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Last name: Arciaga

First name: Robert

e-malil address: rarciaga@wceng.com
Company Name: West Coast Engineering
Province:British Columbia

Questicns
Please comment on:
1) Areas of export Interest, including products for which the CA<4 countries should ellminate tariffs more rapidly
and/or remove other barriers to frade.
Our export interest is for steel poles for various u-as—electrical
transmission and distribution, highway and munic pal street lighting, highway and municipal street signage,
and high mast for telecommunications.
Our export interest is for stesl poles for various uses—elsctrical transmtssnon and distribution, highway and municlpal
strest lighting, highway and rmunicipal street signage, and high mast for telecommunicatlons.

2) Areas where there may be concerns if access to the Canadian market was to be improved for preducts from
CA<4 countries. ’ v
We don't think the CA-4 countries manufacture steel poles of the
standard level that can compete in Canada.

We don't think the CA-4 countries manufacture stee! poles of the standard level that can compete in Canada.

3) Suggestions on trade facilitatlon lssues e.g. impediments related to customs or other import-related
procedures.

None

None

d) The possible inclusion of services within the scope of negotiations and services sectors In CA-4 markets that
could be a target for further liberalization (eg. market access issues such as limitations on the number of firms or
individuals allowed in a foreign market to provide a service).

5) The possible Incluslon of investment within the scope of negotiations, problems faced by Canadlan investors
in CA-4 countries and the type of rules that would provide Canadian investors with better access, treatment and
protection for their investments (Describe any investment barrlers or impediments, such as llmits on foreign
‘investment, local content requirements, restrictions on capital transfers, etc., that you may have encountered
because you are a forelgn investor).
Our problem in selling to the CA-4s is shipping or cost of freight.
This can be overcome by a no-duty priviledge if the Canadian
negotiations arte successful.
Our problem In selling to the CA-4s is shipping of cost of freight. Thls can be overcome by a no-duty priviledge if the
Canadian negotiations arte sumessfui

8) Any other issue of interest to your firm.

- Names and amall address(es) for other peOple you think would like to provide thelr views and comments on this
free trade agreesment initiative:
(Seperate mulitple values with & semi-colon ="

Would you like to be kept mfom\ad of the results of this consultation by emall?
Yes

O No




