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The Smart Border Action Plan — Progress Report
Building a zone of confidence

he Smart Border Declaration,
T signed on December 12, 2001,

committed the Canadian and
U.S. governments to working together
to address the threats to its people,
institutions and prosperity. Based on
the four pillars of the Smart Border
Declaration, the world’s largest trading
partners have made great strides.

The Secure Flow of People
Ensuring the secure flow of people into
Canada and the U.S. begins away
from the border. Additional immigration
officers will be deployed overseas to
ensure that fraudulent documents are
identified before individuals board
planes. As well, the issuance of visas
and visa exemptions will be coordinated
to more effectively control irregular
migration to either country.

At the border, Canada and the U.S.
are expanding a border-wide “fast-
lane” program called NEXUS to speed
the flow of pre-screened low-risk
travellers in order to focus resources
on higher risk travellers.

In June 2002, NEXUS lanes were
opened at several main crossings
along the Washington-British Columbia
border. NEXUS is projected to be in
place at all major border crossings in
Southern Ontario, New York State and
Michigan by the end of 2002 and all
other high-volume crossings in 2003.

The Secure Flow of Goods
The Free and Secure Trade (FAST)
program establishes a public-private
partnership to improve security mea-
sures throughout the entire supply
chain. Companies that make the com-
mitment fo improve their supply-chain
security will enjoy the benefits of the
“fastlane” for commercial truck traffic.
FAST will make cross-border com-
mercial shipments by truck simpler,
cheaper, and subject to fewer delays —
all while enhancing security. FAST
reduces the administrative burden on
businesses by conducting trade
compliance verification away from
the border, which will allow front-line
customs officials to focus on higher-
risk traffic.

Export USA Calendar

For information about:
~ ® Trade missions to the U.S.

® Seminars on the U.S. Market
Visit the Export USA Calendar at:
www.can-am.gc.ca/NEBS/

runtime/search-e.asp

Secure Infrastructure

A binational steering group is being
launched to reduce the risks to our
shared infrastructure, and is setting -
priorities for action. Steps to secure
air travel include: the deployment of

explosives detection systems, cross-
border Air Marshals and Aircraft
Protection Officers, and the reinforce-
ment of cockpit doors.

As well, investments have been made
in computer simulation modelling to
optimize infrastructure investments,
advanced information systems to
improve traffic mobility, and high
energy gamma and X-ray machines
to detect dangerous materials.

Coordination, Information sharing
While Canada and the U.S. already
operate closely on many law enforce-
ment initiatives, their cooperation is
being strengthened to meet the
demands of the new security reality.

An electronic system for criminal
records information exchange, includ-
ing fingerprints, will be in place by
September 2002. This will improve
the speed with which Canada and
the U.S. can share information.

Also, Canada and the U.S. conti-
nue to expand the binational inte-
grated border enforcement efforts
that proved effective even before
September 11. To better facilitate this
existing partnership, six Integrated
Border Enforcement Teams (IBETs)
have been created to act as hubs for

. coordinated enforcement efforts

across the border.

continued on page 16 — A zone

Check the Business Section of the Canada-U.S. Relations Web site at www.can-am.gc.ca ... for valuable information
on doing business in and with the United States.
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EXPORT SALES AND

CCC and NASA

A relationshi

out of this
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Aeronautics and Space Administration (NASA) prove that the sky

F or more than 40 years, Canadian innovation has helped the National

really isn't the limit. Through an agreement between NASA and the
Canadian Commercial Corporation (CCC] — Canada’s export contracting
agency — Canadian exporters have shuttled their state-ofthe-art technology
to the space program. Now, this agreement has been renewed and Canadian
innovation will continve to make a difference in this world... and beyond.

A trip back in time...
NASA was created with one primary
responsibility: conducting scientific re-
search in space technology and explo-
ration. To carry out this responsibility,
NASA needed to procure products from
contractors with high technical capabil-
ity, contractors such as those located in
Canada. So they turned to the CCC.
CCC had already been facilitating
sales into the U.S. Department of
Defence under the terms of the
Canada/U.S. Defence Production
Sharing Agreement (DPSA). NASA,
a separate civilian agency, worked
together with CCC to create a Letter
of Agreement (LOA) which mirrored
the successful DPSA, but was tailored
toward selling to NASA. In 1960, the
LOA was signed.

The Agreement benefits buyers
and sellers
The CCC/NASA Letter of Agreement
sets forth policies and procedures with
respect to the administration of contracts
placed with CCC.
The benefits of the LOA are many.
If CCC assumes the role of Prime
Contractor, Canadian exporters get an
edge to compete in the international
marketplace. This includes:
® Customized service.
® A knowledgeable and experienced
team member to advise them on
specific sales and contracting
negotiation strategies.

® Assistance on winning the export
sale on more favourable terms,
including a reduction or waiver of
bid and performance bonds, and
payment guarantees.
® The possibility of less rigid U.S.
government procurement rules.
NASA benefits as well. When Cana-
dian companies sell through CCC,
the- NASA buyer receives the full
assurance that the Government of
Canada is standing behind the deal.
“CCC provides exporter credibility, and
that's a powerful benefit,” says Gabriela
GrefInnes, CCC Project Manager,
NASA Program. “Even though it isn't
mandatory to sell to NASA through the
CCC, over 90% of NASA business from
Canada is procured through us. That's a
tremendous testament fo just how much
NASA values our services.”

The LOA: an important
renewable resource
After reviewing CCC's services, NASA
acknowledged that the original LOA
was current and valid, and that CCC
was still a valuable resource through
which contracts with Canadian exporters
could be procured. In fact, only one
significant change was made: the
linking of the NASA Procurement
Web site with the CCC Web site.
Says Gref-nnes, “Since procurement
communications have advanced and
simplified as a result of technology
and the Internet, we felt that we could

Put the power
of Canada.
behind your
export sales

Canadian
Commercial
Corporation
The Canadian Commercial
Corporation (CCC) is Canada’s export
contracting agency. CCC specializes
in sales to foreign governments and
provides special access to the U.S.
defence and aerospace markets.
Canadian exporters can gain greater
access to government and other markets
through CCC's contracting expertise
and unique government-backed
guarantee of contract performance.

CCC provides export contracting
services that often result in the waiving
of performance bonds, advanced
payment arrangements and generally
better project terms. CCC can provide
access to commercial sources of pre-
shipment export financing. When
requested, CCC acts as prime contractor
for appropriate government-to-
government arrangements.

For more information, contact
CCC, tel.: (613) 996-0034, toll-free
in Canada: (1-800) 748- 8191,
fax: (613) 995-2121, Web site:
www.ccc.ca

enhance communications between
NASA and CCC and speed the dis-
semination of solicitation material and
procurement news."”

Through this link, exporters can access
new business opportunities provided
by NASA, such as product or service
needs, announcements for sources
sought, and information requests.

GrefInnes doesn't hide her excitement
over the renewed LOA. “This is an agree-
ment that benefits everyone : CCC,
NASA and the Canadian exporter.”

For more information or to -
find out how CCC can put the power
of Canada behind your export sales,
visit wwwi.ccc.ca or call toll-free
1-800-748-8191. %

(For the unabridged version, see www.
infoexport.gc.ca/canadexport and
click on “Export Sales and Contracting”.)
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U.K. Do-lt-Yourself and
Garden Show growing

LONDON, U.K. — January 26-28,
2003 — Canada is set to build on
its success of previous years at the
Do-lt-Yourself (DIY) & Garden
Show (www.diyandgardenshow.
com), the UK’s premier trade show
for do-it-yourself, hardware, tools,
decorative and garden products. For
the fifth successive year, a Canada
Group stand will be showcasing
Canadian companies wishing fo
develop their UK and European
export business.

The DIY & Garden Show, now
in its ninth year, attracts visitors from
over 30 countries. The show is offi-
cially supported by the British Hardware
& Housewares Manufacturers
Association and Home Decoration
Retailers Association, and is the first

major home improvement exhibition
of the year in Europe.

As in previous years, the Canadian
High Commission is also pleased to
support Canadian exhibitors by offering
the following additional free services:

Canada’s stand at this year’s show.

® Pre-show briefing and half-day
program of pre-show visits o
selected UK chain store retailers, in

ISSIONS/CONFERENCES

order to familiarize Canadian Group
exhibitors with the UK market;
® Marketing list of major UK chain store
buyers for Canadian Group exhibitors
to conduct their own targeted pre-
show communication activities; and,

® Pre-show press campaign fo maxi-
mize UK industry press coverage of
the Canada Group.

For more information about
opportunities in the DIY industry in the
U.K., contact; Carol Gould, Commercial
Assistant, Canadian High Commission,
London, tel.: (011-44-0) 20 7258-
6673, fax: (011-44-0) 20 7258-
6384, email: carol.gould@dfait-
maeci.gc.ca, Web site: www.dfait-
maeci.gc.ca/london/ or www.
infoexport.gc.ca/uk/

The Canadian contact for the show
and booking agent is Anne Heath,
UNILINK, tel.: (613) 549-0404,
fax: (613) 549-2528, e- mail:
ah@unilinkfairs.com, Web site:
www.unilinkfairs.com w

Final ingredients for SIAL

PARIS, FRANCE — October 20-24,
2002 — The 2002 edition of SIAL
Paris 2002 is expected to feature

- 5,200 exhibitors representing 94 coun-

tries and attract over 135,000 food and
beverage trade professionals from

185 countries from around the world.
This trade show, the largest of its kind,
offers you access to serious buyers
and represents an exciting opportunity
to introduce your products to the
global marketplace.

In order to maximize the benefits to
Canadian companies either exhibiting
or visiting SIAL 2002, Agriculture
and Agri-Food Canada is providing
an opportunity for companies to meet
one-on-one with trade commissioners
and commercial officers who are
serving Canadian food companies in
Canadian embassies and consulates
abroad. Meetings will be held between

13:30 and 16:00 on October 21,

2002, on the exhibition grounds. These
meetings will provide an excellent op-
portunity for Canadian companies who
will be at SIAL to discuss international
market opportunities for their products

. with Canadian representatives in

targeted countries.

To participate, contact Nicole
StJacques, tel.: (514) 283-3815
ext. 513, e mail: stjacquesn@
agr.ge.ca, as soon as possible. Priority
will be given to companies exhibiting
at SIAL (firstcome, firstserved).

For information on SIAL, contact
Angel Garcia, Agriculture and Agri-
Food Canada, tel.: (613) 759-7738,
fax: (613) 759-7506, e-mail:
garciaa@em.agr.ca Web sites:
http://ats.agr.ca/events/sial/
welcome-e.htm or http://sial.
axime.com/en/index.htm w%

An electrifying
Conference

FUKUOKA, JAPAN — November 5-
8, 2002 — The 14th Conference
of the Electric Power Supply
Industry (CEPSI) is an excellent op-
portunity to promote your company's
capabilities in the Japanese market,
as well as other Asian markets. The
Canadian Embassy in Tokyo, with
the cooperation of Industry Canada
and DFAIT in Ottawa, will provide
assistance to Canadian companies
that wish to explore specific busi-
ness opportunities on the Japanese
market.

For more information on CEPSI,
visit www.cepsi2002.com or con-
tact Stuart Fee, Commerce Officer,
Industry Canada, tel.: (613) 954-
5446, fox: (613) 941-2463,
e-mail: fee.stuart@ic.gc.ca w

CALENDAR/TRADE FAIR

Upcoming trade shows and conferences

VANCOUVER, B.C. — October 2-4,
2002 — International Develop-
ment Days 2002 — For informa-
tion or to register, go fo www,
cme-mec.ca/vancouver2002 or
email: treena.adhikari@me-mec.ca

SAN SALVADOR, EL SALVADOR —
October 2-6, 2002 — Feria
International is a trade fair that
specializes in presenting opportunities
to international exporters inferested in
Central America. For information,
contact Philip Jakob, Canadian
Embassy in San Salvador, tel.: (011-
503) 279-4655, fax: (011-503)
279-0765, email: philip.jakob
@dfait-maeci.gc.ca Web site:
www.sansalvador.gc.ca or
www.xxferia.fies.gob.sv

VANCOUVER, B.C. — October 6-8,
2002 — Accelerating as Manufacturers
& Exporters — For information or to
register, go to www.cme-mec.ca/
vancouver2002 or e-mail: treena.
adhikari@me-mec.ca

ST. PETERSBURG, RUSSIA — Octo-
ber 15-19, 2002 — 4th Internatio-
nal Forestry Forum, “Russian
Forestry Complex in 21st Century”.
For information, contact Margarita
Sandal, Commercial Officer, Canadian
Consulate General, St. Petersburg, tel.:
(011-7-812) 325-8448, ext.
3352, fax: (011-7-812) 325-8393,
e-mail: margarita.sandal@dfait-
maeci.gc.ca

MIAMI, FLORIDA — October 25-27,
2002 — Miami Construction Trade
Show — For information, contact
Margaret Cullen, Commercial Officer,
Canadian Consulate, tel.: (305)
579-1615, fax: (305) 374-6774,
e-mail: miami-td@dfait-maeci.gc.
ca or visit www.miacon.com fel.:

(305) 441-2865, fax: (305) 529-
9217, e-mail: mail@miacon.com

FT. LAUDERDALE, FLORIDA —
October 31-November 4, 2002 —
Ft. Lauderdale International
Boat Show Expo — For infor-
mation, contact Margaret Cullen,
Commercial Officer, Canadian
Consulate, tel.: (305) 579-1615,
fax: (305) 374-6774, e-mail:
miami-td@dfait-maeci.gc.ca, or
go to www.showmanagement.
com tel.: 1-800-940-7642 or (954)
764-7642, fax: (954) 462- 4140,
e-mail: Info@showmanagement.com

MIAMI, FLORIDA — November 8-17,
2002 — South Florida Interna-
tional Auto Show — For infor-
mation, contact Margaret Cullen,
Commercial Officer, Canadian Con-
sulate, tel.: (305) 579-1615, fax:
(305) 374-6774, e-mail: miami-
td@dfait-maeci.gc.ca or go to
wwwi.sfliautoshow.com tel.: (305)
947-5950, fax: (305) 947-5954,
e-mail: info@sfliautoshow.com

BANGKOK, THAILAND — Decem-
ber 2-5, 2002 — The Auto Com-
ponents + Aftermarket 2002 —
For information, contact Carolyn
Knobel, Second Secretary (Commercial),
ext. 3352, or Surin Thanalertkul,
Commercial Officer, ext. 3356,
Canadian Embassy, Bangkok, tel.:
(011-662) 636- 0560, fax: (011-
662) 636-0568, e-mail: bngkk-td
@dfait-maeci.gc.ca Web site:
bangkok.gc.ca

GATINEAU, QUEBEC — February 3,
2003 — The 11th annual Canadian
Awards for International Devel-
opment — For information, or to

obtain an application, contact
Treena Adhikari, tel.: (905)568-8300

ext. 249, email: treena.adhikari
@cme-mec.ca

MIAMI, FLORIDA — February 14-19,
2003 — Miami International
Boat Show — For information,
contact Margaret Cullen, Commercial
Officer, Canadian Consulate, tel.: (305)
579-1615, fax: (305) 374-6774,
e-mail: miami-td@dfait-maeci.gc.ca
or go to www.discoverboating.com
tel.: (305) 535-1742, fax: (305)
534-3139, email: mhallénmma.org

COLOGNE, GERMANY — April 8-11,
2003 — ANUGA FoodTec 2003 —
For information on participating,
contact Stephan Rung, Commercial
Officer, Canadian Consulate,
Dusseldorf, tel.: (011-49-211) 172-
1718, fox: (011-49-211) 359-165,
e-mail: stephan.rung@dfait-maeci.
gc.ca Web site: hitp://ats-sea.
agr.ca/agrifood-canada-germany/
index.html

ORLANDO, FLORIDA — April 13-16,
2003 — Marine Hotel Association
Conference & Trade Show — For
information, contact Margaret
Cullen, Commercial Officer, Canadian
Consulate, tel.: (305) 579-1615, fox:
(305) 374-6774, e-mail: miami-id
@dfait-maeci.gc.ca or go to www,
mhaweb.org tel.: (702) 838-6056,
fax: (702) 838-8853, e-mail:
judyforcanada@yahoo.com w

M Flnet |

IFlnet is your Internet gateway to procure-
ment business funded by international
financial institutions (IFls) and UN agencies.
wwwi.infoexport.gc.ca/ifinet/menu-e.asp
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