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External Affairs and International Trade Canada (EAITC) is the federal department
responsible for international trade. It is also responsible for operating and maintaining
the Trade Commissioner Service with over 818 officers in 120 cities abroad and 12 cities
in Canada. The primary responsible of the Trade Commissioner is to assist Canadian
companies starting or expanding export sales in international markets.

To obtain other EAITC trade publications, please contact InfoExport (BPTE), External
Affairs and International Trade Canada, 125 Sussex Drive, Ottawa, Ontario K1A 0G2.
Call toll-free: 1-800-267-8376. In Ottawa please call 993-6435.
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UNITED STATES MARKETING PLAN

APRIL 1, 1992 - MARCH 31, 1993

This is the second year of publication of the marketing plan by the United
States Trade Tourism and Investment Development Bureau (UTD) of External Affairs
and International Trade Canada (EAITC). Its purpose is to provide a detailed blueprint
of the 1992-93 marketing strategy and proposed promational activities in the US
market for 37 sectors.

The document is the result of extensive consultations between UTD
marketing officers, private sector partners, the US post personnel, EAITC sector
specialists, Industry, Science and Technology Canada (ISTC) specialists, regional
offices, and provincial and territorial trade departments. In developing the program
partners carefully assessed market potential and Canadian capabilities in each sector.
They then developed a strategic approach and the various activities to achieve the
sector objectives.

This year’s plan specifically addresses the following goals:

- to augment efforts in the following pricrity sectors: computers and
semi-conductors, instrumentation, health and medical equipment and
telecommunications. This is in recognition of the growing emphasis in
trade in these sectors and their potential high growth;

- to continue from 1991/92 the specific emphasis on opportunities in
services and the environment;

- to continue to identify new exporters and recognize their special needs
for export education through the NEBS program;

- to make special efforts to assist those sectors with particular
circumstances.

EAITC plans to invest approximately $14 million in the 1992/93 marketing
program. The U.S. Trade, Tourism and Investment Development Bureau coordinates
EAITC's network of trade offices in the US and their staff of 150 Trade Commissioners
and Commercial Officers. In addition, UTD has a staff of 16 officers in Ottawa and
each strategy in this publication bears the name of the responsible officer. Enquiries
should be directed to the appropriate officer.

Expected results: Based on experience, UTD’s marketing mix. produces
an average of $89 of export sales for each dollar invested. On this basis, the 1992/93
marketing program should yield approximately $1 billion in new business for Canadian
companies next year.



SECTOR: Industrial Machinery, Environmental Equipment and
Related Equipment

SUB-SECTOR: ENVIRONMENTAL PRODUCTS[SERVICES Officer: D. Marsan

U.S. Market Opportunities: The present dollar value of Canadian
exports to the U.S. in the environmental sector is approximately
$C $300 million and there is the potential to substantially raise
this figure over the course of the next few years. Growth rates
and expenditures in the sector are expected to double and even
triple in the next 15 years. The commitment and amount of
spending by firms, government and state are closely linked, as
the process is largely legislatively driven. Estimates for the
environmental products/services industry in the United States
indicate a total market size currently in excess of US $100
billion annually. By 1995, this figure is expected to increase
to U.S. $200 billion because the overall environmental market is
growing at a rate of 20 to 30% annually.

canadian Capabilities: The Canadian environmental industry 1is
composed of 4000 firms delivering a full complement of
environmental goods and services. About 100 environmental and
engineering consulting firms are active internationally and have
the potential to sell science-based, knowledge-intensive products
such as geographic information systems and remote sensing.

Environmental firms tend to be small and specialized. About 480
firms are active in waste disposal in Canada from garbage truck
systems, to waste compactors, to sludge and toxic waste disposal.
Over 1680 firms specialize in water treatment, from controls, to
pumps/valves/fittings, filters for various systems for
conditioning and treatment, ground water drilling and equipment.
Another 1400 firms manufacture products for air and noise
abatement and control products. A further 440 companies supply
equipment or supplies used in environmental prevention and
restoration activities.

STRATEGY: - Canadian Environmental companies will be encouraged
to develop their U.S. market prospects through the promotion of
strategic alliances with local prime contractors and the
development of contacts with the various U.S. government
agencies.

- _ The trade development program will build on gains achieved
over the past few years in water and wastewater treatment and
solid waste and will attempt to increase awareness of the service
industry in engineering and environmental consultants.

- Access to relevant information on regulation and approval
process, will be specifically addressed.

- Promote U.S investment and strategic alliances in the sector
in order to attract high technology-based firms to Canada.



SECTOR: Industrial Machinery, Environmental Equipment
and Related Equipment
SUB-SECTOR: Environmental Products/Services Officer: D. Marsan
991-9478
A- Trade Fairs:

EVENT: Information booth at the World Recycling Conference
and Exposition, Chicago, June 2-4, 1992.

PRODUCTS: Systems and products for collection, handling and
processing of recyclable materials ; bins, trucks,
shredders, balers, crushing equipment. Also on
displays are recycled products.

SCOPE: International Show, 110 exhibitors.

ATTENDANCE: State and local public works officials, waste
processors and haulers, restaurant and
institutional (hospital, school) operators,
consultants, engineers.

EVENT: Hazardous Materials Management Conference,
Atlantic City, June 10-12,1992.

PRODUCTS: Equipment for the handling, treatment, storage and
transportation of hazardous materials and waste.

SCOPE: National show, 650 exhibitors.

ATTENDANCE: 12,000. Plant engineers, environmental engineers,

municipal waste management officials, chemists,
technicians, emergency response personnel.

EVENT: Air & Waste Management Association,
Kansas City MO, June 22-26,1992.
PRODUCTS: Showcase of products and services for air

pollution control and waste management such as
instrumentation, control equipment, engineering
and consultant services.

SCOPE: National show, 400 exhibitors.

ATTENDANCE: Engineers, waste management specialists, federal,
state and municipal environmental control
personnel. ‘

EVENT: Solid Waste Association of North America,

Tampa, FL, August 3 -6, 1992
PRODUCTS: Manufacturers and distributors of solid waste

handling equipment; trucks and bodies, land fill
compactors, incinerators, consulting services.
SCOPE: National show, 250 exhibitors.
ATTENDANCE: Municipal engineers, waste haulers, city and
street engineers.



SECTOR:

SUB-SECTOR:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

EVENT:
PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:
ATTENDANCE:

Industrial Machinery, Environmental Equipment
and Related Equipment :

Environmental Products/Service Officer: D. Marsan

Water Environment Federation, (Water Pollution
Control Federation)

New Orleans LA, September 20 - 24, 1992

Municipal and industrial wastewater treatment
equipment, hazardous waste handling, treatment and
disposal equipment.

National show, 300 exhibitors.

Engineers , municipal and industrial waste
treatment managers, municipal officials, consulting
firms, contractors.

Hazardous Materials Management Conference, (HazMat
West) Long Beach, CA, November 10 - 12, 1992.
Equipment for the handling, treatment, storage and
transportation of hazardous materials and wastes.
National show, 525 exhibitors.

Plant engineers, environmental engineers,
municipal waste management officials, chemists,
technicians, emergency response personnel.

Lower Great Lakes Waste and Recycling Expo
Buffalo, NY, November 13 - 14, 1992.

Focus is on equipment -and services for public and
private waste and recycling, however, companies from
almost every sector exhibit.

Great Lakes Regional show, 165 exhibitors, held in
conjunction with regional environmental association
meetings.

Municipal engineers, environmental professionals,
public works directors, plant engineers, solid waste
directors, federal, state and local governments
professionals.

Hazardous Materials Control (HazMat '92)
Washington DC, November 1992.

Systems and services for the collection,
containment, and disposal of toxic/hazardous
materials generated by the municipal and industrial
processes.

National Show, 480 exhibitors

Environmental consultants, plant engineers, sate
and local government procurement officials,
technicians and chemists, as well as
specifics/buyers from US federal government
departments such as EPA, DOD Department of Energy.



SECTOR:

SUB-SECTOR:

EVENT:

PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:
PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:
ATTENDANCE:

B- Mission:
EVENT:
PRODUCTS:

TARGET:

PARTICIPANTS:

Industrial Machinery, Environmental Equipment
and Related Equipment
Environmental Products/Services

Officer: D. Marsan

Information booth at Petro-safe '93,

Houston TX, January 1993

Hazardous materials detection, treatment and
disposal equipment, fire prevention and
firefighting equipment, o0il spill containment and
clean-up systems, incineration equipment.
International Conference, 110 exhibitors.
Environmental consultants, refinery plant
engineers, emergency response personnel,
transportation specialists, buyers from US
federal government agencies such as EPA and the
Department of Energy.

Hazardous Material (HazMat Central),

Chicago IL, April, 1993

Hazardous material management.

National Show, 160 exhibitors.

Manufacturers, suppliers, engineers, government
and chemical and environmental related services
for the hazardous materials management field.

9th Annual New Jersey Environmental Expo

Edison NJ, October 19-21, 1992

Environmental services and equipment for solid
waste management, water resource management,
environmental assessment, air pollution control and
site reclamation.

Regional show, 250 exhibitors.

3000 industry, Municipal, State and Federal
visitors.

Incoming mission to the American Water Works
Association Show, Vancouver BC, June 18 - 22, 1992
Water meters, pipes valves and other components
for the water works industry.

9,000. Municipal and state officials, engineers,
contractors, environmental professionals.

Mission will consist of approximately 25 U.S. buyers

selected and invited by the Canadian Consulates in
the USA.



SECTOR:

SUB-SECTOR:

EVENT:

PRODUCTS:
TARGET:
PARTICIPANTS:

EVENT:

PRODUCTS:

TARGET:

PARTICIPANTS:

EVENT:

PRODUCTS:
TARGET:

PARTICIPANTS:

EVENT:

PRODUCTS:

TARGET:

PARTICIPANTS:

Industrial Machinery, Environmental Equipment
and Related Equipment

Environmental Products/Services Officer: D. Marsan

Mission to the Biotechnology and Waste Treatment
Conference Grand Rapids, MI, 15 - 16 September 1992
Industrial Waste Treatment, Bio Remediation

Meet with relevant environmental professionals,
members of Michigan Biotechnology Institute
Mission will consist of 10-15 Canadian firms.

Mission Environmental Products & Services

Boston MA, Fall 1992

Complete range of environmental products and
services

Meet with relevant manufacturers representatives,
distribution outlets, consultants and local
regulatory agencies.

Mission will consist of 10-15 Canadian firms.

Mission to the Pennsylvania State-Wide
Environmental Event Harrisburgh, PA, October 1992.
Engineering Consulting Services/Technologies.

1500 visitors from the State of Pennsylvania, eg.
government permitting officers, municipal water &
sewage authorities, urban planners, and polluters
as buyers interested in learning about Canadian
expertise in pollution & waste management, recycling
and cleanup technologies.

Engineering Consultants

NEBS Mission to the Lower Great Lakes Waste &
Recycling Expo - Buffalo NY, November 10- 11, 1992
Focus is on equipment and services for public and
private waste and recycling, however, companies from
almost every sector will be invited.

Municipal engineers, environmental professionals,
public works directors, plant engineers, solid waste
directors, federal, state and local government
officials

Mission will consist of approximately 10 Canadian
firms.
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SECTOR:

SUB-SECTOR:

EVENT:
PRODUCTS:

TARGET:

PARTICIPANTS:

Industrial Machinery, Environmental Equipment
and Related Equipment
Environmental Products/Services Officer: D. Marsan

NEBS Mission to the Industrial Waste Water
Pittsburgh PA Fall 1992

Municipal/Industrial wastewater treatment equipment
and technology services.

Industrial environmental engineers, municipal water
authorities, regional WPCF members from Western
Pennsylvania/Northern Ohio.

Mission will consist of approximately 10 Canadian
firms.

C- Workshops/Seminars:

EVENT:

DESCRIPTION:

LOCATION(S) :

DATE (S) :

EVENT:
DESCRIPTION:

LOCATION (S) :
DATE (S) :

Environmental Strategy Matching/Partnering
Workshops

To conduct in cooperation with the Canadian
Consulates in the USA a series of workshops for 10 -
15 Canadian companies to be matched with appropriate
US selected firms with similar interests for
possible technology sharing, strategic alliances,
sub-contracting arrangements etc.

Seattle WA, Washington DC, Pittsburgh PA,

Chicago IL, Los Angeles CA, Atlanta GA

Fall 1992

Canada-US Environmental Forum (CUE)

The CUE workshop will showcase technologies in five
major areas of environmental concern - air, waste,
water, management and engineering. Joining an
exposition format with an open discussion forum,
this unique one and a half day event is designed to
promote teaming between U.S. organizations and
their Canadian counterparts to form partnerships,
collaborations, joint venture agreements, research
contracts, and strategic alliances.

Raleigh, NC

26,27 June 1992



SECTOR:

SUB=-SECTOR:

EVENT:
DESCRIPTION:

LOCATION(S) :
DATE(S) :

Industrial Machinery, Environmental Equipment
and Related Equipment
Environmental Products/Services Officer: D. Marsan

Ocean Technology Workshop :

The purpose of this workshop is to promote trade,
joint ventures, strategic alliances and joint
development projects between Canadian and US
institutions. Expected attendance is 150 people
representing companies and organizations involved in
all aspects of marine technology including:
hardware, software, engineering, exploration,
consulting and environmental protection.

Canadian participants will have the opportunity to
exhibit their products and services and to meet with
potential U.S. partners, collaborators and buyers
Newport RI

27 February 1993

10



SECTOR: Construction and Related Products

SUB-SECTOR: CONVERTED WOOD PRODUCTS Officer: R. McNally

U.S. Market Opportunities: U.S. converted wood products
shipments totalled $9.5 billion in 1990, down 1 percent from the

previous year. Since 1986, when the level of new construction
began to decline, the repair/remodelling market has become an
increasingly important component of U.S. demand.

The largest industry commodity grouping was wooden doors, which
accounted for an estimated 30 percent of industry shipments.
Wooden windows comprised 26 percent, while wooden mouldings made
up 14 percent of industry deliveries. Other key categories
included wooden stairs and components, wood blinds and shutters,
exterior millwork, including porch columns and rails. Canada
supplies 24 percent of total U.S. wooden door imports and 7
percent of its wooden windows. Canada has also made inroads in
supplying doors incorporating alternative materials (moulded
doors) which are energy efficient and require lower maintenance.

Canadian Capabilities: Most of the 2,200 industry establishments
are small and mainly Canadian-owned, specializing in
manufacturing only one product or type of product. Canada's
strengths lie in wooden door and window construction where
Canadian companies have become world leaders in innovative
products designed to conserve energy. Canada has also been very
successful in exporting prefabricated wooden homes to the United
States.

Canadian exports in 1990 were estimated at $550 million with
wooden doors/windows representing $50 million, kitchen cabinets
at $33 million and prefabricated wooden buildings at $70 million.
Other exported products include wooden mouldings, flooring, and
dowelling. :

Strategy: To introduce new companies to the marketplace,
particularly those manufacturing niche products (eg.related to
energy conservation) where we have demonstrated leading
capabilities.

To continue to build on the successful past efforts of
small/medium size exporters through participation at major
international and strategic regional events.

To maintain and enhance Canadian industry's reputation as a

religble supplier to the expanding remodelling sector through
participation in key U.S. shows.

11



SECTOR:
SUB-SECTOR:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

Construction and Related Products

CONVERTED WOOD PRODUCTS Officer: R. McNally
993-7486
International Tile Show, Chicago, June 25 - 238,

1992,

Construction products, building materials and
related services. .
National show drawing companies from all over the
world to promote stone and tile.

Show draws over 20,000 visitors representing a
cross section of architects, interior designers,
distributors, builders, general contractors and
tile installers.

Solo Building Products,
September 9 - 10, 1992.
Construction products,
related services.

Solo show exhibiting only Canadian building
products to New England market.

Introduce manufacturers to potential agents,
manufacturers representatives and distribution
outlets in New England.

Fitchburg (Boston),

building materials and

Remodelling Show, Pittsburgh, November 13 - 15,
1992% 2

All building products used by the remodelling
industry - windows, doors, insulation, bathrooms,
kitchen products, building materials.

National show with over 300 exhibits.

Over 7,000 buyers representing interior designers,
architects, contractors and remodellers.

National Association of Home Builders (NAHB), Las
Vegas, February 19 = 22, 1993.

Construction products, building material and
related services.

Largest building show in North America with over
1,200 exhibitors.

Over 65,000 visitors representing all aspects of
the building trade including architects,
contractors, distributors, manufacturers reps,
agents and housing developers.

12



SECTOR: Chemicals Petrochemicals and Related Equipment and
Services:

SUB-SECTOR: CHEMICALS Officer: R. McNally

Background:

U.S. Market Opportunities: Hydrocarbon Processing Industry
Outlook '92 estimates that the total number of capital projects
worldwide will increase to 2,907, an increase of 341 over 1990.
Construction projects in the U.S. are up 57 to 446 projects, and
up 25 to 123 in Canada. Capital spending on equipment, materials
and services are related directly to annual construction activity
levels. Capital, maintenance and operating budgets worldwide are
expected to total U.S. $126.6 billion in 1991, an increase of
U.S. $9.1 billion over 1990 spending. The U.S. share of this is
IJ.8:.533.4" billion, or 26%

Products such as pumps, valves, heat exchangers, compressors,
piping, instruments and electrical equipment are sold by domestic
and foreign suppliers to the U.S. hydrocarbon processing
industry. Major opportunities also exist for well replacement
parts, construction materials and a wide range of technical
services.

Canadian Capabilities: Canada's ability to export equipment such
as pumps, valves, compressors and heat exchangers to the U.S. is
well established. Export statistics are not identified by the
type of industry into which they are sold. However, Canada
exported $C 652 million worth of fluid handling equipment in 1988
of which 74% was to the U.S. Canada has worldwide leadership in
heavy 0il upgrading technology and several petrochemical plants
in Alberta are world-scale in terms of output.

Strateqy: - To expand US market share by supportlng the
activities of export ready companies, including those with new
innovative products, at major marketing venues.

- To identify new agents and distributors by participating
closely with the U.S. Manufacturers Agents National Association
(MANA) in an effort to foster manufacturer- -agents relationships.

L3



SECTOR:

SUB-SECTOR:
EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

EVENT:
PRODUCTS:

SCOPE:

ATTENDANCE:

Chemicals, Petrochemicals and Related Equipment

and Services
CHEMICALS AND PLASTICS Officer: R. McNally
993-7436

SPE (Society of Petroleum Engineers), Washington,
October 4-7, 1992.

Oilfield drilling, extraction and pipeline
equipment, as well as laboratory equipment and
services, research and software and safety
equipment for work sites.

Annual conference and exhibition with over 250
exhibitors.

This show attracts over 13,000 high-calibre
planners and researchers, covering every aspect of
0il exploration and production.

Plastics USA, Chicago, October 13 - 15, 1992

Every segment of the plastics industry including
machinery, plastic materials, processed products,
instrumentation and process control egquipment.

New annual show created to fill a real need during
the interim National Plastics Show years.

Plastics USA will be held every three years.

This show is estimated to draw over 20,000
decision makers, buyers and specifiers from all
over the world.

14




SECTOR: Chemicals Petrochemicals and Related Products
SUB-SECTOR: PLASTICS QOfficer: R. McNally

U.S. Market Opportunities: Plastics make up the largest category
of materials used in the United States today as the application

of new technologies continue to displace metals, glass, paper,
wood, and other materials. Improved qualities such as high
temperature resistance, high height-to-weight ratios, and
chemical/corrosive resistance have helped to increase this
dominant position. ’ i :

Packaging industries continue to be the. largest consumers of
plastic materials, followed by transportation, electronics,
construction, medical equipment, and sporting goods. Leading
suppliers to the U.S. were Canada and East Asia who were tied at
25.2 percent, followed by Japan at 18.8 percent.

Canadian Capabilities: The plastic machinery industry
encompasses two distinct but related sub-sectors:

The machinery sub-sector includes manufacturers of production and
other auxiliary equipment used in the creation of a wide range of
plastic products. The machinery sub-sector in Canada comprises
62 establishments employing 1900 people, with estimated shipments
in 1990 worth $497 million. Exports totalled $167 million, with
the United States accounting for 71 percent.

The mould and die sub-sector specializes in mould and die
production for plastic and rubber machines. It comprises 250
mainly Canadian-owned firms and employs 5600 people. Shipments
in 1990 were worth an estimated $580 million, of which 46
percent, or $244 million, were exported primarily to the
Automotive industry. Imports were valued at $85 million.

Strategy: To overcome a general lack of awareness of Canadian
supply capabilities in the U.S. and a less than dynamic approach
by many domestic firms to exporting, marketing initiatives at
key promotional venues will be undertaken to highlight particular
industry strengths.

15



SECTOR: 0il and Gas Products and Related Equipment and Services

SUB-SECTOR: OIL & GAS EQUIPMENT Officer: R. McNally

U.S. Market Opportunities: Exports of Canadian equipment and
services in this sector to the U.S. totalled $132 million in
1990. Recent reports called for a growth rate of 3.1 percent for
the U.S. oilfield machinery industry during 1990-94. This
projection is based on the need for US and foreign petroleum
companies to replenish depleted reserves.

Many U.S. customers of Canadian oil and gas equipment are
involved in overseas projects, in Europe, the Middle East or
Asia. Promotion of Canadian capabilities in the U.S. provides
companies exposure to these overseas markets, and lends support
to our industry in its pursuit of offshore business in
competition with American, Western European and Asian companies.

canadian Capabilities: In 1990, the industry was composed of
approximately 215 small to medium-sized establishments employing
in total about 4,500 people. The industry is strong in the areas
of technology, product quality and after sales service. In
particular, Canadian firms have developed specialized techniques
and equipment for secondary recovery from wells which have
reached a low rate of productivity and specialized subsurface
mining equipment for extracting oil sands. Canada is also
recognized also a world leader in sour gas gathering and
treatment facilities.

Strategy: - To support the activities of new and experienced
exporters offering competitive/specialized products and services
to this market by undertaking selected promotional activities,

- To ensure that Canadian industry receives appropriate
information and support instruments to maintain and augment its
share of the U.S. oil and gas equipment and services market ( by
consulting with resource persons within the industry and the
market, focusing on our industry's strengths in the offshore and
oceanology sectors). These activities are to be conducted in
close cooperation with ISTC, and the relevant ITC's and
provinces.

- To maximize the impact of our participation and the exposure
generated for Canadian oil and gas capabilities by developing an
advertising campaign built around participation at trade shows,
taking advantage of media coveérage of shows and promotional
packages available to exhibitors.

16



SECTOR:
SUB-SECTOR:

EVENT:
PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:
PRODUCTS:

SCOPE:
ATTENDANCE:

EVENT:

PRODUCTS:
SCOPE:
ATTENDANCE:

0il and Gas Products and Related Equipment

EQUIPMENT Officer: R. McNally
993-7486

Compressed Natural Gas Show, Oklahoma City,
JRLYy74=0419925

Equipment and services related to the natural gas
sector.

Information booth displaying company brochures.
15,000 visitors covering all aspects of the oil
and gas sector.

Society of Exploration Geophysics, New Orleans,
October 25 - 28, 1992.

Equipment and related services for the o0il and gas
industry.

Information booth displaying company brochures.
Over 10,000 buyers representing the oil and gas
sector.

Society of Petroleum Engineers, Anchorage Alaska,
March, 1993

0il and gas products and related services.
Information booth displaying company brochures.
Over 7,000 visitors representing the oil and gas
industry.

17



SECTOR: Power and Energy Equipment and Services
SUB-SECTOR: HEATING EQUIPMENT Officer: R. McNally

U.S. Market Opportunities: There are three principle markets in
the US: original instillation, replacement (due to wear and
obsolescence) and retrofit (the adding to or upgrading of
existing units). US statistics show their replacement market to
be 60 percent of total demand. The replacement and retrofit
markets were extremely strong from 1980 to 1987, stimulated by
the high cost of energy and the various incentive programs.
Home-owners and commercial and institutional building owners
converted from oil-fired heating systems to gas and electric
systems. :

canadian Capabilities: The industry comprises companies
primarily engaged in manufacturing a wide range of comfort
heating equipment. The range includes warm air furnaces,
hydronic heating equipment, unit heaters, space heaters, solid
fuel stoves and fireplaces, metal vents and chimneys, combination
heating and cooling units, fans and domestic water heaters. The
manufacturing operations involve metal shearing, forming,
welding, painting and final assembly. Manufacturers purchase
parts, such as blowers, motors, electronic controls and
thermostats from specialized manufacturers.

In 1990, there were over 150 companies in the heating equipment
sector, with direct employment of approximately 6000 people.
Exports were over $100 million and imports were over $160
million. :

The FTA for this sector provided for reduced tariffs over a ten
year period. This allows time for Canadian companies to prepare
for an expanded market and adjust to increased competition in
their home market. To do this, Canadian companies are upgrading
or replacing aging facilities and equipment and introducing
modern production techniques to reduce costs to competitive
levels. They are now looking to the US market to take advantage
of the demand seen in the replacement market.

Strategy: - To promote the recent gains made in production
techniques and increased capacity by new and experienced
replacement market exporters by sponsoring participation in the
industry's key national event.

- To access relevant information on U.S. codes and standards
through ongoing market development work in support of industry.

18




SECTOR:
SUB-SECTOR:

EVENT:

PRODUCTS:

SCOPE:

ATTENDANCE:

Power and Energy Equipment and Services

HEATING EQUIPMENT Officer: R. McNally
993=7486

Air-Conditioning, Heating and Refrigeration
Exposition (ASHRAE), Chicago, Jan. 25-28, 1993.
All aspects of heating, ventilation and air-
conditioning.

Largest show of the type in the USA with 850
exhibitors.

In 1992 this show attracted over 17,000 buyers
representing contractors, engineers and
construction planners, industrial plant operators
and public utilities.
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SECTOR: Industrial Machinery, Environmental & Related Equipment

SUB-SECTOR: HARDWARE AND HOME IMPROVEMENT

Officer: R. McNally

U.S. Market Opportunities: The U.S. industry is comprised of
more than 2000 establishments and employs some 130,000 workers.

In 1990, the total hardware/home improvement market was $100
pbillion. That included money spent for additions, remodelling
and repairs made on homes. Over 75% of all do-it-yourself (DIY)
sales were made through primary hardware/home centre channels.

The demand for hardware/DIY products closely follows the level of
activity in the residential and nonresidential construction
industry and the home renovations market, with significant and
growing sales to consumer do-it-yourself retail outlets.

Canadian Capabilities: In 1990, there were 165 hardware/home
improvemen<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>