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BUSINESS LEADS IN EUROPE >

Canada in the spotlight at India’s Technology Summit

New Delhi, India > Canada has been selected as India's partner Canadian speakers at the Summit will
country for this year's Technology Summit and Technology include Canadian High Commissioner to India
Platform in New Delhi. The Summit, in conjunction with a Lucy Edwards, the Prime Minister's National

visit to Bangalore, will take place from September 21 to 23 and  Science Advisor Arthur Carty and Telesat
will focus on boosting science and technology linkages between Canada Vice-President Paul Bush. India's
Canada and India. International Trade Minister Jim Peterson  growing economy and S&T strengths are

is expected to lead the Canadian delegation. attracting over g5 delegates from Canada,
“India is a true economic giant that boasts the largest including researchers, scientists and entre-
emerging consumer market in the world,” said Minister preneurs. In addition to the five Summit

Peterson during the Canada Trade Mission to India this April. themes, there will be nationally televised

“Canada wants to be part of it—including in the area of sessions on investment and the commer-

science and technology.” see page 2 - Tech Summit

Norway aquaculture show features Canada’s best

Trondheim, Norway > Canada was the feature country at Aqua Nor 2005, the world's largest international
aquaculture trade show, which took place in Norway this August. More than 130 Canadian delegates
attended Aqua Nor, including representatives from federal and provincial government departments
and ministries, First Nations, academic institutions and industry.
Fisheries and Oceans Minister Geoff Regan led the Canadian delegation.
At the same time, Atlantic Canada Opportunities Agency Minister
Joseph McGuire led a delegation of 23 Atlantic Canadian aquaculture
businesses and organizations on a technology, trade and investment
mission to Norway, in partnership with the Newfoundland Aquaculture
Industry Association, Fisheries and Oceans Canada, National Research
Council Canada and the Canadian Embassy in Norway. As part of the

mission, the delegation participated in Aqua Nor.

During a breakfast attended by Norwegian business leaders, Minister McGuire promoted Atlantic Canada
as a profitable place to do business. “Our aquaculture, R&D, oil and gas, ICT, and other emerging
knowledge-based industries in particular provide attractive investment opportunities for businesses in
Norway,” said Minister McGuire. “This breakfast with potential investors provided a platform to showcase
our region. And the message was heard loud and clear.”

Norway is one of Canada’s most important Nordic trading partners, ranking second after Denmark. Canadian
exports to Norway totalled $1.5 billion in 2004 while exports from Atlantic Canada accounted for $78.9 million.

see page 3 - Norway aquaculture show
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Tech Summit - from page 1

cialization of R&D, as well as special sessions on
earth sciences and disaster mitigation, and post-
graduate research opportunities. Partnering
sessions for Canadian and Indian delegates and
site visits have been organized.

Summit themes and India’s highlights
Driven by new enterprise and recent innovation,
biotechnology in India is witnessing accelerated
growth. The sector has a potential to generate
annual revenues of $5.9 billion and one million
skilled jobs. In the renewable energy area, the
Indian private sector has invested mainly in wind,
biomass, small hydro and solar thermal projects.
Other areas, such as clean coal technologies, offer
a wide range of Clean Development Mechanism
projects. A nanoscience initiative of India’s
Department of Science and Technology has
allocated nearly $29 million over five years to
support over 50 Indian research organizations.

In the area of ICT, India is among the fastest-growing wire-
less markets in the world, with over 39 million cellular phone
users. Internet use is growing and educational software is
becoming increasingly popular—industry experts anticipate
this sector will develop toward Web-based learning. Oppor-
tunities exist for firms and academic departments in rural
communications and specialized software, including digital
imaging, animation, industrial automation and multimedia.

Today, India is emerging as a global R&D hub, where more
than 150 multinational corporations have set-up their R&D
units. It is doubling its investment in the S&T sector to
over $8 billion in the next 10 years. Key investments include
20 new national research centres, 220 universities and
200 laboratories. These investments, along with complemen-
tary areas of expertise between the two countries, present
tremendous opportunities for collaboration between
Canadian and Indian S&T institutions.

For more information on the Summit, go to
www.infoexport.gc.ca/science/india_techsummit-en.htm.

A word of warning for business travellers

Ottawa > Foreign Affairs Canada (FAC) has changed the
terminology it uses to communicate official Travel Warnings.
If it is not safe to travel to a foreign country or region, FAC
will advise Canadians to avoid "all travel” to that destina-
tion. If the threat is lower, it will advise Canadians to
avoid "non-essential travel."

For example, in light of the dangerous and unpredictable
security situation in Irag—where all Canadians are at
risk—the Travel Warning will contain, "Foreign Affairs
Canada advises against all travel to this country." In the
case of the Central African Republic, which is recovering
from civil unrest, it will say, "Foreign Affairs Canada
advises against non-essential travel to this country."
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The change responds to a request from the World
Tourism Organization to standardize the terms used in
travel warnings worldwide. Among the many events that
can trigger an official travel warning are civil unrest,
war, rebellion, natural disasters and health emergencies.

"Travel Warnings remain the Government of Canada's
official advice to Canadian tourists and business travellers,"
says Lucie Chantal, Director of Consular Communications.
"The decision to travel is still the sole responsibility of
the individual."

For more information, business travellers should consult
FAC's Consular Affairs Web site at www.voyage.gc.ca before

going abroad.

Tel > (613) 992.7114
Fax > (613) 992.5791
canad.export@international.gc.ca
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Trinidad and Tobago selects Canada for new mobile network

Port of Spain, Trinidad and Tobago > The promise of
competition in one of the more significant cellular phone
markets in the English-speaking Caribbean has been
realized, breaking a monopoly that the majority state-
owned Telecommunication Services of Trinidad and
Tobago (TSTT) has maintained on mobile telecommu-
nications service for over 25 years.

The decision to award two new licences to LaqTel,

a Trinidad-based group, and Irish telecom company
Digicel, was the first step in introducing competition
into a monopoly market in Trinidad and Tobago by
providing competing cellular services. LaqTel received
support from two major Canadian players in the
telecom market: Nortel Networks and Saskatchewan
Telecommunications International (SaskTel).

Nortel's code-division multiple access (CDMA) tech-
nology will give LaqTel's customers access to high-speed
3G data networks such as simultaneous voice and data
services and streaming media. This strategic alliance
was launched on July 25 at the official signing of an
estimated $6o million cellular services agreement
between Nortel and LaqTel, which took place at the
Canadian High Commission in Port-of-Spain.

Having been the longstanding supplier of equipment
and services to TSTT, Nortel is no stranger to Trinidad
and Tobago. TSTT engaged Nortel in 2004 for building
a high-capacity, next-generation infrastructure based
on Internet protocol technology, and again in 2005

Norway aquaculture show - from page 1

In collaboration with Fisheries and Oceans Canada

~ and AquaNet, the Canadian Embassy in Norway organized

a series of science and technology seminars at Aqua
Nor to highlight Canada's leading-edge research in

 areas such as fish genomics, fish health, alternative

feeds and the integration of traditional ecological
knowledge with modern science. Presentations by
Norwegian researchers involved in projects with
Canada were an integral part of the program, and
helped strengthen linkages between the two countries
and identify new areas for collaboration.

Canada’s successful week at Aqua Nor culmmated
with a dinner hosted by Minister Regan, attended by
160 guests. The meal recreated a corner of Canada in

'presentatmns, contact Barbara Thorjussen, Ca:
~ in Norway, e—mml barbara.thorjussen@mternatmnal ge-c

for the expansion and upgrade of its GSM/GPRS
wireless network.

Trinidad and Tobago's telecom initiative will further
benefit from Canadian expertise through LaqTel's part-
nership with Sasktel, :
selected as its partner
to design, build and
operate the country’s
$125 million CDMA
cellular network
business. SaskTel
brings to the part-
nership expertise in
network planning,
design and operations,
billing, process and
customer care.

These events mark the commencement of the long-
anticipated liberalisation of the telecom sector in
Trinidad and Tobago. Competition is expected to stimulate
growth in the cellular market size, estimated to reach
some 800,000 customers and thus attracting fresh market
possibilities for peripheral services and equipment in
the sector.

For more information, contact: Michaeline Narcisse,
Trade Commissioner, Canadian High Commission in
Trinidad and Tobago, tel.: (868) 622-6232, ext. 3552,
e-mail: michaeline.narcisse@international.gc.ca.

Norway by featuring a menu consisting entirely of Canadian
products, accompanied by film and music showing the best
Canada has to offer.

- Aquaculture is a relatively new commercial activity in Canada
and in many other parts of the world, but already it occupies a
significant position in the seafood production sector. Given Canada's
close proximity to one of the world's largest markets, a reputataon '

for high-quality, safe seafood products, excellent biophysical

potential and a highly knowledgeable labour force, Canada is

well positioned to benefit from aquaculture development.
For more information, go to www.aquanor.ca. To receive

overview of the above-mentioned science and technologyf
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Going Global:

REGIONAL ASSISTANCE PROGRAMS

Whether you need help to get started on your exporting path or to expand your international growth,
tap into these regional assistance programs, some even specifically designed for women.

WESTERN ECONOMIC
DIVERSIFICATION CANADA WOMEN’S
ENTERPRISE INITIATIVE (WEI)

WHAT IT IS: Business information and services specifically tailored
to the needs of women in Western provinces and delivered through
non-profit groups — the Women’s Enterprise Society of B.C.,
Alberta Women Entrepreneurs Association, Women Entrepreneurs
of Saskatchewan Inc. and Women’s Enterprise Centre of Manitoba
(see page 11). They offer access to a loan fund and advisory
services, pathfinding to existing services plus education and
training, networking and mentoring. WEI offices are located in
Kelowna, Calgary, Saskatoon and Winnipeg, with satellite
offices in Vancouver, Edmonton, and Regina.

EXPORTING SUPPORT: Coaching and providing referrals
about training resources, assistance with export plans and supporting
trade-related organizations in order to help women expand their
businesses globally.

INFORMATION:

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

WEB: www.wd.gc.ca

CONTACT: Sharon Jackson, Corporate Policy & Planning Officer
Western Economic Diversification Canada

Tel: (780) 495-3182; e-mail: sharon.jackson@wd.gc.ca

NETWORK FOR WOMEN
ENTREPRENEURS (NWE) ONTARIO

WHAT IT IS: Launched in the spring of 2005 as a result of a
recommendation from the Prime Minister’s Task Force on Women
Entrepreneurs and administered by the Canada-Ontario Business
Service Centre, NWE provides women entrepreneurs in the
province with information on programs and services to start and
grow their business as well as guidance in locating key community
support services. NWE will work with existing organizations to
tailor services where appropriate, organize events geared to women
entrepreneurs and expand the network throughout Ontario.

EXPORTING SUPPORT: Through its web portal and toll-
free line, NWE provides access to key business information,
business counselling and community outreach services, expert
consultants and trade-related organizations throughout Ontario.

INFORMATION:

Toll Free: 1-888-300-9308

WEB: www.cbsc.org/ontario/nwe

E-mail: NWE-RFE@cbsc.ic.ge.ca

CONTACT: Catherine Goguen, Senior Coordinator

Women’s Program, Canada-Ontario Business Service Centre

2 wwweanadexport.geca

FEDNOR

WHAT IT IS: An initiative to address the economic development
needs of Northern Ontario. Working with numerous partners,
and through its programs and services, FedNor helps fund
community projects as well as other initiatives designed to improve
the economic and social well-being of the North as a whole.

EXPORTING SUPPORT: Provides SMEs with information
and services to develop and expand their international markets
through its International Business Centre (IBC). Working with
International Trade Canada and other government export agencies,
the centre helps guide SMEs to become successful exporters by
improving access to trade and export-related information and
services through conferences, training and trade missions.

INFORMATION:

Toll Free: 1-877-333-6673

WEB: www.fednor.ic.gc.ca

CONTACT: Pam McRae, Initiatives Officer,
FedNor International Business Centre
E-mail: mcrae.pam@ic.gc.ca

ATLANTIC CANADA OPPORTUNITIES
AGENCY WOMEN IN BUSINESS
INITIATIVE (WBI)

WHAT IT IS: An initiative to strengthen the management
capabilities and business development skills of women
entrepreneurs, to provide them 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: WBI's Exposure to Exporting and
Innovation Program focuses on growth strategies for established
women-owned businesses. It targets women-owned firms for
participation in trade missions and helps 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 1-800-871-2596
Enterprise Cape Breton Corporation 1-800-705-3926

WEB: www.acoaapeca.gc.ca/e/business/
entrepreneurship/wbi/wbi.shtml

CONTACT: Rose-Marie LeBlanc, Manager,

Women in Business Initiative

Tel: (506) 851-2095; e-mail: rose-marie.leblanc@acoa-apeca.gc.ca

' 2
Continued on page 3

REGIONAL OFFICES

f you are thinking today’s global economy looks inviting, your local International Trade Regional Office (RO) can help. In

partnership with members of the Regional Trade Network, the RO can help direct you to the existing products and services that
relate to your particular exporting needs. They work with a range of other partners making up Team Canada Inc, which is a network
of government export service providers helping Canadian business succeed in world markets. Clients achieve maximum benefit by

receiving the right kinds of services, quickly and efficiently.

Located in every province, the RO provides a full range of trade development services and assistance to Canadian small and medium-
sized enterprises, including: one-on-one export help to implement your export strategy; up to date foreign market and industry
information; advice on how to access export financing or funding programs in your province or territory; and information on trade
fairs, missions and events including seminars to help you learn about business environments and opportunities abroad.

Most importantly, each RO has a trade commissioner who is your key contact, and will help you to navigate your way through the
variety of programs and services available. For more information, please call the toll-free Export Information Service at 1-888-811-1119,
log onto www.infoexport.ge.ca, or contact your province’s RO at one of the addresses below.

VANCOUVER WINNIPEG

Tel: (604) 666-0434 Tel: (204) 983-5851

Fax: (604) 666-0954 Fax: (204) 983-3182

E-Mail: itc-vancouver@ic.gc.ca  E-Mail: itc-winnipeg@ic.gc.ca
EDMONTON TORONTO

Tel: (780) 495-2944 Tel: (416) 973-5053

Fax: (780) 495-4507 Fax: (416) 973-8161
E-Mail: itc-edmonton@ic.gc.ca  E-Mail: itc-toronto@ic.gc.ca

MONTREAL

Tel: (514) 283-6328

Fax: (514) 283-8794
E-Mail: itc-montreal@ic.gc.ca

SASKATOON

Tel: (306) 975-5315

Fax: (306) 975-5334

E-Mail: itc-saskatoon@ic.gc.ca

Continued from page 2
WOMEN’S ENTREPRENEURIAL
CENTER OF QUEBEC (WECQ)

WHAT IT IS: Offers women entrepreneurs a range of services,
including diagnosis of entrepreneurial needs and channelling to
appropriate advice and services, access to information on programs
and services, skills upgrading, customized consultation and coaching
and mentoring, and networking activities. A bilingual web portal
is also in the works. WECQ was launched early in 2005 in
response to a recommendation from the Prime Minister’s Task

. Force on Women Entrepreneurs.

. EXPORTING SUPPORT: Referrals, training, mentoring

and coaching programs for both start-ups and growing women-
owned businesses.

INFORMATION:

Toll Free: 1-800-332-2683

WEB: www.rfaq.ca

CONTACT: Nicole Beaudoin, Chair
Tel: (514) 521-2441; e:mail: info@rfaq.ca

CHARLOTTETOWN

Tel: (506) 851-6452 Tel: (902) 566-7382

Fax: (506) 851-6429 Fax: (902) 566-6859
E-Mail: itc-moncton@ic.gc.ca  E-Mail:
itc-charlottetown@ic.gc.ca

MONCTON

HALIFAX

Tel: (902) 426-7540

Fax: (902) 426-5218
E-Mail: itc-halifax@ic.gc.ca

ST. JOHN'S

Tel: (709) 772-5511

Fax: (709) 772-5093
E-Mail: itc-st.johns@ic.gc.ca

CANADA ECONOMIC DEVELOPMENT
FOR QUEBEC REGIONS (CED-DEC)

WHAT IT IS: A network of 14 business offices across Quebec
that works to promote economic development in the province,
focusing on small and medium-sized enterprises (SMEs). The
agency offers financial assistance and non-financial services.

EXPORTING SUPPORT: IDEA-SME is a financial assistance
program to help SMEs become more competitive globally.
Eligible activities include: consultant studies to develop a
marketing strategy, market analysis, implementation of a
marketing strategy, including work to comply with standards
for government contracting and international markets and
form strategic alliances, and support activities for new exporters.

INFORMATION

Tel: 1-800-322-4636 or (514) 283-6412

WEB: www.dec-ced.gc.ca

CONTACT: Neila Ghribi, Advisor

Tel: (514) 496-8789; e-mail: neila.ghribi@dec-ced.ge.ca
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“If you come to the table

prepared,

SONJA PEROVIC, President
LOOPMEDIA INC.

Toronto, Ontario

Tel: (416) 595-6436

Fax: (416) 595-0306
E-mail: sonja@loopmedia.com
Web site: www.loopmedia.com

Business Description: Loopmedia provides animation design and branding
solutions — from concept through to project management — for film,
television, advertising and new media industries. Celebrating its 10th year,
Loopmedia has built a solid reputation through award-winning designs and
long-term relationships with clients including media giants and leading
advertisers. The firm also gives back to the community by raising aware-
ness for issues like AIDS prevention and ovarian cancer.

For Sonja Perovic, building a successful export business is
all about developing relationships. That means plenty of
networking, particularly at industry events. “You never know where
your next piece of business will come from,” she says, recalling
that she met her biggest client to date at a New York conference,
after she complimented the woman on a particularly beautiful
shirt. “Had I not attended that conference and mentioned that
shirt, I wouldn’t have expanded my business by 25%!” she laughs.
“Design drives branding, and good design transcends borders,”
explains Sonja. “We knew that to compete effectively we needed
to expand our efforts to other markets.” Loopmedia initially
targeted large New York and Chicago ad agencies, drawing
upon Canada’s Trade Commissioner Service to explore ideas
and to compile lists of prospects. Loopmedia’s sales team then
systematically broke down the lists and solicited one-on-one
meetings by making phone calls and attending conferences.
This strategy has been so successful that Loopmedia has grown
its U.S. exports to almost half of its business in three short years.

PREFERS DIRECT SALES

Sonja has preferred to break into the U.S. using her own sales
team, a team that clearly understands Loopmedia’s services and
brand. “With the Internet and the development of ftp sites, it
doesn’t really matter where you are physically located.”

As a matter of fact, Loopmedia’s website has proven to be “an
amazing tool in generating new business,” Sonja notes. “I think
that a company without a web site is really losing out. It legitimizes
you, gives prospective clients easy access to see what you do and
serves as a conversation starter in the sales process.”

6 www. gcca

Year Established: 1995
Employees: 13

Years Exporting: 3
Exports Sales: 45%
Export Market: U.S.

[JA PEROVIC
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CHINA ON THI
While Loopmedia’s primary focus remains North Amerca, Sonja has her
sights set on China and is approaching it in the same methodical way as she
did the U.S. — starting with solid research. That means attending seminars
on doing business there, seeking the advice of trade commissioners, devising
a market entry strategy and sourcing a potential partner with local experience.

HORIZON

“China is a huge market, so to ignore it would be foolish,” insists Sonja.
“We're gearing up for it, but we have to find the right niche before jumping
in.” She has some novel ideas... “but I'm still doing my homework!”

Lessons Learned

DOING BUSINESS IN THE U.S

Although Canada and the U.S. share a common language and border, there are subtle cultural
differences that can affect your success in doing business there, particularly if you are a
service-based business. Sonja Perovic shares these insights and tips:

= 0o your research. Look at how you can add value to the revenue stream of a potential U.S.
client and how you can be a partner rather than a supplier and cost centre. “That strategy has
worked for us because we become part of the team, which builds loyalty and relationships.”

= Tarzet properly. “Take your time. Target one customer at a time when you're first starting
out, being very clear on the outcome you want, and this will lead to other things. If you come
to the table prepared, your exporting relationship will begin.”

= fe American-ready. Ensure you can offer quality and the ability to deal with distances and
tight deadlines. “Clients are looking for quality and service. You have to deliver on both.”

© Always deal in LS. currency. “We never quote in Canadian dollars and we position our-
selves in the mid to high price range because Americans look for quality, not bargains.”

= Join 2ssasiations. A member of the Organization of Women in International Trade
(www.owit-toronto.ca), Sonja finds that such groups help in raising her understanding of the
nuances of doing business with our U.S. neighbours. “Trade associations can be invaluable
sources of information.”

1

LESLEY RUST, President
PROPARMS LTD.

\ Carignan, Quebec

| Tel: (450) 658-5207
‘ Fax: (450) 447-2721
f

|

E-mail: lesley@proparms.com including Asia, Europe, the
Web site: www.proparms.com Middle East and the U.S.
Business Description: A world leader in explosives ordnance disposal (EOD)

technology, Proparms designs and manufactures anti-terrorist equipment
for police and military clients to use in soft-package bomb disposal. Its
range of water disrupters, which fire a jet of water to disarm explosives,
can be used on land and underwater, mounted on robots and for some
kinds of anti-personnel mines. Its latest product, developed with a retired
New York City Bomb Squad member, is the Remote Entry Device (RED) —
designed to gain access into the trunks of suspicious vehicles and the
cargo area of vans and trucks.

he daughter and sister of police officers, Lesley Rust was

born in the U.K. but spent her early career in the theatre in
Montreal, both as a company manager and props manager. Here
she met her future husband — Josef Elsener — a renowned armourer
with Sureté du Québec, the province’s police force. He was an
expert witness in weaponry-related trials whose family invented
the Swiss Army Knife.

Although maintaining “I knew nothing about guns,” Lesley
identified a niche and, along with Josef, initially founded
Proparms in 1973 as a supplier of special effects and specialized
props, including weaponry, to the Canadian film industry. It
moved into soft package bomb disposal when approached by
Sureté du Québec, which was searching for a reliable bomb disrupter.

Lesley launched the new company, spearheading the marketing,
with Josef focusing on design until a serious illness and his
eventual death in 2002 left her alone at the helm. Undaunted,
she has more than doubled her employee size since then and
actively pursued partnerships.

WORLD LEADER

Proparms is only one of a handful of companies worldwide
specializing in EOD disrupter technology. What sets it apart is
its commitment to quality (it is ISO certified) and to safety. “And
as a small company in a world where Canada is a flea on the side
of an elephant, we can be more flexible and conduct R&D and
get product to market more quickly.”

The road to international growth was a natural one for Proparms.
“You cannot survive as a Canadian company in this highly-specialized
field by doing business only in North America. You need to think
globally.” Along the way, she has attended many conferences and
trade shows and accessed support from Canadian Embassies and
trade commissioners around the world and from the Industrial
Research Assistance Program (IRAP), Idea-SME and the RCMP.

Year Established: 1973
Employees: 26

Years Exporting: 20+
Exports Sales: 90%
Export Market: 70 countries,

GENDER NO BARRIER

Although she is one of very few women in this industry, Lesley has not found
her gender to be a barrier. “The soft sell can be very effective,” she maintains,
encouraging other women not to be intimidated by male-dominated, technical
fields. “Just ask lots of questions.” Her motto? “I'm not superior but 'm
everyone’s equal. If you remember that, the sky’s the limit!”

Lesley’s best advice to others expanding internationally is to have a good
export plan and pursue growth prudently. “Like a good chess player, plot
your moves carefully and take calculated risk.”

Lessons Learned

SOURCING AGENTS WORLDWIDE

With the bulk of Proparms sales from exports, it relies heavily on agents around the world to
sell its products. Here are Lesley Rust’s tips for finding and retaining reliable agents who are
not just “super-slick salespeople”:

© lse Banada’s trade commissioners abroad. “The Canadian Embassy is great. We always
keep in contact, and advise them of any problems we have with agents.”

= Attend industry events. “By attending conferences for bomb technicians and demonstrating
our equipment at trade shows, we've been able to find knowledgeable reps.”

« Share azents. Lesley cooperates with related Canadian companies, like Allen Vanguard and
Med-Eng. Systems Inc., sharing agents and even marketing together. And finding agents who
can represent you in more than one market is helpful and can cut down on your travel costs
to train new people.

= Ensure ongoing communication. Along with solid training for agents, Proparms publishes a
newsletter which keeps its agents abreast of the latest developments.
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Going Global:

THE CANADIAN
TRADE COMMISSIONER
SERVICE

INTERNATIONAL TRADI
CANADA (ITCAN)

Although exporting can appear daunting at times,
especially to new exporters, the good news is that
you don’t have to go it alone. The Canadian Trade
Commissioner Service is here to help you expand
your business abroad. A network of more than 900
trade commissioners working in Canada and
overseas, the Canadian Trade Commissioner
Service helps companies like yours succeed in foreign
markets by providing timely advice, valuable
business intelligence and in-market assistance.

In Canada, trade commissioners working in regional
offices can provide you with practical advice on
marketing strategies and up to date market and
sector information to help smooth your company’s
path to doing business abroad.

Trade commissioners working in our offices
around the world can help your company make
better business decisions by providing a range of
in-market services, including investigating
market prospects, identifying key contacts and
troubleshooting difficulties. See page 3 for the
office in your region.

Your gateway to the Canadian Trade
Commissioner Service: 1 lw Virtual
I'rade Commissioner
By registering and becoming a client of the
Canadian Trade Commissioner Service, you can
obtain a Virtual Trade Commissioner, a personalized
Web page specific to your company's international
business interests. The Virtual Trade Commissioner
provides on-line access to market research reports,
business leads, business news, events and visit
information that matches your industry sector and
markets of interest. This tool also allows you to
request services from trade commissioners in Canada
and abroad who are responsible for your industry
and target markets, as well as services from our
partners, including: Export Development Canada;
Agriculture and Agri-Food Canada; Canadian
Commercial Corporation and Canadian Heritage.

To register for a Virtual Trade Commissioner, visit

www.infoexport.gc.ca

CANADEXPORT

[TCan’s international trade and investment publication
provides Canadian businesses with information on
export opportunities, trade fairs and missions and
business conferences, as well as articles on inter-

national markets and successful Canadian exporters.

CanadExport is available on-line at:
www.international.gc.ca/canadexport

geca

ITCAN’S BUSINESSWOMEN IN
TRADE WEB SITE -
www.infoexport.gc.ca/businesswomen -

is designed for businesswomen who are looking to
export or improve their export performance. This site
is your entry to [TCan’s programs and services,
including practical advice from experienced business-
women, information on trade events and market
leads and opportunities. It also includes links to
key contacts in government support agencies,
financial institutions, and a variety of regional,
national and international associations.

‘e,
.

L
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Team Canada Inc - Equipe Canada inc

EXPORTSOURCE

Exportsource.ca is Canada's most comprehensive
source of on-line information on exporting. This
site provides a world of export services and tools,
whether you're considering exporting or have lots
of experience. The popular Step-by-Step Guide to
Exporting, available on the site or in print, walks
you through every step of the exporting process.
You can explore the full range of valuable services
available to Canadian businesses with the help of
the popular Roadmap to Exporting and the new
Export Assistant. www.exportsource.ca

BDGC

BUSINESS DEVELOPMENT
3ANK OF CANADA (BDC)

BDC is a financial institution wholly owned by
the Government of Canada. BDC plays a leadership
role in delivering financial, investment and
consulting services to Canadian small business,
with a particular focus on the technology and
export sectors of the economy. BDC's solutions
meet the needs of entrepreneurs at every stage
of their business’ development.

BDC has been actively supporting women
entrepreneurs for over ten years. Since 1995,
loans to this market segment have more than
doubled, reaching $1.6 billion at March 2005.
In Canada, BDC counts a total of 5,600 women
business leaders among its clientele.

In addition, BDC has announced the creation of
a new $25 million fund targeted to women
entrepreneurs. BDC has dedicated this amount to
increase the availability of financing for fast-
growing, women-owned firms in Canada.

For more information, call 1-888-INFO-BDC or visit

www.bdc.ca

WOMEN ENTREPRENEURS

*rDC

Export Development Canada
Exportation et développement Canada

GET GOING WITH EXPORT
DEVELOPMENT CANADA (EDC)
EDC works closely with women entrepreneurs, helping
them take advantage of export opportunities and
get paid for their deals. A Crown corporation, EDG
provides trade finance and credit insurance
services for Canadian exporters and investors in
some 200 world markets.

Get paid for your work

Can you afford a loss? Whether you export regularly
or once a year, EDC Accounts Receivable Insurance
(ARI) covers up to 30% of the loss if your buyer doesn't
pay. And when export receivables are protected by
AR, banks are more willing to accept them as
collateral in extending you a line of credit.

Get money to grow

One of the biggest obstacles smaller exporters
face is getting access to enough money to fulfill
new export contracts or to post the necessary bonds.
EDC can offer various risk-sharing guarantees to
banks so they could lend you more money.

Get practical information

Whether you want to assess your export readiness,
check the credit history of a potential buyer, or
review free export-related tools, you'll find it at:
www.edc.ca/womex

If you are working out the details of an export
contract with a potential U.S. or foreign customer,
call 1-866-857-6031.

Supplement published by the Market Support
Division (TMM), International Trade Canada
Elizabeth Reid

Trade Commissioner, Women's Enterprfses

il: elizabeth. rem@mtsmatwnal.zn ca

Editoﬁﬁi Services:
~ Bay Communications and Marketing Inc.
ail: sbaka@baycomm.ca
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This session will prmde an overview of Team Canada Inc

trade programs, services and resources offered by the federal

and provincial government as well as Crown corporations to
assist Canadian firms in exporting their products and services.
Discussions will include advice on how a Canadian company
can effectively use Internet resources such as Export Source
and Strategis to research foreign markets and to promote their
company abroad. In addition, the Virtual Trade Commissioner,
a personalized Web service for export-ready Canadian
companies, will be discussed.

The construction boom in China:
Increased business opportunities for Canadian firms
Canadian architects, contractors, engineers, building product
manufacturers and suppliers are busier than ever before in
China. This session will examine the residential and com-
mercial construction markets in China, the growing acceptance
of North American design and building technologies and
the opportunities for Canadian firms in this market.

THE CANADIAN
TRADE COMMISSIONER
SERVICE

demonstrauons on the exhibit oor. I ternat nal vm ors
can focus on exhibitors that have an mteres in exportmg "
to specific global markets. '

An international business centre will be open to fac1I1tate
ongoing contact between Canadian firms and trade commis-

sioners or international visitors to discuss potential
business and trade opportunities.

New for 2005: Matchmaking sexvices

For an additional fee, international visitors can purchase
matchmaking services that will provide them with up to
four personal meetings with appropriate Canadian firms
during the week of November 28, offering them greater
access to Canada's housing systems, building technologies,
products and expertise.

For more information, or to register for the international
business program, contact: York Communications,
tel.: (416) s12-1215, ext. 229, e-mail: evelyn@yorkcom.to,
Web site: www.constructcanada.com.
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AGRICULTURE, FOOD AND
BEVERAGES

Rio de Janeiro, Brazil

November 1618, 2005

Attend BioFach América Latina 2005, a key
event for organic products and services in
Latin America. The first Expo Sustentat show
for sustainable products will take place as a
parallel event to BioFach, at the same time
and location.

Contact: Canadian Consulate General in Sao
Paulo, tel.: (011-55-11) 5509-4321, e-mail:
infocentre.brazil@international.gc.ca.

Web site: www.biofach-americalatina.com.br

Ho Chi Minh City, Vietnam

March 1618, 2006

The International Livestock and Dairy Expo
will be Vietnam'’s first international exhibition
on livestock and diary products and processing.
The show will focus on pig, diary, cattle,
feed, goat, broiler and egg production.
Contact: Canadian Consulate General in

Ho Chi Minh City, tel.: (011-84-8) 827-9899,
e-mail: hochi-td@international.gc.ca.

ARTS AND CULTURAL
INDUSTRIES

Santa Monica, California (U.S.)
November 2-9, 2005

As the largest trade-focused film event in
the world, the American Film Market sees
production and distribution deals valued at

more than $500 million signed every year.
Contact: Jennifer Price, Trade Commissioner,
Canadian Consulate General in Los Angeles,

e-mail: cal.info@international.gc.ca.
Web site: www.americanfilmmarket.com

Los Angeles, California (U.S.)
November 1516, 2005

Don't miss this year's Hollywood Reporter/
Billboard Film & TV Music Conference, a
key industry event featuring forums and
workshops dedicated to the music of film
and television production.

Contact: Jennifer Price, Trade Commissioner,
Canadian Consulate General in Los Angeles,
e-mail: cal.info@international.gc.ca.

Web site: www.billboardevents.com

Miami Beach, Florida (U.S.)
December 1-4, 2005

A highlight of the North American visual
arts circuit, Art Basel Miami Beach will
showcase 20th and 21st century art works
along with crossover events featuring
music, film, architecture, and design.
Contact: Andrée Poitras-Emard, Canadian
Consulate General in Miami, e-mail:
infocentre.miami@international.gc.ca.
Web site: www.artbaselmiamibeach.com

CONSUMER PRODUCTS

London, U.K.
January 1517, 2006

The DIY and Garden Show is the main show-
case for the do-it-yourself market in the U.K.
Attendees range from independents to mul-
tiples and wholesalers, distributors to agents,
representing all sides of the industry, from
decorative to hardware and garden centres.
Contact: Carol Gould, Trade Commissioner
Assistant, Canadian High Commission

in the U.K., tel.: (011-44-20) 7258-6673,
e-mail: carol.gould@international.gc.ca.
Web site: www.diyandgardenshow.com

IcT

Cartagena, Colombia

October 26-28, 2005

Canada will be the profiled country at the
Andicom 2005 international telecommuni-
cations trade fair, the Andean region's largest
and most respected telecommunications
conference and commercial exhibition.
Contact: Canadian Embassy in Colombia,
tel.: (o11-57-1) 657-9800, fax: (011-57-1) 657-
9915, e-mail: bgota-td@international.gc.ca.
Web site: www.cintel.org.co

Washington, D.C. (U.S.)

November 16, 2005

Partners in Security 2005 is one of the most
important gatherings of IT professionals in
the world, and will offer an opportunity
to meet and network with key U.S. repre-
sentatives of systems integrators and
prime contractors.

Contact: Lindsay Margenau, Trade
Commissioner, Canadian Embassy in the
U.S., tel.: (202) 448-6312, e-mail:
lindsay.margenau@international.gc.ca.
Web site: www.gocsi.com/annual

OCEAN TECHNOLOGIES

London, U.K.

March 21-23, 2006

Don't miss Oceanology 2006, the largest
marine science and ocean technology
exhibition in the world. In 2004, it attracted
over 7,000 industry specialists. The Spill 2006
exhibition and Interspill 2006 conference
run concurrently and will present advances
in maritime and onshore spill technology.
Contact: Louise Rousseau, Trade Commis-
sioner, Canadian High Commission in the
U.K., tel.: (011-44-20) 7258-6667, e-mail:
louise.rousseau@international.gc.ca.

Web site: www.oio6.com

ENQUIRIES SERVICE

International Trade Canada’s Enquiries Service provides departmental information, publications and
referral services to Canadian exporters. Contact us at: 1 800 267-8376 (National Capital Region: (613) 944-4000),
TTY: (613) 944-9136, e-mail: enqserv@international.gc.ca, Web site: www.international.gc.ca.
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CanadExport (BCS)

125 Sussex Drive

Ottawa, ON KiA oG2
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