


re-map all of the cities included in
the Programa de las 100 Ciudades,
the 100 Medium Cities Program.
Banco Nacional de Obras y
Servicios Publicos (BANOBRAS), the
National Bank of Construction and
Public Works, contributes half of the
funds. Under that program alone,
approximately US $200 million will
be spent by states and
municipalities on cadastral projects
by 1997.

The Mexican geomatics industry

is underdeveloped, and lacks the
capability and capacity to undertake
all of this work. While the number
of companies in the industry has
grown, only a handful of them have
the expertise and technology to bid
on government tenders for integrat-
ed projects. In particular, only the
largest firms have a capability for
aerial mapping and surveying. These
services are prerequisites for many
projects, and the companies that
provide them have a strong influ-
ence in the selection of geomatics
technologies and services.

Canadian firms have the advantage
that INEGI has agreed to adopt
Canadian industry standards for
cadastral services. Only about half
of the municipalities involved in

the regional development plan have
digitized data of any kind, so there
is a substantial opportunity for
Canadian firms.

There are no reliable estimates

of the size of the Mexican geomatics
market. According to BANOBRAS
officials, the cadastral update pro-
gram has a budget of N $240 million
pesos in 1995 and N $320 million
pesos in 1996. Industry observers
estimate that this program consti-
tutes half of the public sector
market, which is 80 percent of the
total market. This implies a total
1995 market of about N $600
million pesos. Depending on where
the peso stabilizes, that will be
roughly US $120 million.

THE MEXICAN GEOMATICS
SECTOR

The Mexican geomatics industry has
grown significantly over the past few
years, and now consists of almost 50
companies. Seven companies domi-
nate the municipal cadastral industry.
The largest of these, Sistemas de
Informacion Geogrdfica (SIGSA),
has 300 employees, and is widely
regarded as the industry leader.

The market is segmented mainly
by the level of integration of the
product. No more than eight Mexican
companies have the ability to pro-
vide a “total solution” package. For
this reason, the market is character-
ized by a large amount of subcon-
tracting. The largest companies also
offer software packages to clients.
In most cases, they are exclusive
suppliers of particular packages,
which are mostly imported.

The state and municipal market is by
far the largest market component. It
is oriented towards cadastral surveys
and has traditionally required rela-
tively low levels of technology and
service integration. Nonetheless,
sophisticated methods and materials
are beginning to find applications

in this field. Federal government
agencies are also important cus-
tomers. Their needs are mainly

for large databases.

Relatively complex offerings are
normally required by state enter-
prises such Petréleos Mexicanos
(PEMEX), the national oil company,
and the Comision Federal de
Electricidad (CFE), Federal Electricity
Commission. They need finely-tuned
information systems to support
strategic and logistical planning.

Innovation and development of
specialized applications occurs
mainly in the private sector, which
tends to attract the most talented
professionals. Industry observers
believe that the private geomatics
sector employs about 3,000 people.

According to one expert, there are
only about 250 geomatics specialists
with advanced skills in Mexico.

The most popular software package
is ARC-INFO. Standard Queries
Language (SQL) is also widely used
to develop applications. A Spanish-
made package, distributed by
Estudios Topogrdficos de México
(ESTOMSA) has also been success-
ful. Digitalizacion y Cartografia
Urbana (DICARTU) is the only
Mexican company that markets its
own geographical information
systems (GIS) package, under the
name of AUDOS. Ancther company,
Sistemas Ortofotogramétricos
Ingenieria Aplicada (SOFIA) is
reportedly developing another
Mexican software package.

Advanced photographic and

remote sensing equipment is scarce
in Mexico. In general, photographic
and production equipment is
European, and software/technology
is from the United States. Satellite
services are entirely imported, and
generally come from French or
American sources. Two companies
are active in the remote sensing
and spatial data markets. NIVELES
distributes Landsat satellite imagery
and COSMOCOLOR provides Spot
satellite imagery. Neither uses
domestic technology.
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THE ROLE OF IMPORTS

There are no reliable data to indicate
the size of the import market for
geomatics goods and services, or
the market shares of the vanous
competitors. Goods are not segre-
gated in the official trade data, and
services are not counted at all.

Industry participants believe that

the import share of goods is about
90 percent. The principal sources of
imports are the United States, France,
Germany, Austria and Switzerland.
One expert estimated the Canadian
share of imports at about 5 percent.
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COMPETITION

Competition for Canadian suppliers
to this market is prirnarily from other
foreign companies, and not local
Mexican suppliers. Many local firms
are candidates for joint ventures
with Canadian cornpanies that can
provide technology in exchange for
market access.

The geornatics rarket in Mexico has
expanded rapidly over the past three
or four years, and many new firms
have entered the industry. Most of
them are srnaller and more region-
ally focussed than the established
firms. Sorne of these companies
tend to concentrate on local projects,
while others operate as subcontrac-
tors to the domninant players.

Over the next two years, many state
and runicipal governments will
reach their immediate objectives,
and demand will drop off. The
dernand for aerial-rnapping services,
for exarnple, is expected to fall by
about 40 percent by the end of 1995.

Larger cornpanies have been
anticipating this slow-down, which
is one reason for the prevalence

of subcontracting. The smnaller
companies will suffer disproportion-
ately when the industry contracts.
These developments may make
them more open to strategic
alliances with foreign firms.

Certain foreign comnpetitors already
have fairly entrenched positions.
Most of the major Mexican suppliers
of geomatics services have exclusive
deals with U.S. software providers,
for example. European equipment
manufacturers also have strong
market positions based on joint
ventures with local companies.

Recent economic developments will
accelerate the general trend towards
privatization of government services.
Governrent geographical informa-
tion systerns (GIS) centres may be
forced sell their GIS operations to
the private sector, or they may start
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to compete with private companies,
especially for government contracts.
The GIS group at Petréleos Mexicanos
(PEMEX), the national oil company,
for example, has recently begun
offering its services to government
agencies.

Photograrmmetric production
equipment and carneras are rainly
imported from Europe, particularly
Germany. The U.S. dominates the
software market, although one pro-
duct comes from Spain. These coun-
tries are viewed as roughly equal
comnpetitors by Mexican buyers.

France and the United States
dorninate the market for satellite
services, although both Russia and
Canada are possible contenders for
new projects.

Several Mexican buyers and
competitors who were interviewed
for this profile said that while
Canada is perceived as being very
strong in technical expertise, it is
not well-regarded commercially.

The key market strength of Canadian
cornpanies is their ability to complete
turnkey projects. Even the largest
Mexican competitors have difficulty
offering fully integrated services.
Canadian cornpanies also have the
ability to anticipate the market by
identifying needs and responding

to thern with technical innovations.

TRENDS AND
OPPORTUNITIES

The sharp devaluation of the peso
in Decemnber, 1994, caused a large
decrease in purchasing power for
all buyers of imported products.
Government purchases will be cut
back even further as a result of
budget reductions associated with
the recovery plan.

Officials of the Banco Nacional

de Obras y Servicios Publicos
(BANOBRAS), National Bank for
Construction and Public Works, said
in mid-1995 that the bank still has

funds for cadastral update projects.
Ten new projects were approved

by BANOBRAS in the first quarter

of 1995 alone. But other geographi-
cal information systerns (GIS)
projects are expected to be put

on hold until the economic situation
stabilizes. Most observers believe
that a settling period of several
months will be needed.

There are, however, sorne positive
effects. First, govemments will be
forced to spend more carefully. The
increased use of GIS is one likely
outcome. Second, GIS will increas-
ingly be used in the private sector
as a planning and management tool.
imports will continue to dominate
this market, because the econoric
crisis will make it even more difficult
for Mexican cornpanies to develop
advanced capabilities on their own.

The first year of the new
administration will be devoted mainly
to defining priorities and positioning
for the future. For Canadian companies
with a medium-term perspective,
there are still excellent prospects in
the Mexican GIS market. But success
will depend on their ability to evalu-
ate emerging needs and develop
marketing and delivery systerns.

PRODUCT OPPORTUNITIES

Decision makers interviewed for this
profile stressed the long-term need
in Mexico for some sort of integra-
tion of geographical information
systems (GIS). Ideally, all geographic
information would be accessible
through a single server platform.
Canadian cormnpanies which can
provide integrated solutions will find
a growing market, provided that
adequate financing can be found.

Satellite imagery for large
corporations and state-owned
companies is an untapped but
potentially large market. Advanced
data analysis techniques, data
conversion systemns and specialised
methodologies such as ortho-
mapping will also be needed as the
country’s backlog of raw data grows.
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The expected lull in equipment
purchases creates an opportunity

for selling knowledge-based
services. Many of the larger buyers
have already bought hardware, and
education and training are now a
top priority. The provision of training
services provides both an immediate
market and an opportunity to raise

awareness of Canadian technologies.

PARTNERSHIP OPPORTUNITIES

Mexican suppliers of geographical
information systems (GIS) rely
almost entirely on technology
alliances with foreign producers.
Mexican suppliers must keep up
with technological developments in
order to stay competitive. The best
way for them to do this is to develop
strong relationships with capable
foreign suppliers. This will be espe-
cially true as the market moves
toward more advanced and
specialized products.

Canadian capabilities are generally
respected, although the perception
is that they are no better than those
of ather foreign suppliers such

as those from the United States,
Switzerland and Austria. GIS soft-
ware is an area where Canadian
products are espedially well-regarded.
Canada is also noted to be very
experienced in production technolo-
gies and expertise, particularly

map production.

THE REGULATORY
ENVIRONMENT

Govemment regulation is only a
minor factor in the Mexican geo-
graphical information systems
(GIS) sector. Although the North
American Free Trade Agreement
(NAFTA) allows the restriction of
aerial-mapping services to Mexican
companies until the year 2000, there
are no actual restrictions in effect,
except for areas around certain
military bases. According to officials
of the Banco Nacional de Obras y
Servicios Publicos (BANOBRAS),
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National Bank for Construction

and Public Works, any company
can obtain a permit from the
Secretaria de la Defensa Nacional
(SDN), Secretariat of National
Defence. Moreover, according to the
Instituto de Geogradfia, Universidad
Nacional Auténoma de México
(UNAM), Geography Institute of the
Autonomous University of Mexico,
there are no ownership restrictions,
import restrictions, or product
standards that affect this sector.

There are a number of exclusionary
policies in the tendering process

for govemment contracts. Many pro-
curements involve national tenders,
meaning that they are restricted

to Mexican companies. Generally,
bids are open for foreign firms only
when the underlying technology
and skills are unavailable in Mexico.
Some recent procurements of
satellite imagery have been
classified as intemational.

A presence in Mexico is essential

to bid on these national tenders.
Many of these projects have a
relatively small advanced technology
component. The participation

of Canadian companies will
normally be limited to the more
sophisticated components.

MARKET ENTRY
STRATEGIES

Although govemments account for
some 80 percent of Mexican geo-
matics sales, the private sector tends
to drive the market through its

own needs-identification initiatives.
Identifying a need, developing a
solution and submitting a proposal
is a good way to introduce new
technologies. This definitely requires
a persistent approach, especially

for Canadian companies that are not
well-known in Mexico. Needs are
identified primarily through ongoing
client contact. An established market
presence is, therefore, more impor-
tant than participation in individual

projects. Most Canadian companies
find that a partnership with an
established Mexican firm is the most
effective way to build this presence.

Industry observers often point out
that many proposals for efficient and
cost-effective projects have been
rejected because of a lack of under-
standing of the technology on the
part of decision makers. Thus, it is
useful to explain the technology
involved before specdific applications
are proposed.

Attending trade shows is a traditional
method of introducing products to
Mexico and establishing contacts
with both potential customers and
partners. There are few Mexican
geographical information systems
(GIS) trade shows. Decision makers
generally attend shows in the U.S. or
Canada. One show was held in
Mexico City in July, 1995, sponsored
by the Asociacion Mexicana en
Sistemas de Informacion Geogrdfica
y Estadistica (AMESIEG), Mexican
Association of Geographic
Information Systems and Statistics.

Entering the Mexican market has
always been a medium- to long-term
proposition. The recent economic
crisis has made this strategy essen-
tial. Product sales will be slow, but
the next year or two will be an excel-
lent time to sell new concepts.

I
KEY CONTACTS

CANADA
Canadian Government

Department of Foreign Affairs
and Intemational Trade (DFAIT)
DFAIT is the Canadian federal
govemment department most
directly responsible for trade
development. The InfoCentre
should be the first contact point
for advice on how to start exporting.
It provides information on export-
related programs and services, acts
as an entry point to DFAIT's trade
information network, and can
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provide copies of spedalized export
publications and market information
to interested companies.

InfoCentre

Tel.: 1-800-267-8376 or
(613) 944-4000

Fax: (613) 996-9709

FaxLink:  (613) 944-4500

InfoCentre Bulletin Board (IBB):

Tel.: 1-800-628-1581 or
(613) 944-1581

Commercial Division of the
Embassy of Canada in Mexico can
provide vital assistance to Canadians
venturing into the Mexican market.
The trade commissioners are well-
informed about the market and will
respond in whatever measures
possible to support a Canadian firm's
presence in Mexico.

Note: to telephone Mexico City, dial:
011-52-5 before the number shown.

For contacts in other cities in Mexico,

consult the international code listing
at the front of your local telephone
directory for the appropriate
regional codes.

Commercial Division

The Embassy of Canada in Mexico
Schiller No. 529

Col. Polanco

Apartado Postal 105-05

11560 México, D.F.

México

Tel.: 724-7900

Fax: 724-7982

Canadian Business Centre
Centro Canadiense de Negocios
Av. Ejército Nacional No. 926
Col. Polanco

11540 México, D.F.

México

Tel.: 580-1176

Fax: 580-4494

Canadian Consulate

Edificio Kalos, Piso C-1

Local 108-A

Zaragoza y Constitucion
64000 Monterrey, Nuevo Leén
México

Tel.: 344-3200

Fax: 344-3048

International Trade Centres have
been established across the country
as a convenient point of contact to
support the exporting efforts of
Canadian firms. Co-located with the
regional offices of the Department of
Industry (DI), the centres operate
under the guidance of DFAIT and all
have resident trade commissioners.
They help companies determine
whether or not they are ready to
export, assist firms with market
research and planning, provide access
to govemment programs designed
to promote exports, and arrange for
assistance from the trade commis-
sioners in Ottawa and trade officers
abroad. Contact the International
Trade Centre nearest you.

World Information Network for
Exports (WIN Exports) is a
computer-based information system
designed by DFAIT to help Canada’s
trade development officers abroad
match foreign needs to Canadian
capabilities. It provides users with
information on the capabilities, expe-
rience and interests of more than
23,000 Canadian exporters. To register
on WIN Exports, call (613) 996-5701,
or fax 1-800-667-3802 or

(613) 944-1078.

International financing
institutions, including the World
Bank and the Inter-American
Development Bank, provide funds
to Mexico for a wide variety of
specific projects. DFAIT helps
Canadian exporters interested in
pursuing multilateral business
opportunities that are financed by
international financing institutions.
For further information, call (613)
995-7251, or fax (613) 943-1100.

Market Intelligence Service (MIS)
provides Canadian businesses with
detailed market information on a
product-specific basis. The service
assists Canadian companies in the
exploitation of domestic, export,
technology transfer and new
manufacturing investment oppor-
tunities. MIS is offered free of
charge by fax, letter or telephone.

For more information, call (613)
954-5031, or fax (613) 954-2340.

NATURAL RESOURCES CANADA

Geomatics Canada

Earth Sciences Branch
Natural Resources Canada
615 Booth Street

Tenth Floor

Ottawa, ON K1A OE9
Tel.: (613) 992-1094

Fax: (613) 943-8838

CANADIAN INTERNATIONAL
DEVELOPMENT AGENCY (CIDA)
CIDA is an important possible source
of financing for Canadian ventures in
Mexico. A spedial fund is available
through CIDA under the Industrial
Cooperation Program (CIDA/INC).
This program provides financial
contributions to stimulate Canadian
private-sector involvement in
developing countries by supporting
long-term business relationships
such as joint ventures and licensing
arrangements. For more information,
call (819) 997-7905/7906, or fax
(819) 953-5024.

Export Development Corporation
(EDC)

EDC is a customer-driven, financial
services corporation dedicated to
helping Canadian businesses
succeed in the global marketplace.
EDC provides a wide range of risk
management services, including
insurance, financing and guarantees
to Canadian exporters and their
customers around the world.

EDC has established relationships
with leading commercial and public
sector institutions in Mexico and
Latin America. Exporters can call
(613) 598-2860 for more inform-
ation. Smaller exporters, with annual
export sales under C $1 million,
should call the Emerging Exporter
Team at 1-800-850-9626. Exporters
in the information technology
industry can call EDC's Information
Technologies Team at (613)
598-6891. For information on the
full range of EDC services, call (613)
598-2500, or fax (613) 237-2690.
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Revenue Canada

Revenue Canada, Customs Program
Branch provides a NAFTA Help Desk
telephone line with service available
in Spanish. For information, call
(613) 941-0965.

Sponsoring Organizations

Baker & McKenzie
Barristers & Solicitors
BCE Place

181 Bay Street

Suite 2100

Toronto, ON M5IJ 213

Tel.: (416) 865-6910/6903
Fax: (416) 863-6275

Business and Professional
Associations

Geomatics Industry Association of
Canada

170 Launer Avenue West

Suite 1204

Ottawa, ON K1P 5V5

Tel.: (613) 232-8770

Fax: (613) 232-4908

Canadian Council for the Americas
Executive Offices

360 Bay Street

Suite 300

Toronto, ON M5H 2V6

Tel.: (416) 367-4313

Fax: (416) 367-5460

Canadian Exporters’ Association
99 Bank Street

Suite 250

Ottawa, ON K1P 6B9

Tel.: (613) 238-8888

Fax: (613) 563-9218

Canadian Manufacturers’
Association

75 International Boulevard
Fourth Floor

Etobicoke, ON MoWw 619
Tel.: (416) 798-8000

Fax: (416) 798-8050

The Canadian Chamber of
Commerce

55 Metcalfe Street

Suite 1160

Ottawa, ON K1P 6N4

Tel.: (613) 238-4000

Fax: (613) 238-7643
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Forum for Intemational Trade and
Training Inc.

155 Queen Street

Suite 608

Ottawa, ON K1P 6L1

Tel.: (613) 230-3553

Fax: (613) 230-6808

Language Information Centre
240 Sparks Street RPO

Box 55011

Ottawa, ON K1P 1A1

Tel.: (613) 523-3510

Open Bidding Service
P.O. Box 22011

Ottawa, ON K1V 0W2
Tel.: 1-800-361-4637 or
(613) 737-3374

Canadian Standards Association
178 Rexdale Blvd.

Rexdale, ON MOW 1R3

Tel: (416) 747-4000

Fax: (416) 747-4149

Standards Council of Canada
45 Q'Connor Street

Suite 1200

Ottawa, ON K1P 6N7

Tel.: (613) 238-3222

Fax: (613) 995-4564

Mexican Government Offices in
Canada

Mexican trade commissioners in
Canada and Mexican consulates can
provide assistance and guidance to
Canadian companies in need of
information about doing business
in Mexico.

Embassy of Mexico
45 O'Connor Street
Suite 1500

Ottawa, ON K1P 1A4
Tel.: (613) 233-8988
Fax: (613) 235-9123

ADDITIONAL CONTACTS IN MEXICO
Government Departments

National Institute for Statistics,
Geography and Informatics
Instituto Nacional de Estadistica,
Geografia e Informdtica (INEGI)
Edifido Sede S

Av. Héroe de Nacosari No. 2301 Sur

Fraccionamiento Jardines del Parque

20290 Aguascalientes,
Aguascalientes

México

Tel.: 918-6947/0034/1719
Fax: 918-6945

National Institute for Statistics,
Geography and Informatics
Instituto Nacional de Estadistica,
Geografia e Informdtica (INEGI)
Direcccion de Politicas y Normas en
Informética

Patriotismo No. 711 — A, Piso 10
Col. San Juan Mixcoac

03730 México, D.F.

México

Tel.: 598-7617/7490

Fax: 598-7738

Secretariat of Social Development
Secretaria de Desarrollo Social
(SEDESOL)

Av. Constituyentes No. 947

Col. Belén de las Flores

01110 México, D.F.

México

Tel.: 271-8481

Fax: 271-8862

Secretariat of Commerce and
Industrial Promotion

Secretaria de Comercio y Fomento
Industrial (SECOFI)

Sub-Secretaria de Comercio Exterior
e Inversion Extranjera

Insurgentes Sur No. 1940-P.H.

Col. Florida

01030 México, D.F.

México

Tel.: 229-6560/6561/6100

Fax: 229-6568

Geography Institute

Instituto de Geografia

Universidad Nacional Auténoma de
México

Circuito Exterior, Ciudad Universitaria

Apartado Postal No. 20-850
55

México
Tel.: 616-0539, 622-4338

Fax: 616-2145
25
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National Bank of Construction and
Public Works

Banco Nacional de Obrasy
Servicios Piiblicos (BANOBRAS)
Tecoyotitla No.100, Piso 4

Col. Florida

01030 México, D.F.

Tel.: 723-6000
Fax: 723-6108

Secretariat of National Defence
Secretaria de la Defensa Nacional

Bulevar Manuel Avila Camacho y
Avenida Industria Militar

Tramo Herdica Escuela Militar
Col. Lomas de Sotelo

11640 México, D.F.

Tel.: 395-6766
Fax: 557-1370

National Oil Company
Petréleos Mexicanos (PEMEX)
Av. Marina Nacional No. 329
Col. Huasteca

11311 México, D.F.

Tel.: 250-2611
Fax: 625-4385

Federal Electricity Commission
Comisién Federal de Electricidad

Rio Rédano No. 14
Col. Cuauhtémoc
06598 México, D.F.

Tel.: 553-7133, 207-3962/3704
Fax: 553-6424/6762
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Mexican Port Authority
Puertos Mexicanos

Municipio Libre No. 377, Piso 6
AlaA

Col. Santa Cruz Atoyac

03310 México, D.F.

México

Tel.: 604-7875, 688-2266

Fax: 688-9081

Secretariat of Agriculture,
Livestock and Rural Development
Secretaria de Agricultura, Ganaderia
y Desarrollo Rural (SAGAR)
Insurgentes Sur No. 476, Piso 13
Col. Roma Sur

06760 México, D.F.

México

Tel.: 584-0786/0834

Fax: 584-1887

Secretariat of Communications
and Transportation

Secretaria de Comunicaciones y
Transportes (SCT)

Av. Universidad y Xola, Cuerpo C
Piso 1

Col. Narvarte

03028 México, D.F.

México

Tel.: 530-3060, 538-5148/0450
Fax: 519-9748

Department of the Federal District
Departamento del Distrito Federal
(DDF)

Plaza de la Constitucion esq., Pino
Sudrez, Piso 1

Col. Centro

06068 México, D.F.

México

Tel.: 518-1100, 782-2088/3000

Fax: 542-1429

National Water Commission
Comisién Nacional del Agua (CNA)
Cda. ). Sdnchez Azcona No. 1723
Col. del Valle

03100 México, D.F.

México

Tel.: 524-6985, 534-4650

Fax: 524-1129

Business and Professional
Associations

Maexican Association of
Geographic Information Systems
and Statistics

Asociacion Mexicana en Sistemas
de Informacion Geogrdfica y
Estadistica (AMESIEG)

¢/o Instituto de Geografia
Universidad Nacional Auténoma de
México

Circuito Exterior, Ciudad Universitaria
Apartado Postal No. 20-850

01000 México, D.F.

México

Tel.: 622-4338, 616-0539

Fax: 616-2145

Mexican Companies

National Telephone Company
Teléfonos de México, S.A. de C.V.
(TELMEX)

Parque Via No.190

Col. Cuauhtémoc

06599 México, D.F.

México

Tel.: 222-9650, 535-2041

Fax: 203-5104
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