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Executive Summary 

EXECUTIVE SUMMARY 

Focus India is the launching point of a Canadian economic and trade development 
strategy for India. Based on extensive consultation among representatives of the 
federal government, the provinces and the private sector, this paper identifies the 
key challenges and opportunities for Canadian business in India. In particular, it 
emphasizes the need for a co-ordinated approach to business development in India 
so that Canadian companies can successfully penetrate and take full advantage of 
the opportunities that this emerging market presents. 

More specifically, Focus India provides a list of steps to follow for Canadian 
companies considering initial entry into the Indian market as well as an analysis of 
the Canada-India business environment influencing Canada's business development 
strategy. It assesses market potential with emphasis on those sectors where 
Canadian capabilities and opportunities in the Indian market complement each 

-other. Focus India also evaluates economic and trade issues affecting Canadian 
business development in India and those tools, mechanisms and initiatives that can 
help Canadian business achieve a leading edge. 

The recommended steps for new-to-India businesses include the gathering of 
extensive market information on India before  planning your visit. While much 
information is included in Focus India, there are many other sources with in-depth 
information which you should explore. These are detailed in Section B. 

The analysis of the Canada-India environment reveals that India will become an 
increasingly important market for Canadian business. There are no untapped 
markets to rival India's size; and, since 1991, India has undertaken significant 
economic reforms to liberalize both trade and investment. These economic reforms 
and the privatization of state entities have created opportunities in areas of 
Canadian sectoral expertise. Other factors facilitate doing business in India and 
make it an attractive market. English is the language of business. India is a 
democracy with well-established judicial, banking and distribution systems. In 
addition to this, India has a highly skilled workforce. Although there are some 
indications that Canadian business—including small and medium-sized enterprises 
(SMEs)—is taking a fresh look at the Indian market, Canada and India have not 
realized the full potential of their commercial relationship. 

A number of issues are having an impact on Canadian economic and trade 
development in India. There is a lack of awareness both in Canada and India of 
one another. In Canada, India's business potential is not fully appreciated. While 
there are some distinct market characteristics that may seem overvvhelmingly 
difficult at first, Canadian business must look beyond its first impressions. Equally, 
if not more important, there is also a lack of awareness in India of Canadian 
competitive strengths. Canada is not recognized as a major economic partner or a 
supplier of quality goods, services and technology. As a result, there is a risk that 
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Executive Summary 

many of Canada's competitors which have placed a higher priority on India both 
politically and commercially will have greater success in this market. 

The complexity of the Indian business environment also affects potential Canadian 
success in India. Bureaucratic bottlenecks, conflicting or vague policies and 
guidelines, infrastructure problems, the importance of connections and cultural 
differences make India a difficult market to penetrate. While economic reforms 
have reduced tariffs and made investment approval easier, a number of barriers still 
exist which hinder access to this market. Import policies remain complex, 
government procurement practices could be more transparent and intellectual 
property protection needs improvement to comply with the results of the Uruguay 
Round of world trade talks. Foreign investment policies concerning repatriation of 
capital also need to be clarified and the process streamlined. 

The analysis of market potential shows that Canada and Canadian business must 
position themselves now in the Indian market, or risk being left out. India's 
economic reforms and growing consumer class have revived international political 
and business interest in this market. Focus India encourages Canadian business to 
consider collaborative arrangements with Indian industry like joint ventures and 
technology transfers as well as direct investment. Furthermore, it stresses that 
opportunities exist not only for direct exports to India but to use the Indian market 
as a base for exports to third countries in the region or for re-export to Canada. 

To add sharper focus to Canada's strategy for India, business development efforts 
will target three sectors: energy, including oil, gas and power; telecommunications; 
and environmental products and services. These three sectors were selected based 
on high, immediate or near-term demand and favourable market conditions in India, 
and they match Canadian capabilities and competitiveness. They were not 
selected at the exclusion of other Canadian sectoral strengths. However, 
concentrating limited resources in high potential areas is the most effective means 
of succeeding in India. 

, To help Canadian business overcome the challenges and to capitalize on the 
potential of this market, Focus India is designed to focus the efforts of the various 
players. It suggests that an increase in high-level visits, public relations and an 
extended diplomatic presence be undertaken to improve Canada's political 
relationship with India. Tangible initiatives would include market awareness 
programs such as ministerial visits, both to and from India, increased media 
exposure, and twinning programs, seminars, workshops and (sector-specific) trade 
missions. Enhanced bilateral consultations and formal mechanisms will help build 
commercial linkages between the two countries and gain more secure access for 
Canadian exports and investment. 

Canadian Trade Commissioners will continue to be a vital link between Canadian 
business and the Indian market by providing timely market intelligence and advice 
to exporters. Focus India emphasizes the importance of promoting greater 
co-operation between Canadian and Indian business organizations and fostering 
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Executive Summary

institutional linkages. It also recommends increased coordination and availability of
financing instruments and services to Canadian business .

Ultimately, Canada's success will depend on our ability to gain greater access to
the Indian market and the commitment of all players, including the private-sector.
The Focus India strategy and subsequent updates encourage the pooling of
resources, identify opportunities and help promote Canadian interests in India. This
strategy will enable the Canadian private sector to Capitalize on the opportunities in
the Indian market while contributing to its economic prosperity and sustainable
development.
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Strategic Overview 

A. STRATEGIC OVERVIEW 

India represents one of the most exciting emerging economies with 
the potential to evolve into an economic 'Tiger' in the next century. 

India is now at a crucial juncture in its development It is imperative 
that Canada be well positioned to capitalize on opportunities in this 
dynamic environment. 

It is the government of Canada 's  policy to increase our bilateral 
economic relations with India. The vehicle to accomplish this is 
Focus India. 

I. Terms of Reference 

Focus India is an initiative to develop a Canadian economic and trade development 
strategy for India which integrates the efforts of federal and provincial 
governments, and incorporates the ideas and interests of the Canadian private 
sector. The realization of this strategy will allow Canada to: 

• capitalize on the burgeoning business opportunities in the 'new' India; 
• realize the market potential of the region with India as a strategic partner; 

and 
• contribute to the economic prosperity and sustainable development of 

India. 

This document is the launching point for the development of Canada's trade and 
economic strategy for India. The aim is to coordinate government programs and 
activities in order to be a catalyst for increased private sector involvement in India's 
economic development. 

This strategy paper reflects extensive consultations among key federal government 
agencies supporting economic and trade development in the Indian Market. They 
include the Department of Foreign Affairs and International Trade (DFAIT), the 
Canadian International Development Agency (CIDA), Industry Canada (IC), the 
Export Development Corporation (EDC), the Canadian Commercial Corporation 
(CCC), the Canadian Office for Technology Exchange in the Environment (COTE) 
and Environment Canada. Provincial ministries responsible for trade and Canadian 
industry have also provided input. 

The Focus India strategy will clearly identify Canada's trade priorities for the Indian 
market and determine the policies, actions and programs which all participants can 
pursue in concert to fulfil Canada's trade objectives in India. 
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Strategic Overview 

As a first step, Focus India has analyzed the Canada - India environment (i.e. those 
factors which influence the success of Canadian business in the Indian market), 
identifying key opportunities and challenges. Subsequently, it compiled an 
inventory of those tools, mechanisms and initiatives within Canada's influence 
which can help Canadian business meet the challenges and take full advantage of 
the opportunities. 

II. Format 

This document has seven components: 

• A. Strategic Overview: An outline of the structure and framework of the 
Focus India document defining the context and objectives of the strategy. 

• B. Checklist for Canadian Businesses Considering Entry into the Indian 
Market: A list of recommended steps for Canadian companies to follow as 
preparation for the conduct of business in India. 

• C. Introduction to the Canada - India Environment: A summary of the market 
conditions in Canada and India that will influence Canada's strategy. 

• D. Analysis of Market Opportunities: An examination of the market 
opportunities in India and an identification of where Canada's best 
opportunities lie. 

• E. Economic Development and Trade Issues: A description and analysis of 
major issues or challenges confronting Canadian economic and trade 
development in India. 

• F. Capturing the Opportunities: A Focus India Action Plan: The tools, 
mechanisms and initiatives within Canada's influence that can help Canadian 
business meet the challenges of the Indian market and take full advantage of 
the opportunities. 

• G. Next Steps: A strategy to increase Canada's presence in India 
through several constructive developments and through the dissemination 

of information designed to encourage Canadian companies to consider 
entry into the Indian market. 

III. Context 

A Canadian trade and investment development strategy for India cannot be 
developed in isolation from Canada's broader bilateral, regional and multilateral 
relations with India, involving such issues as regional and global security, trade 
policy, the environment, human rights issues and cultural relations. It must also be 
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Strategic Overview -

consistent with and complementary to Canadian activities in international fora like
the United Nations, the Commonwealth of Nations, and the World Trade
Organization. These relationships must support the economic and trade
development strategy if the efforts of Canadian business are to be successful. This
document supplements Canada's International Trade Business Plan (ITBP) which
will become increasingly relevant as the potential of the Indian market is realized.

IV. Market Opportunities

India's program of economic, trade, and industrial reforms introduced in 1991 has
moved India from an inward-looking, planned economy, to a more open, globally-
oriented economy ripe with opportunity.

The reform process in India has begun to bear fruit. India's exports for 1994
showed a 20 percent increase over the 1993 figure (the highest growth rate in
Asia); capital inflows have increased from US$150 million in 1991 to US$5 billion
in 1994. India's rapidly expanding middle class, estimated at between 150 and
250 million, represents the largest emerging consumer market in the world and is a
source of highly educated, affordable, skilled labour. With this pent up demand,
Canadian companies can no longer ignore the tremendous opportunities in India.
India is the next large emerging market, and Canadian business must position itself
in the indian market or risk being left behind. In 1994, Canada was the source of a
mere 0.8% of India's US$ 21.88 billion in imports, while India ranked 30th in terms
of Canada's largest export markets. In the first nine months of 1995, Canadian
trade with India has improved to the extent that India now ranks as our 25th
largest market. India provides further opportunities if one looks beyond the
immediate Indian marketplace: India can also serve as a base for exports to third
countries in the region, or for that matter, the global marketplace.

The greatest potential for Canadian success-exists now, when the sheer number of
opportunities and the possibilities for forming partnerships in India are probably at
their zenith.

V. Strategic Issues

Two-way trade and investment between Canada and India does not reflect the
capabilities and potential of these trading partners. The following issues are
limiting Canada's economic development and trade interests in India:

• Awareness - India's business potential is not fully appreciated in Canada.
Similarly, there is a lack of awareness in India of Canadian competitive strengths.
As a result, there is a risk that many of Canada's competitors which have placed
a higher priority on India both politically and commercially will have greater
success in this burgeoning market.
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Strategic Overview 

• Complexity of the Indian Business Environment - The Indian market has some 
distinct market characteristics (i.e. business practices and infrastructure) that 
may seem overwhelming to Canadian businesses at first. India is not for the 
timid or uncommitted. Generally, Canadian businesses have not looked beyond 
their first impression of India as companies from other countries have 
successfully done. 

• Market Accessibility - Despite extensive economic reforms, a number of barriers 
remain which hinder access to the Indian market. Relatively high tariff rates, 
intellectual property protection problems, and local licensing requirements can 
impede market access. 

• Financing - Prior limitations in the availability and variety of financing 
mechanisms for Canadian companies seeking to do business in India have been 
alleviated in part by increased international attention to this market. While 
several issues remain a concern for Canadian firms, such as accounts receivable 
collection risks faced by small and medium-sized enterprises' (SMEs') or capital 
investment risks faced by multi-national corporations (MNCs), there are an 
increasing number of alternatives to address those concerns. 

• Political/Economic Risk - India's political and economic environment has certain 
inherent risks. These risks include the stability of the government, regional 
tensions, communal strife, the pace of economic reforms, and India's fiscal 
situation. While the situation has improved dramatically over the past four years 
on almost all these fronts, the continuing political/economic risk is reflected in 
the fact that the major international credit agencies still have not granted India an 
investment grade rating for their long term debt. However, Moody's recently 
upgraded their short term debt to investment grade. 

VI. Capturing the Opportunities 

The aim of the Focus India strategy is to enhance Canada's economic and trade 
prospects with India by having a positive impact on the aforementioned strategic 
issues. There are a number of tools, mechanisms and initiatives within the scope 
of the strategy which can help Canadian governments and business address these 
issues through: 

• Political Relations 
• Economic/Trade Relations 
• Business Development Initiatives 
• Canadian and Indian Business Organizations 
• Financing 

This document outlines options available to Canadian governments and business 
and suggests how these devices can be used to address the relevant issues and 
promote Canadian interests. 
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Checklist for Canadian Businesses

B. CHECKLIST FOR CANADIAN BUSINESSES CONSIDERING
ENTRY INTO THE INDIAN MARKET

The following is a checklist for the benefit of Canadian companies considering
initial entry into the Indian market. It responds to frequently asked queries from
Canadian businesses seeking advice and counselling on how to best approach the
Indian market. We hope that this checklist will help globally-oriented Canadian
companies to prepare for business in India.

1. Think Globally But Act Locally

This is sage advice for individuals conducting international business development
activities. Many of us believe that an expert is someone who is located far away
but just as often good information and advice is close at hand. It can be found in
your local economic development agency or in the office of a business information
researcher, a trade consultant, your lawyer, accountant, banker or librarian. If you
do not already know one of the above professionals, consult the Yellow Pages of
your local telephone directory.

2. Are You Export Ready?

International marketing is expensive. From past experience we know that, unless
you are a frequent visitor to India, building a business relationship in South Asia
takes time and money. A two week market development trip to India will cost on
average about $7000 and you will most likely have to make several trips to India
before landing a contract. India is not the type of market for which you can
canvas prospective buyers from the comfort of your office. In our experience, it is
firms with at least $1 million in revenues which have the financial, managerial,
technical and human resources to mount the effort required to sustain a presence
in the Indian market that will eventually result in a successful business venture.

Also, federal government trade promotion funding programs such as the Program
for Export Market Development (PEMD) and the Canadian International
Development Agency's Industrial Cooperation program (CIDA INC) now reflect this
criteria. Indeed the key characteristics of successful companies in the Indian
market are breadth and depth in technical, financial and managerial resources,
extensive international experience and a total commitment to global marketing.
Although Canadian society recognizes the right of companies to broaden their
choice of international markets as they wish, generally speaking, if you have never
crossed the United States border to do business in Bangor, Burlington, Buffalo,
Bismark, Butte or Bellingham, then it is doubtful you are ready to do business in
Bombay.
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Checklist for Canadian Businesses 

3. The Basics 

To begin the process of becoming export ready, buy a copy of "Exporting" from 
your local business bookstore or business supplies shop. It costs $24.95 but is 
well worth the investment. It is part of a series of business books produced by 
Self Counsel Press, which is located at 1481 Charlotte Road, North Vancouver, 
B.C., V7J 1H1. If a copy is not available in your area, a mailorder bookstore in 
Toronto called "Books for Business" (1-800-668-9372) will send it to you for the 
cost of the book plus shipping. 

4. Focus India Contacts 

The first stop on your journey should be your local economic development agency 
or office. Check the "blue pages" of your telephone directory for their number. 
They will normally have information referring to "How to Export" and contact 
numbers including who to contact at your provincial government trade office and 
Regional Development Agency in your area: ACCOA in the Atlantic Provinces; 
FORD-Q in Quebec; FEDNOR in Northern Ontario; and WD in Western Canada. 

One of the mandates of these provincial and federal agencies is to help new-to-
exporting firms learn the ropes and discover what assistance governments and 
others make available to firms interested in developing global markets. For 
example the Ontario government offers a "New to Exporting" seminar for first time 
exporters. 

The next stop on your journey should be your International Trade Centre (ITC) 
usually located in the major metropolitan centre in your province. You can find 
their number in the federal government section of the "blue" pages of your 
telephone directory. The ITC officer responsible for trade with India will direct you 
to local sources of information and advise you on how to prepare yourself for doing 
business in India. 

They may suggest reading several overview articles on India that have appeared in 
the general business press including: "Canadian Business" in January 1995; 
"Euromoney" supplement on India in March 1995; "Business Quarterly", Winter 
1995, from the University of Western Ontario; and Financial Times  "Survey of 
India", November 17, 1995. The ITC officer will also be able to direct you to both 
the local provincial government trade agency and the Canada Business Service 
Centre. 

The Department of Foreign Affairs and International Trade has an info centre which 
can provide you with copies of several useful general guides including: "Export 
Guide"; "Sources of International Information Available Electronically"; and "1995 
Directory of Information Brokers Specializing in International Business Information". 
(See Appendix I for contact details.) 

Focus: India 	 Page 9 



Checklist for Canadian Businesses 

5. Sources of Information 

Another invaluable source of information is "The Canadian Guide for Researching 
Markets in India" recently produced by a Business Information Researcher in 

Toronto. It contains information sources on how to find and verify customers for 

your products and services in India. For your copy call McEachin & Associates 
Limited at 416-299-4556. 

In addition to the publications from DFAIT's InfoCentre mentioned above, several 
other non-Canadian information sources also exist. The Financial Times 
Publications recently published a book on 'Doing Business in India'. Another 
source is the Economist Intelligence Unit publications. U.S.-India Enterprises Inc., 

of Silver Spring, Maryland has produced a reference book for North American 
companies doing business in India. For more information fax 301-572-7233. 

Most of the major accounting and management consulting firms such as Ernst & 
Young, Price Waterhouse, and Arthur Anderson as well as the Hongkong and 
Shanghai Banking Group have produced general guides on doing business in India. 
Industry Canada puts out a CD-ROM called "Insight" which contains 186 different 
articles which refer to India: call 1-800-390-2555 to order your free copy. Finally a 
weekly newspaper "India Abroad" published in Etobicoke, Ontario (416-622-2600) 
reports on politics, business, arts and sports in India. 

6. Education 8t Training 

Life-long learning and adult education is now a necessity for Canadians who want 
to fully participate in the global economy. There are a host of facilities available in 
Canada for international business training. The Forum for International Trade 
Training (FITT) offers an eight module program on international business in 26 
centres across Canada. More information is available from FITT at 1-800-561- 
3488. The Business Development Bank (formerly the FBDB) also offers seminars 
on international business development and entrepreneurship as well as counselling 
for start ups (check the "blue pages", federal section, of your local telephone 
directory). 

Many community colleges offer courses in international marketing and 
import/export methods. Several Canadian universities operate Centres for 
International Business Studies or o ffer international business oriented MBA 
programs -- check out the one closest to you. 

Many industry associations and other groups such as the Canadian Exporters 
Association and the Asia Pacific Foundation from time to time offer seminars on 
doing business in India. Often these seminars are announced in the Globe & Mail's 
events page or in the events page of the CanadExport newsletter available from 
DFAIT (call 1-613-996-2225 to subscribe). 
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7. Networking

"Contacts make contracts and business is relationships". These homilies are why
many local Boards of Trade or Chambers of Commerce. o p erate international
business committees. Consider joining one. Several groups in cities across
Canada like Toronto, London, Waterloo, Sudbury, Winnipeg, Calgary and
Vancouver have started export clubs. Call your economic development officer at
your local municipal government office to learn if one is operating in your area. If
one does not exist consider getting together with others to start one (contact The
Federation of Export Clubs Canada, c/o DEPAG, Charles Janthur, B.A., Manager,
67 Yonge Street, Suite 1402, Toronto, Ontario, M5E 1 ,18, tel: 416-364-4112, Fax:
416-364-4074 for more information on how to start one).

Alternatively, to meet your education, training and networking needs, you could
join the Canadian Exporters Association (613-238-8888), the Canada-India
Business Council (613-238-4000), or the Indo-Canada Chamber of Commerce
(416-224-0090). The Canadian Manufacturers Association (416-798-8000, ext.
-230) and the Conference Board of Canada (613-526-3280) also have active India-
Canada linkage programs. These groups are good for making contacts related to
your primary research which will compliment the other research sources mentioned
in this section. Your own industry association may also be an important source of
primary research.

8. Online Contacts

"Getting On-line" is another method of networking. E-mail, discussion groups and
electronic newsletters are a way of extending your contacts and learning about
new sources of information. One such group is DFAIT's departmental electronic
bulletin board which operates an "India Forum". Type J 4 at main prompt
command. This forum is also available via the Internet by sending a message to
"listserv@fait.gc.ca" with the command "subscribe India-Nepal" in the body of the
message.

There are several other India related Internet news/discussion groups such as
"clari.world.asia.india" and "soc.culture.india". Another good source of
information is India D-Editor. Internet users should send a mail message to
LISTSERV@INDNET.BGSU.EDU and in the mail message, leave the subject line
blank. The first line of the mail message should be: {Here, Personal Name should
be a 2-part name}
SUBSCRIBE INDIA-D Personal Name {To subscribe to Discussion Digest}
SUBSCRIBE INDIA-L Personal Name {To subscribe to News Digest}
SUBSCRIBE INDIA-E Personal Name {To subscribe to Economic Forum}

"The Digital Silk Road of the 21 st Century" site on the World Wide Web is a
gateway to business-oriented and other intelligence on all Asian countries including
India: http://www.ncb.gov.sg

Focus: India Page 11



Checklist for Canadian Businesses 

9. Your Market Entry Strategy 

Before approaching the Canadian Government offices in India for help you must ask 
yourself "what do I really need?" Why are you contemplating approaching the 
Canadian Consulate in Bombay or the High Commission in New Delhi? Ideally you 
are chasing a business lead arising from a joint venture inquiry or need help in 
making an exporting decision, developing a market entry strategy, identifying 
potential partners, etc. But this will become much clearer once you have 
developed your overall international marketing strategy for your company. 

10. First Things First: Do Your Homework 

You will eventually have to visit the Indian market to really understand it. But do 
your market research before getting on the airplane. Experienced exporters tell us 
that 70 to 80 percent of your research must be done before you step on the plane. 
Developing an export strategy as part of your business plan is the first step to 
success. Doing your homework in Canada first to develop this strategy will help 
you answer many questions you have about India. If, after doing extensive market 
research you still have questions, then contact the Canadian High Commission/ 
Consulate. Increasingly, to access government trade promotion resources, you 
must show that you are "expo rt  ready". Developing an export strategy helps to 
prove that you are serious and ready to be in the Indian.  market. 

11. Getting Help In Canada 

It is easier and faster for the Trade Commissioner Service (TCS) and Commercial 
Officers to serve you in Canada. There are a number of resources (government 
departments and agencies, industry associations, educational facilities, etc.) here to 
help you. First there is your local economic development agency officers. Next, 
are provincial government trade and industry departments: International Trade 
Centres located across the country are available to help; and the federal 
government in cooperation with provincial governments has established Canada 
Business Service Centres in every province. 

These resources can also provide information on the process and eligibility criteria 
for accessing the PEMD and CIDA INC programs. In addition, all of the major 
Chartered Banks have Trade Finance Sections that will provide you with 
information and advice on their services, and two -- Bank of Nova Scotia and TD 
Bank -- have offices in India. Similarly the State Bank of India which has offices 
located in Toronto and Vancouver can be another source of help in certain cases. 

Finally, there are the facilities and services of DFAIT in Ottawa including the voice 
Hotline, Faxlink, Electronic Bulletin Board and World Wide Web Internet services 
designed to provide one stop shopping for electronic trade information through 

your PC, modem and telephone. DFAIT's InfoCentre voice Hotline can be reached 
at 1-800-267-8376. A key document to obtain from almost all of these 
organizations is the "RoadMap to Exporting and Export Financing" produced by the 
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federal government in cooperation with the Canadian Bankers Association. This 
document points to resources and contacts at the Chartered Banks, DFAIT, Export 
Development Corporation, and Canadian Commercial Corporation as well as the 
International Trade Centres. 

12. Working With a Partner in India 

In India business relationships tend to be very personal and a popular method of 
entering the market is by means of joining with a local pa rtner. Indeed the choice 
of local partner is the single most important factor crucial to the success of any 
joint venture. Choose your partner carefully. DFAIT's InfoCentre provides a 
booklet "Building Successful Strategic Alliances" and along with an accompanying 
video, is a useful checklist for companies contemplating a joint venture with a 
partner in any country. The Canadian International Development Agency has also 
developed a booklet "Working with an Indian Partner". Contact the Centre for 
Intercultural Training, CIDA, 200 Promenade du Portage, Hull, P.Q. K1A 0G4 (Fax: 
819-997-5563) to obtain your copy. 

In most cases developing an Indian partnership will require the advice of legal 
counsel. Your own lawyer should be able to direct you to the Hubbell directory 
listing lawyers in India experienced in international trade law. A classic and 
detailed reference on the law and practice of international trade is "Schmitthoffs 
Export Trade: The Law and Practice of International Trade" by C.M. Schmitthoff, 
9th ed. London: Stevens & Sons, 1990. 

13. Do More Research! 

Every hour of research you do in Canada will make those more expensive hours 
you spend in India that much more productive. Whether your research is spent in 
the library, talking on the phone to contacts, suppliers, consultants or other 
sources of information in Canada, or increasingly on the electronic networks, a 
clearer idea of the opportunities and obstacles that await you will make your trip to 

India and visit to the Consulate/High Commission all that much more productive. 

14. Contacting Canadian Commercial Counsellors in India 

Canadian companies are discovering the many market opportunities India offers. 
The Canadian Government Trade Offices in India received over 700 business 
visitors from Canada in 1994 and it appears the number will be even higher in 
1995. Likewise the number of queries received by these offices are on the 
increase. Their priority has to be the business traveller who has just arrived in 

India and is sitting across the desk from them seeking help. Yet, during the past 
two years the resources devoted to handling these enquiries and visitors has 
increased only marginally. So your query to the Consulate/High Commission vvill 

have lots of competition for the Commercial Counsellors' attention. If you want 
your mail/fax/telephone query to receive the kind of attention you deserve make 

sure it is complete and is asking for information which is only available in India. 
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Checklist for Canadian Businesses

15. Getting the Attention You Deserve

Do you know what you want? Our best advice is to send a complete query to the
Commercial Counsellor. A one line query asking "what is the market for.....?" will
probably get a reply from the Commercial Counsellor réquesting more information
from you about your company and what you want to do. Make sure your query is
clear about what you want and let the Commercial Counsellor know what kind of
market research you have already done, what your market entry strategy is, and
what key information/details you are lacking. If you send product information,
make sure you state why you are sending it and what you want the Commercial
Counsellor to do with it. Finally, be sure to follow-up on your request.

One recent Canada Export Award winner, a SME exporting more than 90% of its
products outside of North America, makes it a point to involve the Commercial
Counsellors in their early market entry activities. In effect, it makes them part of
the company's "team" and treats them as a partner. The Commercial Counsellor is
provided with a lot of material with which to work. The result is_ the Commercial
Counsellor becomes committed to the success of this particular company. What
does your company do?

16. A Final Word

The key is: what can you do for yourself; what can others in Canada do for you;
and finally, what is the maximum value you can get from the Commercial
Counsellors in India. By virtue of their status as diplomats, Commercial Counsellors
abroad have access to and can acquire market information and intelligence that is
not available in Canada. They can advise on good local contacts and if necessary
pan advocate on your behalf to certain decision makers. More practically, by being
located in India, the Commercial Counsellor is in the best position to know who the
primary competition is, and details such as the buyer's criteria, who has a good
reputation/bad reputation, valuable contacts, and effective agents and distributors.

It is not really in your or their best interest for the Commercial Counsellor to be
chasing down information which is available in your local library. To be an
effective resource for you they have to know that you are ready for India and you
can best demonstrate your export readiness by showing them that you have
already done extensive research on your target market.
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C. THE CANADA - INDIA ENVIRONMENT 

I. Introduction 

This section summarizes the Canada-India environmental considerations which will 
have an impact on the Canadian economic and trade development strategy. It 
examines the changes and opportunities in India: how the 'new' India has evolved, 
what general market potential exists and what economic reforms have taken place. 
It also describes Canada's trade links with India, both the government and private 
business development programs of Canadian and Indian organizations and the 
financial situation in India. 

II. The New India 

When the minority Congress (I) government of Prime Minister Narashimha Rao took 
office in June 1991, few expected the Prime Minister to survive politically for more 
than six months, or the government to last its full five year term. More than four 
years later, Prime Minister Rao has defied his critics. He remains at the helm of 
government, commanding a slim majority in Parliament. Although his party has 
faced setbacks in recent state elections which have created problems within the 
party, he is expected to contest the national election in 1996. 

Prime Minister Rao introduced a program of economic, trade and industrial reforms 
in July  1 991 as India teetered on the brink of bankruptcy for the first time in its 
post-independence history. Since that time, India has made a dramatic turn-around 
in its economic philosophy from an inward-looking planned economy based on 
import substitution to one based on a free market, more globally-oriented economy. 

India has all but abolished its famous 'licence Raj' which frustrated exporters and 
potential investors alike; the Indian rupee is now fully convertible on both the trade 
and current accounts; and, more importantly, there is now a changing mind set 
that Indian industry can truly achieve world-class status. the pace and structure 
of reform can be attributed largely to Dr. Manmohan Singh, the Finance Minister, 
who steadfastly pursued his objective in the face of domestic opposition (including 
from within the Congress (I) party). His budgets reflected the need to find a 
balance between stimulating growth and responding to social pressures. 

Although the Government's economic reform has been challenged, Prime Minister 
Rao has said there is no back tracking on the reforms introduced to date, and more 
reforms will follow. Given that both major parties are commiued to the reform 
program, most analysts consider them irreversible. The increasingly positive 
foreign press on India's reform program and this country's sheer economic growth 
potential are attracting the attention of international business. As India realizes the 

benefits of foreign technology and capital, business and government will accept 

that innovation and risk are needed if India is to match the growth of its neighbours 
in the Association of South East Asian Nations (ASEAN). 
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The Canada-India Environment 

Ill. Market Potential 

There is enormous scope for lndo-Canadian commercial co-operation in the Indian 
market if we consider that there are virtually no untapped markets to rival India's 
size. At US$250 billion, India is the 10th largest economy in the world in terms of 
GDP, 6th largest using the IMF's purchasing power parity measures. The country 
has a burgeoning middle class of between 150 and 250 million people that is 
becoming increasingly affluent and discerning. India has a wealth of agricultural 
and mineral resources, the potential of which has not even been half realized. 

Furthermore, there are enormous infrastructure requirements. Like many of its 
neighbours, it has the potential to be the next 'Asian Tiger'. 

The market potential is increasingly being reflected in strong economic indicators: 
India no longer needs a second IMF loan, and it is paying off the 1991 loan ahead 
of schedule. In 1994, the GDP growth rate returned to the 1990 level of 5 percent 
and is projected to reach 5.5 percent in 1995. Inflation has been reduced from 

close to 17 percent to under 10 percent (8.5 percent in November 1995). Since 
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July 1991, over 2,300 new foreign collaboration proposals, valued at US$2.5 
billion, have been approved. 

In addition to the enormous market potential and positive economic signals, a 
number of historical factors facilitate doing business in India and make India an 
attractive market. India has a proven commitment to freedom and democratic 
principles with a functioning free press. There is a sophisticated, independent 
judicial system based on British common law that can and does overrule 
government decisions. English is widely spoken and is the common language of 
business and commerce. A well-developed banking system exists with private 
sector origins that date back 125 years. The century old financial and capital-
market institutions include 22 stock exchanges. A complex distribution system can 
take a product from the factory gate to the remotest village. There is a well-
qualified service sector, including lawyers, accountants, computer specialists and 
engineers. India also has a massive pool of inexpensive but highly skilled labour. 

IV. Economic Reforms 

The Indian Government has introduced a radical and dramatic re-orientation of its 
fiscal, trade and industrial policies that seek to speed economic growth and 
increase international competitiveness. The major reforms can be summarized as: 

Foreign Exchange Reform - The rupee was devalued by 24 percent in 1991 and, 
since then, the restrictive clauses of the Foreign Exchange Regulation Act have 
been abolished. The rupee is now fully convertible on the trade and current 
accounts. 

Import Reform - The maximum tariff rate has been reduced from a peak of 350 
percent to 50 percent, with the weighted average being in fact considerably less. 
Import duties should be down to 25 percent by 1998. Furthermore, except for 
three categories of prohibited goods and 12 categories of restricted goods, import 
licenses - a notorious source of red tape - have largely been abolished. 

Investment Reform - Foreign companies are granted automatic approval for up to 
51 percent equity investment in 36 priority sectors and many 100 percent foreign 

equity investments have been approved. 

Privatization - The government has embarked on a program of partial disinvestment 

of its public sector units. It has opened power generation, telecommunications, 

and toll roads and bridges to the private sector. 

Tax Reform - The final objective is a tax system that is simple, broad-based, well-

administered, and set at a moderate rate. To date, corporate and personal tax 

rates have been drastically reduced. For example, the capital-gains tax has been 

cut from 40 percent to 20 percent and corporate taxes from 50 percent to 40 
percent. 
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World Trade Organization (WTO) - In 1994, India ratified the final Uruguay Round
of global trade talks embodied in the new World Trade Organization. As a result,
far greater protection exists for intellectual property. For example, the Indian
Patents Act has been amended to recognize 20-year product patents and include
food, pharmaceutical and chemical sectors. India has agreed to bind over 60
percent of its industrial tariff schedules and to reduce these tariffs from about 65
percent to 32 percent. Export performance obligations for foreign investors have
been abolished. The services sector has also been liberalized as they were
included for the first time in a multilateral agreement. The opening of the service
sector and improved protection of intellectual property rights will provide Canadians
better access to the Indian market and greater confidence to enter the market.

Environmental Reform - India has also undertaken environmental policy reform
since 1991. The government's new pollution control strategy includes: integration
of environmental and economic aspects in development planning; emphasis on
pollution prevention through application of the 'polluter pays principle'; and
incentives for the use of clean technologies to foster technological innovation.

The government has substantially enhanced internal competition and foreign access
to this market. However, it may take several more years before all reform
measures are fully implemented. There is a change of mind set taking place in
India though it will not happen overnight. The fundamental forward momentum of
the economic liberalization program witnessed to date is unlikely to change. This
will continue to create exciting commercial opportunities for Canada.

V. The Canada-India Trade Relationship

Canada and India are not major trading partners. Our respective exports only
account for about one percent of each country's total exports. In the 1 970s,
Canada was India's third largest trading partner with wheat leading Canadian
export sales. Newsprint, potash and sulphur were other major commodity exports.
However, with India's Green Revolution and with a conscious effort by India to
seek other, lower-cost sources of commodity supply Canada's exports decreased
dramatically. In 1991, at the height of India's import compression due to foreign
exchange difficulties, our exports had fallen to $290 million, nearly half of what
they were in 1985.

Unlike Canada's bilateral trade with other emerging economies in Asia, our exports
to India were characterized by a lack of value-added products, although CIDA and
EDC's financial assistance for major power and coal projects did lead to a
significant upsurge in equipment and machinery exports to India in the late 1 980s.

In contrast, Indian exports to Canada have increased steadily, making India inter
alia a major supplier of textiles and garments. This has had a down side, as
Canada was forced to negotiate several textile restraint agreements with India, to
avoid injury to Canadian industry.
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With economic liberalization and a major wheat sale to India in 1992 - the first in 
nearly a decade - Canada's exports to India increased by 75 percent to a record 
$510 million and propelled India on to the list of Canada's top 20 export 
destinations. In the sarne year, India's exports to Canada grew by 16 percent to a 
record $278 million, for total bilateral trade of close  to $800 million. In the last 
two years, with no major commodity sales, our exports to India dropped 
dramatically, however, our export figures for 1995 look promising having reached 
$316 million in the first nine months. In addition, there has been an eight-fold 
increase in Canadian investment in India in the first eight months of 1995 
compared to the whole of 1994. 

The increasing number of Canadian business success stories indicate that the 
Canadian corporate community is starting to take a look at the newly liberalized 
Indian economy. Canada's small to medium sized firms (SMEs) are also taking a 
fresh look at India with new and active joint venture agreements. Canadian service 
companies are winning an increasing number of contracts in the consulting sector 
and are making long term commitments through an expanded local presence. 
There are now more than 120 Indo-Canadian industrial collaborations in areas as 
diverse as poultry breeding, aircraft maintenance, educational services, costume 
jewellery, telecommunications, power-generating equipment, automotive parts, 
geographic information systems, and edible oil processing. The number of 
Canadian corporate offices in New Delhi alone increased from only seven a year 
and a half ago to 50 today. This is a remarkable achievement that bodes well for 
the future. 

VI. Canadian Programs and Players 

This section reviews all trade related programs and briefly outlines the current 
activities of the major Canadian players in India. Several federal departments, all 
provincial governments and many private sector organizations are involved to 
varying degrees in the promotion of business development links between Canada 
and India. One aim of Focus India is to reduce the overlap .and increase the 
effectiveness of these progeams. (Please refer to Appendix 3 for a cross-reference 
table and a list of contacts) 

Department of Foreign Affairs and International Trade (DFAIT) - Within the federal 
government, DFAIT has the mandate for international trade development. DFAIT's 
South Asia Division (PSA) is the principal point of contact for information and 
intelligence on trade and investment leads in India. The division manages and 
coordinates a trade and investment promotion program delivered through the 
missions in New Delhi and Bombay. International business development divisions, 
within DFAIT, offer sectoral expertise and administer the overall trade promotion 
funding, including the Program for Export Market Development (PEMD). The 
International Trade Centres (ITCs) are the points of contact in each province for 
information on programs and services. In addition, DFAIT deploys a total of twelve 

officers, including the High Commissioner, in New Delhi and the Consulate in 

Focus: India 	 Page 19 



The Canada-India Environment 

Bombay. These officers deliver Canada's trade and investment program in India 
and provide market information and intelligence to Canadian industry. 

Canadian International Development Agency (CIDA) - CIDA's mandate is to 'support 
sustainable development to reduce poverty and contribute to a more secure, 
equitable and prosperous world. The Industrial Cooperation Division (CIDA INC) 
and the Bilateral Program of the Asia Branch each fund activities which address 
this objective. The Canadian private sector is involved in the delivery of these 
programs through joint ventures and the direct procurement of goods and services 
from Canada. CIDA INC encourages Canadian companies to develop long-term 
links with India and to enhance the developmental impact of commercially viable 
projects with Indian partners or clients. CIDA's Country Development Policy 
Framework for India focuses on development programs in three areas: the 
environment, economic and social policy reform, and Indian private sector 
development. The Bilateral Program promotes the exchange of mutually beneficial, 
environmentally sound technology in vvater and resource management. It also 
addresses the role that government and institutions can play in the creation of a 
policy environment conducive to private sector development, industrial cooperation 
and sustainable and equitable economic growth. 

Export Development Corporation (EDC) - EDC has played an active role in 
supporting the activities of Canadian companies in India. EDC provides a range of 
expo rt  assistance, including direct loans to foreign buyers, short- and medium-term 
insurance on foreign accounts receivable and performance securities, and foreign 
investment insurance (FII). EDC is now receiving enquiries from Canadian 
exporters in a wide range of industries, and has a good appetite for additional 
business in India. Strong growth is expected for Canadian exports to India, and 
EDC will continue to play a major role in this growth. 

Environment Canada (EnvCan) - EnvCan's expertise in a number of environmental 
areas has assisted various federal departments and agencies in advancing 
sustainable development on a global basis. Its direct activities with India have 
been focused on information exchanges. However, India has recently received 
greater attention, within the context of climate change, due to its high level of 
green house gas emissions and within the conteXt of ozone depletion, due to 
India's high production and consumption of ozone-depleting substances. EnvCan 
and the Ministry of Environment and Forests (MoEF) have had discussions on 
environmental and sustainable development matters at various levels in the recent 
past. These discussions include information exchanges and training. Currently, 
EnvCan is hosting, in conjunction with MoEF and with Indian industry, a series of 
workshops for small to medium size enterprises in India. The workshops aim at 
raising awareness of the problem of ozone depletion, while showcasing new and 
emerging alternative technologies to reduce ODS use. 

Industry Canada (IC) - IC's mandate is to foster Canadian business development 
and international competitiveness. Through its sector expertise and close contact 
vvith Canadian industry, IC plays a role in developing sectoral strategies for 
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Canada's international business development initiatives. For example, IC has
helped Canadian oil and gas equipment manufacturers establish a significant export
market in India. Also, in the electrical sector, Industry Canada established a
Memorandum of Understanding (MOU) between the Electrical and Electronic
Equipment Manufacturer's Association of Canada (EEMAC) and its Indian
counterpart. IC provides direct assistance to Canadian firms in their international
business activities.

Natural Resources Canada (NRCan) - NRCan's Earth Sciences and their Minerals
and Metals Sectors are cooperating to enhance bilateral policy addressing scientific
and technical relations, with both the Government of India and the Indian minerals
industry. The objective is to provide support for the promotion of mining and
mineral-related services, technology and equipment from Canada, including those
related to environmental products.

Canadian Office for Technology Exchange in the Environment (COTE) - COTE was
created in May 1992 in recognition of the global priority accorded to the exchange
of environmental technologies. COTE's main function is to assist foreign entities to
learn about Canadian technologies with applications to environmental issues and to
develop their own technological capacity. To achieve this goal, COTE initiates
projects that match international needs with Canadian expertise and works closely
with United Nations' organizations and International Financial Institutions (IFIs)
active in technology exchange programs.

Canadian Commercial Corporation (CCC) - CCC, a crown corporation reporting to
the Minister of Public Works and Government Services was established to assist in
the development of trade between Canada and other nations. Its role is to
facilitate international trade and it is the prime contractor in the sale of Canadian
goods and services to foreign governments, international agencies as well as
approved private-sector buyers. CCC provides its buyers a guarantee of
performance, on behalf of the Canadian government, that the contract will be
executed in accordance with its terms and conditions. CCC has in place a
partnership with major Canadian banks whereby the banks •set up project lines of
credit for approved exporters, up ot a maximum of $2 million per exporter, which
such exporters can utilize to cover their pre-shipment working capital requirements.

Alberta Government - The Alberta government established an office in New Delhi in
1993 to provide support to the activities of Alberta companies in India.

British Columbia Government - The British Columbia Trade Development
Corporation is increasingly interested in the Indian market and considers it an
emerging market of importance. At present, they are concentrating their efforts on
four sectors: energy, agrifood, film and video production, and the environment.

Ontario Government - Ontario's Ministry of Economic Development, Trade and
Tourism (MEDTT) has prime responsibility for developing business opportunities on
behalf of Ontario companies in India. The Ontario International Trade Corporation,
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an agency of MEDTT, has staff dedicated to identifying and helping companies to 
develop specific trade and project opportunities in the Indian market. Other Ontario 
ministries, such as the Ministry of Transportation vvhich actively supports the 
efforts of many of Ontario's transportation firms, also have relationships with Inida. 
Ontario's business ambassadors program also supports Ontario firms in _their 
marketing and project development efforts in India by providing business leader 
endorsements of firms' capabilities. 

Canada-India Business Council (CIBC) - The CIBC is an association of Canadian 
companies interested in doing business in India. It receives support from CIDA INC. 
The role of the Council is to foster Canadian business involvement in India through 
a program of information dissemination and individual counselling for firms wishing 
to enter the Indian market. CIBC is the Canadian counterpart of the Federation of 
Indian Chambers of Commerce and Industry (FICCI) and the Association of Indian 
Chambers of Commerce (ASSOCHAM) for the Canada-India Joint Business Council. 

Canadian Manufacturers' Association (CMA) - The CMA is a business network with 
offices across Canada. It receives support from CIDA INC to support its 
membership in pursuing business opportunities in India. The CMA works through 
its contacts in India to introduce Canadian companies to the Indian marketplace 
and to identify potential joint venture partners. It has a memorandum of 
understanding with the Confederation of Indian Industries (CII). 

Asia Pacific Foundation of Canada (APFC) - The APFC is a non-profit organization 
whose goal is to build awareness of Asia in Canada and vice versa. One of the 
APFC's aims is to increase Canadians' perception of the vvealth of business 
opportunities in India through cross-Canada speaking engagements and seminars. 

Business Council on National Issues (BCNI) - Each year, the BCNI organizes two 
visits by senior Canadian business executives to target countries. BCNI selected 
India as its market of choice for 1995. 

Conference Board of Canada (CBoC) - The CIDA-funded CBoC Economic and 
Business Policy Linkage Program focuses on applied research projects in economic 
areas. Its purpose is to strengthen the capacity of Indian and Canadian applied 
research institutes to contribute to public policies on issues of mutual interest. 
There are a number of Canadian and Indian institutions working together on a wide 
range of applied research projects. A series of seminars and workshops have been 
held in Canada and publications are available from the Conference Board. 

Canadian Environmental Industry Association (CEIA) - The CEIA is a key player in 
promoting commercial opportunities in India for Canadian environmental firms. 
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VII. Programs and Players in India

India possesses a well developed network of institutions for supporting the
country's business community. Detailed below are the Indian institutions that have
Canadian programs.

There are three apex business organizations in India which provide information,
advisory, consultative and representative services to industry and government: the
Confederation of Indian Industry (CII), the Federation of Indian Chambers of
Commerce and Industry (FICCI), and the Associated Chambers of Commerce and
Industry of India (ASSOCHAM).

The Confederation of Indian Industry (CII) - The CII has over 2,600 member
companies: small, medium and large from both the public and private sectors,
representing a total capital investment of over US$21 billion and employing over
two million people. CII is the principal counterpart of the Canadian Manufacturers'
Association in India. The organizations have a loose collaboration to promote the
mutual business interests of their memberships. In addition, the CII is developing a
program with CIDA bilateral technical assistance to establish an environmental
management division to promote more sustainable industrial development in India.
The CII also has a close working relationship with the Conference Board of Canada
on policy matters affecting the private sector.

The Associated Chambers of Commerce and Industry of India (ASSOCHAM) -
ASSOCHAM is the oldest apex organization in India. Although its key role is to
represent the views of its constituents to the government and to the public, it also
acts in conjunction with the Federation of Indian Chambers of Commerce and
Industry as a forum for interface between Indian and overseas business
communities. For example, the two associations act as the Indian host agency for
the Canada-India Joint Business Council.

The Federation of Indian Chambers of Commerce and Industry (FICCI) - FICCI is
virtually a mirror image of ASSOCHAM and in fact draws its membership from the
same basic sub-structure of regional chambers of commerce, industrial
associations, professional institutions and corporate entities. As the respective
national umbrella organizations for the International Chamber of Commerce, there is
an institutional linkage between FICCI and the Canadian Chamber of Commerce.

Indo-Canadian Business Club (ICBC) - Formed in November 1991 to bring the Indo-
Canadian business community into a common and closer focus, the ICBC was
recently incorporated. There are now over 400 members, with chapters in New
Delhi and Bombay. The High Commission prepares a bi-monthly 'ICBC Newsletter'.

Indian Association of Management Schools (IAMS) - Canadian and Indian business
schools are linked by a program of mutual co-operation between the Consortium of
Canadian Management Schools (CCMS) and the IAMS. The CCMS and the IAMS
are currently working on a new collaborative arrangement specifically aimed at
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facilitating connections between Indian management institutions and local 
companies and, by extension, with Canadian private sector firms. 

Export-Import Bank of India (EXIM) - The EXIM offers financial support to Indian 
companies to promote foreign collaborations, particularly joint ventures. The Bank 
has stated that it would be willing to help Canadian companies find partners in 
India, and it is discussing greater collaboration with the CIDA INC program. 

VIII. Financial Environment 

With the Indian Government's implementation of measures to reform the business 
and the financial sectors, the Indian financial environment is in a period of 
transformation. The removal of many import and investment related restrictions, 
the reduction of tariffs, and investment incentives all affect investment and expo rt 

 financing. Furthermore, the government has privatized many of its agencies to 
joint stock companies or made them limited corporations. Sovereign guarantees 
from the central government have declined significantly and are expected to decline 
further. The effects of the Helsinki Five agreement and the improved commercial 
viability of projects in India are expected to decrease the need for concessional 
financing. 

To take advantage of the recent changes, many foreign companies and 
multinationals have either expanded their operations in India or are in the process 
of entering the market. Many reputable investment banks from New York and 
London have opened operations in India. Large Indian businesses have gained the 
confidence of the international capital markets and the investment community and 
have raised millions of dollars in foreign capital through Global Depository Receipt 
(GDR) issues. These firms are expected to use these funds to pay down their high-
interest foreign debts or to fund major expansions or modernizations which will 
offer export opportunities for Canadian firms. This will also enable these firms to 
support local costs with greater ease. The Japan Bond Rating Service has recently 
up-graded India's credit rating to BBB+ (two notches above the minimum 
investment grade rating) and Moody's has upgraded it to investment grade. 

1. Export Development Corporation's (EDC) Program in India 

The Export Development Corporation has played an active role in supporting 
Canadian exports to India. Since 1980, EDC has provided Cdn.$700 million in 
financing and insurance support for Canadian exports destined for India. In 1994 
alone, short-term insurance volume totalled Cdn. $47 million. In the past five 
years, EDC has provided exporters with Cdn. $29 million in medium-term insurance 
coverage. In addition, EDC can provide Foreign Investment Insurance (FII) to 
protect Canadian firms' investments in India from non-commercial risks. 
Historically, these transactions have included the sale of goods and services in the 
Indian steel, gas, mining, transportation, and power-generating industries. Much of 

the long-term support has been applied to large government infrastructure projects, 
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while short-term support concentrated on commodity exports. EDC has 
encountered no re-payment difficulties in these transactions. 

More recently, EDC has seen interest in power and energy equipment and services, 
mining, pulp and paper, oil and gas exploration and equipment, steel, 
telecommunications, information technology, and transportation (aviation, railway, 
light rail transport, etc.). Many exporters have noticed that EDC's participation in 
their tendering process has allowed them to compete more successfully. 

EDC's Current Position in India - EDC is currently open without restriction in India, 
and is prepared to consider project and export financing support for medium- to 
long-term transactions based on central government (sovereign) risk, selected bank 
risk, limited direct top-tier corporate and state risk, and selected well-structured 
limited recourse risk. It is also open for business on all insurance risks in India. 

EDC's Financing Priorities - In addition to EDC's regular demand for insurance 
related cover, there has been increased interest in recent years for medium- and 
long-term financing in support of larger infrastructure projects, primarily in power, 
mining, pulp and paper, and communications. EDC gives priority to those projects 
which offer strong benefits to Canada, are at an advanced commercial stage, and 
which do not require concessional funding. 

2. Other Sources of Financing in India 

Many bilateral, multilateral or supranational financial institutions provide financing 
for transactions and projects in India. Private sector financing may also be 
secured. At times, EDC can work with these organizations to provide joint 
financing for a certain project or transaction. Participation by these organizations 
in a project often enhances financing from other sources, particularly for large 
energy, power or communications projects. Some of these organizations are briefly 
discussed below: 

The Asian Development Bank (AsDB) - AsDB has a large Indian portfolio. AsDB's 
involvement has been principally in infrastructure-related development projects. 
Currently, AsDB is evaluating its financing focus and may partially shift towards 

environment, health and education projects. AsDB maintains a regional office in 

New Delhi. 

The International Bank for Reconstruction and Development (IBRD) - The IBRD 
provides various types of financing to India, including project financing. 

Information related to up-coming projects is available from the organization. It also 

circulates various publications regarding its financing activities in India. 

The International Finance Corporation (IFC) - The IFC, better known as the 'private 

arm of the World Bank', actively finances projects in India. It is also recognized for 

its equity participation in such projects. The IFC provides important information 

related to local equity markets and maintains a regional office in New Delhi. 
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Multilateral Investment Guarantee Agency (MIGA) - MIGA is another related 
organization of the World Bank to which India became a signatory on April 13, 
1992. MIGA's principal focus is providing guarantees for eligible investments 
against non-commercial risks. 

Other International Agencies - Other international agencies provide funds for 
developmental projects. The International Development Agency (IDA) and the 
International Fund for Agricultural Development (IFAD) are the most notable. In 
addition, many organizations under the United Nations' umbrella provide financing 
for development projects. The Commonwealth Development Corporation based in 
London has an office in New Delhi. A few Canadian companies have used this 
organization as a source for funding. 

Other Regional Organizations - There are regional funds, especially in the Middle 
East, which provide financing for projects in India such as the Kuwait Fund for 
Arab Economic Development (KFAED). A few Japanese organizations such as the 
Japanese Overseas Economic Cooperation Fund also provide financing. 

Export Credit Agencies - At times, export transactions require a truly international 
package or participation. For example, the electrical machinery for a power plant 
may come from a third country. In this regard, financing may be available from the 
concerned export credit agency (EDC's counterpart) to cover that component of 
the overall project. 

Private Investment Funds - Several investment funds have been floated for India 
by reputable investment houses in the United States, the United Kingdom and in 
the far east. These funds primarily invest in well-established Indian firms, which 
may use the proceeds to pursue new projects. 

Commercial Banks - Both local and international commercial banks offer various 
types of financing for transactions in India. The recent reform process has opened 
the door for commercial banks and financial institutions to undertake business in 
diverse fields and several international banks have ente'red new areas of business in 
India accordingly. Although undergoing change, the Indian banking system is well 
developed and capable of providing the full range of commercial and investment 
banking services. 

Most commercial banks in Canada, both Schedule I and Schedule  Il  banks, have 
extensive lines of credit for confirming and financing letters of credit from major 
Indian banks and if these are insufficient they supplement them with EDC 
insurance. Several banks are also prepared to accept medium- and long-term 
Indian risk, including project risk, and are active in project financing in India. 

The Bank of Nova Scotia has had a branch in Bombay since 1984 and has recently 
opened one in New Delhi. The Toronto-Dominion Bank has also recently received a 
license to open a branch in Bombay. Barclays Bank of Canada has strong links to 
India with Barclays Bank branches in both New Delhi and Bombay. Furthermore, 
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several Schedule II banks, active in trade and project finance, have sister
operations in India (e.g. Hongkong Bank Group, Banque Nationale de Paris, National
Westminster Bank, ABN-AMRO and Bank of America), in some cases very large
and well-established operations. Additionally, the State-Bank of India has a
Schedule II bank in Toronto. Short-term wnd Medium-term financing is widely
available, either for exports or good projects in India. Enquiries regarding Canadian
banks' activities and services offered in India should be directed to the specific
financial institution or, alternatively, to the Canadian Bankers Association (CBA).

Commonwealth Development Corporation (CDC) - A multilatral development
finance institution based in the UK, CDC makes debt and equity investments in
developing countries, often acting as a catalyst for additional foreign and domestic
financing. CDC has traditionally been most active in the developing
Commonwealth markets, through direct investment, loans to local/regional
development banks, and investments in local venture capital companies. The
company has.supported many projects in India including projects with the private
sector.

Indian Stock Markets - The 22 stock markets in India have been buoyant with the
inflow of foreign funds over the past three years. There are more than 6500
companies listed, for a total market capitalization of US$139 billion. The
Regulatory authorities have been removing obstacles for the smooth functioning of
the stock markets while promulgating new legislation to protect the integrity of the
system. In other words, the system is in transition. However, the significant
inflow of foreign funds into the Indian financial system has significantly improved
the possibility of accessing local funding.
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D. ANALYSIS OF MARKET OPPORTUNITIES 

Canada has a strong bilateral relationship with India based on our Commonwealth 
ties and our major aid program which started with the Colombo Plan in 1952. This 
forty year relationship has resulted in a broad range of contacts and friends within 
the Indian government and private sector. 

I. Opportunities for Canadian Success 

India will become an increasingly important market for Canada both in terms of 
exports and investment. Multi-national companies recognize that India is 
attractive, not just for its large domestic market, but also as an ideal base for 
accessing the markets of third countries in the region or for re-export back to home 
markets. The world business community is focusing on India vvith renewed vigour 
which places Canada at risk of losing its share of the market unless it starts to 
position itself today when opportunities and the quality of potential partners are at 
their best. 

Canada's corporate profile in India is growing. More than 120 Canadian firms are 
now engaged in some form of strategic alliance with Indian partners. Canada was 
the eighth largest foreign investor in the first quarter of 1994 ($50 million). 
Canadian companies have also successfully penetrated the Indian market through 
direct exports from Canada. The success of exports has depended on the 
uniqueness of the product, price, quality, and the size of the market. In general, 
Canadian companies should consider some sort of collaborative arrangement - be it 
an investment, joint venture, or transfer of technology. 

Il. Sectors with Greatest Potential 

The Canadian government is highly motivated to find cost effective ways to 
achieve our trade development objectives. With an emphasis on budgetary 
restraint, DFAIT and other government departments are prepared to co-ordinate 
resources to achieve better results. To furnish a sharper focus to our trade and 
investment support efforts in India, three sectors have been targeted: energy 
(including power, oil and gas); telecommunications; and environmental products 
and services. 

These three sectors were selected based on high, immediate or near term demand 
and favourable market conditions in India. They match Canadian interest and 
superior Canadian capabilities and competitiveness. There are also a variety of 
programs available from the federal government departments and agencies to 
support business development efforts in these sectors. 
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The sectors were not selected to the exclusion of others. However, concentrating 
limited resources in high potential areas is the most effective means of succeeding 
in India. These highlighted sectors might also change over time because of market 
saturation, evolving Canadian industrial capabilities, changes in government 
policies, and domestic and world events. (Please refer to Appendix 2 for more 
detailed sectoral analyses) 

Energy I - (Oil and Gas) - India is undergoing rapid change as the government 
recognizes that private sector investment is crucial to oil and gas development. 
Policies are quickly progressing toward increased domestic and foreign private 
sector participation. The annual market for oil and gas field equipment and 
services which is about US$3.5 billion is expected to grow between 12-15 percent 
over the next five years. At present, almost 53 percent of total requirements are 
met through imports. As India begins to invite private sector participation in oil and 
gas contracts, the scope for Canadian exports and servicing in this sector widens. 
The Canadian oilfield manufacturing industry is well placed to fill the market 
requirements since Canada is a leading world supplier of niche advanced-petroleum 
equipment and technologies. Furthermore, Canadian companies have already 
established a sound reputation as reliable suppliers of quality products and 
equipment to India's oil and gas industry. 

Energy ll - (Power) - India is handicapped by inadequate power generation, 
transmission and distribution capacity. India has proposed to upgrade and expand 
its existing distribution system and to add approximately 30,000 megawatts of 
generating capacity by 1997. As a point of comparison, this addition vvould equal 
the total generating capacity of Ontario Hydro. With economic reform, enormous 
pent up demand caused by increased industrial capacity, a large emerging middle 
class, and changes to the policy governing private power-generation and 
transmission, the opportunities in this sector are greatest now. Canada is well 
placed to meet this challenge. We are the world's largest producer of hydro-
electric power; the third largest producer of electricity from all sources; and we 
design, build and operate some of the largest and most com «plex electrical projects 
in the world. 

Telecommunications - Among developing countries, the Indian market is second 
only to China's in terms of worldwide business potential for Canadian firms. With 
one of the lowest telephone densities in the world, India has a mammoth task 
before it to provide more extensive telephone coverage to its 900 million people, 
75% of whom live in some 576,000 villages. Realizing the close link between 
telecommunications and economic development, India has now accorded top 
priority to the expansion of its telecommunications sector. The telephone network 
has been expanded from 3.0 million access lines in 1989 to 7.6 million lines in 
1994; network modernization and expansion expenditures are estimated at 
US$1.45 billion in 1992-93 and US$1.93 billion in 1993-94. To reach its target 
of 20 million access lines by 2000, it is estimated that India will need some US$50 
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billion worth of investment from domestic and international sources. Timing is 
significant in this sector. Far-reaching policy changes by India's Department of 
Telecommunications are underway, leading to liberalization and opening of the 
sector to private enterprise; Indian firms are scouting for foreign partners with 
proven technologies and expertise. Canada is a leader in this field and is capable 
of being a major player in this very competitive industry. 

Environmental Products and Services - India's growing industrial base and its rapid 
population growth have created major environmental problems for the country. In 
response, the Indian government has launched a number of ambitious initiatives to 
improve environmental quality: environmental legislation has been introduced; most 
import controls have been removed; and stricter enforcement is being implemented. 
The market for environmental goods, services and technologies is estimated at 
approximately US$700 million annually. The Indian environmental technology 
market is growing at an annual rate of 25 percent. Canada is a world leader in 
technological advancement within the environmental industry. As such, India 
offers a unique opportunity for Canadian companies to contribute to its economic 
success while protecting the global environment; the essence of sustainable 
economic development. 

III. Other Sectoral Opportunities 

India offers a wealth of opportunities in many sectors for Canadian manufacturers 
and service companies. Commercial initiatives, therefore, need not be restricted to 
those sectors highlighted above. While a concerted government effort will be 
made in these sectors, the Trade Commissioner Service of the Department of 
Foreign Affairs and International Trade will continue to actively support Canadian 
companies in the following sectors: 

Automotive - India's growing middle class has placed increasing demands upon 
Indian auto makers to introduce new technologies and products to enhance the 
quality and comfort levels of their products. The opening of the Indian automotive 
industry to foreign firms in 1993 has encouraged many foreign firms to form joint 
ventures with their Indian counterparts. Economic reforms in the form of 
elimination of import licensing restrictions, the reduction of tariffs, and the 
convertability of the rupee have created an environment more conducive to foreign 
investment. According to the Association of Indian Automobiles, India's 
automotive output is expected to increase by 25% annually for the rest of the 
decade. Canadian firms may best profit from this increased demand through the 
formation of joint ventures to supply automotive parts to the Indian market. There 
is a great need for new technologies to improve quality and environmental 
standards in the Indian automotive industry: these are requirements that Canadian 
automotive companies are well-qualified to fulfil. 
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Aviation and Airports - With the repeal of the Air Corporations Act in March 1994,
private airlines are now permitted to operate scheduled services which will create
an increasing demand for regional aircraft, aviation equipment, and repair,
maintenance and overhaul facilities. To handle a projected inceease in passenger
(12 percent growth) and cargo traffic, India plans to modernize and expand its
current airports, build new ones, and improve its air navigation system. By early
next century, new airports are to be built in Bombay, Bangalore and Cochin and,
another 12 regional airports are to be upgraded in the near term. The
modernization and expansion of the airport system will provide opportunities for
airport designers, builders and operators as well as equipment manufacturers.

Chemicals and Petrochemicals - This industry is one of the fastest growing
segments of the Indian economy. Its share of the nation's gross domestic product
rose from 8 percent in 1970-71 to about 40 percent in 1992. It comprises the
petrochemical; dyestuff, pesticide, and the organic and inorganic chemicals
sectors. The modernization of India's agricultural base has generated a sustained
demand for fertilizers, plant protection chemicals and related products. The
synthetic fibre industry has also recorded a dramatic growth which has given a
boost to the associated industries of dyes and textile auxiliaries. In addition, the
availability of hydrocarbons has opened up new horizons for the petrochemical
industry.

Consulting Services - To support its program of economic reform and to
significantly increase the country's export performance, India must undertake a
major modernization and expansion of its infrastructure, especially in the areas of
power generation and transmission, roads, ports, airports, and telecommunications.
These infrastructure requirements offer significant opportunities for Canadian
consulting engineers. Other opportunities fall into four categories: services to
Indian companies or agencies; international financial institution-financed consulting
projects; bilateral projects financed by EDC and/or CIDA; and projects in India and
in third countries accessed through a collaboration with an Indian company.
Regarding services to Indian companies or agencies, there is a broad range of
opportunities although project sizes are relatively small. While projects cover
various sectors, those relating to extraction and manufacturing technologies,
efficiency, waste reduction, and quality management are the most prominent.

Drugs, Pharmaceutical and Health Care Products - The pharmaceutical industry
remains subject to industrial licensing restrictions and drug prices that are
controlled by the government. There are 20 000 companies engaged in
manufacturing over 500 bulk drugs and 30 000 formulations. India's
pharmaceutical market is ranked 9th internationally, with a 1.5 percent share of the
total world market. The total production of drugs and formulations in 1992 was
valued at US$1.3 billion, of which 29 percent was exported. Nearly half of the
trade is controlled by 25 multinationals. In 1991-92, the import of drugs and
pharmaceutical was estimated at US$320 million. Imports included antibiotics;
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penicillin; erythromycin; vitamins and provitamins; vaccines (polio, human and 
veterinary); preparations containing insulin, caustic and other hormones; and 
tetracyclines. 

Electronics - Electronics is India's fastest growing industrial sector. It accounts for 
over 4 percent of the industrial sector output and represents 1.5 percent of India's 
gross domestic product. The consumer electronics area is contributing about one-
third of total electronics production in India. By the turn of the century, total 
electronic production is expected to surpass Cdn$22 billion. India offers excellent 
market potential for Canadian companies to enter into joint venture and technology 
transfer agreements in the electronics sector. 

Food Processing Industries - Food processing is one of India's new growth sectors. 
The fruit juice and concentrate sector offers tremendous opportunities for 
expansion as an export-oriented industry. India is a major producer of tropical and 
temperate fruits with an annual production of about 27 million tonnes. Edible . and 
processed fruit such as canned products, juices, flavours, and concentrates, offer 
excellent opportunities for Canadian companies for new investments, joint ventures 
and technology transfers. India has the largest emerging middle class in the world 
and as India's economy expands, there will be a growing market for fast-food and 
specialty products. There are also opportunities for the sale of processing and 
packaging machinery as Indian industry strives to upgrade the quality of its 
production. Total imports of food processing equipment in 1991-92 (latest 
statistics) were US$3.5 million. 

Industrial and Electrical Machinery - This sector is characterized by a lack of 
technological sophistication and specialization. This offers opportunities for 
Canadian companies in terms of providing equipment and machinery to upgrade 
India's industrial capacity and through industrial collaborations in India. Domestic 
prices are often 40-100 percent higher than imported equipment. In 1992-93, 
imports into India area were estimated at US$2.5 billion, about 20 percent of 
India's total imports. While imports in this sector have grown at an average rate of 
about 9 percent in past years, they are expected to increase by about 12 to 15 
percent in the next few years. There are excellent opportunities in the following 
areas: filtering and purifying equipment for liquids and gases; sophisticated 
machine tools for working metals, carbides, cement, glass, stone and ceramics; 
industrial furnaces and ovens; plate and finned heat exchangers; mining extraction 
and processing equipment; measurement control instrumentation; and spares for 
pumps, and steam and electrical generating equipment. 

Medical Equipment - Medical electronic equipment is one of the fastest growing 
sectors in India with an annual growth rate of about 20 percent. The market is 
estimated at US$130 million and India imports as much as 85 percent of its 
requirements. India must upgrade and expand the level and quality of its medical 
services. Subsequently, there is a requirement for diagnostic, therapy, 
rehabilitation and patient monitoring equipment. The demand for this type of 
equipment could exceed US$300 million per annum by 1997. There are excellent 
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opportunities in the following areas: ultrasound based echo cardiogram units;
dopplers of various types; heart diagnosis and treatment equipment; equipment for
dental treatment; ultrasound scanners for abdominal applications and gynaecology;
diagnostic equipment for cancer treatment; solid state lasers for ophthalmology,
urology angiology, cardiology, surgery; and therapy lasers and semi-conductors for
rheumatology and dermatology.

Mining, Metals and Minerals - India is among the world's top producers of minerals
such as coal, iron ore and chromate, with production in 1991 valued at US$5.5
billion. The annual growth rate of this sector, which was around 17 percent in the
1980's, has slowed down to about 4 percent in 1990-91. India already
manufactures a wide range of mining equipment. However, there are increasing
opportunities in specialized high technology equipment such as DTH drilling .
machines; walking draglines; electric and hydraulic shovels; and load haul dumpers
which are needed to improve the productivity in the mining sector. As part of its
economic reforms, India has recently amended regulations allowing foreign
companies to hold a controlling interest in mining operations. It is also lowering
the level of protection given to the domestic industry and amending its
environmental protection regulations. Consequently, the industry will have to
become more competitive and environmentally conscious.

Peas and Pulses - Pulses are an important source of protein in the Indian diet. Even
though India is the largest producer of peas and pulses, its production has not kept
pace with its population growth. The Indian government continues to permit the
private sector to import pulses without any licensing restrictions. Pulse imports
were around 792,000 tonnes in 1990-91 valued at $206 million, but declined to an
estimated 400,000 tonnes in 1991-92 due to foreign exchange restrictions. In
1992-93, a record bumper crop left imports at the previous year's level. The main
varieties of pulses imported include: peas; kidney beans; chick peas; lentils; green
beans; Tyson chick peas; black matpe; and pigeon peas.

Railways - Indian Railways (IR) is the world's second Iargest system under single
management. There are over 300 companies, mostly private, which manufacture a
range of railway equipment and components. Indian Railways imports only certain
components for its diesel and electric locomotives, sophisticated signalling and
telecom equipment, and certain components either not manufactured or in short
supply in India. The increased emphasis which Indian Railways has placed on
gauge conversion will provide a good opportunity for future sales of Canadian rails.
Canadian companies could also participate in Indian Railway's plans to upgrade
domestic technologies, such as stronger track, advanced locomotives and rolling
stock, modern communications systems, advanced-signalling and interlocking
systems, the development of multimodal traffic with large scale containerization,
and the development of associated rail, road and port infrastructures.
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Road Transportation - India's highway network measures 33,689 km. There are 
oppo rtunities for Canadian companies in the planning, construction, operation and 
maintenance of this network, in addition to industrial co-operation opportunities for 
road maintenance and ancillary equipment. Most projects have been financed by 
the World Bank and the Asian Development Bank. Given its -pressing need to 
improve and expand its highways and concurrent budgetary restrictions, the 
Government of India has amended the National Highways Act to allow for privately 
operated toll roads. The Indian government is looking to the private sector to 

undertake the construction and operation of badly needed bridges and 

expressways. 

Security Products - The market for electronic and other security products in India is 

relatively new and still small in size. The current import market is only about 
US$3 million per annum which includes baggage X-ray equipment, bomb detectors, 
access and perimeters controls, burglar alarms, and metal detectors. Most of the 
buyers have been government agencies either through global tender or direct 

sourcing. However, this market is expected to grow significantly in the coming 
years, especially in the private sector. India already produces a wide range of 

security systems, yet they are not comparable in quality nor technological 
sophistication to what is available internationally. Opportunities exist in the 

following areas: access control systems; counter-espionage devices; devices for 

open space and interior protection; fire safety detection and prevention equipment; 
bomb detection and disposal equipment; perimeter protection devices; surveillance 

equipment; equipment for police use and for bank security; and equipment for 

forensic science laboratories. In addition, the National Airports Authority of India is 

planning to upgrade the security systems at all Indian airports. 

Page 34 	 Focus: India 



Economic Development and Trade Issues 

E. ECONOMIC DEVELOPMENT AND TRADE ISSUES 

I. Introduction 

This section identifies and evaluates a number of issues which are impeding 
Canadian trade and investment development in India. Obstacles to Canadian 
companies achieving their full potential include a lack of market awareness, a 
failure to understand the complexity of the Indian business environment, current 
limits on market accessibility, restricted financing, and political and economic risks. 

Il. Developmental Setting 

The economic development strategy for India must take into consideration the 
300 million people living below the poverty line. The Government of India has 
provided significant resources for food, health and basic education to the most 
disadvantaged. Hence, the late 1980s and early 1990s have seen a proportional 
decrease in the level of poverty. Through the Canadian International Development 
Agency, Canada has supported government and non-government organizations in 
their efforts by funding projects in agriculture, rural development, social and human 
infrastructure and the provision of goods and services to the energy and transport 
sectors. 

India's development strategy has shifted in the past ten years. Through a series of 
economic policy reforms, the Indian economy has become increasingly outward 
looking which has encouraged the private sector to play a greater role in 
development. While a large portion of the CIDA program is directed at poverty 
reduction, the importance of Indian private sector economic growth has also been 
acknowledged. Thus, the CIDA program has become more involved in encouraging 
lndo-Canadian joint ventures. It is also working with key institutions and policy-
makers to improve the environment for private sector development in India. This is 
the CIDA component of the Focus India strategy. 

III. Market Awareness 

Canada's trade interests in India are being hindered primarily by a lack of market 
awareness on two fronts: in Canada, India's market potential is relatively unknown; 
and, in India, Canada is not seen as a major economic partner. 

1. Awareness of India in Canada 

To date, India has not had a high political or economic profile in Canada. 
Canadians have been slow to recognize that India now offers tremendous business 
opportunities. Canadian companies, particularly small and medium-sized 
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enterprises, lack experience in India and are therefore unfamiliar with it. The
perception of India within the Canadian business community suffers from
stereotypes of communal violence, poverty, and out-dated bureaucratic and
inefficient business practices which are no longer a reality in modern India.

There is a risk that competing nations will achieve greater success in this growing
market because of a better appreciation of India's potential and understanding of
how to do business there. "The Indian train is moving on, those who fail to get on
board now will only have themselves to blame for getting left behind!"

2. Awareness of Canada in India

There is also a lack of awareness of Canadian competitive strengths in India.
Competing nations who have recognized the potential of the Indian market and
have a stronger presence there have achieved greater success. While Canada was
the eighth largest foreign investor in India in the first quarter of 1994 with
investments listed at $50 million, it was not on the May 1994 list issued by the
Indian Ministry of External Affairs that targeted 18 countries for fresh foreign
investment into infrastructure areas as well as emerging industries like food
processing.

While Canada accounted for only 1.5 percent of Indian imports in 1994 (down
from 1.8 percent in 1992), the preliminary figures for 1995 indicate an increase in
Canadian exports to India. Canadian industry, although showing some
improvement, still has far to go at this crucial point in India's economic
development. There is a danger that our small share of the Indian market could be
interpreted in India as a lack of interest in the market. While there are high profile
Canadian successes in India, the full diversity of our national industrial capabilities
is not recognized and therefore not sought.

IV. Complexity of the Indian Business Environment

While it is considerably easier to do business in India today, the complexity of the
Indian business environment still presents challenges for Canadian business. The
following market characteristics have an impact on doing business in India.

1. Bureaucratic Bottlenecks

While investment approvals have been greatly facilitated and the restrictive 'import
licence Raj' has been nearly abolished, bureaucratic bottlenecks still exist in
implementing projects or in clearing shipments through customs. Reforms have not
trickled down to the lower echelons of the bureaucracy, especially at the state
level. There are still conflicting interpretations of new regulations that can only be
ironed out over time as the transparency of the reform process improves.
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2. Privatization Policy Guidelines 

The Indian government has privatized services in many sectors such as power, 
roads, and telecommunications - all of which offer excellent opportunities for 
Canadian companies. However, there are still conflicting policies and often vague 
guidelines regarding government guarantees, rates of return, and the bidding 
process. Efforts are underway by the Indian government to address these issues 
and Canada, through high level contacts, continues to encourage India to address 
these shortcomings. 

3. Connections 

India remains a country where connections play a pivotal role in success. It is not 
so much the information you possess, but more how you can use it and how you 
influence decision makers. This applies to the public sector and, to a lesser 
degree, the private sector. 

4. Cultural Differences 

While India has a strong entrepreneurial class, there are business methods unique 
to this country. India provokes one's senses and first impressions may create 
internal conflicts that can influence business decisions. It is a land of 
contradictions that one must able to deal with. This has been exacerbated by the 
introduction of economic reform. VVhile the private sector has been told to act like 
a free market economy, the mind set remains inward-looking and people rely on the 
government for guidance. While the situation is rapidly changing, it will require 
time and patience on the part of Indian business and its foreign partners. 

5. Appearances 

India is a market where appearances and first impressions can be very deceiving. 
Business is part of a complex socio-economic environment; it is important to 
develop a trusting relationship with partners and clients and verify the accuracy of 
information. 

6. Infrastructure 

India's communications, power and transportation systems have not yet reached 
world class standards and can be frustrating at times when quick decisions have to 
be made. At the same time, this drawback is providing commercial opportunities 
for foreign companies. India will see radical improvements in this area in the 
coming decade. 
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V. Market Accessibility 

Export to India is much easier today than it was before economic reform began in 
1991. Peak tariffs were 350 percent. Most imports required licences. Importers 
could only import for resale against existing orders for merchandise. And, imports 
of spare parts were extremely difficult. 

Today, government approvals for most investments are automatic. Peak tariffs 
have been reduced to 50 percent and Indian companies can buy foreign exchange 
for imports at market rates without central bank permission. Foreign exchange 
reserves have grown from less than US$1 billion in 1990 to US$17.5 billion. 

Despite economic reform a number of tariff and non-tariff barriers remain which 
hinder access to the Indian market. Lack of intellectual property protection, 
relatively high tariff rates, and local licensing requirements can impede market 
access. These and other concerns affect exporters' and investors' efforts to gain 
increased access to the Indian market. 

1. Import Policies 

Import Licensing - India's complex import licensing rules have eased significantly. 
While most products can be imported without licenses, import licensing has not 
been completely eliminated. Restrictions remain on the importation of many 
consumer goods and agricultural products, (e.g. breeding stock and processed food 
products). Although the Indian government has announced its intentions to 
eliminate all import licensing, this has not yet occurred. 

Quantitative Restrictions - Despite continuing reform, imports of most consumer 
goods are still not permitted, except for a few products such as food grains 
imported by government agencies. Other sectors face quotas. The liberation of 
quantitative restrictions has usually been based on an absence of domestic 
production. 

Antidumping - In response to complaints from domestic producers that import 
reform has led to foreign dumping, India has strengthened its antidumping policy. 
In the 1993/94 Budget, the Government promised domestic manufacturers "strict 
implementation" of antidumping laws. 

2. Government Procurement 

Domestic Preference - Indian government procurement practices are not 
standardized or transparent and often favour local suppliers. Price is the most 
important factor even though better quality could lower overall costs over time. 
When foreign financing is involved, government procurement agencies tend to 
follow multilateral development bank requirements for international tenders. 
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Countertrade - India has an unofficial policy that encourages countertrade, though 
it has never been a critical factor in conducting business in India. 

3. Intellectual Property Protection 

In 1994, India ratified the Uruguay Round of multilateral trade negotiations which 
provides, for the first time in a trade agreement, comprehensive protection for 
intellectual property. As a result, exporters and investors have more secure access 
to and should have greater confidence to enter the Indian market. The major 
intellectual property issues facing companies operating in India are: 

Copyrights - Indian copyright law offers strong protection, but the Constitution 
gives enforcement responsibility to the state governments. Piracy of copyrighted 
materials is a significant problem. India amended its Copyright Act in 1984 to 
provide stronger remedies against piracy and to protect computer software. VVhile 
the government has made significant steps to improve copyright protection, there 
is a notable lack of resources devoted to its enforcement. 

Patents - India is not a member of the International Union for the Protection of 
Intellectual Property. Protection of patents in India is governed by the India Patent 
Act. Product patents are granted for all inventions except where the invention is 
intended or capable of being used as a food, medicine, or drug, or is a substance 
prepared or produced by chemical processes. Process patents relating to food, 
drugs, pharmaceuticals and chemicals give the patent holder only the right to the 
process patented. Therefore Indian firms are able to manufacture various products 
without 'infringing' upon the patent law. Where available, product patents take 
four years to be granted and expire 14 years from the date of filing. 

Compulsory Licensing - Patent law provides that a patented product must be 
produced in India within three years or the government may give the licence for the 
technology to an Indian producer for a fixed royalty to the government. Stringent 
compulsory licensing provisions have the potential to render patent protection 
virtually meaningless. 

Royalty Payments - Indian policy guidelines normally limit royalty payments, 
including patent licensing payments, to 5 percent of the selling price for domestic 
sales and 8 percent for export sales. Under the Canada-India Double Taxation 

Agreement, royalties and lump sum payments are taxed at a rate of 20 percent of 

the gross sum. 

Trademarks - With economic reform, international brand names are now permitted 

to be used in India. A bill to amend the Trade and Merchandise Marks Act has 

been introduced in Parliament that would protect foreign trademarks. 

Focus: India 	 Page 39 



Economic Development and Trade Issues

4. Foreign Investment Barriers

Equity Restrictions - Automatic approval is now given by the Reserve Bank of India
(RBI) for foreign direct investments of up to 51 percent equity in 36 priority
industries. However, case-by-case approval is required for non-priority sectors and
foreign equity investment above 51 percent. There remain six industries reserved
to the public sector and another 15 which require industrial licensing.

Remittance of Funds - Once an investment or technology transfer has been
approved, foreign exchange outflows (dividends, interest, etc.) can normally be
freely remitted. However, for consumer goods all remittances must be balanced by
foreign exchange earnings.

Repatriation of Capital - Disinvestment of foreign equity must be approved by the
RBI and is based on the stock exchange. For listed companies, the disinvestment
price is based on the 2 year average share price as per stock exchange quotes. For
shares not listed and traded on a stock exchange and closely held firms, the value
is assessed by the RBI based on net asset value and earnings per share. . Although
there are few restrictions in theory, the repatriation process can prove to be long
and arduous.

Foreign Funds Ceiling - In May 1994, the government imposed a ceiling of US$2.5
billion on the amount Indian companies can raise from international markets as
Global Depository Receipts (GDRs) every year. These monies can only be used for
specified purposes such as importing capital equipment and repaying outstanding
foreign currency loans. This ceiling could hamper the availability of foreign funds
in India. Given that, there are 130 Indian firms expecting to raise over US$9.0
billion in the next year. Since the government's failure to float their US$1.2 billion
VSNL issue in May 1994, up to US$600 million has been raised by several firms.
By mid 1994 twelve had been given permission to go to market.

5. Export Subsidies

The first reform Budget in 1991 phased out most direct export subsidies.
However, indirect subsidies such as investment tax, credit access and foreign
exchange retention incentives remain in place.

VI. Financing

There are shortcomings in existing financing mechanisms for Canadian companies
doing business in India. Financing concerns range from small and medium-sized
enterprises' requirements for accounts receivable credit to the risks faced by multi-
national corporations making billion dollar commitments.
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Export Working Capital - One of the primary requirements of small and medium-
sized enterprise exporters is access to working capital to enable them to maximize 
their export potential in India. 

Market Knowledge - The lack of knowledge about export and investment financing 
options is also a roadblock for Canadian business. Canadian firms are sometimes 
unaware that financing support or assistance is necessary for a government bid to 
be considered viable. 

Credit Competition - Major Indian contracts are often won and lost on credit terms. 
Canadian firms do not have the access to concessional financing, unlike many of 
their competitors. Therefore, they are not on a level playing field with other 
nations. 

Infrastructure Investment Requirements - India's infrastructure is in need of 
extensive modernizing. Many or these projects are self-financing and do not come 
with sovereign guarantees. Projects must therefore be assessed on their 
commercial viability. On their own, few Canadian firms can finance 20-year billion 
dollar infrastructure investments as required in many cases in India. The Canadian 
government is no longer in a position to assist in such mega-projects. The foreign 
competition, particularly from the EU, are utilizing consortia in India. 

Perceived Investment Risk - Private sector involvement in Indian infrastructure 
projects has increased dramatically over the past few years, but many potential 
Canadian investors have concerns about political risk. They fear expropriation and 
adverse policy changes or are concerned about their long-term ability to repatriate 
profits. Public sector investment insurers worldwide have experienced a surge in 
applications from potential private investors in infrastructure projects eager to 
reduce some of the long-term political risks. 

International Financial Institutions - Canada has a poor record in winning IFI 
projects in relation to our contributions to these organiiations. Canadian industry 
is not properly equipped to successfully bid on many projects and is losing tenders 
despite technological superiority. Also, as IFI projects are usually awarded by the 
host country, irregularities in the Indian evaluation procedures are a concern. As 
India is still a major recipient of IFI funds, Canada could improve its access to the 

Indian market through IFI-sponsored projects. 

VII. Political and Economic Risk 

India is a country in political and economic transition from an inward-looking 

society and economy based on import substitution, to a modern more open society 

with a free-market orientation. This transition involves uncertainties and 

imponderables. This inevitably results in apprehension about the market, especially 

regarding a country as large and diverse as India. 
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1. Political Stability 

Apprehension about India's political health relates in part to the central 
government's ability to hold the world's largest democracy together. When the 
minority Congress (I) government of Prime Minister Narasimha Rao took office in 
June 1991, few expected the Prime Minister to survive politically for more than six 
months or the party to last its full five-year term. Four years later, Prime Minister 
Rao remains at the helm of the government. His party now commands a slim 
majority in Parliament and is expected to contest the next national election 
anticipated in mid-1996. Recently, Congress (I) has fared poorly in state elections, 
and Prime Minister Rao has faced challenges to his leadership from within the 
party. However, he has forthrightly resisted these challenges. 

2. Religious Tensions 

The strength of India's democratic institutions is well established and should 
continue to buttress political stability. Concerns that India's fiercely-protected 
secular society would be undermined by fundamentalist entities, such as the 
Bharatiya Janata Party (BJP), have not become a reality. While India may have a 
more pluralistic political environment than in the past, voters have shown in recent 
state elections in the Hindu heartland that economic and social issues are more 
important than religious zealotry. The probability of further violent incidents such 
as the December 1992 attack on the Ayodyha mosque by Hindu fundamentalists 
has been significantly reduced. Law and order is being enforced. 

3. Regional Unrest 

Political stability in India has always been a relative term. A strong central 
government has been able to bind this ethnically, religiously, and culturally diverse 
country together. However, there has been regional discontent and New Delhi has 
not been loathe to use extra-Parliamentary measures to enforce law and order or to 
rule under Presidential fiat. The central Government remains preoccupied with 
unrest and secessionist movements in Kashmir, the Punjab, the Northeast, and the 
deep south. The Kashmir situation is the bleakest, worsened by on-going 
insurgency from Pakistan. The Punjab has achieved a degree of stability but the 
harsh measures used to achieve this have left a residual resentment, especially 
within the Sikh community. The remote northeast considers itself a forgotten area 
with the tribal peoples of the region having no affinity for the leadership in New 
Delhi. 

4. Social Issues 

The Indian government faces challenges in addressing the political and economic 
concerns of its far-flung regions and the social issues affecting its millions of poor 
people. The government has progressively taken steps to improve the situation. 
India's economic reform program is part of this effort to deal with the current 
socio-economic situation in India. Nevertheless, the government has slowed down 
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the process in recent months given its comfortable foreign exchange reserves, the
need to deal with social issues and the impact of double-digit inflation. Reform in
India must be a measured process. Otherwise, social discord can easily erupt and
regional differences become exacerbated.

5. Human Rights Record

India has received criticism for abuses of human rights, most recently in Kashmir.
While these abuses are real, India is now addressing them in a more transparent
manner. The international community has chosen not to pursue a punitive
approach to India, but to use suasion to improve the situation. Broader bilateral
and commercial relations with India should encourage further improvements with
respect to the protection of human rights.

6. Regional Security

India's unstable relations with its neighbours, especially Pakistan, is a concern
given the nuclear-weapons capability of the two countries. Although the India-
Pakistan relationship is characterized by harsh rhetoric and much posturing, the
two countries appear to be engaged in 'conflict avoidance'. Moreover, the regional
security situation in South Asia receives close international monitoring and most
Western countries have avoided strategic military exports to India and Pakistan.

7. Risk Evaluation

The program of economic reforms has brought India from the brink of bankruptcy
to economic resurgence. To become an economic 'Tiger' in Asia, India needs to
maintain its reform program and ensure its full and transparent implementation,
including at the state level. It must address crucial - and politically sensitive -
reforms of the banking sector, the taxation structure, and the industrial and labour
adjustment programs. India has the capacity to deal with these issues, with the
appeal of global status driving it onwards. The increasing international business
interest in Indian attests to the appeal of this market. Its economic risk is
considered more than acceptable.
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F. CAPTURING THE OPPORTUNITIES 

I. Introduction 

The objective of Focus India is to develop programs and initiatives to position 
Canadian industry to take advantage of the commercial opportunities emerging in a 
market that many analysts are calling Asia's next 'Tiger'. 

Canada's trade objectives in India are: to capitalize on the flourishing business 
opportunities in the 'new' India; to realize the market potential of the region with 
India as a strategic partner; and to contribute to the sustainable economic 
development of India. Canada's success will depend on its ability to achieve 
greater access to the Indian market and to educate the Canadian business 
community of the reality that is the new India. 

This section presents an inventory of those activities, mechanisms and initiatives 
which can help Canadian business meet the challenges in India and take full 
advantage of the opportunities. It also sets the framework for a detailed annual 
action plan which will coordinate the delivery of government programs and act as a 
catalyst for greater Canadian business participation in the Indian market. The 
following are the areas where specific activities and initiatives have been identified: 

• Political Relations 
• Economic and Trade Relations 
• Business Development Initiatives 
• Canadian and Indian Business Organizations 
• Financing 

Il. Political Relations 

Canada's relations with India have been characterized by a tradition of constructive 
co-operation and discussion both multilaterally and bilaterally. While the past 
several years have witnessed notable improvements, India has not been a focus of 
concerted Canadian foreign policy interest, particularly in the economic area. 

Canada has taken a decision to foster a closer economic relationship with India. In 
order to achieve this, we have initiated efforts to enhance our political relations. 
This does not mean that Canada should cease to discuss issues such as non-
proliferation and human rights with India. These issues, however, should be 
approached in the context of the broader relationship. In general, a vibrant and 
mature political relationship creates the appropriate atmosphere for conducting a 
progressive economic relationship. 
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In strategic terms, the following aspects of Canada's political relationship with
India warrant continued attention to support Canada's economic interests:

Visits: High-level visits such as the successful visit by the Minister for International
Trade in October, 1994 and the Secretary of State (Asia-Pacific) in March, 1995
send strong signals to India that Canada is interested in pursuing closer relations.
Follow-up visits by the Prime Minister, the Minister for International Trade, and
other ministers with responsibility for the environment, energy, and industry will
raise the profile of Canada's relations with India and help focus attention on areas
of particular interest to Canada. Visits by Indian ministers to Canada will also help
achieve these goals. Similarly, visits by provincial trade ministers and
accompanying trade missions should be encouraged.

Consultations: Regular, annual political-economic consultations at the senior-
officials level would also enrich Canada's bilateral relations with India. These
consultations provide an opportunity to discuss particular problems such as market
access issues, or initiatives regarding our commercial interests. As Canada-India
commercial relations expand, separate political and economic consultations could
be held.

Public Affairs: Promoting Canada in India through the arts and the media is
important to Canada's bilateral relations. Indian perceptions of Canada, and vice-
versa, are affected by such efforts. The Shastri Indo-Canadian Institute has been
working for over 25 years in cultural and academic areas. It is seeking to enhance
its mandate and establish relations with the business sector.

Diplomatic Presence: The High Commission in New Delhi and the Consulate in
Bombay are very important aspects of Canada's strategy because of their on-going
contact with the Indian government and private sector. This is the sharp end of
Canada's relations with Indian decision-makers. The addition of one new Trade
Commissioner position at each mission in 1994 was a positive step. An expanded
presence, through an Honourary Consul with attached commercial officer in
Bangalore, will serve to raise Canada's profile in another region of India.

Ill. Economic/Trade Relations

Canada has a number of economic co-operation arrangements with India, including
an agreement for the avoidance of double taxation, an air services agreement, and
a general agreement on development co-operation. To strengthen Canada's
economic relations with India, bilateral consultations and formal mechanisms are
needed to build trade and investment linkages. The primary objective would be to
gain more secure access for Canadian exports and investment. The following co-
operation agreements merit high consideration.

Foreign Investment Protection Agreement (FIPA): India is on Canada's priority list
for the negotiation of a FIPA. The first round of negotiations was held in Delhi in
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early February 1995. Although there have been relatively few major Canadian 
investments in India to date, the significant emerging investment opportunities will 
not be ignored. In fact, there is increasing interest from investors in many sectors. 
The Indian Government is intent on attracting foreign investment as a matter of 
policy. A FIPA will ensure that Canada is well-placed in this regard. 

Economic Co-operation Agreements: The negotiation of a general economic co-
operation agreement would consummate sectoral interests and provide for the 
exchange of economic information. It would also provide a mechanism for 
addressing difficult areas, such as textiles and clothing, or sensitive issues like the 
protection of intellectual property rights. A more transparent economic relationship 
and mature discussions of economic issues can only enhance general economic 
relations. An economic co-operation agreement would build on existing 
agreements such as the Coal Working Group and a proposed memorandum of 
understanding in Fisheries Cooperation. 

Non-Government Cooperation: There is scope for non-government economic 
cooperation arrangements with India, involving business and industry organizations, 
universities, or individuals. CIDA-funded linkages with the Association of Canadian 
Community Colleges, the Conference Board of Canada, the Canadian 
Manufacturers Association and the Canada-India Business Council are examples on 
which to build. 

IV. Business Development Initiatives 

Business development initiatives provide Canadian industry with the tools it needs 
to succeed. They help ensure  that  Canadian industry is well placed to take full 
advantage of the new opportunities in India. Market awareness and business 
support programs and industrial cooperation mechanisms can help Canadian 
business overcome some of the challenges they face in a dynamic but complex and 
unfamiliar market. 

1. Market Awareness Programs 

Developing market awareness has tvvo objectives: 

• to raise the profile of Canada in India as a reliable source of goods and 
services, technology, and investment; and 

• to spread the message in Canada that India is now open for business and 
apprise Canadian firms of India's true market potential. 

The alternatives described below represent both near-term and on-going initiatives 
that can raise awareness in India and Canada. Momentum and repetition are key to 
building awareness. Therefore, the timing and co-ordination of these initiatives into 
a cohesive campaign is essential. Activities must complement each other and be 
harmonious to maximize their potential impact. 
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Two-Way Ministerial Visits: The highly successful visits to India by the Minister for 
International Trade in October, 1994 and the Secretary of State (Asia-Pacific) in 
March, 1995 accompanied by senior industry representatives, provided a strong 
signal that Canada is interested in doing business with India. Future business 
missions led by senior government officials will contribute to the awareness 
campaign focussed on India. In addition, further invitations to senior Indian 
ministers will be extended to continue the on-going two-way flow of visits. 
Ministerial visits generate significant press coverage in Canada and India, building 
awareness here and highlighting Canadian capabilities there. The Department of 
Foreign Affairs and International Trade will organize an ongoing program of high-
level visits between industry leaders and senior government representatives. 

Indian Media Exposure: Exposure for Canada in prestigious Indian newspapers, 
magazines and industry publications promotes Canadian capabilities and business 
successes in India. DFAIT will encourage and facilitate the publication of 
supplements on Canada in Indian journals and newspapers. 

Canadian Media Exposure: The Canadian media has been slow to tell the 'new 
India' story, while international publications such as The Economist are increasingly 
reporting on India. A greater awareness of India's economic reforms would 
enhance its image in Canada. This awareness could be developed through print, 
radio and television media. A public relations campaign to generate more media 
coverage of the Indian market would ideally be a co-operative effort with the Indian 
government. 

Journalists: Visits by business journalists from both countries to the other could 
help increase public awareness. DFAIT will encourage and facilitate these visits. 
They will ideally be timed to coincide with high-level visits and trade missions. 

Outreach Programs: Focus India will be the basis of an on-going outreach program 
across Canada to promote the importance of India to Canada and what the 
government can do to assist exporters. 

Twinning Programs: The twinning of Canadian and Indian cities, states and 
provinces in cultural and industrial agreements builds awareness and links between 
both countries. The twinning of Pune and Winnipeg has, for example, resulted in a 
significant increase in commercial activity between the two cities. In addition, the 
twinning of Mangalore and Hamilton as well as Jaipur and Calgary will assist in 
raising awareness. 

Seminars and Workshops: Sector specific seminars and vvorkshops across Canada 
will inform targeted export-ready companies of the opportunities, regulations, and 
business practices in India. 

Industry Association Presentations: Presentations during annual meetings of key 
industry associations would outline the potential of the Indian market and feature 
successful Canadian exporters who can relate their direct experiences. 
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Newsletter: Market information and opportunities will be disseminated through 
regularly published newsletters produced by trade offices or associations for 
distribution through International Trade Centres or DFAIT's InfoCentre Faxback and 
electronic bulletin board. 

Information Packages: Information packages are a good tool for building interest 
and awareness in the Indian market. The distribution of DFAIT's new India sector 
studies, fact sheets and exporting guides will help develop a higher level of market 
knowledge. 

Targeted Trade Missions: An on-going Canadian presence in India is necessary to 
illustrate market commitment. The profile of competing nations can be countered 
with strategically targeted trade missions. The missions will be held in conjunction 
with other awareness building exercises such as technical seminars and high-level 
visits to maximize their impact. In-coming missions, again highly targeted, will 
expose Canada's superior capabilities to decision-makers first hand. 

2. Business Support Programs 

Canadian exporters must receive the best on-the-ground guidance to optimize their 
participation in India. Canada will need to develop greater business support 
programs to prepare Canadian companies to deal with many of the complexities of 
the Indian market. Small and medium-sized firms need access to tools and 
information to become export-ready and compete in India. The following programs 
will play an essential role in Canada's future success. 

Trade Commissioners: Trade Commissioners play a vital role in an often unfamiliar 
market like India. Ottawa-based staff and Trade Commissioners at all International 
Trade Centres provide export and investment advice to prepare companies for their 
first forays into India or help them expand their international business to include 
India. India-based staff provide advice and market intelligence, such as information 
relating to sales opportunities. Improved access to the latest market intelligence is 
critical to succeeding in India and can give companies the edge over their 
competition. Trade Commissioners also initiate access to key decision makers. At 
present, there are five Trade Commissioners and six Commercial Officers assigned 
to Canada's missions in India. 

Market Information: Market information includes data on marketing conditions 
unique to India, as well as the tools and strategies necessary to successfully 
penetrate the Indian market. One vehicle for market information is the quarterly 
Canada-India Business Council Review. The High Commission also publishes one-
page, sector specific fax bulletins with commercially oriented and timely 
information for Canadian industry. 

Industrial Cooperation: CIDA offers a financial assistance program to encourage 
Canadian companies to enter into long-term business linkages with Indian partners. 
This program recognizes there are valuable skills and technology in the private 
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sector which can promote development through commercial activity. In addition to
assisting Canadian companies directly, the Industrial Cooperation Division of CIDA
works with Canadian business organizations to promote doing business in India,
foster joint ventures, and strengthen their relationships with counterpart
organizations in India.

Honourary Consul: DFAIT will expand its presence in India by the appointment of
an Honourary Consul in Bangalore. The Honourary Consul will work in concert with
a Commercial Officer to provide more information and assistance to Canadian firms
doing business in this region.

Counselling: One-on-one counselling is available to help Canadian export-ready
companies develop a marketing plan for India, obtain information on government
programs, and utilize the services of trade offices. Counselling is available through
the regional International Trade Centres, provincial ministries responsible for
international trade and DFAIT Trade Commissioners in Ottawa.

3.. Government-Business Industrial Cooperation Mechanism

Indo-Canadian economic and trade development will rely on a greater partnership
between and within the public and private sectors. Consultations between
governments and a wide variety of industry groups ensure that business
development strategies are better co-ordinated, planned and reflect private sector
interests. The following two mechanisms can help achieve these goals:

Intergovernmental Consultations: Canadians are highly motivated to find more cost
effective ways to achieve our trade development objectives. Focus India is the
inception of a coordinated government approach to India. To add sharper focus to
trade and investment development in India, it is important to target sectors in
which to concentrate Canada's strategic efforts. Sectors have been selected based
on high, immediate or near-term demand and favourable market conditions in India,
matched with high Canadian interest and supe'rior Canadian capabilities and
competitiveness. They have not been selected to the exclusion of others.
However, the concentration of limited government resources in high potential areas
is the most effective means of succeeding in India. Within the scope of Focus
India, sector-specific strategic plans will be developed.

Business-Government: Canada is well served by industry organizations and
associations such as the Canadian Export Association, the Canadian
Manufacturer's Association, the Canada-India Business Council, the Asia Pacific
Foundation of Canada, etc. Canada must continue to promote co-operation
mechanisms linking these organizations and their members with the federal and
provincial governments to help ensure that business development efforts in India
reflect private-sector interests.
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V. Canadian and Indian Business Organizations 

There is a clear need for enhanced co-operation between Canadian and Indian 
business organizations. Institutional linkages play a key role in bridging information 
gaps and in matching Indian market requirements with Canadian capabilities. This 
is important for Canada in the case of India where both players are still relatively 
unknown to each other. A significant number of linkages have been established 
over the past few years but they must be nurtured if they are to provide the 
desired effect. A wider audience must be informed of their existence. Business 
organizations need to be mobilized to do business in India as private sector 
alliances foster strategic opportunities and access to dynamic, well-placed partners. 

Chamber of Commerce Memorandum of Understandings: The MOU between the 
Mahratta Chamber of Commerce and Industry (MCCI) in Pune and the Winnipeg 
chamber is an excellent example of industry to industry co-operation. This 
initiative led to the twinning of Pune and Winnipeg, numerous missions in both 
directions as vvell as a multitude of new industrial collaboration activities. There is 
also a twinning arrangement between Calgary and Jaipur as well as Hamilton and 
Mangalore. The next possible partnership may be between the Coimbatore 
Chamber of Commerce and Industry in Tamil Nadu and the Rosetown Economic 
Development Authority in Saskatchewan. As part of the Focus India strategy, 
twinning of cites and chambers will be encouraged. 

Indo-Canadian Joint Business Council (JBC): The Canada-India Business Council's 
counterparts in India, the Federation of Indian Chambers of Commerce and Industry 
and the Association of Chambers of Commerce organize an annual Joint Business 
Council meeting. The most recent JBC meeting took place in June 1995 in 
Toronto and Montreal. Plans are underway for the next meeting to take place in 
New Delhi in January, 1996. 

Indo-Canadian Business Club (ICBC): The ICBC was recently incorporated and an 
interim committee made up of Indian business people are administering the Club 
until a Board of Directors is elected. These new developments and the upcoming 
elections will make the ICBC into an effective bilateral chamber providing services 
that government is unable to undertake and complementing the activities of the 
trade missions in India. 

Business Networks: Becoming active participants in emerging business networks 
enables small and medium-sized enterprises to be more competitive; they gain the 
resource advantages of larger firms without the burden of excessive overhead. 

VI. Financing 

Easy access to adequate financing is essential to foster business growth and to 
export successfully. To enable Canadian business to penetrate the Indian market, 
there is a need to better co-ordinate existing services, simplify procedures, improve 
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information access and possibly create new mechanisms to fill gaps in existing 
services. 

International Financial Institutions (IFI): Steps can be taken to improve Canada's 
record in winning IFI contracts in India. Canadian industry must be better equipped 
to manage all elements of the bidding process. And, Canada will work to ensure 
that companies have access to a level playing field with fair and transparent project 
competitions, evaluations, and awards. Government IFI-related financial support 
programs must be coordinated to support company efforts at key points through 
the entire IFI project cycle. 

Investment Insurance: Private investors in Indian infrastructure projects need to 
have a greater awareness of and access to investment insurers such as the VVorld 
Bank's Multilateral Investment Guarantee Agency and the Export Development 
Corporation's investment insurance. This would allow them to transfer some of 
the long-term political risks in India for a fixed, known premium. 

International Consortia: Canada's international competitors have effectively 
manoeuvred into large Indian infrastructure projects by using consortia. They 
enable access to greater investment funding, spread project risk, and provide a 
broader range of expertise. Canadian industry should consider these international 
partnerships. 

Foreign Investment Protection Agreement (FIPA): Canada and India are engaged in 
negotiations which will lead to a FIPA. The agreement will address all aspects of 
investment, including the transfer of funds and transparency, ownership and 
control, taxation, and dispute settlement mechanisms. When the negotiations are 
completed and a consensus is reached, the security of an investment agreement 
will mitigate investment risks. With the recent increase in Canadian investments in 
India, there are significant interests to protect. 

Indian Liquidity: Indian firms plan to raise upwards of US$9.0 billion in equity over 
the next year in international funds, to repay foreign debt or invest in capital 

expansion. This excess liquidity represents a financing opportunity for Canadian 

companies. Canada should target firms with excess foreign currency liquidity for 
industrial partnerships. 

Education: A concerted effort will be made to improve Canadian industry's, 

especially small and medium-sized enterprises', knowledge of suitable export 

financing techniques and institutional support services. 

Financing Guide Book: While trade financing institutions provide helpful 

publications describing their services, a comprehensive guide to all financing 

services and instruments applicable to India would be more useful. As part of the 

Focus India strategy, DFAIT will encourage the drafting of such a guide. 
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VII. Conclusion

The 'new' India is in a state of rapid evolution. Though there have been many
reforms, some of them extraordinary, India remains a challenge and is not a market
for the timid or uninitiated. Nevertheless, Canadian companies wishing to establish
a presence in this vast emerging market must act now, or risk being left behind.
Focus India is an attempt to bring to the forefront the reality of India while
exploring all avenues available to assist Canadian industry to gain a foothold in the
market.

The objectives of this paper are threefold: to create a higher profile for India in
Canada; to raise the awareness and interest of the Canadian private sector in this
vast emerging market; and to coordinate government programs and activities in
order to become a catalyst for increased private sector involvement in India.

We hope this strategy will act as the foundation of such a co-ordinated and
integrated trade and investment strategy for India. This document will also be
supplemented by annual business plans prepared by the South Asia Division of
DFAIT, containing specific initiatives and activities organized for each fiscal year in
the sectors outlined.

The Focus India strategy and subsequent business plans are specifically designed
to target resources to effectively promote Canadian interests in India. This will
enable the Canadian private sector to capitalize on the emerging business
opportunities in the 'new' India and in turn, contribute to its economic prosperity
and sustainable development. Focus India is intended to solidify and expand our
commercial relations with India and make this emerging tiger a true economic
partner.

It is in this spirit that Canadian industry and the provincial governments are invited
to fully participate in the implementation of the Canada-India Strategy. Indeed, the
success of Focus India highly depends on all the players' involvement in and their
commitment to this strategy.
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G. NEXT STEPS 

I. Introduction 

The Department of Foreign Affairs and International Trade in conjunction with other 
departments and organizations has planned a series of events designed to bring 
into practice the strategies discussed within this document. These represent the 
first of many such efforts devised to improve socio-economic relations between 
Canada and India. 

II. Visits 

A number of high level visits between Canada and India have taken place in the 
last year and a half including the visits to India by the Canadian Minister of 
International Trade and by the Canadian Secretary of State (Asia-Pacific) as well as 
the visits to Canada by the Indian Minister for Telecommunications, the Indian 
Minister for Petroleum and Natural Gas, and the Indian Minister for Finance. The 
Department of Foreign Affairs and International Trade intends to continue to 
encourage the exchange of high-level visits between Canada and India. We will 
work with our provincial counterparts to encourage the exchange of visits between 
senior officials of the Canadian provinces and the Indian states. In addition, we 
will work with our counterparts in India to encourage and arrange sector-specific 
trade missions. 

III. Information Dissemination 

The Department of Foreign Affairs and Intertnational Trade has been working to 
expand our India database. We have been preparing a variety of publications to 
assist Canadian businesses in their preparation for entry into the Indian market. 
DFAIT has commissioned a number of studies on priority sectors of the Indian 
market which are available through the DFAIT Bulletin Board, FaxLink service and 
the Internet. New sectoral studies will be added periodically throughout the year. 
In addition, sectoral newsletters prepared by our Trade Commissioners in India will 
be posted on a regular basis. DFAIT will continue to produce relevant and timely 
publications to be made available through the above sources. 

IV. Seminars 

Organizations such as the Conference Board of Canada, the Canada-India Business 
Council and the Asia Pacific Foundation will continue to present timely and 
informative seminars on the Indian market. 
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V. Diplomatic Presence

The addition of two new Trade Commissioners in India (one in New Delhi and
another in the Consulate in Bombay) has strengthened our ability to facilitate trade
with India. The Honourary Consul with attached Commercial Officers in Bangalore
which is to be opened in Spring of 1996 will serve to increase awareness of
Canada and Canadian capabilities in other regions of India.
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Cultural and Business Tips for Canadians Doing Business in India 

An appreciation for a country's cultural and business practices can be beneficial to 
the business executive approaching the market for the first time. This is especially 
true for a country such as India which, for many entrepreneurs, remains a market 
both mysterious and exotic. Following are some observations worthy of note. 

• Names often indicate whether a person is Hindu, Muslim or Sikh. Address 
people by their given names only if requested to do so. Professional titles 
(Doctor, Professor) are used, when appropriate. Shri is the title used along 
with the last name for men, Shreemati for married women and Kumari for 
single women 

• Greetings between most Indians are with the "namaste" gesture (bending 
gently vvith palms kept together below the chin) and rarely with a 

" handshake. Indian men and very westernised women may offer to shake 
hands with foreigners, but a Western woman should not initiate a handshake 
with an Indian man; instead, she should wait for him to offer one; if he does 
not, she should nod and smile. Guests may be adorned with a garland of 
flowers which should be immediately removed and carried in the right hand 
as a gesture of humility. 

• Business negotiations require time and patience. Impromptu business 
meetings are common. Plan on several visits before a decision is reached. 

• Communications by most Indians, particularly where "yes" and "no" answers 
are expected, are usually vague. "No" may be expressed by saying "I'll try." 
A smile or head jerk may indicate "yes" but can also mean "I don't know." 

• Business relationships in India are highly personal. Indians are very 
interested in the family life and values of a potential partner. Invitations to 
visit the home of an Indian colleague are common and are an essential step 
in building rapport. 

• Dinner invitations and home visits frequently are extended to visiting 
business people. Unless hosts are wearing footwear, guests at a meal in a 

private home should remove their shoes before entering. Bringing gifts of 

chocolate, Indian sweets or flowers for the host is appropriate. Do not wrap 

presents in white or black; such colours are considered unlucky. If offered 

refreshments of tea, coffee, fruit or sweets, it is polite for a guest to initially 

refuse the offer but to eventually accept. If utensils are not present at a 

meal, be sure to use the right hand for eating and for passing and receiving 

objects. 
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• Foods vary widely in India and are often influenced by religion. Hindus do 
not eat beef or consume alcohol while Muslims avoid pork and alcohol. 
Vegetarianism is widely practiced in India. 

• When visiting temples, saffron powder, holy water from the Ganges River, 
and sometimes food are offered to visitors as blessings: it is discourteous to 
refuse these gi fts. Women should cover their heads when entering temples. 

• Avoid touching anyone's head as Indians believe the head is very sensitive. 
Similarly, avoid touching anyone with your feet or shoes as these are 
considered unclean. 

• Indian agents are a vital link in the chain of complex selling processes in 
India. Most Canadian companies find an agent invaluable in guiding them 
through the maze of regulations and red tape. 

• Joint venture arrangements often are preferred when the Canadian firm is 
bringing some form of technology or know-how, rather than a specific 
product, to the partnership. Generally, at least in the beginning, the 
partnership tends to be of equal value (a 50-50 joint venture agreement). 

• Normal business hours are from 9:30 to 13:00 and 14:00-17:00 from 
Monday to Friday, though many work far longer hours. Government offices 
open at 10:00. 

National holidays include International New Year's Day (January lh Republic 
Day (January 26), independence Day (August 15), and Mahatma Gandhi's 
Birthday (October 2). In addition, there are a number of national and 
regional religious festivals throughout the year. 

• Travellers to India require a visa and valid passport. Yellow fever 
vaccinations are required if you are coming from an infected area and 
vaccinations against cholera and typhoid as well as protection against 
hepatitis and malaria should be considered. Water is not potable and food 
should be eaten only if hot and well-cooked or fresh and thoroughly washed. 
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Power Sector Analysis 

1. Power Sector Definition 

The power sector is comprised of diverse sub-sectors that produce a wide variety 
of products, including equipment for hydro, thermal and nuclear generating 
stations; power transmission and distribution equipment; electrical wire and cable 
products; power and distribution transformers; control and protection equipment; 
power conversion equipment; electric motors; alternate energy equipment for 
power from solar, wind, etc.; standard and advanced technology batteries, and fuel 
cells. 

2. Indian Power Market 

Market Potential 

With a rapidly growing requirement to expand and upgrade its power generation, 
transmission and distribution systems, India has been identified as a prime market 
prospect for Canada's electrical equipment manufacturers, consulting engineers, 
utilities and private power developers. 

India has increased its installed power generation capacity from 1,300 megawatts 
in 1947 to 82,000 megawatts in 1995. Despite this, India faces an acute energy 
shortage that will only worsen as demand increases at an average annual rate of 8 
percent. The current shortage is 10 percent (20 percent at peak demand). During 
the 8th Five-Year Plan (1992-97) an additional 48,000 megawatts will be needed, 
yet it is expected only 30,538 megawatts will be installed (in fact, actual capacity 
addition could be as low as 20,000 megawatts). At this rate, by 1997, India will 
have a shortage of 14 percent (28 percent at peak demand). The government's 
long term goal is to have an additional 143 gigawatts installed by 2010: outside 
observers consider this figure as overly optimistic and quote a figure of 115 
gigawatts as being more realistic. 

To address this shortage, the Government of India (G01) decided to privatize the 
power sector and in 1993 announced a wide range of incentives to attract 
investment from foreign and Indian companies. The Ministry of Power has 
identified a'requirement for 146 power projects totalling almost 66,000 megawatts. 
As of November 1995, the GOI had received 243 proposals from private 
companies for a total of 90,000 megawatts. However, to date, only sixteen of the 
private projects for a total of 10,000 megawatts have been cleared. Approval of 
another 31 proposals involving 23,000 megawatts is expected in the near future. 

India's power generation infrastructure is a blend of hydroelectric, thermal and 
nuclear power. In recent years, capacity addition has been almost exclusively 
thermal, resulting in a current ratio of hydroelectric to thermal of 30:70. About 3 
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percent of total generation comes from nuclear plants. India is increasing its 
efforts to tap its vast potential for nonconventional energy generation (20 
gigawatts from wind, 10 gigawatts from small and mini-hydro, 17 gigawatts from 
biomass, 80 gigawatts from oceans, and unlimited megawatts from solar). It now 
has 556 megawatts of wind energy on stream. Co-generation, principally in the 
sugar industry, also holds very good potential. 

In addition to increasing its installed capacity, India needs to improve the efficiency 
of its energy generation, transmission and consumption. The national average 
plant load factor is 57 percent, which prime facie provides evidence of under 
utilization. The vast majority of the thermal capacity is over 12 years old, with a 
significant portion over 20 years old. The GOI has identified over 40 power plants 
for modernization and upgrading. India's power transmission system is subject to 
losses of 25-40 percent, of which about 15 percent is from illegal diversions. 
While the GOI has a massive program for High Voltage Direct Current (HVDC) 
transmission, the overall system is plagued by inadequate links. On the 
consumption side, lighting, motor drives, pumps, fans and compressors have been 
identified as the key areas in which India could improve" its end-use energy 
efficiency. 

India's power sector promises to be one of the fastest growing in the world and 
international equipment manufacturers have shown their keen interest in gaining a 
foothold. The Indian market for major electrical equipment such as large 
generators, turbines, switch gears, transformers, control gears, and transmission 
hardware is estimated at over US$3 billion, and is expected to grow at over 20 
percent annually for the next three to four years. 

Domestic Competition 

The Indian heavy electrical industry is quite large with several major Indian 
companies (led by the electrical giant Bharat Heavy Electrical Limited) and foreign 
companies manufacturing a wide range of products required for the domestic 
market. Indian industry has developed adequate infrastructure for thermal, nuclear 
and hydro-electric plants and their associated systems. Generators, turbines, 
switch yards, coal and ash handling equipment, and electro-static precipitators are 
all made in India. 

Indian manufacturers of transmission line towers and related hardware have 
developed adequate capabilities to execute turnkey contracts for the design and 
erection of entire transmission systems. Indian companies manufacture a wide 
range of transmission hardware, accessories, string insulators, AAAC/AAC/ACSR 
conductors, and lightening arrestors. India has acquired HVDC technology, and 
certain projects using this technology have already been completed. 

Various types of transformers suitable for units up to 500 megawatts are made in 

India. The entire range of circuit breakers, LT switch gear and control gear, MCBs, 
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switches, receivable and HRC fuses, control equipment and systems, and other
associated equipment/accessories are manufactured locally. The Indian cable
industry is well-developed and offers a wide range of high/medium/low voltage
XLPE, PILC, OVC, VIR and rubber cables.

India has witnessed the growth of several organizations specializing in engineering
consultancy which have developed considerable expertise in turnkey projects, from
site selection and system design to erection, commissioning and training.

Although the Indian heavy electrical industry is reasonably strong and investments
are being made to meet the rapid increase in demand, it is unlikely that indigenous
production will be able to satisfy India's needs. Industry sources estimate that
private sector utilities will have to import most of their critical equipment, especially
turbines and generators. The import of these products will be enhanced by the
determination of foreign operators to purchase the most modern technologies and
the best equipment available: something which Indian industry cannot always
provide. There are also some doubts as to the ability of Indian companies to
adhere to strict delivery schedules.

International Competition

The stiffest competition that Canadian companies will face on entering the Indian
market will be from American, German, French, Australian and British companies.

ABB, GEC-Alsthom and Siemens are already very well established in India and have
strongly positioned their products in the market. Several of the multinationals have
entered into strategic alliances with reputable Indian companies for the
manufacture of various products and have built large, influential networks.
Canadian companies need to ensure that the products, equipment, and services
they offer are internationally competitive.

Regula tor y Frame work

Under the Indian constitution, both the central and state governments have powers
to enact legislation affecting the power sector. While the central government has
taken control of the planning, financing and implementation of power projects, the
state governments have primary responsibility for the distribution of electricity.
This division of authority has resulted in a dysfunctional regulatory environment
which Indian industry and the World Bank have requested the GOI address.

The GOI has announced the following incentives for private power projects:
foreign investors are now allowed to own up to 100 percent of generating
facilities; debt-to-equity ratio permitted up to 4:1; up to 40 percent of the total
financing requirements can be arranged through Indian public sector financial
institutions, and up to 20 percent through public issues; promoters' contribution
should be at least 11 percent; licences are available for 30 years with subsequent
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renevvals of 20 years; beginning from the year of generation, a five-year tax holiday 
for power plants followed by a 30 percent tax reduction for a further five years; 
free and full repatriation of dividends and interest on foreign equity and loans is 
assured; depreciation on plant and machinery for environmental protection and 
pollution control of 100 percent; concessional duty of 20 percent on machinery 
imports for power projects; lowered import duty on specified ravv materials and 
items for non-conventional energy; concessional import duty of 25 percent for wind 
operated electricity generators. 

While the reforms are positive from an investor's point of view, there are still 
concerns regarding the capability of State Electricity Boards (SEBs) to pay for the 
electricity purchased from private generators and the institutional and political 
constraints surrounding the issue of electricity tariff hikes. The GOI has 
encouraged the SEBs to raise their tariff rates in order to enhance their capability to 
pay for the purchase of electricity (some state governments have already 
implemented the hike). The GOI has also looked at having the SEBs open an 
'escrow account' in which private generators would have first charge and SEBs 
would make advance payments to the private companies for supplying power to 
the SEB grid. 

Following political and financial difficulties with some already approved 'fast-track' 
projects, the GOI is taking a more cautious approach and is unlikely to approve any 
further counter-guarantees. Emphasis is now on utilization of the competitive 
bidding process for all independent power projects rather than on MOUs. 

The government's keen desire to attract foreign investment from the private sector 
has resulted in pressure on the bureaucracy to expedite approvals. While delays of 
several months for completion of formal approvals for foreign firms can be 
expected, it is likely that the situation will improve as the bureaucracy becomes 
more familiar with handling power sector proposals from foreign and Indian private 
investors. Already, approval by the Central Electricity Authority has been waived 
for projects of under 100 megawatts costing up to US$120 million provided they 
have been awarded on the basis of competitive tenders. 

3. Canadian Power Capabilities 

Through its provincial utilities, consulting engineers and private operators, Canada 
has developed a wealth of knowledge and experience in building and operating a 
wide variety of power generation, transmission and distribution systems. Canada 
is the world's largest producer of hydro-electric power, and the third largest 
producer of electricity from all sources. Canadian companies design, build and 
operate sonne of the largest and most complex electrical projects in the world. In 
fact, in the past five years, Canadian manufacturers, consulting engineers, 
constructors, and utility operators have helped build electric power projects in over 
70 countries around the world. Because of long transmission distances, Canada 
has also become a world leader in high-voltage direct current (HVDC) and other 
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advanced transmission technologies.

The electrical equipment manufacturing industry in Canada employs approximately
80,000 people and ships about $9 billion in products annually, $2 billion of which
are exports. While shipments have declined since the beginning of the Canadian
recession, a slow recovery is underway. The industry's productivity and
international competitiveness continue to increase substantially and export levels
are increasing.

Manufacturers can be divided into two categories: small, Canadian-owned firms
producing specialized products for niche markets and larger foreign-owned
multinational companies. The most successful exporting subsidiaries have world
product mandates.

Canada has developed an international reputation and image as a reliable supplier
of high quality products with the most advanced technologies. Canada is most
competitive in custom made and specialty electrical products, especially larger
generation and transmission equipment including:

• hydro generators and turbines;
• power plant ancillary equipment;
• custom specialty electrical products and systems;
• boilers;
• nuclear reactors and associated equipment for nuclear plants;
• medium and large power transformers;
• shunt reactors;
• medium and high voltage capacitors;
• specialty wire and cable;
• protection equipment;
• control equipment;
• engineered substations;
• supervisory control and data acquisition equipment (SCADA).

Alternative energy sources (solar, wind, fuel cells, etc.) are also drawing renewed
interest. Subsectors involved in energy savings and improved system efficiencies
are growing rapidly.

Canada's Competitive Advantages

As a result of improved energy efficiency and conservation in Canada, there is a
reduced demand for utilities and private operators to add additional capacity.
Therefore, Canadian companies are looking at marketing their expertise to countries
such as India where there is a large demand for additional generating capacity and
the installation and upgrading of transmission and distribution systems.

Canada and Canadian firms have a good reputation in India. Many of Canada's
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leading electric power companies have been actively involved in the Indian power 

sector over the past four decades through CIDA and EDC funded projects. In fact, 
Canadian companies have provided 10 percent of India's hydro-electric generating 
capacity. Indian officials have expressed interest in working with Canadian 
companies which utilize up-to-date technologies for thermal and hydro power 

generation. 

With economic liberalization, a large power demand and changes to the policy 

governing private power generation and transmission, more and more Canadian 

companies are exploring commercial opportunities in India. VVhile India is capable 

of manufacturing most power generation equipment, it requires imports of 

advanced technology equipment for generation and transmission. 

Market Potential for Canada 

The most promising areas for Canadian companies are private power project 

construction (using conventional or alternative sources of energy), the upgrading of 

transmission and distribution systems, refurbishing and retrofitting old power 

stations, improving energy efficiency and selling power generation and transmission 

equipment. 

The sale of power generation and transmission equipment to India's private sector 

power utilities are most likely to be for the following products: 

• steam boilers/turbines; 
• gas turbines; 
• hydro turbines; 
• generators and large generating sets (1 megawatt and above) 

• transformers; 
• switch gear above 230 kilovolt rating. 

The import of these products will be enhanced by the determination of foreign 

operators to purchase the most modern technologies and the best equipment 

available; goods which Indian industry cannot provide at the present time. 

Canadian companies with state-of-the-art SCADA and line monitoring technology 

can help Indian utilities to reduce power losses during transmission and distribution. 

For equipment suppliers and developers, those with local operations, licensees 

and/or joint venture partners are the most likely to succeed in what vvill continue to 

be a very competitive marketplace. For most of the larger projects, there is a 

requirement for financing: Canadian companies that are able to put together a 

comprehensive package will be in a much better position to succeed. 
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Telecommunications Sector Analysis 

1. Telecommunications Sector Definition 

The telecommunications sector is comprised of equipment, systems and service 
suppliers. Telecom equipment and systems include: 

• telecom switching equipment; 
• telecom transmission equipment; 
• satellite telecom systems; 
• microwave telecom systems; 
• radiopaging systems; 
• receive-end telephone systems; 
• cellular phone systems. 

Telecom services include basic telephony and value-added services, as well as 
specialized applications such as electronic transactional services. 

2. Indian Telecommunications Market 

Market Evolution and Trends 

The Government of India (G01) has accorded top priority to the expansion of its 
telecommunications sector. Its earlier development was based on imported 
technologies and generally did not keep pace with the rest of the world. This was 
compounded by international suppliers offering old generation technology; 
inadequate investments in infrastructure; and India's lack of expertise in the 
effective implementation of new projects. 

In 1981, the government introduced digital switching and transmission and in the 
early 1980's, India entered the optical fibre field. The Centre for Development of 
Telematics (C-DOT) was established in 1984 to develop indigenous equipment for 
large digital main and rural digital automatic telephone exchanges. To promote the 
growth of this sector, the Department of Telecommunications (DoT) was 
established in 1986. Mobile telephones and paging services were started in 1987 
and cellular telephones were introduced later in metropolitan cities on an 
experimental basis. To provide policy direction, the Telecom Commission vvas set 
up in May 1989. 

Since 1991, under the program of economic liberalization and reform, the Indian 
government has taken several new initiatives to expand and modernize the 
telecommunication network in India. For example, in a major policy change the 
government opened up the cellular telephone and paging sectors to private sector 
operators. Other reforms include automatic approval for up to 51 percent foreign 
participation in new equipment manufacturing ventures. 
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The GOI announced its new National Telecom Policy in May 1994 replacing the
century old Telegraph Act. The objective of the new telecommunications policy is
to substantially improve urban and rural communications facilities by 1997 and to
raise the quality of services to international standards through increased domestic
and foreign investment. Highlights of the new policy include: allowance for
private investment in basic telecommunications services to bridge the resource gap
for making telephones available on demand by 2000; and permission for registered
companies to operate value-added services such as E-mail, voice mail, data
services, audio and video text and video conferencing under licence on a non-
exclusive basis.

The new policy represents a major departure from the previous telecom policy.
The GOI has opened the door for private sector participation in basic telephone
services in order to bring the telecom sector in line with the reform process and
improve the infrastructure needed to increase India's competitiveness in the global
market. The Government of India has recently announced it plans to use the
Canadian model in developing their telecommunications regulatory system.

Market Potential

The Indian market may be second only to China in terms of worldwide business
potential for Canada's exporters. India spent an estimated US$1.93 billion in
1993-94 to install new telephone lines. During 1992-93, 1.7 million new lines
were installed and 500 000 lines were replaced at a cost of US$1.45 billion. India
has a mammoth task before it to provide more extensive telephone coverage for its
population of over 900 million people. The government plans to increase the
number of telephone lines from seven to 20 million by the end of the decade.

At the end of the Seventh Plan in 1989-90 the telephone density in India was 0.52
per 100 people. During the Eighth Plan (1992-97), India aims to target two
telephones per 100 people and make telephones available on demand by 2000.
The government is planning to replace all the existing mechanical exchanges with
electronic exchanges.

The public sector accounts for the bulk of the purchasing requirements for
telecommunications, electronics, process control and instrumentation equipment.
While core sectors - including defence, petroleum and petrochemicals, railways,
civil aviation, energy and heavy engineering - still constitute 80 percent of the
demand, a small but nevertheless very strong private sector is expected to expand
substantially under the new National Telecom Policy.

Segment Identification and Opportunities

Business opportunities are available in the telecom services and equipment
industries, rural telephone, cable television, SCADA, and human resources
development activities. The opportunities range from the export of Canadian
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products and services to technology transfer, joint ventures, contract 
manufacturing, assembly of equipment and professional service contracts with 
government or other clients. Specific sector opportunities are discussed below. 

Telephone Service - started in India in the 1870's, but its rate of growth has been 
slow; in 1947, when India became independent, it only had some 86,000 
telephones, concentrated in the major cities. India's phone density of 0.5 per 100 
people is one of the lowest in the world. The government plans to increase this 
figure to 2 per 100 people. There are currently over 9.8 million telephone lines 
with plans to expand to 20 million by the year 2000. During the 8th Five Year Plan 
('92-'97) an additional 7.5 million lines will be required. Oppo rtunities exist for 
Canadian telecommunications firms in many sub-sectors, especially for telephone 
company operations. The most likely entrants to this area will be Canadian and 
American firms. 

Long Distance Network - is moving from open wire lines and open vvire multi-
channel carrier systems to digital technology. At present, the long distance 
network is a mixture of analogue and digital systems. Electronic switching 
technology exists in approximately 50 percent of the network and there is a mix of 
technologies (microwave, copper cable, fibre optics, satellite, and obsolete 
technologies). The long term aim is to have a completely digital national network 
with Direct Distance Dialling (DDD) and ISDN capability. 

Datacom Service - is still very limited. Telexes are heavily used despite small 
packet switching and satellite-based message networks. There are plans to 
increase the number and capacity of these services significantly in the immediate 
future. 

Value-Added Services - are not readily available in India. There is a large and 
immediate demand to expand voice messaging services, radio paging and mobile 
telephones, E-mail services, video conferencing and electronic data interchange. 
This sector is now open to private sector participation. The major issue for the 
government is establishing how to handle the licensing procedures. 

Rural Telephones - are in scarce supply. Although 75 percent of the population live 

in rural areas, less than 10 percent of the telephone lines serve rural customers. 

The government has decided to provide at least one telephone to each village that 

has a village council. The potential market for rural telecommunications is large. 

A further government plan calls for at least one reliable pay phone in 576,000 
villages and approximately 800,000 pay phones by the year 2000. This will 

require the commissioning of approximately 1.5 million lines of local switching in 

rural areas including the replacement and automation of 415,000 lines. The 

government also plans to automate all rural manual exchanges, replace all step-by-

step exchanges with electronic equipment, and make subscriber trunk dialling 

available on all exchanges. 
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Telecommunications Equipment - has previously been manufactured under 
extensive government controls and licenses. This segment of the economy has 
been opening up since 1984. In 1994, the government's policy was to discontinue 
providing telephone sets and to allow the private sector to provide them. Most 
leading multinational manufacturers of switching equipment have already entered 
the Indian market (Alcatel, Ericsson, Siemens, Fujitsu, and AT&T) but there is no 
major Canadian presence to date. 

Space Applications - are also of great interest to the Indian market. After a period 
under U.S. embargo which has now apparently been relaxed, the Indian Space 
Research Organization (ISRO) is interested in information on Canadian space 
technology: they have a requirement for microwave components, carbon fibre, 
resins, and robotics. India plans to launch three more INSAT satellites. 
The National Informatics Centre which is responsible for NICNET, a VSAT network 
with 600 earth stations, will establish 3400 more earth stations with data 
communications for government offices. They have expressed interest in Canada's 
Stationary High Altitude Relay Platform (SHARP). 

Manufacturing - facilities for exchanges are being set up. It is expected that initial 
exchanges will involve assembling equipment with foreign technology. Complete 
manufacturing is planned for 1996. There are opportunities for foreign investment 
and collaborations in the manufacture of a wide range of products including: 
subscriber apparatus; key telephone systems; transmission equipment; fibre optic 
cable and applications; modern data communications equipment such as packet 
switching; paging technology; OPGW with enclosed optical fibre; PABX's; and fax 
communications enhancements. 

Cable Television - has become very popular since Star TV started beaming into 
India. There are 23 million TV households and the market place is open for both 
equipment and services. A cable policy to regulate cable operators is not yet in 
place and the market tends to be disorganized. There is little capability in system 
design, operational expertise, or professional system installation organizations. 
Subscribers are increasing and the quality of transmission is deteriorating. The 
market experiences limited channel capacity, geographic isolation, fluctuating 
signals, poor equipment, co-channel interference, and terrestrial interference. The 
market is open for companies which can offer improved quality and reliable service. 
Projections have been made for 2 million cable TV networks of which 1.5 million 
would be terrestrial. In addition, 500,000 direct satellite receiving dish antennae 
are required. The list of CATV equipment is very long, and the market 
opportunities are extensive. 

Supervisory Control and Data Acquisition (SCADA) - SCADA equipment and 
systems have a large market potential in India. The SCADA systems used by the 
electric utilities are manufactured locally, sometimes in collaboration with foreign 
companies. With the increase in activity and the privatization of some oil and gas 
activities, the opportunity and demand for SCADA systems will increase beyond 
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the local market's ability to respond. Foreign investors will likely place a higher 
premium on systems manufactured with North American or European standards 
and technology. 

Human Resource Development - With the fast growing demand for improved 
telecom service, there will be a parallel demand for customer education and 
training. Canadian telecom consulting firms or service companies which offer 
training will find many opportunities to establish themselves in India. 

Regulatory Environment 

The Department of Telecommunications (DoT) was established in 1986 and the 
Telecom Commission was set up in May 1989 to provide policy direction. 
Telecommunications services are now governed by the new National Telecom 
Policy, announced in May 1994, which replaced the century old Telegraph Act. 
The Government of India has recently announced that it vvill use the Canadian 
model in establishing and operating these new regulatory bodies. 

The operation of public telecommunications services is the responsibility of the 
DoT. There are 18 operational circles covering the country. Mahanagar Telephone 
Nigam Ltd. (MNTL) provides telecommunications services for Delhi and Bombay. 
Other metropolitan centres will eventually be covered under MNTL. Attempts to 
partially privatize Videsh Sanchar Nigam Limited (VSNL), the overseas telegraph 
carrier, have been unsuccessful to date. The telegraph network in India, owned 
and operated by DoT, is still underdeveloped. 

The Department of Space implements all space communications and remote 
sensing programs to establish national networks using space technology for 
television, telecommunications, meteorology, and remote sensing for the survey, 
monitoring and management of India's natural resources and environment. A 
number of INSAT satellites have been launched and three more are planned. 

The Department of Electronics (DoE) has been entrusted with the development of 
electronics, control instrumentation, computer hardware and software, robotics and 
artificial intelligence. All imports in these sectors are regulated by the DoE. 

Competition 

The new trade policy has created business opportunities for large multinationals to 
establish reliable and efficient communication networks, and compete in the 
provision of switching equipment and value-added services. Several multinational 
corporations are in the race to manufacture telecom switching equipment. Others 
will provide telecom services such as paging, cellular mobile telephones, voice and 
electronic mail systems and electronic data interchange. Many foreign companies 
are already establishing strategic alliances that will make it more difficult for 
Canadian companies to enter this market unless they act quickly. 
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Major suppliers of telecommunication equipment are NEC, OKI, Fujitsu, Mitsubishi,
CIT-Alcatel, STC, Farinon and Ericsson. DoT has issued letters of intent for joint
ventures proposed by Fujitsu, Ericsson, and Siemens for each to set up one
telephone exchange with 100 000 subscriber lines. Communication equipment
suppliers have traditionally been GEC-Marconi, Motorola, NEC, Redifon, REPCO and
Racal. Communication system equipment suppliers include GTE, SCF, Thompson,
Olivetti, Nexdorf and Racal Milgo.

An increasing number of reliable Indian conglomerates are now diversifying into the
telecommunications sector. For telephone instruments, the technologies of ,
Siemens, Ericsson and Face have been standardized: several companies are making
telephone instruments under licence, using the above technologies and production
is adequate. For PBX, three technologies have been standardized: OKI, GTE and
Jeumont Schneider. Indian Telephone Industries (ITI) manufactures cross-bar
switching equipment and digital E-1 0B exchanges and various types of
transmission and terminal equipment. Bharat Electronics Ltd. (BEL) and Electronic
Corporation of India Ltd. (ECIL) manufacture microwave systems and telex
equipment in collaboration with Siemens. In the last few years, some state
governments have set up public sector companies to manufacture
telecommunication and electronic equipment and components. The
communications needs of the Indian Armed Forces are being met by indigenous
sources, namely BEL, Hindustran Aeronautics Ltd. (HAL), ITI and ECIL.

3. Canadian Telecommunications Capabilities

The telecommunications sector is probably subject to the greatest evolution in
technological change in the world today. Canada is recognized as a world leader in
this field. The diversity of Canadian manufacturers, consulting companies and
operators, augurs well for Canada to take a leading role in the development of
India's telecommunications sector.

Telecommunications Equipment

In 1993, Canada's manufacturing shipments for telecommunications equipment
were estimated at $6.4 billion, which represents about 3 percent of world
shipments. In comparison, the Canadian domestic market of some $6.2 billion
represents about 3 percent of the world market. The resulting trade surplus of
$145 million in 1993 compares with a trade deficit of $324 million in 1989 and a
surplus of $716 million in 1984. Employment in 1993 was 45,925, down 21
percent from 1988. It is estimated that 31 companies account for over 90 percent
of the industry's output and exports. R&D spending was $1.2 billion in 1993, and
the industry was the single largest industrial R&D performer in Canada.

Te%communications Services

In 1993, Canadian telecommunications service suppliers generated revenues of
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$17.4 billion and provided some 162,000 jobs. Canada's regulatory environment 
for telecommunications services is now one of the most liberalized in the world; the 
long-distance market was opened to competition in 1992 and the local market in 
1994. The largest player is Stentor, an alliance of major telephone companies 
across Canada which had revenues of some $13.5 billion or 78 percent of total 
telecommunications service revenues in 1993. There are also 50 independent 
telcos, a number of competitive long distance service providers (eg. Unitel, Sprint 
Canada, Fonorola), one overseas carrier (Teleglobe), one satellite carrier (Telesat 
which is also a member of Stentor), two major cellular service providers (Mobility 
Canada and Rogers Cantel), and 200 resellers. 

Telecommunications Networks and Technologies 

Canada is a world leader in digital switching and asynchronous transfer mode 
technologies; leads the Group of Seven (G-7) countries in the deployment of optical 
fibre; is second in the use of digital networks and intelligent network systems; and 
worldwide, is second only to Japan in the reliability of its networks. With more 
than 30 years of satellite experience, Canada is among the leaders in both cellular 
and satellite communications. In addition to a significant number of world-
renowned Canadian telecommunication companies, there are over 300 small and 
medium-sized enterprises increasingly active in all major export  markets. 

Market Potential for Canada 

Although there is a good match between Canadian capabilities and Indian needs, 
Canadian companies are under-represented in the Indian telecom market. This is 
particularly significant given Canada's world class reputation in telecommunications 
technology. 

Market potential exists for Canadian industry in the following areas: pack 
switching; cellular telephone services; paging systems; optical fibre; international 
links; V-SAT; digital microwave systems; RF Links; satellite terminals; and, 
facsimile switches, as well as in a wide range of value-added services that have 
recently been opened to the private sector. 

India offers excellent market potential for Canadian companies to enter into joint 
venture and technology transfer arrangements with Indian firms in the 

telecommunications sector. Many Indian telecom firms would be interested in 

marketing partnerships with Canadian firms where they would market, install and 

service the Canadian equipment through their existing Indian sales networks. This 

arrangement would be followed up by a transfer of technology or a joint venture so 

that the benefits of lower cost, highly skilled manpower in India could be used to 

mutual advantage. Other Indian telecom firms are exploring the possibilities of 

contract manufacturing for established Canadian companies. Indian companies 

want access to good and proven technology. 
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Environmental Sector Analysis

1. Environmental Sector Definition

The environmental goods, services and technologies sector offers new business
opportunities, value-added exports and knowledge-intensive jobs for Canadians,
while directly addressing environmental challenges. This industry is comprised of
the products, services and technologies which:

• monitor and assess the nature and pathways of pollutants and waste
streams;

• prevent pollution by minimizing or eliminating solid, liquid and gaseous
wastes through process re-engineering;

• control pollution, usually in response to environmental laws and regulations
and often through a single-medium approach with an end-of-pipe solution;
and

• clean-up and restore the environment which has been degraded by neglect,
by accident or by unsound waste storage and disposal practices, especially
concerning toxic, hazardous and nuclear materials.

2. Indian Environment Market

Market Evolution and Trends

The environmental goods, services and technologies market in India is presently
US$0.7 billion and is expected to grow at an annual rate of 25 percent to reach
US$4.5 billion by the year 2005.

At present, there is a low level of awareness of environmental problems in India.
This is exacerbated by a number of other concerns, which include: a lack of
municipal-environmental infrastructure; a sub-standard environmental service base;
a lack of skilled and trained environmental labour; poor access to information on
environmental technology (ie. prevention, control and remediation of pollution
affecting air, water, land and ground water); inadequate environmental policy
approaches and models; an unwieldy command and control regulatory system; and
poor environmental performance in industry.

Indian industry offers the greatest export opportunities for the Canâdian
environment industry, however, Canadian products and services have not been
marketed very effectively. Few Canadian companies have included India in their
global market plans.
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Segment Identification and Opportunities 

Indian industry represents a high potential market for the goods, services and 
technologies of Canadian environmental firms. Specific environmental sectors are 
listed below with the identified opportunities for specific products and services: 

Sector 

Environmental Consulting. 

Recycling/re-use/safe transport/safe 
disposal of liquid and solid wastes 
inclusive of hazardous/toxic ones. 

Pollution monitoring techniques and 
interpretation. 

Pollution control technologies and 
resource management techniques. 

SO 2 ,  NOx  and other toxic emission 
control equipment. 

Absorption equipment for BOD, COD, 
toxic compounds, colour, odour for 
dyes, textile, paper, pharmaceutical, 
pesticides, fruit, canning, petro-
chemical, rubber, chemicals, man-
made fibres industry. 

Conventional rotating biological 
contactors (RBC). 

Diffused aeration.  

India's Foreign Requirements 

In selected areas of resource 
management, air pollution control, 
water pollution control, hazardous 
wastes management, risk analysis, 
waste land management, mining and 
environmental mapping. 

In selected areas like city garbage 
disposal, solid wastes of metallurgical 
industry, solid wastes of mines, 
hazardous/toxic wastes, fermentation 
wastes etc. 

In selected areas like measurement of 
toxic organic emission effects on 
human health, ecology etc. 

Requirements will continue in the field 
of air pollution control, water pollution 
control, bio-technologies, recycling, 
renewable energy resources, etc. 

In selected areas of metallurgical 
chemical and petrochemical industries. 

Foreign know-how as well as critical 
equipment are required. 

Design know-how and hardware. 

Design know-how and hardware. 
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Ultra violet and ozonation. 

Electrodialysis for controlling heavy 
metals pollution in metallurgical/ 
electroplating/caustic soda industries. 

Ion exchange and reverse osmosis for 
controlling heavy metals, cyanides, 
fluorides, dissolved inorganics for 
number of industries like chloralkali, 
man made fibres, metal processing 
electronics, etc. 

Ultra filtration tor controlling COD, 
dissolved polymers and colloids of 
dairy, oil refinery, wool, breweries, 
paper and paint industries. 

BOD incubators, spectrophotometers, 
atomic absorption 
spectrophotometers, laboratory 
reagents, etc. 

Continuous recorder of wind patterns, 
inversion and ambient air quality. 

Continuous stack emission monitoring 
with process interfacing computers. 

Work environmental emissions 
monitoring kit (portable). 

Water pollution monitoring kits 
(portable) - digital display 

Noise level meters 

Solid wastes handling equipment 

Know-how and critical components 
for large water works. 

Know-how and critical components. 

Know-how and selective ion exchange 
resines, pumps and critical 
components. 

Know-how and critical components, 
especially membranes. 

Manufacturing know-how and the 
supply of critical components such as 
AAS, Mass spectrometers, gas 
chromatographs, ideal gases. 

Know-how for the manufacture and 
supply of critical components. 

Know-how for the manufacture and 
the supply of critical components 

Know-how for the manufacture and 
supply of critical components. 

Know-how for the manufacture and 
supply of critical components. 

Know-how for the manufacture and 
supply of critical components. 

Equipment for collection and 
transportation, sludge handling pumps 
and valves, etc. 
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Recent research indicates that the current demand for new technology in India is in
the following areas: hazardous waste management (training to handle materials,
treatment and disposal); technologies for ground water remediation, separation of
solids, oil and grease in refineries, oil wells, vegetable oil industry; recovery of
chemicals and water; sludge thickening; anaerobic systems, especially second and
third stage treatment; fermentation towers; aerobic plant packages with specialized
features; waste pretreatment and incineration plants; flue gas desulphurization; and
hot gas filtration.

In essence, the above-noted sectors require the following combination of
environmental management activities:

• Prevention: Waste minimization and clean production and processing
technologies.

• Control: End-of-pipe pollution control technologies and procedures and up-
to-date approaches for handling residues.

• Remediation: Technologies and expertise to clean up sites left unacceptably
polluted by earlier practices.

Market Analysis

Addressing the environmental problems in Indian industry will depend on a number
of factors, including:

• Awareness of the precise nature of pollution problems and options for
prevention, control or remediation and the role that quality control and efficient
use of energy, water and other basic inputs has in the profitability and
environmental friendliness of operations;

• Access to know-how and technology in pollution prevention, control and
remediation which Canadian equipment suppliers, engineering consultants and
research and development institutions can provide through alliances with Indian
firms;

• Access to clean production technologies, in that the Indian industry is still
equipped with obsolete, inefficient, highly-polluting manufacturing and
processing technologies;

• Access to affordable financing, required to install clean technologies as well as
to upgrade existing facilities;

• Infrastructural support to firms, industry associations and industrial parks to
design, install and manage relatively low-cost common effluent treatment
facilities;

• Ongoing technology research and development required to generate new, more
cost-effective solutions to environmental problems (particularly in industries
such as tanning and pulp and paper);
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• Enforcement of regulations by central and state PCB's in most areas of India; 
• Appropriate economic policies including realistic water and energy pricing, and 

lower subsidies to industry, as well as the continued liberalization of the Indian 
economy to global markets; 

• Pressure on exporters in many sectors for products produced through 
environmentally acceptable processes; 

• Corporate citizenship and environmental stewardship promoting the desire by 
Indian industry management to be socially responsible; and 

• Public pressure from environmental groups and concerned citizens. 

Competition 

It is estimated that India's imports of environmental goods and services equal 32 
percent of the market. Canadian companies have major competitors for this market 
share in American, German, Japanese, British, Swiss and Scandinavian companies 
which have targeted the Indian marketplace for export. These countries' 
environmental firms enjoy a high profile in India. Indian organizations have 
indicated that the greatest barrier to lndo-Canadian commercial interaction in the 
environmental sector is their low level of awareness of Canadian capabilities. 
Similarly, Canadian firms are not fully aware of the newly emerging market for 
environmental products and services in India. 

Indian environmental equipment and service companies are slowly becoming more 
advanced in serving the needs of industry. There is already a good manufacturing 
base for producing mechanical equipment, such as clarifiers/thickeners/classifiers; 
floatation units; ion exchange units; membrane separation systems; softeners; 
deionizers; industrial effluent and sewage treatment plants; wet scrubbers of 
various types; bag filters; and electrostatic precipitators/cyclones. 

The Regulatory Framework 

From a regulatory perspective, India's regime has historically caused problems for 
foreign firms attempting to access this market. This situation has changed 
considerably in recent times,even though disparities remain in a number of states. 
In terms of national policy, the Government of India released the National 
Conservation Strategy (NCS) in 1992 which addressed the environmental problems 
arising from the negative effects of industrial development and those resulting from 
conditions of poverty and under-development. A number of priority requirements 
are specified including: water conservation; recycling; pollution prevention and its 
control in the disposal of solid wastes, effluents and hazardous substances in land 
and water; water pollution control and abatement; use of energy; efficient and 
clean technologies for air and noise pollution; incentives for environmentally-benign 
substitutes; technologies; and energy conservation. 

The NCS also calls for action in the following areas: encouraging research, 
development and adoption of environmentally compatible technologies; promoting 
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the application of modern tools of science and technology for conservation; the 
creation of environmental consciousness through education and mass awareness 
programmes; and measures to recycle waste materials and natural resources, 
conserve energy, and conserve use of natural resources in industrial processes. 

Finally, the 1992 Policy Statement for Abatement of Pollution focuses on the 
following areas: pollution prevention at source; encouragement, development, and 
application of best available practicable technical solutions; polluter pays for 
pollution and pollution control; and focus on heavy polluted areas and river 
stretches. 

3. Canadian Environmental Capabilities 

There are approximately 4,500 firms employing about 150,000 people in Canada 
and generating roughly $11 billion in annual sales. The Canadian industry is 
overwhelmingly comprised of small and medium-sized enterprises, with about 
15 to 20 percent of these companies being export-ready. Canadian environmental 
consulting, management and engineering firms as well as private laboratories and 
research establishments are providing engineering, economic, scientific, 
management and technical services to both the domestic and international markets. 

Canadian firms have established a good reputation for water and waste water 
treatment systems; for handling liquid and solid wastes; and for providing such 
items as incinerators, shredders, compactors and refuse recycling equipment. Our 
capacity extends from the construction of large pollution prevention and control 
systems down to such component parts as pumps, filters, valves and chemicals. 

Canadian firms have world-class products, services and technologies in the 
following areas: 

• industrial pollution prevention services; 
• pollution control / waste management / site remediation; 
• clean production technologies; 
• liquid effluent and sludge treatment technologies; 
• air pollution control technologies; 
• waste management and site remediation of land and ground water. 

Given the competition from other countries for a share of the Indian environmental 
market, Canadian environmental companies may be well advised to select a market 
niche rather than trying to compete on a broader basis. A logical approach for 
Canadian companies is to focus on a niche market or specific project opportunity. 
Although competition is stiff, the Indian market is large enough that Canadian 
companies can carve out opportunities in their area of expertise. 
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APFC

ASSOCHAM

CBoC

CCC

CIBC

CIDA

CIDA INC

CII -

CMA

COTE

DFAIT

EDC

ENVCAN

FICCI

GATT

GOI

IC

ITC

NRI

UR

GLOSSARY OF ACRONYMS

Asia Pacific Foundation of Canada

Association of Chambers of Commerce

Conference Board of Canada

Canadian Commercial Corporation

Canada India Business Council

Canadian International Development Agency

CIDA Industrial Cooperation Division

Confederation of Indian Industry

Canadian Manufacturer's Association

Canadian Office for Training in the Environment

Department of Foreign Affairs and International Trade

Export Development Corporation

Environment Canada

Federation of Indian Chambers of Commerce & Industry

General Agreement on Tariffs and Trade

Government of India

Industry Canada

International Trade Centre

Non Resident Indian

Uruguay Round
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PROGRAMS & PLAYERS 
CROSS REFERENCE TABLE 

Player 	 Programs and Activities 

DFAIT 	 High-level visits; high-level political dialogue; market 
intelligence and information; trade missions; PEMD; trade and 
investment support in India; trade promotion activities in 
Canada and in India; access to decision makers. 

CIDA INC 	Joint ventures and strategic alliances. 

CIDA Bilateral 	Short and long term technical assistance on policy 
bottlenecks; studies; technology transfers. 

EDC 	 Export insurance and financing. 

ENVCAN 	Environmental and sustainable development activities through 
information exchange and training to support capacity building 
activities. Through environmental workshops, showcasing of 
Canadian alternative or more benign technologies. 

COTE 	 Environmental workshops; training and technology transfers. 

IC 	 Development of sectoral strategies for international business 
development; bilateral relationships vvith counterpart  in India. 

NR 	 Scientific and technical relations with Mining Sector and 
Government of India; promotion support for mining services, 
products and technology. 

CCC 	 Trade facilitator for Canadian firms selling to foreign 
governments and approved private-sector buyers. 	Guarantees 
contract performance. 

Alberta Gymnt 	Trade support; oil and gas expertise. 

BC Gvmnt 	Trade support; focused on energy, agrifood, film and video 
production, and the environment. 

Ontario Gymnt 	Business ambassadors program; linkages. 

CIBC 	 Bilateral Business Council; information dissemination; 
networking; 	counselling;  joint venture program. 

CMA 	 Networking; identification of joint venture partners. 

APFC 	 Networking; awareness building; seminars. 

BCNI 	 Trade missions; awareness building. 

CBoC 	 Applied research projects. 
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LIST OF CONTACTS 

Ask for the Focus India contact 

In Canada 

DFAIT 
Department of Foreign Affairs and 
International Trade 
125 Sussex Drive 
Ottawa, Ontario 
K1A 0G2 

South Asia Division 
Tel: (613) 996-0917 
Fax: (613) 996-5897 

INFO Centre: 
Foreign Policy and Trade Information, 
publications and general enquiries 
Tel: (613) 944-4000 
Toll Free 1-800-267-8376 

Bulletin Board 
Tel: (613) 944-1581 
Toll Free 1-800-628-1581 
Faxlink (613) 944-4500 
Visual Ear (613) 996-9136 

ITC 
International Trade Centres 

Vancouver, B.C. 
Scotia Tower 
900-650 West Georgia St. 
P.O. Box 11610 V6B 5H8 
Tel: (604) 666-7633 
Fax: (604) 666-8330 

Edmonton, Alberta 
Canada Place, Suite 540 
9700 Jasper Avenue, T5J 4C3 
Tel: (403) 495-2944 
Fax: (403) 495-4507 

Calgary, Alberta 
11th Floor, 510-5th Street S.W. 
T2P  352  
Tel: (403) 292-6660 
Fax: (403) 292-4578 

Saskatoon, Saskatchewan 
Suite 401, 119-4th Avenue South 
S7K 5X2 
Tel: (306) 975-5318 
Fax: (306) 975-5334 

Winnipeg, Manitoba 
8th Floor, 330 Portage Avenue 
Newport Centre 
R3C 2V2 
Tel: (204) 983-2594 
Fax: (204) 983-2187 

Toronto, Ontario 
4th Floor, Dominion Public Building 
1 Front Street W. 
M5J 1A4 
Tel: (416) 973-6154 
Fax: (416) 973-8161 

Montreal, Quebec 
5 Place Ville Marie 
H3B 2G2 
Tel: (514) 283-8792 
Fax: (514) 283-8794 

Moncton, New Brunswick 
Assumption Place, 770 Main Street 
P.O. Box 1210 E1C 8P9 
Tel: (506) 851-6669 
Fax: (506) 851-6429 
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Halifax, Nova Scotia
Central Guarantee Trust Building
1801 Hollis Street
P.O. Box 940, Station "M"
B3J 2V9
Tel: (902) 426-9475
Fax: (902) 426-2624

Charlottetown, P.E.I.
Confederation Court Mall
134 Kent Street, Suite 400
P.O. Box 1115 C1A 7M8
Tel: (902) 566-7400
Fax: (902) 566-7450

St. John's, Newfoundland
215 Water Street
Suite 504, Atlantic Place
P.O. Box 8950 Al B 3R9
Tel: (709) 772-6600
Fax: (709) 772-2373

CIDA
India Program, Asia Branch
CIDA
Place du Centre
200 Promenade du Portage
Hull, Quebec K1A OG4
Tel: (613) 997-3183
Fax: (613) 997-0945

COTE
Canadian Office for Technology
Exchange
235 Queen Street, 7th Floor
East Tower, Rm. 738B
Ottawa, Ontario K1A 0H5
Tel: (613) 954-5264
Fax: (613) 952-9564

ENVCAN
Technology Transfer Office
Environment Canada
425 St-Joseph Blvd., 3rd Floor
Hull, Quebec K1 A 0H3
Tel: (819) 953-9399
Fax: (819) 953-7253

CCC
Canadian Commercial Corporation
50 O'Connor, 1 1th Floor
Ottawa, Ontario K1A OS6
Tel: (613) 996-2138
Fax: (613) 995-2121

NRCan
Natural Resources Canada
Mining Sector
460 O'Connor
Ottawa, Ontario K1A OE4
Tel: (613) 992-3084
Fax: (613) 992-5244

CIDA INC
Industrial Cooperation, CIDA
Place du Centre, 5th Floor
200 Promenade du Portage
Hull, Quebec K1 A OG4
Tel: (613) 997-0563
Fax: (613) 953-5024

EDC
South Asia
Export Development Corporation
15 O'Connor
Ottawa, Ontario K1A 1K3
Tel: (613) 598-2500
Fax: (613) 598-2503

IC
Industry Canada
235 Queen Street, Rm. 776A
Ottawa, Ontario K1 A 0H5

Energy Technologies Directorate
Tel: (613) 954-3262
Fax: (613)" 941-2463

Environmental Industries
Tel: (613) 954-3080
Fax: (613) 954-3430
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CCoC 
Canadian Chamber of Commerce 
Suite 1160, 55 Metcalfe Street 
Ottawa, Ontario 
K1P 6N4 
Tel: (613) 238-4000 
Fax: (613) 238-7643 

CEA 
Canadian Exporters Association 
99 Bank Street, Suite 250 
Ottawa, Ontario K1P 6B9 
Tel: (613) 238-8888 
Fax: (613) 563-0214 
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International Operations Directorate 
Tel: (613) 957-2916 
Fax: (613) 954-2682 

Telecommunications Industries 
Tel: (613) 990-0871 
Fax: (613) 990-3858 

CIBC 
Canada-India Business Council 
55 Metcalfe Street 
Ottawa, Ontario K1P 6N4 
Tel: (613) 238-4000 
Fax: (613) 238-7643 

CMA 
Canadian Manufacturers' Association 
75 International Boulevard, 4th Floor 
Etobicoke, Ontario M9W 6L9 
Tel: (416) 798-8000 
Fax: (416) 798-8050 

APFC 
Asia Pacific Foundation of Canada 
999 Canada Place, Suite 666 
Vancouver, BC V6C 3E1 
Tel: (604) 684-5986 
Fax: (604) 681-1370 

BCNI 
Business Council on National Issues 
90 Sparks, Suite 806 
Ottawa, Ontario 
K1P 5B4 
Tel: (613) 238-3727 
Fax: (613) 236-8679 

CBoC 
Conference Board of Canada 
255 Smyth Road 
Ottawa, Ontario 
K1H 8M7 
Tel: (613) 526-3280 
Fax: (613) 526-4857 

World Bank 
Greg Ebel 
Advisor to Executive Director 
Canadian Office 
World Bank Headquarters 
1818 H Street N.W. 
Washington, D.C. 20433 
Tel: (202) 473-5681 
Fax: (202) 477-4155 
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Provinces 

Alberta 
Department of Economic Development 
and Tourism 
Sterling Place 
9940 - 106th Street 
Edmonton, Alberta 
T5K 2P6 
Tel: (403) 427-3162 
Fax: (403) 422-6338 

British Columbia 
BC Trade 
British Columbia Trade Development 
Corporation 
Suite 730, 999 Canada Place 
V6C 3E1 
Tel: (604) 844-1900 
Fax: (604) 660-3917 

Manitoba 
Manitoba Industry, Trade and Tourism 
410 - 144 Carlton Street 
Winnipeg, Manitoba 
R3C 3H8 
Tel: (204) 945-2456 
Fax: (204) 957-1793 

New Brunswick 
Department of Economic Development 
and Tourism 
P.O. Box 6000 
Fredericton, New Brunswick 
E3B 5H1 
Tel: (506) 453-2875 
Fax: (506) 453-3783 

Newfoundland 
Department of Industry, Trade 
and Technology 
Confederation Building 
P.O. Box 8700 
St. John's, Newfoundland 
A1C 4J6 
Tel: (709) 729-5600 
Fax: (709) 729-5936 

Nova Scotia 
Department of Economic Development 
World Trade and Convention Center 
1800 Argyle Street 
Halifax, Nova Scotia B3J 2R7 
Tel: (902) 424-8920 
Fax: (902) 424-5739 

Northwest Territories 
Department of Economic Development 
and Tourism 
P.O. Box 1320 
Yellowknife, Northwest Territories 
X1A 2L9 
Tel: (403) 873-7115 
Fax: (403) 920-2756 

Ontario 
Ministry of Economic Development, 
Trade and Tourism 
Trade & Investment Marketing Division 
Hearst Block, 900 Bay Street 
Toronto, Ontario 
M7A 2E1 
Tel: (416) 325-6666 
Fax: (416) 325-6688 

Prince Edward Island 
Depa rtment of Economic Development 
and Tourism 
P.O. Box 2000 
Charlottetown, Prince Edward Island 
C1A 7N8 
Tel: (902) 368-4240 
Fax: (902) 368-4224 

Québec 
Ministère des Affaires internationales, 
de l'Immigration et des Communautés 
culturelles 
380 rue Saint-Antoine Ouest 4 étage 
Montréal, Québec H2Y 3X7 
Tel: (514) 499-2192 
Fax: (514) 499-2178 

Page 6 	 Focus: India 



Appendix 3

Saskatchewan
Department of Economic Development
1919 Saskatchewan Drive
Regina, Saskatchewan S4P 3V7
Tel: (306) 787-9210
Fax: (306) 787-3989

Yukon
Department of Economic Development,
Mines and Small Business
Box 2703
Whitehorse, Yukon Y1 A 2C6
Tel: (403) 667-3014
Fax: (403) 667-8601

In India

New Delhi Bombay

Canadian High Commission
Mailing Address:
P.O. Box 5208
New Delhi, Republic of India
Tel: (011-91-11) 687-6500
Fax: (011-91-11) 687-5387

Consulate of Canada
41/42 Maker Chambers VI
Jamnalal Bajaj Marg, Nariman Point
Bombay, 400 021
Republic of India
Tel: (011-91-22) 287-5479
Fax: (011-91-22) 287-5514
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