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A Look Ahead to

theYear 2000

with Minister Pettigrew

CanadExport spoke with Minister

forInternational Trade Pierre S.
Pettigrew about what lies ahead for
Canadian businesses in the interna-
tional marketplace, and how the
Department can help to ensure their
success.

CanadExport: Having been
appointed Minister for International

To mark the start of the year 2000,

- Trade only a short while ago,what are

your thoughts on the portfolio thus
far?

Minister Pettigrew: it has beena
real challenge, but one that I relish. As
you know, the global trade environ-
ment in which we operate and the
competition that Canadians face
internationally are becoming more
and more complex.With the world
economy becoming increasingly spe-

cialized and sophisticated, my main
priority is to open markets for our
businesses and provide them with
the support they need to take full
advantage of opportunities in those
markets.

When | assumed the trade portfo-
lio,I said that | would continue to pur-
sue Canada’s trade policy in the
direction it was headed — to liberal-
ize trade in our hemisphere, through
the North American Free Trade
Agreement and the Free Trade Area of
the Americas, and globally in all other
parts of the world, through for exam-
ple the European Free Trade Area,and
in Asia Pacific.

But this is only one part of the pic-
ture.Equally important is providing
our exporters with the tools and ser-

Continued on page 2 - A Look

Focus on Aboriginal Exporters

From left to right:
JoAnna Townsend,
Director, Export
Services: Smalland
Medium-sized
Enterprises Division
(TSME), DFAIT;
Steven Bearskin; -
Dorothy Grant;
William Clark; Ray
Ahenakew; Rosi
Niedermayer,
Aboriginal Portfolio
(TSME). Inset:Phil
Fontaine. b

Phil Fontaine, National Chief of the Assembly of First Nations (AFN), was the
keynote speaker at a presentation entitled Canadian Aboriginal Exporters —
Year 2000 and Beyond at the Department of Foreign Affairs and International

Trade (DFAIT), December 9,1999.

Continued on page10 - New International
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A Look Ahead to

heYear 2000

with Minister Pettigrew

Continued from page 1

vices they need to be successful in
world markets.This is what we are
doing and will continue to do while
always looking forwaystodoit -
better.

CanadExport: With freer trade and
globalization occurring at a rapidly
increasing pace, what is the
Department doing to assist Canadian
firms in foreign markets?

Minister Pettigrew: First and fore-
most, we have a proven global net-
work of trade commissioners and
business development officers — the
Trade Commissioner Service [TCS] —
in some 130 locations throughout the
world.l consider them one of the
Department’s greatest assets.Not
only are they ready, willing and able
to help Canadians meet the chal-
lenges of international trade, but they
are truly dedicated to opening doors
for our companies.

We also recognized some time ago
that with technological advances in
information and communication and
in the way business is carried out, the
needs of Canadian companies are
evolving.We have therefore made sig-
nificant changes to how the TCS oper-

ates abroad.We conducted extensive .

consultations with our business
clients to find out how best to help

- them succeed in world markets.They

told us that the value of the TCS lies in
its knowledge of local markets, in
finding trade leads and in developing
networks. Its added value comes
when we hit the streets and get to

know the key players and the market

niches abroad.
So we've streamlined our focus to
six core services [as outlined in every

TRADE NEWS

issue of CanadExport] — the ones
which our clients told us were most
critical to their ability to compete.Our
officers can now concentrate their
efforts on these essential services
and, as a result, are more business-
oriented and client-driven.

We also wanted to make access to
our trade offices abroad easier for our
business clients. So now, for example,
you can connect electronically with
our offices in your market through
the InfoExport Web site.We're at your
service 24 hours a day.

These efforts are paying off. Oour

first annual client survey told us that

81 per cent of our clients are satisfied
with our services. The results are
encouraging and provide an insight
as to where we could improve. The

key for us is to listen to our clients.So -

we’re now implementing an action
plan in direct response to this feed-
back and we'll survey clients again
this spring.

CanadExport: Are Canadian trade
commissioners posted only abroad?
What types of services does the
government have in place here in
Canada to help companies trade

internationally?

Minister Pettigrew: We also have
trade commissioners in every region
across Canada — in our International
Trade Centres — who are part of the
TCS network.They are there to help
exporters.But where we have accom-
plished a great deal is in the area of

getting companies ready for exports. -

Companies can save a lot of time and
money by preparing for global mar-
kets right here in Canada. How? By-
simply getting in touch with Team

Canada Inc, which automatically puts
themin contact with a trade expert in
their region.

Team Canada Incis the govern-» '
ment’s one-stop service centre for
Canadian exporters and investors
new to foreign markets. We have
invested much time and effortin
assembling all of the resources and
expertise available at the federal level
under one roof. Team Canada Inc has
also developed a strong network in
the regions through partnerships
with the provinces and the establish-
ment of regional trade networks. This
has brought our services closer to
exporters, no matter where they are
in Canada, and has eliminated much
of the mystery of entering and com-
peting in foreign markets.l am
extremely proud and enthusiastic
about Team Canada Inc and strongly
believe that it will help encourage
more companies to export for their
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1 that we have to understand, appreciateand
{ manage much better than we do now —

{ body else can stop.

TRADE NEWS

own benefit and that of our country, which is built on
trade. : . o
Talking about export tools, we are also quickly develop-
ing a truly comprehensive database of up-to-date, infor-
mative foreign market reports — over 500 are available
now, and the number is growing.To find out about these

-} export services and tools and many others that are avail-
-1 able to Canadian companies, once again, simply contact
{ our one-stop shop Team Canada Inc. .

{ CanadExport: Trade liberalization and globalization have
| ‘| become the“buzz”words of the nineties. What do these
- 1 concepts mean for Canadian businesses, and for Canada

| itself? :

| Minister Pettigrew: They mean a great

deal indeed precisely because international
trade is vital to our prosperity and well-
being. Exports account for one in every
three Canadian jobs,and 43 per cent of our
GDP — up from 30 per cent just five years
ago.And, investment in Canada and by
Canadians abroad has grown even faster.
But we didn't become a leading trading
nation by operating in a vacuum; we did it
within the security of a rules-based trading
system.Globalization is a fact of life — one -

and it's not something governments or any-

CanadExport: In light of the WTO [World Trade

| Organization] negotiations in Seattle last November,
A where do you see future trade talks heading?

-4 Minister Pettigrew: We've always stressed the impor-
4 tance of clear, transparent, fair international trade rules.
-} These are vital for a middle economy like ours that has to
i compete with larger'and stronger economies. This is what

‘{we were aiming for in Seattle, where the talks — they
{involved complex issues and 135 countries — were only
Jsuspended for lack of time, not terminated.They were a
{learning experience for all. So,work will resume from
where we left off and we'll begin negotiations in Geneva
this month, as scheduled, on agriculture and services.And,
{this applies not only to the WTO, but to FTAA, EFTA, APEC
[Asia Pacific Economic Co-operation], and other negotia-
~{tions that we will continue to pursue.

y

‘I want to stress, however, that Canada's objectives were
- ;;'fully reflected in the final working papers.And, as we
JPromised Canadians, we did not, and will not, put our
‘health and education interests on the table.We are com-
itted to making progress on the social dimensions of
{rade, and ensuring that our values and social programs
fre protected. Globalization must have a human face. It
~ fannot be seen as something that is happening to people

‘Minister for International
Trade Pierre S. Pettigrew

— we must make it something that is happening for
people.Therefore the need for transparency where, |
think, it is fair to say that Canada led the way in Seattle.
Our approach was among the most transparent — if

not the most transparent — of any delegation. Other
Canadian government departments and the provinces
were not only part of our delegation, they were consulted
throughout the negotiations, as were our business and

“academic representatives. We also met daily with our

NGOs [non-government organizations] to discuss the '
latest developments.This is a fairly strong testament to
our commitment to bring transparency to the WTO.

' CanadExport: You've mentioned WTO,
FTAA, EFTA, APEC, but what about our
largest trading partner, the United States?

Minister Pettigrew: Our objective is to
develop the markets that offer the best
opportunities for our exporters, wherever
they may be.The U.S.goes well beyond
being our largest trading partner.ltis our
major source of foreign direct investment,
and it will continue to provide the stimu-
lus for our innovation and technological
advances.

We've worked hard to ensure that -
Canada-U.S.trade is carried outina
smooth and transparent fashion. NAFTA
has established an effective, rules-based
framework within which we can do busi-
ness with our southern neighbours.

Indeed, our exports to the U.S. have increased by more

than 80 per cent over the last five years, largely because of
the stable and predictable trading environment created
by NAFTA. ‘

But we can do more.We're considering opening up new
trade offices in the U.S., particularly in emerging technol-

- ogy hot spots, and we've added more trade professionals,

especially in the investment field.

Of course, the U.S.is still where most of our companies -
first begin to export, so we'll be strengthening our existing
assistance programs such as NEBS [New Exporters to

Border States] and NEBS Plus. The first-hand experience

that new exporters gain there gives them the knowledge
and ability to trade in other areas around the world.

Diversity is the key to success in today’s global economy.
We have successful companies in every corner of the
globe, and we will continue to support them.

CanadExport: Where do the Team Canada trade missions
fitinto the international trade picture,and do you think
we'll see more missions in the near future?

Minister Pettigrew: The mission to Japan last September
was my first participation in a Team Canada trade mission.

Continued on page 16 - A Look
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"THE CANADIAN _
—> TRADE COMMISSIONER
SERVICE Ser wng Canadian Business Abroad

The Trade Commissioner
Service helps Conadlcn companies

that have researched and selected -

their target markets. Successful
companies concentrate on one

foreign market at a time, mov-

ing on to the next only after

succeeding in the last. To

help you select which mar-

ket you should target, the
Market Research Centre and
the Trade Commissioner
Service have prepared over . ¥

~ 500 market reports. This section
“of CanadExport. provides an

overview of one report.
. For more information on this and other

“reports or if you want to know how the
Canadian Trade Commissioner Service can help you .

get results in international markets, visit us at

www.infoexport.gc.ca

FROM EXPERIENCE OURSV
TRADE COMMISSIONER SERVICE..

. Mmkét Prdspect | * Key ( COntacts Séaréh
» Local Company Information ® Visit Information

o Face-to-face Briefing °_Troubl<shootmg :

See insert for your Mmmg contactsi
Latin America and the Caribbet '




xpended in exploration and
evelopment, mine expansion
‘and new projects.. Moreover,

the demand for imported min-
1Ing equipment and servicesto
Peru will continue to increase -
s mines implement new tech-

ologies, upgrade outdated -
' efuipment and -

¥ limprove minin
pfoduction. , J ,

1 Upportunities for

- Cgnadian compa-

*1.. Inies in the Peruvian

+} ‘mining sector lie in explo- -

"1ing and consultancy services

d»:
i
el

| :rafion technologies, engineer-

Other national mining

above. ..

Easier Access

' Peru has introduced

many economic

~reforms which have *
liberalized trade and

investment, and have

resulted in the privati-
zation of state-owned
companies. The coun- °

. - . ' . | E a :
Qe polfondl pining Could this be your markef?

vate-sector tender are -
included in the fable ..

L www.infoexport

Complete report ot

www.infoexport.gc.ca

~
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BUSINESS COUNCILIASSOCIATION NEWS

" The Gnadian-

| ebanese Chamber

of Commerce and Industry

Canadian-Lebanese Chamber of Commerce and Industry (CLCCI) isa

Founded in 1989 by Canadian businesspeople of Lebanese origin, the

bilateral non-profit private-sector organization.

The Chamber, which represents
Canadian and Lebanese interests
equally, is concerned with business-
people and companies involved in
trade and investment that wish to
develop economic and trade rela-
tions between the two countries.

The Chamber is of particular inter-
est to Canadians interested in export-
ing goods and services to Lebanon,
and to Lebanese attracted by the
Canadian market.They can all count
on its support and services, without
bureaucratic red tape or government
intervention. In this sense, the func-
tions and objectives of the CLCCI
differ greatly from those of a trade
representation.

Objectives

The Chamber primarily seeksto
encourage trade between Canada
and Lebanon,and to promote busi-
ness growth by co-ordinating eco- -
nomic development efforts.ltis a
significant asset to Canadians wishing
to do business in Lebanon.

Its specific objectives include:

* representing companies with
political stakeholders at all
levels;

* sponsoring activities of interest to
members on current issues;

+ keeping members informed about
local and Lebanese economic
developments through regular
publlcatlons,

* providing information on markets
and distribution channels,

statistics, customs and excise duties
and tax regulations.

Services
For Canadians, the Chamber main-

tains a database of products and ser- -

vices, including manufacturers,
agents, representatives, distributors,
importers and exporters.

Members have an opportunity to
promote their businesses, products,
services and activities through the
Chamber’s Internet site or e-mail.

Other services include:

* notarization of trade documents
for exports to Lebanon and other
Arab countries

e agroup insurance program
adapted to small businesses;

* acomputerized database of
all companies operating in
Lebanon.The Chamber also puts
businesspeople and companies in
the two countries directlyin
contact with one another and with
associates, buyers and suppliers.in
addition, it offers trade mediation

* and arbitration services,and

organizes meetings for its
members with trade delegatlons
visiting Canada.

Activities

- Over the past five years, the Chamberv
~ has organized several trade missions

led by ministers:at the federal level,
with André Ouellet, former Minister
of Foreign Affairs, when the Canadian
Embassy was re-opened in Lebanon;

at the provincial Ievel with Mr Ciaccia,
Quebec’s former Minister of Inter-
national Trade; and at the mumcnpal '
level, with a mission led by the Mayor
of Montreal, Pierre Bourque.’
Last October, Lebanon’s Minister
of Industry and Trade, Nassar Saidi,
"visited Canada leading a delegation
of 23 Lebanese businesspeopleto
establish trade with their Canadian
counterparts.. '
For information on upcoming
activities, contact the Chamber at 40
Jean Talon Street East, Montreal, tel.:
(514) 495-8000, fax: (514) 495-
1109, e-mail: ccicl@ccicl.ca Internet:
www.ccicl.ca w

| (ountrnes

IFi Procurement:
“Doing Business
with Developing |

Get connected with lFlnet.
www.dfalt-maecl.gc.callFlnet

IFinet offers you access to thousands
of business opportunities financed
by international financial institu-
tions (IFls) in over 130 emerging and
developing countries. You will find
information on projects financed by
IFls, work undertaken by Canadian
consultants with IFls,and a list of
Canadian International Develop-
ment Agency (CIDA) projects.
Business guides for exporters are
also available. Don't miss the
“International Capital Prolects
section.




¢ ] -

<

. | /77 THECANADIAN
= > TRADE COMMISSIONER
SERVICE Serving Canadian Business Abroad
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Like successful companies, The Canadian Trade Commissioner Service listens to its clients. Here are some
highlights from our 1999 Client Survey. For more information on our services or to get more details on the
1999 Client Survey results, visit us at www.infoexport.gc.ca. We welcome your comments and suggestions -
and invite you to call our client feedback line at 1-888-306-9991.

 Summary of findings for services delivered in 1998

' * more than 2,000 telephone interviews * 2/3 of clients used more than one office in 1998
: *90% response rate * SMEs and large firms have comparable exporting
* majority surveyed are small and profiles and experiences
medium exporters (SMEs) * clients have used us on average for 4 years

(Who are What you

our CliCI'ltS? 2% said about our SCI'V. iCCS.
. |Exports under

Mostclients are from <. o0 N sg miliion | *81% of business clients are satisfied. !
: 54% : .
Jomall firms. o o , *91% say performance is at least as good as expected.
SR * 89% would recommend us to a business associate.

JH@W d@ we contribute | %::z{ségl S¢ >

T { to chcnts results abro ad> » - Business clients use us in existing and new markets. Services

that are used most by business clients are basic advice and con-

Contributions to business clients’ results by a post

business oo
258t
oppongnmes[ i ‘@2 X
projected [u i %
financial results &

competitiveness [tv:ﬁazmu

tacts search. Other services used include logistical supporrt,
troubleshooting and bidding assistance.

Business clients use us in:

past ﬁhw;:sl mﬁ% existing markets new markets
resu . . - .

other results ™ USA l : i

agreements B , ,

L 0% 0% 2% 3% 0% 50% 60% : Asia-Pacific [

: (o] posmve impact Africa/ l T
t . . " 1923 business clients surveyed . Middle East

Latin America/
| Caribbean

Europe [5s:i% 55% |

Y@u EOE& ‘ ‘ 0% 20% 40% 60% ’ 80% 100%
: - wherewecouldlmpfOVC Ceeccesessscacesssessssscscacsctccsttesccssesssssoes

|
]
] .-
|

: 1Areas toimprove ‘ - Stepslacuons we took » :

°f Resolwng_complamts _— -~~~ ¢ New feedback line 1-888-306-9991 ..

« { Explaining turnaround broblcms ,—" e -« Commitment to reply within five working days :

E 1 Learning business sector —————— ===+~ ¢ [dentify new learning opportunities for officers :

: { Marker k“°Wl°d8¢ '——"—' —————— ¢ Provide more time for officers to concentrate on main sectors and core services E £
« { Being creative/pro-active in finding — ==+~ ¢ Provide more time for officers to focus on essential work and to support officers ¢ =
| solutions | - with training initiaives : =
E Being well-connected ———————— ——— 3 '« Provide more time for officers to network locally 5 5

- + {Helpful services e ==~ -« Continue to concentrate on value-added services . ;

ook ' . J / .

u.‘.....'..‘.O.'.....O.'..'..'...'.'.'.O...O....'..'OO."'...‘.0....O..".'....'..'...l
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THEU.S.CONNECTON.

he U.S. Connection is broduced in co-operation with DFAIT's U.S. Business Development Diviﬁion, (URT). For information
; about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca.

NEBS Goes Virtual

ave you considered participat-
H ing in a New Exporters to
Border States (NEBS) mission
but felt you needed more first-hand
information before deciding to invest
the time and money?

“If so,why not take advantage of a
new Internet tool to be launched this
month that will enable you to sample
a typical NEBS mission with just a
click of a mouse.Recorded during an
actual multi-sectoral NEBS mission in-
Buffalo, New York, hosted by Mary
Mokka, Business Development Officer
at the Buffalo Consulate General, this
“virtual NEBS" features a series of
short video snapshots of the many -
activities offered to participants,and
allows site visitors to see and hear
speakers on a wide range of topics
relating to exporting to the United
States,

You can: _ :
* visit a port of entry to see trucks
being processed; ’
e toura warehouse that could store
your product and give you a U.S.
address;

* visit a Canadian Consulate for a
one-on-one meeting withthe -
officer responsible for handling
your product or service;

* hearfrom U.S.Customs officials,
a Customs broker, freight
forwarder and manufacturer’s
representative;

e glean essential information about
distribution methods, business
immigration, the U.S.banking
system and U.S.taxes for Canadians
doing business in the States;

 gain valuable advice froman
accountant and lawyer.

For companies interested in
attending a mission but unable to do

so because of cost or location,we are

working on the production of a CD-
ROM that contains the full six-hour
mission.Another project under con-
sideration is the construction of a pre-
NEBS mission chat room for potential
participants.Check the U.S. Connection

For all other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

page in CanadExport for these and
other exciting future developments!

For more information on the NEBS
program, or to register, contact your
nearest International Trade Centre.
For the full list of upcoming NEBS

-missions, see our Internet site (below).

Access the Virtual NEBS from our
U.S. Business Page on the DFAIT
Website, or go direct to
www.insanetech.com/virtualnebs ¥

Did you know that...
* Over 12,000 Canadian compa-
nies have taken part in the NEBS
program since it began in [982.

* Most of these companies are
now exporting to the U.S.,and
many have “graduated”to markets
around the world.

NEBS Export Education Mission to

San Frandisco Gift Fair

Canadian Consulates General in Los
Angeles, Seattle and Minneapolis are
joining forces on a New Exporters to
Border States (NEBS) mission to the
San Francisco International Gift Fair,

" February 5-8,2000.This first-time

event introduces Canadian giftware
manufacturers and craftspeople to

one of the top five gift shows in the -
United States,and provides informa-

« tion on surrounding markets.

The NEBS mission gives partici-
pants a chance to tour San Francisco
retailers and the gift fair as well as the
San Francisco Gift and Jewellery

Mart. A half-day seminar will feature
presentations by a U.S.Customs
expert,alocal sales agent and local
buyer,and the three Consulates’
Business Development Officers.
Companies will be able to assess the
western U.S. market for their prod-
ucts,and whether they should
approach the market by exhibiting in
shows or by appointing agents.

For more information, contact
Carl Light at the Canadian Consulate
General in Los Angeles, tel.:(213)
346-2756,fax:(213) 346-2767 or
e-mail: carl.light@dfait-maeci.gc.ca ¥

THE BUSINESS SECTION OF THE CANADA-U.S. RELATIONS HOME PAGE has a brand-new LOOK: www.dfait-maedi. gc.cal
geo/usa/business-e.asp ... with a wide array of valuable information on doing business in and with the United States.

|/
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A Quarterly Review of Canada’s Trade Performance

Third Quarter 1999

This trade and investment quarterly reports on
Canada’s economic growth in the third quarter
of 1999 and highlights our trade and invest-
ment performance in key sectors and markets.

CANADIAN TRADE REVIEW

Moving in Tandem: SIowsiowns in housing and in bu'si-

. ness investments had a moderating

canada's Economlc effect on third-quarter resuits.Con-

| : . sumer prices increased at an annual
and 'Trade Flgures rate of 2.6%, while core inflation

Canada’s economy continued its
robust performance in the third quar-

remained in the middle of the Bank
of Canada’s target band of 1% to 3%.

ter of 1999 as real
gross domestic

##iRRE Canada’s Economic and Trade Indicators S#E5Fa%

product (GDP) Change/Level
advanced atan ' 3Qover2Q99
annualized rate of Real IGDP (annluahzlecfl ch.ange) 4.7%
4.7%, well above its Employment (level of gain) +96,800
. . CPI (quarter-over-quarter change)

pace in the previous

Third All ltems 2.6%
quarter. Ira-quar- Core (excludes food and energy) 1.7%
tel: €xpansion was Canadian $ in US funds(3Q level) 0.6718
driven largely by Exports of goods and services
export growth but (quarter-over-quarter change) 5.1%
domestic demand Imports of goods and services
was also brisk, led by (quarter-over-quarter change) 3.0%

consumer ing. -
spending Continued on page 2 — Figures

2 Canada’s Trade in Goods and Services?
T F e T AT SR AN Sl R AT 3L SOIOLE B MR w0

3Q97.t6 3Q99 (Balance of Payments. Seasonally Adjusted)

105
100 |- f8=1
95

90 |-§

($ billions)

85t

Q98 1Q'99 2Q'99 3Q'99
Imports

80

Trade and Investment
Highlights

The latest quarterly figures reflected
a surge in Canadian merchandise
trade in the third quarter of 1999,
resulting in new record highs being
set in a number of categories.These
results follow several consecutive
years of outstanding growth, culmi-
nating in Canada’s exports and
imports of goods for the first three
quarters of 1999 surpassing total

‘merchandise trade for all of 1995.0n

the services front,Canada’s two-way
trade rose at a robust pace of 1.8%
over the previous quarter. ‘

Canada-U.S. two-way merchan-
dise trade now more than $1.5 bil-
lionperday

Canada-U.S.two-way trade in the
third quarter was valued at

$142.5 billion, with exports reaching
$79 billion and imports totalling

$63 billion.The brisk pace of sales to
the United States accounted for

$4.6 billion of the overall $4.8-billion
increase in Canadian merchandise
exports on a quarterly basis. This was
the largest quarterly gain in absolute’
value terms that Canada has had with
the U.S.since the 1960s (in spite of
the marginal decline in September
due to the impact of Hurricane
Floyd).

On a year-to-date basis, the strength
of Canada’s automotive exportsto
the U.S.dominated the bilateral trade
picture, although exports of all major
sectors posted generally healthy
gains.January-to-September 1999
automotive product exports

Cbntinued onpage2 —
Highlights

Prepared by the Trade and Economic Analysis Division
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Figures — Continued from page 1

- Economic indicators for the July-to-

September period also reflected posi-
tive developments in Canada’s labour
and financial markets. Employment
gains were led by growth in full-time
jobs, pushing the unemployment rate
down to 7.6% on average for the
quarter,and to as low as 7.2% in
September.The Canadian dollar
remained steady, averaging US$0.672,
marginally below second-quarter
results.

While the upswing in industrial goods
and energy prices boosted Canada’s
merchandise trade in specific sectors,
the exceptional third-quarter per-
formance of Canada’s trade in goods
and services was propelled by a vari-
ety of factors, including:

. stronger—than-expected economic
expansionintheU.S,;

 continued recovery and stabiliza-
tion of economic growth abroad,
in Asia and Europe, in particular;
and

* healthy domestic demand.

Highlights — Continued from page 1

increased by 33% over the same
period in 1998.0verall, exports to

the U.S.were up 15.7% for the first
nine months;total imports were also
higher, despite declines in the energy,
and machinery and equipment (M&E)
sectors. o '

The acceleration of U.S.real GDP in
the third quarter to an annualized

rate of 5.5% was largely due to
increased consumer spending,a

. jumpin business fixed investment

(mainly spending on software and
equipment),and renewed inventory
building. Some of these develop-
ments translated into higher demand
for Canadian goods and services.

of energy prod-
ucts rose 12.3%
(or $895 million)

on a quarter-
over-quarter

basis. Mean-
while trade in.

% percent

industrial mate-
rials, Canada’s
third largest
trade sector,
registered solid

growth, with
exports up 4.3%

B Exports Imports

and imports up
3.3% over the
previous quar-
ter.Of particular

Note: Calculations were based on Customs Basis Data, Not Seasonally Adjusted.

Rising commodity prices
prompted reversal in trend
fortradein industrial goods

The recovery of energy prices (includ-
ing crude oil, natural gas and coal)
and industrial materials prices (met-
als, minerals, forest products) contin-
ued to be a major factor in driving
performance in Canada’s energy and
industrial goods trade, Exports

note, these
gains reversed
quarterly declines, dating back to the
second quarter of 1998 in the case of
exports and to the first quarter of
1999 in the case of imports.Increased
global demand for industrial goods as
well as the rebounding prices paved
the way for this recent growth.
Nonetheless, it is still too early to
declare a full recovery.
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Canada’s merchandise trade in
all other major sectors posted
healthy gains

During the third quarter,Canada’s
exports of all other products rose,
with the exception of consumer
goods.The machinery and equipment
and automotive sectors advanced by
a combined $2.5 billion, while forestry
products increased by 5.4% from the
previous quarter. Agriculture and
fishing products recorded a gain of
3% on a quarter-over-quarter basis,
despite still-depressed world agricul-
tural prices, particularly for wheat.

billion $

14.0

13.0 4

12.0 1

11.0

anada’s Services Trad

n9s o8 199

E Exports

Imports

deficit at $1.8 billion — virtually
unchanged from the second quarter.
The increase in services exports
reflected higher receipts of commer-
cial services, transportation and travel.

For imports, the greatest gains were
in commercial services and trans-
portation, in contrast with a decline
in travel and government services.

Increased acquisitions of
Canadian companies responsible
for record level of FDl in Canada

Foreign direct investment (FDI) in
Canada in the third quarter reached

a record level of $12.6 billion, largely
due to acquisitions of Canadian firms
and other investments by United
States investors.Investment increases
were also posted
in the machinery,
transportation
equipment,and
finance and insur-
ance industries.
However,much
of the third-
quarter inflow

of FDIlin Canada
was directed to
the other industry
groups,including
communications,
electrical and
electronic
products.

1199 n9s

On the import side, Canada’s quarterly
performance reflected the robust
domestic economy, with broad-based
‘demand for foreign goods. Quarterly
imports were higher for energy
(16.5%), automotive goods (5.6%),
industrial goods (3.3%), forestry prod-
ucts (3.5%), M&E (1.9%) and consumer
goods (2.7%), compared to the sec-
ond quarter.

billion $

Services trade balance remained
steady

Canadian services exports rose 2%
and imports 1,6% in the third quarter
of 1999, compared to the previous
quarter, leaving the services trade

QU

FOI CDIA

2d QU9

Canadian direct *
investment
abroad CDIA) was
$5.2 billionin the
third quarter of
1999,31% lower
than the previous
quarter.Invest-
ment flows during
the last quarter
were largely

to the US.,and
were concen-
trated in the
finance and insur-
ance industry.
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Evolving Trends in the
Automotive Industry Show
Canada’s Strength in the Global
Auto Market

Since the 1960s, the automotive sec-
tor has been a pillar of Canada’s econ-
omy.In 1998 alone, Canadian exports
of automotive products grew 10.9%
over the previous year. Even this
strong performance, however, paled
beside the surge in export growth in
the first nine months of 1999;in this -
period, exports rose 32.3% on a year-
over-year basis. '

The primary source of strength in
automotive trade has been U.S.
demand. Canada’s growing exports
to the U.S. are driven by robust
demand in the light vehicle market
(cars, vans, station wagons, sport
utilities and light pick-up trucks),

a market segment where Canadian
production capacity has recently
been expanded. Sales of new cars
and non-commercial light trucks
in the U.S. have averaged about

15 million units for the past five
years, a U.S.record. Of total light
vehicle sales, light trucks supplied
45% of the U.S. market in 1998,

a sharp rise from 32%in 1987.

The growing demand for light trucks
is a reflection of consumer interest

in more upright, versatile, hybrid
passenger vehicles that combine

the best attributes of passenger

cars with the carrying capacity and
ruggedness of utility trucks. Another
factor is the convergence under

way between the U.S.federal govern-
ment’s safety standards for light
trucks and passenger cars, as well as
a narrowing of the differentials in fuel
economy standards and emission
standards for these two market seg-
ments. Attesting to the U.S.market
trend are the new breed of vehicles,
the“luxury utility” vehicles, which first
appeared in 1997.
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However, the U.S. has not been the
only market where Canadian auto
exports have performed well. Other
markets have also shown excellent
growth, albeit often from small bases.
For example, January-to-September
exports to Japan grew from $49 mil-
lion in 1998 to $95 million in 1999.
Also, on a year-to-date basis,auto
exports to the European Union (EU)

ke 55 £

-odrs

went from $224 million in 1998 to
$292 million in 1999.Recent trade
figures show that exports to newly
industrialized countries, particularly
to South Korea, increased by up

t0 96.6%, based on January-to-
September figures, as compared .

to the same period last year.This -
growth has offset the decline experi-
enced in other countries. -
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" have a profound influence that goes far beyond the country’s borders, and

T he prod&éts and services produced by Canada’s defence industries

will continue to receive strong support from the Canadian Commercial

Corporation (CCC).

Speaking at the Canadian Defence
Industry Association (CDIA) meeting
in Ottawa this October, CCC President
Douglas Patriquin highlighted the
industry’s growth in several areas,and
explained CCC's role in ensuring its
success. ' '

The light armoured vehicles (LAVs)
built in London, Ontario are an excel-
lent example of both the Canadian
industry’s scope and reputation on
the world stage and CCC’s critical role.
Manufactured by General Motors and
sold through CCC, the LAVs have been
used in Kuwait, Kosovo,and most
recently in Indonesia, to land
Australian peacekeepers in East Timor.

“The LAV is typical of Canadian
defence products,” Patriquin told the -
audience of defence industry officials,
international guests and parliamen-
tarians."Canada is a world leader in
this field. It incorporates unique
Canadian technologies produced by
other Canadian companies in nine
provinces,and is used in Canada and
by our allies internationally. Most

Looking to Do
Business with the
U.S,Fede'ralﬁ o
Government?

Opportunities are just a key

stroke away at the Internet site
(www.gsa.gov) of the General
Services Administration (GSA), :
which facilitates purchases by the
U.S.government —“the world's
largest consumer”"— and the
Electronic Posting System site *
(www.eps.gov).More GSA oppor-'
tunities are listed on the site of the
“Canadian Embassy in Washington,
D.C.(www.canadianembassy.org)
and periodically in CanadExport.

importantly,it plays a key role in
peacekeeping and peace-making
activities.”

$2.5 billion in LAV sales
Patriquin noted that CCC has been

civilian and military products, produc-

ing new “dual use”technologies.

(Of 1,500 firms surveyed by the CDIA,

only about 50 identified themselves 1

as producing military products |
exclusively.) '

Sensible ITARs resolution

Patriquin explained the crucial
importance of the International Trade
in Arms Regulations ([TARs) to a

((C President underlines support for

Defence

in playing broad anc

instrumental in the sale of more than
US$2.5 billion worth of LAVs outside
Canada since 1981, guaranteeing
contract performance on every order.
CCC has provided the same strategic

~ sales support to thousands of other

Canadian companies throughout its
more than half century of operations.

“We've done thisin industries .
ranging from batteries to video con- .
ferencing, from helicopters to traffic
monitoring systems,” he said.“Eighty
per cent of our clients are now small
to medium-sized exporters.We help ..
all of our clients make sales to foreign
buyers, and on better terms, by using
our status as a federal Crown corpora-
tion,and by fully guaranteeing perfor-
mance to the buyer, with the backing
of the Government of Canada.”

Patriquin added that Canada has
enjoyed a“NAFTA:like"access to the
United States defence and aerospace
markets through the Defence -
Production and Development
Agreements.These agreements have
allowed the two countries to operate
an integrated industrial base in
defence, and has produced many
spin-off benefits.

For example, many Canadian
defence companies have developed
significant market positions in both

ndustries

critical role

healthy Canadian export sector.The .
ITARs affect a broad range of
Canadian exporters in many techno-
logical sectors.

"Canadians acceptand expect
rigorous control of military technolo-
gies,”he said.“The sensible resolution
of issues regarding proposed changes
to the ITARs is extremely important to

.our defence firms. It is also important

to much of Canada’s advanced manu-
facturing economy — as well as to
our American customers and com-
mercial partners.”

In closing, Patriquin called for
continued efforts to promote
Canada’s defence-related export
industries.“There are significant com-
mercial benefits in the defence indus-
try, both economic and technological.
CCC s there to help Canadian firms
penetrate world markets,and we are
applying lessons learned in the
defence business to support
Canadian companies in their dealings
throughout the world.” v
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Continued from page 1 -

The Ottawa presentation marked
an important milestone in Govern-
ment activities on behalf of
Aboriginal exporters in Canada. -
Following the release of the -
Aboriginal International Business
Development (AIBD) Plan — devel-
oped by the 27-member AIBD

 TRADE NEWS

equally skilled in many other areas,
including the knowledge-based
industries that constitute today’s
global business environment.”

-Chief Fontaine went on to say that
Aboriginal business people are eager
to develop a constructive partnership
with the Canadian government.He
cited the co-operation of two

New Intenational Business Plan Targets.

Anorigina

Committee co-chaired by DFAIT,
Aboriginal Business Canadaand .
Indian and Northern Affairs Canada
— and the release of the Directory of
Aboriginal Exporters, this was an
appropriate time to hear from some
of Canada’s leading Aboriginal repre-
sentatives and business people.

Chief Fontaine, whose AFN repre-
sents 633 First Nations communities
and over 800,000 members, stressed
the importance of integrating
Canada’s Aboriginal population into
the country’s business and economic
culture.”Just as Canadian exporters
take great pains to learn about for-
eign cultures,” Chief Fontaine said,
“Canada needs to do the same with
its indigenous population and busi- |
nesses.”

He applauded the Government for
developing the AIBD Plan, and for
establishing a database of Aboriginal
exporters, as“a good first step”in
building a framework for Aboriginal
businesses to enter the mternatlonal

trade arena.

" “But much more needs to be
done,”added Chief Fontaine.
“Government needs to initiate more
Aboriginal trade missions, which have
until now been devoted primarily to
arts and crafts. Aboriginal business is
much more than that.

“We have demonstrated our ability
in traditional sectors such as arts, .
crafts and woodworking, but we are °

| Exporters

Canadian Ambassadors — Stan
Gooch in Mexico and Peter Boehm at
the Organization of American States
in Washington — who“have been
tremendously helpful in our efforts to
develop markets in Latin America and
the United States.”

Given the opportunity, he
explained, Aboriginal businesses can
compete with the best in the world.
“The spirit of Aboriginal business is
notin question,” he said,”but its long-
term viability is.”

This is where co-operatnon is key
— in fostering an environment that
allows Canada’s Aboriginal business
sector the opportunity to demon-
strate its entrepreneurial excellence.

Several examples of this excellence
followed Chief Fontaine’s remarks.
Ray Ahenakew, CEO of Meadow
Lake Tribal Council in Saskatchewan,
touched on the Council’s many
accomplishments, in particular its
forestry company, which is among
the top 50 firms in Saskatchewan,and
Mystic Management, one of Canada's
top environmental companies.

Ahenakew echoed Chief Fontaine's
comments by saying that Aboriginal
entrepreneurs have much to offer.
“We just need to develop and pro- -

‘mote this wealth of untapped poten-

tial — in Canada and abroad.” v
Vancouver fashion designer and
Haida artist Dorothy Grant encour-

' aged Aboriginal business people to

take advantage of Canadian govern-
ment programs and services. She rec-
ommended trade missions such as
NEBS, NEXOS, and especnallyTeam
Canada. - -

Grant was part of the recent Team
Canada mission to Japan, where she
secured an established representa--
tive, formed a partnership witha *
major Japanese manufacturer,and
learned about Japanese tastes and
trends in fashion and art. ,

Steven Bearskin, President of Cree
Construction and Development Co.
Ltd.in James Bay, also emphasized
the value of government programs
and services in developing foreign
markets.

Cree Construction, one of the
largest and most successful construc-
tion companies in Quebec, began
marketing its products and services -
five years ago, first in the Philippines-
through a CIDA-INC project,and then
in 1998 as a member of the Team
Canada trade mission to Latin . -
America.These international excur-
sions were followed by visits to -
Poland, Peru, Ecuador, Mexico, Costa
Rica and the Dominican Republic.

In keeping with the speakers that .
preceded him, Bearskin reiterated -
that“Aboriginal people have the
expertise, skill and know-how to
compete and succeed in markets
throughout the world.”

The presentation, hosted by
William Clarke, Assistant Deputy
Minister, International Business and
Chief Trade Commissioner,and with
opening remarks by Rob Wright,
Deputy Minister for International
Trade, was organized by DFAIT’s
Export Services: Small and Medium-
sized Enterprises Division.Copies of-
the Directory of Aboriginal Exporters
are available from DFAIT’s Enquiries
Service (613-944-4000) or by e-mail
(engserv@dfait-maeci.gc.ca). w

-




BUSINESS OPPORTUNITIES

he International Business
T Opportunities Centre (IBOC) pro-
vides a matching service — con-
necting foreign buyers with Canadian
companies.The Centre provides timely,
relevant and targeted business leads
from the desks of foreign buyers to the
doorsteps of Canadian companies.
The following lists some of the
Centre’s current trade opportunities. To

International Business

Opportunities

view a complete selection of IBOC's current trade opportunmes, simply visit the

Internet site at www. iboc.gc.ca/eleads

- Canadian exporters needing assistance in preparing lntematlonal bid documents
may want to use the international contracts expertise and services offered by the

Canadian Commercial Corporation. This Crown corporation is located at 50 O’Connor

St, Suite 1100, Ottawa ONK1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

Jamaica — Toll Road Concession
Project — The Governmentis plan-
ning to go to market early this year
with several build, operate and transfer
(BOT) toll road concessions with the
first being planned for the Portmore
Causeway just outside of Kingston.The
feasibility work for the toll roads having
already been done, it is looking for
assistance at the design phase.The
Portmore Causeway,the road from

TBOC, COAI

Cmduocasuu

Qulck Facts.

Since it opened in 1995, 1BOC has
contacted more than 21,000
Canadian companiesand has - -
responded to more than 13,500
inquiries from foreign buyers.
Thanks to IBOC, more than
7,500 Canadian firms have been
in contact with foreign buyers,
resulting in over 1,500 matches. .
IBOC's sourcing experts use a
variety of databases as wellas a
_large network of business con- - .
tacts across the country to iden-
tify Canadian companies of all
sizes.. g
IBOC is 101 intly operated by the
Department of Foreign Affairs
and International Trade and
Industry Canada, with special co-
operation from Agriculture and
Agn-Food Canada.lt is the sourc-
ing centre forTeam Canada Inc.

——— '

Spanish Town to St.Ann’s Bay and the
Montego Bay by-pass road, are the
existing roads designated to be
upgraded to toll roads.Closing date:
February 29, 2000.Contact: Daniel
Lemieux at IBOC, tel.:(613) 996-0675,
fax:(613) 996-2635, quoting case no. -
19991104-03885.

Jorpan — Water Conveyance from
the Zarqu Maien and Zara Springs —
The Government is looking for
Canadian companies interested in
water conveyance, since Jordan is most
likely moving into a drought cycle
which, according to past climate
records, could run from five to ten
years.This project will capture and redi-
rect 20 million cubic metres of mar-
ginal water that now flows into the
Dead Sea.The water will be conveyed
through a 600 mm-50 km pipeline to
the King Abdullah canal and then to
the Zai Treatment Plant where it will be
upgraded for domestic consumption.
Closing date: March 1,2000.Contact:
Daniel Lemieux at IBOC, tel:(613) 996-
0675, fax:(613) 996-2635,quoting
case no.19991207-04356.

Joroan — Hisban Brackish Water
Desalination Project—The
Government is looking for Canadian
companies interested in the Hisban
Brackish Water Desalination Project
since Jordan is most likely moving into
a drought cycle which,accordingto
past climate records, could run from
five to ten years. This will provide
Ammman with 30 million cubic metres

of desalinated water annually for

municipal and industrial use.The -

source is a deposit of 75 million cubic

metres of brackish water (renewable)

identified under a Japanese project.

The project will take 14-18 months and j
has three phases:drilling of 17 wells;a !
22-km pipelineg, collectors and pump-

ing station;and reverse osmosis desali-

nation units.Closing date;:March 1,
2000.Contact: Daniel Lemieux at IBOC,

tel: (613) 996-0675,fax:(613) 996~

2635, quoting case no. 19991207- ‘
04357 '

Kenva — Nairobi Fibre OpticSDH

Ring Network — The Telkom Kenya
Ltd.(Tender Committee) is looking for )
eligible companies for the supply, sur- '
vey, delivery, installation, commission-

ing, maintenance, and training of

Nairobi Fibre Optic SDH Ring Network

with associated equipment.Tender
documents cost Ksh 20,000 (C$400)
non-refundable per set (quote tender
reference DF:4004/FOSDH).Closing
date:March 2,2000.Contact: Daniel

Lemieux at IBOC, tel.: (613) 996~

. 0675, fax:(613) 996-2635, quoting

case no.19991207-04350.

Aiceria — Unité Nitrate d’Ammo-
nium - Granulation — The Algerian
company ASMIDAL has received a
World Bank loan to finance the Projet
de contréle de la pollution industrielle
[industrial pollution control project].
ASMIDAL is using its own funds to
develop a granulation system for the
Unité. Cost of tender documents:
2000 FF (C$453).Closing date:
February 9,2000.Contact:Daniel
Lemieux at IBOC, tel.:(613) 996-0675,
fax:(613) 996-2635, quoiting case no.
19991207-04225.

IBOC Trade Opportunities — Find out
more at www.iboc.gc.ca ¥%
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automotive after-market in
" Europe, accounting for 17.5 per
cent of the European market, can pro-
vide Canadian companieswitha
wealth of opportunities.

F rance, which is the second-largest

TRADE NEWS

automotive manufacturers led to an
increase in demand for imported
equipment last year, resulting in an
18.5-per-cent growth in volume in
one year.Exports of French equip-
ment also grew, by 11.2 per cent in
the same period.

The Automotive
IndustrxolnFrance:

A MarketGoing '

The automotive industry in France is
growing.Vehicle registrations rose
by 14.8 per cent over the first eight
months of 1999.The Comité des con-
structeurs francais d’automobiles
(French automotive manufacturers
committee) expects sales of over
2.1 million units in 1999, compared
with 1.9 million units in 1998.

French automotive manufacturers
(Renaultand PSA Peugeot Citroén)
accounted for 57 per cent of new

vehicle registrations in France in 1998.

A record equipment market

Motor vehicle equipment manufac-
turers are also riding this wave.When
it comes to selling prices, however,
the pressure on automotive manufac-
turers remains steady. This good year
should translate into record sales for
French motor vehicle equipment
manufacturers.

Indeed,Valéo sales have risen by
33 per cent following the integra-
tion of ITT electrical systems activity,

Faurecia by 7.4 per cent,and MGl by

11.7 per cent, to name a few.The
high production levels of French

High Gear

After-market opportunities

The French automotive after-market
is valued at more than $6 billion.
Given the ever-increasing number of
cars and car models, as well as new
technology, this market is wide open.
Even with strong competition,
there are still many opportunities for
Canadian companies in this market,
especially since French distributors
and importers are making increasing
use of foreign suppliers.With more
than 26.3 million cars and more than
4.6 million light-duty vehicles on the
roads, the future for importers of
parts and accessories looks bright.
Although the traditional market
(brakes, gears, filters, batteries,and so
on) should not be overlooked, the
most promising opportunities lie in
electronic and communications
equipment (navigation systems, tele-
phones and electronic maps, as well
as CD players and, on the horizon,
back-seat video games for children).
Other growth markets are those
related to safety and “green” products
(seatbelts for back seats, ABS anti-skid

braking systems, emission control
systems,and so on). '

. Canadian exports on therise )

The quality and innovativeness of
Canadian products make it easier to
import these products into France,
although Canadian companies
encounter some difficulties related
to European tariff barriers and trans-
portation costs.

In 1998, Canadian exports of spare
parts (primarily car body parts, brakes
and electronic components) to France
totalled some $12 million.Canadian
exports grew by 92 per cent between
1996 and 1998.This gives an indica-
tion of the potential that exists. .

An advanced distribution system

The distribution system in France is
very sophisticated. It basically com-
prises two networks:one for the inde-
pendent sector and another for the
so-called“captive” sector,i.e.run by
the manufacturers themselves.The
latter, which is represented mainly by
franchises, accounted for 33 per cent .
of the marketin 1998, while the inde-
pendent sector controlled the
remaining 67 per cent.

As a result of the ever-growmg
popularity of superstores and auto-
motive centres, the portion of the
market controlled by the “captive”
sector has been declining yearly in
favour of the independent sector.

Canadian presence necessary
Canadian companies wishing to
break into the French market should
join a trade mission to France or
attend or take part in trade shows.
This is the surest path to success.

As afirst step, they can meet French
buyers and those from around the
world at the Canadian International

" Continuedon page13 - Automotive

’I.ookmg for Export Opportumtles"

Make sure you are registered in the WIN Exports database, which is used by trade
commissioners abroad to promote your company’s capabilities to foreign buyers.
Fax your request for a registration form to 1-800-667-3802 or (613) 944-1078.

Or call 1-800-551-4946 (613-944-4946), from the National Capital Region).
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or the first time, the German
F Information and Communications

Technology (ICT) industry is
anticipated to surpass the automotive
industry as Germany's top sector. In -
1999 total market size is expected to
grow by 7.8 per cent to exceed DM206
b/lllon ($ 189 bllllon)

The sector includes information tech-
nology, hardware, software and ser-_
vices,as well as telecommu nication
services and equipment. Employment
inthe industry will grow to 1.5 million.

Telecom services grew by 7 per
cent to DM8O0 billion despite a steep
decline in telephone rates following
the I|berallzat|on of the German
telecom market on January 1,1998.
Orders for telecommunications
equipment are expected to bounce
back in 1999 following a severe slump
in 1997/98 resulting from the comple-
tion of Deutsche Telekom's dlgltallza-
tion of its fixed network.

Strongest ICT growth impulses lie.
inthe software and services sectors -
with both areas expected to register
double digit growthin 1999.

On the hardware side, sales were
strongest for local area networks, NT
servers and moblle computers

Automotive Industry
Continued from page 12 -

Automotive Show in Montreal,
April 14-16,2000.0Organized by the
Automotive Industries Association
(AIA) of Canada, it is Canada's largest
automotive after-market trade
show, alternating every two years
between Toronto and Montreal.

. Formore information, contact
Musto Mitha, trade officer, Canadian
Embassy, Paris, tel.:(011-33-1) 44
4329 00,fax:(011-33-1) 44 43 29
98, e-mail: musto.mitha@dfait-
‘maeci.gc.ca or the AlA in Ottawa,
tel:(613) 728-5821, fax: (613) 728-
6021, or check the Internet site of
the French Federation of '
'.Automoblle Distributors’ Unlon at
www feda.fr w

TRADE NEWS

Update onthe

(Germ

Notebook PC sales are anticipated to
break the 1 million unit markin 1999,
an increase of 25 per cent over 1998,

Telecommunication services have
been strongly affected by the boomin
mobile communications. The launch of
Germany's fourth GSM network and
the resulting drop in rates stimulated
demand, resulting in a 70 per cent
increase in the total number of mobile
subscribers to 14 million within a total
German population of 80 million.

Demand for fixed telecommunica-
tion networks should increase in the
coming years not only because of rate
decreases but also because of the
introduction of new access technolo-
gies such as ADSL for the existing cop-
per lines and the conversion of cable
TVinto a broadband data network for
Internet and multimedia usage.

The ICT trade associations called
upon the public sector to improve the

an|CT Market

framework for further expansion in the
ICT sector. Public authorities, including
schools are encouraged to accelerate
efforts,in entering the Online Age and
introduce a’high tech offensive'
Hindrances to the establishment of
an electronic economy such as
import duties, taxes on media broad-
cast reception and equipment recy-
cling regulations are to be brought in
line with overall goals of retaining
Germany's economic strength. -
For more information on the
German ICT market, contact Cliff
Singleton, Commercial Officer,
Canadian Consulate, Munich, tel.:
(011-49-89) 21-99-57-0,fax: (011-49-
89) 21-99-57-57, e-mail: cllff.smgle
ton@dfalt-maecn.gc.ca o

New Opportumty for Canadlan Companies
Specializing in Municipal Services

The Federation of Canadian
Municipalities (FCM),in co-operation
with the Department of Foreign

- Affairs and International Trade, has -

established an international business
development program for Canadian
companies specializing in municipal
services.FCM is developing an on-line

database for Canadian firms that offer -

expertise to municipalities in foreign
countries. FCM will link this site to
municipalities around the globe,
allowing companies to gain access to
major municipal contracts worldwide.
FCM’s strategic business Internet site
(www.fem.ca) will link some 1,000
Canadian companies to 200 key

. municipalities in the fastest-growing
cities in Asia, Latin America and Africa._

Industry sectors include environ-
ment, waste management, roads and
infrastructure, housing and construc-
tion, information technologyand ¢~
telecommunications, business and
local government management sys-
tems, education and training, trans- - .
portation, energy, tourism, marketing
andinvestment.

The new international site will also
be a key business tool and source of
information for international financial
institutions, Canadian trade commis-
sioners,and government depart-
ments and agencies that source
Canadian municipal solutions. ¥
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Spedial Menu Awaits All Food Processors

Interested in Exports

MonTReaL— April 18,2000 —
Gourmet International 2000
(G12000) is currently recruiting
Canadian exporters of fine food
products for its 10th edition.

Over 100 foreign buyers are
expected again this year for 100
Canadian exhibitors.It is your best
opportunity to showcase your
Canadian capabilities aiming at
satisfying the needs of foreign
buyers for world class gourmet food
products. .

Confirmed foreign food buyers
delegations — distributors, importers,
agents and brokers — mostly from
the U.S.A., with some from Europe,
the Middle East, Asia and Latin
America will be participating at
Gourmet International 2000.

Pre-scheduled one-on-one interviews

before the show between foreign
buyers and Canadian exhibitors will
again be offered.

Gourmet International is Cana-
da’s only private export food show

focusing on one objective:conclude
export sales. Surveys of buyers and
exhibitors confirmed that well over
$20 million in sales were concluded
for the two previous events.

Gourmet International 2000 s a
joint venture of Agriculture and

Opportunities in Algeria’s Oil Market

AvGiers, ALGERIA — April 16-19,2000
— Sonatrach’s fourth Journées sci-
entifiques et techniques (JST4)
(Science and Technology Days) is a
meeting place for decision-makers,
project leaders, lecturers and exhibitors.

Sonatrach,a publicly owned corpo-
ration that explores, mines, processes
and markets Algeria’s oil and gas, is
the twelfth-largest oil group in the
world.The JST4 represents a unique
opportunity for Canadian companies
looking to showcase their products
and expertise.Some 1,500 partici-
pants from approximately 50 coun-
tries are expected to attend this
highly successful biennial event.

The backbone of Algeria’s economy,
the oil and gas sector has progressively
opened up to foreign firms since 1994,
offering new business opportunities.To
improve its international standing and
strengthen its national production’
capabilities, Sonatrach has recently
increased its joint exploration and
mining agreements with foreign
groups, including Canadian firms.

Investments to develop and mod-
ernize the sector over the next five

years are expected to cost approxi-
mately US$18 billion, a quarter of
which could come from abroad, par-
ticularly the United States.

Africa’s third-largest oil and gas
exporter, Algeria has access to
reserves estimated at 9 billion tonnes
of oil and 5.1 billion tonnes of natural
gas.Sonatrach hopes to improve its
ability to produce crude oil signifi- .
cantly by 2002 to 1.4 million barrels
a day, compared with the current
900,000 barrels a day.

To take part in this event, con-
tact Abdeslam Mimouni, President of
JST4 and Vice-President of Sonatrach,
at Sonatrach/TRC, P.O.08 Sidi Arcine,
Baraki, Algiers, Algeria; tel.: (011-213-2)
68-54-02,fax:(011-213-2) 68-543-08.

For further information, consult
Sonatrach’s Internet site at www.
sonatrach.dz or contact Gilles Poirier,
Commercial Counsellor, or Rachid
Benhacine, Trade Officer, Canadian
Embassy, Algiers, tel.:(011-213-2)
91-49-51, fax: (011-213-2) 9-47-20,
e-mail: gilles.poirier@dfait-maeci.
gc.ca or rachid.benhacine@dfait-
maeci.gc.ca w

- available on the Agri-Food Trade

-for the next millenium, make sure

AgriFood Canada, the Department of
Foreign Affairs and International
Trade, Quebec Department of
Agriculture, Fisheries and Food, and
Quebec Agri-Food Export Club.

Registration of exhibitors is cur-
rently taking place. Applications,
along with your cheque for $700
(plus extra if selected) must be
received before February 15,2000 to
qualify for the early booking registra-

tion fees (5850 after February
15).Your complete promo-
tional material must be
received at the Secretariat by

March 15 to confirm your listing in
the Exhibitors’ Catalogue which is cir-
culated well after the show.

For more information or to
obtain all the GI2000 brochures, con-
tact Céline Bernier, tel.:(514) 873-
9549, fax:(514) 873-2364, e-mail:
gourmet.international@ agr.gouv.
qc.ca. Registration forms are also

Service Internet page at atn-riaq.agr.
ca/public/htmidocs/e1807.htm ¥

ITU TELECOM
AMERICAS 2000

Rio De JANEIRO, BRAZIL— April 10-15,
2000 — The most important telecom-
munications event in Latin American
history,ITU TELECOM AMERICAS
2000 will bring together the most
important telecom players from .
across the whole region. '

Americas Telecom 96 attracted
more than 19,000 visitors, telecom-
munications professionals who came
to see the latest technology.

If you have to make one choice

it's the wise choice: TELECOM

AMERICAS 2000. ;
- A Canadian Grouped Pavilion'is i

organized with the encouragement of

the ITU-COM by DP Expos Services Inc.

For more information, contact >‘
DP Expos Services Inc., teI (514)
871-3838.w
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Momentum Building for U.K.s Largest

Construction Show

BIRMINGHAM, U.K. — May 21-25,2000
— Held every two years at the
National Exhibition Center, Interbuild
is the U.K's largest trade exhibition for
the building and construction sector.
Inits 105th year, Interbuild will fill
over 52,000 metres next year.This rep-
resents a significant growth over the
1997 show (the 1999 event was
moved forward to next spring),a
direct reflection of the upswing in the
construction market in the UK.

In 1997, Interbuild attracted over
90,000 visitors including contractors,
subcontractors, manufacturers, sup-
pliers,agents, distributors, merchants,
private professionals, consultants and
government officials. Exhibitors came
from 24 countries, displaying the
products of 1,450 manufacturers.

Interbuild is an all-encompassing
trade-only fair with product-specific
halls for:The Bathroom Show, incor-
porating Ceramic Tiles; Building
Interiors and Flooring; The Electrical
Show;The Domestic Heating and
Plumbing Show; Doors, Windows
and Facades; Structural Building;
Total Lighting; Plant, Tools and
Woodworking; Pipelines; Civil
Engineering; and Building Services.

Canadian companies will be

T
DFAIT’s Market Research
Centre produces a full range
of sectoral market studies to
€. help Canadian exporters
identify foreign markets.

“ Currently, over 500 reports
are available in 25 sectors
ranging from agri- :
food/equipment and auto-

‘motive to consumer’
products, forest industries,

" plastics, space and tourism.
The reports are available -
‘through the Enquiries
- ..Service's FaxLink (613-944-

: - 4500) or on the Internet at

-www.infoexport.gc.ca

orts

‘Market Re

spotlighted in a Canada Pavilion orga-
nized by Unilink, of Kingston, Ontario,
and supported by the Canadian High
Commission in London and Ontario
Exports Inc.The pavilion will be
located in Hall 4, the International
Hall/Door Windows and Facades (fea-
turing wood products). Participation
includes a highly targeted pre-show
direct mail publicity campaign and a
reception for UK. buyers hosted by
the High Commission.

To exhibit, contact Canadian rep-
resentative for Interbuild, Anne
Heath, Unilink, tel.:(613) 549- 0404,

- e-mail:ah@unilinkfairs.com

For further information on
Interbuild and opportunities in the
British market, contact Jason Kee,
Commercial Officer, Canadian High
Commission, London, tel.: (011-44-0)
20 7258 6664, fax: (011-44-0) 20
7258 6384, e-mail:jason.kee@
dfait-maeci.gc.ca, internet:
www.infoexport.gc.ca/uk %

o’

T Gana - Eqipe Cana o
- 1-888-811-1119

exportsource.gc.ca

Canadian |
Environmental Trade

- Officers Featured at
Globe 2000

VANCOUVER, BrimisH CoLumsia — March
22-24,2000 —The Canadian Trade
Commissioner Service (TCS) will be a
major presence at Globe 2000, the
sixth biennial conference and trade fair
on developing the business of the
environment.

Accompanied by foreign business
representatives, TCS environmental i
trade officers from over 40 markets,
will be on hand to meet with partici-
pants at thisimportant event.

An added feature of Globe 2000
will be Canada’s Clean Development
Mechanism and its Joint ‘
Implementation Office.These two dis-
plays will give visitors an inside look
at how to turn climate change into
viable business opportunities. Look.
for further details,including a com-
plete list of the trade officers that will
be attending Globe 2000 and how
you can meet with them, in a future
issue of CanadExport.

For more information, contact
Sherrill Owen, Department of Foreign
Affairs and International Trade, tel.:
(613) 996-1758. ¥

Environmental Mission to Morocco Next Month

Canadian participants in a mission
last November confirmed Morocco’s
tremendous need, as well as the
potential market available to the
Canadian environmental industry.
With this in mind, another
Canadian environmental mission will
visit Morocco February 21 to 23 (see
CanadExport, December 1,p.14).

Although recruitment is winding up,
interested manufacturing companies
are still welcome.

For information, contact Lucie
Tremblay, Maghreb and Arabian

Peninsula Division, DFAIT, tel.:(613) é
944-6590,fax:(613) 944-7431, )
e-mail: lucie.tremblay@dfait- B
maeci.gc.ca ¥ S
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Hong Kong Event Keys on Information
Technology with Canadian Pavilion

HonG KonG — March 16-19,2000 —
The Consulate General of Canadain
Hong Kong, in co-operation with
Industry Canada, is organizinga
Canadian Pavilion at the Hong Kong
Information lnfrastructure '
Exposition & Conference 2000 -
(HKI12000). Consistent with the
show’s theme, the Pavilionwill - -
highlight Canada’s world-recognized
e-commerce, multimedia and educa-
tion information techno-logy (IT).
Some 60,000 visitors are expected
to attend this major event, which is
one of many activities being under-
taken by Canada as part of the
Industry Canada-Hong Kong
Information Technology and

Broadcasting Bureau Memorandum
of Understanding on IT co-operation.
Canada exported over $250 million
of information and communications
technology (ICT) products and ser-
vices to Hong Kong in 1998. A further
$75 million was re-exported through

- Hong Kong to China.

The current Hong Kong govern-
ment-business Cyberportinitiative,
budgeted at $2.4 billion, focuses on
the development of e-commerce and
multimedia content. And, education
ITis among the most promising areas
of opportunity, as the Hong Kong
education system shifts its program
delivery from a textbook-based,
teacher-centred onetoa more

" ment a five-year strategy to promote

-opers and consulting service

- (011-852) 2847 7441, e-mail:cana

interactive and learner-oriented
approach.The government has
committed $750 million to imple-

the use of IT in schools. Similar com-
mercial opportunities exist for net-
work operators, facility providers,
OEM manufacturers, software devel-

providers.

. For more information on the
show, visit the HKIl 2000 Internet site
at hkiiexpo.tdc.org.hk/.For informa-
tion on the Consulate’s plans for HKIl
2000 and for IT business opportuni-
ties in Hong Kong, contact Neil Clegg,
Trade Commissioner, Canadian
Consulate General,Hong Kong, tel.:
(011-852) 2847 7414, fax:

datrade.hkong@dfait-maeci.gc.ca ¥

ALook Ahead to the Year 2000

Contin ued from page 3

ltwas a very enlightening expenence
for me.Above all | was very impressed

by the number of doors we were able

to open for our exporters in the
Japanese market.

As you know, these missions have
been extremely successful. So, we'd
be foolish to ignore them.The Team
Canada concept truly demonstrates
what can be achieved when govern-
ments and businesses work together.

With the Prime Minister’s encour-
agement, we are considering a new
mission for the fall. As for the exact

destination and time, this is now
being discussed with our provincial
counterparts and other key partici-
pants. Details will be posted on our
new, revamped Team Canada Web
site, which will be launched soon.
So these are some of the ways
we're constantly striving to assist

- both new and experienced Canadian

exporters: It's all at the one-stop

shop, Team Canada Inc!

CanadExport: Thank you Minister. we

* Team Canada Inc

|+ InfoExport

~ Key Sources of International
Trade Assistance and Information

- tel:1-888-811-1119
Internet: exportsource.gc.ca

Internet: www.infoexport.gc.ca

* Department of Foreign Affairs
- -and International Trade

" Internet: www.dfait-maeci.gc.ca

S R er DFAIT’s Enquiries Service provides counselling, publications, and referral sevices g
Ean|“es Ser‘"ce to Canadian exporters. Trade-related information can be obtained by calling
1-800-267-8376 (Ottawa region: 944-4000) or by fax at (613) 996-9709; by calling the Enquiries Service -
FaxLink (from a fax machine) at (613) 944-4500; or by accessing the DFAIT Internet site at www.dfait-maeci.gc.ca ' g¢

Return requested
if undeliverable: 4
‘CanadExport , 1l
2750 Sheffield Road, Bay 1 Canada Post :

- Ottawa,ON KiB 3V9 Agreement Number 1453025 i1 ~

Department of Foreign Affairs
and Intemational Trade =

i+
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Ministére des Affaires étrangeres
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The following is the first in a series of regular articles on China.

t the Annual General Meeting
A(AGM) of the Canada-China

Business Council last November,
International Trade Minister Pierre

- Pettigrew announced the release of

the year 2000 edition of the China and
Hong Kong Trade Action Plan.

This document identifies
for Canadian firms the
important opportunities,
as well as the challenges
and constraints, of the
Chinese marketplace. It
also outlines the services
available through Canada's
Trade Commissioners in our five
missions in the region.

“This is our comprehensive strat-
egy for Canadian commercial partner-
ship in this key region, a strategy
which | am confident will bring bene-
fitsand successto Canadaandto
China,” Minister Pettigrew said during
his keynote address to the AGM.

The Action Plan includes sections

on the business environment, a
description of regional markets, sec-
tor profiles — agri-food and fisheries,
construction, education, electrical
power, environment, forestry, informa-
tion technologies, natural resources
and transportation — a focus
on cultural and health-
industries and financial
services, as well as con-
tacts both in Canada
and abroad.

The Trade Action
Plan is updated regularly
following broad public and

private séctor consultations.

For more information or to obtain
a copy, contact DFAIT’s Enquiries
Service, tel.: 1-800-267- 8376 — (613)
944-4000 in the Ottawa region — fax:
(613) 996-9709, e-mail:enqserv@
dfait- maeci.gc.ca. A copy can also be
downloaded from the Internet in
html or PDF formats at: www.dfait-
maeci.gc.ca/china/ trade-e.asp ¥ .

Small Miramichi Software Firm Scores Big'
in First-ever Export...to the U.S.

Vital Knowledge Software Inc. won
select vendor status from the New
Hampshire Department of Education
— beating out 27 American competi-
tors, including Microsoft and IBM.

As a result,the New England state is
purchasing US$200,000 worth of

Teachers'Tech Tutor™ — a software
package developed by Vital to help

educators understand and apply
information technologies in their
classrooms.

How does a team of five people,
which never before sold its product
outside of New Brunswick, get to
compete with multinational giants —
and win — in the tough U.S. market?

Continued on page11 - Vital Knowledge
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term business opportunities in

Asia, Africa, the Middle East or Latin
America? Does your company have
over $1 million in annual revenue?

The federal government’s Indus-
trial Cooperation Program (INC), man-
aged by the Canadian International
Development Agency (CIDA), can
share the front-end risks with you
during the study and implementation
stages of either an investment or
contract opportunity overseas,includ-

I s yo(ur.companyv interested in long-

TRADE NEWS

(IDA-INC

and Business Opportunities

ing build-operate-transfer (BOT) infra-
structure projects.

With over 20 years of experience,
CIDA-INC can provide your firm with
advice and funding on a cost-shared
basis for expenses related to studies

and a project’s actualimplementation.

~ For more information, contact
CIDA-ING, tel.:(819) 953-5444, fax: (819)
953-5024, Internet: www.acdi-cida.gc.
ca/inc (includes success stories). w

Canadian Learning Centre in Ukraine

Just one year ago (January 27,1999) a
new generation of Canadian Education
Marketing Centres were officially
opened in Kyiv and in lvano Frankivsk.
They are located at the Canadian
Embassy and The International Centre

Outside the Ukrainian-Canadian Business
Centre in lvano Frankivsk (left to right): Anatoliy
Furda, Deputy Director of the Centre; Mario
Houle, DFAIT; Dr.Gilles Seguin, DFAIT;and
Alexander Pasichnyk, Director of the Centre.

' Celebrates First Anniversary

of Privatisation, Investment and Man-
agement, in Kyiv and at the Ukrainian-
Canadian Business Centre in lvano
Frankivsk.

The Canadian Learning Centre (CLC)
is a new prototype designed to promote
Canadian expertise, learning technolo-
gies and online study at Canadian uni-
versities, colleges, language schools,
and career colleges. Among its many
features, the Centre showcases Cana-
da’s SchoolNet system, the Virtual
University-Small Medium Enterprises
(VUSME)— it involves Confederation
College and the University of Calgary
— and leading edge technologies
(hardware and software) provided by
private sector companies.

While the CLC is physically located
in key centres in Ukraine, plans are
being developed by the private sector
partners to expand the network into
other establishments, including lead-
ing universities like the University of
Kyiv-Mohyla Academy.

Did you know that...

* in 1998, Canada’s exports of ser-
vices to the United States were '
$27.7 billion, or 60.3%, of Canada'’s
total services exports.Canadian
services imports from the U.S.
were $32.6 billion, or 61.7%, of
total Canadian services imports.

* in 1998,Canada’s exports of
goods and services to the United
States were $297.2 billion, or

. 80.7%, of Canada’s total exports.
Canadian goods and services
imports from the U.S.were
$266.2 billion, or 74.7%, of total
Canadian imports. w

The opening of the CLC in Ukraine
coincided with Canada and Ukraine
signing a Memorandum of Education
Cooperation, which provides a frame-
work to stimulate international activi-
ties between the two countries. y¢
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TEAM CANADASUCCESS STORY

ith one of the best health care
Wsystéms in the world, Canada

is in a prime position to con-
tribute to medical information and edu-
cation in developing countries. And
with even remote villages today sport-
ing satellite dishes, the mediumis =~
already in place.

That's where PentMed Systems Inc.

of Ajax, Ontario,comes in.Drawing its

expert pool of more than 20 consul-
tants and technicians from its parent
company, the Pentranic Group, the
young company — established in
1998 — has taken steps to capitalize
on these trends and opportunities.
_“Ventures such as our international
telehealth projects demonstrate that
Canada has much more to offer
besides wood and coal,” says Tim
Patterson, Managing Director of
PentMed. Specializing in telemedi-
cine technology, the company pro-

* vides video conferencing systems for

medical professionals around the
world.“Our goal is to keep physicians
practicing in their homelands instead
of relocating to industrialized coun-
tries, and, ultimately, to save lives,”
explains Patterson. ‘

Participation pays good dividends
To help boost his company’s profile
and attain its objectives, Patterson
joined the Team Canada trade mis-
sion to Japan last September.

“Our status as a Team Canada par-
ticipant gave us added credibility —
particularly with foreign companies
not familiar with us. It just made a

. huge difference in our manoeuver-

ability,” he says.”We've since been

-approached by interested Japanese

investors and | am confident we will
see concrete results in the region
down the road.”

But Patterson’s Team Canada par-
ticipation also paid some unexpected
—and timely — dividends.While in
Japan, he was able to meet with:
International Trade Minister Pierre
Pettigrew and his Policy Advisor
André Albinati, who were able to fur-
ther the negotiation of a major agree-

ment with the European Union (EU).
The mega-project — which also
involves at least four Canadian med-

Jical centres — will provide content,

consultation and continuing medical

Ontario -
Telemedicine fech
(ompan

-nies like ours get to meet othersin
the same boat, compare notes and do

‘business together,” says Patterson.

But he was also shocked by some
of the media reports.“They often gave

Gets Top Treatment §tTeam Canada Mission

education to at least eight countries
across the globe, from Asia to South
America. e

Strong suppoft from DFAIT

“l also had the opportunity to outline
the EU project — particularly its
repercussions at the provincial level
— to some of the premiers,and to
Robert Wright, Deputy Minister for
International Trade,” Patterson adds.
“During one of those meetings it was
decided that | should speak at a semi-
nar,and the Team Canada staff quickly
reorganized the agenda to accommo-
date me. My presentation generated a
lot of attention and interest.”
Patterson has nothing but praise
for the helpfulness of the Department
of Foreign Affairs and International
Trade (DFAIT) and Canadian embassy
staff while in Japan.“They assisted
with the EU project and worked very
hard to set up meetings — notably
Gilles Séguin, Senior Education
Marketing Strategist at DFAIT,who

“also participated in some of our

sessions.”

And like many other Team Canada
participants, PentMed benefited
tremendously from networking with
other entrepreneurs.”Smaller compa-

the wrong perspective of the mission.
Making the same level of contacts on
our own would have cost hundreds of
thousands of dollars,” he admits.“The -
trip was worth every penny.” .
An export commodity ‘
What's in store for PentMed Systems?
According to Patterson, the implica-
tions of telemedicine technology are
wide — on a humanitarian level as
well as economic. _

“Not only does Canadian know-
how raise health standards world-
wide, as a vital export commodity, it is
also a sound investmentin the
national economy,” he explains.
“Exporting our intellectual property
makes money for Canadian consul-
tants and hospitals, creating jobs at
many levels.But it is also our social
responsibility — as Canadians —to
bring these basic necessities to devel-
oping countries.”

For more information on PentMed
Systems Inc,, contact Managing
Director Tim Patterson, tel.: (905)
428-7020, toll-free North America:
(1-800) 207-4090, fax: (905) 428-7023,
e-mail: tim.patterson@pentserv.com,
Internet: www.pentserv.com W

w ~ (anadExport rebruary 1,2000




ing on to the next only after

* overview of one report.

THE CANADIAN
"TRADE COMMISSIONER

I RAN

The Trade Commissioner
Service helps Canadian companies

that have researched and selected 7
‘ : ncreosmg b pproximately 7,518
 each year, the effort to match i
upply and demand over
the next few years will be o
¥ ":Ilenge for the Iranian  fsliro,
government. To monoge
 this projected increase in
help you select which mar- demand, the government §

ket you should target, the § . ;. outlined measures to
Market Research Centre and : increase pawer generaf

in its five-year developmen
the Trade Commissioner ’ plan(l995 2000). These B

Service have prepared over Q) . ‘ measures include the exran Ao
500 market reports. This section % ‘ - sion of the country’s installed Hi el

generohng ‘capacity from
of CanadExport provides an ~ 25 gigawatts (GW) to approxi- il
mctely 35 GW with a $29,5 billionidrce
expendlture to take place over a 10-yed@ver
period to 2005. Funds will be concentrate
on several hydroelectnc plants currently under pidnne

consfruchon or in the planning process. . ‘3 D5y

their target markets. Successful

companies concentrate on one
foreign market at a fime, mov-

succeeding in the last. To

For more information on this and other
reports or if you want to know how the
Canadian Trade Commissioner Service can help you
get results in international markets, visit us at

Opportunmes
WWW. mfoexport gc.ca

. Opportunities for Canadian companies fo supply eqmpm
- and services lie in several ongoing power projects. These| ;3..
~ projects are infended to increase the hydroelectric genertine,

* Troubleshooting - bow
*Hiab
E lur:

See insert for your Electrical Power Market confacﬁ;
Africa and the Middle £/

'

* Face-to-face Briefing
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Proposed anahzahon
Iran is currently restructuring its
nahona| e|ectr1c1 ‘mdu try. The

Electrical Power Market in Iran,”
repared by the Market Research
Centre. The report is ovollcble'
onlineat "
www. mfoexporf.gc;ca

Iranian government is consider-
- ing allowing greater private
sector participation in elecfnc:ty \
B supply and removing ik
[  restrictions on foreign
ra||e| the Iranian Mxmsfry ~ ownership. Also, plans

Bdnned for construction by
ADs while several diesel-fired
bdnts are : being converted to
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enmark, which fanks fifthin the
Dworld with respect to Information
Technology (IT) penetration, rep-

resents a sophisticated and dynamic
market.

Overview of

TRADE NEWS

Denmark'’s geographic location
(between Scandinavia and Continen-
tal Europe), its large international
airport and its transport and telecom-
munications infrastructure are impor-
tant parameters in making it one of

Danish Informatics
and lelecom
Opportunities

Market profile

The Danish IT and Telecom Business
sector is comprised of some 10,000
companies, but the country is a net
importer of IT.The European Informa-
tion Technology Observatory (EITO)
estimated the Danish Informatics and
Telecom market at US$9.2 billion in
1998 and US $9.5 billion in 1999.

In terms of Informatics and
Telecom as a percentage of GDP,
Denmark ranks equally high with
2.9 per cent — well above the 2.3 per
cent average for Western Europe.The
annual growth rate of the IT market in
Denmark has been approximately
8 per cent (Western Eu ropean aver-
age growth is 7.2 per cent).

There is consistently and continu-
ally a strong demand for [T solutions
in Denmark. Due to high labour costs

and Denmark’s dependence on inter- -

national trade there is a constant
demand for software solutions and
tools aimed at improving efficiency,
automation and communication.
Many Canadian software firms find
doing business in Denmark relatively
straightforward, perhaps because
most Danes fluently speak and write
English. ' '

Europe’s best locations for product
distribution.

Internet and other services

The Danish Internet market is
dynamic and is growing at a rapid
pace. Up to 68 per cent of all Danish
companies have Internet access, and
25 per cent of all households had
access by the end of 1998.

In a country of only 5.1 million
inhabitants Internet access was sold
last year to the tune of US$142 mil-
lion.This Internet market is expected
to enjoy annual growth rates of
between 20 and 30 per centup to
the year 2002.

In principle, there is amarket in
Denmark for practically every type
of software — except administrative
software packages for the corporate

_market.Two Danish companies,

Damgaard/Axapta and Navision,

-dominate this market.The Canadian

Embassy in_Copenhagén candoa

* market assessment for your specific

product.

The Danish Telecom market is
dynamic with new services being
continuously offered in both corpo-

rate and consumer markets.Wireless

j

solutions have recently been intro- -
duced in connection with corporate
and institutional applications.

The Canadian Embassy maintains
an up-to-date contact database of
Danish telecom buyers and distribu-
tors and is ready to assess the market
potential for your specific product
and/or service. :

Canadian successes

Canadian software firms that have
enjoyed success in Denmark include
Mobile Data Solutions, Arrix Canada,
ACL, Corel, Jetform, Cognos, MGI,
Softimage, Discreet Logic, MKS,
Hummingbird and Alias.

Major trade fair

In terms of local trade shows, the
annual Datacom & Connectivity
Show, called Netvoerk & Telecom, is
highly recommended. Netveerk &
Telecom 2000 is slated for June 2000.

For more information on this mar-
ket, contact David Horup, Business
Development Officer,Canadian Em-
bassy, Copenhagen, tel.:(011-45) 33
48 32 58,fax:(011-45) 3348 32 21,
e-mail: david.horup@dfait-maeci.
gc.ca ¥ '

IFl Procurement:
“Doing Business
with Developing
Countries” '

Get connected with lFlnet‘.f :
www.dfait-maeci.gc.ca/IFInet

IFInet offers you access to thousands of
business opportunities financed by inter-
national financial institutions (IFls) in
over 130 emerging and developing
countries. You will find information on
projects financed by IFls, work under-
taken by Canadian consultants with IFls,
and a list of Canadian International
Development Agency (CIDA) projects.
Business guides for exporters are also
available. Don’t miss the “International
Capital Projects”section.

¥
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tions Technology (ICT) market in

Sweden accounts for 6 per cent of
GNP, making Sweden a highly comput-
erized society. Products emphasize
ergonomics, environmental concerns,
and worker safety.

Sweden

The Information and Communica-

TRADE NEWS

i

with 40 per cent of which were inter-
national.Over 10 per cent of banking
customers do their banking on the
Internet, while 25 per cent of stock
trades are taking place on-line.The
goal is to effect 95 per cent of public
procurements through electronic data

Informatics
and Telecom

Market Overview

As English is widely used in the world
of business in Sweden, Canadian com-
panies can easily navigate the busi-
ness culture. Sweden is not only a
good test market, with a tradition of
accepting the latest high-technology
products, but it has always been an
early adapter of high technology,and
devotes 3 per cent of GNP to R&D.
ICT is an expanding market in
Sweden, with recent annual revenue
increases of over 25 per cent,and
recent profit increases of over 40 per
cent. With more than 60 per cent of
the country’s ICT production being
exported, Swedish companies are

. Very open to partnerships with

complimentary companies,and
Sweden often acts as a marketing and
services hub for Scandinavian and
Baltic markets.

Market profile

Sweden has a very liberal, competitive
telecom market, with one of the low-
est tariffs in the world. Some 34 per
cent of Swedes use the Internet —
15 per cent over the age of 50 — while
30 per cent use mobile phones.
Purchases over the Internet
amounted to $400 million in 1998,

interchange (ED!) by year end 1999.
Sweden also possesses a strongly

evolving technical capacity in crypto-

graphy, multimedia and virtual reality.

Opportunities

Sweden offers opportunities for
Canadian companies in many
domains, including legacy-based
solutions, industrial automation, EDI
and e-commerce, mobile Internet and
wireless application protocol (WAP),

wireless LAN, third-generation wire-
less,and exploitation (both platform
and content) of Internet, multimedia

-and virtual reality.

_-Other opportunities exist in integra-
tion of geomatic solutions — remote
sensing, global positioning system
(GPS) and geographic information
system (GIS) — in the exploitation of
broadband and digital TV,as wellas
tools and utilities that can offset profes-
sional shortages, and aid small and
medium-sized entreprise growth.

Major Canadian presence

Established Canadian firms in Sweden
include Ad Opt, Arkipelago Interactive,
Cognos, Corel, Critical Mass Produc-
tions, CRS Robotics, Datamirror,
Devtek, FastLane Technologies,
Groupe Informission, Hummingbird,
JetForm, Leitch Technology, Mitel,
Moore Paragon, Newbridge
Networks, Nortel, Perle Systems, SR
Telecom, Technor, and Telecom
Advanced Systems.

Dozens more Canadian companies
have some market presence through
direct sales,agents ordistributors.

For more information, or to obtain
full market reports, contact Robbin
M. Battison, Business Development
Officer, Canadian Embassy, Sweden,
tel.:(011-46-8) 453-3013, fax:
(011-46-8) 24-24-91,e-mail:
robbin.battison@dfait-maeci.gc.ca
Internet:www.canadaemb.se ¥

New Site of Canadian Consulate in
Diisseldorf Officially Opened a

Official ribbon-cutting ceremony (left to right):
Canada’s Ambassador Gaétan Lavertu, Canada’s
Minister for National Revenue Martin Cauchon, and
the Mayor of the city of Diisseldorf, Joachim Erwin.

Canada’s Minister for National
Revenue, Martin Cauchon, Canada’s
Ambassador to Germany, Gaétan
Lavertu,and Joachim Erwin, Lord
Mayor of the City of Diisseldorf,
participated in the official opening
of the new premises of the Cana-
dian Consulate in Diisseldorf.

With the reorganization of post
responsibilities in Germany, the
Diisseldorf Consulate now covers
the following sectors: health, plastics,

. Continued on page16 - New Site
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The U.S.Connection

about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca.

The U.S. Connection is produced in co-operation with DFAIT’s U.S. Business Development Division (URT). For information

For all other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

(anadian Culture

- Shinesin Pittsburgh

world casts its eyes upon

Pittsburgh, a city whose reputa-
tion for contemporary art is as strong
as the steel castings from which the
city first prospered.The Carnegie
International, established in the late
1880s, and widely regarded as North
America’s premier contemporary art
exhibition, regularly draws art enthu-
siasts from across the country and
world to the city. The International
happened to coincide with the
November 1999 ACSUS (Association
for Canadian Studies in the United
States) biennial conference in
Pittsburgh.

The Canadian Consulate General in
Buffalo staged a multi-faceted cultural
program at the ACSUS conference,
which brought a wonderful array of
visual and performing art and artists
to Pittsburgh. Minister for International
Trade Pierre Pettigrew, one of the fea-
tured speakers, set the tone for this
conference with his presentation, The
Changing Faces of Canada, which
focused on the economlc aspects of
culture.

Celebrating the historic establish-
ment of Nunavut on April 1,the
Consulate, in association with Judith
Varney Burch of Arctic Inuit Art in
Richmond, Virginia, mounted exhibi-
tions of Inuit art at the ACSUS confer-

E very two to three years, the art

ence and at the Four Winds Gallery,a
prestigious Pittsburgh gallery special-
izing in native arts.Inuit sculptor,
George Arlook, gave a special carving
demonstration at the Polar World Hall

Judith Varney Burch, owner of Arctic Inuit
Art of Richmond, Virginia, discusses Inuit
sculpture with Minister Pettigrew (left) and
Consul General Mark Romoff (Buffalo).

of the Carnegie Museum of Natural
History. Arlook was part of the original
consulting team when the Museum
first established its exhibition in the
early 1980s.

A number of the conference ses-
sions were devoted to culture and
cultural policy, including a special
panel series sponsored by the
Canada-US Fulbright Association and
funded by USIA (United States
Information Agency).This panel
launched a series of academic discus-
sions and cultural policy research,
which will culminate in a special joint
publication between the Canadian
Review of American Studies and the -
American Review of Canadian Studies.

Capping the ACSUS conference
was a special one-night performing
arts showcase, featuring the work of
four internationally renowned Cana-
dian ensembles, Stuart McLean and
the Vinyl Café Orchestra, Carmen
Romero and the Candela Flamenca,
Matapat: Music and Dance of Québec,
and the Barra MacNeils. ¥

Franklin the Turtle Captures |

Hearts at LA Festival

The Canadian Consulate General, the
Museum of Television and Radio, and

. Air Canada co-sponsored two animated

workshops at the Eighth International
Children’s Television Festival in Los
Angeles, last November, showcasing
Sheridan College graduate and ad-

junct professor Brenda Clark. Clark is

best known for her illustration of the

Franklin the B -
Turtle series of books and the ammated
television series on the character.
The creation of former Ottawa
resident Paulette Bourgeois some
16 years ago, Franklin books have sold
over 25 million copies.The lovable’
Canadian character now presides

Continued on page 9 - Franklin

Check the Business Section of the Canada-U.S. Rélations Home Page at www.dfait-maeci. gc.ca/geo/usa/
business-e.asp ... for valuable mformatton on doing business in and w:th the United States.
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‘Accessmg Pre Shl meﬂt
HNANCE trowan

he Progress Payment Program How does PPP work?
T(PPP) helps smalland medium-  « A financial institution flags export-
sized companies overcome the - ing clients who may qualify for PPP
difficulties in arranging pre-shipment and refers them to CCC.
ﬂpancmg on export sales.1:he Cana- , ccc assesses the riskand approves
dian Commercial Corporation (CCC) , o
. . the exporter’s application.
now has agreements with 17 financial o
institutions to provide accesstopre-  * Thefinancial institution performs
| shipmentfinancing through lines of its own assessment and if accept-
| ] credit cavering production costs for able grants the exporter a project
| particular export sales. line of credit to cover the cost of
With CCC’s involvement and exper- the export sale.
tise in providing trade solutions,
} financial institutions will normally be
'] prepared to provide funds beyond a
1 Canadian exporter’s regular line of
i credit.

¢ CCCthenissues a disbursement
order allowing the exporter to
draw on the line of credit.

* The goods or services are delivered
. tothe foreign buyer as per the
contract terms.

* CCCreceives payment from the
foreign buyer and reimburses the
financial institution for the line of
credit.

* If the exporter defaults, CCC com-
~ pletes the contract and pays down
the line of credit.

Credit line limits

Credit lines are limited to $2 million
per transaction for up to two years.
With special approval, credit lines can
be increased.

CCCis the Government of Canada’s
official export sales agency.It provides -
Canadian exporters with a range of
export sales,consulting, contract man-
agement and access to pre-shipment
financing services to help them win
sales on better terms in a wide variety
of markets around the world. %

Franklin

— Continued from page 8

over a multimillion-dollar emplre that

Who can use PPP?

Canadian companies with sales of
$50 million or less and in good stand-
ing with their principal bank.

Looking to Do
Business W|th the

U S Federal
Government?

Opportunities are just a key stroke
away at the Internet site (www.gsa.gov)
of the General Services Administration
(GSA), which facilitates purchases by
the U.S.government —“the world's
largest consumer”— and the Electronic
Posting System site (Wwww.eps.gov).
More GSA opportunities are listed on
the site of the Canad:an Embassy in
Washlngton, DC. (www.canadianem
bassy.org),and periodically in -
CanadExport

H
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includes 30 books, a hit TV show,
videos,and an array of merchandise
from Franklin bed sheets to puzzles.

This two-day event afforded an
excellent opportunity to spotlight
Sheridan College.Pamphlets and
information were displayed at the
event highlighting the College as well
as the talent and creativity of Cana-
dian animators and illustrators. It was
also an occasion to draw the atten-
tion of American audiences to the
stellar reputation Canada has estab-
lished in children’s books, television
and entertainment.

The representatives of the Museum
praised this successful, well-attended
program, which was most appreciated
by the children as well as parents
looking for schools for their budding
artists.The Museum said that based
on the success of this program, it
plans to incorporate a Canadian com-
ponent in the Festival on an annual
basis,and is looking forward to work-
ing with the Consulate to develop
new ways to showcase the best of
Canada in children’s entertainment. %

Upcomihg Home
Furnishiing Mission
to North Carolina

A Spring 2000 marketing mission to
High Point, North Carolina, entitled
“Five Years in Five Days’ has been
organized by the Canadian Consu-
late General in Atlanta, the Depart-
ment of Foreign Affairs and Inter-
national Trade (DFAIT), Industry
Canada and provincial trade offices.

The April 4-9 mission features a
visit to the International Home
Furnishings Market or High Point,
the largest furniture show in the
world (see the September 15, 1999,
issue of CanadExport, p. 10).

For more information, contact
Bill Stolz, Canadian Consulate Gen-
eral in Atlanta:tel.:(404) 532-2017,
fax:(404) 532-2050, e-mail: william.
stolz@dfait-maeci.gc.ca or your
local International Trade Centre. %

o CanadExport February 1,2000




he International Businyess
’ Opportunities Centre (IBOC)

_ provides a matching service —

~ connecting foreign buyers with

Canadian companies.The Centre pro-
vides timely, relevant and targeted
business leads from the desks of
foreign buyers to the doorsteps of -
Canadian companies.

The following lists some of the

Internatlonal Business

BUSINESS OPPORTUNITIES

Opportunities

(Centre

Centre’s current trade opportunities.To view a selection of IBOC's current trade
opportunities, simply visit the Internet site at www.iboc.gc.ca/eleads

Canadian exporters needing assistance in preparing international bid documents
may want to use the international contracts expertise and services offered by the
Canadian Commercial Corporation. This Crown corporation is located at 50 O'Connor
Street, Suite 1100,Ottawa, ON K1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

. MOROCCO — Landfill preparation

project for the city of Meknés — The
Urban Community of Meknés cur-
rently operates an open dump,
located within city limits.The condi-
tions associated with this dump pose
major health and environmental
problems. All the studies carried out
on the dump have recommended its
closure.The site for the new landfill is
located 6 km north of the city, on clay

= CanadExport February1,2000
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Quick Facts

Sinceit opened in '1995,1BOC has ety
contacted more than 21,000 Cana-
dian companles and has responded
to more than 13, 500 mqunnes from

foreign buyers. ..

. Thanks to IBOC, more than 7 500
Canadran firms have beenin contact
with foreign buyers, resultlng in over
1 500 matches. . ;

B 1BOC’s sourcing experts usea
variety of databases as well as a
large network of business contacts
across the country toidentify .
Canadian companies of all srzes

IBOC is jointly operated by the
Department of Foreign Affairs and
IntematlonaITrade and lndustry ,
Canada, with special co-operation .
from Agriculture and Agri-Food -
Canada.ltis the sourcing centre for
Team Canadalnc. - -

soil. An access road needs to be devel-
oped to allow waste collection vehi-
cles (some 200 a day) to reach the site
in question.Consequently,a 7-metre-
wide paved road needs to be built
along a 3-km distance.The land is
crisscrossed by power lines, which will
need to be relocated.The landfill site
will be surrounded by a wire fence.
This will be a state-of-the-art opera-
tion, with waterproof cavities where
the waste will be compacted and
then covered. All necessary steps will
be taken to eliminate any adverse
impact that operation of the landfill
will have on the environment.Closing
date: April 3,2000.Contact Daniel
Lemieux, IBOC, tel.:(613) 996-0675,
fax:(613) 996-2635, quoting case no.
19991230-04618.

GHANA — Financial Assistance - Loan
for Intravenous IV Solutions Plant —
EPISTLE Consortium Ltd. is looking for
funds, loans and financial assistance
to start a project for the manufactur-
ing of the Intravenous IV Solutions
plant in Ghana.The manufacturing
facility will cost about $1.1 million,

_including building construction,

equipment purchase and installation,
utilities, materials and supplies. A
copy of the business plan is available.

- Closing date: March 15,2000.

Contact: Daniel Lemieux, IBOC, tel.:
(613) 996-0675,fax: (613) 996-2635,
quoting case no.19991208-04359.

SWITZERLAND — Swiss Restaurant

_and Conference Centre - Partnering —

The Fassbind Hotels, a Swiss group
with hotels in Lausanne, Geneva and
Berne, will open a new four-star hotel
in downtown Lausanne in 2001, fea-
turing several restaurants, 190 rooms,
a patio, underground parking, bou-
tiques, a fitness area, three panorama
elevators and a 1,000-seat congress
area. At this stage, planning of the
interior is still open and can be
adapted to the needs of the partner.
For the operation of the restaurants
and the conference centre,a co-
operation in whatever form with an
experienced Canadian partner is
sought. Closing date: March 17,2000.
Contact: Daniel Lemieux, IBOC, tel.: -

(613) 996-0675, fax:(613) 996-2635, .

quoting case no. 19991215-04498.

THAILAND — Shifting Cultivation:
Stabilization Pilot Project — The

government has received a loan from

the Asian Development Bank towards
the cost of this project. A mailing list
of potential bidders is being drawn
up for invitations for the following
items: construction equipment, con-
sultant services,and vehiclesand
materials. Closing date:March 15,
2000. Contact: Daniel Lemieux, IBOC,
tel.:(613) 996-0675,fax: (613) 996-
2635, quoting case no.19991213-
04399.

SINGAPORE — Third Rail High-speed
Ramps — Singapore MRT Ltd.is look-
ing for suppliers and manufacturers
interested in participating in a com-
petitive bidding process for the sup-
ply and delivery of third rail high-speed
ramps. Closing date: March 10, 2000.
Contact: Daniel Lemieux, IBOC, tel.:
(613) 996-0675, fax: (613) 996-2635,
quoting case no.19991123-04142.

IBOC Trade Opportunities — Find out
more at www.iboc.gc.ca %
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NEW EXPORTER OF THE MONTH

Vital Knowledge
SoftwareInc. ~

Scores Big in U.S.

— Continued from page 1

Government resources there

to help

“To begin with, we participated in an
Export Awareness seminar organized
by Industry Canada, which opened
our eyes to opportunities in the U.S.”
explains Vital President Michael
Cormier. “New England was identified
as our natural market because of its
large population base and geogra-
phic proximity — just a day’s drive
away and close to major centres

such as New York, Boston and
Philadelphia.”

Vital also took partin the Export
Partnering Program and sought ad-
vice from Trade Team New Brunswick
and the International Trade Centre
(ITC) in Moncton.“By taking advan-
tage of these government resources,
we developed a solid market entry
plan for New England,” says Cormier.

“Then, basically, we went knocking
on doors. Our first visit was to Boston
where staff from the Canadian Con-
sulate General assisted with quali-
fying our identified leads and

| suggesting the best approaches.We

were actually totally unaware of the
expertise and guidance availableto
Canadian companies around the
world through the Trade _
Commissioner Service [TCS).”

With the help of the TCS, meetings
were set up with potential distribu-
tors and staff from the Department
of Education Technology Training in
Connecticut and New Hampshire.

. ¥ K
At the right place at the right time

As it happens, the New Hampshire
Department of Education was active-

ly developing a professional develop-
ment plan for its teachers.Vital's tim-
ing couldn’t have been better.

“We presented the product and
demonstrated our understanding of
the common problems facing the
educational community around the
globe in making technology integra-
tion practical and beneficial to teach-
ers. They expressed keen interestin

our unique CD/Internet solution and
we left them with full documentation
for further evaluation.”

Within weeks, Vital was invited to
bid on a request for proposal for tech-
nology training for New Hampshire's
14,000 plus teachers.

“We put a lot of effort into our
response, creating a very significant
document that clearly proved our
capability of delivering a comprehen-
sive package to meet their needs.Our
product is excellent, but we knew
that as a small company, from a small
town, in a small province, we needed
to get a lot of mileage from our
proposal. "

“After several weeks that seemed
like years,” Cormier admits,“we were
notified that our bid was successful.

"When we found out we had won over

the big guys, we were ecstatic. It's
gratifying to know that our product
was chosen solely on the basis of
quality and value, not on the size of
the company or marketing dollars.”

Build on success

Securing the approval of a state
department of education will
undoubtedly be helpful in current
negotiations with other states such
as Massachusetts, Florida and Texas.

Is Vital looking out for new mar-
kets beyond the U.S.?

"Very soon,”says Vital Vice-
President Nola Chiasson,“although
our plate is full for the time being.
The next step is to continue to build
credibility and a name for ourselves
south of the border to facilitate intro-
ducing some of our other products
and services.

“But technical training is in de-
mand all over the world,” she says,
“and there is definitely an interna-
tional market out there for us.When
the time is right, we will pursue part-
nership opportunities with software
developers or publishers in other
countries.That seems to be the most
cost-effective approach.”

In the meantime, the company —
which received the Best Educational
Product prize at the 1998 New
Brunswick Multimedia Awards cere-
mony,and carries the endorsement
of the New Brunswick Teachers’
Association — is in the process of
doubling its team of writers and pro-
grammers to 10, as a result of its activ-
itiesinthe U.S.

For more information about Vital
Knowledge Software Inc,, contact
company President Michael Cormier,
tel.: (506) 773-8108, fax: (506) 778-
6708, e-mail: vital@nbnet.nb.ca,
Internet: www.vitalknowledge.com ¥

]
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" ver.Opinions are unanimous:

" organizing two Knowledge Cafés in

g : TRADE FAIRS AND MISSIONS

Two New Knowledge Cafés Planned

with Agriculture and Agri-Food .
Canada, the Canadian Food Exporters.
Association and the Atlantic Canada
Export Club.The first Café will be held
on the morning of February 22, at the

Since Crossing the Pond was founded,
more than 250 companies and asso-
ciations from the information tech-
nology industry have participated in
Knowledge Cafés held in Ottawa,
Toronto, Calgary and Vancou-

CROSSING * THE POND

Kingdom, France, Germany, Italy and
the Netherlands. If you are thinking of
doing business in Europe and would
like to learn more about penetrating
the European market, make it a point
to attend the upcoming Knowledge
Cafés.

For more information, fax your
business card to (613) 995-
6319 (c/o Véronique

small and medium-sized
enterprises appreciate this
simple yet dynamic way of
obtaining useful advice and sugges- -
tions that will help them fast-track -
their European expansion. :
The Crossing the Pond partners are
now planning something different by

International Food and Beverage
Show in Toronto.The second will be
in Halifax on February 25,alsoin the
morning.

Five European countries will be
represented at these Cafés:the United
the agri-food industry,in co-operation

T

Duhamel). Don't forget to visit
the Internet site at
www.cross ingthepond.com
Crossing the Pond is aTeam Canada
Inc partnership co-founded by the
Department of Foreign Affairs and
International Trade, Grasset[Flelsher
Solicitors (Toronto) and CIBC. ¥

Canada Hosts World
Mines Ministries

Forumand Mining
Millennium 2000

In co-operation with regional and
provincial offices in Alberta, British
Columbia, Ontario and Quebec,an
Asian Food Journalists Mission has
been organized by Agriculture and

(March 5-10), one of the most impor-
tant international mining conventions
planned for the new millennium.This
will be an unprecedented event that

will recognize and celebrate the
Continued on page16 - World Mines

presented the
Excellence in Partnership Award to
Derek Galpin,Managing Director-Asia,

for its support.

Director-Asia, canadian Airlines International,

- . Canadian Airlines International (CAIL),

Government, Private Sector Teamup to
Promote Food Exports to Asia |

In collaboration with AAFC,Hong
Kong will organize a cross-Canada
seminar program on Asian Food
Market Opportunities in March.
Hong Kong will also host Hong Kong

Agri-Food Canada Sweets Expo Asia
ToRONTO, ONTARIO — March 5-10,2000  (AAFCland DFAIT's 2000 (June 27-29)
— Mines ministers and senior gov- postsin Hong and the Hong
ernment officials from mining juris- Kong, Taiwan, Kong International
dictions around the world, mining Singapore and Health Food,
company executives and representa-  the Philippines. Healthcare
tives of non-governmental organiza- On behalf of Products & Fitness
* tions will gather in Toronto for the Lyle Vanclief, Equipment Exhibi-
World Mines Ministries Forum Minister of Agri- tion (July 7-9).
(March 10). culture,Hong ) A For more infor-
The backdrop for the Ministries Kong-based Cafvad/anTrfzde Commls'smnermHongKor?g, mation on the
Forum is Mining Millennium 2000 Trade Commis- Neil Clegg‘(nght)present:ng theE'xceIlencel‘n above programs or
sioner Neil Clegg Partnership Award to Derek Galpin,Managing  ~+her food activi-

ties in this market,
contact Neil Clegg, fax: (011-852)
2847-7441, e-mail: canadatrade.
hkong@dfait-maeci.gc.ca %

Looking for EXpbrt Oppoﬁu'nities7

(613- 944-4946 from the Natlona| Caplta| Regnon)

R

Make sure you are reglstered in the WIN Exports database, which is used by trade commis-
* sioners abroad to promote your company’s capabilities to foreign buyers. Fax your request
for a registration form to 1-800-667-3802 or (613) 944-1078.0r call 1-800-5514946
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TRADE FAIRS AND MISSIONS

SINGAPORE, PHILIPPINES, VIETNAM —
March 9-25,2000 — An Association
of Southeast Asia Nations (ASEAN)
trade mission focusing on construc-
tion engineering and building prod-
ucts is being organized by the
Toronto International Trade Centre
(ITC) and Canada Mortgage and
Housing Corporation (CMHC).

The mission starts out in Singapore
(March 9-12) with export matchmak-
ing sessions with buyers and sellers,
meetings with government and pri-
vate-sector officials,including the
Singapore Housing Development
Board, Singapore Construction and
Industrial Development Authority,
and Singapore Contractors Associa- -
tion Ltd., as well as a number of site
tours and visits.

In Manila (March 13-21), mission
delegates will have the opportunity
to participate in WorldBex, one of the
region’s leading architectural and
building products trade shows.
Options are available for both solo

ASEAN Construction Engineering and
Building Products Mission Set for March

and shared booths. In addition to the
trade show,a number of other events
have been organized,including
export matchmaking sessions, as well
as joint venture and technology
transfer matches and meetings with

- government and private-sector offi--

cials,including the National Housing
Authority, Housing and Urban
Development and Coordination
Council, Philippine Institute of
Architects, and major distributors.
The mission ends in Ho Chi Minh
City (March 22-24) where delegates
will again take part in matchmaking
sessions, site tours and meetings with
government officials, including repre-
sentatives of the new Special Operating
Agency, which was created to guide
Vietnam's efforts to establish a mar-
ket-based economy. Delegates will

also be treated to a special presenta-
tion by Richmond Hill's BuildTech
International of its Showcase
Distribution Model, an innovative
approach to explore and penetrate
the Vietnamese market. BuildTech,
which signed a memorandum of
understanding with the Agency, has
established a facility in Ho Chi Minh
City to offer services to prospective
Canadian exporters and importers.
For more information, or to register,
contact CMHC, Carol Kerley (416-218-
3345),Kathy Tangorra (416-218-3343),
fax:416-250-3203, the Toronto ITC,
Lynn Fisher (416-973-5063), Alan
Ballak (416-952-4771), or Laurie
D'Souza (OEl) (416-325-6514). %

Vietnam's Premier Agricultural and
Agri-food Trade Show Growing Strong

Ho CHI MinH City — May 18-20,2000
— Canadian agriculture and agri-
food companies with an interest in
expanding their export ‘markets to
Vietnam are invited to participate in
Agro Mart 2000, the only interna-
tional trade exhibition devoted to
agriculture, agri-food and food pro-
cessing in Vietnam. i ‘

With a proven track record for cre-
ating business success, Agro Mart
represents an excellent opportunity
for Canadian exporters in the agricul-
ture and agri-food sector to generate
amarket entry strategy or expand
current market operations.

This annual show, organized .
through Jaarbeurs, Hglland, has
attracted over 500 companies from
17 countries since 1991. A survey
from Agro Mart’99 showed that an

'
¢ 4

overwhelming majority of exhibitors
and visitors plan to participate again
in Agro Mart 2000, with 84 per cent
of exhibitors rating their new busi-
ness contacts both in Vietnam and
elsewhere in the region as excellent,
good or satisfactory.

The Canadian Consulate General in
Ho Chi Minh City invites Canadian
agri-food companies, as well as
breeding, processing and packaging
specialists to join in an official
Canadian representation at this
important show.lf a trip to Vietnam is
not possible this year the Consulate
can display your company’s promo-
tional material, including videos,
brochures and samples.

Agro Mart 2000 will give Canadian
companies access to emerging oppor-
tunities in this prominent economic

sector,which is in ever-increasing
need for foreign technology and
expertise in this area.In addition, the
rising living standards and consumer
purchasing power in Vietnam has
created a growing market forim-
ported food and beverage products.
Agro Mart 2000 is expected to

attract some 12,000 visitors,including ; °

a large percentage of managers with
decision-making and purchasing
authority.

For further information, contact
Bonny Berger,Trade Commissioner,
Canadian Consulate General, Ho Chi
Minh City, tel.: (011-848) 824-5025,
fax:(011-848) 829-4528, e-mail:
bonny.berger@dfait-maeci.gc.ca or
Carolyn Knobel, Trade Commissioner,
Southeast Asia Division, DFAIT, tel.:
(613) 995-7662, fax:(613) 944-1604,
e-mail: carolyn.knobel@dfait-
maeci.gc.ca ¥
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Time to Plug into Morocco’s Telecom 2000

CasaBLANCA — April 4-7,2000 —The
1st International Telecommunications
Trade Fair of Morocco — Maroc
Telecom 2000 — slated for the
Casablanca International Fairgrounds,
is organized by Fairtrade, the
Germany-based professional orga-
nizer of top international telecommu-
nication trade shows in the Middle
East, North Africa, Europe and Central
Asia.

know-how, contacts and expertise,
Fairtrade is co-operating with Forum

- 7,the leading Moroccan advertising

agency experienced in organizing
communication events in Morocco.
All original equipment manufac-
turers (OEMs) and service providers
playing a vital role in the market are
expected to exhibit at the show,
including Alcatel, Arabsat, Arianespace,

- Ericsson, France Telecom, Iridium,

Marconi, Motorola, PanAmSat, Philips,
Portugal Telecom, Siemens, Sofrecom,
Telecom Italia, and Spain’s Telefénica.
Held in conjunction with the show
will be the Maroc Telecom Forum,
where exhibitors can present their
newest products,technologies and
services. It will also provide an ideal
platform for dialogue between
regional senior government officials
and top international telecommuni-
cation project developers, specialists
and aduvisers. '

Vast potential

With a fast-growing communications
industry, Morocco fills a gap between

" Europe and America because of its

ideal“geostrategic”location linking
Africa to the Arab world.

Morocco’s national company,
Maroc Telecom, has managed to con-
nect that country to Europe and
North America via submarine fibre-
optic cables and satellite networks
through Intelsat and Arabsat.

With one of the largest telecom-
munications networks in Africa,
Morocco features a 5.5-per-cent tele-

/

To make sure that Maroc Telecom
2000 will profit from all available local .

density — a three-fold growth over
the last six years.Maroc Telecom
increased the number of fixed net-
works from only 250,000 fixed lines in
1982 to 1.5 million by mid-1999.

Mobile networks are also expected
to increase dramatically now that the
second GSM-license was awarded to
Médi Telecom, a Consortium of Spain’s
Telefénica, Telecom Portugal, the second-
largest Moroccan bank BCME, and
Afriquia. The number of mobile lines
are expected to increase rapidly
from116,000 last July and 200,000
early this year to 2.5 million by 2004
and 6 million by 2014.

In addition to heavy investments,
MarocTelecom is going to improve
both quality and service.US$700 mil-
lion are being invested by Médi

Telecom from 2000 to 2014, with half .

of that amount being spent in the
first year alone of the 14-year licence
contract. ' o

International financing is also
well under way. The National Office
of Telecom Regulation (ANRT) is
receiving ECUS million from the
European Commission and the World
Bank reserves, a share of US$100 mil-
lion out of the global loan of
US$350 million for telecommunica-
tions purposes.

ANRT has also allocated a
MADA450-million (about $70 million)
investment towards linking more
than 80 per cent of the country’s
towns to the existing network.

These facts and figures support
this international communications
exhibition, which will serve as a plat-
form for all local and international
service providers, OEMs, the Moroccan

business community and private tele-

com service end users.
For more information on the
show, or how to participate, contact

-Asmae Amrouche, Commercial

Officer, Canadian Embassy, Morocco,
tel.: (011-212-7) 67 28 80, fax:
(011-212-7) 67 21 87, e-mail:asmae.
amrouche@dfait-maeci.gc.ca w

Momentum .
Buiiding for
CanAsia Buyer’s
Housing Forum

VaNcouver — February 22-25,2000
— Canadian building products
and interior finishing suppliers and
manufacturers have an excellent
opportunity to meet with potential
Asian buyers at CanAsia Housing
2000.

Canadian exhibitors and partici-
pants will be able to present their
products and services to some 300
delegates from across Asia —
including Japan, China, Korea and
Taiwan — who will talk about the
needs in their respective countries.

In addition to one-on-one meet-
ings, the Forum — sponsors include
Canada Mortgage and Housing
Corporation (CMHC) and JETRO —
will offer hands-on workshops and
demonstrations on new technolo-

designs as well as tours of new
projects and facilities.

For more information on the
event, or how to participate, contact
Forum organizers Trade Works
International Ventures Ltd,, tel.:
(604) 844-1965,fax:(604) 844-
1893, Internet: www.CanAsia
Housing.com, or Nellie Cheng,
CMHC, tel.:(604) 666-8064, fax:
(604) 666- 3020, e-mail:ncheng
@cmhc-schl.gc.ca w

+

1-888-81

exportsource.gc.ca
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TRADE FAIRS AND MISSIONS

BAHRAIN — March 27-29,2000 — The
fourth Middle East Geosciences
Exhibition and Conference (Geo
2000) will be held at the Bahrain
International Exhibition Centre.

In addition to the participation of
leading international oil companies
such as Chevron, Shell, EIf and Texaco,
the event is fully supported by the
Gulf states’ national oil companies,
Saudi Aramco, BANOCO, PDO, ADNOC
and the Kuwait Oil Company.

International market leaders in the
geosciences industry will be present-
ing the latest technology needed to
guide oil and gas exploration in the
21st century.In addition, over 200
companies will be exhibiting with

Bahrain Gearing Up for Middle East

Geosciences Show

national pavilions from France, the
U.K.and the U.S.

The show will also feature a high-
level conference — entitled New
Millennium: New Horizons — that will
address the latest issues facing the oil

.and gas exploration industry in the

Middle East.More than 300 abstracts
have already been submitted by geo-
sciences professionals from all over
the world.

High-level delegations from the
Gulf national oil companies are also

expected to attend, as well as those
from The American Association of
Petroleum Geologists and The Euro-
pean Association of Geoscientists &
Engineers.

For more information on the
event or how to participate, contact
Canadian representative UNILINK,
in Kingston, Ontario, tel.:(613) 549-
0404, fax: (613) 549-2528, e-mail:
info@unilinkfairs.com ¥

ExpoCHACRA 2000:

Farming Technology,Agro—mdustry and
Biotechnologyin Action

RosARIO, ARGENTINA — March 16-19,
2000 — Canadian farm equipment
and agri-business technology are
well suited to meet the needs of
the growing Mercosur agricultural
market. From field preparation and
livestock management to grain
harvest, handling and storage, the
ExpoCHACRA 2000 trade show seeks
out new technologies that your com-

DFAIT’s Market Research
- Centre produces a full range of
 sectoral market studies to help
Canadian exporters identify
foreign markets, Currently, over
. 500 reports are available in
25 sectors ranging from agri-
food, equipment and automo- '
tive to consumer products,
; fofest industries, plastics, space
. "and tourism.The reports are
avaxlable through the Enquiries
; Servsce s FaxLink (61 3-944-
4500) or on the Internet at’

Market Reports

'v_vww infoexport.gc.ca

pany can supply to the Argentine
market.

ExpoCHACRA 2000 is the ninth
national and fourth international edi-
tion of the biggest open air show in
the world with farm machinery at
work.Recognized as the most impor-
tant agricultural exhibition in the
country, attendance at the show is
expected to be close to 300,000 visi-
tors, of which 85 per cent are directly
related to agricultural activities in the

country,and more than 400 companies
with stands at the show.ExpoCHACRA
2000 is an ideal vehicle for Canadian
firms to gain further insight into the
domestic agricultural activity.

For more information, contact
Alfred Durhack,Manitoba Trade,
Winnipeg, Generat Co-ordinator, tel.:
(204) 945-1722, e-mail:
adurhack@gov.mb.ca, or Catherine
Gosselin, Trade Commissioner,
Argentina, Uruguay, Paraguay,
Department of Foreign Affairs and
International Trade, tel:.(613) 996-
5549, fax: (613) 943-8806, e-mail:
Catherine.Gosselin@dfait- maeci.
gc.ca, or visit the ExpoCHACRA Web
site at www.expochacra.com ¥

Canadian Stand at National Hardware and |

Building Products Show

CHicaco — August 13-16,2000 —
Make your reservation today to
exhibit as part of the Canadian
National Stand at the largest trade fair
in the Western hemisphere dedicated
to the hardware, do-it-yourself and
building products markets.The
National Hardware and Building
Products Show, being held at

Chicago’s McCormick Place, features
3,000 exhibitors with attendance of
over 70,000 industry professionals
from over 100 countries.

For more information, contact
Monique Deschamps at Kadoke
Exhibition Services, tel.:(613) 241-
4088. ¥
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BUSINESS AGENDA

Chicago Software Assodation Partnering

Conference

The Canadian Consulate Generalin
Chicago is co-sponsoring the Chicago
Software Association’s (CSA) Part-
nering Conference on April 27,2000,
at the Palmer House Hilton in Chicago.
Canadian software companies seek-
ing partnerships can make short
presentations at this event. Additio-
nally,an educational morning will be
held for Canadian companies earlier
in the day to learn more about the
Midwest marketplace.

This will be the fourth year that the
Chicago Consulate has co-sponsored

the CSA's Partnering Conference.In
past years, 10-15 Canadian companies
have participated.

Interested Canadian software com-
panies should contact Michael Muth
by March 25,2000, at tel:(312) 616-
1870, ext.3365,fax:(312) 616-1878,
e-mail: mike.muth@canada.com
Since this is an increasingly popular
event for software companies, con-
tact the Chicago Consulate as soon
as possible. %

New Site of Canadian Consulate in
Diisseldorf Offi aally Opened

— Continued from page 7

chemicals, fish products, industrial
machinery, agriculture and agri-food,
mining, metals and minerals, oil and
gas,and industrial automation and
instrumentation.The Consulate is also
responsible for market access issues
for all of Germany.

“There are many Canadians living,
studying and travelling in and through
this part of Germany,” noted Ambas-
sador Lavertu,“and the new Consulate
offices are now centrally located and

adequately staffed to ensure that
their interests and concerns are
properly addressed.”

Headed by Consul and Senior Trade
Commissioner, John Schofield, the
Consulate is now located at Benrather
Strasse 8,D-40213 Disseldorf. Tele-
phone, fax and e-mail remain the
same:tel.:(011-49-211) 17 21 70,
fax: (011-49-211) 35 91 65, e-mail;
ddorf@dfait-maeci.gc.ca %

World Mines
Ministries Forum
and Mining

Millennium 2000

— Continued from page 12

achievements and future of mining
worldwide.

Few industries have experienced
such rapid globalization as the min-
erals sector. This globalization has
brought with it a wide range of
challenges for governments and
mining companies. A primary objec-
tive of the World Mines Ministries
Forum, which will include a plenary
session and a series of interactive
workshops, is to allow participants
the opportunity to discuss these
challenges, to share ideas and solu-
tions and to develop and evaluate

policy approaches to specific issues. -

For more information about the

World Mines Ministries Forum, con- -

tact John Gammon, tel.:(705) 670-
5877,fax:(705) 670-5818, e-mail:
john.gammon@ndm.gov.on.ca;
and for Mining Millennium 2000,
contact Patricia Dillon, tel.: (416)
978-5252,fax:(416) 978-4820, .
e-mail: pdillon@ecf.utoronto.ca %

Enquiries Service

DFAIT’s Enquiries Service provides counselhng, publications,and referral sevices
to Canadian exporters. Trade-related information can be obtained by calling

1-800-267-8376 (Ottawa region:944-4000) or by fax at (613) 996-9709; by calling the Enquiries Service FaxLink
(from a fax machme) at (61 3) 944-4500 or by accessmg the DFAIT lnternet site at www.dfait-maed.gc.ca

i+l

and International Trade

+

Return requested

if undeliverable:

CanadExport .

2750 Sheffield Road, Bay 1 Canada Post

Ottawa, ON K1B 3v9

Department of Foreign Affairs  Ministére des Affaires étrangéres
et du Commerce international

Agreement Number 1453025




Dept. o1 external Ariairs
Mir. des Affaires extérieures

— OTTAWA
L=
M .l: — c£2 16 2000
O n RETURN TO BEPMN.UBRARY
RETO BIBL:JTHECUE BU MINISTERE

fngineering
s Breakshto U.S. Market

. he engineering firm of Dupras resentatives of the owners of Bellagio
Iran-Canada Business

Ledoux was not new to its field all came up to Montreal,” André
eitherin Canada or abroad when  Dupras, President of the Montreal
TheGiftwareandCraft it entered the United States market,but  firm,said,“to get a feel for who we
Marketinthe US. itwasin the U.S.that its recent master- ~ were,and they went away more than
piece brought it the biggest

Coundil

l:;ﬁﬁ:%;::g‘:;ce' kudos, along with its biggest
Additional Services challenge to date.
The X-Port Files It all began in 1994-1995,
. ” when Dupras Ledoux took
Busingss Opportunities on the mechanical and elec- ‘
The U.S.Connection trical engineering work for
(CC:SellinginSiberia the studios and offices of the .
new head office of the
Poland Environmental ~ famous Cirque du Soleil in
Sector Montreal.

When the decision was

Finland Infotmation made to set up a permanent

fechnology Oveview sy ow facility for the Cirque i ¢,0.e gy Soleil's theatre “0”in the Bellagio Hotel in
14 Tradefairsand Missions  the Bellagio Hotel in Las Las Vegas.
16 Business Agenda Vegas, Cirque management
suggested that the American archi- satisfied. Of course, we were very
tects responsible for the work contact  happy as well, since we had landed
Dupras Ledoux. the contract.”
“The engineers, architects and rep- Continued on page 7- Montreal

g
S
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Airport Opportunities Taking Off
inChina

by Jordan Reeves ,

The Airbort Development and Com- Jointly organized by the Department

mercialization Seminar, which took of Foreign Affairs and International

place last December in Montreal, pro-  Trade (DFAIT) and Quebec’s Ministry

| vided Canadian companies with a of Industry and International Trade,

‘ flight plan for doing business in the seminar attracted 51 Chinese del-

China. egates, mainly from regional airports,

) ' . ’ Continued on page 3 - Airport
E Cana dl 1 |
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BUSINESS COUNCIL/ASSOCIATION NEWS

Business Council (ICBC) today

operates across Canada within
the framework of the Alliance of
Manufacturers & Exporters Canada,
the nation’s leading business network.

Founded in 1992, the lran‘Canada

ICBC — in conjunction with the
Alliance, the Department of Foreign
Affairs and International Trade, and
the Canadian Embassy in Tehran —
organized a highly successful trade
mission last February to investigate

ran-(anada
Business Coundi:

Drawing on the resources of the
Alliance, the purpose of ICBC is
twofold:to promote and support
trade and investment between the
two countries; and to advise the
Canadian government on issues per-
taining to trade and economic rela-
tions with Iran.

The Council, which is chaired by Dr.
Oskar Sigvaldason, President of Acres
International Limited, is composed of
26 leading Canadian companies and
organizations.

Canada’s largest market in
theregion

Iran is Canada’s largest market in the
Middle East, with trade between the
two countries currently exceeding
$1.2 billion annually. According to
Sigvaldason, Iran’s economic potential
is huge. “With the world’s largest
deposits of zinc, second largest of gas
and copper,and fourth largest of oil,
Iran is becoming a major link with
Central Asian republics,” he says.

Promoting Trade and Investment

new opportunities in Iran. Made up
of 31 companies which were already
doing business with Iran or visiting
for the first time, it was the largest
Canadian business delegation to
travel to Iran in more than 20 years.
Doreen Ruso, Vice-President, Inter-
national Trade Development at the
Alliance, says the mission further
developed “the excellent economic
and commercial co-operation between
Canada and Iran in areas of trade,
investment and technology transfer.”

ICBC events for 2000

Upcomin'g trade promotion activities
this year include:
* Iranian delegation to the Canadian

International Farm Equipment
Show: Mississauga, February;

* Telecommunications and geomat-
ics trade missions to Iran: February;

* Iranian delegation to the Prospec-
tors’ and Developers’ Association

Annual Convention:Toronto, March;

The telephone numbers in Ivory
Coast have increased by two digits
in front of the former six.

Here are the new numbers for the

Changes to lvory Coast Phone Numbers

Canadian Embassy in Abidjan (Trade

Section): tel.:(011-225) 20.21.20.09,

fax:(011-225) 20.22.05.30,(011-225)
20.21.77.28 (general number). w

« Iranian delegation to Globe 2000
(environment):Vancouver, March

¢ [Iran Oil Show:Tehran, Apnl

e Iran Agricultura] Show:Tehran, -
May; '

¢ [ranian delegation to the World
Petroleum Conference and
National Petroleum Show: Calgary,
June;

Third Iranian Edible Oil Refiners
and Importers Mission to Canada:
Summer;

26th Tehran International Trade
Fair:Tehran, October.

For more information on ICBC,
contact the Iran-Canada Business
Councdil,c/o Alliance of Manufacturers
& Exporters Canada, tel.:(905) 568-
8300, ext. 229; fax:(905) 568-8330,
e-mail: osigvaldason@acres.com ¥
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CHINA LEADS

portunities

Taking Offin Chi

airlines and municipal and provincial
planning bodies. Chinese volunteers
from Concordia University’s Interna-
tional Aviation MBA Program also
attended to prowde support as inter-
preters

The seminar was deslgned to show
the Chinese how airports can make
money — Canadian companies in
attendance had much the same
objective.With more than 40 new
airport-related projects planned for
China over the next five to ten
years, China is a lucrative mar-
ket for Canadian airport-
related consulting, engineering
and construction services, as
well as equipment and infor-
mation technology.-

ports.The Civil Aviation Administra-
tion of China is gradually transferring
authority to local governments.
However, some of them have ex-
pressed |mpat|ence with the pace of
the transition.

Airport authorities in Dalian, for
example, must wait until they assume
complete control of their airport
before they will be able to secure the
required financing for development.
The story is much the same for other

_ Arepresentative from the Province
of Shandong said that there were
many airport-related business oppor-
tunities in China. For example, at
some of the northern airports,fog can
cause flight delays of up to two days
in winter, but food and accommoda-

~ tion services for stranded passengers
are in short supply.

An industry set to soar
The aviation industry in China is
forecast to grow at an annual rate of
15 per cent until 2010, by which time
its air traffic volume will be the fourth
largest in the world. According to
Chinese government sources, traffic
increased from 30 million passengers
in 1990 to more than 100 million in
1995, representing an average annual
growth rate of more than 25 per cent.
Air freight movementiis still rela-
tively small but is growing at rates
exceeding those of passenger travel.
With such increases, the need for
improved infrastructure is acute.
That is why the Civil Avia-

has changed gears in recent
years.Rather than focusing
on increasing the number
of airplanes in service, the
emphasis is now on improv-

Seminar sponsor Bombar-
dier Aerospace, which signed'
a$170-million contract for
the sale of five CRJ200 aircraft:
to Shandong Airlines last
November, conducted tours
of its Canadair Regional Jet
production facilities.

Other Canadian sponsors,
such as SNC Lavalin and Avia-
tion Strategies International,
chaired discussion groups on topics
ranging from air cargo development
and customer service enhancement

toairport project financing and other

topics.

Decentralizing leads to
opportunities

The seminar was timed to coincide
with the ongoing decentralization of
control over Chinese regional air-

Chinese passengers have consisten tly chosen Xiamen
Airport terminal, designed by Toronto firm B+H Architects
* International Inc, as one of the country’s best.

regional airports in China, although
a number of airport construction pro-
jects have already been completed
over the last few years.

Some Chinese delegates expressed
a desire to attract new business such
as cargo distribution and an increase
in the number of transiting passen-
gers, even if it means competing with
regional airports in neighbouring
provinces. .

ing infrastructure and train-
ing capabilities. The need for
better training for pilots and
maintenance personnel will
provide joint venture oppor-
tunities for Canadian firms in
‘the near future. In addition,a
number of airport expansion

civil aviation monitoring and
control systems.

For more information on airport-
related opportunities in China or for
a list of projects under way or antici-
pated, contact Jordan Reeves, China
and Mongolia Division, DFAIT, tel.:
(613) 996-7256,fax:(613) 943-1068,
e-mail: jordan.reeves@dfait-maeci.
gc.ca W §

tion Administration of China

plans require the updating of
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The Trade Commlssmner :
i SerVIce helps Canadian’ com-

panies that have researched cnd

‘selected - their target markefs

T e oy Y T R

VSuccessful companies ‘con- .
cenirate on one forelgn mar- -
ket at a time, moving on fo j

the next only after succeed-
ing in the last. To help you -
select whlch market you
should torget ‘the. Trade -
~. Commissioner Serwce hcs ‘
~ prepared over 500 market -
" reports.. This sechon of
CanadExporf provn es an overvvew g :
of one' report al

FROM EXPERIENCE OURS. x
TRADE COMMISSIONER SERVIC

. Ig
* Market Prospect * Key Contacts Search |r
* Local Company Information  * Visit Information |4
* Face-to-face Briefing * Troubleshooting ;|
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“shopping (see box).
Throughout the country,

ompanies fo meet U.S.
based refailers and
potential sales represen-
tatives. There are also

_“permanent market cen- .

res that are open for
business every day.
Sales representatives

- exhibit in these perma-

nent showrooms, and
many of these marts

dllow companies to have -

a femporary exhibit.

Could this be your markef?
Complete report at

www.infoexport.gc.ca
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targeted the market where you see

You’ve done your research and have
" themost potential. You are about

" to visit the market and ask our office

abroad to identify the right people with
whom to meet.

TRADE NEWS

market and can't set up the appoint-
ments yourself, the TCS can help you
find the best possible candidates to
fulfill this role. ,
In most markets we have selected
qualified third parties who will enter

The Canadian Trade Commiissioner Service

Additional Services

that Clients Find Useful but not Essential

* Our office provides you with a Key

Contact Search, which includes the
contacts you should meet according
to your needs.These people could be
buyers, distributors, partners, agents,
importers, government officials, or
industry associations.

Now you must decide whether
you need to set up an extensive set
of meetings — say over a two-day
period — or whether you only need
a few meetings with one or two con-
tacts. Once you decide which sce-
nario best meets your business needs,
these appointments can be set up by
you or you can turn to The Canadian
Trade Commissioner Service (TCS), for
assistance.

If you require an extensive pro-
gram of appointments in your target

into a contracting agreement with
you to set up a series of appoint-
ments. These service providers are
companies that

ments for you, it is done on an excep-
tional basis (therefore you shouldn't
expect more than a day’s worth of
appomtments the next tlme,or from
other posts).. . '

For some markets, you may have
difficulty setting up appointments
directly with senior government
officials and/or private-sector top
executives.The TCS can trouble-
shoot on your behalf to enhance
your chances of meetmg w:th these
people.

For more information on the '
Canadian Trade Commissioner Ser-
vice, see the enclosed brochure.To
find the list of third party service pro-
viders in your target market, visit our
Internet site: www.infoexport.gc.ca

The Canadian Trade Commissioner

we work with Service (TCS) Core
I ] .
regularly and THE CANADIAN Services
that we trust TRADE COMMISSIONER * Market Prospect
fully.Our role is SERVICE Serving Canadian Business Abroad o Key Contacts
Search

to identify the
best service providers to respond to
your needs. -

On the other hand, you may only
require a few appointments, which,
for some reason, you can’t arrange on
your own. Since a small business pro-
gram would not be of interest to local
service providers, the TCS can set up
one or two appointments on your
behalf.You should, however, under-

stand that if we make a few appoint-

* Local Company Information
*Visit Information

* Face-to-face Briefing
*Troubleshooting

Additional Services

* Appointments and Meetings

* Logistical Support

* Participation in Events
*Temporary Office or Display Space
* Business Support Services %

Overview of Informationand
Communication Technology
Opportunities in Norway

Although a small country with only
4,4 million people, Norway is among
the world’s advanced countries when it
comes to information technologies.
According to the European Informa-
tion Technology Observatory ( EITO),
Norway’s total market for Information

and Communication Technology (ICT)
products in 1997 reached US$9,4 bil-
lion and US$8,7 billion in 1998.

As a percentage of GDP the ICT sec-
tor accounts for approximately 5 per
cent while 32 per cent of the popula-
tion have PCs. About 500 000 PCs were
sold in 1998 and about the same num-

ber was expected to be sold in 1999.
According to estimates approxi-
mately 40 per cent of the population
have access to the Internet either at

home or through work.

Norway has the highest ISDN pen-
etration for private homes in Europe.
About 60 per cent of the population
have mobile phones, ranking number
two in the world after Finland.

Wireless solutions and applications
are very hot at the moment— both
for mobile and Local Area Network
purposes.There are also good oppor-

' Continued onpage 8- Information




— Continued from page1 .

Canadian ehgiheering genius' :
shinesinU.S." -

That is how Dupras Ledoux’s services '

came to be retained by the American
architects in charge of building a
hotel that was to include a theatre
for the Cirque.

“It was the most comphcated
project we had ever taken on,” admit-
ted Dupras, who was awarded a
US$20-million contract for the instal-
lation of lighting, air, plumbing and
other systems for the US$50-million
theatre. o

Known as“Oj the new facility,
which was completed in late 1998,
was designed to provide two micro-
climates within the theatre: one for
the spectator area, with a constant
temperature of 72° F and a humidity
level of 30 per cent, and another for
the“stage” area, which features a
swimming pool used by the perform-
ers,with a temperature of 84°Fand a
humidity level of 45 per cent.

“Our greatest feat,” Dupras stated
with pride,“was managing to create
the two micro-climates side by side
within the same room, without any
physical barrier between them.”

Other daring innovations

Challenges are not new to the con-
sulting firm of Dupras Ledoux, which
was founded 40 years ago,and has a
staff of 35. '

“We work in one field only, that is,
mechanical and electrical engineering
for buildings,” explained Dupras.”We

- deal with ventilation, air conditioning

and heating, lighting, telecommunica-
tions, Internet, alarm systems, fire pro-
tection systems — in short, everything
that makes a building work.”

The firm has completed a number
of projects in Montreal itself,including

>

SHARING TRADE SECRETS

the electrical and mechanical systems

for Ex-Centris on St.Laurent (which has
a theatre where each seat has a fresh
air outlet) and Phase IV of the campus .
of the Université du Québec at Montreal,
the first building with desks equipped
with airinduction systems.

Montreal

Breaks

How does this small
firm succeed in land-
ing these types of
contracts?

“Word of mouth —
we get recommenda-
tions from architects

André Dupras, :
Presidentof ~ and developersin
Duprasledoux Montreal who have

come to know us,”
said Dupras.“That was how we were
recommended in 1995 for the mechan-
ical and electrical engineering work in a
hospital in Russia and for six technical
secondary schools (each comprising 26
buildings) in Cameroon, where we used
computerized construction plans for
the first time.”

Recognition and new challenges

It comes as no surprise that, a few
months ago, Dupras Ledoux’s creati-
vity and achievements were recog-
nized when it was selected to receive
the most prestigious engineering
award in Canada, the Schreyer Award,
from the Association of Consulting
Engineers of Canada and Canadian

to U.S.Market

Consulting Engineer for its work on the
“O"project in Las Vegas.
This does not mean that the consult-
ing firm now intends to siton its laurels.
“We are already the only ones who

' use photo-realistic lighting simula-

tion.One project in the works involves

Cngineering Fim

simulating the effect of outside
lighting on the interior of a building,”
indicated Dupras, who has always
sought ways to enhance comfort and
improve resource performance.

Believing that government assis-
tance was only for large Canadian
corporations, Dupras had never
sought such support.

“But as a result of the interview
for this CanadExport article,” Dupras
pointed out,”l now realize that gov-
ernment programs are actually aimed
at small businesses such as Dupras
Ledoux. | therefore intend to contact
the International Trade Centre in
Montreal to find out how the trade
commissioners could help us to more

 effectively promote our expertise

abroad through, for example, the
computerized WIN Exports network
of the Department of Foreign Affairs
and International Trade.”

For more information on Dupras
Ledoux, contact its president, André
Dupras, at (514) 381-9205, fax: (514)
381-1350, Internet: www.dupras.
com ¥ -

| I.ookmg for Export Opportumtles7

Make sure you are reglstered in the WIN Exports database, Wthh is used by trade commus-
_sioners abroad to promote your company’s capabilities to forelgn buyers. Fax your request
1 fora reglstratlon form to 1-800-667-3802 or (613) 944- 1078. Or call 1-800- 551 -4946 ‘
_)(61 3-944-4946 from the Natlonal Caputal Reglon) ‘

~ (anadExport February 15,2000

~

R




|

B et e T TR T e

g
Fa)
g
5
&
=
S
S
i
=
<
=
<
S
8

. “Kiss me and I'll turn into an

* TheX-Port iles

TRADE NEWS

by Scott Shepherd, President and Chief Executive Officer, NORTHSTAR Trade

Finance Inc.

The SME export finance edge

There is a story about two girls who
were out hiking in my home province,
British Columbia.

They were crossing a
brook when a frog jumped
out of the water and said,

countries that can range from Chile
to China to Iceland, and points in
between.

That means we are
involved in a wide range of
business relationships, and
economic situations.Each
and every one is different.

export banker.” And yet there are some uni-

One girl promptly picked versal lessons to be learned
up the frog and threw him : from them that | believe are
into her knapsack. Scott Shepherd,  of interest to CanadExport

u , R . President and Chief  (aaders :

‘Aren’t you going to kiss Executive Officer otk . h |
im?” irl sai ’ n the months to come,

him?”the other girl said. NORTHSTAR

“Are you kidding?”the first
said.“Export bankers are a
dime a dozen. But a talking frog will
fetch millions in the export market.”

| am not sure that we export
bankers actually do go for as little as
that.l do believe taking the time to
familiarize yourself with export
finance can be the best investment
you'll ever make. '

I'd like to cast some light on the
subject from my vantage point as
someone who runs a small business
myself, one which happens to be
focused on assisting new and grow-
ing Canadian exporters by financing
their buyers abroad.

NORTHSTAR Trade Finance only has
a couple of dozen employees. But as
a team we have impact beyond our
numbers.That comes from having
established close working relationships

with some very major banks, Bank - .

of Montreal, Royal Bank of Canada,
and HSBC Bank Canada. And on
February 15, National Bank of Canada
added its name to the roster of our
supporters.Together, these institu-
tions provide us with over $300 mil-
lion of capital to assist entrepreneurs
with a global vision.

At any given moment, NORTHSTAR
has credit extended to companiesin

will be giving you my export
banker’s take on several key
trends and developments.['ll be tack-
ling topics such as the review of the
Export Development Corporation’s
mandate currently being examined
by a Senate committee.l'll take a
look at what to make of burgeoning

rj_gl_zig;én;

TRASE SINANESE ING.

prospects worldwide when
Canada’s exports are focused
more than ever on the U.S.,and
how to take advantage of new
electronic commerce options
available to exporters.

1 will also be examining some
broader subjects, like how to position
your company in the export finance
cycle,and what a small exporter needs
to know to work smoothly with large
lenders.

There is a lot to discuss. In all,
Canada'’s banks provided $66 billion
of credit facilities to exporters in 1996.
Credit unions also provide a range of
export financing options, and insur-
ance groups, factoring companies
and government agencies also have
key roles to play.

Allthese players put any number
of other choices on the exporter’s
menu.

Not to fear! All of this can be made
palatable, and I'll be back soon with a
few choice morsels to digest.

In the meantime, please contact
me with queries or comments at
s.shepherd@northstar.ca Internet:
www.northstar.ca w

Information and Communication
Technology Opportunities in Norway

— Continued from page 6

tunities for data-warehousing solu-
tions, E-=Commerce, and Linux applica-
tion products.

‘Due to the topography and the
great distances, distribution in
Norway is much more costly than in
the other Nordic countries. Largest
distributors are CHS Electronics,
Ingram Micro, Computer 2000,
Getronics, Actebis, and Merkantildata
(Norway).
~ Itis very easy for Canadian compa-
nies to do business in Norway. English
is widely used, and market is easy
with minimum of red tape. Norwe-
gians are very straight forward and

direct in their business dealings.

Canadian market leaders like
Cognos, Corel, Newbridge and
Nortel Networks have their own
offices in Norway.Numerous other
Canadian companies are selling
through their agents and distributors.

For more information on opportu-
nities, contact Bjorn J.Hanssen,
Business Development Officer,
Canadian Embassy, Oslo, tel.:(011-47)
229953 00, fax:(011-47) 22 99 53
01, e-mail:bjorn.hanssen@dfait-
maeci.gc.ca W
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he International Business -
T Opportunities Centre (IBOC)

provides a matching service —
connecting foreigh buyers with
Canadian companies.The Centre pro-
vides timely, relevant and targeted
business leads from the desks of
foreign buyers to the doorsteps of
Canadian companies.

BUSINESS OPPORTUNITIES

International Business

‘Opportunities e

The following lists some of the Centre’s current trade opportunities.To view a
wider selection of IBOC's current trade opportunities, simply visit the Internet site

atwww.iboc.gc.ca/eleads

Canadian exporters needing assistance in preparing international bid documents
may want to use the international contracts expertise and services offered by the

Canadian Commercial Corporation. This Crown corporation is located at 50 O’'Connor

Street, Suite 1100, Ottawa, ON K1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

Jamaica — Pharmaceuticals and
Medical Sundries —The Health Cor-
poration Limited of Kingston, a gov-
ernment-owned company with
responsibility for procurement, ware-
housing and distribution of pharma-
ceuticals and medical sundries on
behalf of the government, invites
sealed bids for the period of March-
April 2000.The bidding documents are

IBBC C

lmemabonal Busmeu
«hﬂam htemabomlu

i QUick Facts

Since it opened in 1995,I1BOC has
contacted more than 25,000 Cana-
: dnan companles and has responded
, to more than 16, 006 inquiries from
forelgn buyers.:
+ : Thanks to IBOC, more than 8, 500
: Canadlan firms have been in contact
W|th forelgn buyers. R
+-1BOC's sourcing experts use a
~’.,var|ety of databases as well as a
: Iarge network of business contacts -,
" across the country toidentify
Canadlan companies of all sizes.
* 7 I1BOC s jointly operated by the
o Department of Foreign Affairs and
International Trade and Industry
‘Canada,with special co-operation
* from Agriculture and Agri- -Food
- Canada Itis the sourcing centre for
%':Team Canada Inc.

available by submitting a written appli-
cation.Closing date: March 31,2000.
Contact: Daniel Lemieux, IBOC, tel.:
(613) 996-0675, fax: (613) 996-2635,
quoting case no.19991117-04062.

VENEZUELA — Emergency Housing
for Venezuela — Last December
Venezuela suffered what is being
called” The Natural Disaster of the
Century.” Extensive rains over a pro-
longed period of time caused mud
and rock slides in different parts of
Vargas State (the Venezuelan coast
north of Caracas) and flooding'in other
areas to the east and west of Caracas.

"The government will be co-ordinating

housing solutions for all families left

homeless, through the Ministry of
Infrastructure via Fondo de Desarrollo
Urbano (Urban Development Fund -
FONDUR) and the Consejo Nacional
de laVivienda (Nationa! Counsel for
Housing - CONAVI). Canadian compa-
nies are invited to express their inter-
est in providing low-cost housing.
Closing date: April 18,2000.Contact
Daniel Lemieux, IBOC, tel.: (613) 996-
0675, fax: (613) 996-2635, quoting
case no.000117-00166.

SiINGaPORe — Wheel and Noise
Dampers for Trains — The Singapore
MRT Ltd.is looking for potential
Canadian suppliers or manufacturers
who may wish to supply and deliver
Wheels and Noise Dampers for use
on Electric Multiple UnitTrains.Cost:
SGD 25.75 per set (approx. $22.30).
Closing date: April 7,2000. Contact
Daniel Lemieux, IBOC, tel.: (613) 996-
0675, fax:(613) 996-2635, quoting
case no.000117-00192.

IBOC Trade Opportunities — Find out
more at www.iboc.gc.ca ¥

Opportunities in Morocco

Morocco has launched a vast number
of ambitious projects to develop its
infrastructure, which is for the most
partinadequate to meet the needs of
an emerging economy.

Projects involve water and electric
power supply, expansion of ports and
airports, as well as roads, highways
and dams. These programs, the cost
of which is estimated in the hundreds
of millions of dollars, are being or will
be financed by the Moroccan govern-
ment or international stakeholders
and may involve commercial conces-
sions or privatization.

As an example of the work in ques-

tion, itis estimated that over 50 major
dams will be built by the year 2020, at
the rate of two dams a year between
now and 2010,and three a year
between 2010 and 2020.

The commercial section of the
Canadian Embassy in Rabat has
drawn up a list of major infrastructure
projects being planned in the various
industry sectors in Morocco.

To obtain a copy of the list, contact
Leopold Battel, Commercial Coun-
sellor, tel.: (011-212-7) 67 28 80, fax:
(011-212-7) 67 21 87, email:
leopold.battel@dfait-maeci.gc.ca w

o (anadExport rebrary 15,2000
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The U.S.Connection

about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca.

The U.S. Connection is produced in co-operation with DFAIT’s U.S. Business Development Division (URT). For information

For all other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

, guild Com:

remier Internet Destination for Flne Arts

and Crafts

pril 1999 marked the unveiling of

www.guild.com, the worldwide

centre on the Internet for the
discovery, exploration,and purchase
of the finest arts and crafts available.

guild.com is the brainchild of Toni

Sikes, founder of the Guild.“There is so
much extraordinary art work avail-
able.Unfortunately, many people
don't have access to it,” notes Sikes.
She goes on to point out that now,
through guild.com, anyone, any-
where, can view and purchase the
work of thousands of the world’s
most exciting artists.

In developing guild.com, Sikes
assembled a team of the top talent
in the fields of art, craft, Web develop-
ment, graphics, retail and e-commerce.
“In order to make this site successful,
all of the components had to be
exceptional and work well together,”
says Sikes. guild.com benefits from
the curatorial expertise of Michael
Monroe, past Executive Director
of the American Craft Council and
former Curator-in-Charge of the
Smithsonian Institution’s Renwick
Gallery.

All of the artists whose work ison

guild.com appear by invitation only,
- and Sikes makes it clear that the

selection team is keen to increase
Canadian representation on the site.
Regardless of price or medium, the
work is reviewed and selected by an
advisory panel headed by Michael
Monroe.”Quality is the absolute,
uncompromising criterion for selec-
tion. From there, we look for breadth
and range of work. Our ultimate goal
is to offer the highest quality selec-
tion of hand-crafted objects available
anywhere,” says Monroe.Over 1,400
of the finest artists and galleries in the
field have been invited to be a part of

guild.com. As a result, the site has an
incredibly comprehensive body of
work in all major media, at prices
ranging from $75 to $50,000.

Once visitors have found that per-
fect piece, they simply place itin their
Shopping Basket for purchase.Every
order will come directly to guild.com,
and order fulfillment will be handled
by the artists themselves.

As well as showing the work of
artists, the site includes an electronic
wing devoted to galleries, museums
and art events.

“guild.com will pave the way
towards greater exposure. Itis far

more than a premier shopping venue..

Itis an educational site, a resource
guide and an adventure,” says Sikes.
For more information, contact

Paula Cosby, tel.: (608) 227-4152, fax:

(608) 227-4179. %

The two articles on this page are extracts from New Directions, a quartely export
newsletter for the Canadian craft and giftware industries, written by Dana Boyle
of the Canadian Consulate General in Minneapolis.

New Internet Wholesale Sales Vehide

_ The progressive Internet site www.

wholesalecrafts.com which currently
markets only American and Canadian
artists, was designed as an inexpen-
sive way for retailers to meet with
artists and suppliers. President and
Founder Nancy Vince, says that they
currently feature over 200 artists and

have enrolled 2,100 retail buyers —
all of whom are carefully screened.
“And we are receiving new buyer
members at a rate of around five new
stores per day!” "
Wholesale buyers find artists by

entering virtual trade shows on the

~ Continued on page 11 - New Internet

Check the Business S ection of the Canada-U.S. Relations Home Page at www.dfait-maeci.gc.ca/geo/usa/
busmess-e. asp...forvaluable mformatlon ondoing busmess in and with the United States.
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fter making sales in Canada
‘ \ and several Middle East coun-
tries, FSI International Services
Ltd. set its sights on the lucrative but

Selhng

(algary Com

TRADE NEWS

prospect of asking the client for
much more money up front.And
under Russian law, you are required

~ todeliver the equipment to Russian

in Siberia

ny Uses Canadian

Commerdial Corporation's Payment Planto
(linch $3.1-million Sale

challengmg Ru55|an market.The
Calgary-based company signed a
$3.1-million contract for a turnkey
brine plant with JSC Chernogorneft,a
large oil producer in West Siberia, in
November 1997."

President Richard Ball soon dis-
covered that the Russian language
and the Siberian climate weren't the
only hurdles his company faced.
“Payment conditions have changed
in export markets,” says Ball.“Most
clients want to hold on to their
money as long as they possibly can.
For this sale, we were faced with the

soil within 180 days
of receipt of any
contract payments.”

insured bank guarantee, but there

~ was still a shortfall that had to be

addressed.We worked out a deal
with FSl and our banking partner,
the Toronto-Dominion (TD) Bank in

' Calgary.FSl received the project line
of credit, produced the equipment
and shipped the goods to Russia.
The line of credit was repaid by the
Russian buyers through a letter of
credit.”

Bruce Stephen, Client Relationship -

Manager at TD's Calgary commercial
branch, says the deal illustrates
what the bank is aiming for in its
work with small and medium-sized
businesses.

“We're look-
ing for innova-
tive solutions

The Progress for our cus-
Payment Plan (PPP) tomers,” says
proved to be ideally Stephen."We
suited to the FSl/ strive to use
Chernogorneft deal, programs like
as Canadian Com- PPP that can
mercial Corpora- help fuel
tion’s Mark Surch Richard Ball, President, FSl International ~ growth for small
explains.“The buyer Services Ltd, Calgary, Alberta. - ~ companies,
had provided an especially on

advance payment secured by an
Export Development Corporation-

export projects that may have not
been possible otherwise.” %

LookingtoDo
Business W|th the
Us. Federal |
(iovemment7 |

Opportunities are Just akeystroke
away at the lnternet site (www.gsa.gov)
of the General Services Administration
(GSA), which facilitates purchasesby
the U.S.government —“the world's -
largest consumer"— and the Electromc
Posting System site (www.eps.gov)
‘More GSA opportunities are listed on
the site of the Canadlan Embassy in
‘Washington, D C.(www.canadlan
embassy.org),and penodlcally in

CanadEx rt.

— Continued from page 10

site and, after receiving information
on the artists, they place their orders
directly with the artists. It's ideal for
artists who do not yet have Internet
sites of their own, as they can refer
interested buyers to their page on
wholesalecrafts.com.“Many of our
artists are using it for this purpose,”
explains Vince.

Until now, wholesalecrafts.com has
specialized in contemporary crafts.A
visit to the site these days, however,
will show that they are moving into
traditional and country looks, as well.

Wholesalecrafts.com has made it
very easy for stores to join,and they
are reaching out to attract the best

New Internet Wholesale Sales Vehidle

“and brightest retailers in the United

States.What's especially nice is that
participating artists are encouraging
their existing galleries and other retai:
accounts to sign up in order to
browse the site.

This Web site is definitely worth a
visitat www.wholesalecrafts.com.
From the Home Page, just select the
“I Am An Artist” option and tour the
site.If you would like additional infor-
mation, contact Nancy Vince, tel.:
1-888-427-2381,fax:(614) 436-0242,
e-mail:nancy@wholesalecrafts.com %
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land has demonstrated the most

Pl?mpressive commitment to envi-

ronmental protection of all the
former Warsaw Pact countries. It has
the region’s most aggressive program of
investment in the environment, worth
over US$1.4 billion annually (1.3 per
cent of GNP),and has progressive envi-
ronmental regulations.

Poland
Sector

TRADE NEWS

The Ministry of Environment,
Natural Resources and Forestry esti-
mated that the implementation would

require approximately 22 billion zlotys

(US$8 billion in 1996 dollars or
US$6 billion at current exchange
rates) for these improvements. The
World Bank, however, estimates that
Poland's total cost of complying with

Environmental

Market Overview and Opportunities

Environmental situation

Poland’s decline in manufacturing
activities has corresponded to a reduc-
tion in environmental pollution. How-
ever, Poland still suffers from some of
the most severe environmental pro-
blems in Central and Eastern Europe.

Two of the most polluted areas in
Europe — Upper Silesia and the Black
Triangle (Central Europe’s brown coal
depression) — are located in the
southern region of Poland. Consi-
derable environmental damage has
occurred in the past and continues
to take place. Damage includes the
contamination of water and soil and
the deterioration of air quality.

The Polish government’s 1994
National Environmental Policy
Program to the Year 2000 was devel-
oped as an ambitious plan to imple-

ment medium-term policy objectives. .

Its main goals are to reduce environ-
mental pressures on the air, water and
soil; develop waste treatment and
disposal facilities; develop water
resources; and expand and/or enlarge
nature conservation areas. ’

EU environmental standards could
reach US$35-50 billion.

Market size

Estimates of market size vary consid-
erably from source to source, since
there is no standard definition of
what products and services make up
the environmental market.
According to a study by the
German environmental consulting
firm of Helmut Kaiser Unternehmens-
beratung, the Polish environmental
technology market is one of the most
dynamicin Central and Eastern Europe,
averaging an annual growth rate of
8 per cent.The market was worth
DM 5.4 billion (US$3.1 billion) in 1996,

~ and should reach DM 13.8 billion

(US$7.9 billion) by 2010 (based on the
1997 annual average exchange rate of
DM 1 =US5$0.58). 4
No equivalent information is avail-
able for the environmental services
market. However, total environmental
expenditures in 1995 amounted to
US$13 billion. Spending on air protec-
tion accounted for 53 per cent of total

expenditures, while water protection
accounted for 37per centand waste
management for 9 per cent.

Growth and trends

Polish companies are facing many
pressures and incentives to invest
heavily in environmental protection,
such as:

* EU-based environmental standards
are beingimposed onindustries and
are,in large part, being enforced;

* energy and other input costs are
rising rapidly, making waste mini-
mization an important issue;and

* Polish exporters trying to compete
in the EU want to appear modern
and environmentally responsible. As
aresult,an increasing number are
acquiring the 1SO 9000 designation.

Poland’s privatization process is also
stimulating the demand for environ-
mental equipment and services.Com-
panies being privatized must evaluate
their existing performance and prepare
business plans for future development.

Environmental protection is an integral.

part of these plans, since plants must
be brought up to newer standards or
face increasing fines.

Government policies are shifting =

away from the application of end-of-
pipe technologies toward more pro-
gressive programs to prevent pollution
and minimize waste.These measures
could open up good prospects for
Canadian products and services.

For more information on this
market, contact Ewa Gawron-
Dobroczynska, Commercial Officer,
Canadian Embassy, Warsaw, tel.:(011-
48-22) 629-80-51,fax: (011-48-22)
622-98-03, e-mail: wsaw-td@dfait-
maeci.gc.ca W
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inland is one of the most net-
F worked countries in the world, a

highly technology-oriented soci-
ety and a global information technol-
ogy leader by almost any measure.
Early adoption of high-tech products
is characteristic of the market.

Aland of firsts

With a penetration rate of over 60 per
cent, Finland is the world's largest
user of mobile telephones.As the first
country to have more wireless than
land-line subscribers, the density of
its land-lines is one of the highest in
the world.

Finland has also the largest num-

: ber of Internet-connected computers
‘]  percapita,and is the global leader in
electronic banking transactions per
capita.

WAP-based information and enter-
tainment services via mobile phone
are available,and more sophisticated
ones are being introduced. For exam-
ple, secure banking and trading of
shares are being piloted and will be
available to users early this year.

Finland has long been one of the
world’s least regulated telecommuni-
cations environments, a major factor
behind the highly advanced industry
and market. A large number of opera-
tors has always been characteristic of
the Finnish market and the competi-
tion has had a beneficial impact on
technological know-how, and has
increased the variety of services
available, '

Finland is also one of the five
lowest-cost countries in terms of tele-
service rates, especially the rates of
mobile phone and data transmission
services. .

,5 The Finnish telephone network is

| 100-per-cent digital with extensive
use of intelligent network technology.
New technologies are adopted early,
which offers opportunities to suppli-
ers with leading-edge products.

For example, Finland was the first
country in Europe to take the ATM
technology into commercial use,and

- thefirst IP communications network
incorporating the Internet and the

TRADE NEWS

traditional telephony was introduced
in Finland.

Also first in the world, third-gener-
ation mobile network licences were
granted in Finland,and the network
is expected to be operational in early
2002, at the latest.

Hnlana

this offers opportunities for Canadian

~ companies aiming at being part of a

growing market.

Major competition

\ The flagship of the Finnish telecom-

munications industry, Nokia, is a

Information

lechnology

Market Overview

Opportunities

A high level of infrastructure and an
active approach to implementation of
new technologies and applications
create ample opportunity for leading-
edge Canadian products.Currently,
for example, work geared to develop-

"ing the information society is going

on in areas such as cultural and infor-
mation products and services, elec-
tronic transactions and electronic
learning environments.

Import climate is receptive and the
high technical standards and advan-
ced structure of the market and indus-
try allows foreign companies to use
Finland as test and pilot platform for
new products, systems and services.

Also, Finland’s role in the advance-
ment of information technologies in
Russia and the Baltic countries offers -
Canadian firms a solid opportunity to
gain a foothold in these emerging
markets. ' |

Last but not least, Finnish firms are
constantly seeking partners and
alliances for global markets. Especially
in an area such as mobile Internet
communications where they have
technology leadership even globally,

global leader in the development and
production of mobile, fixed and IP
network systems.There are several
other small and medium-sized
Finnish companies specializing in
advanced telecommunications
products.

Finland has an increasing number
of highly innovative software houses,
and the industry is growing rapidly.
Data security and cryptography, soft-
ware products for mobile environ-

" ments,embedded software for new

platforms, new media, edutainment
and Internet infrastructure products
are among the software industry's
strength and growth areas.

For more information, contact
Karita Huotari, Business Development
Officer, Canadian Embassy, Finland,
tel.:(011-358-9) 171 141, fax: (011-
358-9) 601 060, e-mail: karita.huo-
tari@dfait-maeci.gc.ca, Internet:
www.canada.fi W

o C&ﬂ&dEXpOft February 15,2000




o

T R AR ._.__..,_.w.«,,w_u

= (CanadExport febrary 15,2000

TRADE FAIRS AND MISSIONS

Signup for Enwronmental MISS|0I1 to
Saudi Arabia and Bahram

SAUDI ARABIA AND BAHRAIN — April 29-
May 3,2000 — The Canadian Embassy

in Riyadh, Saudi Arabia, is planning a
mission for companies with environ-
mental technologies and products
for the petroleum and petrocheml-
cal industries.

On the first two days, mission par- -
ticipants will have targeted meetings
at Saudi Aramco, the country'’s state-
owned oil company,and SABIC,a

_ major international petrochemical

group in Saudi Arabia’s Eastern pro-
vince.There will be a matchmaking
reception with other local companies
and a briefing on doing business in
Saudi Arabia and the Gulf,

On the last three days, mission par-
ticipants will attend the biannual Third
Specialty Conference on Environ-
mental Progress in the Petroleum
and Petrochemical Industries in the

neighbouring island country of
Bahrain, jointly organized by the
Saudi Section of the Air and Waste
Management Association and the
Bahrain Society of Engineers.

Interested companies may submit
abstracts for non-commercial presen-
tations that highlight advanced
products or techniques.Topics include
air quality, emission monitoring, envi-
ronmental assessments and audits,
hazardous waste, industrial and
wastewater management issues, oil
spill response, and remediation tech-
nologies. -

A concurrent exhnbltlon will offer
companies commercial exposure to
an audience of engineers and envi-
ronmental professionals. But simply
attending the conference will be a
valuable networking opportunity for
companies interested in entering the

Saudi and Gulf environmental markets.

Saudi Arabia is one of the world’s
largest oil producers and has devel-
oped a large petrochemical industry.
While environmental protection is
generally low, high population
growth and rising awareness are
increasing demand for environmental
products and services.

The mission will be a useful follow-
up for companies that have discus-
sions with the small Saudi delegation
expected at GLOBE 2000 in Vancouver.
Other Canadian Embassies have also
indicated a willingness to assist com-
panies with follow-on events else-
where in the Gulf, if requested.

For more information about the
mission, contact Steven Goodinson,
Second Secretary (Commercial),
e-mail: steven.goodinson@dfait-
maeci.gc.ca

For more information about the
Conference, consult the Bahrain
Society of Engineers Internet site:
www.mohandis.org/ w

Upcoming All-sector Training Mission to

SaudiArabia

Saupi Arasia — April 13-23,2000 —
Skills and Knowledge Canada (SKC),a
public/private partnership between
Loyalist College of Applied Arts and
Technology and Polaris Educational
Planners Inc.,is organizing a trade
mission to Saudi Arabia to promote
Canadian training capacities.
Destinations will include Riyadh, the
capital and largest city; Jeddah, the

Kingdom’s second-largest city; and the .

Eastern Region, including the cities of
Dammam, Al Khubar and Dhahran.
The mission will be the first of its
kind to concentrate exclusively on the
corporate training market, and is
open to providers of training for all

- sectors.

Profiles of all participating
Canadian organizations will be sent
to the top 500 companies in Saudi

Arabia prior to the trade mission.
Each Saudi company will be able to
seek out representatives of Canadian
organizations with whom they would
like to meet privately. SKC will pre-
schedule the private meetings.
Canadian participants will be pro-
vided with background information
on the specific training needs of the
Saudi organizations they will meet.
As well, SKC will share with all partici-
pating Canadian organizations
insights about the Saudi corporate
training market, including local busi-
ness practices and customs. If
requested, SKC will also assist
Canadian organizations in the negoti-
ation and execution of contracts.
Saudi Arabia is in the process of
implementing a human resource
development policy to nationalize its

.

workforce. A preliminary needs

assessment already suggests there

are significant opportunities for
Canadian training providers.

For more information, contact
Pat Bradley, Training and Develop-
ment Account Manager, Loyalist
College of Applied Arts and Tech- -
nology, Belleville, tel.: (613) 969-1913,
ext.2506, toll free: 1-877-887-8223,
fax:(613) 966-5945, e-mail: pbradley
@loyalistc.on.ca, Internet: www.
loyalistc.on.ca or Steve Lichty, -
Executive Director, Polaris Educational
Planners Inc., Orillia, tel.: (705) 325-
0122, fax: (705) 325-1638, e-mail:
polaris@mail.transdata.ca, Internet
www. polans.on.ca w




TRADE FAIRS AND MISSIONS

SINGAPORE — Apri 11-14,2000 — -
Canadian agri-food producers and
exporters are invited to participate
at Food & Hotel Asia 2000 in the
360m2 Canadian Pavilion. - -

~ The pavilion can accommodate a
large number of companies inter-
ested in reaching up to 20,000 trade
buyers — food stores, hotels, institu-
tions — expected at the 12th venue
of this fair which, over the years, has
established itself as a premier food -
and drink event in Asia.

The 1998 show attracted 42
Canadian companies and organiza-
tions active in the agri-food sector,
giving them an excellent way to ex-
pand their business in Asia,and meet
the right buyers. Canada’s agri-food
exports to the countries of Southeast
Asia are now close to $400 million.

Participation in Food & Hotel Asia
will enable your firm to benefit not
only from the support of the trade

GetaTaste of Asia at

staff of the Canadian High Commis-
sion in Singapore, but will also give
you an opportunity to discuss busi-
ness conditions and market opportu-
nities in neighbouring countries with
many trade officers from other Cana-
dian diplomatic missions in Southeast
Asia who will attend the show.

The Trade Section of the Canadian
High Commission, Singapore, is offer-
ing a comprehensive package,
Exhibiting Made Easy, designed to
help Canadian companies participate
on a cost-sharing basis in this event.

In addition to the extensive sup-
port provided abroad by the network
of the Canadian Trade Commissioner
Service in Asia, the International
Marketing Division of Agriculture and

'Food & Hotel Asia 2000

'Agri-Food Canada is playing a lead
role in the development and imple-
mentation of successful trade strate-
gies and activities overseas.

For more information on Food &
Hotel Asia 2000 or how to partici-
pate, check the Internet site http://
ats.agr.ca/fha2000 or contact Colin
Campbell, Marketing and Trade
Officer, Agriculture and Agri-Food
Canada,in Edmonton, tel.:(780) 495-
4186, fax: (780) 495-3324, e-mail:
campbellc@em.agr.ca or Jackie
Draper, First Secretary (Agriculture
and Food) ASEAN Region, Canadian
High Commission, Singapore, tel.:
(011-65) 325-3229,fax (011-65) 325-
3294, e-mail:jackie.draper@dfait-
maeci.gc.ca w

Canadian Pavilion to Promote Canédian
Construction Industry in Czech Republic

Brno, CzecH Repusuc — April 16-20,2000
— CSA Czech Airlines, CTA Czech Tourist
Authority, in co-operation with the
Canadian Embassy in Prague and the
Czech Canada Information Centre
(CCIC), invite you to participate in the
Canadian Pavilion at the fifth IBF 2000
International Building Trade Show.

~ With an attendance last year of
88,000 international visitors from
22 countries, over 1,100 exhibits on
54,000 square metres, this is the
Czech Republic’s largest annual trade
fair for architectural engineering and
construction technologies.In 1999,
firms from across the Czech Republic
and 132 companies from around the
world, including Canada, took part in
the show. -

IBF is considered the largest con-

struction trade fair in Central and
‘Eastern Europe, ideal to meet with
potential business partners and initi-

ate business between local and inter-
national companies.

This year,a unique concept has been
set up for your participation in the
Canadian Pavilion.There will be a spe-
cial opportunity for Canadian construc-
tion professionals at IBF 2000.CSA has
reserved special airfare rates for Cana-
dian exhibitors and visitors to the fair.
The airline will fly you directly to the
Czech Republic,and CTA will help you
plan your travel and business itinerary
with an option for an extended stay in
Prague.For participants in the Cana- -
dian Pavilion, show organizers are
offering a special package for those
who are planning to display their
products and services in an individual
exhibition booth.CCIC is offering a
“catalogue participation” option,and
the Canadian Embassy, with an infor-
mation stand, will serve as a base for
Canadian companies and visitors.

Canadian companies wishing to
participate in this event may be able
to obtain financial assistance under
the Program for Export Market
Development.For details, contact
your local International Trade Centre.

For more information on IBF 2000
or to reserve space for your exhibi-
tion, contact Eva Zdanska, Project
Manager,BW a.s., tel.:(011-420-5)
4115 2888, fax:(011-420-5) 4115
2889, e-mail: ezdanska@bvv.cz
Internet: www. bvv.cz/ibf

To further discuss program and -
market options, contact Eliska
Grycova, Commercial Officer,
Canadian Embassy, Prague, tel.: (011-
420-2) 7210 1800, fax: (011-420-2) .
7210 1894, e-mail: eliska.grycova@
dfait-maeci.gc.ca Internet: www.
dfait-maeci.gc.ca/-prague/

Further information in Canada can
be obtained from Mirjana Sebek -
Heroldova, CTA, tel.: (416) 363-9928,
fax: (416) 363-0239 or CCIC, tel.: (416)
249-6170,fax: (416) 249-2401, e-mail:
ccic@canoemail.com ¥
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Team Canada Follow-up Seminars:

Revisiting Japan

he Department of Foreign
TAffairs and International Trade

(DFAIT), in co-operation with
provincial governments, JETRO,and
the International Trade Centres, will

be organizing seminars across Canada

on business opportunities in the Japa-

nese market. These events will give you

. the opportunity to hear first-hand

information from a variety of sector
specialists from Japan. All locations,
dates and key contacts are listed below.

VANcouver, BC — February 28,2000 —
Contact:Kevin Regan, tel.: (604) 844-
1924, fax: (604) 660-2457, e-mail:
kevin.regan@gems6.gov.bc.ca

CALGARY, ALB. — March 1,2000 —
Contact: Dave Corbett, tel.: (780) 422-
5488, fax:(780) 427- 1700, e-mail:
dave.corbett@gov.ab.ca

WHITEHORSE, YukoN — March 3,2000 —
Contact: Linda MacDonald, tel.: (867)

667-5753,fax:(867) 393-6944, e-mail:

linda.macdonald@gov.yk.ca -

YeLLowknire, NWT — March 6,2000 —
Contact:Terry Lancaster, tel.: (867)

873-7360, fax:(867) 873-0563, e-mail:

terry_lancaster@gov.nt.ca

ReGINA, SAsk.— March 7,2000 —
Contact: Brenda Hawryluk, tel.: (306)

787-9335, fax: (306) 787-6666, e-mail:

bhawryluk@sasktrade.sk.ca

SASKATOON, SASK. — March 8,2000 —
Contact: Shannon Johnstone, tel.:
(306) 975-6735,fax:(306) 975-5334,
e-mail:johnstone.shannon@ic.gc.ca

WiNNIPEG, MAN. — March 10,2000 —
Contact: Sean Hogan, tel.: (204) 945-
1639, fax:(204) 957-1793,e-mail:
shogan@gov.mb.ca

These seminars are aimed at
Canadian companies interested in
penetrating the Japanese market.
Participants will learn from Japanese
private sector specialists and Cana-
dian embassy officials,about direct
information on current Japanese mar-
ket trends; Canadian and provincial
trade development assistance pro-

- grams and activities; strategies to

break into the Japanese market; as
well as intellectual property rights
issues in Japan.

Each afternoon portion will be
dedicated to one-on-one meetings
with a variety of Japanese market
specialists covering the IT, health,
building products and construction,
electrical power and alternative
energy, environment, fisheries, aero-
space and automotive sectors. %

ENVEX 2000:
Environment
Opportunities
Abundantin Korea

SEOUL, SOUTH KOREA — June 26-29,
2000 — The 22nd International
Exhibition on Environmental
Technologies, ENVEX 2000, is the
best trade show in its field in Korea.
Last year’s edition attracted 132 com-
panies from 13 countries,and almost
30,000 visitors.

Korea offers interesting environ-
mental business opportunities
mainly because of the US$30 billion
to be spent on public environmen-
tal infrastructure over the next five
years.ENVEX 2000 represents an
ideal chance to meet local partners,
such as agents, manufacturers or
potential clients.

Canadian companies can learn
more about the Korean environ-
mental market,and ENVEX 2000, by -
contacting the Canadian Embassy in
Korea.The Embassy will organize a
national pavilion if a minimum of
five companies confirm their inter-
est by March 1.

Contact Jean-Philippe Linteau,
Trade Commissioner, tel.: (011-82-2)
3455-6161,fax: (011-82-2) 755-0686,
e-mail:jean-philippe.linteau@dfait-
maeci.gc.ca ¥
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DFAIT Enqumes Service provides counselling, ;")u'b'h'catlons' and referral sevices
to Canadian exporters.Trade-related information can be obtained by calling:
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(from a fax machme) at (61 3) 944—4500 orby accessmg the DFAIT Internet site at www dfalt-maecl gc.ca B
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Team Canada Success _
Story
Environment Market in e recogmzed for){our achlgve- the following categories:
the UK. ments in supporting sustain-  « improvement of physical infra-
# able economic growthand structure or improvement of social
Globe 2000 social progress to reduce poverty in infrastructure;
\ i i ica, .
Sweden’s the developing countries of Afric * advancement of technical capa-

the Middle East,
Asia, Latin America
Plug into Hong Kong and the Caribbean,
as well as the coun-

bilities or co-
operationin
research and

Environmental Market

Sporting Goods Market o o development;
in France tries in transition in )
Central and - _‘_SUStalnable
The U.S. Connection Eastern Europe. A R development of
The (CChelpssigndeal  JOin the ranks of B Aribebi N natural
" in Costa Rica other world-class ‘ resources or
Canadian organiza- atGlobe 2000 protection of the
New Exporter of the tions that have ) p environment;
Month been recognized (Seepage6) | * provision of
Business Opportunities  fOF their outstand- transport
ing work in these countries. equipment, transport services
1BOC Successes Awards will be presented in Continued on page 2 - Canadian Awards
Trade Fairs and Missions

TCS: Additional Services

SWedén; Environmental Sector Market
Overview and Opportunities

Vol.18,No.4 - ;
March 1, 2000 .

A new Environmental Code came mitment, as initially evidenced when
into force in Sweden on January 1, Stockholm hosted the first interna-
1999. The Code increases pressure on  tional UN Conference on Human
the polluter, and a'new system with Environment in 1972.

regional environmental courts The market drivers for this sector are
enforces these environmental shifting from environmental regula-
regulations. tions and economic instruments to

Sweden has achieved a reputation of  industrial commitments (ISO14000,
having a strong environmental com- Continued on page 9 - Sweden
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ou are invited on behalf of the
YAIIiance of Manufacturers &

‘Exporters Canada and the
Canadian International Devel-

TRADE NEWS

Come and find out what’s newin
Canada’s international development
program, and how your firm can
participate and benefit.Take part in

International
Development Days

2000

opment Agency (CIDA) to join us for
the two International Development
Days to be held in Canada this year.
The first will be in St.John’s,
Newfoundland, April 12-14,and the
second in Saskatoon,
Saskatchewan, September 17-20.

private one-on-one meetings with
senior CIDA officials to discuss your
specific areas of expertise and oppor-
tunities. Visit informative workshops
which will bring you up to date on
how to win more work from CIDA,
international financial institutions

Canadian Awards forlntematmnal

Cooperation 2000

— Continued from page 1

or other capital equipment
promoting the development of
asustainable industrial base;

* gender equality achievement;

* successful international youth
internship programs;

* - effectiveness in communicating
development issues; and

* demonstration of corporate social,

ethical and environmental perfor- -

mance.

These prestigious awards will
be presented by the Minister for
International Cooperation at a gala

dinner on September 18, during the

International Development Days 2000
event in Saskatoon, September 17-19.
(See article above)

Applications for the 2000 competi-
tion must be received no later than
June 16,2000.

To receive an application form,or
for more information, contact Treena
Adhikari, Alliance of Manufacturers &
Exporters Canada, tel.: (905) 568-8300,
ext.249, fax: (905) 568-8330, e-mail:
treena_adhikari@the-alliance.com w

and other international age}icies
Attend the reception and gala dinner,
where the Minister of Internatlonal
Cooperation will present this year’s -
prestigious Canadian Awards for’
International Cooperation. Partici-
pate as a sponsor or an exhibitor to
enhance your corporate profile and |
promote your products and services.
For more information, contact
Treena Adhikari, tel.: (905) 568-8300,
ext.249, fax:(905) 568-8330, e-mail:
treena_adhikari@the-alliance.com
or Jackie Coleman, tel.:(709) 772-
3227,fax:(709) 772-3213, e-mail:
coleman.jackie@cbsc.ic.gc.ca %
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TEAM CANADA: SUCCESS STORY

‘Chilean town, based on new -
A urban principles, is being built

from scratch — in collaboration

witha small Newfoundland compan Y.

The ﬂedgling ’community, Primavera”
— complete with parks, schools,com-
mercial areas and recreational facili-
ties —is located just outside Temuco,
Chile's fastest-growing city. Housing
for its inhabitants will consist of 840
wood homes, crafted by Cottlesvnlle-
based nghland Homes Ltd.

With sales expected to reach 150
units per year by mid-2000,and rev-
enue for Highland Homes calculated
at $30 million over six years, the
development project is right on

schedule. The first 25 homes are near- -

ing completion, as is the community’s
school, which is already gearing up
for its first classes in March.

Embassy helps open doors

According to Rex Philpott,
President of Highland Homes,

Andthen came Team Canada

Following a year and a half of prolonged
negotiations, an agreement in Chile

- was reached during the Team Canada

1998 trade mission to the region.
“We were able to finally get the

interest to the local media attention

~ that was focused on Team Canada.

“The trade mission was very effective
in promoting our company by turning
the spotlight on us and what we can

' provide.”

Newtoundlana

Compan

Builds on Team Candda Participation

deal off the ground, with the help
of Team Canada,” says Philpott.
“Qur participation in the high-profile
delegation greatly contributed to

Opening up new opportunities

Besides tripling the current staff at -
Highland Homes to 15, the Chilean
project has created jobs throughout -
Newfoundland in related sec-
tors, including window, door

the company's impressive
achievements in Chile are
largely due to good govern-
ment backing.

“ltwas Canadian Embassy
staff in Santiago that first
brought us to the attention of
aChilean landowner who was,
looking into Canadian homes
and development expertise,”
explains Philpott. “In fact,
their assistance has been
absolutely critical in the
success of this project.
Ambassador Lawrence Lederman is
one of the biggest reasons that we
are still in the country and plan to
expand our development sphere
there.

“Commercial officers Randy
Harwood and Patricio Canete — our
original contact and a speC|aI|st in the
field of construction and housing —
have provided invaluable advice as
well,"adds Philpott.

The project also received fi nancial
assistance from the Atlantic Canada
Opportunities Agency (ACOA).

Highland Homes in Primavera, Chile.

speeding up the pace of our talks,
enabling us to sign a memorandum
of understanding during the trip.
We subsequently jointly devel-
oped the project with our Chilean
partners.”

Primavera has created quite a
stir in Chile, says Philpott.“It seems
that we hit on a substantial need in
the real estate market down there.
Crowds of people drive across the
site every day asking for information
on the project.”

He attributes the phenomenal

according to Philpott,opportu-
nities keep evolving for Cana-
dian companies — for instance,
to deal with water and sewer
needs.

“Most interesting has been
the recognition of our saw-
milling expertise by the Chilean
government,” he says. “Our
plans include introducing
sawmill operations as a key
step in expanding our devel-

opment capabilities and to ad-

dress the continent’s housing
shortage.We are breaking new
ground in Chile in the realization that

an under-utilized resource they already

have can also be a very inexpensive
and effective building material.”

For more information on Highland

Homes Ltd., contact company presi-
dent Rex Philpott, tel.:(709) 629-7565,
fax:(709) 629-7158, e-mail:rexphilpott
@netscape.net W

and floor manufacturing. And,
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"THE UNITED[
KINGDOM |

The Trade Commissioner
Servlce helps Canadian com-

panies that have researched and

selected their target markets.

Successful companies con-
centrate on one foreign mar-
ket at a time, moving on to
the next only after succeed-
ing in the last. To help you
select which market you
should target, the Market
Research Centre of the Trade
Commissioner Service has pre-

* pared over 500 market reports.

This section of CanadExport pro-

vides an overview of one report. o

For more information on this and other . ~
reports or if you want to know how the Canadian
Trade Commissioner Service can help you get
results in international markets, visit us at

www.infoexport.gc.ca

7/ THE CANADIAN
— TRADE COMMISSIONER
\ SERVICE Serving Canadian Business Abroad
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Helping you learn |

from experience. Ours.

Members of the Canadian Trade Commissioner Service will be
attending Globe 2000 this March 22-24 in Vancouver. -
We cover all environmental products and services and can help
Canadian companies at Globe discover business opporfunlhes
in more than 50 markets abroad.

Canadian companies are invited to meet with us during the
trade show. Sign up for a mee’rm%ct the Department of Foreign Affairs
cnd International Trade’s booth in the Canada Pavilion.

The Canadian Trade Commissioner Service
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Access hundreds of market studies and our network of professionals at
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his month 10,000 participants,

T global business leaders, senior

- government officials and deci-
sion makers from over 70 countries -
will convene in Vancouver for the 6th
biennial GLOBE 2000, North America’s
leading coriference and trade fair
dedlcated to developmg the business
of the'environment. :

“The global market for environ-
mental technology and services is.
expanding,”says Dr.John Wiebe,
President and CEO of the GLOBE
Foundation. “This new world market
is a powerful economic engine,
attracting billions of dollars in invest-
ment and creating thousands of jobs.
For these reasons, GLOBE produces
the conditions to help Canadian busi-
ness capitalize on expanding oppor-
tunities,and opens up global markets
in a sector where Canadian compa-
nies have a proven capacity to excel.”

The central message at GLOBE
2000 — that global environmental
problems are business opportunities
and only through business can solu-
tions to the world's environmental
problems be found — is the backdrop
for three core Conference themes:

TRADE NEWS

Energy and Climate Change: Market -

“Forces of the Millennium; Corporate
" Environmental Strategies: Risks,

GLO

designed to help both the global
environment and the Canadian econ-
omy by establishing links between

3E2000

Unparalleled Access to Intematlonal

Enwronment Markets

Realities and Returns,and Global )
Markets For Environmental Solutions.:
At the trade fair,environment

- technology and service companies

will showcase their wares for an inter-
national buying audience unparal-
leled in North America.The business
of the environment is now a world -
market force generating an estimated
$US 600 billion in trade each year.
GLOBE ‘98 participants tapped into
$460 million worth of that business
and it is fully expected that GLOBE
2000 will break this record. The
GLOBE series of events is the corner-

stone of GLOBE Foundation initiatives

Swedish Delejétions Visit Halifax and
GI.OBE 2090 (Vancouver)

A Swedish delegation drawn from
both industry and government.
authorities will be visiting GLOBE
2000 in Vancouver, March 22-24.The
delegation is interested in Canadian
technology and practises for restor-
ing contaminated sites.

Sweden and Canada have similar -
climates and geological conditions,
but while developments in this sector
are still emerging in Sweden, Canada
provides interesting solutions with
proven results in northern climates.

Similar Swedish visits to Germany and
the Netherlands resulted in business
partnerships and technology imports
from these countries to Sweden.

* Another Swedish delegation —
comprising environmental technology
SMEs — will be exploring partnering
opportunities with Canadian counter-
parts in Halifax, before also going on -
to GLOBE 2000 in Vancouver for fur-
ther meetings.

For more information on these A
delegations, contact Inga-Lill Olsson,
Business Development Officer, Cana-
dian Embassy in Stockholm, e-mail:
stkhm-commerce@dfait-maeci.gc.ca
In Halifax, contact Solveig Madsen,
Coordinator, Business Services, Nova
Scotia Department of Environment,

“e-mail: madsensf@gov.ns.ca ¥

Canadlan supphers and foreign buy-
ers of environmental products and
services.

_For more information, contact
Globe Foundation of Canadain
Vancouver, tel: (604) 775-7300, fax:
(604) 666-8123, e-mail:info@globe.
apfnet.org Internet:www.globe.ca w

The Canadian
~ Environment
Industry Assodiation

~ The Canadian Environment Indus-
try Association (CEIA) will be very
active at GLOBE 2000, with a booth
_promoting the services and bene-
fits offered to member companies.

With sponsorship from the
Department of Foreign Affairs
and International Trade, Industry
‘Canada and Environment Canada,
CEIA is also organizing a partner-
ing service which will pair
Canadian companies and foreign

‘delegates with mutual interests.
~ Aswell, members of the Asso-
ciation have identified and en-

couraged the attendance of key
delegates from priority markets.

Visit the CEIA booth to find out
how you can become part of this
dynamic association. .

For further information, contact
the Canadian Environment Industry
Association (CEIA/ACIE), tel.: (613)
236-6222, ext.3,fax: (613) 236- .
6850, Internet: www.ceia-acie.ca

-~
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Technology Verification (ETV) pro-

gram is notonly in the business of
helping suppliers market their environ-
mental technologies. In what has
become a rapidly expanding frontier, the
program is now exporting its expertise,
providing assistance to other countries
that are developing similar programs.

It seems Canada’s Environmental -

The ETV program provides suppliers
with third-party,independent assess- .

(anadasETV ..

Program

Exporte

ment and validation of claims they
wish to make about the performance
of their technologies. ETV verification
gives technology vendors a potent
tool to help penetrate domestic and
export markets. This same verification
gives potential buyers the comfort
that the technologies perform the
way suppliers claim.“Especially in
export markets,” says John McMullen,
President and CEO of ETV Canada,
the program’s private-sector delivery
agent,“this government-backed veri-
fication provides the all-important
evidence of the technology’s proven
performance at home.”

Certain countries, such as the U.S.
and Canada, have implemented ETV
programs to help environmental -
industries commercialize their tech-

nologies in domestic and export mar- .

kets. Others see themselves more as
net buyers of technologiesand
regard ETV verification as a way of
ensuring the technologies they are

-entertaining are sound. Everyone

agrees that performance verification
can speed up the introduction of new
and innovative technologies.

TRADE NEWS

Canadaiis helping China's State
Environmental Protection Administra-
tion (SEPA) develop an ETV program.
This Canadian International Develop-
ment Agency-funded, Environment
Canada-managed project is being
carried out by the Ontario Centre for
Environmental Technology Advance-
ment (OCETA) and ETV Canada.The
project’s current phase will culminate
with the signing of a memorandum
of understanding by the two countries

round the World

at Globe 2000 in Vancouver this
montbh, creating the foundation for
further collaboration between the
two programs.

The Republic of Korea has an ETV
program, modelled in large part
after Canada’s,and with its assistance.
Representatives of South Korea's Envi-
ronmental Management Corporation
(EMC) recently visited officials of
Environment Canada (EC), expressing
an interest in formalizing the relation-
ship between their respective programs.
As a result,an MOU to this effect will
also be signed at Globe 2000.

Numerous other countries, predo-
minantly in Asia and Latin America,
have also expressed interest. Several
are actively developing programs and

" have been in touch with both ECand

ETV Canada, seekmg information and
assistance.

Meanwhile, the reciprocity agree-
ment which exists between Canada’s
and California’s EPA programs is being
put to the test, with each program
receiving the first applications from
graduates of the other. As well, joint
verifications are under way with New

Jersey as a precursor to reciprocity.

EC and ETV Canada are also collab-
orating with the U.S. Environmental
Protection Agency’s ETV Greenhouse
Gas pilot program on the performance
verification of Eastern Power’s SUBBOR
technology,an innovative Canadian
approach to treatment of unsorted
municipal solid waste (MSW) and the
production of methane-rich biogas
for electrical power generation.

Past graduates of Canada’s ETV. -
Program, with verification certificates
in hand, have been venturing success-

- fully into the international arena,

including EcoWaste Solutions
(EcoWaste Oxidizer for incineration of
MSW); Soconag Inc. (SmartSoil, a PC
platform, knowledge-based system to
monitor and enhance biopile soil
remediation and industrial compost-
ing); and Glytex Inc. (process to recy-
cle aircraft de-icing and automotive
anti-freeze glycol).

The ETV Program was developed by
EC and Industry Canada in consultation
with the Canadian environment indus-
try.Launched in April 1997 by then-
Minister of Environment Sergio Marchi,
itis delivered by ETV Canada under
license to Environment Canada.

For more information, visit ETV
Canada's Web site at www.etvcanada.
com, or contact John McMullen,
President and CEQ, ETV CanadaInc,,
tel.: (905) 336-4719,fax: (905) 336-
4519, e-mail: mcmullen@etvcanada.
com and Raymond Klicius, ETV -~
Program Manager, Environment
Canada, tel.:(819) 953-8717, fax:(819)
953-4705, e-mail: raymond klICIUS@
ec.gc.ca w

..

Team Eanada Inc Equipe tanada mc
1-888-811-1 1 19
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EMAS certifications, environmental

reporting) and consumer awareness..

There are a number of environmental
labelling schemes available and -
materials recycling has been success-
fully introduced with sorting initia-
tives at the source for some years
now. ‘ ‘
A Swedish government program
for sustainable development has
allocated $1.2 billion towards local
investments to support ecological
sustainability for the period 1998-
2002. Applications amounting to
$400 million were distributed
through the programin 1998, and
$300 million has been allocated
for the period 1999-2001, leaving
$500 million still to be allocated.
Here is a breakdown on funding
by project: Conversion to Renewable
Energy Sources, 20.5 per cent;Waste
Management, 10.2 per cent; Water
and Sewage, 9.6 per cent; Remedial
Measures, 9.5 per cent; Energy
Efficiency/Energy Saving, 9.5 per
cent; Traffic, 8.9 per cent; Nature -
Conservation/Biological Diversity,
6.3 per cent; Building Projects, 4.3 per
cent; Support Measures, 3.2 per cent;

Industrial Projects, 0.5 per cent; Multi-

dimensional Projects, 17.4 per-cent
(www. hallbarasverige. gov se/eng/
index. htm)

Opportunltles ‘ '
Sweden is a net importer of environ-
mental technologies, but is a world

leader in Life Cycle Analysis (LCA) and

related LCA-based environmental
information systems,according to a
recent Swedish government report.

Here is a list of opportunities for
Canadian firms in environmental
technologies and services:

Air: advanced industrial emission
reduction technologies; measuring
instruments; traffic emission preven-
tion;indoor aquualltylmprovement
technologies.

Soil: technologies for soil reme-
diation and related emerging sub-
sectors,

TRADE NEWS

Water: upgrading of waste water
treatment facilities (first built in the
1960s); measuring instruments;
groundwater protection. ,

Energy: technologies supporting '
renewable energy sources and »
energy eff'aency .

Sweden:

There are many Swedish environ-
mental consulting engineering firms
with worldwide coverage. Swedish
firms have developed expertise,
know-how and technologies espe-
cially in waste water management
and air pollution control. Regulations

Fvionmental

Sector Market

Overview and Opportunities

Waste:innovative technologies for
waste reduction/recycling and treat-
ment of hazardous waste (tax on
landfillimplemented on January 1, |
2000; proposed ban on combustible/
compostable waste to landfill from
2002 and 2005 respectively).

Clean products and technolo-
gies: replacing those substances
with damaging effects on the envi-
ronment.

Market access issues

A Swedish partner is advisable —
although English is widely spoken —
when it comes to bidding documents,
certifications, legislation and regula-
tion issues, especially since environ-
mental decisions are commonly

taken on a local level (288 municipali-
ties and 23 county councils).

Major competition :
The majority of foreign environmen-
tal companies with representation
in the Swedish market come from -
Austria, Denmark, Finland, Germany,
the Netherlands, Switzerland, the
United Kingdom and the United
States. ‘

and incentives for waste water and
industrial air pollution were intro-

duced in Sweden as early as the 1960s.

Useful Internet addresses
InfoExport: www.infoexport.gc.ca
Market Report: The Soil Remedlat:on
Marketin Sweden

Swedish Environmental Protection

Agency: www.environ.se/www-eng/
enghome.htm

“Sustainable Sweden, Government

site: www.hallbarasverige.gov. se/
eng/index.htm

Swedish Enviro Net: smn.environ.se/
miljonat/english/index.htm

Invest in Sweden Agency, facts and
figures: www.isa.se

Swedish Ministry of the Environment:

miljo.regeringen.se/english/english
_index.htm

For more information, contact
Inga-Lill Olsson, Business Develop-
ment Officer, Canadian Embassy,
Stockholm, tel.:(011-46-8) 453 3019,
fax:(011-46-8) 24 24 91,e-mail:inga-lill.
olsson@dfait-maeci.gc.ca Internet;
www.canadaemb.se w

-
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ROADMAP TO CHINA AND HONG KONG

Communications, sat in the board-

room of the Hong Kong Canadian
Consulate General relating how he had
just raised US$6 million for his burgeon-
ing Internet-based communications
enterprise.

J ohn McDermott, President, POPstar

“This never would have
happened 12 months ago,” .
he says, remarking on the ,
incredible growth ininvest-
ing in anything IT (informa-~
tion technology) that has
occurred inthisentre-
preunerial bastion.

McDermott and his com-
pany are one of a few for-
ward-looking Canadian IT
companies that have recog- -
nized that Hong Kong offers them
what is arguably the hottest [T invest-
ment source in the world, and cer-
tainly the hottest in Asia.

Property tycoons on the IT trail
Ever since Richard Li,the entrepreneur-
ial younger son of multi-billionaire
Li Ka-shing, surprised the property ty-
coons with his deal with the Hong Kong
government to build Cyberport,a’
futuristic IT centre and residential’
development, all of Hong Kong has
focused on the wealth creation poten-
tial of IT. Li's company, Pacific Century
Cyberworks, has increased 16 times in
value since its launch last year, making
Li a billionaire several times over. -
The other property tycoons, not to

be left out a second time, have launched .

one after the other.their own cyber - .
companies. Today, one finds New World
Cyberbase, Hutchison’s E-Commerce
Resources, Sun Hung Kai’s Advantage,
Sino Land’s Sino Technology and :
Henderson’s I-cable enterprises. Each -
and every one of them looking for the
next great IT idea that they can invest

in and multiply their existing invest-
ments i in telecom or cable

Smaller compames inhot pursurt )
But the great property companies of
Hong Kong are not the only ones
interested in IT opportunities. Dozens

Pluginto

of medium-sized firms that have
already developed an iT or telecom
niche are looking for business ideas
to broaden their scope.

So Hong Kong also has CTl,a
major long-distance providerand
ISP, Distacom, owner of the Sunday
mobile phone brand (thatrecently
announced an investment in Canadian
company SUMMEDIA), Champion
Technologies (negotiating investments
in two Canadian companies), ABC Data
(announced a partnership and invest- -
ment from Multiactive Software last
month) and a variety of others, all -
seeking to add value to their busi-
nesses while investing in IT companies.

Room for Canadian companies
Canadian IT companies that come to
Hong Kong are amazed by the leve! of
interest in a wide range of IT applica-
tions — including e-business, com-
munications, multimedia content —
therange is endless, They are Iikkewis'e
impressed by the amount of capital

available, and the speed with which

deals can be done.

John McDermott was in Hong
Kong just two weeks ago, working to
finalize the terms of the potential -
investments. He returned to Vancouver
Saturday night and'got an e-mail.
Monday morning asking hlrn to be
back in Hong Kong Wednesday for

Hong Kong,thelT
Investment Capital s

the official announcement of the deal.

~ He only had time to catch the mid-
night Monday flight back to Hong
Kong where the announcement was
made to great press interest.

Quick IT mission to Hong Kong
Kevin Lynch, Deputy Minister of In-
dustry, is leading an IT mission to the
Hong Kong Information Infrastructure
Expo (HKII 2000), March 16-19 (see .
CanadExportJanuary 17,2000, p. 16).
This mission will give the 20 Canadian
participants wide exposure to both
potential partners and investors who
are eager to expand their businesses
throughout China and Asia. .

. Companies interested in tapping
into this burgeoning market and. -
reserving one of the few remaining
spots should contact Neil Clegg, Trade
Commissioner, Canadian Consulate -
General, Hong Kong, e-mail:
Neil.Clegg@dfait.maeci.gc.ca _

For more information, see the .
Consulate’s Web site at www.canada.
org.hk (click on Hong Kong, then on
Canadian Pavilion at HKI12000). y¢

fl.ookmg for Export Opportumtles7

; Make sure you are reglstered in the WIN Exports database, whrch is used by trade commrs— a

sroners abroad to promote your company 's capabllmes to foreign buyers Fax your request - BE¥
for a reglstratlon form to 1-800-667-3802 or (61 3) 944- 1078.0r call 1-800- 551-4946 -
L (61 3-944-4946 from the Natlonal Capltal Reglon) '
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goods business is occupying an

ever-growing place in lifestyles and
consumer interest. Sixty-eight per cent
of French citizens are actively involved
in at least one sport. The overall sports
market in France is estimated at about
US$6.5 billion.

' In Francé( as in Canada, the sporting

TRADE NEWS -

France’s main suppliers in the sport
specialty market.In 1998, French
imports stood at over US$1.3 billion. -
As for Canada, during the same
period it exported to France sports
equipment (not including boats, sail-
ing vessels and playground equip-
ment) valued at over US$9.7 million.

AGlanceatthe
Sporting Goods

Trends and key indicators for the
French market

France’s geography offers some out-
standing opportunities for practising
sports: sea coasts for water sports,
mountains offering the most exten-
sive ski grounds in Europe,and a

diversity of landscapes and climates

for fans of hiking, mountain biking,

_mountaineering, whitewater sports,

etc.All sports are practised there, but
the easy winner in the French market
is snow sports (52%). '

The French spend an annual aver-

. age of $350 per household on sports

industry products. It should be noted
that marketing specialists are becom-
ing increasingly interested in the
“marketeen,” that is, the commercial
potential of the new youth market
between the ages of 12 and 19,who

are exerting growing influence on the

sports products industry and the .
consumption of sports products.
The sports market covers several

- product families: clothing (45%),

footwear (17%), equipment (32%),
other (services, 6%).

China, Italy, Thailand, Vietnam,
Indonesia and the United States are

arketin France

This was comprised mainly of ski and
snowboarding equipment, ice skates
and in-line skates.

Distribution in the French market

Distribution is constantly evolving,
and in recent years has undergone a
transformation that has created more
room for the chains and mail-order
houses, which are particularly well
established.The chains (36.7%) lead
the way as distribution channels,

closely followed by mail order (31.6%)

and department stores (29.1%).The
superstores (1.8%) and independents
(0.1%) do not hold a significant market
share, except for certain sporting goods.
In recent years there has been a
significant drop in the share of sales
held by equipment, to the benefit
of textiles (sportswear), and above

- all, footwear (sport shoes), which is

growing steadily, especially in small
stores. |

\

Good prospects for the future
Although there is substantial compe-
tition, the French sporting goods
market, including footwear and
clothing, offers growth potential for
dynamic and innovative companies.

The leading stakeholders in the
sports and recreation industry are
optimistic about their future, with
80 per cent expecting increased sales

' in 2000.These indicators suggest that

Canadian products could assume a
larger market share.

Trade shows

The main commercial events in the
sporting goods sector in France are:

the Salon International de
Grenoble, SIG PRO, the largest
trade fair in France for winter sport-
ing goods and fashions, from
March 5 to 8,2000;

the twice-yearly European board-
sports trade show, GLISSEXPO.
GLISSEXPO-Hiver, was held in late’
January, and GLISSEXPO-Eté will
be held from September 2to 5,
2000; '

* the Salon du Cycle de St-Tropez,
Roc d'Azur will be held in mid-
October 2000;

» the Outdoor Trade Show, SIG OUT-
DOOR will be held in Grenoble at
the end of August 2000;

* the Salon Nautique International
(international boat show) will be
-held in Paris from December 1 to
11,2000;

» Mondial du Deux-Roues (cycling),
a show held every two years, will
be presented in Paris from October
5t015,2001.

For further information, contact
Gisele Aubut, Commercial Officer,
Canadian Embassy in Paris, tel.: (011-
33-1)44432382,fax:(011-33-1) 44
43 29 98, e-mail: gisele.aubut@dfait-
maeci.gc.ca Internet: www.amb-
canada.fr w

CanadExport March1,2000
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about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca For all

T he U.S. Connection is produced in co-operation with DFAIT’s U.S. Business Development Division (URT). For mformatl_on

other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-11189.

common. the CEOs [

avmes were pamapants in the Busmesswomen 5 Trade Mrssron to Washmgton in November 1997 and

L the Los Angeles versron in March '1 999 Here s how they were able to max:mrze the opportunmes offered by these two trade | mrssrons.

e e e R e 5 T s

atients in the U.S.Veteran's '
PAdministration (VA) Hospital in

Los Angeles will be watching
Healthtv programs developed and
produced in Canada for practical
advice on how to recuperate from
heart surgery, how to live with cancer
or how to deal with disease and
surgery issues.

Healthtv programs, from The
Health Television System Inc. (HTS)
of Toronto, which answers the many
health questions that concern
patients, is available 24-hours-a-day
via the Hospital’s closed circuit broad-
cast system, just like the tourism
channel you can dial up in a hotel.

- The company negotiated agree-
ments to provide its service
to prestigious hospitals in
Washington, D.C,, Maryland,
New York and Massachusetts
last year,and has just con-
cluded discussions to add -
the Greater Los Angeles

that this type of programming didn't
aiready exist in the United States.”
HTS filled the niche, providing a
unique digitally produced TV pro-
gramming and playback system

SEDIPEEAE ST U S JE T SPES S ST S }«zﬂ)\ T S N R T

and reports from the company’s qua—
lity assurance surveys.

“Acceptance by the VA Hospital

confirms the universal appeal and
_effectiveness of our information

Healthy Start for Canadian Company in

U.S.Hospital Market

designed to complement medical
treatment by educating patients and
their families. The programs offer cop-
ing strategies, practical quality-of-life

Healthtv

[CAZLENITINITES  partnors In your good health,
National in-hospital television networks for patient education

Veteran's Administration
Hospital to its client list.
Kathy Kastner,CEO and Director of
Marketing of HTS, won these attrac-
tive contracts as a result of marketing
undertaken during the Businesswo-
men's Trade Mission to Washington in
November 1997 and her participation

~inthe Los Angeles version last March.

“We found a warm and welcome
reception to our business,” explains
Kastner.“Frankly, they were surprised

advice for after-hospital recuperation,
and cover questions related to com-
mon disease management.

Program content is vetted by a
National Advisory Board — a joint
commission of health-care specialists
from Canada and the United States.
Client hospitals also receive staff

 training to encourage their patients

to use the HTS service, as well as
newsletters with program updates

programming and our professional
support service,” explains Kastner.

The company, launched in Toronto
in 1993, offers two programming
options for in-hospital TV systems: a
Parent Channel for maternity and
pediatric units; and Healthtv for can-
cer, heart and general medical floors.

“Our digitally produced video con-
tent can be used in other IT applica-
tions and translated easily into print.
HTS programs are well positioned for
when video streaming becomes more
available,” says Kastner. .

_Kastner is now discussing alhances
with several Intemet-based companies —
atleast one of which was a contact made
with the help of Brantley Haigh, Business
Development Officer at the Canadian
Consulate General inLos Angeles. -

“HTS has established a solid base in
a prestigious branch of the U.S.medical

Continuedon page 13- U.S. Hospital

Check the Business Section of the Canada-U.S. Relations Home Page at www.dfait-maeci.gc.ca/geo/usa/
business-e. asp ... for valuable information on doing business in and wrth the United States.
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(on't fravel? Go virtual . .........

Build cross-cultural savvy ...

How fo access
expor finanding .............

Try afrade mission .................

Are you export ready? ........ 2

t h e Glo b e

Opportunltles for Businesswomen in International Trade

Trailblazers Share

International
Women’s Day -
Get Ready!

Special events  for
women business owners
will be held: across
Canada on March 8 to
celebrate International
Women's Day. Check
 {| what's happening in
1| your area by visiting
4| www.infoexport.gc.co/
businesswomen/menu-e.asp
for the detailed cross-
country calendar.

e [ S—

Global Networking: Conadian women entrepreneurs and govemment officals parficipated in the
Women's Economic Summit of the Americos, held in Buenos Aires in November 1999.
L to R: Ewur Toromn, President of Northem Legacy; Ana Kessler, Minister of Smoll & Medium
Enterprises, Argenting; Diane Vincent, Assistant Deputy Minister, Industry Canada; and Simone
Desjardins, Senior Vice President, BOC.

e SOk
our.GIob al Network:
gso Qﬁgfgfﬁé%ﬁ 3

March 1, 2000

Export Benefits

They're fearless, they're fascinating and they're forging
ahead. Canadian women exporters from coast to coast are
making their mark. From an interactive whiteboard in the
Cifice of the U.S. President to museum planning services in
Hong Kong, their products and services are testimony that
women indeed are leaping onto the global stage. And in
many cases, they're even leading the pack with their inno-
vations and initiatives.

We asked these pioneers “Why export2” Here are a few of
their insights on why international trade is a carefully orches-
trated part of their business growth:

® “Exporting has meant gréater sales and more exposure of
Northwest Coast art to other countries.” Nancy Nightingale,
Khot-La-Cha Coast Salish Handicrafts, Vancouver, BC

e "Survival. The Canadian market alone is too small to
support our business. Exporting is the only way to make
it." Lee McDonald, Southmedic Inc,, Barrie, ON

¢ "Before exporting, we had access to 10% of the market;
now that has increased to 50%."
Suzanne Lebel, Genomics One Corp, Laval, QC

e ‘It builds confidence in your people’s ability to make
things happen on the homefront and to compete in the
international market.”
Moya Cahill, PaneMarifime Energy Services Inc., 1. John's, NF

|y

ng londrncrk research on’ Ccnodlonv
Ten exporters = < the first of its lund mthewoddf
o, Mrheodmg ‘specialrade missions for.
Women, we are pushing the fronfiers to expond :
global h'ode'oppodumhes for women, . * 5
Al thl octMry hos reveoled 3 key Foct the

/wwlnfoexporl gcco/busmesswomen/menu—e osp

secret N lniemchonol suooess is. conk':ds oon-

' ‘tacts contadls. This /message was ‘reinforced yet -
- again by’ women exporfers across Conodo infer- -
'yvnewed for this newsletter Through lhese poges .
e . “we inroduce you to some of the pioneers and
" share their exporting advice, For more detculed :
_profiles and 'fiph, ' be "sure’ to 'Visit our .
' Businesswomen in Intemational dee web site ot

. The message from these Cunadlcn women
- 1who ve .moved - into_global markets’ ondﬂ :
mumphed is c!ecr Doyour homewodc. 'lhe more -

] prepored you are, rhe more suocessﬁ;l you || be

“That's why this newsleﬂer olso dnects you fo help

'ful resources. -
- Our gool here is o prowde a snopshot that

‘ W||| help’ you'shop and supply the globe and

~expand your business in’ ways ‘you could - only

- dream. Read, enjoy and save Ihls for mformo-

tion and inspiration. . .. o

%«wsznm

oAnna Townsend -~ .
Dlredor ExpoﬂServuoes for SMEs :

&
.
x

Vrepared by Export Services for Small & Medium, Slzed Enrerpnses

I Department of Foreign Affairs
and Intemational Trade

Ministére des Affaires étrangéres
et du Commerce international
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”Thmk Big!

Exportmg is becommg an mtegral
- partof the business world. Explore the

‘ pbssibilitiés.

"

I

Ao 2 A . s

ED

!

D L AT L B

Silail

Nadja Piatka, Presxdem '
Three Blondes and A Brownie Inc.
“{ Edmonton, AB

blonde ] @home.com

Year estoblished: 1993

Annual soles: $3.5 million

Target export market: U.S.

Descrlphon

Fat Wise’ cake and muffin monu-

facturer, supplying more than 800
McDonald's outlets in Canada and

220 Scafeway grocery stores.
www.threeblondes.net

-1 Why export?

"l hove a ‘why nof’ affitude. |

don't see why we can’t make it in
the U.S. We've been supplying
successfully for six years to
McDonald’s here - in Canada,

meeting the highest levels of qual- .

ity assurance.”

Program used
Food Processing Development
Centre (FPDC) in Leduc, AB

Results

"Ifs been on integral part of our -

establishment in the food market,
giving us access to a staff of
experts who advise us on every-

thing from stabilizing ingredients -

to. packaging to shelf life.They
have a wedlth of knowledge. If
we have a challenge, they have
the facilities to test things. A won-

- derful learning experiencel”

“What | think

*It's hard for o small food compa-
ny with a good product, heart,
sincerity and passion fo compete
with multinationals thot have R&D
resources at their disposal. There

“are not a lot of places to go to

find information and experts to
assist you. Twenly years ago, o
small company like ours would not
have survived. But with services
like FPDC, a small company can
take market share and make it
against the giants. Now we have
some supporls.”

Export advice

“Test your product in your own mar

ket first and iron out the wrinkles
because there's a greater cost when

dedling with other countries.” of®

Elaine Cowan, President

Anokiiwin Training Institute Inc.

and Anokiiwin Employment Solutions
Winnipeg, MB
cowane@onokiiwin.com

Year established: 1995

Annual sales: $2.5 million

Torget export markets: U.S., Mexico, Australic,
New Zedland, Developing Countries

Description :
100%  Aboriginalowned  and
operated private training and employ-
ment  businesses, providing
customized fraining for Aboriginal
students and employers as well as cor
porate human resource strategies for
hiing  qualified  Aboriginal
people. www.anokiiwin.com

Honours S
1999 Canadian Woman Entrepreneur
of the Year StartUp Award

Export preparation
Participation  at- Canada-U.S.
Women's Trade Summit, 1999

Results

*CIDA (Canadian International
Development Agency] heard- and
saw us af the Summit and invited us
to develop an HR program for devet
oping countiies. The networking and
connections were incredible...ond the
networking is sfill confinuing.”

What I think

“I oftended the Summit hoping to
make linkages with other Aboriginal
organizations in the U.S. | had more
people contact me than | expected
from other countries as well. | had
no idea there was so much oppor-
tunity out therel | know for a fact
that, if | had not attended, | would
not have considered exporting.
Since then, we are focusing on
export preparation.”

Next steps
" could probably move forward
now with the contacts I've made,
but | want to make certain I'm 100%
ready to export and prepared to
respond.” o

Supplement — CanadExport

FPDC ~ Food Processing Development Centre

WHAT IT IS: A fully-equipped pilot plont and product development
lab facility run by Alberta Agriculture, staffed with food scientists and
engineers, to help Canadian companies develop new food products
for domestic and global markets.

WHAT YOU GET: Technical consultation through to pilot plant
product development from concept to market testing.

WHO QUALIFIES: Food processors in Canada.

INFO:  www.ogric.gov.ob.co/ministry/org/fpde  or Robert Gibson, Projects
Manager, ot (780) 980-4866 or robert.gibson@agric.gov.ab.ca

CareFully exomme these five areas to assess f your hrm is re

c}y" ‘;o fackels

For more expori mformuhon, vusn these web sues. ,
¢ Team Canada Inc: www.exportsource.ge.ca

¢ Businesswomen in Trade Export Readiness Dxcgnoshc

~* www.infoexport. ge.co/businesswomen/assess-g.0sp .

* Industry Canada Export Readiness Diagnostic: *

- www.strategis.ic.ge.co/SS6/sc0107 1 e himl

1




Q

ude missions worl(l Here s how two entrepreneurs entered
elummve U.S. market after participating in two Canadion |

smesswomen ’s Trade Missions - to Wushingron in1997 -

Q d fo los Angeles in. 1999

“Intemational business i EXCJtlng and fun. It changes the way|

you think and the d}!ﬁa FMACS of how you doit”

Trade mission results Trade mission results
The company won atiractive confracts Wcshxngton was a 9°°d oppor
o provide its services 1o presiigious tunity fo test the Amerrccn.mcrket :
hospitals in Washington, D.C., and get competitive intelligence.
Maryland, New York, Massachusets LA. oprFed thke dc?or Itlo a gurglin?J
ond LA. as a result of marketing pot of I market inteligence an
underiaken at the missions. links in the Silicon Valley. We now
What 1 lik have two strategic partners - in
a IKe Cadlifornia.”
| “The U.S. market is very upfront. .
l They make quick yesorno deci- What | think
; sions. We found a warm and wel S "We're often intimidated by the
come recepfion fo our business. G . idea of going into another country,
i Kﬂﬂly Kuslngr, (€0 Frankly, they were surprised that this Gwen MCK(IY, President & (E0 ~but it's not difficult. Other markets
2 The Health Television System Inc. type of programming didn't already Slril;s f.or You are overwhelmingly supportive -
Toronto, ON exist in the U.S." Fredericton, N8B and interested in what we're
paenttv@aol.com . gwen.mckay@amulet.nb.ca doing.”
Yeor estublished: 1993; Years exporting: 3 Export advice Year estoblished: 1995; Years exporting: 1
° . . “Be tenacious, bold and daring; as a D . i. . EXPOI’I’ advice
.][ Description ade fip, Iy approaching a frade De|-s‘"p IOII'I i luti “Take fime to build" relationships
€ Develops and produces health pro-  publication in the U.S. for suggestions he Ivers - efearning - solulions with strategic pariners. look for
d gamming for inhospital television  on potential partnerships. It worked for ! rough a catalogue of over 300 g pcf | from the ini
d safions, delivers siaff training fo  us." webbased courses for corporate - Synergy and a gut teel rom the ini-
. ' e S . i fossional developme tial meeting that you can work with
or encourage patient viewing and cot fraining, professional development h U
ot lects data on usage. Check out The U.S. Connectionin thisissve - |  and general education. the person.” o
\d wwwhealthtvsystem.com of CanadExport for more on Kathy's firm. www.skillsforyou.com
g-
on Company: Kinga Inc. Assessment
Location: Ste-Anne-de Bellevue, QC *It opened our eyes. The panel of experts
kingo@sympatico.ca was very supportive and gave us consfruc-
d Year established: 1998 tive feedback and advice on a market
Je, Exports to: U.S., Austrafia and New Zealand study, distribution channels, copyright and
0% trademarks as well as other resources to
o Descriplion contact. A great program that | deﬁnne|y
Produces giantsized board games for kids recommend fo ofhers!”
that enhance verbal exchange c:nd commy- EXPOI’" advice
nication.

o foky

the sho

i

Martine Blue, president

Export Tlp

lnfemahono! Competitiveness)

ConnectUs

Monique Dallaire, Vice President

mh._»«umau J A YU OFORI VR IV RIS SR PRI R et

Maichmaker™ - the brainchild
of Donna Messer, President of
Communications,

entrepreneurs met at the first
ever trade mission for women to

] Washington, DC,

Program used

ViaSource

Pay your dues. Work with trade cssocncnons trade commissioners, officers and con-
sulateS and toke advantage of government programs. PEMD is an excellent program
i o get fundmg to find:new markets. Paula Lishman, President, Paula lishman lid.,

Blackstock,/ ON! (Recipient of the 1996 Woman Enfrepreneur of the Year Award for

Meet Your Merging Donna’s networking
: expertise and Kerry's technolo-
Mat(hmakers gy smars, the software, now in

and Kerry Wicks, President of parties.
Mediastats Inc./MedialAB® -
was conceived after these wWo  |nformation:

Donna Messer
(905) 3379578

in 1997.  dmesser@interlog.com

beta test, aims to fill the gap for
an ethical matchup program
that represents a winwin for all

“Networking is the key to meet the right
people and stay energized. Go to as many
events as you can and connect with people
in your industry who'll give you good tips,
like names of distributors and reps.” w®

: ,«_VlaSource

headed by Royal Bank, to help small business owners.

2 exporting and technology

.. sulting session to discuss a business challenge or lssue

.Bank or visit www.viasource.com

L Export Tlp :
: \, ke it simple to do busine
;i -ddress ‘or: postol boxon’ all’ mérkehrg ‘materials, and

i

WHAT IT IS: A nohonal network of locol teoms spedr- :

access expert advice about morkehng, law ancnce :;
WHAT YOU GET: A free, 1-1/2 hour, Confldenhol con-.

INFO: Contact a small business specuchst ot Ro ol ;

intheUS UseoUS'

have a U.S. prlC§ ||stncnd bank occo_unt ‘And because -

- 1Jodx3peu93—1u“aqré|ddng -_
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Janice Tanton, President
Janice Tanton Studios Inc.
Burford, ON
"JonTonton@aol.com
Annwol revenues: $400,000
Time exporting: 6 months

Exports to: U.S.

Description

Produces consumer products such
as limited edition prints, calendars
and collector plates for the giftware
industry based on the. arwork of
Janice Tanton and other Canadian
artists. www.janicetanton.com

Programs Used
NEBS (Buffalo, 1999) and PEMD
{Atlanta, 2000}

Benefits
"NEBS was good for fleshing out

what we had learned in theory by
providing the touchyfeely experi-
ence of things like border crossing
and warehousing. It gave us the
confidence to believe we were in
fact ready to export. The faceto-
face meetings with trade commis-
sioners who provided specific
information about suitable repre-

- sentatives, for example, were also
invaluable.” PEMD gave us a

measure of financial security in

approaching foreign markets by.

taking the risk out of exhibiting for
us at the Atlanta Gift Show.”

What | think

~ "NEBS is an excellent program

and a real eyeopener, whether

_you're just beginning to think

about exporting or you're ready o
toke the next step. PEMD is easy
to apply-for and it's redlly valu-
able for anyone not able to put
forward the capital to develop a

trade show presence in foreign

markets.”

Export advice

“Read as much as you can and talk
to your local trade commissioner
and other women exporiers. Finding
a good customs broker who can
walk you through things is impera-
five.” oM

NEBS New Exporters to Border States

- WHAT IT IS: An export education program about the U.S. market,
~ run cooperatively by Team Canada partners, to increase the number
of active exporters to the U.S.

WHAT YOU GET: Practical export information and firsthand expo-
‘sure, through trade missions, to markets in U.S. border states.

- INFO: John Kern - U.S. Business Development Division, DFAIT

(613) 944-8823 Fax: {613) 9449119
john.kern@dfaitmaeci.gc.ca  www.dfait-maeci.ge.co/geo/uso/nebs-e.asp

NEXSA New Exponers to Soulh Amemu S

WHAT IT 1S: A‘unlque opprooch o trode missions which offers frainr:
ing and preparation in Canada, fo|lcwed by a fiveday customized pro-

- gram of appointments in the host country to introduce small and midsize
+ Canadian companies o growing South Amencon market opportunmes )

WHAT YOU GET: Targeted oneonone cppomrments with ogents key o
- contact with decisiormakers or partners selected with the gundonce of . .
: expenenced commissioners ‘ond neiworkmg opportunmes ( A

|NFO. leslie Scanlon - South America DIVISIOI‘I DFAIT
£ 1613) 9442419 Fax: (613) 943 8808] "7} ]
ledle socn!on@dfouhnoecu gaoa wwmfoexpm gt-m/nexso-eosp S

Dana Peebles, Director & Owner
Kartini International Consulting Inc.
Toronto, ON ’ -
kartini@interlog.com

Annuol revenves: Under.$500,000

Export sales: 20%; Years exporting: 4
Exports to: Asio ond Lotin America

Description

Consulting firm specializing in gender
equity and odult bosic education that
provides direct services such as train-
ing, research and project management
for organizations like CIDA and USAID.

Programs used

Businesswomen's Trade Mission to
Washington {1997), Canada-U.S.
Women's Trade Summit (1999} and
NEXSA mission to Argentina {1999}

Benefits
‘| was a new business» back in ‘97,

" taught me how to think like a bust

so the Washington mission was very
much a. learning experience and

ness. The '99 Summit was of tremen-
dous benefit in terms of widening my
contacts and it led me to getting an
intern for my business expansion. The
NEXSA Mission to Argentina in the
fall of ‘99 was very useful. The
Embassy set up 12 meetings for me
and | now have the potential to do
business with 10 of the people | met."

What | think

“Trade missions provide contacts and
information you wouldn't find elsewhere.
| got a great deal out of the NEXSA
program and am  totally  enomoured
with Argenfina. There's huge potential
there for Canadians in all sectors.”

Export advice

“The earlier you sign up for a trade mis
sion, the better, in order o do your
background and research. Don
expect the Canadian Embassy to do
everything for you. And | can't empha
size enough the importance of persond
contact in international frade. You can
do all the market research you wonl,
but people respond better to a face.
Then use the Internet as a followrup tod.
Follow up can be the hardest por
because you get foo busy with the doy
today work. Set aside one hour each
day or week to be systematic.” .'

gorhupote in rade mision
ask if ther matchm

Can't travel? Go virtual!

With just a click of your mouse, you can experience a real rade missi]
before making an investment of time and money. Access the Virtual NEE
~ at wwwinsanetech.com/virtualnebs. Coming soon: @ CD-ROM of a full miss®
for those unable to attend because of cost or location.
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Gail Gabel, President & CE0

£S! Environmental Sensors Inc.
Victoria, BC

ggabel@esica.com

Exports to over 35 countries

Ranwal sales: Approaching $5 million
Export sales: 95%; Yeors exporting: 26
Biggest markets: Europe, Japan, Americas

Description
Hightech  electronic  engineering
company, specializing in the
design, manufacture and distribu-
ion of environmental sensors and
instrumentation used in the precise
monitoring of water, its presence
and movement.
Www.esica.com .

Programs used
RAP {1995) & Team Canada
Trade Mission to South America (1998)

“Itis important to keep ntouch
with your children and family during your travels.”

Results

“IRAP gave Us technical advice,
financing and contacts. We
received IRAP funding at a crucial
point in our technology develop-
ment: we were doing leading:
edge research in areas that most
outside funding sources didn't
understand. - During the Trade
Mission to South America, |
learned about customs and import
regulations and the MERCOSUR
trade association in S.A.,
have done at least $200,000 of

business there since 1998.”

What | think

*IRAP is one of the most effective,
if not the best, government pro-
grams supporting science and
technology in the country. It's well
publicized, well manoged and
extremely fair...and the level of
expertise of the people helping
you is first class.”

Export advice

“Find @ mentor...and it doesn't have
to be o woman. There are many
opportunities to find out who is doing
what  in your  community.
Organizations like IRAP have ‘can do’
people, who can put you in fouch not
only with govemment specialists, but
other excellent contacts.” of®

Export T'p
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Be very aware of culture and knowledgecble about how business is
done in other countries. When they see that you educated yourself, they'll
respect “you. Rossana: Mognotta, Executive Vice President, - Magrotta
Winery Corp, - Vaughan ON [Recipient  of - the 1999 Woman

Entrepreneur of !he Year Innovohon Aword}

?'sunce elationship

and .

s ety

‘ |RAP - Industnul

WHAT IT IS: A nohorrwuﬂe network of Industrial Technology Advisors (scn—;
entists and engineers) who help small and midssize businesses with’ R&D
" activities to turn good ideas info commercially viable products and services.
. WHAT YOU GET: Access to technical assistance, resources and facil-

Lee McDonald, President & CE0
Southmedic Inc.

Barrie, ON
Imcdonald@southmedic.on.ca
Exports to 45 countries; Export sales: 60%
Num. Employees: 60; Years exporting: 16
Biggest markets: U.S. and Europe

Description

Designs, manufactures, assembles
and distributes highquality medical
anaesthetic components.
www.southmedic.on.ca

Honours .
1907 Canadian Woman
Entrepreneur of the Year Award for

International
1998 Business Women's Network

" leadership Award

Trade missions attended
Team Canada Trade Mission to' South

Competitiveness, -

stability of the household.”

America (1998) and Business
Development Mission to lialy (1998)

Results -

"It worked.. The facetoface contact
with players was invaluable and the
interpreters provided as part of the mis-

' sions made every interaction possible.

[ also gained a lot of market intelli
gence from the Canadian Consulates,
as well as knowledge about the busi-

ness practices in these countries.”

‘What | think

“| don't see business as being gender
specific. For me, if's important fo see a
true representation of business across

“sectors. These missions exposed me to

Presidents and owners of comparnies
with far more exporting experience,
fom whom | learned o great

" dedl...even just talking on the plane.”

Export advice -

“Factor the cost of maintaining fam-
ily ties into your budgets as an inte-
gral part of the cost of international
business. Phone and e-mail often,
and even budget for more expen-
sive airfares to give you the flexibili-
ly to-get home earlier. Remember,
your children will be all right as long

as they are kept informed and their-
~world remains stable. Have some-

one at home who can maintain the

'y
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ities, and marketing, management and financial services, mcludung cost-
shared financing of innovative technical projects. -
WHO QUALIFIES: Incorporated small and. mld size: compomes wnh

- demonstrated technical experience.

INFO: National Research Council 1 877 994 4727

W, lrnp nre. (u/ lRAP/Web/ IRAP(omm nsf/ Home
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the best "de youll evertake !

Catherine Karnes Munn,

Catherine Karnes Munn Collection
Fredericton, NB
knobhill@nbnet.nb.ca’

Annual sales: 3.6 million -

Export markets: U.S., Japan

Descnpllon o ,
Wholesale giftware manufactur-
ing company - producing 1,000
. fromed limited edition prints and
other products.
www.karnes-munn.com

Programs used
NEBS, NEXOS (apan]

Results
*I leamed a lot about customs and

Description -

Specialty abrasives manufacturer for
~ the metal and aersospace indus

tries. www.abrafab.com

Programs used

NEXPRO, PEMD, Women's Trade
Missions (Washington, Los Angeles,
Toronto)

regulations from NEBS. It covers

“NEXPRO was a good start to inves:

the basics. You come back from Suzanne Goupil, President figate and understand exporting. Al

-, these programs so motivated and ABRAFAB Inc.
inspired.  They make you realize Drummondville, QC
there's a path and if you follow it, abrafab@qc.aira.com

these programs help very much
because exporting requires large
investments.”

you can do it.” Annual sales: $5 million Export advice

Lesson learned Export soles: 35%
"You can'texpectotake the U.S.on  Years exporfing: 4
in one chunk. Block it off in regions Export market: US.

and give it two years. It fakes fime to
build a market there.” o®

® Use government support pro-
grams to go faster with less risk.

* Be organized and be prepared
to suffer a defeat. g™

e o i b o, S S AT AR i e e 2 s 0m i oo

Robin Saunders, President

North American Spedality Papers Inc.
Hemmingford, QC

NASpeciality @msn.com

“Annual sales: Over $1 million

Export sales: 90%; Years exporting: 7

Export markets: Indonesia, Africa, Central America, lceland, Fij

Description
Paper manufacturer and broker.

Programs used

Results

*} didn’t think people would source the WIN Exports dator
base, but it's been pretty good. I've developed one contract
and attracted leads for future business.”

Lesson learned
“As entrepreneurs, we believe we can do it all ourselves but we
can't. Use the frade commissioners and resources available.”

Export advice
*Have endless energy and a positive atfitude and do follow

up.” o

“WIN Exports; Women's Trade Mission (Washington]

NEXPRO — New Exporters Training and Counselling Pfogrum

WHAT IT IS: An innovative training program for small and medium-
sized companies that possess export potential but lack exporting expe-
rience designed to help entrepreneurs broaden their knowledge of the
export process, develop a realistic export plon and implement their
own export strategy.

WHAT YOU GET: Workshop .instruction, roundtable discussions, per-
sonalized on-site counselling and postprogram implementation assistance.
INFO: Business Development Bank 1 800 463-6232 www.bdc.co

at

on channels and currency reg*
Fmgs on how to find gents or dlsinbutors, gnd sem-' 8
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+ |1 Nancy Nightingale,

je Owner/Manager )
Khot-La-Cha Coast Salish Handicrafts
North Vancouver, BC
khotla@ibm.net

o

website ¢ http://abe.ge.ca/traditions/
sk. frankfurt_96/english/khotla-e.htm!

I/
,Gender is a non issue. | o in not expectmg :
to be treated any diffe i’@ﬂ?!y because 'm a woman.”

crafts made by BC Aboriginal
artists and crafts people.

Missions attended
Germany ({1996); CanadaU.S.
Women's Trade Summit (1999)

Biggest benefit

"The Germany mission was one of
the steps leading me to become
an international exporter. And by
participating, | felt | was helping to
pave the way for other Aboriginal
businesses and artists.

Export advice

® Redlly research countries and
areas for your product and
don't_just take advice fom a
couple people.

® Consider trade missions as
part of your research.

® Get ready for an increase in
demand for your product.

¢ Keep your eyes open to export
opportunities on the Internet;
there are all kinds of informa-
tion and connections. ™

Nancy Knowlton, President & (0

SMART Technologies Inc.
Calgary, AB
nancyknowlton@smarttech.com
Annual sales: over $50 miflion

Export soles: 97%; Years exporfing: 10
Exports fo 45 countries

Description

Develops software and hardware
tools, such as an interactive white-
board, that allow groups to access

and share information to meet, teach,

train and present. www.smartted.com

Honours
1999 Canadian Woman
Entrepreneur of the Year Export Award

Programs used
Western Economic Diversffication, PEMD

Biggest benefit

"The Western Economic Diversification.
program worked nicely to support
us in wage subsidies for three new
graduates we hired 1o focus on
exports.” ‘

Export advice
* Deal with - distributors in every
country; they know local nuances
and can provide a smooth transi-
tion. look for people who'll give
your product ‘mindshare’, who have
" a good understanding of marketing
— not just sales — and who have the
financial stability to market your
product and pay you.
Meet with Canadian Embassy staff
whenever you tavel. Using ' the
resources in place is absolutely -
essenfial. o™

ed Years exporting: 10; Export sales: 30%
Exports to: U.S., Europe, Australia,

-1 New Zealond, Japan

{ Description
o Giftstore on the Squamish Nation
act Reserve featuring artwork and
we
low

Suzanne Lebel, president

Genomics One Corp.

Laval, QC

slebel@genomicsone.com

Years exporfing: 3; Export sales: 95%

Exports to 42 countries

Description

Develops and  commercializes
enabling Plaform Technologies to
drive discovery in genomics and ther-
apeutics. www.GenomicsOne.com
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Programs used ,
IDEASME [BDC), IRAP and Wormen's
Trade Missions (Washington and Toronto)

Biggest benefit

"They helped us define our market
strategy and create distribution net:
works all around the world. Super for
our growth in generall And | was so
impressed with the businesswomen |
met at the trade missions. They
became a model and an enormous

incentive to go ahead with my project.”
Export advice

e Use the' government programs
and trade commissioners’ knowt
edge. You gain fime and money.

* Work with a specialist in market

shrategy fo create the adequate dis-

tribution network...at the right
place, at the right time and with
the right people. It may cost a por-

tion of your profit but it gives you a

better chance 1o progress. ™

;;;PEMD Progrum for Expon Murket Development

HAT I 1S: lnternchonol business development progrom to
“increase export sales; it reduces the risks of entering a foreign - -
8 .market by sharing the costs of ochvmes 1ho| small componles S

‘normally can’t undertake alone.

WHAT YOU GET: The most commen is help in lmplemenhng .
a S|mp!e markehng plan to penetrate an international market. *.-" * ¢
"financial  support for preparing bids and proposols for-

L= or

o 90% of losses when forelgn buyers don't pay. It can also be used as collateral to get
A‘ onal financing from your bank. Information: 1 800 8509626 www.edc.co

. major capital projects outside Canada:

. INFO: Cathy White : Expon Development D|V|5|on DFA|T
" (613) 9968715 Fax: (613) 995-5773 .

~“email:cathy.white@dfaitmaeci.ge. ca

f.wwwunfoexpong o/pemd-e.0sp

to Find Capital

R out this practical gulde to obtaini

" A“On Rldmg and Barbara Orser

ing capifal:

4ond the Banks: Creative Financing for Canadian Entrepreneurs

(Wnley, 1997) www(hnplersm

%EWIN Expo ts — World I

“You' can tapinto" export leads
?Expons database;’ used: byt R
" promote the capcbllmes of Canadian exporting and. export-
prepcred companies.. Request @ registration form by faxto ¢
*1 800 667-3802 or by calling;1:800 551-4946
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Results

"We used PEMD in the eoriy days. If's
very helpful when you're quite small
and the costs of international market
ing are prohibitive — for example,
when you fravel to be part of a bid-
ding team or to exhibit at international -
trade shows. We use EDC a lot and
value thot because their insurance has
allowed us to finance our fine of cred
it with the bank. EDC staff are excet
lent to deal with — supporfive and well

Gail Dexter Lord, President informed.”

LORD Cultural Resources
Planning & Management

Challenge ,

*Many cultures find it inconceivable
that a president of a company -
would be a woman. Try to be
understanding, don't impose your
values and do take things with a fair
bit of humour.”

glord@lord.ca

Years exporting: 15; Export sales: 80%
Exports fo: 17 countries

Description

International museum and cultural
planning firm, with offices in
Canada, the U.S., England, Europe
cmd Asia. www.lord.ca

Export advice

"Talk to business people on air-

planes. It's a great way to find out
_ things, like names of good profes-

sional advisors and suppliers.”
Why export?
“Right from the beginning, when we
had nothing, we invested in an inter-
national  approach..  Clearly, -
Canada is a small market and we
wouldn't be in business - without
exporting. International work is
what we are and who we are.”

The last word

*As a woman, you are generally a
good listener and that's the number
one key to international work.
Combine this with our natural mod-
esty as Canadians who go ot infto
.~ the world with a genuine sense of

Moya Cahill, President
Pan-Maritime Energy Services Inc.
St. John's, NF
meahill@panmaritime.nf.ca

Export sales: $4 million

Years exporfing: 5; Export sales: 15%
Exports to: South America

Description
Engineering firm specidlizing in
offshore oil and gas industry

Honours

1994  Canadion  Woman
Entrepreneur of the Year StartUp
Award;, Top 40 under 40
[1998)

Mission attended
Team Canada Mission to South
America (1998)

Benefits

“Very fritful and a real educo-
tional experience. It increased
my credibility and broadened
my network both in South
America and Canada and |
picked up work. | continue to
stay in touch with colleagues
from the mission.”

Export advice

"Work on an ‘equal playing field
basis and don't focus on your ger
der. As soon as you start thinking
ond talking about ‘gender, it
makes the men you deal wih
uncomforiable. Focus on the bust
ness — on gefting your message
out and marketing.”

What | think

"You can't beat the Team
Canada  Trade  Missions.
They're just excellent for net
working — not only north-south in
the case of the South® America
one, but also eastwest in
Canada. | recommend these
missions to anyone. A tremen-
dous opportunity to be exposed
to Canada’s capability in indus
try and reputation abroad! It
makes you feel proud to be a
Canadian.”

wanting to learn how others do
things...well, the opportunities are
just huge and the advantages for us

great.” o

Programs/services used
PEMD, EDC

How to Get on a Trade Mission'

;;Stay Connected
' Join Women in lnternononol Trode
- of the Orgcmzohon of.Women in Intefnational Trade (OWIT) with over
bers: worldwu:le - Info Sandra Ansley, Presu:lent ot (414

Ontono, ;

e“hrst anadion chapter A

* Make yourself known to government officials, federa!fy and

provincially. Moya Cahill, Newfoundland

Plug into different networks, whether it's

in Montreal, the International Trade Centre in Toronto, or the
Board of Trade in Vancouver. Bianca Battistini, Quebec

Get involved in businesswomen’s and industry associations and

you'll find out about things. That's why
important. Dana Peebles, Ontario

the World Trade Centre

Helpmg You Do More Business Across Borders ;
 Check out The BUsiness Women's Network D|recfory 2000 for profiles of
*4000 business and professional women'’s organizations in the U.S: E
“:Canada and internationally to facilitate your networking and morkehng
: lnfo BWN at 202 4668212 or vnsntWNi.mm

networking is so

Build business links and network if you're in the Aboriginal com-
munity because referral is how many Aboriginal businesses are

often identified for participation in gove
Beverley O'Neil, British Columbia

rnment programs.

Join your local Chamber of Commerce if you're outside urban
centres and look at bulletins in local libraries and colleges.

Barbara Mowat, British Columbia

Conta ot » L
Supplement published by Export Services for Small & MediumSized Enferprise
‘ Director: JoAnna Townsend = (613) 944-0017

International Trade Consultant: Elizabeth Labey

Editor: Susan Baka
Boy Communications ~ sbaka@interfog.com

Contributor: 8.C - Beverley O'Ned
0'Nedl Marketing & Consulting bevoneil@netcom.co
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Ik about a cross-continental
’ connection! Protocall 24-hour
Call Centrelinc. of St. John’s,

Newfoundland, has won a contract
with the Silicon Valley branch of an
Israeli-based company. That's a lot of
diagonals across the world, but indica-
tive of how business is no longer bound
by geography, and proof that interna-
tional trade can be won by assertive,
sawy entrepreneurs with high-standard
services to offer.

President Judy Reid employs 15 agents
on“The Rock,”with customers across
Canada for whom she provides a spe-
cialized 800-service for catalogue
orders, Help Desk technical support,
Web-site e-mail response, and a host
of other call-centre services.Plus,
Protocall handles outgoing marketing
— post-sales inquiries, Internet surveys,
mailing lists and other ways tohelp
businesses thrive. Reid sells efficiency
and warmth, standard commodities
in Newfoundlanders,and an assetin
the telephone service “biz.”

And she sells these assets with flair.
As a participant in two businesswomen's
trade missions to Washington in No-
vember 1997 and to Los Angelesin
March 1999, she was looking for U.S. cus-
tomers.In California, she found Trivnet.

ﬁloolung toDo
Business with the
U.S.Federal
f_Govemment’

;Opportunmes are just a key stroke
‘away at the Internet site (www.gsa.gov)
©of the General Services Administration
(GSA), whlch facilitates purchases by
the U.S, govem ment —“the world’s
Iargest consumer”— and the Electronic
Postmg System site (Wwww.eps.gov).
‘More GSA opportunmes arelisted on.
thessite of the Canadian Embassy in
Washmgton, D! C.(www.canadian

;Ca adExport

THE U.S5S. CONNECTION

The Silicon Valley company is a
pioneer in e-commerce services pro-
viding a payment process for goods
purchased on-line through a program
called WISP — with Internet service

Affairs and International Trade in Ottawa,
and the Canadian Consulate General
in Los Angeles with focusing her mar-
keting and sales promotion activities.
Protocall is one of the growing

Newfoundland

BUSINESS

Lands New-found Business

provider — which allows shoppers
the security of buying on-line without
disclosing credit card infor-
mation by simply entering
their pre-registered user
name and password.

“Thie California company
and its Israeli parent is part
of growing e-commerce
opportunities. We provide
24-hour support services to WISP to
guarantee trouble-free service to cus-
tomers all over the world,” says Reid.

Reid is a fan of the Canadian gov-
ernment’s trade development services,
crediting the advice she received from
the local International Trade Centre in
Newfoundland, the Export Services for
Small and Medium-Sized Enterprises
division at the Department of Foreign

ProtCall

24 Hour Call Centre Inc.

number of call-centre businesses in
Newfoundland and Labrador,a
province which offers the
benefits of an accessible and
educated work force,and
communication capabilities
that provide modern net-
works for industries looking
to contract their call-centre
services.

Her advice to other small businesses
looking into the U.S.market:“Don't be
afraid of taking the risk,and make use
of the trade advice available from the
export experts.With the Internet,you
can offer a competitive product and
operate from a home base in Canada
where the cost of doing business is
lower and the people skills are available.”

Continued on page 23 - Newfoundland

U.S. Hospital Market

— Continued from page 12

service,” says Haigh.“We anticipate
that other publicand private hospitals
will look at them seriously given their
success with the VA.In fact, broad
access to the full gamut of hospitals
and clinics in the U.S.may become a
reality via Internet distribution.

“This is a good example of a com-
pany with a credible, targeted product

that is well equipped to market its
ideain the U.S, It spells success,and
we are pleased to have helped HTS
on the west coast.” _

For more information on HTS,
contact Kathy Kastner, CEO, tel.: (416)
656-2402,fax: (416) 654-4068, e-mail:
parentv@aol.com ¥

o (GanadExport Marh1,2000
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==ancer patients in Costa Rica will
C soon be getting better treatment
thanks to a new clinic to be built
and outfitted by Canadian companies.
An urgently needed cancer clinic is now
on its way to Costa Rica through a con-
tract signed between the Canadian
Commercial Corporation (CCC), the .
Government of Costa Rica,and Cancer
Care International (CCl).

President Miguel Rodriguez of Costa
Rica, whilein Canadaon atwo-day
visit in early February, signed a letter -
of understanding with Douglas
Patriquin, President of the Canadian

(anad/an (ommercza/
‘.,.'*“/Corporatlon

Q ,,V,iShapmg Trade

~ Solutions for

~ Canadian Commercial Corpora--

* win sales in difficult markets on-
favourable terms It provndes

1 specral access to U.S defence
~and aerospace markets and: -

~ governments and mternatronal
orgamzatlons LR

- sellers together,acting asa prime -

-~ ized markets continues to open .
. doors for thousands of Canadnan
b "compames doing| busmess in
..over 60 countnes.}
o For more mformation con--

 fax:(613) 995-2121,e-mail: mfo"V
. '@ccc.ca lntemet.www cccca

,;_Canada 5 Exporters ]

,’Afederal Crown corporatron the ]

 tion (CCC) partners with Cana- -~ . |
 dian exporters to negotiateand .

specnallzes intradeto forelgn =
- Whether brlngmg buyers and :
- contractor or working with small -

and medium- sized compames to. -
- win sales, CCC’s: access to specral{ '

© tact CCC at tel.:(613) 996-0034, -

TRADE NEWS -

Commercial Corporation, to fully co-
operate in the development of Costa
Rica's first cancer care centre.

The signing followed a tour of the
Toronto-Sunnybrook Regional Cancer

(anada Exports

Health-ca

“We are dehghted to be a part of
the process of bringing a world-class
cancer centre to Costa Rica,” says
CCC President Pat?iquin.”This isa
knowledge-based project, and it

Knovvledgeto

Costa RIC

Centre.The Sunﬁybrook facilfty isthe

model upon which the San José facili-

ty will be designed.

“We are very eager to see this pro-
ject move forward,” says President
Rodriguez.We have made great
strides in health care in Costa Rica.
Unfortunately, cancer is now the sec-
ond leading cause of death in our
country, and the hospital is urgently
needed.”

The Canadian Commercial Corporation

worked with the Canadian Embassy
in Costa Rica to bring the Costa Rican
Government and Cancer Care Inter-
national together.The US$1.56-million
contractis the first step in building a
new US$40-million cancer treatment
facrhty in the Costa Rican capital of
San José Set for completion within
two years, the medical centre pro-
ject will include Canadian design,
construction, medical equipment
and technology transfer, '
Cancer Care International is the

_Canadian company now undertaking

the assessment and first phase of the
project.“Canadian expertise in the
area of cancer care is internationally
recognized,”says Kathenne Jones,

- CCls presrdent

reflects a major change in the nature
of trade between our two countries
which traditionally has been in areas
such as wheat, fertilizers, paper and

Letter of understanding signing ceremony
(left to right): President Miguel Rodriguez
of Costa Rica; Canadian Commercial
Corporation President Douglas Patriquin;
Denis Thibault, Canada’s Ambassador to
CostaRica; and Dr.Rogelio Pardo Evans,
Costa Rica’s Minister of Health,

electrical machinery. Bringing im-
portant health-care technologies
and practices in cancer care and
prevention to Costa Rica is not only
important but will encourage even
more trade for Canada in knowledge-
based sectors.” we

[




s the_Asia—Paciﬁc region recovers
Afrom the financial crisis of the

past two years, new opportuni-

ties for Canadians with sound products

and good business plans,and investors
seeking good Asian companies at low

TRADE NEWS

economic fluctuations. A

~ Abackground paper for the meet- -
ing notes that:“With the exception of
the Canadian banks, most Canadian
players have stayed the course and a
few have moved to take advantage

Heads of Missions

Meetin

Assesses North Asia and Pacific Region

prices,are rapidly developing.Canadian
educational institutions and other
educational product and program
providers can also take advantage of
opportunities in emerging market
segments by helping meet the need
to strengthen technical and human
skills in economies that are beginning
toemerge from the shadow of reces-
sion.

- Atatwo-day meeting in Ottawa in
late 1999, Heads of Missions (HOMs)-
from Canada’s embassies, consulates
and trade offices in the North Asia
and Pacrf icregion discussed possrble
roles and opportunities for Canada in
the region.During the conference,
chaired by Joseph Caron, Assrstant
Deputy Minister (Asia Pacificand ’
Africa) and North Asia and Pacifi ic’s:
Director General Margaret Huber, talk

" covered subjects as diverse as ideas to

secure more investment in Canada by
Chinese interests, the challenges of
immigration from Asia,and how Cana-
da’s policy on human security might
unfold in each state in the region.

Opportunities knocking

Raymond Chan, Secretary of State
(Asia-Pacific), told HOMs that Cana-
dians continue to have a great inter-
estin Asia. The impact of the Asian
financial crisis, however, clearly indi-
Cates that Canada must diversify its
€xports to Asia into manufactured
Products that are less vulnerable to

of opportunities arising from a new
openness to outside help.BCl, Abitibi
Consolidated, Seagram Ltd.and
Magna International have bought
into corporations in South Korea,
Thailand and China, while Talisman
and Gulf Canada have bought into
Indonesia.There are, however,lots of -
other deals to be made for companies
who know their way around,and
even for newcomers who have a good
product and a sound business plan.”

Looking forward

Canadian governments,companies
and institutions have made a big
investment in the Asia-Pacific region
in the last two decades, and they
need to build on that investment now
with a well-thought-out and targeted
strategy that accounts for the differ-

“ent situations in each state as it

rebuilds. Japan may not recover as
quickly as was hoped,and may never .
again hold the dominant position it
had, but important opportunities will
still exist there for Canadians:

'Promoting Asian investment in

Canada

Canadian HOMs were remlnded that

in the Speech from the Throne, the
Government stated its intention to do
more than simply promote Canadian
exports.Increased effort on science
and technology and the Team Canada
concept will be followed by Invest- .

ment Team Canada.William Clarke,
Assistant Deputy Minister for Inter-
national Business at the Department
of Foreign Affairs and International

"Trade, said that attracting foreign
direct investment in Canadian busi-
ness is a top priority because it
makes a significant contribution to
productivity and innovation.

Investment Partnerships Canada

(IPC), the agency responsible for the
Government’s co-ordinated invest-
ment strategy, is working closely with
the North Asia and Pacific Bureau and
its missions seeking investment in key
industries such as aerospace, informa-
tion technology, forestry, building
products, agri-food, automotive,
chemicals and petrochemicals, life
sciences and mining.

International reforms key

The international financial system is
one of the institutions that will be
changingin response to the Asian
financial crisis.lan Bennett, Associate
Deputy Minister, Department of
Finance, touched on some of the
concerns being addressed by the
G-7,the International Monetary
Fund, and the World Bank.The role
of the private sector in the evolving
architecture of the international
financial system is one of the many
issues under discussion.-

There is also a need to reform —
and in some cases establish — laws,
regulations and polices to deal with
corruption, pension and social secu-
rity programs, and competition policy.
These areas represent opportunities
for Canada to carve out an intellectual
role fostering the required dialogue
and providing the talent, experience
and know-how to help oversee these
human capital developments. -

The overwhelming conclusion of
this Heads of Missions meeting was
that there is considerable growing
potential for Canadian businesses in
the region, and with the continued
efforts of government and the private
sector this potential will be realized.

For more information, contact
www.dfait-maeci.gc.ca/asia/ y
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NEW EXPORTER OF THE MONTH

the pleasure boat sector, Levy

Boats and Marine has made its
first significant international sale into
the United States market.

Represen ting a growing trend in

Attending the Boston Fish Expo in the
late fall of 1998 with the assistance of
the Department of Foreign Affairs and
International Trade’s (DFAIT) Program

for Export Market Development (PEMD)
— New—to—Exportmg component —

The Capels and
Style poat

he U.5.Pleasure Market by Storm

Take

with went out of their way to be help-
ful..a great expenence .agreat boat,”
says his wife Susan.

Carleton and Susan love the boat so

much that they have agreed to be the
Levys'representative in the local plea-
sure boat market — Americans affec-
tionately label Nova Scotia boats as
“Novis”"— and are helping to generate
orders.

“FairTides represents the'Sport

- Utllrty Vehicle' of the pleasure boat

- Executive Director.

by Mark Fletcher, Trade Commrssroner, ln ternatronal Trade Cen tre, Halrfax

the family-owned business of Randy
and Susan Levy has established amar-

ket presence that is driving therr busr— f
©of which the Levys are members."'lhese
" boats represent rugged quality com-

ness growth. ‘
“We arein arural area of Nova
Scotia— on Sober Island — and the

local market for ﬁshlng boats cannot

sustain us,” says Susan Levy. “We
wanted to keep on building boats
and employ our three staff,infact .
employ many more people in the{
local area,” agrees Randy Levy.“So
together we sat at the kitchen table
and with advice from a number of |
levels of government,we decided to

move mto the pleasure boatbusiness.”

Participation pays off - - -

The Boston show directly led tothe -

sale of the 30-ft.trawler yacht, M. VFarr'
Tides — custom-made during the -
summer and paid for and delivered
last October — to Carleton and Susan
Francis of Cape Cod, Massachusetts.-
“What we got was 'Novi tradition’
andLevy craftsmanship.’ Performance,
is outstanding: smooth and quiet,” -
boasts Carleton. “Everybody we dealt

]
1

* Orders have already been received
‘from Nantucket and Bermuda.

market — this is Nova Scotia’ s niche,”

says Les MacIntyre, Chair of the Nova

Scotia Boatbuilders Assocratlon (NSBA),

bined with a taste of luxury.”

LevyBoats andMannesM VFareres e

that appeals to the in-shore clientele.

Since the show, inquiries have been
coming in from all over the United
States, and even some from Europe!
The order books are so filled up that

- the Levys are planning a 3,000-sq.-ft.

~"atransitioninto pleasure boatpro-
* duction and are already enjoying suc-

* from the Canadian Embassy in -

The Levys are also developing other -
products and customers, in particu-
lar for their new 18-foot pleasure boat

. sosuccessful that the original PEMD

expansion of their plant and hope to
hire another two or three people in
the near future — typrcal of the indus-
tryin Nova Scotla where trawler yachts
ranging from $40,000 to over a million
dollars are being built. N

Helping an industry in transmon

“The Levys are an example of an
exciting trend we see happenlng in
Nova Scotia’s boat building rndustry
—atrend that we're actively encour-
aging, " says Tim Edwards, NSBA

“Many of our members are making

cess in export markets. Our industry
has tapped into a serious and sustaln-
able demand.” - g

Industry Canada, the Atlantrc
Canada Opportunities Agency, the
Nova Scotia Department of Economic
Development and DFAIT are all work-
ing towards policy and programs to
promote the export of boats from
Nova Scotia. ’

“As a matter of fact,” says Randy
Levy,“it was DFAIT's WIN Exports
tracking system [it helps the Canadian
Trade Commissioner Service planiits
recruiting strategy for trade shows
and missions] which helped us attend
the Boston show. So | would definitely
recommend that companies regrster
in the WIN database.” - 2!

Another seven Atlantic Canada'
companies participated with the
NSBA at last year's Miami Interna-
tional Boat Show, where Commercial
Officer David Ericson, from the
Canadian Consulate in Miami,and
with support from Business Devel-
opment Officer Manuel Ellenbogen,

Washington, helped Canadian ¢om-
panies find export markets.

As for the Levys, their launch'into
exports at the Boston show has been

loan of $1,740 — it helped yield sales
of $130,000 — is being fully repaid.
For more information, contact
Randy or Susan Levy, tel.:(902) 885-
2611, e-mail:levyfbr@dunmac.com
Internet: http://nsboats.com w




' he International Business
’ Opportunities Centre (IBOC)

provides a matching service —
connecting foreign buyers with
Canadian companies.The Centre pro-
vides timely, relevant and targeted
business leads from the desks of
foreign buyers to the doorsteps of
Canadian companies.

BUSINESS OPPORTUNITIES

International Business

Opportunities e

The following lists some of the Centre’s current trade opportunities. To view a
wider selection of IBOC’s current trade opportunities, simply visit the Internet site

atwww.iboc.gc.ca/eleads

Canadian exporters needing assistance in preparing international bid documents
may want to use the international contracts expertise and services offered by the
Canadian Commercial Corporation. This Crown corporation is located at 50 0'Connor
Street, Suite 1100, Ottawa, ON K1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

Cyprus— Development of the Port -
of Larnaca — The Government has
decided to adopt the recommenda-
tions of the consulting division of the
Cyprus Development Bank and change
the character of the Port of Larnaca,
transforming it into the main passen-
ger port of Cyprus.The proposed spe-
cialization into a cruise port entails

C

thm

IB@C

S Qulck Facts

. Slnce ot opened in 1995 IBOC has

: contacted more than 25,000 Cana-
cdran compames and has responded
to more than 16 000 inqurries from

‘dforelgn buyers.” :

.~ Thanks to IBOC, more than 8,500 -

‘ Canadlan firms have been in contact

2\ with foreign buyers TN

.. IBOC's sourcing experts usea .

,‘ vari ety of databases as wellasa *

: large network of business contacts

‘across the country to identify - 4

: Canadlan companies of all sizes.

: QOC is jointly operated bythe -
.Department of Foreign Affairs and .
International Trade and Industry -
*Canada, with special co-operation
,from Agriculture and Ang-Food ,

Canada itis the sourcing centre for

, lTeam Canada Inc. ’ :

the construction of breakwaters, addi-
tional berths and a large passenger
facility as well as the development of
portland enhancing the new role of
the port to provide facilities for leisure
activities, shopping centres, apart-
ments, offices, restaurants, etc. Ex-
pressions of interest are invited from
qualified consortia to invest in, man-
age and operate passenger, cruise and
leisure facilities at the port.Closing
date: April 21,2000.Contact Daniel
Lemieux, IBOC, tel.:(613) 996-0675,
fax: (613) 996-2635, quoting case no.
000118-00198.

EcypT— Investment in Road Projects
—The Ministry of Transport General
Authority for Roads, Bridges and Land
Transport (GARBLT) is inviting inves-
tors to participate in the rebidding for
technical, financial and investment
proposals for the following two road
construction projects, including links:
1) Freeway Al Fayoum/Asyout,approxi-
mately 260 km; 2) Freeway Dayrout/
Al Farafra, approx. 263 km.The request
for proposals (RFPs) may be obtained
from GARBLT s Procurement Depart-
ment, 105, Kasr Al Aini St., Cairo. Cost:
E£5000 in cash or by certified cheque
in the name of “General Authority
for Roads, Bridges & Land Transport.”
For those who had bought the RFP,
amendments are available.Closing
date: April 17,2000.Contact Daniel
Lemieux, IBOC, tel.:(613) 996-0675,
fax: (613) 996-2635, quoting case no.
000125-00279.

UruGuay — Investment in Hotel Re-
furbishing/Partnering Opportunity
— Enlargement and refurbishing of a
hotel in the Old City in Montevideo,
the financial and business centre of
the country’s capital. The hotel, which
started in 1955, has 24 rooms, each
decorated in a different style, a restau-
rant and a pub. Clients are mainly
executives and business people with
high socio-economic profiles. Average
occupancy reached 58 per cent in
1997 and is on the rise.The project
seeks to add 22 new rooms, two con-
ference rooms and a restaurant.The
building to be remodelled is next
door to the hotel and is of a similar
date and design.Tourism in the city
and business, in terms of number of
foreign visitors — over 1 million in
1998 — is the most important in

the country.The regional economic
agreement MERCOSUR has generated
an important and constant flow of
business people from member and
foreign countries, in line with new
and future company strategies. In
addition, Montevideo has been desig-
nated Administrative Capital of the
MERCOSUR, for its privileged geo-
graphical location, which has played

an important role in the development -

of tourism in the city.Total amount of
investment is estimated at US$3.8 mil-
lion,and the time of completion is
one year. Repayment period is pro-
jected to be six years.The company
seeks a joint venture to finance and
operate the new and enlarged hotel.
Closing date: April 21,2000. Contact
Daniel Lemieux, IBOC, tel.:(613) 996-
0675, fax: (613) 996-2635, quoting
case no.000120-00237.

IBOC Trade Opportunities — Find out
more at www.iboc.gc.ca ¥

3 CanadExport March 1,2000
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e wonderful aroma of awarm
’ sweet pastry is becoming com-
monplace at many tourist locales
across Canada — but there is nothing
common about this delicious, uniquely
Canadian confection. Named for its
resemblance to one of Canada’s fore-
most national symbols, BeaverTails®
is the creation of Grant Hooker, who,
together with his wife Pam, have taken
a family business and turned it into an
immense Canadian and, recently, inter-
national success.

- BeaverTails is the trademark brand

name for the lightly cooked whole
wheat pastry developed by BeaverTails

CanadaInc. In 1980, the first BeaverTails

store was established in Ottawa’s
Byward Market and since then the
number of locations has expanded to
over 100 recreational and tourist
sites in Canada, the U.S.and abroad.
“The local and national success of
BeaverTails has been tremendous —
whether it is skating on the Rideau
Canal in Ottawa or skiing down the
slopes atWhistler in British Columbia,”
says President Grant Hooker. “Cana-
dians love to eat this savoury pastry

. and identify it as uniquely Canadian.”

Its identification as a Canadian
product led to BeaverTails being sold
atWalt Disney World in Florida.In 1995,
Disney officials approached the Cana-
dian Consulate in Miami, to locate the
makers of the product they had heard

- so much about.Consulate staff turned

to the International Business Oppor-
tunities Centre (IBOC) to search out
the company. Sourcing Officer Karen
Sowalski found BeaverTails in the WIN
Exports database and provided the
details to the Consulate. It wasn't long
before a licensing agreement was nego-

“ tiated and people began enjoying this

Canadian delicacy at one of the world’s
most famous tourist attractions.

“The Walt Disney World licensing
opportunity was our first experience
exporting to a foreign market,” says
Hooker.“Thanks to IBOC and the Cana-

_dian Consulate,we were able to expand
L o . .
into a new market quickly and gain the

knowledge and exposure needed to
consider other international markets.”

]

/

1BOC SUCCESSES

Buoyed by the success at Disney
World, BeaverTails ventured into other
key tourist sites across the U.S.,includ-
ing Vail, Colorado and Snowshoe,
West Virginia, through licensing
agreements or franchise operations.
By focusing on popular tourist and

Beaverlail

Hooker about opening a franchise in
Manila,who sought out the assistance
of the Canadian Embassy in the .
Philippines. According to Hooker,
“Ambassador Treleaven and the
Embassy staff in Manila were instru-
mental in helping us establish a

(anadalncs

Recipe for Success

recreational facilities, the company was
able to sell the pastry’s appeal to a
larger, global market. Many tourists -
from abroad returned home exhorting
the virtues of Canadian BeaverTails. It
was time to look at“going global.”

In choosing which countries to
target, Hooker researched every possi-
bility. Trade officers at Canadian em-
bassies and consulates assisted with
vital local knowledge and introduc-
tions to key trade and franchise spe-
cialists. The product’s adaptability
made it widely accepted by different
cultures and countries worldwide and
has enabled BeaverTails to expand
into such diverse countries as Puerto
Rico, Indonesia, Scotland and Costa
Rica.Hooker attributes the universal
appeal of BeaverTails to its unique
preparation and its ability to please
any palate.

“BeaverTails can be enjoyed with a
wide variety of toppings,” says Hooker.
“From a sweet topping of cinnamon
and sugar to the savoury taste of gar-
lic butter and cheese.The choice of

-toppings can be adapted for every

cultural preference.” In Costa Rica, a
popular topping reminiscent of child-
hood is condensed milk — with a lit-
tle chocolate.

BeaverTails, served with mango
jam, can now be enjoyed in the
Philippines.Manuel Saggroat, a suc-
cessful entrepreneur,approached

presence in the Philippines and

develop a business relationship with
Mr. Saggroat."With a franchise arrange-
ment in place, the first BeaverTails
store in Manila opened in July 1999,
and has enjoyed tremendous success.

What's next for this dynamic Cana-
dian company? A raw dough manu-
facturing plant will be located in the
Philippines, using Canadian ingredients
and equipment, where possible. An
essential component in the prepara-
tion of BeaverTails is whole and cracked
Canadian wheat, which will be usedin
the frozen dough version as well.

“The unique characteristics of
Canadian wheat make it an integral
part of the success of BeaverTails.
Much of the pastry’s flavour can be
attributed to Canadian whole and
cracked wheat, which we feel are
superior to other grains around the
world,” says Hooker.In additionto a
frozen dough plant, the company has
teamed up with Robin Hood Multi-
Foods to create a dry mix version of
the product.

Just like its name, there's no stop-
ping this industrious, hardworking
company from accomplishing its task.
and for BeaverTails Canada Inc,, this
means ensuring its wholesome, deli-
cious pastry is available to consumers
the world over.And, it is well on its
way. W '
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TRADE FAIRS AND MISSIONS

Seeking Sponsors

LiMA, PERU AND MUNICH, GERMANY — May
7-30,2000 — This year, two teams of
15 students from the faculties of
Administration and Science and
Engineering of Laval University’s
Bachelor’s and Master’s program will
be travelling to Munich,
Germany and Lima, Peru.

Each year a target country is
selected for the students to carry
out their assigned mandate.

This year marks a first, since
previously only one mission
per year was organized.

Established in 1996, Laval
University’s Missions Commer-
ciales Etudiantes Inc. has sent
trade missions to Argentina,

Chile and Colombia. It provides
international market develop-
ment services for sponsoring
Quebec companies and organi-
zations.

The students taking partin the
missions this year are seeking spon-
sorships. Businesses are therefore
invited to take advantage of the
opportunity available to them.

The services proposed include mar-
ket studies; research into potential
investors, partners or cIients,: product

Laval University’s Student Trade Missions

and service distribution; and other
customized services as required.The
mandate consists of confirming in
the field conclusions drawn from an
analysis done in Quebec. A detailed,
professional report is given to the

Laval University’s Sudent Trade Mission members.

sponsoring companies when the
missions return.

Since the organization was formed

in 1996, over 40 Quebec companies
and small and medium-sized enter-
prises (SMEs) have placed their confi-
dence in Missions Commerciales

Etudiantes.These include CGI Group,

Bell Canada International, Précitech,
Prima Télématique, Planchers Bois-

Francs PG, Technologies Lyre Inc,,
Logiciels Avantage, and Gespro.
The sponsoring companies provide

~ partial funding for the missions, which

rely chiefly on support from the federal
government through Canada Econo-
mic Development and the Quebec
Department of Industry and Commerce.

“I was pleasantly surprised by the
vitality and professionalism of the stu-
dents and the mission,” says Rémy
Brodeur of Bell Canada Inter-
national, who assigned two
mandates to the Colombia mis-
sion.

"Missions Commerciales
Etudiantes enables students to
acquire exceptional hands-on
experience in international
trade.They come back more
mature and much better pre-
pared for the careers ahead of
them,” says Gérard Verna, a
professor with the Department
of Management, Faculty of
Administration, Laval University,
which has supported this pro;ect
sinceitbegan.

For further information — there
are a few sponsorships left, but they
are being snapped up — contact
Sandrine Jobin, Administration
Student, Missions Commerciales, tel.:
(418) 656-7399, e-mail: info@missions-
commerciales.qc.ca Internet: www.
missions-commerciales.qc.ca %

Where Canada Meets the World!

Guided tours of the Lester B. Pearson Building, home of
the Department of Foreign Affairs and International
Trade, are once again open to the public.

Tours will be conducted between April 3 and

November 10, 2000.

For more information, or to book a tour, call (613)
992-9541, or e-mail: maricarmen.charbonneau@

dfai.t,-maeci.gc.ca W

PR

~ @ (anadExport Mach1,2000




—

-8 (anadExport Marh1,2000

prrm—— PP p——

TRADE FAIRS AND MISSIONS

NEXSA Telecommumcatlons M|ssmn Gomg
to Colombia and Venezuela

CoLomsIA AND VENEZUELA — March 13-17,
2000 — The NEXSA program,witha
focus on South American markets, is
inits second year. It was created toin-
troduce companies — with exporting
experience to markets other than South
America — to this dynamicregion. -

Business
Opportunities at
the United Nations

New York Crry — May 31 - June 1,2000
—The United Nations purchases goods
and services worth approximately
$3 billion annually. At the International
Aid &Trade Exhibition and Conference
you will find out how tobecome a
potential UN supplier.Organized by -
the Winchester Group, and co-spon-
sored by the United Nations Office
for Project Services, this show is an
unprecedented opportunity to learn
about doing business with the United
Nations. Senior procurement officers
will explain their bidding procedures,
tell you what they buy and where,and
help you get on their supplier rosters.
Many UN agencies will have display
booths, and you will be able tomeet
one-on-one with procurement officers.

Don't miss this opportunity to have
your company represented at Inter-
national Aid & Trade 2000.

For more information, visit the
show’s Internet site at www.aidand-
trade.com To reserve booth space,
contact by e-mail: kevinsammon@
aidandtrade.com For questions about
doing business with the UN and to
learn more about its procurement pro-
cedures, contact Lisa Rambert, Cana-
dian Consulate General, New York,
e-mail:lrambert@canapple. com, fax:
(212)596-1793.% .

For a $500 fee participants will
receive a translation of their company
profile in Spanish; a pre-departure
information session on doing business
in the two markets; detailed informa-
tion on the telecommunications sec-
tors in Venezuela and Colombia; a
customized appointment schedule; a
visit to EXPO-COM ANDINO (one of
the major regional telecommumca—
tions shows in Colombia); and follow-
up assistance.

The mission program may also
include networking receptuons with
local associations and trade media;
site visits; individual appointments
with distributors, agents;and meetings
with potential joint venture partners.

For this special NEXSA mission par-
ticipants will also be part of the Cana-

dian Symposium onTelecommunica-
tions and Informatics Technology and
Services, organized by the Canadian
Embassy in Bogota and fully supported
by:Nortel,Newbridge, Teleglobe,and
BCI; Industry Canada; the Camara
Colombiana de Telecomunicaciones y
Informatica (one of the main telecom-
munications and informatics industry
associations in Colombia); the Colom-
bian Software Federation; the Infor-
mation Technology Support Center;
and the organizers of EXPO-COM
ANDINO. '

At this seminar Industry Canada is
working with private sector partici-
pants to present Canadian telecom-
munications capabilities to Colombian
business participants.

For more information — apply as
soon as possible — contact your local
International Trade Centre or the
South America Division, DFAIT, fax:
(613) 943-8806. %

Peru Mining Show Perfect Placeto
Uncover New Opportunities

Lima, Peru — May 2-5,2000 — Very few
mining markets are expanding as fast
as that of Peru. Although metal prices
were down in 1998, the value of produc-
tion from Peru’s mines was up 6.8 per
cent.In the first six months of 1999,
gold production was up 48 per cent
over the previous year, while copper,
zincand lead increased by 9 per cent,

~ 6 per centand 4 per cent respectively.

Canad|an investments in Peru, now
atUs$1.8 billion, are expected to reach
more than US$7 billion within the
next seven years, with much of this
investment in mining. :

Mining companies operating in Peru
purchase about US$1.8 billion worth of
equipment and services annually, most
of which isimported.This demand will
increase as new mines open and exist-
ing mines are upgraded.

Peru Gold, the Fourth International
Gold Symposium and Trade Show, is

expected to surpass the 1998 event,
which attracted over 1,100 delegates,
800 visitors and 124 exhibitors.

The Canadian Association of
Mining Equipment and Services for
Export (CAMESE), which participated
in the 1998 show, recommends Peru
Gold highly for those selling to the
exploration, feasibility study, extrac-
tion and processing areas of the min-
ing industry. :

With Expomin 2000 taking place

" the following week in Chile (see next

page), Canadian mining companies
may wish to take advantage of this
unique opportunity by attending
both events.

For more information, contact
OscarVasquez, Senior Commercial
Officer, Canadian Embassy, Lima, Peru
tel:(011-511) 4444015, fax:(011-511
444-4347, e-mail: oscarvasquez®
dfait-maeci.gc.ca w
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TRADE FAIRS AND MISSIONS

SANTIAGO, CHILE — May 9-13,2000 —
EXPOMIN is Latin America’s largest
and mostprestlglous mlnlng trade
show.. .

 Each of the last four events attracted
more than 100 Canadian suppliers to
Canada Pavilions which, since 1998,
are organized by the Canadian Asso-
ciation of Mining Equipment and
Services for Export (CAMESE).

Chilean mineral exportsin 1999 -
were valued at close to $2 billion,
almost half of the nation’s total-
exports.The country’s mining sector
is particularly attractive to both IocaI
and foreign investors. .

Today, Chile is the largest producer
and exporter of copper in the world.
Infact, by 2000, it was estimated that
annual Chilean production of fine cop-
per would surpass 4 million tons.This
will represent 40 per cent of total world
production of approximately 11 mil-
lion tons. In addition to copper;gold-
production has increased from 20 to
36 tons/year and silver production
from 500 to 850 tons/year since 1987.

The expansion of mining activity
over the last decade and the wave of
mining projects under preparation
have generated a high and continuous

Good Prospects in Store at Latin America’s
Largest Mining Trade Show

demand for mining equipment.Im-
ports represent approximately 80 per
cent of the mining equipment mar-
ket, valued at $770 million in 1999,

Canada's presence in local mining
operations has increased significantly
in recent years, with Canadian autho-
rized investments in the mining sec-
tor having surpassed $7.5 billion.

Canadian companies supplying
equipment/services in the mining
sector are constantly increasing their
presence in the Chilean market. Many
have set up commercial agreements
such as joint ventures with local firms
to have a competitive presence in the
market and to use the local expertise,
contacts and labour skills. There are
an estimated 150 Canadian mining
equipment and service companies
active in Chile.

Chile’s largest mining company,
the National Copper Corporation of
Chile (Codelco-Chile),is a government-
owned company thatin 1998 pro-

duced 1.4 million tons of copper, or
about 40 per cent of all Chilean cop-
per exported to foreign markets.
Codelco’s programmed investment
in current projects is $667 million for
this year, expected to reach $1.09 bil-
lionin following years.

Canadian producers of machinery
and mining equipment and services
are respected for their state-of-the-
art technology and leading mining
methods and processes. And with
the signing of the Canada-Chile Free
Trade Agreement, the majority of
mining equipment products enter
Chile duty free. All good reasons for
Canadian mining suppliers to partici-
pate in EXPOMIN 2000.

For more information, contact’
Francis Bourqui or Catherine
Resentera, CAMESE, tel.: (905) 513-
0046, fax:(905) 513-1834, e-mail:
minesupply@camese.org %

Interbuild Australia 2000:
A Show Worth Bulldmg On

MELBOURNE AUSTRALIA —July 16-19,
2000 — Success in the building
lndustry beyond 2000 will rely on
innovative promotional strategies
and deVeIoplng industry-wide con-
tactsin an increasungly complex '
marketplace

Interbuild 2000 — Australia’s 14th
International Building Materials -
and 'Equipment Exhibition — is that
country s premier showcase for the
commercial, industrial and domestic
building and design industries, pre-
senting an invaluable opportunity for

your business to establish new cllents :

and generate sales. .

With a trade-only audience of over
15,000 buyers and specifiers, Interbuild
can be a powerful component of your
company’s marketing strategy.”’

The show incorporates many major
industry events, each with seminars,
including: Tilex 2000, Frame Austra-
lia 2000, National Plumbing Show
2000 and Interiors 2000. ‘

" In addition, Interbuild has special
feature areas making it easier for visi-
tors to locate any product material
or service: Window and Glass Tech-
nology, Computerbuild, Safety and

‘Security,and Building Materials and
Equipment.

“Companies new to Australia can
simply display their brochures in
the giant brochure stand, or share a
booth with another related Canadlan
company. -

For more information, contact,ln )

Canada: Robert Grison, President,
Canadian Export Development, tel.:
(613) 825-9916,fax: (613) 825- 7108,
e-mail: cced@sympatico.ca.!n Austra-
lia: Kevin Skauge, Business Develop-
ment Manager, Canadian Consulate
General in Sydney, tel.: (011-61-2)
9364-3049, fax: (011-61-2) 9364-3097,
e-mail: kevin. skauge@dfart-maecr
gc.ca W -
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TRADE FAIRS AND MISSIONS

THESSALONIKI AND ATHENS, GREECE —
May 22-26,2000 — The Department
of Foreign Affairs and International -
Trade (DFAIT) is organizing a trade
mission to Greece to capitalize on the
country’s growing information and
communication technology (ICT)
sector, as well as others.The mission
leader will be John Cannis, Parlia-
mentary Secretary to the Minister of
Industry and Member of Parliament
for Scarborough Centre.

Based on market potential, this

mission will identify trade opportu—‘, -

nities in the Greek market, and will

_ definitely benefit from a high- level

Canadian delegation.There are a .
number of Canadian firms actively
pursuing trade opportunities in
Greece, including Northern Telecom,
which recently establlshed an office
in Athens. .+ - SR
Canada’s high tech and services-
knowledge and expertise is key to the

~ Growmg I(T Sector Target for Planned

Trade Mission to Greece .

success of this mission. Companies
participating in this mission are likely
to yield results and economic benefit
for Canada.The mission will be pur-
suing such sectors as environment
(waste management), telecommuni-
cations, engineering, aerospace, elec-
tronic, financial services, health care, .
mining and construction, as well as
opportunities related to the Olympic
Games in 2004 and the Balkan's
reconstruction efforts.

The mission will include seasoned
Canadian exporters to Greece along
with new-to-market exporters from
across the country. Priority will go to
companies with experience in the
Greek market as well as internationally.

Calgary Strikes it Rich with Major
Petroleum Show and World Congress

CALGARY, ALBERTA — June 11-15,2000
— For the first time, Calgary presents
the unique combination of the 16th
World Petroleum Congress (WPC)
and the National Petroleum Show
(NPS). At the Congress, senior govern-
ment and industry representatives .
of the'57 major petroleum producing
and consummg countries will meet °
under the theme, Petroleum for -
Global Development: Networkmg ‘
People, Business and Techno!ogy to -
Create Value.

The 3,000-4,000 attendees WI" dis-
cuss broad issues for the petroleum
industry,new developmentsand
progress in specific industrial areas. '
Upstream and downstream topics
will be examlned drawing decision
makers, not only from the oil and gas
sector but from the transportatlon

i

~and 1-888-799-2545, ext.566, resper

environment and energy sectors at
large. The NPS is expected to attract
1,400 exhibitors.

The Canadian Trade Commissioner
Service will have a major presence at
this event.Look for further details,
including a complete list of the trade
officers that will be attending and
how you can meet with them,ina
future issue of CanadExport.

Thls is a global event;if you want
to attgnd make your plans early!

For more information, take a look
atthe WPC and NPS Web sites at
www.wpc2000.com or contact
them by phone at (403) 218-2000

DFAIT will organize a specialized
business program for each participant
that will include individual meetings
with Greek companies; group meet-
ings with business associations; semi-
nars and receptions;and meetings
with government officials. Time will
also be available to pursue indepen-
dent activities. .

The deadline for registration is
March 17,2000.

For more information, or to regls-
ter, contact Jean-Louis Robitaille,
Trade Commissioner, tel.:(613) 996-
4484, fax:(613) 995-8783, e-mail:
jean-louis. robitaille@dfait-maeci.
gc.ca W

Missionto
Morocco
Postponed

The environmental mission to
Morocco slated for last month
(see the January 17 issue of
CanadExport, p. 15) has now
been postponed to May-30-
June 1,2000.

For more information, contact
Lucie Tremblay, Trade Commis-
sioner, Maghreb and Arabian
Peninsula Division, DFAIT, tel.:
{613) 944-6590, e-mail:lucie.

tively, W

tremblay@dfait-maeci.gc.ca W
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TRADE FAIRS AND MISSIONS

Germany

FINLAND, SWEDEN, NORWAY, DENMARK AND
GERMANY — June 2000 —The Depart-
ment of Foreign Affairs and Interna-
tional Trade (DFAIT) is organizing a
New Exporters Overseas (NEXOS)
mission to the four Nordic countries
and Germany. ‘

The mission is designed to intro-
duce the Nordic information and
communications technology (ICT)
market to Canadian companies that
have not exported to the reglon
before. ,

NEXOS missions expose compa-
nies to market opportunities, identify-
ing emerging trends and market

Newfoundland
Business

— Continued from page 13

From her experience, American
buyers are very open to hearing
the benefits you can offer,and dis-
tance has not been an jssue.

>,
Protocall’s business has grown by
word of mouth.“We have a roster
of satisfied customers,and one
attracts another.We're selling ser-
vice and experience, and the testi-
monials help expand the
business.

“For added value, this year we
Were the first call centre to wel-
come in the new millennium in
North America due to our unique
time zone,” claims the entrepre-
neurial Judy Reid.

For more information about
Protocall, contact Judy Reid, -
PreS|dent,te| :(709) 747-2255,
fax:(709) 747-2254, e-mail:
Jreid@protocall.nf.ca' w

P '

| f ICI' Miséion Going tothe Nordicsand

characteristics, explaining the aspects
of doing business in the target coun-
tries,and explaining how to develop
strategies to achieve distribution and
sales.’

Each missionincludes a full day of
briefings on how to find an agent, dis-
tributor, or associate, and provides
information in areas such as customs
procedures, market access, shipping,
labelling, distribution channels and
currency regulations, through semi-
nars and workshops, which include
local speakers.

The mission will have stops in
Helsinki, Stockholm, Oslo, Copenha-
gen, and one German destination.
Participants interested in visiting
other European posts after the mis-

sion may make arrangements
through the mission organizer
(below) to take advantage of the
services offered by the Trade
Commissioner Service’s worldwide
network.

Participants in NEXOS are respon-
sible for their own transportation,
accommodation and living expenses.
NEXOS will cover associated program
expenses such as meeting rooms,
speakers and local transportation.

DFAIT’s InfoExport site (www.
infoexport.gc.ca) offers a number
of market reports on the target
countries. ]

For more information on the mis-
sion or to receive the NEXOS registra-
tion forms, contact Gayle McCallum,
European Business Development,
DFAIT, tel.:(613) 996-1530,fax: (613)
944-1008, e-mail: gayle.mccallum@
dfait-maeci.gc.ca %

Australian Food Shows Spell
Opportunities for Canadian Companies

MELBOURNE, AUSTRALIA — November 17-
20,2000 — Australia’s largest exhi-
bition for the food and beverage
industry, Fine Food Australia, an
international event showcasing the
latest innovations in food, drink and
equipment, draws about 500 exhi-
bitors from Australia and 20 other
countries.The trade-only exhlbltlon
attracts an audience of more than
24,000 from key industry sectors,
including supermarkets, convenience
stores, restaurants, clubs, hotels and
catering institutions.

Feature areas within Fine Food
Australia focus on such areas as
bakery, confectionery, dairy, bever-
ages, meat, seafood and equipment.

Fine Food Australia incorporates
a number of major events including
the Supermarket Show, part of

Supermarket Australia, an interna-
tional exhibition for supermarkets
and convenience stores highlighting
the latest retail technology and gro-
cery products from around the world.

Together, these two shows form
the largest food, beverage and
equipment event in Australia. Also
taking place at the same time is the
Australian Food Congress, a presti-
gious event with dedicated confer-
ence streams for the supermarket
sector.

For more information, contact
Australian Exhibition Services Pty Ltd,
llloura Plaza, 424 St Kilda Road,
Melbourne, VIC 3004, tel.:(011-61-3)
9261-4500, fax:(011-61-3) 9261-4545,
e-mail: shows@ausexhibit.com.au
Internet: www.ausexhibit.com.au/ %

&> (anadExport marh1,2000

-~




> (anadExport March1,2000

The (anadian Trade Commissioner Service

Additional Services

Participation in events and
logistical support

You're planning a visit to your target
market to meet the key contacts
we've identified for you. During your
visit, you intend to participatein a
local trade fair. The offices of the
Canadian Trade Commissioner

" Service (TCS) abroad can help you

make the most of your participation
in such an event. We can also help
with your logistical needs while
you're there. Of course, you don't
have to be planning a visit ta:your
target market to need logistical sup-
port: if you're looking to buy bid doc-
uments or you want someone to
attend the bid openings on your
behalf, we can help you with that, too.

Participation in events -

If you need representatives to staff a
booth at a trade event, we can refer
you to a qualified service provider who
speaks the local language and has
experience representing companies
at such events. We can also recom- .
mend local service providers skilled at
handling the details of market events
such as mail outs, recruitment and
contact points. These service provi-

TRADE NEWS

give you information on ﬁndmg spe-
cific Web sites and tips on handling
tenders via the Internet.

For more information on the Cana-
dianTrade Commissioner Service or to
obtain a list of our third-party service
providers in various foreign markets,

ders are local companies we work visit our Web site www.infoexport.gc.ca

with regularly and trust fully. Our The Canadian Trade Commissioner

- role is to identify the best service Service Core Services
providers to respond to your needs. * Market Prospect
Logistical Support * Key Contacts Search
Logistics * Local Company Information

Sometimes, arranging logistical sup- ¢
port such as airport pick-upanddrop
off, local transportation and hotel

reservations can be a challenge. The

Visit Information
Face-to-face Briefing
* Troubleshooting’

CanadianTrade

Commissioner v

Service can help. (( THE CANADIAN

I mostmarkets, [) TRADE COMMISSIONER

we can refer you SERVICE Serving Canadian Business Abroad
to selected

Additional Services

* Appointments and Meetings
Blddmg ASSlStance . ' . Logisﬁcal Support

Participation in Events

qualified third parties, who offer these
services at a cost.

In many markets, you will have no d|f- .
ficulty obtaining tender documents .
directly from the organization manag-

ing the tender, If you prefer,theTrade .~ Business Support Services w

. Commissioner Service can refer you

to qualified local agents who will
order and courier bidding documents
on your behalf. Also,many tender

‘announcements and bid documents

are available on the Internet.We can

[Enquiries Service

R

DFAIT's Enqumes Service provides counsellmg, publlcatlons, and referral sevices
_toCanadian exporters, Trade-related information can be obtained by calling

1-800-267-8376 (Ottawa reglon 944-4000) or by fax at (613) 996-9709; by calling the Enquiries Service FaxLink
: (from a fax machlne) at (61 3) 944-4500 or by accessmg the DFAIT Internet site at www.dfait-maed.gc.ca
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art technologies, especially in life
sciences such as microbiology and

_medicine which were developed over

the years in 16 public research depart-
ments and universities and in a dozen
science research parks.

Strong collaboration between science-
based academic teams, entrepreneurs

A WINNER IN VIEI'NAM

Scholarshlp winner Vuong Phuoc Tri (left)
and the three semi-finalists in the McCain
scholarship contest.

See story page 14

.4_-.

«

and investing industries are a well-
established feature of the Belgian
biotechnology industry which has
developed expertise in health care,
agrobiology, environment, biochemical
and genetic engineering.

Moreover, both federal and regional
governments continuously support
collaborative research through flexible
and significant incentives. International
companies developing activities and
investing in Belgium can benefit from
a large pool of financial subsidies at
three levels:federal (the State), regional
(the three regions) and European (the
European Union).

Key players

Belgium has benefited from early
investments in biotechnology, owing
to the strong local presence of phar-
maceutical companies which were
initially the main source of industrial
funding.

- Continued on page 4 - Bio-Pharmaceutical

Winaﬁng on the Web with Help from CCC

Canadian Commercial Corporation (CCC)
has helped Montreal company land
coveted contract with NAFTA Customs.
Clickon Technologies hasn't looked
back since.

Although it's not yet five years old,
Clickon Technologies is already a
respected veteran in the fast-paced
Internet world. The Montreal Web-site
developer has grown quickly and
attracted a number of high-profile
clients,among them the organiza-

tion that administers the North
American Free Trade Agreement
(NAFTA).

“We were there in 1995, when the
Internet really started,” says Albert
Zaccour, President of Clickon
Technologies.”We've always looked at
the Web as simply another marketing
medium, like TV, radio or print,and
our goal was to merge our marketing
and technical skills to offer this new
medium to our clients.”

Continued on page 12 - Winning .
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elebrating the opening of the
C Honorary Consulate in Naples, .

the Canadian Embassy in Rome,
in conjunction with the Unione

Industriale di Napoli, and with the sup-
port of the Department of Foreign

- Upening'
(onsulate

Affairs and International Trade, Agri-
culture and Agri-Food Canada and the
important contributions of several
Canadian and Italian sponsors, staged
an ambitious series of profile-raising
events from January 19 to 23, 2000.

“Canada Days in Naples: From
Igloos to High-Tech,” is how one lead-
ing newspaper captured the events,
designed to raise Canada’s profile as a
modern, diverse society,and to pro-
mote Canadian business prospectsin
the often neglected south of Italy. |t
included everything from high-tech, .

- business meetings, a concert by the
Canadian Brass, Inuit art and photo
exhibitions,a tourism seminar, food
promotion and academic events, key
political and press encounters and a
conference on development co-oper-
ation focusing on Africa. A

And, like the oranges, tomatoes,
olives and grapes traditional of the
Naples region, the message fell on fer-
tile ground capturing extraordinary
media coverage,and business partici-
pation.Over 8,000 people visited the
Information/Tourism Gazebo, jointly
organized by the Canadian Embassy
and the Canadian Tourism Commis-
sion,and the extensive media cover-
age generated was overwhelmingly
positive, :

IT symposium a hit C

Featured during the Giomate Canadese
(Canada Days), was a major symposium
oninformation technologyﬁ (IT)

TRADE NEWS

featuring three core events — the
signing of a memorandum of under-

standing (MOU); corporate announce-

ments by Nortel and Celestica; and
a seminar on e-commerce — that
attracted over 275 people, two key

nadian
Naples

Italian federal Ministers (Piero
Fassino, Foreign Trade and Salvatore
Cardinale, Communications) and the
Mayor of Naples.

The tremendous response demon-
strated the explosion of interest in the
Internet in ltaly and particularly in the
South where significant opportunities
exist for Canadian companies. A key
element of the event was an MOU
for co-operation between Italy and
Canada on information technology
signed by Minister Fassino and
Canada’s Public Works and Govern-
ment Services Minister Alfonso
Gagliano.The MOU is a concrete busi-
ness document meant to open op-
portunities for partnerships between
Canadian and Italian IT companies.

With more than 200 small and
medium-sized enterprises, Canadian
and Italian Ministers and a Mayor,
over 60 Canadian company represen-
tatives,and local and national press
and TV coverage, the IT symposium

. was the high point of the five-day

program.
Support substantial

Numerous Canadian and Italian com-
panies (Eicon Technologies, Dolphin,
Microforum Italia, TIW,Newbridge,
IBM, Aéroports de Montréal, Banca
Commerciale ltaliana, Alenia

-Aerospazio,Canadian Wheat Board,

Corel, Canadian Tourism Commission,
Canadian Airlines) participated and
contributed over $100,000, which
funded not only the IT program but

also the gala dinner and other cul-
tural events.. - ~

Corporate announcements

Following the MOU signing, Celestica
of North York announced a $500-mil-
lion investment in Italy by buying two
former IBM plants with 1,300 employ-
ees, making it the largest Canadian
company in Italy. Nortel announced
another record sales year in Italy; and
MDA of Vancouver signed a $70-mil-
lion satellite procurement agreement
with Alenia Aerospazio on behalf of
the Radarsat Il consortium.

Focus on Canadian culture,
lifestyle

One of the highlights of Canada Days
was the opening of a moving multi-
media exhibit entitled “Italian Immi-
gration to Canada:The Departure, the
Voyage and Arrival at Pier 21,” organized
Continued on page 8 - Canadian
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BUSINESS COUNCIL/ASSOCIATION NEWS

.

UBI Chamber is a national volun-
- teerorganization whose purpose
is to develop and strengthen

investment, trade and commerce
between Canada and Ukraine.

Goals

1. Encourage Canadian investment in
Ukraine. : :

2. Establish networks and strategies
for working within Ukraine.

Ukrainian companies,including
access to the experience of Canadian
firms doing business in Ukraine.

Contacts

* 1. Organization of meetings involving

key Canadian and Ukrainian busi-
ness and government representa-
tives to provide information on

networking opportunities for invest- .

ment in Ukraine.

(anada-Ukraine
Business Initiative

(CUB|%eChamber)

3. Identify prime sectors in the
Ukrainian market for Canadian
businesses.

4, Support the Canada-Ukraine
Intergovernmental Economic
Commission by presenting the
issues that affect Canadian busi-
nesses operating in Ukraine.

5. Consolidate and maintain support
of governments.

6. Lobby and inform Canadian and
Ukrainian lawmakers in order to
simplify trade and commerce
between the two countries.

CUBI Chamber offers:

Representation

1. Representation of business issues
to Canadian and Ukrainian govern-
ments for more efficient and expe-
dient solution to roadblocks.

2. Representation on the Intergovern-
mental Economic Commission on
specific issues affecting Canadian
companies in Ukraine through the
energy, construction and agricul-
ture sectors.

3. Development of business relation-
ships between Canadian and

' '

2. Networking with members of other
Eastern European chambers of
commerce by holding joint meet-
ings and exchanging information
on business events.

3. Opportunity to discuss challenges
" and successes in Ukraine, and to
seek advice from fellow Chamber
members.

4, Access to business opportunities
(information on tenders, search for
partners, investment opportunities,
job ads, etc)) through the CUBI
Chamber.

Information

1. Access to information on the latest
business ventures between Canada
and Ukraine, information on critical
political and economic events and
tax laws, and Canadian and
Ukrainian businesses.

2. Notices of CUBI Chamber meet-
ings, seminars and conferences,
which present topics of interest to
members; and discount member
rates for these events.

3. Access to an updated Internet site
with links to |mportant newson
Ukraine.

CUBI2000-The Event

The Canada Ukraine Business
Initiative (CUBI) 2000 is a trade devel-

,0pment program designed to seek

new opportunities and build business
partnerships between companies and
agencies in Canada and Ukraine.
Energy, agriculture and construction
are the three industry sectors of pri-
mary importance in Ukraine’s econ-
omy. However,there are many other
areas of interest to Canadian business.
The Chamber is in the planning
stages for its CUBI 2000 event — this
time to be held in Kyiv in May 2000.

Inside CUBI 2000

1. Network with other businesspeo-
ple from across Canada who are
looking at exporting to Ukraine.

2. Meet Ukrainian businesspeople
who are interested in doing busi-
ness with Canadians.

3. Investigate first-hand the market '
potential for your product,in a sup-
portive and open environment.

4. Begin to develop, or expand, your
Ukrainian network and develop
intelligence regarding the
Ukrainian marketplace.

5. Explore joint ventures, trade deals,
licensing agreements; investigate
links with industry and govern-
ment.

6. Take advantage of the opportunity
to participate at a special price.
For more information on the

Chamber or CUBI1 2000, contact Gill

Giles, Executive Director, CUBI

Chamber, Winnipeg, tel.: (204) 477

1260, fax: (204) 477 6346, e-mail:

cubi.chamber@mb.sympatico.ca v
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— Continued from page 1

Key companies and organizations
in this process include affiliates of
foreign firms such as Baxter, CAF-DCF,
Red Cross, Janssen Pharma (Johnson
& Johnson), Lilly, Pharmacia-Upjohn,
Pfizer,and SmithKline Beechham
Biologicals.

Typical Belgian firms include
Solvay which has an affiliate in
Scarborough, Ontario — Solvay
Pharma — with 140 employees and .
specializing in the production of

the Pantoloc drug used for cases of

esophageal reflux.
The company also does research in

* therapeutics, gastroenterology, cardi-

ology and gynaecology. Last year,
Solvay — it is open to new partner-
ships — increased its presence on the
U.S.market by developing alliances
with Unimed Pharmaceuticals and
Duramed Pharmaceuticals.

Another successful Belgian com-
pany is UCB — with worldwide oper-
ations — known for its Zyrtec and
Keppra medications.The latter drug
received FDA approval last December,
and this year’s sales are expected to
reach US$225 million. As for Zyrtec,an
anti-allergic drug, it is qualified as a
“blockbuster” with worldwide sales
in excess of US$1 billion in 1999.

Initial Belgian bio-tech start ups
were created in the early 1980s.

Some were spinoffs from univer-
sities with strong innovative core
technologies, such as Plant Genetic
Systems (a company with major pro-
duction and R&D activities in Canada),
in agro-business and Eurogenetic,
Eurogentec, Innogenetics and
Medgenix in health care.

Today, Belgium has more than
52 companies actively involved in
bio-tech employing over 4,400 peo-
ple and investing more than $0.51 bil-
lion in R&D (EUR0.30 billion) per year.

TRADE NEWS

The annual R&D budgets increased
on average by 40 per cent each year
over the past five years.

Bio-tech development in Belgium -

. has steadily continued in the 1990s

‘Beecham Biologicals in Belgium and

Bio-Pharma from Laval, Quebec.

This partnership aims to develop
novel influenza vaccine technologies,
new cell culture active ingredient

Busmess Opportunities i the

with the emergence of new players
such as Computer Cell Culture
Center, DevGen, Euroscreen,
Lambdatech, Tibotec, Virco and
recently CropDesign.

Opportunities .

In 1998, total revenues in the Belgian
bio-tech sector amounted to $3.10 bil-
lion (EUR1.52 billion).The larger bio-
pharmaceutical companies continue
to source out parts of their research
or production activities resulting in
opportunities for startup entrepre-
neurial firms.

These startups will focus on either
completely innovative products and
services or on specific needs of the
industry, providing tailor-made solu-
tions which very often are the basis
for long-term relationships with privi-
leged customers.

.Canadian business relationships, in
addition to Plant Genetic System’s
major investment in Saskatchewan,
include the strategic long-term co-
operation and co-development
agreement between SmithKline

0-Pnharmaceu
ndustry in Belg

10

U

production technologies and new
intra nasal delivery systems.These
new technologies will serve a large
and growing market in which some
70 to 150 million people are struck
with the disease each year in Europe
and North America alone — promis-
ing market because vaccination is
the most cost-effective protection.
To conclude, the Belgian bio-tech

market offers very good opportuni-

ties for Canadian SMEs and larger
firms in commercial, technological
and collaborative research partner-
ships.The openness of Belgium's
economy and more specifically,the
international dimension of its bio-tech
industry, make it an ideal starting point
to develop businesses in Europe.

For a more comprehensive view
of the Belgian bio-tech industry,
consult the Canadian market study
available soon at www.infoexport.
gc.ca/be or contact Bart Roefmans,
Commercial Officer, Canadian Embas-
sy in Brussels, e-mail: bart.roefmans
@dfait-maeci.gc.ca &

Natlonal Caprtal Reguon)

Looking for Export Opportunities?

Make sure you are registered in the WIN Exports database, which is used by trade commissioners
abroad to promote your company’s capabilities to foreign buyers Fax your request for a registration
form to 1-800-667-3802 or (613) 944-1 078. Or call 1-800-551—4946 (613-944-4946 from the




has culminated in a $435,000

deal to provide the water filtra-
tion system for the cooling towers at
Korea’s new Inch’on International
Airport, slated to open early next year.

: q year of hard work by Sonitec Inc.

The high-efficiency Vortisand® unit
has already left the small company’s
plantin Ville Saint-Laurent and is
scheduled for delivery in mid-April.
The hefty project follows a shipment
of eight filters to Kosovo in October,
as part of a potable water treatment
package for peacekeeping troops.

Facing stiff competition from
American suppliers of conventional
systems, Sonitec won both contracts
on the merits of the compact design
of Vortisand® and its unique process
combining centrifugal separation and
ultra-fine sand filtration, which pro-
vides results up to 20 times finer than
traditional methods.

Value of Trade Commissioner Service

Sonitec’s impressive achievements in
the international arena are due pri-
marily to its innovative technology,
competitiveness and astute market-
ing techniques. According to Martine
Ménard, the company’s Marketing
Coordinator, support from the Cana-
dian Trade Commissioner Service
(TCS) has also played a pivotal role,
particularly in Korea.

“We were first approached by the
engineering firm responsible for the
Inch'on Airport at a trade show in San
Francisco in 1998, and a week later
they requested a quote,” explains
Ménard.“In order to quickly gather
missing details, we contacted our
embassy in Seoul and have remained
in close touch ever since,” she says.

“TCS staff — notably Commercial
Officer Y.H.Choi — promptly placed a
number of calls on our behalf and
tracked down the information we
needed. Not only did their investiga-
tions provide us with crucial back- -
ground regarding the project, but
they also helped verify the serious-
ness and integrity of our Korean con-
tractor and end user,” adds Ménard.

The company — which isregistered

SHARING TRADE SECRETS

in DFAIT’s WIN Exports database —
is far from a novice at exporting, how-

_ever.According to company president

Alain Blais, worldwide exports account
for about 70 per cent of total produc-

. challenges — the vast majority of

which we find ourselves capable of
meeting.

;And besides the obvious — such as
having a solid marketing plan for the

Innovative Quebec
Hiter Technology

Company Breaks into New Markéts

tion, with Japan poised to become
one of Sonitec’s newest markets.In
collaboration with the Japan External

Sonitecncs high-efficiency Vortisand® unit.

Trade Organization (JETRO), the com-
pany is gearing up for a major envi-
ronmental products and recycling
trade show in Tokyo in May, where TCS
staff will be called on to help set up
meetings and select an agent.
Export tips _
Ménard and Blais have a few tips for
new exporters in the environmental
sector.”Having a competitive product
and the ability to provide excellent
before and after-sales service are
essential. A professional image and a
corporate Web site are also very
important. s

“We have received numerous
queries from around the globe
through our Web site, both from dis-
tributors interested in representing
our products and from companies
with specific requirements, which
constantly present us with new

target countries — effective strate-
gies include maintaining a high
profile by advertising in industry
publications and participating in —
and following up on — trade shows
and missions, and drawing on the
myriad of government resources
available. For example, we have found
CanadExport to be a reliable source
of information and leads.”

Product diversity

The Vortisand® filter is used across
North America by universities, hospi-
tals, major industrial facilities and
municipalities in a variety of applica-
tions such as cooling water side
stream filtration, industrial waste
water treatment (water reuse), pro-
cessing potable water and swimming
pools. Sonitec also manufactures the
Osmotec™ membrane separation
system, which uses reverse osmosis '
for boiler and humidifier feed water
de-mineralization.

The company has a second manu-
facturing facility with a staff of seven
in Holyoke, Massachusetts, but carries
out 80 per cent of its production at its
headquarters in Quebec, which
employs 15 people.

For more information about
Sonitec Inc.,, contact Martine Ménard,
Marketing Coordinator, tel.:(514) 335-
2200, toll-free (888) 876-9655, fax: (514)
335-2295, e-mail: sales@vortisand.
com Internet:www.vortisand.com %

- (anadExport March 15,2000




o (anadExport Mach 15,2000

‘THE CANADIAN
2 TRADE COMMISSIONER

SERVICE Serving Canadian Business Abroad

The Trade Commlssmner | J : e B
- Service helps Canadian com- dpan is the worldslorgest net foofilhe
i lmporier In.1998, Japan was o

panies that have researched and. 4P s dependento forelgn countries B
; for 59% of ifs fotal food, bevef. ,
_age and fish products, with | el
" avalue of approximately Bl
. hd ‘ ~ $78 billion. Japanese conf -
ket ot @ fime, movingonfo - D — "' sumers have comparativie

Th

the next only after succeed- | ey 1" high annual incomes whif
wide variety of imported [l An

‘enables them to purchase
select which market you - | e iy ogrn food products Vo
should target, the Market g Gt = o ‘"
Research Centre of the Trade @ : Dld you know that... "

: , Hifor
Commissioner Service has pre- e Canada was Jcpqn s fourtf Ccu

selected their target markets.

- Successful companies. con-
- centrate on one foreign mar-

ing in the last. To help you

" pared over 500 market reports.. \ y lorgesfslﬁpller of food p I'OdUd‘o[
This section of CanadExport pro- Ry ' : , ex;:) ::98% $3 2b||||on worth i

vides an overview of one report. ‘o Conadiar expo s occount for 5.5% .g
For more information on this and other - ~ " the total Japanese agri- food |mporis and 359
reports or if you want to know how the Canadian - fotal seafood imports;
Trade Commissioner Service can help you get - ® Japan is Canadd’s second- lorgest morket forfood
' - exports after the United States; - , ;
e Agri-food exports to Japan are currently 50% greaty
than food exports to al15 countrles of the European
Unlon comblned ‘

C

results in international markets, visit us af

www.infoexport.gc.ca

FROM EXPERIENCE. OURS/#:
TRADE COMMISSIONER SERVIC e,

reiq
© Market Prospect . Key Contacts Search fc \A
* Local Company Information ¢ Visit Information | {"
* Face-to-face Briefing * Troubleshooting  fkon

or
&4

&

See insert for your Agri-Food Market contacts in Af’




- Blopanese consumers are
S Phereasingly demanding foods
«Bhat are convenient, compeh-"‘

-Rlhe Japanese Consumer

'\ Bhvely pnced and conSIdered

healthy (i.e. lower fat and salt -

’ Gontent Whule in the past the

t fhe

S Trends
e Although basic agncultural

* - commodities currenﬂy doml-

- " nate Canadian agri-food -
SR eprorts to Japan, there is 5|g- it

="+ 4 nificant pofenha| for growth in_
. .a wnde vanely of consumer - R

R Wt 2%

Japanese Flsherles Market chk Facts (l 998)

d W Annual per capita seafood consumphon . 72kg

o

ol

|

S'

ch Io

9 tuna and salmon is

dhan versys the Kansai

Volume of fish imports
Valueofﬁsh imports - RUE o

N Forelgn supply of the fotal seafood markei 40%
gl Conadian share of the market e S

i Canadi

ol anadian rankmg

31 m||||on tonnes

e 1s»~;$19 8hilion :

as

ik vr]th |argesl eXP°”er o

TRTTRNS S xrwu S ‘Lr;a.e»u'x

Over 500 market reports
in 25 sectors available at:

RN However, progress conhnues to

" be made annudlly in further - -
 reducing the impact of these
‘regulatory barriers. -

 There are numerous opportum-
ties'in the Japanese market for
Canadian agri-food and fish-

‘fferles exporters. Although there”
s sngmﬁcant international com-*
 petition in the Jopanese mar- =
\?Eet by catering to the needs of

LY Japanese lmporters, your com-.

: gr“,'\wnth Forelgn suppliers. =~
. For more mformahon on.

st of food in Japan was sec- g
dndary to the quality of the
groduct, Japanese consumers -

dre now more concerned with -

effing a quahfy product af a
basonable price. |

11 Japan is not one homoge- :

ous consumer market. There

edistinct regional differences

Mih regard to food prefer-

qces. For example, annual

Er-capita consumphon

parly 50% higher in
e Kanto or Eastern
ngions (9.2 kg) of

f Western regions (6.3 kg). In

“Wntrast, per capita consumption
ofsea bream and flounder in the
{msai region (4.2 kg) is 90%

ore than what is consumed in

| e Kanto region (2.2 kg).
in ' : i . ',

fisheries importer in

opportunities available

' in the report "The Agri-

" food items. For example, there

is a high demand for cereal-

* based producis, fresh and
frozen fruit and vegetables,
and dairy producs. ~

AISO’ Jcpqn contin- S g WWW. mfoexport gc .ca

Could this be your markeiLa : |

ues fo be the largest

the world. Some of the

to Canadian exporters
of traditional and -
non-traditional fish
products are described

Food Marketin -~ |
Japan."

Regulations

Many of Japan's tech-
nical food re?ulahons

can be complicated for

L speaflc o porfumhes, you can’

oat www.m%o Wpari’ ge.ca

Complete reportat

WWW. 1nfoexport gc.ca

\ .

Canadian exporters.

. pany will be able to compete, .

¢ read the full report, "The Agri-- ;7",:?':;;"“’ e
- +Food Market in Japan," on-line . " -
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ou've been planning your visit
; .to your target market.To effec-

tively promote your company,

"TRADE NEWS

can help you with that, too. We can
refer you to qualified professionals
who specialize in this field. Each post

The Canadian Trade Commissioner Service

Additional Services

Business Support Services and Temporary

Office or Display Space

" you've decided to translate your

business materials. And you'll need
the services of an interpreter while
you're there. You will also need a
place to display product samples
during your visit. For help arranging
these and other business support
services, you can rely on the
Canadian Trade Commissioner
Service.

Business Support Services

Translation, interpretation and profes-
sional services can all be obtained
from qualified service providers
within your target market. Finding
them can be a bit tricky, however.
That's where we come in. We can
refer you to reliable local businesses
that can answer all your business
needs. If you wish to conduct
detailed market research studies
within your prospective market, we

maintains a list of trusted service
providers who will perform this work
at a competitive price.

Temporary Office or Display Space

Even if you're travelling with your lap-
top, your palm organizer and your cell
phone, you may find that a portable
office just isn't enough. Many hotels
offer the con-
venience of a
business cen-
tre, but if your
hotel does not,
we can help.
We can recommend qualified service
providers who will supply or arrange
suitable facilities.

If you require space for presenta-
tions or to display product samples,
our local knowledge will ensure that
your needs are met. Although many
of our posts are not equipped to offer

these kinds of amenities themselves,
afew posts are. If a post has appro-
priate facilities,and if there's no con-
flict with any official function, space
may be available. However, this
arrangement is made on an excep-
tional basis, and should not necessar-
ily be expected the next time or from
other posts.

For more information on the

~ Canadian Trade Commissioner

Service or to obtain a list of our third-
party service providers in various for-
eign markets, visit our Web site
(www.infoexport.gc.ca).

The Canadian Trade Commissioner
Service — Core Services

* Market Prospect

* Key Contacts Search

* Local Company Information

* Visit Information ”

* Face-to-face Briefing

* Troubleshooting

77 THE CANADIAN
—> TRADE COMMISSIONER
K SERVICE Serving Canadian Business Abroad

Additional Services

* Appointments and Meetings

* Logistical Support

* Participationin Events -

* Temporary Office or Display Space
* Business Support Services ¥¢

Canadian Honorary Consulate in Naples

— Continued from page2

by the Embassy in collaboration with
the Pier 21 Society of Halifax and the
Port of Naples.

Other events included perfor-
mances by Canadian jazz/blues
pianist and vocalist Almeta Speaks
and the Canadian Brass, a photo
exhibit entitled “On their Side” by
Canadian photographer Sheila
McKinnon on the occasion of the
tenth anniversary of the Convention

/

on the Rights of the Child;and a semi-

_naron co-operation and develop-

ment in Africa entitled “Focus on
Africa:Canada and [taly Share their
Experience.”

- Canadais now better placed on
the local, regional and national map,
and its profile as a country with cut-
ting-edge technology and partnering
solutions for Italy was raised consider-
‘ably, as well as its cultural image in

oy

southern Italy.Neapolitans now have
a much differentimage of Canada
and of Canadians, positioning us as a
business partner.

The challenge now is to build on
the momentum to create closer and
lasting business and cultural ties
between Naples, Italy and Canada.

For more information on martket
opportunities in Italy, contact Loreta
Giannetti, Southern Europe Division,
DFAIT, tel.: (613) 996-5263, e-mail:
loreta.giannetti@dfait-maeci.gc.ca o




- Comparative Overview of 1998

CENTRE RC ~ and 1999 Client Survey Results

Summary of findings... R

7 i

. The MRC surveyed 306 and 500 respondents m 1998 =~ * Clients overwhelmingly prefer to receive the reports

and 1999 respectively. / electronically via the internet.
| * Results clearly demonstrate that the” MRC is successfully .* Overall, market reports maintain a consistently hlgh
reaching its target SME audience. - A /s level of client satisfaction. :

* Clients view the MRC market’ reports as 1mportant tools, é f
that are well written, orgamzed and easy fo obtain, and
are usmg them to suppon theflr strategic purposes A

I
§

OQE’fCllemS;’? N How docllents .
Primarily from: 1998 1999 f‘ank QU!’ rEBGrtS ?

¢ BUSINESS......vveieeeeeier ittt 31% - 33% e 1998 1999
* Manufacturing.........coceceeevveerniinsinvcsinieeine s 17% 19% Obtamable 289% " 84%
¢ Re[all ................................................................... 9% 12% ‘Easy to unders[and .M‘"”. 83% 89%
¢ ngh teCh.....................................‘........r .............. 17% . 10% Weuwnuen i 85% 86%
* Fewer than 20 employees............cccccoovrirnnnnen. 59% 57% | Well organized.............. 85% 86%
* Annual Canadian sales less than $5 millions..64% 57% Easy to locate topics ....... 75%  76%
T A A '
CI t « AN Uy Users are Satisfied with Market Reports
Llen NN
» 60 = 56~-~57
Satlsfactnon
g a0t ! E——
“ o 24
<, '_"g 20 [- R -2
3 g 1 g 8 81
1998 «i 1999 § 0 ] |
(percentage do not differ statistically) & ' \;E?ymm neither very
‘ dissatisfied satisfied

QURRE Our Clients’
oRtheroownG PUTPOSES. I’IEXY Steps.

g

1998 1999 ' ! 1998 1999 2

To obtain background on Do more research..... 56% 52% é

an already targeted market........ 62% 63% Contact Canadian Trade )

To identify potential markets.......... 54% 50% - Office Trade Official Abroad ... 26% 38% =

‘ .TO identify contacts/networking....... 27% 33% Visit the market......... 35% 34% >
dentify potential goods/services . . Seek an agent/distributor.......... 31% 31% 2

J for a particular market........ 16% 27%
| .
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about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca For all

T he U.S. Connection is produced in cb-opera tion with DFAIT's U.S. Business Development Division (URT). Forinformation

other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

' he Canadian Consulate
» ; General in Boston serves

_Massachusetts, Vermont,New

five of the six New
England States: Rhode Island,

Hampshire and Maine (the
sixth, Connecticut, is served by
the New York Consulate) as well
as St. Pierre and Miquelon.

Right on Canada’s doorstep, New
England represents a market of 13 mill-
ion people with a high level of dispos-
able income and buying power.Wages
are 16 per cent above the national
average, and the 3.1-per-cent unem-
ployment rate is among the lowest of
any region in the United States.
Bio-technology, computer net-
working, health care, financial ser-
vices,chemicals and plastics,and
environmental engineering are
widely regarded as the industries
with the greatest opportunity and
potential. As well, New England is the
principal point of entry and major
market for Eastern Canadian fisheries
products; 50 per cent of U.S.seafood
business passes through the Boston
area.The sophistication of the
American seafood consumer and the
demand for greater variety make this
an attractive market for Canadian fish,

seafood and aquaculture companies.

dcean Pier: A Small Corporation
with Big Ideas

Founded in 1989 as a fish processing -
and manufacturing enterprise, Ocean
Pier Inc. has rapidly transformed itself

- into an innovative and successful

exporter. Located in Scoudouc, New

Brunswick,and currently employing
30 people year-round, this progres-

sive company specializes in gourmet

fish and seafood products.

The National Board of the American
Tasting Institute recently recognized
the outstanding quality of Ocean Pier
products by presenting the company
with the prestigious “American Taste
Award of Excellence”in San Francisco.

Ocean Pier began exporting in

1993 with just one product — sea-
food lasagna.Today, a wide variety of
Ocean Pier hors d’oeuvres can be
found in the aisles of major American
supermarkets such as Shaws, Stop &
Shop, and Price Choppers.The com-
pany continues to expand and grow,
with 80 per cent of its revenues now
stemming from exports,and recently
concluding its first contract for a pri-
vate retail label with an emerging
American chain.

A key element of Ocean Pier’s suc-
cess is its useé of resources available to
Canadian companies wanting to take

Gettlng mto the SWlm nthe

New England Market

advantage of New England'’s strong
economic climate.The International
Boston Seafood Show, where Ocean
Pier made its third appearance this
year, was particularly important for
the company. It was at this show that
Ocean Pier representatives first came
into contact with key distributors who
would later help introduce its products
to the U.S.market.

International Boston Seafood
Show aVital Industry Showcase

The International Boston Seafood
Show began as an initiative of the
Canadian Consulate General and has
grown to become the largestand
most influential show of its kind in
North America.This year’s event took
place from March 7 to 9 in Boston,
and featured exhibits by producers of
fresh, frozen and live seafood as well
as displays of the latest quality con-
trol, transportation and storage solu-
tions.

This year’s show afforded exhibitors
a unique opportunity to showcase
their products to buyers from around
the world.In 1999, buyers spent over
$8.5 million on the exhibit floor.
Canada was well represented, with
Canadian companies accounting for

Continued on page 11

Check the Business Section of the Canada-U.S. Relations Home Page at www.dfait-maeci. ge.ca/geo/usa/
business-e.asp ...forvaluable in forma/tlon on domg business in and w:th the United States.

i
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the second largest group of exhibitors,
after the United States.The show’s

Canadian Infobooth helped enhance .

Canada’s profile,and a reception hosted
by Consul General Mary Clancy pro-

Pierre Beaudoin, President and Chief
Operating Officer of Bombardier Recrea-
tional Products Inc,, addresses the members
of the NECBCat a luncheon at the Boston
Seaport Hotel on December 1,1999. .

vided a unique networking opportu-
nity for Canadian participants and
potential buyers.

The New England Canada Business
Council . :

Effective networking is one of the keys
to building a successful business.When
introducing products to a new region,
successful businesses must identify
potential contacts within the areaand
establish strong relationships.Com-
panies entering New England are fortu-
nate to have a number of valuable
resources they can use to help them
enter and develop this market.

One such resource is the New
England Canada Business Council

' .
e e .

Loolung to Do

® o
Businass with the

§

U.S.Federal
Government?
Opppitt_lnitigs are just a key stroke away at
th§ Internet site (m.gsd.gov) of the
General Services Administration (GSA),
which facilitates purchases by the U.S.
government — “the world's largest con-
sumer”"— and the Electronic Posting
System site (Wwww.eps.gov).More GSA
opportunities are listed on the site of the
Canadian Embassy in Washington, D.C.

(M.anadlan embassy.org), and peri-
odically In Canadexport.

THE U.S. CONNECTION

(NECBC). Established in 1981, the
NECBC is an active network of busi-
nesses and individuals who share a
common interest in strengthening
the business, political and cultural
ties that have historically existed
between Canada and New England.
The Council’s frequent events pro-
vide forums for business executives
from both sides of the border to
interact in a professional atmos-
phere, fostering invaluable business
relationships.

Last December, Pierre Beaudoin,
President and Chief Operating Officer
of Bombardier Recreational Products
Inc.,led a group of companies from
Estrie, Quebec, to a luncheon meet-
ing, the theme of which was “Virtual
Organizations”Upcoming NECBC lun-
cheon events in Boston will feature
Thomas D'Aquino, President and
Chief Executive, Business Council on
National Issues, April 12,2000,and
Domenic D'Allessandro, President and
CEOQ, Manulife Financial, May, 31,2000.

Each year, the NECBC also hosts the
pre-eminent energy conference in
North America.This year, the 8th
Annual U.S.-Canada Energy Trade
and Technology Conference will take
place on November 3.Responding to
the ever-changing business market,
the NECBC is also launching a brand-
new high-technology initiative, begin-
ning with a conference during the
first week of June entitled “Northern
Lights: llluminating Canada’s High-
Tech Opportunities”

Richard J.Terrazas, President and
CEO of the NECBC, says,“Our diverse

. membership is comprised of repre-

\

sentatives of a wide'variety of indus-
try sectors including high technology,
medical, academia, energy and tele-
communications.This unique group
provides for a healthy exchange of
ideas on an array of issues.” ¥

Consulate
InfoCentre:
Gateway to
New England

The Canadian Consulate InfoCentre
is a one-stop shop for Canadian
companies that have researched
and selected New England as a tar-
get market. Within five working
days of receiving a written inquiry,
the InfoCentre responds to a com-
pany’s request. |t can supply the
company with lists of local con-
tacts and key strategic information
on its particular industry.When
available, it can also provide mar-
ket information studies that will
help companies better prepare to
enter this lively region which main-
tains a healthy mix of traditional
and emerging industries.
Companies can contact the
InfoCentre via the Internet at
-boston.commerce@dfait-maeci.
gc.caor by faxat (617) 262-3415.

Need to [{now More about the Michigan

Single Business Tax?

The Michigan Single Business Tax
(SBT) is a value-added tax unique to
the State of Michigan. Canadian com-
panies that have Michigan gross
receipts in excess of $250,000 may be
liable for this tax,and could be
required to file state tax retumson a
yearly basis.To have your questions
answered and find out what steps
you'll need to follow if you think your

company may have some SBT liability
in Michigan, click into a panel discus-
sion and Webcast organized by the
Canadian Consulate General in Detroit,
in co-operation with the London
Economic Development Corporation,
earlier this year.The discussion is
available until May 31 in the trade
section of the Consulate’s Web site at
www.dfait-maeci.gc.ca/~detroit w

CanadExport March 15,2000
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ROADMAP TO CHINA AND HONG KONG

ong Kong is a highly competitive
H market but open to Canadian

agriculture and agri-food com-
panies. itis the only market in Asia
where complete lines of Canadian food

products are represented on supermar-
ket shelves.

Agri-food products are the major
component of Canadian exports to
Hong Kong, representing 28 per cent,
or $341 million worth of Canadian
products in the first 10 months of 1999.
Although this is considerably less
— due to temporary Chinese restric-

Hon Kon(
-food |

—

‘Market Overview and Opportunities

tions and the global slump in some

- 1999 food prices — than the $729 mil-

lion in Canadian agri-food exports to

— Continued from page 1

Clickon started out as an exporter,
with the company’s first major sale
of a data search engine that indexed
more than 30,000 companies in the
United Arab Emirates.That early suc-
cess was followed by an award-winning
Web site that Clickon built for home
renovation retailer Reno Depot.Last

Albert Zaccourt, President, Clickon
Technologies

year,when NAFTA Customs began
looking for a company capable of
planning, developing and hosting its
Web site, Clickon was on CCC's quali- _
fied supplier list.

- “CCCgave us the lead.We quoted on
it,and we won the job," says Zaccour.
“And they were also there to help us
throughout the project.They acted as
a project manager in several ways.”

With their extensive export and
regulatory experience, CCC staff guided
Clickon through the process of dealing
with representatives from the three

'Winning on the Web with Help from CCC

input into the NAFTA Web site.The
trilingual Custom:s site is a vital infor-

mation resource for exporters working

in the North American marketplace.
"We met with Canadian, U.S.and
Mexican Customs people here in
Montreal to determine their needs,”
says Zaccour,”CCC sent a representa-
tive from Ottawa to help us with the
discussions, which was very helpful.
And throughout the project, they
also made sure that all the legalities

“werein place.”

Clients and partners

“CCC gave us the credibility we needed
for a project like this,” says Zaccour.
“And our work with NAFTA has also
opened up new opportunities for us.”
Clickon’s 15 full-time and 10 con-
tract employees are now providing
information technology solutions to a
much larger client base, which includes
engineering giant SNC Lavalin, Royal
Airlines, ITF Optical Technologies, and

- boat manufacturer Doral Industries.

The company is currently develop-
ing e-commerce applications.

“We are constantly doing R&D,”
adds Zaccour."From that, we set up our
clients with the tools they need — mar-
keting tools for the front end,and tech-
nical tools for the back end. Eventually,
they can administer their own site.The
overall goal is to become partners with

North American governments that had } our chents,Just as CCC did with us.” v

[/

Hong Kong in 1998, it is anticipated
that these exports will return to posi-
tive growth as Hong Kong's economy
is expected to expand by 3.5 per cent
in 2000. ’

Areas with growth potential are
dairy products, chilled meat, frozen
meat offals, health food and nutra-
ceuticals, fresh and frozen fruits and
vegetables, and seafood.

Canadian successes

Over the past two years, several

Canadian companies have estab-

lished and expanded their business
Continued on page 16 - Hong Kong

(((¢

Shaping Trade
Solutions for
Canada’s Exxpur&e?s

Afederal Crown corporation, the
Canadian Commercial Corporation (CCC)
partners with Canadian exporters to
negotiate and win sales in difficult mar-
kets on favourable terms. It provides
special access to U.S.defence and aero-
space markets and specializes in trade
to foreign governments and interna-
tional organizations.

‘Whether brlngmg buyers and sellers
together,acting as a prime contractor or

" working with smgll ‘and medium-sized

companies to win sales, CCC's access to
specialized markets continues to open
doors for thousands of Canadian compa-
nies doing business in over 60 countries.

For more information, contact CCC at
tel.:(613) 996-0034, fax:(613) 995-2121,
e-mail:info @ccc.ca Internet: www.ccc.ca




he International Business
T Opportunities Centre (IBOC)

provides a matching service —
connecting foreign buyers with
Canadian companies.The Centre pro-
vides timely, relevant and targeted
business leads from the desks of
foreign buyers to the doorsteps of
Canadian companies.

BUSINESS OPPORTUNITIES

International Business

Opportunities e

The following lists some of the Centre’s current trade opportunities. To view a
wider selection of IBOC's current trade opportumt:es, simply visit the Internet site

at www.iboc.gc.ca/eleads

Canadian exporters needing assistance in preparing international bid documents
may want to use the international contracts expertise and services offered by the

Canadian Commercial Corporation. This Crown corporation is located at 50 O'Connor

Street, Suite 1100, Ottawa, ON K1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

THAILAND — Equipment for Hydro
Power Plant — The Electricity Gener-
ating Authority invites sealed bids for
the design, manufacturing, fabrica-
tion, shop tests, supply, delivery and
supervision of erection, field testing
and commissioning of equipment
for the Sirikit Hydro Power Plant -
Renovation Units 1-3.Bids will be
publicly opened on May 9,2000.This
project is financed by EGAT's fund.
Bidding documents will be available

IB&C C

Infematmml Busmen
nfaﬁalru irm:mls

Quick Facts

Sinceiit opened in 1995,1{3062 has con-
tacted more than 25,000 Canadian com-
_ panies and has responded to more than
16,000 i mqumes from foreign buyers B
_Thanks to IBOC, more thang, 500
Canadian firms have been in contact
with foreign buyers
1BOC's sourcing experts use a variety
of databases as well as a large network
of business contacts across the country
to ndentlfy Canadlan compames of all
sizes, :

IBOC is jointly operated by the .
Department of F,o‘relgr‘ Affairs and
International Trade and Industry Canada,
with special co—operation from
Agnculture and Agri-Food Canada. Itis
the sourcmg centre for Team Canada Inc.

v
——

for examination of bidder’s qualifica-
tions and for purchasing at US$500, or
Baht20,000, per set of two copies,and
US$250, or Baht10,000, per additional
copy, non-refundable. Closing date:
May 9,2000.Contact Daniel Lemieux,
IBOC, tel.: (613) 996-0675,fax: (613)
996-2635, quoting case no.000216-
00604.

SYrIA — Investment Opportunities in
Heat-resistant Glassware Production
—The proposed project aims at pro-
ducing heat-resistant glassware, both
for household and medical/labora-
tory use, with a proposed gross pro-
duction capacity of 900 tons per year.
The project aims to provide a locally
produced substitute for heat-resistant
glassware, which is currently being im-
ported.The investment cost for the

_ project is estimated at S175 million

(US$3.5 miilion ), 2.5 per cent of which
will be used to finance working capi-
tal requirements.Based on 10-year
financial projections, the proposed.
project’s internal rate of return was
calculated at 21.2 per cent.Closing
date:May 17,2000. Contact Daniel
Lemieux, IBOC, tel.:(613) 996-0675,
fax:(613) 996-2635, quoting case no.
000216-00593."

HonG Kong — Dry Grocery ltems —
Aqua Pure Distilled Water Co.Ltd.is
looking for suppliers of dry grocery
items to complement its existing line
of bottled water and instant coffee.
The company would be interested in
further dry items, preferably with

brand awareness at the consumer
level, that can be included in its cur-
rent sales to office kitchens. Closing
date: April 28, 2000. Contact Daniel
Lemieux, IBOC, tel.: (613) 996-0675,
fax:(613) 996-2635, quoting case no.
000201-00390.

KIrGHIZ REPUBLIC— Agrlculture Area
Development Program — The govern-
ment has received a loan of US$38 mil-
lion from the Asian Development Bank
(ADB) towards the cost of its Agricul-
ture Development Program. The
long-term development goal of the
project is to increase the income of
farmers in Chui Oblast; the immediate
objective is to increase farm produc-
tivity and profitability in selected areas.
There are four components: (i) farm
development, (i) drainage and irriga-
tion, (iii) development of private-sector
marketing and input supply services,
and<(iv) project management.The
project will provide on-the-job train-
ing and other training to increase the
understanding and level of skills of
farmers and entrepreneurs. Goods
and services for the project will be
procured in accordance with ADB's
guidelines for procurement. Major
equipment will be procured through |
international competitive bidding
procedures, or international shopping
procedures. Civil works will be pro-
cured through local competitive bid-

~ding procedures.The Ministry of

Agriculture and Water Resources will
be the executing agency,and the Chui
Oblast Administration, assisted by a
project management unit, will be the
implementing agency. Closing date:
May 1,2000.Contact Daniel Lemieu,
IBOC, tel.: (613) 996-0675, fax: (613)
996-2635, quoting case no.000216-
00601.

IBOC Trade Opportunities — Find out
more at www.iboc.gc.ca v«
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Important Changes '&6 Worid B

 TRADE NEWS

anl

Procurement Notice Procedures

Canadian companies should be
aware of recent changes by the World
Bank to the publication of procure-
ment notices. Under the new proce-
dures, borrowers will no longer be

obligated to publish in the print ver- .

sion of United Nations Development
Business (UNDB):

* Expressions of Interest (EOls) for
consulting services costing
US$200,000 or more;

* Specific Procurement Notlces .

_(SPNs) for goods and works under

USS$10 million.

As a result of these changes, the
on-line and print versions of UNDB
may no longer be considered to be
identical. Certain EOls and SPNs may
only appear on-line and not in print.
These changes make t_he hard-copy

version of UNDB practically obsolete.
Since the on-line version of UNDB was
launched in December 1998, subscri-
bers have had the option to receive
only the hard copy (US$495 per year),
or both (US$695 per year).To learn
more about subscriptions to UNDB,

~ visit www.devbu siness.com

For free advice and information
about doing business with the World
Bank and on how to access and inter-
pret this and other sources of World
Bank procurement information, Cana-
dian firms are encouraged to visit the
Web site of the Office of Liaison with
International Financial Institutions at
the Canadian Embassy in Washington:
at www.canadianem bassy.org/olifi ¥#

The Francophome, Trade and iuima'e Come
Together to Promote Camada inVietnam

In conjunctlon wn:h the 8th Franco-
phonie Summit held in Moncton
last September, and to promote:
Francophone ties between Canada
and Vietnam, Canada'’s Consulate
General in Ho Chi Minh City held a
week-long celebration in the same
month showcasing Canada'’s
Francophone communities.

The highlight of the celebration,-
which was the brainchild of Canada’s
Trade Commissioner and Vice Consul
in Ho Chi Minh City, Bonny Berger,
was the presentation of a $10;000
scholarship to Vuong Phuoc Tri,
who was selected from among over
100 young Vietnamese applicants.

The scholarship, which was also
the result of Berger's unflagging -

efforts was offered by McCaln
Foods Limited, one of Canada’s
largest exporters to Vietnam, and
was supported by Nortel Networks
and Cathay Pacific. It will enable Tri,
a 23-year-old student in his last year
of medicine at Ho Chi Minh City
University, to continue his studies at
the Université de Moncton next fall,
The celebration also included a
French-Canadian film festival, and
helped to promote not only Cana-

.dian goods and services (McCain

and Nortel), but culture and educa-
tion as well, which are held in spe-
cial esteem in Vietnam and are areas
in which Canada has a world-class
reputation. ¥ -

JointVenturé
Office in Poland

Canada’s Ambassador to Poland,
Donald McLennan, attended the offi-
cial opening last November of the
Polish operations of Toronto-based
TrizecHahn Corporation in Poland.

TrilDM Development Sp.z 0.0.in
Warsaw is a Polish company formed
asa partnership between
TrizecHahn Europe and International
Development Management (IDM).
TrizecHahn Europe’s role is to
develop and manage various
European ventures between’
TrizecHahn Corporation and local
national partners in markets across
Europe.

The venture,wh|ch is 100 per cent
financed from Canada, is designed to
expand business in the Polish mar-
ket, specifically through developing
large urban shopping and entertain-
ment centres. TrizecHahn's involve-
ment in Poland reinforces the major
priority the construction sector
holds for Canadian investors and
exporters.

Other Canadian entities actively
involved in the Polish real estate and
construction market include Royal
Technologies Group (Woodbridge,
ON); Caisse de Dépot et de Place-
ment du Québec (Montreal), -
through its subsidiaries CADIM Inc.
and lvanhoe; Nascor (Calgary);
INDRA (Montreal); and Colliers
(Vancouver). '

TrizecHahn is one of the largest
publicly traded property companies
in North America, with assets worth
over US$9 billion.

For further information onthe
deal or opportunities in the Polish
market, contact Adam Kapitan
Bergman, Commercial Officer,
Canadian Embassy, Warsaw, tel.:
(011-48-22) 629-8051, fax.:(011-
48-22) 622-9803, e-mail: Adam.
Bergman@dfait-maeci.gc.ca ¥




TRADE FAIRS AND MISSIONS

" Mexico CiTy — May 16-19,2000 —The -

Department of Foreign Affairs and
International Trade (DFAIT) and the
Canadian Embassy in Mexico City are
organizing a Canadian Pavilion at
Comdex 2000.

With 230 exhibitors and 33,000
registered visitors in 1999, Comdex is
the largest and most important soft-
ware/ICT trade show in Mexico and
one of the two largest in Latin America.

Comdex 2000 represents an excel-
lent opportunity for Canadian firms
offering software and other informa-
tion and communications technology
products and services to:

* assess first-hand the potential of
the Mexican market through inter-
action with a highly-focused and
qualified audience of Mexican
buyers and decision makers;

* develop sales opportunities;

* identify agents, distributors and
competitors;

Canadian Pavilion Requiting for Comdex

* explore the prospects of establish-
ing operations in Mexico and in
Central America. :

The ICT sector in Mexico continues
to grow more rapidly than the Mexican
economy as a whole, with 13-per
cent growth in 1999 and 10 per cent
in 1998. Areas of potential opportu-
nity for Canada include Internet and
e-commerce, educational software,
software for telecom and manufac-
turing, as well as in Mexico's burgeon-
ing financial, industrial, transport,
logistics and hospitality (hotels,
resorts, restaurants) sectors.

At last year’s show, major Canadian
companies such as Corel, Hummingbird
and Cognos exhibited.

20090 Software Show in Mexico City

DFAIT is currently recruiting com-
panies for the Canadian Pavilion while
seeking to capitalize on Canada’s

~ well-recognized reputation for tele-

communications, e-commerce, multi-
media and education information
and communications technologies
at this important high-tech event.

For more information on the show
or how to participate, contact Ted
Mackay, Trade Commissioner, Mexico
Division, DFAIT, tel.:(613) 995-0460,
fax:(613) 996-6142, e-mail:ted.mackay
@dfait-maeci.gc.ca or Marco Rodriguez,
Commercial Officer, Canadian Embas-
sy, Mexico City, tel.: (011-525) 724-
7900, fax: (011-525) 724-7982, e-mail:
marco.rodriguez@ dfait-maeci.gc.ca
Internet: www.comdex.com.mx/ ¥

Caspian Oil & Gas Show Holds Strong

Poteniial

Baku, AzersAlAN — June 6-9,2000'—
This year’s Seventh International
Caspian Oil & Gas Exhibition and
Conference Incorporating Refining
and Petrochemicals should be

, ou
extremely well attended due to the
surge of interest in the Caspian region
and Azerbaijan in particular after the
- recent signing of the Baku-Cohen
pipeline agreement in November 1999.

Last year's show — it attracted over
300 companies from 29 countries and
10,000 visitors from 45 countries —
Wwas also attended by a delegation of
Canadian companies from Alberta
and British Columbia, some of which
Wwere planning to participate agaln at
this year's event.

The exhibition stand space WhICh
has been tentatively reserved for -
Canadian exhibitors by the Canadian
Fmbassy in Turkey could provide an
ideal opportunity for Canadian com- -
Panies to take advantage of an excel-

lent possibility for exposure at the
upcoming Show.

For more information or to regis-
ter — as soon as possible — contact

John Rodney, Second Secretary (Com-

mercial), Canadian Embassy, Ankara,
Turkey, tel.: (011-90-312) 436 1275,
fax:(011-90-312) 446 2811, e-mail:
john.rodney@dfait-maeci.gc.ca ¥

2000 Qmﬁa Enport Awards
Applications Being Accepted

This year’s prestigious Canada Export
Awards ceremony will be held in con-
junction with the Alliance of Manu-
facturers and Exporters Canada . .
annual conference taking placein |
Halifax, October 1-3,2000.One of
the award winners will be selected
Exporter of the Year.

Application for an award is open to
all firms, or divisions of firms, resident
in Canada, that have been exporting
goods or services for at least three
years.The achievement of such com-
panies and organisations, as well as

those facilitating exports such as
firms in banking, transport, market
research, packaging and promotion,
are also eligible for consideration.

To obtain an application visit
our website at www.infoexport.
gc.ca/awards/ or contact Lucille
Latrémouille-Dyett at (613) 944-2395,
fax: (613) 996-8688 or e-mail at
lucille.latremouille- dyet@dfait-
maeci.gc.ca The deadline for applica-
tions is March 31,2000. ¥
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"ROADMAP TO CHINA AND HONG KONG

— Continued from page 12

" in Hong Kong with the help of the

local Canadian Consulate General.
Some of these include President’s
Choice, which now lists its products
at PARKnSHOP, Hong Kong's largest
supermarket chain — it currently
stocks more than 150 President’s -
Choice products.

Park Tak International Corporation
is now selling containers of ltalpasta,
Dare biscuits and mineral water to
China Resources Supermarket (Hong
Kong) Co.Ltd.,Hong Kong’s third-
largest supermarket chain.For the
industrial market, the Consulate also

" helped Canbra Food:s sell canola oil to

Calbee Four Seas Co. Ltd, Hong Kong's
biggest potato chips manufacturer.

McCain foods are also widely
available at all major supermarkets,
and are a regular partnerin the
Consulate’s active food promotion
program.

Market pointers

About 7 million people live in Hong
Kong, 98 per cent being ethnic Chinese.
To meet the needs of its growing pop-
ulation,Hong Kong imports almost all
of its food — $11.86 billion worth in
the first 10 months of 1999 alone.
About 22 per cent of food imports, by
value, originate from China, mainly
Guangdong province. '

To succeed in Hong Kong, itis
essential for Canadian companies to
understand what consumers want
and be prepared to tailor their prod-
ucts for the local market. The staple
foods are rice, fresh vegetables and
meat — largely pork — poultry and

fish.With the increasingly affluent
younger generation, there is a grow-
ing appetite for fast food.

Although the Hong Kong agri-food
market is highly competitive and
price-sensitive, diversified marketing

For example, PARKNSHOP has stated
that it will not sell GM foodstuffs and
indicated that it is willing to pay a
premium for non-GMfood.,

- Advancing technology has also
created new, more efficient distribu-

Hong Kong
Agri-food

Market Overview and Opportunities

and distribution channels allow mar-
keters to target niche segments.

China’s anticipated accessionto .
the World Trade Organization in
2000 is likely to reduce the physical
movement of agri-food commodi-
ties through Hong Kong. However,
the territory should remain both an
attractive food market in its own
right,and a regional services and
trading hub, particularly in the
finance, marketing and communica-
tions sectors.

Additionally, Hong Kong will
remain the best“reference account”
for China and a conduit for high-value
processed food products.

New technology

Genetically modified (GM) food has
become a publicissue in Hong Kong.
There is an increasingly large retail
consumer demand for non-GM foods.

tion channels and logistical solutions
inHong Kong. By dealing with end-
to-end logistical service providers,
exporters can now sell direct to retail-
ers, delivery-to-home/office service
companies and food service outlets.
The increasingly competitive food
business environment has also com-
pelled traditional importers to order
smaller, more frequent consighments

to reduce their risk. The consolidation

of product lines at both supply and
demand ends is becoming an increas-
ingly common practice in the Hong
Kong food business.

For more information about Hong
Kong’s agri-food market, contact
Houston Wong, Commercial Officer
(Agriculture and Agri-Food), tel.:
(011-852) 2847-7434,fax:(011-852)
2847-7441, e-mail: houston.wong@
dfait-maeci-gc.ca ¥

Enquiries Service

944-4000) or by fax at (613) 996-9709; by callingthe Enq

- DFAIT Internet site at www.dfait-maecl.gc.ca
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Benefits fro

n award-winning publisher of
A educational software and three-

time Team Canada trade mis-

~ sion participant — Logo Computer

Systems Inc. (LCSI) — is fully attuned
to federal government programs and
services.

During last year’s trade mission, the
small company signed a deal worth
$250,000 a year to distribute its flag-
ship product, MicroWorlds, to approxi-
mately 30,000 schools across Japan,
while the two previous Team Canada
trips led to licensing agreements in
Mexico and Korea.

MicroWorlds allows students to
create dynamic,interactive projects
incorporating movies, photos, sound,
graphics, text,and animation, which

“can then be loaded onto the Web.

Team Canada benefits

What motivates LCS| — whose prod-
ucts are already a success worldwide
in 10 languages — to join up with

Are

6 2000, -

AVR

N T DEPA.

Gllil

LISRARY
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Team Canada? According to com-
pany president Michael Quinn, it's the
potent combination of top Canadian
business people, political leaders,
organized functions and unique
opportunities.

“A perfectillustration of the power
of the Team Canada concept was the
luncheon in Mexico City back in
January 1998," relates Quinn. “We
were all seated according to industry
category and, coincidentally, the

- Continued on page 9 -LCSI

LCSI was a successful participant with a booth
(left) at last year’s Educatec Show in Paris.

Minister 'Pettigrew Announces Canada’s
Position on FTAA Negotiations

International Trade Minister Pierre S.
Pettigrew presented to Parliament last
month Canada’s priorities and objec-
tives for negotiating a Free Trade Area
of the Americas (FTAA).

The Government's position directly
responds to 29 recommendations

made by an all-party parliamentary
committee — the Standlng Com-
mittee on Foreign Affairs and Inter-
national Trade (SCFAIT) — which
recommends the course Canada
should take during ongoing FTAA
negotiations among the 34 democratic

Continued on page 2 - Minister




— Continued from page 1
nations of the Americas, slated to con-
clude by 2005.

“Canada’s economic future is
directly linked to that of our hemi-
spheric neighbours,” said Minister -

"TRADE NEWS

groups.The Department of Foreign
Affairs and International Trade (DFAIT)
has also directly consulted industry
sector representatives and citizen
groups since 1998, and will continue
todosoas negotnatlons progress.

Minister Pettlgrew Announces

(anadas Position

on FTAA Negotiations

Pettigrew.“When negotiations are
concluded, the FTAA will be the .
world’s largest free trade region, with
a current population of 800 million
people and a combined GDP of nearly
$11 trillion.”

Last year, SCFAIT held cross-coun-.
try hearings on the FTAA and listened
to hundreds of Canadians from a vari-
ety of business, labour, environmen-
tal, academic and human rights

“Canada is dependent on an open
rules-based trading system to con-
tinue our impressive economic
growth and job creation,” said the
Minister.“We are also committed to
preserving our right to regulate in
pursuit of national objectives, includ-
ing those in the health and education
sectors.”

Minister Pettigrew recently con-
cluded a trade development mission

- negotiations in meetings with the

~ sary as a member of the OAS. ¥

Successful Canadian Businesswomen Help
Celebrate Intemational Women's Week

On Wednesday, March 8, at the
Department of Foreign Affairs and -
International Trade (DFAIT) headquar-
ters, four successful Canadian business-

women related their experiencesin the .

international marketplace to an enthu-
siastic crowd of some 100 people.The

event marked the mid-way point of the

United Nations-designated ~ *
International Women’s Week

The DFAIT event, one of many held
across Canada and throughout the’
world, was organized by the

Department’s Export Services for
Small and Medium-sized Enterprises.

Thefirst speaker, Annette O'Shea
Roche, President of WISE Business
Management, in Burnaby, B.C, was an
integral part of the development
team that came up with the concept
of a virtual trade mission. According
to Roche, it normally takes two to
three visits to a target market to seal a
deal (approximately $20,000-$30,000
and 8-12 weeks) — an enormous out-
lay of t|me and money that many

-

to Uruguay,Argentma and Chlle
where he urged progress on FTAA .

three nations’newly elected leaders

and ministers. Argentma currently -

chairs FTAA negotiations. -

* The FTAAis an integral part

of the Summit of the Americas
process, which reinforces
Canada’s long-term commit-
ment to the hemisphere,
Canada will host the third
Summit of the Americas in
Quebec City in April 2001,
which will bring together the
region’s 34 democratically
elected leaders.This June,
Windsor, Ontario, will host the
General Assembly of the

- Organization of American States

(OAS), marking Canada’s 10th anniver-
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ROADMAP TO CHINA AND HONG KONG

- tive delegation at this year's
Automotive Parts Manufacturers’
Association (APMA) Conference and
Exhibition in Hamilton, Ontario, April
12-13,is a sign that economic reforms
are reaching even the most tightly con-
trolled sectors of the Chinese economy.

The presence of a Chinese automo-

The delegation will include officials.
from China’s oldest auto company,
China First Auto Works Corp.,as well
as other sizeable manufacturers such
as Dongfeng Citroén Automobile Co.
Ltd.and Shanghai GM Automobile Co.
" Ltd. Delegates are expected to meet
privately with APMA members and to
visit a number of automotive compa-
nies in southern Ontario.

China's automotive industry is
highly fragmented, with more than
120 vehicle manufacturers. Total pro-
duction last year was 1.8 million vehi-
cles — less than what one of the Big
Three automotive companies in North
America produces. In addition, there
are significant trade barriers between
regions,and central government

approval is required before new pro-
duction facilities in many segments of
the market can be established.

But for a nation that had only
60 privately owned cars in 1986, China

Gearingupfor

Chinas Huge
ve Market

Automot

has come a long way fast. Vehicle
production has increased at an aver-
age annual rate of about 10 percent
over the last few years and foreign
direct investment has been signifi-
cant. Seven of China's eight largest
producers are now joint ventures with
foreign firms.

Opportunities for Canadian parts
suppliers are likely to improve as

companies such as Shanghai GM and
Ford continue with plans to expand
their Chinese operations in the short
term. One of the biggest break-
throughs is expected to come later

this year when China accedes to the
World Trade Organization (WTO).
According to most analysts, WTO
membership will drive a rationaliza-
tion of China’s auto industry as larger
firms swallow smaller ones and as
many inefficient operations cease to
exist. Tariffs on vehicles will fall from

the current 80+100 percent levels to
Continued on page 7 - China’s

Canadian Businesswomen Help Celebrate
Intemational Women's Week —c..incsrompase.

small and medium-sized enterprises
are unable to afford.

“Through the virtual trade mission
.concept, however, we were able to
break down both time and space bar-
riers.” Collectively, participants spent
some 60 days on-line before setting
out on a trade mission to Malaysia
and Singapore.“The results speak for
themselves,” says Roche.“Eight
Canadian women entrepreneurs
signed 17 contracts — real deals
where cheques were exchanged —
the most number of deals per partici-
pant of any Canadian trade mission
ever held.” . :

Sharlyn Ayotte, President and CEO
of T-Base Communications Inc. in
Ottawa, and legally blind since 1976,
helped develop Canada’s first audio

banking machine, making it possible
for persons who are blind, partially
sighted or unable to read to access
automated teller machines. She also
was instrumental in adapting tech-
nology to work with current touch-
tone telephone systems.Known as
the InfoTouch system, it allows a mul-
titude of users to access archived
‘information in several formats —
Braille, large print, audio cassette or
computer diskette — and in six lan-
guages. \

Ayotte said that 40 percent of
Canadians have difficulty accessing
information because of language,
literacy, class or money. Her goal is

- to make access to information main-

stream.“The vision that we create for

Canadians,” she said,"today and in the

future, must be for all people.”

The next speaker, Betty Thomas,
President of Thomas Special Effects
in North Vancouver, runs the largest
film and television special effects

" company in Canada, with over $1 bil-

lionin sales. A former stunt person,
Thomas said that,“Where there is
demand, there is opportunity,and
where there is opportunity, there is
competition and that means growth.”
The last of the four businesswomen
was Bianca Battistini, President of
Can-Am Export ServicesInc.in
Deauville, Quebec.Battistini empha-
sized the need for private-public

t

- sector partnership in today’s global

business environment. As Chair-
person of the Small and Medium-
sized Enterprise Task Force, Battistini
knows the value of such partnerships,
especially for smaller exporters.“The
Canadian Trade Commissioner
Service is one of the best partners -
we have,”she said. ¥

v (anadExport Api3,2000




7 THE CANADIAN
—— TRADE COMMISSIONER
SERVICE Serving Canadian Business A /11'(1(1(/

: The Trade Commlssmner
' Serwce helps Canadidn com-

panies that have researched and

selected their target markets.
~ Successful companies con-
~ centrate on one foreign mar-
ket at a time, moving on to
the next only after succeed- -
“ing in the last. To help you
~select which market you
-should target, the Market
Research Centre of the Trcde
Commissioner Service has pre-

Rl

pared over 500 market reports.
_This section of CanadExport pro-
vides an overview of one report. & i
For more information on this and other cosi-competitive health-care produds
reports, or if you want to know how the Canadian ir as with strong commercial pok fi
Trade Commissioner Service can help you get oid .:he, l
results in international markets, visit us at

WWW, mfoexport gc.ca

* Market Prospect * Key Contacts Search "
* Local Company Information * Visit Information.
* Face-to-face Briefing ~~ » Troubleshooting
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' § eing Your
J"oducts fo Market

i'e most common and

Wiective way for Cana-

o exporters fo market M

diedical devices and pharmaceu-

sdent, distributor or general
{oding company. Major pur-
8{ses by public sector cus-
iMers are made through the
Pply Authority, Republic of

- Pharmaceuticals newly
{5ls in Korea is through a local

g \\'\V\V.infoexpoft.gC.Cﬂ . /
| Could this be your market? |
Complefe reportat |

www.infoexport.gc.ca

Industrial Co-operative - (g8 Z=
* (KMIC) or the Korean ., B a0y
. Pharmaceutical Traders

Association (KPTA). '

on the market must also
be reported fo the
National Institute of
Safety Research. In gen-
eral, Korean importers
or partners will handle -
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Tanks to Korean government tax
incentives, the venture capital (VC)
sector in Korea is booming, with
venture capital firms being allowed to

invest up to 30 percent of their paid-in
capital in foreign venture firms.

There are more than 100 compa-
nies in operation, and, although IT

TRADE NEWS

‘Embassy."l was very impressed by

the open business attitude of my
Korean counterparts who proposed-
specific deals even during the first
meeting.”

There are about 60 companies
involved in pharmaceutical research
in Korea.The 10 leading firms are
mostly independent and medium-

Pharmaceutical/Biotech Venture Capital

Korea

receives most of the attention,some -
firms are pursuing investments in
biotech startups.Many, including the
huge Samsung Venture Investment
Corp., have recognized the potential
of the Canadian health-biotech .
industry.

Korean VC companies say that
biotech startups in their country are
usually so few that they have to look
overseas for good investment oppor-
tunities in that sector.This leads the
way for Canada as Korean pharmaceu-
tical companies are open to technical
tie-ups and are willing to provide funds
orthe use of their marketing netwo
in Asia to their partners. .
~ “Igot excellent feads with both
pharmaceutical and venture capital
firms in Korea,” says Ron Kertesz,
Commercial Director of Immune
Networks Research of Vancouver,

who recently visited Seoul ona pro-

gram organized by the Canadian

Opportunitiesin

sized with sales ranging from US$100
million to US$200 million, and have a
strong marketing presence in China
and Southeast Asia.

The U.S.FDA approval of a new
anti-cancer drug developed by SK
Chemical and the licensing to Axcan
of St-Hilaire, Quebec, of an ulcer
treatment developed by llyang
Pharmaceutical demonstrate that
the sector is rapidly gaining technical
maturity. : o

According to the Korean Pharma-
ceutical Manufacturers’ Association,
43 Korean companies are currently
developing 137 new drugs.These
companies have many products in
phase 1 and 2 trials and are looking
for partners to bring their products
to market. Research carried outin
Korea has also produced encour-
aging results in the field of gene
therapy. .

VCfirms in Korea include:

* HanmiVenture Capital Corp i
(US$ 11.6 million); 7

_* Hansol Capital Investment Corp.”

(US$ 22.3 million);

« Hyundai Venture Investment Corp. .
(US$ 26.8 million);

« Kookmin Bank Venture Capitél o

(US$ 22.3 million);

* Kookmin Venture Capital
(US$ 42 million);

« KTIC(US$ 357 million);

¢ LGVenture Investment
(USS$ 26.8 million);

* Samsung Venture Investment Corp.
(plans toinvest US$ 268 million
over the next five years); -

» Hanwha Chemicals (is settingup a
fund dedicated to the pharmaceu-
tical industry); ' ,

» Samchully Corp.(hasa U.S.sub-
sidiary investing in North American
biotech companies).

For more information, contact in
Canada:Lynne Thomson, Trade
Commissioner, Korea and Oceania
Division, DFAIT, tel.:(613) 995-8744,
fax:(613) 996-1248, e-mail: lynne.
thomson@dfait-maeci.gc.ca In B
Korea contact: Jean-Philippe Linteau,
Second Secretary (Commercial),
Canadian Embassy in Seoul, tel.:(011-
82-2) 3455-6061,fax: (011-82-2) 755-
0686, e-mail: jean-philippe.linteau
@dfait-maeci.gc.ca w
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thought when you are living in an

airplane. And that is pretty much
what | have been doing lately, flying
from NORTHSTAR’s home base in
Richmond, B.C,, to places like Miami and
Beijing. But my thoughts keep returning
to Montreal.

It can be hard to keep your train of

After all, when you are a participant
in an extraordinary occasion, there is
a lot to mull over in the aftermath.

I was in Montreal February 11 at just
such an event, one held to mark the
closing of the Canadian medium-term

.financing loop by adding the strengths
of the National Bank of Canada to the
NORTHSTAR team. o

That means we now have $310 mil-
lionin capital to lend to the foreign buy-
ers of the products manufactured by
new and growing Canadian companies.

But it means much more than that,
too. '

What happened in Montreal may
not have been driving the final spike in
the cross-Canada railway. But it was
significant enough in its own right.
International Trade Minister Pierre S.
Pettigrew attended the Montreal event
and said,"Today’s investment is an
excellent model for how Canadian
banks can help small and medium-
sized firms compete in global markets.”
And as André Bérard, Chairman of
the Board and Chief Executive Officer of
the National Bank of Canada put it, “I
think today marks the beginning of a
whole chapter for all of us,one that will
be about more Quebec companies ex-
porting more equipment and services
to more countries than ever before.”
The National Bank has assets of over

| $70 billion, a network of more than 650

branches and some 17,000 employees,
and is the sixth-largest chartered bank
in Canada and the largest bank in -
Quebec. Obviously this is an institution
to be reckoned with financially. But
the National Bank brings more to the
NORTHSTAR table than merely an en-
hancement to our financing capabilities.

Financial services are first and fore-
Most a people business, a relationship
built over time between a clientanda
Professional. )

TRADE NEWS

Over the many years of its history,
the National Bank has built those
kinds of relationships with innumer- -
able entrepreneurs throughout Quebec. |
They can now look to exploring com-
plex new markets with a guide they
know they can place their trust in. And
that means we at NORTHSTAR can

Starting to Close the

SME Export

of Montreal, the Royal Bank of Canada,
HSBC Bank Canada and the Govern-
ment of British Columbia.The Govern-
ment of Ontario provided initial capital,
and the Government of Canada pro-
vides support through the Export
Development Corporation (EDC),
which guarantees NORTHSTAR loans.
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now play a bigger
role than ever be-
fore in making the
export visionsof
Quebecers a reality.
* NORTHSTAR has -
already been work-
ing with small .
businesses across
Canada, support-
ing over 800 export
transactions with -
loans to foreign buyers ranging from
$100,000 to up to $5 million.

In addition to the National Bank,
NORTHSTAR shareholders are the Bank

Scott Shepherd,
President and Chief
Executive Officer,
NORTHSTAR

The company also has strategic
partnerships with two other federal
agencies, the Canadian Commercial
Corporation (CCC) and the Business
Development Bank of Canada (BDC).:
-By starting to build afinancial -
bridge to link the four comers of
Quebec with the far corners of the
earth,the NORTHSTAR team is now
able to put the financial might of
these players behind the efforts ofa
whole new cast of entrepreneurs.

For more information, contact
Scott Shepherd at tel.: 1-800-663-9288,
e-mail:s.shepherd@northstar.ca
Intemet:www.northstar.ca ¥

China’s Automotive Market _ c..cnearonpages

25 percent over five years. Tariffs on
parts will also fall to an average of
10 percent. In addition, restrictions -
on auto financing, distribution and
local content requirements will be
either lifted or liberalized. -

The visit by the Chinese delegation
this month comes on the heels of pre-
vious visits by senior Chinese govern-
ment officials who have been studying
the“Canadian model” of industrial
development, whichin their eyes
means a much more open approach
to foreign direct investment.

For companies interested in pur-
suing opportunities in China, the
Department of Foreign Affairs and
International Trade (DFAIT) maintains
a number of trade offices offering ser-
vices to Canadians in each of China's
largest auto-producing regions. Mis-
sions are located in Beijing, Shanghai,
Guangzhou and Chonggqing.

For more information, contact
Jordan Reeves, China and Mongolia
Division, DFAIT, tel.: (613) 996-7256,
e-mail:jordan.reeves@dfait-maeci.
gc.ca w
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SHARING TRADE SECRETS

wealth, Vietnamese citizens are now

buying lottery tickets on-line thanks
to the first such automated system in
their country, implemented by a small
Calgary-based firm, Applied Gaming
Solutions of Canada Inc. (AGS).

(algar

I n the hopes of gaining instant

One of only five such systems in Asia,
the venture is a government bid to
reduce illegal paper lotteries and to
generate jobs and revenues for the
public coffers.

AGS is providing the $6.8 million
investment and required technology
transfer through a team of Canadian
experts. In return, through a weekly
pay-back scheme of a percentage of
the profits, AGS hopes to earn some
$40 million over the course of the
seven-year project, which has already
increased the company’s workforce in
Calgary from 8 employees to 14.

Firstgamble...and win

It was during a fact-finding tripto’
Vietnam in the summer of 1997 that
AGS President and CEO David-
Aftergood first heard about the gov-
ernment’s desire to modernize its
manual lottery. “After submitting a
bid, we responded to a request fora
proposal in early 1998," explains
Aftergood. “We were eventually
awarded the tender and signed the
contract a few months later,in May.”
The project was officially launched
in August 1999 amid pomp and
pageantry. -

To date, AGS — together with the
state-owned Lottery Corporation, the

Construction Lottery of the Capital — -

has set up a network of some 300

retailer terminals at strategic com-

mercial locations throughout Hanoi.
Ticket sales — available for 6,000
Vietnam Dong each (approximately
50 cents) — are steadily growing,
especially now that the lottery is
being advertised on television.

Hm

“Buys’ mnm}l icket in

Vietnam Lottery

Although this is triple the price of
existing traditional lotteries, possible
winnings are astronomical in compar-
ison, with the current grand prize esti-
mated at close to $300,000.

Partnering and expert help
AGS has partnered with Automated

- Wagering International Inc. (AWI),

an American outfit specializing in
automated lottery systems. In order
to sell the deal to the Vietnamese,
AGS agreed to put up the financing
through a group of Canadian
investors.

According to Aftergood, insurance
provided by the Export Development
Corporation (EDC) was a crucial factor
in securing the funds and mitigating
the risk for investors. ,

“We actually contacted EDC offi-
cials early on in the process because
we needed their expertise in doing
business in the region,”adds

~ * Aftergood. “When we finally won the

bid, we sat down again with them for
guidance on the type of terms we

. should be seeking in our negotna-

tions.”

- EDC'’s advice proved invaluable in
establishing conditions such as
weekly payments by the Vietnamese
government — an arrangement that
Aftergood says has been scrupulously
held to.

/

Staff at the Canadian Embassy
have been indispensable as well, says
Aftergood. “Our people in Hanoi are

" fantastict We could never have won

the tender without their support,
encouragement and active assistance.

- Wheels of fortune

Wheels are already in motion — in
collaboration with Canadian Consu-
late General officials — for extending
operations to the country’s commer-
cial capital, Ho Chi Minh City, where
the anticipated investment is four
times that of Hanoi.

“We are awaiting approval of our
proposal to implement the system in
that city — which should be up and
running later this year,” says
Aftergood. “Canadian Trade
Commissioner Bonny Berger has been
particularly instrumental in our efforts

" to expand southwards.”

The company is also in discussions
with Vietnamese authorities regard-
ing establishing one of the world's

First day ofticket sales at a local shop in “
Hanoi.

first Internet-accessible, government-
operated and sanctioned lotteries.

“We would provide the guidance
and technology to incorporate Web-
based orders,” says Aftergood.
“Ensuring the integrity of the system
and providing a secure e-commerce
platform would be paramount to the
success of this first-ever Internet-
accessible Asian national lottery.”

For more information on Applied
Gaming Solutions of Canada Inc,,
contact company President and CEO
David Aftergood, tel.: (403) 266-8900,
fax: (403) 266-8909, e-mail: david
aftergood@ags.ca Interpet:
www.ags.ca W
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of 1997.Individual economies are moving forward each expectmg to record pos:tlve gross domestlcproduct
(GDP) growth this year. In fact, all but Indonesia had posmve growth in 1999, whilein 2000, the Philippines,
Thailand, Malaysia and Singapore will see their economies grow faster than Canada 5. Canadian companies
that have neglected this marketplace because of econom:c uncertam tiesnow need to take a long hard look

1

and Brunei through the

’ Commonwealth,and like Canada,
Vietnam, Laos and Cambodia are
members of La Francophonie.

South East Asian’ T3l ‘ '
atlons(ASEAN)“ A

ﬁruneb Burma,” 7 Canadian trade offices are

e

Cambodla,lndones|a, -\ W Hanol located in embassies, hlgh
,*Malaysna the il _Vietnam commissionsand _
Phlhppmes,Slnga- consulates in nine South-
pore,Thalland and / " east Asian cities — Bandar
Vletnam With a land ’ Seri Begawan, Bangkok,
mass’o 4‘5 million - R\ Cambodia ‘ ‘ Hanoi, Ho Chi Minh,
square kilometres, - i : Jakarta, Kuala Lumpur,
about half that of ; ' Manila,Phnom Penh

| Canada’s, and a popu- and Singapore.
lation of 525 miillion, Canada is viewed
Southeast Asia has signifi- as a favourable

cant natural resources (tin, :

.trading partner
copper, petroleum, timber,

by Asians, with

rubber, palm oil),a strong agri- %‘di .° _ total two-way
cultural base and, since the 1970s, ' vagn arom ! Ry trade for 1999
arapidly expanding industrial and , - ,ﬁ"“”’“’ exceedmgw
manufacturing sector.There is demand ' ‘ [t S S9 billion.

for virtually all types of Canadian goods and However, there is a surplus in Asia’s favour:

services, reflecting the different stages of economic . Canada’s exports accounted for about $2 billion,
dev;ellopment throughout the region — from while lmports totalled 57 b||l|on o a
sophisticated technology in Singapore to basic

infrastructure deve,op,ﬁ’ént in Cganrmjbodla and Laos. _This' supplement is lntended to underscore the

«' re-emergence of the Southeast Asian marketplace
Canada has a strong presence in the region " for the Canadian export community in order to ..
thl'ough a vanety of programs: |mm|grat|on } expand the range and volume Of Canadlan export9
Clture, education, development and technical ¢ Into the r eglon. R

assistance. It has links to Malaysna Singapore N T A

.(/ 4"\,%

‘,';w‘-" e
AR T3 RS

: ‘-Forfurthennformatlon, contact the Southeast Asia D:wslon, DFAI'I; tgl.. (613) 995-68{\7 fax (613) 944-1604. &
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Indonesia’s Economic
Turmaround =

Indonesia’s economy has begun to turn around with
retail sales and exports leading the way. Inflation
remains in the single digits and interest rates are at
historical lows. This year, the economy is expected to
grow 4 per cent,and 4 to 6 per cent in the years
ahead. While this is still lower than in the pre-1997
years, it is widely believed to be more sustainable.
_With a population of over 200 million, two thirds
living on theisland of Java, Indonesia is an important
emerging market for Canadian exporters.

It is also, however, a challenging market that .
promises great potential for firms willing to make
the commitment.The rule of law is not well
established in Indonesia and firms should be
prepared to accept higher legal risks than in
Canada.The key for Canadian suppliers is to iden-
tify how payments will be made for each sale.

Areas of Opportunity

Natural Resources

As one of Asia’s few energy exporters and Asia’s
only OPEC (Organization of Petroleum Exporting
Countries) member, Indonesia’s economy bene-
fits from a solid foundation in the energy sector,
complemented by considerable mineral reserves.
Over the past three decades, several large Cana-
dian firms have made muiltibillion-dollar invest-

- ments in Indonesia’s mining and energy sectors.
These firms, including INCO and Gulf Canada,
ease entry for small and medium-sized Canadian
goods and services providers looking to break
into the Indonesian market. In addition, all the
major oil and gas upstream multinational firms
are active in the country.

Power Equipment & Services

Indonesia is a key market for Canadian power
equipment and services providers. Although in
the midst of a significant restructuring on the
island of Java, there are important pockets of
growth off Java, including the resource-rich
regions of Sumatra, Sulawesi and Kalimantan.

Environmental Industries )

- With abundant natural resources that parallel
Canada’s, Indonesia requires sophisticated envi-
ronmental technologies and equipment to meet
higher domestic standards as well as to protect its

dian suppliers are already making inroads into this
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This is a rapidly growing sector for Canadian firms.

own reputation internationally. Several small Can® §




" market because of Canada’s well- estab-
lished reputation.’

Canora (Asia) Inc.{Calgary), an incorpo-
rated consortium of Canadian environ-
mental engineering and resource
management firms, in association

with local Indonesian firm PT Pusat

acontract to execute the monitoring,
control and surveillance component

of the Coastal Community Fisheries
Project.The project is jointly funded by
the Government of Indonesia and a loan
from the Asian Development Bank.This
two-year project commenced in March

Agriculture, Food & Beverages

In the past few years agri-food products
accounted for 40 to 45 per cent of total
Canadian exports to Indonesia.Of this,
wheat accounted for 90 to 96 per cent.
In 1999, however, soybean exports
increased far above recent levels.Other
-opportunities in Indonesia include food
safety, fertilizers, crop enhancement and
diversification, livestock feed, biotech-
nology, beef and dairy cattle breeding,
poultry, post-harvest technology,
storage, canning, and food distribution
and co-operatives.

_ ofthe Kuala Lumpur Stock Exchange

Pengembangan Agribisnis, recently won -

2000 at an initial budget of $1.16 million.

FOCUS ON SOUTHEAST ASIA

Index, which rose to 900 from a low
of 265 a few years ago.

These factors all point to renewed
opportunities for Canadian compa-
nies in this tropical country of

22 million people located at the
heart of Southeast Asia, which is
blessed with an abundance of
natural resources such as palm oil,
timber, tin, rubber, oil and gas.

Areas of Opportunity
Agriculture, Food & Beverages
Malaysia has to import substantial
amounts of a number of agri-food
commaodities, particularly soybeans,
wheat, barley malt, peas, beans and dairy
products.In addition, the country’s
expanding network of supermarket
chains has resulted in a rapidly growing
demand for Canadian grocery products
and processed foods of all types.

Canadian agri-food exporters have tradi-
tionally enjoyed great success in Malaysia
with sales of soybeans, wheat and malt
barley as well as grocery and consumer
products through supermarkets.Cana-
dian fast food franchises such as Saint
Cinnamon, with five outlets in leading
shopping malls, have recently established
a significant presence in Malaysia.

*”13543}1 ‘illio
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Information & Communication
Technologies (ICT)

- The fast-growing ICT sector has
opened the door to a number of
promising fields such as Internet
enhancement and e-commerce
products and servnces aswellas
multimedia applications. Advances
in mobile and wireless communica-
tions add to this plethora of new

- o 0 '

| Opportunities on the

MDicn o

{Rise in Malaysia

| The Malaysian economy is'well on its way
0 astrong and full recovery, with 8.1-per-
f @nt growth in the third quarter of 1999,

" an anticipated 5 per cent this year.
Afurther sign of recovery is the resurgence

t ot

~ opportunities.

Successes in the ICT sector are hap-
pening almost daily — the two most
recent being the sale of the Virtual City

" Hall concept by SRI Strategic Resources

Inc.(Burnaby, B.C) to the North Malaysia
city of Ipoh, and the launching of a
Canadian-led joint venture known as
Backpack Asia Sdn Bhd,, an interactive
Web site for budget travellers in 14 Asian
countries.

by the recent Asian economic crisis, !

Environmental Industries

Malaysia's industrial development has
taken a toll on its environment, and
large-scale clean-up and rehabilitation
programs are being introduced in order
to restore air, water and soil.

Canadian environmental companies
have the expertise that Malaysia needs
for these programs.One example is the
Ontario-based Cryo-Lines Supplies Inc,,
which has successfully marketed the
“Blue Bottle” technology, which allows
for the"green” recycling of CFCs and
other ozone-depleting substances found
in air-conditioning systems.

Singapore Remains
Prosperous

Sinceindependence over three decades
ago, Singapore has grown into a techno-

“logical leader with a per-capita GNP of

$33,000(1998),and one of the highest stan-
dards of living in the world.

Singapore has not been severely hurt
The Economist Intelligence Unit projects
8.4-per-cent growth for Singapore this
year, making it the fastest-growing eco-
nomy in Asia and the third fastest in the

- world.The manufacturing sector leads

growth, expanding on the back of a

~ strong upturn in electronics and higher

output of pharmaceutical and petro-
chemical products. Consequently, unem-
ployment, which peaked at 4.5 per cent
in the third quarter of 1998, eased to

3.3 per centin June 1999.Meanwhile,
the deflationary cycle was also halted
when the consumer price index went

_up by 0.1 per centin May 1999, after

11 consecutive months of decline.

v
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Environmental Industries
Singapore has placed a high
priority on environmental
protection and on promoting its
reputation as “Asia’s Garden City.”
Several major projects are
planned, including the Deep
Tunnel Sewerage System, as well
as the construction of waste
water treatment and solid waste

Singapore is dependent on foreign
trade. It levies minimal import duties
and has no significant non-tariff trade
barriers.The country’s role as a regional
commercial hub is underscored by the
fact that 40 per cent of Singapore’s total
imports are re-exported.

Areas of Opportunity

Information & Communication
Technologies (ICT)

The Singapore government aims to
enhance competitiveness in key
economic sectors through strong ICT
development. it envisions all house-
holds, governments and businesses
linked together, creating “an intelligent
island.” As a result of the ICT21 Master _
Plan,ICT sales and investment opportu-
nities are likely to increase substantially.

Canadian ICT companies have already

- achieved an impressive string of
successes in Singapore.ln December
1999, TimeStep, a subsidiary of
Newbridge Networks (Kanata, ON), .
secured two contracts worth $10 million
to supply secure Internet Protocol
Virtual Private Network systems.

- Newbridge was also awarded a contract
“valued at over $35 million by Singapore
Telecom to supply advanced asynchro-
nous transfer mode and time division
multiplexing systems for the construc-

tion of a high-performance, flexible,
broadband multiservice network.

_In November 1999, Montreal multimedia
and entertainment companies, Enzyme
Digital and Icestorm Digital, and a Singa-
pore company, Dreamation, announced
a $$22.8-million joint venture to :
produce a cutting-edge computer game
incorporating advanced animation tech-
nology and artificial intelligence. -

incineration plants.

- Agriculture, Food & Beverages

Aland-scarce nation with no natural
resources, Singapore’s total food and
beverage imports exceeded $6 billion
in 1998.Opportunities exist for quality,
value-added processed food products,
healthy snack foods and a wide variety
of high-end seafood products.

Construction

The Singapore construction industry
is predicting strong growth, which
will offer opportunities to Canadian
construction manufacturers and
suppliers in a variety of areas, including
underground electrical and optical
cabling, infrastructure refurbishing,
. schoo! construction, airport expansion
and enhancement, building materials,
_ construction technology and pre-cast
construction.

Reform Sustains Growth
inThailand

After two difficult years, Thailand’s
economy is on the road to recovery, with
GDP expanding by 4 per centin 1999.The
economy should perform wellin 2000 as
well, with most public and private-sector
forecasters expecting continued growth

. over4percent.

The Thai government has wisely used
the International Monetary Fund (IMF)

~ program to undertake structural reforms

that will continue to sustain economic
growth.These measures have also had
encouraging short-term results, leading
to a stable macro-economic situation: the
currency exchange rate has held steady

. forover18 months,inflation and interest

rates are low, unemployment is declining
and production, consumption and

A

_ Information & Communication v
‘Technologies (ICT)
" Thailand places great importance on

FOCUS ON SOUTHEAST ASIA"

. T
investment are all moving upwards.
Thailand is not completely “out of
the woods* yet, as the level of non-
performing loans in the financial sector
remains high, which is hampering the
banks’ capacity to finance investment.
Observers, however, are confident that
the worst is over, particularly in light of
the international praise Thailand has
received for its market-oriented policies.

Areas of Opportunity

Environmental Industries

Thailand's requirements for environ-
mental technologies are considerable
as it struggles with the effects of rapid
industrialization and the emergence of
anew environmental awareness.Over
the next five to six years, it is estimated
that environmental infrastructure
projects will reach $20 billion. Canadian
firms should look strategically at Thai-
land, particularly in areas such as tourism,
clean technologies, consulting and engi-
neering, air pollution control,and solid
waste and waste water treatment.

the development of a national ICT
infrastructure. Initiatives have included
an expanded Copyright Law in 1994,and
the scheduled privatization of a number
of telecom firms.The country’s major
urban centres have a well-developed ICT
infrastructure, which requires advanced
technologies from countries like Canada
for continued expansion, while the
countryside still hasimmense needs for
basic telecom services.

A number of Canadian ICT companies
have done well in Thailand in recent
months, notably in Internet-based
English-language training with
eduverse.com (Vancouver), and softwaré
for business management and audit
analysis with ACL Services (Vancouver)-
As well, Capital Alliance Group
(Vancouver) has partnered with a major
Thai ICT professional services provider.

Agriculture, Food & Beverages
Thailand'’s economic récqvery has been
greatly assisted by its exceptional agr-




continuing need for helicopters by
the Thai government and Armed
Forces as well as for flight simulators.

Transportation Infrastructure
Thailand's rapid economic growth
has placed considerable strain on
its supporting infrastructure, parti-
cularly its transportation facilities,
which will require substantial
improvement.Bangkok is building a

food production and export perfor-
mance.As the economy continues

to recover there will be opportunities
for value-added food and beverage
products geared to the food service

and retail markets, the sectors so badly
affected by the crisis. The greatest short-
term opportunity is the $200-million
animal feed ingredient import market
for which tariff rates for canola meal and
alfalfa products have been reduced to
Spercent.

0il & Gas

This is an important sector in Thailand
and one where Canada has proven
experience and expertise. As such, there
are opportunities in the oil and gas
sector including repair and maintenance
services, natural gas distribution,and
process control consulting services.
Canadian companies have already
become well established in this sector,
with Cyntech (Calgary) securing a major
tontract for pipeline anchog systems,

and Canadoil (Bécancour, QC) studying
dmanufacturing facility for pipeline
fittings. '

Power Equipment & Services

Similarly, as the economy recovers and ‘
demand increases,opportunitiesare
39ain emerging for investment in new
Senerating facilities as well as from
longer-term plans to privatize energy
'esources. There is also interest in low-

(st power production technology and
tvironment protection solutions.

Aerospace & Defence \

iland is poised to become a major
*erospace centre, and although the
[*ent economic downturn has reduced
Udgets, opportunities for Canadian
Mpanies remain strong.There is a

world-class public transport system,
and a second international airport is also
planned for the capital. As a result, Thai-
land offers opportunities to Canadian
planners, consultants and equipment
suppliers.For example, a contract worth
several hundred million dollars was
recently awarded to SNC-Lavalin
(Vancouver) for the track work of
Bangkok’s Blue Line Subway Project.

The Philippines on the
Road to Recovery

Commercial prospects for Canadian
companies in the Philippines are
promising. Growth is expected to be
moderate but steady in the next few years.
El Nifio and, to a lesser extent, the Asian
crisis caused the Philippine economy to
shrinkin 1998 — but only by 0.5 per cent.
Recovery has already begun, but has been
slow compared to countries like Thailand.

Agricultural production has recovered
but some sectors — particularly con-
struction and manufacturing — are
still feeling the impact of the recession.
Exports, however, which were key in
minimizing the effects of the crisis,
continue to show robust growth.

In many ways, the Philippines is in the
early stages of development —and
that, in itself, creates opportunities.The

" country needs new roads, trains and

communications systems,and with its
burgeoning urban population, it also
needs new types of food and environ-
mental technologies.

Many of these opportunities lie outside
the capital, in the provincial centres,
where growth far outstrips the national
average.

Areas of Opportunity

.Information & Communication

Technologies (ICT)

The telecommunications equipment
sector experienced dramatic growth
after being liberalized in 1995.Now, the
industry is rationalizing and there is
tremendous movement in the market,
with excess telephone capacities and

~ tight competition.Telcos are reorga-

nizing, redistributing their resources,
relocating their equipment and making
additional investments. Interest in
e-commerce and value-added services
will necessitate the expansicn and
modernization of network infrastruc-
tures to ensure high-speed broadband
Internet access. Major Canadian players
are already on the ground and there is
room for more.For example, SR Telecom
(Montreal) was recently awarded a
$145-million contract to supply and
install microwave point-to-multipoint
radio equipment for the Philippines’
Municipal Telephone Project. ’

Under World Trade Organization (WTO)
commitments, the Philippines has just
removed customs duties from imported
computers, parts and components,and
there is a healthy demand for these
products.

Automotive

Again, under WTO commitments, the
Philippines plans to lift the ban on used
carimports and the requirement for car
assemblers to obtain at least 40 per cent_
of vehicle parts and components from
local suppliers.There is renewed interest
from foreign car manufacturers and
spare parts makers, as evidenced by the
opening of a Ford assembly plant
outside Manila in 1999.

Agriculture, Food & Beverages
Filipinos have a taste forWestern food,
making the market for Canadians excel-
lent. Demand for consumer-ready food-
stuffs and for dining out is expected

to increase as incomes grow and more
women work outside the home. Already,
1999 saw record imports of Canadian -
frozen French fries, soups and broths,
flour mixes and frozen doughs.The
word on Canadian quality and pricing
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is spreading, and franchise opportuni-
ties are rapidly expanding.

Country Style Donuts Division of Maple
Leaf Foods (Toronto) opened its first
franchise outletin 1997 and now has

over 20 shops throughout Metro Manila,

with more to come. As well, BeaverTails
(Ottawa) just opened its second fran-
chise outlet and also plans to open

20 more in the next five years. (See
CanadExport, March 1,2000, pg. 18.)

The Philippines’emphasis on agricultural

development will lead to even stronger
markets for products such as animal
breeding stock and genetics, frozen
pork, seeds, irrigation technology and
food processing machinery.The market
for products such as high-grade
soybeans and alternative feed ingredi-
entsis just starting to be tapped.

Environmental Industries

The recent passage of the Clean Air Act
is opening up possibilities for pollution
abatement technologies aimed at
stationary sources and motor vehicles.
Legislation requiring improved water

and sewage treatment is also expected,

..and these are areas in which Canadian
- companies have already had success.

Metro Manila and several other major
cities are facing a waste disposal crisis —

Manila alone needsto spend an estimated |

$34 billion until the year 2015 to address

in sanitary landfill technologies.

Transportation Infrastructure

~ and expanding its mass rail transit
systems, and is interested in Canadian
capabilities.The Philippine National -
Railway wants to rehabilitate its -

" theright marketing and financing

the problem.There is considerable interest

The government is looking at privatizing

FOCUS ON SOUTHEAST ASIA -

commuter and South line services.
The country is virtually starting
from scratch in these fields, so
potential is great. Many regional
airports are expanding, as is

~ Manila’s international airport,
creating opportunities for design,
construction and equipment.

Construction (Housing)

The need for low-cost housing is at
crisis proportions and is one of the
government’s key priorities. It wants to
build 1,000 housing units aday and is
looking for innovative housing tech-
nologies that are inexpensive and easy
to construct. One Canadian company

already has large orders and others are -

on the ground, but there is still room for
more, '

Vietnam Moves toward
Market Liberalization

Vietnam remains a centrally planned
economy with limited market liberaliza-
tion, Although the government recognizes
the need to take concrete steps to open up
its market, officials favour a more gradual
transition.

This is a ¢hallenging market, with a

high level of tariff and non-tariff protec-
tion. It also has a current account deficit,
an underdeveloped financial sector

and limited access to hard currency,

all of which present obstacles for Cana-
dian exporters. Consequently, business
in Vietnam should be viewed as a long-
term project.Nevertheless, thisisa
country with a large and young popula- -
tion which is very receptive to foreign
products.There is a market for just about
every type of Canadian commodity, given

.~

. S
Commission and, as such, works with
Laos, Cambodia and Thailand to fully
utilize the river’s power resources. Coal
is also a major source of energy, along
with oil and gas, which require better
technology to maximize potential.
Proposed legal changes should result
in an improved business environment
in mining (coal, potash and mineral
deposits), forestry (including pulp and
paper),and oil and gas.

Agriculture, Food & Beverages

The agri-food sector offers significant
potential with value-added foods
finding an ever-growing market in light
of increased consumer purchasing
power.There is potential in food
processing and technologies as well

as in animal breeding.

Capital ProjectsIServiceﬁ

These areas also require considerable
investment. Roads, rails, bridges and
ports need to be refurbished, and
houses, apartments and office buildings
need to be constructed, all of which
provide good prospects for Canadian
companies.

Despite limited short-term potential,a
number of Canadian companies have
been successful in Vietnam. Applied
Gaming Solutions (Calgary) introduced
on-line lotteries to Vietnam; Manulife
Financial (Toronto),in a joint venture
with Taiwan's Chinfon, was the first
wholly foreign-owned enterprise to be
granted a licence to sell life insurance;
GIT Informatique Inc.(Quebec) won a
consulting contract to help revamp the
-banking system; and several Canadian
mining companies are making progress
in mineral exploration.

conditions.

Areas of Opportunity
Natural Resources

As a developing country, Vietnam
requires considerable investment
in its natural resources.The govern-
ment’s priorities are power genera-
tion and transmission:Vietnam is
amember of the Mekong River




Rising Oil Prices Spur
Growth in Brunei

After nearly two years of economic diffi-
culty, Brunei’s economy is beginning to
improve. Government projections now
call for close to 1-per-cent growth this year,
based primarily on rising oil prices. The oil
and gas sectordominates Brunei’s
economy, contributing an estimated
51per cent of GDP. It is the third-largest
oil producer in Southeast Asia, and the
second-largest producer of liquefied
natural gas in the world.

The Brunei market is relatively small,
but with one of the highest per-capita
incomes in the world, and thus a market
that Canadian businesses should not
ignore. It is undergoing rapid modern-.
ization, with significant government
spending on infrastructure develop-
ment. As part of its economic recovery
program, the Brunei government
recently announced plans to provide
approximately $200 million to fund
small and medium-sized projects.

Areas of Opportunity

Trade with Canada has been modest,
but there is increasing activity by
Canada in a number of sectors in Brunei.
Major opportunities exist in oil and gas,
environment, and in advanced tech-
nology products and services. As well,
opportunities can be found in financial
services, defence and security products,

food, and information and communica-
tion technologies.

Gnadian firms have made considerable
inroads in the environmental services
sector in Brunei.Inland Technologies Inc.
(Truro,N.S) and Canora-Brunei Environ-
Mment Ltd. (Quebec City) signed a joint-
Yenture agreement with Cathay Scientific
instrument Sdn. Bhd. for a long-term oily

Waste recovery program valued at over

0 million, ‘

lacques Whitford Environment Limited,
Ewirosoil Limited (Dartmouth, N.S.) and
nlandTechnologles, in partnership with
Heji Adinin and Sons of Brunei recently

education, forestry, agriculture and agri-

FOCUS ON SOUTHEAST ASIA

transportation network has been
severely damaged.The rehabilita-
tion of the transportation network
has begun, and it affords opportu-
nities for Canadians.

Power Equipment & Services
Meeting Cambodia’s power needs,
particularly those of Phnom Penh, is
regarded by the government as the
country’s most important priority.

signed a multimillion-dollar contract
with Brunei Shell Petroleum Company
Sdn.Bhd. (BSP) to recover petroleum
sludge and drilling muds at BSP’s crude
oil production facilities.

Stability Keyto

Cambodia’s Resurgence

In 1999, political stability in Cambodia
fueled economic expansion. GDP growth
rebounded to 4 per cent,and is expected
to reach 5.5 per cent this year.

Current overall investment is approxi-
mately $870 million, $580 million of
which is from private sources.Foreign
aid and foreign direct investment
finance 14 to 15 per cent of GDP.

The IMF has approved Enhanced Struc-
tural Adjustment Facility funding of
$118.3 million over three years; the first
phase of $17 million having already
been released. World Bank lending for
Cambodia totalled $109.1 million in
fiscal year 1999.

Areas of Opportunity

Transportation Infrastructure

As a result of more than two decades
of war and destruction, Cambodia’s

Augmenting the power supply will
entail investing in generation, trans-
mission and distribution systems.
Cambodia, as a member of the Mekong
River Commission, presents opportuni-
ties to Canadian firms in this sector.
Opportunities also exist for Canadian
companies in the exploration and
exploitation of oil and gas reserves

in the Gulf of Thailand.

Environmental Industries

Cambodia’s extensive renewable and
natural resources have suffered in recent
years. It has identified critical areas for
immediate attention:forest manage-
ment;Tonle Sap ecosystem biodiversity
conservation; and coastal environmental
programs,

Canadian companies have been very
active in Cambodia’s environmental
initiatives. Hydro Quebec International/
Experco (Montreal) conducted a pre-
feasibility study for a hydro power
project on the Kamchay River; Resource
Futures International (Ottawa) and
Global Environment Consulting
(Vancouver) were awarded an ADB grant
to train staff from the Ministry of Envi-
ronment to carry out environmental
impact assessments.

Economic Recovery
Slowin Laos

The Lao People’s Democratic
Republic is one of the world's poorest
and least-developed countries. It is

a one-party Socialist government,
and remains highly dependent on
IFls and external assistance from
international aid organizations

and donors.

|~ Supplement — CanadExport
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Since 1985, Laos has been struggling

to move away from a centrally planned .

economy to a more market-oriented -
one.lt has undertaken limited privati-

zation efforts while actively promoting

international trade, and maintaining a
relatively open foreign investment
environment.

The 1997 Asian economic recession:
caused the value of the Laos currency,
the kip, to depreciate to one-tenth

of its pre-1997 value, while inflation
soared to triple-digit heights.The
currency remains extremely
volatile.

FOCUS ON SOUTHEAST ASIA

While other regional
economies are showing signs
of economic recovery,Laos
continues to experience severe
macro-economic problems
with the financial and banking
sectors requiring major
restructuring and reform.

Areas of Opportunity
Although there is little private

financing, opportunities for

Canadians exist in partnering with
external financing sources such as the
World Bank, the ADB or CIDA. Health
care, environmental consulting, hydro-

electric power, transportation infrastruc-
ture, mining and international develop-
ment projects are all potential areas of

opportunity.
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Key Web Sites

Department of Foreign Affairs and
International Trade (DFAIT):
www.dfait-maeci.gc.ca

DFAIT InfoExport Services:
www.infoexport.gc.ca

(see Canadian Embassies and Missions)
Export Development Corporation:
www.edc.ca

Canadian Commercial Corporation:
www.ccc.ca

Canadian International Development
Agency, Industrial Cooperation:
http://acdi-cida.gc.ca.inc

Asia Pacific Foundation of Canada:
www.apfc.ca and www.asiapacific.ca

I—

Contact Canada’s Semor Trade Commlssmners at:

Thailand

Canadian Embassy

Tel:(011-66-2) 636-0540

Fax:(011-66-2) 636-0568
E-Mail:bngkk-td@dfait-maedi.gc.ca
Internet: www.dfait-maeci.gc.ca/bangkok

Malaysia

Canadian High Commission
Tel.:(011-60-3) 27183333
Fax:(011-60-3) 27183391

E-Mail: impr-td@dfait-maeci.gcca .

Internet; www.dfait-maeci.gc.ca/kualalumpur

Singapore

Canadian High Commission
Tel.:(011-65) 325-3200

Fax; (011-65) 325-3294
E-Mail:spore-td@dfait-maecigcca |

Brunei
Canadian High Commission
Tel. (011-673-2) 220043
Fax:(011-673-2) 220040
_ E-Mail:BSBGN@dfait-maedi.gc.ca

Indonesia
Canadian Embassy
Tel.:(011-62-21) 5250709
Fax:(011-62-21) 571-2251
« E-Mail:jkrta-td@dfait-maedi.gc.ca
* Internet: www.dfait-maeci.gc.ca/jakarta

The Philippines
Canadian Embassy
Tel.:(011-63-2) 867-0001
Fax:(011-63-2) 810-1699
E-Mail: manil-td@dfait-maeci.gc.ca
i Intenet:www.dfait-maedi.gc.ca/manila/

I
v

Vietnam
- Hanoi
(anadian Embassy
Tel.:(011-84-4) 823-5500 -
Fax: (011-84-4) 823-5351
E-Mail: hanoi-td@dfait-maedi.gc.ca

. Ho Chi Minh
Consulate General of Canada
Tel.:(011-84-8) 824-5025
Fax:(011-84-8) 829-4528
E-Mail; HOCHI@dfait-maeci.gc.ca

Cambodia

Canadian Embassy -

Tel.:(011 855 23) 213470
Fax:(01185523) 211-389
E-Mail:PNMPN@dfait-maeci.gc.ca
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TEAM CANADA: SUCCESS STORY

— Continued from page 1
Governor of Jalisco State sat beside me.
My Mexican partner and | were able to -
have a private, hour-long conversation
with him, after which he invited us to
present our proposals to his senior
economic cabinet in Guadalajara.
“Clearly, this governor attended
the luncheon because the best
Canadian businesses and leading

towards a deal we hope to close in
May for the distribution of our soft-
ware to public schools in Bogota.
TCS staff — notably Lesley-Anne |
Reed — has provided valuable
direction with nuts and bolts issues,
such as intellectual property rights,
licensing, registration, and tax
requirements.These matters need
to be dealt with appropriately right

LCSIShinesin

Mexico and France

politicians were present.| cannot
imagine LCSI ever gaining direct
access to such a key figure, except
through Team Canada.”

That chance meeting with the
governor paid off for LCSI nearly two
years later, with a $750,000 contract
to distribute its software to schools
across the state of Jalisco. As Quinn
explains, the agreement was facili-
tated by the Canadian Commercial
Corporation (CCC).

“We used CCC — we first meton
board the Team Canada plane — in
order to negotiate government-to-
government and avoid a bid
process.” The deal with Jalisco —
which was finalized just last
December — will serve as a refer-
ence model for other states, open-
ing up further opportunities for the
company throughout Mexico.

Tapping into TCS

With 98 percent of its business
generated by exports, LCSI has
benefitted often from other govern-
ment efforts, particularly Trade
Commissioner Services (TCS) abroad.
“For instance,” says Quinn,“Brian
Wong at the Canadian Consulate
General in Hong Kong is setting up
face-to-face meetings for us.

“We are also working closely with
the Canadian Embassy in Colombia

from the start, before it's too late
and they become problems.”

Educatec, a huge dobr-opener

LCSI also participated last year in
Educatec — the largest professional
exhibition in the world of educational
and training equipment, systems and
services, held annually in Paris.This
year’s Educatec will take place the

week of November 22 (see the article
in the next issue of CanadExport).

“It was a great saving in time and
money,” says Quinn of the event. “Our
government was a great facilitator
and made all kinds of contacts for us.
TCS staff helped set up our display
booth and provided logistics support.

“Trade Officer Frangois Gauthé,
Canadian Embassy, Paris, introduced
us to the French Ministry of Educa-
tion, which is currently examining our
product in order to grant its ‘seal of
approval. This official government
endorsement will make teachers
more likely to choose our software,
which will give us a tremendous edge
in the competitive French market.”

Since its establishment in 1981,
LCSI — which has won no less than
26 major awards for its innovative
software — is continually expanding
as a result of export activities. The
company just added 1500 square
feet to its office space and increased
its staff to 25 people.

For more information on LCSl Inc,
contact company president Michael
Quinn, tel.:(514) 939- 8700, fax: (514)
331-1380, e-mail: maq@Icsi.ca
Internet: www.lcsi.ca w

TD Waterhouse Venturesinto India

TD Waterhouse Group Inc,,a leading
on-line financial services firm and the
world's second-largest discount broker,
signed a joint venture agreement with
India’s Tata Finance Limited last month.
Tata Finance TD Waterhouse Ltd. will
provide a full array of financial services,
with a heavy emphasis on brokerage
and on-line trading.

Tata Finance TD Waterhouse Ltd.
will operate from Tata's network of
75 branches throughout India and
will initiate on-line trading as soon as
approvals are obtained.

Under the agreement, TD Water-
house will own 49.9 percent of the
joint venture entity, which will have
its headquarters in Mumbai, India.
With over 25 million investors and
rapid Internet penetration, India has

tremendous business potential and
is generally viewed as one of the top
growth markets for financial services.

TD Waterhouse joins a steadily .
increasing number of Canadian firms
active in India’s financial sector in-
cluding the Bank of Nova Scotia,
Toronto Dominion Bank, Sun Life of
Canada, Canada Life, ScotiaFinance
and Dundee Bancorp Inc.

With a population of 1 billion and
a rapidly growing middle class, India
offers a large market potential for
new entrants.Indian government
policies are favourable to foreign
investors and are aimed at improving
the efficiency and strength of the
financial sector,which has experienced
compounded annual growth rates
of close to 20 percent since 1990, ¥
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about articles on this page, contact URT by fax at (613) 944-9119 or e-mail at commerce@dfait-maeci.gc.ca For all

T he U;S. Connection is produced in co-operation with DFAIT’s U.S. Business Development Division (URT). For information

other export enquiries, call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

here’s no doubt that the com-
I puter software industry has an

image that incites widespread

industry.Yet these are the very
characteristics that concern many
~ of these developers’clients. In fact,in

crow Solutions

Increase International Software Sales

admrratron.Companres in this indus-
try are seen as rapidly growing, cut-
ting-edge, innovative enterprises — °
small operations that must fight to
stay on top in a highly competitive

;upcommg trade and mvestment .
‘events is now avarlable on the US.
{Busmess Web site. It lists a wide
selection of trade sh_ows and acti-
,_fvrtres taking place in Canada an
‘the United States (wrth us. post
mvolvement) Acontact_name
provided for each event. This li
‘does not mclude New Exporters to
Border States (NEBS) events, Wth
‘are listed separately by sector Lrnks
to other trade showsites are also

the past, The Economist has reported
that as many as 60 percent of all
newly created high-technology com-
panies will disappear within five years
of start up.This forecast gives rise to
an urgent question:how can software
purchasers guarantee access to the
software codes produced by compa-
nies that subsequently go out of
business? And how can co-develop-
ment partners and investors, such as
venture capitalists, secure their inter-
est in proprietary information?

- The answer lies in a software
escrow arrangement.This process
is used as a value-added service of
the particular product by providing
conditional access to the source code

to protect the end user’s monetary
investment with the software vendor.
Canadian software vendors looking
for a boost in international sales are
well advised to take a proactive role
infinalizing such an arrangement.

The foundation of any escrow
arrangement is the agreement. The
release conditions listed in the agree-
ment should cover typical product
concerns such as maintenance and
support.Good communication
between all parties is important to
create a reliable escrow deposit. Itis
also critical that major updates to the
source code be forwarded to the
escrow agent so the escrow deposit
correctly corresponds to the version
being used by the licensee. Escrow
materials should be heldinamedia =
vault facility that can provide a mini-
mum four-hour fire wall, non-water-
based fire extinguishing system,
controlled storage environment,and
an extensive security system.

The escrow industry is similar to |
the Canadian technology industry

Continued on page 12 - Escrow

provided.

New Name for NEBS Plus

" Effective April 1,2000, NEBS Plus

missions will be known as EXTUS
(Exporters to the U.S.A.) missions.
This program will continue to serve
Canadian companies already export-
ing to the U.S,, with a focus on help-
ing them expand their markets

further into the United States. A com-
plete listing of upcoming NEBS and
EXTUS events for 2000-2001 can be
found at www.dfait-maeci.gc.ca/
geo/usa/nebs_00-e.asp (note new
URL), or by linking directly from the
U.S.Business Web site. ¥ ‘

Check the Business Section of the Canada-U.S. Relations Home Page at www.dfait-maeci.gc. ca/geo/usa/
busmess-e asp ...forvaluable information on doing busmess in and with the United States.

/




s a former fire officer from Barrie,
A‘ Ontario, Gary Joice was con-
stantly searching for the best

training techniques to keep his firefight-
ers efficient and effective.

TRADE NEWS

joined the company in 1994.“We
build systems to train firefighters to
extinguish fires under conditions that
closely mimic the real thing.They get
accustomed to the heat and various

((CHelps Firefighter Become

World Leaderin
Training Systems

Conventional training methods didn’t
offer the kind of hands-on experience
a firefighter needs to be effective the
first time, s, in 1984, Joice developed
his own propane-powered training
unit. It wasn’t long before the word on
his fire-simulator training units spread,
and Pro-Safe Fire Training Systems
Inc. was born. After successive years
of expansion, Pro-Safe now has its
headquarters in Parry Sound, Ontario.
“The company started manufactur-
ing fire training units for sale after
repeated requests from clients who
had seen them in action,”says Pro-
Safe CEO Henriette Martinitz, who

}I.ookmg to Do s
Businesswith the'
|U.S.Federal
Government?

.Opportunities are just a key stroke away at -
| the Intemet site (www.gsa.gov) of th '
?General Services Admnmstration (GSA),
; Whlch facrlrtates purchases by the U.S
,(government ——"the world’s largest c0n-
isumer =2 and the Electromc Postmg

‘Ft°pportumt|es are listed on th
f;Canadian Embassy in Washlngton, D. C.

other conditions, so they canreact
properly in a real fire.”

Martlnltz also serves as the com-
pany’s Dlrec_tor of Finance and

Henriette Martinitz, CEO, Pro-Safe Fire
Training Systems Inc., Parry Sound, Ontario

Administration, while founder Gary
Joice focuses on product development
and manufacturing. Initially, the
company'’s sales were primarily to
municipal fire departments, but a sale
several years ago to the Department
of National Defence (DND) for a train-
ing unit at the base in Esquimalt,B.C.,
opened up a new market for Pro-Safe.
“DND referred us to the Canadian
Commercial Corporation [CCC] for
assistance with the sale,and the rest
is history,” says Martinitz."CCCis a
security blanket for us and our
bankers, and it gives us credibility
with foreign buyers.They've enabled
us to go from producing a $20,000
system to making a S750,000 saleto

the U.S.Navy.”

CCC-backed sales to clients like
the U.S. Navy, U.S. Air Force,and Air
National Guard have boosted Pro-Safe’s

\

or more rnformatlon, contact CCC at . o
51 3) 996-0034 fax: (61 3) 995-21 21
. ema nfo @ccc.ca lnternet:www ccc.ca |

revenues more than tenfold in the
past few years,and the company con--
tinues to extend its export reach.ltis
now selling mobile aircraft training
systems, in which an accurate replica
of an existing aircraft is fitted with
systems to produce simulated fires
that are very close to the real thing.

“It simulates a whole range of typi-
cal fires,” says Martinitz.“Whether it’s

in the cockpit or cargo hold,orit'sa ;-

‘spill’ fire, or it engulfs the entire air-
craft,a wing fire, a tail engine fire...We
work with the clients before delivery,
and train their instructors.We've
delivered four units in total to the
U.S.Navy and U.S. Air Force,and they
put them through a rigorous testing
program on land and sea.”

Pro-Safe’s sales have grown from
about $300,000 to the current $3.5 mil-
lion,and exports have played a crucial
role.The company has taken advan-
tage of the Canadian Commercial
Corporation’s services throughout
the growth process.

{

Continued on page 13- World
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' prises 38,000 companies witha
labour pool of 300,000 and
annual sales figures of US$34 billion.

The wood industry in France com-

In order of importance, the products
of the wood industry are: pulpwood

DIRECTION —> EUROPE

The demand for maritime pine,
used in flooring and panelling, is
growing by 3 percent annually.
Maritime pine accounts for 65 per-
cent of the softwood flooring market
and 27 percent of the overall flooring
market in France. In 1995, 3 million

-~ IneWood Inaustry
In France

— Market Access and Opportunities

40.8 percent; packaging materials
25.4 percent; construction lumber
13.8 percent; furniture 13.6 percent;
and sawmills 7.3 percent.

French Imports

Since 1996, domestic market imports,
primarily from European countries,
have surpassed the US$2 billion mark
annually, reaching $2.3 billion in 1998.
Between 1996 and 1997, France
imported from Canada $41 million
and $43 million worth respectively,
peaking at $49 million in 1998.
Canada was ranked 13th behind its
mainly European competitors,
accounting for only 2.12 percent of |
the import market, but representing
an encouraging increase of 14.36 per-

- centover 1997.

Lumber products (over 6 mm thick)
account for 76 percent of French wood
imports from Canada and representa

- dollar figure of US$37 million.

Opportunities in France

Wood is used very little as a construc-
tion material in France, which is hot
enough, according to the French
wood industry.With this in mind, the
best niche markets for Canadian sup-
pliers are wood for flooring, furniture
plywood and panelling. '

square metres of maritime pine floor-
ing were laid in France. Cherry, walnut
and red oak are the preferred woods
for furnishings. ‘

~

Market Access

In order to export wood processed in
Canada to France, two certificates

issued by the Canadian Food Inspec-

tion Agency of Agriculture Canada
are required: a heat treatment certifi-
cate and a phytosanitary certificate.
Canadian companies can access
the French market through manufac-
turers’agents, by contacting directly
mass market buyers, or by delivering

~ directly to the customer.

Wood manufacturers’agents have
their own association and the buyers
for specialized mass merchandisers
are relatively easy to identify.The
Fédération frangaise du commerce
du bois,whose mandate is to pro-

" mote wood on the French market,

publishes a detailed directory which
is an excellent tool for prospectiv

- Canadian exporters. v

Trade Shows

France organizes two main events
for the wood industry: the Carrefour
International du Bois takes place

. every two years in Nantes and the

|

/

is a unique event in Europe since it is

. trends in design and the most popu-

Approfal event is held anr'}'ually in
Paris. ) :
The Carrefour International du Bois’

dedicated solely to the wood indus-
try. It will be held in Nantes from May
24 10 26,2000, and will feature more
than 300 exhibitors, with 6,000 visi-
tors from over 60 countries.To date,
Q-Web, B.C.Wood and a delegation
from the Maritimes plan to attend. In
conjunction with the conference pro-
gram, a Canada information session
will be held with show organizers.

For suppliers of wood for furniture,
Approfal is held each January in Paris
as part of the Salon du Meuble.|t has
the advantage of giving participants
access to the French and European
furniture market along with an
opportunity to learn about the main

lar kinds of wood.

For more information, contact
Michel Montet, Canadian Embassy,
Paris, tel.: (011-33-1) 44.43.23.74,
fax: (011-33-1) 44.43.29.98, e-mail:
michel.montet@dfait-maeci.gc.ca w

Escrow Solutions
— Continued from page 10 : tcl
in that it is constantly adapting its ';
services in an effort to improve, ;
Software escrow arrangements ‘
have historically helped software u
vendors sell more products and tc
services by relieving the fears of fr.
potential customers, both in
Canada and internationally.When tr
a professional,impartial agent is re
employed, the service will provide tic
security and benefits to all con- fa
cerned. L~ OF
Additional information can be in
found at www.fortknoxescrow. th
com ¥ Bo
tri
fan




Krakow Transport Authority (MPK

Krakow) had tendered for new
streetcars, Bombardier Transportation
officially presented the first low-floor

L ess than two years after the

DIRECTION — EUROPE

the cities of Kassel and Essen, where

. they are successfully in operation.

Vice-President, Strategic Initiatives
of Bombardier Transportation,

‘Continental Europe, Robin Schweitzer

Bombardier’s First
Tramway in Poland

Opens Door to Central and Eastern Europe

tramway type NGT6 to MPK Krakow,
last December.

A total of 14 vehicles of this type —
the deal was facilitated by former

* Canadian Senior Trade Commissioner
in Warsaw, Linda McDonald — will be
delivered to MPK Krakow, the first

Cardinal Franciszek Macharski blessing
the first Bombardier tramway during the
roll-out ceremony in Krakow. Second from
the right (front) is Canada’s Ambassador to
Poland, Donald MclLennan. - :

urban transport authority in Poland
to have ordered vehicles within the
framework of an international tender.

The vehicle concept of the new
tramway for Krakow respects Polish
regulations for the design and opera-
tion of tramways. It is part of an entire
family of low-floor tramways devel-
oped by Bombardier Transportation
in Bautzen, Germany — one of |
the many plants Montreal-based
Bombardier Inc. operatesin 12 coun-
tries around the world.

In Germany, other tramways of that
family have already been delivered to

stressed the importance that the
central European markets hold for
Bombardier."We are interested in
long-term co-operation since central
Europe remains an important market
with substantial growth potential.”
With this first tramway delivery to a
central European country, Bombardier
Transportation underlines its expertise
in supplying customized solutions for
urban and regional traffic. Bombardier’s
product portfolio ranges from the
100 percent low-floor street-tram
Cityrunner to the bi-modal Tram-Train
which can run on both heavy-rail infra-
structure and inner-city tramway tracks.

The Krakow tramway is a modern
uni-directional vehicle with a 65 per-
.cent low-floor portion and an entrance
height of 2.9 m.The 26 m long three-
car vehicle has a total passenger
capacity of 76 seated and 100 stand-
ing. Padded individual seats, roof-
mounted ventilation and under-seat
heating offer extra comfort to the
passengers. Multipurpose areas are
also provided for prams, bicycles and
wheelchairs.

In his speech at the roll-out ceremony,
with over 200 guests in attendance, Can-
ada's Ambassador to Poland, Donald
McLennan, described the expanding
bilateral relations between the two
countries.We expect to see Canadian
investment in Poland, now $300 mil-:
lion,to double in the next five years.”

For more information on Bom-
bardier, check www.transportation.
bombardier.com

For information on trade and
investment opportunities in Poland, -
contact Jean-Pierre Petit,Central -
European Division, DFAIT, tel.: (613)
992-1449, fax: (613) 995-8756, e-mail:
jeanpierre.petit@dfait-maeci.gc.ca

or Joanne Lemay, Trade Commissioner,

Canadian Embassy, Warsaw, tel.:
(011-48-22) 629-8051, ext. 3352,
fax: (011-48-22) 622-9803, e-mail:
wsaw-td@dfait-maeci.gc.ca ¥

World Leader in Training Systems

— Continued from page 11

“They were involved in the bidding
process and negotiations on many
sales,” says Martinitz.“CCC has highly
trained staff who pick up on the little
nuances, legal or technical, and get
them answered.”

Pro-Safe also makes systems for
fire training towers (Vancouver and
Winnipeg fire departments are recent
clients). Pro-Safe has also made a major
impact on the airport marketplace for
training of airport firefighters.In 1997
and 1998, it installed large remote-
controlled fire simulators at Pearson

Airport (Toronto) and the Air National
Guard base in Alpena, Michigan.

- Currently, it is working on systems
for the Air National Guard in Fargo,
North Dakota, and Gulfport, Mississippi,
and projects for airports in Detroit,
Denver and Tucson are under way.

“We plan to move beyond the
North American market in the future,”
says Martinitz. “We're looking to ex-
pand into South America, the Middle
East, and the United Kingdom, and
we would definitely hope to use
CCC’s services.”
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BUSINESS OPPORTUNITIES

he International Business
T Opportunities Centre (IBOC)

provides a matching service —
connecting foreign buyers with
Canadian companies.The Centre pro-
vides timely, relevant and targeted
business leads from the desks of
foreign buyers to the doorsteps of
Canadian companies.

International Business

Op pO rtU nltl ES (entre

The following lists some of the Centre’s current trade opportunities. To view a
wider selection of IBOC's current trade opportunmes simply visit the Internet site

atwww.iboc.gc.ca/eleads

Canadian exporters needing assistance in preparing international bid documents
may want to use the international contracts expertise and services offered by the
Canadian Commercial Corporation. This Crown corporation is located at 50 O'Connor

NeraL — Wireless Local Loop System
— The Telecommunications Corpora-
tion invites eligible companies to ten-
der for the supply and delivery of a
Wireless Local Loop (WLL ) System
and the materials for installation.
The WLL will provide about 5,000
telephone linesin the Village
Development Committees of the
Western Development Region in
three phases. The supplier will under-
take detailed engineering design,

. Street, Suite 1100, Ottawa, ON K1A 0S6, tel.: (613) 996-0034, fax: (613) 995-2121.

supply and delivery of the system
and turnkey installation of the first
phase of construction.The closing
date has been extended from March
24,2000, to May 24,2000.Contact
Daniel Lemieux, IBOC, fax: (613) 996-
2635, e-mail:iboc@dfait-maeci.gc.ca
quoting case no.000221-00664.

THAILAND — Supply of 500 kV Reactors
—The Electricity Generating Authority
is looking for the supply of 500 kV
reactors for the Pluak Daeng Substa-
tion under the 500 kV Transmission -
System Project for independent

power producers. Bidding docu-
ments are available from February
25 to May 3, 2000, for a non-refund-
able fee of US$80 or THB 3,000 per set.
Closing date: May 3,2000.For more
details, visit www.egat.or.th/procure
invitation bid no.:IPPE-S1-R.Contact
Daniel Lemieux, IBOC, fax: (613) 996-
2635, e-mail:iboc@dfait-maeci.gc.ca
quoting case no.000229-00800.

IsraAEL — Jerusalem Light Rail Train
Project —The project’s pre-qualifica-
tion documents may be obtained
against a payment of a non-refund-
able fee of NIS 40,000.Closing date:
May 15,2000.Contact Daniel Lemieux,
IBOC, fax:(613) 996-2635, e-mail:
iboc@dfait-maeci.gc.ca quoting case
no.000117-00195.

IBOC trade opportunities — find out
more atwww.iboc.gc.ca %

Computer Education Opportumtles Slated

for Morocco

Morocco plans to implement signifi-
cant changes in its education and
training programs in an attempt to

* catch upin the area of information

technology development.
‘At an estimated cost of Dh$3.3 bil-

. lion (508 million) for materials and

training, it will introduce basic com-
puter educationin all elementary and
secondary schools (6,986 facilities) by
the year 2004. It is expected that
computer science courses will be

- offered at all higher learning institu-

tions at a budget cost of Dh$200 mil-
lion ($31 million). Government
employees (75,000 in total) will
receive intensive training courses in
new information technologies, which
will entail a budget of Dh$75 million
($12 million).

For further information, contact
Asmae Amrouche, Trade Officer,
Canadian Embassy, tel:(011-212-7) -
67-28-80, fax: (011-212-7) 67-21-87,
e-mail:asmae.amrouche@dfait--
maeci.gc.ca e



TRADE FAIRS AND MISSIONS

- M\ontreal.ln\temational AfricanMarket

MoNTReAL — May 23-26,2000 — The
Montreal International African
Market (MIAM 2000), which will be
held at the Montreal Convention
Centre, is expecting more than 200
African businesspeople and political
decision makers and 400 Canadian
business representatives.

Held for the first time last year by
the Chamber of Commerce Canada-
Africa (CCCA) and supported by, -

. -among others, the governments of
Canada and Quebec, MIAM is dedi-
cated primarily to increasing business
relations between African companies
and those in Montreal, other parts of
Quebec and other Canadian provinces.
- Aside from personal meetings, .
there will be a number of activities
to encourage one-on-one exchanges
between participants such as booths
and exhibits, thematic workshops
(agri-food, education and training, -
energy, environment, mines and

\
natural resources, health, information
technology, transportation), round
tables and special evening events
(millennium evening, gala and awards
ceremony).

The only exclusive rendez-vous for
African and Canadian economic deci-
sion makers, MIAM 2000 welcomes
businesspeople from all sectors,and
provides a backdrop for establishing
business partnerships and promoting
sectoral investment.

Last year’s event resulted in
numerous discussions,agreements,
partnerships and contracts between
Canadian and African corporations.
With a population of over 760 million
and a GDP of nearly $800 billion,
Africa is a market with huge potential.

For more information on MIAM or
to participate, contact the CCCA, tel.:
(514) 990-3357, fax:(514) 868-6262,
or visit the MIAM Internet site at
www.miam.ca ¥

Building on Opportunitiesin the
California Home Construction Industry

SAN Franciso,U.S. — JuNE 27-30 — Cana-
da Mortgage and Housing Corporation
(CMHQ), Industry Canada and the
Department of Foreign Affairs and
International Trade (DFAIT) are offer-
ing a Market Orientation Mission to
San Francisco for Canadian compa-
nies interested in the western U.S.
housing market. - . S

The mission will be held in con-
junction with the Western Building
Show (June 28-30), and will start with
aday of “how-to” sessions on expand-
ing your business with U.S.construc- -
tion industry experts, as well as visits
to construction sites and retail outlets.
With another solid year anticipated
for the construction market, led by
breathtaking volume in the Southwest,
ompanies interested in'new and

remodelling construction business
will find this mission invaluable.

For a fee of $500, participants will
also receive a badge and space at the
Canada Info Stand at the Western
Building Show.The show attracts
over 18,000 builders and developers
for the residential, multi-family and
industrial sectors. (The fee for the
June 27 seminar segment of the mis-
sion is $150.) Registration must be
received by April 28,2000, at the
CMHC office in Vancouver,

* For further information, contact
Nellie Cheng, CMHC, tel.: (604) 666-8064,
fax: (604) 666-3020; Harvey Rebalkin,
International Trade Centre,Vancouver,
tel.: (604) 666-1445; Michael Pascal,
Canadian Consulate General, Los
Angeles, tel.:(213) 346-2754. ¥

Canadian Cities to
Host“Africa Direct”

From May 3 to 17,2000, 200 busi--
ness and government leaders from
eight emerging sub-Saharan Africa
(SSA) countries will visit Canada to
meet their Canadian counterparts
and begin a process of building
closer economic and political ties.

The eight countries (Ghana,
Mauritius, Mozambique, Nigeria,
Senegal, South Africa, Tanzania and
Uganda) have made great efforts
toward economic and political lib-
eralization and more transparency
in business, and now represent
some of the best opportunities for
Canadian companies in Africa or, for
that matter,in the developing world.

In 1999, Canadian merchandise -
exports to sub-Saharan Africa sur-
passed $650 miillion. There are a
number of trade and investment
opportunities in the region, espe-
cially in the sectors of mining,
telecommunications, water and -
sewage, power generation, trans-
portation,and housing.

Additional trade in services, ris-
ing direct investment in the natural

_resource sectors,and increasing

joint venture partnerships, are fur-
ther evidence of the growing im-

portance of Africa as an economic , -

partner — beyond the traditional
aid relationship.Yet, Canadian com-
panies have only scratched the sur-
face of Africa’s “frontier economies.”
Africa Direct events are sched-
uled for Ottawa, Calgary, Toronto,
and Montreal (the latter as part of
the 6th Annual Conférence de
Montréal). Included in the program
are seminars, workshops, business
exchanges (joint venturing, partner-
ing,one-on-one meetings between
African and Canadian companies);
plant tours (high-tech companies,
advance manufacturing,and the
Ontario Food Terminal, Canada’s

Continuqd onpage 16 ~ Africa
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BUSINESS AGENDA

Asian Development Bank Business
Opportunities Seminars across Canada

Victoria, CALGARY, HAMILTON, Quesec CiTy,
FREDERICTON— May 17-June 6,2000 —
The Asian Development Bank (ADB)
(see Focus on Southeast Asia supple-
ment, p. 2) will be conducting a series
of seminars on business opportuni-
ties across Canada.Don't miss this
chance to learn about or update your
knowledge of the identification, track-
ing and bidding of ADB-funded busi-
ness opportunities in the Asia-Pacific

" region.

A two-day session will be held in
each city.The first morning will cover
the Bank’s evolving role, how and
where to obtain key information to
pursue specific opportunities at dif-
ferent stages of the project cycle,
including information on possibilities
for private-sector investment and co-
financing.You will also find out about
redress procedures and the ADB's
anti-corruption policy.

The afternoon will feature two par-
allel workshops, one dedicated to

‘describing aspects associated with

the recruitment of consuitants, such
as registration, expressions of interest,
short-listing procedures, submission
of competitive technical proposals,
and much more.The other workshop

- will focus on aspects associated with

the supply of goods or works, includ-
ing procurement methods and proce-
dures, how to submit a competitive
bid, bid evaluation, etc.

Department of Foreign Affairs
and International Trade

B+l

All presentations will be conducted

"in English, the ADB’s working lan-

guage. Operational requirements per-
mitting, the Bank’s team of experts
may provide a French-speaking offi-
cer to facilitate questions and
answers, particularly in Quebec City
and Fredericton.

The second day will be devoted to
individual appointments with a Bank
official to enable participants to dis-
cuss specific issues of concern.

For more information, contact the
following International Trade Centre
Trade Commissioners: VicToriA, May
17-18, David Dix, tel.: (604) 666-1406,
e-mail: dix.david@ic.gc.ca CALGARY,
May 24-25, Barbara Cameron, tel.:
(403) 292-4509, e-mail:cameron.bar-
bara@ic.gc.ca HamiLTon, May 29-30,
Jean-Charles Joly, tel.: (416) 973-5055,
e-mail: joly.jeancharles@ic.gc.ca

Quesec Crry, Junel-2, Michel Roy, tel.:
(514) 283-8051, e-mail:roy.michel@
ic.gc.ca FREDERICTON, June 5-6, Gilles
Gaudet, tel.:(506) 851-6477, e-mail:
gaudet.gilles@ic.gc.ca w

Making Trade
Shows Work

Barry Siskind, one of North America’s
foremost trade show experts, will
be travelling across Canada with his
highly acclaimed workshop “Making
Trade Shows Work” The one-day
program will teach all the secrets of
successful exhibiting and getting
show results.

Upcoming workshops |nc|ude
Hamilton, April 18; Fredericton,
April 27; Edmonton,May 16; Winnipeg,
May 17;and Mississauga, June 12.

For more information orto reg-
ister, call 1-800-358-6079, or on-line
at www.siskindtraining.com w

Af“ca Dlred Events — Continued from page 15

largest centre for food distribution).
This is a chance to learn about
the opportunities and potential of
the “new Africa”and to join a dia-
logue on the policies and programs
needed to help build linkages
between Africa and Canada.
Organized by the Alliance of Manu-

facturers and Exporters Canada (AMEC)

and supported by the Canadian
International Development Agency
(CIDA), Africa Direct is a unique way
for Canadians to get to know Africa.
To learn how you can part|C|pate,V|SIt
the Internet at www.africadirect.net
or contact Aida Viveiros, AMEC, tel.:
(905) 568-8300 ext. 288, e-mail:
Aida_Viveiros@the-alliance.com %
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- Minister Pettigrew Presents

Sitive EDC
Iltsfor

inister for International Trade
M Pierre S. Pettigrew last month

tabled Export Development
Corporation’s (EDC) 1999 Annual
Report, which shows EDC helped thou-
sands of Canadian companies pursue
business opportunities abroad.

According to the audited report, EDC
served a record 5,182 customers in
1999 — an increase of 16 percent
over the previous year.

EDC supported more than $40 bil-
lion in sales and foreign investments
in 1999 — an increase of 15 percent
over 1998 — and supported Cana-
dian business in 171 countries and
territories, including Asia, Latin
America and Russia.

“EDCmade $118 million last year,
and at the same time has helped
thousands of Canadian companies do
business abroad,” said the Minister.
“That's good for our economy and for
Canadians.”

‘The report shows that small- and

“medium-sized businesses account for

Number of SME
Customers
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2,000

1,000
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88 percent of EDC’s
customers — they
received more
than $6.1 billion

in financing and

insurance in 1999, Minister for

? 6.8 percent International Trade

increase over ; i
Pierre S. Pettigrew

1998.The number

of smaller exporters using EDC services
in 1999 rose 15 percent from the pre-
vious year to a record 4,550 (see chart).
“These results demonstrate the crit-
ical role that trade finance plays in
helping Canadian companies realize
their international business potential,”
said the Minister. _
EDC, which provides value-added
service to Canadian companies while
encouraging careful financial man-
agement, again received high marks

for customer service in 1999, scoring

80.4 out of 100 in its annual customer

" satisfaction survey —up from 79.8in ,

1998.

“By helping to create trade finance.
capacity, EDC is increasingly a vital
partner to Canadian business as it
seeks to build its competitiveness
globally,” said EDC President and CEQ,

A.lan Gillespie.

Founded in 1944,EDC is a Crown
corporation that operates as a com-
mercial financial institution devoted
exclusively to providing trade finance
services in support of Canadian ex-
porters and investors. Its core compe-
tence is enhanced through 14 sector
teams, including agriculture, forestry,
consumer goods, aerospace and
telecommunications.

For further information, visit EDC's .
Internet site at www.edc.ca W
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BUSINESS COUNCIL/ASSOCIATION NEWS

i

"Y' yhen Rome was'stillin its
Wmfancy, Carthage (founded

9th century B.C.) was already

a thnvmg city state. Its trading rela-
tlons and cuItural influence spanned

cated in the chart on the next page,
the value of Canadian exports fluctu-
ates considerably from year to year as

* they are influenced by the quality of

the Tunisian wheat harvest.

* (anada—Tunisia
Chamber of

(ommerce

by André Landrj;, Desk Officer, Maghreb and Arabian Peninsula Division, DFAIT

the Mediterranean. Today, Tunisia is a
peaceful haven, determined to recover
its bygone glory. The most Westernized
country of the Maghreb, it is solidly
outward-looking, as Canadian busi-
nesses will discover, thanks to the
Canada- Tunisia Chamber of
Commerce (CTCC). '

InTunisia, Canadian firms will find
political stability and a favourable
business climate for investment and
private initiatives.The country is cur-
rently going through a political and
economic transformation, which is
opening it up to the outside world
and liberalizing its economy. -

Tunisia is one of Canada’s oldest
partners in Africa and the oldestin
the Maghreb. It is considered a devel-
oped country and is prepared todo
business on an equal footing with
Canadian companies.

Official relations between Canada
and Tunisia date back to 1966 when
the Canadian Embassy (the firstin the
Maghreb) was opened. Relations are
good; our trade,however, s limited,
though increasingly diverse. As indi-

Canada’s chief exports to Tunisia
are diesel-electric locomotives (ex-
ceptional for this year), hard wheat,
sulfur, radio broadcasting devices,
equipment and pharmaceuticals.
Canada also has a presence in geo-

. matics.Our service exports are strong,

though their value is difficult to assess.

- The value of Canadian investment in

Tunisia is estimated at close to $100

“million (primarily in textiles, energy

and mines).
Tunisia’s main exports to Canada

" comprise eyewear,animal hides,

gloves, dates, molluscs and olive oil.

Economic highlights

Tunisia has the highest per capita
income and best-educated labour
force in Africa. Its economy has
grown by an average of nearly 6 per-

- . cent per year over the last 12 years,

twice Canada’s G7-lead|ng growth
rate.
Over the last 45 years, life expec-

~ tancy in Tunisia has increased from

50 to 73 years, the poverty rate has
dropped from 33 percent to 5 per-
cent, school enroliment has risen

from 5 percent to 99 perEént and -
per capita income from $30 to-
$2,800.

CTCC spearheads Canada-Tunisia
partnership

Established in 1996, the CTCCisa
non-profit organization based in
Montreal. Its main purpose is to help -
Canadian companies develop lasting .
business relations with Tunisia and -
the Maghreb. Its 50 members come

* from small, medium and large busi-

nesses (some already active in Tunisia
and other Maghreb countries) and
various levels of government.
Abdeljelil Ouanes of C.C.I. OUANES
has been the Chairman of the Board
of Directors since the organization
was founded.

Continued on page 3- CTCC
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BUSINESS COUNCIL/ASSOCIATION NEWS

The key source for specific infor- -
mation on theTunisian marketplace, .
the CTCC promotes trade between -
the two countries and serves as an
official link for the various participants.

Through its mandate to help
strengthen existing contacts, the
CTCC conducts many activities to
help busnnesses develop their mar-
kets: -

1.1t bl_'mgs together all relevant
stakeholders for the purpose of
promoting Canada-Tunisia trade
and identifying investment
opportunities.

2. ltacts as a forum to exchange ideas
and information and to discuss
topics of common interest.

3. It provides information and advice -
on changing trade and investment
conditions in Tunisia.

4. It organizes seminars, exhibits and
exchanges of delegations.

5. It creates regional centres to offer
services to stakeholders in Canada
and Tunisia.

6. It works with other organizations
with similar goals. -

Year 1992 1993 1994
Exports o
($million) 464 |21 295
Imports -

($milion) .. 15 14~ 28

1. Drought inTunisia

‘ Canada-Tunisia Trade

19957

106.1

CTCC’s activities
* In partnership with Club Export .

and the Tunisian business delega-

tion in Montreal, a mission to

(TCC Spearheads

(anada—

Tunisia will be organized for April
26-30,2000, during the Agroleader
international agri-food show.

* In partnership with the Tunisia
business delegation and the
Alliance des Manufacturiers du
Québec, the CTCC will organize
an event in honour of Tunisia’s
Minister of International Co-oper-
ation and Foreign | lnvestment on
April 26.

1996 1997 1998 1999

417 85 395 712

435 37 9 85 103

Privileges available to CTCC members

* access to our network of contacts
in Canada and Tunisia

* individualized information

There is no better source of infor-
mation on trade practices than the
CTCC. Its members are business peo-
ple with experience in both Tunisian
(pan-Maghreb) and Canadian busi-
ness practices. With its expertise and
contacts, the CTCCi isan important
resource for any company unfamiliar
with the economic and trading envi-
ronment in Tunisia.

* In collaboration with the Tunis
Chamber of Commerce and
Industry, it will host a multisectoral
delegation of Tunisian business
leaders in September (probable
venues are Quebec City, Winnipeg
and Toronto)

Unisia

Partnership

* meetings with Tunisian delegations
visiting Canada

.* participation in trade missions to

Tunisia and the Maghreb

* participation in seminars and work-
shops organized by the CTCC

promotion of your products and
services on the CTCC Web site
(under development)

* assistance with increasing your
market share and doing business in
Tunisia

For information on the CTCC
contact Abdeljelil Ouanés, CTCC, tel
(514) 847-1281, fax: (514) 847-1541
e-mail: info@cccantun.ca Internet
www.cccantun.ca

Companies interested in exploring
the Tunisian market can contact the
CTCC or André Landry, Desk Officer,
Maghreb and Arabian Peninsula
Division, DFAIT, tel.: (613) 944-8288
fax: (613) 944-7431,e-mail:andre
landry@ dfait-maeci.gc.ca Internet
www.dfait-maeci.gc.ca/menu-fasp ¥

exporlsource gc ca j

[ Aoy ———————rw——

port Apri 17,2000

v (anadkx

- - :
- h - N : v ®
: :

c; 3 o o , E . < v

"" =l A : g '
The : 2t N T -
m] 69 %l < Rl