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1958 – 2018 Celebrating 60
To kick-start
this special year,
PurchasingB2B is
pleased to announce
that June 14th
will be

National
Purchaser
Day!

YEARS

of serving Canada’s Supply Chain Community!
Whether it’s office supplies, manufacturing equipment, business technology or services like data
management, Canada’s purchasers and supply chain professionals enable Canadian business by sourcing
and purchasing these and other products. By commemorating June 14 as National Purchaser Day,
companies and institutions—both private and public—can pay tribute to the men and women of
purchasing who bring such value for their organizations. #NationalPurchaserDay
The 60th anniversary celebrations will give readers and suppliers the chance to connect and get involved
through photo contests, social media campaigns, a June Anniversary issue, and more!
This is a great time for your business to reach out to the purchasing and supply chain community
and say “I Love My Purchaser!”
Contact us today to discuss how you can get involved through sponsorship, editorial contributions, and special marketing initiatives!
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Where it becomes a little
disconcerting is, we import into
the US, they might use terminology
like, ‘falsifying and fraudulent
information,’ when it’s just
a mistake.
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Making sense of the ins and outs of
cross-border shipping

The ins and outs of
cross-border shipping

By Michael Power

SAVE THE DATE SEPTEMBER 11 & 12, 2017

John Kreller

C

ross-border shipping can be a daunting task for organizations moving goods internationally. Security
issues, a shifting regulatory landscape, duties and tariffs, the intricacies of free trade deals such as the North American
Free Trade Agreement (NAFTA) and the Canada/
Europe Comprehensive Economic and Trade
Agreement (CETA)—all of these factors present
challenges for Canada’s importers and exporters.
To help with this complexity, PurchasingB2B—in collaboration with FedEx Trade Networks (Canada)—
held a roundtable conversation on March 9 at the
Radisson Admiral Toronto Waterfront Hotel.
The experts who gathered for the event outlined
the main challenges and pressures associated with
moving products safely and securely, while providing
tips and strategies to make the process as smooth and
effective as possible. At the table were: Kyri Fabios,
managing director of operations, Canada, at FedEx
Trade Networks; Joy Nott, president and CEO of the
Canadian Importers and Exporters Association (IE
Canada); Jeff Russell, director of procurement, Crane
Supply; John Kreller, logistics manager at Rimowa
North America Inc.; and Ruth Snowden, executive
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ProcureTech Canada will showcase the latest
Corporate Cards
procurement software solutions on the market,
Government Purchasing
help procurement professionals build a business case
for adopting software solutions, and support best
practice guidelines for implementation.
Connected Vehicles
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PurchasingB2B offers client-sponsored roundtable editorial
sessions. These events form the basis for a feature editorial article
in PurchasingB2B and offer you a unique opportunity to
demonstrate your company’s thought leadership to the
Canadian procurement community.
• Option to sponsor a seat at the roundtable or the entire session
• Editorial article is featured in print and online and promoted
in two consecutive PurchasingB2B eNewsletters
• Complete turn-key services provided
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Experts in freight forwarding, customs brokerage, import and export, as well as
procurement and supply chain met in Toronto on March 9 to participate in a thought
leadership roundtable focusing on the challenges associated with moving products

director of the Canadian International Freight Forwarders
Association (CIFFA).
First on the agenda was trade compliance, which covers several areas, said Fabios, including issues involving
the CBSA, international freight forwarding and free trade
agreements like NAFTA. When it comes to CBSA and the
US’s Customs and Border Protection, the rules are defined
through regulations—but there’s room for interpretation
which can depend on an officer’s opinion. This is often a
pain point for companies, Fabios said. “We’ve seen situations where, in the case of compliance, there’s typically
wiggle room if it’s done properly,” Fabios said. “Nine times
out of ten the import community tries to be compliant,
and wants to be compliant. By the same token there have
been circumstances were we’ve seen non-compliance. It’s
not the fault of the importer, it’s just not knowing or not
being aware enough about the regulations—that’s where
we step in.”
Nott described IE Canada’s role, noting that the organization contacts the government about regulatory leeway.
Many assume that, within North America, rules and regulations surrounding goods must be the same in the US
as in Canada or Europe. “Unfortunately, in the world of
global trade and the movement of goods across borders,
it’s a combination of where policy meets politics, because
there are often slight differences in regulatory environments, and that’s done on purpose by countries,” Nott
said. “That’s where the politics comes into things.”
Trade organizations like IE Canada explain to government agencies how policies can protect the Canadian
economy and jobs, but can also move Canada towards
becoming less competitive, Nott said. Over the past
five years, several regulatory changes and reforms have
cropped up due to security, political or economic rea-

sons, as well as the work of government policy analysts.
Sometimes, Nott said, those analysts lack a full understanding of how an integrated global supply chain works.
“They have the very best of intentions when they draft a
piece of regulation or put a policy in place, and they’re
not trying to slow down the Canadian economy,” she said.
“However, if they don’t have that full view of how it works,
they often end up with unintended consequences.”
As a manufacturer, his company imports goods from
around the world—primarily Europe, said Kreller. Some
information about those imports isn’t always available;
much background work is necessary on certain imported
items. The company relies on its brokers to help clarify HS
codes and other details to help ensure compliance. “Where
it becomes a little disconcerting is, we import into the US,
they might use terminology like, ‘falsifying and fraudulent
information,’ when it’s just a mistake,” Kreller said. “It’s
just a wrong piece of information that we’re not aware of,
that we work tirelessly to correct and become more compliant. The more education we can get doing our documentation the better it will be for us going forward.”
Procurement hits compliance problems when it’s out
of touch and unaware of requirements for sending purchase orders overseas, said Russell. As well, companies in
countries like China or Korea may not be aware of CBSA
requirements. “‘Why do you need this document? Why
do you need a statement of origin with this shipment? It’s
coming from China,’” said Russell, noting frequent supplier questions. “I understand it’s coming from China, but
this is a requirement for CBSA. You either give me a certificate of origin or you can give me a statement of origin.
It’s basically a statement that says, ‘this product originated
from this country.’ Without it, we could be taxed.”
Kreller agreed, noting that another challenge arises
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Ruth Snowden
when overseas suppliers may be required to submit documents but aren’t accustomed to the process.
“They are used to a domestic customer, rather than
an international customer, who may not have the necessary knowledge,” he said. Kreller also noted that he
had begun bringing expertise in house.
There’s a complexity inherent with trade compliance since it involves more than just CBSA regulations
on goods coming into Canada, said Snowden. When
exporting into the US, if the goods are manufactured
in China but are travelling on Canadian wood pallets,
CBP notes the origin of the wood as the same as the
product—in this case China—which can cause delays.
“Just these arcane little rules; how does an organization
bring that knowledge—whether it’s of product compliance, CFIA (Canadian Food Inspection Agency) compliance—into an organization?” Snowden said. “They
do it different ways, through training and systems, and
through using a competent freight forwarder and customs broker who has these systems.”
Nott noted that most companies have well-trained
accountants to handle the intricacies of the tax world—
but that standard doesn’t hold true for international
trade. Even a company’s customs or logistics manager
can lack the necessary training or background. “Or,
the company doesn’t realize that this is a very comPurchasingB2B.ca | April 2017 | 13
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across international borders. The roundtable was a thought leadership collaboration
between PurchasingB2B and FedEx Trade Networks.
FedEx Trade Networks provides international freight forwarding services, and

Presented by:

integrates air and ocean freight forwarding, customs brokerage, trade and customs
advisory and other services. For more information on FedEx Trade Networks (Canada)

CONTACT:

Inc.’s products and services visit www.ftn.fedex.com/ca. The following is an editorial

Dorothy Jakovina
djakovina@purchasingb2b.ca
Tel: 416-510-6899

report based on the roundtable conversation.

Kyri Fabios
Managing director
of operations,
Canada, FedEx
Trade Networks
PurchasingB2B.ca | April 2017 | 11

PB2B_Feb17_Procuretech_AMS.indd 1

2017-04-17 2:27 PM

PB2B April2017_AMS.indd 11

2017-04-18 7:36 AM

content marketing
PurchasingB2B provides you with the opportunity to deliver your message in YOUR words through advertorial content
in print and online. An effective option to deliver case studies, product information and more!
Content marketing options include:
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• Advertorial supplements
• Sponsored editorial features or supplements
• Advertorial pages used to promote products,
services, or case studies

• Sponsored articles in eNewsletters and featured online
• Sponsorship of Niche TV, PurchasingB2B’s weekly video
update series

EVENTS

Call for sponsors & exhibitors!
Showcase your procurement technology solutions to an engaged
audience of procurement professionals at ProcureTech Canada,
September 10-11, 2018, Toronto.

Contact the publisher to discuss how you can
get involved in this hosted-buyer event.
ProcureTechCanada.com

Dorothy Jakovina, publisher | 416-441-2085 x111 | djakovina@purchasingb2b.ca
www.ProcureTechCanada.com
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