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BUSINESS OPPORTUNITIES

BOC:Trade leads

THAILAND — Unit Substation — The
Metropolitan Electricity Authority
invites sealed bids (bid no.EV5-0405-
WBX) for a unit substation. Cost of
bid documents: Baht 70,000 plus
US$35.00 for delivery via special
courier.Closing date: March 14,2002,
For bid documents, contact Pradit
Suveeranont, Director, Metropolitan
Electricity Authority, Foreign Oper-
ations Section, Foreign Procurement
Division, Purchases & Stores Depart-
ment, Building No.6, 6th floor, 121
Chakpetch Road, Bangkok 10200,
Thailand, tel.: (011-66-2) 221-2841,
fax: (011-66-2) 224-2468, e-mail:
suporn@mea.or.th Contact Veena
Ngaocharoenchitr, Commercial Officer,
Canadian Embassy, Bangkok, fax:
(011-66-2) 636-0568, e-mail: veena.
ngaocharoenchitr@dfait-maeci.gc.ca
quoting case no.011219-05715.
(Notice received from the Canadian
Embassy in Bangkok.)
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International Business
Opportunities Centre

As Team Canada Inc's Sourcing
Centre, the International Business
Opportunities Centre (IBOC)
matches business opportunities
from around the world with the
business interests of Canadian
exporters, particularly small and
medium-sized enterprises. IBOC
offers a value-added service to
trade commissioners by directly
contacting Canadian companies
about foreign frade leads.

To pursue our international frade
leads, check out our Web site at

www.iboc.ge.ca (parficularly
our E-Leads® and Web-leads®).

URUGUAY — Underground Parking
Lots — The Intendencia Municipal
de Montevideo (LM.M.) [Municipal
Government of the Department of
Montevideo] plans to build several
underground parking lots beneath
public squares in different zones of
Montevideo under a build operate and
transfer (BOT) contract for a 30-year
period of operation. The operation
can include any services (e.g.car wash)
that the bidder wishes to sell to park-
ing lot users as well as other services
(e.g.surveillance) provided to the
above ground public squares.These
additional services can be considered
as partial payment of an annual fee to
the IMM. Bidders may bid on one or
more parking lots, which must be
built and operating within 36 months
of closing the contract. At least one
parking lot must be completed
within 24 months. Closing date
(tentative): April 15,2002. For more
information, contact Dr.José Luis
Echevarria Petit, Echevarria Luenda &
Echevarria Petit, Andes 1365 Esc 901,
Montevideo, Uruguay 11100, tel.:(011-
598-2) 900-0400, fax: (011-598-2)
902-2777,e-mail: elepabog@adinet.
com.uy Contact Magdalena Planeta,
Commercial Assistant, Canadian
Embassy, Montevideo, fax:(011-598-2)
902-2029, e- mail: magdalena.planeta
@dfait-maeci.gc.ca quoting case no.
011220-05728. (Notice received from
the Canadian Embassy in Montevideo.)

INDIA — Continuous Miner Technol-
ogy for Underground Coal Mines —
The Singareni Collieries Company Ltd.
invites global tenders (reference no.
PD/01/80/E.418/2001) from manufac-
turers/firms with proven, related tech-
nology/work experience to introduce
continuous miner technology into an
underground coal mine at Venkatesh
Khani No.7 Incline on a risk/gain shar-
ing basis. Cost of bid document (avail-
able until March 18,2002, by mail):

US$150.Closing date: March 27,2002.
For bid documents, contact Chief G.M
(Purchase), The Singareni Collieries
Company Ltd., P.O.Kothagudem
Collieries, Khammam District, Andhra
Pradesh - 507 101, tel.:(011-91-87)
44-43109, fax: (011-91-87) 44-45651.
Contact Alka Malik, Trade Assistant,
Canadian High Commission, New
Delhi,fax:(011-91-11) 687-5387,
e-mail: alka.malik@dfait-maeci.gc.ca
quoting case no.011126-05292.
(Notice received from the Canadian
High Commission in New Delhi.) %
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INTERNATIONAL FINANCIAL INSTITUTIONS

wenty years ago it was almost
T impossible for a Canadian

exporter to bid for goods or
equipment required by international
organizations responding to emergency
situations. The relief process was rushed,
bidding times were short and purchas-
ing decisions were often made on the
fly. Today, standardized supply methods
have helped level the playing field and
Canadian exporters now stand a chance
of doing well in these markets.

Supply methods

Humanitarian relief agencies maintain

their permanent state of readiness

by relying on these methods:

* Pre-qualified vendors and pre-
arranged contracts are established
through competitive bidding.

* Stockpiling of pre-packed emergen-
cy items is arranged in Canada by
the Canadian Red Cross and abroad
by United Nations organizations, the
Oxford Committee for Famine Relief
(OXFAM) (www.oxfam.org) and World
Vision (www. worldvision.org).

Plan early

Advance planning is essential to get

Canadian goods into the relief system

supply chain.

* Match product specifications to
those listed in the procurement
catalogues available from the United
Nations Development Program
Inter-Agency Procurement Services
Office (UNDP IAPSO) Web site:
www.iapso.org/set.asp?id=21
The 2000 edition of the General
Business Guide is also available at
www.iapso.org/set.asp?id=44

* Send product samples to buying
organizations as a regular marketing
strategy: don't wait til disaster strikes.

The Geneva connection

Historically, coordination efforts for

humanitarian assistance have been

based in Geneva and many of the
international aid organizations are
headquartered there.

* United Nations Office for Coordina-
tion of Humanitarian Affairs (OCHA)
(www.reliefweb.int/ocha_ol/about/
dhaprog/ced.html) — coordinates
aid and stockpiles basic necessities.

* International Committee of the Red

Tips for Canadiian exporters (part 2)

How disaster relief works

by Louis Poliquin, a Canadian international procurement consultant based in Washington

for DFAIT’s Export Financing Division

Cross (ICRC) (www.icrc.org) —
maintains two warehouses.

* International Federation of the Red
Cross (IFRC) (www.ifrc.org) — pro-
vides assistance to local Red Cross
and Red Crescent societies and
advertises needs in the Classifieds
section of the International Herald
Tribune (www.iht.com).

Other United Nations agencies
The following United Nations agencies
respond to emergencies. For more
information, consult CanadExport’s
Guide for Canadian Exporters to the
UN System at www.infoexport.gc.ca/
canadexport/menu-e.asp and click
on “Supplements”

* World Food Program (Rome)
(www.wfp.org) — is the United
Nations frontline agency in the
fight against global hunger.

* United Nations International
Children’s Emergency Fund (New
York/Geneva/Copenhagen) (www.
supply.unicef.dk/business/procinfo.
htm) — warehouse in Copenhagen.

* United Nations High Commission
for Refugees (Geneva) (www.unhcr.
org) — plays a central role in com-
plex emergencies.To find out more,
visit the UNHCR Web site and click
on“Administration” followed by
“Doing business with UNHCR®

Learning the aid business

Through years of practical experience,

international aid organizations have

identified the practices and standards
that constitute the best emergency
response and provide their expertise
in the form of technical manuals

(often on-line) and workshops.

* The Sphere Project (www.sphere
project.org) — has developed a set
of universal minimum standards in
core areas of humanitarian assistance.

* UNHCR Handbook for Emergencies —

is available from the UNHCR publi-
cations office.

* When Disaster Strikes (www.paho.
org/english/ped/whendisa.htm) —
provides technical guidelines and
contacts in Central and Latin
America and the Caribbean.

* SUMA (www.disaster.info.desastres.

net/SUMA/) — tracks donor pledges.

* United Nations Development Pro-
gram’s Inter-Agency Procurement
Services Office (www.iapso.org) —
offers its business guide to the UN
agencies free of charge.

* Relief Web (www.reliefweb.int/w/
rwb.nsf) — posts the latest infor-
mation on global relief needs.

* Alertnet (www.alertnet.org/sup
pliers) — provides an international
register of firms supplying relief.

Conclusion

Supplying humanitarian aid is a

highly specialized area of the export

business, but with careful planning
and adherence to good business
practices Canadian suppliers can
become valued members of the inter-
national aid community.

For more information: DFAIT’s Export
Financing Division’s IFI Unit offers
services related to development busi-
ness procurement, tel.: (613) 995-7251,
e-mail:ifinet@dfait-maeci.gc.ca

(For the unabridged version, see www.
infoexport.gc.ca/canadexport and click on
“International Financial Institutions”) %

IFlnet is your Internet gateway fo procurement
business funded by international financial
institutions (IFls) and UN agencies.

www.infoexport.gc.ca/ifinet/menu-e.asp

anadExport rebruary 1,200
www.infoexport.gc.ca/canadexport

C

o













o CanadExport februay

www.infoexport.gc.ca/canadexport

weden, a technologically

vanced nation with a stro

export-driven industrial bc
one of the world’s staunchest guai
of the Earth’s environment. This sn
country (population 9 million) has
demonstrating strong leadership i
environmental protection for decc
beginning in 1969 with the introdi
of Sweden’s first Environmental La

ENVIron
good bt

Following the introduction of thi
Environmental Code (an update
the Environmental Law) on Janu
1999,and Sweden's adoption of fi
environmental quality objectiv
polluters are now feeling the full f
of Swedish law. Swedes take env
mental concerns seriously, payin
strict attention to environmenta
reporting, ISO14000 certificatior
and eco-labelling schemes. Ind¢
the market drivers for Sweden'’s ¢
ronmental sector have gradually
shifted in recent years from envil
mental regulations and econom
instruments to industrial commitr
and consumer awareness.

Fighting pollution, the Swedisl
Although Sweden’s traditional el
ronmental industry strengths ar
the fields of wastewater treatme
and air pollution control, the cou
is now turning its attention to l;
fill requlations. The January 1,2
landfill tax has already produce
increase in materials recycling ar
incineration and waste compost
As of January 1,2002, combusti
waste is no longer permitted in
fills and, after 2005, landfills will
longer be permitted to accept ol
waste. “Producer responsibility
tems” are now in effect for such
commodities as packaging matg
paper, tires, cars and, as of July 1,
electronic products.
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FULL RESULTS OF THIS STUDY ARE AVAILABLE AT:

A GUIDE TO COST ADVANTAGE RESULTS BY INDUSTRY SECTOR

Competitive Alternatives is the authoritative guide for comparing business costs in North
America, Europe, and Japan. This new report is the most thorough comparison of interna-
tional business costs ever undertaken by KPMG. It contains essential information for any
company seeking a cost advantage in locating G7 business operations.

7 -> DETAILED RESULTS FOR 12 SPECIFIC BUSINESS OPERATIONS...

The study measures the combined impact of 27 cost components that are most likely to ‘
vary by location, as applied to specific business operations. The 10-month research pro-
gram covered more than 85 cities throughout Austria, France, Italy, Germany, the
Netherlands, the United Kingdom, Canada, the United States, and Japan. More than 1,000
individual business scenarios were examined, through an analysis of more than 30,000
items of data. The basis for comparison is the after-tax cost of startup and operation for 12
specific types of business, over a 10-year time horizon.

Full study results are available on-line at www.CompetitiveAlternatives.com. The website |

also features an interactive costing model for more detailed analysis.
- FORM THE BASIS FOR COMPARING INDUSTRY SECTORS...

| RESEARCH & CORPORATE
MANUFAC
FALTURING SOFTWARE DEVELOPMENT SERVICES

THE BOTTOM LINE OVERALL RESULTS
COST DIFFERENTIALS
ARE HIGHEST IN

CORPORATE SERVICES

COST DIFFERENTIALS ARE
EVEN HIGHER IN R&D.

COST DIFFERENTIALS ARE COST DIFFERENTIALS ARE

e CANADA (CA) is the overall cost leader for 2002 with a cost R SUETLIECENENT N
3 N SOF ARE

index of 85.5, representing a 14.5% cost advantage over the
United States (US = 100.0).

e The UNITED KINGDOM (UK, 86.9) is ranked second overall,
with costs 13.1% lower than in the United States.

o ITALY (IT, 88.6) has improved its 1999 cost position against
every other G7 country, due in part to significant reductions in
employer costs for legally-required employee benefits.

-
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e The NETHERLANDS (NL, 90.8) is new to this study for 2002 , ‘
and ranks in fourth place, ahead of FRANCE (FR, 92.2).

o AUSTRIA (AT, 93.7) has a similar cost structure to France, and

has a significant cost advantage over neighboring GERMANY

(DE, 101.9). ! ,
COST TRENDS BIG GAINS FOR EUROPE | Seven manufacturing operations
e The relative cost position of the UNITED STATES (US, 100.0) . i el

has declined since 1999, due to the appreciation of the US dol- The competitiveness of all countries in the euro currency zone l,
lar against major global currencies. has improved dramatically with the 24% decline of the euro

; ) ! against the US dollar since early 1999. Most European coun-
* As in 1999, JAPAN (JP, 117.8) has the highest business cost tries now rank ahead of the US in cost competitiveness.

structure among G7 countries. |
e Other major currencies have also weakened against the US dol-

lar, allowing all other G7 countries to improve their cost posi-
tions relative to the United States.

One shared services operation

EXCHANGE RATES

e Trends have been downward in some cost areas. European util-
ity and telecommunication costs have dropped due to deregula-
tion. In addition, many jurisdictions have implemented signifi-
cant tax reductions since 1999. ‘ -» AND COMBINE TO FORM THE OVERALL RESULTS.

CANADIAN § EURO € JAPANESE ¥
















ROADMAP TO CHINA AND HONG KONG

Some facts

— Continued from page 1

accession to the WTO, DFAIT’s China
Division will be organizing a series of
cross-Canada information sessions
this winter and spring. For more
information about
these sessions or
about doing business
in China, e-mail the
Division at: pcm@
dfait-maeci.gc.ca

To obtain more
detailed information
about China’s acces-
sion to the WTO, consult DFAIT's
“Canada and China” Web site at
www.dfait-maeci.gc.ca/tna-nac/
WTO-CC-e.asp

The complete agreement on
China’s membership in the WTO is
available there, along with a number
of other documents.

ending ...

The Chinese year of the snake is

Export facts: Finandial services

China’s services sector has been one
of the most heavily regulated and pro-
tected. The completion of negotiations
heralds dramatic changes.

China has agreed to open many im-
portant sectors to foreign investment.
Geographic res-
trictions which
currently exist in

a number of key
sectors (telecom-
munications, bank-
ing,insurance, and
distribution) will
be phased out over
5-6 years. In addition, regulatory pro-
cedures will be improved: licensing
procedures and conditions will be pub-
lished, regulatory authorities will be
separated from service suppliers they
regulate,and foreign service suppliers
will be able to partner with any Chinese
company of their choice.

www.infoexport.gc.ca/canadexport

CaﬂadEXpOft February 1,2002

—
<

Export facts: Informationand

Communication Technologies (ICT)

The accession agreement will advance
Canada’s substantial ICT trade and
investment interests in China by
granting Canadian businesses in-
creased access to the Chinese mar-
ket. The concessions pertain to such
issues as tariff rates, investment
regulations and intellectual property
rights.

What will happen to Chinese
tariffs on ICT imports?

Under the terms of its accession to
the WTO, China will join the WTO's
Information Technology Agreement
and will therefore eliminate tariffs
on IT and telecommunications
equipment in or before 2004, down
from an average of about 13% in
2001. '

Will foreign suppliers be
permitted to provide tele-
com services in China?
Mobile, paging, and value-added
telecoms services will be opened to
foreign-invested joint ventures in
2002. Foreign service providers will
be limited to certain cities, although
these geographic restrictions will be
phased out within 2-5 years. The
larger international and domestic
voice and data market will be opened
to foreign-invested joint ventures

3 years after accession (i.e., by 2005),
with geographic restrictions that will
be phased out 3 years thereafter.

For more information, contact
Marcel Belec, DFAIT, tel.: (613) 995-
6962, e-mail: marcel.belec@dfait-
maeci.gc.ca w

As an example, the financial ser-
vices sector will face a number of
important changes. Subsectors
covered by the agreement include
insurance, banking, and securities.
Significant commitments relate to
the form of establishment foreign
companies can make in the financial
services sector and the phase-out of
geographic restrictions on the oper-
ations of foreign-invested companies.

How will foreign financial services
companies be permitted to
establish themselves?
Initially, insurance companies will be
allowed to set up either joint ventures
or branches, with a limitation on for-
eign ownership of 50% for life insur-
ance and 51% for non-life insurance.
Non-life insurers will be able to set up
wholly foreign-owned subsidiaries by
2004. Foreign banks will be permitted
to set up wholly-owned branches in
China or joint ventures. Foreign secu-
rities companies will be allowed to set
up joint ventures, with the permitted
levels of foreign ownership rising
to 49% by 2005.

Where will foreign
¢~ financial services
companies be permitted
to provide services?
Foreign companies in the
sector are currently given
licences to operate only in certain
cities. The accession documents
state that a large number of cities,
which are named by sector and sub-
sector, will be opened to foreign-
invested companies over the next
five years. For example, by 2004,
15 cities will be open for insurance,
with geographic restrictions removed
altogether in 2005.

For more information, contact
Yvonne Chin, China and Mongolia
Division, DFAIT, tel.:(613) 996-3607,
e-mail: yvonne.chin@dfait-maeci.
gc.ca w
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Export facts: Transportation

Within the transportation sector, the
automotive industry will experience
the greatest impact from China’s
accession. Manufacturers of railway
stock, aircraft, aircraft simulators and
helicopters, for which tariffs are
already low, will be less affected.

Can automotive exporters expect
big cuts in tariff rates?
Yes. Significant reductions in tariffs
will be phased in by 2005-06:from
70-80% down to 25% on finished
automobiles; from 25-50% down to
15-25% on finished trucks.

For the first time, China will publish
a maximum annual value of imports,
or quota, covering finished vehicles
and some parts. The quota will start
at US$6 billion in 2002 and increase

15% each year. Existing Canadian
exports of parts and accessories will in
general not be affected by this quota.
Each year some goods will be removed
from the quota’s coverage, and this
restriction on total imports of finished
cars and trucks will be eliminated at
the end of 2004, leaving only tariffs.

What effect will WTO membership
have on foreign investment in
automotive manufacturing in China?
Under WTO rules, the Chinese gov-
ernment can no longer require for-
eign investors to export a certain
part of their production, to use
Chinese-made inputs in production,
or to transfer technology to their
Chinese partners. Restrictions on
the categories, types or models of

HONG KONS

vehicles permitted for production in
China will be phased out by 2004.

What effect will accession have on
the Chinese railway market?

The level of foreign ownership for
enterprises involved in railway cargo
will gradually be increased over the
next four years but passenger trans-
portation will remain under state
control.

Several projects are planned:a
railway network connecting China'’s
three major economic regions by
2005;a high-speed service between
Beijing and Shanghai;a 200-km/h
electric train service on the
Guangzhou-Shenzhen-Hong Kong
route in South China, using European
and Canadian technology.

For more information, contact:
Brandon Geithner, DFAIT, tel.: (613)
996-7256, e-mail: brandon.geithner
@dfait-maeci.gc.ca w

Agri-food and agriculture products
make up a large slice of Canada’s
export pie: in 2001, Canada’s agri-food
exports reached $24 billion worldwide.

China, forced to feed 22% of the world's
population with only 7% of its arable
land, has been importing Canadian
grain since the ‘60s. It now imports a
variety of agri-food products worth
over $752 million, representing 20%
of Canada’s exports to China.The WTO
accession offers huge opportunities
for Canadian agri-food exporters.

How will exporters of grains and
oilseeds be affected?

For the first time, China will set up a
fair, transparent tariff-rate quota (TRQ)
system for imports of a number of
agricultural products, including wheat,
canola oil,and corn. Under a TRQ,
imports up to the quota level are
charged a low tariff, with imports
above this quantity being charged a
high tariff. For example, by 2004, China
will allow up to 9.6 million tonnes of
wheat and wheat products to be im-

Export facts: Agriculture

ported, up from only 920,000 tonnes
in 2000. For canola oil, the TRQ quan~
tity will be 1.2 million tonnes by 2005
(75,000 tonnes in 2000),and limits on
import quantities will be removed
by 2006. The TRQ on corn and corn
products will be 7.2 million tonnes by
2004 (3,600 tonnes in 2000). China will
also eliminate existing quotas on bar-
ley and canola seed.

What about other agricultural
products?

China will also reduce tariffs charged
on a wide variety of other products.
For example: the tariff on frozen beef
will fall from 39% in 2001 to 12% in
2004; on frozen shrimp, from 24% to
5% by 2003; ginseng, from 36% in 2001
to 7.5% by 2006; and alfalfa from 13%
to 5% in 2003.

What about the processed food
market?

The middle class is growing in China,
and it is developing a taste for foreign

| (For the unabridged version of these five articles, see www.infoexport.gc.ca/
canadexport and click on “Roadmap to China and Hong Kong")

food.The number of large, foreign-
owned food retail outlets has
recently increased in China, particu-
larly in the Yangtze Delta and South
China.In the Shanghai region alone,
this translates into an explosive
$65-million market for goods such as
consumer-ready food products, con-
fectionery items, maple syrup, biscuits,
beverages, wine, ginseng, fish and
seafood products.

For more information, contact
Brandon Geithner, DFAIT, tel.:(613)
996-7256, e-mail:brandon.geithner
@dfait-maeci.gc.ca w

..and the year of the horse starts on
February 12,2002.
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