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Engineering Services Exports to Asia — from page 1 

cal assistance studies into loan 
projects, meaning companies will 
not as easily be able to use the 
technical assistance projects for 
early positioning. 

There is an increasing emphasis 
on the economic and policy reform 
components ofprojects and a move 
away from major capital projects 
— unless they are co-financed. 

The Canadian International De-
velopment Agency (CIDA) also is 
shifting funding to support projects 
with strong environmental or so-
ciological impact. 

Engineering companies will 
have to know who the "new in-
vestors" are, market to these 
additional clients, and incor-
porate different expertise into 
their teams. 

Private companies in Asia are 
investing in infrastructure projects 
through BOT (Build Operate 
Transfer) or variations on this 
theme. Energy and transportation 
are sectors where the move to BOT 
projects has been tried. 

Success has been variable. 
Nevertheless, governments world-
wide are decreasing their role 
in infrastructure financing. 

As a result of the changes in 
financing of infrastructure 
projects, the "client" or decision-
maker on procurement of engi-
neering services is also changing. 

Engineering companies will have 
to know who the "new investors" 
are, market to these additional 
clients, and incorporate different 
expertise into their teams. 

The role of the foreign con-
sultant is changing. A strong 
local presence and linkages 
with local firms are critical. 

Asian firms are increasing their 
engineering competence while 
governments are increasing their 
requirements for involvement by 
local firms in infrastructure 
projects. 

The role of the foreign consult-
ant is becoming one of providing 
management, proprietary tech-
nology and specialist expertise. 
Detailed engineering is usually 
done at the local level, for the above 
reasons, and particularly because 
of lower costs. 

Selling engineering services is 
increasingly price sensitive, re-
quiring contracting  of local  services 
or sourcing of expertise from the 
lowest cost centres elsewhere in 
the world. 

Linkages with local firms and 
developing a strong local presence 
— through representative offices, 
joint-ventures or ownership of a 
local firm—are essential to build-
ing relationships in a country and 
to remain competitive in the mar-
ketplace for the long term. 

Canadian firms need to offer 
"engineering services" rather 
than consulting engineering, 
and be willing to take some of 
the risk. 

There is an increasing predispo-
sition by clients to buy solutions 
which bring the equipment, ap-
propriate technology and training 
in a package. 

There is a move to EPC (Engi-
neer Procure Construct) contracts 
and the need to include financing 
as part of the package. Increas-
ingly, all players, from engineer-
ing companies to equipment to in-
vestment firms, must be prepared 
to take some risk or an equity 
position, or they will be shut out of 
the market. 

Alliances or partnerships with 
complementary firms— including 
vendors, contractors, other engi-
neering firms, industrial con-
glomerates, and financiers, both 
locally and internationally — are 
needed to strengthen the market 
positioning of engineering firms. 

Gail McBride, now Director 
Trade Information Services, B.C. 
Trade, nzay be contacted for more 
information. Tel.: (604) 844-3118. 

Farm Market  — front page 1 

A mission report, New Export-
ers Overseas Mission (NEXOS) 
for Farm Equipment  Manu  fac-
turers  to the Netv Federal States 
of Germany, has been prepared 
by Tony van Rosmalen (Trade 
Commissioner/Manager for the 
International Trade Centre, In-
dustry Canada, Winnipeg) and 
Ray Hoemsen (Director, Institute 
for Technological Development, 
University of Manitoba). 

For a copy of the report, tele-
phone Tony at (204) 983-2387, or 
Ray at (204) 474-6200. 
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