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(3reeces environment

typically reflect minimum requirements

A stipulated by the EU. The total market
has left a few damaged regions

in the midst of Greece’s pristine

for environmental equipment is esti-
mated at US$260 million (1998) of
expanses. While popular support which almost 60% is imported.
exists for environmental issues, in
practical terms Greece continues to
lag behind some of its fellow European
Union (EU) member states in environ-
mental protection. Current controls

lack of environmental controls

Overview
Greece produces close to 5.5 million
tons of solid waste each year. Legisla-

tion governing waste treatment and
Continued on page 9 - Greece'’s

First Team
Canada
missionto
Europe

(See story on page 3)

Photo: Nathan Liss

Team Canada Business Networking Luncheon at the State
Pushkin Museum in Moscow.

20~year contract for postal transformation
Canada Post deliversin Netherlands Antilles

Canada Post International Ltd. (CPIL) The country’s five islands of Curacao,
(www.canadapost.ca), Canada Post’s  Bonaire, Saba, St. Eustatius and St.

international postal Maarten cover
consulting arm, has about 960 square
signed a 20-year conces- kilometres in the
sion contract to provide b southern Caribbean
postal and post banking from e B P Y Sea.CPIL will help

services in the Netherlands Antilles (NA). Continued on page 2 - Canada
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Bureau. For information about articles on this page, fax (613) 944-9119 or e-mail commerce@dfait-maeci.gc.ca

T he U.S.Connection is produced in co-operation with the U.S. Business Development Division of DFAIT’s North America

For all other export enqumes, call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.
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ew Brunswick’s IT companies
N have been participating in the

OnLine Learning Conference
and Exposition (www.lakewood
conferences.com) since 1999,and at the
latest show, held in Los Angeles, Octo-
ber 1-3,2001, the province’s coordinated
trade promotion was better than ever.

The National Research Council of
Canada and thirteen e-learning com-
panies from New Brunswick exhibited
in the province’s 1,200-square foot

pavilion and three more companies 5

pavilion, strategically Iocated near he
main entrance, confirmed New Bruns-
wick’s global reputation asa power-
house of “total solutions”in e-learning.

Led by senior officials of Business
New Brunswick (a provincial govern-
ment department), the L.A. mission
was organized by the province, in
cooperation with Industry Canada’s
International Trade Centre in Moncton,
with the support of DFAIT through
the Canadian Consulate General in
Los Angeles.

E-learning leader
Education is one of the world's largest

New Brunsvvlck

master of OnLine

industries, but rapid change and glob-
alization in the industry have madg it

growing sector inthe i
phenomenon |tself ¢

'hése companles predict up to 50%

growth in the coming year. Exports
from 71% of them represent 95% of
all revenues in the e-learning sector,
and have earned New Brunswick the
distinction of being the region deliv-
ering more courses on-line per capita
than anywhere else in the world!

Positive feedback

With over 5,000 participants, the 2001
OnLine Learning Conference and
Expo offered real opportunities for
New Brunswick companies to pro-
mote their capabilities. Despite this
year's lower attendance following the
September 11 tragedy, participants
believed the quality of the show was

even greater, noting that buyers were
more knowledgeable about online
products and services and more
prepared to buy.

According to Frangoise Roy, Market-
ing Director for THEORIX (www.
theorix.com),a Moncton-based com-
pany that specializes in distance
learning: “We generated 100 leads

redericton-based Content
ive (www.contentalive.com), spe-
sialists in custom e-learning solutions,

" the L.A.mission led to 10 solid leads.

According to Susan Bates, a sales
analyst with Content Alive: “Even
though the attendance at OnLine
Learning was drastically reduced, it was
an excellent opportunity to connect
with other New Brunswick companies
and explore possible partnerships.”

Partnering is not a new concept in
New Brunswick. In fact, partnerships
involving New Brunswick companies
are internationally recognized as
being the “Best-of-Breed” when it
comes to designing and developing
learning technologies and tools.

A good example is Fredericton-
based LearnStream (www.learnstream.
com),another L.A. mission participant,
which specializes in custom course-
ware design for Fortune 500 compa-
nies, system integrators, training
publishers, governments, military and
large international organizations.

Pat Sullivan, Vice-President of
Strategic Relationships at LearnStream,
noted,”The Online Learning event is
a great networking opportunity and

Con tinued on pa]e 7 OnLInL‘

Check the Business Section of the Canada-U.S. Relations Web slte at www.can-am.gc.ca.... for valuable
information on doing business in and with the United States.

EXPORT SALE

Department of Defense (U.S. DoD)

named Lockheed Martin as the
Joint Strike Fighter (JSF) prime contrac-
tor.JSF is a $200 billion U.S.-led program
to develop the next generation of tech-
nologically superior and affordable
combat aircraft to meet the requirements
of the U.S. Air Force, Navy and Marine
Corps. As the largest acquisition pro-
gramin U.S.DoD history, JSF sets new
standards in the development of manu-
facturing technologies, acquisition and
business practices, and export licensing.

I n October 2001, the United States

As Canada'’s international contracting
agency, the Canadian Commercial
Corporation (CCC) is well positioned
to support Canadian exporters, partic-
ularly small and medium-sized
exporters (SMEs), on potential Joint
Strike Fighter (JSF) subcontracts.

Canada’s Department of National
Defence (DND) and its counterpart,
the U.S.DoD, signed a memorandum
of understanding (MOU) on February 7,
2002, which formalizes Canada’s par-
ticipation in the JSF system develop-
ment and demonstration phase and
included mention of CCCas a service
provider in this phase of JSF.

“This is an important agreement
for both the Department of National
Defence and Canadian industry. This
project will enhance interoperability
with U.S.and other allied forces, and
will provide opportunities for Cana-
dian industry to participate in this
cuttmg edge aerospace pro;ect sald

ES AND

Alan Williams, DND's Assistant Deputy
Minister for Materiel.

CCCvalue

As custodian of the Canada-United
States Defense Production Sharing
Arrangement (DPSA), CCC has exten-
sive knowledge in the handling of

CONTRACT

ING

“For almost five decades, CCC has
facilitated access to the U.S.Depart-
ment of Defense for Canadian compa-
nies.The Corporation’s participation
in the largest DoD program clearly
demonstrates our ongoing.commit-
ment to maintain access to this market,”

((Ccan help you strike a deal with JSf
Tapinto largest U.S.Defense

acquisition|

U.S.DoD contracts, CCC officers will
use this expertise to provide such ser-
vices as assistance with bid prepara-
tion, sales negotiation and contract
management to qualified exporters
interested in participating in the JSF
program.

CCC’s participation in contractual
transactions guarantees contractual
performance to the buyers, enhanc-
ing the credibility and attractiveness
of Canadian companies, thus opening
the opportunity for consideration by
the prime contractor, Lockheed Martin.
CCC’s contracting expertise will help
exporters determine if they are quali-
fied to meet both the military and
commercial components of any
requirements. Those companies that
are qualified will benefit from having
CCC at the table from the negotiation
stage through tothe contract closure

Onllne Learnlng Continued from page 6

we truly enjoy raising awareness about
New Brunswick'’s IT industry.”

Final notes

Preliminary feedback from participants
suggests that the conference contri-
buted to $5-7 million in potential sales
and a possible 45-75 new jobs in New
Brunswick.

Next year’s event will be held in
Anaheim, California, and New
Brunswick has already contracted to
set up a pavilion in a prime location —
right next to Smart Force, the world’s
largest provider of e-learning!

A report featuring the fourteen
exhibitors at this year’s New Brunswick
pavilion is now available.

For more information, contact
Victor Landry, International Trade
Centre, Moncton, tel.: (506) 851-6421,
fax: (506) 851-6429, e-mail: landry.
victor@ic.gc.ca or Stephen Kelly,
Business New Brunswick, tel.: (506)
444-5265, fax: (506) 453-3783, e-mail:
steve.kelly@gnb.ca #

(For the unabridged version, see www.
infoexport.gc.ca/canadexport and click
on “The U.S. Connection”)

Dogram

said CCC’s Director of U.S.Business,
Colonel (Ret) Robert Ryan.

In addition to using its experience
with the U.S.DoD to help exporters
secure subcontracting opportunities,
CCC also posts pertinent information
about the JSF and other related busi-
ness opportunities on its Web site at
www.ccc.ca

For more information, contact
Ron Linton, Senior Business Develop-
ment Officer, CCC, tel.:(613) 995-0140,
e-mail:ron.linton@ccc.ca Web site:
WWW.ccc.ca ¥

SHAPING TRADE z{@
SOLUTIONS FOR
' OUR EXPORTERS  gmmese

The Canadian Commercial Corporation (CCC)
is an export sales agency of the Government
of Canada providing special access to the
U.S.defence and aerospace markets and spe-
cializing in sales to foreign governments.

Canadian exporters can gain greater access
to government and other markets, as well as
a competitive advantage, through CCC's con-
tracting expertise and unique government-
backed guarantee of contract performance.

CCC can facilitate export sales that often
result in the waiving of performance bonds,
advanced payment arrangements and gen-
erally better project terms.

When requested, CCC acts as prime contrac-
tor for government-to-government transac-
tions and provides access to preshipment

| export financing from commercial sources.

For more information, contact CCC, tel:(613)
996-0034, toll-free in Canada: (800) 748-8191,
fax: (613) 947-3903, Web site: www.ccc.ca
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BUILDING MATERIALS, CONSTRUCTION

AND FOREST INDUSTRIES

» ESTONIA

The construction industry is an important branch of the
economy, contributing about 5.7% of GDP.Construction
ranks sixth as an economic activity (US$523.6 million in
2000, of which almost 50% is attributed to renovation/
reconstruction). Over 2,900 enterprises are involved in the
sector, with several large companies leading the market
(MERKO, FKSM, EMV, Lemmink'inen Eesti and Skanska Ehitus).
Major construction projects have reached undeveloped areas
outside the capital. Building materials (lime, dolomite, gravel
and clay,and moulding sands) are produced locally.

Opportunities: The market is attractive because a skilled,
low-cost labour force and a well-developed transportation
and communications infrastructure contribute to rapid
development.There are niche opportunities in interior
finishing products, tapes for finishing, flooring materials,
ventilation and heating systems, new materials and
technologies that are still not common in the market such
as indoor and outdoor swimming pool technologies, and
light-metal construction technologies. Canadian products
are price- and quality-competitive (because of similar
climatic conditions), and Estonia is a gateway to the East
and to North European markets.

Estonfa s wood-processing industries underwent a rapid

ring process in the early 1990s.Today, the forest and
andu,stnes,t cluding primary wood processing,
ufacturing, and pulp and paper production,

are the third-largest industrial sector with 14.3% of total
industrial output. Furniture production in 2000 grew by
13.2% compared to 1999. Foreign investments have played
a vital role in restructuring the Estonian wood-processing
industry. An abundant supply of raw materials and a strong
local industrial base offer excellent investment opportuni-
ties in all subsectors of this industry.The increased capacity
in primary processing sectors provides new opportunities
for the development of companies in the secondary
processing sector.

The construction joinery and prefabricated building
subsector is one of the fastest-growing segments within
manufacturing. Recent developments in the sawmilling
industry and an increase in drying facilities have created a
good base for future development of the sector. With exports
tripling in recent years, 60% of production is currently
exported—mainly to Germany, the United Kingdom

and Scandinavia.

OTHER INFORMATION SOURCES:

Building Portal in Estonia: www.buildingestonia.com

Estonian Association of Construction Entrepreneurs:
www.hot.ee/eeel

Estonian Association of Farest Industries: www.emtl.ee

|deal Home Trade Show (May), EstBuild Trade Show (April),
Wood and Furniture Trade Show (October): www.fair.ee

Emm—

» LATVIA

suppliers has been established.The produc‘ )
bulldmg matenals is largely confined to ce

up to 80% of all building materials besng lmported mostly
from Europe.

Opportunities: There are tremendous market opportunities
in building renovation and restoration—with the completion
of privatization in the housing sector, there is a significant
demand from homeowners to improve the quality of their
homes, giving a boost to the renovation market—and insula-
tion of blocks of flats. The most dynamic growth has been
observed in the import of roofing, floor and wall coverings,
interior and exterior finishing products,and HVAC systems.
Capital projects related to refurbishing transportation and
utilities infrastructure provide other opportunities for engi- V
neering services and technologies. Some major competitors
are Paroc, Isover, Velux, Bosch, Danfoss, Rannilla, Uponor,
Knauf and Sadolin.

OTHER INFORMATION SOURCES:
Association of Latvian Construction, Building and Design Enterprises,
E-mail: Iba@latnet.lv

Building Materials Certification Centre:
http://home.delfi.lv/bbanc (Latvian only)
Building Portal in Latvia: www.building.lv (Latvian only)

Maja Trade Show (March and October)

» LITHUANIA

This is one of the most developed sectors in Lithuania, with
approximately 12,000 companies employing 7% of the labour
force. About 20% of total construction work is performed
outside Lithuania (in Russia, Belarus and Ukraine). Construction
companies use modern technologies, high-quality materials
and a skilled labour force. Reconstruction, repair and renovation
represent two thirds of total activity, while new construction
represents one third.

. Finlahd

Russia

products, gypsum;bricksg; ply
fbreboard windows and doo

market are competition (especially from prod"u
Poland and the Czech Republic) and comparatively |
purchasing power. A suggested strategy for penetrat
market is to use a local distributor. :

OTHER INFORMATION SOURCES:

Resta Trade Show (March), Statyba Trade Show (October):
www.litexpo.lt

Lithuanian Builders Association, E-mail: Isa@post.omnitel.net

Lithuanian Association of Construction Industry,
E-mail: scancem@post.omnitel.net

Certification Centre of Building Products:
www.spsc.lt

As of April 1,2002, a market study will be available at:
www.infoexport.gc.ca S
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IBOC:Trade leads

THAILAND — Aluminum Ingot —
The Metropolitan Electricity Authority
(MEA) (www.mea.or.th/english)
invites bids (bid no. MP5-8934-WBX)
for the supply of aluminum ingots.
Cost of application: US$30.00. Closing
date: May 3, 2002. For bid documents,
contact the Foreign Procurement
Division of MEA.For more informa-
tion, contact Pradit Suveeranont,
Director, Metropolitan Electricity
Authority (MEA), Purchases and Stores
Department, 121 Chakpetch Road,
Bangkok 10200, Thailand, tel.: (011-
66-2) 221-2841,fax: (011-66-2) 224-
2468, e-mail: suporn@mea.or.th Also
contact Praphimphan Dumrisomkul,
Commercial Assistant, Canadian
Embassy, Bangkok, fax: (011-66-2)
636-0568, e-mail: praphimphan.
dumrisomkul@dfait-maeci.gc.ca
quoting case no.020204-00493.
(Notice received from the Canadian
Embassy in Bangkok.)

THAILAND — Mae Hong Son Photo-
voltaic Power Generation Project —
The Electricity Generating Authority
of Thailand (EGAT) invites bids (bid
no. EGAT 1/2545-MHS-PV) for the con-
struction of the Mae Hong Son photo-
voltaic power generation station,
including the supply of materials and
equipment. Cost of bid documents
(available until April 25,2002): US$67.00.
Closing date: May 8,2002. For more
information, contact Wuttichai
Tepparope, Chief, Foreign Procurement
Department, Electricity Generating
Authority of Thailand, Room No.503,
Building T 083, Bang Kruai, Nonthaburi
11130, Thailand, tel.: (011-66-2) 436-
4382,436-1382,fax: (011-66-2) 433-
6317,433-5523. Also contact Niparat
Pornruangsap, Commercial Assistant,
Canadian Embassy, Bangkok, fax:
(011-66-2) 636-0568, e-mail: niparat.
pornruangsap@dfait-maeci.gc.ca
quoting case no.020212-00642.

BUSINESS OPPORTUNITIES

IBOC

Opportunities Centre ¥

International Business
Opportunities Centre

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

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

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

(Notice received from the Canadian
Embassy in Bangkok.) %

IBOC opportunities: www.iboc.gc.ca

Greece,s enViron ment — Continued from page 9

vacation destinations often need help
coping with the surge in waste caused
by the influx of tourists each summer.
Over the past decade, fires have
destroyed thousands of acres of forest
and farmland each year, creating
long-term implications for the envi-
ronment. Reforestation programs
have been launched to reverse this
environmental damage.

Government initiatives

The Greek government is using a num-

ber of strategies to reduce pollution.

* In large urban areas, automobile
traffic in city centres is rationed,
environment-friendly buses are
being phased in, and, in Athens, a
metro system is now in use.

¢+ Athens is building a state-of-the-art
recycling plant, a tire recycling facil-
ity and a medical waste incinerator.
To support sustainable develop-

ment, a national land registry is
being compiled and zoning by-laws
have been introduced.

« Home-owners are now encouraged
to switch to more environment-
friendly heating sources, and nat-
ural gas distribution networks are
being developed in large cities.

Opportunities

Potential opportunities for Canadian
companies include scalable desalina-
tion and renewable energy systems
for the Greek islands and other remote
areas, systems for controlling industrial
pollution and waste, fire prevention
and natural resources management
systems and reforestation tools. An
estimated two million visitors to the
2004 summer Olympics in Athens will
also create an urgent requirement for
temporary, environment-friendly urban
collection and disposal systems.

Canadian firms should concentrate
on niche high-technology opportunities
that can be conducted in partnership
with EU or local companies.Working
with a local partner is essential.

Market access considerations

Red tape is one of the main foes of
the environment in Greece. Approval
procedures are complex, licencing fees
are high and decisions on environmen-
tal matters are often complicated by
overlapping areas of responsibility
between government agencies.

Germany, Italy, Denmark, the
Netherlands and the U.S.are major
players in this sector, with success
often hinging on the ability to offer
attractive financing.

For more information, contact
Marianna Saropoulos, Commercial
Officer, Canadian Embassy, Athens,
tel.: (011-30-10) 727-3351, fax: (011-
30-10) 727-3460, e-mail: marianna.
saropoulos@dfait-maeci.gc.ca Web
site: www.infoexport.gc.ca/gr %

Last chanceto apply

2002 (anada
Export Awards

and International Trade estab-

lished the Canada Export
Awards in 1983 to highlight the
hard work and accomplish-
ments of Canadian exporters.
Finalists and winners of the
awards are honoured ata
special presentation ceremony
attended by over 400 Canadian
businesspeople and exporters, and are
recognized across the country for their
outstanding achievement as Canadian
export champions.

T he Department of Foreign Affairs

TRADE NEWS/SEMINARS

Eligible companies must be based in
Canada and have actively exported
for at least three years. Applica-
tions for the Canada Export
Awards are reviewed by a
selection committee com-
prising Canadian business
and industry leaders. In
selecting the finalists and
the winners, the committee is
guided by, but not limited to, the fol-
lowing criteria:
* significant increases in export sales
over the past three fiscal years;

Business Ihiegrity Workshops: Managing
the New Global Reality |

ACROSS CANADA — April 12-May24,
2002 — Export Development Canada
(EDC) (www.edc.ca) is a lead sponsor
of this series of cross-Canada work-
shops presented by the Canadian
Chamber of Commerce and the
Canadian Manufacturers and

Exporters.

These workshops are designed
to explain the risks and obligations
involved in conducting international
business. Topics include the effective

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

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

use of international guidelines to
provide standards for international
business, navigating issues of
bribery and corruption, doing
business in conflict zones or other
challenging environments, and
EDC's new environmental review
directive.

Workshop locations and dates:

OTTAWA — April 12,2002
MONTREAL — May 16,2002
TORONTO — May 22,2002
CALGARY — May 23,2002
VANCOUVER — May 24,2002

For more information, call toll
free (866) 775-1816 or register on-
line at www.dameco.com/business-
integrity/ or contact F.Daniela
Pizzuto, Communications Advisor,
EDC, tel.: (613) 598-6829, e-mail:
dpizzuto@edc.ca #

* success in introducing new products
and services into world markets;

* success in breaking into new
markets.

For further information or to
obtain an application form, consult
the Canada Export Awards Web site
www.infoexport.gc.ca/awards-prix

We encourage companies to
submit their applications by e-mail.
For those who do not have access
to the Internet, contact Lucille
Latrémouille-Dyet, Canada Export
Awards Officer, DFAIT, tel.: (613) 944-
2395, The deadline for applications
is March 31,2002, w#

Cairo move

Effective February 18,2002, the
Canadian Embassy in Cairo, Egypt,
has relocated to a new chancery:

26 Kamel El Shenawy St., Garden City,
Cairo, Egypt, tel.: (011-20-2) 794-3110,
fax:(011-20-2) 794-7659, e-mail:
cairo-td@dfait-maeci.gc.ca Web
site: www.infoexport.gc.ca/eg #

= e e )

THE CANADIAN i
TRADE COMMISSIONER
s

ERVICE

Showcase your
business abroad!

Over 30,000 companies are
registered members of WIN. Are you?
WIN is a commercially confidential
database of Canadian exporters and
their capabilities. WIN is used by
trade commissioners in Canada and
abroad to help members to succeed
in international markets. To become
a registered member of WIN,

call 1-888-811-1119. Or go to
www.infoexport.gc.ca and
register on line.

o
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TRADE FAIRS/CONFERENCES

Upcoming trade shows and conferences

— Continued from page 15
Mission-CSBA Day. For more info:
www.csba.a.se

TEHRAN, IRAN — May 19-22,2002 —
Iran Agrofood 2002, For more info:
www.fairtrade-messe.de or contact
Ali Mir, Canadian Embassy, Tehran,
ali.mir@dfait-maeci.gc.ca

TEL AVIV, ISRAEL — May 20-22,2002 —
DIY 2002. For more info: Leora Elkies,
Israel Trade Fairs and Convention
Centre, leora@fairs.co.il www.israel-
trade-fairs.com/2000 or Suzanne
Szukits, Canadian Embassy, Tel Aviv,
suzanne.szukits@dfait-maeci.gc.ca
www.dfait-maeci.gc.ca/telaviv

LONDON, U.K.— May 21-23,2002 —
London International Wine Trade
Fair. For more info: lan Thomson,
Canadian High Commission, London,
ian.thomson@dfait-maeci.gc.ca

MONTREAL, QUEBEC — May 23-25,
2002 — The Montreal International
Interior Design Show (SIDIM).

For more info: Hélene Guinois,
h.guinois@sidim.com

BRUNEI DARUSSALAM — May 27-30,
2002 — GASEX 2002, the 7th Gas
Information Exchange Conference and
Exhibition. For more info: Mew Yee
Yap, Canadian High Commission, Brunei
Darussalam, mewyee.yap@dfait-
maeci.gc.ca or www.gasex2002.com
To register: michael@bruneibay.net

SYDNEY, AUSTRALIA — May 28-30,
2002 — CeBIT Australia. For more
info: Robert Grison, Canadian Export
Development Inc., (613) 825-9916,
or cced@sympatico.ca

MELBOURNE, AUSTRALIA — June 2-5,
2002 — Designbuild. For more info:
designbuild@ausexhibit.com.au or
www.designbuildexpo.com.au or
Kevin Skauge, Canadian Consulate
General, Sydney, kevin.skauge@dfait-
maeci.gc.ca

TORONTO, ONTARIO — June 8-12,
2002 — BIO 2002. For more info:
www.bio2002.org or Yvonne
Gruenthaler, DFAIT, yvonne.gruenthaler
@dfait-maeci.gc.ca

BIRMINGHAM, U.K. — June 9-11,
2002 — The European Ethnic Food
Show. For more info: lan Thomson,
Canadian High Commission, London,
ian.thomson@dfait-maeci.gc.ca

TEHRAN, IRAN — June 10-14,
2002 — IranConMin. For more info:
www.imag.de or teran-td@dfait-
maeci.gc.ca

HONG KONG — June 11-14,2002 —
Asian Elenex 2002, the 10th Asian
International Electrical, Electronic
Engineering, Lighting Technology,
Ventilation and Heating, and Refri-
geration Show, and Asian Securitex
2002, the 7th Asian International
Security, Safety and Fire Protection
Show and Conference. For more info:
info@unilinkfairs.com or www.
unilinkfairs.com or (613) 549-0404 or
Eunice Wong, Canadian Consulate
General, Hong Kong, eunice.wong@
dfait-maeci.gc.ca

ALGIERS, ALGERIA — June 13-24,
2002 — The 35th Algiers Inter-
national Fair (FIA). For more info:
www.safex.com.dz or the Canadian
Embassy, Algiers, alger-td@dfait-
maeci.gc.ca

CAIRO,EGYPT — June 17-19,2002 —
Healthcare Middle East 2002
Exhibition and Conference and
Beauty and Fitness 2002 Exhibition.
For more info: info@trade-links.org
or www.trade-links.org or Magdy
Ghazal, Canadian Embassy, Cairo,
magdy.ghazal@dfait-maeci.gc.ca

FARMVILLE, VIRGINIA — June 22-23,
2002 — The 2002 Arts Business Insti-
tute. For more info: www.american
craft.com or (410) 889-2933 ext.224.

SANA'A,YEMEN — June 24-25,2002 —
International Oil and Gas Conference.
For more info: www.ibcgulf.com/
yemen or contact Imad Arafat,
Canadian Embassy, Riyadh, imad.
arafat@dfait-maeci.gc.ca

SHANGHAI, CHINA — June 27-30,
2002 — ELE/EXPO COMM SHANG-
HAI 2002. For more info: Murray King,
Canadian Consulate General, Shanghai,
murray.king@dfait-maeci.gc.ca

ALGIERS, ALGERIA — September 23-
26,2002 — Alger Telecomp 2002. For
more info: www.fairtrade-messe.de/
uk/ or Rachid Benhacine, Canadian
Embassy, Algiers, rachid.benhacine@
dfait-maeci.gc.ca

DUBAI, U.A.E. — October 13-17,2002 —
GITEX 2002. For more info:
www.gitex.com/gitex2002.html or
contact jillian.shaw@dwtc.com or
Fouad Soueid, Canadian Consulate,
Dubai,fouad.soueid@dfait-maeci.gc.ca

TEHRAN, IRAN — October 20-23,
2002 — Iran Telecom 2002. For more
info: www.fairtrade-messe.de or
contact Ali Mir, Canadian Embassy,
Tehran, ali.mir@dfait-maeci.gc.ca

TEL AVIV, ISRAEL — October 21-24,
2002 — Timber. For more info: www.
stier.co.il/SG_ENG/timber/main_tim.
htm or expo@stier.co.ilexpo@stier.co.
il or contact Suzanne Szukits, Canadian
Embassy, Tel Aviv, suzanne.szukits@
dfait-maeci.gc.ca

DUBAI, U.A.E.— October 26-30,2002 —
Big 5. For more info: www.dmgindex.
com/big5_pages/big5_home.html
or dmg@emirates.net.ae or Sanam
Shahani, Canadian Consulate, Dubai,
sanam.shahani@dfait-maeci.gc.ca

SINGAPORE — October 29-Novem-
ber 1,2002 — OSEA 2002. For more
info: www.osea-asia.com or contact
the Canadian High Commission,
Singapore, chctrade@magix.com.sg
or www.infoexport.gc.ca/sg s

WWW.communicasia.com

Technology Exhibition & Conference
www.broadcast-asia.com

SINGAPORE
 Conference:June17-21,2002
Exhibition: June 18-21,2002

CommunicAsia and BroadcastAsia are must-attend events for Canadian ICT companies wishing to expand their
business in a region that is home to more than half a billion consumers. Singapore is considered the commercial,
investment and ICT epicentre of that region. Representatives from all over Asia-Pacific will be present, including
the enormous markets of China, Japan and the United States. Last year more than 50 Canadian firms exhibited at
and/or visited CommunicAsia and Broadcast Asia










