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for Japan

“Japans continued economic restructuring and deregulation has the potential to create countless new and
diverse opportunities for Canadian businesses,” said Minister for International Trade the Honourable Art
Eggleton, as he launched a new edition of Canada’s Action Plan for Japan in Tokyo, November 26, 1996.

As this fourth edition of Cana-
da’s Action Plan for Japan is

. Team Canada:
A Current Affair

é CanadExport is pleased to
i-announce - the launching of a
- new regular feature within its
| pages.

. Team Canada: A Current :
Affair will highlight and pro-
i file the various initiatives and

" activities carried out under the .
! Team Canada umbrella.

. Team Canada is a partner-
. ship between federal/provincial/
‘- municipal governments and the
. private sector dedicated to sup- .
! porting Canada’s international -
. business development efforts.
.. The feature kicks off in this
" issue with a look at the Team

. Canada trade mission current-

" ly underway in South Korea,
: the Philippines and Thailand -
. — a mission that amply demon-
i'strates the Team Canada

" theme: “Working together, we
- are taking on the world.”

i
¢
t
i

. CanadExport would like to

« hear from you about any Team
. Canada-related initiatives, ac-
 tivities or programs in which -
. you are involved. ‘
. Please send your ideas, sug-
gestmns and  information to: -
- CanadExport, Fax: (613) 992-
- 5791; e-mail; canad.export@ext '
- 0tt07.x400.gc.ca '

released, Canada’s second-larg-
est trading partner is offering an
increasingly favourable business
climate in other ways too: Ja-
pan’s yen is still relatively high-
valued, its consumers are becom-
ing increasingly value conscious,
it has a large pool of available
capital and technologies and, not
least, the Japanese business com-
munity is keen to develop part-
nerships with Canadian firms.
In 1995, two-way trade be-
tween Canada and Japan sur-
passed $24 billion, and exports

. alone increased by 24 per cent to

$12 billion. Japan is also
Canada’s third most important
source of foreign direct invest-
ment, valued at $12.5 billion in
March 1996, and the second-
largest portfolio investor, valued
at $43.5 billion in March 1996.

Action Plan Objectives
Canada’s Action Plan for Ja-
pan provides a co-ordinated and
business-led approach to expand-
ing this business relationship. It
outlines a strategy to realize trade
opportunities in seven of Japan’s
highest-growth sectors: building
products; fish and seafood
products; processed food prod-
ucts; furniture, health care
and medical devices, tourism,
and information technologies.
In addition to describing each
sector, the Action Plan provides
an outline of the business cli-
mate specific to each sector, the

market opportunities, action
plan objectives and specific activ-
ities, including participation in
trade shows, seminars and trade
missions, and dissemination of
timely market information and
intelligence.

The Plan stresses the need for
Canadian companies to be aware
of what is going on in a particu-
lar market, to adapt products to
Japanese tastes and lifestyle,
and to promote their products
effectively in Japan.

Promoting Investment and
Partnerships

The Action Plan will promote
investment in sectors in which
Canada has demonstrated par-
ticular strengths of interest to
potential investors. Tourism, for
example, continues to be the
Continued on page 3 — Canada’s
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Largest Team Canada Mission Sets Sights

,

ey

‘on South Korea, Philippines and Thailand

More than 400 business people, heads of educational institutions and municipalities, and young entre-
preneurs are taking part in the Team Canada trade mission to South Korea, the Philippines and Thailand

from January 8 to 20, 1997.

Led by Prime Minister Jean
Chrétien and Canada’s First Mi-
nisters, the Team Canada 1997
trade mission will generate new
business for Canadian compa-
nies in the fastest-growing re-
gion of the world.

Canada’s Year of Asia Pacific
This fourth and most comprehen-
sive Team Canada trade mission
kicks off Canada’s Year of Asia
Pacific in 1997, which is aimed at
building on Canada’s strong ties
with the Asia-Pacific region. Two-
way trade of goods and services
between Canada and the three
countries being visited totalled
$8.3 billion in 1995, and the
potential for more business with
each country is considerable.

This mission will promote
Canada’s world-renowned exper-
tise in information technology,
agri-food, financial services, edu-

cation and culture, environment,
transportation, energy and natur-
al resources, telecommunications,
and building products and con-
struction, all of which are in high
demand in Asia Pacific.
“Canadian firms excel in the
building of sound and sustainable
economic infrastructures,” says
Prime Minister Chrétien. “They
specialize in providing goods and
services that help economies grow.
These are areas of terrific growth
in Asia. Sharing this know-how will
ultimately benefit both ourselves
and our Asia-Pacific partners.”
The Team Canada 1997 trade
mission will provide the partici-
pating companies and organiza-
tions with an opportunity to con-
duct vital market research, meet
and interview potential distribu-
tors and customers, and position
themselves as players in the global
marketplace. For many companies,
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especially small- and medium-size
enterprises, the trade mission will
give them first-hand knowledge
about new markets and how to
break into them.

Success Breeds Success

As on previous, highly successful
Team Canada trade missions, the
members of the Canadian busi- .
ness delegation are expected to
complete and sign numerous con-
tracts and agreements. Previous
trade missions have generated an
estimated $20 billion in business
deals and have helped more than
700 Canadian businesses gain
access to new markets and create
new jobs at home.

“These missions are helping us
to increase exports and create jobs
for Canadians. They also demon-
strate what we can accomplish
when we work together,” says
Prime Minister Chrétien.

A Mission First

The trade mission includes, for
the first time, the participation of
young entrepreneurs who are
active in business and seeking
new opportunities in Asia. They
will attend special business activ-
ities in each of the countries visit-
ed, in addition to the regular busi-
ness events.

Opportunities Abound
Korea _
The opportunities in each of the

Continued on page 3 — Team

Department of Foreign Affairs and International Trade (DFAIT)
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Largest Team Canada MisSSiON - coninuea from pase -

three countries are abundant.
The information technology and
telecommunications market in
Korea, which is expected to exceed
$50 billion within the next five
years, is already a significant
source of opportunities for Cana-
dian companies. Korea is also
undertaking massive investments
in infrastructure upgrading and
development, and its industry
must continue to source highly
sophisticated equipment and
technology if the country is to
pursue its quest for globalization
and improved competitiveness.

The Philippines
Opportunities in all sectors of
the Philippine economy exist for

Canadian firms. As in Korea, a
massive investment in infrastruc-

ture requires technology, machin-

ery, equipment and services. Most
noteworthy are the opportunities
in the telecommunications, power
and energy, transportation, engi-
neermg and high-technology sec-
tors. The substantial middle class
that is emerging is creating enor-
mous opportunities for Canadian
consumer and food products.

Thailand

In Thailand, opportunities stem
from the government’s emphasis
on upgrading human resources in
the public and private sectors,
improving quality of life, reducing
pollution, diversifying trade and

improving urban transportation
and telecommunications infra-
structure. Canadian know-how is
in demand in power generation
and oil and gas exploration, but
also in urban waste management;
human resources development;
advanced technology and telecom-
munications products and services;
urban transport systems and
equipment; services for airport
expansion, aircraft and avionics;
and port and railway expansion.

CanadExport will follow up
with information on business
deals signed and partnerships
and joint ventures created as a
result of this Team Canada trade
mission.

Canada’s ACtion Plan fOr Japan—-Continuedﬁ'ompagel

largest source of overseas tour-
ism revenue for Canada — a
record $661 million in 1995, an
increase of 20 per cent over the
previous year.

The Keidanren (Japan’s power-
ful Federation of Economic Asso-
ciations) sponsored a Business
Partnerships Mission which visit-
ed Canada in September 1996 to
study opportunities in the infor-
mation technology and processed
food sectors. Its report, which is
being widely circulated in Japan,
should serve as a catalyst for fur-
ther investment in Canada.

The Action Plan encourages

the planning of promotional cam-
paigns in Japan such as Canada’s
three-year agri-food “Canada: Bless-
ed by Nature” campaign, which was

launched in March 1996 to draw
attention to the full range of value-
added foods and beverages pro-
duced by Canadian farmers, fish-

ers and high-technology food and

beverage processing companies.
Promoting the development of
technology-based partnerships is
another vital component of the
Action Plan. Successfully adopt-
ing and adapting innovative tech-
nologies and processes can be key
to success. Canada has leading
technologies in a broad spectrum
of sectors, including telecommuni-
cations and medicine, and Japan
has world-class technologies in
areas such as advanced materials
and manufacturing, Technology-
based partnerships in all sectors
have played a key role in develop-

ing trade between the two countries.

Opportunities for increased bu-
siness linkages are not confined to
the seven sectors of the Action
Plan. For instance, given the glo-
bal reach of Japanese companies
and the fact that Japan is the
world’s largest source of official
development assistance, many di-
verse opportunities exist for Can-
adian involvement in Japanese
projects in third countries. Tar-
geting government support for
business development in the
seven sectors of the Action Plan

_reflects the need to focus limited

resources where they will be
most effective — in areas that
offer significant opportunity and
that parallel areas of demon-

Continued on page 8 — Action

Looking for Export Opportumtles"
Make sure you are registered in the WIN Exports database
which will showcase your company’s capabilities to foreign'
buyers. Fax your request for a registration form to 1-800-
667-3802 or 613-944-1078; or call (613) 992-3005. :

Department of Foreign Affairs and International Trade (DFAIT)
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Information System Gateway to
Projects Worth $Billions

Canadian exporters now can gain
complete and timely information
on international projects
that are funded by the
multilateral development
banks.

And it’s thanks to a
new system developed by
the Department of For-
eign ‘Affairs and Inter-
national Trade.

The International
Financial Institutions
(IFI)/Capital Projects
Information System
gives users access to more
than 2,500 bidding pro-
jects that are valued in excess of
$12 billion annually.

It will inform Canadian ex-
porters on these opportunities
and improve their chances of
success.

~ The system captures, inte-
grates and disseminates IFI pro-
ject information. Contact infor-
mation is available on agencies
implementing projects in borrow-
ing countries, as well in Cana-
dian missions and IFI field offices
abroad.

Team Canada Concept

At the December 2, 1996 launch,
International Trade Minister Art
Eggleton said: “This new infor-
mation system is a true reflec-
tion of the Team Canada part-
nership between governments
and the private sector.”

The system currently provides
access to project information from
the following institutions: World
Bank; Inter-American Develop-
ment Bank; the European Bank
for Reconstruction and Develop-
ment; the African Development
Bank; Asian Development Bank;

International Finance Corpora-
tion and United Nations Devel-

£id 7

opment Program.

Canadian companies may ob-
tain more information
on the IFI Capital Pro-
jects Information Sys-
tem and access it by con-
tacting the Department
of Foreign Affairs and
International Trade’s In-
ternet site at <http://
www. dfait-maeci.gc.ca>
under the international
business development
category.

DFAIT's Jean-Frangois Leroux (seated) demonstrates the
IFI system to International Trade Minister Art Eggleton.

Nominations Solicited
for Canada-U.S. Business
Achievement Award

Individuals, associations, busi-
nesses and government orga-
nizations across Canada and
the United States have’ until
March 1, 1997 to submit nomi-

partnerships and cooperation.
To enter, a Canadian and
American team of companies

‘must complete a brief Nomi-

nation Form that provides in-

nations for t.he '1997 A’Ward 19_; .

Award is an’ annual presenta-
tion that recogmzes Canadian
and U.S. companies for excel-
lence in innovation, busmess
growth and commumty com-

mitment (the three basic crite-:

ria for selection). It also pro-
motes Canada-U.S. business

'rmatmn on business achieve-
ment and partnenng success.

: Nommatlon forms may be
obtained from and returned

’:— no later than March 1,

1997 — to elther of the fol-
lowmg Thé Foundation for
Canadlan-Amencan Business
Achlevement m Canada: 96
Equestrian’ Dr1ve Kanata, On-
tario K2M 1H6, Tel.: (613) 831-
7713; Fax: '(613) 592-4491; in
the U.S.: 425 8th Street N.W,,
Suite 334, Washington, D.C.,
20004-2111, Tel.: (202) 363-
1487; Fax: (202) 686-5426.

Department of Foreign Affairs and International Trade (DFAIT)
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Minister of Foreign Affairs

Message from the Minister

It gives me great pleasure to once again raise the curtain on Canada's international cultural affairs agenda for
the coming months. In addition to the Calendar of Events, you will find in this issue of the Cultural Artaché
news items on three important cultural initiatives by the Department of Foreign Affairs and International
Trade.

Canada's Year of Asia Pacific (CYAP), a celebration of our links to countries of the Asia Pacific Region will
demonstrate the effectiveness of culture as an instrument for building strong and sustainable intemnational
relations for Canada. In anticipation of our role as host country for Asia Pacific Economic Council (APEC)

- Economic Leaders' meeting in Vancouver in November 1997, DFAIT will assist and encourage Canada/Asia
Pacific cultural joint ventures in communities all across Canada. Participants from abroad are being invited
to send us their best performing and visual artists and their productions. In some cases, visiting artists will
collaborate in their initiatives with Canadian communities who share their cultural roots. Culture is a major
component of the CYAP alongside an equally intensive program of activities aimed at building partnerships
in business, investment, youth and other ventures. Details related to the Cultural component of CYAP can be
found on the back page of this issue.

The official opening of the refurbished Canadian Cultural Centre in Paris by Prime Minister Jean Chrétien
on January 22 celebrates the completion of several years of work by our Embassy in Paris to ensure that
' Canada's image in the European cultural cross roads remains strong and modern. At its core there will be a
: Centre for New Media which together with the private sector will exploit the interdependance of Canada's
i innovative and cultural creativity, and simultaneously serve as a medium to showcase Canada's artistic and
! literary accomplishments. The Centre also supports the Canadian Studies community in Europe by
' ' facilitating access to research material from a variety of sources on this side of the Atlantic.

The third initiative concerns the Department's new guidelines for responding to the many requests received
to support international activities by Canadian artists and cultural groups. The new guidelines aim at
facilitating the process. They also reconfirm the objective of the international touring component of the
International Cultural Relations program as an instrument of Canadian diplomacy. I am confident that these
guidelines will assist us in ensuring that the full spectrum of Canada's geographic and cultural diversity will
be reflected abroad. :

. Sincerely,

Loty
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LETTER FROM THE EDITOR

With this fifth issue of 'Attaché culturel/Cultural Attacké, we begin the cycle of a new year in Canadian cultural and academic
activities abroad. On the first anniversary of the publication, it seems appropriate to review its objectives and its
accomplishments.

L'Attacké culturel/Cultural Attacké is published 3 times a year by the Department of Foreign Affairs and International Trade's
International Cultural Relations Bureau in the Fall of 1995. Its initial objective was to inform Canadians, including the media,
about Canadian cultural and academic activities abroad. As broad as this objective appeared before the birth of the publication,
it now seems faint when compared to what the magazine has become in just one short year. The nature of such a means of
communications, and the implications of its content have triggered responses which in turn have activated a whole new
spectrum of responsibilities and concerns.

While the Canadian cultural community continues to constitute the pool of our readers, specialized groups now increasingly
rely on the information put forth in the magazine. Journalists have come to consider the publication as a reference for future
and past events; Canadian Embassies and Consulates around the world find it a useful promotion tool; and the Canadian
cultural industry and the academic communities look to I'Attacké for additional exposure. | ’

The publication aims to inform on two key sectors: the cultural and the academic. L'Attaché culturel/Cultural Attaché reports on
the three fundamental aspects of the Third Pillar implementation: cultural and academic relations as instruments of Canadian
diplomacy; export and marketing assistance for products and services of the two sectors; and encouragement of and assistance
with the internationalization of higher education in Canada.

Canada has emerged as a leader in the field of high technology and the new media. These components can no longer be ignored
in every day activities; they are becoming fundamental to both the cultural and academic sectors. This is especially evident in
the academic world where new learning technologies are changing the paradigms of education and providing radically new
opportunities to link internationally. This was clearly demonstrated in a round table with senior officials from the World Bank
and representatives of the Canadian distance learning community co-hosted by the Department of Foreign Affairs and International
Trade and the Prime Minister's Office in October. ‘

From the first issue, which contained only 12 pages, to the fifth issue which contains 24, we have reached our cruising speed
and developed many systems to bring you as useful a publication as possible. Nonetheless, improvements will continuously be
made as suggested by readers' responses. Canadian Embassies and consulates around the world have been most cooperative
throughout this trial year and we appreciate all their input and support. ‘

L 'Attaché culturel/Cultural Attaché can now be located on its web site where the Calendar of Events can be accessed at
www.dfait-maeci.gc.ca.

EDITOR-IN-CHIEF: ROBIN HIGHAM EDITOR: ELIA GORAYEB

EDITORIAL ASSISTANT: CAROLINE-ANNE COULOMBE & LILIANE SIMARD PUBLISHING: BOITE NOIRE

CULTURAL ATTACHE is published, in both English and French, by the Department of Foreign Affairs and International Trade (DFAIT),
International Cultural Relations Bureau Division. Tel.: (613) 996 3649 Fax: (613) 992 5965
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NEW GUIDELINES FOR INTERNATIONAL TOURING

ii The International Cultural Relations program of the Department of Foreign Affairs and Interantional Trade provides funding to showcase abroad

éthe work of Canadian performing and visual artists, writers, and professionals in the field of film and television. We are aiming at "cultural
-~ ldiplomacy" using Canada's cultural sector to build Canada's profile abroad, and create an awareness and appreciation of our values,

zaccompﬁshments and creativity. The program has helped to launch the international careers of Canadian artists and seeks to highlight

|

‘Canada's cultural and regional diversities and the increasingly prominent role played by aboriginal artists. There is a special emphasis as

lwell on Canada's youth and on the use of the new media technologies in creating and delivering Canadian messages.

1

To ensure the program's relevance in rapidly changing international conditions, we undertook a review during 1996. The resulting new

guidelines have streamlined the assessment process and will enable the Department to respond more effectively to the increasing number of

funding requests received. One major change is the elimination of grant submission deadlines in most categories. Copies of the new

guidelines are available on request at the following fax number (613) 992-5965.

CANADA GUEST OF HONOUR AT THE GUADALAJARA INTERNATIONAL BOOK
FAIR .

Canada was the guest of honour at the tenth Guadalajara International Book Fair in Mexico (FIL) held from November 30 to December 8.
The Canada stand, a joint project of the Department of Foreign Affairs and International Trade, the Association for the Export of Canadian Books
(AECB) and the Association nationale des éditeurs de livres (ANEL), was officially opened by the Secretary of State for Latin America and Africa,
the Honourable Christine Stewart. It consisted of a forest of Canadian fir trees accommodating 35 companies, a bookstore, a display of
illustrations from Canadian children’s books and a video corner where Canadian films were shown continuously. Thirteen Canadian

authors travelled to Guadalajara for the occasion.

To mark Canada’s partxcnpatlon as guest of honour, a number of Canadian events were held over the ten days of the fair, including the third
mtemanonal congress of the Mexican Association of Canadian Studies, a food fair, and a cultural festival, where several thousand spectators
came to applaud the following Canadian artists: the Aboriginal dance group from Alberta Red Thunder; the Vic Vogel jazz trio, the Calgary
theatre troupe One Yellow Rabbit, dancer Dulecinea Langfelder with her piece Portrait d'une Femme avec Valises, and four up-and-coming rock
groups, Headstone, Shade, Les Secrétaires volantes and Babelfish.

The FIL is the largest book fair in the Si)anish-speaking world. Itrecetved over 260,000 visitors and more than 500 publishing houses from
25 countries. More than 800 professional buyers and publishers took part in the three days reserved for the industry. The publishers were
kept busy selling rights and signing co-publishing agreements with publishers from both Mexico and the rest of Latin America. The
Canadian entrepreneurs all said they found the event very worthwhile, like the Montreal publisher who signed a co-publishing translation
agreement for 40 titles, and said they planned to attend the FIL again in 1997 to consoclidate their foothold in Latin America, a burgeoning
market. Between 1992 and 1995, Canadian book exports to Latin America and the Antilles went from $1.2 million to $8 million and there
is every indication that this trend will continue.

The Guadalajara experience demonstrated once again the remarkable synergy to be found in the pursuit of Canadian interests abroad

-,

through a healthy injection of cultural diplomacy.
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CANADIAN ARTISTS ABROAD -
CALENDAR OF EV '

=VENT / PLACE

Maia & Scotia II” works by Joan Dy.mianuv
Landings Gallery
Edinburgh, Scotland

John Howe:Tolkien’s “Middle Earth”
Internet
London, UK

Wajdi Mouawad et Carole Fréchette en résidence
Théitre Artistic Athévains et Théatrales, maison d’édition
Paris, France

Serions Games
Laing Art Gallery
Newecastle-upon-Tyne, UK

Réouverture du Centre de documentation
Centre culturel canadien
Paris, France

The Water fait mal et autres pidces de et par
le chorégraphe Benoit Lachambre

En tournée i Blois, Nantes, St-Herblain,
St-Nazaire, Angers, France

Canada promotion at KaDeWe

KaDeWe (Kaufhaus des Westens, Hertie group
of department stores)

Berlin, Germany

“Absolution” by Robert Sherwood
The White Bear Theatre
London, UK

“The Fever” starring Clare Coulter
The Royal Court Theatre Upstairs
London, UK

FIPA/Festival international des Programmes
audiovisuels.
Biarritz, France

This exhibition by the Toronto artist won the
12th Royal Over-Seas League exhibition.

West coast illustrator Howe takes the viewer on an exciting
visual journey, encountering a series of landmarks and
images all-too familiar to the Tolkien reader

Ces auteurs canadiens travailleront en ateliers d’écriture avec
des jeunes en milieu scolaire, tant 4 Paris qu'en banlieue.

De plus, présentation publique, au Théatre du Rond-Point
de Paris, de leur travail et de celui de la canadienne

Marie-Line Laplante.

A major exhibition of art works using different forms of
interactive technology including Canadian

Char Davies' “OSMOSE” virtual reality piece. It will also be
exhibited from 00/03/97 to 00/06/97 at the Barbican Art
Gallery in London.

Avec la rénovation du Centre culturel canadien de Paris,

le Centre de documentation prend une nouvelle orientation et
adopte une fonction tridimensionnelle: bibliothéque, archives
et documentation électronique. La bibliothéque existante,
depuis 1970, est mise & jour et son catalogue informatisé est
devenu accessible sur Internet via le site du MAECI. Les
heures d’'ouverture sont étendues a la journée entiére, sans
interruption, de 10 heures & 18 heures, du lundi au vendredi.

Aprés avoir travaillé avec Louis Falco & New York, le
Toronto Dance Theatre, Marie Chouinard, 'European
Dance Development Center de Arnhem aux Pays-Bas, le
Klapstuc & Leuven, en Belgique, la Ménagerie de Verre &
Paris, ce jeune chorégraphe canadien est en train de devenir
la coqueluche en France. Le 11/03/97 au De Vooruit 2 Gand,
Belgique.

For two weeks, KaDelVe will feature Canadian products and
highlight Canadian culture, including First Nations Dancers
from Alberta.

Canadian playwright Sherwood’s award-winning play
“Thugs” was hailed by Zime Out as ‘an abrasive theatrical
Cross between “Naked Gun” and “Reservoir Dogs”™
(Critic’s Choice Aug/96).

Following her recent triumph in Wallace Shawn’s one
womanplay “The Fever” at the Edinburgh Festival, Canadian
actress Clare Coulter repeats the astonishing performance.

Sélection des programmes canadiens suivants: Jarguerite
Volant de Charles Binamé (catégorie série); Long Dayy
Journey into Night de David Wellington (catégorie fiction);
Silence de César Battista (programme court); Jesus in v
Russia de Elliott Halpern et Sex Copy: the Selling of Innocence de
William Cobban (catégorie reportage), Le sort de ['Amérigue de

Jacques Godbout (catégorie documentaire).
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CANADIAN ARTISTS ABROAD -
CALENDAR OF EVENTS

VENT / PLACE
La piéce “Salvador” de Suzanne Lebeau

En tournée en France

Kazimir Glaz exhibition “The Essence”
International Cultural Centre

Krakow, Poland
\

International Course on Embryo Transplants
and Echography in Cattle

University Complutense of Madrid

Madrid, Espagne

10e édition de la Biennale internationale de
I'image de Nancy Jnstants de ville

Hangar de la CGFTE, galerie de I'Hatel de

ville, galerie Thermale et galerie Robert Doisneau
Nangy, France

Residency O'Vertigo Danse

* Schouwburg Arnhem

Arnhem, Netherlands

Conférence de ’Ambassadeur
Centre d'Estudis de Formacio Continuada
Barcelone, Espagne

Paul Chamberland, potte

Université de Mons-Hainaut,

Centre d’études Québécoises, Théatre poéme
Mons, Liége et Bruxelles, Belgique

Exposition “Portraits de la vie et de l'art:

la photographie de Roloff Beny aux Archives
Nationales du Canada” Sotheby’s

Madrid, Espagne

“Transitions. Art contemporain des Amérindiens
et des Inuits du Canada”

Centre culturel canadien

Paris, France

Lancement de “The Collected Stories”
de Mavis Gallant Centre culturel canadien

Panis, France

Canadian Brass tour
Various concert halls
Germany & Switzerland

DESCRIPTION

Mise en scéne de Gervais Gaudreault, la pidce sera jouée par
le Zhéitre du Carrousel.

Originally from Poland, painter Kazimir Glaz has been living
in Toronto since 1968. “The Essence” features works from
the French and Canadian series from 1956-1969.

Participation of Professor Mapletoft and Professor Palasz
from the University of Saskatchewan.

Exposition internationale qui comporte une importante
participation canadienne: Claude Philippe Benoit,
Alain Paiement et Michéle Waquant.

Invited to prepare their show La Béte/The Beast Within,

La conférence organisée par I'Université de Barcelone
porte sur les relations commerciales entre

I'Espagne et le Canada.

Conférences sur la poésie canadienne et participation au
colloque organisé par I'Université de Mons-Hainaut
“Ecriture et engagement, Charles Plisnier “.

Rétrospective d'une centaine de portraits photographiques
dans le cadre d'une tournée européenne. Cette exposition,
produite par les Archives Nationales du Canada, est rendue
possible grice  la Ford Motor Company. Les Archives
soulignent l'appui de la Fondation Roloff Beny.

Une exposition organisée par Barry Ace du
HMinistére des Affaires indiennes du Canada.

Anthologie avec présentation de l'écrivain et critique Alberto
Manguel avec la collaboration de la Librairie canadienne

de Paris - Abbey Bookshop.

Canadian Brass will perform concerts in each of the
following cities: 19/01/97 in Bern, on 20/01/97 in Ziirich,

on 21/01/97 in Biel, on 22/01/97 in Meggen (near Luzern),
on 23/01/97 in St. Gallen, on 24/01/97 in Frankfurt, on
26/01/97 in Freiburg, on 27/01/97 in Bremen, on 28/01/97 in
Hannover, on 29/01/97 in Witrzburg, on 30/01/97 in
Bamberg, on 31/01/97 in Stuttgart, on 01/02/97 in Karlsruhe
and on 03/02/97 in Heidelberg.




24/01/97
31/01/97

27/01/97

28/01/97

29/01/97
02/02/97
29/01/97
09/02/97

29/01/97
08/02/97

30/01/97

30/01/97
31/01/97

30/01/97

31/01/97
09/02/97

- 31/01/97
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Concerts de la Société des Vents de
I'Ensemble Clavivent
Musée d’Orsay et la Villette

Paris, France

Lancement de livres
Centre culturel canadien
Paris, France

Louis Lortie, piano
Grote Zaal, Concertgebouw
Amsterdam, Netherlands

Expolangues
Grande Halle de la Villette
Paris, France

Canadian films
International Film Festival Rotterdam
Rotterdam, Netherlands

National Print Exhibition
Mall Gallertes
London, UK

Gail Anderson-Dargatz’s “The Cure for Death
by Lightning”
Canadian High Commission

London, UK

O Vertigo Danse
DanseDe Warande
Turnhout, Belgique

Anne Michaels’ “Fugitive Pieces”
Canadian High Commission
London, UK

Gothenburg Film Festival

Varlous cinemas

Gothenburg, Sweden

Exposition de Chan Ky Yut
Musée municipal

La Roche-sur-Yon, France

Lensemble de musique pour les jeunes joue, les 24/01/97,
30/01/97, 31/01/97, I'Histoire du petit tailleur. Le 28/01/97,
concert grand public avec la méme oeuvre et Le Bal masqué
au Musée d'Orsay, le 30/01/97 en soirée: concert avec la
Société Nationale et la Société Francaise de musique
contemporaine, le 29/01/97 & La Villette, Paris : ouverture
d’Expolangues 97, avec un concert de ce méme ensemble : Ze
piano muet, conte écrit par Gilles Vigneault et mis en musique
par Denis Gougeon.

Quarante quatre minutes, quarante quatre secondes de
Michel Tremblay (Editions Leméac/Actes-Sud) et
L'Univers de Michel Tremblay: dictionnaire des personnages
de Jean-Marc Barrette (Presses de I'Université de

- Montréal).

Canadian pianist of internatinal renown performs
in the series Master Pianists.

Le Canada sera le pays héte dhonneur.
Nombreuses manifestations canadiennes en perspective.

The Canadian film producer David Cronenberg presents
his latest hit, “Crash”, John Greyson presents his latest film,
Lilies, based on Canadian author Michel-Marc Bouchard’s
play Les Feluettes, Bernard Hébert presents Night of the F1009
and Lynne Stopkewich presents Kissed.

The exhibition will include the work of Canadian
printmaker Elaine Kowalsky.

The Canadian author will launch her novel and give
readings. This book, published in January by Virago, has
been selected as UK “Booksellers’ Choice” for the New Year.

La compagnie de danse montréalaise O Vertigo présente sa
toute nouvelle chorégraphie “La Béte”.

The renowned Canadian author will launch her novel and
read from it. This book, published by Bloomsbury, shot
to the top of Canadian bestseller lists when first published.

The Canadian films “Hard Core Logo” by Bruce ’

MacDonald, “Polygraph” by Robert Lepage and “The Size
of Water Melons” by Kari Skogland will participate in the

festival.

Dans le cadre de sa tournée européenne, l'exposition
de cet artiste établi & Ottawa est présentée au Musée
municipal de la Roche-sur-Yon.
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00/03/97
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01/02/97
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06/02/97

06/02/97
07/02/97

06/02/97
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Exposition de Robert Bourdeau
Galerie Beaudoin Lebon

Paris, France

Publication du recueil de poésie canadienne
“Unidos en la lucha, la poesfa canadiense y la
Guerra Civil espanicipa {

Madrid, Espagne

Cultural Aspects of Québec
Leicester University
Leicester, UK

Guillermo Verdecchia tour
Universities of London, Nottingham & Glasgow
London, Nottingham, Glasgow, UK

Soprano Valdine Anderson
St. John's Smith Square
London, UK '

Banff Film & Television Award ceremony
Canadian High Commission
London, UK

Foreign Ministries: Change and Adaptation
Macdonald House, Canadian High Commission
London, UK

‘Lludw’r Garreg’ - the Welsh translation of
‘Cendres de Cailloux’ by Daniel Danis
Sherman Theatre

Cardiff, UK

Dominique Blain exhibition
Arnolfini
Bristol, UK

Concert du pianiste Marc-André Hamelin
Salle du Conservatoire d‘art dramatique
Paris, France

“La Bohéme” de Puccini
Opera van Vlaanderen
Anvers et Gand, Belgique

7 3

F E

DESCRIPTION

Exposition du photographe canadien.

Publication en espagnol du recueil “Sealed in Struggle,
Canadian Poetry and the Spanish Civil War”, édité en 1995
par Nicola Vulpe et Maha Albari, traduit en espagnol par
Bernd Dietz et publié par La Compade.

Seminar for students and faculty.

Canadian playwright and performer tours UK
universities for a week of readings,lectures and solo
performances.

Canadian soprano sings with Sinfonia 21, Britain's
outstanding, leading-edge chamber orchestra in the premiere
of “Daughters’ Letters”. Other performances include 05/02/97
and 11/05/97 at the Corn Exchange in Cambridge, 06/02/97 at
the Great Hall, Lancaster University in Lancaster, 07/02/97 at
the Elvet Methodist Church in Durham, 09/02/97 at the
Turner Sims Concert Hall in Southampton.

Reception and presentation of award for
Outstanding Achievement in Television to Channel
4 from the Banff Film & Television Festival.

Symposium involving Canada and organized by Centre for
International and European Studies, Coventry University.

The play 1s co-directed by Cathie Boyd from

Glasgow, Scotland and Stéphane Théoret from

Montreal. Other tour dates include 10/02/96, 11/02/96 and
13/02/97 at Theatr Colwyn in Colwyn Bay, Wales, 14/02/97
at Welfare Hall in Ysradgynlais, Wales, 17/02/96 at Theatr
Mwidan in Cardigan, Wales, 18/02/96 at Canolfan Arad in
GochAberystwyth, Wales, 19/02/96 at Coleg Normal in
Bangor, Wales, 20/02/97 at Neuadd Dwyfor in Pwllhel,
Wales, 21/02/97at Ucheldre Centre in Holyhead, Wales and
22/02/96 at Theatr Twm O'r Nant in Denbigh, Wales.

This exhibition features recent and commisstoned work the
canadian artists. The show will include works, some

of which are entirely ‘object-based’ and some a combination
of objects and photographs.

Ce pianiste canadien offrira également une prestation le

18/04/97 au Queen Elizabeth Hall, Royal
Festival Hall dans le cadre d‘une tournée de la Grande-

Bretagne.

Le célebre opéra est mis en scéne par le canadien Robert
Carsen i Anvers du 11/02/97 au 25/02/97
et 3 Gand du 05/03/97 au 16/03/97.
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14/02/97
16/02/97

14/02/97
02/03/97

14/02/97
11/05/97

15/02/97
30/04/97

15/02/97
13/04/97

15/02/97
16/03/97

17/02/97

17/02/97
01/03/97

18/02/97
06/04/97

20/02/97

22/02/97

. 25/02/97
28/03/97

Annual meeting of the “Association

for Canadian Studies in German-speaking Countries”

Beilngries, Germany
Bonn, Germany and Vienna, Austria

Rebecca Caine in “Figaro’s Wedding"
London Colesium
London, UK

“Just Evergon: 1987-1997” National Museum
of Photography, Film & Television
Bradford, UK

Premiere of play by Michael Ondaatje
Schiller-Theater
North Rhine Westphalia, Wuppertal, Germany

“Ohrenlust” (The Passion of the Ear) de
Lani Maestro Centre d'art contemporain de
Basse-Normandie, Hérouville St-Clair, France

“...from the Transit Bar” and “Body Missing”
Royal University College of Fine Arts
Stockholm, Sweden

“Lonely Child” by Claude Vivier
St. John’s Smith Square
London, UK

Premiére mondiale d'une choregraphle
de Jean Grandmaitre

Opéra Garnier, Paris, France

“Le Faucon” de Marie Laberge
Théatre Déjazet
Paris, France

Olivier Lalouette, ténor
Palais des Beaux-Arts
Bruxelles, Belgique

Birkbeck College Annual Canadian Studies
Symposium Birkbeck College, University of
London, London, UK

Exposition de Angela Grauerholz
Galerie Frangoise Paviot
Paris, France

~ DESCRIPTION

Annual meeting of Canadianists from all German-speaking
countries, including Austrians, held under the President

of the Association, Prof. Ursula Mathis from the University
of Innsbruck/Austria, on the topic “Nationalism and

- Globalization”. Held in Bavaria this year, the conference will

include exhibits of Inuit Art Exhibit and the ICCS “Books on
Canada 1997” exhibit.

Canadian Rebecca Caine sings the role of Susanna with
the English National Opera.

* A major exhibition on the work of Evergon, one of Canada’s

foremost contemporary artists, consisting of more than
100 works and surveys the evolution of Evergon’s The
exhibition is being held in conjunction with Evergon being
awarded the 1996 Bradford Fellowship in Photograpby.

“Buddy Boldens Blues” (“Coming Through Slaughter”)

Dans le cadre de sa programmation 1996-1997 enti¢rement
consacrée & |'art canadien contemporain.

Video installations by Vera Frenkel of Toronto.
The exhibition will also appear at the Arts Centre
in Luled, Sweden from 03/05/97to 08/06/97.

Sinfonia 21 performs Canadian composer

Claude Vivier's “Lonely Child”.

Création mondiale, par les Etoiles, les Premiers Danseurs et
le Corps de Ballet de 'Opéra de Paris, d'une chorégraphie
insérée dans le répertoire de la pi¢ce “Musings”,
chorégraphie du canadien James Kudelka.

Reprise de cette pidce écrite par la dramaturge canadienne
Marie Laberge créée 'an dernier au Théitre International
e langue frangaise de Pariy.

Le canadien Olivier Lalouette chante en soliste avec
la Chapelle Royale, 'Orchestre des Champs-Elysées
et le Collegium Vocale.

The title of Symposium this year is “Transport in Canada”.
Preceds the Annual Conference of British Asociation

for Canadian Studies from 24/03/97 to 27/03/97 at University of
Wales, Swansea.

Exposition de la photographe canadienne:
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Baritone Gerald Finley performs works by Wolf
St. John's Smith Square
London, UK

Lorraine Fontaine/Jacqueline Salmon
Centre culturel canadien
Paris, France \

“Les lions mécaniques” la Halle aux Grains/Scéne
Nationale de Blois, et Centre Georges
Pompidou/Paris Blois, Paris, France

La La La Human Steps
Théatre de la Ville

Paris, France

Office National du Film et Softimage
Festival du dessin animé et du Film d’ Animation
Bruxelles, Liége et Gand, Belgique

Travelling Book Display by the International
Council for Canadian Studies (ICCS) and the
Association for the Export of Canadian Books
(AECB) University of Linz, Linz, Austria

“Margaret’s Museum”

UK

NEXUS
Stuttgart, Germany

Concert du St-Lawrence Quartet
Salle Olivier Messiaen, Radio-France

Paris, France

New Hoves Across Europe 1997 Festival
Glasgow, UK

DESCRIPTION

This 1s part of the Song at St. Jobn Series.

Installation Le Pont d¢ [Tle de Fontaine et photographies

de Salmon réalisées dans le cadre d’'une résidence au

Banff Centre for the Arts. 1l s'agit d'une confrontation entre une
artiste canadienne (Lorraine Fontaine) et une artiste
frangaise (Jacqueline Salmon) sur le théme des Amérindiens.
Cette exposition, organisée en collaboration avec la critique
d'art frangaise Dominique Baqué, sera reprise par le Centre
dart contemporain de Base-Normandie dans le cadre de sa
programmation 1996-1997 consacrée i I'art contemporain
canadien.

Pigce produite par une compagnie frangaise et chorégraphiée
et dansée par le canadien Benoit Lachambre. Les 27/02/97,
28/02/97 et 01/03/97 1 la Halle aux Grains/Scéne Nationale
de Blois et du 05/03/97 au 10/03/97 au Centre Georges
Pompidou/Paris.

Une production de la compagnie canadienne.

Participation de plusieurs films récents de 'ONF des
réalisateurs canadiens André Leéduc, Munro Ferguson,
Claude Cloutier et Jo Dee ainsi que présentation des
programmes de Softimage dans le cadre du Festival.

The ICCS/AECB Travelling Book Display 1997, a collection
of some 400 new academic publications covering a variety
of disciplines, will also be shown in Innsbruck,

Austria in 04/97.

Theatrical release of the Canada/UK co-production filmed
in Nova Scotia and starring Helena Bonham-Carter.

The Canadian percussion quintet gives a solo recital.

They will also appear in Ulm, Germany, on 02/03/97, in
Hannover, Germany from 05/03/97 to 07/03/97, in
Amsterdam, The Netherlands on 08/03/97 and in Hamburg,
Germany on 09/03/97.

Enregistrement en public de cette prestation du quatuor
canadien.

Canadians José Navas and Cas Public participate in the
event. Navas, winner of the New York Bessie award in 1995,
participates in a programme of Tramway. Cas Public
performs at Tramway 1 “Suites Furieuses”, a programme
choreographed by Canadian Héléne Blackburn, whose
aesthetic commitment is total and unwavering.
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Antonine Maillet, “Le Chemin Saint-Jacques”

Paris/Province, France

Colloque international : La sagesse pratu]ue
Université de Picardie
Amiens, France

Pierre Bruneau, peintre
Artothéque de Caen
Caen, France

Shelagh Keeley
Galerie Annette De Keyser
Anvers, Belgique

European Teacher Training Seminar on the topic
“Holocaust in Education” Vienna School Board
Vienna, Austria

Salon du Livre de Paris
Porte de Versailles
Paris, France

Salon de I'Etudiant
Espace Champerret
Paris, France

Festival Musigues en scéne & Lyon
Lyon, France

O Vertigo’s “The Beast Within”
Mousonturm, Frankfurt, Germany

“Through a Glass Darkly”
Museum of Modern Art
Oxford, UK

Accordionist Joseph Petric
St. John's Smith Square
London, UK

Evénemeﬁt multidisciplinaire
UNESCO

Paris, France

- Martin Beaver, violon

Palais des Beaux-Arts
Bruxelles, Belgique

Birkbeck Guest Lecture
Birkbeck College, University of London
London, UK

DESCRIPT[O‘NH :

Tournée de promotion dans le cadre de la parution de son
roman aux Editions Grasset. -

Autour de l'ceuvre de Paul Ricoeur. Participation
du Professeur Jean Grondin de I'Université de Montréal.

Le peintre canadien expose ses peintures phosphorescentes.

Premigre présentation d'importance des dessins de cette
artiste ontarienne en Belgique. Shelagh Keeley expose
3 la méme période 4 la Galerie A. Vidal de Parts.

In cooperation with the Montreal Holocaust Memorial

Centre, the Vienna School Board holds a one-week seminar
with participants from Austrla, Canada, Germany, Hungary,
and Slovakia.

De nombreuses maisons d’éditions et auteurs canadiens
participent annuellement 2 cette plaque tournante du
domaine de la htterature

‘Participation d'universités canadiennes.

Création et présentation, par les Choeurs de Lyon,-

d'une oeuvre du compositeur canadien José Evangelista et,
dans le cadre de l'espace des Installations Sonores, d'une
oeuvre de Robin Minard, artiste canadien spécialisé dans
I'installation sonore dans des environnements publics.

The Canadian dance company presents its successful show.

A group exhibition exploring the theme of taxonomies
in photography, art and science including the work of
Canadian photographer VId Ingelevics.

This performance by the Canadian accordionist
is part of a UK tour.

Lévénement comprend deux participations canadiennes:
la manifestation multidisciplinaire inuit est organisée par
I’Association Inuksuk et I'exposition de Norman Hallendy est

organisée par le Musée canadien des civilisations.
Soliste invité par I'Orchestre Philharmonique de Ligge sous

la direction de Pierre Bartholomée.

Annual Guest Lecture preceding Canadian Studies
Symposium.
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“Clown Chatouille” (Sonia Cté)
Litge et Bruxelles, Belgique

Architect Peter Kardew
University of Swansea

Swansea, UK

Holly Body Tattoo
Culturee] Centrum Berchem
Anvers, Belgique

~ Mozart opera “Le Nozze di Figaro”

Vienna State Opera
Vienna, Austria

Rebecca Caine
BBC Radio 3
UK v

Theatrical release of therﬁlm
“Intimate Relations”
UK

Tournée de Talking Pictures et du Frangois
Houle Trio, Divers endroits

France

Wathahine: Photographs of Native Women
by Nancy Ackerman.

City Museum

Bristol, UK

Robert Carsen met en scéne “Nabucco” de Verdi
Opéra Bastille

Paris, France

Festival Mundial de Danzas Folkléricas
Palma de-Mallorca, Espagne

“L'Evasion” de et par Abel et Gordon
Centre Culturel
Saint-Niklaas, Belgique

“Phantoms”, par le Quatuor Henschel. -
Abbaye de I'Epau
Le Mans, France

Louis Lortie, piano
Anton Philips Zaal
The Hague, Netherlands

Tchaikovsky opera “Eugene Onegin”
Vienna State Opera
Vienna, Austria

' DESCRIPTION

Tournée de la clown Chatouille dans divers centres culturels
et cafés-théatres, dont Li¢ge le 21/03/97 et Bruxelles du
02/04/97 au 13/04/97.

The Canadian architect lectures at the British
Association for Canadian Studies.

Premitre présentation en Belgique de cette compagnie
de danse de Vancouver.

The Canadian soprano Adrienne Pieczonka sings the part
of the Countess (Almaviva) on 31/03/97 and 03/04/97.

This Canadian artist sings in Menotti’s
“The Telephone” and Bernstein’s “Trouble in Tahiti”.

This is a black comedy co-produced by Canada/UK
and directed by Philip Goodhew.

Tournée de ces deux ensembles de jazz canadiens.

This exhibition documents native women in Canada from
Labrador to Vancouver who have fought to improve

their own lives and those of their families.

Une autre mise en scéne signée par le canadien Robert Carsen.

Participation des compagnies Pigeon Jnlet Dancers
de Terre-Neuve et Stave Falls Scottish Dancers de Colombie-
Britannique.

Comédie burlesque imaginée par un explosif duo
belgo-canadien. Lui est malhabile, bruxellois et myope.
Elle est rousse, torontoise et refoulée. ’

Création du quatuor commandité par la Canadian
Broadcasting Corporation (CBC) 4 la jeune compositeur
canadienne Heather Anne Schmidt.

Canadian pianist Lortie, together with Frank Peter,
Zimmerman violin, perform the 2nd piano concerto by
Chopin. They will also give performances at Kleine Zaal,
Concertgebouw in Amsterdam on 09/04/97.

The Canadian soprano Adrienne Pieczonka sings the
part of Tatjana on 07/04/97, 11/04/97, 15/04/97, and 19/04/97.
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Carol Shields
John Adams Institute
Amsterdam, Netherlands

Fergus McWilliams in Concert
Beethovenhalle
Bonn, Germany

Bryan Adams in concert
Wembley Arena
London, UK

“Exploration 97” - Children’s arts éxhibition
Royal West Academy of England
Bristol, UK

Academic Relations Meeting
Innsbruck, Austria

Wagner opera “Lohengrin”
Vienna State Opera
Vienna, Austria

Opening of a Canadian Studies Centre,
coupled with an interdisciplinary symposium
Innsbruck, Austria

Iréne Stamou
Le Limelight
Kortrijk, Belgique

Conférence sur I'’Administration de la justice
dans les Etats plurilingues
Barcelone, Espagne

“Tu ne violeras pas”, mise en scéne
de Wajdi Mouawad.
Huy, La Louviére, Tournai, Belgique

“Le Carré des Lombes”, de Danitle Desnoyers
De Vooruit
Gand, Belgique

Salon Musicora
Grande Halle de la Villette

Paris, France

“Camera Obscured”
Photographers Gallery
London, UK

DESCRIPTION

Canadian author Carol Shields participates in the
“American Literature Today Series”.

Canadian Fergus McWilliams (horn) is a member of the
Berlin Philharmonic Orchestra, and he will perform with

his own ensemble.

This internationally acclaimed Canadian pop star performs.

The exhibition is about “The Matthew” sailing from
Bristol to Newfoundland. This is part of the “Cabot 500"
festival.

Third meeting of its type, held at intervals of approx.

1 1/2 years, brmgmg together selected representatives from
Austrian universities covenng a vartety of disciplines, to
encourage closer cooperation and exchange of information in
both the traditional Canadian Studies subjects and in other
fields.

The Canadian tenor Ben Heppner sings the part of
Lohengrin on 13/04/97, 16/04/97, and 20/04/97.

An interdisciplinary Canadian Studies Centre is being
opened at the University of Innsbruck. The aim of the
Centre will be the coordination of academic teaching and
research on Canada.

Résidence et présentation d’'une nouvelle chorégraphie
de la chorégraphe canadienne sur une musique
du compositeur belge Walter Hus.

Organisée par le Gouvernement de Catalogne

et 'Université de Gerona. Participation du professeur

José Woerling de I'Université de Montréal et du juge Jean-
Louis Beaudoin de la Cour d’appel du Québec.

Tournée comprenant une performance & Huy le 19/04/97,

La Louviere le 23/04/97 et Tournai du 28/04/97 au 30/04/97.

Résidence et premiére mondiale de la nouvelle oeuvre
de la chorégraphe montréalaise Daniéle Desnoyers.

Les artistes et professionnels de la musique du Canada
y ont un kiosque intitulé MusiCanada. Présentation de la vie
musicale canadienne; rencontres, colloques, concerts.

An exhibition about photographic documentation and public
museums curated by Canadian photographer
and writer VId Ingelevics.
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CALENDAR OF EVENTS

> / PLACE
Cours supérieur d’études canadiennes

Université de Extrémadure
Ciceres, Espagne

Exposition de Zev Robinson '
Galerie Santa Birbara
Madrid, Espagne

Journées canadiennes A Cordoue
Université de Cordoue

’ Cordoue, Espagne

Conference at Edinburgh University Centre
of Canadian Studies Edinburgh University
Edinburgh, Scotland

Violinist Chantal Juillet
Warwick Arts Centre
London, UK

Symposium sur le développement urbain
Université de Barcelone
Barcelone, Espagne

“Les Reines” devNormand Chaurette -
Théatre du Vieux Colombier de la

Comédie frangaise, Paris, France

Mozart opera “The Magic Flute”
Vienna State Opera

Vienna, Austria

Opening concert of “Wiener Festwochen”
Konzerthaus Vienna
Vienna, Austria

Colloque franco-canadien de droit maritime
Untversité de Nantes
Nantes, France

Conference at Centre for Canadian Studies
University of Leeds
Leeds, UK

Cirque du Soleil presents “Alegria”
Munich, Germany

“Les Belles Soeurs” de Michel Tremblay
Théatre de I'Ancre
Charleroi, Belgique

)ESCRIP

Organisé par le Centre d’études canadiennes de Caceres

et I’Association espagnole d'études canadiennes. Le méme
mois, autre cours a I'Université de Barcelone, organisé par le
Centre d'études canadiennes de Barcelone et I'Association
espagnole d'études canadiennes.

Exposition des toiles les plus récentes de ce peintre
de Montréal qui habite maintenant 3 Londres.

Organisées par le département d’anglais de I'université
de Cordoue et I'Association espagnole d’études canadiennes.

Conference on the theme of the Klondike Gold Rush.

This performance by the Canadian violinist is part of the
Warwick Arts Festival.

Organisé par les Universités de Barcelone et de Montréal,
avec la participation d'une douzaine de chercheurs canadiens.

Clest la premigre fois qu'une pidce d’'un auteur canadien
est jouée 4 la Comédie frangaise.

The Canadian tenor Michael Schade sings the part of
Tamino on 07/05/97 and 13/05/97.

The Canadian tenor Michael Schade sings in the Schubert
mass (in E flat major), the formal opening of the 1997
“Wiener Festwochen”, on 08/05/97.

Participation des professeurs Braén, Emmanuelli, McRae
(Ottawa), Lacasse (Laval), Perret et Tetley (McGill).
Colloque organisé en collaboration avec I'Université

d’Ottawa. Rens: M. Tassel (tél: 02 40 29 22 28)
The theme of the conference is “Sustainability in
Environmental Management in Canada”.

This marks the German debut of “Alegria”.

“Les Belles Soeurs” du dramaturge Michel Tremblay,

dans une mise en scéne belge continuent leur tournée.
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09/03/97

12/03/97
13/03/97

CANADIAN ARTISTS ABROAD -
CALENDAR OF EVENTS

VENT / PLACE

Canadian Education Centre Monthly
Pre-departure Seminar

The Canadian Embassy Seoul

Seoul, Korea

Bryan Adams

multiple venues in Australia

Cairns, Townsville, Brisbane, Newcastle,
Sydney, Canberra, Hobart, Launceston,
Melbourne, Adelaide, Perth, Australia

“A Child Growing Up” Canadian Consulate
General and Official Residence
Sydney, Australia

29th Australian Universities Language
& Literature Congress, University of Sydney
Sydney, Australia

Hong Kong Arts Festival
Different venues

Hong Kong

International Bamboo Organ Festival (IBOF)
Las Pinas Church
Metro Manila, Philippines

Celine Dion Show
Taipei International Convention Centre
Taipei

Gleebooks Draw
Canadian Consulate General
Sydney, Australia

“White on White” Exhibition
Hong Kong Visual Arts Centre
Hong Kong

Korea Student Fair
Korea Exhibition Centre (KOEX)
Seoul, Korea

The George Leslie MacKay 125th Anniversary
Symposium MacKay Hospital
Taipei

Montreal Symphony Orchestra in Seoul
Seoul Arts Centre

DESCRIPTION

Monthly orientation program to provide Korean students
leaving for Canada with information to help better prepare
themselves to adjust to new life in Canada.

Multi-city tour of Canadian singer/songwriter Bryan Adams.

Fundraising performances of Professor David Kemp's
one man play “A Child Growing Up” in support
of the Royal Blind Society.

Academic conference to be attended by Dr. Victor Froese
(University of British Colombia), Professor

Ute Lischke-McNab (University of Toronto), Dr. Malcolm
McGoldrick (University of Regina), Professor Osadnik
(University of Alberta) and Garold Murray, Vancouver.

The Canadian theatre group Les Dewx Aondes performs
“The Tale of Teeka” at City Hall Theatre as part of the
festival, and on 08/03/97 and 09/03/97, the Montreal
Symphony Orchestra performs at the Concert Hall in the
Cultural Centre.

Canadian Soprano Linda Maguire from Toronto performs
at the Festival (IBOF) which revolves around a 16th century
bamboo organ and features classical baroque music. ‘

Concert by the international super pop star from Canada
Celine Dion. She will perform for the first time in Korea on
21/02/97 and 22/02/97 at the Sejong Cultural Centre in
Seoul, Korea. ’

Draw of grand prize winner of a trip for two to Canada

to visit the 1997 Vancouver International Writers’ Festival.
The “Gleebooks” Christmas catalogue was distributed to
400,000 with the Weekend Australian (November 30, 1996)
and featured a tourism promotion of Canada and Canadian
literature.

A joint presentation between the Pottery Workshop
and the Canadian Clay & Glass Gallery.

Annual study abroad fair organized by KOEX. Local study
abroad agencies and other countries’ educational promoters
will also attend the event.

To celebrate Dr. MacKay's arrival in Taiwan 125 years

ago.

Montreal Symphony Orchestra gives two evening
performances.
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13/03/97
23/03/97

13/03/97
24/03/97

01/04/97
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24/04/97
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EVENT / PLACE

Seoul, Korea
I MUSICI de Montréal

Various venues

Delhi, Mumbai, Calcutta, Bangalore, Goa, India

John Ralston Saul

The National Library of Australia, Canberra

and other venues Gold Coast, Sydney, Melbourne,
Canberra, Australia

Beyond Golden Mountain Tour
Island-wide tour in Taiwan

Taichung/Tainan/Kaohsiung/Hualien/Ilan, Taipei

Repercussion
Singapore,
Singapore

DynamO Théitre
Singapore, Singapore

Productions Omer Veilleux Inc.
National Theatre Hall
Taipei/Kaohsiung, Taipei

The Second Annual Canadian Film Week
‘Majestic Theatre
Taipei

Sydney Fringe Festival
Bondi Pavilion Amphitheatre & other venues
Sydney, Australia

TS ABROAD -

~ DESCRIPTION

Performances by Montreal’s renowned Chamber Orchestra.

Australian tour of Canadian author John Ralston Saul
to attend The 1997 Word Festival, Canberra and visit
Sydney, Melbourne and Queensland for series of
readings and public speaking engagements.

This is an exhibition of Chinese-Canadians in
Canada over the past century.

Canadian percussion group Repercussion performs in
Singapore and on 01/04/97 and 02/04/97 at
The National Concert Hall, Taipei.

DynamO Théatre performs in Singapore.

Productions Omer Veilleux Inc. is a solo one-man play
organized by International New Aspect.

The Second Annual Canadian Film Week features a great
line-up of Canadian productions.

After sell-out seasons earlier in the year at the Melbourne
Comedy Festival and the Adelaide Fringe Festival

“The Three Canadians” are now returning to Australia for
the third annual Sydney Fringe Festival.

;
!
i
;

15/02/97
20/02/97

28/02/97
01/03/97

22/03/97

. 26/03/97

 27/03/97
- 04/04/97

Dance Workshop for Palestinian Dancers
Popular Arts Centre
Ramallah, Israel

Margie Gillis and Rina Schenfeld Dance
Performance Suzanne Dellal Centre for Dance
Tel Aviv, Israel

Palestinian International Writers Conference:
New Themes for a New Era

Bir Zeit University

Bir Zeit, Israel

The Fourth International Poets’ Festival
Mishkenot Shaananim

Jerusalem, Israel

Canadian dancer/choreographer Margie Gillis will

give 3 master classes, 1 lecture demonstration and a studio
performance to Palestinian dance professionals and
enthusiasts.

Canadian dancer/choreographer Margie Gillis joins her
Israeli counterpart Rina Schenfeld on stage at the Suzanne
Dellal Centre in Tel Aviv for a unique evening of Canadian and
Israeli modern dance. Plans are to contribute March Ist proceeds
to a soon-to-be-established Canada-Israel Fund for the Arts.

A Canadian writer/poet will participate in this international
gathering of writers.

A Canadian poet will participate in this well-known biennial
event, where poets from around the world gather to read
from their works, meet their colleagues, and take partin a
variety of literary workshops and seminars.




- CANADIAN ARTISTS ABROAD -

DESCRIPTION
01/01/97 Inuit Art Exhibition, “The People” The Alaska Shop features a large collection of Inuit art.
28/02/97 Alaska Shop This show entitled “The People” includes such artists as
Chicago, USA Johnny Acuuak and QjatsuQ Shaa.
19/01/97 ‘96-'97 Concerts in the Garden The Gusé Family from Canada combines vocals, ﬁddlmg
Southfield Lathrup High School and dance.
Lathrup Village, Michigan, USA
23/01/97 “The Promise of Monsters” The Promise of Monsters will draw together the work
07/03/97 Rockville Arts Place, Rockville, MD, of three women artists (Shannon Kennedy, Andrea Mancuso
Washington, USA and Canadian Nell Tenhaff) who use diverse photographic
methods to address issues related to gender, bxotechnology,
and the body.
25/01/97 Ben Heppner in “Elixir of Love” Ben Heppner is acclaimed throughout the U.S., Europe
27/02/97 Lyric Opera and his native Canada as one of the world’s leading tenors.
‘ Chicago, USA These will be his first Turandot performances. Mr. Heppner

will be singing the role of Calaf. From 07/05/97 to 10/05/97 at
the Orchestra Hall in Minneapolis, MN.

28/01/97 CANADA SERIES I: Richard Gwyn Canadian Toronto Star international affairs columnist and
New School for Social Research award winning author, Richard Gwyn will provide his
New York, USA personal perspective on Canadian and American societies,
histories, and values that bind them and issues that
distinguish them.
01/02/97 The Children of Kush Arising Performance by the Black Theatre Workshop from
11/02/97 Cincinnati Playhouse Montreal.
Cincinnati, Ohio, USA
01/02/97 “Tribute to the Polar Bear: Master Predator An exhibition featuring sculpture in stone and bone, !
28/02/97 of the Arctic Kingdom” . masks, prints and jewelry by Inuit, |
' Orca Aart Gallery v Eskimo and Northwest coast artists, including ;
Chicago, USA Nalenik Temela and Nuna Parr. 5
- 01/0297 = Mur-Mur, by DynamO Theatre Canada's theatre for young audiences brings
ArtsConnection its critically-acclaimed production to New York’s popular
New York, USA ArtsConnection programme. DynamO will also present “The

Challenge” on 09/02/97 and 10/02/97 at the Everett
Performing Arts Center in Everett, Washington.

03/02/97 - Royal Winnipeg Ballet Performance - They will also be at Shea’s. Buffalo Center for
Concert Hall, Von Braun Civic Centre the Performing Arts in Buffalo, NY on 01/02/97, at the
Huntsville, AL, USA : Thomas Wolfé Auditorium, Asheville Civic Centre in

Asheville, NC, on 05/02/97, at the Peace Center for the
Performing Arts Greenville, SC, on 06/02/97, at Memorial
Hall, University of North Carolina in Chapel Hill, NC on

07/02/97.
04/02/97 CANADA SERIES III: Culture: Show Do Canadians and Americans view culture in the same way?
Business or Nation Building? Americans see show business and large entertainment
New School for Social Research industry; Canadians see nation building and national identity.
New York, USA Canadian and American cultural/entertainment leaders renew
' the debate.
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06/0297
08/03/97

095/02/97

19/02/97

20/02/97
11/05/97

21/02/97
22/02/97

22/02/97
23/02/97

23/02/97
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27/02/97
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Richard Margison in “Norma”
Lyric Opera
Chicago, USA

Montréal Danse

Western Washington University Performing
Arts Series

Bellingham, Washington, USA

I Musici de Montreal
Society of the Four Arts
Palm Beach, FL, USA

. Jeff Wall exhibition

Hirshorn Museum and Sculpture Garden,
Smithsonian Institution

Washington, USA

“Crossing Borders” 2nd Student Conference
Niagara University
Lewiston, NY, USA

“Just So Stories”, by Mermaid Theatre of Nova Scotia
Victoria Theatre
Dayton, Ohio, USA

Connie Kaldor
Swallow Hill Music Center
Denver, CO, USA

Catherine Robbin, mezzo-soprano
Garden Court, National Gallery of Art
Washington, USA

“Echoes of the River”
Stocker Arts Center, U of Notre Dame
Notre Dame, Indiana, USA

Canadian Richard Margison will play the role of Pollione in
his debut with Lyric Opera.

Montréal Danse will present contemporary dance repertoire.

The canadian chamber orchestra performs in an exclusive
Palm Beach setting. They will also perform on 21/02/97
at the Tennessce Williams Fine Arts Center in Key West, FL.

Jeff Wall (bomr 1946, Vancouver, British Columbia)
is known for a body of work distinguished by both its format
and subject matter.

A multi-disciplinary binational student conference and art
exhibition on Canada-US themes hosted by

The Golden Horseshoe Educational Alliance, Niagara
University, University of Toronto’s Department of
Geography, The Canada-U.S. Trade Center (SUNY at
Buffalo) and the Consulate General of Canada, Buffalo.

Children’s performance by Mermaid Theatre of Nova Scotia.
They will also be performing this remake of Rudyard
Kipling’s popular tales on 25/02/97at the Stocker Arts Center
in Elyria, Ohio, on 27/02/97 in Oyster Bay; NY, from
04/03/97 to 06/03/97 in New Mexico, on 09/03/97 in New

. Hampshire, on 12/03/97 and 13/03/97 in Vermont, on

14/03/97 in Lowell, Mass, from 18/03/97 to 21/03/97 in Long
Island, on 22/03/97 in Manhattan, from 23/03/97 to 27/03/97
in La Guardia City. From 31/03/97 to 05/04/97 at the
Broadway Centre for the Performing Arts in Tacoma,
Washington, Mermaid Theatre will present family concerts
and workshops for Tacoma public school. They will perform
on 08/04/97 and 09/04/96 in Elmira, NY, on 14/04/97 and
15/04/97 in Sylvania, Chio, on 19/04/96 and 20/04/96 in
Detroit, on 21/04/96 in Grand Rapids, Michigan, on 22/04/96
in Ann Arbor, Michigan, on 26/04/96 and 27/04/96 in
Louisville, Kentucky, and at the J.FKennedy Center for
Performing Arts in Washington, DC from 29/04/96 to
04/05/96 before closing the tour on 11/05/97 in Halifax.

The Juno-winning singer will perform in concert on a shared
bill with American folk singer Tom Paxton.

Recital by this Canadian emerging star with Michael
McMahon, piano, including Elgar’s Sea Pictures and
works by Brahms and Schubert.

Un nouveau spectacle de la troupe de mouvement

acrobatique DynamQO Théatre de Montréal.
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13/03/97
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“Small Arctic Masterworks”
Orca Aart Gallery
Chicago, USA

. Irish Rovers

Macomb Center for the Performing Arts
Mt. Clemens, Michigan, USA

Quartetto Gelato
Wharton Center, Michigan State University
East Lansing, Michigan, USA

Chiefly Feasts: The Enduring Kwakiutl Potlatch
Thomas M. Evans Gallery
Washington, USA

Ann Michaels
Knopf
New York, USA

Angela Chang
Walter Reade Theatre
New York, USA

“Mirror Game”
Location to be announced

Dayton, Ohio, USA

Carol Shields, Author
Fortnightly of Chicago
Chicago, USA

Indianapolis Symphony
Circle Theatre
Indianapolis, Indiana, USA

“Eugene Onegin”
Metropolitan Opera
New York, USA

Grand Rapids Chamber Music Society
St. Cecilia Music Society

-

An exhibition of beautifully carved stone and antler sculpture
talented Canadian Inuit artists, such as Lucy Tasseor, .
Joe Kavik and Toonoo Sharky. Also featuring argillite and

sterling silver jewelry by the native tribes of British
Columbia.

The Vancouver-based Irish band in concert.

Another performance by the Toronto-based quartet.

On 04/03/97 at the Kleinhans Music Hall in Buffalo,

NY, Quartetto Gelato presents a variety of delightful melodic
flavours — from tangos to “Danny Boy” and gypsy fiddling
to operatic arias. They have also been invited to perform on
17/04/97 at the Broadway Centre for the Performing Arts in
Tacoma, Washington. On 20/04/97 they will participate at the
Anchorage Concert Association in Anchorage, Alaska and on
09/02/97 at the Kennedy Center Terrace Theater in
Washington.

This remarkable travelling exhibition, bringing to life the
stunning artworks, dramatic dances, lavish hospitality, and
sumptuous cuisine of the traditional Northwest Coast
potlatch. “Chiefly Feasts” displays vibrant and exquisite

masks, bowls, belts, whistles, daggers, rattles, blankets, and
headdresses.

Award winning poet/author, Ann Michaels from Canada will
be in New York to promote her magnificent new novel
“Fugitive Pieces”.

Edmonton pianist Angela Chang is featured in an afternoon
concert at Lincoln Center.

Children’s performance by Green Thumb Theatre Company
of Vancouver. They will also be performing “Showdown”
from 14/03/97 to 18/03/97 at a venue to be confirmed in
Springﬁeld, Ohio.

Award-winning author Carol Shields, will deliver
a presentation to the Fortnightly, a literary
society founded in 1873. .

The guest Conductor will be Hans Graf, from the Calgary
Philharmonic Orchestra.

Canadian director Robert Carsen and designer
Michael Levine receive their New York debut at the
Metropolitan Opera debut of “Onegin”.

Performance of Canadian chamber musicians LEnsemble Arion.
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EVENT / PLACE

Grand Rapids, Michigan, USA
Nexus performances with
Memphis Symphony Orchestra
Convention Center

Memphis, TN, USA

Detroit Symphony Orchestra
Orchestra Hall
Detroit, Michigan, USA

Benjamin Butterfield, tenor
Different venues

Californma, USA

Rich Little
Macomb Center for the Performing Arts
Mt. Clemens, Michigan, USA

Le Cirque Eloize
Venue to be determined

Columbus, Ohio, USA

Judith Skelton Grant
92nd Street Y
New York, USA

Lyne Comtois in “La Colombe”
L'Opera Frangais - Alice Tully Hall
New York, USA

Kalamazoo Symphony

10

- DESCRIPTION

Percussion quintet joins symphony for two performances:
“The Story of Percussion.in the Orchestra”, with Vincent
Danner, conductor; and “From Rags to Riches”, with

Bill Cahn, conductor. After a busy 25th anniversary season
during which NEXUS was honoured in Rochester by the
Canadian Consulate Buffalo, the Canadian percussion
quintet performs in recitals, workshops, and master classes
at several colleges in West Virginia; 09/04/97 West Liberty
College in West Liberty, WV, 10/04/97 at West Virgina
Wesleyan, 11/04/97 at University of West Virginia, 12/04/97
at West Virginia State College, 13/04/97 at University of
West Virginia, and 15/04/97 at Shepherd College. The
Canadian percussion ensemble will also perform in concert
with the Omaha Symphony Orchestra from 24/01/97 to
26/01/97 at the Symphony Hall in Omaha, NE. This .
engagement is part of a 25th anniversary USA tour for this
popular group. The tour includes performances on 16/01/97
in Ann Arbor, Michigan, on 18/01/97 in Chicago, 19/01/97 in
Glen Ellyn, Illinois, on 22/01/97 and 23/01/97 in Kansas City,
from 04/02/97 to 09/02/97 in Costa Mesa, on 10/02/97 in
Northridge, California, and on 06/04/97 at Miami University
and 08/04/97 in Ohio.

Guest Eric Nagler from Toronto provides family
entertainment. :

The Canadian tenor performs the role of the Evangelist in
“St. Matthew Passion” with the Philharmonia Baroque.

On 15/03/97 and 16/03/97 in Berkeley, on 19/03/97 in
Walnut Creek, on 21/03/97 in San Francisco and on 22/03/97
in Palo Alto.

This Canadian master impressionist presents yet another concert.

Daring acrobatics, breathtaking balancing, comedy,

theatre, dance and music make up this exciting show. This
Montreal-based company of seven multi-talented performers
will also perform on 22/03/97 and 23/03/97 at the Victoria
Theatre in Dayton, Ohio, on 25/04/97 at the Arts Center of
the College of DuPage, Glen Ellyn, Chicago, on 26/04/97 at
the Krannert Center of the University of Illinois, Champaign,
Chicago, on 15/02/97 at the Lisner Auditorium, George
Washington University in Washington.

Canadian biographer Judith Skelton Grant talks about her
book “Robertson Davies, Man of Myth”, as part of the Y’s
popular “Biographers & Brunch” sertes.

Mezzo-soprano Lyne Comtois, a Montreal native, is featured
in C'Opera Frangais” “La Colombe” under the direction of
Canadian native Yves Abel.

Guest pianist is Canadian Jon Kimura Parker. He will also
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18/04/97
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Miller Auditorium, Western Michigan University
Kalamazoo, Michigan, USA

Les Ballets Jazz de Montreal
Florida Southern College
Lakeland, FL, USA

“Zorba”
Macomb Center forthe Performing Arts
Mt. Clemens, Michigan, USA

Les Violons du Roy
UB Center for the Arts
Amberst, NY, USA

Tafelmusik
Venue to be determined

New Albany, Indiana, USA

Natalie MacMaster
Cedar Cultural Center
Minneapolis, MN, USA

Pianist Angela Hewitt
Janet Wallace Fine Arts Center
St. Paul, MN, USA

“Les Belles Soeurs”
Bowling Green State University Theatre
Bowling Green, Ohio

Les Grand Ballet Canadiens
The Washington Center for the Performing Arts
Olympia, Washington, USA

Canada-U.S. Law Institute Conference
Case Western Reserve University
Cleveland, Ohio, USA

La Bottine Souriante
Victoria Theatre
Dayton, Ohio, USA

Ohio Canadian Studies Roundtable 7
Columbus-Worthington Holiday Inn
Columbus, Ohio, USA

DESCRIPTION

appear with the C;)lumbus Symphony at the Ohio
Theatre in Columbus, Ohio on 02/05/97 and 03/05/97.

The company performs in the Florida College Festival of
Fine Arts. On 03/04/97 at the Tampa Bay Performing Arts
Center in Tampa, FL, and on 04/04/97 at the Florida Theatre
Performing Arts Center in Jacksonville, FL, on 08/02/97 in
Ashland, Ohio, on 11/02/97 in Mount-Pleasant, Michigan, on
14/02/97 in Sandusky, Ohio, on 16/02/97 at the Prairie
Center for the Arts in Schaumburg, on 21/02/97 in
Springfield, Illinois. They will appear in Phoenix, Arizona on
14/04/97 and 15/04/97 for activities and a residency and on
17/04/97 for a performance, on 18/04/97 in Chandler,
Arizona, on 19/04/97 in Tucson, Arizona, at the Anchorage
Concert Association in Anchorage, Alaska on 02/05/97 and
03/05/97, on 04/05/97 in Valdez, Alaska ond on 07/05/97 in

Irvine, California.

Musical based on “Zorba the Greek” with Elias Zarou

in title role.

This ensemble from Québec City performs Baroque and

Classical music using modern instruments.

This Canadian baroque chamber ensemble of international
renown has more performances in the U.S.: on 16/04/97 at
the Thomas Wolfe Auditorium, Asheville Civic Centre in
Asheville, NC,

The Cape Breton musician in concert.

Solo recital by this Canadian pianist now living in London.
This recital is part of a series presented by the
Frederic Chopin Society.

This is the most famous play by Montreal’s
Michel Tremblay.

Les Grands Ballet Canadiens will present contemporary
dance repertoire.
Conference title: NAFTA Revisited”.

Quebec music group appears at CITYFOLK festival.

One-day meeting of Ohio’s Canadian Studies professors.
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“The Hobbit", by Thétre Sans Fil
Oak Harbor College
Oak Harbor, Ohio, USA

The Rankins
Kentucky Center for the Arts !
Louisville, Kentucky, USA

Canadian Brass
Macomb Center for the Performing Arts
Mt. Clemens, Michigan, USA

Canada Week
Franklin College
Franklin, Indiana, USA

Two Pianos, Four Hands
Promenade Theatre
New York, USA

“Cake Walk”
Franklin College
Franklin, Indiana, USA

Rock & Roll Hall of Fame 1997 Induction
Ceremonies Rock & Roll Hall of Fame and
Museum Cleveland, Ohio, USA

Robert Lepage’s “Seven Streams of the River Ota”
Performing Arts Chicago
Chicago, USA

Gordon Gietz
Alice Tully Hall
New York, USA

ESCRIPTION.

This Montréal based giant-puppet troupe performs
J.R.R. Tolkien's “The Hobbit". They will also give a
performance on 19/04/97 at the Performing Arts Center at
Rockwell Hall, Buffalo State College in Buffalo,NY.

East Coast folk group appears at major Kentucky venue.

The Canadian Brass likes to create an informal and playful
atmosphere. And it knows how to draw a fine line between
good musical fun and just plain hamming it up. It’s also a
virtuosic, Grammy-winning quintet that has single-handedly
revolutionized brass music. The ensemble will also perform at

the DAR Constitution Hall in Washington on 22/02/97.

Celebration of Canadian film, theatre, literature and music.

Ed & David Mirvish take Canada’s unequivocal gold-plated
hit to New York. This two-man play starring Ted Dykstra
and Richard Greenblatt shows how two men spent their
respective youths learning how to be concert pianists.

Production of play by Montreal playwright Colleen Curran.
Saskatchewan’s Joni Mitchell to be inducted into Hall of Fame.

Directed by Robert Lepage and performed by the Ex
Machina theatre ensemble from Canada, this is a drama

in two parts, each filling one evening. This exquisite troupe
of stage imagists bring together many of the central tragedies
of the 20th century - AIDS, Hiroshima, the Holocaust —to
find survival amidst the suffering and healing in reviewing
the messages of history.

Canadian tenor sings title role in the opera “Beatrice &
Benedict”.

4

\—

OPENING OF THE CANADA-CHINA EXHIBITION HALL

December 16, 1996 marked the opening of the Canada-China Exbibition Hall in the Alueum of National History in Tiananmen Square, -
Beijing. The Hall will be a permanent showcase of the collaborative project of the Canadian Foundation for the Preservation of Chinese
Cudtural and Historical Treasures, the State Bureau of Cultural Relics, and the Chinese Museun: of National History. Minister of International
Trade Art Eggleton and Mr. Wang Guangying, Vice-Chair of the Standing Committee of the National People’s Congress represented
the two governments at the event which received good coverage by the Chinese and Canadian media.
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ATE

09/02/97
12/02/97

12/02/97
- 18/02/97

18/01/97
19/01/97

24/0197
25/01/97

26/01/97

06/04/97
11/04/97

22/01/97
25/01/97

21/02/97
23/02/97

04/04/97
15/04/97

CULTURAL INDUSTRIES ABROAD -

CALENDAR OF EVENTS

.VENT / PLACE

MILIA-Marché international des nouveaux médias
Cannes, France

Rencontres internationales en art contemporain
ARCO - Foire internationale d’art contemporain
Madrid, Espagne.

Canadian Education Centre-Bangkok Education Fair
Shangri-la Hotel
Bangkok, Thailand

Canadian Education Centre-Singapore Fair
Hyatt Regency Singapore
Singapore, Singapore

Canadian Education Centre-Kuala Lumpur Fair
Dewan San Choon

Kuala Lumpur, Malaysia

18th International Jerusalem Book Fair
Jerusalem International Convention Centre
Jerusalem, Israel

International Showcase for Performing Arts
for Young PeopleComstock Community Auditorium
Kalamazoo, Michigan, USA

ArtFair Seattle
Seattle, Washington, USA

Brazil International Education Fair

(Salao do Estudante ‘97) Colegio Sao Luis
Sao Paulo, Rio de Janeiro, Curitiba, Brazil

ESCRIPTION

Kiosque canadien avec présence d’environ une quinzaine de
sociétés canadiennes.

Participation des conférenciers canadiens Derrick de
Kerckhove ET DE A.A. BRONSON

Education fair.
Education fair.

Education fair.

This well-known book fair allows authors and publishers to
establish new contacts, develop projects, and conclude
business deals. It also is host to the Aspen Institute Forum.
Anna Porter of Key Porter Books will attend. There will be a
Canadian book stand and a display of Canadian children’s
books.

Showcase for performing arts presenters. Seven of the
eighteen showcased troupes are Canadian.

Inuit Gallery, Catriana Jeffries Gallery and
Buschlen/Mowatt Fine Arts Ltd. of Vancouver will
participate in this sixth annual modern and contemporary
fine art fair. '

Latin America’s largest education fair. Over 30 Canadian
schoolsand universities will participate for the second time.

s

-

“WINNING INTERNATIONAL EDUCATION AND TRAINING CONTRACTS”

The Department of Foreign Affairs and International Trade (DFAIT) and Alberta Economic Development and Tourinm (AEDT) co-sponsored
the “Winning International Education and Training Contracts” National Warkshop in beautiful Canmore, Alberta from December 4-6,
1996. The purpose of this Workshop was to enable Canadian-based international education and training (E&T) suppliers to: increase
their awareness of export opportunities in the E&T sector; gain a better understanding of the E&T projects that are financed by
International Financial Institutions (IFIs) as well as the IFI contract bidding process; gain hands-on experience in putting together
“winning” contract bids; and expand their networking opportunities. Over 150 representatives of private and public organizations
from across Canada, federal and provincial governments, and IFIs involved in international education, training and technology
‘transfer participated in this Workshop.

~N

<>

)



January 13,1996~ No.5

CANADIAN CULTURAL CENTRE IN PARIS REOPENS

Since its inauguration in 1970, the Canadian Cultural Centre in Paris (CCC) has dedicated itself to presenting and promoting
internationally renowned Canadian artists as well as academics.

\

While continuing to fulfill that function, upon reopening on January 22, 1997, the CCC will also have a new direction and new objectives
‘ The CCC will become Canada’s showcase in France and Europe, with an added focus on Canadian creativity and expertise in the field of
} high technology. That is why the Canadian Cultural Centre in Paris has created a Centre for New Media (CNM), linked to the much-
11 awaited Documentation Centre with an electronic network capable of providing information on a range of available databanks and CD-
\
x
|

ROMS, the cultural services of the Canadian Embassy, which include the academic services and the Paris branches of Telefilm Canada,
the National Film Board, and the National Archives.

1 The innovative feature of the Canadian Cultural Centre to be found on the ground floor is the Centre for New Media. Some of the most
i technologically advanced Canadian companies collaborated in the development of the CNM, including Teleglobe Canada, Alex
i Informatique and Public Technologies Multimedia Inc. This is a unique project forming the core of the Cultural Centre.

11 Canada is a leader in the field of multimedia. This is a reflection of the fact that Canadian creators and artists are at the cutting edge, using
I‘computer technology both for artistic purposes and as a working tool. The Cultural Centre will constitute a meeting point for high
Etechnology, our artistic and intellectual expression and our culture in all its diversity. As we spotlight the creations and products of our
iartlsts and cultural industries, we will also be showcasing the research and innovations of Canada’s information technology industry.

New media is in a state of constant redefinition and informatics is developing at an accelerated pace. The concept of the Centre for New

Medxa must therefore be very adaptable. The CNM’s facilities are simple to use; they are open to the general public who will have access
tto on-site services that are linked to Internet and the virtual world.

BEAVER AWARD FOR CREATIVITY

ecipients of the Beaver Award for Creativity are Canadian Officers serving
Abroad nominated by theirs peers in recognition of their contribution to the
, /- advancement of Canada's international presence through cultural and
/ academxc mltlatwes The Beaver Award for the fifth issue of the publication goes to Ann

Garneau, for her unfailing commitment and her work at the Canadian Consulate in New
York City. Just before taking up her new post in Ottawa in September 1996, Ann was
involved in organizing the projects "Music from the Rock - Newfoundland Canada" at the
famous cabaret club Bottom Line in New York City followed by "Atlantic, Canada and Beyond' project at the Lincoln
f§Center Outdoor Festival on  August 31, 1996. Her innovative approach to. thls pro)ect encouraged a host of new

|partnerships which made for an unprecedented synergy between cultural'a.nd tourism sectors as well as medla both in New
York and throughout Atlantic Canada. Those recent uutlatwes were ‘

n's four 3 years as senior cultural

from the Cultural Beaver!




|  CANADA'S YEAR
oF (ASIA PACIFIC: CULTURAL COMPONENTS

As part of Canada's Year of Asia Pacific in 1997, a variety of business, youth cultural and other
‘related actxvmes is anticipated throughout the year across Canada :

i GOALS OF THE CULTURAL COMPONENT OF CYAP

° to celebrate the cultures of over two million Canadlans of Asla Pac1ﬁc origin
° to promote awareness and understanding among Canadians of the Asia Pacific reglon through the
\mdespread presentation of its traditional and contemporary cultures
. °to create lasting benefits for all participants by enhancing trade relationships and further exchange
. in the cultura.l sector between Canada and the Asia Pacific ,

Limited fundmg will be made available for projects initiated by Canadian artists, orgamzatxons and
community groups whose work aligns with objectives and criteria established by the Department for
the CYAP. Such projects will be proposed to the Department through a regionally admmxstered :
se]ectlon process. i ,

ELIGIBLE PROJ ECTS

i Flve categories of rojects Wlll take place during CYAP:
.2 Asia Pacﬁc-regted projects initiated by Canadian community organizations (CYAP funding
- could be made available to ongoing or new festivals, celebrations, exhibits, etc.)
° Projects undertaken by artlsts or art organizations whlch illuminate an aspect of Asia Pacxﬁc o
culture
° A limited number of collaboratxve rojects, in which Canadxan and Asia Pacific artists cooperate
on the creation of an original worl‘: (For the most part, these projects will build on existing
{  relationships between artists or groups on both sides og) he Pacific. Collaborative projects between
artists in different parts of Canada or between various communities are also eligib Ea)
° Canadian organizations wishing to present in Canada works touring from the Asia Pacific region &
‘ ° Collective projects which bring. together artists or their works from three or more countnes ofthe §
Asia Pacific and Canada. ;

DO YOU WANT TO KNOW MORE’

: The two deadhnes for applymg to CYAP funds are Janualy 17, 1997 and March 21, 1997. For more
s mformatlon, please call Vmane Leroux at (613) 944-1232 or send a fax to her at (613) 9964509

CANADIAN STAND AT MILIA :

Canada will be participating for the first time with a national booth at MILIA (Infernational Publishing and New Media Market). This fair, to
be held in Cannes, France, from February 9 to 12, 1997, is the major European multimedia trade fair and brings together over 10,000
professionals from every continent. MILIA is an essential step in the conquest of the European market by Canadian producers in this
leading-edge sector. This major initiative is being led by the Department of Foreign Affairs and International Trade, working in close cooperation
with the Department of Canadian Heritage, Industry Canada, Telefilm Canada and the private sector.
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Trade Fairs

Environment Show, Seminars Set for India

NeEw DELHI — An international

Environmental Trade Fair
(EN'97), for which participants
now are being recruited, will take
place here February 9 to 15, 1997.
An added option is a three-city
seminar tour to Madras, Bombay
and either Bangalore or Calcutta,
between February 17 and 22, 1997.

Being held in conjunction with

the 12th India Engineering
Trade Fair and with Canada as
Partner Country, EN'97 is one of
South Asia’s largest energy and
environmental trade fairs. It is
considered an ideal venue for Ca-
nadian environmental compa-
nies to exhibit products, show-
case technologies, and promote
consulting/engineering services.

also are on the agenda.

Canada at COMDEX Mexico |

. MEexico Crry, MEXico — More than 65,000 buyers and decision |
- makers are expected to attend COMDEX ’97, Mexico’s informa-
tion technology, computers, software, telecommunications and
networking trade show, being held here February 25 - 28, 1997.
The Department of Foreign Affairs and International Trade
(DFAIT) will host an Information Booth which interested
. Canadian companies are invited to use.
Three major conferences, designed to attract potential buyers,

For more information on COMDEX ’97 (the participation fee is
$120.00), contact Kim O’Neil, Mexico Division, DFAIT, Ottawa,
Tel.: (613) 996-8625; Fax: (613) 996-6142.

Educatlonal Suppiles Show»

Dural, UNITED ARAB EMIRATES
— Suppliers - of educational
infrastructure, teaching aids,
materials and services appropri-
ate to primary, secondary and
tertiary education are the princi-
pal attendees at Edutec Arabia
being held here April 8-11, 1997.
Edutec Arabia is held paral-
lel with the Gulf Education &
Training Exhibition, the larg-
est and most important annual
student recruitment fair in the
Middle East. Regularly drawing
more than 13,000 visitors, it
attracts some 200 institutes
from Europe, North America, the
Gulf States and Australasia.
With a commitment to ambi-

tious educational training pro-
grams, the six Gulf Co-operation
Council states — United Arab
Emirates, Saudi Arabia, Qatar,
Kuwait, Bahrain and Oman —
provide multi-million dollar op-
portunities for suppliers of a wide
range of educational technology,
equipment and materials.

For participation at Edutec

‘Arabia and further information,

contact the show organizer’s
Canadian representative: Helen
M. Roberts, Manager, Internatio-
nal Business Development, Cos-
mos Pacific Investment & Con- .
sulting Inc., 2628 Granville St.,
Vancouver V6H 3HS, Tel.: (604)
263-6146; Fax: (604) 263-1652.

The fair targets such sub-sec-
tors as: water treatment, haz-
ardous waste, solid waste, air pol-
lution, waste water and sewage,
and recycling technologies.

The market in India for envi-
ronmental products, technolo-
gies and services is estimated at
C$700 million. Growing by as
much as 35 per cent per year, the

Contznued on page 7 — lndla

Edu Canada
aClass Act
_in Mexico

' Canadas educat10na1 market- .
_ ing event of the year, Edu Ca-
" nada 97, will be taking place =

in three cities in. Mexico be-

- tween March 1-8,1997.

The event promotes — (at ;

- venues in Monterrey, Mexico
. City and Guadalajara — the

- full range of Canadian educa-
. tional services. It is of particu-
- ‘lar interest to educational insti-

* tutions (colleges, universities, -
* technical schools) as well as to
- companies engaged in educa~ |
_ tion and training fields.

Edu Canada 97 is spon- !

; sored by the Department of -
~ Foreign Affairs and Interna-
' tional Trade, with the partici-
- pation being organized by a
. Montreal-based company. ‘

Interested parties seeking

- additional information on Edu
Canada 97 may contact Dr.
 Bruce Mabley, SIGMA VI,
- 5252, de Maisonneuve Boule- -
. vard West, Montreal, Quebec

“HA4A 355, Tel.: (514) 484-2992;

- Fax: (514) 484-2217; E-mail:
- sigma6@infobahnos.com

Department of Foreign Affairs and International Trade (DFAIT)

January 13, 1997
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Canadian exporters can avail themselves of many tools when it comes to getting a helping hand at mak-
ing their products and services known to foreign buyers. Export Media-Com Inc. and International
Publishing and Development Inc. are two firms providing just such assistance.

Their staple product is an export
catalogue designed to promote
Canadian capabilities abroad.

Canadian companies featured
in these publications receive world-
wide promotion through a vast
network of distribution channels
— ranging from federal and provin-
cial governments, as well as Ca-
nadian and Foreign Chambers of
Commerce to Canadian Diplomatic
Missions in over 126 countries.

They have also been used very
successfully in trade shows and
the Prime Minister’s Team Ca-
nada missions to China, Asia and
Latin America.

CANEXPORT

Now in its fifth year of publica-
tion, Lachine-based CANEX-
PORT — circulation of over
45,000 — was launched almost
six years ago as an annual full
colour trilingual (English-French-
Spanish) export catalogue.

By late 1995, the company
expanded its activities, under the
name Export Media-Com Inc.,
and the following year launched a
second full colour, trilingual publi-

" cation, EXPORT PLUS, focusing
on four sectors: environment, hi-
tech and communication, natural
resources, and industrial.

“This represents over 80 per
cent of Canadian exports,” says
Export Media-Com President
Joseph Vella.

In addition to the printed
media, Vella has added an elec-
tronic dimension with the Virtual

“Market Place, an interactive mul-

timedia catalogue — promoting
Canadian companies’ products
and services worldwide — which
can be accessed on the Internet
(http:\ \www.virtualmarketplace.
com), in addition to being avail-
able on an interactive multimedia
CD-ROM.

Introduced this year is partici-
pation in international trade
shows via touch screen informa-

tion kiosks, for immediate busi-
ness contacts between users and .

Canadian companies.

Exporters Catalogue

Published by International Pub-
lishing and Development Inc.,
the Canadian Exporters Cata-
logue (CEC)’s fifth edition is ex-
pected to top 35,000 printed co-
pies and 50,000 CD-ROM ver-
sions next year. _

Beyond the hardbound cata-
logue and fully-searchable CD-
ROM, company President Fouad
Tabet now also has developed
what he describes as “a much ac-
cessed World Wide Web site.”

Starting this year the CEC’s
index and sector introductions are
presented in 10 major interna-
tional languages.

“This should make our product
even more user-friendly around
the globe,” says. Tabet, “and give
Canadian exporters greater saleg
opportunities.”

In addition to its wide interna-
tional distribution network, the
CEC has also obtained the back-
ing of the Canadian International
Development Agency (CIDA) and

its officers at home and abroad.

“As a result of all its support
and distribution networks, this
year alone,” says Tabet, “the CEC
has been showcased in over 900
trade shows worldwide.”

Results-oriented

These marketing efforts on behalf
of Canadian exporters appear suc-
cessful.

“The Team Canada 1994 mis-

sion to China alone,” says Vella,
“generated over $100 million for
nine major companies we helped
break into the Chinese market,
while last year’s mission to Latin
America resulted in $60 million
sales for five of ‘my’ companies.”

As for CEC, since its first publi- .

cation in 1993, “this program has
been responsible for over $1 bil-
lion in exports,” Tabet reports,
“and that number is expected to
increase in the upcoming years,
due to the overwhelming requests
participants are receiving.”

The company recently opened
new offices in Edmonton, Toronto
and Montreal — in addition to its
head office in Abbotsford, B.C.

Contacts .

¢ Export Media-Com Inc. Tel.:
(514) 636-6018 or 1-800-644-
5865. Fax: (514) 636-4281.

¢ International Publishing and
Development Inc. Tel.: (604) 855-
9115 or 1-800-667-0991. Fax:
(604) 855-9117. E-Mail: ipd@world
export.com. Internet: http:/fwww.
worldexport.com.

Department of Foreign Affairs and International Trade (DFAIT)

January 13, 1997
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Publications/Business Opportunities

China Business Journal Debuts

Companies interested in exporting,
investing or conducting business in
China now have at their disposal a
new — it debuts this month — offi-
cial economic and business journal
that will keep them abreast of the
latest developments.

The Monthly of Socioeconomy
in Beijing, Tianjin, Shanghai
and Guangzhou, focuses on Chi-
na’s four key business centres,
providing economic reviews, offi-
cial briefings, new policies, regu-
lations, guidelines, statistics, gov-
ernment policy changes, social
trends and more than 140 eco-
nomic indicators.

Each city-region features an

India Environment !

Continued from page 5

industry could reach $3 billion
by the year 2000. With its world-
wide reputation as a leader in
advanced environmental tech-
nologies, Canada is well placed
to capitalize on India’s environ-
mental needs.

City Seminars

The three-city tour seminars
afford companies the opportu-
nity for on-site visits with local
firms and the chance to develop
potential customers, joint venture
or strategic alliance partners.

Each city seminar will be
attended by more than 50
select industrial and munici-
pal executives. Invited Indian |
guests will be chosen based on |
the business interests of Can-
dian participants.

Contact the Canada-India
Business Council, Toronto, Tel.:
(416) 868-6415, ext. 233; Fax:
(416) 868-0189. -

analysis of such sections as: agri-
culture, transport, commerce, pos-
tal communications, tourism, fi-
nance, technology, cultural edu-
cation, urban development, con-
struction, investment, employ-
ment population, price fluctua-
tion, and civic life.

Provincial and central govern-
ment policy considerations, direc-
tives, and legislation are also pub-
lished — to provide readers with
advance insight on planned or soon
to be introduced policy changes.

The Journal, costing US$250
for 13 issues per year, is avail-

able through Asian Market

Information Services (AMIS), a
division of Inteledigm Corpor-
ation. To order, call 1-800-665-
5369, ext. 2223 or visit the Inter-
net site on the World Wide Web
at http://www.asian-facts.com

. Before entering into a‘contrac-
. tual agreement with a compa-

- “ny, readers are advised to veri-
 fy the bonafides of the compa-

o nies listed here.

KENYA — A reputable local

‘‘entrepreneur is- looking for a
i Canadian joint venture part-
‘ner .in  horticulture, flori-

culture and flower seeds
production. ‘Contact Mr. J.P.

_Mbugua, Director, Del Monte
‘Kenya: Ltd.; P.O. Box 47624,

. Tel.: (011-254-2) 725-824; Fax:

- (011-254-2) 727-397.

‘ MALAYSIA,—— A trading com-
pany seeks manufacturers/

~suppliers of phythalic anhy-

Quebec International
Business Directory

The editorial team of the Bottin
international du Quebec for
1997 is preparing its fourth edi-
tion. This directory, over 2,500
copies of which are published
annually, provides the postal
and telephone coordinates of
international stakeholders in
Quebec and other provinces and
foreign partners such as expor-
ters, trading houses, consulting
firms and the areas and coun-
tries where they are active. A
business listing in the publica-
tion costs $55, tax included. The
final date for inclusion is Febru-
ary 19, 1997. For information,
contact QUEBEC DANS LE
MONDE, Tel.: (418) 659-5540;
Fax (418) 659-4143; e-mail: que-
becmonde@total.net

dride, ethyl hexanol and
rolled cardboard to be used
as a'stiffener in the packag-
ing of soap bars. Contact D.
Siamaky, Kuala Lumpur; Ma-
laysia, Fax: (603) 255- 4931.

MIDDLE EAST: — An: On- .
tario-based firm, on behalf of
its Middle East buyers, seeks
jeans, low-cost clothing and
shoes, and surplus consu-
mer goods. Contact Reza
Amirshaghaghi, R&M United
Trade - Network Inc., 5775
Atlantic Drive, Unit #6, Missis-.
sauga, Ontario L4W 1H3, Tel.: -
(905) 564-3616; Fax: (905) 564-
5240; = E-mail: . rmunited@no
belmed.com ' :

Department of Foreign Affairs and International Trade (DFAIT)

January 13, 1997
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Business Agenda

College Programs on International Trade

Ottawa — International trade
programs are being offered, in col-
laboration with The Forum for In-
ternational Trade Training (FITT),
by Ottawa-based La Cité collé-
giale. The courses, conducted in
French, are on weekends, with the
Winter Session running from
January 17 to April 19, 1997 and
the Spring Session from May 2 to
June 28, 1997. The program leads
to a diploma or certificate and is
accredited by the International
Association of Trade Training Or-
ganization (IATT0) which is recog-
nized in 23 countries. The accred-
itation also is recognized by the
funding members of FITT, repre-
senting more than 300,000 Cana-
dian companies. For registration,
cost and other information, con-
tact Diane Vaillancourt, Chairper-

son, International Trade Programs,
tel.: (613) 742-2493 ext. 2098 or 1-
800-267-2483. Information on the

college is available at WWW.lacit
ec.on.ca. Information on FITT can
be obtained at WWW.FITT.ca

Toronto to Host o
Supercharged Home Show

; Toronto — February 2-4, 1997 — More business is one of the
pluses that buyers and exhlbltors are promised at the Canadian
- Hardware/Housewares/Home Improvement Show (CHS).
- The CHS97 is the 92nd annual edition of Canada’s largest .
national hardlines marketplace, where doing business is the pri-
mary reason to participate. Organizers say that, with more than -
1,200 hardlines displays, featuring tens of thousands of home :
_ and do-it-yourself products, there will be no shortage of buying
opportunities at this trade only event. For registration or other
- .information, contact CHS, 6800 Campobello Road, Mississauga, -
- Ontario L56N 2L8, Tel.: (905) 821-3470 or 1-800-268-3965; Fax:

(905) 821-8946.

Action Plan for Japan - cuimea pon pase

strated Canadian expertise.

Japanese Investment
Strategies

Japanese investment strategies
are increasingly oriented toward
reducing costs by shifting opera-
tions overseas, by emphasizing
international procurement, and
through more active intra-compa-
ny trade in materials, finished
products and services. While
short-term investment plans have

focussed on dynamic Asian mar-
kets, the prospects for further
investment in Canada remain
promising since Japanese compa-
nies will need to retain market
share and pursue fully integrated
production abroad, including re-
search and development and the
manufacture of component parts.

Contacts
Copies of Canada’s Action Plan
for Japan may be obtained from

the Department of Foreign Af-
fairs and International Trade’s
InfoCentre: 1-800-267-8376 or
613-944-4000; through your local
International Trade Centre, or
through the Internet on the De-
partment of Foreign Affairs and
International Trade website:
http://www.dfait-maeci.gc.ca;
(enter Ni-Ka Online in most
search engines to reach the Ja-
pan website directly). FaxLink:
613-944-4500.

DFAIT’s InfoCentre provides counselling, publications and referral services to Canadian\
exporters. Trade related information can be obtained by contacting the InfoCentre at 1-800-267-
8376 (Ottawa region: 944-4000) or by fax at (613) 996-9709; by calling the InfoCentre FaxLink
(from a fax machine) at (613) 944-4500; by calling the InfoCentre Bulletin Board at 1-800-628-
1581 via a computer modem; and by visiting the InfoCentre Internet World Wide Web site at
http://www.dfait-maeci.gc.ca.

_J
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CIBS ’97-’98 s
Key to Team Canada Paithers|

Canada’s International Business Strategy (CIBS) for 1997-1998 is a key element of the federal govern-
ment’s commitment to a “Team Canada” partnership with the private sector and the provinces — a part-
nership based on developing winning strategies that generate jobs and promote growth for Canadians.

Through the involvement of Na-
tional Sector Teams consisting
of government and private sec-
tor representatives, CIBS gives
Canadian industry an opportu-
nity to influence government’s

international business priori-

ties. The result is a document
offering a series of strategies
spanning 27 key industry sec-
tors. Each strategy identifies
the main objectives that gov-
ernment and industry will pur-
sue to help Canadian firms cap-
ture emerging global trade, tech-
nology and investment busi-
ness. This year, for the first time,
the sectoral strategies have been
written by the National Sector
Teams.

With full industry participa-
tion, CIBS ensures that govern-
ment strategies and initiatives
reflect the real needs of Cana-
dian industry. At the same time,
CIBS works to reduce overlap
and duplication between govern-
ments and to direct government
resources where they can gen-
uinely “make a difference.”

This year, CIBS incorporates
two new sectoral strategies, Ab-
original Products, Services and
Technologies, and Construction,
Architectural and Engineering
Services.

CIBS includes...

i Overview: This section
of CIBS consists of a Strategic
Overview summarizing Canada’s
main trade policy and interna-
tional business development ob-
jectives; a Geographic Overview
identifying key challenges, prior-
ities and opportunities within
each of the world’s major geo-
graphic regions; and a complete
list of Canada’s International
Trade Centres.

. Industry Sector Stra-
tegies: The main component of
CIBS is the 25 Industry Sector
Strategies. A hard copy abridged
version of the strategies offers
the main challenges identified by
the National Sector Teams in
pursuing international business
opportunities, and the strategic
directions government and in-
dustry will follow to take advan-
tage of emerging global trade,
technology and investment op-
portunities. A longer version of
the texts, including a profile of
each industry sector and the in-
ternational environment of which
it is a part, can be read on-line,
obtained by fax, or ordered on
diskette.

L International Activi-
ties: National Sector Teams have
compiled and will maintain an

updated list of international
events and initiatives that pro-
vincial and federal governments
plan to undertake in support of
the strategies. Contained in the
“evergreen” CIBS Compendium
and available on-line, the list
includes a description of each
activity, contact names and tele-
phone and fax numbers of gov-
ernment co-ordinators. Cana-
dian companies interested in
participating in the various ini-
tiatives are encouraged to con-
tact the department or agency
listed for details. Those without
on-line access can obtain period-
ically updated lists from their
local International Trade Centre,
or via fax-back.

Continued on page 7 — CIBS
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Team Canada 1997
More than Meets the Eye

At the time of writing Team Canada 1997 had just set out on its 13-day whirlwind trade mission to the
Republic of Korea, Thailand and the Philippines. Most of the talk about the mission has centered on the
expected $2 billion in contract signings, but much more took place during the mission, from the signing of
bilateral agreements and meetings with high-level foreign dignitaries to trade fairs and exhibits, business
forums and cultural exchanges. Following is a snapshot of some of the less publicized events that were
scheduled during the mission. Upon Team Canada’s return, CanadExport will publish a special issue
devoted entirely to the mission, the contracts and agreements, the discussions and negotiations, and an
inside look at the many activities and events that made this the most comprehensive and far-reaching

Team Canada trade mission to date.

Republic of Korea, January 8-14

January 10
Prime Minister Chrétien met with
President Kim Young Sam to
discuss matters of mutual interest
between the two countries. Fol-
lowing the meeting, International
Trade Minister Art Eggleton and
Secretary of State (Asia-Pacific)
Raymond Chan were to sign a
number of bilateral agreements
with their Korean counterparts,
including:

¢ Mutual Recognition Ar-
rangement (MRA) on Telecom-
munications Equipment, which
will greatly enhance bilateral
trade in telecommunications, ra-

¢ Social Security Agreement,
which will allow for Canada Pen-
sion Plan coverage of Canadians
working in Korea;

¢ Extension of Memoran-
dum of Understanding (MOU)
on Agriculture and Agri-food,
to continue for one year the MOU
signed by Canada and Korea in
October 1995;

¢ Arrangement to MOU on
Working Holiday Programs to
extend the exchange program
between Canada and Korea original-
ly signed in October 1995. The pro-
gram enables young Canadians and
Koreans to tour and live in each
other’s countries for up to one year.

dio and information technology; Minister Eggleton was a fea-
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tured speaker at the Korea-
Canada Forum for Science &
Technology Partnership. The
forum is a joint effort of the
Department of Foreign Affairs
and International Trade (DFAIT),
with the National Research Coun-
cil and Industry Canada. Expert
panelists discussed areas of tech-
nology-based partnerships includ-
ing joint ventures, technology ex-
changes and R&D collaboration.

The Prime Minister and the
official delegation opened the
Canadian Inuit Art Exhibit,
which featured 50 Inuit sculp-
tures and was part of a larger
program of activities that includ-
ed the showing of two Inuit
movies on Korean television.
The exhibit then moved for two
weeks to a snow and ice festival
in the Mount Sorak area.

January 11

The Prime Minister and the pre-
miers met with some of the young
Canadian entrepreneurs partici-
pating in the mission.

January 13

Prime Minister Chrétien ad-
dressed Korean business leaders
at the 14th Joint Conference

Continued on page 3 — Team
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Team Canada 1 997 — Continued from page 2

of Canada/Korea Business
Councils.

Mr. Chrétien met with Korean
Prime Minister Lee Soo-Sung
and key members of his cabinet.
Following the meeting, the Prime
Minister and the premiers visited
the National Assembly to meet
with government and opposition
members.

The Philippines, January 14-16

January 14

Prime Minister Chrétien and the
official delegation met with Pre-
sident Fidel Ramos at Malaca-
nang Palace. Following the meet-
ing, International Trade Minis-
ter Art Eggleton was expected to
sign the Canada-Philippines
Air Transport Agreement with
Secretary of Foreign Affairs Do-
mingo Siazon Jr. Under interim
agreements, Canadian Airlines
International began service three
times a week between Vancouver
and Manila via Hong Kong in Oc-
tober 1996, and Philippines Air-
lines began non-stop service be-
tween Manila and Vancouver four
times a week in September 1996.

January 15

The Prime Minister met sepa-
rately with Senate President
Ernesto Maceda, Speaker of
the House of Representatives
Jose De Vencia and Mr. Sato,
President of the Asian Devel-
opment Bank.

President Ramos addressed
about 700 Canadian and Philip-

pine business executives parti-
cipating in a full-day business
networking and information ex-
change conference at the Philip-
pine International Convention
Center. The President’s speech
was followed by a presentation
from Mr, Chrétien.

This was the first Canada-
Philippines Business Forum
where captains of industry in key
Canadian and Philippine sectors,
including telecommunications, agri-
food, energy and environment, gath-
ered to exchange notes and dis-
cuss plans for future co-operation.

The Prime Minister and the

- official delegation visited the

Taguig-Pateros Foundation, a
model community project support-
ed by the Canada Fund and orga-
nized by a group of professionals
headed by Congressman Dante
Tinga to assist families in Taguig
and Pateros. Participants are
actively involved in arts and crafts
activities such as pottery, ceram-
ics, weaving and leather works.

The Canada Fund promotes
sustainable development at the
grassroots level and has support-
ed 600 projects totalling more
than $9 million over 14 years. It is
one of the key elements of Cana-
da’s bilateral assistance program
in the Philippines.

January 16

Following the Prime Minister’s
visit with former Philippine
President Corazon Agquino,
Mr. Chrétien and the premiers

met with some of the most influ-
ential business leaders in the
Philippines.

Thailand, January 17-20

January 17

After Prime Minister Chrétien’s
meeting with Prime Minister
Cahavalit Yongchaiyudh of
Thailand, an expanded meeting
was held with Canadian premiers
and Thai ministers.

A number of bilateral agree-
ments were expected to be signed
at a special ceremony, including:

¢ The Foreign Investment
Promotion and Protection
Agreement (FIPA), negotiated
on December 20, 1996. When for-
mally approved, the FIPA will
help ensure Canadian investors
can compete in a stable environ-
ment and give investors the right
to international arbitration in
case of disputes.

¢ MOU on Environmental
Co-operation with the Thai
Ministry of Science, Technology
and Environment, which would
provide a broad and flexible
framework for co-operation on
environment and sustainable
development issues.

The Prime Minister addressed
some 700 business people at the
Thai-Canada Business Con-
ference.

Mr. Chrétien attended a special
Continued on page 7 — Team

- Looking for Export Opportunities?
Make sure you are registered in the WIN Exports database,
which will showcase your company’s capabilities to foreign
buyers. Fax your request for a registration form to 1-800-
667-3802 or (613) 944-1078; or call (613) 992-3005.
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News of Note

Canadian Awards for |
International Development 1997

Active and successful in the devel-
oping world? Be recognized for
your achievements: apply for an

International Development Award.

For five years, the Canadian
Awards for International Develop-
ment have recognized the achieve-
ments of Canadian business in
supporting economic and social
progress in the developing coun-
tries of Africa, Asia, Latin America
and the Caribbean, as well as the
countries in transition in Central
and Eastern Europe.

These prestigious awards, pre-
sented by the Minister for Inter-

national Co-operation at a gala
dinner during the annual meet-
ing of the Alliance of Manu-
facturers & Exporters Canada
with the Canadian International
Development Agency, have so far
recognized 23 companies (from
close to 300 applicants) whose
work in the developing world has
been particularly outstanding.

A brochure, listing the overall
aims of the Awards and the
application procedure is avail-
able from the Alliance’s Ottawa
office. If you are active in the
developing world, you too could
be a winner. Contact Jacqueline

Israeli Chamber Informal
Source of Business
Information

Exporters to Israel who are seek-
ing business contacts or advice or
who are interested in establishing
international commercial relation-
ships will find an informal friend
in the Israel-Canada Chamber of
Commerce and Industry.

The Tel Aviv-based Chamber
complements officially mandated
institutions and organizes sympo-
sia and conferences at which col-
leagues from Israel and Canada can
promote their ideas and interests.

Membership in the Chamber
— there is a sister office in To-
ronto — also enhances a busi-
ness person’s understanding of
cultures and markets in the tar-
‘get country. This understanding
can lead to agent/distributor
agreements or to agreements

with joint venture or investment
partners — developments that
are likely to increase with the
implementation of the Canada-
Israel Free Trade Agreement.

The co-ordinates for the Cham-
ber in Israel are: 65 Allenby Road,
65134 Tel Aviv, Israel, Tel.: (011-
972-3) 620-2544; Fax: (011-972-3)
620-2513.

In Canada, the sister Chamber
co-ordinates are: 48 St. Clair
Avenue West, Suite 1100, Toronto,
Ontario M4V 272, Tel.: (416) 961-
7302; Fax: (416) 961-0696.

CANADEXPORT

ON-LINE
http//www.dfait-maeci.ge.ca/
english/news/newsletr/canex

Parent, Tel.: (613) 238-8888, ext.
233; Fax: (613) 563-9218. Do it
now! Closing date for appli-
cations is February 21, 1997.

Canada
On-line in
South
Africa

The Canadian High Commis-
sion in South Africa, with the
recent launch of its Internet
home page, has joined the
growing number of Canadian
missions abroad to take to the
fast lane on the Information
Superhighway.

The site enables visitors
to access information on a
wide range of topics relating
to Canada and South Africa.
These include, among other
subjects, political, economic
and trade relations, visa and
tourist information, Cana-
dian International Develop-
ment Agency activity and
defence liaison.

Users will also find the
.excellent links to a variety of
other African search engines
very helpful.

With the wealth of infor-
mation now available at the
touch of a button, this ser-
vice is likely to provide the
impetus for new initiatives
benefiting both Canadians
and South Africans.

Department of Foreign Affairs and International Trade (DFAIT)
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ExportDevelopment Corpora,twn‘

Export Insurance and Financing:
A Winning Combination

As thousands of Canadian businesses are discovering, exporting can be a risky business. Big or small,
exporters face a wide variety of commercial and political risks such as buyer bankruptcy, broken contracts,
wrongful calls against bid or performance guarantees, cancellation of import or export permits, or trouble

getting money out of the country.

“These risks, added to the growing
competition for available capital

to fund exports, is making it tough
- for Canadian companies to grow

into new markets,” says Paul
Labbé, President of Export Devel-

established over 50 years ago to

management services, mcludmg

insurance and ﬁnanclng to Gana-x ments and project risk ﬁnancmg

dian exporters and their global.””
customers. v

“What we bring to the table is a
wide variety of financial solutions
and insurance support, as well as
extensive market and sectoral
expertise,” says Labbé. “We have
teams dedicated to different mar-
ket sectors such as information
technology and industrial equip-
ment so that we understand your
business as well as you do. We
also have a team dedicated to
small and medium-sized busi-
nesses which includes customized
financial support.”

To help exporters better man-
age their risks, EDC’s insurance
services cover everything from
non-payment by the exporters
buyer to war, revolution, insurrec-
tion or other pol1t1ca1 distur-
bances. For example, both EDC’s
credit and bonding insurance offer
exporters receivables protection

opment Corporation. EDC Was sbank)guarantees L

and the ability to obtain addi-
tional working capital and a draw
on their bank-line of credit. EDC’s

bonding:c coverage for terms of
more‘fhanﬂone year can also: :help
exporters obtam su_rety bonds and

i

“nancing, note"purchase | arrange

Lines’ +of ‘credit, with / predeter-
mmed terms and condltlons, also

with access to financing,” Labbé
explains.

EDC has established more
than 40 lines of credit with
foreign banks and agencies in
some 20 countries. Transactions
supported under these lines of
credit ‘are usually valued at be-
tween US$5O 000 and US$5 mil-

““lion, providing buyers with a

ready source of financing and
.exporters with a valuable mar-
keting tool to promote thelr

‘fEDC’s‘éﬁnancmg support’; glves
Canadian exporters an edge
When tthey bid on oyverseas
prOJecté Labbé . says. ‘Trade
deals increasingly depend on
complex and tlghtly negotiated
ﬁnancmg arral ements where
a fEmeaSIS pmnts in mterest
rates can make: or brealcwthe
deal.. Exporters. are having to
bid not just on the basis of
quality and price, but also on
the basis of the financing
package supporting the sale.
Further, they are often called
upon by the customer to carry

@Exporters an Edge

part of the financing cost of the
purchase.”

The risks of financial parti-
cipation in projects, in both
developed and developing coun-
tries, are far more complex
than those faced by EDC just a
few years ago. In fact, the
growth in commercial lending
and limited-recourse project
finance is fundamentally re-
shaping EDC’s loan portfolio.
In 1995, almost 90 per cent of

Continued on page IV
Financing Support

Department of Foreign Affairs and International Trade (DFAIT)
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Coverage for

Higher Risk markets extended

To complement its drive to provide more flexible financing, the Corporation is also getting more aggressive
in a number of higher risk, non-traditional emerging markets, according to Keith Milloy, EDC’s Chief
Underwriter, Short-Term Insurance. '

In the fall of 1996, for example,
EDC announced an additional
$1.5 billion in new export finan-
cing to support sales of Canadian
goods and services to 50 higher
risk emerging markets worldwide.
This brings the total amount of
financing available for emerging
markets to more than $5 billion.

EDC has also adopted a far
more flexible position on insuring
transactions in higher risk mar-
kets. In supporting exporters that
do business in Lebanon and Egypt,
for example, EDC has been restrict-
ed to providing coverage on trans-
actions supported by Irrevocable

Letters of Credit; now it supports
open account transactions.

“Our customers are increas-
ingly doing business in these mar-
kets using open account terms,
which puts their foreign receiv-
ables at great risk,” Milloy ex-
plains. “It- was critical that EDC
be willing to support exports to

Strong financial
performance supports
new risk approach

these markets on an open account
basis.”
This initiative is made possible,

Milloy adds, by EDC’s continuing
strong business performance. Net
income for the first half of 1996
more than doubled to $60 million
from $29 million a year earlier.
Business volume (the total dollar
value of exports supported by
EDC) was $10.8 billion, up 25
per cent from the first six
months of 1995.

Capital was augmented by an
additional $50 million of equity
provided early in the year, bring-
ing total shareholders’ equity to
more than $1.2 billion, includ-
ing $322 million in retained
earnings.

Sectoral Approach Delivers
Focussed, Customized Service

Over the past year, EDC has
established seven cross-product,
full-service teams devoted to spe-
cific industry and market sec-
tors, complementing the Corpor-
ation’s geographic and product
expertise. These teams target
specific industry sectors such as
industrial equipment (which
includes the oil and gas sector),
information technology, forestry,
transportation, base and semi-
manufactured goods, engineer-
ing and professional services,
and financial institutions. An
eighth team, the Emerging
Exporters Team, serves the
needs of smaller exporters with
annual export sales of less than
$1 million.

“Although our customers have
long recognized EDC’s strong

foreign market expertise, they
have also told us we needed
to develop a thorough under-
standing of their business sector
and the competitive challenges
they face,” Labbé says. “This was
the major driving force behind
our decision to restructure along
sectoral lines.”

Other reasons included the
need to streamline service to
customers, respond more quickly
to insurance and credit applica-
tions, increase EDC’s capacity
to manage risk and provide
strengthened support to smaller
exporters.

The teams are based at EDC’s
head office in Ottawa with
business development man-
agers located at the Corpor-

ation’s seven regional offices in’
Vancouver, Winnipeg, Calgary,
Toronto, London, Montreal and
Halifax.

“Because EDC is often called
upon to provide financing to the
exporter’s buyer, these teams are
also developing in-depth sectoral
expertise in foreign markets,
complementing their domestic
knowledge,” Labbé adds. This
knowledge helps exporters better
understand the risks and oppor-
tunities they face.

“These teams have greater
autonomy to generate financing
solutions for customers across
all product lines and to make
quicker decisions than was
possible in the past,” Labbé
says.

Department of Foreign Affairs and International Trade (DFAIT)
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EDC and its Emerging Exporters Team are on call for smaller exporters — companies with annual exports
of up to $1 million — to help them grow their exports through specialized insurance and financing
support.

The Emerging Exporters Team
is staffed by a wide variety of
specialists who are in the busi-
ness of managing risks asso-
ciated with exporting.

The team offers services in-
cluding export credit insurance
and export financing. Export
credit insurance is a risk man-
agement tool that protects ex-
porters against 90 per cent of a
loss if foreign buyers don’t pay.
Small business will often use
this security to obtain working
capital financing from their
bank. Export financing involves
loans to foreign buyers so that
they can purchase Canadian
capital goods.

Small businesses involved in
exporting have three key needs:
quick decisions, accessibility
and the elimination of red tape.
Everything about the way the
group works — from the ap-
plication processes through to
the ongoing relationship with
exporters — has been designed
with these fundamentals in
mind. )

EDC offers export credit in-
surance and line of credit fi-
nancing over the phone. The
difference between this and
other call-centres is that you're
reaching an experienced deci-
sion maker (not an operator),
someone who can make deci-
sions on the spot. That means
EDC can put coverage in place
on the spot in as little as 15
minutes, handle all ongoing ex-
port credit needs of customers,
and refer entrepreneurs to
others if EDC cannot help

directly. The team can also fax
applications and information
regarding its services instantly
while on-line with customers.
Customers and potential custo-
mers can dial a 1-800 line from
9:00 a.m. to 5:00 p.m. their time
from anywhere in Canada.

It is this streamlined ap-
proach that has won kudos from

_its many new customers. Since

the team’s inception in early
1995, more than 2,000 small
businesses have better risk pro-
tection on their exports to the
U.S. and overseas.

Philip Humfrey, President,
Excalibur Machine & Tool Co.
says the team’s efforts to res-
pond to his unique needs as a
small business involved in ex-
porting is welcome.

For smaller exporters like
Excalibur, obtaining bank finan-
cing can be a challenge. “With
the support of EDC, we have been
able to arrange bank financing
on our foreign accounts receiv-
ables, growing our U.S. customer
base to more than 60 per cent of
annual sales.”

Another new way to obtain
financing against a company’s
export business is the Master
Accounts Receivable Guarantee
(MARG). Developed in co-oper-
ation with eight major financial
institutions, the program helps
exporters increase their operat-
ing lines of credit. MARG works
because EDC provides a guar-
antee to the bank, turning the
exporter’s receivables into work-
ing capital. Companies apply for

the program through their banks.
Once approved, the funds are
available under their operating
line of credit up to a maximum
of $500,000. '

Not all exports are sold on
30-day or 60-day credit terms.
Exporters whose foreign buyers
are requesting medium-term
financing (i.e., a repayment
period of more than one year)
in order to purchase Canadian
capital goods and related ser-
vices now have a number of op-
tions available to them. De-
pending on the needs and char-
acteristics of the deal, EDC’s
team of specialists can work
with Northstar Trade Finance,
a B.C.-based company special-
izing in financing for capital
goods exports, or directly with
exporters and their foreign
buyers to find the right solu-
tions.

No company is too small to
export, and no company is too
small for EDC. The emerging
Exporters Team can be reached
at 1-800-850-9626.

Department of Foreign Affairs and International Trade (DFAIT)
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Services at a Glance

Insurance

Export Credit Insurance protects exporters for
up to 90 per cent of the value of their exports if
the foreign buyer doesn’t pay.

Foreign Investment Insurance covers up to 90
per cent of losses due to three types of political risk:
not being able to convert local earnings into hard
currency or to get hard currency out of the country;
expropriation; or war, revolution or insurrection.

Performance Security Insurance (PSI)
covers the performance bond issued by the
exporter’s bank with a letter of guarantee which
bonds an exporter’s performance to the buyer.
The bank is required to pay the buyer on its first
demand for any reason. PSI offers 90 per cent
coverage for the exporter in the event of a
wrongful call on the bond, or a rightful call
beyond the control of the exporter.

Performance Security Guarantee (PSG) is a 100
per cent guarantee to the bank against any call,
either rightful or wrongful. In essence, the PSG
becomes a working capital guarantee, allowing the
exporter to fully utilize its line of credit.

Finance

Supplier Credit Financing includes a note
purchase agreement where EDC purchases from
an exporter a series of promissory notes issued by
the foreign buyer upon the sale of goods or services.

Buyer Credit Financing includes direct loans
and lines of credit. Direct loans are a financing
arrangement between EDC and a buyer, or a
borrower on behalf of a buyer, for a predetermined
transaction. Loans usually involve large trans-

actions with long repayment terms.

Lines of Credit are a streamlined form of
financing in which EDC lends money to a foreign
bank, institution or purchaser, which then lends
the necessary funds to foreign purchasers of
Canadian goods and services. Interest rates,
repayment terms and other details are pre-
arranged between EDC and the foreign borrower,
which speeds up the turnaround time.

Financing Support

Continued from page I

EDC’s financing business was concluded on a
commercial basis, up from 74 per cent the .
previous year.

“It is vitally important that EDC and other
financial institutions help marshal the capital
and manage the risks implicit in these trends.
This is essential both to help exporters win im-

. mediate sales and to provide them with oppor-
tunities to secure lasting footholds in markets
with high-growth potential,” Labbé says.

To meet this need, EDC has established a
subsidiary, Exinvest Inc., dedicated to developing
innovative new financing mechanisms, and a
special project finance team, which last year
supported projects in Colombia, the Philippines
and other countries. It has also created a new
Risk Management Office and established
procedures for evaluating loan portfolios on an -
industry, geographic and transaction basis, to
reinforce its ability to manage changing risks in -
the global marketplace. ,

CONTACTS

HEAD OFFICE: Fax: (204) 984-0163
151 O’Connor Street ‘
Ottawa, Ontario K1A K13 Calgary

Montreal:
Tel.: (514) 283-3013
Fax: (514) 878-9891

Tel.: (613) 598-2992
Fax: (613) 598-6858

REGIONAL OFFICES:
Vancouver:

Tel.: (604) 666-6234
Fax: (604) 666-7550

Winnipeg:
Tel.: (204) 983-5114

Tel.: (403) 292-6898
Fax: (403) 292-6902

Toronto:
Tel.: (416) 973-6211
Fax: (416) 862-1267

London:
Tel.: (519) 645-5828
Fax: (519) 645-5580

Halifax:
Tel.: (902) 429-0426
Fax: (902) 423-0881

Toll free number

to all regional ofices:

Tel.: 1-888-332-3320

Department of Foreign Affairs and International Trade (DFAIT)
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Trade Fairs

Communications Professionals to Meet
at INTER COMM 97 in Vancouver

VANCOUVER — Over 7,000 visitors
from more than 70 countries are
expected to attend INTER
COMM 97, Canada’s premiere
international communications
congress and exhibition being held
here February 24-27, 1997.

The event — which focusses on
the Pacific Rim-North America,
Asia Pacific and Latin America —
offers a 400-booth showcase of the
latest applications in voice, data,
image and networks, as well as a
new wireless feature area.

Some 175 speakers in 50 major
sessions will be addressing five
main themes: carriers and public
network developments; wireless
communications; enterprise net-
working; intranets, the Internet
and the global information infra-
structure; and regional infrastruc-
ture evolution.

INTER COMM 97 will also be
hosting other major concurrent
events, including the World Tele-
port Association’s 13th General
Assembly; the Microwave Theory
and Techniques Soc1etys 2nd In-

ternational Symposium on Wire-
Iess Technologies; a major meet-
ing of the Intelligent Transpor-
tation Society of America; and
Globex’s Canada Link 97.

For more information on these

events, contact INTER COMM
97, 2500-1177 Hastings St., Van-
couver, Tel.: (604) 669-1090,
Fax: (604) 682-5703, Internet:
http://www.intercomm97.com

China Delégatian o
Attend INTER COMM 97

VANCOUVER — Industry and government'decision: makers from

the Beijing: and Shanghai regions, and possibly telecom execu-
- tives from Hong Kong, will comprise a delegation that will attend -

the international telecommunications/information technology
- show, INTER COMM 97, being held here February 24-27, 1997.
. The delegation’s specific interests include Internet and
_ intranet technology and services; wireless and mobile communi-
~ cations; PCS; LMDS; broadcasting technology; and satellite
. ground station equipment and:services:

Also planned are technical seminars and social partnering ses-

- sions ‘to:'support: the mission, which is organized by Industry

Canada and the Department of Forelgn Aﬁ‘alrs and International
- Trade (DFAIT).

" For further information on the mission, contact Neil Clegg,
‘China D1v151on DFAIT, Ottawa, Tel.: (613) 995-6962, Fax: (613)
943- 1068

Amerlcana 97 —_ Envuronmental
Technology in the Americas

MONTREAL — Americana 97,
the Pan-American Environ-
mental Technology Trade
Show, will return to the Mon-
treal Congress Centre March
18-21, 1997.

Over 5,000 delegates and 350
exhibitors from North, South
and Central America are ex-
pected to attend.

In addition to the Trade Show,
some 140 technical and scientif-
ic conferences will give partici-
pants an opportunity to become
more familiar with the environ-
ment industry, to learn about
business opportunities and to
improve their companies’ com-
petitiveness.

The show will feature eight

main topics, including drinking
water, municipal and industrial
waste water, air purification,
and solid and hazardous wastes.

For further information on
Americana 97, contact organi-
zer Jean-Pierre Dubois, Tel.:
(514) 270-7110, Fax: (514) 270-
7154,

Department of Foreign Affairs and International Trade (DFAIT)
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Trade Secrets

New England’s Flrst Self—Checkout System
Developed in Canada

After only three years in business, Optimal Robotics Corporation of Montreal is already 90 per cent export-
based, having found itself a niche market just south of the border.

That’'s where the 40-employee-
strong young company started
selling its first self-checkout sys-
tem about one and a half years
ago, in Louisville, Kentucky.

But it was the premiere launch-
ing last summer of Optimal’s sys-
tem by Shaw’s Supermarkets Inc.
in Derry, New Hampshire, that
attracted all the media attention.

As Bridgewater, Massachusetts-
based Shaw’s has over 100 outlets
in New England, the introduction
of the “U-Scan Express” has al-
ready led to further Optimal sales
opportunities — including Star
Markets in Boston (system re-
cently installed), and signing of a
number of other major retailers in
the U.S.

Best opportunities in the U.S.
“Selecting the U.S. as our first
focus,” recalls Optimal’s Executive
Vice-President Henry Karp, “was
a conscious effort because it’s the
largest market, and that’'s where
the money is as well as the oppor-
tunities.”

How did that choice come
about?

“We went to trade shows down
south,” says Karp, “mainly in the
grocery sector, where we made a
lot of contacts.”

As a matter of fact, the compa-
ny still attends such events — not
only specializing in groceries,
but also for other retailers, home
depots and drug companies.

“Another reason for starting
out across the border,” admits
Karp, “is that we found U.S.

retailers generally more willing to
innovate than here in Canada. U.S.
product acceptance is therefore a
good test for gaining acceptance in
other markets,” he advises.

How the “U-Scan Express”
system works

Designed for express lanes — 15
items or less — simple, colourful
touch screen displays lead shop-
pers step-by-step through the
scanning and purchasing process.
And if they have any questions,
there is always a cashier — one
per four machines — there to help.

After choosing a payment meth-
od — credit card, cash, cheque or
food stamps — shoppers pass
each of their items over the scan-
ner (it registers price and weight)
and place them in shopping bags.

Each bag sits on a “smart
scale,” which then calculates the
correct weight of the bag based
on the weight of the items
scanned. If there is any discrep-
ancy — an item not scanned is
placed in the bag — an automat-
ed voice will remind the shopper
to re-scan the item.

And if shoppers are purchasing
items such as cigarettes, the
“smart” machine will also ask
them to show a cashier proper ID.

“As an added feature,” says
Karp, the ‘U-Scan’ can even dou-
ble as an automatic teller
machine (ATM) if shoppers need
to withdraw some extra cash.”

It took Optimal nearly two
years before venturing into the
world of exports.

“We only started selling active-
ly last year,” says Karp, “after
spending two years developing
and fine-tuning and getting ready
to commercialize our product for
large chains.”

Selling south of the border also
prompted the company to switch
manufacturing of its product from
Laval, near Montreal, to locali-
ties directly in the US market.

“This way,” states Karp, “we
didn’t have to go through the
burdensome and inconvenient
paperwork involved in cross-bor-
der documentation, brokerage
and clearing procedures —
despite the Canada-U.S. Free
Trade Agreement — which can
hold up a small one-truck ship-
ment for up to three days.”

Expansion planned

The company will likely continue
this option as it plans to expand
into another half-a-dozen loca-
tions in the U.S. next year — in
addition to its current nine,
including several more systems
in Kentucky and Massachusetts
as well as in Indiana, Virginia,
Ohio and Texas.

“Our longer-term goals,” con-
fides Karp, “will see company
expansion into Canada and
Europe.”

For more information on Op-
timal Robotics Corporation, con-
tact Optimal's Executive Vice-
President Henry Karp, Tel.:
(514) 738-8885, Fax: (514) 738-
2284, E-mail: optimal@vir.com

Department of Foreign Affairs and International Trade (DFAIT)

February 3, 1997




CANADEXPORT

Team Canada/CIBS

Team Canada 1 997 — Continued from page 3

audience with the King of Thai-
land, Bhumibol Adulyadej.

January 18

The Prime Minister officially
opened the Tourism and Table
Top Food Fair, a three-day event

with 50 Canadian agri-food com-

panies which was expected to
attract over 500 Thai agn—food
representatwes

Mr. Sukavit Rangsitphol, Depu-
ty Prime Minister and Minister of
Education, and Mr. Chrétien

opened the Canadian Educ-
ation Fair which was designed to

draw attention to Canada’s exper-
tise and know-how in the field of
education.

Twenty-two young entrepre-
neurs on the Team Canada dele-
gation were joined by young
Canadian business people work-
ing in the Philippines and Thai-
land for an informal reception and
discussion with the Prime Minis-
ter and the official delegation.

January 20

The 42 Canadian and Thai partic-
ipants in the Canada World
Youth Program met with the

Prime Minister and the official
delegation. The participants spent
three months in Canada on pro-
jects based in Ontario, and in
three areas of Thailand. The
Canada-Thai program is focussed
exclusively on agricultural pro-
jects and has been in operation in
Thailand for 12 years.

Fifteen Thai chief executive
officers were invited to a recep-
tion and luncheon at the Oriental
Hotel to meet the Prime Minister
and members of the Team Canada
delegation.

Where can I get a copy?

CIBS is a public document avail-
able to anyone at no charge.

To obtain copies of the Over-
view or the abridged Industry
Sector Strategies, please contact
the Department of Foreign Af-

fairs and International Trade’s
InfoCentre at:

*  Tel: 1-800-267-8376 (Ot-
tawa area: 944-4000); Fax: (613)
996-9709; FaxLink: (613) 944-
4500 (from a fax machine)

* Internet: http://www.
dfait-maeci.gc.ca

*  or complete the following

CIBS 1997-1998

coupon queting the appropriate
codes.

Note: The full Industry Sector
Strategies are available only on
diskette, via FoxLink (normal
long-distance charges apply) or
through the Internet.

CIBS, including the Overview, is available on two (2) WordPerfect diskettes, or in printed copy as two
distinct documents, the Overview and the Industry Sector Strategies. It can also be obtained by FaxLink,
or found, along with the Compendium, on our World Wide Web site.

To order the diskettes or printed copies, please send the form below to: InfoCentre, DFAIT, 125 Sussex
Drive, Ottawa K1A OG2, or fax to: (613) 996-9709. For immediate delivery via fax, call the InfalCentra’a—-

FaxLink at (613) 944-4500 and select the Main Index CIBS and the Compen

hitp:/ lwww. dﬁut maecz .ge.ca

[J 139TA Overview - Enghsh
[ 139TF Overview - French

(3 136TA Industry Sector Strategies - English
(J 136TF Industry Sector Strategies - French

(1 146TA Diskette - English
(7 146TF Diskette - French

Name:

Title:

Company:
Tel.:

=

Address:

81800

City:

]

Province:

I
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Business Opportunities/Business Agenda

BUSINESS OPPORTUNITIES

Input Sought for Panama Canal Feasibility Studles

The Government of Panama, which
on December 31, 1999, assumes
overall control of the Panama Ca-
nal, is seeking financial and tech-
nical input to update 1993 studies
that were conducted to determine
what should be done to accommo-
date newer ships that are too large
to cross the existing canal.

Canadian companies, particu-
larly those with engineering or
technical skills, are being asked if
they are interested in participat-
ing in these studies and if they
would be interested in bidding on
eventual tender calls for the
upgrade of the canal.

The cost of updating the studies
is estimated at US$20 million, of
which the European Union has

agreed to contribute approximate-
ly 50 per cent. The hope is that
other main canal users, including
Canada, will contribute toward
these costs. Only firms located in
the contributing countries will be
eligible for contracts related to the
completion of the studies, which
are to be managed by the Inter-
American Development Bank.
The 1993 studies, commis-
sioned by Panama, the United
States and Japan, considered two
options: a third set of locks or a
new (sea level) canal. Not much
credence is now being given to the
latter option, which could cost
about US$40 billion. The cost of a
third set of locks could reach
US$8 billion or US$10 hillion.

Interested parties may reply to
the above two questions by contac-
ting Céline Boies, Central Amer-
ica and Caribbean Division, De-
partment of Foreign Affairs and
.International Trade, 125 Sussex
Drive, Ottawa K1A 0G2, Fax:
(613) 944-0479; E-mail: celine.
boies@extott12.x400.gc.ca

For further information, con-
tact either Ms C. Boies, Tel.: 613-
996-6129, or Ambassador Louise
Léger, Canadian Ambassador to
Panama, Edificio Banco Central
Hispano, 4to Piso, Avenida Samu-
el Lewis, Calle Gerardo Ortega,
Ciudad de Panama, Republica de
Panama, Tel.: (011-50-7) 264-
9731, Fax: (011-50-7) 263-8083.

Maklng Trade Shows Work

MARKHAM — February 6, 1997, VANCOUVER —
February 12; WINNIPEG — March 6 — Trade show
expert Barry Siskind presents a series of workshops
entitled Making Trade Shows Work, aimed at

show co-ordinators, sales managers and staff.

For further information, contact the International
Training & Management Company, Tel.: 1-800-358-
6079; Fax: 1-800-358-6084; E-mail: itmc@ican.net

CSA Software Partnering Conference

- CHicaGo, ILLINOIS — March 6,

1997 Canadian software
! companies interested in devel-
- oping information technology
~_alliances are invited to take
~ part in the CSA Software

Partnering Conference. The

conference is an excellent
opportunity to learn about the
business and strategic direction
of dozens of software and infor-
mation technology companies.
The event is being hosted by the
Canadian Consulate General of

Chicago, KPMG Peat Marwick, ;
and Freeborn & Peters. Casey
Cowell, President of Chicago- -
based U.S. :Robotics, is the -
keynote speaker. For informa-
tion, contact (312) 939-5355.

DFAIT’s InfoCentre provides counselling, publications and referral services to Canadian
exporters. Trade-related information can be obtained by contacting the InfoCentre at 1-800-267-
8376 (Ottawa region: 944-4000) or by fax at (613) 996-9709; by calling the InfoCentre FaxLink
(from a fax machine) at (613) 944-4500; by calling the InfoCentre Bulletin Board at 1-800-628-
1581 via a computer modem; and by visiting the InfoCentre Internet World Wide Web site at
http:/fwww.dfait-maeci.ge.ca.

/
Return requested MAI L?POSTE
if undeliverable: — — —
CANADExPORT (BCFE) @ Postage po "ot pove
125 Sussex Drive BLK NBRE
Ottawa, Ont. 2488574
K1A 0G2 OTTAWA
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Canada and the United Kingdom:

Lifelong Partnérs-in:Tr TrLde

The United Kingdom is one of the strongest political and economic partners Canada has in Europe and
globally is second only to the United States. More than one third of Canada’s exports to the European
Union (EU) are sold in the UK. and it is Canada’s third-largest market for exports.

Bilateral merchandise trade,
which has remained relatively
constant over the past seven
years, increased by 12 per cent in
1995 to $9.4 billion. Canadian
exports to the UK. totalled $3.9
billion in 1995, up 16 per cent
from the previous year, while
imports grew by 9 per cent to
$5.5 billion. Canadian exports
for the first nine months of 1996
have risen by 7.4 per cent from
1995 to $2.9 billion.

While merchandise and ser-
vices trade performance has been
strong, 1996 provided further evi-
dence that investment is becom-
ing the most dynamic element of

the Canada-U.K. economic rela-
tionship. Nearly half of Canada’s
direct investment in the EU is
located in the UK.; $13.8 billion
in 1995, which is 9.7 per cent of all
foreign Canadian investment.

Total U.K. investment in Cana-
da in 1995 was $16.5 billion, rep-
resenting nearly 40 per cent of
Europe’s investment in Canada.

For Canadian companies, the
UXK. is considered a favoured
point of entry into the EU and a
stepping stone to other European
markets. In the same manner,
Canada remains an important
gateway for British companies

Eggleton Leads Business
Mission to Israel

Acting quickly on the opportunities opening up for Canadian busi-
nesses as a result of the signing of the Canada-Israel Free Trade
Agreement, Minister for International Trade Art Eggleton will lead a
business mission to Israel from February 23 to 27, 1997.

“Since we signed the free trade
agreement with Israel on January
11,1997, the potential for increased
business with Israel has risen con-
‘siderably, and we want Canadian
companies to take advantage of
these opportunities as soon as pos-
sible,” said the Minister.

Although the Israel 1997 Busi-

ness Mission will showcase

Canada’s expertise in all areas,’

its focus is on seven rapidly
emerging sectors that have been
enhanced by the agreement:
agri-food and fish; high-technology
products and services; telecom-

. munications; pharmaceuticals

and health care; construction
Continued on page 5 — Business

1/77

entering the North American
market.

London is also a key foreign
exchange market as well as a
vital source of international capi-
tal for portfolio and equity invest-
ment. A world leader in scientific
and technological development,
the U.K. offers significant oppor-
tunities for Canadian companies
for co-operation in research and
development.

This issue of CanadExport
features an eight-page supple-
ment on the United Kingdom,
outlining the many opportunities
available to Canadian companies
in various sectors of the UK.
market as well as information on
upcoming trade fairs, tips on
doing business in the UK. and
Canadian success stories.

CANADEXPORT
ON-LINE

’ http.//www dfait-maeci.gc.ca/
english/mews/mewsletr/canex

" INSIDE )
A CURRENT AFFAIR..coeueeivererurerens 2
CANADA-EU ACTION PLAN.......... 3
EXPORT AWARDS..c...iveseveveriverainins 4
U.K. SUPPLEMENT.....c.... I.viil
SHARING TRADE SECRETS........... 6
TRADE FAIRS....ccovvevsevrvirsesisiesnone 7
Q’PORTUMTIES/NEWS ............. y
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A Current Affair

ERE MR

Team Canada Business Conference:

Bringing Asian Business Opportunities Home

The Team Canada 1997 trade mission might be over, but the work of bringing the opportunities home is

Just beginning.

Team Canada: Bringing Asian
Business Opportunities Home,
a conference scheduled for Toron-
to on March 26, 1997, targets
small and medium-sized enter-
prises (SMEs) wanting to enter
Asia-Pacific markets or expand
activities in the region. '
Building on the awareness gen-
erated by the Team Canada mis-
sion and Canada’s Year of Asia
Pacific, the conference will offer
country/region briefings, breakout
sessions on sector-specific market
opportunities, workshops on de-
veloping Asia-Pacific business
strategies, and opportunities for
business-to-business networking.

High-Level Speakers

Among the prominent speakers
invited to address the conference
are Dr. Bill Saywell, President,
Asia Pacific Foundation of Cana-
da; Donald Campbell, Ambas-
sador to Japan; Stan Gooch, High
Commissioner in India; and

Richard Li, Chairman and CEO,
Pacifiec Century Group.
Participants will be able to net-
work with senior business and
government representatives recog-
nized as leading authorities on
Asia-Pacific issues. As well, they
will be able to pursue potential
" business opportunities with repre-
sentatives of the many companies
attending the conference. More
than 20 information tables will be
set up by Asia-Pacific trade and
business organizations to provide
free information on Asian markets
and investment opportunities.

Canadian Successes/
Opportunities

A wrap-up forum will feature Ca-
nadian success stories. Senior exec-
utives from leading Canadian com-
panies on the Team Canada mis-
sions to Asia will participate at
this session, sharing their experi-
ences and taking questions from
the floor.
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The conference offers tremen-
dous opportunities for SMEs and
larger businesses to acquire .the
information and contacts they
need to invest successfully in the
fast-growing Asia-Pacific region.

By the year 2000, the Asia
Pacific will contain 60 per cent of
the world’s population and pro-
duce 50 per cent of its gross
domestic product. By 2020, it will
encompass 7 of the top 10 econo-
mies in the world. In 1996, Cana-
da’s exports to the Asia Pacific
amounted to almost $27 billion,
making the region Canada’s sec-
ond-largest trading partner after
the United States. V

Similar Events Planned

The Team Canada conference, ex-
pected to attract between 200 and
300 registrants, is Toronto’s only
major business event for SMEs to
focus exclusively on the Asia-
Pacific region. Similar events are
scheduled for the Atlantic prov-

.inces in spring 1997, Ottawa in

the summer and Western Canada
in the fall.

Principal organizers -of the
Team Canada conference are the
Asia Pacific Foundation of Ca-
nada, the Canadian Chamber of
Commerce, the Pacific Basin
Economic Council Canadian
Committee, the Asian Business
Studies Program, the Ontario
International Trade Corporation
and the federal Department of
Foreign Affairs and International
Trade. Major sponsors include

Continued on page 3 - Asian
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Canada-EU Action Plan

CANADA AND EurorPEAN UNION SiGN AcCTION PLAN

On December 17, 1996, Canada and the European Union (EU) signed a Political Declaration and Action
Plan to consolidate and guide Canada’s close, historic links with the EU. The Action Plan will advance
Canadian-European relations in areas such as trade, foreign and security policy and new, emerging glob-
al issues such as migration and the internationalization of organized crime.

The European Union is the
world’s single largest market,
accounting for about 37 per cent of
- total world trade. It is the world’s
largest exporter of services and
largest importer of goods, and is
Canada’s second-most important
trading and investment partner
after the United States. Canadian
exports to the EU, which in-
creased 33 per cent in 1995 over
1994, support over 130,000 jobs in
Canada. In 1995, direct foreign in-
vestment from the European
Union countries in Canada totalled
$36 billion. During the same period
Canadian investment in the EU
amounted to $27.9 billion making
EU the second-largest recipient of
Canadian direct investment.

~ Asian Business
- Opportunities
- Continued from page 2

~ Export Development Corpor-
ation, the Business Devel-

_ opment Bank of Canada and
the University of Toronto. .-

« - For registration  informa-
tion, contact Robert Lynn, Pro-

- gram Manager, Tel.: (416) 869-
0541, Fax: (416) 869-1696.

" CanadExport will be at-

- tending the Team Canada

~ business conference...look for

- coverage in future issues.

The Political Declaration
underscores the common values,
history, traditions and culture
that bind Canada and the EU
together. It commits both parties
to co-operate in the pursuit of
common interests in the areas of
trade and security as well as in
respect for democratic values.

The Action Plan builds on the
1976 Joint Framework Agreement
on Economic Co-operation which
established an improved struc-
ture for managing the bilateral
relationship between Canada
and the European Community,
and the 1990 Transatlantic Decla-
ration which addressed the poli-
tical dimension of the relation-
ship, and serves as a roadmap for
future co-operation between Cana-
da and the EU in four main areas:
economic and trade issues; foreign
policy and security issues; global
issues; and fostering links.

The Action Plan obliges both
partners to undertake a study on
ways to facilitate trade in goods
and services and to further re-
duce or eliminate tariff and non-
tariff barriers. This study could
lay the basis for future trade
negotiations in the World Trade
Organization (WTO) or else-
where in which Canada could
resolve other regulatory and
trade problems with the EU.

It provides for the initiation of
a transatlantic business dialogue
that would result in the estab-
lishment of transnational strate-
gic business alliances, technol-
ogy transfers and other forms of
industrial co-operation. This dia-
logue is also intended to provide
an early opportunity for the busi-
ness community to be consulted
and provide input on these or
other matters of mutual interest,
including the trade study.

The Action Plan calls for
improved mechanisms aimed at
the early identification and time-
ly resolution of trade disputes. It
urges maximum support for the
completion of a number of ongo-
ing negotiations. Foremost among
these are four agreements dealing
with recognition of standards cer-
tification, competition policy, cus-
toms co-operation and veterinary
standards equivalency. These
agreements should greatly assist
Canadian exporters in gaining
access to the EU markets.

The Action Plan commits
both parties to co-operate on in-
formation technology by:

* exchanging views and co-
ordinating on regulatory issues,
paying particular attention to
pro-competitive policies and reg-
ulatory regimes, interconnection
and interoperability, including

Continued on page 8 — Action Plan

Looking for Export Opportunities?
* Make sure you are registered in the WIN Exports database,
- . which will showcase your company’s capabilities to foreign
" buyers. Fax your request for a registration form to 1-800-
667-3802 or (613) 944-1078; or call (613) 992-3005. -

Department of Fbreign Affairs and International Trade (DFAIT)
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Export Awards

Following another successful year,
the Canada Export Award Pro-
gram is accepting applications
for the 1997 awards. The Minister
for International Trade will pre-
sent the awards in Quebec City on
October 6, 1997.

Each year, 10 to 12 Canada
Export Awards for overall export
achievement are presented. This
year, for the first time, the
Program’s three corporate spon-
sors — Canadian Imperial Bank
of Commerce, Export Devel-
opment Corporation and the
Stentor alliance of telecommuni-
cations companies — will each
present special awards in the
areas of job growth, small and
medium-sized exporters, and the
use of research and development
and service innovations.

Since the Program’s inception

1997 Canada Export Awards:

Applications Invited

in 1983, 190 Canadian exporters,
selected from over 3,000 applica-
tions, have received the presti-
gious Canada Export Award.

Who Can Apply?

Any firm or division of a firm res-
ident in Canada that has been
successfully exporting goods or

. services for at least the past

three consecutive years — 1994-
1996 — can apply.

Trading houses, financial
institutions and firms in trans-
portation, market research, pack-
aging and promotion are also
eligible.

How Are Winners Chosen?

Winning entries are chosen by
the Canada Export Award Selec-
tion Committee. This group of
experienced business people

coupon to:

Name:

For a Canada Export Award application, send this

Canada Export Award Program
Team Canada Division (TBC)
Department of Foreign Affairs and International Trade
125 Sussex Drive, Tower C, 5th Floor
Ottawa, Ontario
KI1A 0G2
Fax: (613) 996-8688 Telephone: 1-800-267-8376

Title:

Company:

Addréss:

City, Province:

Postal Code:

Telephone:

Fax:

from across Canada considers

.the following criteria, among

others, in choosing the winning
companies:

e the extent to which a firm
has increased export sales over
the latest three years,

® a firm’s success in breaking
into new markets, and

¢ a firm’s success in introduc-
ing export products into world
markets.

What Can the Award Do for
You?

Winning companies can use the
award logo on their products, let-
terhead, advertisements and
other promotional material for

three years. A national and inter-

national publicity and promotion
campaign, built around the win-

ners, highlights their accom- -

plishments in the international
marketplace.

Current and past winners
report that the recognition they
receive from the award has been
effective as a marketing tool, has
helped raise their profile at home
and attract new foreign cus-
tomers, and boosted employee
morale.

A 1992 winner, Lyne Riese,
President of Canadian Lake Wild
Rice in La Ronge, Saskatchewan,
said his experience was “all posi-
tive” because it helped to reas-
sure suppliers in other countries.
Riese estimates that exports
account for about 90 per cent of
the company’s sales, which have
grown 35 per cent since winning
the award. '

Applications for the 1997
Canada Export Award Program
must be received by April 15,
1997. '

Department of Foreign Affairs and International Trade (DFAIT)

February 17, 1997
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U.K. a Major
Commercial
Partner

The commer-
cial relationship
with the United p
Kingdom is by
every measure
the most exten-~
sive . Canada
has in Europe
and globally is second
only to the United
States. More: than
one third of Canada’s
exports to the EU

are sold in the e
United Kingdom.
The U.K. is Canada’s

third-largest market for exports
and remains the key gateway
market for most Canadian firms,
particularly small and medium
enterprises and first-time off-
shore exporters.

Canada-U.K. Trade
Relations

Bilateral merchandise . trade
increased by 12 per cent in 1995
to $9.4 billion.-Canadian exports
to the UK. totalled $3.9 billion

cent from the previous year,
while imports grew by 9 per cent
to $5.5 billion. Canadian exports

have increased by 74 per cent
from 1995.

in 1995, an increase of 16 per "

&  Shift to Value-addedr

Products and Services .
Canada’s exports to the
U.K. are shifting to value-

services,

grown in 10 years from
20 per cent to over
40 per cent.

Canadian earn-
ings for business
services have. in-

60 per cent, from
~ $443 million in 1991
to $728 million in 1995. There has

been particularly strong growthin
chemicals, industrial ‘machinery, -

defence and aerospace products

“and processed food. Exports of

Canadian ' consumer products
valued at $200 million in 1995 are
reaching new record levels, led by
women’s apparel, sporting goods,
furniture, toys and games.

Canadian companies view: the
U.K. as a favoured point of entry
into the EU and a stepping stone
to other European markets. In
the same manner, Canada re-
mains an important gateway for
British companies entering the

"North American market.
for the first nine months of 1996 '

New Contracts Spell

‘Continued Growth

The conclusion in 1996 of several

: long-term‘ .contracts

added products and business
whose combined
ratio to total exports has -

o nistry of  Defence,
- simulator contracts, worth a total
g -of $47 million, to the Royal
creased - by over

One of Canada S Strongest Polltlcal
and Economic Partners

Historically, relations between the United Kingdom and Canada have been and continue to be very close.
The U.K. is often a major ally in international forums, is.an advocate of stronger transatlantic ties
between the European Union (EU) and North America, and is also a frequent assoczate in peacekeepmg

involving
Canadian firms underlined bright
prospects for ‘continued trade

_growth with the United Kingdom.

This was particularly: true in
the defence and aerospace sector
where- Canada put on a strong
showing at the Farnborough Air
Show. Key. contracts in this
sector’ included a $45-million
helicopter: sale to .the U.K. Mi-
and' two

Artlllery and to the Royal Navy.

Canadlan ﬁrms also_had out-
standing success in the mass tran-
sit field, including a $650-million
contract for 250 freight handling
locomotives, $78 million for light
rail - vehicles, . $63-million ‘to
overhaul and refurbish 381 Bri-

~tzsh rail passenger cars and a

Continued on page IT
One of Canada’s

~
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One of Canada’s Strongest Partners

Continued from page I

$488-million contract to build a light rail system
for South London.

Canada also demonstrated its leading-edge
strength in software design and telecommu-
nications with lucrative contracts being awarded
to Canadian firms for wireless equipment, fixed
radio-access networks and the upgrading of
British Telecom’s video networks.

Agri-food and seafood sales also reached new
heights in 1996. Total exports are well on their
way to topping 1995’s $350 million in sales,
placing the U.K. second only to the U.S. as a
market for Canadian processed food and
beverage products. The Canadian High Com-
mission was involved in 68 Canadian food and
wine festivals in 1996 and facilitated 32 new
commercial ventures between Canadian expor-
ters and U.K. importers in this sector.

Canada-U.K. trade in services continued to
outpace merchandise trade in 1995. Canadian
services exports to the U.K. grew by 40 per cent
between 1993 and 1995 and a further 7 per cent
in the first nine months of 1996. Given the strong
U.K. position in many services sectors, parti-
cularly as the world’s foremost financial centre,
services trade continues to offer strong growth
potentlal

Canada-U.K. Investment Relations

While merchandise and services trade performance
has been strong, 1996 provided further evidence that
investment is becoming the most dynamic element of
the Canada-U.K. economic relationship. Nearly half
of Canada’s direct investment in the EU is located in
the U.K., $13.8 billion in 1995, which is 9.7 per cent
of all foreign Canadian investment.

Total U.K. investment in Canada in 1995 was
$16.5 billion, representing nearly 40 per cent of
Europe’s investment in Canada. The main sectors
are finance and insurance; food, beverage &
tobacco; energy and chemicals. These sectors
accounted for almost 75 per cent of U.K. invest-
ment in Canada. Not only is the London financial
market a vital source of international capital for
portfolio and equity investment, but as a world
leader in scientific and technological develop-
ment, the U.K. offers important opportunities for
Canadian companies for partnership in research
and development (See Canada-U.K. S&T Co-
operation on page IV.) ‘

U.K. an Important Entry Point

In terms of direct investment into the EU, Cana-
dian firms traditionally view the U.K. as the entry
point into Europe. Canadian companies invest in
the UK. to gain a market presence in the EU, to
form technology partnerships allowing them access
to European capabilities, and to benefit from
skilled labour and well developed capital markets.
Some 400 Canadian companies are established in
the United Kingdom.

CE Mark
a European
Requirement

The CE (Conformité: Européenne) mark has
been introduced to:show whether a product -
complies with European requirements in -
terms- of safety, health, environment and
consumer protection. Products for which CE
marking is mandatory include construction-
products, hot water boilers, gas appliances,
.machinery, medical devices, electromagnetic
compatibility products, active implantable
electromedical devices, non-automatic weighing -
instruments; personal protective  equipment,;
simple pressure vessels, telecommunications
terminal equipment, low voltage products, toys
and a number of other goods.

The usual means by which the require-
ments are met is by manufacturing to speci- -
fied European standards. It is possible to use
other means to' show that ‘products are
manufactured in conformity with the essential-
requirements, but the attestation process can -
be more complicated. Attestation can be by
self-certification, independent certification or
third-party testing, depending on the Direc-

. tive and the type of product. The burden on
manufacturers becomes more onerous as the
safety risk (real or perceived) i increases.

Products meeting the requirements of the -
relevant Directive(s) carry the CE marking,
which then entitles them to be sold any-

- where in the EU without further testing or
certification. The, CE marking is: thus a
means of enabling free circulation of prod-
ucts within the European Umon

Department of Foreign Affairs and International Trade (DFAIT)
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Opportunities Still Plentiful

There is great dynamism to the relationship between the United Kingdom and Cenada, and the U.K.
market continues to offer broad potential to Canadian exporters. The Government of Canada is preparing
to release an Action Plan for the United Kingdom, which will highlight some of the key sectors offering
substantial opportunities to Canadian firms, particularly small and medium-sized enterprises. Among
these opportunities are:

Aerospace and Defence

The U.K. is a major player in the
aerospace industry, representing
about 10 per cent of the world
market. The U.K. has a number
of very large aerospace and
defence companies, which often
act as the prime contractors for
important projects and could
serve as appropriate partners for
Canadian firms. Canadian firms
have had recent success in ex-
porting sonar and radar systems,
space and tactical communica-
tions systems and targeting sys-
tems to the United Kingdom.

. Agriculture, Food and Fish
Products
In 1995, U.K. agri-food imports
totalled $30 billion. Canadian agri-
food and fish exports to Britain
rose from $300 million in 1994 to
$350 million in 1995. The U.K. is
Canada’s second-largest process-
ed food and beverage market
after the United States and is
one of Canada’s largest agri-food
markets in the European Union.
. The value-added segment of the
$30-billion U.K. food and beverage
market represents the single larg-
est opportunity for Canadian agri-
food exporters. About 60 per cent
of Canada’s current food exports
are in this market segment.
The establishment of the
World Trade Organization, along
with the recently negotiated
Canada-EU Agriculture Agree-
ment, provide Canadian compa-
nies with an opportunity to
- increase their exports of cereals,
canary seed, cooked and peeled
shrimp, oats, pork and cheese.
And the new Canada-EU Veteri-
nary Agreement should give Ca-
nadian beef exporters substantial
new commercial opportunities.
The UK. imports about $2.5

billion of fish and fish products a
year and is Canada’s most im-
portant market for canned salmon
and lobster. Additional oppor-
tunities exist in frozen and canned
crab, flatfish (sole and halibut),
frozen scallops and herring.

Business and Professional
Services

The U.K. market for business and
professional services is one of the
largest in Europe, estimated at
$15 billion annually. Three quar-
ter of UK. employment and two
thirds of U.K. GDP ($1.4 trillion)
are in services. The market, how-
ever, is extremely competitive
with some of the largest interna-
tional service companies based in
the United Kingdom.

The market for architectural
and engineering services has
undergone considerable restruc-
turing in recent years due to
increased competition from other
service firms, privatization and
subcontracting. The best op-
portunities lie in international
marketing, product development,
engineering consulting and media/
communcations services.

Consumer Products

The U.K. consumer products sec-
tor is vast, with retail sales
topping $120 billion. Several
product groups stand out as sig-
nificant for Canadian exporters,
including toys and games, tex-
tiles, clothing and furniture. Ca-
nadian exporters tend to be most
successful in high-end, value-
added products. ’

Cultural Products

The U.K. has one of the largest
markets in the English-speaking
world for cultural products and
is the fourth-largest market in

the world for music recordings.
It is also Canada’s largest co-
production partner in film and
television, with the two countries
collaborating on 28 productions
in 1994, With the reopening of Ca-
nada House in the spring of 1998,
the Canadian High Commission
will be able to showcase Canadian
artists to U.K. audiences.

Environmental Equipment
and Services

Environmental equipment and
services is a large and growing
market in the United Kingdom. It
is expected to increase by 6 per
cent annually to more than
$20 billion by the year 2000, with
the most rapid growth predicted
to be in pharmaceuticals, chemi-
cals and plastics. This is a highly
competitive market, which is in-
creasingly opening up to foreign
suppliers. The most promising
opportunities can be found in
municipal water and waste water
treatment, monitoring and testing,
air and marine pollution control,
landfill gas systems and bio-
remediation of contaminated land.

Forest and Building Products
Although the U.K. continues to
be a significant market for forest
products (imports of lumber,
wood pulp, newsprint, paper and
paper board from Canada ex-
ceeded $900 million in 1995),
Canada’s market share has fallen
in recent years as a result of
technical barriers and competition
from foreign suppliers. Between
1990 and 1995, Canada’s share of
the U.K. softwood import market
fell from 40 per cent to 12 per cent,
down from first to fifth place, after

Continued on page IV
Opportunities Still Plentiful
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Canada-U.K. S&T Co-operation

British expertise in science and
technology (S&T) is interna-
tionally recognized. The U.K.
is known for its excellence in
the basic sciences and applied
research in such sectors as ocean
technology, bio-pharmaceuticals,
chemicals, automotive, aerospace,
food processing and information
technology. Extensive collabora-
tive links among researchers exist
between Canada and the United
Kingdom in a wide range of fields,
from marine science . and bio-
pharmaceuticals to space technol-
ogy. In 1995-96, several strategic
partnerships were struck in
industrial waste water, ocean, and
software technology sectors.

Significant opportunities are
available for Canadian research-
and technology-oriented com-
panies in the UK. to acquire
commercial technologies, enter
into strategic alliances and
technology partnerships, and use
linkages with U.X. researchers
to access projects under the
European Union’s R&D Frame-
work Program (for research,
technological development and
demonstration activities) through
the Canada-EU Agreement on
Co-operation in Science and

Technology.

The S&T Agreement, signed in
1995, encourages and facilitates

co-operation in areas of common
interest, including agri-food and
fisheries, medical and health
research, non-nuclear energy,
environment, forestry, informa-
tion technologies, communications,
telematics for economic and
social development, and mineral
processing.

The agreement covers shared
use of research facilities, ex-
change visits by scientific and
technical personnel, information
exchanges and related activities
as well as the management,
allocation and exercise of in-
tellectual property rights.

OppOl’ tunities Still Plentiflﬂ — Continued from page II1

Sweden, Finland, Russia and the Baltics.

The good news is that conditions are in place to
regain lost market share. The U.K. construction
sector is experiencing strong growth, and imports
of lumber and building components are growing at
the fastest pace in Western Europe. Opportunities
for imports of added value wood products (doors,
windows flooring) abound, stemming from the
recent introduction of Timber 2005, a U.K. initiative
to increase the use of wood in building and
construction.

Furthermore, restrictions on imports of green
timber from Canada will likely be relaxed in 1997,
and confidence in Canada’s forest management
record is stronger than it has been in recent years.
A Greenpeace campaign favouring the use of wood
from sustainable sources over other non-renewable
building products will further add to the potential
in this market. ,

To seize these opportunities, Canadian forest
product exporters will have to step up their mar-
keting activities, in line with their competitors. Local
Canadian industry presence is lacking, and this is
beginning to send signals that Canada is not
committed to the U.K. and European markets.

Health Care

The U.K. is a major pharmaceutical manufacturer
and a world leader in pharmaceutical research and
development. It has probably the fastest licensing
authority in Europe. Britain is at the forefront of
biotechnology and is home to one third of all

European companies active in this market. There
are already several successful partnerships
between Canadian and U.K. companies and there
are good prospects for further co-operation. The
U.K. is also one of the world’s largest markets for
medical devices.

The U.K. presents many opportunities for Cana-
dian health-care companies, not only as an export
market but as a gateway to the European Union, one
of the world’s largest health-care markets.

Information Technologies

The UXK. information technology (IT) market is
worth over $80 billion and is tied with France as the
second- and third-largest market in Europe behind
Germany. Over half of the UK. IT market is
represented by telecommunications equipment and
services, with other growth areas being personal
computers, local area networks, educational services,
software, and Internet software and services. There
are about 1.5 million Internet users currently in the
U.K., and it is estimated that this figure will increase
to 7.7 million by the year 2000.

Tourism

The U.K. continues to be Canada’s most important
overseas market in terms of number of visitors.
Some 645,000 British tourists visited Canada in
1995, spending $585 million (excluding air fare).
Indications for the future are very positive, with
more than 1,000 different Canadian tour products
available to the British market.

Department of Foreign Affairs and International Trade (DFAIT)
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Doing Business in the U.K.

Although doing business in the United Kingdom is in many ways similar to doing business in Canada,
there are a number of considerations that should be taken into account when entering into transactions in

various sectors.

General

To be successful in the U.K.,,
companies need to have good
local representation. Larger
companies have subsidiaries in
this market, while smaller firms
tend to select a local partner that
is involved in a complementary
business. This is often the only
way for smaller companies to
compete in this market.

"~ Aerospace/Defence

Given the high technical stan-
dards in this sector, ISO-9000
certification is often a prere-
- quisite for bidding. European
standards for Radio Frequency
Interference and Electromagne-
tic Compatibility must be met.
Companies with unique defence
products should contact the
Procurement Office of the U.K.
Ministry of Defence. Companies
seeking to become long-term
suppliers may need to invest in a
local facility to ensure regular
service and liaison.

Agriculture, Food and Fish
Products

As well as the regulatory and
statutory framework that sur-
rounds the U.K. market, the
level of the “service package”
required s critical in realizing
export success. This means that
Canadian exporters need an
understanding of the market
structure, the importance of key
players at the import, wholesale
and retail levels, production
distribution factors, product
quality and presentation, pack-
aging, supply and pricing.

Consumer Products

Import tariffs, for most consumer
products from Canada range
from 5 per cent to 17 per cent.

These products generally have to
comply with packaging, label-
ling, user information and safety
requirements. \

Cultural Products

Sales of recordings are often
inextricably linked with live per-
formances. It is important, parti-
cularly in the pop/rock fields that
musicians are prepared to tour.
It is difficult to arrange a tour in
the U.K. from a Canadian base
and it is recommended that a
U.K. tour manager be employed
for this purpose. Book publishers
are encouraged to make personal
contact by attending fairs like
the London International Book
Fair and work through a local
distributor or agent.

Environmental Equipment
and Services

Any Canadian company wishing
to enter this market must estab-
lish a local presence. Technology
licensing and strategic alliances
are the obvious strategies for
most companies, while alliances
with public limited-liability com-
panies also offer opportunities
to introduce Canadian techno-
logies.

Forest Products

Softwood imports from Canada
are subject to EU phytosanitary
requirements that stipulate
the removal of all bark. Further-
more, such products must be
either kiln dried or heat treated.
Under discussion with the Euro-
pean Commission is an Enhanc-
ed Visual Inspection Program
which would ‘obviate these re-
quirements. More recently, some
end users are requesting that
products originate from sus-
tainably managed forests.

Building Products

Building products must conform
to the appropriate British stan-
dards and companies are also ad-
vised to obtain certification from
the British Board of Agreement.

Information Technologies
Equipment must meet European
standards for electrical safety and
Radio Frequency Interference and
Electromagnetic Compatibility.
The equipment must also carry a
“CE Mark” to show that it may be
legally offered for sale. (See page
I1.) Marketing major systems may
require companies to have ISO-
9000 quality registration and
associated IT standards. Any
equipment using radio frequency
spectrum will come under parti-
cular scrutiny and a shift of
frequency may be required. Tele-
communications services are
licensed by the Department of
Trade and Industry in co-opera-
tion with the Office of Telecom-
munications and the Independent
Television Commission for cable
and terrestrial TV.

U K On-Lme

i’ViSIt ‘the United ngdom;
' page of the. DFAIT Web site.
. to find sector reports and
| contacts. In the reports, you
. will find the e-mail address
. of the sector officer at the
j.fCanadlan High Commission
- in London or the URL for

some key companies in your
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SUCCESS STORIES

Top Drug and Explosives Detection Company
Consolidates U.K. Market Share... Without a Blast

A unique, state-of-the-art product has catapulted Mississauga-based Barringer Research Ltd. into the
world’s top bomb and drug detection expert whose leading-edge detectors are now being used in over 35
countries. :

Founded in 1961, it is only ten years ago that the

medium-sized company switched from geophysics
- and started applying a unique idea from oil and gas

exploration to drug and explosives detection.

First steps in the UK.

Barringer’s Vice President, Sales, David Martinak,
recalls that the company’s first customers in the
U.K. back in 1990 were the Home Office and the
Ministry of Defence — both still play a large role in
evaluating new products and emerging technologies.

“But our most recent contracts in that country,”
he says, “include supplying, through the end of
1996, our IONSCANR explosive detector units to
European Passenger Services Ltd. (EPSL) — which
provides passenger rail service from the U.K to the
Continent via the Channel Tunnel.” -

The company had won, three years earlier, a
similar contract worth over $3 million with The
Channel Tunnel Group Ltd. of London, for pro-
tecting the Eurotunnel — “one of the greatest
engineering feats of the century” — on both the UK.
and French side.

“These contracts were won through a tlght
tendering process,” recalls Martinak, “by beating
out our main competitor — from the U.S.A.”

How did Barringer, whose detectors are also
found in many airports in the U.K. and other parts
of the world, do it?

Quality and reputation

“What put us above the competition was not only
price and quality,” explains Martinak, “but espe-
cially equipment performance and reputation, as
well as long-term costs.”

When it comes to reputation, he also acknowl-
edges the solid support received from the Canadian
Commercial Corporation — “equivalent to Canadian
Government backing,” says Martinak who, occa-
sionally, has plugged into other sources of help
such as the Export Development Corporation
(EDC), the former Ontario Development Corpor-
ation, the Canadian International Development
Agency (CIDA), and the Program for Export Market
Development at the Department of Foreign Affairs
and International Trade (DFAIT).

Barringer’s IONSCANR 400 is now being used by
drug interdiction and security agencies such as
Canada Customs (capturing over $60 million worth
of illegal drugs since 1994), U.S. Customs, the FBI
and French Rail Authorities.

Develop good contacts :

“In many respects,” says Martinak, “it is a small
world, in the fields of counterterrorism and drug
interdiction. Gaining acceptance into the worldwide
law enforcement community and developing a solid
source of contacts is essential to business success.”

Canada Customs, Transport Canada and the
Canadian Police have been constant sources of
support for Barringer — including co-operation on
the original product research — all of which have
frequent contact with similar agencies in other
countries.

“Additionally,” says Martinak, “we maintain
regular contact with the Canadian High Com-
mission in London — and Canadian Trade Com-
missioners in other parts of the world — for
possible new customers and business.”

Opening an office -in the UK. in 1995 —
Barringer also has one in Paris and plans one in
Southeast Asia later this year — has been another
good move, according to Martinak.

“It has been a very good investment for our
company,” he says, “and proven an excellent
mechanism for expanding in the U.K. and elsewhere
in Europe — the leader in airport security.”

But such a move needs preparation, he warns.

“Choosing the right people, through a good
network of contacts, is key to success,” he advises,
adding that “at our company, we don’t sit at home
but invest a great deal of marketing dollars on
travelling, making routine contacts-and holding
face-to-face meetings.

“And we have a great ally in the Canadian
Government which is very supportive of export
initiatives,” says Martinak whose company also
participates at key international trade shows.

For further information on Barringer, contact
company Vice President, Sales, David Martinak.
Tel.: (905) 238-8837, Fax: (905) 238-3018.
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SUCCESS STORIES

Vancouver Company Breaks into Upscale
U.K. Furniture Market

Selling high quality reproductions of original antique ﬁtrniture‘to one of the meccas of that trade — London
— is no small feat. Vancouver-based William Switzer and Associates Limited has managed just that.
. [

With most of its exports to the
U.S.A,, the over 40-year-old com-
pany of close to 100 employees
(75 in Canada) started doing
some serious research in the U.K.
market three years ago.

Presenting your product
That’s when the company also got
invited to participate in the very
select DECOREX trade show in
London, with some assistance
from the Program for Export
Market Development (PEMD) at
the Department of Foreign
Affairs and International Trade
(DFAIT). ,

“Trade Commissioners at the
Canadian High Commission in
London,” explains company Vice
President  Renee Switzer, “also
helped us tremendously by pro-
viding us with opportunities for
networking and hosting a
promotion event on its premises
— before we opened our own
showroom in London last year.”

In addition to tapping the vast
knowledge and experience of the
High Commission, Switzer rec-
ommends companies do their
homework thoroughly.

Be prepared

“Make sure there is a market

for your product,” she advises,

“before launching into an opera-

tion that may take two to three

years before achieving success.
“Be patient,” "she warns,

“because things don’t just happen =
- elsewhere in Europe.”

overnight.”

In their case, William Switzer
and Associates were able to find
an agent selling to the topl per
cent of trade representatives —

their target audience — and who
helped get an invitation to
participate at DECOREX.

The company has been return-
ing to that show every year now,
extending its contacts not only in
the U.K. but throughout Europe
and the Middle East.

“London is a focal point for
many international markets,” she
says, “and our continuous par-
ticipation is opening new doors.”

Other advice from the 80-per-
cent export-based company in-
cludes facing the challenge of
doing business long-distance.

“You must be there often,” she
says, “and make sure you hire the

right people.
“One of the biggest mistakes to
avoid,” she adds, “is to try a new

_venture without full confidence in

your product and in the end
result, and without plenty of
capital and resources.”

And Switzer should know, with
sales now extending to far away
places such as Japan, Singapore
and Hong Kong.

For more information on Switzer
and Associates, contact company
Vice President Renee Switzer.
Tel.: (604) 255-5911, Fax: (604)
255-5931.

GJ anna Systems Inc.

4A young and

says Janna Sys-

“and ‘we are lookmg forward to
further expans1on there and

He is not only h1ghly appre-

ciative of the Canadian Com-
L”merc1a1 Sectlons efforts 1p

1ndependent :
~ Toronto-based software compa- -
“‘nyof 40 people, Janna Systems
- Inc. — specializing in lightning-
. fast and easy-to-use relatlonsth .
- management solutions — was -
~introduced to the UK. market
_-about a year ago by a very pro-
- active Canadian High Commls :
: I’smn in London.: ~
' “We are already expectmg our~
: UK. sales to reach some 10 per
cent of our total business in the
- U.S.A,, our main export market
--since 1995,”
- tems Pre51dent William Tatham,

‘nize,”

William Tatham. Tel.:

;London, ‘but suggests that
" Canadian companies make -
~ greater use of all the help avall- .

able from their government ,
, f‘Exporters should also recog-
~Tatham advises, “that
product requirements in foreign

‘markets are often different, and
-should make sure they check out
.not_ only the current, but also -

past clients of any prospectlve

,partner or dlstmbutor

‘For more: mformatlon on.
Janna Systems ‘and its Jan—

na Contact family of contact-,

document-, and time-manage- 5

‘ment - software designed for

individual users, small business,

‘and corporate ‘enterprises —

contact. company  President'
. (416)
483-7711, Fax: (416) 483-3220.
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The following trade fairs are just some of the venues available to Canadian businesses to showcase
their products and services. It is recommended that companies contact the Canadian High
Commission in London, England, to confirm dates and locations.

April 1997 — HELFEX: International Health
Products Expo — London — Health food and
beverages, complementary medicines, beauty
products and sport nutrition.

Contact: Helfex, Tel.: (011 44 181) 398-9520;
Fax: (011 44 181) 398-6906. )

April 1997 — COMDEX UK — Information
technology and telecommunications equipment
and services.

Contact: Softbank Comdex Inc., Tel.: (011 44
181) 741-8899; Fax: (011 44 181) 741-8833.

October 7-10, 1997 — IMDEX: Maritime
Defence Exhibition — National Maritime
Museum, Greenwich, London — International
co-operative naval projects; defence applications
of all marine sciences activities; maritime
defence. :

Contact: Spearhead Exhibitions Ltd., Tel.: (011
44 181) 949-9222; Fax.: (011 44 181) 949-8193

October 1997 — Voice Europe 1997 —
London — Computer, telephony integrating
products and services.

Contact: Adventure Exhibitions, London Tel:
(011 44 1244) 378-888; Fax: (011 44 1244) 370-011

October 1997 — PAKEX — Manchester —
Packaging machinery, materials, equipment
and services.

In Canada

United Kingdom, Ireland Desk
Department of Foreign Affairs
and International Trade
Northern Europe (REN)

125 Sussex Drive

Ottawa, Ontario

K1A 0G2

Tel.: (613) 995-9766

Fax: (613) 995-6319

CONTACTS

In the United Kingdom

Contact: Reed Exhibition Companies Ltd., Tel.:
(011 44 181) 910-7870; Fax: (011 44 181) 940-
2171.

November 4-6, 1997 — IWEX ’97 — NEC,
Birmingham — The International Water and
Effluent Treatment Exhibition.

Contact: Turret Group ple., Tel.: (011 44 01923)
228-577; Fax.: (011 44 01923) 221-346

November 4-6, 1997 — Food Ingredients
Europe — London — Sweeteners, enzymes,
cheeses, oils, starches, nuts, stabilizers, cocoa,
colours, flavours and spices. ’

Contact: T& G Food Ingredient Services Inc.,
Glenview, Illinois, 60025, U.S.A.; Tel: (847) 635-
9960; Fax: (847) 635-6801

November 16-21, 1997 — Interbuild -
Birmingham — Building materials, equipment
and services.

Contact: Montgomery Exhibition Ltd., Tel.: (011
44 171) 486-1951; Fax: (011 44 171) 486-8773.

November 1997 — Brighton’s TMA Telecom
Manager’s Association — Telecommunications
and related products.

Contact: TMA Ventures, Tel.: (011 44 137) 231-
6000; Fax: (011 44 137) 281-8888.

Canadian High Commission

Macdonald House

One Grosvenor Square

London W1X OAB

England

Tel.: (011-44-171) 258-6600

Fax: (011-44-171) 258-6384; 258-6322 (Tourism)

Department of Foreign Affairs and International Trade (DFAIT)
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CANADEXPORT

INTER COMM 97

Trade Commissioners to Meet with
Telecom Companies at INTER COMM 97

‘Trade Commissioners from the
Department of Foreign Affairs
and International Trade’s mis-
sions in China, Thailand, Malay-
sia, Indonesia, Philippines, Viet-
nam, Chile, Singapore, India and
the United States will be avail-
able to meet with Canadian tele-
communications companies at
INTER COMM 97 at the Vancou-

ver Trade and Convention Centre

from February 24 to 27, 1997.

INTER COMM 97 is North

America’s truly international.

telecommunications conference

and exhibition covering voice,
data, image and networks. More
than 60 countries will participate
in the event with over 150 foreign
buyers attending. This year’s
event has a special focus on Asia
Pacific and the Pacific Rim, and
will offer over 125 booths show-
casing telecommunications prod-
ucts and services. The show will
provide participants with the
latest information on develop-
ments in the communications
industry, and promises an out-
standing environment for them
to gain a competitive advantage

and greater market share.

Don’t miss the Canadian Trade
Commissioners at this event!
Make an appointment with them
at the Team Canada booth on the
main exhibition floor.

For more information on INTER
COMM 97 contact the head office
in Vancouver by phone at (604)
669-1090 or by fax at (604) 682-
5703. For information on the Trade
Commissioner Service contact
Monique McGrath at (613) 996-
8709 or by fax at (613) 996-8688.

Business Mission to Israel _ coninued from page 1

and building products; paper
and forestry products; and
transportation.

Canada-Israel

Business Relations

The Israeli market is diversified
and sophisticated. In 1995, Canada-
Israel trade reached $450 mil-
lion, an increase of 37 per cent
over 1994. Canadian exports to
Israel were $216 million in 1995,
close to a 50-per-cent jump from
the previous year. And from
January to April of 1996, Cana-
dian exports had already reached
$71.3 million, more than 11 per
cent better than the same period
in 1995.

Agreements open doors

The signing of the free trade
agreement has played a signifi-
cant role in the growth of Cana-
dian exports to Israel. But sever-
al recent developments have also
contributed. For example, the
establishment of the Canada-
Israel Industrial Research Found-
ation in 1993 has helped to

strehgthen industrial co-opera-
tion between Canadian and Is-
raeli firms.

Another example is the inaugu-
ration, in June 1995, of Air Cana-
da’s non-stop service to Israel. In
1995, over 84,000 Israelis visited
Canada and this service should
facilitate even greater travel
between the two countries.

Minister Eggleton noted, “There
is no better time to explore the
new opportunities in the Israeli
market. Through this mission we
are telling Israel that Canada is
serious about doing business,
and that we have the products,
services and expertise its eco-
nomy needs to continue to grow
and prosper.” {

During the mission, Minister
Eggleton will witness the sign-
ing of a number of new commer-
cial agreements between Cana-
dian and Israeli firms. “I am par-
ticularly excited about these
agreements,” added Mr. Eggle-

ton. “They could mean thou-
sands of jobs for Canadians and
the potential for even more
growth down the road.” In addi-
tion to the signings, a mini-
trade fair will give Canadian
companies the opportunity to
introduce themselves to po-
tential clients, agents and dis-
tributors in Israel.

West Bank and Gaza

Minister Eggleton will also take
part in several meetings with gov-
ernment and business leaders in
the West Bank and Gaza, which
have been extended the same ben-
efits that Israel will enjoy under
the free trade agreement.

Erratum

CanadExport — Vol. 15,
. No.2,p. 4
The article “Canada On-line
in South Africa” should have
contained the address of the
new web site:
http://www.canada.co.za

Department of Foreign Affairs and International Trade (DFAIT)
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CalgarySoftwareCompanyPl
-into World Markets
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With about half of its 300 clients in the United States, Calgary-based QMASTER Software Solutions Inc.
is ready to tackle the European market...and beyond.

This small (12 employees) but
growing management applica-
tion company — scheduling, dis-
tributing, printing and managing
processes and output — started
selling seriously south of the bor-
der in 1992, only two years after
it was launched.

So why did it choose the
United States as its first export
destination?

“That’s the closest and largest
market,” replies QMASTER’s
Director of Marketing Darlene
Sheldon, “and the one offering
the greatest potential.”

The Road to the United States
Before embarking on the road to
exports, the company consulted
the International Trade Centre
(ITC) in Calgary. .

“The Trade Commissioner there,”
recalls Sheldon, “helped us put
together an export package —
including advice on documenta-
tion, how to ship products, and
general pointers on marketing.”

QMASTER also contacted the
Commercial Sections of the
Canadian Embassy in Washing-
ton and Consulate General in
Boston, but it made most of the
direct contacts in the United
States on its own.

“Our leading edge product is
so highly specialized,” says
Sheldon, “and cuts through var-
ious fields, so finding the right
contacts is a little trickier.”

In any case, with the Canadian
help and through much private
investigating, the company is now

selling across 48 states, making
the United States the destina-
tion of some 50 per cent of its
exports.

Another very useful way the
company found for developing
contacts is by attending trade
shows thanks in part to some
PEMD (Programme for Export
Market Development) assistance
from the Department of Foreign
Affairs and International Trade
(DFAIT).

Tapping into Europe...and
beyond

QMASTER’s venture into Eu-
rope also started in Calgary dur-
ing one of the one-on-one Export
Vision and Outreach programs
organized by DFAIT. Under these
programs, Trade Commissioners
and Commercial Officers from
various Canadian missions abroad
periodically return to Canada to
meet prospective exporters inter-
ested in their region.

“That’s how we met Cana-
dian Commercial Officers post-
ed in the United Kingdom, France
and Sweden,” says Sheldon, “and
they advised us on possible dis-
tributorships in their respective
territories.”

As a result, the company re-
cently signed such agreements in
the United Kingdom and Swe-
den, and is in the midst of final
negotiations in France, while
investigating similar possibili-
ties in Germany.

“These Canadian Commercial
Officers helped us tremendous-

ly,” says Sheldon, who recalls
that after the first distributor
signed up in England went out
of business, the Canadian trade
official in London helped her
find a substitute “in record time.”
As an added bonus, QVIASTER's
new U.K. distributor will also help
market and support the Canadian
company’s products in Australia,
Malaysia and Singapore.

Perseverance Key

“It is important to make fre-
quent visits to potential mar-
kets,” advises Sheldon, “and to
put a face to your contacts.”

“And if you don’t succeed at
first, persevere and don’t give
up,” she adds, “because all of a
sudden there may just be a need
for your product.”

Another piece of advice is to
stay in constant touch with your
distributors, by E-mail, phone
and visits — “because they have
to be managed.”

“Even before you start, get all
the advice you can,” she recom-
mends. “Contact your local ITC,
get on the WIN Exports data
base, subscribe to CanadExport,
be visible on the Internet, apply
for assistance through various
export programs and partici-
pate in trade shows.”

For more information on
QMASTER, contact the compa-
ny’s Director of Marketing Dar-
lene Sheldon, Tel.: (403) 264-
8322, Fax: (403) 265-5307, E-
mail: Darlene@qmaster.com

Department of Foreign Affairs and International Trade (DFAIT)
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Trade Fairs

~ Building Mechanics Industry to be
Featured at Second MECANEXPO-CIPHEX

Montreal — Over 200 companies
from across North America will be
participating in MECANEXPO-
CIPHEX ’97 this April 24 and 25
in Bonaventure Square.

The event will encompass
all specialties in the building
mechanics industry, including
plumbing, heating, air condition-
ing and ventilation, hydronics,
refrigeration, fire prevention and
specialized tooling. Participating
industry professionals can look
forward to technical conferences
and free seminars, bus trans-
portation for visitors from outly-

ing areas, and hands-on home
automation applications for
building mechanics. The trade
fair is organized jointly by the
Quebec Corporation of Master
Pipe-Mechanics (CMPMQ) and
the Canadian Institute for
Plumbing and Heating (CIPH).
Some 8,000 visitors are expected
to attend.

For further information, con-
tact Johanne Clément, CMPMQ,
Tel.: 1-800-465-2668 or (514) 382-
2668, Fax: (514) 382-1566. For
information in English, contact

DamaSCUS Site of
- SIFA °97

. DAMAscUSs, SYRIA — 1995 and
1996 were banner years as Syria
introduced its first and second
prestigious Syria International
Fair, known as SIFA, in the cap-
ital city of Damascus. Hundreds
of international companies from
over 25 countries, including Ca-
nada, were represented.

For SIFA ’97, May 23-27, .

1997, aver 70,000 square metres
in the heart of downtown Da-
mascus have been set aside.
SIFA 97 is a unique opportunity
for Canadian companies hoping
to make further inroads into this
rapidly emerging market.

' Syria encourages private capi-
tal investment and has lifted
import restrictions to allow re-
sumption of large-scale imports
by the private sector. )

A wide range of investment

and trading opportunities exists
in the following sectors: tele-
communications (e.g., interna-
tional exchange lines, micro-
wave links, submarine fibre
aptic cables); power production/
distribution (e.g., upgrading
and conversion of power gener-
ation plants); agriculture (e.g.,
cattle breeding, agri-industrial
modernization, land reclama-
tion); oil and gas (e.g., treat-
ment of heavy oil and sour gas);
transportation (e.g., purchase
of Western-made electric and
diesel locomotives). w

For further information, con-
tact Fawaz A. (Frank) Enayeh,
ARENCO Associates Ltd., Tel.:
(613) 930-3876, Fax: (613) 830-
7821, Home page: http:/www.
bluemaple.com/arencoca.htm

Elizabeth McCullough, CIPH,
Tel.: 1-888-ASK-CIPH, or (416)
695-0447, Fax: (416) 695-0450.

FISPAL °97,
World’s 4th
Largest Food
Fair

SAo PAuLo, BrRazi. — About -
140,000 food industry profes-
sionals will gather here to
view the latest products and

~ services on display at FIS-
PAL ’97, the world’s fourth-
largest food fair to take place
June 11-14,1997.

The event, which encom-
passes the entire scope of the
industry, will bring together

. “exhibitors ‘from the food,
drinks, packaging, equipment,
raw. materials and services

_sectors. Organizers expect
1,900 exhibitors: and have
already received confirma-
tion from over 500 exhibitors
‘representing 20 countries in
North "and South America,
Europe, Africa and Asia. The

. fair is predicted to generate
US$2.7 billion in business.

For details on attending

or exhibiting at FISPAL "97,

contact Alecia Fowler, Inter-
national Sales, Reed Exhi-
bition Companies, 383 Main

.- Avenue, Norwalk CT 068521,

. Tel.: (203) 840-5336, Fax:
(202) 840-9336.

Department of Foreign Affairs and International Trade (DFAIT)
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Business Opportunities/News of Note

- BUSINESS
OPPORTUNITIES

Before entering into a contrac-

tual agreement with a compa-

ny, readers are advised to-
verify the bonafides of the

companies listed here.

CARIBBEAN/LATIN AMERICA
— Established companies in
~ the Caribbean and Latin |
' America seek technology
- transfer and joint ven- :
- tures with Canadian compa-
nies in cattle, pigs, fowl, '

feed, corn and new prod-

uct ideas. Contact Cleveland

" Blythe, The EMT Group, Fair-

view Mall, P.O. Box 55097,

1800 Sheppard Avenue East,
. North York, Ontario M2J

 5B9, Tel: (416) 410-5109, .
| Fax: (416) 410-5517, E-mail:

emtecgrp@idirect.com

JAMAICA — Solar heating

technologies for home,
. office and farm are being
sought by the Canadian-
based representative of a
Jamaica company that is
* interested in technology
transfer and/joint ven-
tures. Quoting code number

JA0984, contact Cleveland H.

Blythe, The EMT Group, Fair-
view Mall, P.O. Box 55097,
1800 Sheppard Avenue East,
North York, Ontario M2J 5B9,
Tel.: (416) 410-5109; Fax: (416)
410-5517; E-mail: emtecgrp@
idirect.com

The Canadian Embassy in Abu
Dhabi was established in August
1996 with the arrival of the first
Canadian resident Ambassador,
Stuart McDowall. The Embassy is
located in Tawam Tower 1, 1%
Floor, Suite 00-1 (between Khalifa
Street and the Corniche), Box
6970, Abu Dhabi, United Arab
Emirates. Tel.: (971) 2-263655,
Fax: (971) 2-263424.

The United Arab Emirates
(U.A.E.) represents an import
market of $30 billion per year.
Canada has less than 1 per cent
of this market, and its goal is to
increase its exports to the U.A.E.
from $200 million to $300 mil-
lion over the next three years.
Opportunities abound in all
sectors, especially oil and gas,
building materials, construction,

CANADA OPEN FOR Business IN THE U.A.E.

agriculture, telecommunications
and information technology, de-
fence and transportation.

The new Canadian Embassy,
working in close co-operation with
its Trade Division and Mr. Rick
Winter, the newly appointed Con-
sul and Senior Trade Commis-
sioner in Dubai, welcomes inqui-
ries from Canadian exporters. Mr.
Winter can be contacted at the

Canadian Consulate, P.O. Box .

52472, Dubai, U.AE., Tel.: (971)
4-521717, Fax: (971) 4-517722.
In Canada, contact Joanne M.
Legault, Trade Commissioner,
Maghreb and Arabian Peninsula
Division, Department of Foreign
Affairs and International Trade,
Ottawa, Tel.: (613) 944-6983,
Fax: (613) 944-7431,

The ACtiOn Plan — Continued from page 3

standardization issues, univer-
sal service, access to information
and the protection of IPR; and,

¢ exchanging views on their
respective development of the in-
formation highway in order to
identify opportunities for joint
development of business and pub-
lic sector products and services, to
provide new cultural links and to
enhance their ability to promote
cultural and linguistic diversity.

The Action Plan also calls for
co-operation on new issues such
as trade and environment, trade
and competition policy and com-
mits both sides to work together

in the WTO to advance common
interests such as adherence to the
multilateral trade regime and a
successful and substantive follow-
up to the December 1996 Singa-
pore Ministerial meeting,

Contacts

Copies of the Canada-EU Poli-
tical Declaration and Action
Plan may be obtained from the
DFAIT’s InfoCentre: 1-800-267-
8376 or (613) 944-4000 or through
the DFAIT’s Internet websites:

¢ http://www.dfait-maeci.gc.ca/
english/whatsnew/menu.htm

¢ http:/www.dfait-maeci.gc.ca/
francais/whatsnew/menu.htm

DFAITs InfoCentre provides counselling, publications and referral services to Canadian
exporters. Trade-related information can be obtained by contacting the InfoCentre at 1-800-267-
8376 (Ottawa region: 944-4000) or by fax at (613) 996-9709; by calling the InfoCentre FaxLink
(from a fax machine) at (613) 944-4500; by calling the InfoCentre Bulletin Board at 1-800-628-
1581 via a computer modem; and by visiting the InfoCentre Internet World Wide Web site at
http://www.dfait-maeci.ge.ca.

Return requested

if undeliverable:
CANADExPORT (BCFE)
125 Sussex Drive
Ottawa, Ont.

K1A 0G2

MAIL>POSTE

:m::mm'w-:mnm
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2488574
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Chan Mis

siGHi¥6 “China Targets

Emerging Interior Markets

Secretary of State (Asia-Pacific) Raymond Chan will leqd a Canadian trade mission to China March 3 to
15, 1997. Accompanying him will be a business delegation representing some 40 Canadian companies.

Focus on the interior

Mr. Chan’s visit is-a follow-up to
his first China trade mission in
May 1996. That mission explored

opportunities in the fast-growing
markets of the more affluent
coastal regions. The current mis-
sion complements that activity

- Christine Stewart to Lead
- Delegation to South Africa

Secretary of State (Latin America and Africa) Christine Stewart
will head a trade delegation to Kenya and South Africa, March 21
to 26, 1997. A primary goal of the delegation is to support the
activities of Canadian companies in eastern and southern Africa.

Kenyan agenda

With its recent privatization of
~ various sectors, including tele-
 communications, Kenya offers

some exciting opportunities for

Canadian firms.
While in Kenya, Mrs. Stewarts
delegation will work ‘to advance

Continued on page 6 —
Delegation to South Africa

| Prime Mihister’s Visit to France:
an Enhanced Partnership

Prime Minister Jean Chrétien paid an official visit to France on
January 22 and 23, accompanied by Industry Minister John Manley
and a delegation of 25 business leaders.

During the visit, the Prime Min-
ister and his French counterpart
Alain Juppé signed a Decla-
ration of Enhanced Partnership
whereby the two governments
will adopt an activity program
setting the course for relations
between our two countries as the
21st century approaches.

Trade agreements signed
The visit was marked by the
signing of trade agreements and
deals between the following com-
panies: ,
Cancom (Canada) and Hava
Overseas (France) — agreement
for broadcasting by French tele-
vision stations in Canada and in

Continued on page 5 — Visit

with its focus on the emerging
markets of the Chinese interior.
Visits are planned to cities in the
interior provinces of Sichuan,
Hubei, Yunnan and the Guangxi
Autonomous Region, as well as
to the capital Beijing.
Development of China’s interior
markets is a priority for China’s
central government. Canadian
firms have significant opportuni-
ties in infrastructure projects —
power, communications, trans-
portation — and in resource
industries. Other business poten-
tial exists in environmental and
agricultural projects and in urban
infrastructure development.

Building on existing ties
Mr. Chan’s mission to China is
designed to build on Canada’s

Continued on page 7 — Mission
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A Current Affair

Special CanadExport Issue

on Team Canada 1997

CanadExport kas prepared a special issue chronicling the tremen-
dous success of the recent Team Canada trade mission to Korea, the

Philippines and Thailand.

This special issue, introduced by
the Minister for International
Trade Art Eggleton, features the
success of Canadian companies
that inked contracts and agree-
ments, and takes an inside look at
some of the many activities and
events that took place during the
12-day mission.

Based on first-hand reports
by CanadExport reporter John
Dunn, the issue highlights the
observations of many Team Cana-
da participants, which included
the Prime Minister, provincial
premiers, federal ministers, city
mayors, business people from both
large and small Canadian compa-
nies, from high-tech industries to
the arts, heads of universities and
colleges, business organizations
and associations, students and
young entrepreneurs.

Entitled Team Canada 1997:
Flight to Future Success, this
special issue also includes:

¢ areport on the education sec-

tor, which was given special status
for the first time on this mission;

¢ profiles of the economies of
Korea, the Philippines and Thai-
land, and the opportunities avail-
able to Canadian companies in
these three countries;

¢ a behind-the-scenes look at
what goes into planning and orga-
nizing a trade mission of this mag-
nitude;

¢ a summary of the contracts
signed by Canadian companies
and of bilateral agreements reach-
ed between Canada and Korea,
the Philippines and Thailand;

¢ profiles of some of the compa-
nies that took part in the trade
mission; and

* a special section on how
Canadian companies can take
advantage of the many export-
related services available from
Team Canada members.

Be sure to look out for Team
Canada 1997: Flight to Future
Success.
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TorRONTO — March 26, 1997
— The Team Canada Busi-
ness Conference, Bringing
Asian Business Opportu-
nities Home, is designed
specifically to help small and
medium-sized businesses find
and develop opportunities in
the Asia-Pacific region. Organ-
ized by the Asia Pacific
Foundation of Canada, the
Pacific Basin Economic Coun-
cil Canadian Committee, the
Asian Business Studies Pro-
gram, the Ontario Interna-

tional Trade Corporation and

federal Department of Foreign

' Affairs and International |
Trade, the conference is a key
Toronto event marking Cana-
- da’s Year of Asia Pacific. @

Confirmed speakers in-

' clude Donald Campbell, Am-

bassador to Japan; Stan

' Gooch, High Commissioner in

India; Richard Li, Chairman

- and CEO, Pacific Century

Group; William McGurn, Sen-
ior Editor, Far Eastern Econo-
mic Review (Hong Kong); Len
Crispin, President, Ontario

' International Trade Corpo-

ration; K. Sato, President and
CEO, Marubeni Canada Ltd.;
and Tim Reid, President,

. Canadian Chamber of Com-
- merce. Export Development

Corporation, University of
Toronto, William M. Mercer,

 Maclean’s Magazine, Toronto

Star, Canadian Airlines and
Jade Tours are gold sponsors
of the event,

To register, contact Robert
Lynn, Program Manager, Asia

- Pacific Foundation of Canada,
Tel.: (416) 869-0541, Fax: (416) :
- 869-1696. |

Department of "F'o”re\xgn *n.,\\/{ntemational Trade (DFAIT)
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The EBRD: Opportunities for Canadian Participation

The European Bank for Reconstruction and Development (EBRD) was set up to help 26 countries in
Central and Eastern Europe and the former Soviet Union to develop market-based economies.

A publicly owned investment
bank, the EBRD directs 25 per
cent of its operations to financing
commercially oriented public
infrastructure, mostly through
technical co-operation funds. The
remaining 75 per cent of the
Bank’s activities focus on finan-
cing private sector projects. For
each project, the Bank requires
private sponsors to provide debt
or equity financing for at least 35
per cent of the project’s value.

Canadian contribution
Canada contributes to the Bank’s
efforts in a variety of ways. For
example:

¢ Canada is the eighth-largest
shareholder in the EBRD, ac-
counting for 3.4 per cent of the
Bank’s capital of ECU20 billion.

¢ Canada contributes to two funds
administered by the EBRD: the
Canadian Technical Co-operation
Fund — which has financed
Canadian consulting assignments
worth ECU8.65 million — and the
Nuclear Safety Account, a multi-
lateral fund used to improve safe-
ty at nuclear stations. To date,
Canada has contributed C$19.5
million to this US$250-million

fund. ;

As well, Canada’s Export De-
velopment Corporation has signed
a framework agreement with the

"‘Bank to facjlitate co-operation in

private sector projects.

Opportunities for Canadian
firms

Canadian firms are participating
in both private and public sector
initiatives with the EBRD. On the
private sector side, Canadian
firms have co-operated with the
Bank in sponsoring oil projects in
Russia and gold mining and agri-
cultural development projects in
Kyrgyzstan. On the public sector

side, Canadian engineering con-
sultants and law firms have bid
for and won technical co-operation
contracts at the Bank.

This is a promising start, but
there are greater opportunities
ahead. The EBRD offers special
project financing and loan syndi-
cation opportunities to Canadian
financial institutions. And Cana-
dian banks are responding by

Continued on page 9 —
The EBRD

participants opportunities to:

EBRD’s operation;

and

. Soviet Union.

EBRD’s 1997 Annual Meeting
and Business Forum

The European Bank for Reconstruction and Development
(EBRD) will hold its Annual Meeting of the Board of Governors
in London from April 12 to 15, 1997. The Business Forum, held
in conjunction with the Annual Meeting, consists of country pres-
entations, seminars and information services designed to give °

e gain first-hand market information and intelligence on invest-
ment and business opportunities in the 26 countries of the

e meet EBRD staff and other international finance specialists; :

* network with ministers, senior government officials and busi-
ness people from Central and Eastern Europe and the former -

Canadian businesses and investors interested in participating
in the 1997 Annual Meeting and Business Forum (registration
‘fee: £200) should fax their organization’s name and address with
complete contact information to: The Office of the Director for
Canada and Morocco, EBRD, Tel. : (44-171) 338-6062.

- Looking for Export Opportunities?

- Make sure you are registered in the WIN Exports database,

~ which will showcase your company’s capabilities to foreign
buyers.  Fax your request for a registration form to 1-800-
667-3802 or (613) 944-1078; or call (613) 992-3005.

Department of Foreign Affairs and International Trade (DFAIT)
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WTO Conference

WTO Conference Moves Trade
System Forward

The 129-member World Trade Organization (WTO) entered 1997 fresh from its first-ever ministerial con-
ference, which set the stage for new advances in world trade. A key development at the ministerial con-
ference in Singapore in December was an agreement by 14 countries to establish free trade in information
technology products by the year 2000.

The ministers, including Cana-
da’s Minister for International
Trade Art Eggleton, were in
Singapore to give political guid-
ance to the WTO, review imple-
mentation of multilateral trade
agreements, and plan the ongo-
ing work of the organization.

Solid results

Among other things, the minis-
ters:

* reaffirmed their resolve to
move ahead with global negotia-
tions on agriculture in 1999 and
in services in 2000;

¢ agreed to work programs on
the link between investment and
trade and on the interaction
between trade and competition
policy; and

¢ decided the WTO should study
how fo increase openness in gov-
ernment procurement, a neces-
sary step to reducing the possi-
bility of corruption in foreign
government contracting.

“This solid result reflects the
faith of both developed and de-
veloping nations in open markets
and in a strong, rules-based trad-
ing system,” said Mr. Eggleton at
the conclusion of the conference.
“It should bring direct benefits to
Canadian exporters and inves-
tors by opening more markets
abroad. That contributes to more
jobs and growth in Canada.”

Information technology
agreement :
Canada and 13 other economies,
representing more than 85 per

cent of the $500-billion-a-year-

global trade in information
technology, made commitments
in Singapore to eliminating tar-
iffs on hundreds of products
ranging from computers to tele-
phone headsets in stages be-
tween 1997 and 2000. This In-
formation Technology Agreement
becomes effective once the num-
ber of participating countries
accounts for 90 per cent of global
trade in these products. Work on
the agreement continues with a
first round of tariff cuts proposed
for July 1, 1997.

The agreement is expected to
lead to increased competition
because of falling tariff barriers.
That will benefit Canadian ex-
porters by increasing access to
export markets because of lower
tariffs. And it will help users of
information technology products,
since these products are key ele-
ments in most industrial and
business processes. Canadian
exports of information technolo-
gy products amounted to $13 bil-
lion in 1994.

The ministers also reaffirmed
their commitment to conclude an
agreement on basic telecommu-
nications services, such as tele-
phone and international satellite
services, in February 1997 and to
resume talks on financial ser-
vices by April 1997.

Other achievements
In addition, the ministers said
they were committed to observ-

ing internationally recognized
“core” labour standards. They
underlined their support for the
International Labour Organi-
zation (ILO) and its mandate to
establish and promote these
labour standards.

They added that economic
growth and trade liberalization
contribute to promoting core
labour standards. In addition,
they rejected the use of core
labour standards for protection-
ist purposes such as protecting
domestic industry from low-cost
imports. Core labour standards
cover such issues as freedom of
association, the right to collec-
tive bargaining, forced labour
including child labour, and non-
discrimination in employment.

As well, the ministers con-
firmed their commitment to fully
implementing the provisions of
the WTO Agreement on Textiles
and Clothing. And they endorsed
a Canadian proposal for a confer-
ence in 1997 on technical assis-
tance to help developing coun-
tries implement their trade com-
mitments.

In effect, the conference was
a step along the road to what
Mr. Eggleton said was Canada’s
ultimate goal — “a world in
which goods, services and invest-
ment flow freely across national
borders, under a common set of
rules established by universal
agreement.”

Department of Foreign Affairs and International Trade (DFAIT)
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Visit to France

PM,S ViSit to France — Continued from page 1

other North American markets.

Alis Technologies (Canada)
and SCii Télécom (France) —
purchase by Alis, a leader in
communications software in 90
languages, of 51 per cent of SCii.

NOVA Expertise Solutions
(Canada) and Dassault Investis-
sements (France) — investment
by Dassault of Fr32 million ($8
million) in NOVA, a specialist in
software for automatic payment
and transaction security using
smart cards.

COMDEY International (Can-
ada) and Alcatel Espace (France)
— two agreements to supply
Alcatel with subsystems for
telecommunications satellites,
including a contract of Fr20
million (about $5 million) for
the M2A satellite.

CAL Corporation (Canada) and
Alcatel Espace — agreement to
develop and jointly market a
satellite terminal with optical
link, to allow communications
between satellites by optical laser.

Groupe Informission Inc. (Can-
ada) and Sporen S.A. (France) —
trade alliance to develop soft-
ware to enable computer clocks
and calendars to make the tran-
sition to the year 2000.

Aquarium Adventures (Can-
ada) and Cofathec et Sodexo
(France) — letter of intent to cre-
ate a shared-risk company to
respond to tender calls for the
construction and operation o
large aquariums. ‘

Business seminar

A seminar organized jointly by

the Paris Chamber of Commerce
and Industry and the Canadian
Embassy attracted over 200 rep-
resentatives from the French
business community. -

The event enabled three Cana-
dian companies — Bombardier,
Groupe LGS and Alis Tech-

nologies — to share lessons drawn

ambitious objective for their busi-

from their experience in France. ness communities: to double the

In addition, two French compa-
nies — Sextant Avionique and
Limagrain — discussed the
results of their efforts in Canada.
The favourable conditions
available for French investors in
Canada were a prevailing theme
of the visit. France is Canada’s
fourth-largest foreign investor,
and French companies are pre-
sent in all sectors. Canadian
investment in France has risen
tenfold since 1985. '

Advanced technology and
finance
The visit also opened the door for
dialogue between GIFAS, the
French Aeronautical and Space
Industries Group, and Canada’s
Aerospace Industries Association.
As well, Mr. Manley, accom-
panied by representatives of
companies in the financial and
information technology sectors,
paid a visit to France Télécom.
The two parties began a dialogue
on what France’s liberalization
of its telecommunications sector
— beginning with the privatiz-
ing of France Télécom — will
mean for the Canadian industry.

Renewal of the transatlantic
relationship

The “enhanced partnership”
between France and Canada
coincides with the renewal of the
transatlantic relationship, con-

" firmed last December 17 with

the signing of a joint Canada-
European Union action plan.
One of the action plan’s priori-
ties will be to establish dialogue
between high-level representa-
tives in the European and
Canadian business communities.

Enhancing trade
The two governments set an

amount of trade between them by
the year 2000. Since information
technologies are among the most
promising sectors, specific activi-
ties will be pursued to promote
growth in them.

The recently inaugurated
Media Centre in the Canadian
Cultural Centre on the Esplanade
des Invalides in Paris will provide
a prestigious backdrop for many
of these activities. This window on
Canadian technological excellence
and creativity was developed in
partnership with leading-edge
Canadian firms.

Action plan

France is one of 10 priority mar-
kets identified by the Depart-
ment of Foreign Affairs and
International Trade.

Following consultations with
Team Canada members, an
action plan will be published in
the spring of 1997 outlining a
strategic framework for expand-
ing our relations in commerce
and investment, and in science
and technology, and for stimulat-
ing strategic partnerships.

The plan’s priority sectors
include telecommunications and
information technologies, the
aeronautical and space indus-
tries, agri-food and consumer
goods, environment and tourism.

Future activities

The plan will be included in the
activities. arising from the
France-Canada “enhanced part-
nership.” Other activities are
already taking shape. Visits by
the Paris Chamber of Commerce
and Industry and the Conseil
du Patronat francais to explore
investment prospects are
planned for 1997 and 1998

Continued on page 6 — Visit
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GO-Team Set for Rapid Response in Priority Markets

Art Eggleton, Minister for Inter-
national Trade, announced in
February the creation of the
Global Opportunities Response
Team (GO-Team), comprised of
trade commissioners posted for
short-term assignments in prior-
ity markets. They will assist
Canadian exporters to quickly
assess and respond to emerging
opportunities in these markets.
“Exports and foreign invest-
ment create jobs in Canada, mak-
ing international business devel-
opment a key component of the
* Government’s economic agenda,”
said Mr. Eggleton. “I am commit-
ted to ensuring that the necessary
means are available to allow
Canadian firms to take full advan-
tage of the fast-emerging trade

opportunities in foreign markets.
The GO-Team has been created to
serve this important function.”

Five additional trade commis-
sioners have been assigned in
each of the following countries:

® Denise Jacques and Diane
Bellon to Israel and Chile respec-
tively to help in the follow up to
the recent free trade agreements
negotiated with these two coun-
tries as well as a business mission
led by Minister Eggleton to Israel
and the highly successful Canada
Expo trade fair held in Santiago,
Chile, in December 1996;

¢ Shannon O’Donoghue and
Andrée Cooligan to the Philip-
pines and Thailand respectively
and Marcel Lanneville to Seoul to
help maximize the benefits of the

many opportunities generated by
the recent Team Canada trade
mission to these three countries.
A sixth trade commissioner will
be assigned to Brazil shortly to
assist with major trade and invest-
ment initiatives taking place there.
“The Trade Commissioner Ser-
vice (TCS) — trade officers and
counsellors working at embassies
abroad and at the Department of
Foreign Affairs and International
Trade — has brought internation-
al business opportunities to
Canadians. for more than 100
years,” Mr. Eggleton said. “The
role of the TCS is more vital than
ever in a world of global markets
and freer trade. In that regard,
the GO-Team will offer enhanced
services to Canadian companies.”

Delegation to South Africa - consinued from page 1

these opportunities, holding meet-
ings with senior Kenyan minis-
ters, with Canadian and Kenyan
industry representatives, and
with the Kenya-Canada Business
Association.

The delegation will also visit the
SR Telecom site in Masai Mara
and attend the Kenyan launch of
Nortel’s Instafon system.

Canada-South Africa Trade
South Africa, too, holds signifi-
cant potential for Canadian busi-
ness and investors as it opens its
economy to international mar-
kets. In the post-Apartheid era,
bilateral trade between the two
countries has surged over 150 per
cent and is expected to continue
its rapid growth.

The delegation’s South African
agenda will include high-level
meetings with South African min-
isters and government officials.
Mrs. Stewart will be keynote
speaker at the Canada-South Afri-
ca Trade and Investment Seminar

in Capetown. Sponsored by the
Western Cape Investment and
Trade Promotion Agency, the
seminar will offer an outstanding
opportunity for Canadian firms to
meet potential business partners
in the Cape region.

Mrs. Stewart to attend
TEL.COM ’97

A highlight of the delegation’s
South African tour will be a two-
day visit to TEL.COM ’97, the
eighth biennial conference and
exhibition on telecommunications
in southern Africa, which will take
place in Johannesburg from
March 24 to 26, 1997.

Mrs Stewart is there to help
promote business opportunities in
the telecommunications sector.
The Department of Foreign Af-

‘fairs and International Trade has

reserved space at TEL.COM ’97
for a Canadian national stand. In
addition, four Canadian firms
have their own stands.

For more information about the

Kenya/South Africa trade delega-
tion, contact Robert G. Farrell,
Eastern and Southern Africa
Division, Department of Foreign
Affairs and International Trade,
Tel.: (613) 944-8133, Fax: (613)
944-7437, E-mail: robert.farrell@
extott02.x400.gc.ca

Visit to France
Continued from page 5

respectively. Also being dis-

" cussed is a visit to Canada in

June by the general secretaries *

of France’s publicly owned sci- :

ence and technology firms..

For information on the visit -

* or on opportunities in France, .

contact Mr. Robert Richard,

Deputy Director, Western Eu-

- rope Division, Department of -

Foreign Affairs and Interna-

‘tional Trade, Tel.: (613) 995- -
5172, Fax: (613) 995-5772.
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The Canada Export Award
Winning Companies Reap Big Benefits

Does winning the Canada Export
Award translate into concrete
benefits for a company? The
answer is yes. In a recent survey
conducted for the Department of
Foreign Affairs and International
Trade, 92 per cent of the polled
winners said that winning this
prestigious award has helped
them promote their products and
services to potential customers
both in Canada and abroad.

For K. Lynn Riese, President of
Riese’s Canadian Lake Wild
Rice of La Ronge, Saskatchewan,
winning the Canada Export
Award in 1992 helped his compa-
ny experience a boom in interna-
tional sales. “Since 1992, our sales
have increased yearly by 60 per
cent. Some of this is definitely
attributable to our Canada Export
Award win,” said Riese, whose
company is the largest indepen-
dent wild rice producer in
Saskatchewan.

Albert Bohemier, President of
Survival Systems Limited of
Dartmouth, Nova Scotia, agrees
that winning the Canada Export
Award can help gain credibility
overseas. “Receiving the award
has meant a lot to us because it
enhances our credibility with our
clients,” he said. Survival Sys-
tems, a 1995 winner, specializes
in safety training for the off-
shore, marine, military and
industrial sectors.

For Richard I’Abbé, President
of MED-ENG Systems Inc. of
Ottawa, Ontario, the big payoff
has been increased visibility for
his company in Canada. MED-
ENG Systems, presented with
the award in 1989 and .in 1995,
designs and manufactures bomb

disposal apparel and equipment
used by police forces and the mili-
tary in more than 96 countries
around the globe. “The Canada
Export Award has helped put us
on the map domestically, raising
our profile with the media, our
business partners and the finan-
cial community,” said L’Abbé.

All three companies, like other
winners, have taken advantage of
their win by using the Canada
Export Award logo on their busi-
ness cards, letterhead and promo-
tional materials. One 1992 recipi-
ent, Nora Beverages Inc. of Mira-
bel, Quebec, the manufacturer of
the popular “Naya” brand of bot-
tled water, embossed its bottle
caps with the award logo.

The Canada Export Award
honours Canadian companies
that have excelled in exporting
to countries around the world.
Under the theme “Partners in
Trade,” the Canadian Imperial
Bank of Commerce (CIBC),
Export Development Corpora-
tion (EDC) and AdvantageTM,
the alliance of Canada’s only full-
service telecommunications com-
panies, are official sponsors of the
1997 Canada Export Awards,
which are presented by the
Department of Foreign Affairs
and International Trade.

- The Honourable Art Eggleton,

Minister for International Trade,

-will be presenting this year’s

awards on October 6 at a special
ceremony in Quebec City. “Now,
more than ever, exports are vital
to Canada’s economic growth and
to job creation for Canadians,”
said Mr. Eggleton. “The Canada
Export Award is one of the highest
honours exporters can receive. It

I"ecognizes the tremendous contri-
bution Canadian companies are
making at home and abroad. This
award also sends a message to
new exporters, about the opportu-
nities for prosperity and jobs. I
strongly encourage exporters from
all parts of the country to apply
this year for this important
award.”

For more information on the
Canada Export Awards, contact
Beverly Hexter, Canada Export
Award Program, Department of
Foreign Affairs and International
Trade, Tel.: (613) 996-2274, Fax:
(613) 996-8688.

Mlssmn to Chma

Contmued from page 1

~ strong bilateral trade and '
commercial ties with China

~ — ties forged with the help of
““the rich cultural and linguis-

tic links provided by the
Chinese Canadian and Hong

- Kong Canadian communities.

Like the recent Team Can-
ada mission to China in
1994, the visit will underline .

- the, Canadian government’s :
© support for Canadian busi-

ness efforts in China. The

.trip follows Prime Minister °

Chrétien’s high profile visit:
in November 1996 and takes .
-place during Canada’s Year :

- of Asia Pacific.

For more information about :

- the mission to China, contact

the China Division, Depart-
-ment of Foreign Affairs and
International Trade, Bob
Grison, Tel.: (613) 992-0952,
or David Hamilton, Tel.: (613)
944-1273. :

Department of Foreign Affairs and International Trade (DFAIT)
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At AU

INFRASTRUCTURE MANAGEMENT CoMPANY HiTs ROADS TO EXPORTS

From a small group of graduate students nearly 20 years ago to one of the most successful high-technology pave-
ment engineering and infrastructure management companies, the road has been paved with a great deal of success.

It was back in 1978 that Dr. Matt
Karan, having just graduated
from the University of Waterloo,
founded Pavement Management
Systems Ltd. (PMS), the company
of which he is president.

(PMS co-founders were fellow
student, Dr. Frank Meyer — now
company Vice-President — and
honourary company Chairman,
Dr. Ralph Haas, a civil engineer-
ing professor, as well as two others
who are no longer associated with
the company.)

From those small beginnings in
Paris, Ont., PMS has not only
grown into a world-renowned firm

-— now located in neighbouring

Cambridge — of over 100 people,
but has joined ITX Technologies
and become part of the 1,100-
strong Stanley Technology Group
Inc.

The road to exports

ITX Stanley Ltd. ATXSL), as it is
now known, had no export experi-
ence — outside the U.S. where it
opened an office in 1981 — before
joining the Stanley Group eight
years later.

“We started out in the U.S.”
says Karan, “because we knew
there was a market potential
there, and quickly expanded into
Phoenix, Chicago and Buffalo.”

Now the company has been
active in countries such as Syria,
Kuwait, Turkey, China, Vietnam
and the British Virgin Islands,

while pursuing other leads in the

Far and Middle East as well as
Eastern Europe.

“Our great advantage in China
and elsewhere,” Karan explains,
“is our unique service and excel-

lent reputation based on strong
ties with, and credentials from, the
University of Waterloo, active par-
ticipation in international confer-
ences, and good relations with in-
ternational lending institutions.”

In China, for example, ITXSL is
helping the federal Ministry of
Communications in establishing a
priority programming system for
road improvements by providing
training to the Chinese, both
locally and in Canada.

This, as well as other projects
in Jiangsu and Fujian provinces
and Shanghai, is funded by the
World Bank.

Roadmap to success

“We follow diligently the tender
notices issued by the World Bank
and other major international
financial institutions,” confides
Karan. “This is an excellent way
to stay in the pipeline of upcoming
projects.” :

He also recommends staying
in touch with the Canadian In-
ternational Development Agency
as well as with the Ontario
International Trade Corporation
— it helps Ontario companies
abroad — and with the Ministry
of Transportation of Ontario
(MTO).

“But before going to a new
country,” says Karan, “we check
with the Canadian trade com-
missioners in the region, to get as
much information as possible as
well as a list of useful contacts.

“Now we receive faxes from
Canadian embassies and MTO for
projects coming up,” he says.

Another very effective, although
expensive, ITXSL approach is to

put on seminars in a prospective
country.

“We specialize in tailoring our
project approach to the unique
needs and requirements of our
clients,” reveals Karan, “and we
have been involved in many tech-
nology transfer training courses
and workshops.

“The objective " of these semi-
nars is not hard sell,” says a confi-
dent Karan. “If they are success-
ful, sales will follow.”

Pointers
“For this to happen and to be com-
petitive,” he adds, “you need some-
thing unique to offer, something
that puts you in an advantageous
position.”

Another recommendation is to
study markets very carefully,
focussing only on those that look
promising. “Be patient,” he advis-
es, “go with the flow, take a trip to
the job site, investigate local
habits and don’t rush things if the
cultural customs are slow.”

In addition, Karan suggests
getting a good local partner who
can also help with any language
difficulties.

“Above all,” he says, “you need
the right team to do the job, the
proper mix of expertise and atti-
tude, for any mistake can be very
costly to correct.”

And he speaks from experience,
having recently won a locally
financed integrated infrastructure
management system in Kuwait —
the first such project in the world.

For further information on
ITXSL, contact company Presi-
dent Dr. Matt Karan, Tel.: (519)
622-3005, Fax: (519) 622-2580.

Department of Foreign Affairs and International Trade (DFAIT)
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 BUSINESS OPPORTUNITIE

Before entering into a contractual agreement with a company, readers are advised to verify the bondfides

of the companies listed here.

Cuma (PEOPLE’S REPUBLIC) — A
Canadian-based consulting com-
pany seeks companies interested
in meeting trade groups from
China to explore business oppor-
tunities in the following areas:
environmental technology
and products, metals technol-
ogy and products, power gen-
eration technology and prod-
ucts, ' specialty chemicals,
medical technology and prod-
ucts, agri-products and tour-
ism. Contact Elite International
Professional Exchange Ltd., Suite
900, 1788 West Broadway, Van-
couver, B.C. V6J 1Y1, Tel.: (604)
737-8997, Fax: (604) 738-5882, E-
mail: elite_international@bc.sym
patico.ca

INDIA — An Indian agriculture
and agro-industry consulting
firm seeks a Canadian partner to
help set up an integrated hor-
ticulture complex with world-
class facilities. Facilities to be
developed include a model nucle-
us farm for technology transfer,
precooling centres, a packing
house for fruits and vegetables, a
refrigerated transport system,
and temperature-controlled ware-
house. Interested companies
should contact Agrotech Projects,
12-A Murali Street, Mahalin-

gapuram, Madras 600 034, India,

Tel.: (91) 44-825-8716/823-4008,
Fax: (91) 44-825-87186.

JAMAICA — On behalf of its
clients, a Canadian company
wishes to present the following
opportunities:

* A Jamaica-based company
seeks joint venture partners in
building and operating a

rest/nmursing home. The facility
will be located near Montego Bay
Airport. (code JA01897)

¢ A world-renowned farm opera-
tion seeks joint venture partners
in chicken, egg, feed, pig,
goat, equipment and machin-
ery. (code JA01797)

e Several construction compa-
nies seek joint venture partners
in solar energy technologies.
(code JA01697)

¢ A large city seeks joint venture
partners for garbage collec-
tion, processing and recy-
cling. Transportation, technolo-
gy and financing are essential.
(code JA01597)

¢ Several small fishing compa-
nies seek joint venture partners
to improve their fishing opera-

tions and technologies. (code
JA10497)

Using the codes, contact
Cleveland Blythe, The EMT
Group, Fairview Mall, P.O. Box
55097, 1800 Sheppard Avenue
East, North York, Ontario M2J
5B9, Tel.: (416) 410-5109, E-
mail: emtecgrp@idirect.com

SouTrH AsiA — On behalf of its
South Asian buyers, an Ontario
firm seeks aluminium bars,
aluminium granules, ferro
alloys and other secondary
aluminium alloys. Contact:
J.K. Jain, PedJay Tading Ltd.,
1270 Playter Place, Oakville,
Ontario L6M 2V4, Tel.: (905)
469-8869, Fax: (905) 469-9259,
E-mail: jkjain@netcom.ca

’ The EBRD — Continued from page 3

actively buildihg trade lines, set-
ting up project finance units and

taking part in EBRD loan syndi-
cations.
Canadian resource-based

firms — particularly those in the
oil and gas, mining, agri-busi-
ness, and pulp and paper indus-
tries- — also have excellent
potential in the region served by
EBRD. Russia, Ukraine, Poland,
:Romania and Kazakstan -are
just a few of the EBRD countries
offering Canadian firms a com-
petitive advantage if they invest
in partnership with the Bank.
Other industry sectors well
placed to take advantage of
EBRD facilities are telecom-
munications, aircraft manufac-
turing and airport construction,

road and rail transport, waste
water treatment and electricity
generation and transmission.

For more information... ,
The Canadian Office at the
EBRD works with Canadian
firms to help them better under-
stand - how the Bank operates
and how to pursue EBRD oppor-
tunities in the private and public
sectors. Contact John Kur,
Director’s Assistant, Office of the
Director for . Canada  and
Morocco, European Bank for
Reconstruction and Develop-
ment, One Exchange Square,
London EC2A 2EH United King-
dom, Tel.: (44-171) 338-6509,
Fax: (44-171) 338-6062, E-mail:
kur@ebrd8.ebrd. com

Department of Foreign Affairs and International Trade (DFAIT)
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Grocery Fair Features Export Pavilion

VANCOUVER — Taking place
March 9 to 10, 1997, the eighth
Annual - Grocery Showcase
West ’97 will for the first time
incorporate an export pavilion.
The pavilion will highlight Cana-
dian companies that are export-

ing or ready to export. Buyer
missions from the United States,
Japan and Taiwan will use the
pavilion as their home base
while at the fair.

The export pavilion is a co-
operatlve effort by Agnculture

Vietnam Expo 97

HANo1, VIETNAM — The Vietnam international trade fair, Vietnam
Expo ’97, will take place April 3 to 7, 1997. Exhibits will include
consumer goods, industrial equipment and materials; environmental
protection and medical equipment; agricultural and food-processing
equipment; packaging; garments; vehicles; and giftware, art and
handicrafts. The event is co-ordinated by the Vietnam Chamber of

Commerce.

For information, contact Van T. Tran, Trade and Investment
Director, Vietnam Trade Council, 70 Gloucester Street, Ottawa,

Ontarlo K2P OA2 Tel (613) 231-6369, Fax (613) 235-1515.

MULTIMEDIAT"’I 97 Presents
International Media Awards

ToroNTO — The MULTI-
MEDIA™ 97 Exposition and
Forum -will take place at the
Metro Toronto Convention Centre,
May 6 to 9, 1997.
MULTIMEDIA™ 97 is Cana-
da’s most established exhibition
and conference targetting the
breadth of new media and com-
munications technologies indus-
tries. Now in its sixth year, the
show attracts more than 23,000
attendees annually and this year
will include over 80 seminars and
400 exhibits. The show focusses on
innovative communications tech-
nologies including virtual reality,
visual communications, electronic
design, video/film production, pho-
tography, and multimedia and

Internet communications and how
these segments are converging
under the influence of digital
technology.

Presentation of the 1997 In-
ternational Digital Media Awards
will take place during MULTI-
MEDIA™ 97 at the Design
Exchange (downtown Toronto), on
May 7, 1997. This international
competition recognizes excellence
in the production of interactive
digital media, highlighting both
the technology and the creativity
behind the new media.

For information on MULTI-
MEDIA™ 97  contact Laura
Ranieri or Jennifer Abramovitz
at The Cohen Group, Tel.: (416)
756-7996.

and Agri-food Canada (AAFC),
the Department of Foreign
Affairs and International Trade
(DFAIT) and the Canadian
Federation of Independent Gro-
cers. DFAIT and AAFC represen-
tatives from the four western-
most provinces will be on hand to
share their resources and exper-
tise (e.g., on labelling and mar-
kets) with show participants.

For further information, con-
tact Richard Philippe, AAFC,
Tel.: (604) 666-7797, Fax: (604)
666-7235, E-mail: PhilippeR@
em.agr.ca

INTERNATIONAL
WIRELESS
COMMUNICATIONS !
Exro

- LAs VEGaAS, U.S, — The In- .
ternational Wireless Com-
munications Expo will |

. take place April 22 to 24, .
1997. Held at the Sands :

- Convention  Centre, the

> increasingly popular show
attracts over 10,000 atten- .
dees from over 70 countries.
Buyers at last year’s show
were especially interested in -
two-way radios, antennas,

. mobile data, pagers and sys- :
tems integration. g

The Canadian Consulate
General in Los Angeles is -
organizing exhibits at the .
show. For details, contact -
Jeffrey Gray, Tel.: (213) 346- .
2752, E-mail: Jeﬁ‘.‘reygray@l :
ngls02.x400.gc.ca .

Department of Foreign Affairs and International Trade (DFAIT)
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— BUSINESS AGENDA

VictoriA — March 18-19, 1997
— The theme of this year’s
Leading Edge Training Tech-
nologies Conference, LETT'97,
is “Training Technologies for the
Future: Opportunities and Chal-
lenges.” Aimed at middle and
senior managers in the public
and private sectors; consultants
and trainers; educators; and soft-
ware developers and resear-
chers, the conference will feature
a selection of over 20 workshops
and research papers and a net-
working lunch. LETT’97 is host-
ed by the University of Victoria’s
Division of Continuing Studies
(TEC Programs) at the Victoria
Conference Centre. For more
information, contact Drew Wil-
liams, Tel.: (250) 721-8779, Fax:
(250) 721-8774, E-mail: lett@u
ves.uvic.ca or visit the LETT
Web site: http://www.uvces.uvic.
ca/tec web/letthome.htm

TORONTO — March 11, 1997 —
The City of Vienna will host a con-
ference entitled Vienna — A
Competitive Business Loca-
tion in Europe at the Four
Seasons Hotel. The conference is
designed to highlight the advan-
tages of investing and doing busi-
ness in Vienna, a vibrant city at
the heart of the new Europe.

The slate of speakers from the
Canadian corporate sector in-
cludes Frank Stronach, CEO of
Magna International; Clive Allen,
Vice-President and General Coun-
sel at Nortel; and Michael Lord,
Vice-President, Communications

and Public Relations, Bombardier -

Inc. Vienna.

Topics to be covered range from
direct investment and strategic
alliances to trade opportunities in
a wide range of sectors.

For conference information,
contact the Austrian Consulate in

Toronto, Tel.: (416) 488-4082, ext.
51, Fax: (416) 488-4231. For infor-
mation on developing new busi-
ness in Austria, contact the Trade
Section of the Canadian Embassy
in Vienna, Tel.. (43-1) 531-38-
3351, Fax: (43-1) 531-38-3906.

St. JouN’s — April 21-22, 1997;
MoNcToN — April 24-25, 1997,
HALIFAX — April 28-29, 1997 —
These two-day seminars focus on
ways to win business financed
by international financial ins-
titutions (IFIs) such as the World
Bank, African Development Bank,
European Bank for Reconstruction
and Development and the Inter-
American Development Bank.
Presented by Development
Bank Associates of Washington,
D.C,, the seminars explore how to
identify IFI-financed business
opportunities, participate in the
bid process, solve bid problems
and market bids. The seminars
are sponsored by the Canada-
Atlantic Provinces Co-operation

eement on International Busi-
ness Development in association
with the Alliance of Manufac-
turers and Exporters of Canada.
For details, contact (in New-
foundland) Keith Warren, Tel.:
(709) 772-5511; (in New Bruns-
wick) Ben Hong, Tel.: (506) 851-
6669; (in Prince Edward Is-
land) David Cook, Tel.: (902) 566-
7576; (in Nova Scotia) Maryann
Everett, Tel.: (902) 426-6658.

HAMILTON — April 23-24, 1997 —
The Automotive Parts Manufac-
turers’ Association (APMA) will
be holding its Annual Con-
ference and Exhibition at the
Hamilton Convention Centre.
Keynote speakers will include
Chrysler Vice-President Tom
Stallkamp, Dana Corporation
Chairman and CEO Woody Mor-
cott, as well as Ontario Premier
Michael Harris. The theme of
the two-day event — it will also

Continued on page 12
Business Agenda

Vietnam Mining 97

HaNo1, VIETNAM — April 8-11, 1997 — Organized by the
Vietnam-Canada Trade Council and Trade Investment and
Support Centre, Vietham Mining ’97 is a conference and exhi-
bition targetting mining companies, foreign investors and mining
analysts, and equipment vendors and suppliers. :
The event offers mining companies opportunities to find joint
venture partners, meet with local and foreign mining industry
leaders, and learn about operating in remote locations, managing
‘risk, and about current and potential mineral exploration.
 Investors and analysts will, among other things, be able to
identify local mining projects for investment and learn about the
taxation and other incentives for foreign investment in mining.
Opportunities for equipment vendors and suppliers include
identifying local needs for advanced mining equipment and
making contact with potential importers.
For information, contact Van T. Tran, Trade and Investment
" Director, Vietnam Trade Council, 70 Gloucester Street, Ottawa,
Ontario K2P 0A2, Tel.: (613) 231-6369, Fax: (613) 235-1515.

Department of Foreign Affairs and International Trade (DFAIT)
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Publications

PUBLICATIONS

Recent Publlcatlons for Canadlan Exporters

Publics Works and Government

Services — Publishing (formely:
Canada Communication Group)
has recently issued the following
information publications to help
exporters gain an edge in today’s'
competitive market:

The Export Financing and
Insurance Vocabulary, pub-
lished by Export Development
Corporation, provides trilingual
(English-French-Spanish) defini-
tions of complex terms pertaining
to international trade, finance,
economics and insurance. (Cata-
logue no. S52-2-230-1996)

The NAFTA Customs Proce-
dures Manual, published by
Revenue Canada, explains clearly
and precisely the applicable rules
that exporters deal Wlth daily,

from the Certificate of Origin to

- post-import claims and correc-

tions. (Catalogue no. RV31-44-
1995E/F)

CUSTOMS TARIFF 1997:
Departmental Consolidation,
published by Revenue Canada,
sets out Canada’s import and
export duty rates. (Catalogue no.
RV55-2-1997E/F)

Quality Assurance in Ser-
vices: An ISO 9000 Workbook

. for Small Professional Firms,

published by Industry Canada, is
a complete guide that follows a
step-by-step approach for small
companies interested in ISO 9000
certification. (Catalogue no. C2-
271-1995E/F)

Diplomats, Consulars and

Doing Business with India

The 1997 edition of Doing Busi-
ness with India is a three-part
volume containing an update on
India’s economic reforms and poli-
cies governing foreign investment,
technology transfer, industry set-
up, collaborations, licensing and
import-export; a resource direc-
tory and reference guide; and eco-
nomic indicators and statistical
information about India. The 284-
page softcover guide delivers the

information needed by foreign
business executives and non-resi-
dent Indians seeking to expand
their operations in India or enter
this rapidly growing market.
Doing Business with India
retails for US$59.95 a copy plus
shipping and handling. It can be
obtained by contacting Business
Times, P.O. Box 33364, Farragut
Station, Washington, D.C. 20033,
U.S.A, Fax: (301) 572-7233.

Other Representatives in Can-
ada (Catalogue no. E12-3-1995),
published by the Department of
Foreign Affairs and International
Trade, is an invaluable source for
contacting embassies and other
foreign officials residing in Cana-
da. Canadian Representatives
Abroad (Catalogue no. E12-5-
1995), also from DFAIT, provides .
names, addresses, telephone and
fax numbers of Canada’s diplo-
matic representatives abroad.
Both guides help exporters reach
the appropriate individuals for
their information needs.

To order copies or for further
information on the above publi-
cations, contact Publics Works
and Government Services —
Publishing at (819) 956-4800.

Business
Agenda

Continued from page 11

hear addresses by senior
executives from other corpo-
rations such as Toyota,
Linamar, Harley-Davidson —
is “Automotive Superhighway
— from Vision to Vehicle —
What to Do Tomorrow to Win.”
For more information or regis-
tration, contact the APMA in
Toronto, Tel.: (416) 620-4220,
Fax: (416) 620-9730.

DFAITs InfoCentre provides counselling, publications and referral services to Canadian
exporters. Trade-related information can be obtained by contacting the InfoCentre at 1-800-267-
8376 (Ottawa region: 944-4000) or by fax at (613) 996-9709; by calling the InfoCentre FaxLink
(from a fax machine) at (613) 944-4500; by calling the InfoCentre Bulletin Board at 1-800-628-
1581 via a computer modem; and by visiting the InfoCentre Internet World Wide Web site at
http://www.dfait-maeci.gc.ca.

\
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With the eighth-largest economy in the world, China is éhowing up on global radar screens as an emerging
giant, even before resuming full sovereignty over Hong Kong this year. Continuing economic reforms are cre-
ating significant investment and export opportunities for Canadiqn firms, but the challenge is also great.

China’s economy has quadrupled
in size since economic moderniza-
tion became the hallmark of
Chinese government policy in
1978. In an interview with
CanadExport shortly after the
death of Chinese leader Deng Xiao
Ping last month, Canada’s ambas-
sador to China, Howard Balloch,
expressed confidence that China’s
current leadership will stay the
course of economic reform.

“I think that power is more
shared in China than perhaps it
has been ... in the past, and that
the leadership that will follow
Deng Xiao Ping is largely already

in place .. . The reform that
began 18 years ago has brought
to China the longest period of
sustained stability and progress
in China’s history. And I don’t, in
China, hear very many people
talking about changing that
broad direction.”

That broad direction has been
to increase economic growth,
productivity, diversity and effi-
ciency through the application of
market mechanisms — all of
which spell opportunities for
Canada to expand on an already
good commercial relationship.

Canada: Investment
Location of Choice

Canada is becoming the venue of choice for foreign firms seeking to
penetrate North American markets. As evidence, foreign direct invest-
ment in this country almost doubled between 1985 and 1995, to top

$168 billion.

Fuelling the expansion in foreign
investment are Canada’s healthy
economic- growth (Canada is
expected to lead the G-7 in 1997);
preferred access under the North
American Free Trade Agreement
to a huge and affluent market of

378-million people; low inflation; -

world-class transport and commu-

nications; highly skilled labour;
and inexpensive energy.

And these are only some of the
attractions. Other major lures
include Canada’s generous R&D
incentives; lower business costs

Continued on page 4 — Canada

Currently, Canada has direct
investments worth $340 million in
China and $1.98 billion in Hong
Kong. Hong Kong, in particular,
continues to be a vital source of
investment, a fertile market for
Canadian technology, goods and
services, and an ideal base from
which to access expanding mar-
kets in China and the Pacific Rim.
Even after reverting to China,
Hong Kong will retain consider-
able autonomy in economic, trade,
cultural and political affairs for at
least 50 years.

China and Hong Kong com-
bined now represent Canada’s
third-largest trading partner
after the United States and
Japan. In 1996, two-way trade
stood at almost $8 billion

Continued on page 5 — China
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A Current Affair

‘ TEAM FIC-ANA’DA

:-"_ACURRENT'AFFAIRJ

Thmkmg of Exporting? Talk to your Local
Team Canada Regional Trade Network

You will, of course, have heard of the Team Canada missions overseas, but did you know there’s a strong
domestic team working for you here at home? Federal, provincial and local Team Canada partners have
Joined together to launch Regional Trade Networks (RTNs) in each province to help ensure you gain the
maximum benefit of available exporter services.

These Networks allow govern-
ment and the private sector to
work together at the regional level
to generate new international
business opportunities for Cana-
dian business. They also repre-
sent a major step forward in
efforts to reduce overlap and
duplication between governments
and focus resources where they
can genuinely make a difference.
RTN partners include Industry
Canada, the Department of For-
eign Affairs and International
Trade, Agriculture and Agri-Food
Canada, regional development
agencies, the Export Development
Corporation, the Canadian Com-
mercial Corporation, Canada
Mortgage and Housing Corpora-
tion, the Business Development
Bank of Canada, provincial gov-
ernments and, sometimes, indus-
try associations.

Each Network has four key
areas of focus:
* export preparation services,
¢ market information and intel-
ligence,
® export counselling, and
¢ international financing.

What RTNs can do for you...
RTNSs offer you quick access to the
special expertise of all the part-
ners in your Regional Trade
Network. Services include:

¢ export readiness assessment,

¢ export counselling,

¢ export preparation and training,
¢ information on trade fairs and
missions,

e introduction to foreign buyers
visiting your province,

¢ contacts in international mar-
kets,

¢ worldwide leads on internation-
al business opportunities,
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¢ technology transfer,

¢ liaising with Canadian em-
*bassies,

¢ export financing and insurance,
and ‘

¢ market information and intel-
ligence.

For more information...

As a starting point and for infor-
mation on exporting, check our
Web site (http:/reliant.ic.ge/index.
html) or contact your province’s
Canada Business Service Centre: .
Newfoundland:

Tel.: 1-800-668-1010

St. John’s: (709) 772-6022

Fax: (709) 772-6090

Prince Edward Island:

Tel.: 1-800-668-1010
Charlottetown: (902) 368-0771
Fax: (902) 566-7377

Nova Scotia:

Tel.: 1-800-668-1010
Halifax: (902) 426-8604
Fax: (902) 426-6530

New Brunswick:

Tel.: 1-800-668-1010
Fredericton: (506) 444-6172
Fax: (506) 444-6172

Quebec:

Tel.: 1-800-322-4636
Montreal: (514) 496-4636
Fax: (514) 496-5934

Continued on page 7 — Thinking
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IFC Introduces Progr

am to Reach New Markets

The International Finance Corporation (IFC) has introduced a program to expand the geographic range
of its activities to smaller and poorer countries and to countries experiencing difficult transitions to mar-

ket economies.

The Extending IFC’s Reach Initia-
tive will promote private-sector
development in countries where
IFC’s activity has been severely
constrained due to challenging
country conditions and obstacles
to private-sector activity.

Sixteen countries, or clusters
of countries, have been targeted
for the program. They include
Albania, Azerbaijan, Bosnia-
Herzegovina, Cambodia, Central
African Republic, Chad, Congo,
the Eastern Caribbean, El Salva-
dor, Equatorial Guinea, Eritrea,
Ethiopia, Gabon, Guyana,
Kazakhstan, Laos, (the Former
Yugoslav Republic) Macedonia,
Mongolia, Mozambique, Senegal,
Slovak Republic, Uzbekistan,
Western Africa and, in the Pales-
tinian Authority, the West Bank
and Gaza.
 The Initiative will be imple-
mented as a three-year pilot pro-
gram comprising two basic ele-
ments: first, IFC will establish a
presence in each country by plac-
ing investment staff in the field.
‘Field staff will learn about the
country’s private-sector needs by
developing relations with local

entrepreneurs and directly identi- -

fying commercially sound enter-

prises and projects.

Second, IFC has created a
US$40-million Small Enterprise
Fund to support smaller-scale
investments in these countries.
The Fund will be used to invest in
projects with total costs of be-
tween US$250,000 and US$ 5 mil-
lion. IFC’s own investments
are expected to range from
US$100,000 to US$2.5 million,
covering approximately 40 per
cent of each praject’s total cost.

While the Fund will primarily
provide debt financing, it will

also have the flexibility to make
equity and quasi-equity invest-
ments and to provide local cur-
rency guarantees.

For more information on the
Extending IFC’s Reach Initiative,
contact IFC’s Corporate Relations
Department, Tel.: (202) 473-7711,
Fax: (202) 676-7711. Additional
information on IFC activities is
available on the Department of
Foreign Affairs and International
Trade’s Web site:
http//www.dfait-maeci.gc.ca,
under Trade/IF1

The Canadian Embassy in
Warsaw is conducting an
investors’ survey to update
information on Canadian in-
vestment in Poland. _
Survey responses to date
indicate that Canadians "are
investing most heavily in man-
ufacturing, finance, the food
 industry and construction.
Since Canadian investment

. in Poland has traditionally been

underreported, your participa-

Are You a Canadian Investor
in Poland?

tion in this survey is important.
Survey information will be used
to help promote Canadian busi-
ness in Poland.

If you have not been ap-
proached by the Canadian
Embassy to participate in the
survey, please contact Teresa °
Zieliska, Commercial Section,
Canadian Embassy in Warsaw,
Tel.: (48-22) 629-8051, ext. 3257,
Fax: (48-22) 629-6457, e-mail:
commerce@wsaw01.x400.gc.ca

- Looking for Export Opportunities?
 Make sure you are registered in the WIN Exports database,
" which will showcase your company’s capabilities to foreign
" buyers. Fax your request for a registration form to 1-800- °

667-3802 or (613) 944-1078; or call (613) 992-3005. :

Depattment of Foreign Affairs and International Trade (DFAIT)
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" King Faisal International Prize/Investment

~ Canadian Wins King Faisal
Internationai Pnze

' Canadian James Francis Gusella

is one of three researchers to
share this year’s King Faisal
International Prize for Medi-

cine. Gusella, who is Bullard

Professor of Neurogenetics at
Harvard Medical School, re-
ceived the award for ground-
breaking research on Hunting-
ton’s disease. Huntington’s dis-

ease results in totally disabling
motor disorders and functional
and psychiatric changes.

The prestigious King Faisal
International prizes are pre-
sented annually in several
categories. Merit governs the
selection process,
prize includes a cash award of

and each-

US$200,000. The 1997 announce-
ment brings the total number
of laureates to 118 from 32
countries.

CANADEXPORT

ON-LINE
http://www.dfait-maeci.gc.ca/
english/news/newsletr/canex

Canada: Investment Location of Chonce

Continued from page 1

than in the United States; and a
low dollar, which has helped
make Canada a great place for
exporters — exports have been
climbing by 16-17 per cent annu-
ally for much of the decade.

These advantages may seem
obvious to Canadians. But they
are not always apparent to for-
eign investors. To help compa-
nies decide to invest or reinvest
in Canada, the International
Marketing Group of the Depart-
ment of Foreign Affairs and
International Trade conducts
various marketing and commu-
nication activities. For example,
it has recently produced Canada
Investment Facts, an electronic
presentation in Acrobat Reader,
and released a new issue of its
international newsletter, Canada
Investment News, providing
information on investment suc-
cesses, prospects and joint ven-
tures or strategic alliances with
partners in Canada.

For more information, contact
the International Marketing

Group, Department of Foreign
Affairs and International Trade,
Tel.: (613) 995-4128, Fax (613)
995-9604, FaxLink: (613) 944-

6500, Internet: http:/www.dfait-
maeci.gc.ca/english/invest/imd/
imdindex.html.

- Among the multinationals stepping uI; their investment in

Canada in recent years are:

~ e Merk Frosst — $260 million in pharmaceutical R&D spend—

ing over the past five years.

¢ Ericsson Communications Inc. — over $375 million invested
since the early 1990s to expand R&D facilities and develop a

technical assistance centre.

¢ Ford Motor Company of Canada, Limited — a $4.5-billion:
investment in plant facilities and equipment since 1992.
¢ Cosmair Canada — $25 million spent in 1996 to expand
- manufacturing capacity for cosmetics.
» Wyeth-Ayerst Canada Inc. — $60 million spent in 1993 on a
_-plant to produce the active mgredlent in Premarm, a hormone-

- replacement product.

* Petresa Canada Inc. — a $180-million joint venture between, -
SCF and Petroquimica Espanola to produce an essential compo--
- nent in the manufacture of surfactants. o
~ ® Stora Forest Industries — $650 million allocated to-con-
struction of a state-of-the-art specialty paper plant. :
o Testori Americas Corporation — construction of a $1-million:
plant in 1994 to build specialized interior components for aircraft
and mass transit vehicles, followed shortly by the announcement

of an $11-million expansion.

e Standard Knitting Ltd. — $8 million invested to upgrade
computer technology and buy advanced knitting equipment.

Department of Foreign Affairs and Intemational Trade (DFAIT)
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Fcus on Chiria
The Re-engineering of China

With more than one-fifth of the world’s population and an economy that has been doubling in size every
eight years, China is emerging as the economic motor of the Asia Pacific, with growing political
significance. What happens in China will be relevant to the economic health of all mgjor trading countries
and to virtually every issue of the global community.

China’s economy has quadrupled
in size since economic modern-
ization became the hallmark of
Chinese government policy in
1978. With current GDP stand-
ing at about $750 billion, the
country is already the eighth-
largest economy in the world,
even before resuming full sov-
ereignty over Hong Kong this
year. Annual growth is averag-
ing 9 per cent, the world’s
fastest growth rate in the last
decade. This growth is pro-
jected to continue at a similar
rate, and by early in the next
century China is predicted to
become the world’s. largest
economy.

Internal restructuring
gathers momentum
The economic reforms that be-
gan in the late 1970s were the
catalyst for redefining the role of
the state in China — a re-
definition that has gathered
momentum since the early 1990s.
The central tenet of China’s
economic reforms was that of
Increasing economic - growth,
productivity, diversity and effi-
clency through the application
of market mechanisms. ‘
In_ commerce, industry and
service, the non-state sector
has demonstrated tremendous
growth, while the state sector has
continued to stagnate. The finan-
clal sector is also now undergoing
a transformation as the state

gradually backs out of direct
involvement.

Foreign investment
continues to grow
China has become a major
destination for foreign direct
investment, with annual flows
increasing from US$4 billion in
1990 to more than $38 billion in
utilized foreign investment by
the end of 1995. Hong Kong and
Macao remain the major source
of foreign investment into
China, with nearly 60 per cent
of the total, while the U.S.,
Japan and Taiwan each re-
present about 8 per cent of the
total. Industry has captured
more than 50 per cent of the
investment, followed by real
estate and utilities at 30 per
cent. Most investment to date
has been focused in the coastal
regions, and the government is
now strongly encouraging in-
vestment into the interior.
Canadian direct investment
in China reached $340 million
in 1995. However, any invest-
ment requires lengthy and
detailed negotiation and usually
includes substantial require-
ments for technology transfer.
Canadian firms should study all
aspects of a prospective in-
vestment carefully and commit
resources with caution and a
clear understanding of Chinese
investment policy and law.

. 4

Canada-China trade
relations

China’s foreign trade has outper-
formed the world average by a
factor of more than two. China’s
imports have grown from under
US$12 billion in 1978 to more
than US$132 billion by the end of
1995, while its exports have
increased from under US$10
billion to US$149 billion.

Trade between Canada and
China has grown rapidly over the
last quarter century. From only
$161 million when diplomatic
relations were established in
1970, two-way trade stood at
almost $8 billion in 1996. Over the
last five years, Canadian ex-
porters have increased their sales
by 35 per cent, to $2.85 billion.
China and Hong Kong combined
now represent Canada’s third-
largest trading partner after the
United States and Japan.

Continued on page 11
The Re-engineering
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CHINA SUPPLEMENT

~Chinese Provincial Reglons Offer
Distinct Markets

While the central government in

Beijing continues to exercise a

paramount role in economic lead-
ership and setting priorities,
China should also be viewed as a
collection of distinct regional
markets differentiated by geog-
raphy, culture and dialects, eco-
nomic structure, level of devel-
opment and growth prospects.

Major regions and the pro-
vinces they encompass are:
¢ Northeast China (Heilong-
jiang, Jilin and Liaoning pro-
vinces);
¢ Greater Beijing (Hebei, Bei-
Jjing, Tianjin and Shandong);
¢ Central Provinces (Shaanxi,
Henan, Hubei, Anhui, Hunan
and Jiangxi);
¢ Southwest China (Sichuan);
¢ Greater Shanghai (Shang-
hai, Jiangsu and Zhejiang); and
¢ South China (Guangdong,
Fyjian and Hainan).

Each of these regions has a
population of more than 100 mil-

lion and a GDP exceeding .

US$20 billion. The regions of
Guangdong, Shanghai and Bei-

jing play the leading role. The

Central Provinces have lower per
capita incomes, but population
density promises good returns in
the consumer markets of the
future in some sectors.

Infrastructure development
will also require significant capl-
tal investment. In every region,
the key consideration is finding
the appropriate client, agent/dis-
tributer, representative or joint-
venture partner.
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The Re-engineering of China — coninued from page 1

Canada’s priority export sec-
tors are well matched to China’s
requirements for imported goods,
services and technology, particu-
larly in the areas of agriculture
and agri-food, infrastructure
(energy, transportation and tele-
communications) and environ-
mental protection.

Market characteristics

The most important issue to be
considered by any Canadian firm
contemplating doing business in
China is that the market is still
highly protected. Non-tariff
barriers, including recently intro-
duced tariff rate quotas for

certain agricultural commodities,
are highly developed, and admin-
istrative barriers are formidable.

Changes to China’s tariff policy
have eliminated import duty
exemptions for' foreign-financed
projects, although a number of
preferential policies, such as
advantageous tax regimes for
investors, remain in place. China
has made significant advances to
protect intellectual property, but
enforcement remains problem-
atic. The lack of transparency
and the arbitrariness of changes
in regulations, taxes and tariffs
are also considerable problems
for market access.

Market potential mgmﬁcant .
but challenging

China holds significant market
potential for Canadian firms,
but the challenge is also great.
China’s commitment to pursue
further economic reform should
sustain high growth and con-
tinue to generate promising
opportunities for exporters in
sectors of Canadian comparative
advantage, even as uncertainties
about the pace and direction of
reform complicate efforts to plan
market development strategies.

Department of Foreign Affairs and International Trade (DFAIT)
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CHINA SUPPLEMENT

Hong Kong: the “Heart of Asia”

\

As a major global and regional trading and finance business centre, Hong Kong is considered to be one of
the primary places in the world for networking, information exchange, deal making and sourcing

investment dollars.

The postage-sized territory of
6.3 million represents an im-
pressive pool of wealthy, well
educated, internationalized and
knowledgable people sitting in
the geographic heart of Asia
and controlling huge flows of
goods, services and investment.

In facing the 1997 handover to
the People’s Republic of China
after 150 years of British rule,
the economic transition to China
has already largely occurred
with the transfer of Hong Kong
manufacturing to China, mainly
in the Pearl River Delta but
increasingly beyond to the north
and inland.

On the other hand, huge sums
of Chinese capital and assets are
located in or funnelled through
Hong Kong. The city is heavily
services oriented, outpacing
much of the world, particularly
China, in developing the trade of
invisibles.

Canada-Hong Kong

investment relations

The territory continues to be a
vital source of investment, a
fertile market for Canadian tech-
nology, goods and services, and
an . ideal base from which to
access -expanding markets in
China and the Pacific Rim.
Canada has $1.98 billion worth
of investments in Hong Kong,

while Hong Kong has $2.6 billion

of investment in Canada.

Canada-Hong Kong trade
relations

Hong Kong is Canada’s fifth-
largest trading partner in the
Asia-Pacific region and is
becoming an increasingly im-
portant trading partner and

commercial centre for.Canadian

Hong Kong is. also an im-

business. Two-way trade in 1996 portant re-export point for other

was approximately $2.3 billion.

Continued on page VIII
Hong Kong

The 1997 Transition: Preserving
- Hong Kong as a Business Hub

On July 1, 1997, Hong Kong will
revert to China after 150 years of
British rule. It will be known as
the Hong Kong Special Admi-
nistrative \Region' (HKSAR) of
the People’s Republic of China.
Details of the sovereignty trans-
fer have been determined by the
Sino-British Joint Declaration of
1984, and by the Basic Law, the
constitution for the territory that
was promulgated by the Chinese

. National People’s Congress in
April 1990.: The Basic Law
ensures the' implementation' of
“one country, two systems.” It
grants.considerable autonomy to

. the HKSAR in economic, trade,
cultural and political affairs for
50 years after 1997.

Economic System

o The HKSAR government will
safeguard the free operation of
financial business and the free
flow of capital in the territory,
whereby no exchange control
policy will be applied after 1997.
The Hong Kong dollar will
-continue to circulate and will
remain freely convertible.

o After 1997, the Exchange
Fund will be managed and
controlled by the HKSAR gov-
ernment, primarily for regula-
ting the exchange value of the
Hong Kong dollar..

Status as a Trading Nation
o The HKSAR will remain a

separate customs territory and
will be allowed to continue to
take part in relevant interna-
tional organizations and interna-
tional trade agreements.

e Export quotas, tariff prefer-
ences and other similar arrange-
ments obtained by the HKSAR
will be enjoyed exclusively by the
HKSAR. The HKSAR govern-
ment will have authority to issue
its own certificates of origin for
products manufactured locally in
accordance with the prevailing
rules of origin. .

® Trade, including that with the
mainland, will continue to be
governed by international rules. -
o The HKSAR will remain an
international and regional trans-.

‘portation centre, with its own

aircraft and shipping registers.

» Separate membership in the
World Trade Organization, Asia
Pacific: Economic Co-operation
(APEC), Pacific Economic Co-
operation Council (PECC), Paci-
fic Basin- Economic - Council
(PBEC), and Pacific Trade and
Development Conference will
continue. :

o English will continue to be
used as an official language, in
addition to Chinese.

Taxes

e The HKSAR will continue to
have an independent taxation
system after 1997.
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CHINA SUPPLEMENT

‘Opportunities in a Complex
but Promising Market

China is not a market for everyone. Canadian exporters are best able to succeed if they are price and
quality competitive, prepared for lengthy negotiations, committed for the long term and in possession of a
range of international business development experience. Export strategies must take into account that
China is not just one market, but many regional markets.

Hong Kong can provide early signals of emerging
opportunities in China, as well as significant
financial and networking resources. However,
Hong Kong is not only a “gateway” to China or an
Asian regional hub; it is sufficiently international
that the market can be exploited as a cutting-edge,
trend-setting “shop window” for the rest of the world.

Advanced technology products and systems
China’s central and provincial governments and
large cities all place a priority on incorporating
advanced technology into their economies. During
the current five-year plan (1996-2000), the
government intends to invest some $80 billion
in China’s telecommunications infrastructure.
Government officials are also grappling with issues
stemming from limited telecommunications service
competition and severe limitations to foreign
involvement in the sector. It is expected that the
new telecommunications bill to be presented this
year may open new avenues for foreign investors.

While local and international competition is
fierce in China and Hong Kong, particular oppor-
tunities exist for Canadian firms offering unique
or niche technologies in the areas of tele-
communications, satellite communications and
computers and software. Particular opportunities
exist in areas such as digital switching and trans-
mission, fibre optics, Asynchronous Transfer Mode
(ATM) systems, network management and control,
and wireless communications, as well as for co-
operation and direct sales in earth observation,
satellite communications, ground stations and
robotics. The Chinese government is also en-
couraging joint ventures in the computer field to
promote technology transfer and to develop a
viable export industry.

Hong Kong companies are seeking new tele-

. communications technologies to manufacture high

value-added products in their plants, which, in many
cases, have been relocated to South China. In the
computer field, particular opportunities for Cana-
dian business are in systems integration for an array
of Hong Kong government projects and for large
companies needing to automate processes and
systems.

Agriculture and agri-food products
With 22 per cent of the world’s population but only

7 per cent of the world’s arable land, China faces
an enormous challenge in feeding its growing
population.

Opportunities for Canadian business exist in
bulk-agri-food commodity exports, value-added
agricultural products, services and technology and,
to some extent, fully processed manufactured
foods. There are particular opportunities for
Canadian suppliers of value-added agricultural
products, services and technology that are
organized and strategically positioned in the China
market. Promising opportunities also exist in
manufactured foods, despite import and regulatory
barriers and stiff competition.

Using Hong Kong as an entrepét for South China
and other regional markets has been a successful
approach for Canadian exporters of ginseng, oil-
seeds, beef, port, poultry, seafood, beverages and
confectlonary

Building products and services

The opportunities for Canadian firms in the
building products sector in China are growing.
Since the early 1990s China has been undertaking

Continued on page V — Opportunitles

Infrastructure
Development m
China '

China’s infrastructure has been unable to keep
pace  with “economic growth This deficiency:
represents a potentially serious bottleneck to
further development. The Chinese government
fully recognizes the need to address these
. problems before they become endemic, and
. sectors such as energy, telecommunications.and
- transportation are the focus of intense activity:
ranging from regulatory development and
“structural reorganization to project imple-
“mentation. Opportumtles for ~ Canadian .
companies exist in all these areas, but funding is -
a challenge and competition is intense. Lo

Department of Foreign Affairs and International Trade (DFAIT)

March 17, 1997




CHINA SUPPLEMENT

Opportunltles in a Complex but
Promising Market

Continued from page IV

a construction program of monumental pro-
portions. Demand for housing will continue to
rise as China’s population grows. China is
seeking to open the sector to foreign products,
services and investment. Although effective laws
and regulations are lacking, reform efforts have
led to tariff reductions, foreign investment
incentives and joint-venture regulations to
attract foreign technology and expertise.

Project management and engineering services
are needed for the complex residential and
industrial construction planned in Hong Kong
and South China, which can now be considered
one market with respect to the use of higher-
quality building products and services.

Environment

Intense agricultural and industrial development
and underdeveloped manufacturing technologies,
along with recent awareness of and commitment to
addressing environmental issues among the
Chinese, all point to opportunities for Canadian ex-
porters of environmental technologies. China plans
to invest approximately US$22.5 billion over five
years and will be looking for other nations to
participate by providing co-operation, technical aid
and economic support. Priorities are flue gas
desulphurization; build-operate-transfer (BOT)
sewage treatment plants using soft loans;
advanced pulp and paper technology; energy
efficiency; and advanced-technology organic
treatments for highly concentrated wastes
encountered in the confectionary, printing and
dyeing industries.

Energy

China continues to suffer from a shortage of
electric power. There are ambitious plans to
Increase generating capacity by 17 000 MW per
year to reach 300 000 MW by the year 2000
through an aggressive project development plan,
centring primarily on thermal and hydro power,
and including an important expansion of China’s
nuclear power capacity. China is also working to
improve its transmission and distribution
network, at the same time addressing the need
for changes to the regulatory and structural
environment.

Notwithstanding fierce competition in the
sector, Canadian suppliers have been successful
in exporting energy-sector equipment and
expertise to China, much of it to projects funded
by international ﬁnanc1al institutions. There are

increasing opportunities for independent power
projects, but these must be considered with
careful attention to the regulatory environment.

Transportation :

China’s transportation infrastructure is under-
going radical change. Following a period of rapid
growth in the civil aviation fleet, China is now
engaged in a huge program of airport recon-
struction and development, as well as significant .
planned investment in air traffic control. A
national trunk highway system is being dev-
eloped, financed through a combination of
government investment and international
financial institution loans, and a number of
privately funded toll highways and bridges are
also planned or under construction. Coastal and
inland waterway facilities are also growing.

Considerable opportunities exist for Canadian
engineers, suppliers and investors for road,
waterway, railway, and airport projects. Demand
is growing for airport equipment, both airside
and groundside, as well as for specialized repair
and testing equipment. There are also
opportunities in the area of airport management
and technical training and in training related to
safety and regulatory issues.

Significant infrastructure development in
Hong Kong is part of a strategic expansion plan
for the next century. Important freight and pas-
senger rail projects are planned. The soon-to-be-
completed airport and related infrastructure
projects require the construction of several high-
capacity bridges, roads and a rail line to connect
the airport to Hong Kong Island.

For more detailed information about
opportunities in these and other sectors in
China and Hong Kong; please refer to the

Department of Foreign Affairs and
International Trade’s 1996-1997 China and
‘Hong Kong Trade Action Plan — available on
the Department’s Internet site at
www.dfait-maeci.ge.ca

Department of Foreign Affairs and International Trade (DFAIT)
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~ IFIs Commit Funding to China

International financial institu-
tions, such as the World Bank,
Asian Development Bank (ADB)
and Japan’s Overseas Economic

Co-operation Fund (OECF), are -

committing significant funding
to help China maintain sustain-
able growth. Projects funded by
the institutions offer significant
opportunities for Canadian
firms.

On July 1996, the World Bank
announced a new three-year
rolling lending program for China
that anticipated a US$2.5-3 bil-
lion annual lending. This will
amount to a total of up to
US$9 billion for the 1996-1998
fiscal-year period. The funds
will be targetted at supporting
China’s macroeconomic and

Companies planning to do busi-
 ness in China need to be aware of
the peculiarities of the Chinese
market before plunging in. Cul-
tural sensitivity is a must; dif-
ferences do exist between Western
and Chinese business practices.
The following is some practical
advice, useful to all Canadian
companies doing business in
China, but particularly for those
interested in investing there.

Before you leave home

¢ Do your homework. This is
important in any market, but
crucial in China. Use all infor-
mation sources available —
Canadian missions overseas,
publications, the Internet, the

Canada-China Business Council,"

banks, personal contacts, and
representatives.

Business and social customs
¢ (Cultivate your guanxi (rela-
tionships); these are very impor-

tant in China, where trust must -

be established before discussing
deal specifics. Repeated meet-
ings are needed to establish your
credibility and to create a per-

structural reforms, alleviating
infrastructure constraints and
eradicating poverty.

The Asian Development Bank
is also anticipating future lend-
ing to China of approximately
US$4 billion during the 1996-
1998 fiscal years. Future ADB
lending to China will be tar-
getted to infrastructure building,
with the leading sectors being
transportation and energy, fol-
lowed by environment, finance,
industry and agriculture. The
majority of ADB projects will be
in the interior provinces.

Similarly, Japan has agreed to
commit a total of US$5.1 billion
in OECF loans to 40 projects in
China over the three-year period
from 1996 to 1998. This first half

Tips for Doing Business in China

sonal rapport with whomever
you will be dealing with. Don’t
underestimate the value of
introductions made by trusted
intermediaries.

¢ Have patience. During busi-
ness negotiations, emphasize the
long-term association a business
relationship would be able to
bring. Do not rush negotiations
with eyes set only on the signing
of the contract. Companies often
have to wait a couple of years
before signing a contract.

¢ Count on high overhead costs,
for such things as invitations to
visit Canadian installations,
hiring a local representative,
frequent travels to the market,
the time spent negotiating the
bureaucracy, and banquets,
which are an indispensable part
of business in China.

¢ Be adaptable and courteous.
You may be called to sing at a
karaoke bar, or to toast with mao
tai, a very strong local brew.

* Be aware of the importance in
China of “saving face” and the
Chinese reluctance to say “no.”
Direct overt criticism or con-
frontation are seldom used, and

of the fourth batch of loans will
not only provide loans for the
type of economic infrastructure
projects that have been funded in
the past, but will also give high
priority to environmental, agri-
cultural and interior develop-
ment projects.

Canadian liaison office at the
World Bank, Tel: (202) 682-7719,
Fax: (202) 682-7789;

Project information documents:
http//www.worldbank.org/cgi-bin/
waisgate

Canadian liaison office at the
Asian Development Bank,
Tel: (63-2) 867-0001, Fax: (63-2)
810-1699, http:/www.asiandev
bank.org

can be considered insulting.
Don’t assume that because some-
body says “yes,” your message
has been understood and. will be
implemented as you planned it.
¢ Clear communication is essen-
tial. Distance and cultural and
linguistic barriers can lead to
misunderstandings. Consider
hiring an experienced professio-
nal interpreter.

Legal situation

¢ As China gradually develops a
coherent commercial law corpus,
many areas remain undefined,
and it may be difficult to enforce
judicial decisions. Flexibility and
personal contacts will be more
useful than the law.

Sources:

Climbing the Great Walil: Cana-
dians Doing Business in China,
Department of Foreign Affairs
and International Trade, 1995.

China: A Guide for Canadian
Business, Department of Foreign
Affajrs and International Trade,
in co-operation with the Canada-
China Business Council, 1994.

Department of Foreign Affairs and International Trade (DFAIT)
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The Export Development Corporation (EDC) can
help Canadian exporters compete in China by
providing them with a wide range of financial and
risk-management services, including medium- to
long-term financing for their buyers, export credit
insurance, performance security insurance and
foreign investment insurance.

Currently, EDC has lines of credit with three
financial institutions in China — Bank of China,
China Construction Bank and Bank of
Communications — totalling US$325 million in
available financing. The Corporation continues to
expand its list of preapproved borrowers and
guarantors for medium- and long-term business.
In this context, EDC is well positioned to consider
selected policy banks, specialized commercial

banks and creditworthy international trust and
investment corporations. '

Since 1979, EDC has supported approximately
250 export transactions — all involving key
Chinese government-owned banks — and has
provided more than $3 billion in financing to
China. In the future, EDC hopes to assist exporters
in a variety of situations, including joint ventures,
technology transfer, commercial bank risk,
corporate risk, limited recourse and project
financing/limited recourse structures.

Tel: 1-888-332-3320
Fax: (613) 598-6697
e-mail: export@edc4.edc.ca
Internet: http://www.edc.ca

Canada-China Business Council

The Canada-China Business
Council (CCBC) is a private-
sector, non-profit membership
organization incorporated in
1978 to facilitate and promote
trade and investment between
Canada and the People’s Repub-
lic of China. It has offices in
Toronto, Vancouver, Beijing and
Shanghai.

The CCBC offers its members
a package of business services,
including introductory market
studies, setting up meetings,
and the use of offices, work
stations or “virtual offices” in
Beijing. The CCBC also main-
tains, with DFAIT support, an
Internet site that offers up-to-
date business information on

. China and links to other China-

related sites.

Tel: (416) 954-3800

Fax: (416) 954-3806

e-mail: ccbe@istart.ca
Internet: http:/www.ccbc.com

CIDA in China

The Canadian International Development Agency
(CIDA)’s development co-operation program with
China focuses on three strategic policy objectives:

® to promote China’s economic reform efforts,

* to promote environmentally sustainable
development, and

* to increase China’s capacity to improve
governance, respect for human rights and
democratic development processes.

Since mid-1994, CIDA and China’s Ministry of
Foreign Economic Relations and Trade have
reached agreement on 21 new bilateral projects,
with a total funding commitment of approximately
$143 million to be disbursed over the period from
1996 to 1997.

Contact:
Tel: (819) 994-3429
Fax: (819) 997-4759

CIDA INC

An important source of financing for Canadian
ventures in China is the special fund available
through CIDA under its Industrial Co-operation
Program (CIDA INC). This program provides the
costs of Canadian firms that are unique to doing
business in developing countries. INC will help
ensure Canadian companies success by supporting
development of partnerships such as joint ventures
and licensing arrangements, and by funding the
development components of ventures such as
environmental assessments. INC will also provide
support to Canadian firms to share their skills and
experience with partners in China and other
countries.

Contact:

Rhonda Gossen

Tel: (819) 997-0556

Fax: (819) 953-5024

Internet: rhonda_gossen@acdi-cida.ge.ca

Department of Foreign Affairs and International Trade (DFAIT)
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'Hong Kong: the “Heart of Asia”

Continued from page ITT

countries’ (especially China’s)
goods to and from Canada.

The cultural and business ties

between Hong Kong and Cana-
dian cities such as Toronto and
Vancouver are extensive. It is a
testament to these close linkages
that this August, in Canada’s
Year of Asia Pacific, Vancouver
will play host to the World
Chinese Entrepreneurs Forum, a
gathering of overseas Chinese
business people being held for
the first time outside Asia.

Exports shifting

Canadian exports to Hong Kong
stood at $1.2 billion in 1996,
compared with $1.76 billion in
1995 and $898 million in 1994.
The composition of Canadian
exports to Hong Kong is chang-
ing. More than 55 per cent of
Canadian exports to Hong Kong

Hong Kong (CCCHK)

With some 900 members and four full-time
staff, the Canadian Chamber of Commerce in
is a networking
organization for those interested in business

in 1995 were manufactured and
semi-manufactured products,
including telecommunications
equipment, machinery, chemi-
cals and synthetic textile fibres.
The balance of exports were in
food and raw materials.

Priority market development
sectors include information
technology such as telecom-
munications and computers;
construction materials and
services; furniture and fur-
nishings; services such as legal,
banking, accounting, and insu-
rance; tourism; educational and
training services; food and
beverages; environment; pulp
and paper; security products;
advanced manufacturing tech-
nology; medical and biotech-
nology sectors; and cultural
industries.

The Hong Kong-Canada Business Association
(HKCBA) was formed in 1984 to encourage
and promote trade and investment between
Canada and Hong Kong across a broad range
of industries and events.

A strategic partner

Hong Kong’s vital position as an
international business, financial
and communications gateway to
the burgeoning China market is
providing Canadian business
with a wealth of new opportu-
nities.

The more than 100,000
Chinese-Canadians who have
returned to Hong Kong in the
past 10 years are the vanguard of
this expanding trade, helping to
marry Canadian technology and
expertise with Hong Kong
capital and experience in the
China market. The expanding
Canadian business presence in
Hong Kong shows every sign of
maintaining Hong Kong as one of
Canada’s most strategic business
partners well into the future.

ties in and with Hong Kong, China and Asia. It
organizes frequent business-related events in
Hong Kong and publishes a bi-monthly maga-
zine, Canada Hong Kong Business.

Distinguished as the largest bilateral trade
association in Canada, the HKCBA has more
than 3,000 members, with 10 sections across
The Canadian Chamber of Commerce in the country.
Hong Kong is celebratlng its 20th anmversary
in 1997. Tel: (416) 368-8277
Fax: (416) 368-4321
Tel: (852) 2845-1654
Fax: (852) 2526-3207

Internet: www.cancham.com.hk

Department of Foreign Affairs and International Trade (DFAIT) March 17, 1997
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- SUCCESS STORIES

Small Montreal Firm Builds Exclusively
on Chinese Market

From building products to telecommunications, Xenexi Group Investments Ltd. is diversifying its
operations in China to take advantage of the vast opportunities available in that huge market.

After a four-year association with
Nampac Building Products Inc.
— a Montreal-based exporter of
Canadian building products to
Europe and Asia — one of the
associates, Dr. Steven Wan, de-
cided to focus exclusively ,on
China by creating Xenexi in 1992.
The 100 per cent export-based
company — with a staff of only six
in Montreal and another 30 in
China — has never looked back.
What started out as a dis-
tribution system for Canadian
building products such as doors,

windows, roofing materials, floor-

ing, and paint turned two years
later into turnkey contracts for
close to 100 wood-frame villas in
Wuhan and Shanghai.

“Our operations,” says a
happy Xenexi General Manager
Angus Zitman, “represented the
first penetration of Western-
style wood-frame housing to the
Chinese market.”

These ventures were so suc-
cessful that Xenexi has started
two new projects for the
construction of another 150

+ villas this year.

Challenges and help

One reason for Xenexi’s success in
thj§ field is its decision to focus on
a niche market it helped to create
itself.

“There is a lot of competition in
the construction and building
products sector in China,” admits
Zitman, “but our North American
style villas are upscale houses —
geared mainly for overseas
executives — a market too small
for our main competitors.”

But before seeing any return

on all the time and effort invested
in China, Xenexi had to face
many challenges — finding the
right contacts and decision
makers, developing personal
relationships, contending with
constantly changing government
policies.

“Having left the country more
than 10 years before returning to
prospect there for Xenexi, even
Chinese-born company President
Wan — familiar with both
language and culture — turned
first to the Canadian Embassy in
Beijing,” Zitman recalls.

“Canada’s Trade Commissio-
ners provided excellent support,”
he confides, “suggesting contacts,
recommending good lawyers for
negotiating — there is no brand
name or patent protection in
China — and helping with
everything, from participating in
trade shows and high-level
meetings to press releases.”

Xenexi also received tremen-
dous help with visiting Chinese
delegations from Industry Cana-
da in Montreal, as well as official
support for financial arrange-
ments from the Quebec Ministry
of International Relations.

Building trust key to success
“China’s business style is based
more on trust than on legal
contracts,” advises Zitman, “and
this can only be achieved by
developing special relationships,
or guanxi, which takes time.
“This is all part of forming
contacts and networking,”
Zitman explains, “which are
crucial if we want to be
successful in China. Without

trust there is no business
relationship.”

According to Zitman, Cana-
dians are viewed favourably by
the Chinese, giving them an edge
over business people from many
other countries.

“This can help open the door in
China,” he says, “as well as all the
good publicity generated in 1994
and 1995 by the Prime Minister’s
Team Canada mission — the
phones in our Beijing office didn’t
stop ringing all week — and those
led by the Governor General and
the Housing Minister, in addition
to the Prime Minister’s visit to
Shanghai last November.”

Success upon success

With construction still repre-
senting its bread-and-butter busi-
ness in China, Xenexi has.
recently started building on its
success by establishing two joint
ventures in VSAT (Very Small
Aperture Terminal) satellite
telecommunications network
equipment manufacture and
engineering service in Shenzhen,
and one in Beijing.

Customers for these include
People’s Bank, China-On-Line
(information provider) and major
paging companies, as well as the
Ministry of Water Resources
(gathering data to help with flood
control on rivers such as the
Yangzi and Yellow).

For more information on Xe-
nexi, contact General Manager
Angus Zitman.

Tel.: (514) 281-9221

Fax: (514) 281-5095

Department of Foreign Affairs and International Trade (DFAIT)
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SUCCESS STORIES

Ontario Company Strives
to Further Encapsulate Chinese Market

With close to 10 ’yéars experience in China, Technophar Equipment & Service Limited is contmually
adaptmg its marketing techniques to the new realities brought about by the Chinese governments changes

in policies and regulations.

The Tecumseh (near Windsor)-based world leader
in the design and manufacture of hard and, more
recently, soft gelatin capsule-production machines
and associated technology, is solidly implanted in
China.

“As a matter of fact,” says Technophar’s
Executive Vice President Bill Hrecniuk, “with over
47 of our machines sold throughout China, this
huge market now represents close to 65 per cent of
our total exports.

“But it won’t be easy to hang on to this market
share,” he admits, “with the imposition of new
duties on complete production lines and tightened

loan policies.”

Adjusting to market conditions

This has led the company to adjust its ways of
doing business in China by increasing its presence
through joint ventures.

As a result, and in addition to direct sales,
Technophar is offering other options, including
prompt shipment of spare parts dispatched from a
convenient depot in China, and technical service

technicians permanently stationed in China to .

assist in problem-solving and upgrading of existing
equipment.

“The key to our continued success in China,”
reaffirms Hrecniuk, “is quality products at
affordable prices.”

Success based on good contacts
How did Technophar build such a solid business in
China? ‘

“We worked very hard at carefully selecting the
right contacts,” says Hrecniuk, “and establishing a
solid network of people in the capsule industry.”

The company made extensive use of the
resources available at the Canadian Embassy and
Consulates in China.

“There are really good people there,” Hrecniuk
adds, “the Trade Commissioners gave us leads and
we still get good information from them.”

But it was really up to the company to select its
agents.

“This can take a long time,” Hrecniuk explains,

“with a lot of exploring before each side is
comfortable - with the other, which can be very
expensive since you might have to return three or
four times to establish a solid relationship.”

Now Technophar has two Chinese-born on staff,
one in China and the other in Canada.

“You need to have someone who is aware of the
ways over there,” he advises, “but also someone
you can fully trust; and that takes patience
because you have to be very selective.”

Even with the right contacts, Hrecniuk finds
that the Chinese are becoming much tougher
business people.

“They do a lot of price shopping,” he says, “and
they know what they want and what they are
talking about, so you need a top product with an
attractive price to convince them.”

Future prospects

According to Hrecniuk, the demand for hard
gelatin capsules in China increases by 10 per cent
annually. This will lead to a corresponding increase
in the demand for modern high-speed equipment
as the Chinese government introduces new policies
to modernize the pharmaceutical industry and the
handmade method of making capsules. .

With four more hard capsule turnkey projects in
progress, Technophar signed a contract for a soft
capsule production line facility — with a planned -
expansion for an additional four lines — during
Prime Minister Jean Chretlens visit to Shangha1
last November.

“Taking advantage of such high level visits and
especially the 1994 Team Canada mission to China
— where Technophar signed contracts totalling
$12 million — can really pay off,” suggests
Hrecniuk, “because ceremony is important and
relationships between government and business
are important.” _ -

For more information on Technophar, contact
the company’s Executive Vice President Bill
Hrecniuk.

Tel.: (519) 727-4114

Fax: (519) 727-4333

Department of Foreign Affairs and International Trade (DFAIT)
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SUCCESSSTORIES

Hong Kong Gateway to China
for Small B.C. Company

From bathroom and plumbing retailer to swimming pool and spa — and eventually construction material
— wholesaler, a small Richmond, B.C., company.has become 100 per cent export-based, wzth half of its

sales to Hong Kong.

Bathroom City Enterprises Ltd.
has been in business for nearly
three decades, but it was only
four years ago that it went into
wholesale — and soon after
started exporting.

DFAIT help crucial

“Our first venture into Hong
Kong came some three years
ago,” says the company’s
Operations Manager Ali Tejani,
“but not without some solid
backing from the Department of
Foreign Affairs and Interna-
tional Trade.”

After initial contact with
DFAIT, Tejani went to the
Commission for Canada in Hong
Kong.

“Trade Commissioners there
were of great assistance,” says
Tejani, “from providing guidance
on local trade culture and
helping find interpreters, to
assisting with credit reference
and negotiating letters of credit
with our first customers.”

According to Tejani, Hong
Kong — and its huge neighbour,
China —is not an easy market
for Canadian companies to crack,
80 he strongly recommends
working with DFAIT and
Canada’s Trade Commissioners
1n the field. -

They were always there,” he
recalls, “day or night, whenever
we needed them. We couldn’t

have done it without all their
help.”

Totally different bqsiness
culture

Tejani has seen many Canadian
companies fail — with great loss
of investment — in Hong Kong
and China because ‘they didn’t
pay enough attention to human
relations.

“Interpersonal relationships
are key,” he says, “and you must
cultivate these before you can
even think of sitting down and
talking business.

“In other words, it’s not some-
thing you can take lightly,” he
advises, “it’s not something that
just happens. You have to be per-
sistent,” he adds, “constantly
going after customers who don’t
like long speeches about your
product but are more interested
in human relations.”

According to Tejani, Canadian
companies must also be ade-
quately financed before going into
that market.

“Hong Kong business people
are very tough,” he warns. “They
know every trick in the book, so
when it comes down to business,
they can be tough.”

A market worth pursuing
Bathroom City’s three-year pres-
ence in the Hong Kong and
Chinese markets is leading 1t
from success to success.

With a staff of only 25 — seven
in Richmond and the rest in
showrooms in Hong Kong and
China — the company’s export
list has topped 120 products, from
plumbing, bath and kitchen cab-

inets and swimming pools to
construction material, exterior
doors, shower doors and windows.
“Most of our products come
from Canada — much of it, like
hardwood floors and Kindred,
Steel Queen kitchen sinks, from
Ontario,” says Tejani, “with the
only items manufactured by our
company being kitchen cabinets.”
Thanks to its marketing skills
specially adapted to that market,
Bathroom City has now become
the sole China agent for the
largest U.S. manufacturer of spas
in the world (Sundance Spa) and
Sta-Rite Industries, one of the
largest pool pumps and acces-
sories manufacturer in the world.
With close to half of its sales to
Hong Kong being resold to China,
the company has already
established a solid presence in
that huge country in anticipation
of July when Hong Kong will
again become part of China.
“Business is booming in many
parts' of China, especially
Shanghai,” says Tejani, “but we
are confident that Hong Kong will
remain just as attractive as now.”

For more information on
Bathroom City Enterprises Ltd.
— its export markets include
Singapore, Malaysia, the Philip-
pines and Taiwan — contact the
company’s Operations .Manager
Ali Tejani.

Tel.: (604) 278-3220

Fax: (604) 278-3293
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CHINA SUPPLEMENT

CONTACTS

IN CANADA

For information about trade
with China and Hong Kong,
contact the International Trade
Centre nearest you.

InfoCentre ‘

The InfoCentre has a broad
range of background informa-
tion and sectoral market studies
on China and Hong Kong.

Tel: 1-800-267-8376

Fax: (613) 996-9709

China Division (PRC)
Department of Foreign Affairs
and International Trade

125 Sussex Drive

Ottawa, Ontario K1A 0G2
Tel: (613) 996-0905

Fax: (613) 943-1068

HoNG KONG SITES

Canadian Commission
http://www.canada.org.hk

Canadian Chamber of Commerce

http:/www.cancham.com.hk

Hong Kong Trade Development Council

http://www.tdc.org.hk/main/

Hong Kong Trade Development Council

IN CHINA
Canadian Embassy
19 Dong Zhi Men Wai Street

- Chao Yang District

Beijing 100600

People’s Republic of China
Tel: (86-10) 6532-3536
Fax: (86-10) 6532-4072

Canadian Consulate General
West Tower, Suite 604

1376 Nanjing Xi Lu
Shanghai 200040

People’s Republic of China
Tel: (86-21) 6279-8400

Fax: (86-21) 6279-8401

Consulate of Canada
China Hotel Office Tower
Room 801

Liu Hua Road

Some Useful Internet Addresses

Asia, Inc.

Guangzhou 510015
People’s Republic of China
Tel: (86-20) 8666-0569
Fax: (86-20) 8667-2401

IN HoNG KONG
Commission for Canada
13th Floor, Tower 1
Exchange Square

8 Connaught Place
Central, Hong Kong
Mailing: G.P.O. 11142
Tel: (852) 2810-4321

Fax: (852) 2810-6736
E-mail: '
td.hkong@hkong02.x400.gc.ca
Internet:
http:/www.canada.org.hk

http://www.asia.inc.com/

Asia Week

http://www.pathfinder.com/asiaweek

China Council for Promotion of International

Trade

http:/www1.usal.com/~ibnet/ccpithp.html

China Daily on the Web

"Market Profile on Mainland China”

http:/chinadaily.com.cn.net

http//www.tdc.org.hk/main/china.html China News Digest
http//www.cnd.org:8000/
South China Morning Post
http:www.scmp.com/ China Window 1
http://china-window.com/window.html l
The Hong Kong Standard
http:/www.hkstandard.com/ Look at Shanghai

http://www.cyberway-to-china.com/sucdi
INFORMATION ON CHINA

' Marco Polo
Canada China Business Council (CCBC) - http:/www.calweb.com/~marcop/report.html
http://www.ccbe.com

Shanghai Panorama

Asia Business Connection http://www.shanghai.iserv.net/
http:/asiabiz.com/news.html
The Asian Institute of Technology’s Country
Information - China

http:/www.ait.ac.th/asia/infocn.html

Asia Business Daily
http/infomanage.com/~icr/abd
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Trade Secrets

Laval Company Makes a Breakthrough in Israel

BioChem Pharma, Canada’s largest biopharmaceuticals company, has just signed its first strategic
alliance with an Israeli company.

A little over a year ago, its phar-
maceuticals subsidiary, BioChem
Thérapeutique, signed a prelimi-
nary one-year agreement with
XTL Biopharmaceuticals, a pri-
vate company in Israel, on co-
operation in research to find new
antiviral compounds for the
treatment of hepatitis C.

BioChem was so satisfied with
this preliminary year, calling it
one of “exemplary co-operation,”
that it has renewed the agree-
ment for three years.

Seizing the Opportunity
“Everything happened so fast,”
said Dr. Mario Thomas, Vice-
President of Planning and
Business Expansion at BioChem
Thérapeutique.

It was through business con-
tacts that BioChem first heard of
XTL. The latter sent a represen-
tative to the international firm
headquartered in Laval, which
in turn sent an emissary to XTL,
and found that the Israeli com-
pany shared the same interests.

All this took less than three
months, and led to a strategic
alliance between the two firms.

“We have to be ready to show
initiative,” said Dr. Thomas,
“and act quickly, because the bio-
pharmaceutical research com-
munity in Israel is very well
organized and knows exactly
what it wants.”

Itis necessary to go to Israel to
seek out opportunities, because
competition there is very keen in
biotechnological and biopharma-
ceutical research.

“You have to get there first and

meet the people on their home
turf,” added Dr. Thomas. “It is a
highly skilled community, but one
that is prepared to enter into
alllances with qualified partners.”

Support Received

Once in Israel, through none
other than XTL, its future part-
ner, BioChem heard about the
Canada-Israel Industrial R and
D Foundation. BioChem immedi-
ately submitted an application,
and obtained a grant correspond-
ing to one-third of the cost of its
joint research project.

“T wouldn’t say that the grant
made the difference between
signing the agreement and not
signing, Dr. Thomas explained,
“but it certainly helped.”

This alliance with XTL has
also opened other doors for
BioChem in Israel, where the sci-
entific community is very tightly
knit and, therefore, easier to

approach once you have your foot
in the door.

“Through this strategic alli-
ance with XTL,” added Dr
Thomas, “we were introduced to
other researchers and academics
in Israel; this could lead to other
opportunities.”

Quality and Reputation
BioChem is no newcomer to bio-
pharmaceuticals. Last year its
drug 3TC, used in the treat-
ment of HIV/AIDS, was intro-
duced on the U.S. and Canada
markets. It is now available in
over 20 countries.

Currently, its drug for hepati-
tis B is at the third stage of clin-
ical pre-licensing testing.

For further information on
BioChem Pharma and its pro-
jects in Israel, contact Mrs.
Micheéle Roy, the firm’s Director
of Communications. Tel.: (514)
978-7938, Fax: (514) 978-7755.

Chlna a New Frontler

Continued from page 1

between Canada and China ‘

and approximately $2.3 billion
between Canada and Hong

- Kong.
But China is not a market for
- everyone. Canadian exporters
. must be price and quality com-
petitive, prepared for lengthy
negotiations, committed for the

long term and in possession of a -

- range of international business
~ development experience.

This issue of CanadExport
features a 12-page supplement
-on China and Hong Kong, out-
lining the many opportunities
available to Canadian compa- *
nies- in various sectors of the
markets, as ‘well as advice on
doing business in China, orga-
nizations dedicated to promot-
ing trade between Canada and
China and Hong Kong, and
Canadian success stories.
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Trade Fairs

PRAGUE, CzZeCH REPUBLIC —
FOR HABITAT ’97, the fourth
International Housing Trade
Fair, will be held May 29 to
dJune 1, 1997. FOR HABITAT
'97 is the largest exhibition to

Entry Point to Booming Co

- e
R

address the needs of the booming
Central European construction
market. It offers an ideal forum
for Canadian firms to promote
their products, technologies and
consulting engineering services.

. SANLIURFA, TURKEY —

(90-212) 663-0975.

International Agriculture Fair

Turkey’s

. Agriculture Fair, Agro-Gap 97, will be held April 2-6, 1997.

. This year’s fair takes place in the heart of Turkey’s mass regional |
development project, the GAP — Southeastern Anatolia Project.
With the project aiming to open up 75,000 km? of previously non-
agrable land for farming, demand for know-how, machinery, .
seeds, agricultural chemicals, and irrigation systems is high.

-~ For further information, contact CNR International Fair

' Organizations, Inc., Dunya Ticaret Merkezi Ataturk Havalimani

- Karsisi, 34830 Yesilkoy, Istanbul, Tel.: (90-212) 663-0881, Fax:

10th International

Opportunities in Renewable Energy

OrTAWA — A commercial trade
show and markets conference,
Renewable Energy: Releasing
Canada’s Stranded Oppor-
tunities, will be held here April
14-15, 1997. Minister of Natural
Resources and Honourary Con-
ference Chair Anne McLellan will
preside over the opening of the
show, which will feature over 20
exhibitors ranging from firms spe-
cializing in hydroelectricity gener-
ation, solar power and wind power
technologies and equipment to the
federal departments of industry,
natural resources and the.envi-
ronment.

The conference program in-
cludes a panel discussion on the
“why and how of renewable ener-
gy development” and presenta-
tions on climate change, solar
thermal energy production, small

hydro, photovoltaics, wind energy
production, environmental policy,
biomass-fuelled district energy
and bioenergy. As well, Ambas-
sador Sandra Fuentes-Berain,
Embassy of Mexico, and High
Commissioner for India, Prem K.
Budhwar will be present to speak
about business opportunities in
the renewable energy field.

Conference sponsors include
Industry Canada, Natural Re-
sources Canada and Environment
Canada, the Ontario Ministry of
Environment and Energy, and
various power producers (e.g.,
Ontario Hydro) and related asso-
ciations.

For more information, contact
Passmore Associates Interna-
tional, 600-255 Albert Street,
Ottawa K1P 6A9, Tel.: (613) 566-
7005, Fax: (613) 233-9527.

nstruction Market

The fair targets industry sub-
sectors such as residential con-
struction, reconstruction, mod-
ernization, finishing, household

Continued on page 7 —
International Housing

' Food Show
in Seoul

SEouL, SoUTH KOREA -—
Canadian companies have a
chance — May 7-10, 1997 —
to explore the market poten-
tial of one of Asia’s fastest-
growing food markets .

Attendance at the 15th
Annual Seoul Interna-
tional Food Technology
Exhibition (Seoul Food ’97)
helps participants find po-
tential Korean distributors,
importers or joint venture
partners for their products
and services. The event is -
expected to attract more than
50,000 visitors and 360
exhibitors.

Exhibitors will include

* manufacturers and distribu-

. tors of food, food additives,

. ‘beverages, liquors, process- .
ing machinery, packaging
machinery, and hotel and

restaurant equipment. .

For further information on
Seoul Food ’97, contact Ana
Yu, Market Analyst, Com-

~mercial Section, Consulate

General of the Republic of
Korea (formerly Korea Trade

. Centre), Box 9, Suite 600, 65
Queen Street West, Toronto
M5H 2M5, Tel.: (416) 368- .
3399; Fax: (416) 368-2893. -
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Business Opportunities

Guatemala Slgnals New Readiness for Business

effective J anuary 1997.

With economic reforms and a
peaceful end to its 34-year civil
war, Guatemala offers a wealth
of new trade and investment
opportunities for Canadian firms.

Some of these opportunities
stem from the country’s ambi-
tious peace-building effort. The
(estimated) $2-billion program
will include construction of phys-
ical and social infrastructure and
comprehensive institutional and
legal reform.

Other opportunities flow from
deregulation, planned for 1997,
of energy and telecommunica-
tions services, and from antici-
pated tenders for proposals to
administer the state-owned rail-
way, airport and ports as private
concessions.

In addition, Guatemala has
announced import tariff reduc-
tions on a range of products from
primary metals, through inter-

. mediate and finished products.
The duty on imports of primary
metals, for example, was slashed
from 5 per cent to 1 per cent

On the investment front, a
proposed mining law will im-
prove the climate for foreign
investors-by cutting government
royalties and speeding up the
issuing of exploitation permits.
As well, a new foreign invest-
ment law, now before Congress,
will enable Guatemala to adhere

to bilateral foreign investment
protection  agreements currently
under negotiation.

Further information on Guate-
malan opportunities is available
from Céline Boies, Latin America
and Caribbean Trade Division,
Department of Foreign Affairs and
International Trade, Tel.: (613)
996-6129, Fax: (613) 944-0760.

| Internatlonal Housmg Trade Falr

Continued from page 6

and garden products, and fur-
: mshlngs ‘

FOR HABFTAT 971 & orga-

" nized by the Canada-Czech
Republic Chamber of Commerce

- (CCRCC), a not-for-profit, self-

- funded business organization

that promotes trade and invest-
"ment between Canada and'the
:Czech Republic. CCRCC. will
_ host an information booth at the
.. Canadian Pavilion, which Cana-

- .. dian companies: are invited: to

- use. CCRCC can also arrange

for individual booths or partici-
pation in a minibooth program.

For more \infoxr\'rn\a\lti\oh' on
the trade fair and on the Cana-

“dian' firms participating at

the Canadian Pavilion, con-

‘tact Mirjana Sebek-Heroldova,
- 'CCRCC Marketing and Project

Co-ordinator, Tel.: (416) 367-
3187, Fax: (416) 367-6011; or
Lubomir Novotny, CCRC Man-
aging Director, Tel.: (416) 367- .
3432, Fax: (416) 367-3492.

Thinking Of Exporting? — Continued from page 2

Ontario;

Tel.: 1-800-567-2345
Toronto: (416) 954-4636
Fax: (416) 954-8597 ‘

Manitoba:

Tel.: 1-800-665-2019
Winnipeg: (204) 984-2272
Fax: (204) 983-3852

Saskatchewan:

Tel.: 1-800-667-4374
Saskatoon: (306) 956-2323
Fax: (306) 956-2328

~ Alberta:

Tel.: 1-800-272-9675
Edmonton: (403) 422-7722
Fax: (403) 422-0040

British Columbia:
Tel.: 1-800-667-2272

Vancouver: (604) 775-5525
Fax: (604) 775-5520

Northwest Territories:
Tel.: 1-800-661-0599
Yellowknife: (403) 873-7958
Fax: (403) 873-0101

Yukon:
Tel.: 1-800-661-0543
Whitehorse: (403) 633-6257
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