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O n jonuory 25, 2005, Inter-

national Trade Minister Jim
Peterson concluded a successful
Canada Trade Mission to
Shanghai, Beijing and Hong
Kong, China—the largest ever
led by a trade minister.

During the mission, some

375 Canadian delegates from
279 companies and various gov-
ernment departments and agencies
further developed commercial ties in
China and established new ones
with Chinese partners. In fact, more
than 100 agreements were signed
in three cities between Canadian
and Chinese companies.

continued on page 3 — China
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International Trade Minister Jim Peterson meets with Zhou Yupeng, Vice mayor
of Shanghai.

Canadians can

n response to Canada’s efforts on the U.N. Security
Council to bring an end to Angola’s civil war in
2002, the Angolan government is seeking greater

Canadian involvement in the development of its
economy. This vast country on the southwestern coast
of Africa is endowed with considerable natural
resources including oil, diamonds and other
mineral products, fertile highlands and abundant
water resources.

A recent visit to Ottawa by senior Angolan
officials resulted in the signing of the Canada-
Angola Joint Declaration of Intent on Strengthened

help as Angola rebuilds

Bilateral Relations, committing both governments to
continue political dialogue in areas such as electoral,
judicial and parliamentary reform while promoting
trade and investment.

The best opportunities for Canadian companies
lie in the supply of technology, equipment and
consultancy services. Those that offer technical
assistance and technology transfer are preferred

to companies interested solely in selling goods.

As Angola is in the process of rebuilding, there

are business opportunities in almost all sectors.
continued on page 2 — Angola rebuilds




Angola rebuilds
— from page I

Canadian companies should note the
required rehabilitation of Angola’s
transport industry, its ICT infrastructure
and the provision of products and
consultancy services to the oil and
gas and mining industries.

The reconstruction and rehabilitation
of the country’s infrastructure is
estimated to cost $18.6 billion. Of this
amount, $3 billion is required to
revitalize the transport sector. The
Angolan government is particularly
interested in build-operate-transfer
projects in the transportation sector.

Companies that can offer financing
options will also be particularly wel-
comed as the government does not
have the capacity to go it alone. There
are glans, for example, to build a new
national airport but the financing has
not yet been secured. The same is true
for the government's plans to spend
some $5 billion over the next 11 years
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to reconstruct and
expand the nation’s
maijor railway lines.
The Angolan gov-
ernment is looking
to develop its ICT
infrastructure, increase
the use of technology
within government,
stimulate the entry of
more Internet service
providers and increase
Angolans’ technology
access and awareness. Canadian
companies have an excellent oppor-
tunity to introduce their technology and
provide consultancy services in the
development of the nation’s ICT infra-
structure, particularly in capacity building
and the training of national staff.
Companies in the oil and gas industry
are advised to make products and
services known to Sonangol, Angola’s
state oil company, as well as other oil
companies operating in Angola, to be
considered should opportunities arise.
Oil and gas equipment and services
which are sought for operations in
Angola must be recommended by
Sonangol, which has the final decision
on these matters. In order to bid for
tenders, companies need to be on the

Sonangol approved bidders list. For this
reason, it is useful to have a represen-
tative in Angola.

Doing business in Angola
It is important o make and maintain
contacts, especially in government, to
be informed of upcoming projects. Infor-
mation on projects can be difficult to
find, so companies are also encouraged
to consult a variety of Web sites (see list
on page 3) that have information on
international tenders. Government
tenders are posted in international
papers two fo three months before the
submission deadline.

Angola is import dependent, and as
such the government is more interested
in investment than frade. It is seeking to

continued on page 3 — Angola rebuilds

A Canadian success story in Angola

he Government of the Republic of Angola has launched a major program to

establish a stock exchange and to have it perform a role in the privatization
of state-owned enterprises. DevPar Financial Consulting Limited of
Oakville, Ontario, was awarded a contract by Angola’s Ministry of Finance to
train Angolans who want fo participate in the market as professionals.

“Angolans are interested in developing new business ties with Canadians as
the country begins to open up to development,” says James Chester, Vice-President

of DevPar.

The training is to tie in to the regulatory requirements supporting the licencing of
specific roles in the market. This follows similar work DevPar has performed in other
Portuguese-speaking countries in Africa, including Mozambique and Cape Verde.

The project was awarded in March 2004 and the first phase is expected to
continue to June 2005. The stock exchange is scheduled to open in late 2005. DevPar
will also be supporting the atiraction of new listings to the exchange and is advising
Angola’s Ministry of Finance on the listing and trading of government debt.

For more information, go fo www.DevPar.com. %
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Angola rebuilds

— from page 2

attract the support of international finan-
cial institutions by streamlining and ac-
celerating the foreign investment process,
and by revising the investments code
with a view to providing special tax
incentives to foreign investors, parti-
cularly those who undertake projects
to develop the manufacturing sector.

There are also special fiscal incentives
for those who employ a high proportion
of Angolans and provide them with
professional training and benefits equal
to foreign employees. As the government
is trying to move away from being
import dependent, projects that
encourage import substitution will
be considered favourably.

Angola’s private sector is still in the
development stage and needs capacity
and skills building. What private invest-
ment exists is concentrated in the oil and
mining sectors, although recent liberali-
zation measures have encouraged some
private investors to occupy a few niches
in the domestic economy, such as in
construction and hotels.

The government still plays a predo-
minant role in the oil, mining and

financial sectors, as well as in the
management of public utilities. It is
within this context that foreign busi-
nesses are being encouraged to enter
the Angolan market, as they will reduce
imports and develop skilled labour.

Be there

Visiting Angola frequently is important
to be successful, and it is crucial to
have a locally based business partner
that knows about the Angolan market,
is able to pick up on local opportu-
nities, is well connected and able to
carry out negotiations on your behalf.
It is also important not to make
payments to facilitate progress.

An interpreter is required if you do
not speak Portuguese, as English and
French are not widely spoken. Similarly,
it is advisable that all correspondence
be in Portuguese unless your local
partner indicates otherwise.

Those travelling to Angola should
note the following: a yellow fever vacci-
nation certificate must be produced at
the port of entry; credit cards and tra-
vellers cheques are not widely accepted;
U.S. dollars are widely accepted; don't
travel with large amounts of money; and
always carry your passport, particularly
if entering government buildings.

s s R
www.iie-angola-us.org and
www.investinangola.com
SONANGOL

www.sonangol.com

Angola government Web site
www.angola.org

Economist Intelligence Unit
www.eiu.com

World Bank
www.worldbank.org

African Development Bank
www.afdb.org

For more information, contact
the Canadian Embasy in Zimbabwe,
tel.: (011-263-4) 252-181/5, fax:
(011-263-4) 252-186, e-mail:
hraretd@international.gc.caq,

Web site: www.harare.gc.ca. %

Chind — from page 1

“The number of sectors represented
on this mission shows how eager Can-
adian and Chinese business people
are to explore bilateral commercial
opportunities. Governments in both
countries are actively putting into
place frameworks to help make that
happen,” said Minister Peterson. “With
China redefining global trade, a China
business plan is no longer an option
for Canadian companies; it's a must.”

During the mission, Canada and
China signed 10 agreements that will
further stimulate commerce and coope-
ration in the areas of culture, the envi-
ronment, natural resources, commercial
insurance, agriculture and food safety,
science and technology, nuclear
energy, and education.

Joint statements were also issued
that outlined a further commitment
to enhancing bilateral relations in
a number of key areas, including
multilateral cooperation, natural
resources, energy, and trade and
investment. Finally, a common paper
was issued to define the scope of the
Canada-China strategic working
group, further progress was made
on a foreign investment protection
agreement and China agreed to begin
the process of granting Canada official
approved travel destination status.

In Shanghai, the largest commercial
centre in China, Hong Kong, the major
hub in financial services and transpor-
tation, and in Beijing, the political
centre, delegates from across Canada
used the frade mission fo network and
develop useful relationships during

sectoral workshops, plenary sessions
and networking events.

Prime Minister Paul Martin joined the
Canada Trade Mission during his visits
to Beijing and Hong Kong, where he met
with Chinese political leaders and busi-
ness people and Canadian delegates.

China is Canada’s second-largest
single-nation trading partner after the
United States. Priority sectors for this
trade mission included agriculture and
agrifood, information and commu-
nications technologies, aerospace,
biotechnology, education, natural
resources, transportation, financial
services and fourism.

For more information on the
agreements signed during the frade
mission, go to the Canada Trade Mission
to China Web site at www.tcm-mec.
gc.ca/china2005/menu-en.asp. %
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G ermany is a global market leader in waste disposal and
wastewater technologies, namely the biological treatment of
wastewater. Access to the German market will be facilitated for
Canadian companies that have niche technologies. Partnering with
German firms, and attending or exhibiting at environmental trade
fairs, is seen as an effective way to make business connections.
More than 90% of new products and technologies are introduced
at these events; they also provide an opportunity to establish
contacts with potential German and European customers.

Waste Treatment: A German ordinance on municipal waste
stipulates that landfilling untreated waste will not be permitted
as of 2005. As the ordinance allows mechanical-biological
treatment procedures for the first time, the German government
has taken measures to ensure the use of high-tech mechanical-
biological waste pre-treatment facilities as an alternative to
incineration of household waste. Rigorous provisions with respect
to the release of pollutants have been set out concemning such
installations. The emphasis is however on the construction and
use of biogas plants (from biomass or manure). Government
incentives are available and green electricity from these plants
receive a premium price when fed into the public grid. See
CanadExport's next issue for further details about the German
renewable energy sector.

Air Quality: Older vehicles will need to be refitted as new

car exhaust regulations requiring reductions in nitrous oxide
emissions for cars and trucks are being implemented. Ceilings
on particulate emissions are also to be expected. Moreover, the
EU has passed legislation making municipalities responsible for
the quality of the air in respect to particulate and other
pollutants. Innovative and inexpensive engineering or town
planning solutions are needed by municipalities.

» Contact: Steffen Preusser, steffen.preusser@international.gc.ca

he expansion of the Italian environmental industry is an

example of growth fueled by adapting to EU directives. The
value of the industry is over $6.5 billion (2002) and provides
employment to some 6,500 workers. The industry is
characterized by a handful of large companies, but there are a
large number of small enterprises specializing in niche products
and technologies.

There s a strong demand for truly innovative products,
technologies, and services for both private and public end-
users. Cooperation with local agents or partners, distributors,
and ltalian producers who wish to complete their line of products
is recommended. Moreover, the Italian environmental market is
an ideal gateway towards emerging markets in Southeastern
Europe, North Africa, and the Middie East.

Air Pollution Control and Renewable Sources of Energy:
Electricity generation and co-generation programs will definitely
accelerate. Hydroelectric and geothermic power constitutes an
important share of electric power, and the latter’s generation from

biomass is expected to
increase from 3 to 17.8
terrawatt hours by 2012.
In addition, waste-to-
energy systems and
related technologies are
likely to represent an
excellent market for air
pollution control equipment.
Construction of over

100 waste-to-energy
plants in the next 10 years
is required. Several oppor-
tunities also exist for
monitoring and measuring
technologies in various
other fields.

Water/Wastewater
Treatment: Modernization
of industrial water and
wastewater treatment
systems, with growing emphasis on water recycling, opens the
door for innovative wastewater treatment products and expertise.

: Exhibition and
e on Technologies for

. International Trade
| and Energy

Dev fﬂlonmcwt le ni, October
26-29

Exhibition on Waste
Disposal and Environment,
Munich, April 25-29

Waste Management and Contaminated Soil Remediation: The
market for waste management represents one of the top "best
prospect” industries, especially for waste treatment and recycling
equipment, and technologles and services. Land contamination
is perceived as a widespread infrastructure problem. A first
National Priority List (NPL), comprising 41 sites of national
interest and an $800 million budget, was finalized in 2001. Law
n.179 of July 31, 2002,.adds numerous new sites to those
already identified in Law 426/98 of the National Priority List . {

» Contact: Patrizia Giuliotti, Ital-td@international.gc.ca
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Switzerland

S witzerland, with a population of 7.4 million, is an advanced,
sophisticated and highly competitive market for environmental
products and services. There are about 120 manufacturers
(generally with-a high export share) and 80 engineering firms,
all mostly SMEs. Although Switzerland is not-a member of the
European Union, its environmental legislation, standards and

bilateral agreements ensure a smooth exchange of goods and f

services with the EU and third countries. The public sector, federal/
cantonal/municipal governments, are key clients. On average, l
Switzerland Is 90% self-sufficient in environment-related goods
and services (except steelwork and mechanical equipment), and
clients usually prefer to buy from European suppliers.

In all sub-sectors, Swiss manufacturers and sevice providers have
been world leaders for years, forced to respond to stringent Swiss
environmental legislation with innovative solutions. The Swiss
are also leaders in treating waste and in implementing recycling
concepts. All this leaves challenges for Canadian exports of
products and services to Switzerland. The focus of the local
industry is on the Swiss domestic market, then on Europe
(particularly Eastern Europe) and Asia. Some larger exporters
to North America may be targeted as possible future investors
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in Canada. Opportunities may exist for strategic and technology
partnering between Canadian and Swiss SMEs in order to obtain
easler access to large projects through achieving a ‘critical mass'
and proposing advanced technologies.

¢ Contact: Wemer Naef, wemer.naef@international.gc.ca
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U standards and commitments act as a major incentive in

the Hungarian environmental market. Hungary has committed
itself to decrease its CO; emissions by 6% from 2008 to 2012,
in addition to doubling by 2010 its current share of renewable
energy sources from 3.6% to over 7% of tofal energy. Under the
EU's Environmental and Infrastructure Operative Programme,
launched in September 2004, Hungary will received some
$29 million in 2006 to meet EU requirements.

Alternative and Renewable
Energy Resources: Hungary's
potential for renewable
energy resources (biomass
and geothermal) is
favourable. Due to
geogdraphic conditions and
location, renewable energy
resources might play an
important role in Hungary's
future local and regional
eneray supply. Reducing energy import dependency while
furthering diversification is Hungary’s aim. In July 2004, the
incorporation of green energy into national resources has
become mandatory. A major obstacle remains the price of
conventional energy, which is currently 1.5 times cheaper than
green energy.

Hungary, in cooperation

with local governments,

is currently preparing

14 environmental project
proposals in the field of

waste management, drinking
water quality, environmental
mitigation, and sewage and
drainage treatment plants.

Opportunities exist in geothermal eneray, biomass, biogas, solar
eneray (solar radiation potential can represent 40% of annual
energy consumption, season and weather dependent), and solar
or photovoltaic (PV) cells (preparation of semi-conductor
material is undergoing a fast development).

Waste Management: The
Hungarian Environmental
Policy supports the use of
technologies generating
minimal waste with
economical material and
energy consumption to
prevent the pile-up of waste;
the use of materials
producing [ess dangerous
waste and representing lower
risk; the recovery of
generated waste materials
and energy, and disposal of
non-reusable waste in an
environmentally friendly manner. Special attention is paid to EU
commitments, especially the European Community’s integrated
waste management policy.

» Contact: Ernest Kiss, ernest kiss@intemational.gc.ca
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Poland

oland's commitment to the environmental market is driven by

the EU Accession Treaty. Poland’s negotiations in the envi-
ronmental chapter have been laborious. Issues covered by the
negotiations include: water quality, waste management, limiting
industrial pollution, air quality, noise and vibration, and genetically
modified organisms. Adjusting to EU standards for the next 10 to
15 years is estimated to lie in the order of $56-65 billion.
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The main inflow of investments will go to the construction and
uparading of over 1,000 wastewater treatment plants in 1,163
municipalities. Wastewater treatment plants will also require
upgrading or extension in 253 municipalities. New treatment
facilities are needed in 161 municipalities that do not have either
sewage or wastewater treatment systems; the modernization and
construction of municipal landfills; the modemnization and closure
of the oldest and most obsolete power and heat generating
plants as well as heavy industrial plants—the "big polluters”.

later & Waste r: Water purification and wastewater
treatment solutlons for small and large municipalities; sludge
treatment technologies; trenchless technologies for monitoring
and servicing of water supply and sewage pipelines.

Solid Waste: Collection and recycling of municipal waste:
composting and biomass technologies (waste-to-energy
solutions); industrial, hazardous and medical waste treatment
and disposal, Including electric, electronic and household
equipment (e.g. fridges), and vehicles; soil decontamination.

: biomass, hydrofwind/

| Renewable/Alternative Energy Sou

solar energy; bm-fuel energy efﬁcaency
Contact: Ewa Gawron-Dobroczynska, wsaw-td@international.gc.ca
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Czech Republic

Lihe its Central European neighbours, EU standards and
commitments have also played a crucial role in determining the
nature of the environmental market in the Czech Republic. For the
2004 to 2010 period, expenditures will shift from enhancing air
and water quality to managing municipal wastewater. New projects
focussing on the reconstruction of sewage systems and water
treatment plants in medium and large towns are being introduced.

» Contact: Jitka Hoskova, jitka.hoskova@international.ac.ca
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n July 1999, the Irish government outlined the National

Development Plan 2000-2006 (NDP). Protection of the
environment is one of the goals of the NDP and over $4.8 billion
will be invested in water and wastewater services, $1.3 billion
in waste management facilities, and $52 million is allocated for
environmental research. The financial provision will fund 82 major
water and wastewater projects as well as over 60 large waste
management projects. The main driving forces have been a
constant stream of directives from the European Commission,
the need to comply with those regulatory requirements and to
meet the needs of a buoyant economy and rising population.

Refuse Incinerators and Wastewater Treatment and Purification
Plants: There are tenders for construction and management of
refuse incinerators, wastewater treatment, and purification plants.
Opportunities exist for Canadian firms with expertise in “clean”
incineration technologies or filtering emissions, and in safe
conversion of waste into energy. The need for wastewater treatment
facilities can also provide significant potential for entry into the
Irish environmental market. A small market for greywater recycling
technologies is emerging, and water purification plants are

in demand.

Environmental Consultancy Services: Expert environmental con-
sultancy services or innovative products and services that support
legally mandated environmental objectives cost effectively.

Control of Airborne Pollutants: There is a possibility of further
investment in clean transportation technologies and mass
transit. The control of emissions from energy deneration will
likely require conversion of generating stations to natural gas
from oil or coal, pollution abatement measures (e.g., flue gas
desulphurization), and increased use of sustainable sources of
power (e.g., wind turbines).

Solid Waste Disposal: Waste management consulting, new
waste disposal facilities (landfills and incinerators), recycling
programs and remediation of old landfill sites.

Indirect Market Opportunities: Environmental awareness and
education programs; monitoring systems; policy consulting
services; solutions to problems such as illegal dumping; energy
efficient or low waste methods and materials for construction
and manufacturing, and consultants for new pollution
management solutions such as emissions trading.

» Contact: Gerry Mongey, gerry.mongey@international.gc.ca

- The Nordics

he Nordic countries-Denmark, Sweden, Horway, Finland and

Iceland-all share a commitment to the pursuit of a cleaner
environment. This offers great export and research collaboration
opportunities in areas such as hydrogen and fuel cells; soil
remediation; water treatment; waste management; and bio,
wind and geothermal energies.

The drive for cleaner technology in industrial processes and
new solutions for waste management is at the core of Nordic
thinking. Green City Denmark and a similar program now under
development in Norway demonstrate the importance of
environmental technologies in Nordic society.

Renewable energy sources like
wind, hydro, biomass, geothermal
and district heating, contribute to
an increasing share of the Nordic
energy supply. Hydrogen and wave
power projects are also taking off.
For instance, Sweden is
participating in the CUTE (Clean
Urban Transportation Europe)
hydrogen praject, Iceland has a
clear strategy to move towards a hydrogen economy, while
Hydro Norway has a wind and hydrogen demonstration project
on Utsira island.

With current legislation prohibiting the landfill of household
waste, Denmark and Sweden have witnessed an increased
effort towards alternatives in waste management, such as
recycling and waste-to-energy production through incineration,
as well as biomass-to-energy production. Biomass is also widely
used in Finland and wood-based fuels constitute an important
contribution to meeting Kyoto targets in both Finland and
Sweden. Soil remediation is another area where the Nordics
share common ground, and where Canadian-Nordic partnerships
already exist.

The Nordic emphasis on cleaner technology products and
processes offers a market for innovative environmental
solutions. Furthermore, through public and private funding in
the pursuit for a cleaner environment, the Nordic environmental
industries also serve as a gateway to a broad industrial contact
base in Central and Eastern Europe.

Contacts:

» DENMARK, Suzanne Steensen,
suzanne.steensen@international.gc.ca

» Swepen, Inga-Lill Olsson,
inga-lill.olsson@international.gc.ca

» Norway, John Winterbourne,
Jjohn.winterbourne@international.gc.ca

» FinLano, Seppo Vihersaari,
seppo.vihersaari@international.gc.ca

» IceLanp, Kristbjorg Agustsdottir,
kristbjorg.agustsdottir@international.gc.ca
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Learning the language

Greenwood Canada finds success in Hong Kong

ecently, Greenwood Canada’s

English as a second language (ESL)
software was selected by the Hong
Kong Travel and Tourism Training
Centre (HKTT), the only authorized
training centre for the International Air
Transport Association in Hong Kong.

Founded in 1994, Greenwood
Canada specializes in ESL learning
software for students in Canada, the
U.S., Hong Kong, Taiwan, Japan and
China. Greenwood started looking
into the export market in 1996, and
the company focused on the Japanese
and Hong Kong markets.

“The HKTT started a pilot program
using Greenwood software in the sum-
mer of 2004,” says Patrick Chun, CEO
of Greenwood Canada. “The system
was thoroughly tested by HKTT's
instructors, and was soon adopted for
wide-scale use at their training centres.
There are currently 11 English classes
with more than 300 students subscri-
bing to Greenwood.”

According to Chun, competition in
exporting educational software into
Asia has always been fierce. He points
out that the Internet boom and bust in
the late 1990s made marketing e-lear-
ning even harder as many people
doubted its effectiveness. “There were
many e-learning companies popping
up during that period, so it took a lot
longer for potential customers to sort
through the choices and finally identify
Greenwood as the most suitable pro-
vider for ESL e-learning,” says Chun.

Of course, it's no secret why Hong
Kong is a popular choice for Canadian
companies to establish a presence in
Asia: it serves as springboard to the
massive Chinese market, and Hong
Kong and Canadian businesses have
many common business practices. But,
many international competitors have
the same idea, and the competition
there proves it.

“| think the maturity and stability of
Greenwood's software proved to be the
winning element in this case,” says Chun.
“Also, the value of our local partner
can’t be understated. Without Hong
Kong-based United Asia Technology's

local, onthe-ground coordination, com-

munication with the client would have
been next to impossible,” he adds.

Chun also sites the help his company
received from officers at the Canadian
Consulate in Hong Kong as very effec-
tive, without which the sourcing of
local partners and clients would not
have materialized. “Local officers at
the Consulate have the insights that a
company based in Canada would
never have,” says Chun.

Market penetration

Deciding to target the Asian market is
one thing, but actually establishing a
foothold is quite another. Chun mentions
that the Greenwood team travels
overseas frequently, as “face time”
with prospective partners and clients
is very important.

Chun recounts a time when he had
to travel from Vancouver to Japan for
just a halfhour meeting. “It was my
physical presence that distinguished
the company’s commitment, and that
built confidence,” he says. Given that
Greenwood's marketing strategy con-
centrated on Asian markets, one may

think that the cultural and business
barriers throughout Asia would be
similar and therefore require a similar
marketing strategy. “Not so,” adds
Chun. “From experience, regions
within Asia can be drastically different.
A single approach to a marketing plan
would be, at best, ineffective, but more
probably, offensive,” he states.
Looking to Greenwood's future, the
prospects for further development are
excellent. The company is exploring
possible partnerships with Canadian
textbook publishers to deliver a blended
learning approach where a mix of books
and software are used in the classroom.

Advice
“For prospective exporters, a visit to the
Virtual Trade Commissioner Web site
is highly recommended,”says Chun.
Connecting with Infernational Trade
Canada'’s overseas trade officers can
open up new markets for Canadian
exporters. After all, experienced and
novice exporters know that tackling a
new market is never easy. Certainly, the
Greenwood team has learned the valve
of patience and persistence. “In order
to succeed, fail and fail early,” recom-
mends Chun, “so that you can learn and
move forward before it gets too costly.”
For more information, go to
www.infoexport.gc.ca and
www.greenwood.ca. v

~ www.canadexport.gc.ca









