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LConclusion

Io conclusion the European atrategy for Canadian oll and gas equipmeat
msnufacturers can vary from fiem to firm depsading of their produet,
their capitalization and their etcitude. Io any case, Western Europe
should represent an interesc if not for Western Europe per se for third
markets such as Restern Europe, Chine, Souch-Esar Asfa and the African
coaat, For firms that do not have the potrantfal co assure a presence
iz Evrope they will need. to edjust their homa structure to be more com-
petitive as European companiga will be more compatitive which will also
put a pressure ou U.S, firme, Since Canadian firme export up to 40% of
their products, they shpould expect therefore more competfition in third
marketa:. Ia order to be more vompetitive, the Caradian firne will alaa
need to find out competitive financing other than the EDC becaunse of
the redaction af conceesjonhal financing.

AB & recommendation, firma should 1nform themselves on European equip=
ment neoufscturers chrough misalons in Europe and fry to target compa-
nieca that could offer a complementarlcy for eicher technology exchange
or joinCl venture Lo pengtrsite s5o0me energing segoent {gaa, environmental
control, autumaﬁtnn devicens, safety devices) in the EC and chird coun—
trieg, Also firms muat develop a Eurcpean attitude: compatible with the-
Europesn ways of dolng business and develop & network because busipess
deals ceanot be made overnight.

In what concerne the services fndustty, we have Lere io Canada good as-
secte and attractive koow~how for the European., It is thersfore impar-
tant to have a presence in Europe either through acquistition or adhoc
Jolar venturs to penetrate the Western European market and more. aigni-
ficantly che Ezatern Eurcpe.



