


GLOSSARY OF ACRONYMS

ACP-EU  African, Caribbean, Pacific state signatories to the  GDP Gross Domestic Product
Lomé Conventions with the European Union
ADB Aftican Development Bank IFIs International Financial Institutions

BOOT Bu.i 1, Own, Operate, Transfer MIGA = Mulilateral Investment Guarantee Agency
CABSA  Canadian Alliance for Business in Southern (World Bank)
Africa

CIDA  Canadian International Development Agency

IDRC  International Development Research Centre

OAU Organization of African Unity
SACU Southern African Customs Union (South

CMA Common Monetary Area (Currencies for Africa, Namibia, Botswana, Lesotho, and
Namibia, Lesotho and Swaziland are pegged to Swaziland) =
. L !
the South Aftican Rand) SADC  Southérn African Development Community
COMESA g?rrit;mon Market for Eastern and Southern SAP Structix ral Adjustment Programme (of

WB/IMF)

DFAIT  Department of Foreign Affairs and SME Small- and Medium-sized Enterprises

International Trade
EAC East Africa Cooperation (Kenya, Tanzania, UN United Nations

Uganda) WB/IMF World Bank / International Monetary Fund
EPZ Export Processing Zone WTO  World Trade Organization (formetly GATT)

President Ketumile Masire and SO u th e r n Af r i C a representatives from some of

fellow heads of state from the the world’s leading companies

region will lead discussion Trade & Investment currently  investing in

at the International Herald . Southern Africa.
Tribune’s third Southern Sum mlt

Africa Trade & Investment —_

Summit to be held in Gaborone Botswana, November 18-19, 1997 summit in Harare was over-
on November 18-19. The '

Presidents will be joined by

As last year’s highly successful

subscribed, to ensure you are .
able to take part we suggest
business and finance leaders from the region, as well  you contact our conference office as soon as possible
as renowned international figures and senior for further details:

Fiona Cowan, International Herald Tribune Conference Office
63 Long Acre, London WC2E 9JH . ;
Tel. (44 171) 836 4802 Fax: (44 171) 836 0717 E-mail: feowan@iht.com

THE WORLD'S DAILY NEWSPAPER
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THE NEW AFRICA AND
CANADIAN BUSINESS

The New Africa

Traditionally, a mention of Africa invoked a conceptual geo-
political entity characterized by litde more than conflict,
poverty, and disease. While this viewpoint always exaggerated
rather than explained, it is particularly less relevant in the
1990s. As governments and knowledgeable companies
know, there are actually ewo Africas, and it is the stable,
economically viable Africa that is emerging and overtaking
those strife-torn remnants.

A combination of factors led to this emerging Africa. The
end of the Cold War lessened external pressures on the
continent (and reduced the skewed direction and intent of
foreign aid). Long running civil wars in Angola, Ethiopia,
Mozambique, and Namibia ended. South Africa transformed
from pariah to partner. And across the continent, responsive,
elected governments became more common than not.
Leaders began to make the difficult choices necessary to
revamp economies saddled by inefficiency and lethargy,
economies hardly conducive to long-term domestic or
foreign investment.

Those hard choices are now beginning to pay off. Poverty
and unemployment remain prevalent throughout Africa, but
the macroeconomic environment for dealing with these
problems is in place. The statistics speak for themselves. In
1996, Sub-Saharan Africa boasted 4.4% GDP growth, with
Southern Africa averaging 6%: for the first time in recent
memory, every SADC country saw its economy expand.
Eastern African states — Eritrea, Ethiopia, Uganda, and

Kenya — also surpassed the continent's growth average.

Team Canada and Expanding Regional Efforts
DFAIT and a host of other Canadian government
departments and agencies (some of which are profiled in
this booklet) formed the Southern and Eastern Africa
Regional Action Plan (SEARAP) in 1996 to coordinate
Canada's efforts to increase trade and investment flows with
the region. In early 1997, SEARAP met again — in
Johannesburg — to assess its role and to decide where further
efforts were needed. Meetings with 2 number of Canadian
companies active in the region formed a key part of the
process with discussions as to how SEARAP could best assist
their efforts. This private-public sector cooperation is
increasingly typical of how Team Canada works overseas.

By comparison, the U.S. is also placing a strong emphasis
on increasing trade and investment with Africa. The Clinton
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Administration recently unveiled a five-point plan for
strengthening economic ties with liberalizing African states.
One fact illustrates why: American businesses receive a
higher average return on investment in Affica (about 17-
18%) than any other region including Asia. The Corporate
Council on Africa, which includes some of the most
prominent U.S. companies, actively promotes African
linkages, trade missions, and policy proposals. Canada thus
faces stiff competition with its southern neighbour in Africa,
but senior U.S. executives do envy the way Canada supports
its businesses overseas through coordinated federal-
provincial-private sector efforts.

DOING BUSINESS IN AFRICA

Trade officials and company executives daing business in Eostem and Southern
Africa have same advice far ather campanies considering the same:

® Nearly ol of Eostem and Southern Africa is emerging economically and
attracting foreign investment with market-oriented policies and refarms.

# Doing business in the region, by international standards, is made easier by twa
key advantages: English is the camman business language in all but o few
countries and the foundations of business low and operatians are similer to
Canadion proctice.

* Carruption is much less prevalent than in the post, with many govemments
striving to make their approval, etc., processes as fransparent as possible.

* Lack of regional and country knawledge is the biggest deterrent 1o locating
business opportunity. In mast cases, finding o gaod local partner is o requirement
for suceess.

* A medium-to-lang-term autlaok is necessary for any endeavour. This is os true
for developing new export markets as it s for winning engineering contracts ar
making greenfield or other direct investments.

e Individua! cauntries offer different competitive advantages and incentive
schemes, but are linked through one ar more regianal organizations: SADC,
COMESA, ar SACU.

© The region can access mojar expart markets in Europe, Asic, and Narth America
vio increasingly efficient transportation links and preferential trade agreements.
e (anada hos o good reputation in the region, but Conadian companies are
under-represented and losing out ta U.S., European, Asian, and South African
companies who are more aggressively targeting opportunity in Africa.

# Significant apportunities are ta be faund in telecommunicatians, transpartation,
mining (including explaration and consulting), ail and ges, energy, ogri-foad,
education ond fraining, and infrostructure development. Hawever, companies
shauld not averlack the manufacturing, tourism, and service sectars.
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CANADIAN BUSINESS

~ has . been acfive in"Africa for years - involved in- projects .

i permanent presence. .

e ~and officially open its newest airport..

NC-LAVAuN the well-knoWn engmeerrngand,construchon
- Jgiant based in- Mon’rreal ‘set_up_a regional  busin
- development office in Nairobi in 1997. This office covers East
~ ‘Africa from Eritrea fo Tanzania; plus the Indian Ocean islands
" including Madagascar and Maurifius. Although the compan)l N

rangrng from prpellnes to a|rporis and alumlnum" smelters
tabrll

k;,d|5played by mcxn)l countnes in the reglon requrred a more

" 'Roland Arsenault, the new. Vrce-Presrdent for Eas’r Afrlca andj]
. .new NCIII'ObI resident, is quick to point out that setting 1 upan -
- office is just the first step in what is a long: ferm commltment_ ‘
~"The ingredients for  doing business in"the ‘region are "
- present” he says, but_the contracts SNClavalin commonly
- undertake can have an extensive bidding process, complicated
frnancung arrangements, and consequently a lead fime of =
~ years, not weeks or months. In-these. circumstances, any.
- company. must be dedicated to a long—term sirategy - with -+
~sufficient 1 resources fo cover mveslments in overcoming mmal, s
- administrative - hurdles, markehng, ‘research, travel, and |-
. networking  that are necessary long before cash llow turns
positive. e
- Why Nairobi? Arsenault says it was ot a drlﬁcult chorce @
< "It is the centre of gravity of reglonal business and - !
_transportation.” Telecommunications are mostly reliable and
. the business services sector is highly developed ‘Kenya's
V'polmcal stability and economic prospects also came into play, - -
“-as SNClavalin completed a number of |mportant projects in
~ Kenya over the lasr 15 years and sees furiher opportunn‘)l on
" the horizon. - e
The: companys success complehng megapro|ects on fime i
~and on-{or under) budget belies the traditional belief 'rhat this -
level of performance is just ‘not_possible - in- Africa, ‘and -
" increases its chances of winning further tenders. For example
~ in-February 1997. SNC-avalin ‘completed  construction of a*
~ new international airport in Northwestern Kenya at Eldoret,
only 24 months after winning the US$50 m|ll|on-plus contract
- to design and build it. During the construction phase, qualrfled .
- Kenyan sub-contractors were employed with-most of the raw
_ material and heavy machinery sourced locally. Before the end(’? o
- of the year the Kenya Airports Authorn‘y Wlll complete teshng

- And what about living in.Nairobi2 Arsenault has l|ved |n;f
Afiica for most of the last 20 years and describes Nairobi as -
~ both attractive and challenging. While usual safely precautions |
* are necessary, Nairobi's securily situation is: comparable fc
other cifies in Alrlca the Unrted States, and Europe L

IN EASTERN & SOUTHERN AFRICA

of these reforms. In addition, a Foreign
Investment Protection Act is in place and
Kenya is a signatory to the World Bank’s
International Centre for the Settlement of
Investment Disputes. The Investment
Promotion Centre in Nairobi — striving to
be a “one-stop shop” for potential investors
— is there to help both local and foreign
businesses investigate opportunity, learn
about and benefit from incentives, and
facilitate project implementation. The
Export Promotion Council also deals with
international business inquiries related to
import/export, incentives, and joint
ventures.

Over the last few years the range of
incentives Kenya can offer potential
investors has increased dramatically. The
end of import licensing and foreign
exchange control were important, but now
the Export Processing Zones Authority
and Manufacturing Under Bond schemes
can include exemptions from import duty
on most machinery and raw materials, a
VAT Remission Scheme, tax holidays,
improved investment and capital
allowances, exemption from withholding -
taxes, and no restrictions on management
or technical arrangements. A number of

1international agreements ensure Kenyan

exports preferential treatment and _
market access.

Privatization and the Nairobi Stock
Exchange offer two further, related avenues
of investing. The Parastatal Reform
Committee continues its often difficult
work planning the divestiture of state-
owned enterprises, ranging from marketing
boards to tourism, industry, and once
troubled Kenya Airways (in which Dutch
airline KLM took a stake in 1996). What
can make the process easier in Kenya
versus other countries in the region is the
existence of a mature equity market,

namely the Nairobi Stock Exchange.

The Nairobi Stock Exchange

The Nairobi Stock Exchange (NSE) dates
back to 1954, and now has a2 market
capitalization that ranks third in Sub-
Saharan Africa at over $2 billion (US).







CANADIAN BUSINESS IN EASTERN & SOUTHERN AFRICA

OMPETING in the global export market, especially
N\sfor hitech manufac’rurers is ‘a daunting fask. To -
cope with global logistics, some Canadian companies
— such as telecom giants NorTel,
Networks, and Mitel — centre their African markefing
and sales operations in the UK. as part of a “Europe, -
; Middle East, and Africa” export division or subsidiary.
" This eliminates the fime difference problem and secures
easy access to direct flights to every major African city.

 cultivate a close working relationship. In Kenya for six

Mitel Telecom Limited (U.K), ‘@ wholly awned

subsidiary of Mitel Corporation of Kanata, Ontario,
is a case in point. Over $1 billion in annual sales and-« -

products in over 80 countries proves Mitel Corporohon‘: '
knows how to penetrate emerging markets. Its main

business,
Exchange (PBX) and swilching systems, led Mitel early
on to acquire its own semiconductor manufacturing
* capability. This enables Mitel fo design and produce

dedicated infegrated circuits fo its exact specifications. -

Steve Carmo, Regional Manager for Sub-Saharan
Africa, points out that “Mite! prefers to cover African
export markets via established incountry channels.
This is achieved by identifying suitable local

companies and working closely with them to tackle

important issues like sales, msto"ohon and ongomg
system maintenance.”

For hitech export manufacturers, Mite|'s
experience has shown that this incountry approach
can work better than a regional one, ensuring local
knowledge about specific markets and creating a -
genuine “feel good” factor for customers. The key is
to find an aggressive, compatible local portner ond

-~ years, Mitel switched partners two years ago when a
; preVIoUS relationship did not seem to be progressing.
‘Newbridge
lerecily regarding a requirement for a specific project

The new local “partner, in fact, approached Mitel

— a 1,200 line system far the Kenyo Port Authority ~

,‘:and this led io a fruitful alliance.

s g o

“As well as the Kenya Port Authority pr0|ed in |

Momboso ‘new contracts included a system for the
’countrys premier pubhshmg group, a 1,500 line
system’ for the Eldoret District Health Authority, and

many other corporate installations. “This is a good

~ example of why going for the biggest and wealthiest
 distributor is not. always the best policy: smaller

stateoftheart Private - Automatic  Branch *

“enterprises are hungrier, more proactive, and mﬁmiely
more flexible,” explains Carmo.
~Over the last few years, Carmo has witnessed

tremendous improvement in the flow of finance — both

_private and IFl — and ‘trade. Some obstacles for

manufacturing exporters remain, such as importation
tariffs, custom procedures, limited availability of hard
currency, lack of a lease or rent framework in the

times. However, the telecom sector, among others, is

* burgeoning in East Africa as nearly every country

strives to increase telecom access on the continent with
the lowest density of phore lines per capita. And a
good local pariner can create that necessary
pathway to successful penetration of a previously

g  overlooked morket

. positive “economic. trends in Kenyo generohng a

financial sectar, and, in some cases, established local -
- competifion that avoids dufies and shipping lead

CONTACTS IN KENYA:

Conadian High Commission The Export Promotion Council Export Processing Zanes Autharity
PO Bax 30481, Nairobi The Chief Executive Chief Executive

Tel: (254-2) 214-804 PO Box 40247, Nairobi PO Box 50563, Nairobi

Tel: (254-2) 228-534/8
Fax: (254-2) 218-013 / 228-539

Tel: (254-2) 712-800/6
Fax: (254-2) 713-704
Email: epza_hq@arcc.permanet.org

Fax: (254-2) 226-987 / 216-485

Investment Pramotion Centre
Executive Chairman

PO Bax 55704, Nairobi

Tel: (254-2) 221-401/4
Fax: {254-2) 336-663

Nairobi Stock Exchange
PO Box 43633, Nairobi
Tel: (254-2) 230-692
Fax: (254-2) 224-200

Kenyan Assaciation af Manufacturers
PO Box 30225, Nairohi

Tel: (254-2) 746-005/7

Fax: (254-2) 746028

Eost Africa Assaciation

Tel: (254-2) 21B-317

Parastatal Refarm (ummiﬂee
Tek: (254-2) 222127
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BRIEFING NOTE

REGIONAL ECONOMIC ORGANIZATIONS

EASTERN AFRICAN CO-OPERATION (EAC)

Kenya, Tanzania, and Uganda formed the East African
Community in the lote 1960s os o quasi-federal
arrangement covering cusfoms, fransparlatian, posts
and telecam, universities, and manetary policy. By the
1970s relations amang the countries became strained
and the Community was dissolved in 1977.

During the 1980s, new leadership and economic
direction brought the three former partners closer. By
the mid-1990s all three countries were implementing
similar ecanomic liberalization measures, and a new
sense of co-operatian emerged. In March 1996, the
Secretariot of the Commission for East African Co-
operation (EAC) was established of Arsha in
Tanzania.

The main focus of EAC is to promote trade and
investment through regional policy harmonization,
including the recent introduction of a comman
passpart and plans for @ Common Extemal Tarriff by
1999. The EAC Secretariat comprises only 30
professianals, not the bloxted bureaucracy of fimes
past.

THE COMMON MARKET FOR EASTERN AND
SOUTHERN AFRICA (COMESA):

The 1994 successor ta the Preferential Trade Area (PTA)
for Eastern and Southem Africa, COMESA dims to
continue the work begun by PTA towards economic co-
operation and infegration, with an ultimate goal of o
regional common market. ls Secretoriot is based in
Lusaka, Zambia.

While there have been rumblings that COMESA and
SADC are rival organizations that duplicate membership
and functions — the recent withdrawals of Mozambique
and Lesotho i favour of SADC and fuilure to attract South
Africa as @ member have not helped matters — the Apri
1997 “Second Summit of the COMESA Authority” seemed
to reconfirm commitment fo the organization by the
remaining twenty members (ranging from Eritrea to
Nomibig).

If COMESA can concentrate on the core functions of
toriff reduction, transport facilitation, and frade and
customs harmonizafion, it may move some way fowards
its broader goal of sustainable regional economic growth
and development.

SOUTHERN AFRICAN DEVELOPMENT
COMMUNITY (SADQ):

The successor fo the Southern African Development
Co-ordination Conference originally wimed ot
reducing dependence on South Africa, SADC now
comprises twelve countries including South Africa
and, most recently, Mauritius. Ifs Secretariat is based
in Gaborone, Botswana.

While the ultimate goals of SADC and COMESA are
similar — economic development through infegration —
SADC tokes a different approach. SADC tockles specific
sectors, and one country with relevant copablities
assumes leadership for each sector. For instance, South
Afiica heads up the finance and investment
coordinafing unit, while major cil producer Angola
heads up the energy portfolio, and Zambia coordinates
mining.

During SADCs annual Consultative Conference
held February 1997, the main theme of “Produdtivity
— The Key To Sustainable Development” focused
attention on two spedfic sectors: finance and
investment, and frade and industry. SADC has both
promolers and detractars, but progress in terms of
policy co-ordination has been made in o number of
sectors without the creation of o huge bureaucracy.
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‘ ommitted To Improving
Life & Supporting Those
Who Enrich It.

“Healthcare Partners

in Southern Africa”

A APOTEX INC.

CANADA'S PHARMACEUTICAL COMPANY
IN THE BUSINESS OF LIFE
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creating the conditions for economic
growth and foreign investment.
These efforts culminated with two
significant events in November 1996.
First, the IMF approved a new
enhanced structural adjustment
facility loan of US$234 million.
Second, President Mkapa personally
guaranteed the 400-plus foreign
investors and over 200 local project
promoters at the “Tanzania
International Investor and
Technology Forum” of his
government’s commitment to
economic reform. The renewed
support of IFIs provided the
confidence the international
community was looking for that the
government was moving in the right
direction.

For instance, the National
Investment Promotion and
Protection Act, in place since 1990,
had not lived up to expectations. In
response, the government introduced
the new Tanzania Investment Act in
1997 to ensure other legislation did
not override promises to investors. A
comprehensive “Investor Roadmap”
study was undertaken to delineate the
steps faced by foreign investors to
enable streamlining of the process.
The Investment Promotion Centre
(IPC), once criticized by foreign
investors (and even the President) as
inefficient, now reports directly to the
President on a quarterly basis. When
the investment incentive scheme of
the new legislation becomes law, the
revitalized IPC will be in an even
better position to promote and assist
foreign investment.

The promised new investment
scheme includes extended tax
holidays with reduced corporate tax
after the holiday, training
deductibility, the option to bring in
up to five expatriate workers, only ten
percent withholding tax on dividends
or royalties, duties and sales tax

"remission on imported capital

IN EASTERN & SOUTHERN AFRICA

%dromonds nrckel ‘or. cobolt As Tonzonlo |s not yet an oil producer the
o rmport strain on the ‘economy is immense: upto 20% of the annual import -
* bill is for fuel. Since the 1950s mtemohonol oil companies have undertaken
onshoré and offshore exploration activities, and- although the geologic
1 polential is ocknowledged no economncolly viable wells have been drilled.
. However, significant natural gas fields have been discovered, including
- Songo Songo. And over forty years of exploration activity have produced a
. substantial seismic and related information database that is held by the
Tanzanian Pefroleum Development Corporation (TPDC), with some of the
5 doto compiled under a longterm CIDA project covering East Africa. !.
. While nearly every sector in the liberalizing Tanzania economy is open -
: ,to forergn investment, the petroleum sector is one that simply cannot be
: developed without forergn involvement. Under an act dafing from 1980, the
~TPDC can enter info_a Production Sharlng Agreement [PSA) with an ail
- company fo grant exclusive nghts to explore for and produce petroleum, the
"f precise terms of which are open fo negotiation under a framework that offers
some ﬂexnbrhty Anlrim Resources (Tanzania) Ltd. 5|gned its PSA in Jonuary
]997 providing for - an’ inifial- explorotlon period of 4 years and
~encompassing a' 14,000 sq. km area onshore and offshore Pemba and

Zanzibar Islands that existing « doto show fo include several large prospecis.

. followed and

“Itis obvrous the TPDC s hlghly motlvoted o encourage explorotlon for

?_Q'I','HE PACE OF CHANGE in Tonzomo s economic ond regulotory environment |
-~ Lover the lost few years has atiracted ‘mony new entrants to the minerals |
’_fond energy sector. Antrim International, o pnvotely owned Calgary-
- based petroleum explorohon and development company, is one of many
- Canadian companies now acfive in Tanzania. The company principals with
_l“expenence in-Africa were always aware “of Tanzania's potential, but the
. recent s shllts in economlc pollcy ond polmcol dlrectlon convmced them that
-~ the tlme wos npe el

Antrim initially signed o Letter of Agreement within 10 days of lounchrng
. negotiations with the TPDC in Apnl 1996. Negotiations for the PSA—d'very
- defailed agreement requiring endorsement at cabinet level —
- were successfully completed within a reasonable penod Anirim's president,
~ Stephen Greer, reports that during and after the negoliations both TPDC and
~ Ministry of Energy and Mmerols staff were eoger to prowde ossrstonce and
. were readily accessible.

onl and gas in Tanzania and we believe the country will eventually become .
- a slgmhcont oil producer ‘We hope Antrim can play a role in achieving that-
' important goal,” says Greer. He adds that on the Canadian side, support

- from the Canadian High Commission in Dar es Salaam and Ottawa-based
, rade Commrssroners has’ ond confinues to be mvoluoble

Antnm is currently evoluohng the seismic, well ond reserv0|r data overr ;

: ’4the subsurfoce structures. In addition, 400 km of addmonol seismic data will
~be ocquued begmmng the fall of 1997 to. enoble final evaluation of the
- initial- prospects, Only then can. Antnm begin | explorohon drilling. The
process is long, thorough, and expensive, but the ulhmote reward for both
_fthe compony ond Tonzcnla could be lmmense :
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equipment, priority allocation of land (i.e. within 30 days
of application), and additional EPZ incentives. The
extent of incentives differs from industry to industry
depending on government priorities, but there are very
few sectors not covered.

Also attracting investment is the privatization of
Tanzania’s massive public sector, totalling 380 parastatals.
By the middle of 1997 over half the divestments were
accomplished, with positive results. For instance, a large
chunk of profitable Tanzania Breweries was sold to giant
South African Breweries. Revenue from the brewery to
the government is now three times what it was before
privatization. Other industries and public utilities, many
less than profitable, are also up for commercialization. In
addition, the BOOT option is on the table to facilitate
new expansion: the potentially huge Songo Songo Island
natural gas to electricity conversion project is a case in
point. Two Calgary-based giants, Ocelot Energy and
TransCanada Pipelines, formed Songas (together with
Tanzanian government agencies) to implement this
US$300 million dollar venture and will retain operating
control for the first 20 years.

Challenges & Opporiunities
Tanzanian politicians and officials admit there is a lot of
work to be done to make their country a competitive site
for foreign investment. Basic infrastructure needs
upgrading, transportation and telecommunication links,
while improving, need to be made more efficient and
reliable, the tax regime needs streamlining, and lack of
domestic capital restricts local participation in larger
joint venture projects. Although government offices have
not jumped into any fast lane of model efficiency,
tangible improvements in service from those offices most
relevant to foreign investors, like the IPC and the
Ministry for Energy and Minerals, have indeed occurred.
In the meantime, the boom in the mining and
tourism sectors has pushed along some infrastructure
development, as roads are constructed to outlying areas,
first rate hotels and lodges are built, and telecom links
are established between mining and tourism areas, Dar,
and the outside world. (For instance, two highly
sophisticated digital cell phone systems are in operation,
and despite keen competition and expansion, they
cannot keep up to current demand.) It is hoped that the
increase in mining-related and tourism traffic will raise
the country’s international profile to the point where
investment’s impact is felt across the entire economy.
In 1996, Tanzania was already the fourth most actively
explored country in Africa, with over fifty international
mining companies in operation including a number of
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Canadian companies. For instance, Sutton Resources is
actively working to bring its estimated 5 million oz. gold
resource at Bulyanhulu into production while continuing
exploration efforts elsewhere. Pangea and Tan Range are
at advanced stages of exploration, often working
cooperatively with local artisanal miners. And in the
energy field, Antrim International and a new venture
called Can-Op — which includes former Prime Minister
and External Affairs Minister Joe Clark — are actively
exploring for oil and gas. Within a decade, Tanzania may
have up to four large gold mines in operation and begin
producing oil for the first time. New production of
gemstones, nickel, copper, cobalt and industrial minerals
like graphite will likely occur as well. These
developments are testament to the attention paid to make
the environment for mining as attractive as possible.

Two lingering challenges remain, one natural and the
other historical. First, as Prime Minister Sumaye points
out, “Unpredictable and inadequate rainfall, which
affects agriculture,” cannot be easily overcome. In early
1997, for instance, drought and then a surfeit of heavy
rain hit parts of the country. Agriculture, still the
livelihood of most Tanzanians, is rain-fed, so
unpredictable rainfall is a major impediment to what is
otherwise a fertile country. As well, Dar’s water
distribution system is in need of repair: it’s estimated that
the main pipeline suffers 30-40% leakage before it
reaches the city, with further loss throughout the local
system. Agri-food production and processing, along with
rural irrigation and urban water infrastructure, are
opportunities open to Canadian companies.

The second (historically rooted but more malleable)
problem is what some have called the “Arusha
Syndrome.” Years of public sector and top-down direction
have curtailed private initiative and skewed the work-
reward equation, especially in the civil service. However,
entrepreneurialism is a growth industry, noticeable in
both formal and informal settings, and the “Arusha
Syndrome” is withering away. This means that Canadian

_companies can increasingly find opportunities, partners,

and the workforce they need for ventures in fields as
diverse as manufacturing, tourism, fisheries, energy,
mining, transportation, telecom, training, and services.

CONTACTS IN TANZANIA:

Canadian High Commission

PO Box 1022, Dar es Saloam

Tel: (255-51) 112832-5 / 112837 / 112863 / 112865-6
Fax: (255-51) 116896 / 116897
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revenue — which nearly doubled
from 1995 to 1996 and now
accounts for more than half of all
non-metal export earnings — the
government has sold or leased to
private investors several hotels and
tourist facilities. In fact, the
eventual goal is to privatize or lease
out all government tourist facilities
as part of a sustainable
development process to
commercialize the industry.

But there is more to enhancing
the tourism sector than just
privatizing its main assets. Major
road improvements, attention to
training, an increasingly active
tourism board abroad, and new
incentives to promote private sector
investment are a fundamental part
of Zambia’s five-year national
tourism strategy.

A number of incentives are

available to investors, including

accelerated capital allowances, 0%
duty on productive machinery for
agriculture and mining, 5% duty
on other productive machinery and
raw materials, 15% tax on farming
and income from non-mineral
exports (rather than 35%), and a
rural enterprise tax deduction of
one-seventh off the normal rate.

Revitalizing Mining
Zambia’s vast mineral potential
extends beyond copper, though its
copper and related cobalt resources
receive most of the attention.
Gemstones, for instance, are under-
exploited. As the process of
privatizing ZCCM goes on,
international mining companies are
detecting opportunity and a number
of these companies are Canadian.
The impetus for this
contemporary interest in Zambian
mining is a result of a number of
factors, including the new Mines
and Minerals Act (1995),

comi gthe ‘mefal of -

- Scofland, South Afnco ‘and: Canada: However, Coledomo consnders
”}:;f"Zomblo an |mportont area of its ‘world-wide explorohon program, with
 cobalt, copper, and diamond deposnts the focus of its efforts. -
, ;’Coledomo ongmolly became mterested in Zambia about 2 years ago,
ncouroged by senlof ‘company - officials who . had - some - previous

i"y;opproxumotely 57500 sq ‘km Zambia's | mining- ministry receives good
f;professnonultsm ond its eagerness fo affract lnterncmonol investment..
Although _ the _ infrastructure in the main mining areas is qune

f’:‘developed dunng 1996 the company built a 40 km gravel road fo
~ “access the Nama area (employmg over 300 local people) and it regularly

:;,;;up security in the Copperbelt Province which shares ¢ a border with Zaire.
Byeary]l 1997 Caledonia's explorohon operations over its vast license
~17*oreos led to a number of promising discoveries. A vast cobalt deposit in

- resource wnh a grade esfimate of 0.029% cobalt ‘equivalent — is of low

- signed a_letter of infent with- Cyprus Amax Zambia Corporation, @

acquiring @ conditional 80% stake in the Kansanshi copper mine in ‘the

: conﬁdence dongthe way.:

ik;'mo[or component of lts ploduchon ond proﬁt bose SR

- oxide form at the 180 sq: km Noma license area - a nearly 1 billion tonne

1own -for 51Copperbe|t but cobolt is
‘:‘;;1990 “and Caledonia  Mining
Corporahon wants fo become a major producer of both. The Ockville,
- Ontario, company operates. gold mines in Spain and South Africa, with -
51"development and’ explorot'bn underway for. gold ‘and  diamonds in"

. experience in the r reglon They knew about the huge potenhol offered by
- Zambia's ‘mineral resources, and the |  passing of anew mining actin 1995
persuoded Cadledonia fo senously investigate that potenhcl within a year
' a total of five licenses for mineral explorohon were’ gronted covenng'

* reviews. from Coledomotond other Conodton mining companies for its’

- employs about 150 Zambians and 5 foreign staff.- To show its support for -
. the locdl pollce Caledonia donated communications equipment o beef

-~ grade but near the surfoce Metollurglcol test work ond preleostblllly studies - :
~for produchon are. underway - Another ltcense areq, -Kodola, - looks - -
. promising in ferms: of ‘copper ‘and cobalt, and in May 1997 Caledonia

-~ subsidiary of Denver-bosed mining giant Cyprus / Amax Minerdls, to flnonce' .
- further exploration in that license. (Cyprus is also the first foreign company
to have its bid accepted as part of the. ICCM. pnvohzqhon program, .

Copperbeli) Also in the Kodolo reglon is the Eureko coppergold prospect. |
. Joint: venfures are common in the mining “business and Caledonia
- remains open to future portnershlps to’ explore and develop its other
; Zambian properhes ‘While African mining activities and’ potenhol are -
- gradually becoming as cccepted in North American investment circles as-

. European circles, raising money. for: any overseas mining: venture will -
likely be more difficult in Canada after the BreX fiasco. Joint ventures with
expenenced compomes can be an. |mportonf way: io ensure explorohon-"ﬁ
- and development ‘work: can : conhnue : ond thts con élncreose mvestor;g:

-Down the road, Coledonia s ophmlshc thot Zomblo ‘vwll become a }

S
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SIGMA (formerly Canac Telecom) a leadmg edge :
telecommunications - software ‘company based in
- negotiations: ‘schedules’ were fine tuned, legal -
telecom  provider, Zamtel, in 1996 and is currently - 7
- both company’s lawyers, and financing details agreed
- without financing from development agencies or IFls. -
~ with Zamtel and by the end of 1996 Sigma confrocfed ]
'wnh Canac to |mp|ement the Zamtel project. = ¢

Toronto, signed ‘a contract with- Zambia’s  national
implementing it. The contract is purely commercial,

Sigma's contract” with  Zamtel is evidence of the

opportunities  beckoning in " the reglon for hl—tech.,_ﬂ

Canadian firms willing to consider new markets.

‘business. Through this calculated acquisition, Sigma
inherited international - commitments in . Africa and
Europe, including the delivery of the Zamtel contract.

How any. Canadian company ended.up in the
bidding process for the Zamtel work is another story
entirely. Through TEMIC - the Telecommunications

Bt s, st o it v . -t o S

“Canada’s telecom industry runs periodic professional

seminars specifically address the needs of senior
telecom managers, engineers, and officials from the
developing world. It was at such a seminar in 1994
that a Canac Telecom presentation made a Favoroble
first impression on Zambian telecom staff..

Shortly thereafter, with Zamtel needing to -

modernize its telephone billing capability, Canac was
invited to respond to a Request for Quotations in early
1995. After extensive evaluations of the technical and

financial submissions of a number of companies,

Canac was awarded the project and negofiafions
began to finalize the contract to install the TELCASE

Sigma  predominantly serviced North American
telecom and banking chents before - it purchased -
i Canac Telecom from Canac Infernational in 1996.
- Canac Internahonal sold its telecom division as it
refocused efforts on its core transportation consulting -

Executive Management Institution of Canada -

‘Service ‘Ofdér and Bllliﬁg’ SYstem As wnh >on);¥lo4rgé, 1

project there -were obstacles ‘fo overcome in the
agreements needed fo be reviewed and reworked by
and finalized. By February 1996 ink was put to paper ‘

With- complehon scheduled " for. mld-1997 ‘ .h
TELCASE Service Order and Billing System now bemg:?:‘-‘

- installed will compllment the existing Zamtel computer -
“network used fo collect telephone toll - traffic and

modernize the processing through to customer. billing

~and collection. The Zamtel staff are very capable and

_have a good understanding of computer. systems as -

“evidenced by their " successful program - -of - selfw
maintenance on their existing hardware.”: - -

Technology transfer is always a significant issue ;i
when installing a computer system. To help with this -

-~ transfer, Sigma is conducting training for Zamtel staff

in trainthetrainer format. The training program will

+ cover -all-- segments including operating ' system,
seminars related to various aspects of the felecom
business. Funded by corporate ‘members and the -

: Canadian government, TEMIC has opened doors for

. Canadian telecom companies across the globe. The

database management system, application sofiware, -

~hardware operations and end user fraining. In this

way the fully trained trainers will be able to initially -
train the Zamtel end users, and also be available to -
conduct their own courses for any new staff or |
provide - their . own retrainingk coursesfwhere'
necessary. :
For the Sigma siaff worklng in Zambia is a

challenge due to the change in climate, food, culture

and work environment. ‘However, they have been

~welcomed by the management and employees of

Zamtel who have - provided assistance to- Slgmo ‘
whenever possible. v

With a foot firmly- planted in fhe region, S|gm0 is
eyeing potenfial in Tanzania, Uganda, and Malown ~

_as well as elsewhere in Afnca

privatization, and other market liberalization efforts.
Canadian companies like Noranda, Caledonia,
Falconbridge, Teck, Indochina Goldfields, First Quantum,
and Colossal Resources have either been involved in
bidding on ZCCM assets or have other mining projects
underway. A host of related suppliers and consultants —
including Champion Road Machinery, McElhanney
Consulting Services, Agra Earth and Environmental, and
Albarrie Environmental Services — are also benefiting from

20

the re-emerging mining sector.

One particularly interesting story is that of
Vancouver-based Colossal Resources. In 1995 Colossal
acquired a majority interest in not a mine or property,
but 8.5 million tonnes of the Nkana Slag Dump. By
purchasing 60% of Qasim Mining Enterprises, a private
Zambian company that initially made the deal with
ZCCM for access to the stockpile, Colossal secured what
is probably the largest proven cobalt deposit in the







HELPFUL CONTACTS
IN CANADA:

Canadian Government Website:
http://canadu.ge.ca

Industry Canada Business Website:
hitp://strategis.ic.gc.ca

Agriculture and Agri-Food Canada,
International Markets Bureau

Tel: (613) 759-7632

Fox: (613) 759-7506
http://aceis.ogr.ca

Alliance of Manufacturers and
Exporters Canada
http://www.the-ollionce.org

Export Development Corporation
Tel: 1-800-532-2220
htp://www.edc.ca

Canadian Commercial Corporation
Tel: (613) 996-0034
hitp://www.cccca

OTHER CANADIAN DIPLOMATIC
AND TRADE MISSIONS:

African Development Bank Licison
Canadian Embassy

B.P. 4104, Abidjan 01, Cate d'Ivoire
Tel: (225) 21-20-09

Fax: (225) 22-05-30

Angola

Mr. Allan Cain

(onsulate of Canada

113 Rei Katyavala Street,

Luanda, Angala

Tel: (244-2) 34-83-71

Fox: (244-2) 39-3445

Email: dwang@angonet.gn.apc.org
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BRIEFING NOTE

REFERENCE CENTRE

Botswana

Ms. Debra Leonard

Consulate of Canada

PO Box 1009, Gaborone, Botswana
Tel: (267) 30-44-11

Fox: (267) 30-44-11

REI.EVANT
}ONIJNE INFORMATION

hﬂP//mbendl w0z fA :

" htp://www.sdcexpo. om
- http://www.worldbank.org
hnp//wwwufnmonl'necum R
_;hﬁp//wwwzumnelzm e :
 hitp://wwwzimwebcom .
] hﬁp//wwwmfncu om

5 hnp//www repubhcofnumlbm com

i You con occess ull Ihese Imks (und mure)
~ direcly from the AfriCan Access website:
hﬂp //www ufncunuccess m -

Ethiopia

Conadion Embassy

0ld Airpart Aren,

Higher 23, Kebele 12, House No. 122,
Addis Ababa, Ethiopia

Mail: PO Box 1130,

Addis Ababa, Ethiopia

Tel: (2511) 71 30 22

Fax: (2511) 71 30 33

Lesotho

Mr. Zalisiwonga Mini Bom

Consulate of Canoda

Maseru Book Centre Kingsway, Ist Floor
Maseru, Lesotho

Mail: PO Box 1165

Maseru, Lesatho

Tel: (011-266) 325632

Fox: (011-266) 316462

Madagascar

Mr. Serge Pierre Lachapelle
Consulate of Canoda

¢/o0 QIT-Madogascar Minerals Lid.
Villa Paule Androhibe, Lot II-M62C
Antananariva 101, Madagascar
Moil: PO Box 4003

Antonanarivo 101, Madagascar
Tel: (261-2) 425-59 / 423-22
Fax: (261-2) 425-06

Email: qmminr@bow.dts.mg

Mauritius

Mr. Philippe Marc Birger

Consulate of Canada

¢/o Blanche Birger Co. Lid.

PO Box 209, Port Louis, Mauritius ,
Tel: (230) 208-0821 Fax: (230) 208-3391

South Africa

Canodion Trade Office

Crodock Place, 1st Floor, 10 Amnold Street,
Rosebank 2196, Johanneshurg, South Africa
Mail: PO Box 1394, Parklands 2121,
Johannesburg, South Africa

Tel: (27-11) 442-3130

Fax: (27-11) 442-3325

Email: jburg@pret01. x400.gc.ca

Website: http://www.conado.co.za

Uganda

Mr. Donald Campbell

Consulate of Canoda

4 Ternan Avenue (off Sezibwa Road)
Nakosero, Kampala, Uganda

Mail: PO Box 20115, Kampala, Uganda
Tel: (256-0) 41 258-141

Fax: (256-0) 41 234-518

Email: cancons@starcom.co.ug

Zimbabwe

(onodion High Commission

45 Baines Avenue, Horare, Zimbabwe
Mail: PO Box 1430, Harare, Zimbabwe
Tel: (2634) 733-881 Fax: (2634) 732917
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MALAWI ,

In a continent of tremendous beauty and infinite
tourist attractions, Malawi possesses its own
spectacular allure. South African newlyweds, among
others, flock to the shores of Lake Malawi to
honeymoon, attracted by the landlocked country’s 500
km of lake front, friendly population, immense range of
wildlife, and reasonable prices.
Politically stable and

agriculture and packaging, Up to 80 additional
companies are scheduled for divestment through 1998.
The 1997/98 budgert included incentives for new
investments and export-based industry. The
government reduced to 0% corporate tax on firms
manufacturing in Export Processing Zones (EPZs). In
other areas, new investments
between US$5-10 million will be

democratic, Malawi remains one
of the most agriculturally-
dependent economies in Sub-
Saharan Africa, with tobacco, tea,
and sugar accounting for well
over 80% of export earnings.

AS THE ROAD NETWORK
IS ENHANCED, MALAWT’S

CENTRAL LOCATION WILL ALLOW

given the option of either paying a
permanently reduced 15%
corporate tax or taking a five year
tax holiday, while new investments
in excess of US$10 million will
have a similar option, but a tax

HOWCVCI, the new government FASY ACCESS TO MARKETS hollday of 10 yearts. EPZs and other
has attempted to reverse this incentives are designed to boost
overdependence on agriculture by IN ZAMBIA, TANZANIA, AND local production, decrease

improving the climate for
business, revitalizing and
diversifying its economy, and

ZIMBABWE, WITH PORT

unemployment, and reduce the
import strain on limited foreign
exchange reserves.

attracting foreign investment. To FACILITIES VIA BEIRA IN
date, Canadian trade and M Challenges & Opportunities
investment in Malawi has been OZAMBIQUE Malawi is a small country that

limited, but Canadian companies
in particular are invited to
explore Malawi's emerging opportunities.

Investment Promotion, Privafization, & Incentives

Malawi has pursued a series of World Bank/IMF
reform programmes since the early 1980s, with a new
Economic and Structural Reform Programme in effect
from 1995 through 1998. Over the last two years
alone, the government of President Muluzi abolished
controls on prices, imports, and foreign exchange, and
it continues working towards tighter fiscal discipline.
Consequently, economic growth in 1996 surpassed
10%.

The Malawi Investment Promotion Agency (MIPA),
with World Bank support, compiled an extensive
blueprint and reference guide in 1994 outlining all the
steps and approvals necessary during the investment
process. “Roadmap: a guide to the investment process
in Malawi” is available from the High Commission in
Ottawa or MIPA directly.

A Privatization Commission continues the process
of divesting state-owned enterprises in sectors ranging
from tourism, aviation, and financial services to
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suffers some typical developing
country problems such as
dependence on a limited number of export crops, and
telecommunication and road networks that are in need
of attention.

However, within these drawbacks — addressed in a
1997 World Bank report on “accelerating growth in
Malawi” — are found opportunities. International
Financial Institutions (IFIs) and development agencies
continue to fund projects as Malawi successfully
liberalizes its economy. For instance, the road
infrastructure is currently being improved with
European Union and World Bank assistance for
maintenance, rehabilitation, and expenditure
management. As the road network is enhanced,
Malawi’s central location will allow easy access to
markets in Zambia, Tanzania, and Zimbabwe, with
port facilities via Beira in Mozambique. Water and
power infrastructure, also in need of upgrading, is
another key area of IFI activity.

The telecommunications sector is ready for
revamping due to increasing demand: a new cellular
system is taking some of the load off the constrained
land-line system and better internet connectivity is in






















CANADIAN BUSINESS IN EASTERN & SOUTHERN AFRICA

;f;f.u that gap.

4 Ronger Oll hos been octlve in Nomlbro since’ 1992 when it. f*rst -
'f}ocqurred an offshore lrcense area. Back in the 1970s the offshore
- Kudu natural gas. field was discovered, ond subsequent drllllng bya -
- number of componres over the last twenty years supports estimates of
-2 to 4 'trillion cu: . of reserves..The Kudu find, plus the extensive’
- offshore oil fields in productlon from Angola to Gabon, indicates that
“.* Namibia's four lorge ocean bosms could be hldmg substontrol orlﬂ

’[fond gas deposrts o D e N 2

- Withouta home-grown ol ond gos sector to expl0|t thls potent|ol i
: /Nomlbro needs fo affract forergn investment for explorotlon activities.
- During the first fouryear phase of off-shore licensing in T992 Ranger -

" was among' companies ' like  Shell, Chevron, ‘and Norsk Hydro:

-~ competing for. prized though. speculative license areas. As part of its

- global  longterm strotegy, Ranger seeks out areas for potential
~ “infernational exponsron to complement its  existing North American

- and North Sea production and reserves. Namibia, Angola, Algeria, |
~and Cote d'Ivoire are, all current Ronger prospects with tremendous =

’ potentlol

“How did Nomrbro end up on: the rodor screens of Ronger and

‘other multinationals? - After -independence in- 1990, Namibia's

~ political stability, prudent economic policies, solid infrastructure, and -
vast oil and mineral potential combined to evoke the interest of many

- foreign companies.. The closeness to Angolo a longtime major oil -

- producer, did not hurt..As: well, the regulatory environment was -

- completely revamped and rmproved in 1991 with the passing of the - ;
~Petroleum - (Explorotlon ond Productron) Act ond the Petroleum ,

| (Toxotron) Act

‘Ranger’s: first l|cense areq, oFter some prellmrnory work ond one
Vﬁjtest well, did not prove promising enough to continue explorot|on'

_efforts. But that did not prevent Ranger from acquiring three new -
- blocks in the subsequent licensing round in September 1996. During
- the early part of 1997 work in these new areas included extensive -
 seismic surveys. Once this phase is completed a decrslon on where‘ :

f,z;to drill the next test well can be made:

Operotlng inNamibia presents some chollenges such as the'
greot distances involved and lack of a domestic oil and gas sector, -
 but overall the Ranger office in Windhoek views Namibia as nota |
”{portlculorly difficult country to work " in:’ Telecommunlcotlon ‘and.
- transportation links domestlcolly and to’the outside world are. verykf
reliable - Walvis Bay is an expanding.and efficient port facility that
can support offshore acfivities - the business longuoge is English, the - |
. government is stable, the court system works, and, lastly and perhaps - -
- most importantly, the Minisiry of Mines and Energy gels high’ morks'

§ "for its opproochoblllty ond support for |nternot|onol |nvestment

AMlBlA'S extensrve mrnerol resources are wrdely known but oil __
ond gos productlon has not yet been port of the mix. Colgory-~ &

CONTACTS IN NAMIBIA:

Note: The Canadian Trade Office in
Johannesburg (see page 22) officially handles
Canada’s business interests in Namibia. An
Honorary Consul will eventually be appointed
in Windhoek. The coordinates for the Namibia
office of CABSA can be found on the inside
back cover.

Nomibia Investment Centre
Ministry of Trade & Industry
Private Bog 13340
Windhoek

* Tel: (264-61) 229933

Fax: (264-61) 220278

Offshore Development Company
Private Bag 13397

Windhoek

Tel: (264-61) 239032

Fax: (264-61) 231001

Nomibia Stock Exchange
PO Box 2401

Windhoek

Tel: (261-64) 227647
Fax: (261-64) 248531
http://www.nse.com.na

-~

Namibia National Chamber of
Commerce and Industry

P0 Box 9355

Windhoek

Tel: (264-61) 228809

Fax: (264-61) 228009

The Chamber of Mines of Namibia
PO Box 2895

Windhoek

Tel: (264-61) 237925

Fox: (264-61) 222638
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DFAIT

The Department of Foreign Affairs and International Trade
(DEAIT) — through its Eastern and Southern Africa Division,
overseas missions, and information services — can help your

business access opportunity in Africa.

s the lead federal department responsible for

Canada’s international business development,
DFAIT operates and maintains the Trade Commissioner
Service. Trade Commissioners and locally-engaged
Commercial Officers assist Canadian firms in Africa by
providing market information and intelligence,
facilitating access to contacts and business opportunities,
and generally promoting Canadian business interests.

Trade Commissioners and You

If you are new to exporting, or want to find out about
trade services offered by DFAIT, the first step is to
contact the Trade Commissioner in the International
Trade Centre (ITC) nearest you. There are centres in
each of the 10 provinces. For more specific information
on a country in the region, contact one of the Trade
Commissioners in the Eastern and Southern Africa
Division of DFAIT in Ottawa. The Division produces
“Market Opportunity Guides” on key sectors, is aware of
and involved in relevant missions and trade shows, and
can direct you to other contacts and information sources
as required. Remember that the Trade Commissioner is
your ally, confidant, and advisor. All company or market
information shared with him or her is commercially
confidential.

Once you have identified markets of interest, you
may then wish to contact the Trade Commissioners or
Commercial Officers based abroad. Services can be
provided to clients in support of export promotion,
tourism, foreign direct investment, and technology
transfer in the following categories: market information
and intelligence; advice and counsel on foreign markets;
partnering and matchmaking; advocacy with foreign
governments and business on the clients’ behalf;
and, selecting and organizing trade, investment,
and tourism events.

Information Services

DFAIT provides a whale range of information support
services through its InfoCentre (see box). As well, its
WIN Exports computer database of Canadian exporters
and their capabilities is used daily by Trade
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~ e

Commissioners to acquire information about Canadian
exporters in order to respond quickly to inquiries from

~ prospective foreign buyers. To register in WIN Exports,

contact your nearest ITC or call the Department’s
InfoCentre at 1-800-267-8376, or (613) 944-4000.
DFAIT’s bimonthly newsletter, CanadExport, is
available in both print and electronic formats.
Electronically, CanadExport can be accessed as an on-
line, daily updated publication or an Email edition to
electronic subscribers. CanadExport is distributed to
some 40,000 Canadian subscribers, particularly SMEs,
informing them of new trade and investment
opportunities, programs and services for Canadian
exporters, upcoming trade fairs and missions, trade-
related publications, and export successes and winning
strategies. During 1996, supplements in CanadExport
focused on SADC, South Africa, and Zimbabwe.
DFAIT wants you to take advantage of emerging
business opportunities in Eastern and Southern Africa,
and its Trade Commissioners and Commercial Officers
(both at home and abroad) are ready to work with you.

- Eastern and Soulhem Afmu Division (GAA) - DI-'AIT
.125 Sussex Drive, Ottawa, Ontario - K1A 062 -
“Tels (613) 944—6589 Fax: (613) 944- 7437

DFAIT INFOCENTRE

lnfo(entreas an mformohon reference und tonsultuhon R
- service for Canodian exporters, companies inferestedin - -~ -

international markets, and anyone interested in Canadign -~ -

forelgn pohcy Emml sxdi. exloﬂ@extoﬂ09.x400 gea

- 1. Call Centre Hol—lme/Wulk-m Cenlre. TR

- (oll 1-800-267-8376 {613-944-4000 in the Oﬂuwn/Hull 4 el

~region), or fux (613) 996-9709. Prowdes mformuhon on
, 'trude und forelgn pohty

2 Fuxl.mk Domestic: (613) 9444500
 FaxLink International: (613) 944-6500 _ o
(ients most call from a fax machine and interact Mth Ihe, i
syslem usmg the touch tone key pud on thelr fux y

3, Website: hhp//wwwdfml -maeci. gc cn
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IDRC

A Canadian link to business in Fastern and Southern Africa.

’:["he International Development Research Centre (IDRC)
was created by the Parliament of Canada to help
developing countries find solutions to their social, economic,
and environmental problems through research and
information programs. Since its creation in 1970, IDRC has
managed more than $1.5 billion in support of some 5,000
projects in over 100 countries. The Centre’s funding comes

from an annual Parliamentary grant, co-funding of projects -

with other international development donors, and managing
research projects or providing services for other organizations.
IDRC is also promoting the commercialisation of technologies
in order to bring the results of IDRC-supported technical
research to the market.

IDRC is pursuing new partnerships with the private
sector. For Canadian businesses interested in opportunities
in Eastern and Southern Africa, IDRC’s network of
contacts and its experience in working in the region can
help pave the way.

Key Sedtors of Activity

IDRC offers a comprehensive menu of scientific, managerial,
and information services in six core areas: Environmental
Management and Water, Protection of Biodiversity, Food
Systems, Economic Management, Small Enterprise
Development, and Information and Communication
Technologies.

To all the projects it undertakes, IDRC applies the expertise of
its full-time staff — a multilingual team of more than 60 respected
scientists and managers with broad experience in applied physical,
social, life, and information sciences. Where necessary, additional
qualified personnel are recruited from among the Centre's
network of partner organizations. IDRC's “field presence” in
regional offices in Nairobi and Johannesburg ensures strong local
support for its projects.

Research networks and personal contacts have always been
key components of IDRC's work overseas. Over the years,
IDRC has set up dozens of research networks and centres in the
social and natural sciences — the International Centre for Agro-
Forestry Research in Nairobi, Kenya, for example. The Centre
also administers a number of Secretariats with headquarters in
Africa. Through its research support program, IDRC has
established strong working relationships with many of the
region’s researchers, policy experts, and private industries.

IDRC offers a range of services including:

* planning/management of large international research projects
* project set-up, direction, monitoring and evaluation

* coordination of human resources

* technical assistance in areas of sectoral competence

* tracking issues in developing countries and emerging
economies

* identification/referral of local experts/decision-makers
* development, coordination, and management of
international information networks

Examples of IDRC's Partnership Approach

ACACIA, a five to twenty-five year effort to empower sub-
Saharan communities with the ability to appropriate and adopt
information and communication technologies (ICTs) to meet
their own social and economic development, is an example of
IDRCs approach. Acacia will finance activities in partnership
with African communities, international donors and foundations
and the Canadian and international private sector. Many
organizations already support projects related to ICT policies,
infrastructure, technology innovations, and applications in Africa.
What makes Acacia different is its integrated approach to these
four areas, its community focus, and a key learning component.
The Canadian private sector will play a significant role in Acacia.
With acknowledged leadership in sectors such as information
technology, telecommunications, resource management, finance,
education and health care, Canadian companies recognize the
long-term business benefits of developing entrepreneurial
partnerships in Africa.

FOODLINKS is a market-oriented initiative within IDRC
aimed at helping complete the food chain from producer to
consumer in developing countries and in Canada. Canadian
firms can gain access to new sources of supply offering unique
and exciting food products. As well, Foodlinks can assist
Canadian food processing and technology firms access rapidly
growing markets in Africa and elsewhere.

Aloin Berronger - Director, Business Development Office - IDRC
- 250 Albert Street - PO Box 8500 Ottawa, Ontario K16 - 3H9
- Phone: (613) 236-6163  Fox: {613) 238-7230
. Email: bdo@ldrc.m Website: http://www.idrc.ca/business -

“1DRC Reglonul Oﬁlce for Eastern and Southern Arica (EARD)
PO Box 62084, Nairobi, Kenya
Phone: (254-2) 713160/1, 7]3273/4 Fux (254-2) 7”063
 Email: chunjo@idre.ca

IDRC Regional Ofﬁ;e for Souihern Africa (ROSA)
PO Box 477 WITS 2050 Johannesburg, South Africa
Phone: {27-11) 403-3952 Fax: (27-11)403-1417

Email: mpilluy@idrc.cu  Aeada Contoct: kwild@idreca
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CIDA INC

The Canadian International Development Agency (CIDA), through its Industrial Cbapemtion Program (INC), provides a
bridge between developmental needs and commercial opportunity

as your company discovered an opportunity in a

developing country and found a suitable local
partner or client? Does the project improve the host
country’s ability to provide basic human needs or

infrastructure services, protect
the environment or support
private sector development? If
you answered yes to these
questions, CIDA INC may be
for you.

CIDA INC encourages long-
term, mutually beneficial
business relations between the
Canadian private sector and
developing country partners by

«

Six priorities of Canada’s official

developmental assistance program:

(1) Basic human needs

(2) Integration of women in
development

(3) Infrastructure services

(4) Human rights, democracy and
good governance

benefits of its project.

The following countries of Eastern and Southern
Africa are eligible for INC projects: Angola, Botswana,
Comoros, Kenya, Lesotho, Madagascar, Malawi,

Mauritius, Mozambique, Namibia,
Seychelles, South Africa, Swaziland,
Tanzania, Uganda, Zambia,
Zimbabwe. Companies as diverse as
Design Management Group and
Abegweit Seafoods (East Coast), SR
Telecom (Quebec), Garland
Commercial Ranges (Ontario),
TransCanada Pipelines and Ocelot
(Alberta), and ND Lea International
(B.C.) have received INC support for

sharing the costs unique to doing
business in a developing country.
Upfront investments in training

(6) Environment

(5) Private sector development

projects in this region.

Funding Mechanisms

and measures that ensure a

positive impact on the environment and social/gender
conditions are key elements of successful, sustainable
ventures in these countries. The cost-sharing idea is
fundamental to the process, as the companies involved
retain ownership of their projects and, if profitable in the
early stages, some or all of the INC contribution may be

repayable.

Proposals, Companies, Countries

INC support is appropriate for projects that are
sustainable, fulfill at least one of CIDA’s developmental
priorities (see sidebar), and meet a number of specific
criteria, including;

* The applicant may be a single firm or the lead firm in
a group and must be subject to corporate income tax,
have been in business in Canada for at least three years,
and have had annual sales of more than $1 million for at
least two consecutive years;

* The applicant must hold the proprietary rights to the
technology in question or have acquired the right to
transfer it to a developing county;

* The applicant must have a track record in the services
offered or in the manufacturing of the products for
which the assistance is requested;

» The applicant must be prepared to assume part of the
costs associated with enhancing the developmental
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There are two distinct INC funding
mechanisms: investment and professional services.
Investment is aimed at facilitating joint ventures in the
manufacturing and services sectors, and proposals can be
submitted at the viability study and project
implementation stages. The professional services section is
designed to assist consulting and engineering firms in the
preliminary and implementation stages of capital projects.

CIDA INC is well acquainted with supporting African
endeavours. A good portion of the 10,000 proposals (58%
approved) received by INC since the program began in
1978 have involved Africa. In general, complete
applications are evaluated within 12 weeks. Firms bidding
on capital projects can apply for a Letter of Interest which,
if appropriate, is issued within 72 hours. As part of its
ongoing efforts to streamline the application process, INC
has converted to an automated proposal system; to obtain
an application diskette or further information, please
contact CIDA INC at the coordinates below.

 Lovis Verrel Progrum Mnnuger Afncu&Muddle Eust; g
“UDAINC
200 Promenude du Ponuge Hull Quebec KIA 064 e

Phone: (819) 997-2069 - Fox: (819) 953- 5024 R
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The Canadian Alliance for Business in Southern Africa (CABSA) can assist your company connect with a suitable partner in -
any one of four emerging Southern African countries: Botswana, Namibia, South Africa, and Zimbabwe

uring late 1996, the Alliance of
Manufacturers & Exporters

Canada - a not-for-profit organiza-
tion with over 3000 key corporate
members — launched CABSA to
ensure Canadian companies can
access opportunity in the quickly
emerging Southern African region.
This initiative builds on eight years of
solid regional experience developed
during two preceding programs.

With funding from CIDA INC,
CABSA's primary objective is the
transfer of Canadian technology,
expertise, and capital to Southern
Africa through the creation of long-
term strategic business alliances
(joint-ventures, licensing, franchising,
training, or technical assistance agree-
ments) between Canadian and
Southern African firms. In addition,
it analyzes and disseminates relevant
investment information about the
region and assists Canadian firms
penetrate these growing markets.

What CABSA Can Do For You
CABSA is first and foremost a busi-
ness support service. It is designed to
link compatible businesses in Canada
and Southern Africa so a productive,
profitable, and long-term business
relationship can be forged. Because
Africa is virgin territory for many
Canadian firms, CABSA increases the
comfort level of companies on both
sides by evaluating project proposals
and screening potential partners.
And, best of all, there are no user
fees.

In effect, whole new opportunities
are opened up for internationally-ori-
ented Canadian companies that may
not have all the experience, knowl-
edge, and resources necessary to initi-
ate ventures in this region.

Process & Eligibility

The first step for a Canadian compa-

ny with a project idea is to contact
the Canadian office and complete a
Promoter Questionnaire. This enables
CABSA to promote the project,
mobilize potential Southern African
partners through its local offices and
networks, and assist the project pro-
moter based on their specific needs
and requirements. CABSA uses simi-
lar criteria as CIDA INC program-

ming to assess applications from

Canadian companies.

Projects are also initiated by
African companies looking for part-
ners, so there are always a number
of active searches underway.
Canadian companies without a spe-
cific project in mind may also want
to be added to the CABSA database
in case an attractive, relevant pro-
posal originates from one of the
four African offices.

Areas of Opportunity

Canadian companies new to
Southern Africa might not be aware
of the varied opportunities needing
their specific expertise, technology,
or investment to become fully real-
ized. While South Africa is under-
stood as a sophisticated, multi-
dimensional economy, the three
other countries CABSA covers also
contain a surprising diversity of sec-
toral opportunities.

Namibia, for instance, is known
mostly for its mining industry,
especially diamonds and uranium. .
But Namibia's government is push-
ing hard to diversify its industrial
base, and a very attractive incentive
scheme for manufacturers and
exporters is in place and applicable

to foreign partners. Other sectors of

note include agriculture, ranching,
fishing, telecom, and retail services.
Botswana roughly mirrors
Namibia's economy (minus the
fishing), plus offers a well-capital-

ized business sector, an excellent
fiscal record, and great incentive
schemes for investors. Zimbabwe
boasts the second most sophisticat-
ed, diversified economy in

the region.

Within months of start-up,
CABSA had 20 to 30 projects in
the pipeline at various stages of the
approval and partnering process.

: A project of the
Alliance of Manufacturers & Exporters Canada

Paule Charest, CABSA Project Manager
19 Chemin du Ravin

Ste-Therese, Qe J7E 215

Phone: {514) 434-4196

Fax: {514) 430-5684

Email: paule.charest@sympatico.ca
Website for the Alliance of Manufacturers
and Exporters Canada:

http:/ /www.the-dlliance.org

South Africa:
Susan Hawes, Executive Director
. PO Box 411559, Craigha", 2024
. Johannesburg, South Africa ~
. Phone: (27-11) 325-4547/8
. Fax: (27-11) 325-4952
Email: cabsa@iafrica.com

* Zimbabwe: Richard Hess, Director
- PO Box 4990, Harare, Zimbabwe
Phone: {263-4) 774233/4/5

Fax: {263-4) 774232
Email: imani@harare.iafrica.com

© - Namibia: Ida Swanepoel, Director
PO Box 90268, Windhoek, Namibia

: Phone: (264-61) 253 739

 Fax (264:61)253739

Botswana: Jeff Bookbinder, Director

PO Box 882, Gabarone, Botswana
Phone: {267) 305 550

“Fax: {267) 314 230 i “
Email: colnew@global.co.za N
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