





Premiers shine New Brunswick and

Manitoba on Chicago and Atlanta

ew Brunswick Premier Bernard

Lord and Manitoba Premier Gary
Doer conducted a joint trade and
investment mission to Chicago, lllinois,
and Atlanta, Georgia, in early February.
The premiers made the trip affer signing
a Memorandum of Understanding on
interprovincial cooperation in 2002.
The purpose of this mission was fo
promote both provinces to U.S. firms
and to further the commitment the two
premiers made to improve Canada-
U.S. relations.
Windy City visit
In Chicago, Premiers Lord and Doer
met with Chicago Mayor Richard
Daley and made a presentation at a
luncheon hosted by the World Trade

They also met with
executives from Potash
Corp., IPSCO and CN
Rail, as well as the
executive director of the
Council of Great Lakes
Governors and

the chancellor of the
University of lllinois.

Peach Tree State
bound

After Chicago, the
delegation headed to
Atlanta, Georgia. There,
Premiers Lord and Doer
made a joint presentation
to a group of more than
70 local business people
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In Chicago, from left: New Brunswick Premier Bernard Lord,
Chicago Mayor Richard Daley, Manitoba Premier Gary Doer
and Canadian Consul General in Chicago Anne Charles

about developing Canada-

Center on “Evolving Canada-U.S.
U.S. relations and

Relations and Opportunities to

Enhance Trade.” The premiers hosted
a major reception attended by some
200 business leaders and key local
lllinois contacts. In addition, they gave
interviews to the editorial board of the
Chicago Sun-Times, one of the biggest
daily newspapers in the U.S.

During the first leg of the trip,
Premier Doer held discussions with
the Chicago Climate Exchange (CCX),
which culminated in an announcement
to create a climate trust based in
Manitoba. CCX is a group of North
American corporations, municipalities
and other institutions committed to
reducing greenhouse gas emissions.

Premier Doer and officials of the
Winnipeg Airport Authority also met
with senior officials of United Airlines
and senior executives at Boeing to
discuss the possibility of increasing the
frequency of United’s Winnipeg-
Chicago service.

Premier Lord and Business New
Brunswick Minister Peter Mesheau
toured Chicago’s 911 Center and met
there with executives from Motorola.
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enhancing trade and

investment to New

Brunswick and Manitoba. The
premiers also met Georgia Governor
Sonny Perdue to discuss potential
linkages between their respective
jurisdictions. Lord and Doer
participated in an interview on
CNN's The Paula Gordon Show,
and later attended a reception for
250 business leaders.

While in Atlanta, Premier Lord
witnessed the signing of a letter of
intent between CGI| Group Inc. and
the Georgia Municipal Association
(GMA). The GMA has agreed to
market g-BIZ—government on-line
software developed in CGI's New

“E)‘.(pbrt USA Calendar

| For information about:
® trade missions to the U.S.
| ® seminars on the U.S. market
Visit the Export USA Calendar at:
- www.dfait-maeci.gc.ca/
' can-am/export.

Brunswick operation—to all 500
municipal governments in the state.
The visit also provided an excellent
opportunity for Premier Doer to sign
an agreement with Governor Perdue
to enhance co-operation between
Georgia and Manitoba on life
sciences and biotechnology.

Due to the success of the mission,
Premier Lord said the two provinces are
considering further joint projects to the
U.S. “Premier Doer and | look forward
to leading more trade missions together,
to promote Manitoba and New
Brunswick to other American centres,”
he said. “Our provinces are ready
and eager to do business with the U.S.”

For more information, contact
the Canadian Consulate General in
Chicago, tel.: (312) 616-1860,
e-mail: chcgo@dfait-maeci.gc.ca,
Web site: www.chicago.gc.ca, or
the Canadian Consulate General in
Atlanta, tel.: (404) 532-2000, e-mail:
atnta@dfait-maeci.gc.ca, Web site:
www.atlanta.ge.ca. e

t gives me great pleasure, as the new Minister of International Trade, to introduce the March 2004
edition of the CanadExport Women’s Supplement. The Canadian government is increasing its focus
on international business, in recognition of the vital importance of trade to Canada's economic
prosperity. This renewed focus will permit better synergies among our trade, investment and

innovation objectives, including the building of a knowledge-based economy.

It is clear that the dynamism, creativity and sheer entrepreneurial drive of Canadian
businesswomen play an important role in the goal of enhancing prosperity. Interestingly, only 9%
of women-owned firms export. This is not enough considering the critical importance of trade for
long term success both for Canadian businesses and Canada’s economy as a whole.

| encourage women entrepreneurs to take advantage of the many resources that the
Department of Foreign Affairs and International Trade and its partners in Team Canada Inc have
to offer. We are ready to work with and assist you to define and achieve your international
objectives. You will see from the examples of the women featured in this supplement that
exporting can be critical in helping you to build a sustainable long term business. Their stories
offer a wealth of knowledge, experience and inspiration that | hope can help you to reach your

business goals.

| am confident that, as we work together, we will add new companies, with women at the
helm, to the ranks of Canada’s world class exporters. | am proud to celebrate the women in these
pages. Next year, | hope your company will be there.

PSiie i

James Scott Peterson

Minister of International Trade

i+l

Department of Foreign Affairs
and International Trade

Ministére des Affaires étrangéres
et du Commerce international

S
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Going Global: Women Entrepreneurs in International Markets

Catch the Export Wave. ™ e F - Famels Bubins AN O i
Open Markets, Resources & Support Awalt You |

T.0.C. Legends Native Year Established: 1989
Threads/Touch of Culture
West Vancouver, BC

The momentum for Canadian women exporters just keeps for example. You can log in anytime to view mamet information

growing. Witness the following: - and business leads, make service requests and even update your

» On October 29, 2003, over 400 Canadian women enfrepreneurs, company's details after you reg!sta'atMmfoe)q:orLgcca :

Tel: (604) 980-2443 =

1 866-980-2443 Export Sales: 40 %
including many exporters, gathered in Ottawa for the release of the ~ Even veteran exporters, like Sylvie Boileau, President of Dubo : E
final report of the Prime Minister's Task Force on Women Electric Ltd., continue to access government resources — 15 years i

Employees: 6

Years Exporting: 2

Fax: (604) 983-2446 Export Markets: U.S. (Alaska,

E-mail: Indiana, Oregon)
info@toclegends.com

Entrepreneurs. The Task Force placed a great deal of importance on

women exporting and recefved submissions from relevant
businesswomen's groups. The Report's recommendations can be
viewed at www.liberal.parl.gc.ca/entrepreneur.

» The heavily-populated Montreal and Toronto markets are
scheduled to see Women's Entreprises Centres open, offering
export assistance similar to that provided by Western
Economic Diversification’s (WD) Women's Enterprise Initiative
and by the Atlantic Canada Opportunities Agency's (ACOA)
Women in Business Initiative.

» Last year, the second Canadian chapter of the Organization of
Women in International Trade (OWIT) was launched to advance
global trade opportunities for women. The new chapter in
Alberta joins its sister chapter in the east in Toronto. And
Alberta even hosted the organization’s Annual Conference in
Calgary in September 2003, the first time this event was held
in Canada.

» This spring Vancouver will host the Women Trading Globally
Trade Mission and Forum (www.womentradingglobally.com),
sponsored by RBC Financial Group in collaboration with the
Global Banking Alliance for Women. Delegates from the U.5.,
‘Australia, New Zealand and Ireland will meet Canadian
exporters there from March 31 to April 2 to forge international
business partnerships. (Additional business matching will
take place in Toronto April 5.)

With the latest statistics revealing that only 9% of Canadian
women business owners export, these developments are helping
to create an even more supportive environment to encourage
more women to expand internationally. Combine them with the
support of existing services offered by the Canadian Trade
Commissioner Service, Export Development Canada, WD, ACOA
and women’s business associations across Canada and the
message is clear: there is a host of services to tap into, most of
them even free or low-cost. Take the Virtual Trade Commissioner,

after she started exporting. “Everything is far more organized and
structured now than when | started, seit'smucheasneffor
newcomers who want to export.”

Andmerelsmoregaodnewsforwomn According to
experienced exporters, megender bamef is coming down around
the world.

"Absolutely, women are becoming more accepted all over the
place,” adds Sylvie. "Some countries might be at level one,
mum:chmammum&mm
it is changing.”

"Although there are some countnes still uncomfoctable dealing
with businesswomen, that is changing rapidly,” says Lisa Olfman,
President & Co-Founder of award-winning Portfolio Entertainment
Inc. *When you participate in international shows, for example,
they are truly international — with people of all shapes and sizes,
who are there to do business.” _

Rosaleen Citron, the no-nonsense CEO of WhiteHat Inc — an IT
security provider — echoes these sentiments: "In preparing to
export and in selling to other countries, it doesn’t matter if you're
a man or woman, Certainly in the North American market and
increasingly in Europe, women are so much more accepted. At
the end of the day, what matters most is not your gender but
whether your goods get shipped to where they belong.”

The bottom line: Everyone wants women entrepreneurs to
succeed - both domestically and globally. As you read through the
profiles of the dynamic Canadian women exporters featured in this
4th annual supplement, remember one thing — you, too, can
succeed on the global stage. "We are a country that is welcomed
almost anywhere!” insists Sylvie Boileau.

LEARN FROM THE EXPERTS

The savvy women entrepreneurs featured in the following pages
have over 50 years of combined exporting expertise. Here they
share some of the biggest lessons they learned while expanding
their businesses beyond Canada’s borders:

"Since 9/11, we have been keenly aware of the need to use a
sales approach with the U.S. that is non-threatening. We talk
about the favourable exchange rate and that works well.”

MicHELLE YaTES, President, MAD Creations Inc.

“It's one thing to collect your receivables in Canada. But what if
a client from another country doesn’t pay their bill? It can cost
you more to go collect it than its original worth. I've learned that
accounts receivable insurance through EDC (Export Development
Canada) is a must; get it as soon as you can.

RosaLeen Cirron, CEO, WhiteHat Inc.

“At the beginning, we wasted a great deal of time and energy
pursuing or quoting on everything that came our way, lured into
believing these were all big projects when in fact it was often
Just a case of smoke and mirrors. It's important to find the right
contacts and right network in order to determine the legitimate
projects and the real decision-makers.”

Svwvie BoiLeau, President, Dubo Electric Ltd.

"It is better to charge in U.S. dollars if you are marketing to the
U.5. Americans typically don’t pick up on the fact there is a

price break if you charge in Canadian dollars. They just see the
price. You can do this easily by having an e-Commerce storefront
in U.5. dollars on your Web site and setting up a merchant
account with your bank.”

SusaN Sweeney, Founder & President, Connex Network Inc

Business Description:

A First Nations fashion business, T.0.C
Legends Native Threads/Touch of Culture
spécaauzes in sportswear and read |
couture that incorpo
West Coast artwork. T
occupies a retail front a
where custom orde
manufactured immed
contracts out larg
registered as a sch
and accredited as a
fashion desg'| and sev

=l U

Studu s,
Several ha\.fe sin

a formal d
Pamela's own care

Background:
A member of the Squamish Nation, Pamela

lives on the Capilano Reserve in North

Vancouver, She studied Textile Arts at
Capilano College and has a de
Fashion Design from the Otis College of
Art and Design in Los Angeles. While
nthe U.S., she helped co
shows and applied that experier
starting shows for Squamish Natior
when she returned home. Enco
her father, who owned his own

on the Capilano Reserve for 34 years, and
determined to promote contemporary
native West Coast artwork, she started
her business

In her earlier life, though, Pamela had

been an alcohol and drug counselor. Her
u"dPH ding of the spedific p Y
faced by her First Nations peers in
her to start her school: "My b
social development creates economic
development, so I'm working to assist

*¢ Be sure to follow up quickly with contacts you
make on trade missions.>®

Export Preparatlon

Exporting Advice:

B Be patient and research as much as
possible."For example, check out various
shippers and compare services and
prices. Don't settle for the first offer.”

B Translate your marketing materials. "If
you want to be taken seriously, invest
in translating your promotional literature,
including your business cards, into the
language of your target market.”

= Follow up. "Be sure to quickly get
back to the contacts you make on
trade missions.’

Future Exporting Goals:

CanadExport Supplement
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Business Description:

A service-oriented frontrunner in the industry,
Dubo Electric is a distributor of electrical
and automation products to industrial,
commerdial, institutional and electrical
contractors’ markets, as well as to
residential customers, designers and
architects in Canada and Iinternationally. With
all of its branches and central warehouse
linked by an advanced computer system,
Dubo provides the highest degree of
technical local sales service and support
on a provincial, national and export basis
The company is also part of Canada’s

first buying and marketing group in this
field — |.E.D., composed of independent
electrical distributors.

Background:

Sylvie started as a receptionist in this
family-owned business, gradually taking on
responsiblility for special projects. She and
her sister, Johanne, purchased the company
from their father in 1979, with Sylvie
becoming President in 1993 and Johanne
now the Controller. Sylvie established her
credibility as a woman in this male-
dominated industry and earned an excellent
reputation among her peers through
active networking, involvement in industry
associations and sitting on various

boards. She has also made a mark by
leading an export buying consortium
throughout Quebec.

Honours:

Finalist for Ernst & Young Entrepreneur of
the Year Award, 2001 and 2002; and
1999 Woman of the Year, Chamber Of
Commerce, Montreal

Why Started Exporting:
Sylvie bedan to look at exporting in order
to increase market share. The first
opportunities came in Algeria and Saudi
Arabia as a result of doing business with

Women Entrepreneurs in International Markets

Sylvie Boileau
President

Dubo Electric Ltd.
Montreal, Quebec

Tel: (514) 255-7711
Fax: (514) 255-1559
E-mail:
sboileau@dubo.qc.ca
Web site:
www.dubo.qc.ca

Year Established: 1955
Employees: 125

Years Exporting: 15
Export Sales: 18%

Export Markets: Central
America, South America, U.S.,
Belgium, Russia, Poland,
Czechoslovakia, Algeria,

Saudi Arabia

on big projects. *°

*¢Know who you are dealing with before quoting

Canadian engineering firms that wanted
Dubo to assist them with overseas projects.

From there, the company's export growth
was dictated by the need to deal with
countries with the same electrical standards
since most of its products are manufactured
in North America.

Export Preparation:

Among the many resources Sylvie accessed
were the Trade Commissioner Service,
Industry Canada, the Canadian International
Development Agency and Caisse de dépot
et placement du Québec. She also found
the Chamber of Commerce in target cities
particularly valuable. "They were very
efficient and were able to give us detailed
information about our specific market as
well as leads to good agents and distributors.
They really did work for us in terms of
value-added.” Dubo also participated in
trade shows, mainly in Brazil and Central
America, and started export consortiums
with other companies to help penetrate
markets in Poland, Russia, Czechoslovakia
and Central America.

Biggest Exporting Benefit:
"Exporting generally takes more time and
effort than doing business domestically, so
it's quite rewarding when you get the
order...and even better when you get paid
in advance, especially by the more
finandially risky countries.”

Greatest Challenge:

"Because each country is different, it’s a
challenge to get to know the right people
and understand how the culture works. In
Central America, for example, everyone
has titles, and you may think you're
dealing with the president of the company
or someone with decision-making authority
when that is not the case at all.”

Exporting Advice:

B> Get export insurance. "It's always
important to go through EDC (Export
Development Canada) when you're
taking on big projects because there’s
a lot of risk in terms of receivables.
You should be cautious and take time
to evaluate. It's better to have a
small project than a big one without
getting paid. And try to get payment
at the time of ordering if you have
any concerns.”

B Understand the buyer. "Never quote on
a big project or take orders without
knowing who you are dealing with. It's
better to take a trip to the country to
see if you'll be doing business with a
serious company that has a track
record. And be patient.”

> Find good partners and nurture them.
"The Chambers of Commerce are the
most valuable way to source good
agents or distributors. And, once you've
found them, keep the communication
channels open through regular visits
(every two or three months) and
ongoing telephone and e-mail contact.”

Future Exporting Goals:
Sylvie wants to leverage existing
relationships in the markets in which Dubo
does business before expanding elsewhere.
Her goal is to increase exports to 25% of
the company’s total sales. “We should
achieve that in the coming two or three
years if everything goes as planned.”

Business Description:
A trailblazing information technology security
provider to global Fortune 1000 companies
and governments, WhiteHat employs
industry-leading security practitioners and
offers best of breed and market-leader
security software and hardware products
Its portfolio includes professional security
consulting services, security software and
hardware products, product training, and
security education and training. "We can
export our trainers to wherever our client
may need them. They cover everything
from security awareness for administrators
to counter hacking.”

Background:

With an entrepreneurial background,
Rosaleen'’s rise to become one of Canada's
top businesswomen in high tech started
when she began working for one of the
world's largest enterprise software providers
In 1993, she founded 4COMM Inc. as a
computer security solutions vendor and
was instrumental in pioneering solutions
for Fortune 500's. “There was a real hole in
terms of security products for networks, so
we were able to trail blaze.” In 2000, 4COMM
was acquired by a Dot Com company. In
2001, Rosaleen launched WhiteHat and now
is a frequent and compelling speaker and
media spokesperson on understanding the
need for security in today’s high-tech world.

Honours:

Rosaleen is among the PROFIT and
Chatelaine Top 100 Canadian Women
Business Owners for 2002 & 2003 and
was nominated for this year’s Ernst and
Young Entrepreneur of the Year Award.

Why Started Exporting:
“Canada is 10% of the U.5. market, so —
at minimum — we’'ll likely quadruple our
business by exporting there.”

Trade Resources Used:
Among the resources that Rosaleen has
tapped into are: insurance from Export

Rosaleen Citron
Chief Executive Officer
WhiteHat Inc.
Burlington, Ontario

Tel: (905) 332-6677

1 800 561-3270
Fax:(905) 332-6673

1 888 828-9588
E-mail:
rcitron@whitehatinc.com

Web site:
www.whitehatinc.com

Year Established: 2001
Employees: 18

Years Exporting: 3
Export Sales: 30%

Export Markets: U.5. and
Europe

*¢ An incredible number of benefits are available to
women opening a business in the U.S. *®

Development Canada to protect the company
from non-payment by clients (“Those
insurance policies and services that EDC.
offers are amazingd.”); accessing market
research from the Trade Commissioner
Service ("They're very helpful when we have
issues or questions.”); participation in industry
events (“We attend many trade shows and
conferences where we get to meet with our
peers and suppliers.”); membership in the
Canadian Advanced Technology Association
("Very helpful because they're really
promoting Canadian technology.”) and the
Burlington Economic Development
Corporation ("BEDC provides support and
offer programs for local companies and
helps to promote us in the U.5. and
globally. The infrastructure and programs
they have for business are very impressive.
| have to say that Burlington has been the
most supportive city I've ever been in.")

Greatest Challenge:
“Cross-border shipping. You have to ensure
your relationship with your customs broker
is good so that your product arrives when
expected. The customer shouldn’t know or
care where it is coming from; the sale should
be seamless...and that includes returns as
well. Do the work for the customer.”

Exporting Advice:

B> Get involved with your local community
politicians. "It's amazing what they can
do to increase your visibility. Start with
the business development office, get on
their mailing list, attend functions and
network, network, network. You'll find
people who want to reach out to other
businesses. It can mushroom. We've
gained new business locally or with their
offices in other locations, whether it be
Canada, the U.S. or Europe.”

B Have confidence. "Don’t be afraid that
your product or service is inferior to the
American’s. Canadian products and

services tend to be incredibly good.
Give exporting a shot. Don'’t back off.”

B> Tap into local economic development
incentives. "If you want to open a U.S.
location, get down there and get to
know communities in your target area.
Many of them have incentives for
businesses — such as waiving taxes
for several years while you get going or
providing stipends towards employees
because you will be hiring Americans.
It's a matter of picking the right city.”

B> Get in touch with the tax people.
"You also need to set up your tax codes
and your tax ID in the U.5. through the
IRS. There are an incredible number of
benefits available to women opening a
business there. For example, women-
owned businesses are classified as
disadvantaged and if you register your
company with the Federal Government,
they will assist you in receiving a
proportionate portion of government
bids in your industry.”

Future Exporting Goals:
“Our goal is to be the preeminent North
American security provider, and I'd like to
see our export sales at 80% of the business.
For 2004, we have a big focus on the
American marketplace and we're planning
to open an office in New York State. We're
also concentrating on the British and Irish
marketplaces, which are very progressive
in terms of security. We've already begun
discussions with potential partners in other
overseas countries that are becoming more
security conscious. And certainly exporting
our security education and training is in
our plans, but it will take some time and
effort to build that up. We've been
approached many times — so, now that
the economy is bouncing back, we can
start looking at these other opportunities.”

CanadExp“ort Supplement










Going Global: Women Entrepreneurs in International Markets

Where to Go When You Want Help to Grow Globally

Business Description:

At the forefront of innovation and evolution
in the food service industry, MAD Creations
designs and distributes creative, powerful
art solutions that are both functional and
décor oriented. These include sians,
menus, packaging, restaurant décor items
and corporate identity packages. "l call us
the Umbra for restaurants,” says owner
Michelle Yates. “We create restaurant
products, including menu systems and
print holders — basically anything a
restaurant can use.” Among the company's
blue chip dlient list — for which it does
custom manufacturing — are Disney,
Caesar’s Palace, Bellagio Resorts and
HEINZ. MAD also offers a full catalogue of
in-stock products.

Background:

Trained as an artist, Michelle found her
talents in demand when she worked in the
food service industry — often painting
signs and murals for the hotels that
employed her at the front desk. "I quickly
began making more money at that than
the front desk jobs and decided to start
my own business.” Her gender has
worked to her advantage. "Men often think
women are better at décor...and we are,
in fact, raising the bar for restaurant décor
products.”

Unique Feature:

“Because the core of our business is
design and | am food service
knowledgeable, it is a big edge. My
competitors are mainly sign people.”

Honours:

Women Business Owners of Manitoba
(WBOM) 2003 Manitoba Women
Entrepreneur of the Year Award winner for
International Trade and Overall Excellence

Michelle Yates
President

MAD Creations, Inc.
Winnipeg, MB

Tel: (204) 953-0600

1877 520-3601
Fax: (204) 953-0062
E-mail:
michelle@makingartwork.com

Web site:
www.makingartwork.com

Year Established: 2000
Employees: 5

Years Exporting: 3
Export Sales: 80%
Export Market: U.S.

“¢ The biggest rush for me is to talk to people and
get that new account. *®

Why Started Exporting:
“The U.S. food services market is 10 times
the size of the Canadian market, so |
began selling there immediately — even
before the Canadian market.”

Export Preparation:

Michelle accessed financial assistance
through Manitoba Trade & Mines to allow
the company to participate in food service
industry trade shows in the U.5. By
plugging into the Trade Commissioner
Service, she found valuable contacts in
L.A. and Germany. She is also involved in
the Women's Enterprise Centre and
Women Business Owners of Manitoba

Biggest Exporting Benefit:
“Access to a larger market. Our sales
have quadrupled since we started.”

Best Exporting Moment:
“When | got my first big account — which
was Kraft. This gave the company credibility.”

Greatest Challenge:

“The biggest challenge is finding the cash
to grow. The hardest and most important
thing is manading the cash flow. As we get
larger, we need the money to fund the
manufacturing of bigger orders. Those big
orders can put you under, in a strange
sort of way, if you don't manage your cash
flow tightly.”

Lesson Learned:

“Since 9/11, we have been keenly aware of
the need to use a sales approach with the

U.5. that is non-threatening. We talk about
the favourable exchange rate and that

I;r

works well.

Exporting Advice:

B "Find a good customs broker to educate
you about labelling. I it's not done right,
your customers will either not receive
your products at all or will not get them
in a timely fashion.”

B> "Get insurance from EDC (Export
Development Canada) for peace
of mind.”

B> “Participate in trade shows if you are
selling a product and be sure to follow
up on all leads. Because everything we
do is visual, the best way to sell it is to
let people see it and touch it.” Michelle
also sourced distributors at the food
service restaurant shows she attended.

Future Exporting Goals:
Michelle is targeting the summer for the
opening of a California office. She has
chosen the golden state because it is a
huge and “funky” market and one that
tends to embrace new décor items first
and set the trend. "Our next step is
sales representation in Germany within
two years.”

As you start on your export path, be sure to tap
into the organizations in your region for
assistance and support.

Atlantic Canada Opportunities Agency
Women in Business Initiative

WHAT IT IS: The Women in Business Initiative
(WBI), announced in October 2002 by the
Atlantic Canada Opportunities Agency (ACOA), is
a $17 million initiative designed to improve the
growth and competitiveness of women-owned
businesses and their greater representation in
Atlantic Canada's emerging growth sectors.

OBJECTIVES: To strengthen the management
capabilities and business development skills of
women entrepreneurs; to provide women with
improved access to capital and business support
services for business start-up and growth; and to
increase the number of women business owners
selling in international markets and in knowledge-
based industries.

EXPORTING SUPPORT: The WBI includes six
key elements, one of which is the Exposure to
Exporting and Innovation Program. A primary
objective of this Program is to focus on growth
strategies for established women-owned
businesses. These strategies are achieved by
encouraging more women to consider exporting
as a growth option, and to take the initial steps in
planning and establishing sales to export markets.

The WBI assists women entrepmeurs to identify
and take advantage of intemational market
opportunities by: helping to ensure that more
women entrepreneurs gain access to exporting
programs and activities delivered by ACOA and
other trade-related departments and organizations;
targeting women-owned firms for participation in
trade missions; and helping women entrepreneurs
access trade training and exporting seminars, and
pre-exporter orientation training.

INFORMATION:

ACOA New Brunswick: 1 800 561-4030

ACOA Newfoundland

and Labrador: 1 800 668-1010
ACOA Nova Scotia: 1 800 565-1228
ACOA Prince Edward

Island and Tourism: 1 800 871-2596
Enterprise Cape Breton

Corporation: 1 800 705-3926
or visit

Wwww.acoa-apeca.gc.ca/e/business/

entrepreneurship/wbi/wbi.shtmi

Western Economic Diversification
Canada Women's Enterprise Initiative

WHAT IT IS: Funded by Westem Economic
Diversification Canada, the Women's Enterprise

 Initiative (WEI) provides business information and

services specifically tailored to the needs of women
in Western provinces. Each province has
established a WE! organization under this initiative.
The non-profit groups offer access to a loan fund
and advisory services, pathﬁndmg to existing
sefvices plus a host of unique products and
services, WEI offices are located in Kelowna,
Calgary, Saskatoon and Winnipeg, with satellite
offices in Vancouver, Edmonton and Regina.

OBJECTIVES: Westem Economic Diversification

~ Canada established the WEl in 1994 to promote
~_ entrepreneurship as a career option for women, and
to identify and fil service and financing gaps facing

women entrepreneurs. Deleddirecﬂyoerecﬂy

services are designed to improve access to
financing, education and training, business advice,
loan care, information, networking and mentoring,

EXPORTING SUPPORT: Generally covers
anything from coaching and providing referrals
about training resources through to supporting
trade-related organizations, like the Organization
of Women in International Trade (OWIT), in order
to help women expand their businesses globally.

INFORMATION:

Women's Enterprise Society of B.C.
B.C. Toll Free: 1 800 643-7014
Web Site: www.wes.be.ca

Alberta Women's Enterprise Initiative Association:
Alberta Toll Free: 1 800 713-3558
Web Site: www.aweia.ab.ca

Women Entrepreneurs of Saskatchewan Inc.:
Saskatchewan Toll Free: 1 800 879-6331
Web Site: www.womenentrepreneurs.sk.ca

with global business contacts; education and
training through topical meetings, workshops and
seminars, and informative newsletters.

COST: $125 annual membership fee (Toronto);
$75 (Alberta). Open to exporters and importers,
service providers and government representatives
involved in all facets of international trade.

INFORMATION:

ToRronTO:

GAlL MoRRIS AT (416) 253-1500
£-MAil: gail. morris@sympatico.ca
owww.wito.ca

ALBERTA:

Leann Hackman-Carty at (403) 214-0224
£-MAll: leann@concreteglobal.com
www.owit.org

www.owit.org/albertapages.html

Other Women's Business Organizations:

Women’s Entreprise Centre of Manitoba:
Manitoba Toll Free: 1 800 203 2343
Web Site: www.wecm.ca

Women Entrepreneurs of Canada
Tel: (416) 388-5586
www.wec.ca

WD Toll-Free Number (accessible in Western
Canada only)1-888-338-WEST (9378)

. Web Site: www.wd.gc.ca

Women's Enterfnse Centres Coming
Soon to Central Canada

As a result of recommendations in the report of
the Prime Minister's Task Force on Women
Entrepreneurs, two new Women's Entreprise
Centres are scheduled to open this year to serve
the large markets in Toronto and Montreal. These
centres will provide some export training,
counselling and information along with other
programs and services to help women
entrepreneurs start and grow their businesses

INFORMATION:

ToRonTo:

Candice Rice, International Trade Centre,
Tel: (416) 973-5157;

E-mail: rice.candice@ic.gc.ca

MONTREAL:

Sylvain Savage, Manager
Canada Economic Development
Tel: (514) 496-5473

E-mail: sylvain.savage@dec-ced.qc.ca

Community Futures Development Corporation (CFDC)
Tel: (418) 658-1530
E-mail: sadc@ciril.qc.ca

Organization of Women in International
Trade: OWIT—Tom\to and OWIT-Alberta

WHAT IT IS: The Canadian chapters of the
Organization of Women in Intemational Trade, a

~ non-profit professional organization designed to

promote women doing business in international

trade, which- has over 5 000 members woridwide.

OBJECTIVES: To enhance the status and

- interests of women in the field of international
trade through the establishment of a global -

network of business contacts. OWIT's goals are to
promote international trade and commerce,
establish and expand international business
contacts, particularly among women, and help

members develop global business skills and stay

current on international issues.

WHAT YOU GET: Networking through local
chapter meetings and an annual international
conference; access to an international Web site

Canadian Association of Women Executives
& Entrepreneurs ‘

Tel: (416) 756-0000

www.cawee.net

Newfoundland & Labladoraglizahm
of Women Entrepreneurs

Toll Free 1 877 754-0555
www.nlowe.org

Prince Edward Island
Businesswomen’s Association
Toll Free 1 866 892-6040
www.peibwa.org

Centre for Women in Business,
Mount Saint Vincent University
Tel: (902) 457-6449
www.msvu.ca/cwb

New Brunswick Association of Community Business
Development Corporations: To access the Women in
Business Initiative (WBI)'s Business Counselling and
Community Outreach Program, contact the following
number in your area:

Grand Falls: (506) 473-9775

Shediac: (506) 533-8711

Bathurst: (506) 548-7793

Fredericton: (506) 452-3918

Saint Jahn: (506) 656-5780 o

. Jnésemdestemsd'amdumebec
Toll-free 1 800 352-2683

www.rfag.ca

Women Business Owners of Manfteba—
Winnipeg Chapter

. Tel: (204) 775-7981
- www.wbom.mb.ca

: Women'l'raﬂngﬁlohally'fradeﬂisiﬂnand

Forum « March 31 - April 2, 2004, Vancouver, BC*

‘| *® Business Matching ® lntemational Speakers
- * Roundtable Experts

Join women from the U.S., Australia, New
Zealand, Ireland and Canada. Presented by RBC
Financial Group in collaboration with the Global
Banking Alliance for Women.

Visit www.womentradingglobally.com
or call 1 800 672-0103

*Additional business matching in Toronto April 5, 2004
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