¢Scr1veneré stated Telecom’s reasomng in clear terms o

-~ "“No matter how we projected the Canadlan telecom- :
- munications market, we could see no way in which we
' could afford, on returns from the Canadian market

' v_.'alone the enormous and continuing Research and De- o

: ‘velopment costs that will be required to establish a via-

‘ble, profitable position in these new technologies. We -

~saw that we could not even expect to hold our share of
i ’thei Canadian market against foreign competition. It
.‘appeared to us that even if we took the total Canadian

" ‘market (and we have not), we would still end up in the
1 1970s as a relatively small Canadian company unable

'jto keep up ‘with the technological advances of

[ others.’

Northern Telecoms major international thrust

5 lias been into the United States because, “it is the larg-

est single telecommunications market in the world.
The California market is bigger than the whole of Can-
‘ada. Quebec is only half the market for Ohio. It is the
most open market in the world and the most competi-

. tive.” Northern Telecom’s objective, according to Scri-
.. vener, was to do more business in the U.S. by 1982
“than it will be doing in Canada: Sales of equipment

manufactured in the U.S. jumped from $129.9 million

*in the first half of 1978 to $346.1 in the first half of

1979.-Sales of products manufactured in Canada Were'
$526.6: million in the first half of 1979.

f‘ “As tariffs in Canada and the United States are

llkely to be substantially reduced over the next decade,
Domtar is assessing the future competitive situation
for its existing facilities so as to position itself to func-

& tion more effectively in the years ahead,” the company
" told its shareholders in 1977. What this meant, in part,

became clear the following year when Domtar Gypsum

- America was formed to take over the Kaiser Cement

- and Gypsum Corporation, of California, in a $34.5 mil-

lion deal. For its money, Domtar got gypsum wallboard
plants near San Francisco and Los Angeles, a wall-
board paper mill near San Francisco and a gypsum
mine—actually an island of solid gypsum—in Mexico.
It is now engaged in a $50 million program to expand
production by some 30% and to build a new wallboard
plant at Tacoma, Washington. The company serves
markets in California, Arizona, Nevada, Oregon and
Hawaii. Other divisions of Domtar own a rock salt
mine in Louisiana, and lime quarries and kilns in

Washington and Pennsylvania. The 1979 report
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" whlch we now manufacture and domestlc invest

. . Instead, we_concluded we must_expand our -
E L markets and go international to ﬁnd‘the revenues we

- Officer J.T. Black says the sort of business in whic

. border.”

opportunities are relatively lumted .growth opp
nities for Domtar could be in the United States.” Th
is another reason, he adds: “a more positive businé
‘climate in general is perceived to exist in the U
States.” Domtar is continuing to invest and diversify:
Canada but Srebrnik comments, “currently, Domt
would be best described as a Canadian company ;
subSIdlary mterests in the U S. However m the lon :

contmental outlook though still based in Canada ”E
- Explaining the corporate development strategyijg
the Molson Companies, President and Chief Execu

Wants to 1nvest CLowill hkely be ofa marketing or

technology It W111 be a leader in its partlcular fiel I
business which produces high quahty products or ser~
ices, and in all probability international in scopq d

Those were certainly the criteria in the $60 milliffifl ..
purchase, in 1978, of the D1versey Corporation of
cago. Diversey produces and markets chemicals

specialty products, primarily cleaning and sani

compounds. It has plants in 32 countries and marke: &%ﬂa

its products in more than 100 countries. In April,.

son enlarged the Diversey empire by paying about $&
million for B.A.S.F. Wynadotte Corporation, of N¢
Jersey, also a producer of cheImcal specialities. A nf
tional Canadian brewer until a few years ago, Molsc
now sees itself as a “company based in Canada wit
ternational outlook.”

Burns Foods Limited of Montreal has only a sms
investment in the U.S.—two small plants in Oregijy;
freezing fruit and corn for supermarkets and the fa 4
food mdustry—but it is lookmg for other U.S. opporttf :

in Canada, but it is wise to hedge against political
economic problems in Canada by expanding across

"Llf

Dominion Textlle expanded into the U. S marke,
five years ago and recently annouriced a $24 mllhof

future, trade relations with the United States
likely to be liberalized to a more significant. de
than at present and taking such events into accour
expansion outside Canada must form part of the int




