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Introduction

Australia presents a natural international expansion opportunity for Canadian small and medium-sized
enterprises (SMEs). With a shared language, compatible legal heritage, similar business culture, strong
bilateral trade ties and values, the two countries have more in common than almost any other pairing
across the G20. With many similarities between Canada and Australia, Australia offers diversification

while providing an ideal springboard into the broader Asia-Pacific region.

Canada and Australia have a strong and growing commercial relationship, with bilateral merchandise
trade valued at approximately CAD $6.1 billion in 2024. Canadian merchandise exports to Australia were
approximately CAD $3.1 billion, with key export categories including machinery, precious metals, and
vehicles and parts. Since the CPTPP came into force in 2018, bilateral merchandise trade between
Canada and Australia has had annual growth of 6.6% from 2018 to 2024."

While Australia represents a relatively small share of Canada's total global exports, the composition of
Canadian exports demonstrates strong alignment with areas of Australian demand — particularly
advanced manufacturing, industrial technology, resources-related solutions, agriculture, defence and

specialised services.

Australia is a highly compatible market where Canadian
businesses can leverage existing strengths.

This guide outlines the key considerations, important differences and strategic advantages of

entering the Australian market.

01 Why Australia? A Natural Fit for Canadian Businesses

Canada and Australia share many important similarities, including British common law traditions,
Westminster-style government, federal systems, strong corporate governance standards and a broadly
compatible business culture.

For Canadian businesses, these similarities mean there is generally little need to navigate an unfamiliar legal
or business environment and cultural differences are relatively limited. This familiarity can reduce many of
the hidden costs, complexities and risks that typically accompany international expansion.

1Global Affairs Canada — Media Release, 19 February 2025.
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Key advantages of the Australian market include:

Market size and quality: ~28 million population with one of the world's highest median incomes, strong
consumer spending, and sophisticated B2B demand.

Economic stability: Australia holds an AAA sovereign credit rating and consistently grows faster than
other advanced economies. It is forecast to continue to outperform its peers over the next 5 years to
2029 making it one of the most resilient economies in the developed world.?

Tariff advantages: The Comprehensive and Progressive Agreement for Trans-Pacific Partnership (CPTPP)
eliminates tariffs on 98% of goods traded between Canada and Australia.

Intellectual property protection: Robust IP frameworks similar to Canada's, making it easier to protect
innovations and brands.

Ease of doing business: Australia consistently ranks among the top 15 nations globally for ease of doing
business — contracts are upheld, courts are trusted, and corruption is rare.

Similar public policy: both countries face comparable policy issues and challenges in areas such as
health, transport, regional development, security and managing global economic uncertainty.

02 Australia as a Gateway to the Asia-Pacific

Perhaps the most compelling strategic rationale for entering Australia first is its position as a gateway to the
broader Asia-Pacific region — the world's fastest-growing economic zone, projected to represent 50% of
global GDP by 2040.3

Australia has 19 free trade agreements in force including with China, Japan, South Korea, India, Indonesia,
Singapore, Malaysia, Thailand, New Zealand, the United Kingdom, the United States and the broader ASEAN
region.* By establishing an Australian entity, Canadian companies can leverage Australian trade agreements
to export into these markets under highly favourable terms.

Many Canadian companies choose to establish in Australia first precisely because it offers a familiar, low-risk
operating environment from which to develop regional relationships, build Asia-Pacific credibility, and
expand progressively into more complex markets such as Japan, Singapore, or Southeast Asia. Australia's
time zone alignment with Asian markets and its strong diaspora connections also facilitate regional business
connections in ways that are difficult to replicate from North America.

2 Austrade Benchmark Report — Outperforming Economy

3IMF — Asia and Pacific Regional Economic Outlook, October 2025.
4

DFAT — Free trade agreements in force.
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03 Sectors with Strong Opportunity for Canadian Businesses

Certain sectors align particularly well between Canada and Australia due to regulatory similarities, shared
industry structures or parallel demand drivers:

Mining & Resources

Australia is the world's largest
exporter of iron ore and a major
producer of gold, lithium, and
coal. Canadian expertise in mining
technology and automation,
equipment and machinery, safety
solutions, environmental
management and exploration is
directly transferable and valued.

HealthTech & Medical
Devices

Australia's universal healthcare
system (Medicare) operates
similarly to Canada's provincial
systems. Regulatory pathways
through the Therapeutic Goods
Administration (TGA) are
navigable for companies already
certified by Health Canada.

Education & Training

Australia has a significant
vocational and corporate training
market. Canadian curriculum
providers and e-learning
platforms find a receptive and
well-funded sector. As 4.7% of
GDP (>$127B), the Education &
Training sector is one of the larger
exporters after resources &
mining.

5 Austrade Benchmark Report 2024

Clean Energy, Climate
Tech & Sustainability

Australia is undergoing significant
investment in energy transition,
including renewable energy,
storage, electrification and
emissions reduction. Canadian
capability in these areas may find
strong opportunities in Australia.

Financial Services &
FinTech

Australia's sophisticated AS10
trillion financial services sector,
supported by a AS$3.5 trillion
superannuation (pension) system,
creates strong opportunities for
financial technology including
digital payments, portfolio
management tools, regtech,
wealthtech and compliance and
investment solutions.s

Infrastructure &
Construction Technology

Australia's substantial
infrastructure investment pipeline
continues to generate
opportunities in transport,
renewable energy and essential
infrastructure. Canadian investors
have a strong presence in the
Australian infrastructure market,
reflecting strong confidence in the
sector.
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AgriTech & Food
Technology

Both countries face similar
agricultural challenges — vast
land, climate variability and
comparatively high labour costs.
Canadian precision agriculture,
crop science, and food processing
technologies resonate strongly.

SaaS & Enterprise
Software

Australian businesses readily
adopt cloud-based solutions.
Canadian SaaS companies benefit
from English-language products
requiring minimal localisation and
similar enterprise procurement
processes.

Defence & Security

The AUKUS partnership between
Australia, the UK, and the US has
elevated defence spending
significantly. Canadian defence
technology companies with
existing NATO relationships are
well positioned.
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04 Considerations for Canadian Businesses Entering Australia

Although Canada and Australia share many cultural, legal and business similarities, companies should avoid

assuming the two markets operate in the same way. A well-planned market-entry strategy can significantly

reduce risk, shorten the time to secure customers and improve the likelihood of long-term success.

Before entering the Australian market, Canadian businesses should consider:

v

how Australian customers evaluate suppliers and make purchasing decisions, including procurement
processes and buying timeframes

the regulatory, tax and compliance requirements that apply to products, services and business activities

the level of competition from established Australian businesses and other international suppliers already
operating in the market

the importance of establishing local credibility, building relationships and demonstrating a long-term
commitment to Australia

customer expectations for local sales, technical support, after-sales service and responsiveness

the most appropriate market-entry model, whether through a distributor, channel partner, local
representative or by establishing an Australian business presence.

Many Canadian companies benefit from validating the Australian market before making significant

investments. Engaging with prospective customers, partners and industry participants can test demand,

refine the value proposition and identify the best route to market. Businesses that understand local

conditions, adapt their approach and build strong relationships are better positioned to win customers and

achieve sustainable growth.

Canada—Australia Trade Advantage: The CPTPP

Canada and Australia are both key founding members of the Comprehensive and Progressive
Agreement for Trans-Pacific Partnership (CPTPP), a major multi-lateral trade agreement currently
covering 12 countries across the Asia-Pacific and the UK.

The CPTPP helps reduce trade barriers, improve market access and provide greater certainty for
businesses expanding into these markets. For Canadian companies entering Australia, the
agreement can support more competitive access to the Australian market through reduced tariffs,
clearer trade rules and improved conditions for cross-border commerce. CPTPP
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05 Winning Your First Australian Customer

Australian customers typically place significant value on trust, relationships and confidence that a supplier
understands and is committed to the local market. Established Canadian sales approaches may not
automatically translate into success in Australia. Building credibility locally and investing time in relationships
are often critical steps in securing the first Australian customer.

Australian Business is Relationship Driven

A common mistake for international businesses is expecting strong overseas credentials to immediately
convert into Australian sales.

Australian buyers value capability and results, but they also want confidence that a supplier is committed to
the Australian market and can provide reliable support over a longer horizon.

For many B2B purchases, particularly technology, professional services, industrial solutions and complex
products, customers often look for local market understanding and support beyond the initial sales cycle.

Australian organisations can be cautious when selecting new suppliers, particularly for high-value or
business-critical solutions. Canadian businesses should be prepared to explain not only what they sell, but
also why they are the right partner for Australian customers.

This does not always require establishing an Australian office immediately, but companies should consider
how they will demonstrate a genuine commitment to the market. Successful market entry usually involves
multiple visits, spending time building relationships, meeting potential customers and developing local
networks before expecting significant sales outcomes.

How Long Does It Take to Win the First Customer?

The timeline depends on the industry, sales cycle and complexity of the offering. Some opportunities may
develop within months, while enterprise, government and infrastructure-related opportunities may take 6—
18 months or longer. It also may mean taking a pragmatic view on the revenue expectations of your first sale.
Australian reference sites can be of great value. If you are to discount to “buy the business”, make sure you
include friendly — but strong — commitments from your buyer to act as your reference site, including visits if
appropriate.

The first Australian customer is often the hardest to secure because buyers will ask who else in Australia is
using your product or service. This can be accelerated by developing local partnerships, attending industry
events and building Australian references and advocates.
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06 Cultural Nuances: Doing Business in Australia

Australian business culture is broadly compatible with Canadian norms, but some important nuances will

help Canadian executives build relationships. Australian Business Culture -

Egalitarianism and informality: Australians are famously non-hierarchical. First names are used
immediately, titles are rarely used and formality is seen as pretentious. Canadian executives who adopt a
warm, direct, informal style will be well received.

Direct communication: Australians value plain speaking and are comfortable with directness, even in
disagreement. Evasiveness or overly polished corporate language can be viewed with suspicion. Say what
you mean.

Relationship-first: Australian business relationships need focused cultivation. Australians are loyal to
people they trust and will expect consistent follow-through. A brief sales visit with an over-inflated, pushy
approach will not build a lasting partnership; in-market presence, helpfulness and reliability matter
greatly.

Humour and self-deprecation: Dry humour, self-deprecation, and a light touch are hallmarks of
Australian professional interaction. Taking yourself too seriously can be a social liability. Canadians tend
to adapt to this quickly.

'Tall poppy syndrome': Australians are culturally uncomfortable with boastfulness or ostentatious self-
promotion. Leading with capability and letting results speak for themselves tends to be more effective
than aggressive marketing claims.

Work-life balance: Australians work hard but also place value on lifestyle and work-life balance. After-
hours calls or expectations of immediate weekend responses are generally not well received and recently
prohibited under “Right to Disconnect” laws. Respect local working norms, particularly around public
holidays (which vary by state). This is as true for foreign head offices as Australian-based entities

Procurement and decision-making: Australian organisations — especially government and enterprise —
strongly prefer local suppliers with local contacts, local insurance and in-country capability. Remote-only

vendors face a genuine disadvantage. How to Win Government Contracts in Australia 2
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07 Steps to Entering the Australian Market

A structured, staged approach improves your chances of a cost-effective and successful entry:

1 Validate your market opportunity
Conduct local market research to confirm demand, competitive landscape, regulatory
requirements, and optimal go-to-market approach.

Market Research & Validation > - Partner Search >

2 Protect your brand and IP
Register trademarks, patents, and designs via WIPO or with IP Australia before any market activity.

Australian Intellectual Property =

3 Choose the right business structure

Decide on your business structure based on required legal, financial, operational and strategic
outcomes.

Corporate Structures in Australia for International Businesses -

4 Incorporate your Australian entity

Register a Pty Ltd company with ASIC, obtain your ABN and GST registration, and arrange Director
Identification Numbers.

Incorporation & Statutory Services >

5 Appoint your Australian Resident Director and Public Officer
Appoint an Australian Resident Director and Public Officer to meet statutory requirements and
ensure your business complies with Australian corporate and tax obligations.
Australian Resident Director Insights -

6 Set up finance and accounting
Establish compliant local bookkeeping, payroll, BAS reporting, and management accounts.

Finance & Accounting =

7 Establish HR and employment compliance
Implement Fair Work-compliant employment contracts, superannuation, and HR policies.

HR Services >

8 Build your local sales and marketing presence
Localise your materials, engage local partners or channels, and secure your first reference
customers.

Sales & Marketing >
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08 Key Differences: Establishing and Operating a Business

There are important operational and structural differences Canadian businesses must plan for:

Company Structure — Pty Ltd vs.
Corporation

In Australia, the standard structure for a foreign-
owned subsidiary is a Proprietary Limited company
(Pty Ltd), registered with ASIC. This is broadly
equivalent to a Canadian private corporation but
governed under the Corporations Act 2001.

Director Identification Numbers (DIN)
Since 2022, all directors of Australian companies —
including foreign residents — must hold a DIN.
Foreign applicants cannot apply online and must use
a paper-based process through the ABRS or a
service provider.

Fair Work Act

Employment is governed by the Fair Work Act 2009,
which sets minimum wages, leave entitlements (4
weeks annual leave, 10 days personal leave, long
service leave), and unfair dismissal protections —
more prescriptive than many Canadian provincial
frameworks.

Corporate Tax Rate

Australia's standard corporate tax rate is 30%, or
25% for base rate entities (broadly equivalent to
SMEs with turnover under A$50m). A Canada-
Australia Double Taxation Agreement prevents
income being taxed in both jurisdictions however
both Australian subsidiaries (Pty Ltd companies) and
Branch Offices, for their Australian
revenues/activities, must lodge annual Australian
company tax returns.

OBEACHHEAD ADVANTAGE - Canada—Australia Market Entry Guide

Australian Business Number (ABN)

All businesses operating commercially in Australia
must hold an ABN — a unique 11-digit identifier
required for invoicing, tax, and government
dealings. GST registration (10%) is mandatory if
annual turnover exceeds A$75,000.

Superannuation (Super)

Australia's compulsory employer-contributed
retirement savings scheme requires employers to
contribute 12% of each employee's ordinary time
earnings on top of salary — a cost not present in the
same mandatory form in Canada.

GST vs. HST/GST

Australia applies a flat 10% GST on most goods and
services, similar in structure to Canada's federal
GST/HST but exclusively administered (at the point
of taxation) federally. Key differences include the
registration threshold, BAS reporting requirements,
and treatment of financial services and food.

Intellectual Property

IP registered in Canada does not automatically
extend to Australia. Trademarks, patents, and
designs must be separately registered with IP
Australia before market entry to ensure protection.
IP Australia (IPA) is the national IP registrar, but
registrations can be either via the World Intellectual
Property Organization (WIPO) in Geneva (as part of
a Madrid Protocol application process) or directly
with IPA.
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09 Useful Contacts and Resources for Canadian Exporters

Beachhead can support introductions to relevant contacts both in Australia and Canada. The following
organisations provide support for Canadian businesses entering the Australian market:

Export Development Canada (EDC)

Canada's federal export finance agency. EDC has a presence in Sydney and provides trade finance, credit insurance, market
intelligence, and working capital guarantees for Canadian exporters.

Canadian Trade Commissioner Service — Australia

Trade Commissioners in Sydney and Canberra can validate your market opportunity, make local introductions, and connect you
with government funding programs including CanExport and SR&ED.

CanExport SMEs Program

Federal grants covering up to 50% of eligible international market development costs for Canadian SMEs, including Australia-
focused activities.

Business Development Bank of Canada (BDC)
Provides financing, advisory services, and export capital for Canadian SMEs at all stages of international growth.

Canadian Australian Chamber of Commerce (CACC)

An independent, non-profit organisation that aims to contribute to increasing the level of trade and investment between
Australia and Canada.

Australian Trade and Investment Commission (Austrade)

Australia's federal investment promotion body. Austrade assists international companies exploring Australian market entry and
can facilitate government introductions.

IP Australia

Register your Australian trademarks, patents, and designs. Ideally, do this with IPA or via WIPO before commencing any market
activity.

Australian Border Force — Import Information
Official guidance on customs, duties, and import requirements for goods entering Australia.

Australian Taxation Office (ATO)

The ATO provides guidance on ABN registration, GST, BAS lodgement, and the tax obligations of foreign-owned Australian
entities.

A full list of government and business organisations can be found here:

Directory of Australian Government and Industry Bodies for International Businesses -
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10 How Beachhead Advantage Supports Canadian Businesses

Beachhead Advantage supports international SMEs entering and

operating in Australia, with a longstanding focus on helping Canadian
companies establish and grow in the Australian market.

We provide end-to-end market entry, establishment, compliance and
operational support, acting as your trusted local partner while you focus

on growing your business.

Our comprehensive services for Canadian market entrants include:

Market Research, Validation & Planning — local intelligence,
competitive analysis, regulatory mapping. Marketing & Market Fit for Australia -

Company Incorporation & Registration — full business and tax registrations and management
Legal & Statutory — Australian Resident Director and Public Officer, corporate governance, ASIC filings,
ongoing compliance. Legal and Statutory Governance Services -

Finance & Accounting — bookkeeping, payroll, BAS/GST returns, management accounts. Finance and

Accounting Services >

Human Resources — employment contracts, Fair Work compliance, superannuation, HR policies.

Recruiting Staff in Australia >

Sales & Marketing — localisation, sales and marketing support, partner identification. Sales and

Marketing Services >

Operations Management — acting as your local team and trusted advisor. Facilities and Services -

Explore the full range of Beachhead services at beachheadadv.com =

What Canadian Clients Say About Beachhead Advantage

As a Canadian business looking to import our products
into Australia, Beachhead was recommended to us by the
Trade Commissioner's office. Chris and his team worked
tirelessly to get everything sorted for us. It took much
longer than anticipated because of governmental
administration licensing issues but Chris and his team
made the difference by moving mountains to sort
everything out. I'm looking forward to continuing doing
business with them for the years to come as we are clearly
in the best hands.

— MARPHYL, KELOWNA, BC

Progressive Automations is one of the top manufacturers
and distributors of linear actuators. We established our
Australian office in July 2024. Beachhead Advantage has
been instrumental in supporting our market entry —
incredibly flexible, responsive, and proactive, guiding us
through every aspect of our market entry and now helping
us grow our team.

— PROGRESSIVE AUTOMATIONS, RICHMOND, BC
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Beachhead incorporated and helped establish Vitalis in
Australia (Victoria) to initially support our first Australian
client. Given their market knowledge, expertise and
extensive range of services, Beachhead seamlessly
supported our business in other ways including engaging,
onboarding and maintaining local liaison with technical
support staff and maximising statutory financial
opportunities and initiatives during the pandemic.

— VITALIS EXTRACTION TECHNOLOGY, KELOWNA, BC

Beachhead Advantage has been an invaluable partner in
helping us establish our business presence in Australia.
They guided us through the process of registering our
Australian corporation and securing our trademark with
ease and professionalism. We truly appreciate the
continued support from Chris and the team.

— ACCELERA PHARMA, TORONTO, ON
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GET STARTED

Ready to Explore the Australian Market?

Beachhead Advantage offers a complimentary initial consultation for
Canadian businesses exploring the Australian opportunity. Our team will
help you assess your market potential, understand the key requirements, and
develop a realistic roadmap for your Australian expansion.

Book Your Consultation = beachheadadv.com
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