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Considerable Potential for
. Canadian Exporters Exists
in Jordan’s Medical Market

External Afféirs and

Beds, medical equipment and
medicines are among the items
Jordan’s medical sector requires,
according to a consultant’s report
received from the Canadian Em-
bassy in Amman.

The country, now becoming a
regional medical centre, also re-
quires advanced medical technol-
ogy and services and new hospi-
tals and equipment — all creating
considerable potential for Cana-
dian involvement.

Obstetrical beds are alsorequired
and an urgent requirement calls
for new patient beds to care for
emergency cases.

In the pharmaceutical field, Jor-
danians are studying the possibil-
ity of producing raw materials for
their products — clearly a field,
suggests the report, where Cana-
dian expertise could play a role:

The bulk of Jordan’s pharma-
ceutical output is exported, but
the domestic market still is heav-
ily reliant on imported products.

Canada’s current share of the
market is small, but, says the re-
port, the demand for new drugs
and the shortage of present onesis
severe.

“This may -provide an oppor-
tunity for Canadians to become
involved in the pharmaceutical
market,” particularly since expen-
sive medicines used for the treat-
ment of cancer, heart problems
and psychiatricillnesses are badly
needed.

Not all new products are drug-
related, with local manufacturers

now producing cleaning agents and
other items of a parapharma-
ceutical nature.
Inthis regard, Canadian compa-
nies could explore the possibilities
Continued on page 10— Jordan

Canada’s Export Controls,
HiTech East Europe Seminars

“Major New Changes to Cana-
da’s Export Control System and
the Growing Market for Hi-Tech
Products in Eastern Europe” is
the theme of a series of seminars
to be held across Canada begin-
ning next month.

Attendance at the seminars is
expected to be heavy and inter-
ested parties — especially those

active in export markets — are
encouraged to participate and to
register early.

Locations and dates are:
Ottawa, February 12; Montreal,
February 13; i—Ialifax, February
14; Toronto, February 17; Win-
nipeg, February 18; Calgary,
February 20; and Vancouver,
February 21.

The seminars will focus prima-
rily on the major changes (result-
ingin furtherliberalization) to the

COCOM (Coordinating Commit-
tee for Multilateral Strategic Ex-
port Controls) that took effect Sep-
tember 1, 1991. Experts also will
be available to answer timely
questions on marketing prospects
in Eastern Europe.

The seminars will be of particu-
lar interest to marketing and traf-
ficmanagers, specialists whoneed
to know about export controls
changes (especially those changes
associated with COCOM), customs
brokers and freight forwarders.

New information will also be pro-
vided on non-proliferation initia-
tives such as dual-use nuclear
goods, chemical products, and mis-
sile technology — and what these
may mean for the Canadian ex-
porting community.

Copies of the “new-look” Export
Control List, which is now more
user-friendly, will be freely dis-
tributed in an effort to increase
publicawareness of Canada’s com-
prehensive export controls and to
enhance transparency in the over-
all system.

Continued on page 2— Export
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Bidding on

" Canadian companies have an
opportunity to bid on the follow-
ing U.S. federal government
schedule contracts with the
General Services Administration
(which are similar to Supply
and Services Canada’s Standing
Offer Program). Solicitation will
be available as noted below; the
bid period usually closes 30 days
after that.

Product: Instruments and Labo-
ratory Equipment — electrical
and electronic components and test
equipment.

Expected contract value: $300
million.

Number of vendors on current
schedule: 25.

Next open season solicitation
expected: Aug. '92; Effective:
Jan. ’93.

Contract Period: 1 Aug.’91 - 31
July ’95.

Schedule Identification: 66 1I
H.

Contact: GSA Office and Scien-
tific Equipment Commodity
Center, Charita Saculles, tel.:
(703) 557-9403.

Product: Special Industry

U.S. Federal Contracts

Machinery —lithographic print-
ing plates, solutions and masters;
printing, duplicating and book-
binding equipment; pulverizing,
pulping and shredding machines.
Expected contract value:
$108,634,000.

Number of vendors on schedule:
30.

Next solicitation expected to
be issued: Open season - Oct.
92,

Contract Period: 1 July 91 - 30
June '94.

Schedule Identification: 36 II.
Contact: GSA Office Equipment
Commodity Centre, Philip
Cohen, tel.: (703) 557-9292.

Product: Laboratory Instru-
ments and Equipment — blood
chemistry analysis systems; di-
luter pipettes and/or pipetting sys-
tems.

Expected contract value: $260 mil-
lion.

Number of vendors on current
schedule: 30.

Next open season solicitation
expected to be issued: Oct. "92.
Contract Period: 1 Oct. ’90 - 30
Sept. '94.

Schedule Identification: 66 II
A,

Contact: GSA Office and Scien-

ISSN 0823-3330

tific Equipment Commodity
Center, Brian Jameison, tel.:
(703) 557-8626.

Product: Upholstered House-
hold Furniture.

Expected contract value: $200,000.
Number of vendors on current
schedule: 36.

Next solicitation expected to
be issued: Open season - Oct.
92,

Contract Period: 1 May '91 - 30
April '96.

Contact: GSA Furniture Com-
modity Center, Jimmy Reid, tel.:
(703) 557-5211.

To find out about U.S. federal
contract opportunities for other
products or for more general infor-
mation on this procurement proc-
ess, contact Judith Bradt, Cana-
dian Embassy, Washington, D.C.,
tel.:(202) 682-7746; the faxis(202)
682-7619.

Export Control
Seminar Series

Continued from page 1

The one-day seminars, costing
$80.00(including GST, one-on-one

CANADEXPORT I
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Trade Opportunities

Before entering into a contractual
agreement with a company, readers
are advised to verify the bona fides of
the companies listed here.
BANGLADESH — A company
wishes to represent Canadian
manufacturers/exporters of in-
dustrial and consumer prod-
ucts. Contact Anil K. Dey, Man-
aging Director, Deybon Trade-
ways, 10, Motijheel Commercial
Area, G.P.O. Box

productline seeks a cooperative/
joint venture arrangement with
Canadian firms. Contact Karel
Jemelka, PlasticoDomazelice, P.O.
Box 1, 751 15 Domazelice u
Prerova, Czechoslovakia. Tel.: 42-
641-91539. Fax: 42-641-91293.

HUNGARY — This country’s old-
est glass manufacturer (pro-
ducing top-quality, 'hand-made

has been issued by Karnataka
Power Corporation Ltd. of
Bangalore for the transporta-
tion, erection, and commis-
sioning of three 50MW gener-
ating units, auxiliary and as-
sociated equipment and con-
trol systems for the Kadra Dam
power house. Documents cost
US$136. Contact Consulate of

Canada, Bombay,

No. 102306
Dhaka, Bangla-

India. Fax: (011-
91-22) 287-5514.

NEWZEALAND

desh.Fax:(8802)
411197. Telex:
642460 BHL BJ
DEYBON.

BRITAIN — A
solid company
with good con-
tacts in the in-
dustry wishes to
contact manu-
facturers of
hardware or
software asso-
ciated with en-
vironmental
monitoring
and process
control equip-
ment. The com-
pany’s aim is to
distribute
such products
(both separately
and built into
systems it has
designed) in the

Panamanian Importers

Trade Commissioners in Costa Rica now have a solid database of
qualified Panamanian importers seeking a variety of representational
business from Canada. Some of these are listed below. Interested
Canadian firms should contact these companies directly.
¢ Juan D. Medrano, Presidente de Grupo Cofisa, S.A. imports
concrete additives, plumbing supplies, bathroom and
kitchen accessories. Apartado Postal 11055, Panama 6,
Panama. Tel.: (011-507) 241877. Fax: (011-507) 216860.

e Mario Chamorro, Gerente, Hopsa, imports wall board, whirl-
pools, spas, decorative building products, screws and
fasteners. Apartado B-2, Panama 9A. Tel.: (011-507) 363000.
Fax: (011-507) 362875.

¢ Julian Palacio, Gerente de Mercado, Grupo Rodelag S.A,, is
interested in water pumps, electric cables, scaffolds, hu-
midifiers/fans, locks, security equipment, and lumber.
Apartado 4503, Panama 5. Tel.: (011-507) 362333. Fax: (011-
507) 363187.

¢ Alfredo Enrique Vargas, Presidente, Inversiones Sagrav, S.A.
(with branches in Venezuela, Colombia, Costa Rica, Jamaica
and Puerto Rico) is interested in tiles, building hardware,
decorative building products, plumbing supplies, lum-
ber, locks, security equipment,insulating materials, ply-
wood and veneers. Apartado 9A-1050, Panama 9A. Tel.: (011-
507) 330902. Fax: (011-507) 335685.

— A company
wishes to contact
manufacturers/
suppliers of in-
dustrial grade
polyethylene
sheet, rod and
extruded pro-
files (in low, high
and ultra-high
graderange—not
flexible grades).
Contact Barry
Pett, General
Manager,
Addington Engi-
neering Company
Limited, P.O. Box
4289, Christ-
church, New Zea-
land. Fax: 64-3-
794-739.

SWITZER-
LAND — A trad-
ing company is
seeking large

UK and Europe. Contact Bob
Whiley, Marketing Manager,
Marconi Environmental Systems,
Eletta Avenue, Waterlooville,
Hampshire PO7 7XS, England.
Tel.:011-44-705-264466. Fax:011-
44-705-260246.

CZECHOSLOVAKIA — A plas-

tic and metal products manu- "

facturer, wishing to expand its

glass products) seeks potential
commercial partners and/or
investors. Contact Atilla Muller,
General Manager, Parad Glass
FactoryLtd.,H-3242,Paradsasvar
Rakoczi ut 46-48. Budapest, Hun-
gary. Tel.: (36) 36-64-123. Fax:(36)
36-64-494,

INDIA — A tender, with a bid
closing date of March 5, 1992

quantitiesof obsolete goods and
overstock. Included are: toys;
washing powder (for laundry
and dishes); and cosmetics.
Contact General Stock Lots, Swiss
Division, 40 Rue de Neuchatel,
CH-1400, Yverdon-Les-Bains ,
Switzerland. Tel.: 024-21-00-47.
Fax:024-21-34-20. Telex:457-2999
TXC CH.

External Affairs and International Trade Canada (EAITC) .

January 15, 1992
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Trade Fairs

Recruitment Underway for
USSR 0Oil, Gas Trade Fair

Moscow — Companies meeting
eligibility requirements now are
being recruited to participate in
the External Affairs and Interna-
tional Trade Canada-sponsored
National Stand at Neftegaz’92, a
major oil and gas trade fair being
held May 19-27 in Moscow.

The Soviet republics (particularly
the Russian Federation) present
many commercial opportunities for
the Canadian energy sector, with
Canadian firmsalreadybeginning
to play an important role in re-
building Russia’s oil and gas base
in Western Siberia, the Caspian
Basin, and the Arctic.

Western joint ventures, featur-
ing production sharing, obtain re-
turns on investment through in-
cremental energy exports. Indeed,
External Affairs and International
Trade Canada’s Central and East-
ern Europe Trade Development
Division reports that the energy
sector is the most active and suc-
cessful focus of Canadian firms in
the Russian Federation and
Kazakhstan.

Specific projects exist in en-
hanced oil recovery, oil well reha-
bilitation, geological exploration,

pipelines, petrochemicals refin-
ing, construction and energy
conservation.

To be eligible to exhibit in the
National Stand, participants must
meet Program for Export Market
Development (PEMD) criteria for
government-initiated trade fairs.

This means they must be an in-
corporated business; be export-
ready; be registered or in the
process of registering with WIN
Exports (External’s world infor-
mation network); be established
and operating in Canada for at
least two years and have sales
performance data for those two
years or have annual sales ex-
ceeding $100,000; and have ful-
filled reporting requirements of
any previous PEMD assistance.

For further information on
Neftegaz’92 or on the eligibility
criteria for exhibitors, contact —
as early as possible — Thérése
Gervais, Trade Fairs and Missions-
Europe Trade Development Divi-
sion(RWTF), External Affairs and
International Trade Canada, 125
Sussex Drive, Ottawa K1A 0G2.
Tel.: (613) 992-7001. Fax: (613)
995-6319.

U.S. Health Care Products Show

Atlantic City — Canadian suppliers of health care products and
services have an opportunity to make inroads into a vast U.S. market
valued annually in excess of $39 billion (hospital expenditures only).

All they need do is participate in the Canadian National Stand at the
1992 Middle Atlantic Health Congress (MAHC) Trade Show,
being held May 20-21 in Atlantic City, New Jersey.

The MACH Trade Show enables members of the Middle Atlantic
Health Congress (representing over 700 health care facilities in New
York, New Jersey, Pennsylvania and Delaware) to meet — for the
purpose of making purchasing decisions — with health care products/

services suppliers.

For further information on participating in this trade show, contact—
by February 15,1992 —Donald H. Garretson, Jr., Canadian Consulate
General, New York City. Tel.: (212) 768-2400. Fax: (212) 768-2440.

Trade Calendar
Geared to Info
Technology Market
in Belgium

To capitalize on the growing in-
formation technology (IT) market
in Belgium — a country consid-
ered by many to be the entry point
for companies wishing to gain a
foothold in the Single European
Market of 1992 — and to promote
Canadian IT know-how and tech-
nology, the Canadian Embassy in
Brussels will be participating in

three major Belgian trade shows
in the IT field.

Canadian companies are invited
to participate in:
e Software Automation —
March 25-26, 1992 — Kortrijk: an
annual trade show for advanced
software.

 TMAB Exhibition — April 8-9,
1992 — Brussels: an annual meet-
ing of Belgium’s telecommunica-
tions industry.

¢ InterEleoc —November 18-25,
1992 — Ghent: the major trade
exhibition for automation, compo-
nents and test-measuring equip-
ment.

The Embassy will also organize
a seminar on Canadian Telecom-
munications in November of 1992.

Companiesinterested in partici-
pating with the Embassy in these
activities or wishing more infor-
mation, may contact Mrs. Céline
Boies, Western Europe Trade, In-
vestmentand Technology Division
(RWT), External Affairs and In-
ternational Trade Canada, 125
Sussex Drive, Ottawa K1A 0G2.
Tel.: (613) 995-7544.

Firms may also contact directly
Freddy Dutoit, Commercial Of-
ficer, Canadian Embassy, 2, Av-
enue de Tervuren, 1040 Brussels
Belgium. Tel.: (011-32-2) 735-
6040. Fax: (011-32-2) 735-3383.

External Affairs and International Trade Canada (EAITC)

January 15, 1992
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Central America Supplement

Central America

A Market of Growing Interest

By Don Wight, Editor

With expectations of continued
peace and renewed economic
growth through the next decade
and beyond, Central America is a
region that Canadian exporters
should consider very seriously.

The region is comprised of Gua-
temala, El Salvador, Honduras,
Nicaragua, Costa Rica and
Panama.

Relatively low wage rates, fairly
well educated populations (30 mil-
lion) with growing wealth, states
with increasing capacity to bor-
row funds for capital projects and
infrastructure — all lead to the
conclusion that there are signifi-
cant new opportunities for Cana-
dian business in the region.

This favourable climate is fur-
ther reinforced in that the govern-
ments of the area are in the proc-
ess of reducing tariffs, relaxing
import restrictions and currency
controls, and promoting foreign
investment in order to develop
more competitive, export-oriented
economies.

Aswell, all except Hondurasand
Panama (which have applied for
accession) are members of the
General Agreementon Tariffsand
Trade(GATT), with work progress-
ing on renewed regional coopera-
tion on customs and tariff issues.

Furthermore, with the region’s
debt burden subsiding, interna-
tional financing institutes (IFIs)
are once again beginning to ad-
vance capital loans.

In the next decade, between $1
billion and $2 billion will be loaned
to the region by the World Bank
(WB), the Inter-American Devel-
opment Bank (IADB) and the Cen-
tral American Development Bank.

In 1990, Canada’s exports to
Central America amounted to ap-

proximately $105 million, with
Canadian imports totaling about
$195 million, giving Canada a
trade deficit of $90 million. Tradi-
tionally, Canadian exports have
been raw materials, ranging from
pulp, paper, fertilizers, plasticsand
chemicals to grain, fuel, edible oil,
milk powder, dairy pgroducts and
vegetables.

As the countries continue their
upward swing,however, these tra-
ditional Canadian exports, while

continuing, are likely to be supple-
mented by finished products,
newer, more advanced technolo-
gies, services and expertise.

Herewith, a general breakdown
by country, incorporatinginforma-
tion that should be of interest to
Canadian exporters already doing
business in the region or to those
contemplating exploring the op-
portunitiesin this market of grow-
ing interest and importance.

Guatemala Development Plans
Match Canadian Capabilities

With an economy thatis private-
sector driven, Guatemala is a
country in which there are almost
no import restrictions.

The market, asinmost of Central
America, is very competitive and,
while product quality is a consid-
eration, the better price usually
dictates success in sales.

Guatemala imports goods and
services in the order of US$1.7
billion annually. Of that amount
Canada, in 1990, exported $28.1
million, primarily dairy and food
products, prepared fish, paperand
pulp, fertilizer and plastics.

The most populous (9.2 million
people) countryin Central America
hasdevelopment plansthatclosely
match Canadian supply capabili-
ties: energy, transportation, tel-
ecommunications, health and
education are the prime areas of
concentratidn for public invest-
ment.

Agricultureand industryalsoare
two dynamic sectors that offer
opportunities for the sale of raw
materials, technology and con-
sulting services.

Short-term sales opportunities
— for which the trade section of
the Canadian Embassy can sug-
gest local representation and
which have immediate potential
— include computer equipment
and accessories, raw materials for
the plastics and pharmaceutical
industries, prepared foodstuffs,
small agricultural equipment, and
paper specialties.

In the petroleum sector, there is
significant potential for geophysi-
cal and drilling equipment, pipe-
lineequipmentand technologyand
petroleum-related services.

Indeed, in the area of capital
projects, the Guatemalan govern-
ment plans, in 1992, to execute
three projects in the petroleum
sector: the Penate petroleum
products storage facility on the
Pacific coast; an LPG storage fa-
cility on the Atlantic coast; and
the construction of a 110-km pe-
troleum products pipeline.

These three projects — of special
interest to Canadian companies
with the required expertise, tech-

Continued on page 6— Guatemala

External Affairs and International Trade Canada (EAITC)
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Guatemala

Continued from page 5

nology and equipment — are likely
to be declared national priorities
and proceed to tender as soon as
bid documents and specifications
are completed

Guatemala, with high unem-
ployment, low labour costs, and a
low tax burden, has become an
attractive destination for foreign
investment, particularly in the
manufacturing sector.

The government offers tax in-
centives to foreign investments in
export industries.

When it comes to marketing, itis
most important for exporters and
would-be exporters to visit the
marketplace: to meet with pro-
spective representatives, dis-
tributors and customers; to study
the competition and, if the pros-
pects are promising, to repeat the
procedure. It usually takes from
two to three visits before some
success is achieved.

For further information on com-
mercial opportunities, information
and project updates, contact the
Commercial Section, Canadian
Embassy, 7TA Avenida 11-59, Zona
9, Edificio Galerias Espana, 6nivel,
Guatemala City, Guatemala. Tel.:
(011-502-2) 321411/321418/
321426. Fax: (011-502-2) 321419.

Embassies
Canadian Embassy, Apartado
Postal  10303-1000, San Jose,
Costa Rica. Tel.: (011-506) 55-
35-22. Fax: (011-506) 23-23-95.
Telex: (Destination code 376)
2179 (DOMCAN CR).

Canadian Embassy, P.O. Box
400, Guatemala City, Guate-
mala. Tel.: (011-502-2) 321411/
321413/321426. Fax: (011-502-
2) 321419. Telex: (Destination
code 372) 5206 (5206 CANADA
‘GU).

Trade, Investment Climate
Hospitable in El Salvador

Canada’s export performance in
ElSalvador, the smallestand most
densely populated (5.3 million peo-
ple) country in Central America,
swings widely from year to year

Patience Pays

in Honduras

Honduras imports about US$1
billion a year, indicating that op-
portunities exist — particularly in
the private sector which is begin-
ning to reinvest.

Canadian exportsin 1990 totaled
$10 million and consisted prima-
rily of paper products (linerboard,
newsprint), food products (proces-
sed fish/seafood, milk powder),and
industrial chemicals and plastics.

For the patient and persistent,
who can provide delivery and serv-
ice superior to the competition,
possibilities are numerous.

These are in the supply of agri-
cultural inputs, including agro-
chemicals, fertilizers, breeding
stock, a wide variety of industrial
raw materials, and electronic/tel-
ecommunications apparatus (to
keep the existing infrastructure
running and to build new export-
based industries which the gov-
ernment is strongly promoting
through the establishment of tax-
free manufacturing zones).

Investment incentives include
tax holidays and export tax
drawbacks and are geared to
export-oriented industries.

IFT pipeline projects are rela-
tively large: in transportation
(roads, bridges, ports); water
treatment; electricity generation;
and environment. New IFI projects
are likely to begin in the hydro,
transportation, health and educa-
tion sectors.

because of fluctuations in supply
and price competitiveness.

In 1990, Canadian exports to-
talled $15.2 million, with big vol-
ume and traditional items being

~ bulk agricultural commodities,

industrial raw materials, news-
print, chemicals and plastics.

The market now is open to other
Canadian commodities, including
building products, tools, structural
materials, telecommunications
equipment and electronic goods.

There are also opportunities in
the export of agricultural inputs,
including agrochemicals, genetic
material and veterinary supplies.
And the national telephone com-
pany, Antel, may purchase new
lines and switching equipment.

IFI pipeline projects are rela-
tively small in the short-term but
the Inter-American Development
Bank is active in such sectors as
electricity, road building and edu-
cation. With an end to civil strife,
El Salvador will be in line for in-
frastructure projects of interest to
Canada.

Civil and commercial laws make
foranhospitable trade and invest-
ment climate and the government
attitudeis open and fait regarding
foreign ownership and investment,
capital, dispute settlement, and
repatriation of capital.

The country has an active in-
vestment promotion infrastruc-
ture providing incentives (tax holi-
days, free zones, export tax draw-
back) to manufacturers wishing to
establishin the country —particu-
larly if the industry will earn ex-
port revenues.

Normal precautions should be
taken in conducting business af-
fairs and it is worth noting that
Canada has no bilateral invest-
ment protection agreement with
El Salvador.

External Affairs and International Trade Canada (EAITC)
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Nicaragua Needs
All the Basics,

and More

Canada has a good reputation in
Nicaragua and, while exporters
have to be imaginative when it
comes to transport— there is no
direct shipment from Canada —
this market of 4 million people
could be interesting and lucrative
for those able to respond to the
country’s needs.

Some Canadian companies al-
ready haveresponded, with Cana-
dianexportsin 1990totalling $10.8
million (down from $20.1 million
in 1989), earned primarily from
the sale of vegetables (potatoes),
machine and electrical parts.

But good opportunities also exist
for the export of industrial raw
materials and equipment, con-
struction materials, medical sup-
plies, and hospital, transport, elec-
trical, telecommunications, and
agricultural equipment.

Indeed, after almost 12 years of
economic decline, Nicaragua is in
need of virtually every basic prod-
uct imaginable.

In particular, the priority being
given to the agriculture, manufac-
turing and construction industries
will mean a rapidly growing de-
mand for machinery, equipment
and materials in these sectors.

With a looming energy shortage
and the need for major infrastruc-
ture upgrading in the transport,
water, sewage, environmental and
educational sectors, the future
should bring internationally-fi-
nanced projects of interest to Ca-
nadian firms.

As well, the government is seek-
ing increased technology transfer
and investment and intends to
change its laws to make foreign
investment more attractive. (At
present, Canada has no foreign
investment protection agreement
with Nicaragua).

Costa Rica in Privileged Position

In 1990, Canada exported $25.6
million worth of goods to Costa
Rica, a country with a population

Helpful Tlps

* Spanish is the official lan-
guage, but English generally i is
used to conduct business.

e The Central American mar-
ket is highly competitive by
virtue of its close'proximity to
southern United States ports.

* Quality is very impbrtant,
particularly when dealing with
well-to-do Central Americans.

¢ Canadian exporters must
provide top-level support — in
terms of service— to their sales
into this region.

» Exporters should be prepared
to visit customers at least once,
and preferably twice, a year.

¢ Imports normally are paid for
on confirmed letters of credit or
cash-against-documents basis.

» Quotations should always be
on a c.i.f. basis and in U.S. dol-
lars.

¢ Goods, in most Central
American countries, are subject
to two duties: a specific duty
quoted in U.S. dollars per gross
kilogram; plus an ad valorem
duty on the c.i.f. value.

¢ All major Canadian banks
have correspondent banksin the
region’s capital cities, so there
usually is little difficulty in ar-
ranging the necessary import/
export documentation.

¢ Trade commissioners at the
embassies can provide advice
on a number of matters.

¢ Participating in trade fairs
(see EXPOCOMER page 9)is a
good way to explore potential
markets.

of about 3 million people and which
has enjoyed political stability for
more than 100 years.

Canada’s primary exports for
that year included pulp, paper,
fertilizer, plastics, machine and
electric parts.

Large government expenditure
on major projects will be limited in
the near term, but there are a
number ofinteresting IFI-financed
projects that could interest Cana-
dian firms in the transportation,
electricity generation, watertreat-
ment, and environmental fields.

Civil and commercial laws pro-
vide an hospitable climate fortrade
and investment. Foreign owner-
ship and investment, commercial
dispute settlement, and repatria-
tion of capital are on a national
treatment basis and the govern-
ment attitude is open and fair.

Regulations areat times complex
and business people are advised to
take normal precautions in con-
ducting their affairs.

A variety of tax incentives are
offered by the government toinves-
tors who will export their prod-
ucts. Indeed, there are definite
advantages to any investment in
Costa Rica that has an export com-
ponent.

The high quality of life, abun-
dance of skilled labour, and a well-
developed infrastructure have re-
cently put Costa Rica in a privi-
leged position as an investment
destination in Latin America and
the Caribbean. The Costa Rican
Investment Promotion Agency
(CINDE) and the Ministry of For-
eign Trade (CENPRO) are well
organized to provide potential in-
vestors with essentialinformation.

With a free market economy that
is based primarily on private en-
terprise, Costa Rica has a broad
middle class that is firmly on the
economic tread mill of the global
economy.

Extemnal Affairs and Intemational Trade Canada (EAITC)
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Central America Supplement

Panama Popular Market for Canada

Panama, traditionally, has been
a good market ($30 million annu-
ally, despite U.S. sanctions during
the Noriega regime) for Canadian
products. Those exports fell to
$15.1 million in 1990, due mainly
tothe country’sadjusting to demo-
cratic institutionalization.

Nowindicationsarethatthenext
few years will see new opportuni-
ties for Canadian suppliers, par-
ticularly of agricultural inputs,
foodstuffs, construction materials,
telecommunications equipment,
pharmaceutical products, auto
parts, and consumer goods.

Good opportunities exist in
Panama for Canadian construc-
tion products, as wasevidenced at
CAPAC, a building and construc-
tion materials show held here re-
cently that attracted buyers from
all over Central America. Accord-
ingto CAPAC organizers, between
US$150 million and US$200 mil-
lion will be imported annually.

Canadian firms, whether sup-
pliers of goods or services to the
public or private sector, will be
best served by a local representa-
tive or agent. The Commercial
Section of the Canadian Embassy
inCosta Rica now has a solid data
baseof qualified importers seeking
a variety of Canadian products.
Some of these are listed on page 3.

Furtherfavourablesigns arethat
the government is under increas-
ing pressurefrom the international
financial community to liberalize
the economy, reduce tariffs, and
abolish the remaining quotas.
These barriers are expected to
come down over the next fewyears,
creating additional opportunities
for Canadian exporters.

Prior to being advanced loans
from international financing in-
stitutions, Panama has to ration-
alizeitslarge debtload. When this
isachieved, the countryis expected
to proceed with a number of capi-

tal projects in the transportation
and energy fields.

In addition to domestic market
opportunities, Panama offers the
advantages of the Colon Free Zone

— the second-largest free trade
area in the world — which serves
as a distribution centre for hun-
dredsof manufacturerssellinginto
South and Central America.

Sources of Financing for
Central America Projects

Currently, financing isavailable
to countries in the region through
such International Financial In-
stitutions (IFIs)as the World Bank
(WB) and the Inter-American De-
velopment Bank (IADB). Canadian
exporters may also be eligible
suppliers for projects financed
through other sources. Smaller
funds, offering limited opportuni-
ties — the Commonwealth Devel-
opment Corporation, UNIDO’s In-
dustrial Development Fund, the
Private Investment Corporation,
and the Agricultural and Indus-
trial Reactivation Fund — could
be of marginal interest to some
exporters. .

The Central American Develop-
ment Bank (Honduras), in the
processofbeing reinvigorated, may
also become a source of future fi-
nancing for capital projects in
Central America.

While WB and IADB-financed
projects are worth hundreds of
millions of dollars annually in
Central America, most of the con-
tracts are awarded on a highly
competitive basis.

Canadian exporters of goods and
services interested in pursuing
these opportunities, but who are
not familiar with IFIs, should
contact one of the followinglistings
to discuss marketing strategies
and to obtain information.

In Ottawa, the Financial and
Business Services Division, Ex-
ternal Affairs and International

Trade Canada. Tel.: (613) 995-
7251. Fax: (613) 943-1100.

In Washington, DC, the Office
for Liaison with International Fi-
nancial Institutions at the Cana-
dian Embassy. Tel.: (202) 682-
1740. Fax: (202) 682-7726.

Additional information on the
status of upcoming projects also
can be obtained from the trade
commissioners at the Canadian
Embassies in Costa Rica and Gua-
temala — see box item page 6).

Information on Export Develop-
ment Corporation(EDC)financing
and insurance for projects and
sales to Central America may be
obtained from the Export Devel-
opment Corporation, 151 O’Connor
Street, Ottawa K1P 5T9. Tel.: (613)
598-2500. Fax: (613) 598-2504.

Central America is a major re-
cipient of development assistance
through the Canadian Interna-
tional Development Agency
(CIDA) whose programs are valued
intheorderof $50 million annually.

Countries in the region are also
eligible for CIDA Inc. projects to
support pre-feasibility and feasi-
bility studies by Canadian busi-
nesses wishing to explore joint
venture and technology transfer
investments.

For information on CIDA-sup-
ported programs, contact CIDA
headquarters, 200 Promenade du
Portage, Hull, Quebec K1A 0G4.
Tel.: (613) 997-7905. Fax: (613)
953-5024.

External Affairs and International Trade Canada (EAITC)
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Trade Fairs

Chile Mining Show Now Recruiting Firms

Santiago — Canadian mining
equipment and services companies
now are being invited to partici-
pate, on a first-come, first-serve
basis, at the Canadian pavilion at
ExpoMin’92, being held May 12-
16 in this Chilean capital.

The External Affairs and: Inter-
national Trade Canada National
Stand is expected to represent the
largest Canadian mining equip-
ment/services presentation ever
held outside the country. Would-
be participants are advised to
register their interest early.

At the 1990 show, 53 Canadian
companies reported sales expecta-
tions of $14.6 million. Even more
significant results are anticipated
at the 1992 event.

That’s because Chile, the world’s
largest cash market for mining
equipment, plans, between now
and the year 2000, to invest $4

billionin the industry. Most of this
investment will be used to solve
productivity preblems and expand
output capacity.

Specifically, the expenditures
look like this:
* $2.07 billion to solve operational
problems;
+ $350 million for environmental
protection programs;
¢ $1.26 billion for plant expan-
sion; and i
¢ $320 million for a variety of
other programs.

There is an additional market:
this mining show and technical

congress attracts delegations from
every Latin American country en-
gaged in the mining industry.

Potential participants are re-
minded that all products are re-
quired to have a Canadian content
of at least 66 %5 per cent.

To apply to participate in or to
obtain further information on
ExpoMin’92, contact Paul
Schutte, Latin America and Car-
ibbean Trade Division (LGT), Ex-
ternal Affairs and International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2. Fax: (613) 943-
8806.

Fairs in Panama, Puerto Rico

Panama City/San Juan — Lim-
ited space at External Affairs and
International Trade Canada-spon-
sored stands still exists for compa-

Trade Shows Slated for Chile

A number of major trade shows
is scheduled to be held in San-
tiago, Chile throughout 1992. Ex-
ternal Affairs and International
Trade Canada, together with the
Canadian Embassy in Chile, ex-
pects to participatein those events
marked with an asterisk.

e FIDAE* —March 8-15—Inter-
national Air and Space Fair.

¢ Feria del Hogar — March 19-
April 5 — National Home Prod-
ucts Fair,

ExpoMin’92* — May 12-16 —
Latin America-wide mining equip-
ment and services show at which
Canada will have a national pavil-
ion. (See article above).

¢ SOFTEL’92* — July 13-19 —
Latin America-wide informatics
and telecommunications show at
which Canadawillhave a pavilion.

¢ ExpoFrut'92 — August 30-

September 5 — National Fruit
Exporters’ Show.

e Edifica — September 29-Octo-
ber 3 — Supplies, Equipment and
Services Show for the Construc-
tion Industry.

¢ FISA’92* — October 28-No-
vember 8 — Chile’s largest inter-
national fair, attracting exhibitors
from over 50 countries. Canada
will have a national pavilion.

* ExpoPesca— December 2-5 —
National trade show dedicated to
the fishing and aquaculture in-
dustries.

For furtherinformation on these
events, contact Gail Cockburn,
Latin America and Caribbean
Trade Division (LGT), External
Affairs and International Trade
Canada, 125 Sussex Drive, Ot-
tawa K1A 0G2. Tel.: (613) 996-
5549. Fax: (613) 943-8806.

nieswantingto participateintrade
shows in Panama/Puerto Rico.

EXPOCOMER’92, being held
March 11-16 in Panama City, will
be of particular interest to Cana-
dian food products companies, con-
struction and hardware firms,
manufacturers of automotive ac-
cessories, informatics and office
products supplies, as well as tel-
ecommunications, medical and
healthcare companies.

The 20th Annual Food and
Foodservices Equipment
Trade Show, being held April 25-
27, 1992 in San Juan, is geared
primarily to the Puerto Rican
market (where Canadian food ex-
ports average around $525 mil-
lion), but also attracts trades peo-
plefromnearby Caribbeanislands.

The show provides participants
the opportunity to meet potential
buyers, agents and distributors
throughout the region.

Contact Jon Dundon, Latin
America and Caribbean Trade
Division (LGT), External Affairs
and International Trade Canada,
125 Sussex Drive, Ottawa K1A
0G2. Tel.: (613) 996-6921. Fax:
(613) 943-8806.

External Affairs and International Trade Canada (EAITC)
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Contracts Awarded

Jordan Medical

Continued from page 1

of entering joint venture or licens-
ing agreements, with a view to
exporting products from Jordan.

All pharmaceutical imports re-
quire an import license, normally
granted without undue difficulty.
As well, only registered products
may be imported and they can be
sold only when registered by the
Ministry of Health.

Regarding this, the report notes:
“The Jordanian authorities at-
tempt touseregistrationdelaysas
a means of deterring all but the
most serious applicants from en-
tering the market.”

Being a leading manufacturer of
a wide variety of medical devices,
Canada—ifthe Jordanians found
the quality justified the higher
price — could find a market in this
sector.

The best bets here, the report
says, are devices that relate to
anesthesiology and pulmonary
medicine; cardiovascular; dental;
ear/nose/throat; and gastroenter-
ology and urology.

The report says as well that de-
vices also are required for use in
haematology; immunology; neu-
rology; obstetrics and gynecology;
ophthalmology; orthopedics; radi-
ology; surgery; and toxicology.

The post may have limited re-
sources, under the Canada Fund
Inc.(CFI1), toassist Canadianfirms
in exploring some of these poten-
tial opportunities.

For further information on

Jordan’s medical sector, or on
how the Canada Fund Inc. may
apply, contact:
Commercial Division, Canadian
Embassy, P.O. Box 815403, Am-
man,Jordan. Tel.:(011-962-6)666-
124/5/6. Fax: (011-962-6) 689-227.
Telex: (Destination code 0493)
23080 (23080 CANAD JO).

)

Hermes Electronics Ltd.,
Dartmouth, has been awarded a
US$5.2 million Canadian Com-
mercial Corporation (CCC) con-
tract to supply sonobuoys to the
U.S. Navy.

Bristol Aerospace Limited,
Winnipeg, hasbeenawarded three
CCC contracts totalling US$2.6
million for the manufacture and
supply to the U.S. Air Force of
horizontal stabilizers and other
components for use on F-5 air-
craft.

Canada-China Geoscience,
Markham, has been awarded a
Cdn$286,000 China National Coal
Corporation contract to supply
geotechnical and data processing
equipment and geophysicalinstru-
ments and training to coal mining
concerns in Inner Mongolia and a
research institute in Beijing.

Liftking Inec., Woodbridge, has
been awarded a CCC US$1.5 mil-
lion contract amendment to manu-

International Trade Centres

External Affairs and International
Trade Canada and Industry, Science and
Technology Canada have established In-
ternational Trade Centres across Canada
which provide a wide range of services to
companies seeking export counselling.

Newfoundland
Tel.: (709) 772-5511
Fax: (709) 772-2373

Prince Edward
Island

Tel.: (902) 566-7400
Fax: (902) 566-7450

Nova Scotia
Tel.: (902) 426-7540
Fax: (902) 426-2624

New Brunswick .
Tel.: (506) 851-6452
Fax: (506) 851-6429

Quebec
Tel.: (514) 283-8185
Fax: (514) 283-8794

Ontario
Tel.: (416) 973-5053
Fax:(416)973.8161

Manitoba
Tel.: (204) 983-8036
Fax: (204) 983-2187

Saskatchewan
(Saskatoon)

Tel.: (306) 975-5315
Fax: (306) 975-5334

Saskatchewan
(Regina)

Tel.: (306) 780-5020
Fax: (306) 780-6679

Alberta (Edmonton)
Tel.: (403) 485-29.44
Fax: (403) 495-4507

Alberta (Calgary)
Tel.: (403) 292-6660
Fax: (403) 292-4578

British Columbia
Tel.: (604) 666-0434
Fax: (604) 666-8330

fork lift trucks to the U.S. Air
Force.

Canadair Group of Bombar-
dier Inc., Montreal, has sold one
Challenger 601-3A jet aircraft to
Turkey. The transaction was
backed by an Export Development
Corporation(EDC)loanofUS$15.8
million.

Canadian Marconi Company,
Montreal, under a US$3 million
CCC contract, will manufacture
and supply specialized test equip-
ment to the U.S. Army Aviation
Systems Command.

Computing Devices Company,
Ottawa, under a US$1.6 million
CCC contract and against a Basic
Ordering Agreement, will provide
to the U.S. Army technical sup-
port services for the design, devel-
opment, fabrication and testing of
systems previously supplied by
Computing Devices.

International Submarine Sa-
faris (Canada) Ltd., Port
Coquitlam, will supply a Jakarta,
Indonesia firm with a 36-(tourist)
passenger submarine. EDC financ-
ing of up to US$3.4 million is sup-
porting the sale.

RoyalMachine Manufacturing
Ltd., Woodbridge, will provide an
extrusion line to a firm in Mexico.
EDC will provide financing of up
to US$501,500, through an exist-
ing line of credit with the Banco
Nacional de Comercio Exterior,
S.N.C.

West Heights Manufacturing,
Kitchener, will manufacture and
supply the U.S. Air Force with
truck assemblies for aircraft main

landing gear. The CCC contract is
worth US$1.1 million.

External Affairs and International Trade Canada (EAITC)
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Trade News

Australia Market Strong for Truck Parts

The time could hardly be more
appropriate for Canadian truck
parts exporters to explore this
market in Australia. Virtually all
trends indicate strong growth in

Argentina Modifies

Tariffs on Imports

Recent deregulation of the Ar-
gentine economy has resulted, ef-
fective November 1, 1991, in the
modification of a number of im-
port tariffs:
¢ Duties 0of 22 percent (unchanged)
cover such productsthathavehigh
added value (capital goods, ap-
parel, acrylic products, seamless
tubes).

* Duties of 13 per cent (previously
11 per cent) pertain to intermedi-
ate products (steel, iron); packag-
ing (paper, tinfoil); petrochemical
materials (polyethylene, PVC); and
processed foodstuffs (oil, milk prod-
ucts, flour, canned goods).

* Duties of 5 cent (previously O per
cent) apply to raw materials not
found in Argentina and raw mate-
rials with a positive export bal-
ance beef, cereals).

* Items with 0 per cent duty in-
clude capital goods not manufac-
tured in Argentina, books and fine
art.

All imports face the following
additional charges: 3 per cent for
statistics gathering; 16 per cent
value added tax (VAT); if products
are shipped by sea, an extra 12 per
cent is paid to the Merchant Ma-
rine fund.

For further information on these
and possible future import tariff
modifications, contact Gail
Cockburn, Latin Americaand Car-
ibbean Trade Division (LGT), Ex-
ternal Affairs and International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2. Tel.: (613) 996-
5549. Fax: (613) 943-8806.

this sector which is valued at
approximately A$750 million
annually.

Those are the basic findings of
A Survey of the Market in
Australia for Imported, Non-
OEM Medium and Heavy
Truck Parts (including trailer
parts, both new and remanu-
factured), a September, 1991 study
prepared by the Canadian Consu-
late in Melbourne. |

[ |
Strawberry Fields

...FForever...

A Quebec firm that participated
inaMiddle East agricultural show
in November 1989 has literally
sown the seeds of its own success.

As a result of contacts made at
the show, Pappenier a Masse of St.
Cesaire has completed the second
shipment of 750,000 strawberry
seedlings to Mirak Agricultural
Services in Sharjah, United Arab
Emirates.

Fittingly, thesales should be self-
perpetuating, as the strawberry
bushes have to be replaced annu-
ally because of the summer heat.

Inwhathas been termed “opera-
tion strawberry”, the seedlings
were shipped via Air Canada from
QuebectoLondon’s Heathrow Air-
port; transferred by truck to
Gatwick Airport; and flown to
Dubai by Emirates Air.

Careful temperature, humidity
control and timing were critical.
The seedlings were planted in the
United Arab Emirates less than
48 hours after being taken from
Quebec soil.

The plants will be harvested
months earlier than usual — be-
cause of the high quality of the
plants and their smooth and rapid
transportation.

Market Growth

Other specific findings (from a
survey of the volume of imported
parts between 1985 and 1989)
which point to continued growth
— and increased opportunities for
Canadian exporters — include:

* The market for imported en-
gines and engine parts (blocks,
pistons,crankshafts, etc.) grew
from $121 million to $250 million.
* The market for imported trans-
missions and transmission parts
(gear boxes, axle shafts, pumps,
etc.) grew from $36.5 million to
$70 million.

* The market for imported differ-
entials and differential parts (lube
pumps, helical gears, crown
wheels, etc.) grew from $52.5 mil-
lion to $100 million.

* The market for imported sus-
pension and steering systems and
parts (metal and rubber springs,
air bags, king pins and sets, etc.)
grew from $28.5 million to $50
million.

* The market for imported brakes
and brake parts (disc brake pads,
boosters, trailer control systems,
etc.) grew from $78.5 million to
$150 million.

e The market for other imported
parts(filters, mirrors, safety equip-
ment, etc.) grew from $74.5 mil-
lion to $130 million.

In addition to providing infor-
mation on taxes, tariffs and distri-
bution systems, the study lists
importers, trailer manufacturers,
commercial vehicle organizations,
trade shows, publications, and
Canadian trade offices in Aus-
tralia.

Copies of the study may be ob-
tained from the Asia Pacific South
Trade Division (PST), External
Affairs and International Trade
Canada, 125Sussex Drive, Ottawa
K1A0G2.Tel.:(613)996-0917. Fax:
(613) 996-4309.

External Affairs and International Trade Canada (EAITC)
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Publications/Business Agenda

Market Study of the Software
Industryin Chile(#113LA), com-
missioned by the Canadian Em-
bassy in Santiago, indicates that
while the computer hardware sec-
tor is well advanced, there is a
shortage ofleading-edge software,
thus creating market opportuni-
ties for Canadian software export-
ers.

The specificareas where the soft-
ware demand is greatest are in:
¢ the mining sector (dedicated
software for control systems,
operations planning, reserve cal-
culations, and engineering simu-
lations and processes);

» geographicinformation systems
(remote surveying, geology,

forest exploitation control, water

table management, fisheries, and
agro-industrial investigation);
and
» financial, industrial and govern-
ment institutions (dedicated and
custom-designed data base, and
operation planning and program-
ming software); .
Copies of the study, which also

suggests that software exporters
could develop local partnerships
with the aim of supplying third-
country Latin American markets,
are available through InfoExport
— see box below.

The Taiwan Business Primer,
an easy-to-use cross-referenced
information source on doing busi-
ness in Taiwan, discusses, among
other subjects, preparations for
entering the Taiwanese market,
import classifications, tariff and

Toronto — January 21 — Ex-
porting to the U.S.-The Challeng-
ing Market is the theme of a half-
day seminar geared to small-to-
medium-sizecompaniesinterested
in exploring or expandinginto U.S.
markets. To register ($50.00) or
for further information, contact
Ontario Ministry of Industry,
Trade and Technology, Toronto.

Numbers
to Note

The new facsimile number for
the Canadian Commercial Office
in Karachi, Pakistan is (011-92-
21) 551175.

The Canadian Embassy in

Buenos Aires, Argentina has relo-
cated to 2828 Tagle Street, 1425
Buenos Aires, Argentina. Tel.:
(011-54-1)805-3032. Fax:(011-54-
1)'806-1209.

The new facsimile number for
the Canadian Embassy in Bucha-
rest, Romania is (011-40-0) 12-03-
66.

'_<'Bu"siness Ag'end‘a‘ |

non-tariff barriers, brand names
and packaging, distribution net-
works, special contractual clauses,
licensing agreements, and direct
investment. Costing $20.00 plus
$5.00 postage and handling (GST
included), the primer, printed
separately in Englishand French,
is available through its publish-
ers, The Asia Pacific Foundation
of Canada, 1253 McGill Avenue,
Suite 195, Montreal, Quebec H3B
2Y5. Tel.: (514) 871-9481. Fax:
(514) 871-1269.

Tel.: (416) 491-7680.

Ottawa — February 12; Mon-
treal — February 13; Halifax —
February 14; Toronto — Febru-
ary 17; Winnipeg — February 18;
Calgary—February20; Vancou-
ver — February 21 — Major New
Changes to Canada’s Export Con-
trol System and the Growing Mar-
ket for Hi-Tech Products in East-
ern Europe Seminars. Contact
George Rogerson, Canadian Ex-
porters’ Association, Ottawa. Tel.:
(613) 238-8888. (See article p. 1).

Ottawa — February 20 — Inter-
national offset policies, manage-
ment and government industrial
regional benefitsare subjectstobe
discussed at this Forum for Indus-
trial Participation meeting. Con-
tact Bob Brown, Ottawa. Tel.: (613)
733-0704. Fax: (613) 741-6013.

|

Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).
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Republzc of Korea

Canada Enhances Trade Wlth A Rising Star

By Don Wight, Editor

Regarded as the rising star in
the international economic arena,
Korea has the second most power-
ful economy in Asia after Japan.
All indications are that the coun-
try, the major newindustrial force

in the Pacific Rim, will continueto

perform well.

On a world-wide basis, Korea
hasthe thirteenthlargest economy
(Canadaseventh),isthetenthlarg-
est trading nation (Canada fifth),
andhas 11 companies on Fortune's
Global 500 (Canada has 12).

It is also a country that invests
heavily, and increasingly so, in

What You Should Know

The Korean market is one of the
mostdifficultin the world in which
to succeed and exporters need all
the help they can find. Market
information is not readily avail-
able and myriad obscure rules and
regulations, as well as arelatively
immature distribution system,
mean that exporters will need to
use multiple sources of informa-
tion.

A three-point strategy of using a

local business contact, the Com-
mercial Section of the Canadian
Embassy and regular visits and
communications could be a recipe
for success.

First, it is imperative to select a
reputable Korean partner (be it
agent, consultant, direct importer
orjoint venture counterpart) with
whom you will need to maintain
regular contact to ensure that
marketing instructions are being

followed.
REA TRADE Your Korean partner is
CANADA-KOREA your key to long-term
EXPORT STATISTICS success in the market.
JANUARY-SEPTEMBER 1990/1991 ($000 CDN) Second, the Embassy
: should be consulted early
COMMODITY 1991 1990 % Change | in your market develop-
Mineral Fuels 332 642 255 025 30 ment plans. Embassy
Iron and Steel 208906 . . 45801 346 commetcial officials can
Wood pulp 128 228 97 327 32
Organic Chemicals 113780 109 228 4 suggest agents or con-
Cereals 84 845 18 308 363 sultants, carry out credit
Ores. Slag. Ash 74563 13014 43+  checks, advise on import
Alumintum and barri st market
Alum. products 73 641 63 547 16 arriers, Sugge N
Ferttlizers 41522 33982 22 | approachesandadviseon
Papers. Paper Board 36947 teots 131 | upcoming trade fairs or
& Art. of Paper pulp o .
Machinery 35535 33638 ¢ | = MISS10NS.
an i : . Continued on page 9 —
Categorles: 1473 664 1 140 767 29 Helpful

Canada — the third largest desti-
nation after the United States and
Indonesia. (Direct Korean invest-
ment in Canada is approximately
$370 million, but “assets under

control” may reach $2 billion).
While it is a difficult market to
crack,itisonethatoffersimmense
opportunities to diligent, quality-
conscious, and persistent Cana-
dian exporters — as was discov-
ered by a November 1991 trade
mission of 26 telecommunications,

nuclear and automotive compa- B
nies led by International Trade

Minister Michael H. Wilson.
Canadians,infact,havemade—
and continue to make —impres-
sive inroads into this significant
market.
In 1991, Korea-Canadabilateral

. tradereached record levels: in ex-

cess of Cdn$4 billion, with Canada
for the first time in more than a
decade moving from a tradedeficit
to a trade surplus — exports were
up 30 per cent to approximately
Cdn$2.1 billion!

This trend is expected to con-

Continued on page 5§ — Star
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Trade Update

Permanent Export Display in B.C.
Draws Potential Trade Customers

To date as many as 225 British
Columbia exporters have show-
cased their export-ready products
and services to potential cus-

“Usually it's a case where you
visit specificindustries so youhave
only computers or only wood prod-

lower mainland of British Colum-
bia.

“The Showcase provides anideal

first contact for companies like

tomers around the world —and
they’ve never even had to leave
the province!

That’s because they've dis-

“..exhibitors gain this international
exposure at a cost much less expensive
than participating in trade shows!”

ours that depend on interna-
tional markets for business —
butdon’t have anofficein Van-
couver,” says Sabine Presch of

played their capabilities at the
B.C. Trade Showcase, a perma-
nent facility in downtown Vancou-
ver that regularly attracts busi-
nessvisitors fromtheinternational
trade community as well as the
substantial consular corps based
in Vancouver.

Modeled on the World Trade
Centre Showcase in Taipei, the
6000 square foot facility provides
a‘one-stop opportunity’ forinterna-
tional business persons to exam-
ine what they might like toimport
and for manufacturers to show-
case what they have for export.

Exhibitors rent space in an area
that is divided into four industry
sectors: high technology; general
manufacturing; service; and food.

Noria Shimazu, Director of the
Business Conference of Japan, was
impressed because the Showcase
provided and ideal overview for
the trade mission he led to British

ucts,” said Shimazu, “but in this
case it’s very comprehensive.”

And exhibitors gain thisinterna-
tional exposure at a cost much less
expensive than participating in
trade shows!

Walt Nordstrand of Canac/
Microtel says: “The Showcase of-
fers companies the advantages of
an international trade show at a
fraction of the price.”

The facility also is appreciated
by companies located outside the

Salmon Arm-based Dinoflex
Manufacturing.

Opened by the British Columbia
Trade Development Corporation
and with business visiting hours
Monday to Friday from 9 a.m. to
5 p.m., the Showcase, located
next door to the World Trade
Centre at Canada Place, islocated
at 601 West Cordova Street, Van-
couver.

For more information, contact
Astrid Levelt. Tel.:(604) 775-0374.
Fax: (604) 660-4166.

New numbers for the Canadian
Embassy in Brasilia, Brazil are:

Tel.: (011-55-61) 321-2171; Fax:~

(011-55-61) 321-4529/321-3257.
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New numbers for the Canadian
High Commission in Nairobi,
Kenya are: Tel.: (011-254-2) 214-
804; Mission facsimile: (011-254-
2) 226-987; and Administration
facsimile: (011-254-2) 216-485.

New numbers for the Canadian
High Commission in Islamabad,
Pakistan are: Tel.:(011-92-51) 211-
101. Fax: (011-92-51) 211-540.
Trade Fax: (011-92-51) 211-541.

The Canadian Embassy in
Riyadh, Saudi Arabia now has
the following facsimile numbers:
Trade Section: (011-966-1) 488-
0137; Political Section and Ad-
ministration: (011-966-1) 488-
1997; Immigration Section: (011-
966-1) 488-1361.

External Affairs and International Trade Canada (EAITC)

February 3, 1992




CANADEXPORT

Trade Opportunities

Trade Commissioners in Costa Rica
now have a database of qualified im-
porters seeking a variety of representa-
" tional business from Canada. Some of
these Salvadoran companies, which
should be contacted directly by inter-
ested Canadian firms, are listed be-
low. (Business persons attempting to
contact these companies by phone or
fax are reminded that a shortage of
telephone lines in El Salvador makes
it difficult at times to get through.
Persistence is sometimes required.)

¢ Carlos P. Guzman, Presidente,
DeltaIngenieros S.A.deC.V.seeks
suppliers of services and equip-
ment for telecommunications
switching equipment, electri-
cal power projects, substa-
tions, transformers and emer-
gency gen-
erators.
Apartado P.
3045 CTRO.
GBNO, San
Salvador, El Salvador. Tel.: (503)
23-2265.

¢ CarlosP. Guzman,Meditron S.A.
de C.V. is looking for laboratory
and medical equipment for use
in hospitals and clinics. Apartado
01-14, San Salvador, El Salvador.
Tel.: (503) 26-5665/25-3894. Fax:
(503) 25-4073.

e Arturo Araujo, Gerente Regional,

- Apollo Connection (with offices in
California and Florida) seeks sup-
pliers of canned seafood and
otherfood products, powdered
milk, toilet paper, retail-pack-
aged detergents, and packag-
ing equipment for small prod-
ucts. San Salvador, El Salvador.
Tel.: (503) 24-4159. Fax: (503) 24-
4159.

¢ Lois Perez Mendoza, Assistant
Purchasing Manager, Sigma S.A.
seeks suppliers of machinery for
making flexible packages of
plastic or paper, kraft liner
board, cup stock paper prod-
ucts, and plastic resins. San
Salvador, El Salvador. Tel.: (503)
27-1611. Fax: (503) 27-4411.

‘looking

* Mario Meuendez, Proprietor, .

Industrias Menvel S.A. de C.V. is
for suppliers of
duraluminum for injection
molding, injection molding
machinery and pharmaceuti-
cals. San Salvador, El Salvador.
Tel.: (503) 22-1462. Fax: (503) 21-
3501.

¢ Carlos Imberton, Gerente Gen-
eral, C. Imberton S.A. de C.V. is
looking for suppliers of canned
seafood and pharmaceuticals.
San Salvador, El Salvador. Tel.:
(503) 28-3203/25/26. Fax: (503) 28-
32317.

e Jose Roberto Castaneda Vega,
Gerente General, Emidin S.A. de

C.V. wishes to represent, on an
exclusive basis, suppliers of 1abo-
ratory and dental equipment,
portable X-ray equipment,
cardio vascular consumables,
inoculators, and eye equip-
ment. San Salvador, El Salvador.
Tel.: (503) 25-2494. Fax: (503) 21-
3464/21-1558.

¢ Dr. J. Leonel Pacheco, Gerente
General, Importaciones Cientificas
seeks suppliers of therapeutic
equipment for respiratory ail-
ments, sterilizers, stetho-
scopes, diabetic diagnostic
equipment, insulin injectors
and other personal medical
care equipment. San Salvador,
El Salvador. Tel.: (503) 23-7270.
Fax: (503) 73-0125.

e Carlos Raul Majano, Goldtree
Liebes S.A.4de C.V. seeks suppli-
ers of small (10KV-20KV) elec-
trical generators, lamps and
electrical equipment in gen-
eral. P.O. Box 195, San Salvador,
El Salvador. Tel.: (503) 71-1055/
2211. Fax: (503) 22-3616.

e Mauricio Diaz Soria, Liza S.A.

de C.V. seeks suppliers of herbi-
cides, insecticides, fungicides
(dimilin, paraguat), environ-
mentallysafe insecticides, and
small sprayers. Apartado 103,
San Salvador, El Salvador. Tel.:
(503) 28-2044. Fax: (503) 28-1508.

e Santiago Hernandez, President,
Grafica Internacional S.A. de C.V.
seeks suppliers of various kinds
of paper (bond, kraft, periodical,
thermal pulp, carton). Apartado
2560, San Salvador, El Salvador.
Tel.: (503) 71-3528. Fax: (503) 71-
3202.

¢ Matthijs Mulders, Gerente Gen-
eral, Centro Quimico de El Salva-
dor S.A. de C.V.islooking for sup-
pliers of in-
dustrial raw
material for
pharmaceu-
tical, food
and animal feed industries.
Apartado Postal 2373, Parque In-
dustrial, San Salvador, El Salva-
dor. Tel.: (503) 27-1550/27-1493/
77-2267.Fax:(503)27-1647. Telex:
20699.

* Margarita Velasquez de Bustillo,
Electro-Parts seeks suppliers of
all types oflaboratory and hos-
pital equipment. Condominion
Lisboacal, No. 1 Calle San Antonio
Abad y Avenida Lisboa S.S., San
Salvador, El Salvador. Tel.: (503)
74-4322. Fax: (503) 74-2277.

* Norma de Palacios, Delicia S.A.
de C.V. is looking for a supplier of
specialty and fine paper for
food and candy wrapping. San
Salvador, El Salvador. Tel.: (503)
71-6114/22-7722. Fax: (503) 71-
5558.

¢ Jose Arturo Quijano, Presidente,
Quijanos Hnos seeks heavy vehi-
cles, buses, spare parts and
tires. Colonia Alcolhuatan Pol. 4,
#23, Ciudad Delgado, El Salvador.
Tel.: (503) 76-1297/76-3205. Fax:
(503) 76-3205 (evenings).

External Affairs and Inteational Trade Canada (EAITC)
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Trade Fairs

Leipzig 1992 (Spring) Trade Fair Calendar

March 5-10 — UNITEC Indus-
trial Supplies Trade Show:Ma-
terials management (metallurgi-
cal products/supplies/compo-
nents); Manufacturing(tools/dies,
welding/cutting equipment, foun-
dry machinery, automation sys-
tems, drives CAD/CAM/CIM); Pro-
duction equipment; Know-how/
technology; and Services.

Trade Show Environmental
Engineering/Protection: Reha-
bilitation of contaminated soil,
water, etc.; Air pollution control;
Water/wastewater; Waste dis-
posal/recycling; Noise abatement;
and Services/information.

Transport Engineering/Logis-
tics Trade Show: Transport/han-
dling systems (rolling stock,
ground conveying equipment, han-
dling systems for warehouses,
ports, terminals, containers/ship-
ping containers); Storage facilities
(containers, palleting systems);
Transportservices, (cargoservices,
forwarding).

March 5-10—Market Economy
Trade Show “Know each other
- trade with each other”: Com-
mercial section (business manage-
ment, financing, commercial/in-
dustrial law, export/import, mar-
keting, R & D, technology trans-
fer); PR (labour market, tenancy
law, residential property, social
security, basic/advanced training,
administration of justice).

March 21-24 — Leipzig Con-
sumer Goods Fairs

April 4-12 — AUTO ’92: Cars,
commercial vehicles; Two-
wheelers; Mobile homes/cara-
vans; Spares, accessories; Lubri-
cants/polishes; Garage/servicing

equipment; and Services.

April 25-May 3 — Home/
Garden/Leisure Trade Show

Persons wanting additional in-
formation on these events should

contact Carlos Pechtel, Agent Gen-
eral for Canada, Leipzig Fair,
Canada Office, 11231 Jasper Av-
enue, Edmonton, Alberta TSKOLS.
Tel.: (403) 482-3427. Telex: 037
2991. Fax: (403) 488-0350. Toll-
free: 1-800-661-2221.

Wine Show in Tokyo
Uncorks Opportunities

Tokyo — Canadian wine, beer
and spirits suppliers have an op-
portunity to explore a market that
represents 120 million of the
world’s wealthiest and most so-
phisticated consumers.

All they need do is participatein
Wine Japan’92, the 4th Inter-
national Wine, Spirits, Beers
& Beverages Exhibition and
Convention being held May 27-
30 at Tokyo’s Sunshine City Exhi-
bition Center.

Participation in Wine Japan is
considered the most cost-effective
way of penetrating this rapidly
expanding sector of the Japanese
economy —— while, at the same
time, potentially gaining entry to
the emerging markets of Korea
and Taiwan.

Participation also guaranteesex-
hibitors access tomore than 12,000
specifically targeted trade buyers,
including importers and agents,
distributors and wholesalers, hote-
liers, restaurateurs, retailers, bar
and club managers, government
agencies, trade associations, and
corporate and airline caterers.

Demand for space may well ex-
ceed supply, so would-be partici-
pants areadvised toregisterearly.

To register or to obtain further
information on Wine Japan’92,
contact the show organizer’s Ca-
nadian representative Derek

Complin, President, UNILINK, 50
Weybright Court, Unit 41,
Agincourt, Ontario M1S 5A8. Tel.:
(416) 291-6359. Fax: (416) 291-
0025. Telex: 06-968027.

Broadcasting Expo
A First for EAITC

Amsterdam — Companies now
are being recruited to participate
in External Affairs and Interna-
tional Trade Canada’s (EAITC’s)
National Stand at the Interna-
tional Broadcasting Exposi-
tionbeingheld here July 3-7,1992.

This marks the first time that
EAITC will have a National Stand
at this event which attracts busi-
ness visitors from more than 70
countries.

Exhibits cover the entire broad-
cast range, from radio, television
and satellite tocable, DBS, MMDS
and HDTV.

To register interest or to obtain
moreinformation on participation
cost and other criteria, contact
Michel Samson, Deputy Director,
Western Europe Trade, Invest-
ment and Technology Division-
TradeFairsand Missions (RWTF),
External Affairsand International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2. Tel.: (613) 996-
5555. Fax: (613) 995-6319.

External Affairs and International Trade Canada (EAITC)
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A Rising Star
Stirs Interest

Continued from page 1

tinue through 1992 (though not at
1991 levels).

Opportunities
While discussed in more detail
elsewhere in this issue, an overall
view indicates that:
* Domestic demand continues
unabated for automobile, energy,
transportation, communications,
aerospace, defence, environment,
housing, and fish and food re-
quirements.
¢ Canadian export opportunities
for resources (coal, pulp,
aluminum) will continue.
¢ The service sector, including fi-
nancial services, offers growth
potential.
¢ Consulting services in niche ar-
eas such as nuclear (CANDU) or
environment offer “dramatic op-
portunities.”
¢ Technology transfer (including
two-way) opportunities exist in a
number of areas. (Korea has pro-
posed specific action in the com-
mercialization of Canadian tech-
nologies).
¢ Joint ventures and licensing
agreements are the favoured
means of exploiting opportunities.
Persons seeking additional in-
formation on trade prospects in

Korea or copies of publications

where specifiedin thissupplement
should contact directly the Com-

mercial Division, Canadian Em- |

bassy, P.O. Box 6299, Seoul 100-
662, Korea. Tel.: (011-82-2) 753-
2605/8; 753-7290/3. Fax: (011-82-
2)755-0686; 774-6989 (B.C.); 753-
2613 (Ont.).

Informationmay also be obtained
from the East Asia Trade Division
(PNC), External Affairs and In-
ternational Trade Canada, 125
Sussex Drive, Ottawa K1A 0G2.
Tel.: (613) 943-0897. Fax: (613)
996-4309.

Environmental Needs Significant

- There is a tremendous need for

environmental protection and
clean-up equipment and services
in Korea, creating numerous op-
portunities for Canadian compa-
nies, according to information re-
ceived from the Canadian Embassy
in Seoul. ‘

The environmental protection
industry here is still young, but
the number of companies produc-
ing environmental protection and
treatment systems has grown to
612, up from only 160 a decade
ago.

These companies are generally
technology and expertise poor and
mostarecapable of actingas agents
for specific Canadianenvironmen-
tal products and services. Sales of
most types of equipment, technol-
ogy or expertise as well as joint
venture manufacturing and con-
struction ventures are possible.

Canadian firms must move
quickly — but act patiently — po-
sitioning themselves for long-term
involvement in Korea’s environ-
mental protection industry —
which will be a growth market for
the next 10 to 15 years.

The timing is right NOW for ag-
gressive action to capture a share
of this growing market.

Government policies call for
quadrupling the investment in
environmental protection over the
next decade, with expenditures of
US$11.7 billion being planned
through the end of 1996.

One major element is an ambi-
tious plan for the construction of a
number of large municipal waste
incinerators requiring US$4.5 bil-
lion. '

Specific opportunities have been
identified in a number of areas.
These include: dust filters and re-
movers for industrial use;
desulphurization equipment;
deodorization equipment; air con-
taminant measuringdevices; LNG

and LPG heating systems and
motors; asbestos substitutes;
equipment for treatment of indus-
trial sewage; sewage treatment
equipment for residential use;
shipboard waste-holding and
treatmentequipment; and organic
waste treatment equipment.

Other specific areas of opportu-
nity are: airplane and car wash
equipment with water recovery;
oily water separators; small-scale
treatment facilities for livestock
farms; residential use water fil-
tering equipment; measuring de-
vices for water pollutants; recy-
cling equipment and facilities and
equipment for tires (10 million tires
per year).

Required as well are: containers
and oil recovery/treatment sys-
tems; plastics; incinerators; trash
compactors; industrial shredders;
hazardous waste transport sys-
tems; street-cleaning vehicles and
attachments; soil restoration tech-
nology; highway sound buffers;
noise-blocking construction equip-
ment; noise- measuring devices.

With Korea having only just be-
gun to recognize the environmen-
tal problems that it faces, there is
the need for a well planned gov-
ernment education campaign that
clearly outlines both problemsand
solutions. This in itself can create
market opportunities.

Since the sale of environmental
products and services in Korea is
driven primarily by government
and popular pressure, rather than
immediate bottom-line considera-
tions, the marketing approach to
environmental products and serv-
ices differs from that of other sec-
tors.

The Embassy can offer advice
and assistance to Canadian com-
panies and provide a recent mar-
ket study as a basis for marketing
efforts.

External Affairs and International Trade Canada (EAITC)
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Software Market Merits Consideration

Major opportunities exist in Ko-
rea’s software market for Cana-
dian companies supplying pack-
aged software, technical assistance

Telecommunications
A $2-Billion
Market

A $2-billion telecommunications
market exists in Korea as was dis-
covered recently by telecommuni-
cations companies that made ma-
jor sales to the region.

It is a priority sector offering
Canadian exporters great and
abundantopportunities —particu-
larly since the Korean government
plans to invest heavily in upgrad-
ing telecommunications infra-
structure and in research and de-
velopment.

Total telecommunications equip-
ment needs are expected to in-
crease at an average annual rate
of 10.1 per cent, reaching US$3.6
billion by 1996..

The country intends to increase
the number of digital switching
systems and set up a switching
network for international fax serv-
ice, packet-switching networks,
network management systems,
data communications networks,
wireless paging services, satellites,
mobile telephone service, fibre
optic equipment, cables, antenna
and VSAT equipment.

As grand as these modernization
plans are, it should be noted that
this particular market is only for
experienced exporters who are
skilled and havea quality product.

The Canadian Embassy in Seoul
has developed integrated and tar-
geted marketing strategies per-
taining to this sector. A study on
the telecommunications market is
also available to Canadian compa-
nies in this field.

or technology transfers, says a
report received from Seoul.
Exporters will find aready mar-
ket for products that will either
be of benefit to Korean companies
that are computerizing and auto-
mating their operations toreduce
costs, or that are of necessity for
use in Korea’s computerized in-
formation network system.
Market Study on the Soft-
ware Market in Korea, com-
missioned by the Canadian Em-
bassyin Seoul is now available to
Canadian companies that desire

Tourism on
the Rise

Koreans are big spenders and,
by 1995, with as many as 110,000
Korean visitors to Canada, their
financial input into this countryis
expected to total approximately
US$225 million.

Travel industry spokepersons
say that Korea now is positioned
at the beginning of what will be-
comea major outward travel boom,
much like Japan was in 1964 —
except that Korean tourism is ex-
pected to grow even more rapidly.

The Korean outbound tourism
market — Canada is highly re-
garded as a tourist destination —
is expanding rapidly, from 35,000
Korean visits to Canada in 1989
(whenKorean government restric-
tions on foreign travel were elimi-
nated), t050,000in 1990, and more
than 60,000 in 1991. :

Indeed, the Canadian provinces,
Tourism Canada and the Cana-
dian Embassy in Seoul are
developing a number of joint
initiatives which, complemented
with strong Korean partners,
should make Korean tourism to
Canada one of the most rewarding
growth sectors.

to increase their presence in Ko-
rea or those seeking to export to
this market for the first time.
Korea’s software market, the
study indicates, will grow 25 per
cent to 30 per cent annually over
the next five years as a result of a
number of major computerization

- projects and Korean government

inducements for increased compu-
terization and automation in Ko-
rea’s manufacturing, distribution
and financial industries.

The study outlines Korean laws
pertaining to protection of soft-
ware and copyright as well as the
potential barriers and impedi-
ments to exporting to the Korean
market.

It lists the major Korean players
in the software industry, provides
information on distribution chan-
nels and agencies, and the pros
and cons of working with Korea's
giant conglomerates (compared to
working with small- and medium-
size companies in Korea).

As one means of entering the
Korean market, software export-
ers may wish to participate in the
Sixth International Computer
Software Exhibition to be held
in Seoul in June 1992,

For moreinformation on the soft-
ware market in Korea and on the
Exhibition — or to obtain a copy of
the study —contact Ron Kellison,
Advanced Technologies Division
(TAE), External Affairs and Inter-
national Trade Canada (EAITC).
Tel.: (613) 996-1907. Fax: (613)
996-9265; or contact directly, H.
JacobKunzer, Canadian Embassy,
P.O. Box 6299, Seoul 100-662,
Korea. Tel.: (011-82-2) 753-2605.
Fax: (011-82-2) 755-0686.

For more information on trade
opportunities in Korea, contact
Cam Miller, East Asia Trade Divi-
sion(PNC), EAITC. Tel.:(613)943-
0897. Fax: (613) 996-4309.

Extemnal Affairs and International Trade Canada (EAITC)
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Security a Concern

Defence Restructuring Means Business

Despite the continuing move-
ment toward unification of North
and South Korea, concerns over
national security are expected to
continue, giving rise to potential
opportunities for Canadian export-
ers of defence and aerospace prod-
ucts and services.

Defence restructuring will lead
to purchases ofnew command con-
trol communicationsequipment as
well as a continued upgrading of

naval and air force capability. The
possibility of a gradual down-scal-
ing of the U.S. military presence
also is expected to create new re-
quirements as Korean forces take
on increased responsibilities.

As part of the naval upgrading
program, there is an opportunity
for Canadian systems integration
capability in the Republic of Korea
destroyer acquisition program
(value $450 million).

Resource Sector Leads in Exports

Resource exports dominate total
Canadian exports to Korea. While
resources are declining as a per-
centage of total trade, they still
account for 68 per cent and pro-
vide a multitude of opportunities
for Canadian companies.

Canadian resource exports to
Korea during 1991 amounted to
$1.4 billion, up 21 per cent from
the previous year. Leading the
growth in resource exports were
coal shipments (a 23 per cent
jump); steel products (a 99 per
cent rise); and pulp (a 15 per cent
increase). There was a 5 per cent
dropin petroleum productexports.

Coal remained Canada’s single
largest export to Korea. During
the first nine months of 1991
Canada exported almost 5 million
tons of coal, sharing 22 per cent of
the total Korean coal market. Ca-
nadian exports of coal are approxi-
mately $380 million annually.
Korea has been Canada’s second
largest export market for coal and
it is a growing market for both
metallurgical and thermal coal.

Exports of other Canadian re-
source-based productsinclude pot-
ash, sulphur, iron ore, copper, zinc
ore, uranium concentrates,

aluminum ingots, nickel oxideand
non-ferrous metal scraps.

Korea’s energy import bill
amounted to $13.1billionin 1990,
up 45 per cent from 1989. Korea’s
energy demand is projected to grow
6.8 per cent per year over 1992-
1996.

Imports of crude oil were ap-
proximately 418 million barrelsin
1991, with the Canadian share of
the market being approximately 3
per cent. Canada exported more
than $110 million worth of heavy
crude oilandgasolineduring 1991.

Canada is a major supplier of
uranium to Korea, providing one-
third of Korean uranium imports.
Currently, Canadian uranium ex-
ports amount to 450 tons, valued
at $50 million.

The industrialization of Korea
and itsdemand for resources, proc-
essed materials and energy will
ensure a continuing strong mar-
ket for competitive Canadian sup-
pliers. The major focus of atten-
tion, as tariffs decrease on value
added resource-based products
and as the Korean market opens
to foreign suppliers, is to maxi-
mize Canadian exports of proc-
essed products.

(The Korean Army will be ac-
quiring Mobile Subscriber Equip-
ment. Canadian Marconi won a
contract to provide similar equip-
ment tothe U.S. Armyandisinan
excellent position to win this con-
tract.) The Koreans are familiar
with Canadian Marconi as they
usea CMC-designed and produced
radio.

Spar Aerospace has sold Tigereye
Night Vision systems to the Ko-
rean Army and there maybe addi-
tional requirements. Spar may also
sell equipment for use as sighting
for an anti-tank weapon.

In Air Force procurement, the F-
16 aircraft has been selected for
the 120 aircraft Korean Fighter
Program. Many Canadian compa-
nies produce components and
should have opportunities through
the FMS program. Moreover, Ca-
nadian direct sales of follow up
maintenance, testing and ground
support should be developed (al-
though it will be difficult to over-
come U.S.A. purchase guidelines).
The F5 upgrade program may also
provide opportunities for Canadian
companies.

A good opportunity exists for
Canadair and its Challenger air-
craft. Purchases of the aircraft are
expected from government and
private corporations.

Coastal patrol, search and res-
cue, and forest firefighting are
growing priorities for the Korean
government and Bombardier con-
tinues to pursue prospects for its
CL-215T. Dash 8 sales could see
better prospects with possible com-
muter airlines developing after fur-
ther deregulation.

The building of a new Seoul air-
port and upgrading of local air-
ports will enhance sales of ground
equipment, navigation and radio
equipment.

External Affairs and International Trade Canada (EAITC)
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Seafood Sales Require Skill, Expertise

Opportunities abound for the
knowledgeable exporter to Korea
of seafood products.

As Koreans become more afflu-
ent and their preference for a
greater variety of seafood in-
creases, their selection of high-
quality seafood increases.

Foreign pressure has succeeded
in prying open the domestic mar-
ket for imports. Although imports
by volume decreased in 1990, the
dollar value increased. This sug-
gests that demand for high-qual-
ity seafood is on the rise.

Per capita seafood consumption
is expected to reach 47 kg by the
year 2000, from 33.6 kg in 1988.
The reasons for this include rais-
ing family incomes, a heightened
concern for nutrition and more
diverse tastes.

In 1990, Canada exported to
Korea US$10.6 million worth of
seafood (3.18 per cent of the total).
The comparison with Canada’s
chiefcompetitors in thehigh-qual-
ity seafood category show Japan
exported US$30.5 million(9.19 per
cent), and the United States
US$86.8 million (26.11 per cent).

Though competition varies by
species, the U.S. is exporting fro-
zen fish through joint ventures
with local companies. Butthe U.S.
has no obvious competitiveadvan-
tage over Canada. Japan enjoys
cultural and proximital advan-
tages; while Norway has a reputa-
tion for delivering quality proc-
essed and packaged food.

Seafood prices continue to rise
sharply and have greatly outpaced
the rise in the price index. Con-
sumer prices of the major species,
asof theend of August, 1991, show
that hairtail prices increased 58
per cent compared to that of 1990,
while Alaska pollack and chub
mackerel increased 41.7 per cent
and 27.7 per cent respectively.

Aless than efficient distribution

system, the significant number of
middlemen, and illegal marketing
channels conducted by large-scale
brokers have also contributed to
growing costs.

To help alleviate upward price
pressure and provide market sta-
bility for both the consumer and
fishermen, the governmenthas put

in place a temporary price
stabilization policy. This policy
authorizes the importation — ei-
ther by open bidding or free con-
tracts — of seafood in great de-
mand or of quality not available
locally. It also allows for the pur-
chase and storage of species har-
vested for release at a later time.

Korea’s Agri-Food Market Grows

The Korean food market is val-
ued at approximately US$12 bil-
lion with an annual growth rate of
between 12 per cent and 13 per
cent during the last three years.

The market is changing rapidly
and the Canadian food industry is
beginning to see real opportuni-
ties in Korea.

There have been some notable
recent Canadian marketing suc-
cesses in Korea, in particular in
live lobster, malt, salmon, shell-
fish, turkeys and confectionery
goods.

The Embassy has identified the
following areas as excellent poten-
tial markets: dairy bulls, chicken,
turkey, swine/beefbreeding stock,
alfalfa, canary seeds, beef, pork,
sausages, confectionery products
and baby foods.

The country imported a total of
US$768 million of processed foods
in 1990, including approximately
$424 million of sugar confection-
ery products, $74 million of bever-
age products, $125 million of veg-
etablesand fruit preparations, $51
million of cocoa and pastry prod-
uctsand $57 million of miscellane-
ous foods. i

Until recently there were two
distinctsegments of consumers for
imported food products. The fast-
est growing group is the middle
classconsumer market whichbuys
various products from department

stores, supermarkets and small
food stores.

Another small but important
marketis the tourist hotels which
import approximately US$15 mil-
lion of processed food products per
year through Korea Tourist Hotel
Supply Center Inc. (KTHSC).

Thetaste and preferencesofthese
groups are merging as Koreans
begin to travel and acquire a taste
for foreign foods.

Growing demand by increasingly
affluent consumers has resulted
in a surge in demand for high-
value agricultural products.

Among import items which at
least quadrupled during 1989/90
were frozen beef, barley malt,
sugar confectionery, cookies, jams,
sausages, crackers and frozen
french fries. The import value for
chocolate confectionery and
whisky tripled in 1990,

Exporters should identify im-
portersthat have a knowledgeand
specialization in their products.
Such importers should be ap-
pointedasexclusiveagentstoavoid
competition among Korean com-
panies in small market niches.

The Canadian government will
continue to press the Korean gov-
ernment to lower barriers in such
potentially successful products
areas as fish, honey, mineral wa-
ter, distilled products, feed barley,
canola oil and wheat.

External Affairs and International Trade Canada (EAITC)
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Helpful Hints:
Doing Business
in Korea

Continued from page 1

Third, regular visits — followed
by faxes and/or telephone calls —
are required to maintain the all
important personal links thatbind
all successful relationships in Ko-
rea.

Business is done on a personal
basis between suppliers and cus-
. tomers who know each other.

As you prepare for your first
meeting with your Korean busi-
ness partners, consider these day-
to-day tips:

e Always attempttoarrange
formal introductions whe-
ther through the Embassy

or a local agent.

e Always have calling cards
ready which explain your ex-
act positionin your company.

e Never assume everything
you say in English is under-
stood — follow up meetings
with a written record of dis-
cussions and undertakings.

* Remember that Koreans
regard the human relation-
ship as essential — business
is done between friends.

¢ Expect to be entertained
and reciprocate. Do not be
surprised if you see business
as usual the next morning.

* Remember rank is ex-
tremely important. Deter-
mine proper titles and posi-
tions in the organization of
your Korean customer.

Export Development Corporation

The Export Development Corpo-
ration (EDC), Canada’s official
export credit agency, views Korea
asatargetcommercial marketand
is positioned to assist Canadian
exports to this country.

EDC has had experience in the
Korean market since the mid-
1970s, financing over $5‘OO million
worth of transactions in the nu-
clear, telecommunications and
aerospace sectors.

In 1990, commerce between Ko-
rea and Canada was $3.8 billion
and it was expected that, by the
end of 1991, trade would surpass
the $4 billion mark.

Canada’s traditional exports to
Korea have been primary and sec-
ondary resources such as coal,
pulp, steel and minerals. But, with
growth in trade forecast, export-
ers of manufactured products in
the defence, aerospace, biotech-
nology, transportation and tel-
ecommunications sectors could
also develop potential markets.

Inmid-1990, EDC recognized the
improved economic status of Ko-
rea and its credit worthiness and
took steps to ensure that EDC fi-
nancing remains very competitive.

While in recent years, Korea has
not been borrowing abroad to fi-
nance its development, it appears
that, as growth and demand for
imports continue, more foreign fi-
nancing will be required.

With the liberalization of the fi-
nancing sector to begin this year,
financing is becoming an increas-
ingly important consideration in
this sophisticated market.

Canadian exporters could find it
advantageous to look to the sup-
portand assistance of EDCin their
export efforts. Some of the advan-
tages of dealing with EDC when
looking to export to the Korean
market include:

Assists Canada’s Exports to Korea

e EDC’s medium-and long-term
financingand guarantee programs
offeran alternative toshorter-term
financing;

e EDC can provide custom financ-
ing at commercial rates and terms
to reflect clients’ needs and mar-
ket conditions;

¢ Financing can be considered on
a fixed or floating basis in U.S.
dollars or other major currencies;

¢ EDC products have a flexible
amortization structure which con-
siders asset life and project cash
flows;

e Clients can benefit from EDC'’s
experience with major financing
in commercial marketsin the U.S.
and Europe; and

¢ EDC can work with other lend-
ers on major capital projects to
package a cost effective financing
structure.

EDC can consider financing by
way of direct loans, supplier cred-
its and guarantees to corporate
and governmentbuyers. The trans-
action must involve the purchase
of Canadian goods and services
with a minimum Canadian con-
tent of 60 per cent.

EDC is continuing to adapt its
financing and insurance products
in response to the ever-changing
developments and requirements
of the marketplace. This adapt-
ability is based on providing flex-
ible, responsive and reliable serv-
ice toCanadian exportersand their
foreign buyers.

Contact the nearest EDC office
to find out more about what EDC
can do to assist in your export
endeavours.

Extemnal Affairs and Intemational Trade Canada (EAITC)
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Brazil’s Oil, Gas Sector Seeks Suppliers

There are “good opportunities”
for Canadian suppliers to Brazil’s
oil and gas conglomerate, Petro-
bras, according to information re-
cently received from the Canadian
Consulate General in Sao Paulo.

However, says the report, de-
spite the obvious willingness of
Petrobras to source from abroad,
Canada has not been a significant
player in this market.

The main reason for this rela-
tively low level of imports from
Canada, the report speculates, is
the lack of Canadian companies
actually coming to Brazil to meet
with Petrobras engineers andtech-
nicians to explain what products
and services Canada has to offer.

Another reason may be the lack
of offshore financing on large in-
vestment projects.

Nevertheless, the fact remains
that Petrobras requires advanced
technologies with competitive pric-
ing and increasingly is going in-
ternational for procurement. It is
also streamlining bureaucratic
sourcing procedures and attempt-
ing to create a friendlier, less-
protectionist image.

One step in this direction is that
individual Petrobras offices
throughout Brazil nowhave acom-
puterized sourcing network allow-
ing them to draw up a pre-quali-
fied list of suppliers (both interna-
tional and domestic) and to con-
tact them directly with invitations
for tenders.

Tobe on the network, companies
must complete registration proce-
dures and be approved. Part of the
registration process includes pro-
vision of detailed information on
quality assurance programs and
standards. Afterwards, any re-
quirement for equipment and ma-
terials is sourced through the
databank.

Companies seeking more infor-
mation on this databank should

contact Marco Antonio Lamas de
Farias, Manager, Technical Quali-
fications, Materials and Purchas-
ing (Sermat), Petrobras, Av. Chile
65, Sala 613, Rio de Janeiro, RJ,
Cep 20035, Brazil. Fax: (55-21)
262-0145.

Another step has been the estab-
lishment by Petrobras of a new
affiliate office in Houston, Texas
which is responsible for procure-

ment out of North America.

While the Petrobras head office
is the final authority for all pro-
curement, Canadian exporters
should also make the Houston of-
fice aware of their interests.

The contact is Wagner Friere,
General Manager, Petrobras
America Inc., 10777 Westheiner
Road, Suite 626, Houston, Texas
77042, U.S.A. Fax: 781-9790.

Brazil’s Autoparts Market
Now Open for Business

The Brazilian automobile and
parts import market, which was
for a long time closed or subjected
toheavy dutiesby the government,
has re-opened to international
competition.

Brazilian automobile manufac-
turers havebeguntodrawup alist
of parts suppliers and the time is
ripefor Canadian autoparts manu-
facturers to enter this market, ac-
cording to a January 1991 report,
Market Study on the Automo-
tiveIndustryin Brazil (#98-LA),
available through Info Export (see
box page 12).

There is a good opportunity for
parts exports to Brazil because
studies indicate that Brazilian
parts are very expensive and not
always of good quality — owing to
taxes, the high inflation rate and
the often outdated equipment.

Brazil has 1,500 auto
parts manufacturers, but 550 of
them account for 90 per cent of
production. In 1989, these compa-
nies, which are 70 per cent Brazil-
ian, had revenues of US$13.9 bil-
lion and exports valued at US $2.4
billion.

On average, Brazil manufactures
1,030,000 automobiles and 42,000
tractors annually, of which one

third are sold in Brazil and the
restexported. In 1988, automobile
imports were valued at US$695
million. There are an estimated
13,800,000 vehicles in circulation
in Brazil, or 3.9 per 1,000 inhabit-
ants.

Canadian exporters canalso con-
sider joining with Brazilian com-
panies or studying the possibility
oftechnology transfers through the
Brazilian Institute of Intellectual
Property.

The Brazilian government, rec-
ognizing that carbon monoxide pol-
lution has reached critical levels,
will oblige all producers to equip
their vehicles with antipollution
systems by 1993. '

For further information on op-
portunities in Brazil’s automobile
parts market, contact The Cana-
dian Consulate General, Caixa
Postal 22002, 01499 Sao Paolo,
SP, Brazil. Tel.: (011-55-11) 287-
2122. Fax:(011-55-11) 251-5057.

Readersmay also contact Francis
UyorMr Sven Blake, Latin Ameri-
can and Caribbean Trade Division
(LGT), External Affairs and Inter-
national Trade Canada, 125 Sus-
sex Drive, Ottawa K1A 0G2. Tel.:
(613) 996-4199. Fax: (613) 943-
8806.

Extemal Affairs and International Trade Canada (EAITC)
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Oil Products, Services Imported by
Petroecuador Total US$60 Million

Ecuador’s oil sector offers Cana-
dian exporters a number of com-
mercial opportunities what with
Petroecuador, the government
holding company thatcontrols the
entire sector, annually importing
approximately US$60 million
worth of products and services.

Canadian exporters canalso take
advantage of a $10 million line of
credit granted by Canada to the
Corporacion Andina de Fomento
(CAYT), through which Petro-
ecuador also receives project fi-
nancing.

These are among the findings of

‘a January 1990 study titled Re-

port on the Oil and Gas Sector
in Ecuador (#110-LA), available
through Info Export (see box page
12).

The Ecuadorian government is
concentrating its efforts on poli-
cies designed to promote explora-
tion and develop the related infra-
structure.

Current oil reserves stand at
between 1.2 and 1.5 billion barrels
but recent unexploited discoveries
could add 250 million barrels to
the total.

Petroecuador’s annual budget is
expected to increase from
US$743 million in 1990 to
$1.9 billionin 1993. Exploration
accounts for 62 per cent of its in-
vestment spending.

Petroecuador’sshort-term priori-
ties are heavy crude extraction,
improving the productivity of its
refineries, enhancing employee
training, constructing three pipe-
lines and improving environmen-
tal protection.

It will also continue its explora-
tion and exploitation program in
co-operation with foreign compa-
nies. A half-dozen of these agree-
ments expired or will expire in

1992, and Petroecuador will cer-
tainly launchnew calls for tenders
on the international market.

The Ecuadorian hydrocarbons
agency predicts that the industry
will require investments of ap-
proximately US$720 million, or
US$60 million per year, just to
maintain its current pro‘duction.

For further information on com-
mercial epportunitiesin Ecuador’s
oil sector, contact The Consulate
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of Canada, Av 6 de Deciembre
2816, Of 4N, Caja Postanl 6512
CCI, Quito, Ecuador. Phone: (011-
593-2) 525-044;543-214. Fax:(011-
593-2) 564-795.

Or contact Georges Lemieux,
Latin American and Caribbean
Trade Division (LGT), External
Affairs and. International Trade
Canada, 125 Sussex Drive, Ot-
tawa, K1A 0G2. Tel.: (613) 996-
5548. Fax: (613) 943-8806.
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EDC Aids Sales to Hungary;
Up to 85% Financing Available

Canadian exporters can more
easily sell their goods and services
to Hungarian buyers by offering
financing — from the Export De-
velopment Corporation (EDC) —
of up to 85 per cent of their con-
tract price. ’

That’s because the EDC has re-
newed a $15-million Line of Credit
with Magyar Nemzeti Bank (MNB)
of Budapest.

The main advantage for Canadi-
ans using EDC’s financing serv-

ices is that EDC pays the exporter
directly on behalf of the buyer,
then subsequentlycollects theloan
from the borrower. In this case,
EDC will be repaid by MNB.

Exporters interested in obtain-
ing more information on EDC’s
various lines of credit should con-
tact EDC regional offices in Van-
couver, Calgary, Winnipeg, Lon-
don, Toronto, Ottawa, Montreal
and Halifax.

Extemnal Affairs and Intemnational Trade Canada (EAITC)
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Ottawa — February 12; Mon-
treal — February 13; Halifax —
February 14; Toronto — Febru-
ary 17; Winnipeg — February 18;
Calgary — February 20; Van-
couver — February 21 — Major
New Changes to Canada’s Export
Control System and the Growing
Market for Hi-Tech Products in
Eastern Europe Seminars. Con-
tact George Rogerson, Canadian
Exporters’ Association, Ottawa.
Tel.: (613) 238-8888. '

Ottawa-February 17 and Febru-
ary 18-Annual Technical Confer-
ence and Canadian Shipbuilding
and Offshore Exhibition-CSOE’92.
Contact: Mrs.Joy MacPherson.
Tel.: (613) 232-7127.

Kingston — February 19; Ot-
tawa-February 26; Peterbor-
ough-March 3; Oakville-March
17; Toronto-March 18-Interna-
tional Trade Shows Made Profit-
able workshops. Contact Barry
Siskind, International Training
and Management Company, To-
ronto. Phone\fax: (416) 483-3836.

Toronto — February 25-Doing
Business in the Czech and Slovak
Federal Republic: Conference
sponsored by the Canada Czecho-
slovakia Chamber of Commerce
(CCCC). Participants will learn
about trade opportunities, the
business climate and foreign ex-
change regulations, among other
relevant matters.Leading mem-
bers of the international business

BT
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and banking communities, high-
ranking government representa-
tives and members of the legal
and accounting professions will
be present. A special feature will
be a panel discussion among Ca-
nadians already doing business
in Czechoslovakia. Fees: $ 155.00
(CCCC members) and $ 195.00
(non-members). Contact: Peter
J.Gonda of CCCC. Tel.:(416) 367-
3432. Fax:(416) 367-3492.

Quebec City — March 11-13 —
The World of Informal Business
(intervention orlaissez-faire) Sec-

Publications

Market Study of the Energy
Sector in Chile (#114LA), com-
missioned by the Canadian Em-
bassy in Santiago, indicates,
among other things, that the de-
velopment of hydroelectric re-
sources is a definite high-growth
sector in Chile. Seven multi-mil-
lion-dollar projects are on the books
for the next several years, says the
study, adding, “Canadian exper-
tise in the engineering and equip-
ment aspects of major hydro
projects could translate into con-
crete commercial opportunities in
Chile.” Solar and nuclear-related
technology transfer projects could
be feasible as well, but only for the
long-term investor. Copies of the
study are available through
InfoExport. See box below.

ond World Conference is designed
for professionals in the field, de-
velopment agency representatives
and change leaders and agents.
Contact Marthe Lefebvre, Pavillon
des sciences de ’administration,
Universite Laval, Quebec G1K
7P4. Tel.: (418) 656-2490. Fax:
(418) 656-2624.

Ottawa—April 28-29-—The 1992
Ottawa Business Show, a trade-
only event designed to encourage
development and new growth in
Canadian enterprise, is Ottawa’s
largest and longest-running busi-
ness products and services trade
exhibition and conference with an
expectedaudience 0f15,000trades
people and 550 booths displaying
office equipment and systems, com-
puters, business and professional
services for business, government
and industry. Contact Dan Hamil-
ton, Director of Marketing,
Connelly Exhibitions Inc., 2487
Kaladar Avenue, Suite 214, Ot-
tawa K1V 8B9. Tel.: (613) 731-
9850. Fax: (613) 731-4053.

Ottawa — April 29-May 1 —
Proactive Strategies for Achiev-
ing Marketing Excellence in the
1990s is the topic of this three-day
workshop/seminar that is tailored
to the needs of the public sector
and crown corporations. Contact
Program Director, International
Marketing Institute, P.O. Box
7305, Ottawa K1L 8E4. Tel.: (613)
831-1052. Fax: (613) 831-8452.

Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area; 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).

Return requested

if undeliverable:
CanapExporr (BPT)
125 Sussex Drive
Ottawa, Ont.
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Export Promotion
Program (PEMD)

Funding Increased

Two important sections of the
Program for Export Market De-
velopment (PEMD) have been re-
instated, thanks to a $1.5 million
increase in funding, Minister of
Industry, Science and Technology
and Minister for International
Trade Michael Wilson has an-
nounced.

PEMD applications forupcoming
market identification trips and for
participation in trade fairs abroad
can be submitted to International
Trade Centres across Canada, for
implementation this fiscal year —
prior to April 1, 1992.

PEMD is the federal govern-
ment’s primary export promotion
facility, with a current budget of
$18.3 million. The program sup-
ports participation in trade fairs,
incoming and outgoing missions,
and other trade-related activities.
Lastyear,some 3,700 projects were
approved, generating $1.3 billion
in sales.

“PEMD encountered an unprec-
edented surge in demand for fund-
ingassistancein thelast twoyears.
As aresult, the program was fully
committed in November 1991, and
was temporarily suspended,”
Wilson said.

“I hope that this reinstatement
will encourage more Canadian
businesses to venture into foreign
markets.”

Minister Wilson has requested a
further review to determine if ad-
ditional funds can be made avail-
able to reinstate other important
sections of PEMD.

NATO Continues to Procure
$ Millions in Goods, Services

Hundreds of millions of dollars
worth of advanced technology
goods and services are procured
each year by NATO — and Cana-
dian suppliers have a chance to
get in on the action.

U'S. Market Studics.......2
: Busmess Opportumtles 3
‘Trade Shows, Seminars from
-Auckland to Vancouver....,..4~'6
Opportlmltles in Syna ........ 6-7
Agenda egieinissnerinaiasiesorassissanssnes 8
\. . J

NATO and its agencies procure
virtually all kinds of items and
systems, from paper clips to satel-
lite communications to manage-
ment review studies to the opera-
tion and maintenance of scientific
ships.

For instance:
¢ The NATO Communications and
Information Systems Agency
(NACISA) is especially interested
in telecom and related areas.
¢ The NATO Maintenance and
Supply Agency(NAMSA) contracts
a range of goods to support in-
service equipent, such as aircraft
over-haul and the transport of sur-
plus equipment to southern Euro-
pean allies.

e The NATO Air Command and
Control Agency (NACMA) is
in the process of setting up an air
control system including radars,
communications ETC, and other

related systems that provide
opportunities for Canadian ex-
porters.

Much procurement is funded
through the common infra-
structure programme, where
nations provide funding to sup-
port projects that enhance readi-
ness and capability.

In fiscal year 1991/92 Canada
will contribute approximately $100
millionto thisaccount alone. That’s
about 6.4 percent of the total budg-
eted figure of $1.6 billion. Project
support comes from other budgets
(e.g. military budget — Canadian
contribution: $44.8 million; the
NATO AWACS program — Cana-
dian contribution: $19 million; and
the civil budget — Canadian con-
tribution: $8.7 million).

While not all of this money is
used for capital acquisition, it in-
dicates the scope of the projects.
And, while it is true that these
budgets may be squeezed in fu-
ture, they will remain sizable.

Canada by no means receives a
full return to its industry for the
contribution the country makes.
NATO agencies, therefore, are well
disposed to receiving aggressive,
competitive bids from Canadian
suppliers.

Continued on page 2 — NATO

Trade Commissioners
to Conduct Advanced
Technology Seminars

See Agenda page 8

External Affairs and

International Trade Canada
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NATO Purchases $ Millions in Goods, Services

Continued from page 1

Pursuing Opportunities

To find out about opportunities,
interested parties should observe
the following:

e Contact specific NATO agencies
tofamiliarize them with your com-
pany’s capabilities.

¢ Requestsfor proposalaresent to
the Canadian delegation to NATO
and to Canadian embassies in
countries where procurement oc-
curs for onward transmission to
companies.

* A handout relating to pursuing
NATO business is also available
tointerested Canadiancompanies.
¢ Many Canadianfirmsfind it use-
fultoconsiderteaming with alarge
prime contractor for major sys-
temswork, onthebasisthat Cana-
dian expertise tends to be of a
niche variety.

¢ On some projects, it is helpful to
have companies from several na-
tions represented.

It should be noted that NATO
still works in a classified environ-
ment. Any firm interested in do-
ing business with NATO is encou-
raged to contact Supply and Serv-
ices Canada/Industrial Security
Branch (819) 956-3696 or (819)
996-3691 to arrange for clearance.

Forfurtherinformation onNATO
procurement, contact (in Ottawa):

John Neri, External Affairs and
International Trade Canada. Tel.:
(613) 996-3518; or (in Brussels):
David Collins, Counsellor, Delega-

tion of Canada to North Atlantic
Council, B1110 Brussels, Belgium.
Tel.: (32) (2) 216-0346. Fax: (32)
(2) 245-2462.

- U.S. Market Studies -
Available through Info Export

External Affairs and International Trade Canada has a few more
copies of the U.S. market studies listed below. These studies were
prepared in 1988. To order copies, fax Info-Export at (613) 996-
9709, quoting the publication number .

21UB — Agricultural Machine
Parts

24UB — Aircraft Parts

25UB — Arts and Crafts

26UB — Writing Materials

27UB — Bakery Products

28UB — Batteries

29UB — Beauty Products

30UB — Business Machines

31UB — Chemical Specialties

33UB — Colours, Dyes, Paints
and Varnishes

34UB — Compressors, Fans and
Blowers

35UB — Drugs and Pharmaceu-
tical Products

36UB — Electrical Equipment

37UB — Fish Products-Volume 1

CANADEXPORT I ISSN 0823-3330

Telephone: (613) 996-2225
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people. For subscription send your business card. For address changes and cancella-
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Mail to : CanapExporr (BPT), External Affairs and International Trade Canada,
125 Sussex Drive, Ottawa K1A 0G2.

38UB — Fish Products-Volume 2

39UB — Food Preparations

40UB — Footwear

41UB — Furniture

42UB — Generators

43UB — Hand Tools

44UB — Hardware

45UB — Housewares

46UB — Jewellery

47UB — Material Handling
Equipment

48UB — Measuring and Instru-
mentation Equipment

49UB — Medical Equipment

50UB — Men’s Clothing

51UB—Metalworking Equipment
and Machine Tools

53UB — Miscellaneous
Machinery

54UB — Musical Instruments

55UB — Packaging Machinery

56UB — Paper Machinery

57UB — Plastic Film, Strips,
and Sheets

58UB — Plastic Products

59UB — Printing, including
Books

60UB — Processed Pork

61UB — Rubber Products

62UB — Taps, Cocks and Valves

63UB — Telecommunications
Equipment

64UB — Toys and Games

66UB — Women's Clothing

External Affairs and International Trade Canada (EAITC)
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Before entering into a contractual
agreement with a company, readers
are advised to verify the bona fides of
* the companies listed here.

BRITAIN — A well-placed firm
wishes to contact Canadian com-
panies that produce technical
products for the offshore oil
sector and that are seeking rep-
resentation in the North Sea and
Europeanmarkets. The firm, with
personnel trained in drilling/pe-
troleum engineering, is geared to
selling directly to oil production
companies. Contact R.C. Higham,
Underwater Tools (UWT) Limited,
1 Wendover Road, Rackheath,
Norwich, Norfolk, NR13 6LH,
England. Tel.: (0603) 721258. Fax:
(0603) 721275.

CAMEROON-
A company en-
gagedintheim- B8

port of frozen

fish wishes to extend its activities
and seeks a partner which it
wouldrepresentinselling cold
storage/equipment. Contact
Pantaléon Ngadena, General Di-
rector, Head Office Nlongkak,
Carrefour CentreJamot, B.P. 5201
Yaoude, Cameroon. Tel.: (011-237)
20-60-78. Telex: 1140 KN.

CZECHOSLOVAKIA — A re-
search and development institute
seeks partners to establish im-
port/export joint ventures.
With considerable experience in
crawler vehicles, agricultural trac-
tors, forestry machinery and die-
sel engines, the institute is look-
ing at new products with alterna-
tive fuel applications (biodiesel
from rape seeds, liquified natural
gas, biogas) in diesel engines and
small dairy complexes. Large test-
ing facilities are available. Con-
tact Dusan Bella, Marketing Man-
ager, ZTS Research and Develop-
ment Institute, Ltd., Komenskeho
19, 03 621 Martin, Czechoslova-
kia. Tel.: 0042 842 32005. Fax:
(0842) 33024. Telex: (66) 75574.

CZECHOSLOVAKIA — An en-
gineering and consulting group

engagedinwaste water treatment

and plants, drinking and indus-
trial water treatment, flow meas-
urement and laboratory tests,
wishes to cooperate with foreign
firms that deal with the environ-
mental problems of pulp, pa-
per and other industries as
well as municipal and agricul-
turalneeds. ContactJiri Smejkal,
Manager, Aquaconsult, Na
Visnovce 1231, 252 28 Cernosice,
Czechoslovakia. Tel.: (02) 80 52
41. Fax: (02) 87 81 57.

INDIA — A tender (number
PUR:OF-III:WB:ICB:LDPE:2/92)
andwith abid closing date of March

_ Business Opportunities

4, 1992 has been issued by the
National Dairy Development
Board for the supply of low den-
sity polyethylene granules.
Documents, costing Rs1000, are
available from National Dairy
Development Board, P.O. Box 40,
Anand 333001, India. Telex: 0172/
2071IN. Fax: 02692-222. Interested
parties seeking assistance should
contact the Consulate of Canada
in Bombay. Telex: 11-85122 (COC
IN). Fax: (011-91-22) 287-5514.

NEW ZEALAND — A project
management engineering com-
pany wishes to contact Canadian
equipment manufacturers in-
terested in discussing local
agency agreements in dairy
products processing (creams/
milk fats); food products
processing £creams/0ils/fats);
beverage manufacturing (beer/
wine); corrosive chemical han-
dling (acids/alkalines/oxidizers);
and waste processing technol-
ogy and systems (where waste
emanates from the above-men-
tioned industrial processes). Con-

tact Barry Easton, Managing Di-
rector, Sequil Project Services Lim-
ited, P.O. Box 5188, Mount
Maunganui, New Zealand. Fax:
64-7-575-0345.

NEW ZEALAND — This coun-
try’s largest manufacturer of
outerwear and sweaters wishes to
augment its range with Cana-
dian-manufactured outwear
(especially anoraks/parkas and
sweaters). Contact Ross Gamble,
Tamahine Holdings Limited, P.O.
Box 376, Dunedin, New Zealand.
Fax: (03) 453-6816.

NEW ZEALAND — An import-
ing/distributing company seeks
hickory wooden handles for all
types of hand
tools. Contact
Lester Clarke,
10 Meadowvale
Avenue,
Forrest Hill, Auckland, New Zea-
land. Fax: (09) 418-1876.

SINGAPORE — Industrial
electronics products, commu-
nications and processing prod-
ucts are being sought by S. Mori,
Managing Director, GEA Technol-
ogy Pte Ltd., 4 Leng Kee Road #03-
07, Thye Hong Centre, Singapore
0315. Tel.: 475-3711. Fax: 471-
3129.

SINGAPORE — Distributor
wishes toimportfood and bever-
age products and discuss
franchising rights for food prod-
ucts. Contact Jacque Tan, Manag-
ing Director, Kriston Food & Bev-
erage Pte Ltd., Blk. 1006 Aljunied
Ave. 5,#01-08/10, Singapore 1438.
Tel.: 744-6878. Fax: 744-6820.

SINGAPORE — Being sought by
acompany here are ceiling panel/
board, glass block and other
architectural products. Contact
Tan Kay Watt, Sales Manager,
Sim Lim Co. Pte Ltd., 10 Jalan
Besar #05-01, Sim Lim Tower, Sin-
gapore 0820. Tel.: 296-5111. Fax:
293-2669.

External Affairs and International Trade Canada (EAITC)
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Trade Fairs

New Zealand Show Attracts Manufacturing,
Industrial Technology Industries

Auckland — Canadian compa-
nies have an opportunity to dis-
play products and explore new
market possibilities in New Zea-
land between May 20-23, 1992,

That’s when the Commercial
Section ofthe Canadian High Com-
mission will be renting — at
$200.00 New Zealand dollars per
square metre — stand space for
Canadian manufacturers wishing
toparticipateinEmex’92, the 7th
International Exhibition of
Manufacturing and Industrial
Technology Trade Show.

At the same stand, there wil] be
an information booth staffed by
Canadian High Commission per-
sonnel who will work to develop
new contacts and opportunities on
behalf of Canadian manufactyr-
ers.

Any space remaining, after Ca-
nadian firms have had the first
opportunity torent, will be offered
to local companies that represent
Canadian manufacturers in New
Zealand.

Working from a stand at a trade
show such as Emex’92, say High
Commission spokespersons, is
an ideal way for Canadian ma-
nufacturers to explore or enter
the Pacific market (New Zea-
land, Australia and the Pacific
Islands).

Emex’92 is a comprehensgive
exhibition that attracts more than
7,000 buyers from a wide range of
industry sectors, including engi-
neering machinery and machine
tools; instrumentation, meagyre-
ment and control equipment; ma-
terials handling, storageand ware-
housing equipment; and wgqd-
working and timber machinery
equipment and supplies.

In addition to designing gand
erecting an eye-catching stgnd
High Commission staff also circu:

late show passes to all their con-
tacts, organize pre-and post-show
publicity, ensure inclusion in a
catalogue, and give contact infor-
mation tointerested fellow exhibi-
tors.

Further details are available

from Brian Emsley, Commercial
Officer, Canadian High Commis-
sion, P.O. Box 12-049, Wellington,
NewZealand. Tel.:(011-64-4)473-
9577. Fax: (011-64-4) 471-2082.
Telex: (Destination code 74) 3577
(NZ3577 CANAD).
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Large Canadian Contingent to
Attend Asian Aerospace Show

Singapore——Canada’s aerospace
industry is going to be well repre-
sented atthe 1992edition of Asian
Aerospace which takes place in
Singapore, February 25-March 1.

Seventeen firms will be exhibit-
ing at the Canadian pavilion which
is being coordinated by the Aero-
space Industries Association of
Canada.

Atleast four other Canadiancom-
panies will be participatingin con-
junction with Singaporean repre-
sentatives. In all, over 175 Cana-
dian business, military and gov-
ernment representatives are ex-
pected in Singapore during the
show.

Asian Aerospace, whichis held
every second year, is viewed by
many as a ‘must attend’ exhibition
and is located in the midst of the
world’s fastest growing aviation
market.

More than 1,000 companies from
over 30 countries will be at Asian
Aerospace this year.

The show attracts regional and
international attendance by key
airline, corporate and general
aviation company, military and
government agency decision-
makers.

Canadian aerospace exports to
the countries of Asia Pacific in-
creased by 67 percentin 1990 over

the previous year to a total of
$372 million.

Top Asia Pacific markets for
Canadian aerospace products in
1990 were Thailand($153 million),
Australia ($57 million), Japan
($55 million), and Singapore
($46 million).

In addition to a wide array of
concurrent conferences and semi-
nars on issues affecting the aero-
space industry today, Asian De-
fence Technology’92 and Asian
Airport Equipment and Tech-
nology ‘92 will also be held at the
same time. As a result, it is ex-
pected that the combined shows
will generate even greater num-
bers of foreign and local visitors
than in previous years.

As part of the Canadian pavil-
ion, External Affairs and Interna-
tional Trade Canada will mount
an Information Booth/Reception
Centre from which Canadian firms
not exhibiting this year can base
their visit to the show.

There will also be limited space
available for Canadian firms to
display product literature.

Companies wishing to do so are
encouraged to contact Peter Ho,
Canadian High Commission, 80
Anson Road, #14-00 & 15-00, IBM
Tower, Singapore 0207. Fax:(011-
65) 225-2450.

External Affairs and International Trade Canada (EAITC)
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Trade Fairs

Brazil to Host
Environment Show

and Conference

Sao Paulo — External Affairs
and International Trade Canada
now is inviting firms to partici-
pate in the National Stand which
it will sponsor at EcoBrasil’92,
the International Exhibition of
Environmental Technology
being held at Sao Paulo’s Anhembi
ExhibitionCentredJune6-11,1992.

During the first two weeks of
June the city of Rio de Janeiro will
be hosting the Earth Summit
Conference UNCED’92 — The
United Nations Conferenceon
Environment and Develop-
ment.

The Earth Summit Confer-
enceis expected toattract delega-
tions from 160 nations, including
representatives from non-govern-
ment organizations, journalists
and environmental specialists —
many of whom will also attend
EcoBrasil, making it a truly in-
ternational exhibition.

EcoBrasil’92is designed to be a
showcase of state-of-the-art envi-
ronmental technology. The
number of Canadian companies
likely to attend is expected to ex-
ceed available space, so interested
companies are requested to reply
as soon as possible. A participa-
tion fee of $950 will be appreci-
ated. Acceptanceisona first-come,
first-serve basis.

Participants are reminded that
all products are required to have a
Canadian content level of 66 %/,
per cent.

Further details are available
from Jon Dundon, Latin America
and Caribbean Trade Division
(LGT), External Affairs and Inter-
national Trade Canada, 125 Sus-
sex Drive, Ottawa K1A 0G2. Tel.:
(613) 996-6921. Fax: (613) 943-
8806. Telex: 053-3745.

Globe °92 Business Centre Puts
Companies in Touch with Clients

Vancouver — When Canadian
companies participate in
Globe’92, an international trade
show and conference on business
and the environment being held in
Vancouver, March 16-20, 1992,
they will have access to a resource
that will put them in touch with
potential worldwide markets.

The International Business
Contacts Centre (IBCC) offers
arangeofbusiness programs that,
accordingtoitsorganizers, noother
trade fair can match.

And it’s all part of Globe’92
which, from more than 80 coun-
tries, will attract more than 600
exhibitors, 3,000 conference del-
egates, 550 conference speakers,
and 21,500 trade fair visitors.

The IBCC will work for exhibi-
tors in six important ways,
through:
¢ The BIP (Buying Influence Per-
son): The program will introduce
exhibitors/participants to those
who make or strongly influence
the purchase of environmental
products, services and technolo-
gies, introducing the people who
mean opportunity.
¢ The Matching Service: IBCC li-
aison officers will identify quali-
fied BIPs who have an interest in
your company and will arrange
appropriate meetings.
¢ The Reverse Trade Fair: Here,
the tables are turned and the BIPs
“sell” their needs, giving exhibi-
tors the exclusive opportunity to
meet privately with international
representatives who have made
presentations on their countries’
environmenta] needs.

* Product and Technology Appli-
cation Seminars: Exhibitors show-
case recent breakthrough technol-
ogy and/or product applications.

« Site Visit Program: A series of
visits will be arranged, immedi-
ately following Globe’92, to North

American companies or installa-
tions. The tours are offered on a
first-come, first-serve basis and
allow a more detailed follow-up
with BIPs met during the trade
show.
¢ Executive Services: Located on
the Trade Fair Floor, the IBCC
provides services that include tel-
ephones, facsimile, photocopying,
stenographers, word processors,
translations and abusinesslounge.
The IBCC is now open for busi-
ness. For more details simply call
(604) 666-8020; or fax: (604) 666-
8123. The same numbers apply for
those wishing further information
or registration details pertaining
to Globe’92.

e

Health Care Congress
Set for New Jersey
Atlantic City — While limited,
space still exists at the Canadian
National Stand for companies that
wish to participate in the 1992
Middle Atlantic Health Con-
gress (MAHC) Trade Show be-

ing held here May 20-21, 1992.

Participationin the show affords
Canadian suppliers of health care
products and services an opportu-
nity to make inroads into the vast
U.S. market that is valued annu-
ally in excess of $39 billion (hospi-
tal expenditures only).

The show enables members of
the MAHC (representing over 700
health care facilities in New York,
New Jersey, Pennsylvania and
Delaware) to meet — for the pur-
pose of making purchasing deci-
sions — with health care products/
services suppliers.

Contact — by March 1, 1992 —
Donald H. Garretson Jr., Commer-
cial Section, Canadian Consulate
General, New York City. Tel.: (212)
768-2400. Fax: (212) 768-2440.

External Affairs and International Trade Canada (EAITC)
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Seminars/Projects

Cross-Canada Seminars Tell How to Break
Into U.S. Environmental Marketplace

Canadian firms wishing to take
advantage of the “excellent busi-
ness opportunities” offered in the
United States environmental mar-
ketplace will find it worth their
while to attend seminars being
held across Canada next month.

The U.S. Environmental Mar-
ket Seminars, the general theme
of which is “Knowledge: First Step
Towards Successful Penetration
ofthe U.S. Market”, will tell Cana-
dian environmentalindustry firms
what is necessary to succeed in
this “long-term growth market.”

According to seminar organiz-
ers, the “critical key” to success in
penetrating this burgeoning mar-
ket is an understanding of U.S.
environmental laws, regulations,
standards, acts, sanctions, and
state and local regulations— all of
which will be discussed by experts
in their respective fields.

In addition, four major U.S. en-
vironmental segmentswill be high-
lighted: hazardous and toxic waste;
municipal solid waste; air pollu-
tion' control; and water and
wastewater treatment.

These segments will be discussed
in specifics, with topics covering
such environmental business is-
sues as characteristics of the in-
dustry; statutory and regulatory
environment; market size, seg-
mentation and growth rates; cur-
rent participants and their roles;
strategies being pursued; current
business opportunities; available
and emerging technologies; and
acquisition and joint venture ac-
tivities.

Organized by the USATradeand
Tourism Development Division of
External Affairs and International
Trade Canada and co-sponsored
by numerous trade organizations
and associations, the seminars,
costing $107.00 (including GST),

will be held in Calgary (March
2); Vancouver (March 3); To-
ronto (March 9); Montreal
(March 10); Halifax (March 30);
and Moncton (March 31).

To register and/or submit pay-
ment, contact, as soon as possi-
ble, Doris Lacombe-Beauchamp,
Rheal Leroux and Associates Inc.,

1010 Polytek, Unit37, Ottawa K1A
0G2. Tel.: (613) 741-9397. Fax:
(613) 741-9906.

Informationontheseminarsmay
also ‘be obtained from Donald
Marsan, UTO, External Affairs
and International Trade Canada.
Tel.: (613) 991-9478. Fax: (613)
990-9119.
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Changes taking place in Syria
indicate that the private-sector
industry offers “interesting poten-
tial” for Canadian exporters, says
a report received from the Cana-
dian Embassy in Amman, Jordan.

One client (Nasuh Malas, Nahas
Enterprises Group, PB 3050, Da-
mascus. Fax: 237688, Telex:
411443 SY) represents the follow-
ing interests:

* A surgical thread (synthetic
and natural raw materials) fac-
tory welcomes franchise/license
offers. Scope of project, valued at
US$5-$6 million, includes supply
of machinery or complete pro-
duction (syntheticsutures)line.
Financingisavailableandinplace.

¢ Production line and machin-
ery required for factory to produce
hydrochloric acid and sodium
sulphate (using mined rock salt
and sulphuric acid as raw materi-

Numbers to Note

Effective February 15, 1992,
new telephone numbers for the
Canadian Embassy in Tunis,
Tunisia are: 796-577; 795-619;
797-114; 798-004; and 799-337.
The international prefix is (011-
216-1).
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Potential for Canadain Syria
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als). Financing, available and in
place, is estimated at US$7-
$8 million.

¢ A corrugated board and boxes
factory with a capacity of 35,000
tons per annum on a 24-hour ba-
sis, seeks the supply of a com-
plete production line and ma-
chinery for the manufacture
of 3and 5-ply corrugated board
(width 230 cms) and computer-
ized box-making machines. Fi-
nancingis available for the project
which has an estimated cost of
US$3 million.

¢ Project to manufacture baby
food (cereals) products at capac-
ity of 500 kgs per hour, requires
machinery. Client, willingto visit
interested Canadian companies,
seeks licensing agreement and
will pay for franchise and royal-
ties.

Detailed information and speci-
fications on all projects may be
obtained directly from the client
by facsimile or telex.

Canadian suppliers seeking fur-
ther information may also contact
the Commercial Section, Canadian
Embassy, P.O. Box 815403, Am-
man,Jordan. Tel.: (011-962-6)666-
124/5/6. Fax: (011-962-6)689-227.
Telex: (Destination code 0493)
23080 (23080 CANAD JO).

External Affairs and International Trade Canada (EAITC)
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Trade News

Syria on Rebound; Canadian Trade Improves

One of the few Middle East coun-
tries that is well-endowed with
water resources, Syria also lays
claim to vast agricultural lands
and a highly creative population
of 14 million people.

Until recently, the country’s sig-
nificant economic potential had
been impeded by chronic short-
ages of foreign exchange and west-
ern credits and the inefficiencies
of a centrally-planned economy
that resulted from intense eco-
nomic and political links with the
former East Bloc.

This is changing. Large oil dis-
coveries and inflows of Arab aid
(estimated at over US$2 billion)
have combined to present a decid-
edly optimistic outlook.

The country is rebounding
rapidly, emerging as a very in-
teresting market for Canadian
exporters.

Canada’s performance in this
market continues to improve.
Goods exports were expected to
exceed Cdn$10 million by the
end of 1991 (more than double the
1989 figure), and service exports
were anticipated to reach
Cdn$50 million.

A number of Canadian services
companies, concentrated mostlyin
the oil industry, have received
large contracts and several Cana-
dian firms have opened offices in
Damascus.

Opportunities Identified

The Canadian Embassy in Am-
man hasidentified the booming oil
and gas sector as having signifi-
cant potential for Canadian ex-
ports. Added to Canada’s strong
presencein explorationoperations,
new productioncompaniesarenow
in advanced stages of field devel-
opment. There are huge require-
ments for turnkey oiland gas treat-
mentand production facilities, oil-
well servicing and other materi-
als. (A consortium led by Royal-

Dutch Shell, for example, is in-
vesting an estimated US$500 mil-
lion annually.)

Another sector of Canadian in-
terest is agriculture, which ac-
counts for over one-half of private
economic activity.

Development of this sector, also
hampered by shortages of cash to
import western technology and
persistent droughts, led to extraor-
dinary food imports, notably grain
in the late 1980s.

The government will use in-
creased revenues to implement
badly needed modernization, pre-
senting considerable potential for
Canadian suppliers in machinery,
fertilizers, livestock and genetic
material.

Syria’sincreased prosperity also
has unleashed billions of dollars
in major project activity in areas
as diverse as water and sewage
facilities (in four cities); an enor-
mous telecommunications expan-
sion; and turnkey steel, textileand
power plants. Discussions have
even been revived on ambitious
plans for a Damascus metro.

Restrictionsonthelong-subdued
privatesector arealsobeingeased,
with import prohibitions being
lifted and exchange rates being
unified. Laws to encourage invest-
ment in agriculture, industry and
tourism have been issued and the
private sector is responding with
vigour. As aresult, there are hun-
dreds of smaller projects in virtu-
ally all sectors, creating large in-
creases in demand for western
goods related to industry and con-
struction, especially production
andindustrial machinery, forestry
products and industrial raw mate-
rials.

Inadditiontothisarrayof oppor-
tunities, the Embassy reports solid
potential in themining sector, con-
sisting mainly in the phosphate,
cement and marble industries as

well asin transportation, pulp and
paper, communications, and non-
luxury consumer goods.

For further information on trade
opportunities in Syria, contact
Africa and Middle East Trade
Development Division (GBT),
External Affairs and International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2. Tel.: (613) 993-
7040. Fax: (613) 990-7431.

Informationmayalsobeobtained
directly from the Canadian Em-
bassy, P.O. Box 815403, Amman,
Jordan. Fax: (011-962-6) 689-227.
Telex: (Destination code 0493)
23080 (23080 CANAD JO).

Entrants Sought for
Forestry, Pulp and

Paper Publications

External Affairs and Interna-
tional Trade Canada soon will
publish two inventories, one for
the forestry industry, and one for
the pulp and paper industry.

Canadian companies wishing to

be included in either inventory
must meet the following criteria:
¢ Theymustwanttoexportandbe
able to meet all requests from
abroad.
» All products and services adver-
tised must be designed and manu-
factured in Canada or, in the case
of services, designed and sold from
Canada.

Toregister,companies mustsend
their promotional material (accom-
panied by a letter on corporate
letterhead paper), indicating the
Canadian products and services
they would like advertised, to:
Joseph Cogné, Latin America and
Caribbean Trade Division (LGT),
External Affairs and International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2.

External Affairs and International Trade Canada (EAITC)
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Toronto— February 19-21; Mon-
treal — February 26-28; Vancou-
ver — March 4-6 — Negotiating
International Sales Contracts and
Ensuring Receivables through
Letters of Credit. Among other
matters, thesethree-day seminars
help participants to develop the
knowledge and skills to prepare
contracts, analyze lettersof credit,
and understand documentary re-
quirements that will ensure flaw-
less transactions and prompt pay-
ment on their exports. Presented
by ITC International Trade Con-
sultants and sponsored by the
Canadian Exporters’ Association
and the Royal Bank of Canada,
the seminars cost $743.65 (in-
cludes GST). Toregister orfor more
information, contact ITC Interna-
tional Trade Consultants, 225
Maxome Avenue, North York,
Ontario M2M 3L3. Tel.: (416) 733-
8236. Fax: (416) 221-8357.

Calgary — March 2; Vancouver
— March 3; Toronto — March 9;
Montreal — March 10; Halifax
— March 30; Moncton — March
31—Steps Toward Successful Pen-
etration of the U.S. Environ-
mental Market seminars. Contact
Rheal Leroux and Associates Inc.,
Ottawa. tel.: (613) 741-9397, fax:
(613)'741-9906; or Donald Marsan,
External Affairs and International
Trade Canada, Ottawa, tel.: (613)
991-9478, fax: (613) 990-9119.

Vancouver — March 16-20 —
Globe’92 — Global Opportunities
for Business and the Environment

is designed to advance global sus-
tainable development by encour-
aging practical solutions to envi-
ronmental challenges and pro-
moting the related business op-
portunities and responsibilities.
For registration details, cost, or
further information on this series
of conferences and trade fairs —
which feature the latest develop-
ments in environmental manage-
ment, waste reduction, and pollu-
tion control and prevention — con-
tact Globe’92, 601-535 Thurlow
Street, Vancouver V6E 3L6. Tel.:
(604) 666-8020. Fax: (604) 666-
8123.

Vancouver — May 23-27 —
Pacific Basin Economic Coun-
cil (PBEC) 25th International
General Meeting will attract
over 500 business leaders, heads
of state, and senior govern-
ment representatives from
around the world. Conference
theme is “The Pacific Basin: A
Borderless Economy?” Fee is
US$1000 plus GST (PBEC mem-
bers); US$1200 plus GST (non-
members). Contact PBEC, Cana-
dian Committee, 2nd Floor, 90
Adelaide Street West, Toronto
M5H 1P6. Tel.: (416) 869-0541.
Fax: (416) 869-1696.

Advanced Technology Marketplace
February 24 - March 4, 1992

External Affairs and Interna-
tional Trade Canada (EAITC) is
sponsoring a cross-Canada tour
by twenty-six Canadian Trade
Commissioners from posts around
the world. They will meet with
Canadian exporters to discuss
export opportunities in the fol-
lowing industry sectors:
¢ telecommunications
* data communications
¢ computer software and hard-

ware
* instrumentation
* geomatics
* aerospace and space tech-

nologies

The cities to be visited by this
team, and dates are as follows:

* Halifax - February 24

* Montreal - February 25-26
* Toronto - February 27-28
¢ Calgary - March 3

* Vancouver - March 4

The event (s) will have two main
components: Regional Round-
tables featuring the Trade Com-
missioners from Asia and
Europe; followed by pre-registered
one-on-one interviews with the
Trade Commissioners of your
choice (from all regions of the
world, including the U.S.) to
discuss your company’s specific
objectives/prospects in a parti-
cular market.

For further information and reg-
istration information, please con-
tact your nearest International
Trade Centre.

InfoExpo rt

Info E.xport is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).

Return requested
if undeliverable:
CanapExrorr (BPT)
125 Sussex Drive
Ottawa, Ont.
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. Y o U

MAIL>POSTE

Canute Post Carparstins / Somind hasadanne S08 postin
Pastage pod lagl ]

T.3691 "N
OTTAWA




. Dept. of Extarnal Affairs
Min. das Alfaires extérieures

DAVALIMUSS 312 Dot tamr i)t s g e

Vol.10, No. 4

NIarc 2, 1992

Canadian Embassy Offices Opened
in the Three Baltic States

With a Canadian Embassy office
having been opened in Vilnius,
Lithuania on January 20, 1992,
Canada is now represented in the
three Baltic States.

Already, 19 projects have been
approved or are in progress under
the Canadian program to provide
technical assistance to the three
states, a part of which is “Renais-
sance Eastern Europe,” created for
Canadian companies seeking to
become established in the region.

Negotiationsare presently under
way concerning the possibility of
opening a $10 million line of credit
for each of the three Baltic States
through the Export Development
Corporation.

The offices in Riga, Latvia and
Vilnius, Lithuania are satellites of
the Canadian Embassy in Stock-
holm, while the Canadian Em-

bassy in Helsinki is responsible
for the office in Tallinn, Estonia.

The three Baltic offices err‘lploy
locally-engaged staff, who provide
liaison and assistance to the staff
of the embassies responsible.

The offices will assist Canadian
exporters to find new outlets in
the Baltic states and will provide
trade and investment assistance
to Canadian businesses.
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Brazil Open

Canadian exports to Brazil for
thefirsteight months 0f1991 were
up 27 per cent over the same period
in 1990 (when they were valued at
$500 million).

The increase, say External Af-
fairs and International Trade
Canada trade officers, can be at-
tributed, in part, to the opening up
of the Brazilian market.

Late last year, cross-country
Brazil-Canada Chamber of Com-
merce Seminars told Canadians:
* Brazil is a large market, with
some 150 million people and 50
per cent of the total South Ameri-
can industrial base. ’

for Business

e The right time to include Brazil
inyour company’s export strategy
is now. '
* Position yourself to take advan-
tage of the numerous emerging
commercial opportunities.
¢ Find agood Brazilian partner. If
you wait for the perfect conditions,
yourcompetition will alreadyhave
a head start. ¢

Seminar participants also heard:
e The liberalization of Brazil’s
trade regime means the importer
can now obtain an import license
in five working days — as opposed
to several months. The foreign

Continued on page 2 — Brazil

Canadian businesses wanting
information on opportunities
must first contact the embassy
responsible.

" The Canadian Consulate General
in Kiev, capital of the Ukraine,
has had Embassy status since
January 27, 1992. Nestor
Gayowski, the chargé d’affaires,
will continue tohandle all inquiries
related to trade with this republic.

- Trade relations with the other

republics in the Community of
Independent States will, for the
time being, continue to be handled
by the Canadian Embassy in
Moscow.

Below are the coordinates for the
embassies and offices in the
Community of Independent States
and the Baltic States:

Embassy of Canada in Moscow,
Starokonyushenny Pereulok 23,
Moscow 121002. Tel.: (011-7-95)
241-5882/230-2156. Fax: (011-7-
95) 241-9034. Telex: (destination
code 64) 413401 DMCAN SU.
Embassy of Canada in Kiev, c/o
Zhowtneva Hotel, Office 808,
Corpus 1, 5 Rosa Luxembourg St.,
Kiev22252021 Ukraine. Tel.: (011-
7-044) 291-8978. Fax: (011-7-044)
291-8958 Telex: 131479 UYUT SU.
Embassy of Canada in Stock-
holm, Tegelbacken 4 (7th floor),
Box 16129, S-10323, Stockholm
16, Sweden. Tel.: (011-46-8) 23 79
20. Fax: (011-26-8) 24 24 91.
Canadian Embassy Officein Riga,
Riga Business Centre, 45/47
Elizabetes St., Riga 226010,
Latvia. Tel.: (011-7-0132) 22 51

88.
Continued on page 2 — Baltic
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Trade Update

Brazil Means Business

Continued from page 1

exchange contract also can be
arranged in just a few days.

e Technology growth sectors that
match well with Canadian exper-
tise include:

- informatics;

- telecommunications (infra-
structure expansion, including
cellular telephony, could see ex-
penditures of $22 billion by
1995);

- pharmaceuticals and specialty
chemicals;

- agro-industry (now open, par-
ticularly to enhanced sales of
Canadian wheat);,

- services (this sector is being
liberalized. It is important to
note that foreign consulting
engineering companieswanting
a realistic chancetowin govern-
ment contracts should work
through or on sub-contract to

D A N AR T S R N A T B R Y P SR M O 2 3 Py i

local partners);
-mining and mineral processing;
- transportation and environ-
mental products.

e Long-term financing, at the
present time may not be avail-
able, but there are four Canadian
banks with offices in Brazil
that have short-term trade
lines (sometimes up to 360 days)
available to finance your pro-
ducts. They are Royal Bank of
Canada, Bank of Montreal, Bank
of Nova Scotia, and Toronto Do-
minion.

e As a major contributor to both
the Inter-American Develop-
ment Bank (JADB) and the World
Bank, Canada can be a major
beneficiary of the banks’ financing
of projects in Brazil. The IADB
alone will make $22.5 billion
available to Latin American
countries overthe next three years,

- " SR LR W LT A S s

Baltic Offices Opened

Continued from page 1

Canadian Embassy Office in
Vilnius, Hote Draugystel, Room
901, Box 330, 2300 Vilnius,
Lithuania. Tel.: (011-7-0122) 66
17 31.

Embassy of Canada in Helsinki,
P. Esplanadi 25 B, Box 779, 00101

Helsinki 10, Finland. Tel.: (011-
358-0) 17 11 41. Fax: (011-358-0)
60 10 60.

Canadian Embassy Office in
Tallinn, 3 Tolli St., Tallinn,
200101 Estonia. Tel.: (011-7-0142)
44 90 56.
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providing capital to improve re-
gional infrastructure and social
services.

» Canadian wheat sales to Brazil
have increased significantly and
new products ($5million worth of
diapers) have been sold for the
first time. Other major Canadian
exports include aircraft engines,
newsprint, coal, fertilizers, dairy
cattle, cellular phone systems,
machine readable passport sys-
tems, hydro-generator monitoring
systems, and cancer therapy
equipment.

¢ The environment presents ‘a
number of exciting prospects for
cooperation’ between Canada and
Brazil, through trade and joint
venture opportunities by the pri-
vate sector.

e The Canadian International
Development Agency’s Industrial
Cooperation Program has funding
available for viability and
prefeasibility studies that could
lead to the possible transfer of
technology into Brazil.

¢ Each year, External Affairs and
International Trade Canada sup-
ports the participation by Cana-
dian companies in trade fairs in
Brazil. Staff at the Embassy in
Brasilia and the Consulate Gen-
eral in Sao Paulo are also on hand
to help Canadian companies in-
terested in this market.

For further information on Bra-
zil-Canada trade, contact Francis
Uy, Latin America and Caribbean
Trade Division, External Affairs
and International Trade Canada,
125 Sussex Drive, Ottawa K1A
0G2. Tel.: (613) 996-4199. Fax:
(613) 943-8806.

Information also is available di-
rectly from the Canadian Em-
bassy, Brasilia, tel.: (011-55-61)
321-2171; fax: (011-55-61) 321-
4529/321-3257; or from the Ca-
nadian Consulate General, Sao
Paulo, tel.: (011-55-11) 287-2122/
2234/2601/2176; fax: (011-55-11)
251-5057.
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Trade Opportunities

Before entering into a contrac-
tual agreement with a company,
readers are advised to verify the
bona fides of the companies listed
here.

CZECHOSLOVAKIA — A com-
pany would like to cooperate
with Canadian firms that pro-
duce these or similar products:
glass tubes, pressed glass,
laboratory glass, glass bulbs,
thermometers, noise-damping
and thermo-insulating mate-
rials. Contact Juraj Paulus,
Slovenske Zavody Technickeho
Skla a.s., Dubravka, 844 03
Bratislava, Czechoslovakia. Tel.:
(07) 769-001-2. Telex: 93337
Slovtechsklo.

CZECHO-
SLOVAKIA
— The domi-
nant Czechoslovak designer,
manufacturer and wholesaler of
aerotechnical products for in-
dustrial purposes is interested
in cooperation with potential
joint venture partners and/or
technology transfer. Amongits
products are centrifugal high and
medium-pressure fans, centrifu-
gal and axial flow fans, air separa-
tors (cyclone and washer type),
and components for pneumatic
conveyances. Contact Vladimir
Prosek, Senior Marketing and
Sales Engineer, Klima a.s.,
Krumlovska 38,383 32 Prachatice,
Czechoslovakia. Tel.: (0338)21221.
Fax: (0338) 23645. Telex: 144278.

CZECHOSLOVAKIA — A re-
search and development institute
is looking for partners to estab-
lish an import/export joint
venture. Theinstitute, withlarge
testing facilities, has experience
with crawler vehicles, tractors,
forestry machinery, and diesel
engines. New projects relate to
applications of alternative fuels
(biodiesel from canola, liquified
natural gas, bio gas) in diesel en-

gines and small dairy complexes.
Contact Dusan Bella, Marketing
Manager, ZTS VVU a.s.,
Komenskeho 19, 03 621 Martin,
Czechoslovakia. Tel.: (0042) 842
32 005. Fax: (0042) 842 33024.
Telex: (66) 75574.

CZECHOSLOVAKIA — A com-
pany is looking for a joint ven-
ture partner to assist in expand-
ingitsmanufactureof presstools,
precision jigs, gauges, and
small-scale automatic produc-
tion equipment. The company
also wishes to increase its product
range through the introduction of
new manufacturing technol-
ogy. Contact Vojtech Ryznar,

Business

reditel, Nastrojarna Roznov, 1
Maje 1000, 756 61 Roznov pod
Radhostem, Czechoslovakia. Tel.:
(0042)651-565495. Fax: (0042)651
562116.

CZECHOSLOVAKIA — Secu-
rity equipment is being sought
by Alexandr Cach, President, A.S.
Zlinmont-Graddo, Post Box 231,
76001Zlin 1, Czechoslovakia. Tel.:
(0042) 067 512 (ext. 281). Fax:
(0042) 067 279502.

KUWAIT — A local car paint
dealer wishes tocontact Canadian
manufacturers/exporters of car
paint, spray paint and paint
mixing formula. Contact Mushrif
Co.Trading and Contracting. Fax:
965-474-1423.

NEW ZEALAND — This coun-
try’s largest product and equip-
ment supplier to hairdressing
and beauty salons wishes to
augment its lines with combs,
brushes, clippersand all types
of hairdressing tools (excluding
hair cosmetics). Contact John
Hunt, Simms Jones Limited, P.O.

Box 22548, Christchurch, New
Zealand. Fax: (03) 654-727.

NEW ZEALAND — A source of
supply of frozen baby carrotsis
being sought by Mike Greenfield,
Tiffany Foods, P.O. Box 4202,
Christchurch, New Zealand. Fax:
(03) 338-996.

NEW ZEALAND — An importer
seeks the supply of 1/2 to 12-ton
second-hand trucks, spurious
and genuine parts for agricul-
turaltractorsandsecond-hand
agricultural tractors (70-
120hp). Contact Robert Reith,
Robert Reith Machinery Limited,
129 Burnett Street, Ashburton,
New Zealand.
(No fax pro-
vided.)

SINGA-
PORE —Dairy products,
grains and chemicals are being
sought by Raihana M. Ghazali,
Executive Director, Esfahan
Kokusai Pte Ltd., 65 Chulia Street
#42-08, OCBC Centre, Singapore
0104. Tel.: 532-5877. Fax: 535-
5736.

SINGAPORE —A creative arts/
novelty items company wishes
to enter into a partnership
with a similar-oriented firm.
Contact James Chan, Mana-
ging Partner, CTH Novelties &
Gifts, Blk 1090, #05-01, Lower
Delta Road, Tiong Bahru Indus-
trial Estate, Singapore 0316. Tel.:
278-6280/271-8959. Fax: 274-
T171.

SINGAPORE — A company
wishes to act as an agent to
market in Singapore vinyl wall-
paper with fabries backing,
carpets, upholstery and furni-
ture fabries. Contact Doris Lim,
Sagi Interior Furnishings, 10
Anson Road #16-14, International
Plaza, Singapore 0207. Tel.: 221-
0511. Fax: 226-0611.
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Sectoral Opportunities

Sectoral Market Opportunities in the United States

Each year, to prepare their marketing strategy, Canada’s Trade Commissioners assess the business
opportunities in the countries in which they are stationed. Following is the first part of sectoral
market assessments made by Canada’s Trade Commissioners in the United States. To obtain more
information on the specific sectors, contact — as per the telephone number indicated — the officer

whose name is shown for each sector.

COMPUTER HARDWARE/SOFTWARE,
INFORMATICS, DATA PROCESSING,
OFFICE AUTOMATION

Officer: G.H. Willows
Tel.: (613) 993-6576
In one decade, the personal computer (PC) has
grown from being the preserve of a small group of
hobbyists to threaten the existence of mainframe
and mini-computer systems. The worldwide PC
marketin 1991 should exceed $93 billion, almost
double the market for mainframe/mini systems.
The market for personal computer hardware and
software in the United States alone should top
$US35 billion this year despite the sluggish
economy. Expenditures on PCs are expected to
rise by approximately 8 per cent in the U.S. and
15 per cent worldwide next year.

Industry analysts forecast MS-DOS/Windows
tocontinue its dominance with a minimum 50 per
cent share of total market. Unix and OS/2 are
expected to gain share to an aggregate of 40 per
cent split evenly, while Apple will retain 10 per
cent.

The major market areas reflect demographic
trends as PCs continuetobe universally accepted.
Hot product areas are projected to be multimedia,
notebooks, enterprise computing, and the Win-
dows environment.

*® * 0k

ELECTRONIC COMPONENTS

Officer: D. Shaw

Tel.: (613) 991-9474

Asthe U.S. economy emerges from the recession,
the component industry is forecast to grow at a
compound rate of 6 per cent to 8 per cent through
the mid-1990s. Forecasted growth for 1991 was
at 9 per cent. The most active growth area will be
in semi-conductor and related devices. More
moderate gains of 5 per cent to 6 per cent are
expectedincomponents. Asthe economicrecovery
continues, demand for electronic components,

semi-conductor devices and integrated circuits
will be driven by the information processing,
telecommunications and automotive markets.

Recession and asluggishrecovery haveresulted
in consolidation and increased competitiveness
within the U.S. industry. However, significant
market opportunities exist for a broad range of
products from simple components, such as resis-
tors and capacitators, to multi-layer circuitboards
and chips.

® ® K

FURNITURE

Officer: T. Weinstein

Tel.: (613) 991-9479

The U.S. is an unlimited market for most types of

furniture: residential and household; furnishings

and accessories; bedding; office and contract.

Residential furniture has become a “fashion”

commodity as consumers on the move tend to

dispose of furniture rather than take it with
them.

North American office/contract manufacturers
have been working to supply orders written in
the late 1980s. However, because of current con-
ditions, companies requiring new furniture are
putting off major purchases until the economy
improves. New or expanding office and public
buildings (shopping centres, airports, healthcare
facilities) requiring contract furniture are going
ahead, although at a slower pace.

HARDWARE AND HOME IMPROVEMENT

Officer: R. McNally

Tel.: (613) 993-7486
The U.S. industry is comprised of more than
2,000 establishments and employs some 130,000
workers. In 1990, the total hardware/home im-
provement market was valued at $100 billion.
Thatincluded money spent foradditions, remodel-

Extemnal Affairs and International Trade Canada (EAITC)
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ling and repairs made on homes. Over 75 per cent
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
non-residential construction industry and the
home renovations market, with significant and
growing sales to consumer DIY retail outlets.

e S £ b S
PACKAGING EQUIPMENT

Officer: P.-A. Rolland

Tel.: (613) 991-9475

The U.S. packaging machinery market has been
growing by 3 per cent annually, but this growth
does not reflect the many changes underway in
this sector. Infood packaging, the most important
sub-sector, there is continued demand for more
attractive packaging that lends itself to safe use
in microwave ovens, and is environmentally-
friendly. This is expected to lead to stricter
regulation of packaging products. Further auto-
mation is likely in the face of rising labour costs.

* * *

RECREATIONAL AND WORKING BOATS
AND ACCESSORIES.

Officer: J.P. Petit
Tel.: (613) 991-9482
The U.S. pleasure boat market has annual ship-
ments of more than US$15 billion. Imports into
the U.S. grew by about 25 per cent annually over
the past six years, but fell by 25 per cent in 1989.
‘In 1991 the federal government introduced a
luxury tax on boats worth more than US$100,000.
This will likely soften sales in that high price
range but will encourage sales of marine accesso-
ries, outboard engines and small boats. Cana-
dian manufacturers are developing name recog-
nition and a reputation for quality and innova-
tion in the U.S. In spite of the slow economic
recovery, high fuel prices, and changing con-*
sumer tastes, the U.S. will provide a strong
market over the long term.

The work boat market has experienced a slow
return from recession times hampered by high
cost of capital, high interest rates, and a sluggish
recovery. But maintenance and marine engi-

neering contracts, along with marine accessories
and products hold good prospects for the short
and medium term.

e S x S
PLASTICS.

Officer: R. McNally

Tel.: (613) 993-7486
Plastics make up the largest category of materi-
als used in the U.S. today as the application of
new technologies continues to displace metals,
glass, paper, wood, and other materials. Improved
qualities such as high temperature resistance,
highheight-to-weightratios, and chemical/corro-
sive resistance have helped toincrease this domi-
nant position.

Packaging industries continue to be the largest
consumers of plastic materials, followed by
transportation, electronics, construction, medi-
cal equipment, and sporting goods. Leading
suppliers to the U.S. were Canada and East Asia
which were tied at 25.2 per cent, followed by
Japan at 18.8 per cent.

* * *

SEMI-PROCESSED AND PROCESSED
FOOD AND BEVERAGES.

Officer: P.Egyed
Tel.: (613) 991-9483
The U.S. is by far the most important export
market for Canadian agri-food products in terms
of both the volume and range of products sold. In
1990, the total value of sales at both the retail and
foodservice levels reached $410 billion and was
expected to grow to $440 billion by the end of
1991. The U.S.isabuyers’ market witha growing
retail demand for nutritious, convenient, and
attractively packaged products. Foodservice offers
the best opportunities for manufacturers.
Particularly promisingopportunities liein high-
quality convenience foods (ready-to-eat entrées,
microwaveable products, finger foods), ethnicfood,
prepared and specialty foods, and food products
that conform to the U.S. consumers’ desire for
wholesome, environmentally-friendly and gour-
met-style eating. The U.S./Canadian market for
processed, value-added food products is growing
at three times the rate for raw commodities.

External Affairs and Intemational Trade Canada (EAITC)
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U.S. Trade Events

Promoting Canada in U.S. Environment Market

An excellent way for Canadian
companies to promote their envi-
ronmental technologies, products
and services in the United States
marketplace is through participa-
tion in trade fairs, missions,
seminars and workshops.

External Affairs and Interna-
tional Trade Canada, through its
U.S. Trade and Tourism Develop-
ment Division (UTO) and in coop-
erationwith Canadian Consulates
in the United States, is promoting
Canadian participation in such
events in an effort to help Cana-
dian firms explore environmental
opportunities in the U.S. market.

Following is a list of “selected
activities” Canadian firms might
find worth pursuing.

TRADE FAIRS

e New England Environmen-
tal Expo— Boston — April 28-30,
1992 — A National Show on envi-
ronmental products and services,
the 400-exhibitor event is the re-
gion’s largest and is targeted at
companies in both the products
and services areas.

¢ Water Pollution Control As-
sociation of New Jersey — At-
lantic City — May 5-7, 1992 — A
200-exhibitor Regional Show on
water pollution control equipment,
instruments and services that at-
tracts 3,000 industrial, municipal
and state water pollution engi-
neers, buyers and regulators.

* Waste Expo’92 —New Orleans
— May 6-8, 1992 — A 350-exhibi-
tor International Show on solid
and hazardous waste collection,
transportation and disposal
equipment, related support
equipment, products and services.
The event attracts 12,000 private
and public-sector officials and
business persons involved in the
solid waste field.

e HazTech Trade Show & Con-
ference — Pittsburgh — May 12-

14, 1992 — This Regional Show
features equipment, systems and
services for the collection, con-
tainment and disposal of toxic/
hazardous materials and waste
generated by industrial and mu-
nicipal users. This industrial
states-wide event (Ohio, Pennsyl-
vania, West Virginia, Maryland,
Lower New York State)attracts
170 exhibitors and is attended by
plant engineers, environmental
consultants, emergency response
personnel, and state government
purchasing officials.

* Hazardous Materials Man-
agement Conference — Atlan-
tic City — June 10-12, 1992 —
This 650-exhibitor National Show
features equipment for the han-
dling, treatment, storage and
transportation of hazardous ma-
terials and waste. Among the
12,000 attendants are plant and
environmental engineers, mu-
nicipal waste management offi-
cials, chemists, technicians and
emergency response personnel.

¢ Air & Waste Management
Association — Kansas City —
June 22-26, 1992 — This 400-ex-
hibitor National Show features
products and services for air pol-
lution control and waste manage-
ment, including instrumentation,
control equipment, engineering
and consulting services. In at-
tendance are engineers, waste
management specialists, federal,
state and municipal environmen-
tal control personnel.

MISSIONS

e Mission to the California
Water Pollution Control Con-
ference— Sacramento— April 8-
10, 1992 — Geared to manufac-
turers and providers of water
pollution control equipment and
services, this event attracts about
1,000visitors, including planners,
engineers, consultants, and rep-

resentatives fromcities and towns
involved in water quality issues.
e Canadian Hazardous Waste
Management Companies Mis-
sion — Los Angeles — April, 1992
— The mission will meet with
manufacturers, consultants and
regulators of equipment, systems
and services related to hazardous
waste management.

¢ Mission to the Environmen-
tal Business Council — Boston
— April, 1992 — Environmental
Business Council Members and
invited Canadian companies con-
cerned with the complete range of
environmental products and serv-
ices.

¢ Incoming Mission to the
American Water Works Asso-
ciation Show — Vancouver —
June 18-22, 1992 — Some 25 U.S.
buyers, selected and invited by
Canadian Consulates in the U.S,,
will beinterested in water meters,
pipes, valves and other compo-
nents related to the water works
industry. The show attracts about
9,000 municipal and state officials,
engineers, contractors and envi-
ronmental specialists.

WORKSHOPS/SEMINARS
e Canada-U.S. Environmental
Forum — Raleigh, North Caro-
lina — June 26-27, 1992 — The
forum will showcase technologies
in five major areas of environmen-
tal concern: air, waste, water,
managementand engineering. The
eventisdesigned to promote “team-
ing” between U.S. organizations
and their Canadian counterparts
to explore partnerships, collabo-
rations, joint ventures, research
contracts, and strategic alliances.
Contact Donald Marsan, U.S.
Trade and Tourism Development
Division, External Affairs and
International Trade Canada, 125
Sussex Drive, Ottawa K1A 0G2.
Fax: (613) 990-9119.

External Affairs and International Trade Canada (EAITC)
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Electronic Parts Show in Korea
Door to Key Industrial Market

Seoul — Canadian companies
have an opportunity to exploreand
raise their share of the growing
market in Korea for electronic
parts and equipment.

All they need dois participate in
the Korea International Elec-
tronic Parts and Equipment
Show (KEPES’92) being held at
the Korea Exhibition Centre May
20-24, 1992.

Show organizers, Korea Trade
Promotion Corporation (KOTRA)
and Korea Electronics Industries
Cooperative (KEIC), say that the
electronics industry in that coun-
try now ranks as the sixth largest
in the world in terms of trade vol-
ume.

Despite such growth, however,
there is a “critical need” to import
new sources to cope with underde-

velopment in such related indus-
tries as electronic parts, compo-
nents, production equipment,
measuring instruments, and test-
ing equipment.

KEPES, held annually since
19886, is one way for the country to
source such imports.

The show is a specialized exhibi-
tion featuring only electronicparts,
components and related' equip-
ment. As such, the majority of par-
ticipants are business persons ac-
tively engaged in this key indus-
trial sector.

For further information on
KEPES’92 or on how to partici-
pate, contact Korea Trade Centre,
Box 9, Suite 600, 65 Queen Street
West, Toronto, Ontario M5H 2M5.
Tel.: (416) 368-3399. Fax: (416)
368-2893.

Canadian Representation
at Paris Packaging Show

Paris — Canada will have an in-
formationbooth at Emballage 92,
a packaging show to be held No-
vember 12-18 in Paris-Villepinte.
This will be the 30th edition of
the show, which is held every two
years. In 1990 it attracted 2,800
exhibitors from 30 or so countries
and 130,000 visitors, 21,000 of
them from abroad.
Byitsrepresentation attheshow,
Canada hopes to promote the for-
mation of international partner-
ships in the agri-food technolo-
gies, thereby complementing In-
vestment Canada’seconomicstudy
of the packaging sector in France.
The study contains, among other
subjects, profiles ofleading manu-
facturers of packaging machinery.
With the support of the Quebec
and Ontario delegationsin France,
the Canadian consulatein Lyon is
prepared to host a mission and

invites contacts from Canadian
companies interested in techno-
logical exchanges or partnerships.

Contact Walter Conrad, Indus-
try, Science and Technology
Canada. Tel.:(613) 954-3011; fax
(613) 954-3079.

Montreal to Host

International
Food Show

Montreal — Space is still avail-
able for companies wishing to
participateinthe Super Salonde
PAlimentation (SSA) Interna-
tional Show being held at Place
Bonaventure May 24-26, 1992.

Ranked by Tradeshow Week as
among the 50 largest trade shows
in Canada, SSA Internationalis
an important event that involves
all sectors of the retail food indus-
try, including gourmet and
specialty foods, beverages and
food-related equipment.

The show attracts Canadian,
U.S., and European participants
that include manufacturers, dis-
tributors, importers, wholesalers,
brokers, service companies, and
commercial attaches.

The 1991 SSA International
attracted morethan 14,500 indus-
try professionals to the more than
350 exhibits, making the event a
profitable investment for all ex-
hibitors, allowing them to make
new contacts and to expose their
products and services.

For further information on SSA
International 1992 contact (in
Montreal)Ginette Grise, tel.:(514)
289-9669; or (in Toronto) Marlene
Patterson, tel.: (416) 270-1624.

Japan Hosts Interior Products Show

Tokyo — The annual trade exhi-
bition forquality imported interior
products for the Japanese market
will be held May 20-23, 1992 at
Sunshine City Exhibition Center,
Tokyo.

The 6th Lifestyle Europe’92
introduces exhibitors to the mar-
ket opportunities fortheir products
in Japan and is a cost-effective
method of meeting buyers and dis-
tributors.

First held in 1987, Lifestyle

Europe focuses on the six major
market sectors that have dynamic
growth potential: tableware, tex-
tiles, furniture, luxury gifts, art-
work, and lighting.

For further information on
Lifestyle Europe’92, contact the
show organizer’s Canadian repre-
sentative, Derek Complin,
UNILINK, 50 Weybridge Court,
Unit 41, Agincourt, Ontario M1S
5A8. Tel.: (416) 291-6359. Fax:
(416) 291-0025.

External Affairs and International Trade Canada (EAITC)
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Europe Trade Fairs/Missions

> 1992-1993 Eastern

Listed below — alphabetically by sector and in
chronological order — are the 1992-93 major trade
fairs and missions in which External Affairs and
International Trade Canada (EAITC) plans to par-
ticipate.

National Stands (NS) are full-scale large
participations with several companies usually
grouped around a Government of Canada informa-
tion and lounge area.

Core Area Stands (CA) are participations at which
the government’s involvement is limited to a lounge
and office (funded by EAITC), surrounded by booths
of individual companies participating on their own.

Information Booths (IB) are participations atwhich
the government’s involvement is limited to a small
area aimed at distribution of company-provided
brochures.

Missions include Outgoing Sellers’ Missions (SM)
from Canada and Incoming Buyers’ Missions (BM)
from abroad.

For more information on these events or details on
how to participate, contact EAITC’s Trade Fairs and
Missions Europe (RWTE). Tel.: (613) 996-5554. Fax:
(613) 995-6319.

ADVANCED TECHNOLOGY

PRODUCTS, SYSTEMS, SERVICES

» Infosystem — Poznan, Poland — April 6-10, 1992
— Electronics, telecommunications, computer en-
gineering (IB).

* Sofia Technical Days Fair — Sofia, Bulgaria —
May, 1992 — Office automation, computers,
informatics (IB).

* Outgoing Industrial Technology Working Group/
Defence Conversion Mission — Moscow, St.
Petersburg, Kiev — June, 1992 — Process control
and instrumentation (BM).

¢ TELECOM ’92 — Budapest, Hungary — October
12-17,1992 — Telecommunications equipment(NS).

AGRICULTURE, FOOD PRODUCTS,
EQUIPMENT, SERVICES

¢ Incoming Mission to Western Farm Progress Show
— Regina, Saskatchewan — June, 1992 —Dryland
farming and agricultural technology (BM).

*» Polagra’92—Poznan, Poland — October 1-6, 1992
— Agriculture, food and food processing (IB).

CONSUMER PRODUCTS, SERVICES
¢ TIBCO — Romania — May 28-June 4, 1992 —
Consumer goods fair (IB).

CONSTRUCTION PRODUCTS, SERVICES

* Poznan International Fair — Poznan, Poland —
June 14-21, 1992 — Construction materials (IB).

¢ Outgoing Construction Mission — Warsaw and
Poznan, Poland — June, 1992 —Construction, re-
lated materials and equipment (SM).

¢ Qutgoing Mission on Construction Techniques —
Moscow, St. Petersburg, Kiev-— November, 1992 —
Prefab and industries . Construction. Construction
techniques (BM).

FOREST PRODUCTS,

EQUIPMENT, SERVICES

¢ PAP-FOR 92 — St. Petersburg — September 22-
26, 1992 — Forestry and cellulose-paper (SM).

GENERAL/MULTI-PURPOSE

¢ Blue Chip Mission — Prague and Bratislava,
Czechoslovakia — April, 1992 — Commercial and
investment opportunities (SM).

¢ BRNO Engineering Fair — Brno, Czechoslovakia
— September 16-23, 1992 — Engineering and in-
dustrial products (NS). _

¢ Outgoing Resources Industries Mission — Rus-
sian Far East — September, 1992 — Minerals,
forestry, fisheries and petroleum (BM).

* TIB 92 — Bucharest, Romania — October 8-15,
1992 (NS).

INDUSTRIAL MACHINERY,

PLANTS, EQUIPMENT, SERVICES

* Budapest Spring Fair — Budapest, Hungary —
May 20-27, 1992 — Industrial, construction and
sector goods (IB).

* Outgoing Environmental Mission — Budapest,
Hungary — June, 1992 -— Environmental products,
industrial waste water, instrumentation and serv-
ices (SM).

¢ Zagreb International Autumn Fair — Zagreb, Yu-
goslavia— September 14-20, 1992 — Industrial fair
(NS).

* Plovdiv International Tech Autumn Fair —
Plovdiv, Bulgaria — September 21-27, 1992 — In-
dustrial fair (IB).

¢ Outgoing Environment Technology Mission —
Prague, Bratislava, Ostravia, Katowice & Warsaw
— September-October, 1992 — Environmental

External Affairs and International Trade Canada (EAITC)
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Europe Trade Fairs/Missions

Western Europe Trade Fairs, Missions

products, related goods and services (SM).

e ENVIBRNO International Environmental Tech-
nology Exhibition — Brno, Czechoslovakia — Octo-
ber 20-23, 1992 — Environmental products and
services (CA).

MINING, METALS, MINERALS,

PRODUCTS, EQUIPMENT, SERVICES

e QOutgoing Mining Equipment & Technology Mis-
sion — Yugoslavia, Bulgaria, Albania — October,
1992 — Mining equipment, services (SM).

¢ Incoming Metallurgical Mission to Canada —
November, 1992 — Metals, primary and fabricated
(BM).

OIL, GAS PRODUCTS, EQUIPMENT,
SERVICES

* Neftegaz’92 — Moscow —May 19-27, 1992 — Oil,
gas equipment and services (NS).

¢ Incoming Mission to National Petroleum Show —
Calgary, Alberta — June 9-11, 1992 — Oil, gas
products (BM).

- Western Europe .

ADVANCED TECHNOLOGY

PRODUCTS, SYSTEMS, SERVICES

* Outgoing Instrumentation Mission to Het Instru-
mental Fair — The Hague, Netherlands; Vienna,
Austria — April 6-10, 1992 — Instruments, appa-
ratus and systems (SM).

* Communications 92 — Birmingham, England —
April 7-10, 1992 —Telecommunications (CA).

* TMAB Exhibition, Forum & Telecom (with Invest-
ment Canada on Telecom) — Brussels, Belgium —
April 8-9, 1992 — Telecom and datacom (IB).

* Journées Européennes des Composites — Lyon,
France — April 22-24, 1992 — Composites (IB).

* Comdef 92 — Southampton, England — May 29-
June 1, 1992 — Computers (CA).

* Outgoing Software Mission—Ireland — May, 1992
— Market expansion into Europe using Ireland and
collaborative arrangements with Irish partner com-
panies as their base (SM). '

¢ Mediaville — Rennes, France — June, 1992 —
Broadcasting and cablevision (IB).

* International Broadcasting Convention — Am-
sterdam, Netherlands — July 3-7, 1992 — Broad-
casting, cablevision (NS). .

* Outgoing Informatics/Advanced Technologies
Mission — Nordic Countries — September, 1992 —
Informatics/computer products, includinghardware
datacom & software (SM).

s Orbit 92 — Basel, Switzerland — September 8-12,
1992 — Advanced technology products and services
(IB).

* Expotronica 92 — Spain — October 13-16, 1992 —
Satellite communications equipment, electronic
components, cable and TV systems (NS).

* Systec 92 — Munich, Germany — October 19-23,
1992 — Computer products (alternates with sys-
tems) (CA).

¢ Communications 92 — Istanbul, Turkey — Octo-
ber 28-November 1, 1992 — Telecommunications/
communications (IB).

* Outgoing Controlled Quality Software Mission —
Milan, Italy — October, 1992 — Software applica-
tions (SM). '

* Incoming Information Technologies Mission —
Toronto/Ottawa/Montreal — October, 1992 — In-
formation technologies (BM).

* Outgoing Automatic Robotic Manufacturing Mis-
sion — Vienna/Linz/Graz, Austria — October, 1992
— Automatic manufacturing robotics (SM).

¢ Outgoing Office Automation Mission to Efficiency
Beurs Fair — Amsterdam, The Hague — October,
1992 — Office automation, software and hardware
(computers and communications) (SM).

* Open Systems Exhibition — London, England —
November 4-6, 1992 — Computers, communications
(CA).

¢ Inter/Elec 92 (with Investment Canada roundtable
on electronics) — Ghent, Belgium — November 19-
23, 1992 — Electronics and electrotechnical mate-
rial (IB).

* Pronic 92 — Paris, France — November 30-De-
cember 4, 1992 — Electronic equipment (IB).

¢ Expotelcom — Portugal — November, 1992 —
Telecommunications, data processing and informa-
tion technology (CA).

* P.C. Forum — Paris, France — February, 1993 —
Advanced technology products (CA).

¢ Cebit 93 — Hannover, Germany — March 24-31,
1993 — Telecommunications and computer prod-
ucts (NS).

* Software Automation — Kortrijk, Belgium —
March, 1993 — Informatics, advanced software (I1B).

Continued in the next issue
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Sectoral News

Market in Mexico for Agri-food Products

With a population of 85 million
people, Mexico represents an im-
portant and expanding market for
Canadian exporters. Canada’s
entry into three-way free trade
with Mexico and the United States
should secure improved access for
its goods, services and investment
to the Mexican market.

Mexico is Canada’s largest
market in Latin America and its
15th largest market globally
($167.4 million in 1989). With the
possibility of a North America
Free Trade Agreement and in-
creased liberalization of the trade
regime in the country, Mexican
producers will have greater oppor-
tunities to acquire products, tech-
nologies and training from Cana-
dian sources.

Mexico remains one of the most
important markets ($ 63.1 million
in 1990)for the export of Canadian
skim milk powder (SMP). While
imports of SMP are expected to
drop by 1994 because of the gov-
ernment’s self-sufficiency policy in
favor of the domestic industry, the
market will remain large.

This policy, however is likely to
lead to expanding market oppor-
tunities:the Mexican government,
for instance, plans to import
150,000 head of dairy cattle over
the next four years.

Mexican demand for pork and
the country’s proximity to Canada
point to opportunities. But to
protect domestic swine produc-
tion, Mexico has introduced a 20
per cent tariff on pork. This
measure, coupled with a zero tar-
iff on breeding swine, prompted
significant expansion of the
Mexican hog industry. It is a
promising market for purebred and
hybrid animals.

Imports of beef, pork and edible
offalhave more than doubled. Beef
imports have increased in the
economic upturn. American-cuts

of beef are perceived to be luxury
itemsandareinincresing demand.

Mexican imports of seed pota-
toes are expected to rise consider-
ably. Canadian share of the mar-
ket could reach $ 4 million in the
next few years. The greatest po-
tential for sales exists in the yel-
low-fleshed Alpha variety.

Corn and soybeans are two of
Mexico’s leading agricultural im-
ports. But Canada does not com-
pete with increased competition
from European countries whose
highly subsidized rapeseed, and
similar commodities, can affect the
market.

Edible dry beans exports from
Canada to Mexico reached $10.7
million in 1990. The Mexican
government is not expecting to
import dry beans in 1992.

Processed food and beverages are
in greater demand in Mexico due

to reduced tariffs and per-capita
income increases. Excellent op-
portunities exist in Mexico for
Canadian specialty bakery prod-
ucts, alcoholic beverages and bot-
tled water, frozen fish and potato
by-products. An expanding mar-
ket also exists for various luxury
products in the Mexican hotel and
restaurant industry.

Agriculture Canada, External
Affairs and International Trade
Canada, and Industry, Scienceand
Technology Canada can help Ca-
nadian agri-food exporters in
developing a market strategy to-
ward Mexico.

A copy of The Assessment on
the Agri-food Market in Mexico
is available through Agriculture
Canada, C.D Howe Building, 240
Sparks Street, Ottawa K1A 0C5.
Tel.: (613) 993-6671; Fax: (613)
995-0949.

Cuba S Medzcal Sector Open
to Imports from Canada

The medical sector, particularly
the development of the local
biotechnology industry, is consid-
ered one of the three leading pri-
orities in Cuba’s development
programs, says a memo from the
Canadian Embassy in Havana,
basedonits December 1991 revised
study Medical Sector Profile in
Cuba.

Traditionally, imports for this
sector amounted to an average of
Cdn$700 million annually. West-
ern European suppliers, together
with former COMECON countries,
accounted for Cuba’smainsupplies
of health care products, diagnostic
reagents, fine chemicals, medical
supplies and hospital equipment.

As a result of the dismantling of
trade relations with Eastern Eu-

ropean countries and the former
Soviet Union, coupled with the
difficult local economic situation,
the overall size of these import
programs has been cut. This
measure also applies to foreign
procurement of medical supplies/
equipment destined for the health
care sector.

However, this sector stands out
as one of the most noteworthy so-
cial and political achievements of
the Cuban government. Hence, its
high degree of priority in Cuba’s
import programs — even in times
of severe economic difficulties.

This special status permits the
sector’s access to special hard
currency fund allocations toimport
badly needed requirements on

Continued on page 11— Cuba

External Affairs and International Trade Canada (EAITC)
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Sectoral/Trade News

Cuba Medical

Continued from page 10

confirmed irrevocable Letter of
Credit basis.

Additionally, Canadian export-
ers to Cuba can benefit from the
Export Development Corporation
(EDC) export insurance coverage
under section 24 of the EDC Act.

(Eligibility to this EDCinsurance
isgiven only by the National Bank
of Cuba and the Cuban Ministry of
Foreign Trade — after having
confirmed the contract in question
to EDC as a priority import. Pay-
ment to the Canadian exporter
will be made on sight basis upon
presentation of shipping docu-
ments to the exporter’s Canadian
bank.)

Cuba’s priority imports for the
health care sector include: diag-
nostic kits and reagents; finished
pharmaceuticals; veterinary
products; containers and closures
for medical products; disposable
materials for hospitals; surgical
instruments and sutures; medical
cases; dental burrs; and raw ma-
terials for export-oriented biotech
products.

The medical sector also offers
the possibility of entering into co-
operative production and joint
venture agreements with local
manufacturers, particularly for
biotech products, hospital equip-
ment furniture and chemical rea-
gents.

CubahasadJVlaw (law50)which
provides assurance. Investors will
be permitted to repatriate profits
resulting from their investment.

Furtherinformationonthese and
other matters may be obtained in
Medical Sector Profilein Cuba,
copies of which are available
through the Latin America and
Caribbean Trade Division (LGT),
External Affairs and International
Trade Canada, 125 Sussex Drive,
Ottawa K1A 0G2. Tel.: (613) 996-
6129. Fax: (613) 943-8806. Cana-

Canadian companies can now

fornia, says a memo from the
Los Angeles.

Douglas Electronic Systems
Company in Santa Ana has nu-
merous patents available in the
areas of integrated circuits, elec-
tronics and solders. As well, the
Space Systems Division in

Patent L1cens1ng Avallable:
through McDonnell Douglas

take advantage of new technol-i'
ogy and patent licensing oppor-
tunities available through divi-
sions of McDonnell Douglas
Corporation in Southern Cali-

- patents pertaining to fibre optics
‘— all available for licensing to
‘interested companies.

“tions will take place with the
‘McDonnell Douglas Corporate
Canadian Consulate General in
o _ plete list of the patent titles and
Specifically, the McDonnell:

Los Angeles, California 90071,

HuntmgtonBeach hasalistof17

~‘While actual licensing negotla-

headquarters in St. Louis, a com-

contacts is avaﬂable from Doug
Paterson, Trade Commissioner,
ordJeff Gray, Commercial Officer,
Canadian Consulate General,
300 S. Grand Ave., 10th Floor,

U.S.A. Fax: (213) 620-8827.

EDC Line of Credit for
Mexico and Barbados

The Export Development Corpo-
ration (EDC)hasestablished aline
of credit of US$100 million with
Telefonos de Mexico (Telmex) and
has just renewed a line of credit of
US$5 million with the Barbados
National Bank.

Telmex is the main provider of
telecommunications services in
Mexico. In 1990 the company was

The Canadian Embassy in
Abidjan now has an additional
facsimile in operation. The Com-
mercial Section can be reached
directly at 22-05-30.

¢

privatised with a mandate to up-
date its technological infrastruc-
ture.

Canadian exporters will have the
opportunity to indicate to their
buyers the availability of a simple
and easily accessible credit facility.

Exporters interested in these
lines of credit should contact the
EDC regional offices in their area.

The Canadian Embassy in
Havana now has the following
telephone and facsimile numbers:
Tel.: (011-53-7) 33-2516, -2517, -
2527, -2752 and -2382. Fax: (011-
53-7) 33-2044.

dianexporters interested indevel-
oping a business relationship with
Cuba in the health care sector are
also encouraged to contact the
Commercial Division, Canadian

Embassy, P.O. Box 500 (Havan),
Ottawa K1N 8T7. Tel.: (011-53-7)
33-2516/17/217. Telex: (Destination
code 28) 51-1586 (CAN CU). Fax:
(011-53-7) 33-2044.

External Affairs and International Trade Canada (EAITC)
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Agenda/Publications

:SS AGENDA

Montreal — April 7; Ottawa —
April 8; Vancouver — April 10—
Exporting/Marketing Seminar:
Exporting Services to the U.S. For
registration call Margaret
McNabb, EAITC. Tel.: (613) 998-
9441, Fax.: (613) 990-9119.

St.John’s— April 21-22—Value-
Added will be a major theme at
Newfoundland’s seafood market-
ing intelligence conference. Sea-
food Outlook 92 is for processors

and exporters, and features in-
ternational seafood buyers, food
marketing professionals, and
consultants. Contact Paul Rose,

St. John’s. Tel.: (709) 772-5511. -

Fax (709) 772-2373.

Ottawa — April 28 — A 10-ses-
sion course at Carleton Univer-
sity of interest to foreign service
officers, business persons and the
general public. The Middle East
historical, socio-economic, lin-

guistic and political experiences
will be analyzed and discussed.
Contact courseinstructor, Hassan
M. Eltaher, Ottawa. Tel./Fax.:
(613) 825-1339. ,
Montreal — May 24-26 —The
Super Salon de ’Alimentation
(SSA) International Show will
be held at Place Bonaventure. The
show will attract Canadian, U.S.
and European food industry par-
ticipants. Contact SADAQ, Mon-
treal. Tel.: (514) 289-9669.

Exports to South Africa
Canada has changed its policy of
sanctions and controls on the ex-
porting of strategic products to
South Africa. In order to obtain a
copy of Notice to Exporters #59
concerning these changes, please
contact Export Controls Division
(KPE), Export-Import Permits
Bureau, External Affairs and In-
ternational Trade Canada, Box
481, Stn. A, Ottawa KIN 9K6,
Tel.: (613) 996-2387; Fax: (613)
996-9933; Telex: 053-3745, or con-
tact Info Export (see box below).

Western India

External Affairs and Interna-
tional Trade Canada will provide
exportersamarket guide on West-
ern India prepared by an inde-
pendent consultant under the di-
rection of the Canadian Consulate
in Bombay. A copy of Doing
Business in India: A Western
India Perspective, may be ob-
tained from Asia Pacific South

Publications

Trade Development Division
(PST), External Affairs and Inter-
national Trade Canada, 125 Sus-
sex Drive, Ottawa K1A OG2, Tel.:
(613) 995-7689; Fax (613) 996-
4309.

Architecture:
A Valuable Export

Last year, the total value of non-
residential construction in the
United States was $350 billion.
The market is a very lucrative one
not only for large Canadian archi-
tectural firms, but for small ones
as well.

Recently the United States Trade
and Tourism Development Divi-
sion and the Royal Architectural
Institute of Canada conducted a
joint study for the purpose of

promoting exchanges of architec-
tural services between Canada and
the United States. The study,
Reviving America’s Urban
Cores: Downtown and Water-
front Potentials in Seattle and
San Francisco, focuses speci-
fically on the potential of these
cities.

To obtain a copy, contact Tim
Kehoe, Royal Architectural Insti-
tuteof Canada, Ottawa. Tel.: (613)
232-7165. Fax: (613) 232-7559.

Export Edge

Export Edge (#69TA) is a publi-
cation of External Affairs and In-
ternational Trade Canada con-
taining tips from Canadian com-
panies that have been successful
ontheinternational scene. Itdraws
on the experience gained by small-
and medium-sized businesses
representative of mostsectors and
markets. Export Edge is avail-
able from Info Export (see box be-
low).

InfoExpor

Info Export is a counselling and reference service for Canadian exporters.

i | Canadian companies interested in exporting are invited to contact Info Export

(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).

Return requested

if undeliverable:
CanapExport (BPT)
125 Sussex Drive
Ottawa, Ont.
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 US $80-Million
Brazil Agroproject
Open for Bids

The procurement process for a
US$80-million agriculture tech-
nology modernization project
(PROMOAGRO),funded by the
Inter-American Development
Bank, is scheduled to begin
within the next few months —
and Canadian companies that
act quickly can get in on the in-
ternational competitive bidding.

The foreign exchange compo-
nent($67.5 million) of the project
will finance the purchase of,
among other items/services, ap-
proximately :
¢ $27 million worth of machin-
ery and equipment — trac-
tors, harvesters, fertilizer
spreaders, pesticide spraying
equipment, irrigation and drain-
age equipment); laboratory
equipment — centrifuges,
spectrometers, microscopes,
chromatographs, phytometers,
AV equipment; information
systems equipment — serv-
ers, terminals, printers, scanners,
cabling; and furniture and
miscellaneous equipment.

* $10.3 million in foreign
training — to allow 83 staff to
obtain Phd degrees in selected
fields of specialization at univer-
sities abroad.

* $5 million in foreign consul-
tancy — in the four main areas
of high-level technology/
biotechnology; information sys-
tems; soil conservation and plant
protection; and institutional
development.

Continued on page 2 — Brazil

Winning Asia Development
Bank Contracts Focus of
Cross-Canada Workshops

“How to Prepare Effective Bids
for Asian Development Bank-Fi-
nanced Projects and Technical As-
sistance Contracts” is the subject of
workshops slated for Calgary,
Montreal, Toronto and Vancouver
this month and next.

The workshops are designed to
assist internationally active con-
sultants, contractors and manufac-
turersin preparing fully responsive
and price competitive bids — ena-
bling them to be more successful in
winning Asian Development Bank
(ADB)-financed contracts.

Past experience has shown that
participation of Canadian bidders
in ADB-financed procurement has
been rather low. In many situa-
tions, Canadian contenders are
competitive but, through inexperi-
ence or misunderstanding, fail to
respond fully to the requirements of
the tender invitations.

The workshops should help rec-
tify this situation and open new
opportunities with an organization
that, in 1991, had lending commit-
ments of some US$5 billion for the
promotion of economic and social
development in the Asia-Pacific. In
the last 12 months, the ADB also
disbursed more than US$3 billion
on procurement,of goods and serv-
ices for which Canadian industryis
eligible to compete.

The Bank also operates a techni-
cal assistance program that is both
lucrative for consultants and an
excellent means of establishing
credentials with important organi-
zations in the region.

On the first day of the program in
Montreal, Toronto and Vancouver,
Ronald Chan, ADB Senior Con-
sulting Analyst, and BennyKwong,
ADB Senior Procurement Special-
ist (Central Projects Division), will
conduct separate, simultaneous
workshops for consultants and
equipment suppliers on the prepa-
ration of proposals for ADB-funded
contracts.

The workshop in Calgary, featur-
ing Mr. Kwong, will focus on pro-
curement,

On the second day of each work-
shop participants will have an op-
portunity to discuss specific re-
quirements with ADB officials
during one-on-one meetings.

Workshop locations, dates and
contacts are:

« Calgary —March 30-31 (Gerald
Milot, International Trade Centre. -
Tel.: 403-292-6409. Fax: 403-292- |,

4578).
¢ Montreal — April 2-3 (Claude
Blais, International Trade Centre.
Tel.: 514-283-7856. Fax: 514-283-
8794).

Continued on page 2 — Asia
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Trade Update

Application Deadline Approaches
for Business Excellence Awards

Business enterprises in Canada
wanting to compete in the 1992
Canada Awards for Business
Excellence (CABE) have until
April 8 tosubmittheirapplications.

The competition is open to busi-
nesses of all sizes and in all fields of
economic activity,with up to three
winners being chosen in each of the
following eight categories: entre-
preneurship; environment; indus-
trial design; innovation; invention;
marketing; small business; and to-
tal quality.

In announcing the opening of the
1992 CABE application process,

Minister of Industry, Science and
Technology and Minister for Inter-
national TradeMichael Wilsonsaid:
“For the ninth year, we are honour-
ing the success of individuals and
companies in Canadian business.
CABE winners stand out as ex-
amples ofhow Canadian businesses
can compete successfully against
the best in the world.”

To obtain a 1992 CABE applica-
tion form or more information con-
tact Dominique Veilleux, Ottawa,
tel.: (613)954-4083 or any Regional
Office of Industry, Science and
Technology Canada.

Register Today to WIN Exports

One of the most direct routes to
finding export sales leads is to be
registered with WIN Exports.

Managed by External Affairs and
International Trade Canada, WIN
Exports is a computer database of
Canadian exporters and their ca-
pabilities. The database is used
exclusively by 1,200 EAITC trade
staff at its offices around the world
— giving worldwide prospective
clients an awareness of Canadian
companies and their capabilities.

Statistics show that more than
100,000 requests for export infor-

mation from foreign buyers are re-
ceived annually by Canada’s trade
commissioners — who use the WIN
Export computer database daily to
access information on Canadian
exporters and their particular

~products and services.

To receive a WIN Exports regis-
tration form, contact Info Export,
External Affairs and International
Trade Canada (BPTE), 125 Sussex
Drive, Ottawa K1A 0G2. Toll-free
tel.: 1-800-267-8376 (Ottawa area:
993-6435). Fax: (613) 996-9709.
Quote code number 50TB.
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Brazil Agroproject
Continued from page 1

¢ $3.5million in technical inputs
fertilizers, pesticides, herbicides,
drugsand mineral saltsforanimals,
seeds, laboratory glassware, and
reagents.

¢ $6 million in construction.

Project executing agency is
Empresa Brasileira de Pesquisa
Agropecuaria (EMBRAPA). Con-
tracting of consultants will be han-
dled by Instituto Interamericano
de Cooperacion Agricola (IICA).

Interested partiesseeking general
information may contact Sven
Blake, Latin America and Carib-
bean Trade Division (LGT), Exter-
nal Affairsand International Trade
Canada, 125 Sussex Drive, Ottawa
K1A0G2.Tel.:(613)996-4199. Fax:
(613) 943-8806.

For details or for assistance in
identifying contacts and obtaining
bid documents, contact Commercial
Division, Canadian Consulate
General, Sao Paulo, Brazil. Tel.:
(011-55-11) 287-2122/287-2234/
287-2601/287-2176. Telex: (Desti-
nation code 38) 23230 (CCAN BR).
Fax: (011-55-11) 251-5057.

¢ St

Asia Bank

Continued from page 1

¢ Toronto— April 6-7 (Alice Lam,
OntarioInternational Corporation.
Tel.: 416-314-8251. Fax: 416-314-
8222),

* Vancouver — April 9-10 (Don
Cameron, International Trade
Centre. Tel.: 604-666-1436. Fax:
604-666-8330).

For general information on the
coordination of these events, con-
tact Eileen Durand, Asia Pacific
South Trade DevelopmentDivision
(PST), External Affairs and Inter-
national Trade Canada, 125 Sussex
Drive, Ottawa K1A 0G2. Tel.: (613)
992-0959. Fax: (613) 996-4309.
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Trade Opportunities

Before entering into a coniractual
agreement with a company, readers
are advised to verify the bona fides
of the companies listed here.

CZECHOSLOVAKIA — An es-
tablished engineering firm is look-
ingfornew partners or capital to
expand or diversify its production
capacity. The company’s primary
products are molds (thermoplast,
cast aluminum, non-ferrous metal
pressure molds), drilling/milling/
spreading machines, and
measuring instruments for
boring machines. Contact Pavel
Buzek, Marketing Manager, Lada
a.s. Sobeslav, 377 81 Jindrichuv
Hradec, Czechoslovakia.Tel.:(0042)
331 23091. Fax: (0042) 331 26623.

NETHERLANDS — A company

in The Hague wishes to expand its
range of private mobile radio
products and seeks information
from Canadian suppliers as well as
a portable radio whose speci-
fications are: 146-178 MHz and
440-470 MHz; two channels; 20/25/
12.5 kHz; 2-8 MHz; -25/+60 temp;
IP 54; simplex or semi-simplex;0.1-
1 watt adjustable; 5-t<‘)ne signal
ZVEI, 5-tone sequence encoder-de-
coder with L.D.; call acknowledge;
emergency call; acoustic and opti-
cal call signal; encoding one or two
single tones; group-collective call
CTCSS. Contact M. Voorsluis, Room
ST 914, PTT Telecom BV, Mobile
Division, P.O. Box 30150, The
Hague, Netherlands.

NEW ZEALAND — A major com-
pany here wishes to contact Cana-

dian manufacturersofheavy truck
drive trains, clutches, trans-
missions, drive shafts, power
take-offs, differentials, suspen-
sion systems, brake systemsand
axles. To carry out a major expan-
sion ofits productline, the company
will consider any truck/trailer
part. Contact David Wright, Man-
ager, Parts Division, TRT Trans-
port Centre, P.O. Box 10-076, Te
Rapa, Hamilton, NewZealand. Fax:
64-7-849-3628.

POLAND — A manufacturer of
guillotineshears,hydraulicand
mechanical presses seeks poten-
tial commercial partners and/
or investors. Contact P. Faruga,
General Manager, PLASOMAT, 02-
468 Warsaw, ul, Technikow 40. Fax:
4822/238-083. Telex: 813693 fpa pl.

Bidding on United States Federal Conitracts

Since being published in the
January 15, 1992, Vol. 10, No. 1
issue of CanadExport, the U.S
phone system has changed, as
have the contact names and
solicitation issuance dates for
the federal contract bidding

opportunities listed in that ar-.

ticle. The amended version, to-
gether with the regular intro-
duction, follows.

Canadian companies have an op-
portunity to bid on the following
U.S. federal government schedule
contracts with the General Services
Administration (which are similar
to Supply and Services Canada’s
Standing Offer Program).
Solicitation will be available as
noted below; the bid period usually
closes 30 days after that.

Instrument and Laboratory
Equipment —electrical and elec-

tronic components and test equip-
ment. Expected contractvalue: $300
million. Next open season
solicitation expected March 1992,
Schedule identification: 66 II H.
Contact: Mrs. Novelene Burns.
Tel.: (703) 305-6201.

Special Industry Machinery —
lithographic printing plates, solu-
tions and masters; printing, dupli-
catingand book-bindingequipment;
pulverizing, pulping and shredding
machines. Expected contractvalue:
$108,634,000. Next open season
solicitation expected June, 1992,
(Callatthe end of April to geton the
mailing list). Schedule identifica-
tion: 36 II. Contact: Linda Dogan.
Tel.: (703) 305-5994; or Marg
Lyddane. Tel.: (703) 305-6591.

Laboratory Instruments and
Equipment — Blood chemistry

analysis systems; diluter pipettes.
Expected contract value: $260
million. Next open season
solicitation expected March, 1993.
Solicitation identification: 66 II A.
Contact: Oscar Watson. Tel.: (703)
305-5954.

Upholstered Household and
Quarters Furniture. Expected
contractvalue:$200,000. Nextopen
season solicitation expected April,
1992. Solicitationidentification: 71
I E. Contact Jimmy Reid. Tel.:
(703) 305-6221.

To find out about U.S. federal
contract opportunities for other
products or for more general infor-
mation on this procurement proc-
ess, contact Judith Bradt, Cana-
dian Embassy, Washington, D.C.,
tel.: (202) 682-7746; the fax is (202)
682-7619.

External Affairs and International Trade Canada (EAITC)
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Sectoral Market Opportunities in the United States

Each year, to prepare their marketing strategy, Canada’s Trade Commissioners assess the business
opportunities in the countries in which they are stationed. Following is the second part (the first part was
published in CanadExport, Vol. 10, No. 4, March 2, 1992) of sectoral market assessments made by Canada’s
Trade Commissioners in the United States. To obtain more information on the specific sectors, contact —as

per the telephone number indicated — the officer whose name is shown for each sector.

AEROSPACE AND SPACE

Officer: K. Barnaby

Tel.: (613)991-9481
Instant reaction forces may be required in larger
numbers with a corresponding increase in airlift for
personnel and material. The U.S. Department of De-
fence emphasis upon types and missions of aircraft
could be altered in the next few years in this volatile
defence market. The U.S. commercial aircraft market
remains encouraging, with Boeing’s estimated 55 per
cent of the western aerospace market and McDonnell
Douglas’ 15 per cent share.

The majority of NASA’s budget of US$13.4 billion in
fiscal year 1991 was directed toward prime contrac-
taors, with the remainder ‘set-aside’ for small business
and other protected organizations. The three largest
installations — Marshall Space Flight Center, (Ala-
bama), Johnson Space Flight Center, (Texas) and
Goddard Space Flight Center (Maryland) — account
formore than 60 per cent of NASA procurement funds.
The prime contractorsin California, Texas and Florida
capture more than 80 per cent of total procurement.

deesk
APPAREL

Officer: N. Peacock
Tel.: (613) 991-9476
The U.S. apparel market has suffered through a diffi-
cult year, experiencing a4.5 per cent declineindomestic
shipments. While consumer spending increased by 1
per cent, the beneficiaries were the low-cost Asian
producers and importers. The long awaited turn
around did not materialize and most suppliers were
content to merely survive. Inventories at retail level
continue to be held to a minimum. Thishasledtoa20
per cent increase in the number of manufacturers and
retailers implementing the QR (Quick Response) sys-
tem. Tiedtothisistheincreasinguse of EDI(Electronic
Data Interchange) by both buyers and sellers.
Forecasted growth in retail apparel sales in 1992 is
expected to be 5 per cent to 6 per cent. This will likely
favour the 40-50 year-old age group with a disposable
income that would indicate medium to better priced

merchandise requirements.

While New York will remain the focal point for
apparel buying, the increasing use of regional markets
by buyers - particularly the Midwest and Southwest
areas - merits the attention of Canadian exporters.
This is particularly so in the men’s and children’s
sectors, as well as women’s.

\J \J \J
sesksk

AUTOMOTIVE (AFTERMARKET)

Officer: A. McBride

Tel.: (613) 993-5149
In 1992-1993, the aftermarket sub-sector is expected
to experience moderate growth.

An increasing Asian market share in the original
equipment sub-sector inevitably has forced change
upon the aftermarket. Companies must adjust their
products to ensure compatibility with imported vehi-
cles. American buyers still value quality, reliability,
and price competitiveness. These factors will ensure
major opportunities for Canadian manufacturers in
the US market.

(AR
ER

AUTOMOTIVE (ORIGINAL EQUIPMENT)

Officer: A.McBride
Tel.: (613) 993-5149
The motor vehicle and parts industry is one of the
largest sectors of the U.S. economy, accounting for
approximately $215 billion of the nation’s $5.2 trillion
GNP in 1989, or 4.1 per cent of the total. The struggle
for market share and the new offshore entrants have
resulted in quality consciousness, new products, and
shortened development cycles. U.S.industry invested
anadditional $11.7billionin new plants and equipment
during 1990 to improve its competitive position.
Automobile sales in early 1991 were expected to
continuethedeclinebegunin 1989, and pick up toward
year end to achieve total sales of 9.3 million units. In
1992, sales 0f 9.7 million units were projected. Retail
truck sales were expected to reach 4.720 million units
in 1991, increasing to 4.770 million units this year.

Exiernal Affairs and International Trade Canada (EAITC)
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Trade Opportunities

CHEMICALS

Officer: R. McNally

Tel.: (613) 993-7486
Hydrocarbon Processing Industry Outlook ’92 esti-
mates that the total number of capital projects world-
wide will increase to 2,907, an increase of 341 over
1990. Construction projectsinthe U.S. areup57to 446
projects, and up 25 to 123 in Canada. Capital spending
on equipment, materials and services are related di-
rectly to annual construction activity levels. Capital,
maintenance and operating budgets worldwide were
expected to total US$126.6 billion in 1991, an increase
of US$9.1 billion over 1990 spending. The U.S. share of
this is US$33.4 billion, or 26 per cent.

Products such as pumps, valves, heat exchangers,
compressors, piping, instruments and electrical equip-
ment are sold by domestic and foreign suppliers to the
U.S. hydrocarbon processing industry. Major oppor-
tunities also exist for well replacement parts, con-
struction materials and technical services.

ek
CONVERTED WOOD PRODUCTS

Officer: R.McNally
Tel.: (613) 993-7486
U.S. converted wood products shipments totalled $9.5
billion in 1990, down 1 percent from the previousyear.
Since 1986, when the level of new construction began
to decline, the repair/remodelling market has become
anincreasingly important component of U.S. demand.
Thelargestindustry commodity grouping was wooden
doors, which accounted for an estimated 30 per cent of
industry shipments. Wooden windows comprised 26
per cent, while wooden moldings made up 14 per cent
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 per cent of total U.S.
wooden door imports and 7 per cent of its wooden
windows. Canada has also made inroads in supplying
doors incorporating alternative materials (molded
doors) which are energy efficient and require lower
maintenance.

20 als of
seas e ¢

CULTURAL INDUSTRIES (Book Publishing; Film
& Video; Performing Arts; Sound Recording)

Officer: D.Shaw
Tel.: (613) 991-9474
Asoft U.S. economy held book publishers’ receipts to

$16 billion in 1990. The 1991 outlook was for an 8 per
centincrease to $17.3billion. U.S. book importsin 1990
grew by 10 per cent to $880 million, withexports of$1.4
billion.

Demographic, economic and technological trends
should helpthe U.S. publishing market achieve average
growth of 3.5 per centin constant dollarsthrough 1995.
Elementary and high school enrolment is projected to
rise by 3 million students, improving markets for text
and juvenile books. Sales of trade books should be
aided by the formation of over 6 million households and
the addition of 10 million persons to the high income,
heavy reading population segment aged 35 to 54.
Marl|<ets for college textbooks and technical, scientific
and professional books may not increase as rapidly
since college enrolment is not expected to grow and
library budgets will be addressing serial subscriptions
and electronic information requirements as well as
budgets for books.

The U.S. market for film & video appears to be
levelling off after years of expansion. Combined box
office and video rental receipts were expected to top
$15 billion in 1991. The market continues to have a
voracious appetite.

The U.S. market for performing arts is virtually
inexhaustible, but dominated by companies that cater
primarily to popular tastes. The pervasiveness of
popular American culture tends toovershadowthe fact
that rich markets for “High Culture” exist in virtually
every region of the United States.

Growth rates in the sound recording sector are
expected to stabilize around 5 per cent per annum over
the next few years with most activity in the sale of pre-
recorded compact discs and cassettes.

DEFENCE PRODUCTS

Officer: K. Barnaby

Tel.: (613)991-9481
The U.S. military, as aresult of the Gulf War, will place
more emphasis on precision-guided, laser-designated,
smart weaponry, unmanned aerial vehicles to reduce
casualties, aircraft losses, logistics transportation of
massive quantities of munitions, and time on deploy-
ment. They will cancel some production runs of proven
weapons and vehicles in favour of technological ad-
vantages in the near future, and become more de-
manding for better quality, better performance, and
improved field testing of prototypes. They will refine
and improve the Total Quality Management System
(TQMS) to obtain more reliable sources.

External Affairs and International Trade Canada (EAITC)
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U.S. Trade Events

Promoting Canada in U.S. Environment Market

An excellent way for Canadian
companies to promotetheirenviron-
mental technologies, products and
services in the United States mar-
ketplace is through participation in
trade fairs, missions, seminarsand
workshops.

External Affairs and International
Trade Canada, through its U.S.
Trade and Tourtsm Division (UTO)
and in cooperation with Canadian
Consulates in the United States, is
promoting Canadian participation
in such events in an effort to help
Canadian firms explore environ-
mental opportunities in the U.S.
market.

Following is a list of “selected ac-
tivities” Canadian firms might find

- worth pursuing. (The first part of

the list was published in
CanadExport, Vol. 10, No. 4,
March 2, 1992).

TRADE FAIRS

e World Recycling Conference
and Exposition—Chicago—dJune
2-4, 1992 — A 110-exhibitor Inter-
national Show (at which Canada
will have an Information Booth)
featuring systems and products for
collection, handling and processing
of recyclable materials. Also fea-
tured are bins, trucks, shredders,
balers, crushing equipment, and
displays of recycled products. Par-
ticipants include state and local
public works officials, restaurant
and institutional operators, con-
sultants and engineers.

¢ Solid Waste Association of
North America — Tampa — Au-
gust 3-6, 1992 — A National Show
where 250 manufacturers and dis-
tributors exhibit solid waste han-
dling equipment, trucks and bod-
ies, land fill compactors, incinera-
tors and consulting services. Mu-
nicipal engineers, waste handlers,
city and street engineers are in
attendance.

¢ Water Environment Federa-

tion/Water Pollution Control
Federation — New Orleans —
September 20-24, 1992 — A 300-
exhibitor National Show featuring
municipal and industrial waste-
water treatment equipment; haz-
ardous waste handling, treatment
and disposal equipment. In at-
tendance are engineers, municipal
and industrial waste treatment
managers, municipal officials, con-
sulting firms and contractors.

¢ 9th Annual New Jersey Envi-
ronmental Expo — Edison, New
Jersey — October 19-21, 1992 — A
250-exhibitor Regional Show fea-
turing environmental services and
equipment for solid waste manage-
ment, waterresource management,
environmental assessment, air
pollution control and site reclama-
tion. The expo attracts 3,000 in-
dustry, municipal, state and fed-
eral visitors.

e Hazardous Materials Man-
agement Conference (HazMat
West) — Long Beach, California—
November 10-12, 1992 — A 525-
exhibitor National Show featuring
equipment for the handling, treat-
ment, storage, and transportation
of hazardous materials and wastes.
In attendance are plant and envi-
ronmental engineers, municipal
waste management officials,
chemists, technicians, and emer-
gency response personnel.

* Lower GreatLakes Wasteand
Recycling Expo — Buffalo —
November 13-14, 1992 — A 165-
exhibitor Regional Show held in
conjunction with regional environ-
mental association meetings, the
event focuses on equipment and
services for publicand private waste
and recycling. Companies from al-
most every sector, however, exhibit.
Attending are municipal and plant
engineers, environmental profes-
sionals, publicworks directors, solid
waste directors, and federal, state
andlocal government professionals.

¢ Hazardous Materials Control
(HazMat’92) — Washington, DC
— November, 1992 — A 480-ex-
hibitor National Show featuring
systems and services for the collec-
tion, containment and disposal of
toxic/hazardous materials gener-
ated by municipal and industrial
processes. In attendance are spe-
cific buyers, federal government
departments, environmental con-
sultants and plant engineers.

e Petro-Safe 93 — Houston,
Texas — January, 1993 — A 110-
exhibitor International Conference
covering hazardous materials de-
tection, treatment and disposal
equipment, fire prevention and
firefighting equipment, oil spill
containmentand clean-up systems,
and incineration equipment. In at-
tendance are buyers from U.S. fed-
eral government agencies, environ-
mental consultants, refinery plant
engineers,and emergency response
personnel.

¢ HazardousMaterials (HazMat
Central) — Chicago — April, 1993
— A 160-exhibitor National Show
on hazardous materials manage-
ment that attracts manufacturers,
suppliers, engineers, government
and environmental personnel.

MISSIONS

¢ Mission to the Biotechnology
and Waste Treatment Confer-
ence — Grand Rapids, Michigan
— September 15-16, 1992 —Ten to
15 Canadian firms will meet with
relevant environmental profes-
sionals to discuss industrial waste
management and bio-remediation.
¢ Mission to the Pennsylvania
State-Wide Environmental
Event — Harrisburgh — October,
1992 — The event attracts about
1,500 buyers (government permit-
ting officers, municipal water and
sewageauthorities, urban planners,
etc.) interested in learning about
Continucd on page 7— Environment
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U.S. Trade Events/Sectoral News

Environment

Continued from page 6

Canadian expertisein pollutionand
waste management, recycling and
clean-up technologies.

e New Exporters to Border
States (NEBS) Mission to the
Lower Great Lakes and Recy-
cling Expo — Buffalo — Novem-
ber 10-11, 1992 — The focus is on
equipment and services for public
and private waste and recycling,
but companies from almost every
sector will be invited to target mu-
nicipal and plant engineers, envi-
ronmental professionals, public
works and solid waste directors,
and federal, state and local gov-
ernment officials.

e New Exporters to Border
States (NEBS) Mission to the
Industrial Waste Water —
Pittsburgh — Autumn, 1992 —
Companies engaged in municipal/
industrial wastewater treatment
equipment and technology services
will target industrial environmen-
tal engineers, municipal water au-
thorities and other professionals
from western Pennsylvania and
northern Ohio.

* Environmental Products and
Services Mission — Boston —
Autumn, 1992— Companiesinthis
field will meet with manufacturers’
representatives, distributors, con-
sultants and local regulatory
agencies.

Persons interested in participat-
ing in one or more of these activities
and wanting additional informa-
tion shouldcontact Donald Marsan,
U.S. Trade and Tourism Develop-
ment Division, External Affairsand
International Trade Canada, 125
Sussex Drive, Ottawa K1A0G2. Fax:
(613) 990-9119.

The same person can be contacted
by those who wish to suggest other
events that might be of value to
Canada’s environmental industry.

Interesting Possibilities in the
New Zealand Forestry Industry

According to the country’s For-
estry Sector Report,New Zealand
possesses 1.2 million hectares of
planted forest, the largest such
acreage in the world. Extensive re-
forestation was made possible by
recent tax measures, giving the
country a steady supply of wood
without reducing the size of its
forested area. \

Because the forestry companies
are now felling larger quantities of
trees, their machinery needs to be
upgraded and replaced more fre-
quently. This affords some interest-
ing outlets for Canadian manufac-
turers of forestry machinery.

During the past three years, the
forestryindustryhasinvestedsome

$1.5 billion in mill modernization
and construction. Foreign invest-
ments are numerous. Over the next
15 years, the industry plans to con-
struct one or two pulp mills, two or
three paper mills,twoparticleboard
mills and at least 15 sawmills.
Canadian manufacturers of saw-
mill equipment should also find
some interesting prospects in New
Zealand. - ,
Forfurtherinformation and a copy
of the study on the forestry market
in New Zealand, please contact
Richard Pennick, Trade Division,
Canadian Consulate, Box 6186,
Wellesley St., Auckland, New Zea-
land, Tel. (09) 390-3690; Fax: (09)
307-7111; Telex NZ21645.

Australia to Liberalize Textiles,
Clothing and Footwear Markets

Canadian exporters of textiles, clothing and footwear will be pleased to
learn that Australia is progressively making entry for these products to

the Australian market easier.

As recently as 1986 import duty rates for some of the products in this
sector were in the 80 per cent range. Listed here are the new scheduled
rates for these products in the coming years:

Year Clothing Shoes Woven Other
(July 1) Fabrics Fabrics
1990 55 45 40 35
1992 51 - 41 37 32
1994 43 33 31 27
1996 -37 27 25 23
1998 31 21 19 19
2000 25 15 15 15
¢ _ |

All remaining tariff quotas for products in these sectors are also to be

eliminated by 1996.

For more information on market access into Australia, contact Ray
Buciak of EAITC’s Asia Pacific South Trade Development Division. Tel.:

(613) 996-5945. Fax: (613) 996-4309.

External _Affairs and Intemnational Trade Canada (EAITC)
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Trade Fairs and Missions

Listed below — alphabetically by sector and in
chronological order — are the 1992-93 major trade
fairs and missions in which External Affairs and
International Trade Canada (EAITC) plans to partici-
pate.

National Stands (NS) are full-scale large
participations with several companies usually grouped
around a Government of Canada znformatzon and
lounge area.

Core Area Stands (CA) are participations at which
the government’s involvement is limited to a lounge
and office (funded by EAITC), surrounded by booths of
individual companies participating on their own.

Information Booths (IB) are participations at which
the government’sinvolvement is limited to asmall area
aimed at distribution of company-provided brochures.

Missions include Outgoing Sellers’ Missions (SM)
from Canada and Incoming Buyers’ Missions (BM)
from abroad.

The first part of the two-part list, including events
relating to Eastern Europe, was published in
CanadExport, Vol. 10, No. 4, March 2, 1992).

For more information on these events or details on
how to participate, contact EAITC’s Trade Fairs and
Missions Europe (RWTF). Tel.: (613) 996-5554. Fax:
(613) 995-6319.

AGRICULTURE, FOOD PRODUCTS,
EQUIPMENT, SERVICES

* Canada Food Promotion Program — United
Kingdom — May, 1992 — Agriculture, fisheries and
food products (In-store promotion).

* Ungskuet Agricultural Fair — Herning, Den-
mark — June 24-27, 1992 — Breeding cattle, semen,
embryos (IB).

* Royal Agricultural Show—Stoneleigh, England
— July 6-9, 1992 — Livestock, forage crops (CA).

e SIAL — Paris, France — October 25-29, 1992 —
Food and fish products (CA).

e SIPRAL—Milan, Italy—October, 1992——Spe01a1ty
foods and beverages (CA).

o Agrotica—Thessalonika, Greece—February, 1993
— Annual show for agricultural products promotion:
seed potatoes & soybeans, livestock semen & herd
improvement, services, also forest products (IB).

e SIA International Agricultural Show— Paris,
France — March 1-8, 1993 — Animal breeding stock
(CA).

¢ Incoming Food Buyers Mission — Across
Canada— Spring 93— Processed food products (BM).

CHEMICAL/PETROCHEMICAL
PRODUCTS,EQUIPMENT, SERVICES

¢ K-92 — Dusseldorf, Germany — October 29-No-
vember 5, 1992 — Plastics, rubber and machinery
(NS).

CONSTRUCTION PRODUCTS, SERVICES

¢ Incoming Housing Construction Mission —
Ontario, Quebec — October, 1992 — Housing prod-
ucts/energy saving (BM).

e BAU93—Munich, Germany—dJanuary 19-24,1993
— Building products, joint partnering (IB).

¢ Construction Turkey 93 — Istanbul, Turkey —
January, 1993 — Construction, building materials
(IB).

* Batibouw — Brussels, Belgium — February, 1993
— Value-added wood products and construction ma-
terials (CA).

CONSUMER GOODS

¢ Retail Buyer Group Mission — London, West
Midlands, England — April, 1992 — Apparel, sports
goods, do-it-yourself goods and tools (SM).

* Outgoing Marketplace Mission — Nordic"
Countries — April, 1992 — Consumer goods (SM).

¢ Texitec — Lyon, France — June 23-25, 1992 —
Textile products (IB). '

¢ ISPO (Fall) — Munich, Germany — September 1-
4, 1992 — Sporting goods and apparel (CA).

* Frankfurt Book Fair — Frankfurt, Germany —
September 30-October 5, 1992 — Books (CA).

* Orgatec — Koln, Germany — October 22-27, 1992
— Office equipment and systems (CA).

¢ London International Boatshow — London,
England—dJanuary 7-17,1993—Marineleisure (CA).
* Harrogate International Toy Fair—Harrogate,

England — January 11-16, 1993 — Toys, games,

Christmas products (CA).

¢ Domotechnica — Koln, Germany — February 16-
19, 1993 — Household appliances and equipment
(CA).

o CSGA/ACAS (Canadian Sporting Goods Asso-
ciation)— Incoming Mission to Montreal — Febru-
ary, 1993 — Sporting goods (BM).

¢ Incoming Sporting Goods Buyers to CSGA —
Montreal — February, 1993 — Sporting goods prod-
ucts (BM).

¢ ISPO (Spring) 93 — Munich, Germany — March
4-7, 1993 — Sporting goods, 1nc1udmg winter apparel
(NS).

¢ International Hardware Fair 93 — Cologne,

External Affairs and International Trade Canada (EAITC)
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ibitions

Germany—March 7-10, 1993 — Tools, locks, fittings,
building and do-it-yourself supplies (NS).

¢ Igedo — Dusseldorf, Germany — March, 1993 —
Fashion and clothing (CA).

DEFENCE PROGRAMS, PRODUCTS,

EQUIPMENT, SERVICES

¢ Incoming Defence Products Mission — Mon-

treal/Ottawa/Toronto/Vancouver — April, 1992 —

Focus on co-operation in simulation technology and

industrial benefits associated with DND procurement

(BM).

¢ OQutgoing Mission of Leading Canadian De-

fence Products Firms — Central & North Italy —

April, 1992 — Defence products (SM).

* International Exhibition of Chemical Protec-

tive Defence Equipment — Stockholm — June 8-

12, 1992 — Defence products, protective equipment

(IB).

¢ ILLA 92 — Berlin, Germany — June 15-21, 1992 —

Civilian & military products, systems, parts. (CA).

¢ Farnborough Air Show — Farnborough, Eng-

land — September 6-13, 1992 — Aerospace and de-

fence (IB).

* Expoprotection/Exposecurite — Paris, France

— September 8-11, 1992 — Security and protection

products (IB).

¢ Defendory 92 — Piraeus, Greece — October 6-10,

1992 — Defence equipment, undersea defence, naval

air support systems (CA).

* Outgoing RDP Defence Mission — Oslo, Nor-

way — October, 1992 — Defence (SM).

* Oceanology Industry Mission — France — Oc-

tober, 1992 — Oceanology (SM). -

¢ Electronica 92—Munich, Germany —November
~10-14, 1992 — Electroniccomponents, measuringand

test equipment (NS).

¢ Security 92 — Essen, Germany — November 17-

20, 1992 — Security products and technology (CA).

» Segurex — Lisbon, Portugal — January, 1993 —

Home security, fire fighting alarms, oil spill clean-up,

work safety (IB).

EDUCATION, TRAINING, MEDICAL,

HEALTH CARE, PRODUCTS, SERVICES

* Bologna Childrens’ Book Fair —Milan, Italy —

April 8-11, 1992 — Childrens’ book fair (NS).

¢ Intermedica-Medical Technology — Paris,

France — April, 1992 —Health care products (IB).

* Biotechnology Mission/Incoming Biorecog-

nition to International Biotechnology Confer-

ence — Montreal — June 1-4, 1992 — Biotechnology
(BM).

e Health Care 92 — Birmingham, England — June
16-18, 1992 — Hospital and medical equipment and
instruments (CA).

* IFAS International Medical and Hospital
Equipment Fair — Zurich, Switzerland — October-
November, 1992 — Hospital, medical, laboratory
equipment (IB).

* Medica Plus Biotech — Dusseldorf, Germany —
November 18-21, 1992 — Medical equipment, strate-
gic venture, partnership (IB).

¢ Outgoing Biotechnology Mission— Vienna/St.

Poelten/Linz, Austria — February-March, 1993 —

Biotechnology (SM).

¢ Incoming Biomedical Mission — Ontario, Que-
bec — March, 1993 — Pharmaceutical/biomedical
(BM).

FISHERIES/SEA PRODUCTS/
EQUIPMENT/SERVICES

¢ Incoming Fish Buyers Mission — East/West
Coast — May, 1992 — Fish, fishery products (BM).

¢ Canada Food Promotion Program — United
Kingdom — May, 1992 — Agriculture, fisheries and
food products (In-store promotion).

¢ Outgoing Mission to Vienna-Export Sales —
Vienna, Austria — May, 1992 — Specialty fish prod-
ucts (SM). :

e Outgoing Fish and Food Mission — Nordic
Countries — September, 1992 — Fish/shellfish/other
food (SM).

¢ Outgoing Fish Exporters Mission — Madrid/
Barcelona/Iriin, Spain — October, 1992 — Fish ex-
porting companies (SM).

¢ Incoeming Fish Buyers Mission — Eastern
Canada — Spring 93 — Fishery products (BM).

FOREST PRODUCTS,

EQUIPMENT, SERVICES

e Incoming Newsprint Mission — Eastern
Canada — May, 1992 — Newsprint equipment and
products (BM).

¢ Outgoing Hardwood Lumber Mission—Trieste,
Italy and Vienna, Austria — June, 1992 — Forest
products (SM).

¢ OutgoingIrish Softwood Importers Mission—
Eastern Canada — September, 1992 — To increase
self-sufficiency by increasing domestic supply (BM).

s AmbienteEnergen (Environmental technology,
waste management & water treatment) — Lisbon,

. External Affairs and International Trade Canada (EAITC)
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Western Europe Trade Fairs, Missions

Portugal — October 1-4, 1992 — Forest fire-fighting
technology and equipment and Canadair CL-215
(IB).

* Incoming Forest Products Mission — Eastern
Canada — October, 1992 — Familiarize German
representatives and importers with sources and ap-
plications of yellow birch in use of hardwood
remanufactured products (BM).

¢ Incoming Timber Frame Construction Mis-
sion — Across Canada — Fall, 1992 — Forest
products (BM).

* Eurobois 93 — Lyon, France — March, 1993 —
Forestry equipment and wood products (IB).

¢ Incoming Manufactured Wood Products Mis-
sion — Across Canada — Spring, 1993 — Building
products (BM).

GENERAL/MULTI-SECTOR

* Thessaloniki International Trade —
Thessalonika, Greece — September, 1992 — High-
profile event in the Greek commercial community,
provides opportunity to demonstrate a broad spec-
trum of Canadian capabilities to public, business &
government procurement personnel (IB).

* Outgoing Mission — Berlin, Dresden, Halle,
Leipzig — November, 1992 — Multi-sector mission
with emphasis on infrastructure procurement in
former East Germany (SM).

¢ Multi-sector Mission — Reykjavik, Iceland —
January, 1993 — Agriculture, fish and food, commu-
nications and power generation (SM)

INDUSTRIAL MACHINERY,

PLANTS, EQUIPMENT, SERVICES

* Eurotech (Technology equipment of enterprises)

— Brussels, Belgium — May 5-9, 1992 — Plastics

industry machinery (IB).

* MACH 92 — Birmingham, England — May 6-15,

(1g92 —Machinetools and manufacturing technology
A).

* Incoming Buyers Mission to Plast-Ex 92 —

Toronto — May 11-14, 1992 — Plastic industry ma-

chinery (BM).

* SASMIL — Milan, Italy — May 21-26, 1992 —

Select quality softwood, hardwood and wood-based

panel products with/without value-addedand compo-

nents (IB).

* Incoming Environmental Equipment Mission

— Ottawa/Toronto — May, 1992 — Air and water

pollution (BM).

* Envitec 92 — Dusseldorf, Germany — June 1-5,

1992 — Environmental equipment, services. Indus-
trial machinery, plants, services (CA).

» Aquatec-Environment 92 — Qutgoing Mission
—- Amsterdam, Netherlands — September, 1992 —
Environmental equipment, wastewater equipment
(SM).

¢ M.U.T. (European Fair for Environmental Tech-
nology) — Basel, Switzerland — October 3-9, 1992 —
Waste treatment/management (IB).

e Pollutec 92— Lyon, France— November3-6, 1992
— Industrial waste (CA).

e Emballage 92 — Lyon, France — November 12-
18, 1992 — Processing/packaging machinery (IB).

¢ Outgoing Environmental EquipmentMission
— Nordic Countries — February, 1993 — Environ-
mental air, water and industrial process equipment
(SM).

OIL/GAS PRODUCTS,

EQUIPMENT, SERVICES

¢ Offshore Northern Seas — Stavanger, Norway
— August 25-28, 1992 — Qil and gas (CA).

e Outgoing Mission Canada/Norway Offshore
Working Group (CNOWG)—Oslo, Norway — August
29- September 2, 1992 — Oil and gas (SM).

SERVICES :

¢ OQutgoing Trading House Mission—Istanbul —
October, 1992 — Trading houses (BM).

e Tourism Display at TUR 93 — Stockholm —
February, 1993 — Tourism fair (IB).

TRANSPORTATION SYSTEMS,
EQUIPMENT, SERVICES

¢ Incoming Space Industries MissionofTop Space
Companies from Space Agency — Montreal/Ottawa/
Toronto/Vancouver — May, 1992 —Aerospace-space
instrumentation systems and services (BM).

¢ Outgoing Air Transport Equipment Mission
— Italy — May, 1992 —Air transportation equip-
ment (SM).

¢ Automechanika 92 — Frankfurt, Germany —
September 8-13, 1992 —Automotive workshops,
service station equipment, spare parts & accessories
(CA).

¢ SMM 92 — Hamburg, Germany — September 29-
October 3, 1992 — International shipping marine
technology, products services (CA).

* Aftermarket 92 — Wembley, England — Febru-
ary 16-18, 1993 — Automotive spare parts and
accessories (CA).

External Affairs and International Trade Canada (EAITC)
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Trade Fairs/Conferences

International
- Countertrade

Conference

Los Angeles — The recent re-
surgence of countertrade in
Eastern Europe and the continu-
ing hard currency pressures on
developing nations set the stage
for Expanding Global Trade:
Countertrade, Offset and
.| Barter, a conference being held
here April 21-23, 1992.

Participants will obtain practi-
cal knowledge about financial
engineeringforcountertrade, in-
stitutional arrangements, devel-
oping country practices, and in-
formation on the experiences of
major global multinationals.

Providing an excellent oppor-
tunity to network and to develop
trade opportunities with compa-
nies and officials from around
the world, the conference will
also feature speakers from Bra-
zil, Russia, the Philippines, the
United States, Yugoslavia and
Switzerland.

Opening speaker, Paul Labbe,
President of the Export Develop-
ment Corporation, will discuss
evolving strategies for East Eu-
ropean and developing nations.

The conference is sponsored by
the International Association of
Trading Organizations of Devel-
oping Countries of Ljubljana,
Slovenia, Yugoslavia; the Jour-
nal of Commerce; and the Centre
.| for the New West.

For further information,
contact Mike Reshitnyk, Finan-
cial and Business Services
Division, External Affairs and
International Trade Canada.
Tel.: (613) 996-1862. Fax: (613)
996-1225. Information may also
be obtained from Edie Dulacki,
Conference Co-ordinator. Tel.:
(303) 592-5310. Fax: (303) 592-
5315.

Japan's Confectionery Exhibition
Gateway to Market Worth $Billions

Tokyo — Participation in the 2nd
International Confectionery
Exhibition (ICT’92) affords Ca-
nadian companies -the chance to
explore opportunities in the Japa-
nese confectionery, bakery and
snackfood market, the retail value
ofwhich totals almost US$25 billion
annually.

Being held September 2-5 at the
Sunshine Convention and Exhibi-
tion Centre, ICT’92 is a ‘must at-
tend’ for anyone interested in this
market— as well as the market for
raw materials, flavourings, ingre-
dients, and packaging and process-
ing equipment.

Attendance at ICT’92 can also
open doors to other markets as the
eventattractstradevisitorsnotonly
from Japan but from throughout
the Asia-Pacific and other markets
worldwide.

Those trade visitors—there were

12,012 at last year’s exhibition —

include: importers and agents;

foodservices buyers; wholesalers
and distributors;retailers; hoteliers;
restaurants; supermarket buyers;
confectionery, snackfood, bakery
manufacturers; government agen-
cies; trade associations; and corpo-
rate and airline caterers.

Also incorporated in ICT’92 is a
series of seminars conducted by in-
dustry experts who provide legal,
technical and marketing informa-
tion that is invaluable in helping
exporters to penetrate this lucra-
tive market.

Companies wishing to showcase
their products or wanting the op-
portunity to assess the market
firsthand with a view to contacting
importers, agents or distributors,
should contact the ICT’92 organiz-
ers’ Canadian representative:

Derek Complin, UNILINK, 50
Weybright Court, Unit 41,
Agincourt, Ontario M1S 5A8. Tel.:
(416)291-6359. Fax:(416)291-0025.
Telex: 06-968027.

zm i

Canadian Pavilion at Alabama Expo
Highlights Aerospace, Defence Fields

Huntsville — Canadian compa-
nies are being recruited to partici-
pate in TABES92 (Technical and
Business Exposition and Sympo-
sium) at which the Canadian Con-
sulate General in Atlanta is spon-
soring a Canadian pavilion and
mission.

Being held May 12-13, 1992, the
event focuses on Huntsville’s high-
technology community (NASA, the
U.S. Army Missile Command, the
U.S. ArmyStrategicCommand)and
its resident 200 contractors.

The Canadian pavilion and mis-
sion will concentrate on aerospace/
defence products and technologies
and will highlight a new feature
that focuses on technologies with

s ——
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DA mome

an environmental application.

The Consulate General foresees a
large market for Canadian firms
that can provide equipment and
services to remedy environmental
problems on government bases as
wellasinthe commercial market —
estimatedin excessof US$80billion
is the southeast U.S. alone. Esti-
matesfor 1993 are placed at US$260
billion.

For further information on
TABES’92, contact John F. Alex-
ander, Technology Development
Officer, Canadian Consulate Gen-
eral, 400 South Tower, One CNN
Center, Atlanta, Georgia 30303,
U.S.A. Tel.: (404) 577-6810. Fax:
(404) 524-5046.

-
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Agenda/Publications

ISINESS AGENDA

Montreal — April 6, 1992 — Eu-
rope 1992 and the Environmental
Industries Seminar. Four Seasons
Hotel. Contact Ms. G. Desroches,
Quebeec Manufacturers’ Association.
Tel.: (514) 866-7774.

Toronto — April 8 — The Cana-
dian MIS Panel will provide par-
ticipants insights into a variety
of issues that will allow business
to survive in the current environ-
ment and to compete and prosper
in the future. Speakers will in-
clude executives from the private
sector, the publicsectorand  In-

formation Systemsconsulting firms.
Registration fees, before March 20,
are $190 for Canadian Information
Processing Society (CIPS)ymembers
and $225 for non-members; after
March 20, fees are $215 for CIPS
members and $250 for non-mem-
bers. Contact CIPS TorontoSection,
tel./fax: (416) 882-0018,

North York — Beginning in May,
1992, a six-week business course on
the emerging markets in Europe,
the Pacific Rim and North America
will be offered jointly by Seneca
College, The Amsterdam School

of Business and Temasek Polytech-
nic in Singapore. Participants
will travel to the three venues
where they can make contact with
representatives and organizations
from personally selected business
sectors. For more information or a
comprehensive brochure and
application form, contact Tami
Tamitegama, Chairman, Inter-
national Business Education,
Seneca College, 1750 Finch Avenue
East, North York, Ontario M2J 2X5.
Tel.:(416)491-5050. Fax: (416)491-
3081.

Canadian Customs Tariff
Schedule, among other matters,
provides information businesses
need to analyze alternate supply
sources, reclassify imported goods
to save money onimport duties and
taxes, and forecast importing costs
before commitments are made.
Updates are issued on a regular
basis for easy insertion into the
manual’s binder format. The tariff
data also is available in a software
package, the MSR Harmonized
Tariff Classification System.
Contact Renee Auer, Publications
Manager, Management Systems
ResourcesInc., 171 Eastern Avenue,
Toronto M5A 1HS8. Tel.: (416) 363-
8000. Fax: (416) 363-0280.

A bi-monthly catalog listing
materials offered or wanted
for recycling in the State of
California is available (subscrip-
tion free) to interested companies

Publications

in the recycling of post consumer
and post industrial materials. Be-
cause of the sizeable market open-
ingupinthestateforrecycled prod-
ucts (and recyclers), Canadian
specialists could find some busi-
ness opportunities here. Contact
CALMAX, 8800 Cal Center Drive,
Sacramento, California 95826-3268,
U.S.A. Tel.: (916)255-2200. Fax:
(916) 255-2221.

The Plastics Industry in Gua-
temala, a study prepared for the
Canadian Embassy, indicates the
demand for plastics and synthetic
resins is increasing by 15 per cent
annually in Guatemala. In 1990,
the country’s 57 manufacturers of
plastics products imported 40,000

metric tons of raw material.

Ofthe total, Canadian companies
exported 1485 tonnes, mainly in
the form of low- and high-density
polyethylene resins. The United
States continues to be the main
supplier of plastics to Guatemala.

In lesser quantities, Guatemalan
companies alsoimportsheetsofrigid
plastic, polyvinyl chloride,
polypropylene film, colouring con-
centrates and wastes.

The President of the Plastics
Manufacturers Union estimates
that between three and five major
purchases of machinery and equip-
ment are made by the industry an-
nually.

Copies of the study on the plastics
marketin Guatemala are available
from the Latin America and Carib-
bean Trade Division (LGT), 125
Sussex Drive, Ottawa, Ont., K1A
OG2. Tel.: (613) 995-8742; Fax.:
(613) 943-8806.

Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).

Return requested
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10th Anniversary

Application Date Fast Approaches
for Canada Export Award Entrants

The Canada Export Award Pro-
gram, celebrating its 10th Anniver-
saryin 1992, iscallingon successful
Canadian exporters to enter this
year’s competition.

Deadline for receipt of applica-
tions is May 15. To be eligible,
companies must be resident in
Canada and have been actively ex-
porting for at least three years.

This prestigious award, sponsored
by External Affairs and Interna-
tional Trade Canada (EAITC), is
widely regarded as a symbol of
success in the highly competitive
world of export trade.

Michael Wilson, Minister of In-

dustry, Science and Technology and
Minister for International Trade
said: “As one of the world’s leading
tradingnations, Canada has proven
that it can produce high-quality

Tappingthe TourismTrade

TourismisbigbusinessinCanada.
In fact, it's a $25-billion industry,
making it Canada’s fourth-largest
export while helping to provide di-
rectemployment for nearly 622,000
Canadians!

External Affairs and International
Trade Canada (EAITC), through
its embassies and consulates — the
Department has 62 officers and
more than 32 support personnel in
its tourism operations internation-
ally — helps deliver Canada’s
tourism program abroad.

How they do this is described in
two new brochures available
through EAITC's Info Export (To
order, see box at bottom of page 12).
' Tourism Personnel Directory

(#18XA), in addition to the above-

mentioned facts, discusses EAITC
export development programs
available to Canadian tourism
companies. It also provides the
addresses and names of tour-
ism officers at EAITC’s 15 posts
in the United States, as well as
in Germany, Hong Kong, Britain,
Mexico, France, Australia, The
Netherlands, Japan, Korea, and
Taiwan. Tourism Market
Profiles — US and Overseas
Travel Trade & Consumer
Shows (#34XA), covering what its
name suggests (and more),isacom-
prehensive (141 pages) document
designed to assist all companies
involved in Canada’s tourism in-
dustry that are interested in tap-
ping foreign markets.

products and services that are sec-
ond to none. The tremendous suc-
cess of past Canada Export Award
winners demonstrates that Cana-
dians can compete with the best in
the world and win.”

The Canada Export Award is pre-
sented annually by the Minister to
a select number of Canadian com-
panies for their achievements in
exporting.

Recipients of the award are cho-
sen by a panel of prominent busi-
ness leaders and successful export-
ers from across Canada who con-
sider such criteria as: success in
introducing new export products or
services into world markets; sig-
nificant increases in export sales;
holding marketsin the faceof strong
competition; a high level of Cana-
dian content; and a high ratio of
export sales to total sales.

Since the program’s inception,
some 1,500 applications have been
received and 124 companies have
won the award. Winning firms may
use the Canada Export Award logo
intheir promotional efforts for three
years and are featured in a nation-
wide advertising campaign. Win-
ners are presented with a plaque
and a citation from the Minister
highlighting their export success.

Pastrecipients have reported that
the recognition they have received
from the award has been an impor-
tant marketing tool, raising their
profile athome, attracting new cus-
tomers in foreign markets, and giv-

Continued on page 2 — Canada

External Affairs and

International Trade Canada
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REQUEST FOR APPLICATION
Canada Export Award

Name: .....occvecevvverrrereneesesersenes THEIE ¢ eerveereccrerrerrcee e eaneesaene
COMPANY: ...oeotirrnrecrnreertioecerrsneessaseesssssnessrnsenssnesassnsasssssassessassasres
AQArESS: ..o.veieieeieieeeerntccearnresresesssssnessrsssosssnscasssessssessosssessesaaes
City: cerervncsereseeeeneninnes Prov. : oo Code :..couvrerenrnnnnne

Mail/Fax: Canada Export Award Program
' Trade Development Operations (TPO)
External Affairs and International Trade Canada,
125 Sussex Drive, Ottawa K1A 0G2
Fax: (613) 996-8688

Canada Export Award Program

Continued from page 1

ing employees a sense of pride and
self-esteem.

“As winners of the Canada Export
Award, companies are recognized
not only as leaders in international
trade, but as leaders in Canada’s
future economic prosperity and
growth. It is only through the
dedication and innovation of all
Canadians that this country’s re-
newed prosperity will be achieved,”
added Wilson.

In the words of L. David Caplan,
President and Chief Executive Of-
ficer, Pratt & Whitney Canada, a
1991 award recipient: “It is always
stimulating to see one’s accom-

plishments being recognized. We
are making sure that all our em-
ployees are aware of the Canada
Export Award received by Pratt &
Whitney Canada from the Cana-
dian Government. It is really their
award. I personally believe that ini-
tiatives such as these are necessary
to create and maintain the com-
petitive spirit needed for this
country to succeed as an exporter.”

To obtain a 1992 Canada Export
Award application or for more in-
formation, contact EAITC’s Info
Export, toll-freetel.: 1-800-267-8376
(Ottawa area: 993-6435); ormail or
fax the above coupon.
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Panamanian
Importers
Interested Canadian firms should

contact these companies directly.

* Miguel A. Collado, Gerente Gen-
eral, El Electrico, S.A., isinterested
in equipment and devices for
electrical distribution, toolsfor
electricians, plumbers, carpet
layers and gardeners, bath-
room/kitchen accessories, tiles
(ceiling, ceramic, glazed, plas-
tic, vinyl), wall paper, carpets
and water pumps. Apartado 6-
3016,E1Dorado,Panama. Tel.: (011-
507)292815. Fax:(011-507)292179.

¢ Eduardo Burillo, Gerente Gen-
eral, Do It Center Corp. seeks all
kinds of Canadian building
products. Apartado 6-5320, El
Dorado, Panama. Tel.: (011-507)
218050, Fax: (011-507) 212109.

* Guillermo Selles, Gerente Gen-
eral, Geo F. Novey Inc. seeks all
kinds of building materialsand
equipment. Apartado 3420,
Panama 4. Tel.: (011-507) 272744.
Fax: (011-507) 273917.

e Marilin de Simons, Vice
Presidente, Grupo Melo S.A. seeks
lumber, screws, fasteners,
building hardware, water
pumps, scaffolds and scaffold-
ing, tilesandlocks. Apartado 333,
Panama 1. Tel.: (011-507) 351270.
Fax: (011-507) 219104.

¢ Jose Abbo, Gerente, El Coloso is
interested in additives for con-
crete, bathroom/kitchen acces-
sories, decorative building ma-
terials, whirlpools, spas, gyp-
sum, paperboard, and lifting,
handling and transportation
equipmentforthe construction
industry. Apartado 6-6626, El
Dorado, Panama. Tel.: (011-507)
216482.

External Affairs and International Trade Canada (EAITC)
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Trade Opportunities/Seminars

Promoting Canada in U.S. Environment Market

An excellent way for Canadian
companies to promote their envi-
ronmental technologies, products
and services in the United States
marketplace is through participa-
tion in trade fairs, missions, semi-
nars and workshops.

External Affairs and Interna-
tional Trade Canada, through its
U.S. Trade and Tourism Division
(UTO) and in cooperation with Ca-
nadian Consulates in the United
States, is promoting Canadian par-
ticipationinsuch eventsin aneffort
to help Canadian firms explore en-
vironmental opportunities in the
U.S. market.

Following is the last list of “se-
lected activities” Canadian firms
might find worth pursuing. (Previ-

ous lists were published in Canad-
Export, March 2, 1992 and March
16, 1992).

WORKSHOPS/SEMINARS

e Environmental Strategy
Matching/Partnering Work-
shops — Seattle/Washington/
Pittsburgh/Chicago/Los Angeles/
Atlanta— Autumn, 1992 — Several
Canadian companies will be
matched with similar U.S. firms to
view the possibilities of technology
sharing, strategicalliances and sub-
contracting arrangements.

¢ Ocean Technology Workshop
— Newport, Rhode Island — Feb-
ruary 27, 1993 — The event is de-
signed to promote trade, joint ven-

tures, strategic alliances and joint
development projects between Ca-
nadian and U.S. institutions en-
gaged in all aspects of marine tech-
nology, including hardware, soft-
ware, engineering, exploration,
consulting and environmental pro-
tection. Participants can exhibit
products/services and meet with
potential part-ners, collaborators
and buyers.

Persons interested in participat-
ingin one or more of these activities
and wanting additional informa-
tion should contact Donald Marsan,
U.S. Trade and Tourism Develop-
mentDivision, External Affairs and
International Trade Canada, 125
Sussex Drive, Ottawa KI1A 0G2.
Fax: (613) 990-9119.

Before entering into a contractual
agreement with a company, readers
are advised to verify the bona fides
of the companies listed here.

CZECHOSLOVAKIA — A com-
pany wishes to enter into a joint
venture with a view to con-
structing housing units in this
country. Contact Ing. Postrihac,
Friendship 58, Plzen, Czechoslova-
kia. Tel.: 011-42-19-45094.

LEBANON — A firm wishes to
represent Canadian manufac-
turers of quality gift-ware,
leatherware, sportswear, uni-
sex wear, footwear, cosmetics,
fast foods and consumer elec-
tronics. Contact Garen
Koundakjian, General Manager,
Hart Trading Company, P.O. Box
16-6386, Ashrafieh, Beirut, Leba-

non. Tel.: 01-398438. Telex:
41384LE.
MEXICO — Engaged in the distri-

bution of oil hydraulic equip-
ment and machinery for the
plasticsindustry,acompanyhere,
with an annual turnover of
US$5,500,000, wishes to diversify,
especially in the field of engineer-
ing plastics. The company also is
interested in co-investment, li-
censing and technical know-
how. Contact Antonio Barajas
Gonzalez, President, DIMYESA,
Distribuidora de Maquinaria y
Equipos,S.A.,deC.V.,LomaBonita
No. 7, Lomas Altas, Mexico 11950
D.F.Fax:570-73-54. Telex: 1761955
DIMEME.

MEXICO «- A firm wishes to im-
port products related to the oil
industry or to represent Cana-
dian manufacturers of such
products. Contact Jorge Peyrou,
Manager, Intergolfo S.A., M.
Abasolo, CP 86100, Villahermosa,
Tab, Mexico. Tel/Fax: (931) 3-38-
25.

TAIWAN — A manufacturer, im-
porter and distributor of thera-
peutic and diagnostic pharma-
ceuticals, and with annual sales
averaging US$20 million, wishes to
import medicines, diagnostics
and biologicals (including
vaccines) for medical use. Con-
tact Patrick P.A. Lee or Pen-Tui
Lai, Lifeguard Pharmaceutical Co.,
Ltd., 11th Floor, No. 78, Chang-An
E. Road, Section 2, Taipei, Taiwan.
Tel.: 886-2-5045709. Fax: 886-2-
5094303.

TAIWAN — A manufacturer and
exporter of sleeping bags and
baby bibs, and with annual aver-
age sales of US$2.2 million, wishes
to import warmth-retaining mi-
cro fibre for use in sleeping bags
and bedding. Contact Peter Chiu or
Johnson Shin, Z-Way Industries
Inc.,No.61, Lane 296, Section 3, Ta
To Road, Peitou, Taipei, Taiwan.
Tel.: 886-2-8951551/6. Fax: 886-2-

8933153.

External Affairs and International Trade Canada (EAITC)

April 1, 1992



CANADEXPORT

Sectoral Opportunities

Sectoral Market Opportunities in the United States

Each year, to prepare their marketing strategy, Canada’s Trade Commissioners assess the business
opportunities in the countries in which they are stationed. Following is the third part (the second part was
published in CanadExport, Vol. 10, No. 5, March 16, 1992) of sectoral market assessments made
by Canada’s Trade Commissioners in the United States. To obtain more information on the specific
sectors, contact —as per the telephone number indicated — the officer whose name is shown for each

sector.

ELECTRONIC COMPONENTS

Officer: D. Shaw
Tel.: (613) 991-9474
The component industry is forecast to grow at a com-
pound rate of 6 per cent to 8 per cent through the mid-
1990s. With forecasted growth at 9 per cent for 1991,
the mostactive growth seemed to be in semi-conductor
and related devices. As the economic recovery contin-
ues, demand forelectronic components, semi-conductor
devices and integrated circuits will be driven by the
information processing, telecommunications and au-
tomotive markets.
Significant opportunities exist for a broad range of
products from simple components, such as resistors/
capacitators, to multi-layer circuit boards and chips.

Hkk
ENVIRONMENTAL PRODUCTS/SERVICES

Officer: D. Marsan
Tel.: (613) 991-9478
The present dollar value of Canadian exports to the
U.S. in the environmental sector is approximately
Cdn$300 million and there is the potential to substan-
tially raise this figure over the course of the next few
years. Growth rates and expenditures in the sector are
expected to double and even triplein the next 15 years.
The commitment and amount of spending by firms,
governmentandstateare closely linked, as the process
is largely legislatively driven. Estimates for the en-
vironmental products/services industry in the U.S.
indicate a total market size currently in excess of
US$100 billion annually. By 1995, this figure is
expected to increase to US$200 billion because the
overall environmental marketis growing at arateof 20
per cent to 30 per cent annually.

Hekck
FISH, SHELLFISH, MARINE PRODUCTS
Officer: P. Egyed

Tel.: (613) 991-9483
Total U.S. imports of edible raw and processed fish

products in 1990 amounted to $6.02 billion. Shipments'

in 1991 were expected to be at approximately the same
level. At the retail grocery level, the North American
seafoodindustry facesstiffcompetition for the consumer
dollar from increasingly popular alternative products.
Particularareasofgrowthin U.S. seafood consumption
are to be found in the Asian and Latin American
“ethnic” market niches, traditionally satisfied via off-
shore imports, but increasingly through Nerth
American landings. Also, more U.S. consumers are
eating their seafood outside of the household, with two-
thirds of the U.S. seafood market accounted for by
foodservices sales. There is particular growth in the
lucrative upscale segment of this market, with distinct
emphasis on fresh rather than frozen fish. Also, with
the steadily increasing importance of institutional
foodservices, there is a growing demand for frozen and
further processed, or “value-added” seafood products.

Fokok
GIFTWARE/ARTS AND CRAFTS/JEWELLERY

Officer: T. Weinstein
Tel.: (613) 991-9479
This is ahigh-growth sector. Most giftware in the U.S.
is sold at trade shows to retailers, wholesalers and
distributors as oppoesed to sales calls on retail outlets.
There is a developing interest in artwork produced by
or representing Canadian aboriginal artists.
Giftware and crafts tend to be exported along geo-
graphic lines in a north-south alignment. Important
considerations in these sectors are price points and
itemquality. The natureoftheindustry makesimported
“knock off” souvenir goods easily available at much
cheaper prices than authentic crafts or giftware. Price
can be an impediment in marketing upscale pieces.
The U.S. imported jewellery market is split between
fine jewellery (mostly supplied by France and Italy),
and costume jewellery (brought in from East Asia).
Much of the gems and gold used in the production of
fine jewellery is imported into Canada, processed and
exported at high costs. Canadian producers will sell
their fine jewellery on style and price.

Fokok

Extemal Affairs and Intemational Trade Canada (EAITC)
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HEATING EQUIPMENT

Officer: R. McNally

Tel.: (613) 993-7486
There are three principal markets in the U.S. —
original installation, replacement (due to wear and
obsolescence) and retrofit (the adding to or upgrading
of existing units). U.S. statistics show their replace-
ment market to be 60 per cent of total demand. The
replacementandretrofit markets were extremelystrong
from 1980 to 1987, stimulated by the high cost of
energy and variousincentive programs. Home-owners
and commercial and institutional building owners
converted from oil-fired heating systems to gas and
electric systems.

&k

HOSPITAL, MEDICAL EQUIPMENT
AND SERVICES

Officer: J.-P. Petit
Tel.: (613) 991-9482
The U.S. market for medical devices is the largest in
the world. It accounted for 59 per cent of world demand
in 1990, amounting to $US65.2 billion. This market
grew on average by 9 per cent a year in the 1980s and
growth will likely continue throughout this decade
because of the aging population. Imports are expected
to grow by 20 per cent annually in dollar value. Be-
cause of shrinking budgets being experienced by U.S.
hospitals, more medical devices are now being used in
the home. This will be a particular growth segment.

Hogck
MATERIALS HANDLING

Officer: P.-A. Rolland

Tel.: (613) 991-9475

Materialshandlingisa $24 billion dollarindustry. The

main area for growthin exportsisinoverhead travelling

cranes, and conveyors where Canadian exports to the

U.S. represent 70 per cent of U.S. imports. The Mate-

rials Handling Institute of America outlook for the

industry is positive, noting that the projected real
growth is 3.7 per cent annually into the mid-1998s.

gekck
OIL & GAS EQUIPMENT
Officer: R. McNally

Tel.: (613) 993-7486
Exports to the U.S. of Canadian equipment and serv-

ices in this sector totalled $132 million in 1990. Recent
reports called for a growth rate of 3.1 per cent for the _
U.S. oilfield machinery industry during 1990-94. This
projection is based on the need for U.S. and foreign
petroleum companies to replenish depleted reserves.
Many U.S. customers of Canadian oil and gas equip-
ment are involved in overseas projects, in Europe, the
MiddleEastor Asia. PromotionofCanadian capabilities
inthe U.S. provides companies exposure to these over-
seas markets, and lends support to Canada’s industry
in its pursuit of offshore business in competition with
American, Western European and Asian companies.

‘ etk

PHARMACEUTICALS/BIOTECHNOLOGY

Officer: J.-P. Petit
. Tel.: (613) 991-9482
The U.S. biotechnology industry is comprised of ap-
proximately 1,100 companies, most of them small.
About 35 per cent of these companies are involved in
therapeutic products, 28 per cent in diagnostics, 18 per
cent inbiotechnology products, 8 percent inagricultural
biotechnology, and 11 per cent in other biotechnology
fields. Their assets in 1991, totalled $US130 billion,
with revenues of $US60 billion and annual sales of
$US4 billion. In 1990, 13 products became available,
11 in 1991, and 17 biotechnology products will be
approved thisyear. Atotal of 132 biotechnology products
are awaiting Food and Drug Administration approval.
Venture capital money is seeking biotechnology oppor-
tunities. It is estimated that $US30 billion dollars in
venture capital are earmarked for this field.
American biotechnology firms are open to exploring
mutually beneficial collaborative research projects
with foreign partners.

dFokok
PRODUCTION EQUIPMENT

Officer: P.-A. Rolland
Tel.: (613) 991-9475
U.S. imports of machine tools totalled $3.44 billion in
1989. Sales of Canadian metalworking machinery
were valued at $255.72 million. The auto industry
represents more than 40 per cent of total orders in this
sector. The largest impact on the demand for machine
tools over the medium term will result from proposed
legislation on auto emissions and fuel economy. These
developments may require major tooling programs
and lead to an increase in machine tool orders similar
to that which occurred in the mid-1970s, when orders
reached a peak of $6.61 billion.

External Affairs and Intemational Trade Canada (EAUC)
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Trade Fairs/Exhibitiohs

Selected Trade-Related Events in Australia

The following events have been identified by the
Canadian Consulatein Melbourne as beingofinterest
to Canadian firms. Organizers of the events should be
contacted directly. "

Thomson World Trade Exhibitions

144 Riley Street, East Sydney NSW 2010.

Tel.: (02) 332-3233. Fax: (02) 332-4577

» 19th Melbourne International Gift Trade Fair —
August 8-12, 1992

* 3rd Melbourne International Fashion Jewellery
and Accessories Fair — August 8-12, 1992

e 15th Sydney International Spring Gift Trade Fair
— September 12-16, 1992

¢ 17th International Watch, Clock and Jewellery Fair
— Darling Harbour, September 12-16, 1992

® Mineand Quarry Suppliersand Services Exhibition
— Singleton, October 14-16, 1992

* 16th Brisbane International Gift Trade Fair —
Boondall, October, 1992

Riddell Exhibition Promotion

137-141 Burnley Street, Richmond VIC 3121.

Tel.: (03) 429-6088. Fax: (03) 427-0829

¢ Timber and Working with Wood Show — Sydney,
July 24-30, 1992

e Herald Sun News-Pictorial Home Show — Mel-
bourne, August 22-30, 1992

¢ Timber and Working with Wood Show — Mel-
bourne, October 22-25, 1992

Australian Exhibition Services Pty. Ltd.
Illoura Plaza, 424 St.Kilda Road,

Melbourne VIC 3004

Tel.:(03) 867-4500. Fax: (03) 867-7981

(All in Melbourne)

e Ausfair - Australian International Market for Con-
sumer Goods — June 28- July 01, 1992

® PC92- 19th Personal Computer Show—August 11-
14,1992

* Communications and Office Technology 92 — Au-
gust 11-14, 1992

» Franchising 92 — September 4-6, 1992

¢ Fine Food 92 - 8th Australian International Food
Drink and Equipment Exhibition — September 6-9,
1992

* Exposhop - Australian International Shopfitting,
Displayand Merchandising Exhibition —September
6-9, 1992

® Elenex Australia - 4th Australian International
Electrical and Electronic Industries Exhibition —
September 29- October 02, 1992

e Automate Austrdlia - 3rd International Robotics
and Industrial Automation Exhibition — September
29- Qctober 02, 1992

BPI Exhibitions Pty.Ltd.,

162 Goulburn Street, Darlinghurst NSW 2010

Tel.: (02) 266-9799. Fax: (02) 267-1223

® 25th International Catering Trade Fair — Sydney,
June 20-24, 1992

e Ist Foodservices - Adelaide International Catering
Trade Fair — August 23-25, 1992

¢ 6th LABEX Sydney - International Laboratory and
Diagnostic Equipment and Products Exhibition —
September 08-10, 1992

Exhibitions and Trade Fairs Pty.Ltd.,

311 Montague Street Albert Park VIC 3206.

Tel.: (03) 696-0666. Fax: (03) 696-0808

* Alia Biennial Conference and Exhibition — Library
Supplies — Albury, September 28- October 01, 1992

Australian Trade Promotions

¢/o Graham Uthmeyer, Suite 6,

497 Burke Road, Camberwell VIC 3124.

Tel.: (03) 822-0400. Fax: (03) 824-7672

* Hospitality 92 — Melbourne, August, 1992 ‘

Melbourne Pharmacy Fair

c/o Sheila Endelin, Exhibition Organizer,

370 Lonsdale Street,

Melbourne VIC 3000

* Melbourne Pharmacy Fair — June 20-22, 1992

Conference and Exhibition Organizers

c/o Michael Sedin, P.O. Box 314,

Carlingford NSW 2118

Tel.: (02) 437-4088

® Austex —Textile Institute — Melbourne, July 02-
05, 1992

Boating Industry Association of Victoria

c/o Jon Schoer, Administrative Officer,

124 Jolimont Road ,

Jolimont VIC 3004

Tel.: (03) 650-7833. Fax: (03) 651-9448

* National Boat Show—Melbourne,July 02-09, 1992

Aerospace Foundation of Australia Ltd.

/o Ross Dunlop, Director of Promotions,

P.0.Box E70, Parramatta NSW 2150

* Ist Australian International Air Show and Aero-
space Exhibition — Laverton, October 21-25, 1992. g

Extemnal Affairs and Intemational Trade Canada (EAITC)
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Trade Fairs

Consulate Recruiting for U.S. Grocers Show

Columbus — The Canadian
Consulate in Cleveland is recruit-
ing about 35 Canadian companies
to participate at its National
Stand at the 1992 Ohio Grocers
Association Convention and
Trade Show being held October
24-25 at the Columbus Convention
Center.

The show, in which 28 Canadian
exhibitors participated last year, is
the third-largest grocery industry
event in the United States and at-
tracts brokers, distributors, whole-
salers, supermarket chains, inde-
pendents, and specialty food retail-

Sixth Canada-Taiwan
Business Meeting Set

Taipei — Business persons plan-
ning a trip to Taiwan might want to
consider adding a few extra days to
their itinerary.

That way, they could attend the
6th Joint Meeting of the
Canada-Taiwan Business Asso-
ciation (CTBA) being held April
26-28, 1992 in Taipei.

The dynamic two-day event ena-
bles participants to network with
more than 200 of Taiwan’s senior
executives and decision-makers; to
expose their company’s products,
technologies and services to one of
Asia’s most thriving markets; and
to explore export possibilities in a
variety of fields.

These potentially lucrative fields
include: transportation; telecom-
munications; consulting engineer-
ing; aviation and aerospace; envi-
ronmental protection; advanced
technology; information technology;
and energy.

Interested parties should contact,
immediately, Denis Trottier or Elsie
Lee, Canada-Taiwan Business As-
sociation, Ottawa. Tel.: (613) 238-
4000. Fax: (613) 238-7643.

ers from six states.

This year, the Consulate is look-
ing for Canadian companies
involved in such categories as
seafood, wine and non-alcoholic
beverages, frozen and convenience
foods, gourmet foods, point-of-sale
items.

Also being promoted at Canada’s
National Stand are companies that
manufacture display, equipment,
supplies, services, and software
items. Of particular interest are
goods and services with pro-envi-
ronmental implications.

There will be a special discounted

National Pavilion at
Pulp, Forestry Show
A First for Canada

St. Petersburg — For the first
time, External Affairs and Interna-
tional Trade Canada will have a
National Pavilionat PAP-FOR’92,
a pulp and paper and forestry
equipment show being held here
September 22-26. _

Space in the Pavilion can ac-
commodate 15 Canadian compa-
nies — on a first-come, first-serve
basis.

Companies interested in par-
ticipating in this event or in
obtaining further information
(cost, etc.) Should contact Richard
Parker, Trade Fairs and Mis-
sions - Europe Trade Develop-
ment Division (RWTF), External
Affairs and International Trade
Canada (EAITC), 125 Sussex
Drive, Ottawa K1A 0G2. Fax: (613)
995-6319.

fee for exhibitors in the Canadian
Pavilion. All other costs, including
transportation, shipment of prod-
uct, accommodation and personal
expenses are the responsibility of
each exhibitor.

For further information on the
1992 Ohio Grocers Associa-
tion Convention and Trade
Show, contact Betsy Holm,
Commercial Officer, Canadian
Consulate, Suite 1008, 55 Public
Square, Cleveland, Ohio 44113-
1983, USA. Tel.: (216) 771-0150.
Fax: (216) 771-1688.

Texas Geared to Host
Offshore Technology
Conference

Houston — The 24th Offshore
Technology Conference and
Exhibition (OTC’92) will be held
in this Texas city’s Astrodomain
Complex from May 4-7.

The conference serves offshore
industry engineers, managers and
scientists from around the world
who participate in the four-day
technical program and exhibition.

The exhibition itself is the off-
shore industry’s number one inter-
national showcase for the best
technology, equipmentandservices
usedinocean resource development
and attracts more than 1,200 of the
world’s foremost manufacturersand
suppliersofoffshoreequipment and
services.

Parties interested in participat-
ing in the 24th Offshore Tech-
nology Conference and Exhibi-
tion (OTC’92) can register by fac-
simile (214-952-9328) from now
through April 13. For early-bird
(beginning April 27) credit card
registration, telephone (713-791-
55750r 713-791-5576). May 4 is the
date for on-site registration.

External Affairs and Intemnational Trade Canada (EAITC)
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Trade Fairs and Missions

Fashion/Home Decoration

Brussels Facility Opens Trade Doors

Canadian manufacturerspassing
through Brussels shoylg drop in
atthe Brussels International Trade
Mart (BITM), Europe’s largest
permanent exibition center dedi-

cated to fashion and home deco- .

ration industries.

Canadian innovators in these
fields will find at the BITM 1,500
exibitors and some 7,800 brand-
names to which they could easily
add theirs.

The exibitors are manufacturers,
wholesalers, agents and importers.

Plastics Sector a Major Part of
Belgian Induystrial Exhibition

Brussels — Europlastica will be
one of the best represented Jeading
industrial sectors at Eurgtech 92,
a major industrial exhibjtjon to be
held May 5-9 in this Belgian city.
The exhibition will consist of new
generation production equipment,
mach.mes for calendering, com-
pression, spreadcoating, expansion,
extrusion, injection, blow.forming
ax.ld rotz;‘tion, and will show tech-
niques for coating, h i
and moulding. ¢ OMming
{ﬁs& pProminent at Eurgplastica
will be new materials, fip;
semi-finished product:sf?ms'hed and
Canadian plasticsmany faepurers
will be interested in the excellent
opportunitiestomeet Potential cus-

e ——

tomers at the exhibition.

They will be able to talk with
representatives of national and
international professional organi-
zations, and to familiarize them-
selves with the rules of standardi-
zation and the legislative changes
accompanying European unifica-
tion.

A biennial event, Eurotech was
first held in 1986. In 1990, it re-
ceived 1,087 exhibitors and 62,645
visitors.

Further information may be ob-
tained from Francis P. Keymolen,
Trade Commissioner, Embassy of
Canada,avenuede Tervuren2,1040
Brussels. Tel.: (02) 735 60 40. Fax:
(02) 735 33 83. ‘

They rent showrooms on a perma-
nent basis, giving them the oppor-
tunity to meet retailers and buying
groups throughout the year.

In 1990, 620,000 professional
buyersused the Trade Mart,record-
ing sales of Cdn$2.2 billion. Sur-
veys show that 95 per cent of Bel-
gium retailers in the two appropri-
ate sectors place their orders at the
BITM, whichthey visit6to 11 times
a year. The BITM, open since 1975,
is accessible only to the trade.

With 175,000 square meters of
floor space, the Trade Mart has a
considerable effect on the eco-
nomy of both Brussels and Bel-
gium. Each Monday, more than
5,000 retailers representing 2,300
outlets, invade the Trade Mart.
“Specialdays” attract an average of
12,000 retailers.

The following industries are
represented at the BITM: foot-
wear, gift items, ready-to-wear
(collection and stock) and accesso-
ries, home and office furniture, in-
cluding stationery, toys and baby
items, sportsarticles,leathergoods,
jewellery, watches and clocks and
services.

For the distributor/exibitor, the
Trade Mart formula offers the
possibilities of meeting directly
the buyers and prospective buyers
as well as the competition, on
“home ground”. Federations and
professional groups are also rep-
resented at the BITM and are easy
to meet.

For more information contact the
BITM head office, Atomium-square,
1020 Brussels, Belgium. Tel. : 32-
02-478 4989; Fax :32-02-478 62 58;
Telex : 26 138 BITM B.

Or contact Francis P. Keymolen,
Trade Commissioner, Canadian
Embassy, Avenue de Tervuren 2,
1040 Brussels. Tel. : (02) 735 60 40;
Fax : (02) 735 33 83.

External Affairs and Imemaxional Trade Canada (EAITC)
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Sectoral News

Opportunities in Cuba’s Electric Power Sector

Cuba’s electrical industry holds
increasing potential for Canadian
exporters, especially in a large
number of specific product areas.

That’s because the country re-
cently has expressed interestin the
development of this industry, pri-
marily because of the shortage of oil
deliveries from the former Soviet
Union and the uncertainty sur-
rounding the completion of its nu-
clear power station.

These are among the findings in
Sector Profile: Electrical power
Sectorin Cuba, a study revised in
September 1991 by the Canadian
Embassy in Havana.

Among the many electrical prod-
ucts with export potential for

In the solar power field — the
country began manufacturing so-
larheating systemsin 1988 —Cuba
wouldlike tocontact companiesthat
could assist in improving both the
technology for the manufacturing
of components and for the assembly
of modules with photovoltaic cells.

With respect to biomass, work is
being done to generate electricity
using cattle excrement, in one in-
stance supplying power to facilities
that house 8,000 dairy cattle.

The biomasstechnology currently
being used could be improved sub-
stantially. Cuba is open to discus-
sion or proposals concerning this
technology.

year, limiting its import potential
from market economy countries.
Exceptions are made, however,
when the product/service/technol-
ogy required is destined to a prior-
ity sector of the Cuban economy,
such as the local power and petro-
leum industries. Cuba can make
purchases in hard currency.

Recommendations
Interested Canadian suppliers to
Cuba are encouraged by the Cana-
dian Embassy to establish close
contact with Cuban authorities, a
listof whichisincludedinthestudy.
These authorities/organizations
should be informed of the capabili-
tiesofthe Canadianfirmsand

Canada are: wires and cables,
power transformers, distri-
bution transformers, circuit
breakers, panel boards,
switchgear, fuses, distribution
cut-outs, high-voltage power
fuses, lighting fixtures, and
outdoor and fluorescent

“..it is essential to visit the market
to meet the potential client, to obtain
a first-hand assessment of market

conditions, and to establish a

personal rapport with the buyer.”

of their readiness to become
established suppliers.

The initial approach re-
quires serious follow-up, as
well as patience and persever-
ance, particularly in the early
dealingand evaluating stages.

After the successful evalua-

lighting.

The requirements also include:
electrical control and distribution
equipment, spare parts for diesel
and hydro-electric power stations,
relays, insulators, capacitors, spare
parts for sub-stations and overhead
line equipment, monitoring and
control equipment for steam boil-
ers, and protection equipment for a
nuclear power plant — the com-
missioning of which is scheduled
for 1995.

(The Embassy has been reliably
informed that possible sources for
protection equipment for this nu-
clear plant could be Germany,
France or Canada.)

Cuba also would like to acquire
specialized equipment and high-
quality tools and is prepared to
discuss the possibility of receiving
technical assistance thatwould help
improve the efficiency of the elec-
trical industry.

An interest has also been ex-
pressed in assistance/purchase of
technology that could assist in the
use of garbage/wood scrap to gener-
ate electricity; technology/equip-
ment to dry sugar cane bagasse at
sugar mills; and the use of co-gen-
eration (i.e. combined use of steam
and electricity).

Import Criteria

Certain criteriamustbe met when
exporting products/servicestoCuba.
These include good delivery terms;
competitive pricing; approved
product quality; good performance
under tropical climate; and avail-
ability of minimum 360-day financ-
ing term. .

Constraints

Cuba has had to limit its import
budget from western suppliers to
approximately US$500 million per

tion of a supplier’s products, it
is essential to visit the market to
meet the potential client, to obtain
a first-hand assessment of market
conditions, and to establish a per-
sonal rapport with the buyer.

Copies of the sector profile, which
also includes an industry overview,
information on Cuba’s import
mechanism, and on sources of fi-
nancing, are available through the
Latin Americaand Caribbean Trade
Division (LGT), External Affairs
and International Trade Canada,
125 Sussex Drive, Ottawa K1A 0G2.
Tel.:(613)996-6129. Fax:(613)943-
8806.

Canadian exporters interested in
this field also are encouraged to
contact the Commercial Division,
Canadian Embassy, P.O. Box 500
(Havan), Ottawa KIN 8T7. Tel.:
(011-53-7) 33-2516/17/27. Telex:
(Destination code 28)51-1586(CAN
CU). Fax: (011-53-7) 33-2044.

External Affairs and International Trade Canada (EAITC)
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Sectoral News

EAITC- and CCA Facilitate Business
with Latin America and Caribbean

The expansion of Canadian eco-
nomic interests in Latin America
and the Caribbean is one of the
objectives of External Affairs and
International Trade Canada’sLatin
America and Caribbean Trade Di-
vision (LGT).

That’s what LGT’s Director,
Douglas Campbell, told the recent
inaugural meeting (Ottawa Chap-
ter) of The Canadian Council forthe
Americas (CCA), whose objectives
are similar.

Campbell also told the Council
how the Department and his Divi-
sion can facilitate Canadian busi-
ness in the region — where two-
way trade in 1991 stood at ap-
proximately $7.6 billion, with Ca-
nadian exports increasing by 8.9
per cent as compared to anincrease
of 7.6 per cent in 1990.
Facilitating Trade

External Affairsand International
Trade Canada now has a network
of 15 trade offices throughout Latin
America and the Caribbean, with
28 Canada-based trade commis-
sioners supported by 22 locally-en-
gaged commercial officers.

The most important function of
these offices is to provide market
intelligence and general guidance
to exporters. They suggest how ex-
porters should conduct themselves
in particular markets; provide
market surveys; liaise with local

clients or agents; recommend spe-
cific promotional programs; anden-
sure that Canadian government
policy is supportive of Canadian
exporters’ objectives.

Apart from general sales support,
there is a very active program of
trade fairs, trade missions, and ex-
port outreach seminars ongoing
throughoutanygiven year.In 1991-
92, there were 60 such events —the
most important being the recent
Canada Expo’92, in Monterrey,
Mexico, in which 206 Canadian
exhibitors participated, making it
the largest solo Canadian trade
show mounted anywhere at any
time.

This year, there are also plans for
a broad variety of trade fairs and
missions—all of which aredesigned
to introduce Canadian exporters to
markets; to present them with new
opportunities; and to encourage
their export activities in Latin
America and the Caribbean.

Given the ongoing North Ameri-
can Free Trade Agreement discus-
sions, Mexicoisanimportanttarget
(more than 15 events are planned)
of the Department’s activities.

Another trade office function that
has proved extremely popular is
the contracting of market surveys.
These studies, available to inter-
ested parties, pre-educate export-
ers on market opportunities in
various countries — prior to the
exporter initiating his’her own re-
gional marketing activities.
Contact

For further trade/business infor-
mation on this region or for infor-
mation on The Canadian Council
for the Americas, contact Latin
America and Caribbean Trade Di-
vision (LGT), External Affairs and
International Trade Canada, 125
Sussex Drive, Ottawa K1A 0G2.
Tel.:(613)996-5546. Fax: (613)943-
8806.

|

Risk-Takers Pursue
Opportunities
in Peru

Doing businessin Peru isnot easy.
Opportunities are offset by a still
fragile economy and, in some areas,
bysocial unrest where fortitude must
be yet another quality displayed by
Canadian companies. However,
contrary to the past, Peru can no
longer bedismissed easily. Forthose
risk-takers, Peru offers a seductive
option.

Businesses operating in Peru in
1992 will face an increasingly at-
tractive legal and economic envi-
ronment offset by political uncer-
tainty and ongoing social disrup-
tions.

Stringent adjustment measures
remain on track, inflation is under
control at about 24 percent, andthe
economy is recovering gradually
from the catastrophic recession of
1988-1990.

“Private investment is
now permitted — even in
sectors formerly reserved

for the state...”

Risk-takers willbenefit from what
is one of the most liberal foreign
investment codesin Latin America.
The legislation, passed in Septem-
ber 1991, eliminates long-standing
restrictions on foreign investment
and provides numerous legal guar-
antees to investors.

Private investment is now per-
mitted — even in sectors formerly
reserved for the state (e.g. petro-
leum, utilities, education, social
security). Alarge-scale privatization
program will also place many major
state-owned enterpriseson the block
this year.

Peru’s comeback to the interna-
tional financial community in 1991
has alleviated the country’s finan-
cial distress somewhat, with fresh

Continued on page 11— Peru

External Affairs and International Trade Canada (EAITC)
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Trade News

Peru’scomeback

Continued from page 10

funding from international agen-
cies and substantial debt resched-
uling expected this year. The pros-
pectoftrade integrationamong An-
dean Pact nations (Peru, Colombia,
Ecuador, Bolivia and Venezuela)
should spur local industry toward
greater productivity.

Areas of opportunities for
Canadian companies in Peru will
reside both in traditional sectors
(mining) and in new sectors (petro-
leum, health and water manage-
ment).

Mining has been declining in
the last two years because of
strike activities and plunging
world prices for metals. The Gov-
ernment hopes to avoid another
disaster by putting on the block the
state-owned mineral company,
Centromin, and more than 500
specific mine concessions.

Indeed,the Canadian Embassyin
Peru has vetted the preceding list
and has identified 100 concessions
that could be of interest to Cana-
dian investors.

(This list is available through
External Affairs and International
TradeCanada. See contact atend of
article).

Also on the positive side, the
resolutionin 1991 ofalong-standing
legal dispute between the Govern-
ment and the Southern Peru Cop-
per Corporation, Peru’s largest
private mining company, will bring
in $300 million in investment for
the firm during the next five years.

Petroleum production is expected
to reach 150,000 barrels per day
this year. Key agreements with
foreign oil companies will boost in-
vestment in this sector.

Upcoming projectsinclude a$16.6
million exploration contract with
Eurocan(Canada/Switzerland) and
a $60 million investment by
Occidental Petroleum. Again, the
state-owned petroleum company,

Procurement Opportunities
in Upcoming IDB Loan for
Agriculture Upgrade in Chile

Many Canadian companies can
benefit from the upcoming Inter-
national Development Bank
$28.5 millionloan to Chile intended
to modernize and improve the
agriculture sector in the country.

The loan will serve to finance
the purchase of various goods and
services, including a new geo-
graphical information system
(GSI) that could provide an excel-
lent opportunity for Canadian
firms that have demontrated ex-
pertise and experience in Latin
America and in Chile.

The project will require equip-
ment, services and technical assist-
ance (consulting and training) re-
lated to the design, start-up and
operation of the GIS. It will also
include procurement of computer
equipment, software, remote sens-
ing technology, mapping and
aerial photography, satellite data
images. This sub-program will be
dedicated toinstitutionnal strength-
ening of the research and budget
division.

The program includes moderni-
zation of an agroforestry health
protection system ($13.5 million)

and technology research and trans-
fer system ( $10 million).

Livestock laboratory equipment
and related services, provision and
installation of agriculture quaran-
tine and livestock quarantine sta-
tions, equipment for plant and ani-
mal health checkpoints and control
posts and numerous consultancies,
also will be needed.

Vehicles, tractors and related
equipment and tools for the con-
struction of laboratories and for
assistance to small farmers, insti-
tutions and some environmental
conservation work will be in great
demand.

The main project agency will be
the Chilean Ministry of Agriculture
through the Agricultural Service
(SAG), the Agriculture Research
Institute (INIA)and the Reasearch
and Budget Division (DEP).

Companies should express inter-
est and solicit further details from
these agencies and establish con-
tact with the Commercial Division,
Canadian Embassy, Casilla 771,
Santiago, Chile. Fax:(011-56-2)696-
0738. Telex : (destination code 34)
240341 (240 341 DMCAM CL).

Petro-Peru, prepared an attractive
package to draw participation by
foreign companies in drilling
projects.

The recent outbreak of the chol-
era epidemi¢ in Peru has demon-
strated the need to focus on water
treatment, purification and man-
agement, and on the health sector
generally—afocusthe Government
of Peru is now responding to.

Next month, External Affairs and
International Trade Canadawill be
organizing a mission to Latin

America, including Peru, to study
the participation of Canadian com-
paniesin the efforts ofthe Peruvian
government to improve its health
environment,

For more information on poten-
tial business opportunities in Peru,
contact Georges Lemieux, Latin
America and Caribbean Trade Di-
vision (LGT), External Affairs and
International Trade Canada, 125
Sussex Drnive, Ottawa K1A 0G2.
Tel.: (613)996-5548. Fax: (613)943-
8806.

External Affairs and International Trade Canada (EAITC)
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Investment Guide toCostaRica

By subscribing tothe 1992 Guide
to Business and Investment in
Costa Rica, published by Centram
Enterprises Ltd. of Vancouver,
business persons mayobtain lists of
opportunities available in this
Central American country. The
chapters of the Guide contain a
wealthofinformationoninvestment
norms, investment financing and
related legalities. A fee is charged
for each part of the Guide. To obtain
a subscription form, or for further
information, contact Centram En-
terprises Ltd., Box 1372 Station A,
Vancouver V6C2T2. Tel.:(604) 683-
7824. Fax.: (604) 736-4812.

Protection of Intellectual
Property

In cooperation with the Japan
Science and Technology Fund, Ex-
ternal Affairs and International
Trade Canadarecently published a
handbook entitled Protecting In-
tellectual Property: An Intro-
duction to Japan (#167CB).

The handbook is designed to as-
sistbusinessesand researcherswho
wish to engage in cooperation ac-
tivities with Japan. Greater famili-
arity with the rules and practices
governing intellectual property in
Japan shouldhelp Canadians make
more enlightened decisions and
should minimize misunderstand-
ings between partners in the two
countries.

Copies of the study may be ob-
tained from Info Export (See box at
bottom of page 12).

Mining Equipment in India

India’s public sector is becoming
increasingly reliant on private sec-
tor input as it seeks to accelerate
the development of its mining in-
dustry. Incentives such as tax-free
importing of components and spare
parts are used to encourage indus-
try growth. This and otherinforma-
tion is found in Opportunities for
Canada in India’s Mining
EquipmentIndustry (#168CA),a
publication of External Affairs and
International Trade Canada and
available through Info Export (See
box at bottom of page 12).

India’s local production facilities
are sufficient to meet a number of
needs. Under the eighth Five-Year
Plan, started in 1990, the mining
industry will require roughly $3.2
billion worth of equipment, one-
quarter of which may consist of
imported equipmentorcomponents.

Montreal - April 7; Ottawa - April
8; Vancouver - April 10 - Export-
ing Services to the United States: A
Marketing/Exporting Seminar
aimed at small and medium-sized
export-ready Canadian companies
involved in the professional serv-
icessector. The one-day session will
cover a number of topics of interest
to the novice exporter, including:
identifying markets and strategic
partners, government assistance
programs and border-crossing pro-

Gas and Oil in India

With a view to increasing
Canada’s share of India’s high-
growth oil industry, the Canadian
Consulate in Bombay has pre-
pared a publication entitled
Industry Profile: Oil and Gas
Equipment Industry in India
(#166CA). Canada’s oil and gas
companies are already doing
business with the Oil and Natural
Gas Commission and, according
to the study, there are additional
opportunities in a wide variety
of fields. The studies and more
information may be obtained
from the Trade Commissioner,
Consulate of Canada, 41/42 Maker
Chambers VI, 4th floor, Jamnalal
Bajaj Marg, Nariman Point,
Bombay 400021, India. Tel.:
(011-91-22) 287-5479; fax :(011-91-
22) 287-5514.

cedures. Contact Margaret

McNabb, U.S. Trade and Tourism
Development Division, EAITC.
Tel.: (613) 998-9441. Fax: (613)
990-9119.

e

i The correct telephone numberi
; for the Canadian High Commis-
Esion in Singapore is (011-65j

i225'6363‘

Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company

letterhead. Include the publication code (in brackets). d
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As a Canadian exporter, have
you recently received excellent

Canadianindustriescannowmore
easily find markets for their tech-

Bank of Licensable Technology is
an excellent source of information.
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service from a foreign service
officer working in Ottawa orone
of our missions abroad?If, so, we
would like to hear about it.

The Professional Association
of Foreign Service Officers
(PAFSO) has launched the first
award intended torecognize and
encourage excellence in the Ca-
nadian Foreign Service. The
Canadian Foreign Service Of-
ficer Award is based on an open
nomination process. We would
particularly welcome nomina-
tions from members of the Ca-
nadian business community who
have worked closely with the
Foreign Service.

To nominate an officer for the
Award, simply send PAFSO a
two- to three-page letter giving
one or more examples of the per-
formance of the officer being
nominated. Diplomatic officers
up to the rank of counsellor are
eligible for the Award. The
nominations will be judged by
an independent panel of distin-
guished Canadians. The dead-
line for the receipt of nomina-
tionsfor the 1992 Award is April
30, 1992.

Allnominations should besent
to The Professional Association
of Foreign Service Officers, 45
Rideau Street, Suite 600, Ot-
tawa K1N 5W8. Tel.: (613) 234-
1391. Fax: (613) 234-4018.

Please contact Debra Hulley
at the PAFSO office for more
information about the Award.

nological innovations through a
system recently introduced into
Canada.

The first step is to be registered
with the World Bank of Licensable
Technology, a long-established, in-
ternational technology transfer da-
tabase, towhich accessisnow avail-
ablein Canadathrough the office of
the Canadian Industrial Innova-
tion Centre, Waterloo, Ontario.

As an enhancement to a technol-
ogy acquisition strategy, the World

Thousands of dollars that would

be spent on travel and personnel to
research the market for technolo-
giestobring to an organization now

C

an be saved by utilizing this inter-

national technology transfer data-
base inhouse!

Currently, the World Bank of

Licensable Technology has sites
in the United States, Canada,
Japan, Czechoslovakia, China

and the Commonwealth

Continued on page 2 — Database

Countertrade in Cuba:
Possible... But Not so Easy

and self-management.

Despite current economic difficul-
ties, countertradetransactionswith
Cuba, while still possible, are not
necessarily easy.

The Canadian Embassy in Ha-
vana does not want to discourage
countertrade enquiries. Butitwould
like to clarifiy the Cuban policy on
the matter following a recent rush
from more or less well informed
Canadian exporters.

Embassy officers state that, de-
spite professed willingness to ex-
amine any offer, Cubans generally
still regard countertrade as an un-
desirableorregressiveformoftrade.

A Cuban official recently told the
Embassy that countertrade offers
would normally only be considered
ifthey were within the same branch
of business. This, said the official,
reflects the increasing freedom
granted to factories to retain a
portion of hard currency earnings

In otherwords, Cuban enterprises
areinterested inusingcountertrade
to secure inputs and willing to pay
with their outputs, but are not will-
ing to use scarce resources to assist
other branches of industry out of
their difficulties. For example, the
chemical industry has counter-

of

traded various chemicals for sul-

=
3
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phur and ALIMPORT has
Continued on page 2 — Countertrade
s ™\
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Trade News

Colombia, Chile
Lines of Credit

The Export Development Cor-
poration (EDC) recently an-
- nounced therenewal of twolines
of credit, one to Colombia, the
other to Chile.

EDCrenewed aUS$10million
line of credit with Colombia’s
Instituto de Fomento Industrial
(IFI). Under the terms of the
line, EDC may lend up to 85 per
cent of the purchase price of
Canadian goods and services.
The funds for each sale are allo-
cated by EDC to IFI, which in
turn, lends funds to the particu-
larbuyerin Colombia. Thecredit
was established in 1989.

Exporters of goods and serv-
ices interested in pursuing op-
portunities in Chile will be able
toaccess arenewed US$5million
line of credit with Banco
O’Higgins, a medium-size bank
in Chile and a leader in import/
export financing activities.

Number to Note

Ankara telephone numbers
beginning with 1 now begin
with 4. Numbers for the Cana-
dian Embassy are: (011-90-4)
436-1275; Commercial Section:
(011-90-4) 446-2811.

Accessing Technology Database

Continued from page 1

Independent States.

Each international site is respon-
sibleforgathering technologiesfrom
their territories and promoting
these and other international tech-
nologies within their territories.
(Currently, over 2,000 institutions
are contacted annually for tech-
nologies, with over 20,000 tech-
nologies listed!)

The World Bank of Licensable
Technology was established 19
years ago and is headquartered in
Florida. This office maintains a
worldwide network of technology
transfer specialists whogatherdata
from countries not yet represented
by the World Bank. Each site is
keptcurrent with monthlyupdates.

It is imperative that Canadian
technology be strongly represented
in the database, if only to ensure
that their products are technologi-
cally competitive around the world.
Canadianindustries, therefore, are
being encouraged to list their tech-
nologies available forlicense free of
charge. The only catch is that the
technology must have commercial
potential.

For detailed information, contact
Susan White, Manager, World
Technology Database, Canadian
Industrial Innovation Centre/
Waterloo, 156 Columbia Street
West, Waterloo, Ontario N2L
3L3.Tel.:(519)885-5870. Fax:(519)
885-5729.

RPN

Countertrade in Cuba Possible

Continued from page 1

countertraded citrusfor beeforother
food products.

Negotiations in hard currency
get tougher on readily saleable
local products like sugar, nickel
or rum. Cuba is seeking partners
willing to finance raw material,
provide expertise and rehabilitate
plants which will then transform
products which will form payment

Editor-in-Chief:
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Editor: Don Wight
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for suppliers.

Actually, Cubans are particularly
interested in arrangements con-
cerning raw materials for, and pay-
ment in, such products as medical
supplies(see CanadExportVol. 10,
No. 4), paper and paper products,
construction material, various cit-
rus products (oranges and grape-
fruits) and bananas, light indus-
trial products and computers.

Most of the enquiries received by
the Embassy have not offered fi-
nancing arrangements. They
merely sought simple exchange of
goods — especially those which
Cubans can already sell easily for
hard currency.

For more information, contact
the Commercial Division, Canadian
Embassy, P.O. Box 500 (HVAN) ,
Ottawa K1N 8T7. Fax : (011-53-7)
33-2044. Telex : (Destination code
28) 511586 (CAN CU).
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Contracts Awarded

CONTRACTS AWARDED

Nowsco Well Services Ltd.,
Calgary, will sell three truck-
mounted acid pumpers, associated
equipment and spare parts to
the Indian Oil and Natural Gas
Commission with financing of
$894,000 from the Export
Develpment Corporation (EDC)
and a grant of $548,000 from the
Canadian International Develop-
ment Agency (CIDA). The tran-
saction will generate approximately
15 person-years of employment in
Canada.

Weatherford Oil Tool Co.,
Edmonton, will supply oilfield
equipmenttoIndia. EDC and CIDA
will finance the $200,000 tran-
saction.

Babcock & Wilcox has won the
largest contract —US$180 million
— ever awarded to a boiler supplier
by a U.S. pulp and paper company.
The contract is for a turnkey
recovery facility at James River
Corporation’s tissue mill in
Pennington, Alabama. The Cam-
bridge, Ontario firm also has
received notice of award for the
supply of four 550-megawatt coal/
oil-fired boiler islands in Taiwan.
The contract is valued at approxi-
mately Cdn$290 million.

Fenco Engineers Inc., Willow-
dale,and SNC-Lavalin Chile S.A.,
subsidiaries of SNC-Lavalin Inc.,
have signed a lump sum turnkey
contract with Compania Minera
Disputada de Las Condes plant.
The turnkey contract comprises
engineering, procurement, con-
struction and project management.
Work is starting immediately and
the plant is scheduled for start-up
early 1994.

John T. Hepburn Limited,

Mississauga, recently commis-
sioned two wheel manufacturing
presses to a leading automobile
plant in China. The project is in
excess of US$3 million.

New Flyer Industries, Win-
nipeg, has signed a US$12.6
million contract to provide 60
transit buses to the Regional
Transportation Commission, Las
Vegas, Nevada.

Orca Design International
Inc., Port Alberni, will supply
at least 60 containerized cedar
houses for erection in Japan’s
Second-Home community project,
estimated in excess of Cdn$6
million.

Prudential Steel Ltd., Calgary,in
atransaction supported by aloan of
up to US$2.17million fromthe EDC
and US$1.33 million from CIDA,
will supply seamless steel casing
pipe toIndia’s Oil and Natural Gas
Commission.

Pro-Eco Ltd., Mississauga, has
soldengineeringand equipmentand
will provide services for the refur-
bishment of a paint line to a Mexi-
can buyer with financing of US$1.9
million from the EDC.

Saudi Arabian governments and
the United Arab Emirates Defence
Ministry will purchase software
and hardware material from
B. & Y. Technological Enter-
prisesLtd., Mississauga. The total
value of both projects is in excess of
$1.5 millioh.

Spar Aerospace Limited, Missis-
sauga, has won a US$6 million
contract from McDonnell Douglas
for more than 200 deployable flight
incident recorders for the new US

F\A-18 aircraft. Production of the
recorders will span two years and
delivery of the first units is sched-
uled for late 1992.

SNC-Lavalin, Montreal, as part of
a consortium, will provide project
management, engineering, goods
and other services valued at $500
million, to build and operate an
elevated mass transit system in
Bangkok.

Stothert Enterprises Private
Ltd., a member of Stothert Group
of Vancouver, has recently been
awarded a $4.2 million contract.
Under the three-year project, the
firm will provide technical assist-
ance to the Vinh Phu Paper Union,
Vietnam.

The Canadian Commercial
Corporation has awarded a
US$8.4 million contract to
Racal Filter Technologies
Limited of Brockville. The con-
tract is for the manufacture and
supply, to the U.S. Army, of C,
canisters for use in protective gas
masks.

VME Equipment, based in
Guelph, has sold four Euclid trucks
and related equipment to a Mexi-
can buyer with financing assist-
ance of US$1.8 million from the
EDC. This sale has generated ap-
proximately 55 person-years ofem-
ployment in Canada.

Mitel Corporation, Ottawa,
will supply five GX5000 switching
systems and installation services
to COTAS LTDA of Bolivia with
EDC financing of US$625,000.
The transaction should generate
24 person-years of employment
in Canada.

External Affairs and International Trade Canada (EAITC)
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Business Opportunities

Agriculture and Livestock Market in Panama

Quotas, import licences and 40
per cent duties create some diffi-
culty in exporting agricultural
products to Panama, but a recent
analysis suggests that quotas and
import licences for farm products
and livestock will soon cease.

These are among the findings of
Market Study—Agricultureand
Livestock Sector—Panama (#60-
LA), publishedin August, 1991 and
available through Info Export (see
box page 8).

Thereportalsoadvises that, before
entering the Panamanian agricul-
tural imports market, it is essential
to establish links with alocal agent
or distributor recognized by gov-
ernment authorities.

Panamanians are heavy consum-
ers of beef and pork. There is a
market for canned meats, smoked
hamand parts such as pigs’feetand
tails.

PANAMA —Abusiness groupfrom
Taiwan plans to invest US$500
million in the next six years in the
Panamanian Atlantic area to de-
velopfree zone areas, industrial
parks, 10,000 homes and two
hotels. The organization seeks all
kinds of Canadian products
appropriate to these develop-
ments. Contact Alberto Gao,
Manager, Isla Margarita Group,
Apartado 3260, Colon Free Zone,
Colon, Panama. Tel.: (011-507)
413696. Fax: (011-507) 418541.

ROMANIA — A joint venture
company seeks investment capi-
tal for such projects as the manu-
facture of apple juice concen-
trate (for whicha marketis readily
available); the modernization of
existing paper and furniture
industries, and the develop-
ment of a private agri-food

Panama imports approximately
75,000 kgofbeefperyearand 2.5
to 3.5 million kg of pork. Imports of
breeding swine seem to be con-
tinuing to rise as local production
increases. In 1990, Panama im-
ported 151 breeding animals,
mainly from Canada.

Panama imports about 3.1 mil-
lion kg of powdered milk and 3 to
4 million kg of dairy cows.

The artificial insemination mar-
ket in the pork industry remains
largely open, while embryo trans-
plants are unknown in Panama.

Breeders are aware of the need to
improve their herds’geneticquality
and are increasingly interested in
high-quality breeding stock.

Potato growing has developed
substantiallyin Panama,and while
seed imports have declined in re-
cent years, they are expected to
start rising again. (Panama’s fi-

USINESS OPPORTUNITIES |

company. Contact Stelian
Medianu, Dollarz S.R.L., Cariei
Street 43, 2200 Brasov, Romania.
Tel.: 4021-50666.

TAIWAN — With an average an-
nual sales volume of US$180 mil-
lion, a manufacturer and exporter
of a variety of resins wishes to im-
port polyurethane dispersions
for coatings, adhesives and
textiles;electrodepositionresin
system for paints and photo-
resists; and polystyrene resin
for biorientated polystyrene.
Contact Shun-Ren Huang, Re-
search and Development, Eternal
Chemical Co. Ltd., 578 Chien-Kung
Road, Kaohsiung, Taiwan. Tel.: 886-
7-3837951. Fax: 886-2-3837956.
TAIWAN — A manufacturing and
exporting company with average
annual sales of US$85 million
wishes to import film paper

nancial institutions are now de-
manding that growers use certified
seed.) The most commonly used
varieties are Amigo, Granola and
Escort. In 1990, Panamanian grow-
ers imported 10,036 50-kg bags of
seed potatoes.

There is a government program
under way to improve the quality
and quantity of forage. This should
open the market to new varieties
otherthanthose currentlyimported
from Colombia. Panamanian farm-
ers have imported approximately
7,000 kg of seed grain in the last
four years.

Further information on this mar-
ket may also be obtained from Tom
Bearss, Latin America and Carib-
bean Trade Division (LGT), Exter-
nal Affairs and International Trade
Canada, 125 Sussex Drive, Ottawa
K1A 0G2. Tel.: (613) 995-8742.
Fax: (613) 943-8806.

metallization for decoration
and film holography. Ideally,
such an experienced company
should be willing, for a fee, to train
personnel and send engineers
to assist is starting up a new
factory in Taiwan. Contact Ling
Tang Chun, Long Chen Paper Co.
Ltd., 1-1 Kuang Hsin Lane, Kuang
Hsin Li, Erhlin Town, Cheng Hua
Hsien, Taiwan. Tel.:886-4-7612171/
8. Fax: 886-4-7612170.

TAIWAN — A manufacturer with
average annual sales of US$1.8
million wishes to import psevito-
rabbies vaccine and tissue cul-
ture for hog cholera vaccine
production. Contact David Lin,
Kaohsiung Biological Product Co.
Ltd., 634 Section 1, Chunsan Road,
Tenwei, Hunei Hsiang, Kaohsiung
Hsien, Taiwan. Tel.: 886-7-6933315.
Fax: 886-2-6931345.

External Affairs and International Trade Canada (EAITC)
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Trade Events Calendar

EAITC 1992-1993 Calendar
to Africa, Middle East Trade Events

The following are trade-related
events in which External Affairs
and International Trade Canada
expects to participate in fiscal year
1992-1993.

For further information, contact
EricBrown, Africaand Middle East
Trade Development Division, Ex-
ternal Affairs and International
Trade Canada. Tel.: (613) 990-6592.
Fax: (613) 990-7437.

* Services Industries Mission to
the Maghreb — April 1992 - Alge-
ria, Morocco, Tunisia

e Zimbabwe International
Trade Fair (Info Booth) — April
1992 - Zimbabwe

* Participation to Power, Elec-
tronics and Communications
Show (Info Booth) — April 1992 -
Tehran, Iran

¢ Participation to Mining Ma-
chinery and Equipment Show
(Info Booth) — April-May 1992 -
Tehran, Iran

* Construction Equipmentand
ServicesMission toIsrael—May
1992 - Israel

* Incoming Mission from Saudi
Arabia to Plastics Exhibition —
May 1992 - Toronto

* Oil and Gas Slant Drilling
Technical Seminars in Algeria
— June 1992 - Algiers

¢ Participation from Iran, Ku-
wait, Israel, Egypt, Tunisia, Al-
geria and Syria to National Pe-
troleum Show — June 1992 -
Calgary

* Buyers will be invited from
Iran, Syria, Lebanon, Jordan
and Egypt to Western Canada
Farm Progress Show — June
1992 - Regina

¢ Canada-Iran Joint Economic
Commission Meeting — June
1992 - Iran

* Construction Mission to

LebanonandJordan—dJuly 1992
-Lebanon, Jordan

¢ Environmental, Equipment,
Technology and Services Mis-
sion/Seminar to Israel — Sep-
tember 1992 - Israel

* Participation to DamascusIn-
ternational Fair (Info Booth) —
September 1992 - Damascus, Syria
* Telecommunication Mission
to Israel — October 1992 - Israel

* Instrumentation Mission to
Kuwait, United Arab Emirates
and Oman — October 1992 - Ku-
wait/ United Arab Emirates and
Oman

* Participation to Saudi AG’92
— October 1992 - Riyadh, Saudi
Arabia

* Participation to Tehran In-
ternational Trade Fair(National
Stand) — Oct. 1992 - Tehran, Iran
* Participationto GulfInterna-
tional Fair ( Info Booth) — No-
vember' 1992 - Bahrain

* Oil and Gas Mission to Egypt
— November 1992 - Egypt

* Transportation Systems Mis-
sion to the Maghreb—November
1992 - Algeria, Morocco, Tunisia

* Participation to Motexha '92
(Clothing Fair/Info Booth) — No-
vember 1992 - Dubai, United Arab
Emirates

* Trade Mission to Israel of
Canada-Israel Chamber of
Commerce —November 1992 -
Israel

* Participation to Astex ’92
(Security Products and Services) —
December 1992 - Riyadh, Saudi
Arabia

* Canada’ Week (United Arab
Emirates)—January 1993- United
Arab Emirates

¢ AgricultureManagementand
Services Mission to Algeria —
January 1993 - Algeria

* Participationto Saudicom’93

(Telecommunications Productsand
Services)—dJanuary 1993 -Riyadh,
Saudi Arabia

¢ Canada-Saudi Arabia Joint
Economic Commission — Feb-
ruary 1993 Riyadh, Saudi Arabia
e Qiland GasMissiontoIran—
February 1993 - Iran

* Trading House/Consumer
Products Mission to Kuwaitand
Saudi Arabia — February 1993 -
Kuwait and Saudi Arabia

¢ Environment Equipmentand
ServicesTechnical Seminarsto
the Maghreb — February 1993 -
Algeria, Morocco, Tunisia

¢ Cairo International Trade
Fair (Info Booth)— February 1993
- Cairo

¢ Health Care/Education Serv-
ices Mission to East Africa—To
be determined - East Africa

¢ Oiland GasMissionto Nigeria
— To be determined - Nigeria

¢ Rural Telecommunication
Mission from Central Africa —
To be determined - Canada.

Wood Products in

Europe Seminars

The “Potential for Value-Added
Wood Products in Europe” will be
examined in two one-day seminars
being held in Halifax (April 28) and
Fredricton (April 29).

Opportunities in the post-1992
Single Market, with emphasis on
France and Belgium, as well as
one-on-one meetings are also high-
lighted.

For details, contact (for Halifax),
Marjorie Shaw, tel.:(902)426-6658,
fax: (902) 426-2624: for Fredricton,
contact (in Moncton) Sadie Perron,
tel.: (506) 851)6445, fax: (506) 851-
6429.

External Affairs and International Trade Canada (EAITC)
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Trade Opportunities

Honduran Companies Seek Canadian Suppliers

Canadian firms wishing to get
their business feet wetin Honduras
will find there are some interesting
opportunities in this economically
poor country of 3 million people.

They will find also that: the Hon-
duran economy is opening rapidly;
the foreign exchange system is be-
ingliberalized; and thatimport tar-
iffs are being lowered.

As well, in excess of US$700 mil-
lion over the next three years is in
International Financing Institution
(IF1) pipelines, creating significant
opportunities for Canadian firms to
bid on World Bank and other ten-
ders in such sectors as hydro, tel-
ecommunications, water, transpor-
tation and education.

At the same time, trade commis-
sioners at the Canadian Embassy
in Costa Rica have compiled the
following list of Honduran contacts
interested in Canadian supplies of
a variety of goods and services. In-
terested Canadian companies
should write these firms directly,
providing particulars on their
products.

Having an agent in Honduras is
usually essential in doing business
and the firms listed here may per-
form that function, the Embassy
advises.

Resortes de Honduras, Ing Louis
Gustavo Hernadez D., Gerente
General, Apartado. 17777,
Tegucigalpa, Honduras: Looking
for machinery for the manufac-
ture of leaf springs.

Inversiones Santa Lucia, Colonia
Miraflores sur B35 C#33. Tel.: 504-
335202, 325667, Tegucigalpa, Hon-
duras: Interested in office equip-
ment, printing equipment and
construction machinery.

New Mark Representaciones, S, de
R.L., Lic. Jose Abraham Lozano,
Gerentede Ventas, Apartado 3283.

Tel.: (504) 323476, 321545. Fax:
504-326740, 325826, Tegucigalpa,
Honduras: Interested in all types of
electrical transmission equip-
ment (transformers, meters, lights,
and other pole line hardware).

Sand M Distribuciones, S. deR. L.,
Sal Alvarez, Presidente, Sendero
Alpha, #1226, Col. Humuya. Tel.:
504-336062. Fax: 504-336062,
Tegucigalpa, Honduras: Interested
in dietary foods,powderedmilk,
wire and abrasives.

Agencia Fasquelle, S.A., Zonia M.
de Flores, Gerente Regional,
Apartado 472. Tel.: 504-370584,
373152. Fax: 504-379715. Tegu-
cigalpa, Honduras: Interested in
tires and other automobile ac-
cessories and parts as well as
toolsand machinery forservice
stations.

Florida Auto Partes, S. de R.L., Lic.
Miguel R. Carias, Gerente,
Apartado 20546. Tel.: 504-377239.
Fax: 504-374081, Tegucigalpa,
Honduras: Interested in heavy
vehicle and truck parts.

Rolando Martinez Flores, Vilma
Beatriz Rubio, Gerente, Apar-
tado 3375. Tel.: 504-376400.
Tegucigalpa, Honduras: Interested
in giftware, crafts, toys and
games.

Intexim,Lic. Renato AranaLacayo,
Gerente General, Apartado 20229.
Tel./Fax: 504-333455. Tegucigalpa,
Honduras: Interested in veteri-
nary medical supplies, antibi-
otics and vitamins for the

poultry industry.

Pharmabel S. de R.L., Lic.
Renato Arana Lacayo, Gerente
General, Colonia el Prado,
Edif. Syre. Tel.: 504-333455,
Coma-yaguela, Honduras; Inter-

ested in generic medicines.

Centro Oftalmologico Santa Lucia,
Dra. Mara Christina G. de Handall,
Gerente Administrativo, Ave. La
Paz, No. 2821. Tel.: 504-380077.
Fax: 504-380319. Tegucigalpa,
Honduras: Interested in optical
glass and plastic lens material
for optical applications.

Corporacion Farmaceutica S. de
R.L., Dra. Mara Cristina G. de
Handall, Gerente Administrativo,
Ave. La Paz, No. 2821. Tel.: 504-
380077. Fax: 504-380319. Tegu-
cigalpa, Honduras: Interested in
pharmaceutical products.

Commercial Automotriz Dirz S. de
R. L., Wilfredo Ramrez Triminio,
Gerente General, Apartado Postal
264. Tel.: 504-370917. Fax: 504-
370916, Tegucigalpa, Honduras:
Interested in auto parts and ac-
cessories, plastics and machin-
ery for converting plastics.

Carlos Rodrigo Caldron R.,
Apartado 2472. Tel.: 504-322024.
Tegucigalpa, Honduras: Interested
in pharmaceutical and medical
products.

Grupo Icis S. de R. de C.V,, JA.
Lopez, Gerente, Apartado No. 822.
Tel.: 504-371624. Fax: 504-222342.
Tegucigalpa, Honduras: Interested
in pharmaceutical and medical
products and equipment.

Farmacia Santa Maria Topoyac/
Farmacia San Jorge, Ing. Carpio,
Empresario, Apartado 3841. Tel.:
504-325154. Fax: 504-325945.
Tegucigalpa, Honduras: Interested
in pharmaceuticals and cigar-
wrapping machinery.

E.HIV.S.de R. L. de C. V., Ing.
Gullermo E. Valle M., Presidente,
Continued on page 7— Honduran

Exiernal Affairs and International Trade Canada (EAITC)
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Services Focus of Global Connections ’92

Markham — The service sectors
that help manufacturers and sup-
pliers expedite international trade
initiatives will be front and centre
this year at Global Connections
'92, being held in this Ontario town
October 14-15 and in Atlanta,
Georgia, November 18-19.

This International Import/
Export Trade Development
Trade Fair and Conference re-
verses the emphasis of most trade
shows, where manufacturers and
suppliers showcase their wares to
potential buyers.

In the Global Connections
framework, the services exhibitors
will be international freight for-
warders; international bankers;
international lawyers; customs
brokers; storage houses; trading

E NI

Honduran Importers

Continued from page 6

Blvd. Morazn No. 2000, Cont. A
Classic, Col. Palmira. Tel./Fax 504-
313061. Tegucigalpa, Honduras:
Interested in parts for heavy
equipment, construction mate-
rials, plastics and primary in-
dustrial materials.

Laboratorio Minero Metalurgico,
Ing. Jose Len Murillo B., Gerente
Propietario, 4TA. Calle No. 3216,
Colonia las Colinas. Tel.: 504-
311494. Tegucigalpa, Honduras:
Interested in associating with
Canadian consulting firms in
the metal processing sector.

CruzLorenaS.A.,Roberto Alvarado,
Gerente General, Apartado Postal
20271. Tel.: 504-333491. Fax: 504-
334780. Tegucigalpa, Honduras:
Interested in auto and bicycle
parts, construction and build-
ing materials, refrigeration ac-
cessories, and equipment and
accessories for medical clinics.

houses; and trucking companies.

Also among the combined 400
exhibitors (and 5,000 visitors) will
be representatives of warehouses;
packaging companies; translation
companies; telecommunications
companies; protocol consultants;
international real estate companies;
airlines; travel agencies and travel
consultants; hotels; shipping lines;
government agencies; trading as-
sociations; and trade' commission-
ers — all of whom help the trader
opendoorstointernationalmarkets.

At the Canada venue the focus
will be on trade opportunities with
Mexico, while in the United States,
the emphasis will be on Canada,
the U.S. and Mexico.

Comprised of a trade fair arena, a
seminar arena and a networking
arena, Global Connections 92
will also be notable for introducing
anew marketing format: pre-taped
video messages which will enable
Canadian show visitors to see first-
hand a large group of qualified
Mexican companies that might
otherwise be absent from the show.

Canadian companies that cannot
bephysically presentateitherevent
or that are present, but occupied
with other business matters, can
also use the Global Business Video
to take potential customers on a
tour of their facilities, to put on a

product demonstration, or to givea
sales presentation.

Registration forms for video use
are available from Global Business
Video, % Kenneth Caplan and As-
sociates Limited, Suite 200, 200
Town Centre Blvd., Markham,
Ontario L3R 8G5. Tel.: (416) 940-
6911. Fax: (416) 940-6915.

For further information (regis-
tration, cost, etc.) on Global Con-
nections’92, contact the event
producers, Exsel Marketing Inc.,
940 Lansdowne Avenue, Toronto
M6H 4G9. Tel.:(416)534-3677. Fax:
(416) 534-2739.

British City Hosts
Machine Tools Show

Birmingham — Canada will
have a Core Area Stand at
MACH92, The International
Exhibition of Machine Tools
andManufacturing Technol-
ogy, being held here May 6-16.

The show features the latest
technology in metal-cutting/
forming, lasers, automated sys-
tems and tooling.

Contact Walter Hughes, Cana-
dian High Commission, London,
tel.: (011-44-71) 629-9492; or
EAITC’s Trade Fairs and Mis-

sions Europe, fax:(613)995-6319.

Canada to Display Catalogues
at Australia Hardware Show

Brisbane — Innovative Canadian
building and hardware products
exporters have a chance to display
product cataloguesand promotional
material at the Canada Booth at
Interbuild Queensland, Austra-
lia’s only national building exhibi-
tion, being held May 24-26 atthe
Brisbane Entertainment Centre.
The show attracts buyers from

Australia, New Zealand and the
Asian-South Pacific region.

Canadian exporters interested in
penetrating this market should
contact or forward promotional
material to the Canadian Consu-
late General, 8th Floor, 50 Bridge
Street, Sydney, New South Wales
2000, Australia. Tel.: (61-2) 231-
7022. Fax: (61-2) 223-4230.

External Affairs and International Trade Canada (EAITC)
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Agenda/Publications

Calgary - May 5- Let’s Talk Risk
Workshop. Contact Jim Christie.
Tel.: (403) 294-0928; Vancouver -
May 6 - Let’s Talk Risk Work-
shop. Contact R. Johnson. Tel.:
(604)666-6807; London -May 12-
Let’s Talk Risk Workshop. Con-
tact Jan Dvorak. Tel.: (519) 645-
5828;Toronto-May 13-Let’sTalk
Risk Workshop. Contact R.
McCorkindale.Tel.:(416)973-5991;
Ottawa-May 21-Let’sTalk Risk
Workshop. Contact M. McCourt.
Tel.: (613) 598-2992.

'BUSINESS AGENDA

Montreal - May 12, 13 and 14 -
The National Apparel Techno-
logy Show opens its doors to
Canadian, American and foreign
manufacturers of equipment
machinery, technology, supplies
and accessories of all kinds. The
show will include conferences as
well as an exhibition of products
andservices. Formoreinformation,
contact P.R. Charette, Montreal.
Tel.: (514)489-8671. Fax: (514)487-
3230.

Montreal - May 28-29 - Mécan-
expois the venue for more than 80
exhibitors, manufacturers and dis-
tributors of the latest products and
services in the mechanical and con-
struction industry. The event will
interest contractors, engineers, ar-
chitects, original equipment manu-
facturers government and munici-
pal agents. For more information,
contact Johanne Clément, Corpo-
ration of Master Pipe-Mechanics of
Quebec. Tel.: (514) 465-2668 or 1-
800-465-2668. Fax: (514) 954-8933.

Telecommunications
in Western Europe

External Affairsand International
Trade Canada (EAITC) has pub-
lished a study describing the expe-
riences of nine Canadian telecom-
municationssuppliersin Europe. It
is the first phase of a two-phased
study to assess and recommend
various “marketing arrangements”
to help Canadian telecommunica-
tions suppliers pursue opportuni-
ties in the Europen Community.

The current telecommunications
equipment market in Western Eu-
rope is approximately $40 billion
and is forecast to reach $100 billion
by theyear2000. Canadianexports
in 1989 were about $280 million,
only 0.7 per cent of the market.

The study, Europe 1992 and
Canada’s Telecommunications
Industry — Experiences of
Canadian Telecommuni-
cations Firms in the European
Commur}ity (#66EA) can be

obtained from Info Export (see box
at bottom).

Canada and the World Envi-
ronment (#17GA), recently pub-
lished by External Affairs and In-
ternational Trade Canada, looks at
international issues and sketches
the role that Canada has been play-
ing to protect the environment. It

PUBLICATIONS

looks at problem areas where inter-
national action will be essential.

A copy can be obtained from Info
Export (see box at bottom).

Canada-CIS Joint Ventures
The Canada-USSR Business
Council, now known as the CUBC,
published at the outbreak of the
USRR crisis the results of a survey
that analyses the experience of Ca-

nadian partner firms to 52 opera-
tional joint ventures in whatis now
the Commonwealth of Independant
States (CIS). Written by Carl H.
McMillan, Professor of Economics
at Carleton University, Canada-
USSR Joint Ventures : A Survey
and Analytical Review, reveals
that, as of late 1991, the value of
Canadian foundationcapitalinjoint
ventures exceeded US$140million.

The survey describes the nature
of the joint venture partners, their
motivations, the overall negotiat-
ing process and their operational
experience. It also describes the
political and legal backdrop tojoint
ventures, placing them in the con-
text of international activity in the
former USSR.

The review can be obtained for
$40.13 (taxes and postageincluded)
from the CUBC, 2 First Canadian
Place, Suite 2125, P.O. Box 11, To-
ronto, Ont. M5X 1A9. Tel. : (416)
862-2821. Fax : (416) 862-2820.

8N | Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).

Return requested

if undeliverable:
CanapExrort (BPT)
125 Sussex Drive
Ottawa, Ont.

K1A 0G2
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Canadian exporters whose prod-
ucts display “flower power” could
have the edge on the competition
when it comes to exporting to the
European Community (EC).

That’sbecausein December 1991,
environment ministers agreed to
introduce — as early as this fall —
a Community-wide “eco-label”
scheme toidentify goodsthat satisfy
health, safety and environmental
requirements. The label, an EC
flower emblem, can be affixed to
imported goods that meet EC re-

N
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quirements which cover all aspects
ofthe manufacture of a product and
its packaging.

$18.3 million: That’s the 1992-93
budget that has restarted the Pro-
gram for Export Market Develop-
ment (PEMD).

It was suspended in November
1991 because of an unprecedented
surgein demand and reinstated, on
a limited basis, in January 1992,
with funding of $1.5 million.

“PEMD is the Canadian govern-
ment’sbestknown and most widely
used trade promotion program,”
Minister of Industry, Science and
Technology and Minister for Inter-
national Trade Michael Wilson said
in announcing on April 1 the re-
starting of PEMD.

Managed by External Affairs and
International Trade Canada,
PEMD supports small- and me-
dium-size companies’ participation
in trade fairs, incoming and out-
going missions, and in bidding on
major capital projects.

Wilson noted that, while the

New Budget Kick-Staits PEMD

program has been restarted, acti-
vities such as assisting in the
opening of sales offices abroad and
insupporting innovative marketing
techniques would be deferred,
pending further study. Contri-
butions to certain other activities
have also been reduced.

“By ensuring a careful monitor-
ing of the funding level, we can be
assured that export-ready compa-
nies will continue to have access to
this popular exportsupport program
for their international marketing
plans,” Wilson said.

Since the program’s inception in
1971, nearly 24,000 Canadian firms
have received PEMD support, gen-
erating $10.4 billionin exportsales.

Companies wishing to discuss
their export marketing plans or
PEMD, should contact the Interna-
tional Trade Centre of Industry,
Science and Technology in their
province.

Exports Bearing “Eco-Label” Edge
Out Competltlon in EC Markets

John Klassen, Director of Exter-
nal Affairs and International Trade
Canada’s European Community
Division (RWM), says, “Not only is
there a marketing benefit in being
officially reconized as environmen-
tally responsible, but failure to ob-
tain a label could result in the loss
of business to a competitor who
successfully applies for one.”

The regulation states that im-
ported products for which the eco-
label is sought must meet the same
requirements as products made in
the Community. They must not
contravene community health,
safety, and environment require-
ments; they shall not contain sub-
stances classified as “dangerous”
under EC Directives; they cannot
bemanufactured by a process which
contravenes Community orMember
State environmental legislation or
which significantly harm man or
the environment.

More specifically, the regulation
states that the reduction of envi-
ronmental impact will be achieved
by minimizing the use of natural
and energy resources, raw materi-
als, emissions into air, water and
soil. The generation of waste and
noise will be reduced through the
useofclean,lowest-risk, sustainable
technologies designed to prevent
destruction of the ecosystem.

Eco-labelling shall not be used for
food, drinks or pharmaceuticals, all
of which are covered by other leg-
islation. Awarding of the eco-label
will be based on the establishment
of productgroups,defined toensure

Continued on page 3 — Flower
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Market Studies

Consulting Engineering Study Focuses
on Environmental Markets in the U.S.

In terms of size, diversity, and
growth rates, the environmental
market potential in the United
Statesis of staggering proportions,
with expendituresin 1991 totalling
$130 billion.

Of this total, $33 billion was de-
voted to air-related spending; $52
billion in water and wastewater
spending; and $45 billion in solid
and hazardous waste management
spending.

To penetrate these markets,
the key element for Canadian
engineering firms is to ride their
own niche areas of expertise,
using the broadest possible net-
work of contacts, information and
alliances.

Those are among the findings of
Penetrating the U.S. Environ-
mental Market: Prospects and
Strategies for Canadian Con-
sulting Engineers: U.S. Eastern
Seaboard Focus.

The market study was produced
recently for the U.S. Trade and
Tourism Development Division of
External Affairs and International
Trade Canada in co-operation with
the Association of Consulting Engi-
neers of Canada.

Based on a review of existing

documents and more than 100
interviews with manufacturers,
utilities, engineers, governments
and other organizations in Canada
and the United States, the study
discusses market size and trends,
criteria for market entry, and the
methods of identifying specific op-
portunities and partners.

While focusing on the Eastern
United States market, much of the
information and observations are
applicable to markets throughout
the U.S.

Similarly, the study concentrates
on private-sector opportunities, but
includes information pertaining to
the public sector.

The report’s appendices provide
information on available govern-
ment assistance, trade shows,
documents, universities, U.S. en-
gineering firms and environmental
prime contractors.

The appendicies also include
other sources of information
of interest to Canadian engineers
and environmental companies
wishing to penetrate the U.S.
market.

A copy of the study may be ob-
tained, freeofcharge, fromAnthony
Burgess, Association of Consulting

Engineers of Canada, 130 Albert
Street, Suite 616, Ottawa K1P 5G4.
Tel.: (613) 236-0569. Fax: (613)
236-6193.

Strategic Partners
and the GIS Market
in The Netherlands

Canadaand TheNetherlandsplay
a leading role in Geographical In-
formation Systems (GIS).

The differences in size and natu-
ral environment between the coun-
tries have led to different special-
izations. Whereas Canada is the
leading expert in the development
of hard and sofware for mapping
large areas, The Netherlands has
developed considerable knowledge
in computer models for environ-
mental monitoring and physical
planning.

The Netherlands is working to
establish itself as the merchandise
distributioncentre forthe European
Market, making it a favourable
country for Canadian GIS compa-
nies to develop strategic partners.

A recent report published by the
Canadian Embassy in The Hague
states the Dataquest research
newsletter Dun and Bradstreet:
“The fast growing GIS market is
sizzling in Europe, having grown
31 per cent in 1990 to $478 million.

CANADEXPORT I ISSN 0823-3330

Telephone: (613) 996-2225
René-Frangois Désamoré Fax: (613) 992-5791

Editor: Don Wight Circulation: 33,000
Articles may be reprinted with credit to CANADEXPORT

We expect this growth to continue
ata 27.7 per centcompound annual
growth rate through 1995, when
the market is forecast to reach
$1,619 million.”

The study report, GIS in The
Netherlands, and more informa-
tion can be obtained from Commer-
cial Division, Canadian Embassy,
P. O. Box 30820, 25 Parkstraat,
2500 GV The Hague, The Nether-
lands. Tel. : (011-3170) 361-4111;
fax : (011-31-70) 356-2823.

Editor-in-Chief:

CANADEXPORT is published twice monthly, in both English and French, by External

é&l%%rs and International Trade Canada (EAITC), Trade Communications Division
).
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tions, please send your mailing label. Allow four to six weeks.

Mail to : CavapExporT (BPT), External Affairs and International Trade Canada,
125 Sussex Drive, Ottawa K1A 0G2.
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Trade Opportunities

Before entering into a contractual
agreement with a company, readers
are advised to verify the bona fides
of the companies listed here.

NEW ZEALAND — A well-estab-
lished company wishes to act as
exclusive agent in New Zealand
for Canadian suppliers of all types
of computer products (from
computers, to disks, software, ac-
cessories and peripherals). Contact
Bill Swift, Ribbon Xchange
Dunedin, 29 Shetland Street,
Wakari, New Zealand. Tel.: (03)
466-7379.

NEW ZEALAND — Already rep-
resenting some Canadian compa-
nies, a firm here wishes also to act
as the distributor for Canadian
suppliers of engineering tools,
computer add-ons, and current
voltage measuring products.
Contact Geoff Vaughan, General
Manager, GTS-Nilsen Instruments,
P.O. Box 9613, Auckland, New
Zealand. Tel.: (64-9) 309-2464. Fax:
(64-9) 309-2968.

NEW ZEALAND — An electronic
communications and security spe-
cialist firm wishes to import home
security and alarm products,
commercial security installa-
tions, electronic cable for TV
reception, and computer spare
parts. Contact Graeme Manson,
ECL, P.O. Box 24-006, Royal Oak,
Auckland, New Zealand. Tel.: (64-
9) 579-5888. Fax: (64-9) 579-5881.

NIGERIA — A major project for
which goods will be purchased on
behalfof the United Nations Indus-
trial Development Organization
(UNIDO) has started in this coun-
try and Canadian companies are
invited to participate. Involved is
the establishing of new test labora-
tories for metals (steel), building

materials, electric appliances, tex-
tiles, leather, paper and foodstuffs.
There will also be supporting labo-
ratories for chemical and microbio-
logical tests along with liquid gas
and atom absorption chromatogra-
phy, including sample preparation.
The establishing of a publishing
house and information centre with
computerized documentation is in-
cluded in the project. Manufactur-
ersareinvited to submitcatalogues
and price lists for the supply of
physical quantity measuring
devices, test equipment, labo-
ratory and office furniture,
laboratory glassware, sample
preparation auxiliary equip-
ment, and publishing house
equipment. Companies can have
their interests forwarded to the
Canadian High Commission in La-
gos by contacting John Brenchley,
Trade Commissioner, Africa and
Middle East Trade Development
Division (GBTA), External Affairs
and International Trade Canada,
125 Sussex Drive, OttawaK1A 0G2.
Tel.:(613)993-6586. Fax: (613)990-
7437.

SPAIN (Ref. VET) — A company
specializing in the pharmaceutical-
veterinarian sector and open to all
kinds of collaborative ventures
wishes tointroduce new products to
its well-established Spanish mar-
ket. Products sought include:
drugs; feedstuffs; cleaning
products; non-chemical live-
stock sector products; and agri-
cultural products. ContactJaume
Angerri, Technology Management
Department, ICT, ViaLaietana, 39,
4rt, 5e, 08003, Barcelona, Spain.
Tel.: 319-88 11. Fax: 310 35 35.

SYRIA — The General Organiza-
tionfor Cementand Building Mate-
rials (GOC) has issued two sepa-
rate tenders, one for the extension

of a cement factory (bid bond
US$100,000 by Bank Guarantee
and with an execution period of 24
months after Letter of Credit
opening); the other for the setting
up of a new plant for the pro-
duction of porcelain tiles (bid
bond US$50,000 and with an ex-
ecution period of 18 months after
Letter of Credit opening). Both ten-
ders, being offered on a turnkey
basis, call for the study, design,
procurement and delivery of equip-
ment, civil works, steel structures,
erection and technical assistance
and services. In both, the value of
tender documents is US$100 non-
refundable; payment is by Letter of
Credit; performance bond is 10 per
cent of contract value; and offer
validity is 9 months after closing
date. Closing date for porcelain fac-
tory bids is May 18, 1992. Closing
datefor cementfactory bidsisJune
15, 1992. Interested contractors
may contact Commercial Section,
Canadian Embassy, Amman, Jor-
dan. Fax: (011-962-6) 689-227.
Telex: (Destination code 0493)
23080 (23080 CANAD JO).

Flower Power

Continued from page 1

that all products which serve the
same purposes and have equiva-
lence of use are in the same group.

Each Member State has a “com-
petent body” independent of in-
dustrial or commercial interest to
review the applications. Cost of the
application is covered by the
manufacturer, the exporter or im-
porter.

For more information, contact
European Community Division
(RWM), 125 Sussex Drive, Ottawa,
K1A 0G2. Tel. : (613) 995-6115.
Fax : (613-944-0039.

External Affairs and International Trade Canada (EAITC)

May 1, 1992
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Tourism Market Focus of Cuba Show

Havana — Through the display of
product literature or through staff-
ing their own stand, Canadian
companies still have an opportu-
nity —iftheyactquickly—togetin
on Cuba’s burgeoning tourism in-
dustry.

The opportunity, whichruns May
25-31, is TECNOTUR’92 at which
External Affairs and International

Trade Canada, through the Cana-
dian Embassy in Havana, will
sponsor an Information Booth.
Specifically directed to Cuba’s
tourist sector, TECNOTUR tradi-
tionally has presented an excellent
opportunity for Canadian export-
ers, entrepreneurs or potential in-
vestors to establish direct and per-
sonal contact with officials from

Exhibit Space at U.S. Printing Show

New York City — Space is still available for companies wishing to
participatein the Canadian Government Stand at Graph-Expo East,
the largest printing equipment trade show to be held in the United
States this year.

Being held October 3-6at New York City’s Javits Convention Center,
the show features 400 exhibitors and attractsupto 30,000 buyers who
are seeking to upgrade their printing and communications equipment.

The 3,000 foot? Canadian pavilion is situated in a prime location
between two main entrance doors on Level Three of the Center.

This Level is reserved for companies exhibiting printing machinery
and systems, printing supplies and accessories, post-press equipment
and supplies, and materials handling equipment.

Canadian exporters (of printing machinery or other products
mentioned above) who are interested in participating in Graph-
Expo East, should contact Ted Weinstein, U.S. Trade and Tourism
Division (UTOQ), External Affairs and International Trade Canada,

125 Sussex Drive, Ottawa K1A 0G2. Fax: (613) 990-9119.

EAITC-Sponsored Subcontractor
Exhibition Scheduled for Toronto

Toronto — The Fifth Annual
SubContractor Exhibition
(SUBCON V), sponsored by Ex-
ternal Affairs and International
Trade Canada, will be held June 3,
1992 at the Canadian Exposition
and Conference Centre.

Designed to help Canadian
companies obtain business as sub-
contractorsinthe fieldsofdefence,
aerospace (including repair and
overhaul services), space and
electronics, SUBCON brings to-
getherover 100 U.S. and Canadian
prime contractors.

A comparable number of Cana-
dian subcontractors and potential
subcontractors also exhibit their
products/services or product lit-
erature and capabilities at the
show,

Persons seeking further infor-
mation or wanting to participate
in SUBCON Vmay contact Gisele
Laframboise, Trade Development
Operations (TPO), External Af-
fairs and International Trade
Canada, 125Sussex Drive, Ottawa
K1A0G2.Tel.:(613)996-8099. Fax:
(613) 996-8688.

Cuba’s various tourist organiza-
tions.

Atlastyear'sTECNOTUR, which
also is a low-cost means for Cana-
dian exporters with no experience
in the market to introduce their
products, Canadian exhibitors
signed contracts valued at
Cdn$850,000.

Given the high priority accorded
to tourism and tourism develop-
ment,Cuba continues to make
substantial purchases for this
sector. What's more, in spite of
the country’s economic difficulties,
the Cuban government is prepared
to pay for such imports on a con-
firmed Letter of Credit basis.

Opportunities exist not only in
thesubstantial programofnewhotel
construction or renovations (5,000
hotel rooms are planned by 1995),
but for on going sales of food prod-
ucts and consumer goods for guests
and to stock the country’s duty-free
and hotel shops.

Canadian firms already sell
glassware, lighting fixtures, swim-
ming pool equipment and accesso-
ries, air conditioning systems,
hardwareitems, plumbing fixtures,
sports and recreation equipment,
kitchen and garden maintenance
equipment.

Companies wishing to send prod-
uct literature should forward, as
soonas possible, 40-50 brochures or
product samples to Commercial
Division, Canadian Embassy, P.O.
Box 500 (HVAN), Ottawa, Ontario,
Canada K1N 8T7.

Companies considering staffing
their own stand (minimum size 9
square metresat USS$135 persquare
metre)may contact the Embassy by
fax: (011-53-7) 33-2044; or telex:
(Destination code28)51-1586(CAN
CuU).

For additional information on
Cuba and the market for hotel and
tourism-related equipment, contact
the Embassy as above.

et

External Affairs and International Trade Canada (EAITC)
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WESTERN CANADA HOSTS MAJOR EVENTS:
Calgary’s National Petroleum Show...

Calgary — Billed as the largest
energy show in the world, the Na-
tional Petroleum Show will be
held June 9-11, 1992 at Calgary’s
Stampede Park.

Atthe1990event,morethan1,100
companies exhibited their products
and services to 42,104 attendees
from across Canada, 37 U.S. states
and 61 other countries.

Now marking its thirteenth year
and considered the international
marketplace for the world’s energy
industries, the biennial National
Petroleum Show offers exhibitors
a unique opportunity to expand
established markets, attract new
customers, develop joint ventures
and business agreements, and to
access energy opportunities.

Exhibitors display their products
and servicestoa top flight audience
of energy professionals froma round
the world — people who influence
the purchase of billions of dollars in
products, equipment, supplies and
services for the next decade.

CONTRACTS
AWARDED

HN Engineering. (HNE), Bur-
naby (B.C.), has been awarded a
contract to undertake a study of
mobile radio systems operated by
the Saudi Arabian Oil Company in
Saudi Arabia. The project will pro-
vide information regarding mobile
communications support for oilfield
exploration, operations and main-
tenance activities.

Securiplex Europe S.A.N.V,, a
subsidiary of Securiplex Technolo-
gies Inc., Dorval (Quebec), has
signed two contracts in Belgium.

The event, fully supported by all
three levels of government in
Canada — local, provincial and
federal — is also a magnet for in-
coming buyers missions.

In1990,some 162buyingmissions
from 43 different countries were
brought to the show to meet with
Canadian suppliers of oilpatch
goods and services — resulting in
negotiations of over $310 million
worth of potential contracts.

Companies in Eastern Canada

wanting more information may
contactJudy Hurd, Show Manager,
National Petroleum Show, 1450
Don Mills Road, Don Mills, Ontario
M3B2X7.Tel.:(416)442-2021. Fax:
(416) 442-2207.

For Western Canada companies,
the contactis Ward Brandow, Show
Coordinator, National Petroleum
Show, Suite 300, 999-8th Street
S.W., Calgary, Alberta T2R IN7.
Tel.:(403)244-6111. Fax:(403) 245-
8666.

...And Regina’s Canada
Farm Progress Show...

Regina — Manufacturers, suppli-
ers, buyers, exhibitors and visitors
wanting to keep abreast of the lat-
est in dryland farming technology
andrelated productsmakeita point
to be in Regina in June.

The reason is the Western
Canada Farm Progress Show
(June 18-21, 1992) which, since its
inception in 1978, has gained an
internationalreputationasdryland
farming’s premier showcase —an-
nually attracting more than 500
exhibitors as well as delegations
from every continent.

A one-stop shopping centre for
leading edgetechnology anddryland
farming techniques, the exhibition
features a cross-section of agricul-
tural implements, large and small,
from rock pickers, rod weeders and
chisel plowsto monstertractors and

combines, toaugers, grain bins and
computerized remote sensing de-
vices.

At the heart of the exposition is
the International Business Centre.
A centrally located area, the centre
provides full services to enhance
export opportunities.

These include ‘dating sessions’
which allow for the exchange of
business information between
manufacturers and delegates,
comprehensiveofficeand secretarial
services, translation services and
computerized listings of manufac-
turers and their products.

For more information, contact
Western CanadaFarmProgress
Show, P.O. Box 167, Exhibition
Park, Regina, Saskatchewan S4P
276.Tel.:(306)781-9200. Fax:(306)
565-3443.

Under a $1.7 million contract
Securiplex will supply fire detec-
tion and control systems for the
new European Economic Commu-
nityheadquartersin Brussels. This
city has also awarded Securiplex

a $1.8 million contract to provide
fire detection, extinguishing and
safety controls for the city incinera-
tor, which burns municipal waste
and produces 12 per cent of the
city’s electricity.

External Affairs and International Trade Canada (EAITC)
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Trade News

Total Quality the ‘A’ Key in Exporting

Prepared by Michel P. Gimmig, Laliberté, Lanctét, Coopers & Lybrand, Montréal

Total quality has become the
minimum global standard, allowing
exporters to count on a stable cli-
entele.

Two heads of successful busi-
nesses, one French, the other Ca-
nadian, spoke last year toa distinct
audience of Quebec business per-
sons. Both attributed their success
to constant quality research and to
the certifications of their clients.

Michel Bricauddirects Bronzacior,
France’s leading small-to medium-
size manufacturer, in terms of total
quality, of gearbox yokes, 50 per
cent of which are exported.

Karel Velan also has made qual-
ity his trademark. The company
which carries his name has become
the world’s second most important
manufacturer of steel valves, globe
valves and check valves. Velan
serves oil exploration and produc-
tion companies, thermal and nu-
clear power plants, sectors where
the quality of products is vital to
maintaining output.

“..the customer wants one
assurance: prove to me that
your business is going to
consistently give me the
quality I am seeking.”

Theconcept of quality hasevolved
rapidly in the past few years. It no
longer refers only to making a
product conform technically to the
needs of the client, it must answer
several requirements: cost, avail-
ability, delivery, after-sales service
— all of which must be continually
improved.

When it comes to choosing a sup-
plier, the customer wants one as-
surance: prove to me that your
business is going to consistently
give me the quality I am seeking.

That satisfaction must be given to
the supplier or he will take his
business elsewhere.

Many enterprises now have in
their possession an evaluation
manual on the quality standards of
their suppliers.

A European automobile manu-
facturer, forexample, demands that
all his services be subject to very
strict quality control.

Three of the directives circulated
to all service departments of the
business are:
¢ Thefunctionofquality represents
the client and, consequently, con-
cerns all organizational units, from
marketing to after-sales service.
¢ The different services of the sup-
plier are interwoven and coordi-
nated in the application of such
matters as consultation, purchas-
ing, methodology, etc.).
¢ The supplier has a “Quality Im-
provement Plan” keeping him in-
formed on work flow, ongoing ac-
tivities, persons responsible, and
theresultsobtained. Alldivisionsof
the company are involved. From
there, the coordination of invest-
mentplanswith trainingis assured.

Clearly, this involves much more
than simple productquality control.
Theclient wantsthe assurance that
all of the supplier’s facilities are
focussed on meeting hisneeds, that
thesupplierisconstantly improving
the quality of the product, and
meetingnewand higher standards.
Nothing Less Than ‘A’

This same European automobile
manufacturer is very clear: “Our
objective is to have only A-rated
suppliers by January, 1993.” In a
word, only total quality is accept-
able.

Thisbusinessclasses—on a scale
from A to D — his suppliers ac-
cording to the quality of their
products and services. The A-rated

supplier is “capable of developing
the quality assurance procedure or
of developing new products using
its own resources.”

Forthisfirm, asupplierwithan A
rating will be actively involved in
its customer’s business, thereby
furthering its own development,

The classification of the supplier
can also bring into focus the func-
tion of cost. The client can insist on
stability oreven a pricereductionin
the long or short term to encourage
his supplier to maintain his
market.

“To succeed, will require
concrete, convincing evidence
that they offer not only
quality products but also
efficient global management
of their operations.”

In the context of global markets
and international competition, the
search for total quality has become
a constant preoccupation.

International standards and Ca-
nadian exporters must tackle in-
ternational competition more ag-
gressively. To succeed, will require
concrete, convincing evidence that
they offer not only quality products
but also efficient global manage-
ment of their operations.

Thisimplies certain fundamental
changes in attitude and in the way
of conducting business. For in-
stance, to obtain and keep their
market, they may be obliged to
open their organizations to foreign
‘quality auditors’.

Only if Canadian businesses in-
cludeintheiroperations anongoing
thrust to meet their customers’
quality requirements, will the
“Made in Canada” label continue to
be seen on international markets.

External Affairs and International Trade Canada (EAITC)
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Markets Multiply

Canadian Exports to Puerto Rico
Register 61 Per Cent Growth in 1991

Figures received from the Cana-
dian Trade Commissionin SanJuan
show that, in 1991, Canadian ex-
ports to Puerto Rico totalled $411.9
million, making Puerto Rico Cana-
da’s third largest market in the
region after Brazil and Mexico.

The figure, giving Canada a trade
surplus of $77.2 million, also rep-
resents a 61 per cent growth rate
over 1990, indicating there are
ample opportunities for Canadian
exporters to this United States
commonwealth.

Being a U.S. territory, the island
is fully within the U.S. customs
regime, meaning there are no fur-
ther tariffs or customs barriers. Nor
arethere foreign exchange controls
as the currency is the U.S. dollar.

Thisrelationship with the United
States also brought about a special
U.S. government program of tax
breaks and other benefits for in-
dustry over the past 25 years.

Through the program, hundreds
of companies — mostly in the
pharmaceutical, electronic, electri-
cal, textile, clothing and footwear
sectors -~ settled in Puerto Rico,
helping to give the region an in-
dustrial base.

But the market is not restricted
solely to Puerto Rico and the com-
mercial/consumer products neces-
sary to serve a population of 3.5
million people.

Puerto Rico’s strategiclocationin
the Caribbean makes it one of the
mostimportant distribution centres
inthe region. Forinstance, in 1988,
the island imported $14 billion
worth of goods, much of which was
re-exported toneighbouringislands.

Canada’s major exports to Puerto
Rico include paper products, pro-
duce, food, and automotive equip-

ment and parts, building materials
and construction equipment. Also
exported are agricultural and
fisheries products, furniture, elec-
tronicsand communic\ations equip-
ment, digital and automated
equipment, and chemicals.

Many ofthese products havebeen
promoted through Canadian gov-
ernment-sponsored trade fairs and
missions, says Jim Bradford, Con-
sul and Trade Commissioner with
the Canadian Trade Commission
in San Juan.

Bradford says “there are lots
of trade shows in San Juan” and
advises that these might be the
best places to start for new or

would-be exporters.

As for the consumer products
market, Bradford advises compa-
nies “to make sure that their prices
are competitive. Thisisavery price-
sensitive'market.”

On the industrial side, there are
openings for specialized commercial
equipment, Bradford says, espe-
cially in pharmaceuticals.

Further information on this mar-
ket or on potential trade shows is
available from Mr. Bradford, Ca-
nadian Trade Commission, Plaza
Scotia Bank, 6th Floor, 273 Ponce
de Leon, Hato Rey, Puerto Rico
00917. Tel.: (809) 250-0367/758-
3500. Fax: (809) 250-0369.

 PUBLICATIONS

Canada-Japan Fisheries

Recent trends in supply and de-
mand conditions for seafood in Ja-
panand the effects of these changes
on the outlook for Canadian sea-
food exports to that country are
analyzed in Canada-Japan
Fisheries Trade, aresearch study
published recently by the Canada-
Japan Trade Council.

The study, complemented with
many graphs, discusses future ex-
port opportunities, provides details
on Canadian fish exports by spe-
cies, and ififormation on Japan’s
changing consumption patterns.

While noting that Japan is Cana-
da’s second most important export
market for seafood, the study con-
cludes that “while Canada may
enjoy good sales now, thereis scope
for more market work in the fore-
seeable future.” As well, “Canadais

well advised to engage in generic
fish promotion to help maintain
market share if not increase top-of-
mind awareness.”

Copies of the study are available
from Canada-Japan Trade Coun-
cil, Suite 903, 75 Albert Street, Ot-
tawaK1P5E7.Tel.:(613)233-4047.
Fax: (613) 233-2256.

Technology Co-operation
20Years, 1971-1991: Co-opera-
tion in Science and Technology
(67EM) demonstrates that scien-
tific and technological co-operation
between Canada and Germany cov-
ers a wide spectrum, ranging from
basic research to energy and envi-
ronmental research, information
technology and micro-electronics.
The study is available from Info
Export (see box bottom, page 8).
Continued on page 8— Publications
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- PUBLICATIONS

Europe 1992 and Canadian
Value-Added Wood Products
outlines themarketcharacteristics,
competitive strategies, opportuni-
ties, and measures to consider in
exporting value-added wood prod-
ucts to France, Germany, Italy and
the United Kingdom.

There are definite opportunities
for Canadian value-added products
in all markets and in a range of end
uses, particularly in the form of
upgraded raw materials for the
woodworking industry, says the
report.

The arrival of the Single Market
in 1993 should also help, rather
than hinder, access to European
markets for Canadian suppliers.

To help realize these opportu-
nities, the report recommends
that Canadian suppliers improve
their offerings; offer required
grading and sizing; create customer
loyalty; make a well analyzed choice
on how to enter the market;
understand market needs; and take
a long-term view.

Copies of the report are available
from the European Community
Division, External Affairs and In-
ternational Trade Canada. Tel.:
(613)995-8297. Fax:(613)944-0034.

Trading House Connection
Selecting trading houses, under-
standing their roles and how they
canbeofusetoexportersareamong
subjects dealt with in Export
Markets: The Trading House
Connection (5TE), copiesof which
are available through Info Export.

Vocabulary of Free Trade,a 450-
page bilingual dictionary on this
topic is published by the Secretary
of State Department. The volume,
costing $28.95, includes 2,500 trade-
related definitions, with both Eng-
lish and French equivalents.
Vocabulary of Free Trade (S52-
2-204) is available from Canada
Communication Group -Edition,
Ottawa, Ontario, K1A 0S9. Tel.:
(819)956-4802. Fax:(819)994-1498.

Argentina Oil and Gas

Canadian firms with special skills
and technologies in oil recovery
methods will be particularly inter-
ested in The Oil and Gas Indus-
tryinArgentina(#116LA)astudy
commissioned recently by the
Canadian Embassyin Buenos Aires.
In addition te indicating epportuni-
ties for Canadian firms, the study
outlines the country’s deregulation
and privatization policy which, in
general terms, ensures an exten-
sive opening of the oil and gas in-
dustry (including exploration, pro-
duction, refining and marketing) to
privateenterprise, tax stability and
a realistic exchange rate.

A copy of the report is available
through Info Export.

Business Agenda

Toronto - June 3 — The Fifth
Annual SubContractor Exhibi-
tion (SUBCON V) - see article,
page4.Contact Gisele Laframboise,
Trade Development Operations
(TPO), External Affairs and Inter-
national Trade Canada, Ottawa.
Tel.:(613)996-8099. Fax:(613)996-
8688.

Montreal - June 3-5 — The 10th
AnnualMontreal International
Computer and Office Exhibi-

tion (SIIM 92) will focus on the.

latestininformation technology and
office automation. There will also
be a series of professional develop-
ment seminars, run in association
with the Institute for Advanced
Technology. For more information
on SITM 92, contact Diane Laporte,
Show Manager, Montreal. Tel.:
(514)288-8811. Fax:(514)288-9125,

Calgary - June 7-11 — The 11th
International Conference on
Offshore Mechanics and Arctic
Engineering (OMAE 1992) will
feature symposiums on such topics
as pipeline, safety and reliability,
offshore technology and arctic/polar
engineering. For more information,
contact D. Courchene, ITC Ed-
monton. Tel.: (403) 495-2959. Fax:
(403) 495-4507.

Numbers to Note

The facsimile number for the
Canadian Embassy in San José,
Costa Rica is (011-506) 23 23 95.

The fax number for the Canadian

Consulate in Auckland, New Zea-
land is (09) 307-3111. An incorrect
number, referring to the Forestry
Sector Report, was published in
theMarch 16,1992CanadExport.

InfoExport

Info Export is a counselling and reference service for Canadian exporters.
Canadian companies interested in exporting are invited to contact Info Export
(toll-free) at 1-800-267-8376 (Ottawa area: 993-6435).

To order EAITC publications, fax (613-996-9709) your requests on company
letterhead. Include the publication code (in brackets).
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Canadian high technology com- development services; system S
panies have an opportunity - until design, development and integra- a_—‘)
Junel,1992-topartner withprime tion; acquisition and program =
contractors who bid on large sys- management support; and inter- ,_E

tems contracts in the U.S. private
sector and in the U.S. government.

Under the Technology Part-
nership Program, launched at
the Canadian Embassy in
Washington, major prime con-
tractors are looking for Canadian
partners in a wide range of operat-
ing environments (on mainframes,
micros and networks),

Interested companies will take
part in introductory training ses-
sions - planned for late June in
selected cities - on working with
systems integrators.

The following technology areas
are of particular interest: OCR
and image products; multimedia
and authoring software; CASE
tools; 4GL tools and application

Preferential Tariff Granted

Canada has granted the
General Preferential Tariff (GPT)
to Ukraine, the Republics of Es-
tonia, Latvia, Lithuania, Ar-
menia and the Russian Federa-
tion.

The GPT is a system of tariff
preferences accorded to goods
that originate in developing
countries and most countries of
Central and Eastern Europe.

The rates of duty on products
eligible under the GPT are
generally two thirds (or less) of
the most-favoured-nation rates.
The GPT applies to manufactured
and semi-manufactured goods,
but excludes most textiles, ap-
parel, footwear and some steel

networking LAN and WAN.

Included as well are: artificial
intelligence and expert systems;
computer-based training and
simulation; voice processing;
multi-vendor e-mail; X.400 and
X.500 products; satellite earth
station components; satellite
telemetry, tracking and com-
mand base hardware and
software; data security produc-
tions and encryption algorithms;
and telecommunications hard-
ware and software.

Companies offering these
technologies and wanting to ex-
plore the possibility of partner-
ship with U.S.prime contractors

Continued on page 2 - Plan

products.

The announcement was made
by Secretary of State for External
Affairs Barbara McDougall and
Minister of State for Finance John
McDermid.
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Trade Update

Continued from page 1

should summarize and fax up to
two pages the following informa-
tion: company product or service;
its major applications; its com-
petitive advantages; target end-
users (who they are and their
responsibilities); key benefits to
your customers; major Canadian
customers; major U.S. customers;
expectations for the U.S. market
in the next 18 months; and what

Plan Promotes Partnership

you would expect from a good
match.

The information should be for-
warded to Judith Bradt, Commer-
cial Officer, Embassy of Canada,
Washington, DC. Fax: (202) 682-
7619; or to Doreen Conrad, United
States Trade and Tourism
Development Division, External
Affairs and International Trade
Canada, Ottawa. Fax: (613)990-9119.

The Japan Trade Development
Division of External Affairs and
International Trade Canada con-
tinues to expand its extensive
series of export opportunities
market surveys.

The survey series also includes
a broader analysis of Japan’s
main regional markets, with
reports encouraging Canadian
firms to look beyond the tradi-
tional “Tokyo-only’ business trip.

The following order-coded
market surveys (asterisk indi-
cates a new study) are available
through Info Export. To order, see
box at bottom of page 12.

Atlantic Herring Roe (#60CE)

Bakery Mix (#61CB)

B.C. Salmon (#64CB)

Bottled Water (#63CB)

CANADEXPORT I ISSN 0823-3330

Telephone: (613) 996-2225
Fax: (613) 992-5791
Circulation: 33,000

Editor-in-Chief:
René-Frangois Désamoré
Editor: Don Wight

Articles may be reprinted with credit to CANADEXPORT

CANADExPoRT is published twice monthly, in both English and French, by External
&fggs and International Trade Canada (EAITC), Trade Communications Division
CANADExPORT i3 available in Canada to interested exporters and business oriented
people. For subscription send your business card. For address changes and cancella-
tions, please send your mailing label. Allow four to six weeks.

Mail to : CANADExPorT (BPT), External Affairs and International Trade Canada,
125 Sussex Drive, Ottawa K1A 0G2.

Japan Market Studies

*Diagnostic Imaging and Implant
Equipment (#114CB)

Food and Beverage (#76CE)
Food Processing Equipment
(#65CB)

Food Service (#66CB)

Fruit Juice (#67CB)

Fukuoka and Kyushu (#113CB)
*Hiroshima and Chugoku
(#136CB)

Marine Sports (#70CB)

Millwork (#71CB)

Mushrooms (#89CB)

Nagoya and Tokai (#112CB)
Osaka and the Kansai (#58CB)
Ocean Industry Equipment
(#100CB)

Packaging Equipment (#69CB)
Peat Moss (#72CB)

Pet Food (#73CB)

Processed Alfalfa and Hay
(#74CB)

Processed Meat (#75CB)-
*Sapporo and Hokkaido (#135CB)
Sea Urchin (#77CB)

*Sendai and Tohoku (#137CB)
Software (#78CB)

Windows and Doors (#79CB)

For further information on
doing business in Japan, con-
tact the Japan Trade Develop-
ment Division (PNJ), External Af-
fairs and International Trade
Canada, 125 Sussex Drive, Ot-
tawa K1A 0G2. Tel: (613)-995-
1281. Fax: (613)-943-8286.

;?.’t:i:!:?.
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Trade Opportunities

Potential Business Clients Plentiful in Spain

A Barcelona-based service com-
pany, one of whose functions is the
specialized search for technologies
and products for itsclients, initially
seeks technology product brochu-
resthat best meet its clients’ needs.
The contact, (quoting the reference
number), for all clients is Jaume
Angerri, Department of Technol-
ogy Corporation, ICT, Via
Laietana, 39, 4rt, 5¢, 08003, Bar-
celona, Spain. Tel.:31988 11. Fax:
310 35 35.

Ref CIB: This company seeks
novel or development stage
products that have applications in
the market for physically dis-
abled people. Among the
products/systems being sought
are: electro-mechanical pro-
ducts for the blind (machines
incorporating Braille, domestic or
personal electronic devices); PC
peripherals, new symbol lan-
guage software thatfacilitates
communication, new ways of
transport for the physically
disabled; and artificial voice
incorporated systems (voice
alarms, industrial robots with
voice, new automatic telephone
answering devices).

Ref MEC: A manufacturer/seller
of geared valves and adapters
for instrumental installations in
the chemical and petrochemical
industries seeks: new tech-
nologies to harden austenitic
steel (8316 degrees) and
materials with better perfor-
mance that could be used to
substitute stainless steel. The
firm also seeks new or improved
valves, adapters, filters and
joints for chemical/petrochemical
installations.

Ref HIC: Engaged in the dyeing
and finishing of fabrics, this com-
pany wishes to diversify its ac-
tivities in the textile field.
Being sought are new materials/
products/ systems/ techno-
logies for the garment sector
(microfibre); ecologically ad-
vantageous chemical products

related to the textile field; and
subcontracting/collaborat-
ion agreements to help widen its
present range of technologies.

Ref VIN: This company is search-
ing for new products and tech-
nical solutions within the
thermal, acoustical and fire
resistant insulation fields.
Specifically, the firm seeks
acoustical screens for roads,
railway lines and tunnels;
products to insulate and con-
dition false floors; and fire
resistant products (not paint)
such as panels and putty.

Ref MAS: Being sought by this
company are new kinds of
paints and coatings with dif-
ferent compositions (water-based,
powder, natural solvents, and en-
vironmentally-friendly raw
materials) and with special per-
formance (fire-resistant/retar-
dant paints, rust-proofing paint,
antigraffiti paint). In general, the
firm is interested in any chemical
product (including polyethylene,
polypropylene, new plastics) re-
lated to the coating sector.

Ref LUV: Enjoying commercial
relations with all of the most im-
portant car manufacturers in the
world this manufacturer of all
kinds of automobile rubber
pipes wishes to expand its
present activities and seeks new
materials and systems that
apply to the conduction of
fluids. Being sought specifically
are: new rubber formulations
(applicable to petrol pipes); new
material (technical plastics, syn-
thetic elastomers) and solutions
(cloths to reinforce and improve
petrol pipes); adapters and
quick cornectors (to facilitate
assembly of pipes within a car);
and new fluid conduction sys-
tems (water, air, petrol, brake
fluid). This firm has two major
factories near Barcelona, has its
own development team, and can
manufacture products that are
advanced and competitive.

Ref BAR: This well-positioned
company that can adapt all its
projects to suit the Spanish
market is seeking advanced
software and multimedia staff
training tools (including busi-
ness simulators, fourth genera-
tion programming languages, and
systems that help one make
marketing, financial and human
resources management deci-
sions). Only advanced and innova-
tive tools are being sought.

Ref GAB: Selling to many
diverse industrial sectors, this
competitively positioned com-
pany which i1s engaged in iron
wire drawing wishes to expand
its range of activities. It seeks
products and systems in
which wire is an integral part
(construction, automobile, wire
display shelves); systems which
facilitate working with wire
(bobbins for use in construction);
applications for irregularly
shaped wire (triangular,
square); substitute materials
for iron wire; technologies to
treat wire. Here, wire means
the round strips of iron ranging
in widths from 0.8 mm to 1.2
cm.

Ref DYC: This dynamic enter-
prise designs and implements
lag power correction equip-
ment in electrical installa-
tions. To expand its activities,
the firm seeks new products
and systems in the following
areas: electrical network
analyzers (compact equipment
that measures all the electrical
values of a power supply
facility); electrical apparatus
(contactors, switches, automatic
circuit protection devices); fuses
(semiconductor protection
fuses); pole-mounted in-
dustrial power capacitors; and
innovativerelays. The firm also
seeks an exchange of know-
how in the power lag correction
field.

Continued on page 4 - Spain
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Spain Abounds in Potential Clients

Continued from page 3

Ref MASE: Approved by the nish for plastic pieces and The company is particularly in-
most important motorbike and primers for polypropylene. terested in new hygienic
bus manufacturers in Spain, this products/ equipment for
company manufactures and RefCOL: All kinds of products hospitals (syringes, endo-
markets a wide range of paint- for cleaning, disinfection and scopes); the food industry
ing and industrial coatings sterilization are being sought (cleaning, pollution control
(primers, clear coats, top coats). by a company which has been systems); poultry (machi-
The firm, with an important re- manufacturing, developing nery to clean eggs); and live-
search and development and marketing such items stock installations (disinfectant
division, seeks new develop- (through sole agents) since it applicators, cleaning of
ments in electrostatic var - was established in 1925. silos).

Before entering into a contrac- MEXICO — With an extensive ages. Contact David Smith,
tual agreement with a company, background in industrial Madison Systems Ltd., P.O.
readers are advised to verify the manufacturing and sales, the Box 8279, Symonds Street,
bona fides of the companies listed English-speaking owner of a com- Auckland, New Zealand. Tel.:
here. pany in Mazatlan wishes to con- (64-9) 309-3655.

tact Canadian manufacturers of
COSTARICA—The Costa Rican marine, mining and aquacul- NEW ZEALAND —Specializing
Light and Power Agency is calling ture pmduct§. Contact Lgis F in telecommunications pro-
for prequalification of com- Ramirez Gart_:la, Tauro Ingineria ject management and sys-
panies interested in carryingouta Naval, RomanitadelaPenaNo. 122, tems engineering, a New
feasibility study, viability Mazatlan, Sinaloa, Mexico. Tel.: 011 Zealand-wide consultancy firm
study and final design of a 52 (698)285150r(698) 21217. Fax: is interested in developing an
project to put electrical and 01152(698)21217. association with a similar
telecom cables underground Canadian consultancy firm,
in San Jose. Conditions for pre- NEW ZEALAND — A company particularly one that has an inter-
qualification can be obtained up with Australasia-wide connec- est in satellite technology con-
until May 28, 1992 at a cost of tions seeks a variety of com- sultancy. Contact Keith Oliver,
US$90. Contact the Canadian modities, including: product Managing Director, Teleconsul-
Embassy, Costa Rica. Telex: design and industrial control tants N.Z. Ltd., P.O. Box 74-293,
(Destination code 376) 2179 products, control valves, Auckland, New Zealand. Tel.: (64-
DOMCAN CR). Fax: (011-506) pneumatically-controlled 9)358-0445. Fax:(64-9)358-0452.
23-23-95. valving, microswitches,

proximity magnetic and UNITED ARAB EMIRATES —
INDIA — An export marketing capacity products, photo A professional trading group
firm seeks a partner/joint electric switching devices, with bases in Cyprus, India,
venture arrangement per- liquid crystal displays and Tanzania and with associate
taining to a Darwin, Australia- modules. Contact Peter Botha, companies in Iran and Jordan
based industry engaged in Email Electronics Head Office, wishes to source the following
agro-industry, forestry, and Private Bag 7, Auckland, New from Canada: commodities,
forestry products. Interested Zealand. Tel.: (64-9) 579-1155. engineering and automotive
firms or individuals may con- Fax:(64-9)579-2681. units, and consumer pro-
tact Kishore Arora, President, ducts. Contact Raj Bharara,
Global Business Associates, NEW ZEALAND — An IBM Director, Surura (MC) Ltd.,
413 Commerce House, 140 remarketing company is look- P.O.Box 1140, Fujeirah Free
Nagindas Master Road, Foun- ing for production schedul- Zone, Fujeirah, U.A.E. In Dubai,
tain, Bombay 400 023, India. ing and forecasting (PS2 Tel.:00971-4-224872; Fax: 00971-
Tel.: (22) 270000. or AS400) software pack- 4-279029.

Wi
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Lignes de crédit et protocoles

La SEE offre trois mécanismes de financement a I’exporta-
tion qu’elle peut établir avec des banques ou des institutions
financiéres a I’étranger, dont les modalités sont fixées au
préalable. Chacun d’entre eux permet aux acheteurs
étrangers de se procurer des biens et des services canadiens i
crédit et, dans chaque cas, la SEE paie directement
I’exportateur canadien au nom de I'emprunteur, une fois que
les modalités du contrat d’exportation on été respectées.

Une ligne de crédit est une forme simplifiée de
financement a I’exportation par laquelle la SEE préte de
P’argent a une banque ou a une institution financiére 4
P’étranger, qui rétrocéde les fonds nécessaires aux acheteurs
étrangers de biens ct de services canadiens, Les transactions
peuvent étre conclues rapidement, du fait que la SEE et
I’emprunteur étranger ont convenu d’avance des taux
d’intérét, des modalités de remboursement et des autres
détails pertinents.

Un protocole de crédit acheteur est une entente
conclue entre la SEE et une institution financiére a
I’étranger, par laquelle celle-ci peut garantir des préts a
I’exportation de la SEE aux acheteurs étrangers de biens et
de services canadiens. La SEE et une institution financiére a

1) Emprunteur 3) 3a7ans

I’étranger déterminent a ’avance la valeur totale des
exportations canadiennes qui peuvent étre garanties par le
protocole et s’entendent au préalable sur la marche que doit
suivre I’établissement financier & 1’étranger pour garantir
des transactions individuelles.

Un protocole de crédit foumisseur est un troisiéme
type d’accord global conclu entre la SEE et une institution
financiére & I’étranger, qui permet  cette demiére de
garantir les billets 4 ordre (reconnaissance de dette) émis
par ’acheteur étranger a I’exportateur canadien en guise de
paiement. La SEE achéte ensuite les billets 4 ordre de
I’exportateur canadien.

Actuellement, la SEE compte 45 lignes de crédit et
protocoles permettant aux acheteurs de 21 pays d’avoir
acces facilement a du financement 3 I’exportation. De plus,
la SEE offre d’autres types de préts a des acheteurs de
plusieurs pays qui ne figurent pas sur la liste ci-dessous.

Si vous avez besoin de plus amples renseignements sur
la fagon dont le financement a I’exportation de la SEE peut
vous aider & conclure une transaction a I’étranger,
communiquez avec le bureau régional le plus proche .

1) CORPORACION NACIONAL DEL COBRE 1) Instituto de Fomento Industrial
2) 150000008 US

2) 10000000SUS

3) 3a8ans
2) Montant disponible au 31 décembre 1991 4) Cesar Lillo, directeur, Dette 4) Ricardo Rodriguez Beltran
3) Modalités de remboursement Tél.:  56-2-690-3613 Tél.:  57-1-283-8673
4) Interlocuteur des acheteurs auprés de Télex: 240672/3 Telex: 044-642
Pemprunteur Télécopieur:  56-2-690-3669 Télécopieur:  57-1-283-8553
5) Représentants de ’emprunteur en Amérique
du Nord COLOMBIE MEXIQUE

vy

QUE ETAVERIQUE/DUISUDY

X

3) 3a8ans

1) Banco Cafetcro
2) 5000 0008 US

1) Banca Serfin, S.N.C.
2) 20000000S US
3) jusqu'a 8,5 ans

Interlocuteur de la SEE : Junc Domokos. directrice

BOLIVIE, COLOMBIE,
EQUATEUR, VENEZUELA

1) Corporacién Andina de Fomcnto
2) 20000000S US
3) 3a8ans
4) Efrain Cazar, dirccteur, Financement
Caracas, Venczuela
Tél.:  58-2-285-5555
Télex: 27418 CAFVF
Télécopicur:  58-2-284-5754

CHILI

1) Banco O’Higgins

2) 15000000 S US

3) 2a8ans

4) Alejandro Young Downcy, directeur adjoint
Affaires étrangéres
Tél.:  56-2-698-8424
Télex: 340306 Baohrm Ck.
Télécopicur:  56-2-671-7152

4) Rail Gonzalez Torres
Directeur, Succursales a I'étranger
Tél.:  57-1-282-7742
Télex: 44460 BNCACO
Télécopieur:  57-1-283-5207

1) Banco Unién Colombiano

2) 30000008 US

3) 3a7ans

4) Emest Field, président
Tél.:  57-1-210-3408
Télex: 42050 RYBACO
Télécopieur:  57-1-211-4683

1) Ecopetrol
2) 100000008 US
3) 3a8ans ¢
4) Pedro Marquez
Directeur, Achats
Tél.:  57-1-288-3556
Telex: 44361
Télécopieur:  57-1-288-6440

4) Oscar Adad Rosas, vice-président
Affaires internationales
Tél.:  525-512-9000
Télécopieur:  525-512-1173
5) Ramon Diez-Canedo, Représentant
Tél.:  416-360-8900

1) Banco del Atlantico, SN.C.

2) 10000 000S US

3) jusqu'a 8,5ans

4) Jorge Pulido Fregoso, vice-président
Tél.:  525-544-5460
Télécopieur:  525-544-5283

1) Banco Internacional, S.N.C.

2) 10000000S US

3) jusqu’a8,Sans

4) Jorge A. Salinas Nilson, vice-président
Commerce extérieur
Tél.:  525-566-2800/1636
Télécopieur:  525-535-7705

Affaires extérieures et Commerce extérieur Canada (AECEC)
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4)
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2)
3)
4)

1)

3
4

1)
2)
3)
4

)
2)
3
4

Banco Nacional de Comercio Exterior, S.N.C.
40000 000 S US

jusqu’a 8,5 ans

Rosa Maria Solis, vice-présidente

Affaires bancaires internationales

Tél:  525-652-9529

Télécopieur:  525-652-7313

Banco Nacional de México, S.N.C.
20000000 S US

jusqu’a 8,5 ans

Alfredo Soto, premier vice-président
Financement des importations

Teél.:  525-720-6021
Télécopieur:  525-510-4271
Karin Ruggeberg, représentante
Tél.:  416-368-1399
Télécopieur:  416-367-2543

Baneo Nacional de Obras y Servicios Piblicos,
S.N.C. (BANOBRAS)

20000000 S US

Jusqu’a 8,5 ans

C.P. Gilberto Martinez Montes

Directeur intérimaire, Financement

Tél.:  525-583-1403

Télécopieur:  525-583-9791

Bancomer, S.N.C.

10 000 000 S US

jusqu'a 8,5 ans

Magda Mesegué, directrice adjointe
Promotion commereiale

Tél. : 212-759-7600

Télécopieur:  212-888-4355/832-8459

Comisién Federal de Electricidad (CFE)
30000 000S US

jusqu'a 8,5 ans

Alberto Castelazo, directeur général, Finances
Tél.:  525-553-6448

Télécopieur:  525-553-6538

Multibanco Comermex

10000000 S US

jusqu’a 8,5 ans

Esperanza Roch Soto, vice-présidente
Opérations bancaires a I"étranger
Tel.:  525-395-5609

Télécopieur:  525-207-5264

Nacional Financiera, S.N.C.

30000000 $ US

jusqu’a 8,5 ans

José Luis Orencio, directeur, Financement
bilatéral

TéL:  525-325-7022

Télécopieur:  525-550-2557

Petréleos Mexicanos

20 000000 $ US

jusqu’a 8,5 ans

Eduardo Ito, Finances internationales
Tél.:  525-254-1896
Télécopieur:  525-531-4955

1) Petrdleos Mexicanos

2) 500 000000 $ US

3) jusqu’a 10 ans

4) Eduardo lto, Finances intemationales
Tél.:  525-254-1896
Télécopieur:  525-531-4955

VENEZUELA

1) Banco Provincial S.A.L.C.A.

2) 10000000$ US

3) 2a8ans

4) Arturo Ganteaume, vice-président
Affaires internationales
Tél.:  582-574-3922/9622
Télécopieur:  582-574-1965

Interlocuteur de la SEE : Jim Brockbank, directeur

BARBADE

1) Barbados National Bank

2) 50000008 US

3) jusqu'a 8,5ans

4) Lauretta Matthews, directrice générale
Affaires bancaires
Tél.:  809-427-5920
Télécopieur:  809-326-5048

1) Barbados Telephone Company Limited
2) 50500008 US
3) jusqu'i 8,5 ans
4) K.C. Went, contrdleur intérimaire
Tél.:  809-429-5050
Télécopicur:  809-436-5036

TRINITE-ET-TOBAGO

1) Central Bank of Trinidad and Tobago
2) 15000 000S US
3) 3a85ans
4) Nigel Chrichton, agent des opérations
Investissements et Changes
Tél.:  809-625-4835
Télécopieur :

809-627-4696

Interlocuteur de la SEE : David Hylton. directeur

BELGIQUE

1) Générale de Banque
2) 10000 000S CAN
3) 4,6,80u 10ans
4) Paul Jacques, directeur
Division du Commerce intcmnational

DANEMARK

1) Den Danske Bank
2) 100000008 US

3) 2,3o0uSans

4) Stig Moeller Nielsen

Financement des importations et des exportations
Centre de financement du commerce extéricur
Copenhagen Handelsbank, A/S

Tél: - 45-1-12-86-00

Télex: 12186ECOCO DK

Télécopieur:  45-1-12-63-93

HONGRIE

)]
2)
3)
4

5)

Banque Magyar Nemzeti

15000 000 S CAN

jusqu'a 8,5ans

Laszl6 Urban, premier directeur général adjoint
AfTaires bancaires intemationales
Tél.:  36-1-153-3535

Télex: 225755

Télécopicur:  36-1-153-1058
National Bank of Hungary

Tél:  212-969-9270

Télex: 238180

ITALIE

Banca Nazionale Del Lavoro
10 000 000 S US

2,3ouSans

Vincenzo Sentuti

Tél.:  06-4702-7562
Télex: 680549 BNLFIN |
W.A. Galbraith
Vice-président, Affaires bancaires intemalionales
Tél.:  416-365-7777
Télex: 06218880
Télécopicur:  416-365-0849

NORVEGE

)
2)
3)
4

Den norske Bank

10 000 000 S CAN

jusqu'd S ans

Arild Svensson, directeur général adjoint
Service des Affaires intenationales
Tél.:  47-2-48-16-56

Télex: 78175 DNCN

PORTUGAL

)]
2)
3)
2

5)

Banco Portugués do Atlintlco

4703000 S US

2,3,50u7ans

Maria Hclena Allen Valenoa, directrice régionale
Relations avec les Amériques

Tél.:  351-1-3461321/325036

Télex: 16559 BPA LXP/42944 ILBANK P
Télécopieur:  351-1-321307/3475315
Alfonso Finocchigro, dircctcur général régional
Tél:  212-306-7800

Télex: ITT 428339

Télécopicur:  212-766-8047

Affaires extérieures et Commerce extérieur Canada (AECEC)
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ROYAUME-UNI

1) Banque de Montréal

2) 100000008 US

3) 3ou5ans

4) Soren Christensen, premier vice-président
Tél.:  44-1-236-3225
Télex: 021-622735
Télécopieur:  44-1-236-7041

5) Peter Wren, directeur principal
Développement des produits et Marketing
Financement du commerce extérieur
Tél.: 416-867-5584

TCHECOSLOVAQUIE

1) Ceskoslovenska Obchodni Banka, A.S.
2) 25000000 $ CAN
3) jusqu'a 8,5 ans
4) Jaroslava Sindelarova, directrice régionale
Tél.:  42-2-232-2981
Télex: 122489
Fax:  42-2-232-3892

Interlocuteur de la SEE : Didier Delahousse, directeur

ALGERIE

1) Banque Algérienne de Développement
2) 253 000 000 S CAN

3) 10ans

4) M. Kebir, dirccteur, Financement extérieur

1) Banque Algérienne de Développement
2) 30390008 US

3) 325ans

4) M. Kebir, dirccteur, Financement extéricur

ISRAEL

1) Banque Hapoalim B.M.

2) 91680008 US

3) 3,50u7ans

4) Tovi Shpayer, vice-présidente
Commerce extéricur

Tél.:  03-5673416

Yehoshua Flam, représentant au Canada
Tel.:  514-935-1128

Télex: 5267448

5

~

1) Banque Leumi Le-1sracl B.M,

2) 100000008 US

3) 3,50u7ans

4) Miriam Salzman, directrice adjointe

Tél.:  03-5148630

Menachem Inbar, président-directeur général
Teél.:  416-789-3392

Télex: 06-218582

Télécopieur:  416-785-9398

5

~

1) United Mizrahi Bank Limited

2) 100000008 US

3) 3,50u7ans

4) Ephraim Eisenmann, directeur adjoint
Tél.:  03-611218

5) Shmuel Messenberg
Premier vice-président i la direction
UMB Bank & Trust Co.
Tél.:  212-541-8070

TUNISIE

1) République tunisienne, Ministére du Plan
2) 371230008 US
3) jusqu’a 10ans
4) Abdelhamid Bouhaouala, difecteur
Coopération internationale
Ministére du Plan, Place de la Monnaie

Interlocuteur de la SEE : Tom Macdonald, directeur

CHINE (REPUBLIQUE POPULAIRE DE)

1) Banque de Chine
2) jusqu’a 1 500 000 000 $ CAN ou I’équivalent

en dollars améri