Probabilities 

Turmoil Transfer Investment Export  Real GDP 
Growth 

Inflation Current 
Account 

Canada     2014-2018 2.0 1.7 -47.20 
*Minority CPC 45% Low A+ A A+ 2019 1.6 1.8 -48.70 
*Minority CPC 45% Low A- A A 2020-2024 2.0 2.0 -49.60 

 
Advice when doing business in this country: 

 
November 2019 

• Economy in Canada is slowing. Customer risk are increasing. 
• I've always offered to sign an NDA in return for financials.  
• Make sure shipping docs are accurate. 
• Canadian email etiquette requires more information. Emailing invoices gives better results for quicker payment. 
• Complete due diligence on customers including financial statement analysis. 
• Be proactive and stay on top of the account. 
• Do a thorough financial analysis. Be proactive in collecting. 
• Beware of the seasonality issues; i.e. long winter. Also, postal strikes can delay payments. Most customer still prefer to 

mail paper checks. 
• Really know the customer you are selling... Do the research with (5 C's of Credit). 
• There doesn't seem to be a country risk, so normal due diligence on the customer should be sufficient. 
• Get the credit application, credit report and audited financial statements, this country is low risk. 
• Maintain good working relationship, secure balances where possible. Canada has good business opportunities. 
• If their checks are drawn on a Canadian bank, you [may experience issues depositing/clearing them electronically]. 
• Much like doing business in the US although I have found the companies to be more trustworthy. 
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November 2019 
• Make sure your purchase order contains the correct Incoterm and it is perfectly clear as to what party is responsible for 

the import of the goods. 
• Set your terms upfront in a clear concise manner. 
• Ensure you get the zip code correct. They have a unique syntax. 
• Work to receive financials. Banking information is difficult to obtain. 
• Thoroughly investigate the company [you’re selling to]. 

 
April 2019 

• Complete due diligence and ask for financial statements. 
• Get educated on HST/GST/QST sales tax policies & procedures and rates. 
• Operates very similar to the US. 
• Most of our customers pay with prompting, but they need to be reminded. They normally won't pay on time without a 

follow up.  
• Offer ACH or CC to Canadian customers to reduce float. 
• Ensure appropriate taxes are assessed. 
• Provide terms based on the local norms and policies. Canada is not exactly a complete free market like USA. 
• Canadian economy is slowing. Be prepared for request for extended terms. 
• Some dealers are very strong-minded about doing things "the Canadian way" vs. the terms and conditions on our invoices. 

For example: We can invoice on one date but the dealer insists on paying Net 30 from the day he receives the order. Our 
terms are not N30 from receipt of goods! 

• KYC - get financials - meet your customer! 
• Do some research on the customer to understand how long they have been in the business; type of business etc. and also 

how is their payment behavior with their other suppliers. 
• Bank does mix up usd vs cad at times - then needs to redeposit. 
• Canada is a relatively stable country to sell to. Credit information is readily available. As a result, you will be able to 

make informed credit decisions. 
• Deal in US$, most Canadian companies have US$ accounts. 
• Certain provinces have restrictions on customers proving payment in the construction industry. (Quebec), they have to 

pay the supplier, before final payment on a project can be made. Be aware of local situations.  

• Ensure accurate invoices delivered in a timely manner. 
 

June 2018 

• Gather as much information as possible on your customer. 
• Pull industry credit reports. 
• Obtain financial statements from customer 
• As with all sales the contract should detail the terms. 
• Understand NAFTA rules and regulations 
• Know the bankruptcy law before you give credit terms! 
• watch the taxes in the provinces 
• As a rule, Canadian customers do not deduct. They will decline to pay even very large invoices until they receive the 

credit memo for any shipping problems. 
• The laws are very similar to those of the U.S. However, it is always best to know the capacity of your customers. Keep a 

regulated and quarterly watch on the country and customer risk. 
• Standard terms expected Net 60. 
• No issues - days beyond terms is mainly due to mailing invoices.  
• Ensure all required data points are captured at billing to increase timeliness of payment. 
• Be firm with your terms. 
• I'd say try to get electronic payments, as check payments can be very slow due to mail times. 
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June 2018 

• The norm has become 60-day payment terms. Know your lien filing deadlines for each province.  
• Get paid in US Dollars, or no sale! 
• Smaller companies tend to pay their vendors after they are paid by their customers. 
• They may use the currency difference to pay slowly. 
• Most contacts now are done by email; and in many cases an automated email address instead of directly to a particular 

contact name. 
• Potential growth out of market is strong. Secure position and guarantys are recommended. Establish good working 

relationship with customer. 
• Ensure that customer is very clear if they are paying in USD or CAD. We have a lot of problems surrounding this issue. 
• Easy to do business, always know your customer and who you the responsible parties are. 
• Generally, not difficult to sell into Canada. As noted they tend to try to push out to 45 days on net 30 terms. Mail is 

slow. Some smaller companies do not have systems to manage the exchange. They actually drive to the bank to make 
payments in USD. 

• Make sure they are paying in US dollars before negotiating rate or accepting payments. 
• Customers needing to be invoiced with mixed currency. Some systems are not equipped to handle mixed currency 

transactions such as USD and CAN. Some customers want to pay part of the invoice in USD and the other in CAN. 
• Canada is not the 51st state, it's an export, follow the rules. 
• Most contractors pay-when-paid. 
• Generally speaking, most Canadian business takes pride in paying within terms. If a customer is paying you slow, there is 

high likelihood that a real issue exists. 
• Prompt payment - 3 to 5 days due to International fund transfer delays. 

 
 


