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Ringing in the New Year

An Interview with Minister ier International Trade

Sergio Marchi

‘CanadExport You were appointed

Minister for International Trade in

+ July 1997. What do you feel your

major accomplishments have been
during that time?

Minister: I'm particularly proud of
what we've been able to do to help
our smaller companies enter foreign
markets and embrace the internation-
al opportunities awaiting them. In

fact, on the last Team Canada trade
mission to Latin America, more than
75 per cent of the participants were
small and medium-sized enterprises
[SMEs]. We will also continue to
build on the Team Canada Inc con-
cept, which is the network of feder-
al departments and agencies work-
ing in partnership with provincial
and local governments and the pri-

Multlmllllon-dollur Investment Deal to Give
Canada Wireless Communications Lead

$133-miilion investment deal that was officially announced last November in
Montréal and Calgary between Harris Canada Inc. and the Government of
Canada will considerably boost Canada’s export capabilities in telecommunications

products for the 21st century.

The investment will help Harris
Canada develop new product lines
at its facilities in Montréal and
Calgary. Harris will also create a semi-
conductor design
centre, valued at
$20 million, at its
Montréal facility.
“This investment
will create up to
320 new jobs
in Montréal —
where we will
also develop chip
designs for our

From left to right, Ron Van Dell, Richard Peabody, |
E. Van Cullens (Harris Canada), Minister of

Industry John Manley, Minister for Inter-

1national Trade Sergio Marchi, President Gerry

Turcotte (Communications Research Centre).

new wireless products — and close to
400 jobs in Calgary,”
Canada President Richard Peabody.
In Montréal, Harris will design
‘ and develop point-
to-multipoint
broadband wire-
less access sys-
tems, while in
Calgary, the invest-
ment will enable
Harris to develop
wireless digital
products to address

Continved on page 11
— Investment Deal

says Harris -

vate sector to deliver services to
Canadian exporters, big and small.

CanadExport: There is talk of compre-
hensive new trade negotiations being
launched at the next WTO Ministerial
Conference, which will be held in the
U.S. in November 1999. What are
your views on the new negotiations?
Minister: Throughout 1999, we will
work with our international partners
to build a consensus on the areas,
beyond agriculture and services,
where we need to develop a pre-
dictable and transparent set of rules.
We see the agreements that will result
from these negotiations as tools for
advancing Canadian trade and eco-
nomic interests. We are committed to
working with provincial govern-
ments, the business community and
interest groups — with all Canadians
— to seek views and to establish

Continved on page 12 — Interview
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4 Team Canada Success Story

| CanadExport

Quebec Company Wraps Up Sfdl‘e,"Mt'h;t'[eum‘Cunﬁd’@i‘*\.(

S

= Fulftec International Inc. is not new to international trade and the benefits it brings to both the company and
Y’ Canada. But participating in the 1998 Team Canada trade mission gave it a whole new experience not only in

exporting but also in selling in its own backyard.

Waulftec’s Executive Vice-President
and CEO Alec van Zuiden’s goals in
signing on for the mission were
modest: he hoped to develop a distri-

bution network in Latin America for-

his stretch-wrapping machines.

He never imagined what would
actually happen.

After signing a $1.5-million
agreement to open a plant in
Mexico — a move that will create
30 new jobs at Wulftec’s Eastern
Townships plant in Ayer’s Cliff —
Van Zuiden was approached by
another Canadian company that
had recently signed a deal to
finance the largest bottle manufac-
turer in China.

They wanted Wulftec to supply
them with pallet wrappers for their
Chinese contact. When word got
out, this led to yet another opportu-
nity with a local Argentine bottling
and plastics company.

“Although both projects remain
on the back burner,” says Van Zuiden,
“we are still very hopeful that they

s\will soon come to fruition.” -

ontracts signed

A’c\cgrding 1o Van Zuiden, the deal
j ’}ias just led the company
g building space that will
line of semi-automatic

Chile, an agreement we snatched from
one of our largest U.S. competitors,”
says Van Zuiden with some satisfaction.

“We got the lead from the Trade
Commissioners at the Canadian
Embassy in Santiago,” he recalls, “and
it simply evolved from there, with

, R -
Alec van Zuiden (centre) of Wulftec

International had only praise for last year’s
Team Canada mission.

CTE coming to us with inquiries.”
And, of course, it didn’t hurt to
have Team Canada on hand.
“There is no conceivable way these
deals could have taken place without
Team Canada,” Van Zuiden empha-

CanadExport

sizes. “The networking sessions, both
in various countries and on the plane,
were spectacular. The return on in-
vestment associated with the expenses
of the trip has been incredible.”

Preparatory work key to success

Van Zuiden is quick to point out that
participating in such a trade mission
takes a fair bit of background work.
“But if you do your homework, you
can't fail,” he adds.

“We spent quite a number of hours
contacting Canadian Trade Commis-
sioners in each of the four countries
that we visited, getting demographic
details and other market facts.”

Although Waulftec had reps in Brazil,
Venezuela, Argentina and Mexico prior
to the mission, in addition to appoint-
ing one in Chile, Van Zuiden believes
that it was time to visit them.

“It was nice to meet face to face,” he
adds, “and to make sure that every-
thing was going smoothly. So this mis-
sion was very timely for us.

Continved on page 3 — Wulftec
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ternational Trade Minister Sergio Marchi travelled to Miami, December 9-10, to address the 22nd Annual Miami Conference on
 the Caribbean and Latin America, and to meet with Florida business leaders to promote trade and investment with Canada.

Speaking at the Miami Conference,
Minister Marchi told delegates
that the Free Trade Area of the
Americas (FTAA) process is on
track: The FTAA Administrative
Secretariat has been set up in
Miami under the direction of
Michael Eastman, a Canadian
citizen.

In June, Canada chaired the
first meeting of the Trade
Negotiations Committee in
Buenos Aires, which established
work programs for the nine
negotiating groups. The Com-
mittee also set out programs for
three separate ‘bodies dealing -

I ——

“What a thrill also to meet the
people who administer the govern-
ments in these countries, an honour
I won’t soon forget,” he adds. “I
cannot overstate the importance of
having made these 'contacts for the
future development of Wulftec
abroad.”

Mission brings bonus

While Van Zuiden was thinking for-
eign markets, little did he know that
business was also in the offing on the
plane itself.

“Purely through conversation with
fellow Canadian participants, we
closed another half million dollars
worth of deals with some eight com-

with electronic commerce, smaller
economies, and the participation
of civil society.

Minister Marchi spoke at a luncheon held by the
Canadian American Business Alliance, the Greater
Fort Lauderdale Convention & Visitors Bureau, and

the Broward Alliance.

Earlier in December, the Com-
mittee held its second meeting in
Suriname, focussing on business
facilitation issues such as cus-
toms procedures.

‘Minister Marchi also announced
that Kent Jespersen has been
appointed Chair of the Ameri-
cas Business Forum, which
will take place in Toronto,
October 30-31, 1999, prior
to a meeting of the hemi-
sphere’s Trade Ministers,
November 1-2, 1999.

Continved on page 16 — Miami Visit

Wulftec Internuhonul Inc. it

panies,” says an elated Van Zuiden.

But even before the trip to Latin
America, Wulftec was already a suc-
cessful exporter. In the past three
years,
almost 500 per cent, and now
account for 76 per cent of total sales.
At the same time, the company’s
employee roster has grown from 14
to 109 people.

In recognition of its exporting
success around the world and its
contribution to creating jobs at
home, Wulftec was presented with
a prestigious 1997 Canada Export
Award by the Department of
Foreign Affairs and International
Trade as well as recognition from

its exports have risen by

A

the Canadlan Imperial Bank of
Commerce (CIBC) for job creation.

Van Zuiden believes that this
award, together with the Team
Canada trade mission, will be a

springboard that will propel Wulftec |

into the next millennium.
“Bottom line? This trade mission

has given Wulftec a tremendous/ |
advantage both in Canada and in:

South America. Team Canada as

For more
Wulftec Internauonal

— January 15, 1999

Trade News
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How to Succeed in the U.S. Murketpldce:
News, Facts and Tips

T his new CanadExport regular feature is designed to help Canadian exporters take full advantage of the vast and
L lucrative market south of the border. The U.S. Connection will bring together information on new exporter
programs, success stories, recent market reports, useful Web sites, a calendar of upcoming events, and more.

Future issues will profile priority industry sectors, and focus on Canada’s trade offices in the United States,
highlighting the market opportunities in each region.

The U.S. Connection is produced in co-operation with the United States Business Development Division (UTO) of the
Department of Foreign Affairs and International Trade (DFAIT). For further information, contact UTO by fax at (613)
944-9119, e-mail: commerce@extott13.x400.gc.ca

Canadian Companies Take Top Honours at COMDEX

Innovative Canadian technologies made a brilliant Canada’s leading edge in the highly competitive field
showing at COMDEX/Fall 98, one of the largest com- of advanced technologies.

puter trade shows in North America. Canadian companies. ~ See next page for full story on COMDEX winners.
scooped up several important industry

awards and once again demonstrated S , .
SELECTED UPCOMING TRADE AND INVESTMENT ACTIVITIES
New-look NEBS | o« bven tocton
FEBRUARY ’
DFAIT is restructuring its highly suc- 12-17 The Miami Boat Show " Miami
cessful NEBS and NEBS Plus (New 22-25 . Westec Machine Tool Expo Los Angeles
Exporters to Border States) programs 25 - Mar. 5 American Film Market Los Angeles
to ensure that Canadian companies 26 - Defence Technology Workshop Washington, DC
have all the tools they need to com- MARCH :
pete effectively in the U.S. market- 7 Biotechnology Investment/Strategic
place. See next page for full story. Alliance Partnering Mission +*°  Boston
A complete listing of upcoming 7-10 Women’s Trade Mission from B.C. Los Angeles
Ir:lEBS missions is available at wwwdfait- 8 Canadian Naval Port Visit San Diego
maeci.gc.ca/ geolusa/business-e.htm 9 Software Association Chicago
<\ 25-27 Mid-America Trucking Show ‘ Louisville, Kentucky
you know — Last November; 26-28 Specialty Automotive Equipment
iansGonsulate Trade Office in Show (SEMA) Pomona, California
' r:?go:;irt)(l)slttf ;’;ﬁ?gg . For more trade shows: check {he Canadian Consulate Web sites (linked to the
54.3180, fax (415) 834 DFAIT site www.dfa:t-mcfecz.gc.ca), or Strategis (strategis.ic.gc.ca) and
¢ Expoguide (www.expoguide.com).

Visit the Canada-U.S. Relations Home Page

www.dfait-maeci.gc.ca/ geo/usa/business-e.htm
... for a wide array of valuable information on doing business in and with the United States.

Department of Foreign Affairs and International Trade (DFAIT) —




—he New Exporters to Border States

. (NEBS) and NEBS Plus program,
the Departments key export education
tool, is undergoing a restructuring effec-
tive on April 1, 1999. NEBS targets
Canadian companies that are not yet
exporting to the United States, and
introduces them to the essentials of
exporting via training sessions and first-
hand exposure to contacts and U.S.
market information. NEBS Plus mis-
sions are designed to help more experi-
enced exporters expand their market
share in the United States. Nearly 1,000
Canadian small and medium-sized
enterprises took part in NEBS and
NEBS Plus missions last year.

A number of modifications are being
made to the NEBS and NEBS Plus
program to make sure that clients get
the services they need to meet their
export business objectives. These
modifications include:

* No increase in the participation fee of

US$100 for missions, but hotel

accommodation expenses will now
be the responsibility of the partici-
pant. The programs will continue
to cover up to $100 (Canadian)
towards the cost of trade shows visit-
ed in conjunction with the mission.

'» Although airfares are not covered
by the programs, special discounts
with Air Canada and ' Canadian
Airlines are now available to mis-
sion participants.

* A dynamic new slide presentation

outlining the features of the NEBS

program has been developed and
can be obtained from any of the
International Trade Centres (ITCs)
in Canada. A' new promotional

brochure will also be available
from the ITCs in February 1999.

* A new program evaluation ques-
tionnaire has been developed to
assess the needs of companies par-
ticipating in the NEBS program.
In general, there will be more con-

sultation between the Department’s

U.S. posts and our Team Canada Inc

partners (the network of federal gov-

ernment organizations that offer
assistance to exporters) in the devel-
opment of NEBS missions. Greater
emphasis will also be placed on pro-

viding networking and partnering
opportunities during the missions.

Web site
Further information about NEBS
and NEBS Plus, including a complete
listing of upcoming missions, can
be found on the Department’s U.S.
Bureau Web site: www.dfait-maeci.
gc.ca/geo/usa.menu-e.htm

The new calendar (April 1, 1999
to March 31, 2000) will be available
in mid-March. To register, contact your
nearest International Trade Centre.

e

" Canadian Companies Big Winners at
‘COMDEX /Fall “98

7 vanadian technology companies won several important industry awards to
Ccap a successful showing at COMDEX ‘98 in Las Vegas, Nevada, November
16-20, 1998. Over 50 Canadian companies pamapated in COMDEX, one of the
largest computer trade shows in North America.

Matrox Graphics of Dorval, Quebec,

was the big winner, capturing three

1998 Most Valuable Product (MVP)
awards presented by PC Computing
Magazine for: Best High Performance

Graphics Accelerator; Best Digital Video |

Capture Card; and Best Breakthrough
Technology of the Year (Hardware).
Two other Canadian companies,
Cinax Designs in Vancouver and
Toronto-based Digital Renaissance,
teamed up with RealNetworks Inc.
of Seattle, Washington, to win PC
Computings MVP award for the best
Internet Web development product.
MGI Softvsl'are‘, located in Richmond
Hill, Ontario, took top prize in the
Digital Imagery category, naming its

PhotoSuite II the Best Personal Imaging
Product of the Year. :

MGI also received other COMDEX
accolades. PC Computing named the
current version of MGIs VideoWave a
finalist in Video Editing, only one of
three products honoured in the catego- °
ry that included products designed for
professional markets. MGI's busmm/
partner, ScanSoft, Inc. and a Xerox sub--
sidiary, took the MVP awary for the g:s
Document Management SLf )
Year with its Pagis Pro 2
suite, which includes MGI? Photos

0

— January 15, 1999
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Trade News.

™he Canadian Trade Commissioner Service offers
L the following six services worldwide:
e Market Prospect

¢ Key Contacts Search

* Local Company Information

e Visit Information

e Face-to-face Briefing

¢ Troubleshooting

The following is the first in a series of articles
explaining each of the services.
~ To'go or not to go, that is the question. Your answer
may lie in a Market Prospect.

You've done your homework. You’ve made good
use of the market research facilities of Team Canada
Inc. You've sought advice from successful exporters
through your trade associations. You’re well pre-
pared for the demands and risks of international

trade. And your research has turned up what appears,

to be a good target market for your product or ser-

vice. You're now ready and eager to enter that foreign -

market.

But before making your final decision, you’d natu-
rally like to get some confirmation of your plan -
some reassurance that your market selection is
sound. Or perhaps youwre finding it difficult to
choose between two or three foreign markets that
your research has shown to be promising. What's the
next step?

It’s time to get in touch with the Canadian Trade
Commissioner Service and ask for a Market
Prospect. o

.......

A Market Prospect is essentially a brief assessment
of your potential in your target market. Our officers
abroad have local knowledge and experience that
may be very relevant to your interests, to help you
make that “GO/NO-GO” decision.

A Market Prospect can include:

* an assessment of your potential in the market;

advice on doing business in the market;

¢ an indication of any major local barriers,
regulations or certification; v

e notification of upcoming events (trade fairs,
conferences, seminars, trade missions); and

* suggested next steps. :

To customize this information to your needs, our
officers need to know about you and about your
plans. The following are typical quesuons asked by
foreign clients and contacts: :

e What is unique or special about your company,
product or service?

* Who are the end users of your product or service?
Who do you sell to in Canada and abroad, and
how?

* Which countries or regional markets
(e.g. Northwestern U.S.) are you targeting, and
why? What do you know about your target
market?

If you're ready to take your business to the world,
a Market Prospect can help you decide where in the
world to take it.

Expand your

Horizons

e g I L4 S 8. e e e

* Market Prospect * Key Contacts Search
¢ Local Company Information  * Visit Information
-to-face Briefing * Troubleshooting

Department of Foreign Affairs and International Trade (DFAIT) —
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posted to Europe.

BEHBOODI, Rambod
First Secretary (Com-
mercial Standards and
Regulation), Mission of
Canada to the European Union,
Brussels, Belgium. This is the first
field posting for Mr. Behboodi, who
served as an advisor to the Trade
Law Division before becoming a
trade commissioner.

BHANEJA, Balwant (Bill)
Scientific and Technology
Advisor; Bonn, Germany. ~:
Mr. Bhaneja began his <S04
career as an engineer before.
becoming a policy analyst and advi-
sor for the Ministry of Science and
Technology. He was also Deputy
Director of Science and Technology
and East Asia Trade. He has been a
trade commissioner in London,
and this is his second posting in
Bonn.

BROADBENT, John
Commercial Counsellor
in Advanced Tech-
nology, Paris, France. ¢
Mr. Broadbent’s career as

a trade commissioner has taken
him virtually around the world,
including Bangkok, Rio de Janeiro,
Teheran and Algiers. Closer to
home, he has held positions
such as Deputy Director, Central
America and Caribbean Trade, and
Africa and Middle East' Business
Development. '

CanadExport

New Trade Commissioners Overseas

CHARLAND, Claude
Commercial Counsellor,
Bucharest, Romania.
Mr. Charland has sev- «&°

eral field postings to his
credit, including Kinshasa, Rome,
Paris, Helsinki and Dallas. He has
also held several positions in
Ottawa, including in the Western
Europe Division (Investment and
Technology).

CHRISTIE, Bruce

First Secretary (Com-
mercial), Stockholm,
Sweden. This is the
first field posting for

Mr. Christie, who joined the
Department in 1990. In Ottawa, he
worked for the European Union,

Japan, and Environment
Divisions.
DESBIENS, Paul

Counsellor (Economic
and Commercial), Brussels, S
Belgium. Mr. Desbiens <&\
has served as trade commissioner
in cities as varied as Melbourne,
Algiers, Boston and Buffalo. He
has held many management posi-
tions in Ottawa; especially in the
Trade Communications Division
and the United States Business
Development Division.

DOYON, Simon
Counsellor (Commercial), The
Hague, Netherlands. Mr. Doyon

- Having worked as an

Ear the third article in this series, CanadExport highlights the first part of trade commissioners recently

has practised his profession in
such cities as Brussels, Teheran,

Caracas and Boston. He has also .

held various positions in the pri-
vate sector, including Director for
Europe at Bombardier-Canadair,
and in the public sector as Deputy
Director, Western Europe Division
(Investment and Technology).

GIACOMIN, Barbara
Counsellor (Commer-
cial), Warsaw, Poland.
This is Ms. Giacomins 552
second field posting. She

has held numerous positions in
the public service, including Deputy
Director, Personnel and Policy, Trade
Commissioner Service, and Pro-
gram Manager for the Canadian
Government Trade Office in Prince-
ton, New Jersey.

GUINDI, Amir
Counsellor (Commer-
cial), Ankara, Turkey.

engineer in the private

sector for nine years, Mr. Guindi /

joined the Department and served
as a trade commissioner in such
cities as Islamabad,
Algiers Before his

— January 15, 1999
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Year 2000 Challenge

usiness Opportunities

?ﬁe United States’ Year 2000 Information and Readiness Disclosure Act could have legal implications for Canadian -
firms doing business with American companies.

Enacted into law by President Clinton
on October 19, 1998, the purpose of
the Act is to promote the voluntary
disclosure and exchange of informa-
tion needed to discover, avoid or solve
problems with year 2000 calculations.
The legislation is intended to protect
those who carefully share information
on Y2K processing capabilities, testing
plans and related matters.

Heightened statutory protection is
available for statements that are in
writing and are clearly labelled as
“Year 2000 Readiness Disclosures.”

The Internet is recognized as the pri-
mary means for providing notice of Year

" 2000 information and readiness disclo-

sures, though some exceptions exist.
The Act provides for the designa-

tion of statements made as early

as January 2, 1996, as Yeaf 2000

Readiness Disclosures. For these, the
Act establishes a notification process
and an objection procedure, with

'deadlines as short as 45 days from the

enactment of the Act. Thus, firms
doing business in the U.S. may want
to survey the Year 2000 statements
made by them since the beginning of
1996 to customers, suppliers, vendors
and business partners to determine
whether they will seek heightened
statutory protection for those state-
ments retroactively.

Firms may wish to decide how they
will respond to the efforts of others
seeking to retroactively establish statu-
tory protection for their prior state-
ments. Also, firms may wish to estab-
lish procedures for securing statutory
protection for future statements.

The legislation is complex and this

article serves only to highlight provi-
sions having the broadest application.
Before firms take any steps, they should
consult their legal advisors to determine
if the legislation applies to their activi-
ties and to determine the impact on
their specific circumstances. _ ~

The protection is from claims based
on the sharing of information. The legis-
lation does not address liability that inde-
pendently may arise from Year 2000 fail-
ure of systems, nor is it intended to alter
existing contractual rights.

Canadian companies that feel that this
legislation applies to them should seek
an opinion from their legal advisors.

For more information on Year 2000
activities and initiatives, contact the
Department of Foreign Affairs and
International Trade’s Y2K Co-ordina-
tion Secretariat at (613) 944-3000.

International Business Opportunities Centre

he following trade opportunities have been received by the International Business Opportunities Centre (IBOC) of
the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities are
posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact the

— The Rajamangala
Technology of Thailand
$ for Lab of textile dyeing

date is February 22, 1999. Contact
Daniel Lemieux before January 25,
1999, at fax: (613) 996-2635, quoting
IBOC case no. 981201-02023.

SINGAPORE — Innovis Consultancy
Services is looking for interested

appropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case number.
anadian exporters needing assistance in preparing international bid documents may want to use the international

tracts expertise and services offered by the'Canadian Commercial Corporation. This Crown corporation is located
0 O’Connor St., Suite 1100, Ottawa, ON K1A 0S6, tel.: (613) 996-0034, fax: (613) 995-2121.

parties to participate in the construc-
tion of gas processing and down-
stream petrochemical plants. Contact
Daniel Lemieux before February 12,
1999, fax: (613) 996-2635, quoting
IBOC case no. 981016-01510.

(ontinued on page 9 — International Business
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(Canadian Trade Review

A QUARTERLY REVIEW OF CANADA’S TRADE PERFORMANCE

THIRD QUARTER 1998

This trade and investment quarterly reports on Canada’s economic growth in the third quarter of 1998, and
highlights our trade and investment performance in key sectors and markets.

OVERVIEW

Exports Key to Canada’s
Economic Growth

Canada’s economy continued to expand at a
moderate pace in the third quarter of 1998. The
main source of growth during this period was
exports of goods and services, in contrast to the
first half of 1998 when economic growth was
driven primarily by domestic demand.

Goods and services exports rose 2.3 per cent
from July to September over the second quarter
of the year, while imports grew 0.4 per cent. As
a result, the surplus on goods and services more
than doubled, helping to reduce
Canada’ current account deficit
from $5.2 billion in the second
quarter to $4.4 billion in the

The key international devélopments affecting
Canada during the third quarter were:

o the surge in growth in the U.S. economy,
which expanded by 3.9 per cent;

* the spread of the international economic
turmoil from Asia to Russia and other emerging
markets, especially Latin America; and

+ continued volatility in international capital and
exchange markets leading to decreased
pressure on the Canadian dollar.

The growth in Canadian exports came largely
from trade with the United States, whereas
exports to most other markets declined.

Canada’s Trade in Goods and Serv1ces

(First Quarter 1997 to Third Quarter 1998)

third quarter. %2

908

Canada’ direct investment

abroad (CDIA) reached an all-

time high between July and

September, while foreign direct

(% billions)

investment (FDI) reached near
record levels. The strong
performance of investment into
and out of Canada was a
reflection of intensified
corporate acquisition activity 74
during this period.

1t Q.97 2ndQ.97 3rd Q.97 4th Q.97 1st Q.98 2nd Q.98 3rd Q.98

[l Exports

Imports

Source: Statistics Canada

I *I Department of Foreign Affairs Ministére des Affaires étrangéres

and Intemational Trade et du Commerce international

Canad"'
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TRADE & INVESTMENT HIGHLIGHTS

Canada’s Goods
Exports Rebound

Canada’s merchandise exports
increased by 2.9 per cent in
the third quarter of 1998. Equip-
ment and machinery exports,
expanded by 4.6 per cent, while
consumer goods exports grew
by 5 per cent, continuing the
solid gains made in the first

- half of the year.

Imports of goods increased
at a much slower pace, growing
0.8 per cent. Merchandise
import prices rose 3.7 per cent,
reflecting the depreciation of
the Canadian dollar, while
import volumes declined by
2.0 per cent. The reduction
in merchandise imports
reflected a sharp
drop in imports
of automotive
products.

With these 1997
developments, the | 1998
quarterly surplus | Change (%)

Asian Crisis

Weakens Exports

The Asian economic
and financial crisis
continued to drive
down Canadian exports
" to East Asia. Through
the first nine months
‘of 1998, exports to
all of Canada’s key
markets in this region
fell steeply compared
to the same period
the year before. Of
particular note was
the shift from positive
to negative growth of
exports to China in
the third quarter. By
contrast, Canadian
imports from most

key East Asian economies
maintained their steady rise.

Change in Canadian Trade, from
January to September 1998 over

Corresponding Period in 1997, with
Selected Asian Economies

orts to Imports from
Asia (%) Asia (%)
China -6.3 219
Hong Kong -30.5 32
Indonesia -43.1 13.0
Japan -31.7 19.3
Malaysia -39.2 3.5
Philippines -60.8 45.7
Singapore - -29.0 0.9
South Korea 47.7 12.8
Taiwan -33.8 20.1
Thailand 41.9 9.5
Total -32.7 15.1

Source: Statistics Canada

Canadian Exports to Japan, from January to Septe.mber (Billions of Dollars)

Agriculture Energy Forestry  Industrial  Finished Total
& Fishery  Products Products Goods Goods
2.30 1.05 3.01 145 0.74 8.59
1.49 0.90 1.91 0.99 0.52 5.87
-35.22 -14.29 3654 3172 -29.73 -31.69

on goods trade
grew by $1.6 bil-
lion, reaching
$5.3 billion in

Canadian Imports from Japan, from January to September (Billions of Dollars)

the third rter. Industrial  Machinery Automotive Consumer Other Total
quarte Goods & Equip. Products Goods Goods
The balance on 1997
. 0.73 1.05 4.41 2.92 0.90 9.05
goods trade with |1998 0
the U.S. was Change (%) .95 0.90 5.15 3.30 1.08 10.54
I -30.14 -14.29 16.78 .
$10 4 billion. 13.01 20.00 16.38
Source: Statistics Canada
2 -
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The economic downturn in Japan, Canadas Canadian Direct Investment

largest Asian trading partner, had a strong Abroad Reaches All-time High
affect on Canada’s trade performance with the _ . o
Asia-Pacific region. Merchandise exports to The third quarter witnessed a rise in CDIA

Japan dropped 31.7 per cent in the first nine 02 record level of $16.1 billion, largely
. » due to Canadian
. takeovers of high-
Change in Canadian Trade, from January to September 1998 RIS IGEyAd) uloL N
over Corresponding Period in 1997, with Selected Central & . [JRUSETRUHIZ IS
South American Countries ' |

, : Incoming FDI also
Exports to Central & Imports from Central & increased substantially,

South America (%) South America (%) from $4.5 billion in
Mexico 11.8 9.7

the second quarter to a

Argentina -14.8 16.9 near-record $7.2 billion
Brazil -12.5 6.0 in the third quarter. t
Chile -20.7 10.7 This investment came :
Colombia -8.2 16.0 mainly from the U.S., !
Venezuela -17.5 -5.7 ;

and was directed

Total 72 8.2 primarily to wood and
paper firms and the
finance and insurance industries.

Source: Statistics Canada

months of 1998 compared
to the same period in
1997, while merchandise
imports from Japan gained

i
H
{
H
3
‘
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1
H
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. Foreign Direct Investment (EDI) and .

Canadian Direct Investment Abroad (CDIA)

gy s e At v it B

16.4 per cent.
18 16.11

The spread of the 16
economic crisis from Asia 14
to other emerging v 12
markets had a significant = 10 i
impact on Canada’s trade 8 8 j
performance. In ST b
particular, exports to 4 :
South and Central 2 1.95
American economies, 0 g _ » -
apart from Mexico, 15t Q.97 2nd Q. 97 3rd Q. 97 4th Q.97 1stQ.98 2nd Q. 98 3rd Q. 98
declined, while imports _ - CDIA

rew considerably.
8 y Source: Statistics Canada

'
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" pattern in the 1990s

Canada’s open trade policy has been a major
factor in the diversification of its export profile,
particularly to the U.S., and has helped create
many high-paid and high-skill jobs in Canada.
The recently released Statistics Canada labour
market study shows that during the 1990s
high-skill jobs grew by 22 per cent in Canada,

FEATURES SECTION
Machinery and Equipment
Exports Keep Growing

The most noticeable change in Canada’s trade

has been the steady

- Canadian Exports of Machinery and Equiprﬁem by Major Groups
increase in the share :

of merchandise Exports in Share of Average Growth Rates
1997 Total M&E Growth in the First
Exports; ccounteg for (billion $) Exports Rates: 3 Quarters
y machinery an 90-97 (%) 9897 (%)
equipment — from
19.0 per cent in 1990 to Other Equipment and Tools 13.7 20.2 15.5 16.8
22'6 cent in 1997 Industrial Machinery . 131 19.2 14.1 14.4
-0 per * | TV, Telecom. & Related Equip. 12.5 18.4 17.5 8.2
This trend became even | Aircraft, Aircraft Engines & Parts 8.2 12.1 115 28.5
more pronounced in the | Office Machines and Equipment 8.1 11.9 15.1 13.4
first three quarters of Other End Products 6.1 8.9 14.7 16.8
1998, with growth of Other Transportation Equipment 4.7 6.9 132 20.9
24.8 per cent in the Agricultural Machinery 17 2.4 9.1 9.3
export share of machin- | Total Machinery and Equipment ~ 68.0 14.2 16.8
ery and equipment, Total Exports ‘ 301.1 9.6 5.7

which is now Canada’s
largest export sector.

Source: Statistics Canada compared to 2 per cent in sales and services jobs

and a 1-per-cent drop in blue-collar jobs.!
The strong performance of machinery and

equipment exports is in large part due to solid
demand from the United States, which absorbed
85.2 per cent of Canadian machinery and equipment
exports. This performance also reflects Canada’s
specialization in several high-tech, knowledge-
intensive industries such as telecommunications
equipment, special industrial equipment, aircraft,
office machines and equipment.

Canada’s strong performance in machinery and
equipment exports was mirrored by an increase of
Canadian imports of machinery and equipment,
which now account for over 30 per cent of total
merchandise imports, attesting to the high levels
of investment in the economy.

1 Source: Statistics Canada, Catalogue no. 71-005-XPB,
“Labour Force Update: Canada-US Labour Market Comparison.”

For more information, visit the DFAIT Web site at http:/www.dfait-maeci.gc.ca
Canadian exporters may also call 1-888-811-1119 or visit http://exportsource.gc.ca

The Department of Foreign Affairs and International Trade has 130 offices and 828 trade officers around the world to help Canadian
companies in their trade and investment efforts. In 1997, the Department assisted Canadian companies on 151,000 separate
occasions. The Department also negotiates and administers a broad range of trade and investment agreements for Canada and helps
resolve trade disputes on behalf of Canadian industries. Our market access initiatives open doors abroad for Canadian companies, and

our trade promotion initiatives help Canadian firms take advantage of these commercial opportunities.

Main source of data: Statistics Canada Disponible également .cn frangais

4 -

Canadian Trade Review




break into a new market.

CPM Leading-Edge Technology Inc. of
t-Jean-sur-le-Richelieu sold US$31,000
fits ACE 2000 power quality analyzers

and recorders to Tenaga Nasional

d (TNB), the largest electric utili-

ty company in Malaysia. CPM’ equip-

ent detects and records disturbances
n electrical networks.

The opportunity was formed when
IAnita Pathmathasan, a commercial
assistant at the Canadian High Com-
Jmission in Kuala Lumpur, Malaysia, got
L call from TNB, which was looking for
-{Canadian companies that manufac-
{tured and sold power analyzers

CanadExport

~ New Market lllummuted for |
‘CPM Leading-Edge Technology Inc.

and recorders to TNB for delivery
in 1999 - a contract valued at
US$250,000.

“This IBOC-aided contract allowed
us to get a foot in the door of a new mar-
ket, something that normally takes a lot
of time, money, research and person-
nel,” adds Lambert. “It can take a long
time and a great deal of effort to build
visibility for a product or service.
Because of this contract, we were able to
enter the Malaysian market much faster
than if we had done it by ourselves.”

The International Business Oppor-

trade lead from the International Business Opportunities Centre (IBOC) has giw'en a Quebec company the power to

tunities Centre works with Canada’s
trade commissioners around the globe
to match Canadian companies with
trade and investment opportunities and
strategic partnerships worldwide. As
the sourcing centre for Team Canada
Inc, the federal government’s network
of export service providers, IBOC also
works closely with a variety of govern-
ment organizations such as the Depart-
ment of Foreign Affairs and Inter-
national Trade, Industry Canada,
Agriculture and Agri-Food Canada and
the Canadian Commercial Corporation.

and recorders. Pathmathasan
called IBOC. After searching a
number of databases, the Internet

(,

cmhoca-h-
& affaires internationales

and talking with a network of
business contacts, the IBOC
{sourcing expert found CPM
through the World Wide Web.
“IBOC called us in April 1998,
{and by August we had signed a
contract with TNB,” says CPM’s
Jacques Lambert. “Things hap-
{ pened pretty fast.”
The 30-person firm expects to
ship 25 or more power analyzers

“ince it opened in 1995, IBOC has contacted more than 15,000 Canadian compa-
Jnies, and has responded to more than 10,000 inquiries from foreign buyers.
Thanks to IBOC, more than 5,000 Canadian firms have been in contact with
foreign buyers, resulting in 1,500 matches.
IBOC’s sourcing experts use a variety of databases, as well as a large network of
business contacts across the country, to identify Canadian companies of all sizes.
IBOC is jointly operated by the Department of Foreign Affairs and
International Trade and Industry Canada, and has a working partnership with
Agriculture and Agri-Food Canada.
IBOC is also the sourcing centre for Team Canada Inc.
Want to learn more? Visit IBOC’s Web site at www.dfait-maeci.gc.ca/iboc-coai

“International Business Opportunities Centre — wosimmms

‘ T/,
e

UNITED KINGDOM — Simmons Controls
Limited, a subsidiary of Edeco Petroleum
Services Ltd, is interested in becoming
| the UK. distributor for Canadian
companies with complementary prod-
ucts to Simmons’ current activities, and
in particular, for Canadian companies
with the following products: data com-
munication products, control system
products, hydraulic components, valves

and actuators. Contact Daniel Lemieux
before February 9, 1999, at fax: (613)
996-2635, quoting IBOC case no.
981109-01729.

UNiTED KINGDOM — Daws En-
gineering Ltd. is looking for
Canadian companies that supply
energy-sufficient electro-mechan-
ical products, as well as electro-

mechanical products reqmrmgi

service/repair. Contact Daniel

{ — Jonuary 15, 1999
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Business Council /Association News

omoting Bilateral Trade and Investment

Functioning as the Canadian Chamber of Commerce in
Poland, the CPBC has over 75 members — small,
medium and large companies — including Canadian
exporters and investors operating in Poland and non-
Canadian companies wanting to increase their business
dealings with Canada.

Club members are involved in banking, insurance,

telecommunications, agri-food, construction and

- building materials as well as legal, consulting, accounting
and other services.

Canada a late starter but catching up

Canada’s business involvement in Poland began later
than that of most Western European countries, increas-
ing steadily over the last few years.

To . date, Canadian dlrect investment and announced
commitments top several hundred million dollars, making
Canada one of the top 15 foreign direct investors in Poland.

The Club is working closely with the Canadian Embassy in
Warsaw, and especially so in light of the upcoming official
visit to Poland by Prime Minister Jean Chrétien, later this
month, accompanied by International Trade Minister Sergio
Marchi who will be leading a senior-level trade delegation.

The CPBC will be working in close co-operation
with the Embassy to increase awareness of Poland as a
business partner by sponsoring high-profile events and
involving members in key elements of the business
program during the Prime Minister’s visit.

~ The visit is expected to add considerable momentum
\g{ the growth of Canadian involvement in the steadily
cpanding Polish market.

anada-Polan Busmess ilub m Wursuw

n operation for just over two years, the Canada-Poland Business Club (CPBC) has already made its mark in promotmg
| increased Canadian business participation in Poland and Polish business participation in Canada.

Services provided by the Club

In addition to providing an annual membership
resource directory, newsletters and other informative
publications, the CPBC offers technical seminars,
monthly networking sessions and business functions
featuring topical guest speakers.

It also organizes and supports various sector com-
mittees that lobby for greater investment and trade
between Canada and Poland.

“As a business support network that is transforming
itself into the Canada-Poland Chamber of Commerce,”
says newly appointed Executive Director Michael
Wooff, “we provide a unique forum for promoting
trade and investment opportunities between Poland
and Canada. We are working closely with the Canadian
Embassy, Polish government contacts and other
Canadian organizations to enhance the commercial ties
between our two countries.”

Polish trade delegations to Canada and Canadian
trade delegations to Poland can benefit as well from
CPBC briefing sessions related to business, investment,
privatization and trade.

For more information on membership or how the
Club can assist you in your activities in the Polish
market, contact the Canada-Poland Business Club
(CPBC), ul. Wilcza 46, m, 6, 00-679 Warszawa; tel.:
(011 48 22) 699-6167/68; fax: (011 48 22) 699-6169;
e-mail: cpbc@masterpage.com.pl

For information on trade opportunities in Poland,
new exporters should contact Team Canada Inc,

(ontinved on page 13— Canada-Poland Business Club

IFinet: Getting Your Share of the IFI Market

n the Department’s Web site (http://www.dfait-maeci.gc.califinet), IFInet helps increase your chances of
international financial institution (IFI) business opportunities. You will find information on projects
dertaken by Canadian consultants with IFIs, and a list of Canadian International
projects. Business guides for exporters are also available. Don’t miss the: “International

\
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Depariment of Foreign Affairs and International Trade (DFAIT) —
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he lower-population-density rural
reas, including export markets in the
eveloping world.

Key players involved in the agree-
ment include Investment Partnerships
Ganada (IPC) — a joint Industry
tanada and Department of Foreign
ffairs and International Trade
<DFAIT) initiative — Technology
Partnerships Canada (TPC) — a
strategy to promote economic growth
and job creation through innovation,

|_ 2nd the Communications Research
};

-

O D

entre (CRC) — an institute of
dustry Canada.

1 In addition to senior Harris offi-
ials, International Trade Minister
ergio Marchi, Industry Minister John
anley and Justice Minister Anne
cLellan were also on hand at the
nnouncement.

Groundwork at the Consulate
uch work preceded that announce-
ment as the deal was several years in
the making. :
The Canadian Consulate General in
tlanta was instrumental in setting
the stage for the deal, worklng behind
_ the scenes to encourage Harris to
make the investment.
“We were very much involved in
iinitiating the project over three years
ago and preparing the groundwork,”
says Commercial Officer Steven

CanadExport

~ Multimillion-dollar Invesime‘nt"?Dfeul%*‘to;;,leé;:@
Canada ereless Communlcailons,ﬁ ead — commionst

Flamm, “working at both ends with
Harris Canada and its parent compa-
ny in Florida.”

It was also the Consulate that set
the stage for Deputy Minister for

‘International Trade Robert Wright's

visit in September 1997, under the
Deputy Minister Country Champion
Program, which brought together all
the key players.

“Working as a team — DFAIT, the
Consulate and Industry Canada — we
mounted a strong — and winning —
campaign,” Flamm recalls, “to active-
ly promote Canada’s advantages and
strengths in telecommunications, its
supporting R&D environment and
overall investment climate.”

Peabody couldn’t agree more. “We
recognize the benefits we gain from
the ‘Canadian Advantage’ — the com-
bination of tools such as the IPC and
TPC, world-class research capabilities,
a favourable tax regime, and a quali-
fied work force that together make
Canada the right choice for Harris.”

A dose partnership

In 1996, Harris Canada Inc.
established in Montréal in 1964 —
obtained a world product mandate
from its parent Harris Corporation
in Melbourne, Florida, for the design
and manufacture of advanced tele-
communications equipment.

'“As an active exporter from our two
Canadian plants — our exports went
from 15 per cent of production in
1990 to the current 90 per cent being
exported to 51 countries — we work
closely with DFAIT and its embassies
and consulates abroad,” Peabody
explains. “We were also an early sup-
porter of the Team Canada trade mis-
sion concept, having participated suc-
cessfully in all four missions around
the globe.”

Peabody recalls how he has worked
with many different departments and
agencies, both in Canada and abroad,
including DFAIT, Industry Canada,
the Export Development Corporation,
and the Canadian International Devel-
opment Agency.

“I want to commend the Canadian
Government for its initiatives to cre-
ate a winning environment for com-
panies that strive to develop, manu-
facture and export high-technology
products from Canada to world mar-
kets. In addition, I want to thank
Team Canada for all the help it has
provided in positioning Harris
Canada to receive a world product
mandate from its parent company.”

For more information on Harris
Canada Inc.,, contact Jean-Guy ,
Frenette, Director, Canadian and
International Operations Support, teI
(514) 421-8367, fax: (512}, 421-3}23(} o

A
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Looking for Export Opportunities?

Make sure you are reglstered in the WIN Exports database wh%h xls use

Fax your request for a reglstrauon form to 1-800-667
Or call 1-800-551-4946 (613-944-4946, from the

Quies 0 forelgnibuyers

— January 15, 1999

Sharing Trade Secrets
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specific trade objectives. We believe
that concerted, open and full con-
sultations are essential require-
ments for preparing for any trade
negotiations. ‘

CanadExport: The Department will
have a busy agenda in 1999 with
important initiatives such as the Free
Trade Area of the Americas. What are
your key objectives for 1999 with
regard to the FTAA? What key mes-
sage would you like to give to the
Canadian private sector?

Minister: As the Chair of the initial
phase of the FTAA negotiations,
Canada is spearheading the process,
which, when successfully complet-
ed, will give Canadian companies
clearer ground rules and increased
access in markets throughout Latin
America and the Caribbean. The goal
is to reach a single, comprehensive
free trade agreement among the 34
countries of the hemisphere, which
is one of the fastest-growing markets
in the world. But it's important for
the business community — as well
as all Canadians — to stay engaged
in the FTAA process. The fifth
Americas Business Forum, which

~, will be held in Toronto, October 30-

1, is an ideal opportunity for the
rivate sector to make a significant
. Following this, on
and 2 Canada will host

Minister: Our unique relationship
with the United States cannot be
overstated. We're each other’s best
customers, and since the free trade
agreement in 1989, two-way trade
has more than doubled — over $1
billion in trade crosses our border
every day. There is still tremendous
potential for Canadian companies,
SME:s in particular, to do even more
business in the U.S. It makes sense
for new exporters to start off in a
market that is relatively close to
home and has similar business
practices. It is also an opportunity
for our companies to gain valuable
exporting expertise before going
global.

CanadExport: What types of ini-
tiatives and programs do you and
the Department have in place to
help exporters take advantage of
these opportunities in the United
States?

Minister: Through our Embassy,
consulates and network of trade
commissioners throughout the
United States, the Department
offers a broad range of tools to help
Canadian business, including the
very successful New Exporters to
Border States (NEBS) and NEBS
Plus business development mis-
sions. And, a wealth of information
on the U.S. market is available on
our Internet Web site and through
our publications, the latest being
“The U.S. Connection,” a new fea-
ture in the Department’s trade
newsletter CanadExport.

CanadExport While the U.S. is obvi-'
ously a high priority, what can you
say to firms that are looking at higher-
growth, yet riskier markets?

Minister: [ would encourage them to
look at any market that has potential
for their products or services. As long
as you're properly prepared, you can
cash in on a great many opportuni-
ties that are opening up every day in
emerging markets all over the world.
But you don't have to assume all of
the risks. We've got a lot of good
mechanisms in place to help
exporters with financial and risk ser-
vices — the Export Development
Corporation and the Canadian
Commercial Corporation, for example.

CanadExport: With the advance of
globalization, trade and investment
are now more closely linked than
ever before. What are your thoughts
on the investment side?

Minister: Foreign investment makes
a significant contribution to our
growth and prosperity as it brings

technology-rich jobs, research and )

development, as well as talented peo-

ple, to Canada. Worldwide growth in

investment is far outstripping trade,
yet Canada’s share in global foreign
investment has been dropping. !
believe we've got to be more aggres-
sive in going after investment, and
marketing Canada as a high-tech
economy with a well-educated work-
force, a low-cost business environ-
ment, and preferential access to the
NAFTA market. But we cannot do
this alone — we need to work in

(ontinued on page 13 — Interview

Department of Foreign Affairs and Infernational Trade {DFAIT) —
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artnership with all levels of govern-
ment. For example, we're expanding
é)ur Program for Export Market
Development to extend support to
r‘nun1c1pa11t1es and non-profit, public-

rivate partnerships working at the
local level to attract new foreign direct
{nvestment to their communities.

‘CanadExport: The Year 2000 bug,
better known as Y2K, is a top priori-
ty for everyone. As Minister for
nternational Trade, what advice can
ou give the private sector, particu-
Lrly exporters, in this regard?
inister: I'd advise all Canadians
that are working internationally to
ake the Y2K issue very seriously —
n a practical business sense.
Businesses should make sure that
their suppliers and customers out-
side Canada are Y2K-ready, and to
create contingency plans just in
case there are difficulties in other
countries. Our Department is cur-
fently gathering information- on
how our major trading partners
are dealing with the issue. We're
also working with our trade offices
abroad to ensure, to the highest
degree possible, that Canadian busi-
nesses and citizens are protected
should problems arise.

Interview with Minister Marchi

CanadExport: What are you and the
Department doing to help small and
medium-sized enterprises succeed in
foreign markets?

Minister: The Department offers

-assistance to SMEs in more than 100

offices abroad. We currently have
about 320 Canadian trade commis-
sioners posted outside Canada in
cities throughout the world who work
alongside some 300 locally hired sec-
tor specialists. They are well equipped
to offer SMEs the information and
assistance they need to go “global.”
We've also established a new division
in my Department dedicated to these
smaller exporters, which has already
put into place an on-line missions net-
work that provides training to compa-
nies going out on various missions, as
well as an SME Task Force with strong
private-sector participation. And,
we've put a great deal of effort into
assisting special exporting groups,
particularly women, native and young
entrepreneurs.

CanadExport: Do you have any
advice to pass on to the business
community when contacting our
trade offices abroad?

Minister: Just that you can save a
lot of time and money by preparing

for the challenges of international
business in Canada before venturing
into foreign markets. The first thing
a company should do is get in touch
with Team Canada Inc. It’s as easy as
calling 1-888-811-1119, or visiting
the Web site at exportsource.gc.ca

CanadExport: Do you know at this
time where the next Team Canada
trade mission will be, and do you
think these missions will continue in
the years ahead?

Minister: As you know, the Team
Canada trade missions led by Prime
Minister Jean Chrétien, with the
provincial and territorial leaders,
have been highly successful. Through
these missions, over 1,500 Canadian
exporters have concluded more
than 800 deals valued at $24 billion.
The mission to Latin America last
January attracted over 500 business-
people, the majority from smaller
companies or companies new to the
region. So, we’d be foolish to ignore
this type of response and success. As
for the exact destination and time of
the next mission, this is now being
discussed with our provincial coun-
terparts and other key participants.

CanadExport: Thank you, Minister./

Canada-Poland Business Club in Warsaw — ieion s

tel.: 1-888-811-1119. Established exporters interest-
ed in Poland — or information on local Canada-
Poland Chambers of Commerce — can contact their
International Trade Centre (ITC); or Dan Mrkich,
Central Europe .Division, DFAIT, tel.: (613) 992-1449,

fax: (613) 995-8756; or for targeted
activities in Poland, they may cong\sct dx‘-ecﬂy th
Trade Section at the d ) ssy i

tel.: (011-48-22) 29-80-51 a3
e-mail: wsaw.td@wsa01 ’

— Janvary 15, 1999
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Trade Fairs and Missions

BEDING, CHINA — April 20-23, 1998
— Canadian agri-food companies
active in China or planning a mar-
keting strategy in that country have
an opportunity to get in on the
ground floor by participating in
Agro-Foodtech China ’99 '

CanadExport |

" Come and meet your present and
future customers at a show that will
cater to the huge growing demand in
China for modern technologies in
the following sectors: agricultural
machinery; supplies; animal breed-
ing; food processing and packaging.

roduction Exkibition

Two Philippines
7KlC,.ﬁ'»0" 1999 Progrum

MANILA, PHILIPPINES — February 10-13, 1999 — Two international trade
shows, Mining Philippines 99 and Food & Hotel Philippines '99, are
scheduled to take place in the prestigious World Trade Center located in
the heart of metro Manila.

The recent economic turmoil in Asia has left the Philippines relatively
untouched and the economy continues to progress. Gross domestic product
growth in 1997 reached 5.2 per cent and exports grew 23 per cent. Medium
to long-term prospects are as good as ever and most exporting companies are
looking to continue their investments in anticipation of renewed economic
stability in the region.

For more information, contact PIEC, Inc in Manila, tel.: (011-63-2)
759-3263/66, fax: (011- 63-2) 759-3228.

B oy e et g

‘World Tourism Industry
- Set to Meet in Istanbul

IstanBuL, TURKEY — February 18-21, 1999 — The East Mediterranean
International Travel & Tourism Exhibition (Emitt *99) will be a meeting
', point for tour operators and travel agencies from the region and the world.
\ East Mediterranean tourism is one of the fastest-growing sectors in the
: @prld — over 32 million tourists visit the area each year — and Turkey is an
ellent gateway into a vast array of exciting opportunities.
0 exhibitors from some 50 countries, and about 1,500 tour
have been invited to Emitt *99.
re information, contact Mr. Ronan McCarthy at ITE Travel
S, telf(011-44 -171) 286-9720, fax: (011-44-171) 286-0177,
; itions.com or Mrs. Ozgil Kablan at Ekin
’)i233 97 54 pbx., fax: 230 45 18 - 247 44 60,

0

[

Under the auspices and with the
strong support of China’s Ministry of
Agriculture, this event is sponsore(
and supported by all related nationa
authorities and professional bodies
in science and technology, interni
trade, foreign economic co-operation
and trade, light industry, the food
and feed industries, animal hus
bandry and machinery in China.

With China’s stated intent to mod-
ernize its agriculture and food indus
tries, coupled with rising consumer
purchasing power and an 8-per-cent
annual increase in GDP, this is an
event not to be missed.

The exhibition will be co-organized
by Groupe Exposium (organizers o
SIAL in France), who are committed
to strongly promote the show to a
network of over 200,000 manufac
turers, distributors and importers in
China. In addition, through a part-
nership with the Agricultural Channel
of China Central Television, specil
programs will be produced on inter-
national agricultural technology.

The Canadian Government, through

"its Embassy and Consulates in

China, is planning for a cost
recovered Canada Pavilion if there
is enough interest.

For more information, contact
Bruce Howard, Counsellor (Commer-
cial) or Adrian Kenworthy, Commer-
cial Advisor (Agriculture), Canadian
Embassy, Beijing, fax: (011-86-10)
6532-4072, e-mail: adrian.kenworthy
@bejing03.x400.gc.ca

Or contact the International
Marketing Services Division of your
provincial Department of Agriculture.

Department of Foreign Affairs and International Trode (DFAIT) —
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~ SEOUL FOOD Wetting Participants
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4{SEoUL, KOREA — April 15-18, 1999 — The 17th annual

4(SEOUL FOOD °99) invites the participation of
{Canadian food companies.

This major event is a good opportunity for Canadian
“lcompanies to make inroads into the large and growing
{Korean market for foods, food additives, raw materials,
‘Ibeverages, liquor, food-processing equipment, food-
packaging material and machinery, equipment and
machinery for restaurants, hotels and supermarkets.
SEOUL FOOD was launched in 1983 to introduce

{Seoul International Food Technology Exhibition

\ .
Korea to advanced food technologies from abroad to

help Korea’s food industry compete in world markets —
it is now prospering as never before.

Korea currently offers some of the highest growth
rates for food-related industries in the region.

For more information on SEOUL FOOD 99, contact
the Commercial Section of the Korean Consulate in
Vancouver, tel.: (604) 683-1820; or Murray Pearson,
Counsellor (Agriculture-Food), Canadian Embassy,
Seoul, tel.: (011-82-2) 3455-6000, fax: (011-82-2)
755-0686, e-mail: murray.pearson@seoul01x400.gc.ca

O A PTG 60

Trade Fairs and Missions

HANNOVER, GERMANY — April 19-24,
41999 — HANNOVER FAIR, the
{world’s largest trade fair for industri-
{al technology, will unveil a new exhi-
bition program that has been stream-
llined to focus more closely on
automation technology. Beginning
with HANNOVER FAIR '99, the
central theme of the show each year
will be the presentation of all of the

~ Big Winners

MVP awards for' its Concerto
| Switchboard, which was also one of ten
products to capture another break-
through award for tools that will
change the way people work. Corel was
a finalist in four categories in PC
Computing's awards for: best Business
Application Suite; best Desktop and
Personal Desktop Publishing Programs;
and best Business Graphics Software.

HANNOVER FAIR Ke

technologies and modular elements
that make up the modern automated
factory environment.

The 1999 event — actually a
series of sector-specific fairs under
one umbrella — will focus on six
product sectors: factory automation;
power transmission and control;
subcontracting and industrial mate-
rials; factory equipment, tools and

ys in on Industrial Avtomation

compressed air technology; rail
transport technology; and research
and technology.

For more information, contact Co-
Mar Management Services, 8 King
Street East, Suite 1110, Toronto, ON
M5C 1B5, tel:" 1-800-7274183 or
(416) 364-5352, fax: (416) 364-6557,
e-mail: comar@baldhead.com;
Internet: www.hfcanada.com

ot COMDEK/Fall 98 _atems

ATI Technologies of Thornhill, On-
tario, made its mark as a finalist for PC
Week’s Best New Technologies Award for
its line of RAGE Mobility family chips.

There were 17, Canadian exhibitors
in the Canada Pavilion this year.
Seven companies took part in the
Technology Café, an informal config-
uration within the Pavilion that show-
cased innovative technologies from

small and medium-sized enterprises.
Café participants benefited from
value-added services provided by the
Department of Foreign Affairs and.
International Trade in the form of %
marketing and trade show traininé,
media relations and a presg conference
for mew product anni , %éﬁfg
hosted by Canada’s Consul ¢

MARKET

DFAIT’s Team Canada Market Research Centre produces a full range of sectoral market
identify foreign markets. Currently, some 400 reports are available in 25 sectors

REPQR » automotive to consumer products, forest industries, plastics, S}xuce and tourism.‘i
’ IS InfoCentre’s FaxLink (613-944-4500) or on the Internet at http:/ /www.infoexport,

| — January 15, 1999
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Business Agenda

Publications

OAKVILLE — February 12,1999 — A
Doing Business in Europe seminar
is being jointly organized by the
International Trade Committee of
the Oakville Chamber of Commerce
and the European Union Chambers
of Commerce in Toronto.

Seminar topics include an over-
view of the European Union,
including linguistic and cultural

The Canadian Embassy in Washington, DC, has pro-
duced a Directory of Organizations and Resources for
Businesswomen in Canada 1998. The directory contains
over 100 entries covering business organizations, gov-
ernment and private-sector resources and activities on

Canadian businesswomen.

The directory was prepared by the Embassy for inclu-
sion in the fifth edition of the Business Women’s Network

differences that may affect trade;
market access issues such as duties,
tariffs, EU preferences and techni-
cal standards; effective marketing
techniques; pricing and financial
issues, including the new Euro cur-
rency; and case studies by Canadian

companies experienced in the

European market.
Following a luncheon in the after-

L2 4

noon, companies will be given thei
opportunity to meet individuall
with Canada-Europe trade expertst -
discuss their specific issues an
interests. : "
For more information, contac
the Oakville Chamber of Com
merce, tel.: (905) 845-6613
fax: (905) 845-6475, e-mail
chamber@chamber.oakville.on.ca

New Directory on Canadian Businesswomen Now Available

Directory (1998-99), the definitive guide to over 2,200
businesswomen’s organizations in the United States.
Copies of the directory are available via fax or
e-mail requests to the attention of Kathryn Aleong,
First Secretary (Commercial), Canadian Womens

International Business Initiative, Canadian Embassy,

fax: (202) 682-7619, e-mail: kathryn.aleong
@wshdc01.x400.gc.ca

"Miami Visit to Advance Free Trade in the Americas — cuuedfumions

: Mr. Jespersen was President of

.NOVA Gas International and is cur-
rently Chairman of La Jolla Resources
International, based in Calgary.

Canada is chairing the FTAA
negotiations until October of next
year.

The Minister also spoke at a
luncheon held by the Canadian
-American Business Alliance, the
éreater Fort Lauderdale Convention
& {isitors Bureau, as well.as the

Broward Alliance. “Florida’s growing
economy offers many export op-
portunities for Canadians and is an
important gateway to Latin America,”
he said. “At the same time, 1 want
Floridans to know that Canada is a
superb place to do business.”

Canada’s bilateral trade with
Florida already exceeds $5 billion,
and an increasing number of Florida
entrepreneurs are partnering with
Canadian companies.

During the visit, Minister Marchi
also met with Colombian Trade
Minister Marta Lucia Ramirez and
attended a luncheon with Presi-
dent Armando Calderén Sol of El
Salvador, President Carlos Floree of

- Honduras and Prime Minister PJ.
- Patterson of Jamaica, as well as 2

number of key business leaders in
both Miami and Fort Lauderdale.

jiries

DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information can be
1) obtained by contacting the InfoCentre at 1-800-267-8376 (Ottawa region: 944-4000) or by fax ot (613) 996-9709; by calling
"és InfoCentre FaxLink (from o fox machine) ot (613) 944-4500; or by accessing the DFAIT Internet World Wide Web site af
2 bhitp:/ /www.dfait-maed.gc.ca

Return requested
if undeliverable:
CANADEXPORT (BCS)
125 Sussex Drive

- Ottawa, ON
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investment to their communities.

i

ith today’s announcement, we are meeting our govern-
ent’s Red Book commitment to assist Canadian commu-

nities to attract foreign investment,
nd we are bringing the successful
eam Canada approach to the pro-
otion of international investment

t the local level,” said Minister

archi. He also outlined the
importance of putting Canada’s
ommunities on the radar screens
f investors and site locators in
ther countries.

The Minister made the announce-
ment at the Headquarters of the
Region of Ottawa-Carleton where
e was welcomed by Regional

/ /www.dfait-maeci.qgc.ca/english/news/newsletr/canex

Minister Marchi Announces Program to Assist
{Canadian Communities Attract Foreign Investors

Tnternational Trade Minister Sergio Marchi recently announced an expansion of the government’s popular Program for
. Export Market Development (PEMD) to now include foreign investment promotion. The new program, called PEMD-I,
ill offer $5 million annually to assist local levels of government and their private-sector partners to attract foreign

Yalisco ranks second among Mexican

States in the size of its economy,

- manufacturing base and agriculture

production (after the Mexico City

- {region).

The Jalisco economy is diversified,
with particular strengths in elec-

Exter;él Aftairs

nt. of ) .
Dep g gxtériaures

Hin. ¢es pitaire

TIAN 29 1999

First Vice-President of the Canadian Federation of
Municipalities, Sam Synard (left) congratulating
Minister Marchi on the announcement of the PEMD-I.

WesteRn MExico, A LaND oF OPPORTUNITES

" uadalajara, Mexico’s second-largest city (almost 4 million people)) and
'\ capital of the State of Jalisco (population 6 million), serves as the financial,
;}ommercial services and transportation hub for neighbouring states, including
, rguascalientes, Colima, Nayarit and Sinaloa.

tronics, agri-food, plastics, footwear,
pharmaceuticals and tourism.

Aguascalientes also has a dynamic
manufacturing sector, focused on
automobiles and parts, electronics
and textiles.

Continved on page 2— Western Mexico

Chair, Bob Chiarelli and joined by the first Vice-President
of the Canadian Federation of Municipalities, Sam

Synard, Robert Fine, President
of the Economic Developers
Association of Canada, as well as
many others interested in muni-
cipal economic development.

“This new federal initiative is
good news for Canadian munici-
palities,” said Mr. Synard. “It will
stimulate local economic devel-
opment by enhancing our capa-
bility to attract and retain foreign
investment. It will also help us
develop and implement a foreign
investment plan in our respective
regions.”

Also among the special guests at

the announcement were the mayors

(ontinved on page 12— Program '
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| ~ A ost Canadian businesses have been working successfully to address the year 2000 problems at home. Here are some
T:; § K. hot spots to check out Y2K preparedness and information in your major markets abroad. :
| f > INTERNATIONAL FINANCIAL INSTITUTIONS GEOGRAPHIC EXPERTISE e
‘ World Bank E.U.: http://www.ispo.cec.be/y2keuro/year2000.htm
: e The World Bank’s Information for Development U.K.: D
Program (infoDev): http://www.worldbank.org/y2k/ Task Force 2000: http://www.taskforce2000.co.uk ‘ lc
* . Applications from National Governments for grants U.S.A. ' Lv
for assistance: Links to various U.S. sites detailing contingency LN
i http/Awww.worldbank.orgfinfodev/y2k/Y2k Guidelineshtm  planning for their organisations: ¢
| e The Tool Kit: http://www.itpolicy.gsa.gov/mks/yr2000/contplng.htm
i http://www.worldbank.org/infodev/y2k/toolkit.htm e
,i!_ Bank for International Settlements: http://www.bis.org - OPINION PIECES it
| ill‘ . Peter de Jager: http://www.year2000.com SC
s International Organizations : el
il O.EC.D.: hitp/Aiwww.oecd. org/pmnz/gvmance/it/y2k9810 pdf  HewruL ARTICLES cz
L U.N.: http://www.itu.ch/y2k/ , http://www.itpolicy.gsa.gov/mks/yr2000/y2karts.htm
i ), 4 l(llld Of Opportunltles — Continued from page | ' ﬁ‘
1 The economies of Sinaloa, Colima ¢ Environment Equipment and help: it wants to know your inter- e
and Nayarit are predominantly Services ests in doing business in Western
agricultural and tourism-related. e Mining Exploration and Mexico. A
Development. Trade officers at the Consulate |S]
Sector-specific opportunities want to hear from you. Contact [a
Jalisco and the surrounding states Make your interest known them directly concerning your [st
N offer good commercial opportunities The Consulate already has a range interests, requests for trade assis |p
| for Canadian firms. The Canadian of market reports in these and tance, market reports, etc., tel: |l
Consulate in Guadalajara has identi- other sectors. However, before (011-52-3) 615-6215/6266/6270/5642, |l
L fied the following seven industry developing and implementing its" fax: (011-52-3) 615-8665, e-mail:
L sectors for which it has established plans, the Consulate needs your guadmbx@canada.org.mx ir
strategies and will be developing tc
; plans subject to the interest of CanadExport _1Ir
! . 'Canadian exporters: ‘ ) I
Advanced Manufacturing. ISSN 0823-3330 Extracts from thljs publication may be reproduced for individual use withgul hi
E echnologies and Industrial Editor in-Chief: Bertrand Desjardins o'y ;la?:[l‘)'lizzr\?i‘::eii e :;::'lty f:;k;?r‘;:)es‘iie:l: e o ebeogbaon | |
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_iDr. Eber Hampton, President of the

College at the University of Regina,
lw ho took part in the mission, has been
orking for a number of years on the
concept of such a university.
“The reason is quite simple,” he
explains. “Indigenous people all over
the world face similar economic and
social issues, and lack of appropriate
education is one of the more signifi-
cant problems.”
Hampton believes that his College
is in a unique position to achieve this

“{goal as the only indigenous college in

the world with an established track
record in international programming.

Agreements signed

SIFC signed égreements in Mexico
and Chile that will give aboriginal
students access to courses offered by
participating universities via the
Internet and other forms of distance-
learning technology.

“These agreements,” he says, “will
increase the capacity of universities
to recruit indigenous students and
provide relevant curricula to com-
munities, and will strengthen SIFC’s
International Centre and Depart-
ment of Indian Studies.”

Some of the agreements are with
the Autonomous University * of
Chiapas for curriculum development
in indigenous studies, which could
lead to the development of a Master’s
program in indigenous education.
“As a matter of fact,” Hampton says,

CanadExport

“some faculty members from our
" Department of Education and Indi-
genous Studies left last month for
Chiapas to work on this project.”

Team Canada a catalyst
Hampton fully credits Team Canada
for these agreements. :

“The strength of this mission is
that it brings all kinds of people with

Dr. Eber Hampton (left) with Chief Roy
Whitney of the National Aboriginal
Economic Development Board in Brazil

different agendas ~ business, political,
educational — together to achieve a
common purpose, creating better com-
munications and understanding with-
in Canada between different sectors of
society — educators and business-
people — as well as internationally.”

Team Canadas high visibility also
raises, according to Hampton, the
awareness of the co-operative approach
taken between SIFC, the province and
the federal government — through the
Federal Department of Indian and
Northern Affairs and the Saskatchewan
Department of Education.

“Especially in Mexico,” he says, “they
are very interested in how this partner-

[)articipating in the 1998 Team Canada trade mission took the Saskatchewan Indian Federated College (SIFC) one step
L closer to the creation of an international indigenous university. SIFC also signed MOUs and deepened its working
elationships with educational institutions in Latin America.

ship is working since there are a lot of

- similar educational, economic and social

issues that indigenous people are facing
everywhere. They are interested in adopt-
ing successful approaches from us.”

Focus on global vision

Although Hampton cannot put a dollar
value on his participation in the Team
Canada trade mission, he strongly
believes that helping other countries’
indigenous people better understand
their own social and economic environ-
ment, and giving them an international
perspective, will help all members of
society to better participate in the eco-
nomic life of their respective countries.

“They can learn from the Canadian
experience,” he says, “and we can
learn from theirs. As a matter of fact,
over 100 students from Central and
South America have already graduated
from our College.”

The proposed international indige-
nous university would not be a single
campus but an amalgamation of geo-
graphically distant existing universities.

“It would be a group of partners in
different parts of the world,” Hamptor}/
explains. “Indigenous institutions that
are developmg education for thexr

— February 1, 1999

Team Canada Success Story
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~Jhis CanadExport regular feature is designed to help Canadian exporters take full advantage of the vast and lucrative;

. market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Development%
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contact
UTO by fax at (613) 944-9119, e-mail: commerce@extott13.x400.gc.ca '1

“CHICAGO: The Heart of the Heartland”

"Jhe territory of the Canadian Consulate General in Chicago covers much of the United States’  [* =
.. manufacturing heartland, and includes the states of Illinois, Wisconsin and Missouri, as well as ¢ :

the northwest corner of Indiana. The region’ transformation from “rust belt” to “growth belt” over the N b
last 10 years has made it particularly attractive to Canadian exporters. Two-way trade is now well over T e \
$30 billion annually, making the region one of the largest world markets for Canadian products. TN

Key competitive factors

® Four major U.S. cities are located
in the region — Chicago, St. Louis,
Milwaukee and Kansas City — with
a total population nearing 15 million.

® Economic growth in the territory

L A number of Canadian firms have

significant operations there, includ-
‘ing Canadian National Railways,

McCain Foods, Bank of Montreal

(Harris Bancorp), Moore Corporation,
Eicon Technologies and IPSCO.

has exceeded the national aver-
age over the last three to five
years, and is estimated at over
4 per cent. Unemployment rates

Recent Midwest
Market Studies

® An estimated 30,000 manufac-
~ turing establishments are located .

in the region, which consume or -

~ produce in excess of US$150 bil-

lion worth of goods and services
each year. The combined gross
state product of Illinois, Missouri
and Wisconsin is over US$500
billion per year, making the.

region an important engine for
are below the national average. sustaining U.S. economic growth.
® Over 60 Fortune 500 U.S. compa-
nies have their headquarters in
the territory. Key firms include:
(in Illinois) Amoco, Motorola,
Kraft Foods, McDonalds, Caterpillar,

John Deere and Archer, Daniels,

% Biotechnology Opportunity Guide, U.S.
Great Lakes Region (Code 239UA).

% The Multimedia Market in Illinois,
Missouri and Wisconsin (Code 273UA).

% Business Opportunities in U.S. Markets
for Potential Canadian Suppliers of
Selected Specialty Chemical Products

The Canadian Consulate’s main
role is to deliver programs and ser-
vices to assist Canadian firms to
take advantage of trade, investment
and technology opportunities.

Midland (ADM); (in the St. Louis (Code 80UA).
\area) Annheuser-Busch, Ralston | . U. S. Geomatics Market Update The Consulate’s Strategic Alliance
Punna Monsanto and Boeing (Code 25UA). Centre helps Midwestern and

;i rporaﬂon, (in Kansas City) H&R
d and Veatch, Sprint and
TASY 1 ms; and (in Wisconsin,
Ailwal e’ area) Case, Briggs

Canadian firms build licensing,
R&D, co-production or joint
venture relationships. Over 35
successful alliances have been
facilitated in the past two years
in a variety of sectors.

Continued on the next poge

A study of the Chicago and Midwest
art market will soon be available.
. To obtain copies, contact DFAIT’s
Inquiries Services at 1-800-267-8376
and quote title and code.

{ THE Wes: http://www.canadachicago.net
DA-U.S. RetatioNs HOME PAGE at http://www.dfait-maeci.gc. ca/geo/usa/busmess-e htm
ormation on doing business in and with the United States.

- Department of Foreign Affairs and International Trade (DFAIT) — -




Chicago — Continued from page 4

Recent Events

L« From November 19 to 21, 1998, the Consulate hosted
a delegation of women entrepreneurs from Northern
Ontario. While in Chicago, delegation members of the
Sudbury and Thunder Bay Chambers of Commerce

network with local entrepreneurs, and explore possi-
bilities for strategic alliances.

% As in the past, the Quebec Craft Council exhibited
at SOFA in Chicago in early October, representing
artisans from across Canada. The show also served as
a focal point for a New Exporters to Border States
(NEBS) mission organized by the Consulate. Mission
participants included aboriginal artists, gallery per-
sonnel, and provincial craft council administrators.

‘1% The fifth annual Northern Networks Conference

was held in Wausau, Wisconsin, from September 23
to 25, 1998. This is a major networking event for
small businesses in Northwestern Ontario and the
northwest regions of Wisconsin and Minnesota. The
Canadian delegation consisted of small companies —
many of which had modest exhibit areas — economic
development officials and local elected officials.

% The Early Stage Investor Conference, held in Chicago
on September 10, 1998, was a sellout. Co-hosted by
the Canadian Consulate, the Chicago Software
Association, KPMG, and the law firm of Gordon &
Glickson, 12 Canadlan companies joined 30 U.S. com-
panies in giving presentauons on their innovative
products to an audience of over 300 software execu-
tives, private investors and venture capitalists. Watch
for next year’s event at www.csa.org (

had the opportunity to learn about the local market,

Did you know?

Now dubbed The Silicon Prairie, the region is rapid-
ly emerging as a hi-tech hot-spot. Illinois is the
fourth-largest market for information technology.
employment in the United States.

Fortune magazine’s list of the world’s “Best Cities
for Business” ranked Chicago fifth.

. open its doors with “A Taste of Cana

‘UpcominG EVENTS

Promat ‘99 \

February 8-11, 1999 — Chicago

Recruitment is under way for a Canadian National
Stand to be held at the U.S.’s largest and most compre-
hensive material handling logistics trade event. For
more information, contact Dustchin Rock, Business
Development Officer, Canadian Consulate General,
Chicago, tel.: (312) 616-1870, ext. 3366, fax: (312)
616-1878, e-mail: dustchin.rock@chcgo01.x400.gc.ca

IT Partnering Event
March 23, 1999 — Chicago

The Consulate, KPMG and the Chicago Software
Association will again co-sponsor the IT Partnering
Event. If your software firm seeks partners, alliances,
value-added reselllers (VARS), this event is for you. For
details, see www.csa.org or contact Ann E Rosen, Senior
Business Development Officer, Canadian Consulate
General, Chicago, tel.: (312) 616-1870, ext. 3357, fax:
(312) 616-1878, e-mail: ann.rosen@chcgo01.x400.gc.ca

Midwest/Spring 1999 NASFT Fancy Food Show

March 21-23, 1999 — Chicago

The Consulate will host an information booth at this
event geared to showcase specialty products to food
retailers, importers, chefs and caterers. Canadian
companies are invited to join this virtual stand in the
International Pavilion. For more information, contact
Cathy Cameron, Business Development Officer,
Canadian Consulate General, Chicago, tel.: (312)
616-1870, ext. 3368 fax: (312) 616-1878, e-mail:
cathy.cameron@chcgo01.x400.gc.ca

Host Midwest ‘99
March 29-31, 1999 — Milwaukee
The New Midwest Express Center of Milwaukee

Midwest '99. The Canadian Pavilion will be the highlig]
of the 1999 show. Average event attendani
20, OOO and two out of every three attendees

— February 1, 1999
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~ New Exporter'of the Month

=

‘Centre in Edmonton.

As the only wholly Canadian-
owned manufacturer of glass fibres
for use in reinforcing plastics,
Fiberex had received occasional
inquiries through trade magazines
and the Internet.

“One such inquiry came last
October from a company in South
Africa,” recalls Fiberex CEO and
Chairman Fred Atiq.

“As with other inquiries,” he
adds, “we sent information about
our product, flew in samples, and
talked price over the phone. But
it stopped there.”

Enter the local ITC

Incorporated only two years ago,
the young manufacturer started
up production in a $20-million
plant just outside of Edmonton
last November, shortly after the
South African inquiry.

“The news of our new plant also
reached a very proactive Trade
Commissioner, Marilyn Wilson, at
the ITC in Edmonton, who gave
us a call,” says Atiq.

“We followed up with a meet-
” he adds, “where she told us
ow- the Government

O

itsv

“its” company in South Africa in
early December.

PEMD made the difference

Atiq spent five days in South
Africa, making presentations
about his product and having the
prospective buyer try it out.-

“Then we sat down and negoti-
ated about the price, eventually
coming away with a $1.8-million
deal - ongoing estimated value -
over one year,” says a happy
Atiq.

So what made the dlfference in
the face of stiff competition from
large international companies?

“Our customer liked our per-
sonalized service,” Atiq says, “and
was very impressed that we came
half way around the world to
negotiate face-to-face.

“But if it wasn’t for PEMD,” he
adds, “we would still be negotiating
from a distance. And you know
how effective that can be!”

A growing market

While in South Africa, Atiq also
made contact with four other
companies.

“But the product first has to be
tested and checked out,” he
admits, “before any sales prospects.
That's where developing a person-
al relationship can make all the
difference,” he adds, “giving you
an advantage over competitors

n Company Gets I.ocul Help
 Export Sale

g aking the first sale in world markets often takes months — even years — of preparation. For Fiberex Glass‘%
K Corporation, it all happened in-a matter of days thanks to expert

advice from the International Trade!

who are perhaps not willing to
make that extra effort.”

And he certainly found the
South African market worth the
extra effort.

“It's a very interesting and
buoyant market,” he says, “and
you can sense that it's a new
South Africa, where most compa-
nies are very appreciative of your

taking the extra effort to come
and deal face-to-face. It makes a -

big difference.”

Expanding markets
Since his success in South Africa,
Atiq has gone back to “his” ITC in

Edmonton and Marilyn Wilson, .
who is helping him develop a mar-
keting plan for other markets — :

South America, Europe and the
United States.

“She also helped us get on the

WIN Exports database,”
“which will make our product
known to Canadian Trade Com-
missioners around the world.”

As a matter of fact, just last |
month Fiberex got its first order |

south of the border, and is follow-
ing up on contacts made there

he says,

(SR

after attending a U.S. trade show |

last October. v

For more information on Fiberex
Glass Corporation, contact CEO
and Chairman Fred Atiq, tel.: (403)
980-1300, fax: (403) 980-1330.

Department of Foreign Affairs and International Trade (DFAIT) —
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resident Allan Graff, with an oppor-
‘tunity to supply his organic grain to
;]uvel Kvarn AB, a flour mill in
Goteborg, Sweden. This single tele-
Iphone call set in motion a lasting
elauonshlp with a new customer,
Jsomething Graff doubts would have
happened if it wasn’t for IBOC.
“Though 1 export about 95 per
cent of my crops, I hadn’t thought
of Sweden as a potential market,”
says Graff. “But IBOC changed that.
They had matched the customer’s
Ineed with a potential Canadian
supplier and came up with my
name. I sent the contact some grain
samples, negotiated the wheat price
and the freight cost, and we haven't
looked back since.”
To date, Graff has shipped
approximately 660 tonnes of organ-
ic hard red spring wheat — the
equivalent of 33 train cars — to the
Swedish flour mill. “Our contact in
Sweden has been a very honourable
man to deal with and I hope he
thinks the same of me,” he says.

E}he Centre approached Reid Hill

{“And thats what makes for good

trade relations.”
Reid Hill Farms’ business oppor-
tunity was set in motion by Ulla

‘Stockholm. After

D eid Hill Farms of Vulcan, Alberta, has watched its exports grow, thanks to a lead prov:ded by the International
1.\, Business Opportunities Centre (IBOC).

Hansson, a commercial officer
with the Canadian Embassy in
receiving a
request from Juvel Kvarn AB for
names of potential Canadian sup-
pliers, she asked IBOC to supply
her with a list. Searching a variety
of databases and working with a
vast network of business contacts,
IBOC came up with Graff’s name,
among others.

“The call was totally out of the
blue,” adds Graff. “But I was able to
fill the order with no problem. It
has opened up a whole new market
for us.”

IBOC works with Canada’s trade
commissioners around the globe
to match Canadian companies
with trade and investment oppor-
tunities and strategic partnerships
worldwide. As the sourcing centre
for Team Canada Inc, the federal
government’s network of export
service providers, IBOC also works
closely with a number of govern-
ment organizations, including the
Department of Foreign Affairs
and International Trade, Industry
Canada, Agriculture and Agri-
Food Canada and the Canadian
Commercial Corporation.

IB&C C

International Business

Opportunities Centre d’aifzm:s .mma

Quick Facts

~ince it opened in 1995, IBOC has
Jcontacted more than 15,000
Canadian companies, and has
responded to more than 10,000
inquiries from foreign buyers.
Thanks to IBOC, more than
5,000 Canadian firms have been
in contact with foreign buyers,
resulting in 1,500 matches.
IBOC’s sourcing experts use a
variety of databases, as well as'a
large network of business contacts
across the country, to identify
Canadian companies of all sizes.
IBOC is jointly operated by
the Department of Foreign Affairs
and International Trade and
Industry Canada, and has a work-
ing partnership with Agriculture
and Agri-Food Canada.
IBOC is also the sourcing cen-
tre for Team Canada Inc.
Want to learn more? Visit .| /1
IBOC’s Web site at www.dfait-
maeci.gc.ca/iboc-coai

.
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Looking for Export Opportuniiies?

Make sure you are registered in the WIN Exports d base whic
commissioners abroad to promote your companys. i
Fax your request for a registration form to 1-8005
Or call 1-800-551-4946 (613-944-4946, from the\K\I

| February 1, 1999

IBOC Successes
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Trade Commissioner Service.

Key Contacts Search
l-'mdmg Key Players inside your Target Market

Through research and preparation alone, Canadian compa-
nies can often arrive at the threshold of a promising foreign
market. Success in crossing this threshold and establishing
a solid presence in a foreign market can depend on the

"quality of help received from key players inside your target

market. The Canadian Trade Commissioner Service (TCS)
can help you find those key players.

As a newcomer abroad, you will find it necessary to
make contacts and form business relationships with
knowledgeable persons within your target market. Key
players know the local scene and can provide the kind of
market-specific intelligence you will need to refine and
implement your entry strategy.

At your request, and after you have gone through
the information readlly available in Canada, TCS officers
abroad can provide you with a customized list of rep-
utable contacts useful in entering and developing the
local market. This list may include any of the followmg

e potential buyers, partners

e agents, manufacturers’ representatives

e distributors, importers

¢ consultants, accountants

e government officials -

e associations, chambers of commerce

- o freight forwarders
lawyers, patent attorneys

e technology sources
e financial institutions.
To make the list as relevant to your needs and as useful

as possible, our officers need to know about your company
and your business plans. The following are some of the

typical questions asked by foreign clients and contacts:
e How do you plan to enter the market: exporl
license, joint venture or investment?
* How would you describe the typical buyer, dlsmbutor

agent or partner you want to work with in your target |

market?
» Who are the end users of your product or service? Who |
do you sell to in Canada and abroad, and how?
The key contacts list you receive depends largely on the
thoroughness and detail with which you respond to the

questions typically asked by foreign clients and contacts. ;

i

Good contacts can take years to establish and our officers !

want to keep them for the ultimate benefit of all Cana- .

dian companies that have a potential in the market.

Canadian companies should understand that officers put |

their credibility on the line each time they refer a Canadian

- company to a local contact. The better the information you

provide, the higher the quality of information our officers
will be in a position to supply your company.

If you're ready to talk to key players in your target mar- |

ket, the Trade Commissioner Service can get you going.

Expand your
‘Horizons

i S e PR ) M madantne st

F‘MISSIONER SERVICE

» Market Prospect Ve Key Contacts Search
* Local Company Information  ® Visit Information
-to-face Briefing * Troubleshooting
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{tant, Milan, Italy. This is

; MCFARLANE, Keith
Commercial Counsellor,

| Mr. McFarlane began
{ his career in the public
service as an agriculture, fisheries.

I posted to Europe.

HAMEL, Bruno
Vice-Consul and Trade
Commissioner Assis-

Mr. Hamel’s first field
posting. He previously worked as a
trade relations officer in the European
Union Division and taught interna-
tional relations from 1993 to 1997.

KALISCH, Norbert
Counsellor and Head -
Trade, Investment, Science
and Technology, Bonn, S
Germany. Mr. Kalisch has

several field postings to his credit,
including Bogotd, Nairobi, Helsinki
and Rome, where he was Minister-
Counsellor. His most recent positions
in Ottawa include Director, Import
Controls, and Trade Policy Planning.

MANUGE, Grant

Consul and Senior Trade
Commissioner, Milan,
Italy. This is the fourth
field posting for Mr. Manuge,
his first three being Bogot4, Hong Kong

| and Beijing. Among other positions,

he was Director of Communications
for the former Canadian Exporters’
Association and Assistant Dlrector
China Division.

Lisbon, Portugal.

and food trade development officer,
a position he held for 15 years.
He then worked as trade commis-
sioner in Caracas, Bucharest,

‘McNAIRNAY, Harold

CanadExport

New ‘ Trude ?(o'mmlssmners Oversea

Wellington and'Auckland, and in
other departments in Ottawa.

Consul and Senior Trade
Commissioner;, Hamburyg,
Germany. Cities such as
Jakarta, Lima, San José and
Tokyo have welcomed Mr. McNairnay
as trade commissioner. He has also
worked in Ottawa as Deputy Director,
South America Trade Development
Division, and Middle East Division.

PETERSON, Deborah
Vice-Consul and Assis-
tant Trade Commissioner,
Munich, Germany. This
is Ms. Peterson’s first field

posting. Since joining the Depart-
ment, she has held positions in the
Eastern Europe and Central Europe
Divisions. '

POUND, William H.
Minister-Counsellor
(Economic and Com-
mercial), Rome, Italy.
Mr. Pound’s career as a
trade commissioner has taken him
to Lima, Amman, Sio Paulo and
Kuwait. He has also been Deputy
Director, Latin America and
Caribbean Trade Division.

REISSNER, Leslie T.
First Secretary (Commer-
cial), Berlin, Germany.
This is Mr. Reissners ¥
third field posting, the
other two being Beijing and Hong
Kong. In Ottawa, he worked for the
European Union, Southern Europe,
and Environment Divisions.

For the fourth article in this series, CanadExport highlights the second and last part of trade commissioners recently

REYNOLDS, Tracy
Third Secretary - (Com-
mercial), Moscow, Russia.
This is Mr. Reynolds’
first posting in the Trade
Commissioner Service.

ROBERT, Denis
Commercial Counsellor,
Paris, France. Mr. Robert
began his career in the
public -service as a parlia-
mentary intern, then a research
associate at the Institute of Inter-
governmental Relations. Before begin-
ning his second field posting, he
worked in the European Union and
Trade Policy Divisions.

SCHOFIELD, _]oh_n R.
Consul and Senior Trade
Commissioner, Diisseldorf,
Germany. Mr. Schofield ~«
spent the first_half of his

careér promoting tourism in Canada
in New York, Dallas, Los Angeles,
Frankfurt and Saskatoon. He then
held various positions in Ottawa
in several sectors for the Trade
Development Operations and In-
vestment Promotion Divisions.

SCOTT, Jon
Consul and Senior Trade
Commissioner, Munich,
Germany. Mr. Scotts career#, S
as a trade commissioner
taken him to cities as dive
Caracas, Bonn, Jakarta,
Dacca. Closer to/home he

ent po
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International Financial Institutions

T he International Fund for Agri-
L. cultural Development (IFAD) was
established in 1997 as a specialized
agency of the United Nations follow-
ing a decision made at the 1974 World
Food Conference. Canada was a
founding member and played a very
active role in developing its mandate,
objectives and architecture. IFAD
headquarters are located in Rome.
IFAD combats hunger and rural
~ poverty in low-income, food-deficit
regions of the world. It funds rural
development projects, specifically
aimed at helping the poor to increase
their food production, raise their
income, improve their health, nutri-
tion and education standards, with
household food security as a core
strategic objective. IFAD’s main tar-
get groups are the landless and near
landless, marginal farmers, small-

scale and artisanal fishing communi-

ties, nomadic and indigenous popu-
lations and poor rural women.

IFAD does not borrow money on
international markets, but rather
relies on donor funding from
Replenishments and Investment
income. Nine major areas are
supported, including agricultural
development, rural development,
credit, irrigation, livestock, fisheries,
settlement of displaced  persons,
food storage and processing.

'\ In 1997, IFAD approved 33 new
“loans valued at US$408 million. IFAD
5 ides limited grant programs

sternational Fund for

CanadExport

(US$35 million in 1997) in' support
of agricultural research and support
to selected training institutions
and non-governmental organization
(NGO) coalitions. - Canada provides
$9.2 million per year to the Fund.

IFAD produces a report on business
opportunities which supplies infor-
mation on projects approved by the
Fund’s Executive Board. Procurement
activities on loans start once condi-
tions for loan effectiveness are ful-
filled. Loan effectiveness can vary
from three to several months after
project approval, depending on the
individual projects.

As responsibility for project
implementation rests with the bor-
rowing countries, it is recommended

tional Fund for Agricultural Development

that interested firms contact the:
national executing agencies for|
additional information on businessg
opportunities. !

The Fund is governed by an’

Executive Board of 18 directors. There

are eight directors representing Orga-
nization for Economic Co-operation
and Development (OECD) countries,
four representing Organization of
Petroleum Exporting Countries (OPEC),
and six from developing countries.

For consultancy service contracts,
firms and individuals can register
with IFAD by contacting Ms. Giulia
Romagnoli, tel.: 011-39-06-5459-
2002, fax: 011-39-06-504363, e-mail
g.romagnoli@ifad.org. IFAD’s Inter-
net site is http//www.ifad.org

maeci.gc.ca/ifinet).
Here is the content of this issue:

. EBRD and the Year 2000.

IFInet

The Quarterly EBRD Update is now available on IFInet.

Subsequent “EBRD Updates” prepared by the Office of the Executive
Director for Canada and Morocco will be published under the heading
“Publications and Guides,” which can be accessed by clicking on the
International Capital Projects icon on the IFInet site (http://www.dfait-

e  EBRD President Horst Kohlers first visit to Moscow

¢ EBRD initial Response to the Russian Crisis

e  Impact of the Russian crisis on the Bank’s portfolio

¢ Reaction in the City (London) to the Russian Crisis
World Bank-IMF Annual Meeting

EBRD Project Approvals during the last quarter

e EBRD Country Strategies approved during the last quarter

:

/

IFInet: Getting your Share of the IFI Market

n{smati al financial institution (IFI) business opportunities. You will find information on projects
underfaken by Canadian consultants with IFIs, and a list of Canadian International
rojects. Business guides for exporters are also available. Don’t miss the “International

S

=
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T he Working with the World
] (, campaign was officially launched
in Ottawa on October 1, 1998, by
Diane Marleau, Minister for Inter-

{national Cooperation and Minister

responsible for La Francophonie,
Hugette Labelle, President of the
Canadian International Development
Agency (CIDA), campaign partners
and the Alliance of Manufacturers
& Exporters Canada (the Alliance).
The kickoff ceremony presented
the campaign’s action plan, an in-
camera session with Minister
Marleau, .followed by a reception
with CIDA officials.

Working with the World is a
national campaign aimed at build-
ing strong support for foreign aid
and its linkages with trade. The
campaign will profile the value that

Y R ST T Y W T b

CanadExport

WORKING WITH THE 'WORLD Campaign
I.uunched in Ottawa |

Canadian business brings to the
developing world and to our eco-
nomy when involved in interna-
tional development.

The campaign has been developed

‘and supported by the Alliance, CIDA

and private-sector partners, includ-
ing, as lead partners, SR Telecom Inc.
and CAE Electronics Inc.; as secondary
partners, AGRA Inc., Apotex Inc.,
Alcan Cable, Canpotex Limited and
Semex Alliance; and as tertiary

\
partners, Acres International Inc.,

ATCO Structures Inc., Agriteam
Canada, Baxter Corporation, Bioniche
Pharma, Cowater International, GM
Diesel, SNC-Lavalin, LIOH Inc.,
HVNetworks, Nortel Networks,
Tecsult International Ltd. and John
Van Nostrand & Associates.

For more information, contact
Andrée Mongeon, tel.: (613)
233-8617, fax: (613) 230-1258,
e-mail: markant@intranet.ca

¢

“s your company interested in long-
Iterm business opportunities in
Africa, the Middle East, Asia or Latin
America? Does your company have
over $1 million in annual turnover?

o e

'n 1999, the Award for Canadian-
L American Business Achievement
marks its fifth year of recognizing the
positive contribution that innovative
business partnerships make to both

{ Canada and the United States.

In 1994, the Canadian-American
Business Council and the Canadian
Embassy in Washington, D.C., estab-
lished the Foundation for Canadian-
American Business Achievement to
gather information about successful
alliances between Canadian and
American companies.

Companies must demonstrate
business growth, innovation and

 NOMINATIONS OPEN FOR 1999 AWARD FOR
(CANADIAN-AMERICAN BUSINESS ACHIEVEMENT

community contribution as a result
of the partnership or alliance.

Past winners will gather in
Washington in June, when Am-
bassador to the United States
Raymond Chrétien will present the
award to this year’s winner.

Firms may nominate other firms
or themselves. Nomination forms
can be obtained from the Foundation
for Canadian-American Business
Achievement at 7 Heather Glen
Crescent, Stittsville, ON K25 114,
tel.: (613) 831-7713, fax: (613) 836-
9939. The deadline for submission of
nominations is March 19, 1999.

Business Help in a Developing Country

If you have answered “yes” on both
counts, read on. :

The federal government’s Industrial
Cooperation Program (INC), man-
aged by the Canadian International
Development Agency (CIDA), can
share the front-end risks with you
during the study and implementation
stages of either an investment or
contract opportunity overseas, in-
cluding build-operate-transfer (BOT)
infrastructure projects.

With over 20 years of experience,
CIDA-INC can provide your firm with
advice and funding on a cost-shared
basis for expenses related to studies
and a project’s actual implementation.

For more information, contact/
CIDA-INC, tel.: (819) 953-5444,
fax: (819) 953-5024, Interje
http://w3.acdi-cida.gc.cal ™
A similar program,

— February 1, 1999

Trade News




Trade News

investment attraction initiatives.
The program will support up to
50 per cent of eligible costs, to a
maximum of $50,000 per project,
and will be administered by federal
officials at the provincial/territorial
level. -

of Halifax and Winnipeg, and several
mayors from the National Capital
Region.

Two-tier approach

PEMD-I1 support will be available
to non-profit, public-private sector
partnerships working at the local
level to attract new foreign invest-
ment to their communities. The fed-
eral contribution will act as a catalyst
for contributions from other levels of
government and from the private
sector. Private-sector involvement is
required for federal participation
under PEMD-1. Support will be
based on a two-tier approach to
defining and meeting community
level needs. Communities must pre-
sent a business case for their project
proposals.

Tier One support will be prov1ded
for smaller projects in communities
seeking to become “investment
ready.” Program activities will
include training, database devel-
opment, studies, development of
plans, and implementation of

Tier Two support will be aimed
at more comprehensive projects
designed to directly attract invest-
ment into Canada and which are
incremental to ongoing communi-
ty level economic development
programs.

Tier Two will be administered
on a national basis by the Depart-
ment of Foreign Affairs and Inter-
national Trade (DFAIT). Project
applications requesting federal
support in the $50,000 to $300,000
range will be evaluated on a nation-
wide competitive basis. The empha-
sis will be on promoting excel-
lence in community-based foreign
investment promotion.

PEMD-1 will emphasize the
development of content for foreign
investment promotion campaigns,

Contracts Awarded

V;lacer Dome Inc. (Vancouver) announced last November that it has
, reached agreement (expected to close next month) with Western
s Limited of Johannesburg, a subsidiary of the largest South African
\ oifse _]CI to form a 50-50 joint venture — to be managed by

but the program will not support
costs of foreign travel.

Application forms for Tier One
are available from the Senior Trade
Commissioner at the International

Trade Centre in your region. For Tier;
Two applications, contact the Deputy
Director, Investment, Science and
Technology Division, DFAIT, 125
Sussex Drive, Ottawa, ON K1A 0G2, ;
tel.: (613) 996-2157, fax: (613) 996
1370. For further information, visit |

the DFAIT Web site at wwwdfan
maeci.gc.ca/investcan

TRADE COMMISSIONERS
— (Continved from poge 9

SINCLAIR, Robert
Third Secretary (Com-
mercial), Moscow,
Russia. This is the :
first field posting for

Mr. Sinclair, who has for some time
worked in the Legal Operations
Division.

THOMSON, lan
Commercial Coun-
sellor and Section .
Head, London, England. &
Mr. Thomson’s career
has involved positions related to
marketing, trade development
and trade policy. Among others,
he has been an agricultural advi-
sor to the Mission of Canada to
the European Union (Brussels)
and Director, Trade Management,
Agriculture Canada.
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L.As VEGAS — November 2-5, 1999 —
The largest combined automotive
ftermarket trade show and confer-
nce in North America is hardly over
‘and it is already time to gear up for the
mext event in November.
That's when the Automotive
ftermarket Industry Week (AAIW)
will take place again, with two shows
(each with three participating associa-
tions) in two' locations conveniently
Iconnected via shuttle buses. These
include the Specialty Equipment
Manufacturers Association (SEMA),
. fAuto International (Al), and the
¢ |International Tire Exposition (ITE)
. |held at the Las Vegas Convention
Center, while the Automotive Service
Industry Association (ASIA), the
Motor and Equipment Manufac-
turers Association (MEMA), and the
- {Automotive Parts and Accessories
Association (APAA) are located at
the Sands Convention Center.
SEMA-AI-ITE focus on automotive
specialty and performance parts, cus-
Jtom accessories and a full range of
domestic and import parts and acces-
sories. ASIA-MEMA-APAA exhibit
traditional replacemen’t—répair parts
and accessories, chemicals, tools,
service and repair, machine shop,
{paint, body and collision equlpment
and heavy-duty truck parts.

An event based on success

|Close to 90 Canadian companies par-
{ticipated in these events, expressing
satisfaction at the results — contacts
made and potential sales leads.
Exhibitors can tap into the domes-
tic as well as offshore markets due to

the large number of foreign buyers
who represent close to 20 per cent of
all attendees.

The Canada Information Booth

promoted Canadian industries and.

25 companies participating through
brochures, and handled some. 600
trade-related inquiries while promot-
ing investment and generally support-
ing the Canadian exhibitors.

The  Automotive  Industries
Association of Canada (AIA), which
represents Canada’s automotive after-
market industry, also hung its shingle
at both shows, partnering with the
federal government to promote
Canadian manufacturing capabilities
in general and those of its company
members.

Inquiries related to Canadian issues
such as supply sources and investment
opportunities came from U.S. and
Canadian companies, with a large per-
centage coming from Latin America,
Europe, Asia and Australia.

Market trends, strategies and opportunities
The Canadian auto parts industry
has done very well, doubling sales
between 1991 (the end of the reces-
sion years) and 1997 from $12.7 bil-
lion to $25 billion — most of it to
the United States.

In 1997, automotive specialty
equipment market sales in the U.S.
reached $6.85 billion at the manufac-
turer level, an increase of 57.4 per cent
over 1990 sales of $4.35 billion, while
retail sales stood at $19.33 billion.

The total number of cars and light
trucks registered in the U.S. increased
12.1 per cent, going from 179,299,202 in

|
1990 to 201,070,397 in 1997, averaging
a 1.7-per-cent increase each year from
1990 to 1997, while increases in special-
ty equipment sales averaged 8.2 per cent.

Some of the reasons for this growth
is the innovative and entrepreneur-
ial spirit that drives the industry.
Developments of high-tech compo-
nents such as computer chips and
navigational devices, has resulted in
safer, more efficient and enjoyable
vehicles. As a result, the industry has
grown faster than the economy and
has created thousands of new jobs.
Discretionary income increases have
contributed to this growth pattern.

In addition, the speed of innova-
tions introduced into the market-place
leaves the original equipment manu-
facturer in a constant battle to keep up
with the novelties, considering that
new vehicle development and design
requires at least two to three years.

Another trend will be the grouping
of add-on components offered as a
package to dealers, or if not dealers,
directly to the end user.

The specialty equipment industry is
seen as having three major segments
based on the general application and
purpose of products and services:

appearance and body accessories; s/

racing and body accessories; and
wheels, tires and suspension. / ’

The light truck market is the largest

of the seven major mches
facturers have increased 't

— February 1, 1999
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Trade Fairs and Missions

Brazii. AND CoLoMBIA — March 8-12,
1999 — An exciting new program
recently launched by the Department
of Foreign Affairs and International
Trade (DFAIT) and Industry Canada
will introduce export-ready compa-
nies to two South American markets.

The New Exporters to South

America Program (NEXSA) is a
‘unique approach to trade missions
which offers participants market
training and preparation in Canada,
followed by a five-day customized
program of appointments.

Batimat Turkey '99

IsTANBUL, TURKEY — March 4-7,
1999 — The annual building materi-
als and construction technologies
exhibition, Batimat Turkey 99,
draws international exhibitors (200
in 1998) and visitors (16,000 in
1998) from all over the world, as
well as buyers from Turkey and
neighbouring countries.

Batimat 99 is an excellent venue
for manufacturers to promote their
products and services and to meet
potential customers. Given the fast-
growing building- materials. and

.equipment market in Turkey and

anada’s recognized capability in
sector, Canadian companies

to this growing market.
Dfe information contact

miss out on this opportu- _

This first NEXSA mission targets
the plastics and advanced manufac-
turing packaging sectors. Participants
will have the opportunity to visit
BRAZILPLAST 99, a large South Ameri-
can trade show held every year in Brazil.

The program may also include
networking receptions with local
associations and trade media, site
tours and additional elements such

lew Exporters to South America Progmm luunches
lastics and Packaging Mission

as private visits to potential buyers,
agents and partners.

For more information, contact your
nearest International Trade Centre, or
Doreen Conrad, South American
Division, DFAIT, fax: (613) 943-8806.

Residential furniture manufacturers '
should watch for an announcement
of a NEXSA mission to Chile and
Argentina to be held May 17-21,1999.

e

DoHA, QATAR — March 14-17, 1999
— The third Doha International Oil
and Gas Exhibition (DIOGE °99),
held at the Qatar International
Exhibition Center, could be a gate-
way to opportunities for Canadian
companies to expand their activities
in the Middle East.

The show, organized by Qatar
Expo and endorsed by the State of
Qatar through the Qatar General
Petroleum Corporation (QGPC),
will run parallel to the third Doha
Conference on Natural Gas, orga-
nized by QGPC.

Mipoie East OiL AND GAs SHow HEeatinG Up

Qatar will spend close to $18 bil-
lion until the year 2000 for oil and |
gas exploration, development and
operation. DIOGE ’99 will offer
Canadian companies a good oppor-
tunity to promote their. products
and services in the Gulf market. | .

The show’s success is backed by !
strong support from host govern- !
ments and state-owned companies.

For more information, or to regis-
ter, contact Khalid Hilal, Suca Inter-
national, Ottawa, tel.: (613) 237-0463,
fax: (613) 237-6189, e-mail: hilal@s
print.ca, Internet: www.qatarexpo.com

'U.S. Automotive Aftermarket _ ot fampege 1

Trucks, particularly pick-ups and
SUVs, continue to power auto sales to
near record levels, leading to a decline
in sales of passenger cars. Sales of full-
size pick-ups and monster SUVs are
expected to continue to grow over the

next five to seven years, then begin to

level off.
- All these trends should augur well
for the automotlve aftermarket.

-sulate General in Los Angeles, tel:

S T A A 3 g

For more information on AAIW
99, or how to participate, contact
Patty Kettles, AIA, tel: (613) 728
5821, ext. 100, fax: (613) 728-6021;
or Bernard Brandenburg, Business
Development Officer, Canadian Conr

(213) 346-2753, fax: (213) 346-2767,
or Durban Morrow, DFAIT, tel.: (613)
944-7486, fax: (613) 944-9119.

Department of Foreign Affairs and International Trade (DFAIT) — ?
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SEouL, KOREA — April 15-18, 1999

— The article on SEOUL FOOD ’99
that appeared in the previous issue
of CanadExport (Jan. 15, p. 15)

{should have contained the follow-

ing additional information: As a

{special arrangement this year, the

Canadian Embassy in Seoul has

CanadEXport

offered to rent and staff a booth on
behalf of Canadian exporters who
want to have promotional materi-
als exhibited and benefit from any
trade leads generated from this
exposure.

Companies interested in parti-

tive should contact immediately,
as capacity is limited, Murray
Pearson, Counsellor (Agriculture-
Food), Canadian Embassy, Seoul,
el.: (011-82-2) 3455-6000, fax:

(011-82-2) 755-0686, e-mail:
murray.pearson@seoul01x400.gc.ca

cipating in this low cost alterna-

"T>he Canadian Association of

. Mining Equipment and Ser-
vices (CAMESE) has published
the 1998/99 CAMESE Compendium
of Canadian Mining Suppliers.
The third in an annual series, this
120-page book contains useful
information about the dynamic,

J|technologically advanced, environ-

mentally sound suppliers that help
keep Canadian mines among the
most efficient in the world. Profiles
of 234 of Canada’s prime mining
equipment suppliers are included, as

well as an index to permit easy cross-

referencing by readers searching for

| sources of particular goods or services.

CAMESE is a non-sales trade asso-
ciation of more than 230 corporate
members, which helps mining sup-
pliers to export to world mining
markets and assists foreign buyers,
dealers and others find suitable
Canadian business partners.in the
mining supply sector.

CAMESE Releases New Compendium of Mining Supplicrs

To order a copy of the Compendium, Much of the material in the
contact CAMESE, 101-345 Renfrew Dr, Compendium is also available on
Markham, ON L3R 959, tel.: (905) the Association’s Web site at
513-0046, fax: (905) 513-1834, e-mail: www. camese.org
minesupply@camese.org

" REGISTRATION URGENTLY SOUGHT IN THE
BorTIn INTERNATIONAL 1999

he 6th edition of the Bottin international [international directory]
. will be published early in 1999.

Thls directory provides the mailing addresses and telephone numbers,
countries of intervention, areas of activity and other information on
Quebec firms, organizations, institutions and consultants active on the
international scene, and the province’s foreign partners.

Thousands of copies of the directory are distributed free of charge to
international organizations working in Quebec and Canada, and in the
foreign countries where Quebec and Canadian organizations operate. The

Bottin can also be consulted on the Internet, and a hypertext link can be _

established with your site. The registration fee is $55, plus taxes, and*’i

your application must be sent as soon as possible. f -
To register or for further information, contact QUEBEC DANS\‘;‘

LE MONDE, tel.: (418) 659-5540, fax: (418) 659-4143)
info@quebecmonde.com, Internet: http://www.quebecmélr}“

f

MARKET
REPORTS :
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— February 1, 1999

I

urch Centre produces a full range of sectoral market studies to help Canadian
1, some 400 reports are available in 25 sedor; raiigi ui
forest industries, plastics, space and tourism.
0) or on the Internet at http:// ; mfoexporti

Trade Fairs and Missions

Publications
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Business Agenda

CRrOss-CANADA: Vancouver, Calgary,
Saskatoon, Winnipeg, Toronto,
Kitchener-Waterloo (TBC), Montreal,
Ottawa, Halifax — March 3, 1999 —
The Department of Foreign Affairs
and International Trade (DFAIT), in
conjunction with the International
Trade Centres (ITC) and the Canada
China Business Council (CCBC),
~will host a cross-Canada Video
Conference and Knowledge Café to
enhance understanding of the mar-
ket opportunities for SMEs in China
and to promote greater awareness of
trade support services for new
export-ready firms.
- The event will begin with a video
conference, which will include a
keynote address by Minister for
International Trade Sergio Marchi,
and feature Howard Balloch, Cana-
dian Ambassador to Beijing, Robert
Collette, Minister (Commercial),
Canadian Embassy, Beijing, Michael
Fine, Senior Trade Commissioner,

Canadian Consulate General, Hong
Kong, and Senator Jack Austin,
President, Canada China Business
Council. Following the presenta-
tions, there will be a question and
answer period where speakers will
field questions from participants
across the country.

Knowledge Cafés will follow the
video conference session in each city.
Chaired by the International Trade
Centres, these sessions will focus on
such topics as financing, business
services, joint ventures and business
culture in China. Outside experts will
also be brought in to discuss the
challenges of the China market for
Canadian SMEs. Each panelist will
give a brief presentation and then
respond to questions from partici-
pants, who will also have the oppor-
tunity to network with speakers and
other participants.

Participants will also receive a
copy of the new SME Survival Guide

TV Shows

ATLANTIC CANADA — February-May
1999 — The Atlantic Canada Oppor-
tunities Agency (ACOA) will work
-. with Global Television Network to
; develop, as part of the popular The
’ eading Edge program, a series of
shows, each exploring

Coming Up

a theme related to entrepreneur-
ship, including exporting. The
show will start in the Maritimes on
February 7, at 6:30 p.m., and in
Newfoundland it will be carried on
NTV beginning April 11, and
nationally on Prime TV.

to China, which was compiled in
consultation with China-based
specialists and is posted on the
DFAIT/China Web site. This compre-
hensive survival guide covers the ins
and out of how to do business in
China and should answer most of the

essential questions for a new SME

exporter to the market.

If you are an SME with expor|

experience and are interested in
entering the China market, this is;

your opportunity to gain valuabk,

insight into this challenging market
We hope you will join us. The parti
cipation fee for this event will be
$25.00 per person.

For more information, contact
the China and Mongolia Division
(DFAIT), tel.: (613) 996-3607, fax
(613) 943-1068.

Correction

One of our regular readers has

“Focus on the United Nations”,
which appeared in our November
2, 1998 issue, the last sentence in
the second paragraph under
UNICEE p. X, should have read:
“UNICEF hires consultants on

which may last up to 11 months.”

DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information can be
1QUINICS obtained by contacting the InfoCentre at 1-800-267-8376 (Ottawa region: 944-4000) or by fax ot (613) 996-9709; by calling
' ltes InfoCentre FaxLink (from o fox machine) ot (613) 944-4500; or by occessing the DFAIT Imernet World Wide Web site of
e o huf//www.diai -maed.gc.ca

Return requested

if undeliverable:
CANADEXPORT (BCS)
125 Sussex Drive
Ottawa, ON

K1A 0G2

MAILX>POSTE
;L':” NBRE
2488574
OTTAWA

Port pove

®

pointed out that in the supplement,

Special Services Agreements (SSA), |

!
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he Tradg Research Coalition
. (TRC) and the Department of :
oreign  Affairs and International .
rade (DFAIT) invite you to parn-
pate in an international celebration -
f Canadian women's business suc- ‘
esses in both domestic and inter- -
natlonal markets on International
Womens Day, March 8, 1999.
Canadlan women entrepreneurs
lead over 700,000 firms (more than
430 per cent of all businesses in

{for 1.7 million Canadians. The TRC
—an adwsory board of public and
{private-sector representatives — was
formed to quantify the 1mportance
: of women business owners. in
' Canada s export trade and to dxscov- :
er how women entrepreneurs suc-
| cessfully enter export markets.
| On March 8, Minister for Inter-
national Trade Sergio Marchi will
release to the public the first-ever
study of Canadian women business

owners and their exporting activities.

Continued on page 1 6 — Businesswomen's

Canada) and provide empldyment i

Vol 17, No. 3 — February 15, 1999

First- ngtkmtmnl Assocmtlons

UO"H o ’EDUMN

ympost

on Exporting

Strengthens Purmershnps

elegates from 73 Canadian associations, representing thousands of members
from all industry sectors, gathered in Ottawa on January 21, 1999, to take

part in the first-ever National Associations Symposium on Exporting.

Opening the Symposium, Minister for
International Trade Sergio Marchi
told participants that this event was

Minister for International Trade Sergio Marchi greets
participants at the National Associations Symposium
on Exporting; (from left to right) Minister Marchi;

Peter McLachlan, Deputy Director, Market
Support Division, DFAIT; Michael Makin,
President, Canadian Printing Industries
Association; John Lowood, Director, Wood
Panel Bureau; Ed Kennedy, President,
Geomatics Industry Association of Canada.

“an important part of the Department

of Foreign Affairs and International
Trade’s (DFAIT) ,commitment to
building and strengthening its part-
nership with the private sector to
increase exports.

The Symposium was organized to
provide a forum where associations
could share their experiences and

ideas on innovative ways of

promoting success in foreign

markets. It was also designed

to encourage and strengthen

the partnérship between DFAIT

and national industry associa-

tions to build and promote
. Canada’s export capabilities.

Partnership key to trade success

“The Team Canada and Inter-
national Business Development
missions have proven the value

(ontinued on page 2 —
First National Associations

INSIDE INSIDE INSIDE INSIDE

International Financial InSHHUKIONS ....coceercerrnen WK ]
The U.S. Connecrion .5
Business Council/Associntion News:x .....
Sharing Trude Secrets :

epartment of Foreign Affairs ond International Trade (DFAIT)
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and success of public and private-sector partnership,”

the Minister said.

“You and your mem-
bers have participated
in these missions, you
have worked with us
on market access issues,
and you have been a
valuable source of in-

" formation and support

in our trade agreement
negotiations,” he added.

“You are keeping your
members informed of
these and other trade
issues, and 1 am pleased
and encouraged to see
all of you here today.
It tells me that we
will continue to work
together to build a
stronger future for
Canada.”

. has come for me to retire.

receiving CanadExport for m

efforts to market Canadian products, mainly in the

_U.S. and Southeast Asia. S R
- In doing so, the help provided in your pages became

mandatory reading when planning a sales trip. ,

- The Embassies and Trade Commissions in Singapore,
Jakarta, Islamabad and Sydney (Australia) became closer
mentors; these in particular were valuable.

- Thank you once again’ for- this excellent publication”

that is so respected both at home and abroad. -

Participants took advantage of an information fai
during the Symposium to learn about Team Canad:

As your records will show,. I have been anxiously
any years, and now the time -

Over the years, I've looked forward to the invaluable
- assistance and guidance that you have provided to
~ Canadian industry, and to me in particular, in my

Inc export support tools
and to examine opportu
nities for co-operation.
On-line demonstrations
and information was pro-
vided, among others, by
the Team Canada Marke
Research Centre, Internatic-
nal Business Opportunities

Centre, WIN Exports; YLom
IFInet, Canadian Trad' Yop.
Commissioner Service and| Y is
the Export Development, Bt
Corporation. - help

In the closing session,it| Yran
was agreed to explore fur} Yo
ther ways for associations: | E

and Team Canada Inc o]

work together on export. ey

promotion initiatives.
An evaluation is being:

The Symposium fea-
tured a series of work-
shops where associa-
tions from different
industries exchanged
ideas on formulas for
success in international

service!

" 'Thank you and your organization for an excellent

- Yours sincerely,
J.E. Penman

. z
sent to all participants to;
assist in planning future,
activities.

on the Symposium, fax the
arket Support Divisior,

trade.

N\ Feedback from  participants
indicated overwhelmingly that
\l walked away with new ideas

C \ suppoyting their members’
2 rts. In addition, the -

@g; opportunity resulted

nergies between asso-

At (613) 943-8820.
/

-
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muroport Poland, a newly established company, has received a US$65-million loan from the European Bank for
__«Reconstruction and Development (EBRD) to build and operate a state-of-the-art grain terminal in the Baltic Sea port

3}' Gdansk, Poland.

‘This new grain terminal will help to
ncrease competition in the agricultural
ind transport sectors. It will also intro-
Huce a faster and cheaper supply of key
. pgricultural commodities to the people
: pfPoland,” says Alain Pilloux, Director
pf the EBRD’ Poland team. “The EBRD
played a major role in structuring this
complex project and in attracting addi-
tional resources from commercial banks.
- lItis also part of a broader focus on the
altic Sea ports, which are receiving
elp from the EBRD, to upgrade their
nsportation infrastructure in prepa—
l1'at10n for European Union accession.”

- | Europort will operate the grain ter-
: Immal for importing and exporting agri-
- cultural commodmes (grain, wheat,

meal and edible oil) to and from Poland
and its neighbouring countries. It will
be the sole Polish terminal operating in
a deepwater port, allowing for a much
more efficient route for the trade flow of
food commodities.

Financing consists of an A-loan
from the EBRD’s own account and a B-
loan fully underwritten by the Royal
Bank of Canada Furope Ltd. Each
loan totals US$32.5 million.

Colin Sturgeon, Head of Corporate
Investment Banking at the Royal Bank
of Canada Europe Ltd., adds, “The
Royal Bank’s involvement in - this
transaction demonstrates its expertise
and adds to its lengthy track record in
assisting Canadian companies in their

business dealings around the globe.”

The shareholders of Europort and
the project’s sponsors are Saskatchewan
Wheat Pool, the largest Canadian
grain company, the Canadian con-
struction company Strait Crossing
Group Inc., and Dessaport Inter-
national Corp. and Joseph d’Andrea.

The EBRD was established in 1991 to
aid in the transition from centrally
planned to market economies in
Central and Eastern Furope and the
Commonwealth of Independent States.
The Bank is owned by 60 shareholders:
58 countries, the European Investment
Bank and the European Community.

For more information, visit EBRD’s
Web site at www.ebrd.com

ments and international development institutions,
including OPEC aid agencies such as the Arab Bank for financier of the commodity imports program in Niger.
As of October 31, 1998, cumulative lending of the-

Economic Development in Africa,
Fund stood at US$3.91 billion. Total commitments have /

Development Bank, the Kuwait Fund for Arab Economic'
Development and the Saudi Fund for Development, as reached US$5.12 billion, benefiting 104 countries.
well as others such as the West African Development

the Islamic

“Over US$26 Million in Loans Extended by OPEC Fund '

E"’we loan agreements totalhng US$26.7 million have been signed between the OPEC Fund for International
L. Development and five developing countries in Africa — Benin, Burkina Faso, Mali, Niger and Tanzania. The loans
will help finance three road construction projects, a rural development project and a commodity imports program.

The projects will be co-financed by the home govern- Bank, the African Development Fund and the Economic
Community of West Africa. The OPEC Fund is the sole

B

-

IFInet: Getting Your Share of the IFI Market

Available on the Department’s Web site (http://www.dfait-maeci.gc. califinet), IFInet helps increase your h&né
success in pursuing international financial institution (IFI) business opportunities. You w’l_l"lvjmd mfo,
financed by IFIs, work undertaken by Canadian consultants with IFIs, and a li
Development Agency (CIDA) projects. Business guides for exporters are also avallable

a‘di

\ Capital Projects” section.

— Feb(uury 151999

International Financial Institutions
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[™his CanadExport regular feature is designed to help Canadian exporters take full advantage of the vast and lucrative
market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Developmen
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contad
UTO by fax at (613) 944-9119, e-mail: commerce@extott13.x400.gc.ca

New Exporters Strike Success in ALASKA

. recent New Exporters to Border
~ X States (NEBS) trade mission led
by the Canadian Consulate General
in Seattle to Juneau and Anchorage,
Alaska, was a huge success. Primarily
a learning mission to educate Cana-
dian businesses about the Alaskan
market and the opportunities for
Canadian firms, it far exceeded its
objectives with the signing of several
agreements that will create jobs and
opportunities for Yukoners.

Sl

~ Agency Makes the Difference

~he following is an excerpt from a
L success story published by the
Atlantic Canada Opportunities Agency
(ACOA) as part of a series entitled
Investing in Nova Scotia’s Future.
Fundy Textile & Design Ltd.
(initially a one-woman enterprise
offering a cresting and embroidery
service for team uniforms) today oc-
cupies 40,000 square feet in two build-
employs over 120 people and
products across Canada and in

South Yukon Forest Corp. and a
Texas-based housing firm signed a
memorandum of understanding for
a potential $40-million joint venture
investment in a Watson Lake facility
to supply finished components for
housing; a $40,000-contract was
secured by Northern Windows to
provide 120 windows to a southeast
Alaska fishing village; several con-
tracts were signed by NMI Mobility
for authorized satellite dealers in

- www.acoa.ca

fax: (902) 893-1692.

U.S. market,” asserts Friedel Moser,
owner and president of the Truro,
N.S. company. “Although we have
been supported to the full extent that
the banking industry’s ratios permit,
we realized that we needed

Juneau and Anchorage; and negotia-
tions took place for a turnkey wire-
less communications solution for y
major northslope oil field company |
Also promising was the interest
expressed by Juneau Economic
Development and the Junea
Convention Bureau in Hyperborean
Productions’ touch-screen technol-
ogy for tourism kiosks and interac-
tive CD-Rom and Internet tourism
marketing tools. ’

Yukon Economic Development
Minister Trevor Harding said, “There
were three different measures of suc-
cess: some went to learn, and they
did; some went to have meetings and
follow up on hot opportunities, and

they did; and others went to try and:
culminate deals, and they did that too.”

additional finances to service
the markets we have developed.
Thanks to the people at ACOA
and the assistance we received,
we have been able to grow much
faster...”

Contact: ACOA on the Net -

Fundy Textile & Design Ltd.
- Toll-free: 1-800-790-7900 or

< Did You Know? v |

How America Loves Chocolate

The U.S. retail chocolate industry
is worth US$13 billion per year.
Americans spend US$1 billion
each Valentine’s Day on candy,
making it the fourth-largest holiday
of the year for confectionery pur-
chases, after Halloween, Christmas
and Easter.

Department of Foreign Affairs and International Trade (DFAIT) —
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- % Zrestern New York was treated
'V to a taste of “northern expo-

sure” when Visions of the North,
4 celebration of Canadian Inuit

art and culture, opened at the
bUNY/Buffalo Center for the Arts in

" November 1998.

Visions of the North included a
'Iour-day, 75-piece art exhibition and
le, lively stone-carving demonstra-

tions by Rankin Inlet artist Alex
IAlikashuak, a half-day series of acad-
‘emic roundtable discussions and an
‘ioutreach program of visits to the

e S R P

-of-the-North

CanadExport

prestigious Buffalo schools, City
Honors and the Academy for Visual
and Performing Arts.

The program was sponsored by
the Canadian Consulate General
in Buffalo in partnership with the

Arnak Art Gallery and SUNY/

Buffalo’s Canada-U.S. Legal Studies
Centre and Canadian-American
Studies Committee.

What began as a trade initiative
aimed at developing greater market
awareness and appreciation for
Inuit art quickly grew to a full pro-

he Canadlan Consulate General
in Seattle has launched an inno-

vative, educational on-line link for

businesses in the Pacific Northwest

‘|seeking new partnerships with

Canadian counterparts.

The Strategic Alliance Centre
(www.alliance.canada-seattle.org)
— the only free Internet Web site
in the Northwest dedicated to strate-
gic partnering — contains | compre-
hensive profiles on 'companies in
three sectors: aerospace; information

;eattle s Strategu Alliance Centre.f
Now On-line

technology; and biotechnology/life
sciences. It also provides links to the
best industry databases in the Pacific
Northwest and Canada, vital infor-
mation on legal and technology
transfer issues, and examples of
notable existing alliances.

For more information, visit the
Consulate Web site at www.canada-
seattle.org or contact Kathryn
Burkell, Trade Development Officer,
tel.: (206) 442-0336, ext. 3354, e-mail:
kathryn.burkell@seatl01.x400.gc.ca

ey e WWWWW:Q
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"UISTEmBASSY INFORMATION RESOURCE CENTRE'

"I he Resource Centre of the U.S. Embassy in Ottawa (www.usembassy
- canada.gov) provides reference and referral services for Canadians
on virtually all aspects of U.S. policy, foreign relations, especially Canada-

]! JU.S. relations, domestic politics, environment, economy and trade.

The Centre houses a collection of recent government documents, think-
tank reports and reference books, and provides on-line access to the lat-
est government information and legislation. It also publishes a variety of
informative newsletters.

Call (613) 2384470, ext. 311, fax: (613) 563-7701, e-mail: refott@usia.gov

ukes Buffalo by Storm

ram with strong education, infor-
mational, media and public rela-
tions dimensions.

The initiative enabled the Buffalo
Consulate General to work closely
with two native arts co-operatives,
Canadian Arctic Producers (CAP)
and the Northwest Company, who
were delighted with the exposure
they gained and the over US$19,300
in sales that were generated, the best
ever in western New York.

New EDITION OF
ENVIRONMENTAL
TRADE ASSOCIATIONS
RELEASED

“f~he Canadian Embassy in
L Washington, D.C. has re-
cently updated and revised its
publication Environmental Trade
and Related Associations in the
United States, first produced in
1996. |
The new edition, which adds
36 new listings, contains infor-
mation on 126 environmental
" trade organizations in the United
States. A contact point for each
organization’s Canadian affiliate
or chapter is provided, as well as
e-mail and Web site addresses.
The complete text will soo
be available on the,Canadign
Embassy Web site (ww »
dianembassy.org), or opie’

3,4l
be ordered via fax ﬁl;f?i

— February 15,1999

The U.S. Connection
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Business Council /Assaciation News

¢~ UBL.Chamber, a merger of the Canada-Ukraine Business Initiative (CUBI) and the Canada-Ukraine Chamber
\_s Commerce, serves Canadian corporations interested in conducting business in Ukraine in the agriculture, energy ani

construction sectors.

The Association addresses issues of
importance to each of its sectors,
allowing Canadian- industries to
capitalize on the potential for busi-
ness in Ukraine. .

CUBI.Chamber’s three sectors
have representation on the Cana-
dian Government’s Intergovern-
mental Economic Commission
(IEC), which deals with issues
relevant to businesses involved
in commerce in Ukraine. It also
encourages joint ventures between
Canadian and Ukrainian interests
and provides them with a forum
for the development of business
relationships.

Priority sectors
The construction sector is chaired
by Jim Orzechowski of Smith
Carter Architects and Engineering
Inc. of Winnipeg. “CUBIL.Chamber
can bring together clients, developers,
manufacturers, as well as people
involved in the transportation of
materials, warehousing, ‘distribut-
ing and retailing to form a network
\of businesses in Ukraine,” explains
rzechowsk1 “CUBIL.Chamber can
10, assist in clanfymg the identifi-

information on product standards
and building codes in Ukraine.”

“Ed Southern, Chairman and CEO
of Nadra Resources Ltd. of Calgary,
chairs CUBIL.Chamber’s energy sec-
or. “The important issue in energy
is a matter of convincing the energy
market that Ukraine has vast poten-
tial in oil and gas and it is a good
investment,” says Southern. He
explains that Ukraine has been vast-
ly underrated in its potential for
energy production and that the
country presents exciting possibi-
lities for oil and gas development
as well as other natural energy
resources such as coal.

Stan Malcolm, CUBI Chamber
chair of the agriculture sector, is with
The Sussex Admiral Group Ltd. in
Burlington, Ontario. Malcolm explains
that Canadian firms have a commit-
ment to Ukraine’s most basic industry
— agriculture and food. “CUBI.
Chamber is involved at every level of
the food chain,” he says. “It includes
the practical and economic use of
land and equipment, food produc-
tion, packaging, distribution, genet-
ics and crop and animal husbandry.
The field is wide open to Canadian
companies in this important sector.

The three sector chairs participat
ed actively in discussions between
Canadian and Ukrainian trade offi
cials during Prime Minister Jean
Chrétien’s official visit to Ukraine
last month, focussing specifically on
facilitating bilateral trade.

General goals

The goals of CUBIL.Chamber include:

o developing strategies for Canadd
Ukraine trade and export;

e strengthening the IEC and im-
proving its effectiveness for
Canadian businesses;

» working with the Ukrainian and
Canadian govemmems on bust
ness interests;

* establishing networks for Cana
dian businesses in Ukraine.
CUBIL.Chamber'’s head office was

moved from Toronto to Calgary in

1998 and is now building a founds

tion of service to its members. It has

representation on its board from the

Atlantic to the Pacific.

For more information, contact
CUBI.Chamber, Suite 303, 1550
8th Street S.W., Calgary, Alberta,
T2R 1K1; tel.: (403) 228-2832
fax: (403) 228-1466, e-mail
cubi.chamber@cadvision.com

the WIN Exports database, which is used by trade
ote your company’s capabilities to forelgn buyers.
ranon form to 1-800-667-3802 or (613) 944-1078.
3—944 4946, from the National Capital Region).

Department of Foreign Affairs and International Trade (DFAIT) —
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B A Banknote found out recently.

"The Ottawa-based company founded

n 1866 — a division of Quebecor
‘Printing Inc. since 1990 — started
|nvestigating the Peruvian market
‘Some three years ago, winning its first
rontract worth $1.5 million with the
ocal Central Bank early last year.
“That contract for printing 50 mil-
ion 10 soles whetted our appetite for a
{much larger tender with the same
bank,” says B A Regional Director for
Jatin America and the Caribbean,
Ricardo Tortosa.
This time, the specifications called
{:)r the printing of 95 million bank
otes in denominations of 10, 20 and
50 nuevos soles, for a total value of
i$5 million.

Specifications and price

ortosa made several trips to Lima to

nce again demonstrate his company’s
capabilities, put together a formal bid-
ding request, have it legalized, and
ithen scrutinized.

“This qualifying envelope,” Tortosa
ecalls, “was followed by another one
esponding to the technical specifica-

;jions, with the third one containing all
-jthe financial details.

“Each envelope is opened publicly in

{front of all competitors,” he adds, “and
; then the next one, to find out the bid-
~ (ders who qualify on all three counts.”

As a matter of fact, thats how Tortosa
also learned who some of his competi-

jlorswere: from the UK., Germany, ltaly,
(France, Spain and the United States.

CanadExport

It took B A Banknote about a year
before getting word that it had won the
contract on the merits of its technical
specifications and lowest price.

Tortosa acknowledges that having
been successful on a previous tender
with Peru’s Central Bank gave his
company some advantage.

“We had a good idea of what to
look for,” he admits, “and how to meet
tender expectations as far as quality,
pricing and delivery capabilities.”

Select a good agent

Another key factor in B A's success in
Peru — and many other countries it is
active in — is the presence of a reliable
and committed representative who is
familiar with the local customs, lan-
guages and potential client base.

“We have an agent in all of our
major markets,” says Tortosa; “they
register us with the local authorities.
Our representative in Peru was rec-
ommended to us by a colleague who
used to work for the Canadian Dairy
Commission, so at one point in his
life our Peruvian agent was actually
promoting Canadian powdered milk
before representing us,” he adds with
a chuckle. “He knows the Peruvian
market well.”

In certain countries, B A keeps in
close contact with the local Canadian
Trade Commissioners. “The Canadian
Embassies have recommended local
individuals and companies that have
been instrumental in assisting us in

inning contracts thmugh public tendering can be time-consuming and requires much patience. Even after a first
IV success with the same Peruvian company, the procedures can be just as demanding the second time around, as

making representation to potential
clients,” says Tortosa.

“Even in Peru where we have been
successful now on several fronts —
including last year’s $2.9-million con-
tract for printing 500,000 passports for
the government — I always make a
courtesy call on Trade Commissioner
Kenneth Ko whenever I'm in town, to
get a briefing on the market.”

Know your customer

Canadian Trade Commissioners can
definitely help you get acquainted
with the local market but, according
to Tortosa, it is up to you to know
your customer well.

“This is absolutely essential,” he
adds, “especially if there are cultural
and linguistic differences to contend
with. Thats where it’s crucial to have a
local rep who knows all these differ-
ences and who’s attuned to the local
bureaucratic maze.”

‘Another advantage is to have a com-
pany official conversant in the lan-
guage of the prospective market —
Tortosa speaks Spanish fluently, havmg
spent eight years in Argentina, whlle
other B A officials looking after As}}an

give up, do what you're g
build on your expertise »

j—- February 15, 1999 '
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he following is the third in a series of articles explaining the list of services abroad, recently published by the Canadia E
_ Trade Commissioner Service.
Al

Local Company Information: Getting to Know the Players| |

o V : A the
Before you make any final decisions on forming busi- nies in the market (just as it will not divulge informa; Jme
ness relationships in your target market, wouldn’t you tion about you once you're in the market). For anothe;! wc
like to learn a little more about some of your potential the TCS will not perform a credit check on any locd {the

. partners and prospects? Or perhaps you received an company. If you do need credit information, however! Jan

unsolicited trade lead or export bid and want to be sure post officers will gladly refer you to reputable credi:
who you are dealing with. In either case, the Trade check agencies or associations in the market and willle: {B/
Commissioner Service (TCS) can help again, with you know if there is any expense to be incurred, and; {Co
another of its core services called Local Company approximately what it will cost. jin
Information. , : Mi
Likewise, you will be responsible for any chargs; {pc

In delivering this service, trade officers at any TCS incurred in accessing specialized databases. But TCS; {St
post abroad will make every reasonable effort to provide officers will make a point of getting your go-ahead] }ho

you with relevant and useful background information before they research any such sources. - {E:
on local companies you identify. The operative words v {pr
here are relevant and useful. Officers will try to give you In most cases, Local Company Information will bea; {an

more than just run-of-the-mill information that anyone collaborative effort, drawing upon the collective knowt
could easily get. They will delve into their post data edge and experience of trade staff at the post. But if for; |BE
sources and try to come up with the real lowdown on a any reason their research turns up little or no inform#| {Tr
company — the kind of market information that can tion on a company you have identified, the officers wil, | Vi
help you make good business decisions. inform you immediately — and even that knowledg |M
could be very useful to you in your decision making. | |M

But there are conditions. " Se

, See the next issue of CanadExport for Visit, {ar

For one thing, the Trade Commissioner Service will Information and Face-to-face Briefing.
not divulge information about other Canadian compa-

Expand your
% Honzons

R T e g g ey

V'Markctl’mspect Future Issues:

Ve Key Contacts Search * Visit Information

Ve Local Company Information ~ ® Face-to-face Briefing
¢ Troubleshooting
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{BALE, Richard

{in Islamabad (Pakistan).
{Mr. Bale is on his third °

4 BERTRAM, Eric
| Third Secretary (Commer-
{dal in Manillqg- (Philip-

| Asia-South Pacific.

ALEXANDER, Arun S.
Third Secretary (Commer-
cial) in Singapore. This is
the first foreign assign- "%
ment for Mr. Alexander, who
worked in the Trade Law Division and

{the Division of Economic Law, Oceans
1and the Environment while in Ottawa.

Counsellor (Commercial)

posting abroad, the first two being in
Stockholm and Moscow. Closer to
home, he worked most recently in the
Export Finance Division, and has
previously worked on trade policy

‘§and domestic trade liaison issues.

BERGER, Bonny R.

Trade Commissioner and
Vice-Consul in Ho Chi
Minh City (Vietnam).

|Ms. Berger was posted in

Seoul as a visa officer with Citizenship

| and Immigration, with shorter assign-

ments in Paris, Tokyo and New Delhi.
She was Departmental Assistant for
the Minister of Citizenship and

4 Immigration and Special Assistant to

the Deputy Minister of Trade before
being posted to Hanoi in 1997, then
transferring to Ho Chi Minh City.

= or the fifth article in this series, CanadExport

defence. Mr. Bertram is on his first
foreign assignment for the Trade
Commissioner Service. In Ottawa, he
was the desk officer for Iran. He was
formerly a journalist with CBC Radio.

BOGDEN, Jacqueline
First Secretary (Commer-
cial) in Kuala Lumpur
(Mdlaysia). Ms. Bogden
worked in the Communi-

cations Strategy Section as Senior
Communications Advisor and Acting
Deputy Director of Communications
respectively where she was responsi-
ble for Team Canada missions, APEC
and Asia. She was the head of the
communications research and analysis
unit in the Privy Council Office before
leaving for Kuala Lumpur.

BOLLMAN, Ronald
Consul and Trade Com-
missioner in Mumbai
(India). Mr. Bollman
worked for the Department of
Industry Trade and Commerce and
then Regional Industrial Expansion
before becoming a Trade Commis-
sioner abroad, notably in Chicago,
Riyadh and Dusseldorf. In Ottawa, he
was the Deputy Director of Trade
Development - Africa and Middle East.

DELORME, Pierre
Counsellor (Commer-
cial) and Liaison Officer
with the Asia Development 3
Bank in Manilla (Philippines).

pines), responsible for aero- Teeh
| space, investment, services and Mr. Delorme began his career at Tech
(ontinved on pog

highlights the trade commissioners recently posted to

Revenue Canada where, among other
things, he was an anti-dumping
and countervailing duty officer and
attaché in the Canadian Embassy in
Tokyo. He was at the Export Finance
Division before leaving on his third
foreign assignment (his two others
were Egypt and Japan).

GOLDHAWK, Gregory
Consul and Senior Trade
Commissioner in Sydney
(Australia). This is the third
foreign assignment for Mr. Goldhawk,
who was earlier in Philadelphia/
Washington and Athens. Closer to
home, he was the Deputy Director of
the U.S. Trade Development and
Tourism Division and, more recently,
of the Korea and Oceania Division.

JOHNSTON, William
Counsellor (Commercial)
in New Delhi (India).
Mr. Johnston is on his
fifth posting abroad, the first being to
Seoul. Others were Sao Paulo, London
and Atlanta. In addition to the
Department of Foreign Affairs and
International Trade (DFAIT), he was)‘"
at the Department of Industr/y, ;
Science and Technology. :

ROBSON, Wayne

First Secretary (Com-
mercial/Economic) in @
Canberra (Australja), Since {2
his arrival at » T, M

— February 15,1999 R
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Trade News

4’2 Canadians (nine of
] he{n appear in photo

" he WIN Exports database has just
k. been revised to include Cultural
Industries as a distinct sector.

As many exporters are aware, WIN
Exports is the Department of Foreign
Affairs and International Trade’s
(DFAIT)  computerized database of
Canadian exporters and their capa-
bilities. DFAIT has been using this

- database with great success, con-

stantly striving to address the needs
of its clients.

With the new changes you can
now register in WIN Exports using
the category that best describes
your specific industry. Here are the
new headings within the Cultural
Industries sector: Publishing; Film &
Video; Broadcasting; New Media

AN

oo

the Next Millennium
Conference, held last
October at the U.S.
Chamber of Commerce
in Washington, D.C.
The Award recognized

ADIAN EMBASSY IN?WASHINGTON

anada’s Ambassador to the United States Raymond

4 Chrétien presented the first Canadian - Embassy
Businesswomen’s Award during a-Special Salute
to Women Awards Luncheon at the Leadership into

& Multimedia; Music Industry;
Performing Arts; Visual Arts; Craft
(wood. carvers, glass blowers, pot-
ters, jewellers, etc.); Photography/
Advertising/Mass-produced Art;
Heritage & Festivals.

It's easy to register your company
in WIN Exports if you are an
exporter (or an export-ready firm
that expects to be actively exporting
soon). Please fax a request for regis-
tration, on your company letterhead,
to the Export Development Division,
DFAIT, at 1-800-667-3802 (944-
1078 for the National Capital
Region). WIN-registered companies
automatically .receive CanadExport
— so there is no need for such com-
panies to subscribe to the newsletter.

T

For additional information on
WIN Exports, please call the hot line
at 1-800-551-4946 or 944-4946 for
the National Capital Region. You
may also visit the WIN Exports Web
site at http://www.infoexport.gc
ca/section2/winexp-e.asp

Qualifying companies will be sents
detailed questionnaire for completion
on receipt of the registration request
and will also be asked to provide 2
company marketing profile.

For additional information on the
Arts and . Cultural Industries
Program, call (613) 992-1557. You
may also visit DFAITs Arts and
Cultural Industries Web site a
http://www.dfait-maeci.gc.ca/arts/
menu-e.htm '

R

From left to nght Nlcole Beaudom President - Quebec Business Women'’s Network;
Astrid Pregel - Minister-Counsellor (Commercial), Canadian Embassy,
Washington, DC; Sarmite Bulte - MB Parkdale-High Park; Charlie Coffey,
Executive Vice-President, Business Banking, Royal Bank of Canada; Debi DeBelser
- President,; Northwest Pipe & Supply Co. Inc., Jocelyna Dubuc - Founder,
Le Centre de Santé d’Eastman; Evelyn Jacks - President, The Jacks Institute;
Dr. Lorna Marsden - President and Vice-Chancellor, York University; Lisette (Lee)
McDonald - CEO, Southmedic Inc.; Jo-Anne Schurman - Owner, The Loyalist
Country Inn; Nancy Smith - President, The NextMedia Company Ltd.; Stan Krejci; -
Pres;da;t Canadian-American Business Council; Doug Waddell - Minister
ic) and Deputy Head of Mission, Canadian Embassy, Washington, DC.

HoNours Busmssswomm

The Award was developed under the Canadian
Women’s International Business Initiative (CWIBI), an
Embassy program encouraging more Canadian women
business owners to consider exporting as an option for

growing their businesses.
At the Leadership

. Conference, the Embassy
was also honoured with
an award from the prest-
gious Business Women’
Network of Washington,
D.C, in recognition of
the various initiatives that
the Embassy has under-

taken on internationd

women, and its involve

21, 1999, in Toronto (www.businesswomensummit.com)

business development
for Canadian business |

ment in the first Canadz |
can and are increasingly USA Businesswomen’s Trade Summit to take place May 17-

'

i
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T he first-ever Canadian Intelligent
1 Transportation Systems (ITS)
Leminar was held in Santiago, Chile,
rom November 30 to December 1,
1998. A 10-person team from Canada
tonducted the seminar, led by ITS
Fanada and Transport Canada,
vith representatives from Delcan

[nternational Corporation, Impath

Networks Inc., Sirit Corporation
and M.D. Harmelink & Associates.
The seminar was officially opened
by Canada’s Ambassador, Lawrence
Lederman, and was attended by
op officials from Chile’s Ministry
bf Public Works,” Ministry of

he private sector.
The two-day seminar presented

‘ the most up-to-date technologies,
~ pervices and future trends on ITS

Heployment, and promoted ITS tech-

Transportation, municipalities and

TRADE fommssmm-:ks

| onfinved from page 9

,aohcy Planning’ Division. He was

. [
Iso a trade commissioner in Tokyo.

VON FINCKENSTEIN,
J)Otch
Counsellor (Commer-
cial) in Kuala Lumpur
(Malaysia). Mr. Von Finckenstein
as had a number of assignments
ground the world, including
rankfurt, Hamburg, Bogota,
ingapore, Bonn and Warsaw.
is last position in Ottawa was
Director, Bureau of Eastern and
Central Europe.

nology exchange - and co-operation
between Chile and Canada. The team
also conducted a workshop to intro-
duce Canadian ITS technologies and
services that are applied to trans-
portation systems around the world.

In Chile, the next stages in the
country’s Privatized Toll Road
System will involve implementing
several new urban freeways, particu-
larly in Santiago, under the country’s
National Concession Program.

ITS Canada is a public/private sec-
tor organization created to promote

-ewbridge Networks (Kanata,
. Ontario) was awarded last
December a five-year contract to
supply a turnkey solution for
WIND, a new Italian telecommuni-
cations -consortium consisting of
energy distributor ENEL, Deutsche
Telekom and France Telecom. The
estimated $100-million contract was
won against all major competitors.
Newbridge was also selected last
December by two Latin American
companies: 1) Impsat, a value-added
service provider with operations in
Argentina, Brazil, Venezuela, Ecuador,
Colombia and Mexico, for the expan-
sion and upgrade of its national data
network in Colombia and Teledatos,
Colombia’s national backbone net-
work; '2) COTAS (Cooperativa de
Telecommunicaciones de Santa Cruz
Ltda.), a rapidly growing telecommu-
nications service provider located in
Santa Cruz, Bolivia, to build South

the benefits of using the latest tech-
nology and policies in developing
transport. It is part of a worldwide

network of ITS organizations, and it

will host the sixth World Congress
on Intelligent Transport Systems in
Toronto in November 1999.

For more  information on In-
telligent Transportation Systems or
ITS Canada, contact Joseph K. Lam,
Chairman, tel
fax: (416) 441-0226, e-mail:
its_toronto99@delcan.com,
Internet: www.itscanada.ca

America’s first asynchronous transfer
mode (ATM) multi-services network.

RADARSAT International (RSI) (Rich-
mond, B.C.) signed last December a
license agreement with Millennium
International Resources Corporation
Ltd. to distribute data products in
the Eastern European countries
of Romania and Moldavia. The
Millennium-Romania office, registered
in Bucharest, promotes the use of

RADARSAT products for hydrocarbon _

exploration, particularly in the heavi-

ly forested Carpathian Mountain area/ -

RSI also announced that the Japa
nese ground station Na 'onal Spac

February 15, 1999 v

: (416) 391-7521,
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Business Opportunities

CanadExport

7~anadian companies with products related to air con-

— ditioning, ventilation, refrigeration and maintenance
are invited to participate in a project to promote an Indoor
Air Quality (IAQ) Management Program in the United
Arab Emirates.

Vancouver-based Canadian Showhouse Consortium,
with support from the Department of Foreign Affairs and
International Trade (DFAIT), has initiated an IAQ
Management Program, which was virtually non-existent in
the region.

‘The potential for Canadian companies in IAQ manage-
ment alone could reach $50 million over the next 10 years.

Work on the project, which has been discussed with top
level U.A.E. officials, is expected to start soon.

The proposal is for a pilot project in the U.A.E., which
will cover a number of government and institutional build-

-

ings. It will consist of acquiring IAQ data, processing th
data in real time via an Internet data transfer link and pro
viding recommendations to the U.A.E. government 1
improve indoor air quality.

The proposed project will also have an educational com:

ponent by organizing workshops and seminars in the UAE'
on IAQ management training and developing IAQ guidelines!
in line with Canadian and international standards. '
Companies interested in participating in the projet
should provide information on their products/services an{
international experience to the Consortium. ‘
For more information, contact the IJAQ Managemen
Team, Canadian Showhouse Consortium, #2009 -
2628 Granville Street, Vancouver, B.C., V6H 3HS,
el.: (604) 7319663, fax: (604) 263-1652, e-mai

cpic@cosmospacific.be.ca, Internet: www.direct.ca/cosmosj -

j he following trade opportunities have been received by the International Business Opportunities Centre (IBOC) 0]
the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities are

p—

posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact thi
appropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case number
Canadian exporters needing assistance in preparing international bid documents may want to use the internationd,
contracts expertise and services offered by the Canadian Commercial Corporation. This Crown corporation is locatel-
at 50 O’Connor St., Suite 1100, Ottawa, ON KI1A 056, tel.: (613) 996-0034, fax: (613) 995-2121. “ ;

CoromBia —The Colombian health-
care sector through the Canadian
\Embassy invites'Canadian companies
+ to bid for various medical equipment
d supplies: patient aid equipment,
ao\d gas coiection systems, pathogen
i tical equipment, high-
edical equipment, clini-
u1pment bio-technology
equipment, tra-

e

1ghts

autoclaves, infant incubators, ecographs,
ambulances, inexpensive antibiotics,
anesthesia, cancer treatments, trans-
plant surgical tool kits, hip replace-

‘ment tools, new programming tech-

nology, joint venture opportunities,
scalpel blades, blood analysis equip-
ment, quality lab equipment and reac-

. tants, endoscopic equipment, intensive

care equipment, anestesiology equip-
ment, neonatal equipment, adult resus-
citators, medical sensors, medical-related
compressors, high-tech lab equipment,

anesthesia equipment, surgical equip
ment, new optical technology, pharm#.
ceutical gell capsule manufacturin

equipment, endoscopic-related equiP}
ment, micro-electrical motor valveS.i
diagnostic equipment, nebulizers, rests

citation equipment, surgical staples an
equipment related to product line. Tht
closing date is March 1, 1999. Contd
Daniel Lemieux before March 1, 19%
at fax: (613) 996-2635, quoting 1BOC
case no, 981229-02375.

(ontinued on page 13 — Opportunitie
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~ tormceptor Canada Inc.’s (SCI)
{ ) pollution control traps are going
the Olympics.

In a fitting twist of irony, SCI’s pol-

-~ Ihition control traps will be used at

e Sydney 2000 Olympics because
f teamwork — the underlying
:%:eme of what the Olympics is all
out. Stormceptor Canada has an
extensive team of licensed distribu-
tprs around the world, including
Australia and the United States.
{ SCI manufactures and licenses
the Stormceptor System, which is
dsed for removing sediment and oil
rom stormwater runoff. It also
manufactures and distributes the
Eroceptor System, used for separat-
ing oil and grease from wastewater.
{ Stormceptor’s licensed distributor
in Australia, CSR Construction
aterials, will benefit from the
ecification of six patented control
aps at the Olympic site, valued at
ver $300,000. The Stormceptor
control trap is installed underground
and hooked up with a drain system.
According to SCI Vice-President
cott Monteith, it's teamwork

~ that helps the company succeed.

“Stormceptor has the know-how
and the engineers to develop and

design Stormwater Interceptor
2000 products.” SCI has sold over

2000 units in Canada and the

United States alone.

Although Stormceptor has a large
distribution network, it is actively
seeking new distributors to expand
its network worldwide. It is this
team of companies that has attracted
clients such as Home Depot, 3M and
General Motors. Monteith believes
that company advertising is also one
of the keys to SCI's expansion.
“Stormceptor does extensive compa-
ny advertising and promotion, in
particular, through trade publica-
tions and shows.” In its goal to
expand in as many markets as possi-
ble, Stormceptor takes its teambuild-
ing role very seriously.

The International Business Oppor-
tunities Centre (IBOC) received a
trade lead from the Canadian
Consulate General in Sydney and
searched for companies that fit the
bill. IBOC contacted SCI, which in
turn contacted CSR, its Australian
distributor, and won the contract.

IBeC, C@AI

International Business Centre des occasions
Opportunities Centre daffaires internationales

Quick Facts

~ince it opened in 1995, IBOC has
Joontacted more than 15,000

Canadian companies, and has
responded to more than 10,000
inquiries from foreign buyers.

Thanks to IBOC, more than
5,000 Canadian firms have been
put in touch with foreign buyers,
resulting in 1,500 matches.

IBOC’s sourcing experts use a
variety of databases, as well as a
large network of business contacts
across the country, to identify
Canadian companies of all sizes.

IBOC is jointly operated by
the Department of Foreign Affairs
and International Trade and
Industry Canada, and has a work-
ing partnership with Agriculture
and Agri-Food Canada.

IBOC is also the sourcing cen-
tre for Team Canada Inc.

Want to learn more? Visit
IBOCs Web site at www.dfait-
-maeci.gc.ca/iboc-coai

pportunities

- (ontinued from page 12

PANGLADESH — The Government of
Bangladesh invites bids from reputed
rms having adequate technical and
qnancial capabilities and experience
to establish an elevated rail system
©f mass transit in the Dhaka city ona

~ bulld operate, and transfer (BOT) or

-}»February 15,1999

T“ld operate, and own (BOO) basis.

The elevated system is proposed to be
built over the existing road alignments
of the city where land and right of way
are already available with the govern-
ment. The main objective of the ele-
vated mass transit system will be to
augment the existing traffic capacity
of the city. Therefore, the elevated mass
transit routes, when operational, are not
expected to obstruct or reduce the
capacity of the surface roads over which

- 1999, at fax: (613) 996—26

these will be built. Cost of the bid doc- ,~

uments is TK 4000 or US$83 per Sah/
Closing date is April 15, 1999. Con—~
tact Daniel Lemieux befo e March

IBOC case no. 990104-000

IBOC Successes




Trade Fairs and Missions

IstanuL, TURKEY — March 18-21,
1999 — The sixth annual Water
Technology and Equipment Exhibi-
tion, Aqua Tech 99 offers producers
of water management technology
and services an unparalleled oppor-
tunity to enter the very proﬁtable
Turkish market. :

Aqua Tech 99 covers transport and
distribution, water treatment, instru-
mentation control and automation, as
well as consultancy on the drinking
water, process water, wastewater and
irrigation sectors. The exhibition is

of WATERTECH EXPO

MANILA, PHILIPPINES — April 22-25,
1999 — The first Specialized Trade
Show and Conference on Drinking
Quality and Supply Technology,
WATERTECH EXPO MANILA ’99,
is an excellent opportunity for partic-
ipants to present their products and
services to potential household, com-
mercial and institutional customers.
This trade show and conference
— the theme is “Ensuring Sufficient
and Safe Water Supply through

~ World-class Purification Technologies”
\-— is organized by the Water

* Quality Association - Philippines, Inc.
Exposition Communications

ore information, contact
davidez, Exposition Com-
Grou telefax (011-63-2)

tel.:
{ fax:

organized in co-operation with two of
Turkey’s most influential players in the
water sector, ISKI-Istanbul Municipality
Water and Sewage Authority, and
CEVRETED, the Turkish society for
environmental professionals.

Aqua Tech 99 runs in conjunction
with Ecotech Turkey 99, the Turkish
version of Ecotech Europe, which is

Trade Fair Agenda

Europe’s most specialized environmen
tal technology trade fair, attractin
almost 300 exhibitors and 20,000 visitors
For more information, contaq
David O'Byrne, FGS Fuarcilik AS
Celiktepe, Inonu Cad 11/3 8065(,
4-Levent, Istanbul, Turkey, tel:
(011-90-21-2) 282 88 08, fax
(011-90-21-2) 282 27.

PARAMARIBO, SURINAME — April 28 -
May 2, 1999 — Buyers, sellers, suppli-
ers, manufacturers, services organiza-
tions and government institutions
involved in agriculture, horticulture,
cattle breeding, fishery and forestry will
all be on hand to promote and sell their
products and services at AGRO ’99.
Organized by the Chamber of
Commerce and Industry in Suriname,
AGRO 99 is an excellent venue at
which Canadian agri-food businesses

Pumclputlon at AGRO 99
Could Reap Big Benefits

can establish valuable contacts with
key decision makers in a wide rang
of agricultural sectors in this active
South American region.

For more information, conta
Mr. R. Kalka, Co-ordinator, AGRO '),
Chamber of Commerce and Industry
Mr. Dr. J.C. de Mirandastraat 10, PO.
Box 149, Paramaribo, Suriname, South
America, tel.: (011-59-7) 474-536/
470-802/473-526/473-527/473-048,

fax: 474-779, e-mail: chamber@sr.net |

14
5
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HoNG KONG — June 2-5, 1999 —
IBEX '99, the 16th International
Building Exposition, is the only
event exclusively serving the build-
ing and construction sector in Hong
Kong. The event targets architects,
builders, consultants, contractors,
developers, designers, distributors
and agents, engineers, surveyors and

~ government representatives.

The Hong Kong Government plans
to invest $50 bllhon in mfrastructure

IBEX ’99 Premier Building and
- Construction Show

development over the next four years«
There is also a $7.5-billion plan t
convert the old Kai Tak Airport.
The Consulate General of Canad
in Hong Kong has reserved a block o
space at IBEX '99 and is invitin§
Canadian companies to exhibit prod
ucts under the Canadian Pavilion.

For more information, contacl:
Eunice Wong, Commercial Officer!
Consulate General of Canada, Hong:
Kong at fax: (011-85-2) 2847-7441.

e ‘ S Department of Foreign Affairs and International Trade (DFAIT)’;]
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'MoONTREAL — April 29, 1999 —
Gourmet International 99 (GI199),
hilled as' the best agri-food export
thow in Canada and the only
‘Lanadian agri-food show dedicated
bxclusively to exports, will be held at
the Montréal Bonaventure HILTON.
This one-day show will offer
Canadian businesses an ‘exceptional
pportunity to show their products to
hearly 100 foreign buyers.

] Gourmet International’s reputation
s growing, and this is due to its gov-
prning principle: quick closing of
‘txport sales! - Polls of last years
pxhibitors and buyers report sales of
pver $20 million.

nique feature

5199 has a unique feature that dis-
inguishes it from all other trade fairs:
t is a private show accessible only
o the export managers of Canadian
gxhibitors, who will meet 100 or

 CanadExport

so specially invited and qualified
foreign buyers over table-top
demonstrations of their products. -

GI99 casts its net worldwide: to
recruit buyers — through Canadian
embassies and consulates and
Quebec trade delegations abroad —
most closely suited to exhibitors’
needs and expectations, so that the
firms represented and the products
displayed open up unique business
prospects for each participant.

For 1999, buyers are expected from
the United States (55 per cent), Asia
(25 per cent), Europe and Middle East
(10 per cent), Latin America and the
Caribbean (5 per cent).

GI99 is different from other trade
shows in that it is private, thus affording
unrivalled opportunities to form busi-
ness relationships with qualified inter-
national importers and distributors. It is
a show devoted exclusively to exhibitors
seeking to develop export markets. -

‘ :

Opportunities abound
Every year, Gourmet International offers:
-» growing numbers of exhibitors
and buyers;

 an increasingly varied range of
products;

o carefully screened buyers from
ever more diverse regions of the
world; ,

« a wealth of business opportunities;

e a highly favourable business
potential.

Exhibiting at GI99 is the most
cost effective way ($700 per booth)
and most efficient of all food shows
in Canada:

* to boost your international sales;

¢ to establish new contacts;

* to develop new export markets;

* to make your firm and your
products known worldwide;

e to meet distributors serving a
wide range of markets;

Continved on page 16 — G199

UNIS, TUNISIA — May 12-15, 1999 —
The 5th International Exhibition
bf Sports and Leisure Equipment,
RIADHA °99, is the only specialized
thow of its kind in Tunisia.

'L The products on display include
fquipment for individual and team
{POIts, water sports, sports halls,
Jaunas, martial arts, racing (bicycles,
‘[ropeds, motorcycles, etc.) and

and Leisure Show in Tunis

physical fitness; fishing equipment;
dance supplies; sports services;
sportswear; and ground coverings
(natural and artificial turf, tartan, etc.).

The Canadian Embassy in Tunisia
will assist Canadian companies that
wish to take part in the show by rent-
ing space on their behalf, accepting
their brochures, sending invitations to
local contacts, among other activities.

s

Depending on the number of Cana-
dian participants, it may be possible to
consolidate them in a Canadian Pavilion.

For more information, contact s
Russell Merifield, Counsellor (Co -/
mercial Affairs), or Lassaad Bourguibii,‘ ,
Trade Officer, Canadiar Embgaéé}{- ;
Trade Section, PO. Box 3i;a ]
Belvédere, Tunisia, tel.: §:,(_()
796-577, fax: (011-216-1)

REPORTS

M AR KE'[ - DFAIT’s Team Canada Market Research Centre produces a full range of sectoral mg(kggf§%i;ei§/ to/ help Cc
‘ s L identify foreign markets. Currently, some 400 reports are available in 25 sectors ranging'from
automotive fo consumer products, forest industries, plastics, s;ute and tourism.\The
InfoCentre’s FaxLink (613-944-4500) or on the Internet at hitp:

/ www.infoexpom\;

B
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Business Agenda

‘CanadExport

nternational

the Next Millenniv

BANFF, ALBERTA — April 15-16, 1999 — Find out what’s
new in Canada’s international development agenda and
"how you can participate and benefit by attending the
two-day session, Working with the World: The Challenge
of International Cooperation in the Next Millennium.
Jointly sponsored by the Alliance of Manufacturers &
Exporters Canada (Alliance) and the Canadian International
Development Agency (CIDA), the session features work-
shops on international development successes, CIDA policies

. and programs, contracting, joint ventures, roundtable discus-

sions, networking opportunities, one-on-one interviews with
senior CIDA officers, representatives from international
financial institutions and from other agencies.

Sponsorship and exhibiting opportunities are also available

The cost for the full program, which includes the
reception, gala dinner, breakfast and two luncheo
events, is $325 for Alliance members and $375 for non-
members. However, participants can take advantage o
an early-bird rate of $275 (members) and $325 (non-
members) by registering before March 1, 1999.

For more information, or to register, contact Bob Saar
Vice-President, Alberta Division, Alliance at tel.: (403) 426
6622, fax: (403) 426-1509, e-mail: besaari@the-alliance.con
or Laura Fenwick, Alliance at tel.: (416) 798-8000, ext. 245,
fax: (416) 798-8157, e-mail: laura_fenwick@the-alliance.con

" BUSINESSWOMEN'S EXPORTING ACTIVITIES |

— (Continved from page 1

ifiiabiosh s SRR DA 1] :
G |99 *— Continved from page 15 ;.
L'e to meet poienﬁal’(ﬁi_istOmers WhO :
o are looking for just what you have

The study, directed by the TRC,
will speak to women entrepreneurs
who want to start exporting or
increase their exports, describing the
successful strategies used by other
women in international markets.

It will show the challenges that
women business owners face as they
enter foreign markets and, more
importantly, what can be done. It will
also offer tangible truths about
Canadian women’s businesses and
recommendations for government
and the private sector to help women

which will share the Connections:
Entre Nous national moment. Busi-
nesswomen’s events across Canada, in
Washington, D.C. and Los Angeles,
will be linked for the half-hour video
and interactive launch at 12 noon EST.

Events are confirmed for Vancou-
ver, Calgary, Thunder Bay, Toronto,
Montreal, Quebec City, Halifax,
Los Angeles, and Washington, while
other events are being planned
across Canada.

For more information on an event
in your area, contact Roberta O. Cross,

3

" Gourmet Intcrnational, a Tean,

Canada Inc effort, is a joint ventur; |

of Agriculture and Agri-food Canads|
the Quebec Department of Agricut;
ture, Fisheries and Food, thtf
Department of Foreign Affairs ani
International Trade, and the Quebe.
Agri-food Export Club. "

- For more information, or to receiv
a complete registration and infor,
mation package, contact Gourme!

©

i
i
5

f_".,tt_)_ find out that ydur}products; :
“have appeal in foreign markes °
/ * you had not thoughtof: ! jl

continue to succeed as entrepreneurs.  Export Services - Small and Medium-  International 99 Secretariat, tel.: (514 ) :
\ You can participate by attending Sized Enterprises (TSME), DFAIT, 8734147, ext. 247, fax: (514) 87, ()
ne of the women entrepreneur fax: (613) 996-9265, e-mail: 2364, e-mail: Gourmet.Internation .
minars or conferences, roberta.cross@extott16.x400.gc.ca @agr.gouv.qc.ca E
DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information con bt| 2
S obtained by contacting the InfoCentre of 1-800-267-8376 (Ottawa region: 944-4000) or by fox af (613) 996-9709; by caling| ~ th:
InfoCentre Faxink (from a fox machine) ot (613) 944-4500; or by occessing the DFAIT Internet World Wide Web site o] ba
h www.dfait-maeci.gc.ca : . ofi
: - ef
Return requested MAI LXYPOSTE )
if undeliverable: ey =Ty y—r
" CANADExpORT (BCS) @ ;'L";"‘ :J?;E
125 Sussex Dri
Ottawa,ON 2488574 Deje
K1A 0G2 : OTTAWA




net?
4)
3,
nd,

. Ofiented of the G-7 industrialized
. eConomies, R

]

tip://www.dfait-moeci.gc.ca/english/news/newsletr/canex

|

early 150 Canadian businesses partici-
pited in the Canadian business develop-
ent missions, which coincided with the
first official visit by the Prime Minister
td both countries.

{In Warsaw, Canadian businesses
signed 38 agreements valued at $132 mil-
libn. The signings included 10 contracts
vorth $17 million, 10 memorandums of
hderstanding valued at $47 million, and
8 letters of intent estimated at $68 million.
The deals, signed in most part by small
id medium-sized enterprises, were
”rgely concentrated in the agri-food,

u

Y e
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Highly Successful Trade Missions to

uring the recent visit of Prime Minister Chrétien to Poland and Ukrd¥it Qpantibaye85:28;iel999), Minister for

1 agreements worth an estimated $295 million
FEB
FEV

M OSPRRTHENTAL LICR*RY

o ‘n. .V s % .
Minister for International Trade Sergio Marchi
(right) chats with Ryk Oliver Corporation Vice
President Robert van Eyk (centre) and Polish
partners Roman Dziekonsky, Chairman/President,
Municipal Development Agency of Poland, and
Miroslaw Kruszynski (far left), President, Ostrow
Wielkopolski City Hall, following the contract
signing ceremony in Warsaw on January 25.

anada is one of the world’s leading
ttading nations. Exports are the
fastest-growing sector of the Cana-
an economy, accounting for over
per cent of Canada’s gross domes-
product. Since 1993, the value of
{@nadian exports has grown by more
t an 30 per cent. On a per-capita
basis, Canada is the most export--

y

Itis fitting, then, to honour the coun-

Do You Have What It Takes?

1999 Canada Export Awards
Open for Applications

ollowing‘ another successful year, the Canada Export Award Program is
- now accepting applications for the 1999 competition.

try’s top exporters with the Canada
Export Award.

Under the theme, Celebrating
Excellence, the Department of Foreign
Affairs and International Trade has

Teleglobe Communication Services Inc.
as official sponsors of the Canada
Export Award Program.

Continued on page 2— 1999 Export Awards

tination in
(For a list of recent publications on
the Polish market, see p. 15.).

Dept. of External Aftars

26 1999

ergy and nat-
and informa-
y sectors, as
well as in less traditional areas
such as assistance for the dis-
abled and crisis management.

“These agreements demon-
strate the increasing level
of Canadian trade and in-
vestment in Poland,” said
Minister Marchi. “They also
help to confirm Poland’s suc-
cessful transition to a market
economy and its position as
an attractive investment des-
Central Europe.”

construction, er

[+

LV

Jesonrces,

The 18 agreements valued at

$163 million signed in Kyiv, Ukraine,
included five contracts worth $10 million,
six memorandums of understanding
valued at $21 million, and seven letters

Continved on page 3 — Poland and Ukraine
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Year

2000 Challenge .....oocooo..

. dian T ol THE U.S. CONNECTION cevrveeeresncnanee
teamed up with the Canadian Imperial —p yy conc liofions, FIAA/WTO
Bank of Commerce (CIBC), Export

: X New Exporter of the Month ......
Development Corporation (EDC), and The Cana v

e

Department of Foreign Affairs and International Trade (DFAIT)
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Year 2000 Challenge

| CanadExport

Y2K Preparedness Week Targets
 Canadian Consumers and Businesses

"J~he Government of Canada held
L the first National Year 2000
Preparedness Week, February 8-12,
1999. The goal was to further edu-
cate Canadians on the importance of
meeting the millennium challenge.
In co-operation with the private
sector, informative and interactive
events were staged across Canada
to encourage Canadian consumers
and businesses to prepare for the
year 2000. : _

Eleven million copies of the Gov-
ernments Millennium Bug Home
Check, a publication answering many
questions regarding the Year 2000
challenge as it relates to Canadian
households, were delivered to Cana-
dians from coast to coast.

Each year, the Minister for Inter-
national Trade presents these Awards to a
select number of firms, chosen by a panel
of prominent business people from across
Canada. Canadian companies that receive
this Award are justifiably acclaimed for
increasing their export sales, for introduc-
ing new products and/or services abroad
or for penetrating new markets.

Under the auspices of the Canada
Export Award Program, special recogni-
tion is given by the program’s sponsors
to three Award winners:

e CIBC Job Creation Achievement;

* EDC Smaller Exporter
Achievement;

Teleglobe Innovation and

In Atlantic Canada, the February
issue’ of The Insider, a monthly
Southam News publication in Prince
Edward Island, was dedicated entire-
ly to the Year 2000 problem, and dis-

tributed to between 4,000 and 6,000

small and medium-sized businesses.

In Quebec, daily newspapers across
the province carried information
about the federal government’s
Student Connection Program and
Year 2000 First Step in Quebec.

On February 9, at a small business
seminar in Ottawa, Robert Parker of
the Canadian Institute of Chartered
Accountants (CICA) made a com-
prehensive presentation about the
Year 2000 and small business. Small
business seminars were also held

throughout most provinces. Th
CICAs Website is http//www.cica.a
The Community Futures Develop
ment Corporation of Alberta distri
buted information on the Year 20(
computer problem to its small busi
ness clients across the province.
Western Economic Diversification
Canada (WD) hosted a Year 200
Forum and Panel Discussion i
Simon Fraser University in Vancouve,
featuring Michael Fletcher, a Yex
2000 expert in Canada, as it
keynote speaker and panelist. WD}
Web site is http//www.wd.gc.ca
For more information on Y2K, cor
tact the Task Force Year 2000 Secretx
riats Web site at http:/strategisic
gc.ca/s0s2000, or call 1-800-270-822

~ Goinedfompoge] R

recipients represent a broad spectrum of
Canadian industry, from agriculture and
food processing to transportation equip-
ment, chemicals, electronics, consumer
products, and information technology.
Winners may use the Canada Export
Award logo in their advertising and
promotional materials for three years
following receipt of the Award. They
are also recognized in national and
local media for their outstanding
achievements. Many award winners
have participated in the federal

CanadExport — ‘,

. ]

government’s export awareness andt
trade development activities, and o
trade advisory committees. ;

The Canada Export Award logo, cot;
pled with the successful companf
name, reminds Canadians of the impor'g

tance of exports and identifies the fiw, |

as a major contributor to Canadis
prosperity and job creation.

For more information, visit the Awaré
Web site at: www.infoexport.ged
awards or through the Team Cana8
Inc Web site at www.e(portsouxce.gf‘—ﬂl

%
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of intent estimated at $132 million.

Canadian learning centres in Kyiv

‘Dn January 27, Minister Marchi
| ‘japene‘d the first of a new generation

ij Canadian Learning Centres at
{he Canadian Embassy in Kyiv.

| Unlike centres in Asia and Latin
America, which are designed to
ttract- international students to
dtudy in Canada, the Kyiv Centre
Yill use a tailored Internet/Intranet

Poland and Ukraine 0

CanadExport

ing technologies as well as education
and training services in Ukraine.
“The Learning Centre in Kyiv will
help market distance learning by
giving Ukrainians immediate access
to a broad range of state-of-the-art
Canadian education and training
services,” said Minister Marchi.

" The Centre will include Canada’s
world-recognized SchoolNet System,
with Internet hook-up provided by
Teleglobe Canada. Leading server

{fer GOOd Opportunities — (ontinved from page 1

nished by Almerco International
Inc. of Gatineau, Quebec. -

Gery Brown, President of the
Association of Canadian Communi-
ty Colleges of Canada said “The
community colleges of Canada have
been looking for a marketing vehi-
cle that would help provide more
ground support for our training
capacities, especially our on-line
facilities. With the establishment of
the Canadian Learning Centre, we

$ystem to showcase Canadian learn- application technology will be fur-

think we have found it.”

ST——— Wy " v rre % e s T Y R
anadian companies from all parts of the country and from a wide range of industry sectors signed commercial
. agreements during the business development missions to Poland and Ukraine. Here are some examples:

PoLanp UKRAINE

Royal Europa, the European arm of Royal Technologies 4 Square Productions Ltd. of Regina, Saskatchewan, signed a |
| Group from Ontario, has invested US$34 million to build a  $500,000 contract ($300,000 Canadian content) with Novvy |
J facility that will manufacture building products for the vast Kanal of Kyiv to co-produce two TV documentaries, The N
- Furopean and East European markets. A further US$30-mil- ~ Catacomb Church of Markova, which deals with the tragedy and
lion investment is expected in subsequent stages of the project.  triumph of the Ukranian Catholic Church in Canada, Ukraine
| P McCain Foods of New Brunswick is building a facto- and the world, and The Fatal Embrace: Ukranians and Jews,
1y in Strzelin, with plans to start production later this which explores the history of these two peoples.

1 Year. At US$54 million, this is one of the largest Aurora Pacific Consulting and Development Corporation of i
- [anadian investments ever made in Poland. Vancouver and Specialized Quarry of Ivaniv signed a contract to B
{ Straight Crossing Group, the Saskatchewan Wheat Pool  form a joint venture to establish Europe’ largest abrasive garnet
4nd Dessaport International are the Canadian partners in  producing plant. The gamets will be used in Ukraine and export-
the U.S.-Canadian consortium behind the construction of ed to Europe for sandpaper, sand blasting, high-pressure water
4 grain-handling facility and terminal at the port of jetcutting, and water filtration. The total project value is $6 mil-
6 Gdansk. The first phase of the project is worth nearly lion with a Canadian content of $3.2 million.

Zi; 'US$77 million. (See also the previous issue of CanadExport) Northland Power Inc. of Toronto and its Ukranian
v

i | Gemite Products Inc. of Mississauga, Ontario, and Prefabet partners, the State Property Fund and Darnitsia Workers
| Koziencie S.A. are forming a joint venture company, which ~ Collective, have agreed to sign with the European Bank for
' Vill be licensed to manufacture and market a patented Reconstruction and Development for a $240-million pro-. |
- uilding system, Omni-Globe, in Poland. The venture is ject to rehabilitate the Darnitsia power plant. i
Al alued at $20 million over five years with a Canadian Northern Telecom of Mississauga has a major project in - [
»' content of $4 million. Ukraine to develop a multimedia corporate network for the
ESI Ecosystems International Ltd. of Montréal, and :
) mped Storage Power Plants of Warsaw signed a contract to
- uild three hydroelectric power plants on the Odra River, 1
. {sing Canadian technology for ultra-low head turbines. NBU sites. The existing NBU network is the firsts
- he Project is planned for three years, with a Canadian creation of an advanced x{lu imedi f}é}écomm\i‘x
, content estimated at $6 million for the first phase. network for the Ukranian ba *’“ 0

c
Aor a full list of i)ariicipating Canadian companies and business deals signed in Poland a
~ ‘t http:/finfoexport.gc.calsection4/missions/poland/menu-e.asp \

——
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his CanadExport regular feature is designed to help Canadian exporters take advantage of the vast and lucrativ
market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Developmen
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contad

UTO by fax at (613) 944-9119, e-mail: commerce@dfait-maeci.gc.ca

SAN Francisco — April 6-8, 1999 —
Minister for International Trade
Sergio Marchi will lead a Young
Entrepreneurs Mission which will

Welcome to CanApple!

he CanApple business develop-

ment program, operated by the
Canadian Consulate General in New
York, assists both Canadian and U.S.
firms to pursue cross-border business
opportunities. The CanApple Web
site (www.canapple.com), original-
ly designed to promote . business
between Silicon Alley (NYC) and
Canadian new media companies, is
currently being expanded to include

T T .

Younc ENTRepReNEuRs MissioN T0 CALIFORNIA |
Wm SHowcASE CANADIAN ADVANCED chnnowalss |

o W e

feature some of Canada’s brightest
young entrepreneurs in the fields of
Internet hardware and software, ani-
mation and environmental technolo-

gies. During the mission, participants
will take part in a venture capitl
seminar and an animation education
program, as well as have the opportw

Did You Know?

The one-quarter of the American
population that will be over 50 years
‘old at the tumn of the century has an
‘annual personal income approaching
{US%1 trillion. They control fully half of

conomj

okers4

nity to explore partnerships with
their California-based counterparts.
For more information, call (613)
995-2194, or visit the Web site at
www.infoexport.gc.ca

information on ¥
other key sectors such as environment,
apparel, agri-food, bio-informatics
and U.S. procurement.

" Trade Fmrs und MISSIOIIS i

For more information, contact
Matt Toner. Vice Consul. Canadian | * (hlcugo Retal Grocery Show NonobeMnssed‘
’ ’ + Beer, Wine and Spirit NEBS

Consulate General, New York, tel.: (212)
596-1670, e-mail: matt@canapple.com For full stories, see page 13|

.
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~ SHERIDAN ANIMATES NMANHATTAN

C anada’s cutting-edge computer animation technology took New York by’
storm on January 25 as Sheridan College, dubbed “the Harvard ol:
Animation,” hosted a highly successful one-day program that brought together,
the very best of North America’s animation industry. Presented in collaboration’
with the Canadian Consulate General, the New York City Economic Devet/
opment Corporation and Quebec Government House, the CanApplC
Animation Forum featured work by more than 25 U.S. and Canadian devet|
opers of computers and classical animation, special effects and graphic design for,
film, television and new media. The event formed part of the “Upper North Side|

At

LG i~ aa~ et - S > o Ry B Ry ety -

- Canada in NY” series, and dramatically highlighted Canada’s commandmgf e

lead in the animation technology field, as well as the exceptional and innovative
talent emerging from colleges such as Toronto’s Sheridan. This is the seventh time2’

iformation on doing business in and with the United States.

"

Deportment of Foreign Affairs and International Trade (DFAIT) -~

CanApple event of this type has been held, but the first to focus on animation

-

-~
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“We enter into trade agreements to

ibetter the lives of our citizens. In

&;reparing for these negotiations, it is

pitally important that we consult

closely with all Canadians,” the

Minister said. “This is also a step in

-Canada’s continuing efforts to make

1lralde frameworks, such as the WTO,

}NAF’I‘A [North American Free Trade

Agreement] and the FTAA, more

‘ppen and transparent.”

{ InNovember 1999, Minister Marchi
ill welcome his counterparts in the
emisphere for the next meeting of

FTAA trade ministers in Toronto.
ter that month, the worlds trade
presentatives will meet in Seattle,

Where they are expected to launch
ew negotiations under the WTO.

| Canadians are asked to present

heir comments and submissions by

April 30, 1999, as outlined in the

February 6 notice published in the

Canada Gagette, whlch is available

Ppn the DFAIT Web 'site at http:/

www.dfait-maeci.gc.ca. Views are

welcome both on trade issues (in

:goods and services, investment and

‘fompetition policy, intellectual prop-

frty, culture, information technolo-

8y) and the social dimension of trade

(environment, labour, development).

The Minister’s call for submissions

[ommdes with a hemisphere-wide

effort to seek input from civil society.

Last November, an FTAA committee

‘Issued an open ‘invitation to citizens

0 make written submissions.

+———

Mlmsier Marchi Launches Public Consultation
~on FTAA and WTO Negotiation

On February 8, 1999, Minister for International Trade Sergio Marchi announced that the Government of Canada is
seeking the opinions of Canadians on the negotiations to establish the Free Trade Area of the Americas (FTAA), and
Ifor the anticipated negotiations at the World Trade Organization (WTO).

The call for public input comple-
ments other consultations that the
Government and Parliament are
undertaking to give Canadians an
opportunity to contribute to Canada’s
overall trade agenda. The Standing
Committee on Foreign Affairs and
International Trade has begun hear-
ings on Canada’s interests in the
upcoming negotiations, while the
Standing Committee on Agriculture
has held hearings. Further activities
are also planned to ensure that citi-
zens are fully consulted as negotia-
tions for an FTAA and under the
WTO evolve.

The WTO process

The second WTO Ministerial
Conference, held in May 1998,
called for detailed recommenda-
tions to be considered at the third
Conference, scheduled for Novem-
ber 30 to December 3, 1999, in the
United States. Over the coming
months, the 134 members of the
WTO will be preparing recom-
mendations that will cover the full
range of issues, including the
implementation of existing agree-
ments, ongoing work programs,
negotiations on agriculture and ser-
vices, and the overall scope and
process of new negotiations. The
directions provided by Ministers at
the November Conference will
form the basis for new multilateral
trade negotiations.

The FTAA process

Negotiations were launched in
April 1998 by the leaders of 34
countries in the Americas with a
target date of 2005 to reach agree-
ment on a Free Trade Area of the
Americas. Canada will play a key
role in these negotiations as host
for the ministerial meeting in
November 1999 and as Chair of
the 18-month start-up phase of
negotiations.

Submissions by interested parties

All interested parties are invited to
submit their views at the latest by
April 30, 1999. They should:

e include the contributor’s name
and address;

« identify the sector and products
and services being addressed
and, where appropriate, the tariff
item number; and

* provide precise information on

- the reasons for positions taken,
including effects on employment
and production in Canada, on.
import and export interests, and
on any other social or economi
interests in Canada.

Contributions can be sg¢
Negotiations Consultatjc
Policy Planning Divis
DFAIT, 125 Sussex Drive,
K1A 0G2, fax: (6]
consultatipns@ dfal- aecl.

j- March 1, 1999 ‘
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New Exporter of the Month

B eing small — very small — can be intimidating when launching into the huge market south of the border. But that’ wher
a good strategy, along with expert advice, can make all the difference, as Vancouver Tool Corporation (VIC) found ou

For the two-person operation, this
took a little time and some trials
and errors. :

" Established three years ago to devel-
op, manufacture and market Caulk-Rite
— a unique tool for the application of

caulking — the young enterprise is .

wholly run by Caulk-Rite inventor and
CEO Andrew Dewberry, and Marketing
Manager Jayne Seagrave.

“Our first objective was to establish a
solid foothold in our own backyard,”
says Seagrave, “as we started marketing
to major hardware retail stores in British
Columbia back in 1996.”

But that didn’t prevent the young
company with the slogan “Caulk
stained jeans a thing of the past”
from thinking exports.

First attempts at exporting

It was in the library of B.C’s Ministry
for Small Business that Seagrave saw
mentioned the New Exporters to
Border States (NEBS) program, run
jointly by the Department of Foreign
Affairs and International Trade
(DFAIT) and the province.

\Ha“l phoned ‘Trade Commissioner

rvey Rebalkin at the International
l"\rade Centre [ITC] in Vancouver,”
glls, “who got us on a home
et and hardware NEBS
attle in February 1997.”
out to be a little prema-
C. ’

CanadExport

where we got a good view of the com-
petition, so overall it was very useful.”
The same month, VTC also went
to the Canadian National Hardware
Show in Toronto and got listed with
Canadian Tire Stores country-wide.

The Best New Product Award standing
over the Caulk-Away tool.

Let them come to you |

By then VTC was already listed on
DFAITs WIN Exports database —
“thanks to the expert advice of

. Rebalkin, back at the ITC in
~Vancouver,” recalls Seagrave.

“Finding our name on WIN, we
got a call in January 1998 from
International Trade Officer Thomas
Quinn at the Canadian Consulate
General in Detroit, who was leading a
group of U.S. buyers to the February
Hardware Show in Toronto, asking us
if we were interested in meeting him
and U.S. companies.

“It didn't take much convincing
for us to make a second appearance
in Toronto,” she says.

By the following month, the compa-
ny'’s first export orders — 40,000 items

- worth US$80,000 — were received

from Floriaa-based Starbrite, a distribu-
tor of products for the marine industry.

‘ensuring our listing in stores like

e

The Toronto show also produced
another very useful meeting for VIC
a bathroom company from Quebe,
JJ. Barker, wanted to share a bootha
the Kitchen and Bath Show slated for
Chicago two months later.

“That's where we met Color
Caulk, the largest supplier of colou
caulking in the United States,” says
an elated Seagrave, “subsequentl

Walmart and Home Depot through
out the U.S. Midwest.”
As a matter of fact, the bulk d

VTC’s current exports — already 4|

per cent of total company sales — g
south of the border.

“As an added bonus to our 1998 pa-
ticipation in Toronto,” she says, “ow
second revolutionary new tool, Caulk
Away — for removing caulk — won tht
Best New Product Award, beating ove
650 entries, many from internationd,
giants such as Black and Decker,”

Forelgn marketing can start at home

Coming from such a positiv 1
experience, it is little wonder thi/ -

Seagrave’s first recommendation

“to do major trade shows in you -
own business, in your own country | .-
“In fact,” she adds, “that’s how Wt}

the little David, tamed the might

Goliath, by letting him come to %} .
No more answers like ‘you're 1%

small' that we got when presentif
our products directly in the Unitel
States — for example with the he,

Continued on page 10— V%
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Jeam Canada trade missions.

‘fomers,

+

s the exporting arm of the
askatchewan Wheat Pool and

Agricore — the two largest grain-

handling co-operatives in Western
and an accredited

Canada

3 prorter of wheat and barley for the
Lanadian Wheat Board, XCAN took
part in most of the Team Canada

rade missions since the first one
wvent to China, back in 1994,
“We were already doing business in

J many of the countries visited by Team
‘Canada,” says XCAN Chief Executive

_bfflcer Kenneth L. Matchett, “but we
till found it very useful.”

4 So what motivated the 29-year-old
Vinnipeg-based firm to participate?

Ruising company profile
-Jo take the last mission, in January
-1998, to Latin America as an exam-

le, leads that developed in Brazil,
thile and Argentina did not translate

. Into sales,

“But in Mexico,” says Matchett,
twhere we did a lot of business even
efore, we called on many cus-
and even Saskatchewan

‘Premier Roy Romanow participated

some of our meetings.”
{ Asitturned out, 1998 was a good year
[Pr XCAN sales to Mexico, topping

{15590 million — primarily from canola.

“Whether we can atmbute these

CanadExport

Opporlunmes Sproui for Veteran ‘Wmmpeg
- Team Canada Participant

sales directly to Team Canada is hard
to say,” comments Matchett. “The
fact is that our participation certain-
ly did help enhance our image.”

According to Matchett, giving a
company greater visibility ‘is even
more important in a country such as
China, where the government plays a
much greater role than in some countries.

“Being part of a delegation headed
by the Prime Minister and all provin-
cial Premiers and territorial Leaders
brings a lot of local publicity,”
Matchett adds, “which in turn can
only increase the stature and credibili-
ty of participating Canadian compa-
nies in the eyes of the host country.”

Again taking last year as an exam-
ple, XCAN’s sales to China reached
US$190 million — the bulk of it
from canola, with some from malting
barley and peas.

“QOur. participation in the 1994
Team Canada trade mission — the
first — to China certainly helped
establish our credentials,” Matchett
confirms, “and may very well have
had a beneficial effect in fostering
further sales for our company.”
Well-run missions
Matchett is full of praise for the Team
Canada trade missions, finding them
extremely well organized.

ven long-established companies with a solid international reputation like XCAN Grain Pool Ltd. — Canada’ largest
exporter of canola, flax, malting barley, peas and many other special crops and feeding ingredients — can benefit from

“The Canadian Embassy staff in
each country visited,” he adds, “go to
great length in organizing business
contacts and setting up appointments
with potential clients.”

According to Matchett, the stature
of the mission is certainly not lost on
these contacts either.

“The presence of top level Cana-
dian politicians and trade officials,”
he says, “helps raise the prestige of
the Canadian companies in the eyes
of the country visited. ‘You must be a
serious businessman or business-
woman to be part of such an elite
group,” contacts say, and this only
adds to your credibility.”

According to Matchett, the real tes-
timonial to the success of these mis-
sions are the numerous contracts
signed by participating companies.

“Although it is difficult to attribute
any direct sales to these trips, being
part of Team Canada trade missions
has helped raise XCAN’s profile in the
markets visited,” says Matchett.

Did that translate into sales?

“It is hard to say,” Matchett replies,
“but it certainly didn't hurt.”

For more information on XCAN ;

it has offices in Vancouver, Tokyo/
London, Hong Kong and Sydney -~
contact CEO Kenneth L. Matchett,
(204) 9494500, fax: (204; \

Looking for Export Opportunities?

* Make sure you are registered in the WIN Exports database, w h1 h S,
commissioners abroad to promote your companys ca >abilti

Fax your request for a registration form to 1-800- 66 802
Or call 1-800-551-4946 (613-944-4946, from the N

SMorch1,1999
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=F*his is the fourth in a series of articles explaining the list of core services offered by the Canadian Trai |7
£ Commissioner Service (TCS) abroad, recently published by the TCS. }

Visit Information and Face-to-face Briefing | |
Helping You Get to Know the Territory «

There is no substitute for personal contact. To be suc-
cessful in international business, you will find that all the
phone calls, faxes, letters, and e-mail messages in the

you on the timing of your visit — letting you know {E
for instance, whether your proposed travel dates coir
cide with any local event or occasion that might affer

the availability of accommodations or of the peopi 4D
you want to meet. )
That's why the Canadian Trade Commissioner ar

world won't have the power of a single handshake.

[}
b
[N

Service recommends personal visits to the territory for
anyone developing a new foreign market. And you
should plan on making not just one, but several visits
to your target market to cement the business relation-
ships so crucial to your success. Granted, a trip abroad
can involve considerable time and expense, but it is
always well worth the effort.

Of the six core services offered at every Trade
Commissioner Service post abroad, two are especially
intended to help you make the most of your visit experience.
The first, Visit Information, will help you plan your
visit. The second, Face-to-face Briefing, will add high
value to your visit once you have arrived in the market.

The TCS cannot make travel arrangements or pro-
gram your visit for you, but it can provide a wide
variety of Visit Information to make your planning
'\task easier. For one thing, post officers will advise

AN

ADE CO

Officers can recommend good convenient hotel
within your budget. They can also provide listsoe
reputable providers for services that you are likely tr'
require during your stay — for example, local trams; -
port, translation and interpretation, business suppon’v

and so on. The TCS will not make arrangements for yo
but it will give you all of the particulars you'll need.

One important advantage of a visit to the marketi -
the opportunity to meet and speak in person with th
Canadian trade officers posted there and working o -
your behalf. A Face-to-face Briefing with TCS officet -
is an excellent way to get up-to-date market intell -
gence in a confidential setting; but it is also more the
that. It is a way to build a solid and abiding r\elatioﬂ'} IP
ship with the Canadian trade professionals whose buSi't E
ness it is to help you get results abroad. At the pos,
you will be able to meet and confer with local f*

!
(ontinved on page 9 — Helping Yﬂ‘ 1

Expand your
3 Horizons

MMISSIONER SERVICES:

Vo Market Prospect Vo Visit Information

Ve Key Contacts Search Vo Face-to-face Briefing | -

Ve Local Company Information ~ Future Issue: %
 Troubleshooting

Department of Fﬁreign Affairs and International Trade (DFAH)‘% J
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AFirst Secretary (Commer-

L " Africa and the Middle East.
ABOU-GUENDIA, MAHER
Counsellor (Commercial)
at the Canadian Embassy in
Abu Dhabi (United Arab

AEmirates). At Headquarters in Ottawa,

Mr. Abou-Guendia was Deputy Director,

JTeam Canada Division, and Trade

4{Development Operations Division. His
previous postings include Amman
{and Beijing. Before coming to the

{Department, he was Associate Director,

i{Canagrex; Coordinator of Sales and
Development with the
Canadian Wheat Board in Winnipeg;
fand research scientist at various

o

~{organizations in the United States.

{BINGEMAN, DouG

adal) and Consul at the

~“4in Ottawa, Mr. Bingeman was Desk
‘»“ﬁfﬁcer at the Japan Division,

nited States Trade apd Economic
olicy Division and the Advanced

CanadExport

New Trade Commissioners Abroad —

Afnca und the Middle Eust

Technologies Division. He has also

served in Tokyo and Detroit.

ROBINSON, ERIC

Third Secretary (Commer-
cial) at the Canadian
Embassy in Tehran (Iran). <
This is the first foreign posting for
Mr. Robinson who was Desk Officer
at Headquarters in Ottawa.

SCHERMANN, GOLDIE

First Secretary (Commer-
cial) at the Canadian
Embassy in Tel Aviv
(Israel). At Headquarters in Ottawa,
Ms. Schermann was Desk Officer at
the Cultural Industries Division,
the United States Trade Relations
Division and the Latin America
and Caribbean Trade Division. She
served in Santiago, Chile from 1994
to 1997 coordinating Canada-Chile
FTA. Before joining the Department,
she worked in the private sector.

= or the last article in this series, CanadExport highlights the trade commissioners recently posted to

SEGUIN, RICHARD

Consul and Trade Commissioner
(Agri-food) at the Canadian Consulate
in Dubai (United Arab Emirates).
Mr. Séguin comes from Agriculture
and Agri-food Canada.

VARY, ANDREE

First Secretary (Commer-
cial) and African Devel-
opment Bank Liaison Officer ~
at the Canadian Embassy in Abidjan
(Cote dlIvoire). Before her posting in
Abidjan, Ms. Vary was Consul and
Trade Commissioner in Mumbai. At
Headquarters in Ottawa, she was
Deputy Director, = International

Finance Division. Her previous post-
ings include Montréal, Washington,
Chicago and Kuala Lumpur.

. .
-@"
»
o

Team Canada Inc « Equipe Canada inc
1-888-811-1119

exportsource.gc.ca

~AH‘elpmg You Get to Know the Territory _.

— (ontinuedkfmmpagek8 e /

ngﬁlged officers who know the territory best and who
pecialize in your specific trade sector. You can book a
ace-to-face Briefing not only to initiate your visit
pon arrival, but also to follow up on your progress
efore leaving,

One word of advice: please don’t just show up on the
doorstep of a TCS post abroad. Trade officers require
Iwo weeks’ notice of your visit to schedule a meeting

with you. They are there to help businesses that have
researched and selected their target marketg: so, be )
contacting our offices abroad, call Team an
1-888-811-1119 or browse exportsource. g

‘ Networkmg, both at home and ab oad, is|

T Morch1, 1999 .
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~ Business Opportunities

- CanadExport

VIENNA, AUSTRIA — May 10-11, 1999 — Canadian small
and medium enterprises (SMEs) interested in doing
business in Europe will find a unique opportunity at
Europartenariat to establish business links with their

counterparts in the European Union (EU) and emerging
markets in Central and Eastern Europe.

" Europartenariat was launched by the European

Commission in 1988 to encourage and establish the

. international business contacts of SMEs and their coun-
terparts from the EU and other markets.

Regional opportunities

Some 450 Austrian host companies representing 14
industrial sectors and 120 additional host companies
from Bulgaria, Romania, Slovenia, Hungary and the
Czech and Slovak Republics are ready to meet with
potential partners from Europe, North America, Latin
America, Asia and the Mediterranean nations.

Over 2,500 visiting companies are expected from all
over the world. Further information on the industrial
sectors and detailed profiles of the exhibiting companies
is available on the Europartenariat home page,
www.europartenariat.at

A sophisticated computer system will recommend
individual appointments for all exhibiting and visiting
companies, based on their partnering interests. Support
services for the meetings, such as translation services
and computer terminals, will be provided.

Europartenariat in Vienna is the first event of this
kind that offers countries in Central and Eastern Europe
— “Phare-countries” candidates to the EU — the oppor-
tunity to participate as hosts.

Austria, gateway to the region

¥ their Central European headquaners
internatignal partnering event —
/own booth — is free for

wk/aw/europart/at99.htm#registration

Interested companies can register on-line a
www.europartenariat.at (look for the Canadia

National Counsellors in “Registration form for visiting| -

companies”) or directly at http://www.wk.or.ay

Prospective participants are also invited to contact the
National Counsellors for Canada listed below and reques
brochures containing brief profiles of the host companies, s
well as information on Vienna and travel advice for Austria

For Ontario, Manitoba, Saskatchewan: Gerharl
Miller, Austrian Trade Commission in Toronty,
2 Bloor Street East, Suite 3330, Toronto, ON M4W
1A8; tel.: (416) 967-3348, fax: (416) 967-410]
e-mail: toronto@ahst.toronto.wk.or.at, Internet
http://www.AustrianTrade.org

For Quebec, New Brunswick, Prince Edwarl
Island, Nova Scotia, Newfoundland: Peter Schwar,
Délégation Commerciale d’Autriche 2 Montréa,
1010 ouest, rue Sherbrooke, suite 1410, Montréal, Q(
H3A 2R7; tel.: (514) 849-3708, fax: (514) 849-957],
e-mail: atc_mtr@istar.ca

For British Columbia, Alberta: Michad
Potscher, Austrian Trade Commission in Vancouver
200 Granville Street, Suite 1380, Vancouver, B(

V6C 154; tel.: (604) 683-5808, fax: (604) 662-8528 ]

e-mail: atradebc@uniserve.com

V T C ~ — (ontinued from page 6

of Business Development Officer Brantley Haigh at tht
Canadian Consulate General in Los Angeles.”

Seagrave is a firm believer in trade shows — “thef
worked for us” — in making contacts with Canadia®
Trade Commissioners both at home and abroad, and it
getting on WIN — “it gave us a winning ticket.”

In addition to two new products up its sleeves, VIC

aiming at penetrating the European market — it already 1| |

]1ife

\{
'E;:n
f' T |
?99‘
befo

some good contacts from last years Toronto show.

well as through catalogues — contact Marketing Manag?,
Jayne Seagrave, tel.: (604) 255-6953, fax: (604) 255-6903,

Deportment of Foreign Affairs and International Trade (DFAT) |

For more information on VTC and its products — no¥, ;
available at major hardware and building supplies stores# | fi
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.HONG KONG — Nu Life International
imited, one of the major multi-level
marketing companies, distributes a
‘L‘;ua of natural health foods and sup-
Hements, and maintains a force of
50,000 active members globally. Nu
ife invites bids for supplies of raw
Tlaterials for health foods and sup-
ements, as well as private label
nanufacture in Canada. Closing date
for this opportunity is March 19,
999. Contact Daniel Lemieux
b‘efore March 19, 1999, fax: (613)
9‘96-2635, quoting IBOC case no.
990108-00059.

S M. -]

_HJONG KONG — Ultra Care Company
Jmited specializes in the field of
fection prevention (sterilization),
esthesiology, surgical support sys-

‘im, rehabilitation (elderly home),

laboratory research and animal care
Mcilities. Ultra Care invites bids for
hbspital beds, medical detergent, ani-

tal diet, vitamin and serum. Closing
te for this opportunity is March 19,

CanadExport

S ant'ernutibnul BusmessOppo

he following trade opportunities have been received by the International Business Opportunities Centre (IBOC) of
L the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities are
“posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact the
‘Eppropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case number.
anadian exporters needing assistance in preparing international bid documents may want to use the international
rontracts expertise and services offered by the Canadian Commercial Corporation. This Crown corporation is located
t 50 O’Connor St., Suite 1100, Ottawa, ON K1A 0S6, tel.: (613) 996-0034, fax: (613) 995-2121. '

1999. Contact Daniel Lemieux
before March 19, 1999, fax: (613)
996-2635, quoting IBOC case no.
990108-00060.

HONG KONG — The Celki Medical Co.
is the first local specialist of home res-
piratory care products and the first
medical company to obtain ISO 9002
CERTIFICATION. Over the past 10
years, Celki has developed an exten-
sive customer base ranging from pub-
lic hospitals, nursing homes to reha-
bilitation centres. Celki Medical invites
bids for the supply of innovative reha-
bilitation, and home-care products
(e.g. air mattress bed, wheelchair and
back support products). Closing date
for this opportunity is March 19, 1999.
Contact Daniel Lemieux before
March 19, 1999, fax: (613) 9962635,
quoting IBOC case no. 990108-00061.

THAILAND — The Telephone Organiza-
tion of Thailand invites qualified bid-
ders for a Data Processing Zone

rtunities Centre

Business Opportunities

Project (DPZ) to form a joint venture
consortium or partnership with expe-
rience in the field of advance techno-
logy, computer, telecommunications,
and real estate development, with a
strong financial base. Closing date is
April 28, 1999. Cost of the bid docu-
ments is 10,000 Baht or US$279, plus
the second and subsequent sets of
documents is 1,000 Baht or US$27.
Contact Daniel Lemieux before
March 24, 1999, fax: (613) 9962635,
quoting IBOC case no. 981214-02176.

AUSTRALIA — The Sydney Organizing
Committee for the Olympic Games
2000 (SOCOQG) is looking for compa-
nies to associate their products/ser-
vices with the 2000 Olympic Games.
The following categories are open
for these opportunities: temporary
air-conditioning, catering, cabling,
landscaping/gardening, health ser- -
vices, snack foods (excluding cereals), ,
lighting, confectionery, flags an;l

i

Continued on page 12— Busin/e‘{ »'

\““Pital Projects” section.
\

{ IFinet: Getting Your Share of the IFI Market

iﬁvailable on the Department’s Web site (http://www.dfait-maeci.gc.califinet), IFInet helps increase your%:%
1 r'uccess in pursuing international financial institution (IFI) business opportunities. You will find infq%gtion onp
{inanced by IFIs, work undertaken by Canadian consultants with IFls, and a list7® ‘ ‘
Development Agency (CIDA) projects. Business guides for exporters are also availabl

b

————
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IBOC Successes

CanadExport

d_ company’s customer service
often helps to make or break a

trade deal. Knight Trailer Company
Inc. of Langley, British Columbia, is
one such company that takes the
extra steps to cater specifically to its
clients’ business needs.

Knight Trailer manufactures and
custom designs a variety of trailers
for the forestry, mining, aggregate
and construction industries. The com-
pany also offers its clients engineering
expertise in designing resource and
heavy transport hauls. Knight Trailer
has opened sales offices in Prince
George, British Columbia and Blaine,
Washington, to better serve its
growing clientele. The firm employs
50 people.

Knight Trailer negotiated a contract
to supply Aquahanier Japan Limited of
Tokyo with a custom-made prototype
aluminum aggregate box and seven
subsequent boxes, to be used for trans-
porting gravel. The combined sales
were valued at $125,000.

banners, investment banking, floor
-\ coverings, vitamins, personal care,
,\uédical consumables, electronic
Ig\émes, sun. screen/sun protection
products, cleaning equipment, hard-
Ii{sses/protective apparel,
:getics, medical pharma-
fd’ptical goods. SOCOG is
acquirgnthese items in

" Business Opportunities .

The International Business Op-
portunities Centre (IBOC) received
the trade lead from the Canadian
Embassy in Tokyo, Japan, and searched
for companies that met the criteria.
IBOC informed several companies,
including Knight Trailer, about the
opportunity. Knight Trailer then con-
tacted Aquahanier and, after a period
of discussions, negotiated a deal.

Knight Trailer president Tom
Yeadon says the company’s willing-
ness to change the aluminum extru-
sion to smaller qualifications was
the deciding factor in getting the
contract. “We had several discus-
sions on how to modify our style
and adapt it to theirs,” says Yeadon.
“The more 1 was able to develop
our product to suit their require-
ments, the more confident they
became in our company.” In the end,
Knight Trailer modified its alu-
minum extrusion used to build the
boxes, to meet the strict dimensions
of Japan’s transport regulations.

rade Lead Turtn:‘s‘iiihtb’\bel‘liructfor KnigliiiTruiIer

exchange for the recognition of
being a sponsor. b) SOCOG leases
or rents goods. ¢) SOCOG purchas-
es items. Contact Daniel Lemieux
before April 17, 1999, fax: (613)
996-2635, quoting IBOC case no.
981216-02217.

MAURITIUS — A Mauritian trading
house would like to import
Canadian products of all kinds and
identify local suppliers in Mauritius

—-'(onﬁnuedlromﬁage/fl o

R
]

"On-line at http://www.dfait-maecigsd| ¢

IB&C

International Business
Opportunities Centre

Quick Facts

ince it opened in 1995, IBOC has
contacted more than 15,000
Canadian companies, and has
responded to more than 10,000
inquiries from foreign buyers.
Thanks to IBOC, more than| ti
5,000 Canadian firms have been
put in touch with foreign buyers,{ ¢
resulting in 1,500 matches.
IBOC's sourcing experts use
variety of databases, as well asa
large network of business contacts
across the country, to identify
Canadian companies of all sizes.
IBOC is jointly operated by
the Department of Foreign Affairs
and International Trade and} !’
Industry Canada, and has a work- |
ing partnership with Agriculture
and Agri-Food Canada.
IBOC is also the sourcing cen-
tre for Team Canada Inc.
Want to learn more? Visit
IBOC’s Web site at www.dfait
maeci.gc.ca/iboc-coai

CeAl

d'affaires internationales

for the Canadian market. Cont
Jackie Bezzie, /o TEDECO Potsb
Water System, TEDECO Buildin
0ld Moka Road, Bell Village, Repubr“i
of Mauritius, tel.: (230) 211 6825¢
211 5214, fax: (230) 211 6288.

=

. l
Other tender calls and trade oppo™

nities can be found on CanadExp'| ¢

english/news/newsletr/canex

i
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;c HICAGO, ILLINOIS — May 2-5, 1999
A The 1999 FMI Show will again be
de entry point for Canadian compa-

B

es looking at the U.S. retail grocery
idustry. ‘
‘{The FMI Show will feature

chibits by the retail industry’s
argest suppliers, by small and
njid-size companies as well as a
Canadian Pavilion where innova-
iye, one-of-a-kind products and
rvices will be exhibited. Parti-
cipating companies will showcase
fdods, merchandise, equipment,
services, supplies and technology.

’]Over 35,000 food marketing
;idustry leaders attend this event,
icluding 6,500 international visi-
tors from 117 countries. The ma-
]9 ity are top-level executives, vice-
general managers,
directors and managers of retail and

s

—

-

w

ie| Wholesale businesses. For those

it

thousands of potential clients,
Cinadians have one message: buy-

expomng to the U.S.

por :
For more information, contact
Lng on Burke, Agriculture and Agri-

F:°d Canada, tel.; (519) 837-5831.

CanadExport

at great prices. Few competitors
can match the diversity of products
from a country with an internation-
al reputation for outstanding food
quality, reliability and innovation.

' Because not all Canadian compa-
nies are able to come to Chicago,
the Canadian Pavilion will feature
an information booth to handle on-
site inquiries and make the 1998
edition of the Canadian Food and
Beverage Exporters Directory, a fully

" Momentum Building for Construction

Chlcugo Retall Grocery Show;é;{

selarchable database of more than
1,800 world-class suppliers on CD-
ROM, available to buyers and dis-
tributors.

For more information regarding the
Canadian Pavilion and space reser-
vations, contact Cathy Cameron, Busi-
ness Development Officer, Canadian
Consulate General, Chicago, tel.: (312)
616-1870, fax: (312) 616-1878, e-mail:
cathy.cameron@dfait-maeci.gc.ca

T

Events in Australia, Singapore

SYDNEY — June 6-9, 1999 —
SINGAPORE — June 14-16, 1999 —
Canadian companies have a chance to
take advantage of growing opportuni-
ties in the Asia-Pacific construction
and building sectors by participating
in Interbuild *99 in Australia and a
Canadian Symposium in Singapore.

Organizers of these events will
invite key local decision makers and
buyers, from both the public and private
sectors. Global attention will focus
on Australia as that country prepares
to host the 2000 Olympic Games.
This will offer Canadian companies a
unique opportunity to develop imagi-
native and innovative partnerships in
infrastructure development projects
as well as other business opportuni-
ties in the building and construction
sector with Australian partners.

In Singapore, there is a strong
interest in Canadian technology. The
Symposium will offer Canadian par-
ticipants an opportunity to find local

investors, technology partners and
distributors for Canadian building
and construction technology.

The events are organized by the
Canadian Council for Export Devel-
opment (CCED), in co-operation
with the Ontario International Trade
Corporation (OITC), and support
from the Department of Foreign
Affairs and International Trade
(DFAIT), the Canadian Consulate
General in Sydney and the Canadian
High Commission in Singapore.

Companies may be able to obtain
financial assistance from DFAIT’s

Program for Export Market Devel/ 1

opment (PEMD) for part of the costs
to part1c1pate

issions

Trade Fairs and M




Trade Fairs and Missions

CanadEXport

MecunEx Show* Prepurmg for the 21st Century

MoONTREAL — April 29-30, 1999 —
This year’s Eastern Canadian heating
and plumbing fair, MecanEx Show
’99, will focus on the new technolo-
gies available to all members of the
industry. Manufacturers, wholesalers
and contractors will have the
opportunity to learn about solu-
tions to make them more effective
and profitable.

MecanEx ’99 is a biennial joint ven-
ture of two industry associations, the
Corporation of Master Pipe Mechanics
of Quebec (CMMTQ) and the Cana-
dian Institute of Plumbing & Heating

| lurgest Food
Exhibition in Asia

HonGg KoNnG — May 4-7, 1999 —
The Consulate General of Canada in
Hong Kong is organizing a national
stand for at least 30 Canadian food
companies to exhibit at HOFEX 99,
the largest food exhibition and con-
ference in Continental Asia. HOFEX
97 attracted 1,388 international
exhibitors and 19,408 Asian buyers.
Canadian companies interested in

‘participating in the national stand

are encouraged to make their

~ arrangements soon as the deadline
‘ for mgslﬁ:& is fast approaching.

more information, contact

: Nell Clegg, Trade Commissioner,

S General of Canada in
(011—852) 2847-7414

(CIPH). Together, these two associa-
tions represent over 90 per cent of
Eastern Canada’s key industry buyers,
and a million-dollar market.

This years MecanEx Show fea-
tures new promotional programs,
more product types and an expanded
education program, which will pro-
vide greater value to contractors,
wholesalers and industry buyers.

MecanEx will feature heating,

plumbing, hydronics, ventilation, air
conditioning, tools, kitchen and
bath, and software products.

For more information, contact
Elizabeth McCullough, CIPH, tel.:
(416) 695-0447, fax: (416) 695-0450,
e-mail: ciph@ican.net, Internet:
http://www.ciph.com or Josée
Dallaire, CMMTQ, tel.: (514)
382-2668, fax: (514) 382-1566,
e-mail: cmmtq@cmmtq.org

~ International Inventions Exhibition
Set for Geneva

GENEVA, SWITZERLAND — April 30 -
May 9, 1999 — The 27th Inter-
national Exhibition of Inventions
will be held at the Palexpo fairgrounds
in Geneva. Last year, 625 exhibitors
from 44 countries displayed some
1,000 inventions to almost 95,000 vis-
itors from all parts of the world.

For more information, contact
Salon International des Inventions,
tel.: (011-41-22) 736-5949, fax:
(011-41-22) 786-0096, e-mail:

promex@worldcom.ch, Internet:
http://inventions-geneva.com

You may also wish to contact
Mr. José Tenebaum, tel.: (514) 499-
0194, fax: (514) 499-1093, e-mail:
promex-america@usa.net, Internet:
http:/home.sprynet.com/sprynet/jtenen
or Werner Naef, Commercial Officer,
Canadian Embassy, Berne, Switzerland,
el.: (011-41-31) 357-3206, fax:
(011-41-31)  357-3210, e-mail:
werner.naef@bern01.x400.gc.ca

‘Healthcare ‘99 Comes to Istanbul

IstanBuL, TURKEY — May 6-9, 1999
— The major annual medical and
health care show, Healthcare ’99,
will draw exhibitors and visitors
from all over the world, and buyers
from Turkey and neighbouring
countries. The show offers an excel-
lent venue for manufacturers to pro-
mote their expertise and meet poten-
tial customers. :
Given the fast-growing health-care

market in Turkey and world-class
Canadian capability in this sector, the
show will provide good opportunities
for Canadian companies to tap into a
growing market for their products.
For more information, contact
Ms. Seda Mizrakli, Interteks
International Trade Exhibitions,
Mim Kemal Oke Caddesi No. 10,
Nisantasi 80200, Istanbul, Turkey,
fax: (011-90-212) 225-0933/0934.

Department of Foreign Affairs and Internafional Trade (DFAIT) —
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Medical Events in Hong Kong

‘llr‘he following medical events will take place in Hong Kong over the next two years:
|

| 1999 2000
April 18-21: Hospital Authority Convention 1999 March 10-15: 11th Asian-Pacific Congress of
> Gastroenterology/8th Asian-Pacific Congress of

April 30 - May 3: 12th Asian Conference of Radio-
graphers and Radiological Technologists and 1st
Safety and Health Workshop

Digestive Endoscopy

June 11-14: 17th International Conference on Human
Tumor Markers
July: Hong Kong Medical Forum 99
July: Hong Kong Medical Forum 2000

July 8-11: International Ginseng Conference 99

For more information on these events, contact
Fatima Lai, Commercial Officer, Canadian Consulate
General, Hong Kong, tel.: (011-852) 2847-7414, fax:

4 November 18-21: Asian Medex 2000

>| December: 11th Wilson T. S. Wang International

Trade Fairs and Missions

Surgical Symposium

(011-852) 2847-7441.

- Publications on the Polish Market

~J " he Central European Division at the
& Department of Foreign Affairs and
International Trade (DFAIT) has recent-
ly published A Guide to Doing Business
in Poland to assist Canadian exporters
planning to enter the Polish market.-
The guide describes the regula-
tions which govern commercial
activities in Poland, presents an
overview of the opportunities in the
most dynamic sectors of the Polish
economy, and lists the Polish agen-
cies which would be most useful to
Canadian companies wishing to
increase their presence in this market.
DFAIT has also produced Poland:

A Market Reference Tool for those
who wish to familiarize themselves
with Poland and to increase their
network of Polish contacts. In fact,

this document contains an array of
addresses of the most useful Polish
agencies, publications on Poland, as
well as federal government programs
to encourage trade with Poland.

In addition, the Team Canada Division
has published nine Country Market
Reports pertaining to the most dynamic
sectors in Poland, namely: agri-food,
information technology and telecommu-

nications, construction, building materials
and transportation, educational services,
energy, environment, financial services,
health services and natural resources.
These documents are available on the
Internet at http//www.dfait-maeci.gc.ca
For more information, contact
Joanne Lemay, Central Europe Divi-
sion, DFAIT, fax: (613) 995-8756, e-mail:
joanne.lemay@extott2.x400.gc.ca

~ CE MARKING PUBLICATIONS VALUABLE AIDS IN

EuroPEAN UNiON COMPLIANCE

Arecently released series of publi-
£\ cations and software is essential
reading for Canadian businesses
involved in international commercial
relations with the European Union.

The CE Marking indicates that a

/
product complies with the “New
Approach” directives, which contain

essential requirements,,concerning
safety, health, environment %
sumer protection.

DFAIT’s Team Canada Market Research Centre produces a full range of sectoral marketstudies §
identify foreign markets. Currently, some 475 reports are ava ngi '
automotive to consumer products, forest industries, plastics, space and tourism.’
InfoCentre’s Faxlink (613-944-4500) or on the Internet at http:/ /www.infoexport.

ilable in 25 sectors rar

(ontinued on poge 16
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CrOss-CANADA — Ottawa (March 25,
1999) — Montreal (March 26) —
Halifax (March 30) — Toronto (March
31) — Winnipeg (April 13) — Vancou-
ver (April 14) — Banff (April 16) —
Bribery has once again been in the

news because of the International
Olympics Committee scandal, but

this issue is no stranger to Canadian
companies working internationally.
In fact, shareholders, employees and
customers are increasingly demand-
ing that companies make their posi-
tion clear, not just on bribery, but on
exploitive child labour and human
rights abuses in general.

Should you continue that partner-
ship with a supplier that may be
exploiting child labour to make its

products?:Should you give your for-
eign agent that special “facilitating”
commission? Questions like these
have been brought into sharper focus
by the recent passage of Bill S21,
which makes bribery of foreign offi-
cials a criminal offence under
Canadian law. And, they suggest that
Canadian companies operating inter-
nationally seriously consider devel-
oping clear policies and codes of
conduct on these issues.

To help companies in this area, a
series of half-day, practical hands-
on International Ethics Challenge
Workshops is being organized by
the Alliance of Manufacturers &
Exporters Canada, with the support
of the Department of Foreign Affairs

Broade

MARCH 1999 — KPMG, the interna-
tional management consulting firm,
is expected to release a comprehen-
sive new report addressing the real
costs of doing business in nine key
production and service sectors,
having researched 64 cities in eight
North American, European and
ian countries. This, the third pub-
ed edition of The Competitive
ernative, boasts the following

"~ Broader, More Comprehensive |
- KPMG Study Soon to he Released

enhancements: coverage of all G7
countries; increased number of
cities, from 42 to 64; expanded range
of industrial sectors; a broadened
base of sponsorship from the private
sector, municipalities and the
Government of Austria.

Watch for a special report of the
1999 KPMG study in a future issue of

CanadExport.

International Ethic Chnllenge Workshops .

and International Trade. The work-
shops will take a close look at the
implications of Bill S21, set ou
some of the best practices for deal-
ing with ethical issues, and show
participants how to get a code o
conduct introduced, accepted an
monitored. They will also deal with
the issues associated with crisis
management.

For more information, contadt
your local Alliance or Internationd
Trade Centre office, or regista
directly with Osprey Associates
at fax: (613) 736-9604, e-mai
ospreya@istar.ca

" CE MarKiNG
~ PUBLICATIONS

— Confinved from page 15

The series includes the followins| -
titles:
o CE Marking in Electrical anl
Mechanical Engineering, Ris
Analysis and Users Manud
(handbook)($545);

~ o The Complete CE Marking Guik
(CD ROM) ($140).
For more information, or to orde
copies, contact Hilary R. Burk:
Point-to-Point, Box 133, Station B
Ottawa, ON KIP 6C3, tel: (613
2374658, e-mail: cz173@ncf.ca

0 s Info £

DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information can be
S obtained by contacting the InfoCentre at 1-800-267-8376 (Ottawa region: 944-4000) or by fox at (613) 996-9709; by calling
tre Faxlink (from o fox machine) ot (613) 944-4500; or by accessing the DFAIT Internet World Wide Web site o}
www.dfait-maeci.gc.ca

i

Return requested

if undeliverable:
CANADEXPORT (BCS)
125 Sussex Drive
Ottawa, ON
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dlscuss Canadas trade and investment agenda for 1999.

World Trade Organization
tarting with trade policy issues,
inister Marchi outlined Canada’s

Yhe next WTO Ministerial Meeting in

Public consultations

Minister Marchi highlighted the broad-
based cross-Canada hearings that the
Parliamentary Standing Committee on
Foreign Affairs and International Trade
launched upon his request, inviting the

eattle in late November
‘_i‘ expected to launch
thultilateral negotiations
intended to build on
agricultural and services
ifems while encompass-
ihg amuch broader range
of issues.
-{ Minister Marchi stressed
the importance of con-
shlting and engaging
anadians to identify our
lational interests and
Priorities for the coming
ade talks. Ministers dis-
'v ssed the need to relate
to Canadians the benefits
0o} enhanced trade and
ijvestment flows, while
' Igcognizing that there are
legitimate questions on
fle impact of restructur-
iflg as a result of global-
ization, on how to ensure

i

EDC Services for Small and
Medium-sized Enterprises

Minister for International Trade Sergio Marchi
recently attended a briefing and demonstration on
the Export Development Corporations (EDC)
streamlined services for small and medium-sized
enterprises (SMEs) and met with members of EDC}
SME_ Team. From left, Minister Marchi; Linda
Graupner, Team Leader, SME Financial Services;
A. lan Gillespie, President and CEO; and John
Hutchison, Vice-President, SME Services.

at governments continue to regu-
late in the national interest and on
te relationship between trade,
la our and the environment.

provinces.to contribute the findings of

their own trade-related consultations.
He noted that a diversity of tools

"are being used to ensure that the

Government of Canada hears from all
sectors of society, including the notice
for public submissions published
recently in the Canada Gagzette and
consultations with non-governmental
organizations, scheduled for April 26.
As a precursor to broader discus-
sions, representatives of the business
community — the engine of interna-
tional trade — were invited to share
their views on the coming trade talks.

Free Trade Area of the Americas
Provincial Ministers were also briefed on
the state of the Free Trade Area of the
Americas (FTAA) agreement negotia-
tions, and of the many FTAA-related
events scheduled for this year and next,
leading up to the Toronto Ministerial in
November, chaired by Minister Marchi.
Recent FTAA negotiations have
focussed on business facilitation,
and Canada’s push for the participa-
tion of civil society. ;

Continved on page 8 — Federal- Provmaul P
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Year 2000 Challenge

These two groups have joined forces to slay the Bug in customers can avoid long line-ups of people with Y2

home electronics and home PCs in China. related problems at the last minute,” says Daniel Gallaghe

“Y2K allows small or
medium-sized Canadian enter-
prises to showcase the skill
and expertise of the Canadian
high-tech industry to China,”
says Golden Fortune President
James Tong.

The English version of the
Y2Kit has enjoyed a successful
launch in the North American
market, based on SKF’s Y2Kit.

The new release is adapted
for mainland China, Taiwan
and Hong Kong. It has been
pre-qualified among the Chi-
nese North American com-
munities in Canada-and the
United States with great suc-
cess. Entry into the overseas
Chinese market is anticipated
within the next several weeks.

“When Prime Minister
Chrétien visited China recent-
ly, and was the guest of the

" he Y2K millennium “Bug” may be an obstacle to some, but for Golden Fortune Investments of Vancouw
. (www.gfil.com), in partnership with SKF Millennium Sales Inc. of Salmon Arm, B.C,, it is a chance in a million.

Official Opening of New

Last December 7 marked the offici

Budapest Airport Terminal

S

al opening of the

new Budapest-Ferihegy International Airport
Terminal built by a consortium of Canadian
companies (see CanadExport Vol. 15, No. 9,
May 20, 1997). The ribbon-cutting ceremony was
attended by (left to right) Hungarian Minister
of Transport Kdlmdn Katona, his Canadian
counterpart David Collenette, and Canada’s
Ambassador to Hungary, Susan Cartwright.

Chinese Premier, I was so proud to hear Premier Zhu Yong

Ji say ‘Canadians are China’s best

\

friends. With Canada, it's green
ights all the way’,” beamed Tong.
Using the existing SKF Web site
.y2khometestkit.com as a tem-
h Fortune has arranged
nsfation into Chinese. The
h final stages of construc-
e address for the Chinese

Editor-in-Chief: Bertrand Desjardins Extracts from this publication may be reproduced for individual use with®
permission, provided the source is fully acknowledged. However, nproduc?"“
of this publication in whole or in part for purposes of resale or redistribui® ;-
requires written permission from CanadExport. .

Managing Editor: Louis Kovacs

'| Editor: Vincent Chetcuti

Layout: Yen Le

Circulation: 77,000 -
Telephone: (613) 996-2225
Fax: (613) 996-9276

E-mail:
canad.export@dfait-maeci.gc.ca

ISSN 0823-3330
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Vice-President Corporate Finance.

According to SKF President Micha
Kelly, one of the most challengiy
aspects of the Y2K problem is thatd
embedded chip technology. With th
use of so many off-the-shelf chips:
good majority of home electronis
worldwide are categorized in the Y}
at-risk column. '

Clearly for these two groups, ox
man’s problem is anothers goldx
opportunity.

For more information on these twct,

companies, contact Daniel Gallagh
Golden Fortune Investments, td
(604) 688-2623, fax: (604) 688-26l

or Michael Kelly, SKF Millenniu {

Sales Inc., tel.: (250) 832-5777,x
(250) 833-0015.

0..‘

Team Canada Inc - Equipe Canada ic

exportsource.gc.ca

CanadExport is published twice monthly, in both English and French %y .*
the Department of Foreign Affairs and International Trade (DFAT}
Communications Services Division (BCS). X

CanadExport is available in Canada to interested exporters and busin®y |
oriented people. For a subscription, call (613) 996-2225. For address changes®y |
cancellations, please send your mailing label. Allow four to six weeks.

Mail to: CanadExport (BCS), Department of Foreign Affairs al
International Trade, 125 Sussex Drive, Ottawa K1A 0G2.

Agreement Number 1453025,
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CABC’s activities focus on meeting the

{demands of Canadian companies by
{co-ordinating annual trade missions
{to various Arab countries; providing

market intelligence on trade and
investment . opportunities for Cana-
dians in the Arab World; conveying
business views to federal and provin-

{cial governments; working with busi-
Jness organizations in Arab countries
iJto promote and increase bilateral
{rade; organizing seminars/networking
;flunches and other events in Canada;

Is
]

from the Arab world.
{ Throughout the years, the Council

3
i

o o
Py

?Jand hosting incoming delegations

(u: placed special emphasis on forging

‘business linkages in the Middle East

~pnd North Africa. A specific initiative

wd 140d  Industry,

- fommerce of Oman, and LUnion
" .t Tunisienne

- Commerce et de PArtisanat (UTICA)-‘

IFInet: Getting Your Share of the IFI Market

{Available on the Department’s Web site (http://www.dfait-maeci.gc.cafifinet), IFInet helps increase your

Success in pursuing international financial institution (IFI) business opportunities. You will find inform
{financed by IFIs, work undertaken by Canadian consultants with IFls, and a (
Development Agency,(CIDA) projects. Business guides for exporters are also availabl

—

‘has been the establishment of beneficial
elationships  with most of the
Chambers of Commerce and Industry

*In the region, namely with the Egyptian
: pusinessmen  Association (“Egypt-
: Canada  Business Council”),
‘«~ordanian Businessmen| Association
‘;ﬁ]‘;]oxdan-Canada Business Council”),

the

the Abu Dhabi Chamber of Commerce

the Chamber of

de TIIndustrie,” du

In 1999, the Saudi-Canada and

Libya-Canada Business Councils will

be formalized, and other alliances fos-
tered. During last months Business
Development Mission to the Middle
East, Minister for International Trade
Sergio Marchi witnessed the signing
of an agreement between CABC and
the Council of Saudi Chambers of
Commerce and Industry to create the
new Saudi-Canada Business Council.

Membership
Membership in the Council is open to
Canadian organizations with an inter-
est, or activity, in Arab countries.
Multinational organizations and small
and medium-sized enterprises (SMEs)
from all sectors are invited to join.
Members include Canada’s leading

.companies in all sectors of export trade.

The current membership is capable of
providing architectural, engineering,
educational, financial and legal services,
as well as manufactured goods, technol-
ogy transfer and primary products.

Ovoorturities .
This is an opportune time for Canadian
companies wishing to enter and/or
expand into Middle East markets.
Canadian high-technology products
and services are in great demand.

=F~he Canada-Arab Business Council (CABC) is a private non-profit group of Canadian companies with an expressed
, interest in doing business with countries in the Arab World and a willingness to share this interest and knowledge with
the Canadian business community.

Opportunities also exist in a variety
of other sectors such as transporta-
tion, telecommunications, environ-
mental technologies, agriculture,
construction, oil and gas, power gen-
eration and transmission, as well as
in education and training.

In 1997, exports to the region
exceeded $3.2 billion, while imports
were approximately $2.4 billion. Recent
Canadian initiatives to assist the Middle
East Peace Process have laid the basis
for increased Canadian business pres-
ence in the region, and as business con-
fidence is restored, Canadas share of
this market is poised to grow further.

Contact ;

CABC invites companies with an
interest in the region to join the
Council, support its activities and
bring greater momentum to Canada’s
growing presence in the rapidly
changing Arab World.

For additional information on the
Canada-Arab Business Council and
its. activities, visit its Web site at
www.canada-arabbusiness.org

CABC’s Secretariat is located at
350 Sparks Street, Suite 501, Ottawa, *

ON KI1R 7S8; tel.: (613) 238-4000,;:""
fax: (613) 238-7643, e-mail: info@: :

canada-arabbusiness.org /.

[

S

\{Capital Projects” secti
ction.
¥ j
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™his CanadExport regular feature is designed to help Canadian exporters take advantage of the vast and lucrativ| |.

, market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Developmen J
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contaa| |~
UTO by fax at (613) 944-9119, e-mail: commerce@dfait—maeci.gc.ca

Canadian Culture Breezes |
inlo Chlcugo‘

ipher New Medla Inc. of Toronto has licensed its ammated
Ccomlc strip “Stick Girl” to a “hip” Web site for young
audiences managed by Universal Studios in California.
Universal's animalhouse.com is a popular Internet site for
university students, offering campus news, lifestyle advice,
music, games, travel ideas and other “cool stuff.”
Nominated as Best Youth Program a few years ago, Ciphers
on-line “Stick Girl” will share her complicated teen life
with a new legion of fans via the huge Universal site.
Gary Yentin, President of Cipher, credits support from | i , S
Tom Palamides, animation and multimedia marketing officer Pu:tun:d above are: Consul General L] Chnstopher Poole, presenting
at the Canadian Consulate General in Los Angeles, as “critical | cheque from the Department of Foreign Affairs and Internationd

to our success in working with U.S. partners. We are | Tadetothe Director and Chief Executive Ofﬁ“' of Chicago’ Museun

- <3 s ». | of Contemporary Art (MCA), Robert Fitzpatrick, in support of th
deeply appreciative of Mr. Palamides’s encouragement.”. Jana Sterbak exhibition at the MCA. This exhibition, the firs

Cipher’s other projc?cts include a.ward-winning 'Web major survey of Jana Sterbak’s work to be organized by a museun
sites and CD-ROM creations for the National Hockey League, | in the United States, attracted an impressive 31,384 visitors fron

the Art Gallery of Ontario, and its own digital photography | October 10, 1998 to January 3, 1999.
and educational CDs.

For more information, contact Gary Yentm President, New Equrfefs o Border S"ﬂes

ey

Cipher New Media, tel.: (416) 960-0388 or Internet: :
www.ciphermedia.com Goes Wes t @I (For full story, see p. 12) B
Date - Event Location
APRIL : - L :
6-9 ~ Minister Sergio Marchi leads Young Entrepreneurs Mission to California San Francisco
7-8 ' South Florida Plant Engineering and Maintenance Show Fort Lauderdale
9 WTC Trade Mission - Transportation Sector Washington
9 Private Label Expo Las Vegas
Atlantic Premiers Trade Mission to New England Boston/New York
International Home Furnishings Market, High Point : North Carolina
42nd San Francisco International Film Festival ' San Francisco
Canadian Food and Beverage Expo, Livonia - Michigan
BookExpo America = - Los Angeles j
oming NEBS (New Eacporters to Border States) missions is available at www.dfait-maeci. gc.ca/geo/usa/business-¢. h“"; ( C I
, heck the Canadian Consulate Web sites (linked to the DFAIT site) or Strategis (strategis.ic.gc. ca) &%
1 CAWA‘".S. Retaions HoME PAGE at hetp:/iwww. dfalt-nmecz.gc.ca/geo/usa/busmess-e htr-
ation on doing business in and with the United States.
o

. |
Department of Foreign Affairs and International Trade (DFATT
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hats what Military International
imited (MIL) found out just before
Jnking a $2.3-million contract for 675
fmine detectors to the Cambodia Mine
Mction Centre (CMAC) in Phnom Penh.

dian Embassy to the rescue

he Calgary-based distributor and
ipgent  approached the Canadian
{Fmbassy in Washington for help in

finding the information and right

;pources in the U.S. State Department,
‘Where the transaction was financed.

1 Richard Malloy, a Defence and
rospace Trade Officer at the Embassy,
as able to help clear the way.

A seven-year veteran in the defence
rea, Malloy helped “lift the curtain on
‘the vagaries of the State Department
4nd help us, excuse the pun, walk
through the minefield,” says MIL
General Manager Andy Wotherspoan.
#| “At one point, I had talked to nine-
.teen colonels. Rich put us in touch with
‘Qne person in the State Department and

(2]

| ‘,Al opened all sorts of doors, (for us).”

Need for landmine detection devices

ndmines deployed throughout the
Vorld (one landmine for every 100
.Persons), there is a strong need for
landmine detection devices.

| The Department of Foreign Affairs

2nd International Trade (DFAIT) has
{ pmmitted $100 million to the land-
Wine effort to support, among other
ings, mine stockplle destruction,
earch, development and marketing

-With an estimated 60 to 100 million"

of appropriate Canadian technolo-
gies, as well as demining and mine
awareness training.

“The United States,” Wotherspoon
reminds, “with a defence budget
almost 45 times the size of Canada’s,
expects to fund an estimated US$35
million that the U.S. Congress has
earmarked for humanitarian demi-
ning projects in 1999-2000 alone.”

Action backed by funding

So, little wonder that thats where
MIL has been most successful in
finding sales opportunities.

Being a Canadian company in this
market is an “absolute” benefit. “The
further we get away from Canada,
the more Canada’s name is synony-
mous with clearing minefields,”
states Wotherspoon.

Rich Malloy agrees. “When some
Canadians think of defence, they
only think of arms and munitions.
But defence these days is now more
information technology-oriented
and focussed on detection and pro-
tection. These are crucial elements
for the U.S. military.

“Canadians really excel in these tech-
nology areas and the U.S. military is
receptive to quality products that help
achieve its' goals. We truly have to
become more aggressive in the US.
marketplace by exploring all avenues to
sell a product. Our population may be
smaller but the brainpower is there.”

In addition to tapping into the World
Bank — with little- success so far —

ere are times when a foreign country’s business practices and documentation requirements have exporters running
around in circles — even when it is the United States.

MIL, which is registered with DFAITs
WIN Exports database, is now
actively knocking on the doors of all
Canadian Embassies, Consulates and
High Commissions around the world
where mine detectors could be put in.
“When you market yourself,
you have to be very proactive,”
Wotherspoon reminds.

An old pro in the field
MIL is a 10-year-old training and

equipment company manufacturing

and selling anti-personnel mine effects
simulators (APMES) and anti-tank
mine effects simulators (ATMES).

In addition, the company markets
various humanitarian ~ demining
equipment — “we look for the best
products around the world,” says
Wotherspoon — “such as detectors,
mine-proof vehicles, boots, visors,
aprons and other clothing. ‘

The company recently sold 130
of its mine detectors to Jordan and
140 detectors for use in Northern
Iraq. MIL is also currently bidding
for projects in Greece, Sri Lanka,
Thailand, Laos and Mozambique.

“Our overall goal,” says Wotherspoon, /|
“is to become a one-stop shop and ;

assemble all componentg as well,
offer trammg services.” |0
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Trade News

anada House Singapore was officially opened November 14 by Prime Minister Jean Chrétien, and Singapore’s Depuy| ¢
Prime Minister B.G. Lee Hsien Loong, and was also honoured by an informal visit on November 13 by Internationd] —J
Trade Minister Sergio Marchi, who declared it an “outstanding innovation” in his address to the Singaporean investmen A,

community.

Canada House Singapore is located
in the heart of Singapore’s financial
district. An innovation of the Canadian
High Commission in Singapore,
Canada House serves three distinct
roles: it is a condominium of Cana-
dian companies and organizations,
including the Canadian Tourism
Commission, Nortel Networks, Taylor
Exhibition Services, Sapling Software
and others; a Business Centre; and a
technology demonstration unit.
The Business Centre is managed
by the Canada Singapore Business
Association, and offers business
support services, short-term office
space and meeting facilities to
visiting Canadian companies. By
offering low-cost business support
services, such as hotel bookings,
meeting arrangements, basic market
information, access to legal services,
telephone, fax and Internet access,
the Business Centre operates as
a natural partner to the High
Commission’s Trade Program under
the new Performance Measurement
Xnitiative guidelines. Access to the
" Business Centre is either through

L\Sl{al SPOp: orship, or on a daily,
g &n}onthly basis. :

The technology demonstration
unit consists of direct access to
Singapore’s island-wide, 155-Mbs
ATM network through a Nortel
ATM switch and bay router, to the
Centre’s own high-speed server and
workstations. This allows Canadian

Ojj‘iaal opening of Canada House (second
from left): Madame Aline Chrétien, Prime
Minister Jean Chrétien, Singapore Deputy
Prime Minister B.G. Lee Hsien Loong, and
Canada’s Secretary of State (Asia-Pacific)
Raymond Chan. The scissor bearers are
students of Singapore’s Canadian School.

firms to either mirror Web sites on
Singapore’s broadband network, or
to give demonstrations from Cana-
da House to their Singaporean and
regional clients.

Sponsors of Canada House Singa-
pore include Nortel Networks Asia,
Teknion Furniture Systems, Indus-
try Canada, the National Research
Council, the Ontario International
Trade Corporation, Stikeman Elliott,

p
i
4 Internet: www.csba-online.org ﬂm.

4

Bombardier, McLean Watson Capitd} i
David Tokiwa and Associates, Jungan|
Lee Pte Ltd., and Corel Corporation| ]9

For further information, contactt Jn
Canada Singapore Business Assocatinf
at Canada House Business Centref fes
7 Amoy Street, #03-03 Canada Hous
Singapore 049949, tel.: (011-65
438-8328, fax: (011-65) 438-83%

csba@cyberway.com.sg, or the Senim.
Trade Commissioner, Canadian Highi
Commission, 80 Anson Road, #144
IBM Tower Singapore 079907, td
(011-65) 325-3200, fax: (011—65)‘
325-3296, Internet: cdatanjsé a
singnet.com.sg

; : £ R
‘Canadian Conéulate’lﬁ Diisset:
~dorf Moves to New Quarters | '}
oIn February, the Canadxaq Con. f_
sulate in  Dasseldorf, -Germany, $f
along with the Canadian Tourist -
Commission, which shares spa¢
with the Consulate ‘moved into
a brand-new expanded facﬂlt) b )
The Consulate’s new address 8 1z

Dasseldorf, tel.: (01149-211) 17
2170, fax: (011-49-211) 35 9165}

!1)

the WIN Exports database, which is used by trade
mote your company’s capabilities to foreign buyers.
ration form to 1-800-667-3802 or (613) 944-1078.
944-4946, from the National Capital Region).

. f
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T he Club Export Agro-alimen-
. taire du Quebec - [Quebec

ﬁ'gri-food Export Club] played host

o the Shanghai Import Food
Fnterprise Association (SIFEA) and
ts 300 member importers when
hey met in Shanghai in January
999 for the Association’s third
qnnual meeting.

The invitation was issued as a

fesult of a mission by Club Export
nd its members in September
998, and shows that influential
porters in Shanghai are keenly

interested in the food products of
lub Export’s members.

FEA signed a trade co-operation
eement that resulted in a varied

program of trade activities, including
visits back and forth and the provision
of information on Quebec products.
Trade benefits quickly material-
ized. Products from some 20 Quebec
manufacturers will soon be making
their way to Shanghai in a group
shipment organized by Club Export.
Attractive prospects are also open-
ing up for several products, includ-
ing mozzarella, margarine, pizza
dough, frozen French fries and beer.
These rapid developments on a
previously almost impenetrable
market are viewed favourably in
Quebec’s export community. For
example, SIFEA delegates had a
leisurely taste of beer from Unibroue,
a Quebec micro-brewery, in a mag-
nificent presentation showcasing the
know-how of Quebec manufacturers.

{SupPORT FOR Acm-mon Pnonucrs 10 Russia’

ast month, International Trade Minister Sergio Marchi announced the

—establishment of a revolving short-term insurance facility to support up to

$ 0 million in exports of Canadian agri-food products to Russia over three years.

-4 “This facility will allow Canadian exporters traditionally selling to the

Russian market to maintain their commercial relationship with Russian

1y bliyers durmg this period of economic difficulty,” s

said Minister Marchi.

is. -fanada remains committed to Russia and its efforts to create a more stable

! d transparent business environment.”

A Established under the Export Development Corporanon (EDC) Canada

s pport exports of Canadian agri-food products to Russia. The Canada

A count is used to support export transactions that are in the national inter-

and that cannot be supported by EDC’s Corporate Account.

IS “Over the long term, Russia is an important market for Canadian agri-food
v} ®ports, and this insurance facility is designed to ensure that Canadian

“Rporters are able to sustain their presence in the market,” added the Minister.

Three Quebec firms, Lassonde,
Hydronov and Ferme Rechamakayajo,
have already signed co-production
agreements with Chinese partners.

Cornering markets

The days when Quebec exporters
ventured timidly to the United States
to present their products are quickly
giving way to a determined attitude
and increasingly intense activity on
all five continents.

“China is the new milestone in
cornering international markets for
our businesses,” confirms Club
Export president Jacinthe Brasseur.
“We have chosen the Shanghai

Continved on page 11— Club Export

Medivm Exporters

@ ntario small and medium-sized
.J;agri-food exporters had a
chance to increase their awareness of
competitor intelligence and econom-
ic security-related activities at a sym-
posium held in Toronto last month.
The event was co-ordinated by the'
Canadian Food Exporters Assoctauon
(CFEA) in partnership with the:"
Canadian Security Intelhg nce Seryi

/.
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Trade News

R ecord-setting year-end trade figures released by Statistics Canada in February strongly confirm that trade is

. continuing to strengthen Canada’s economic growth and prosperity.

“All-time record trade figures during
a period when many world econo-
mies have taken tough hits should
tell us that we are on the right track,
with the right trade policies, at the
right time,” said Minister for Inter-
national Trade Sergio Marchi.

The Statistics Canada figures
revealed that Canada’s merchandise
exports increased 7.4 per cent in 1998
over 1997. Sales of Canadian machin-
ery and equipment rose 15.9 per cent.
A 9.8-per-cent increase in merchan-

'Economic Security

' — (Confinved from page 7

industrial intelligence that may poten-
tially be used against Canada’s com-
mercial interests in export markets.

Activities included a presentation
by CSIS on competitive intelligence-
gathering activities that some foreign
governments undertake both at
home and abroad.

Scott MacKendricks talk — of the
Toronto law firm Aird & Berlis — on
“Confidential Information and Breach
of Confidence” touched on intellectual
roperty, patents, trademarks, copy-
right, industrial designs and trade
ctets. Robert Stonehouse of Secure

dise imports last year gave Canada an
overall trade surplus of $19.4 billion.

“The United States remains by far
our most important trading partner,”
said Minister Marchi. “Its great to
see that we are selling more high-
skilled and knowledge-intensive
products in one of the most competitive
markets in the world.”

Canada’s strong export perfor-
mance in 1998 is all the more
remarkable given the tough econom-

ic times in Asia and Latin America
Canada’s merchandise trade statistics
indicate that overall exports decline
by 27.7 per cent to most of Canadas
Asian trading partners, and by 10.
per cent to Latin America. Exportsto
Asia account for 5.7 per cent of totd
Canadian exports, while exports t
Latin America represent 1.8 per cent

Watch for an analysis of Canads$
trade performance in 1998 in a
upcoming issue of CanadExport.

'Federal

North Americon Free Trade

The Ministers also reviewed matters
relating to the North American Free
Trade Agreement (NAFTA), now in
its sixth year, specifically the NAFTA
Commission Meeting to be held
next month. in Ottawa, as well as
issues contained in Chapter 11 of the
Agreement on investor-state provisions.

Trode development
Talking about trade development,
Ministers agreed to extend the

~mandate of the Federal-Provincial

International Business Development
Task Force into a second year.
Progress of the Task Force on sharing
of databases and on exporter prepa-

- ration services has been exemplary.

Minister Marchi was pleased to
receive provincial support for the
concept of a revitalized Canada
Export Award Program.

I-Provincial Meeting

' negotiations, and for the opport)

— GnhhueJ fram page!

The trade ministers also reviewd
the work achieved to strengthen o

operation in investment attractio
and to aggressively promote Canads,

competitive business environme

“m

and agreed to pursue their efforts Iy
working together through differet
initiatives.

Overall satisfaction

Provincial ministers agreed that th,
discussion on trade policy iss
was extremely beneficial, both lﬁ,
terms of bringing them up to dﬂ“’
on Canada’s position and progr d’
in multilateral agreements #

nity to present their views and o
cerns on these files. '
All Ministers were unanimous “t

confirming the value of such mef) *
ings, agreeing to reconvene with

the next year.

—
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|71 he Working With The World Campaign was a
F.E\special part of Parliamentarian Day during Inter-’

national Development Week in Ottawa on February
4, 1999. The event was hosted by the Alliance of
[Manufacturers & Exporters Canada, the Canadian
linternational Development Agency (CIDA) and the
iCanadian Council for International Cooperation
‘(CCIC).

Some 200 people enjoyed breakfast on Parliament
Hill, which was followed by an interactive panel
f‘:liscussion with Diane Marleau, Minister of
International Cooperation and Minister responsible
’ i[or la Francophonie, and Cameron Charlebois, CCIC
[hair of the Board.

Representing Working With The World, Mark
lusignan, Government Liaison, SR Telecom Inc., a
tampaign partner, said, “Many Canadian companies
:tompete and operate in the global marketplace. But
‘;th the same time, many of those companies, and in
particular the Working With The World partners, do

i . T e—p——

much more than that. Through their initiatives, they
make a positive contribution in the developing
world.” * ,

In his remarks, Mr. Lusignan stressed the impor-
tant linkages between international development aid
and trade, and how they work together. For every
dollar invested in the developing world by CIDA,
about $5 is generated in commercial benefits to
Canada. o

In addition, said Lusignan, the market potential in
the developing world is substantial. The World Bank
estimates the developing world’s infrastructure needs
— water, transportation, sanitation, energy, telecom-
munications — at approximately $250 billion per
year, and Canadian companies are well positioned to
provide expertise in these areas.

For more information on the Working With The
World Campaign, contact Andrée Mongeon, Markant
Consultants, tel.: (613) 233-8617, fax: (613) 230-1258,
e-mail: markant@intranet.ca S

Corruption of Foreign thcmls Ac

n February 14, 1999, Minister
= for International Trade Sergio
l“[archi, Foreign Affairs Minister
loyd Axworthy, and Minister of
Jpstice and Attorney' General of
Ganada Anne McLellan announced
the enactment of a new law, the
Jorruption of Foreign Officials Act.
4 The new Act makes it a criminal
offence to bribe a foreign official
i the course of doing business.
Blisinesses convicted under the Act

uld be sentenced to a maximum
five years imprisonment.

‘{The legislation reinforces Canada’s
dership role in fighting corruption

a.

and promoting good business prac-
tices internationally. It also confirms
Canada’s commitment to the Con-
vention on Combating Bribery of
Foreign Public Officials in Inter-
national Business Transactions. The
involvement of the Canadian busi-
ness community has been important
in creating this Convention that will
help to level the playing field in
global commercial transactions.

The Convention, negotiated at
the Organization for Economic
Co-opération and Development
(OECD), was signed in December
1997 by all 29 OECD member
countries and five non-member

countries. The Convention came
into effect on February 15, 1999.
The Corruption of Foreign Offi-

cials Act is available under
“Government Bills” on the Parlia-
mentary Internet site at: http://www.

S-21_cover-E.html

A guide to the Act prqyides bac
ground information andiis ayailal
on the Department of Just%i?’

7 March 15, 1999

parl.gc.ca/36/1/parlbus/chambus/
house/bills/government/S-21/5-21_4/ ‘ ~‘

.
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Trade News

he last few editions of CanadExport featured articles on the core services of the Trade Commissioner Service (TCS).
In this article we focus on the service called Troubleshooting.

Troubleshooting: Support in Your Target Market

By the time you request our Troubleshooting ser-
vice you have probably already tapped into other
TCS services and are somewhat established in your
target market. Troubleshooting is the advice our

“trade officers abroad provide companies that have

an urgent business or market access issue. For
example, if you have completed all the right paper-
work and your goods are stuck at the border, or if
you have reason to believe you have been treated
unfairly, the TCS can advise you what to do. This
advice may come in the form of a referral to an
expert in the market or it may result in TCS inter-
vention, if it promotes or protects Canadian inter-
national business interests.

Once you have gathered the facts, contact one of
our offices abroad; the more information we have
about your case the better we can judge what action
should be taken. It is also important that we be kept
in the loop if your situation is resolved or there are
new developments. Keep in mind, however, that the
TCS cannot do the job for you, and it cannot become
involved in private disputes. Nor can the TCS act as
a customs broker, sales agent, collection agent or

lawyer.

3

LY

Clients typically seek Troubleshooting services
when they have problems with:

¢ market access;

* customs clearance;

e shipping;

¢ unfair business treatment;
contract bidding;
* storage and warehousing;
e insurance coverage and claims;
» overdue accounts receivable.

An additional comment: we want to hear about
major market access problems you may be facing
Through Troubleshooting services, TCS officers
defend the interests of your company and the inter-
ests of all Canadian companies. When our officers
receive information about major market access irr
tants they report them to headquarters in Ottawz
and these may then be addressed in future bilatera
negotiations.

For more information on the services of the
Canadian Trade Commissioner Service, call Tean|
Canada Inc at 1-888-811-1119 or visit us on-line at}
infoexport.gc.ca ' 4

Expand your

Horizons

P

e Market Prospect Ve Visit Information
e Key Contacts Search e Face-to-face Bricfing
Ve Local Company Information Ve Troubleshooting

g

o
o

Department of Foreign Affirs ond Internationl Trade (DFAT) ’l




CanadExport

I+

Supplement

Eumpean Union Membership
_ Puts Spain on World Trade Map

When Spain entered the European Economic Community (EEC], now the European Union (EU};-on fanuary 1, 1986,
it became part of the second most important commercial area in the world , where barriers fo the free movement of
goods, capital and individuals no longer exist. As a resu/r Spom hos become one of fhe most ah‘racnve gc:teways to

the world’s second- nchesf market,

On January 1, 1999, it became
one of the founding members of

- the European Monetary Union

(EMU), along with 10 other
countries that now form a mar-
ket with a single currency (the
euro) for 290 million people

with a combined gross do-

mestic product (GDP) equal

to that of the United States

and almost. 20 per cent of the
world total.

T

EU Membershlp Spurs Rekul
Thirteen years after Spain’s entry
into the former EEC, the

- is still being felt.v:\
- In..particular,
it has:led.to"

the modermza- %

. tion of the Spanish

highly competitive and .
liberalized and more closely
aligned with the European

Today, it is almost the same.

and tenth largest in the world.

i

Did You Know?

* Twenty-five years ago Spain’s GDP was only half of Canada’.

* Spain was ranked eleventh in the world in 1997 by the United
Nations Human Development Index.

.» Trading volume at Madrid’s stock exchange increased tenfold
between 1992 and 1998, and is the fourth largest in the EU

* Spain is the world’s fourth-largest automoblle producer.

* Spain has the most automated teller machines and point-of-sale’
terminals (per one million people) in the EU.

* In 1997, Spain launched its first fully designed and built
satellite from the Canary Islands.

* Spain has the second- hlghes,t number of university students
(per one million people) in the EU. .

* Spain is the second most popular tourist destination in the
world, with more than 47 million visitors in 1998.

1mpact on its economy . -

economy, making it

;Umons most developed member
*“economies. »

o

Spams mtegrauon into’ the EU
has also had a beneficial effect on

“‘”1ts international trade. Since 1986,

miost- of Spain’s productive sectors

‘:have been left: largely unprotected
“due‘to the eliniination of custom

tariffs and trade barriers. As a result,
. Spain now. has a more open eco-
nomy. This has contributed to a surge
in exports, from 12 per cent of GDP
in 1986 to 18 per cent in 1996,
and in imports, from 15 per cent to
21 per cent over the same period.

Sectorally, there has also been
a dramatic change in the makeup
of the Spanish economy. Sectors
with average to strong demand
(capital goods and semi-manu-
factured products, basically in the

chemical sector) have grown in’

importance, while those with
weak demand, such as foodstuffs,
energy products and consumer
goods, have declined.

L]
Inside
CANADA-SPAIN BILATERAL RELATIONS ...I1
MARKET OPPORTUNITIES................ I-1v
CANADIAN-SPANISH SUCCESSES ......... a1
CONTACTS «eoeevvenrcneeeesesiecneeeeeesieenns v
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Canada-Spain Bilateral Relations
Close, and Growing Closer -

Spain’s integration into the European Union brought with it an economic and commercial renewal — the annual inflation
rate now stands at 1.4 per cent; the peseta remains strong; interest rates are falling and now stand at 3 per cent;
. the fiscal deficit is only 1.9 per cent of GDP; and the country is expected to register sustained net economic growth
of over 3 per cent of GDP in 1999 — making Spain one of the fastestgrowing economies in the European Union.

Valuable European Partner

Since democratic government was restored in 1976,
Spain has become an increasingly -important
European partner for Canada. The two countries are
now striving to develop a new relationship based on
common interests, including multilateral issues, trade
and cultural exchanges. This relationship was given
further impetus by the official visit to Canada in
October 1998 of Spanish Foreign Minister Abel
Matutes, who met with Prime Minister Jean Chrétien,
Foreign Affairs Minister Lloyd Axworthy, Minister
for International Trade Sergio Marchi, and Inter-
governmental Affairs Minister Stéphane Dion, as well
as by a Spanish commercial mission from the CEOE
(Confederation of Spanish Employers and Business
Associations) to Montréal and Toronto.

Commercial Relations

These closer political and economic ties have contributed

to a stronger commercial relationship. In 1997, bilateral
trade rose by 14 per cent, reaching $1.38 billion, with
Canadian exports to Spain accounting for $596 million

and Spanish exports to Canada $783 million. From
January to September 1998, Canadian exports totalled
$384 million and Spanish exports $601 million.

Canada’s major exports to Spain are mineral products
such as slag and ashes (16.3%), vegetables, primarily
pulses, plants, edible roots and tubers (14.5%), wood
pulp (9%) and machinery (7%). The top items
imported by Canada from Spain are machinery (12%),
refined oil products (8.5%), automobiles and parts
(7.7%), cast iron and steel (7.4%), organic chemical
products (6.6%) and footwear (6%).

With similar and complementary economic
structures, there are many commercial avenues that
can be beneficially explored by each country. For
Spanish companies, Canada represents a gateway to
the huge North American market. For Canadian
companies, Spain is an attractive launching pad for
entering the robust European marketplace. Some 32
Canadian companies are already established in Spain
in sectors as diverse as real estate, information

technology, telecommunications, mining, recycling, - -

banking and the petrochemical industry.

‘Third-Market

Holds Prom

Collaboration

ise for Canadian Exporters

There is a high level of competition in the Spanish market because of its membership in the European Union and the
presence of many companies from other member countries. However, Spain is undergoing a process of structural

reform that promises to open doors for Canadian companies to enter the market.

Although Spain’s privatization process
began in the early 1990s, it has
intensified and will continue to offer
new opportunities. In addition, the
ongoing liberalization of Spain’s
telecommunications, electricity and
natural gas sectors should present
new opportunities for Canadian com-
panies in these vital areas.

. Other prospects for collaboration

between ~Spanish and Canadian

companies lie in third markets,

especially in Latin America (but also

in North Africa and Asia) with
Canadian companies taking advan-
tage of Canadas growing com-
mitment in the region and Spain’s

* strong presence there to either begin
or expand operations in this market.

Spain has long enjoyed good
relations with Latin America as
illustrated by the signing of the

General Treaty on Co-operation and
Friendship by Spain and Brazil on
June 23, 1993, to foster investment
projects, co-investment and partner-
ships between Spanish and Brazilian
companies. Spain is also the leading
EU investor in Latin America, with
27 per cent of its total foreign direct
investment going to the region from
1990 to 1995.

Continued on page Ill — Collaboration

Department of Foreign Affairs and Intenational Trode (DFAIT) —
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(:ollab OXALLIOM — Contnued from page 1

Collaboration with Spanish com-  plants in Barcelona, Madrid and other  sufficient. Among the most important

ies is even more attractive because
they have a shared language. similar
traditions and a strong local

regions of the country.

\ exports to Spain are field peas, white

Over the next few years, Spain plans ~ and coloured beans and lentils, oil-

presence in Latin America.

Market
Opportunities

Environment
Compared with other European
countries, Spain’ experience in
dealing with environmental
problems is limited. It thus | ¢
" relies heavily on imports of
environmental goods and
services. While Canadian com-
panies have a good reputation
for quality and competitive | ¢
pricing, they need to be flexible
on financing and to provide
excellent after-sales service to
compete with European and
Japanese companies. The most
effective method to enter this | ¢
market is with local represen-
tation through an agent or
distributor, a local office, or a
joint venture with a European
company. '
‘Among the most attractive

CANADIAN-SPANISH SUCCESSES

Sol Melia and Sherrit Mining Canada
entered into an agreement worth about
$200 million to construct 14 new hotels in
Cuba. Sol-Melia and Sherrit are already
partners in two Sol-Melia hotels in Cuba.

In Brazil, Tafisa and Brascan contributed
to the construction of a factory that
manufactures pressed wood panels, with
a value of $200 million.

The Spanish company Temoinsa, which
produces internal equipment for passenger
vehicles, has been established in Quebec
since 1993 in order to facilitate access to
contracts and markets offered by NAFTA.

The Spanish company Abressa, which
specializes in,the production of abrasive
resins for the marble industry, has been
established in Canada since 1988. Since
NAFTA was signed, 80% of its production

seeds, alfalfa, flue-cured
tobacco leaf, tree plantlets and
seeds, strawberry plants and
canary seed. :

The Spanish market for
consumer-ready foods is
evolving through the major
supermarket chains, and
there are marketing oppor-
tunities for all types of
frozen meals, frozen lobster
and prepared shellfish.

Fisheries
Spain is the top fish-
consuming country in the
EU, and among the highest in
the world. Due to ever-
increasing restrictions in
traditional fishing grounds,
over half of Spains fish
requirements are now im-
ported, creating a steady
market of almost $3 billion,
which has been growing by
about 5 per cent each year.
Strong demand exists for

has been directed toward the United States.

wet salted cod, frozen cod
fillets, fresh and frozen

areas to pursue are water
treatment, solid and hazardous
waste treatment, soil remediation
and air pollution control. Spain
spends some $‘T billion a year on
water treatment'and management.
Under the National Plan for Water
Cleansing, it will invest $14.4 billion
to install collection, desalination
and purification equipment through
2005, and an additional $15 billion
in sewage treatment systems and
hardware. o

Trojan Technologies, a Canadian
company specializing in water
purification and wastewater treat-
ment, has had considerable success in
the Spanish market. Two major water
treatment plants in Valencia have
Installed " Trojan systems, as have

to invest $1.3 billion in toxic waste
treatment and pollution prevention
and control, and about $1.8 billion
for urban solid waste collection.

Agriculture and Agri-Food
Products that can be offered to
general importers/distributors include:
powdered milk in bulk; pet foods
in bulk; frozen blueberries; maple
syrup; and honey Pork and beef
consumption in Spain is increasing
steadily with a growing market for
frozen pork, beef and poultry.
Canada also supplies ingredients
for the animal feed industry, and
durum wheat for pasta manufacturers,
when production in Spain is in-

Atlantic lobster, frozen smelt,
swordfish, turbot, plaice, flounder
and halibut. Spain is also a good
market for fresh or frozen Pacific
salmon, frozen squid, monkfish tails,
Greenland halibut, and whiting as

well as canned crab meat and sahnoq. .

Medical Equipment

Spanish companies in this sector
mainly supply equipment to hos-
pitals, especially in developing
countries. Canadian medical equip-
ment companies will find opportu-
nities in Spain for products such as
electro-medical apparatus, cardiovas-
cular equipment, in-vitro diagnostics,
radiation therapy and therapy-
Continued on page IV — Coliaboration
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Upcammg Trade Events

* Meetings for Canadian construction
professionals during the Consrumat Fair in

Barcelona in April 1999.

¢ Meetings for Canadian forestry and agriculture
professionals as part of Green Week in Galicia

in May 1999.

* Official Spanish mission to Canada during the.
26th International Small Business Congress

in Toronto in October 1999.

+ Information tour to Canada in February 2000
for regional authorities responsible for

language training.

‘April 2000.

2000.

Cellab Oration — Continued from page III

planning equipment and software,
ultrasonic scanners, dental and
optical equipment.

Energy

The major attraction of the Spanish
power market is that liberalization
now allows free entry for new gener-
ating companies, which could hold
exciting opportunities for Canadian
companies, especially those in-
volved in gas-based generation.

In third markets, Spanish and
Canadian companies could co-
operate, more than they already do,
in oil exploration, distribution and
marketing of gas, and in the
generation of electricity.

For example, NOVA’ construc-
tion of the Pacific Gas Pipeline in
Chile, together with its gas distri-
bution and retailing activities,
could complement the initiatives
of Gas Natural (45 per cent owned
by Repsol) in Argentina, Bra211

Also, Tberdrola, one of the largest
Spanish investors in Latin America,
with over $1.4 billion and more
than 4.7 million customers, has
announced plans to participate in
various privatizations currently
under way in the region for
electricity, gas and water services.

Telecommunications

The liberalization of the Spanish
telecommunications sector offers
interesting possibilities for Canadian
telecommunications equipment com-
panies. The Spanish cable sector, for
example, holds significant potential as
it is still in its infancy.

The presence of Spanish com-
panies such as Telefénica in Latin
America adds incentive for Cana-
dian companies to seek Spanish
partners. Establishing a base in
Spain would give Canadian firms
more influence with the head
offices of Spanish companies in the

« Official Spanish mission on the environment
during the Globe 2000 Fair in Vancouver in

* Participation by Canada in the Agri-Food
Alimentaria 2000 Fair in Barcelona in April

has set up operations in Spain, not
only because of the opportunities in
the Spanish market, but also to
establish closer ties with Telef6nica.

Infrastructure

The ability of Spanish firms to
manufacture electronic equipment
for infrastructure control could be
used in joint tenders between
Spanish and Canadian companies
for infrastructure construction in
markets such as Latin America,
North Africa or Asia. A case in point
is the collaboration between
Spanish firm Dragados-FCC and

-the Vancouver Airports Authority

to construct and operate the
Arturo Merino Benitez airport
terminal in Chile, a project valued
at $228.5 million. Dragados-FCC
contributes its financial capacity,
and its hydraulic construction
experience, while the Vancouver
Airports Authority provides its

and Colombia. region. For example, Newbridge airport management expertise.
Contacts
Canadian Embassy =~ Bureau du Québec, Spanish Embassy Trade Office of Spain
in Spain Barcelona in Canada in Toronto
c/o Nufiez de Balboa, 35 Passeig de Gracia 16-610 Trade Office Manulife Centre

28001 Madrid, Spain
Tel.: (011-34) 91-423-3250 .
Fax: (011-34) 91-423-3252

08007 Barcelona, Spain
Tel.: (011-34) 93-481-3188
Fax: (011-34) 93-318-8609

Tel.: (613) 236-0409
Fax: (613) 563-2849

151 Slater Street, Suite 801
Ottawa, ON KI1P 5H3

55 Bloor Street West, Suite 1204
Toronto, ON M4W 1A5

Tel.: (416) 967-0488

Fax: (416) 968-9547

N
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Canada Export Award

Invitation

The Award Program Honours Canada’s Top Exporters

Each year, the Minister for International Trade presents the Canada Fxport Award
10 a select number of firms chosen by a panel of business leaders from across Canada.

ELIGIBILITY

Application for an Award is open to all firms, or divisions

of firms, resident in Canada, that have been exporting goods
or services for at least three years. Firms facilitating exports in
banking, transportation, market research, packaging and pro-
motion are also eligible. Only achievements that benefit from
the applicant’s own international marketing efforts will be
recognized.

In the event that manufacturers of major components can
demonstrate that they themselves have undertaken the over-
seas promotion of components of a final exported package,
the value of sales from the actual exporter will be regarded as
eligible export earnings.

SELECTION CRITERIA

The Selection Committee is guided by, but not limited to,
the following criteria:
* export growth over the past three fiscal years
* introduction of new products and services into
world markets
* breaking into new markets

Other achievements in export markets that contribute to
Canada’s economic well-being or to the reputation of a firm
as a world-class exporter are also considered, including:

* level of Canadian content

* range of markets

* holding markets in the face of strong foreign competition
* ratio of export sales to total sales

* uniqueness of product or service

* R&D that leads to export expansion

Also considered is particular merit in activities related to
the promotion, financing or facilitation of export sales

by Canadian firms.

BRANDED AWARDS
Special recognition is given by the Program’s sponsors

to three of the Award winners:

CIBC JOB CREATION ACHIEVEMENT
* employment growth 9
* number of quality jobs CIBC

* employment growth in a high unemployment area
* unique job creation strategies

TELEGLOBE INNOVATION.
AND TECHNOLOGY
ACHIEVEMENT

* investment spent on new technology and innovation

* sharing of new technologies with partners or suppliers
* technological innovation tied to expansion

o

TELEGLOBE

- EDC SMALLER EXPORTER ACHIEVEMENT

* total annual sales of less than $25 million
* total number of export countries served

* export growth
CERTIFICATION

Applications are considered only when a senior executive
of the applying firm signs the last page of the application
form (or a reasonable facsimile thereof), confirming that all
information provided in support of the application can be
substantiated.

«®

EDC
SEE

All financial information provided by an applicant will be
treated in a confidential manner, and will not be released
to outside organizations without the specific consent of
the applicant.

NOMINATION
Firms do not need to be nominated by a third party, and
may apply directly for an Award.

Individuals, associations, organizations or governments may
nominate firms for the Canada Export Award.

APPLICATIONS

Applications must be completed and self-contained. Applica-
tions may be accompanied by photographs of the products or
projects involved, or by relevant promotional material that
may assist the Selection Committee. If more space is needed,
attach a single sheet to the application form.

CLOSING DATE

Applications must be faxed or mailed to the following
address, post-marked on or before May 1, 1999.
‘Canada Export Award Program (TBX)

Department of Foreign Affairs and International Trade -
125 Sussex Drive, Ottawa, Ontario K1A 0G2

Telephone: (613) 996-2274

Fax: (613) 996-8688
Ce document est aussi disponible en frangais.

Canad?




1. COMPANY INFORMATION

Company Name
Address

City Province : Postal Code

Name of Chief Executive Officer/President -

Name of Working Contact Telephone Fax

Nomination Submitted by (if different from above)

Name

Position/Title

Business Name

Address Telephone Fax

2. Provid t f co te profile. We require 3 short precis o com i.e. history, lishments,
impﬁ“ﬁ%&%ﬁﬁﬁyﬁ%ﬁ’ug 333 inrgg\fgtivgrgppefoacix?ln aajiﬁon?mrigzo why yomﬁé‘:e you(:rc):’o:%oalg)? descrfrlés
to win ward.

What are you doing in R&D? What percentage of revenue do you dedicate to this? Has technological innovation helped your
company export? Do you share new technologies with partners or suppliers? Does your company encourage innovation?

e

How do you ensure continuous quality improvement? What role does quality assurance play in your company?




S

3. PLEASE CHECK ONE SECTOR THAT BEST DESCRIBES YOUR FIRM’S EXPORT ACTIVITIES:

O Agriculture & Agri-food 0 Advanced Technology { O Medical & Health Care
O Business & Professional Services [J Construction, Architectural & Engineering O Services Not Included

O Consumer Products & Services [0 Chemical & Petrochemical Elsewhere (please specify)
O Defence 0 Education and Training O Power & Energy

O Fisheries & Seafoods O Forest Products O Transportation

[ Industrial Plants & Machinery [ Information Technology & Telecommunications (] Other (please specify)

4. Total Staff % Employee Growth (1996-98) -Years in Business Years Exporting
5. SALES INFORMATION | '
Total Sales Export Sales Canadian % Growth from Export Sales as
Value Value Content Previous Year % of Total Sales
1998 $ $ % % %
1997 $ $ % % %
1996 $ $ % % %
6. EXPORT MARKET INFORMATION
Top Export Markets Export Sales % of Total % Growth Over
Export Sales _ Last.Three Years
a $ % %
b $ % . %
c $ % %
d $ % %

Primary means of market entry (e.g. joint ventures, trading houses, direct sales, parent company) and time required.

I ———— T
Major obstacle(s) your company had to overcome to get into the export market, and nature of competition.

- — EEem—
Creative, unique marketing techniques your company used to gain market entry or to sustain presence.

New products Iservices cxportcd and new markets penetrated.

S e e T




i “ | For Exporters of Services ONLY | :;

i What was the key to the successful introduction of the service? . : z

For Service Companies ONLY

CONTRACTS SIGNED CONTRACT VALUE LENGTH OF CONTRACT (YEARS) START AND FINISH DATES

i
AN
o
) i | *“ oqe . e
1 I For Trade Facilitation Companies ONLY
I | |
Describe and “quantify” how your services helped your customer(s) to become successful in their export markets. ‘ b1
s
$2
di
B é e
TR Years of service provided to client(s). Which regions are you supporting your client in? ‘ 0
o | Number of years client(s) has been in that market.
; ¥ Your keys to success.

SUPPORTING LETTERS FROM CANADIAN EXPORTERS DESCRIBING THE IMPACT OF THE USE OF THE
SERVICE(S) IN RELATION TO THE ABOVE ISSUES WOULD SERVE TO SUBSTANTIATE THE APPLICATION.

CERTIFICATION
I hereby certify that the information contained in this application can be substantiated.

Name of senior executive submitting this application

Official Tide

Signature




g GI International Marine
_Safety Solutions is always
prepared to provide lifesaving equip-
ent and training to marine opera-
tors and passengers. The company
Specializes in life rafts, stowage
eployment systems, and emer-
ency evacuation training programs
uch as its CD-ROM-formatted
ode Red Mariner. The North
ancouver company has offices in
ttawa, Mokena, Illinois, and
Amsterdam. MGI International’s
‘markets include Canada, Europe,
New Zealand and the United States.
{ MGI International supplied
t34 units of its patented Thermal
‘Protective Aid (TPA) to Dolphin
Cruise Lines of Miami, valued at
321,000. The TPA is a universal-
Sized body suit worn during emer-
encies to help reduce the loss of
hody heat and prevent hypothermia.
{ MGI International won the con-
‘act from the cruise liner, in part,
due to its readiness to provide the
JPA standards test report and its

standards set by Transport Canada.

CanadExport

In addition, the lightweight and
compact TPA, which weighs only
170 grams, is Canadian Coast
Guard approved.

TPA division manager Eva Tymke
notes that Canadian companies that
export lifesaving equipment must
get certificates of approval, and
must meet standards tests in each
country to which they export. “It’s
not easy to obtain approval from
other countries,” says Tymke. “
when a client approaches us, we
have all of the data and test reports
ready for submission. This helps to
quicken the product certification
and standards testing processes in
the client’s country of origin.”

The International Business Op-
portunities Centre (IBOC) received

this trade lead from the Canadian

Consulate in Miami, and searched
for companies that met the trade
lead criteria. IBOC informed sev-
eral companies, including MGI
International about the opportuni-
ty. MGI contacted Dolphin Cruise
Lines and, after a period of discus-
sions, negotiated a deal.

'tegion because it is China’s fastest-
‘8rowing region, and because we
fund a dynamic and professional
-Partner, SIFEA.”

: Exponers and all decision makers

"Club Export Agro- -alimentaire

" — Continved from page 7

get. With government assistance,
they plan to increase the level of
exports. to $5 billion by the year
2005.

Club Export’s members took the
opportunity to invite their Chinese
counterparts to visit Gourmet

\

IB&C C@AI

International Business Cemn des oazmm

Opportunities Centre

Quick Facts

ince it opened in 1995, IBOC has
Jcontacted more than 15,000

Canadian companies, and has
responded to more than 10,000
inquiries from foreign buyers.

Thanks to IBOC, more than
5,000 Canadian firms have been
put in touch with foreign buyers,
resulting in 1,500 matches.

IBOC’s sourcing experts use a
variety of databases, as well as a
large network of business contacts
across the country, to identify
Canadian companies of all sizes.

IBOC is jointly operated by
the Department of Foreign Affairs
and International Trade and
Industry Canada, and has a work-
ing partnership with Agriculture
and Agri-Food Canada.

IBOC is also the sourcing cen-
tre for Team Canada Inc.

Want to learn more? Visit
IBOCs Web site at www.dfait-
maeci.gc.ca/iboc-coai

du Quebec

International in Montrégai;
29, 1999,

lI'BC[Ol;L? e et

1menf§§ ifg%du

IBOC Successes




Trade Fairs and Missions

SeouL, KOREA — June 2-5, 1999 — The first APEC
FDI Mart (Foreign Direct Investment) will be a
gathering place for the 21-member Asia-Pacific
Economic Cooperation nations to showcase their
investment opportunities to over 2,000 prospective
investors from both APEC and other economies. -
The APEC FDI Mart is being organized by the
Korea Trade-Investment Promotion Agency (KOTRA),

which has established over 100 branch offices

Havana, CuBa — April 6-10, 1999
— fecons’99, the International

Construction Fair, presents unlimit-
ed opportunities for Canadian com-
panies in the booming Cuban con-
struction sector, particularly in the
construction and finishing of hotels.

at nva'nq ‘Constmctmn Fair |

fecons’99 will feature. exhibits and
presentations covering a wide array of
construction technologies, including:
structural and prefabricated construc-
tion; finishing; carpentry, grids, fences
and accessories; tools and equipment;
chemical products; and installations.

he first NEBS Mission to the
Western & English™ Sales
Association (WESA) show in Denver
was held January 15-17, 1999.
anized by the Canadian Consulate
eral in Minneapolis in conjunction

1, ' .
tinterested companies -

h! were Native-owned. The

tive was to introduce

Gess Wssmu

stores from Denver to Boulder, met
with local reps, and heard presenta-
tions from U.S. Customs and the U.S.
Fish & Wildlife Service on technical
considerations of getting products
across the border. One participant
summed up the NEBS mission this
way, “Through the mission, I became
exposed to a market I would other-
wise not have tapped into at this time.

1t enabled me to gain insight into the

nature of the market and the opportu-

- nities firsthand.” And, thats what

NEBS is ail about!

around the world (including Toronto) to promow| H;
trade and investment with Korea. The Mart is spon| - 5
sored by Korea’s Ministry of Foreign Affairs, and the] th
Ministry of Commerce, Industry and Energy. e

For more information on the APEC FDI Man| <ol
contact Ted Hwang, Commercial Section, Consulat
General of the Republic of Korea (KOTRA Toront)
at tel.: (416) 368-3399, fax: (416) 368-2893.

For more information, conta
GALAX INC,, tel.: (514) 735-514
fax: (514) 735-8765.

fFooof;ANo stmol
“Stow I MicHiGAN

LivoNIA, MICHIGAN — April 27-1
1999 — Canadian Food ¥ !
Beverage Expo II is a chancell I
Canadian businesses in the foo' y
and beverage industry to m¢ j 1
potential buyers. Organizers of 4
event are the Canadian Consult
General in Detroit, the Associat P
Food Dealers of Michigan, aﬂ!
Agriculture and Agri-Food Canadit
Companies interested in ex}nbxuﬂEl &
their products and services shov!
contact Keith Jozwik, Canadlﬂ)
Consulate General in Detroit, lﬁl}
(313) 567-2208, ext. 3361, )
Frank Webster, Agri-Food Tf“, i
Service, tel.: (519) 837-58,
immediately. l ‘
!




HANNOVER, GERMANY — May 10-
15, 1999 — Representatives from
the forestry, sawmill, furniture,
eneer and wood materials, and
dolid woodworking industries, as
well as those involved in joinery
Ind carpentry are invited to attend
IGNA HANNOVERPLUS ’99,
the World Fair for the Forestry
ind Wood Industries.

4 The exhibition is expected to
'_ttract nearly 1,700 exhibitors,
Half of them from outside
Germany, as well as more than
‘ 00,000 visitors.

latt ¢PY of Barry Siskind's bestseller The

atet Ifwer of Exhibit Marketing, a work-

HAFor more information on how
m% !9 obtain the package, call toll-
oul£ ,e 1-800-358-6079, or e-mail
tel«-“» ‘4The live program will continue to
q offered, as follows:

o Wlnmpeg, Apnl 22, 1999

For more information, contact
the Canadian Representative for
Hannover Trade Fairs, 1110-8
King St. E., Toronto, ON M5C 1B5, tel.:
1-800-7274183 or (416) 364-5352,

ALGIERS, ALGERIA — March 31-
April 6, 1999 — The Société
Algérienne des Foires et Expositions
(SAFEX) [Algerian Fairs and Exhi-
bitions Corporation] invites Cana-
dian businesspeople to take part
in the eighth annual Salon Inter-
national de I'Informatique, de la
Bureautique et de la Commu-
nication (SICOM) [Interhational
Data Processing, Office Automa-
tion and Communication Show].
Each year, the show attracts a
large number of participants from

*"abd Comunication Th Algeria

fax: (416) 364-6557, e-mail:

comar@baldhead.com, Internet:
http://www.hfcanada.com
Companies can also visit the show
Web site at http://www.ligna99.de

i

e ,utomutlon,;@

Algerian and foreign companies.
Its purpose is to bring together
operators in this sector who wish
to showcase their products and
innovations, and to develop busi-
ness relations with partners.

For more information, contact
the Société Alérienne des Foires
et Expositions (SAFEX), Palais
des Expositions-Pins Maritimes,
Algiers, Algeria; tel.: (011-213-2)
21 01 23 to 30, fax: (011-213-2)
21 05 40. )

ﬁlntemuhdnul Meduql{fSalonp ey

“in Algiers

ALGIERS, ALGERIA — May 4-10,
1999 — The International
Medical Show (SIM 99), now in
its eighth year, is a major meeting-
place for operators in this sector
looking for new opportunities
for business, investment and
partnership.

The show will focus mainly on
pharmaceutical and veterinary
production equipment; laboratory
equipment; X-ray equipment;

hospital equipment; equipment
for the disabled; transportation
equipment; pharmaceutical and

veterinary products; engmeermg;;

and services; medical i
and publishing.

the Société Algérienne ds
Exposmons (SA{ EX) t’alats

Trade Fairs and Missions




Business Agenda

CALGARY, ALBERTA — April 11-13,
1999 — Energy Mexico 99 is a unique
opportunity for Canadian companies
and government representatives to
hear directly from senior Mexican
business leaders and government offi-
cials about the tremendous opportuni-
ties for investment unfolding in
Mexico’s energy sector.

The two-day conference and
matchmaking forum is being hosted
by the Mexican Ministry of Energy,

CRrOSs-CANADA — Toronto (June 1,
1999) — Vancouver (June 4, 1999)
— Calgary (June 7, 1999) —
Expand Your European Horizons:
The Crossing the Pond partners are
organizing three more Knowledge
Cafés in June. If you have the
European information technology
(IT) market in your sights, you
should be sure to attend these
events. The Toronto Café is being held
in association with newMedia 99,
the Vancouver event with the
International Trade Centre and
the Calgary one with the CATA
Alliance Annual Conference.

Knowledge Cafés are workshops
at give small and medium-sized
trpnses SMEs) the opportunity
rectly with experienced
leaders and trade com-
from key European mar-

AR A

ghllghts Qpportunmes

the Department of Foreign Affairs
and International Trade, Natural
Resources Canada, Industry Canada,
the Government of Alberta, the
Canadian Embassy in Mexico and
the Canadian Energy Research
Institute.

Energy 99 will focus on a broad
range of energy-related issues in the
oil and gas sector, as well as electri-
city and alternate energy sources.

Minister of Natural Resources

* Canadian Energy Research Institut

CROSSING ¢+ THE POND

(]

lll

Ralph Goodale and Mexico’s Secretay|

of Energy Luis Tellez, are the fu
tured speakers at the confereny
forum.

For more information, conw

Conference Division, 3512 - J
Street NW, Suite 150, Calgy
Alberta T2L 2A6, tel.: (403) 28}

1231, fax: (403) 289-2344 or 284 -

4181, e-mail: conference@ceric
Internet: http://www.ceri.ca

intelligence, developing sales chan-
nels, winning corporate sales, secur-
ing trade finance and venture capital,
and forming strategic alliances. It
will likely be the most intensive and
useful three hours you will spend
preparing for the vast and lucrative
European market.

Crossing the Pond is a Team
Canada Inc partnership, co-founded
by the Department of Foreign Affairs
and International Trade and the
Toronto law firm Grasset-Fleisher,

-which assists Canadian IT compa-

nies to expand into Europe.
Canadian Imperial Bank of

Commerce (CIBC) is the lead

sponsor of the Knowledge Cafés.

"It has been co-operating with the

Export Development Corporation
since 1996 in GrowExport, a program
supporting the export activities

TRAVERSER » L'ATLANTIQUE

@]

of knowledge-based businesst{ j

GrowExport is designed for con
panies with a proven product (i

need timely financing to enhan§

their position in the internation

marketplace.
For more information ¢
GrowExport, contact the CIB

knowledge-based business Pr
fessionals at 1-800-551- 0606
If you are ready to fast-tracky
European expansion, make plans
attend one of the Knowledge Cif; -
now, and fill out the registrat
form on our Web site at

"’&.a——
N e )

crossingthepond.com/Getting ,

your butt

For more information on b 5’ =

Knowledge Cafés, fax your busi¥, ‘

card to (613) 995-6319 (atterltl‘)t
Crossing the Pond) or call (6
943-0893. !

’ |

Department of Foreign Affairs and International Trode (Wm"




JHouston, TExas — May 3-6, 1999
|— The 1999 Offshore Technology
{conference (OTC) is expected to
attract more than 50,000 engineering
and technical professionals involved
1in all aspects of offshore oil and gas
development.

International %
Conference on |
| Meat Safety in
| Global Markets

ANFF, ALBERTA — April 14-16, 1999
1~ Given the significance of the meat
Industry in international markets,
od safety and international com-
petitiveness are hot topics in the agri-
qulture and . food sector. The
ggriculture  Food Council, the
University of Saskatchewan, and
AVAC Ltd. (Calgary) invite you to
atend an international conference
entitled Food Safety and Inter-
fational Competitiveness: The
‘Qase of Meat. Conference informa-
ton and registration forms are avail-
aple through AVACs Web site
( ttp//www.avacltd.com).

4 For more information, contact
{0 Fullerton (AVAC Ltd.), tel

(493) 274-2774, e-mail: dfullerton@
Aacltd.com; or Iris Meck (Adfarm),
{ (403) 215-3225, e-mail: imeck@

CanadExport

World’s I.urgest Offshore Technology Show
Gathers Steam

- This year’s conference builds on

31 years of success as the oil and
gas industry’s foremost event
devoted to offshore exploration
and environmental protection.
OTC 99 will feature almost 300
technical presentations as well as
its largest exhibition in 15 years -
more than 1,800 companies from
24 countries will be exhibiting
their products and services, cover-
ing every facet of offshore opera-
tions and technology.

The program will include

\

keynote presentations on the eco-
nomic outlook for the industry in
the new millennium.

Other sessions will focus on
key offshore developments such
as the Ursa and Britannia projects,
deepwater production, reservoir
surveys and characterization,
and offshore construction tech-
nologies. :

For more information on the
show or how to attend, contact
OTC, tel.: (972) 952-9494, e-mail:
otc@otcnet.org

% Buymg Trouble Brlbery;and
~ other “Iffy”Payments in.

Internatlonul Business

TORONTO — March 22, 1999 —
Canadian companies engaged in
international business will soon
face stiff new criminal penalties
for conduct they may have con-
sidered “business as usual” in
the past. The recently legislated
Corruption of Foreign Public
Officials Act (see story p. 9)
makes it a criminal offence for
Canadian businesses to make pay-
ments or offer other inducements
to foreign officials to obtain or
retain their business.

The Buying Trouble Conference,

sponsored by the Canadian Bar
Association - Ontario, will give par-
ticipants a detailed review of the
new legislation, its practical impli-
cations for businesses and lawyers,
as well as an overview by leading
U.S. authorities of two decades of
American experience under similar
legislation.

Business Agenda

For more information, contact ,

. . /
the Canadian Bar Association -
Ontario, 20 Toronto Street, Sulte |

200, Toronto, ON MS5C 2BS8, ,tel
(416) 869-1047 or 1-800
fax: (416) 869-1390, TDX #1(

;

DFAIT’s Team Canada Market Research Centre produce§ a full range of sectoral market.studies $o hejkggunudia
identify foreign markets. Currently, some 475 reports are available in 25 sector mngin‘ {7
automotive to consumer products, forest industries, plastics, )me and tourism.\

" InfoCentre’s Faxlink (613-944-4500) or on the Internet at http://

Jinfoexport

food  equipment




Publications

“J " he Japan External Trade Orga-
Inization (JETRO) recently
unveiled the most recent edition
of its publication Success in the
Making — How Canadian compa-
nies are winning new markets in
Japan.

The fifth in an annual series, the
1999 version of Success in the
Making profiles 22.Canadian com-
panies that have found business
success in the Japanese market in
the past year.

Despite recent challenges faced by
foreign firms due to the downturn in
the Japanese economy, Canadian com-
panies continued to have success pen-
etrating the Japanese market, particu-
larly in the areas of construction,
housing materials and technological
products. Other sectors - profiled
include food and beverage, furniture
products, and health care.

“We are very pleased to see that
Canadian companies have not been
discouraged by economic conditions
in Japan,” says Nobuhiko Yoshida,
Executive Director, JETRO Toronto.
“It is clear that those companies that
are persistent in developing business
relationships in Japan are being
rewarded.”

In addition to profiling Canadian
companies that have been successful
in Japan, Success in the Making
provides valuable advice to compa-
nies considering Japanese business
opportunities.

For example, some Canadian
companies have been able to expand
through direct investment.

“We encourage direct investment in
Japan by Canadian companies and
strategic alliances such as third-coun-
try co-operation and region-to-region
trade and business links,” says Yoshida.

ind Continved Success in Je

i o~ PR 3
b e A

apan
A recent annual JETRO survg
examined 3,280 foreign compani
operating in Japan and found thy
despite challenging economic cond:
tions many are succeeding.
Foreign companies see the climat
for investment in Japan improving
According to the survey, foreig
firms saw definite improvement i
their respective industries in 1998
a result of ongoing deregulation ml
the non-manufacturing sector au
greater mobility in the workforce.
JETRO is a government-relatd
organization dedicated to promotingl
trade and economic relationshipy
between Japan and other nations. It
Success in the Making shows th
keys to success of each profild
company. ' .
Copies of the publication are avl
able through JETRO Toronto. Contif

Tyson Garbe at (416) 861-0000, ext. 2/ |8

New Journal Collects the Goods on International Payment

 /C Monitor, a new monthly financial journal cover-
_ing the practical and legal aspects of international
trade payment instruments, has just been launched by
Toronto-based Continental Publishing.

The journal focusses specifically on practical advice,
ned from experience, for structuring complex docu-
entary credit transactions and avoiding payment collection
also provides an analysis of current documentary

.

1c@ccex.org

credit issues and an assessment of country and bank risk
L/C Monitor On-line will feature a searchable IntemJ
database of past issues accessible to subscribers} -
http//www.ccex.org/lc/ S '
The annual subscription price for 12 issues is US$34, .
For more information, contact David Jack, W{
(416) 661-8520, fax: (416) 661-2139/663-1973, e-1i °

www.df

(Y

. A .
DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information mn‘bE
S obtained by contacting the InfoCentre af 1-800-267-8376 (Ottawa region: 944-4000) or by fox at (613) 996-9709; by wli; €
InfoCentre FaxLink (from l; fox machine) ot (613) 944-4500; or by accessing the DFAIT Internet World Wide Web site o).
it-maedi.gc.ca

Ottawa, ON
K1A 0G2

Return requested o
if undeliverable: e
CANADEXPORT (BCS)

125 Sussex Drive




srael, and Gaza and the West Bank.

Minister Sergio Marchi opened the new
Qanadian Embassy in Abu Dhabi. Seen
(eft to right), UAE Foreign Affairs Under-
Speretary Saif Saed Bin Saad, Minister
Marchi, and Canada’s Ambassador Stuart
Dowall,

“Canada’s exports to these four mar-
kets totalled more than $1.3 billion
in 1997,” said Minister Marchi.
“This mission was a great opportu-
nity for Canadian business to build
on existing partnerships, and to fur-
ther expand into a region that holds
strong promise economically.”

Canadian companies ink deals in Saudi Arabia
During the two-day mission to Saudi
Arabia Minister Marchi witnessed the
signing of an agreement in Riyadh
between the Canada-Arab Business
Council and the Council of Saudi
Chambers of Commerce and Industry
establishing the new Saudi-Canada
Business Council. The new organization
aims to intensify business-to-business
partnerships between the two countries.

f‘ | new study, The Competitive Alternatives: A Comparison of Business Costs
kin North America, Europe and Japan, by the international management

¢ "f“lting firm KPMG, concludes that Canada has the lowest costs for doing
b Siness among G-7 countries. The study (see details in supplement inside) was
%icially released on March 11, 1999, at the Royal Bank of Canada in Ottawa.

- uister for International Trade Sergio
arc.hi' said that the study removes any
Ining myths that Canada is a high-
business location. “Any business
er thinking about, expansion —

st

led

especially in the North American market
— should take a serious look at this
- report,” said Mr. Marchi. “It provides
hard facts to show there are clear cost

Continued on page 2— KPMG Study

- April 1, 1999

Minister Marchi also took part in
the ninth session of the Canada-Saudi
Joint Economic Commission, which
works to improve relations and enhance
awareness of Canadian capabilities.

“Canada’s bilateral trade with Saudi
Arabia has consistently surpassed
$1 billion a year,” Mr. Marchi said.
“We believe there is even greater econo-
mic potential in the country, and this
mission has helped to further develop
Canadian commercial interests here.”

More than 200 Canadian firms are
active. in Saudi Arabia, over 7,000
Canadians work in the country, and 400
Saudi students are studying in Canada.

Minister Marchi also observed the
signing of two agreements by Canadian
companies. SHL Vision Solutions of
Ottawa and Al-Daleel International

Continved on page 12— Bilateral Ties .
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Trade News

De ariment of Foreign Affairs and International Trade (DFAIT)

le East

rinister for International Trade Sergio Marchi led a business development mission of 44 Canadian companies to the
| VL Middle East from February 22 to 28, 1999, to promote Canadian trade and investment and to strengthen Canada’s
ommercial and political relations with the region. Stops included the Kingdom of Saudi Arabia, the United Arab Emirates,

T —




e

_ national Trade Sergio Marchi to study

: the international trade activities of Editor-in-Chief: Bertrand Desjardins Extracts from this publication may be reproduced for individual use with®, t,
permission, provided the source is fully acknowledged. However, reproduct®; -
of this publication in whole or in part for purposes of resale or redistribut® R

‘ | CanadExport :
KPMG Study Shows Canada’s Advantage — crmrinpme:

advantages to setting up or expanding Government of Austria. The March 11 foreigﬁ investors,” * said  Chig]
an international business in Canada.” launch event, hosted by the Royal Bank  Economist of the Royal Bank Joh|

The report contains comparative data  of Canada, was attended by repre- McCallum. “Canadas cost advantag
on typical costs of doing business , compared with the U.S. is robust’
in eight countries (the G-7 and “Our report offers a wealth f
Austria) for nine high-growth independently developed busines
industries, in both manufacturing cost information,” said KPM¢
and services, in 64 cities around Project Director Stuart MacKa
the world. Cost factors include “The evidence that Cana
labour, real estate, transportation, offers the lowest-cost altern:
utilities, interest and taxes. The tive clearly refutes many of th
research found that Canadian myths that exist in the mindsd
costs are consistently among decision makers and investorsi
the lowest, while in leading- : other countries.”
edge, high _value-added SECtOrS, pinicter for International Trade Sergio Marchi "~ Twenty-five cities acros
especially in software, the (right) and Austrian Ambassador to Canada, Canada are included in th
Canadian advantage is particu- Walther Lichem. study; consistently they rankd
larly significant. almost universally as the lowest:
With corporate support from the sentatives of participating countries, cost locations when compared wit
Royal Bank of Canada, Ontario sponsors, Canadian Ambassadors, cities in the United States, Euro
Power Generation and Bell Canada, corporate and industry association and Japan.
the study was also sponsored by eco- executives as well as media. A summary of the KPMG study
nomic development agencies from “This study shows the outstanding available at: http//www.dfait-maed
every part of Canada, as well as the cost advantage that Canada offers to gc.ca/investcan

New Report Sheds Light on Women Exporters

"Fhe results of a new report, Beyond Borders: Canadian Businesswomen in International Trade, released on March 3.,
1 | 1999, shows that Canadian businesswomen are becoming a new force in world markets. The report was the focus ojdi
teleconference linking businesswomen at International Women’s Day events in nine cities across Canada as well a5 iﬁl

Los Angeles, London, England and Buenos Aires, Argentina. |
. }

Beyond Borders was produced by the report, we didnt know much about women are starting new businesses?,

Trade Research Coalition (TRC), a their international activities.” twice the rate of firms in general,
public/private-sector consortium It is well documented that Canadian  (onfinyed on page 17 — Women Exporé
established by Minister for Inter-

CanadExport ‘/}

' j\nadizux bLlSlI' 1esswomen and to rec- . | Managing Editor: Louis Kovacs
mmend ways of expanding their par- Editor: Vincent Chetcuti requires written permission from CanadExport

ipation ip@xport markets. Layout: Yen Le
ew that women-led SMEs
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Headquartered in Montréal but with
offices in Québec City and Toronto,

{the 27-year-old company provides

hardware and software solutions to
SMEs, dealing mainly with accounting,
inventory control and point of sales
(e.g. computerized cash registers).
But little did Ordinatek know that
{when it started dealing with the Year
{2000 Bug three years ago, that most of
its OMNI Software would now be
Jdevoted almost exclusively to treating
e Bug.
“As a matter of fact,” says
;Prdinatek Vice-President of Sales
] *Pierre Moreau, “the market is expand-
ng tremendously into the rest of
nada and the United States as a lot
f companies having problems with
:Ihe Bug are coming to us to convert to
'DMNI solutions.”

etk o7 o

earning the hard way
iHow did Ordinatek come up with the
olution?

“The hard way,” says Moreau
mphatically, |

Originally, when the _company
ought it had found the'perfect solu-
:4on, it soon realized that although its
System sailed smoothly past the year
112000, it was only to bog down at the

d of February 2000, with March 1
» lSSlIlg

SRR WP FTN

CanadExport

Well-*estubllshed Compuny Meets the Bug

“That led to a quick trip to the local
library,” admits Moreau, “where I soon

‘came to realize some of the tricks that

our Gregorian calendar can play on us.”

What he discovered is that every
fourth year is a leap year, or that every
year that can be divided by four is a
leap year. But if it can also be divided
by 100, it is not a leap year. In addition
if it can be divided by 400, it is a leap
year when it shouldn't be.

“This is exactly the case with
2000,” Moreau points out, “which
explains why our system was missing
March 1.”

Increased awareness needed

Now that his company has come up
with the right solution, Moreau can
hardly keep up with the demand.

“Most people are looking for turnkey
solutions — both mainframe hardware
and software replacements,” he says,
“which is exactly what we offer.”

And the demand keeps growing —
over 550 SME customers — both in
Canada and in the United States,
where Ordinatek’s services are also
vastly expanding.

Moreau is spreading the word at
every trade show he goes to in the
United States and will soon be tapping
into the Canadian Trade Commis-
sioner Service for new markets.

b : |
W-‘ith the year 2000 fast approaching, Ordinatek Inc. of Montréal is growing by leaps and bounds trying to take care
/ of other small and medium-sized enterprises’ (SMEs) problems, namely the Year 2000 Bug.

As to the reason for such high
demand?

“It's quite simple,” says Moreau. “So
many people don't really know what
it’s all about, so the biggest problem is
not understanding the problem.”

He also thinks that the Y2K issue
has not received enough attention.

“So there’s quite a bit of education
to be done,” he says, “to sensitize
people to the disasters that can
plague their businesses if they wait
until the last minute.”

Government doing its share
According to Moreau, the government
has already done a great deal to make
people aware of the looming problem.

~ “We have had a lot of success with
the government subsidy to replace
non-compliant with Year-2000-com-
pliant hardware and software,” he says,
“but I think that time is running out.”

In fact, small businesses can only
claim expenditures for replacements
made between January 1, 1998 and
June 30, 1999, so Moreau strongly
urges companies to act quickly.

“It's not a big problem,” he admits,
“but you still have to deal with it. If
you got the Bug, we got the solution.” .

For more information, contact Vice-
President of Sales, Pierre Moreau, tel,!.
(905) 567-6664, fax: (905) 567-3490,

IFlnet' Getﬁng Your‘Share of the IFI Market

Year 2000 Challenge




his CanadExport regular feature is designed to help Canadian éxporters take advantage of the vast and lucrativ
market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Developmen
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contaq

UTO by fax at (613) 944-9119, e-mail: commerce@dfait-maeci.gc.ca

BooMING CALIFORNIA MARKET BECKONS CANADIAN EXPORTERS

"Fhe Canadian Consulate General in
L Los Angeles and the Trade Offices
in San Francisco and San Jose work

 together to find partners and profits for

Canada in a state where all the growth
charts — new populations, personal
income, exports, job creation — soar
exuberantly upwards. International
Trade Minister Sergio Marchi will be
focusing renewed attention on the
area’s bonanza markets this week, as he

leads a group of 40 Canadian advanced
technology innovators on the first
ever Young Entrepreneurs Partnering
Mission to Northern California.
(Details at www.infoexport.gc.ca)
California is a prime target for new
business expansion. It is the most
populated state with 33 million people,
and the nation’s leading exporter,
accounting for one-sixth of all U.S.
trade. Canada and California exchange

over $16.6 bil-
lion in mer-
chandise ;
annually, as ; r
well as billions S~y
of dollars in services.

Dozens of non-stop flights betwee
cities in Canada and California mak
access convenient for Canadian bus:
nesses. Therefore, the rapidly growin
Southwest U.S. market is not far awsy

Here’s what our representatives have to say about California..

“California offers solid opportunities for Canadian compa-
nies able to target niches where their expertise and experi-
ence gives them an advantage. Working on behalf of
Canadian business, we also play an important political role
to ensure market access and to resolve trade disputes on
Canadian imports, notably forest products and cultural
products.”

Kim Campbell, Consul General, Los Angeles

“Many Canadian firms have made successful inroads here,
but there are still many opportunities in a wide variety of
areas. That's why we are here — to help Canadian compa-
nies take advantage of these commercial opportunities.”
&'m Leach, Deputy Consul General, Los Angeles

In\Northern California, the obvious business leader is

»

etition are huge in this
-/ We build respect for

Canadian competence that new companies can benefi
from. Our on-line newsletter InfoTech (www.cdntrade.com)
is known throughout the industry as a noticeboard for
export-ready Canadian innovations.”

Brian Cox, Trade Commissioner; San Jose (Silicon Valley)

“We contact California companies likely to be interested
in investment or site location, and work with provincid
and regional agencies to get the business. Canada’s solif
e-commerce infrastructure, skilled workforce, attractiv
quality of life, and other factors, give us a definite edge.”
Ron Merrick, Trade Commissioner, Los Angeles

“Canada has earned a reputation in software developmen
and chip design. We're here to let U.S. companies kno¥
about the advantages we have to offer.”

Shaun Wedick, Trade Commissioner, San Francisco

For Canadian government business development servict} &

in the California region, visit the Consulate Web sit

at www.cdaconsulat-la.com And bookmark the 5% !
Francisco/San Jose site for multimedia and software markt; -

intelligence (www.cdacommerce.com)

DA-U.S. RetATIONS HoME PAGE at http:/fwww.dfait-maeci.gc.ca/geo/usa/business-e.htm-
ation on doing business in and with the United States.

fir
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{Multimedia and Soffware -

Mark Ritchie’s marketing advice helps
multimedia and software companies
break into the lucrative Silicon Valley
market. He works closely with Jeane

eaver on IT promotion which includes
Lrade missions and briefings from

‘ (i;;dustry leaders and key contacts in

orthern California. Their on-line PR
Training and Positioning Strategy pro-

ams have helped Canadian
irms launch new software, inter-
et and multimedia products.
See http//www.cdntrade.com)

igital Animation Software
om Palamides assists Canadian |,
ilm and television animation
broducers to identify prospec- |e
ive clients in the Los Angeles
film industry through matching
vents and his best-selling
irectory, Exploring Digital |,

prospects will be found at the

; h

- (www.commerce.ca.gov)

CanadExport

i e e

Canadian facilities. Tom Palamides is
completing a market study on health-
care products and medical devices for
Utah, Nevada and Arizona, based on
the premise that Canadian companies
can be more competitive in these
smaller centres.

Aerospace and Government Procurement
According to Jeff Gray, “Aerospace is

Cahforma Trade and Commerce Agency

Market research, trade show hstmgs

directories on the California marketplace

(www.tradeport.org)

Registries of California manufacturers and
other listings (www.databasepublishing.com)
State of California business forms, current

news releases (www.ss.ca.gov)

-Business Development Sections

Consumer Products

Carl Light works with small compa-
nies entering the California market
with specialty foods, clothing, gift-
ware and products for home and
office. “A good reputation in Canada
makes for attractive prospects in the
United States.” He is equally confident
about opportunities in the multibil-
lion-dollar furniture industry.

Automotive Parts and

Accessories /Public
Transportation/Oil and Gas
Bernard Brandenburg, watch-
ing the $19.3-billlion U.S. mar-
ket for retail auto parts, en-
courages Canadian companies
to present their goods at key
trade shows. “The expense of
representation can be repaid
many times.” Canadian sup-
plies of biises and equipment
continues to expand and
urban rail transit projects in

'Elollywood. More partnering

k3 (Electronic Entertainment Ex-
osition) in L.A. in May where
‘{anadians can tap into the $5.6-bil-
on computer game market. (See
.CNET.com; www.cyberactive.
et; www.NextGeneration.com;
.gameweek.com)

Biotechnology and Medical Devices

'Yhe industry cluster in San Diego is
fonitored by Brantley Haigh, and
alliances are encouraged at his
nual Bio-Partnership event in
; ovember. The San Franc1sco bio-

oy Shaun Wedick, who predicts
§2t streamlined approval regula-
{°0s in Canada for new products
Wil attract more’ clirical trials to

still alive in Californial” The Space
and Naval Warfare Systems Center
in San Diego is interested in out-
sourcing as much as possible. (See
www.spawar.navy.mil/contract) To
do business with the Department of
Defense, you must register with the
Central Contractor Registry.

Environment Technology
Michael Pascal provides market
intelligence on California-based head-
quarters of major environmental
consulting firms. “Reaching these
companies means access to global
opportunities. We capltahze on
Canada’s expertise in treatment of
wastewater for municipal and in-
dustrial applications.”

California, Arizona and Utah offer
promising business openings. Cali-
fornia, the fourth-largest oil-pro-
ducing state behind Texas, Alaska
and Louisiana, has good potential
for Canadian technology.

Construction Services and Products

California leads the nation in new
housing starts, which means there is’".

The U.S. Connection




New Exporter of the Month

CanadExport
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“t only took W. Amsler Equipment Inc. of Concord, Ontario, a couple of months to go after a sales lead received from the
£ Canadian Embassy in Washington before turning it — by showing good flexibility — into a full-fledged contract. j

It was back in 1995 that Werner Amsler founded the small
company with the idea to use his 25 years of experience to
develop and manufacture an innovative polyethylene
teraphtalate (PET) reheat stretch blow moulding machine.

Key govemnment support for research
Equipment for PET bottles was already being built in

. Europe and the U.S., but Amsler decided to improve on

them — thanks to the support of the federal government.
“In addition to investing over $1.5 million of our own,”

says company Marketing Manager Renzo Mueller, “we

received valuable support from
Industry Canada’s Research and
Development Program to research
the equipment, and from the Indus-
trial Research Assistance Program,
for the development part.”

Most plastic bottles are still
made with the standard extru-
sion blow moulding method on
equipment built with hydraulics,
while Amslers new equipment
uses a revolutionary servo electric

force-compensated clamping Amsler’ innovative model L-22 reheat stretch blow
moulding machine, with cheese bottles (insets).

mechanism.

“One great advantage of our equipment,” Mueller adds,
“is that it cuts down total energy consumption for the
machine by one-half.”

A lead out of the blue _ ,

After three years of testing and development, Amsler's new
quipment was ready to test the waters — of the market.
“So last October we were rather happily surprised,”
Mueller recalls, “to receive a phone call, followed by a fax,
{ e] Ellenbogen, at the Canadian Embassy in
1/ telling us that a Wisconsin company was
y our kind of product.”

fired a request from a prospective U.S.
ang for plastic bottles for dispensing

searching for Canadian
alls, “contacting trade

g Mackinery Builder |

associations and a trusted network of contacts, and within
a couple of days came up with Amsler.”

Amsler didnt waste any time either in contacting the
prospective client, a large cheese manufacturer.

“There followed an intense two months of negotiations
and trips back and forth,” Mueller describes, “resulting in
us presenting the client with a cheese bottle prototyp,
based on a mould made to his specifications. e

“The U.S. company not only liked what it saw but was| 1},
even happier to realize that it could source its bottles cheapr | 1,
than before, prompting it to place an order for 2.5 millionbot | |,

, tles,” says a happy Mueller. A

“We didn't yet sell our equip| {,
ment,” he adds, “but at least w
made a US$350,000 sale — o
first export — with options fo
more bottles and perhaps event
machine further down the road”’

Mueller credits the deal to Amslet
fast reaction to the sales lead, itsver | -
satility in adapting to the cliend
needs by offering a proven and qu#
ity product demonstrating at ¢
same time the equipments advar
tages over those of competitors.

= =R ==

On the road to success |
Based on this successful formula — demonstrating t
equipments capabilities to prospective clients — Amsl
has set up a production showroom where it can proce
orders on behalf of clients.

“This has already paid some good dividends,” says Muellt
“We have built several machines in Canada and sold our fis
one outside, to Puerto Rico, just a couple of weeks ago.”

How did that come about?

“Through a lead picked up at a Chicago Packaging s
show,” says Mueller. “Getting sales leads from the Canad#} /’
Trade Commissioner Service — the lead from Man% [
Ellenbogen was invaluable — is one thing,” he admits, % |
you still have to go out there and be proactive becd®, |
that's the only way to keep up with the competition.” | [

For more information, contact Renzo Muell®
tel.: (905) 738-4355, fax: (905) 738-9473.

—
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That conviction comes all the way from
the top, starting with TransCanada

tresident and CEO Gary Mihaichuk,

ho is a firm believer in government
‘ventures such as the Team Canada
missions.
“As a member of the Team Canada
lelegation, TransCanada welcomed
he opportunity to solidify its inter-
hational relationships and assure
ocal partners that we are firmly
ommitted to conducting business in
heir country for the long term.”

rade missions a fadlitator

on last year’s trade mission to
Mexico, TransCanada signed agree-
nents for the construction of a
ipeline to transport natural gas to

- jower plants in the Yucatan penin-

la. The project is valued at $380
illion, of which 62.5 per cent is
Canadian content,

“As with many such contracts,”
ys TransCanada Senior Vice-
Eresident, Government Relations and
Eublic Affairs, Jake Epp, “much of the
oundwork for this deal was done
Prior to the mission, although the final
,\ thes to the agreement took place
iring the high-level Team Canada

|Since the mission, TransCanada
nfS entered into several other agree-

TmnsCunudu Plpeyl.me' Finds Good Valu
~in Team Canada M

sulting contract with PEMEX, the
state-owned petroleum corporation,
and has received a license to build
the El Baijo gas pipeline.

“We are now probably one of the
major Canadian investors in Mexico,”
says Epp.

But large, well-established compa-
nies and smaller ones alike find
value in these missions, he thinks.

“For smaller companies, Team
Canada trade missions can be real door
openers,” says Epp, “but for us the
trade missions facilitate in increasing
our presence in the countries visited.

“Team Canada gjves greater profile to
Canada in the host countries, which,”
Epp adds, “is essential to keep pace
with aggressive marketing by other
trade powers like the United States,
Japan and Europe.”

Embassies backed by Team Canada
TransCanada has offices in many coun-
tries, including Thailand, where,
during the 1997 Team Canada trade
mission, the company signed a
Memorandum of Understanding for
a joint venture to build the Thailand
Northern and Northeastern Products
Pipeline.

“Here again,” says Epp, “we have
to remember all the preparatory
work that preceded the signing, and
much of that work was facilitated by

[ .

|

~yen as a major Canadian company, both in terms of size and assets, as well as international experience, Calgary-based
TransCanada PipeLines always finds good value in Team Canada trade missions, having participated in most of them.

trade commissioners at the Canadian
Embassy in Bangkok.

“In every country where we have
customers,” he adds, “we try to keep
the Canadian Trade Commissioners
informed of our activities, and they in
turn assist us in making the right con-
tacts as well as providing information
on how to deal with government offi-
cials and businesspeople in that country.”

Since in most countries the govern-
ment is heavily involved in the energy
sector, Epp is convinced that “the pres-
ence of the Canadian Prime Minister,
together with the premiers and federal
and provincial ministers, has a very
strong impact on host countries.”

TransCanada is active in many of them
During the past four years, the environ-
ment-conscious company, which has
won several awards, has extended its
geographic reach around the world. At
the same time, it has moved beyond its
traditional roots in energy transmission,
transforming itself into an integrated
energy services company.

With its vast wealth of know-
ledge and 40 years of experience,
TransCanada brings customized energy
solutions to clients in Latin America,

the Middle East and Southeast Asia. ’ "

£

For more information, contact .

Senior Vice-President Jake Epp, tel
(403)267-2661, fax: (403)}24

Looking for Export Opportunities?

Make sure you are reglstered in the WIN Exports c}atabase,.vsf, i

Fax your request for a registration form to 1-800
_Or call 1-800-551-4946 (613-944-4946, from the

N
{

4: Team Canada Success Story




Trade News

Prior to the meeting, Minister for
International Trade Sergio Marchi
commented, “We have rapidly grow-
ing trade and investment relations
with Mexico as a result of the North
American Free Trade Agreement
[NAFTA], with opportunities for cur-
rent as well as new exporters, particu-
larly small and medium-sized enter-
prises [SMEs]. Canada wants to
explore with Mexico, a key voice in
the hemisphere, co-operative efforts to
further trade liberalization in the con-
text of wider, shared values.”
Canadian and Mexican ministers
reached the following agreements:
e ADeclaration of Intent on satellite
co-operation was signed by Industry
Minister John Manley and Mexico’s
Secretary of Communications and
Transport Carlos Ruiz to advance co-
operation in satellite communication
services. The declaration formalizes
both countries’ intention to conclude
a co-operation agreement for mobile
and fixed satellite services.
e A Memorandum of Understanding
(MOU) on test data acceptance was
signed by Minister Marchi and Herminio
Blanco, Mexico’ Secretary of Commerce
; Industrial Development, to ensure
ithat IT&T products traded between
; ){:dacoumries meet all necessary safety
#Sandards. e MOU enables laborato-
ditéd to test IT&T products

the other country.
darter, for which

T he Government of Canada recently announced the results of the 13th meeting of the Canada-Mexico Joint Ministerig
Committee (JMC), which took place in Ottawa on February 17 and 18, 1999. The meeting brought together Canadian anj
Mexican ministers to build on co-operative efforts in a wide array of areas such as social development, environment, Indigenous
relations, culture, security, trade and investment, information technology and telecommunications (IT&T), and transport.

commitment to protect oceans and to use
their resources in a sustainable manner.

e A Declaration of Intent on joint
co-operation projects on Indigenous
affairs commits Canada’s Department
of Indian Affairs and Northern Develop-
ment and Mexicos National Institute
for Indigenous Affairs to develop co-
operative projects, exchanges and ini-
tiatives. The declaration will help foster
economic and cultural ties between
Indigenous groups in both countries.

e A Canada-Mexico Joint Statement
on small arms and anti-personnel
mines was signed by Foreign Affairs
Minister Lloyd Axworthy and Mexico’s
Secretary of Foreign Affairs Rosario
Green highlighting the need to tackle
problems associated with the prolifera-
tion of small arms and their joint sup-
port for the global elimination of anti-
personnel landmines. It also formalizes
their commitment to work with the
Pan-American Health Organization in
mine victim assistance and community
rehabilitation in Central America.

* A US$50-million line of credit was
signed by the Export Development
Corporation and Petroleos Mexicanos,
Mexico’s state-owned oil company. It
is designed to help increase trade
between Canada and Mexico in oil and
gas, and is structured to finance trans-
actions that accommodate contracts
awarded to Canadian SMEs (see p. 9).

¢ A Canada-Mexico Joint Commu-
_niqué on cultural diversity was issued
by Canadian Heritage Minister Sheila
Copps and Mexicos President of the
National Council for Culture and the
Arts Rafael Tovar y de Teresa confirm-
ing their commitment to collaborate

on promoting and preserving culturd
and linguistic diversity.
* A Joint Statement on Canads
Mexico agricultural relations was tabled
by Lyle Vanclief, Minister of Agricultur
and Agri-Food and Romdrico Aoy,
Mexico’s Secretary of Agriculture, Live
stock and Rural Development, outlix
ing achievernents to date and establishing
a plan for future agricultural initiatives.
e An expansion of air rights unde
the Canada-Mexico Air Transpot
Agreement was announced by Transpot
Minister David Collenette and Ministt
Ruiz, which features improved acces
for airlines, charter carriers, travelles
and shippers from both countries.

* A Letter of Intent on climate chang
was signed by Environment Minisi
Christine Stewart and Minister Carabis
committing both countries to devely
initiatives to share information, ted:
niques and solutions on global clim
change, help developed countries rea
their emission reduction commitmen
(under the Kyoto Protocol), and as
developing nations meet their devely
ment goals in a sustainable mannet |
* A Letter of Intent on co-operati®, W
in watershed management was sigﬂed, 3
by Minister Stewart and Minis¥, {
Carabias by which both count
would collaborate on a workshop i

adopt an integrated approach for
ecological management of the L¥
Chapala watershed, the main sou¥,
of water for the city of Guadalajard ‘ 3
Since the Canada-Mexico Jo¥
Ministerial Committee was establish"f 3
in 1968, meetings have been hfl‘,;
regularly with the two count,
alternating as hosts. ;

i
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EQ Cl]f S O n | ‘ | Supplement
anada’s Competitive Edge | -

puts Canada On Top Again

_\ new, more detailed study comparing business
costs in all G-7 countries, as well as Austria, by the
:nternational management consulting firm KPMG
i anked Canada as the lowest-cost country in which
:2 do business. In Canada, the costs of doing busi-

, 1-ess were 7.8 per cent lower than the average in the
I { ‘nited States, and 2.6 per cent below the United

| | !ingdom average. (See Exhibit 4, p. VI) Of the 64

5 ¢ ties studied, the 24 most cost-effective were

( anadian. (See Exhibit 2, p. 11])

s

The 160-page study, The Competitive
£ 'ternatives: A Comparison of Business Costs in
North America, Europe and Japan, compared
L 1siness costs in eight countries (Austria,
Canada, France, Germany, Italy, Japan, United
K ngdom, and United States) across nine high-
g owth industries (electronics, food processing,
nr edical devices, metal fabrication, pharmaceu-
{ ti-als, plastic products, telecommunications
#{ | eruipment, packaged software, and advanced

] software) spanning five sectors.

g 5 B ' 5 = tn_

d ] Thestudy, released in March 1999, is the third i
¢ ] Drblished edition in The Competitive Alternatives LT
# ] Sc7ies, and is an expanded, updated version of

)

t:2 October 1997 International Edition, which
alro ranked Canada as the most cost-effective
ccuntry in which to do business. “This study is
ar: invaluable guide for companies seeking
Cumpetitive advantages in the high-growth North
A aerican Free Trade Agreement and European
Utiion marketplaces,” said Minister for 3
International Trade Sergio Marchi. “It provides us |
with a powerful tool to advance Canada’s trade

] andinvestment interests, both at home and
abroad.” i .
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Its Methodology

Selecting the right location for a business requires careful
evaluation of a broad range of financial and non-financial
factors specific to each location. For firms considering where to
locate, a key first step is to identify locations which offer a cost-
competitive business environment.

The purpose of this Competitive Alternatives report is to help
firms understand the business cost fundamentals in the North
American, European and Japanese cities studied, and to help
them identify promising locations for their operations. It
presents an independent analysis of the major cost factors that
affect the selection of a business location, and analyzes their
individual and combined impact on overall costs. The study is
based on a KPMG model built around typical costs for medium -
sized firms operating in nine industries. Each firm was assumec.
to have annual sales of at least US$13 million and a minimum « f
90 employees. This study used over 10,000 data points and 576
separate business scenarios.

All results are sensitive to exchange rates and labour
productivity assumptions. The exchange rate used for Canada
and the U.S., for instance, was C$1.50 = US$1.00. Even with a
devaluation of 18 per cent of the Canadian dollar, Canada would
achieve second place in the survey.

The specific industries and cost factors examined in this stucy
are illustrated in Exhibit 1 below.

|
C Exhibit 1 STUDY OVERVIEW )

Manufacturing Industries Examined
Electronics

Food Processing

Medical Devices

Metal Fabrication

Pharmaceutical

Plastic Products

Telecommunications Equipment

Oo0oo0ooO0ooO0CO0OO

Service Industries Examined
o Advanced Software
o Packaged Software

Location-sensitive Cost Factors Examined

Income and Other Taxes

Industrial Construction

Industrial Land

Interest/Depreciation

Electricity

Labour- wages and salaries
- statutory benefits
- other benefits

o Office Lease

o Telecommunications

o Transportation

oo0ooo0CoO0

Il Department of Foreign Affairs and International Trade (DFAIT) —
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Who's Geed at What (" exuibic2 crv/counmmvmaniancs )
RANKIN
e Cost differentials are greater in knowledge-intensive ary COUNTRY INDEX REGION
software industries than in more capital-intensive
manufacturing industries. For example, the average NORT AMERICA: EAST
Canadian advantage over France in the seven Sherbrooke Canada 892 !
s 3 s s s t. John's nada .
manufacturing industries studied is just 10.4 per Charlottetown  Canada 89.8 3
cent. But in the two software industries, it is 32 per ' QuebecCity ~ Canada 903 4
cent ;alifax | Canaga gg.g g
" ontréa Canada .
Moncton Canada 913 7
) Sarnia Canada 92,5 8
d Cana_das advantage over thp U.S. averages 7 per Kingston Canada 925 9
cent in the manufacturing industries, but that Ottawa Canaga 3%6 :(IJ
margin more than doubles to 14.3 per cent in the rondon canada o8 n
software industries. This translates into a saving of Hangtmn gna$ 331 :2
13 Windsor na .
US$1.6 mﬂhor_l ayear to run a 110-&_3mployee. Mississsuga  Canada 032 is
software firm in Canada instead of in the United Toronto Canada 93.8 16
States San Juan United States 95.1 17
¢ Anniston United States 96.2 18
Raleigh United States 98.9 19
: Jacksonville United States 98.9 20
® In food processing — where Canadq rank_s second prroed Unied State 996 P
— the United Kingdom (first), Austria (third) and Columbus Uniteg gtates 99.8 22
. . Scranton United States 100.4 23
Italy (fourth) all rank relatively well, partially P Dnitod Siares loos "
because of their compact markets and low road Burlington United States 1009 25
: ihi Saginaw United States 1019 26
freight costs. (See Exhibit 3, p. IV) Hartford United States 1031 27
N Newark - United States 1036 28
® In the advanced manufacturing sector (electronics, Boston United States 103.9 29
telecommunications), Canada and the United NORT AMERICA: WEST
Kingdom have virtually identical labour costs, but Regina Canada %08 .
lower transportation and electricity costs give Edmkonton gnaga 30_193 g
askatoon nada 0.
Canada an overall cost advantage. Brandon Canada 917 2
Calgary Canada 923 5
Winnipeg Canada 927 6
Oklahoma City  United States 98.9 7
Cedar Rapids United States 99.4 8
Colorado
Springs United States 99.7 9
Dallas-
Ft.Worth United States 1009 10
Minneapolis United States 101.6 1
NORT AMERICA: PACIFIC
Kelowna Canada 92.8 1
Kamloops Canada 93.1 2
Vancouver Canada 949 3
Boise United States 98.2 4
San Diego United States 102.2 5
Seattle United States 1034 6
EUROPE
Telford United Kingdom 94.2 1
Cardiff United Kingdom 95.0 2
Manchester United Kingdom 95.3 3
Valenciennes France 103.0 4
Linz Austria 103.4 5
Avezzano Italy 103.6 6
Graz Austria 103.8 7
Grenoble France 104.0 8
Turin ltaly 1043 9
Modena Italy 1046 10
Vienna Austria 1052 11
Toulouse France 105.5 12
Dresden Germany 105.6 13
Darmstadt Germany 108.7 14
Dasseldorf Germany 109.6 15
JAPAN
Hammamatsu  Japan 1153 1
Fukuoka Japan 1186 2
, Yokohama Japan 1319 3
Continued on page IV— Who's Good

ﬁpril 1,1999 i
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| C Exhibit 3 NATIONAL RANKINGS )

Industry ' ‘

\ ; Austria Canada France Germany Italy Japan United Kingdom United S ates
it ' .

‘ 3 Electronics 6 1 5 7 4 8 2 3

‘ Food '

: Processing 3 2 6 7 4 8 1 5

1‘ Medical . ' . |

i Devices 6 1 4 7 5 8 2 3 I

‘ Metal

I Fabrication 4 1 6 7 5 8 2 3 v

: ' - § Pharma- : . "
B : ceutical 4 1 5 7 6 8 2 3

| .

§ Plastic

‘ Products 5 1 6 7 4 8 2 3

. Telecom .

A R Equipment 5 1 4 7 6 8 2 ‘ 3 {
I Packaged i
o Software 6 1 4 7 5 8 2 3 il
ol Advanced il
1 } B : Software 6 1 4 7 8 2 3
B OVERALL a4 1 5 7 6 8 2 3 !

* Over the nine industries examined, vcbosts‘ i
. Canada are 7.8 per cent below the U.S. -
& average.

o COsts'_in France, Italy and Austria are very

- closely grouped — all three countries are.
- approximately 13 per cent more expensw. ,
than Canada. '

" Costs in seventh-place Germany are 17 pe :
~ cent higher than in Canada; eigth-place
Japan§ costs are 32 per cent higher.

The U.S. ﬁmshed third in business
costs in most categories

' Department of Foreign Affairs and International Trade (DFAIT) —




The Flrst Ten Years

The KPMG model provides a snapshot of
business costs in each location, scaled to the
significance of each cost item affecting a new
facility’s start-up phase and first 10 years of
operations.

Analysis of manufacturing operations is
based on establishing a facility on a
purchased site in a suburban area zoned for
industrial use. Analysis of service operations is
based on establishing a facility in a leased
suburban office building.

Using standard financial assumptions, the
model generates 10-year, pro-forma reports,
including income and cash-flow statements.
These reports form the basis of the cost
comparisons contained in the report.

41! 1,1999
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‘ % » ® Labour costs represent 58 per cent of key ® High base wages and salaries in ]apan, and

i
location-sensitive costs, followed by costs statutory benefit costs in Austria, France ar d f
related to initial investment (interest and Italy, drove labour costs for these countries wel }'
depreciation) at 17 per cent, taxes at 12 per above the Canadian and U.S. averages.
: cent, transportation at 9 per cent, electricity at ’
3 per cent and telecommunications at 1 per ® Modest U.S. wage inflation as a result of a tight
cent. (See Exhibit 5, p. VIII) labour market is one reason that overall cots
! for Canada and the United Kingdom are lo ver
RN ® Canada’s labour costs for technical and than U.S. costs, even in the U.S. Sunbelt
s : - professional employees are 65 per cent of locations.

comparable U.S. costs. Overall, Canada has the
lowest labour costs of all eight countries.

RS 1 _
e ( Exhibit 4 Business Cost Index Ratings (US=1 00))

Food Medical Metal Plastic Telecom Packaged Advanced
Location Electronics Processing Devices Fabrication Pharmaceutical Products Equipment Software  Software OV :RAL
Austria 106.7 98.6 103.7 101.4 102.8 i 100.8 102.7 115.2 1145 141
Canada 921.5 943 924 92.1 934 922 94.9 86.0 85.5 ’ €2.2
France 106.0 100.3 103.2 102.6 1029 101.3 1025 1142 1126 1742
Germany 111.8 102.4 107.7 1086 106.1 1079 104.8 118.0 116.0 138.0
‘ Italy 105.8 996 1034 101.8 103.0 100.7 102.8 115.0 114.2 1042
Japan 1327 113.6 121.8 139.5 1179 1414 109.0 1254 1219 1219
United
Kingdom 98.4 93.1 94.0 92.5 94.8 93.2 97.3 94.0 93.9 4.8
United s .
States 100.0 100.0 100.0 "100.0 100.0 100.0 100.0 100.0 100.0 1000
—

B ) costs range from 8 ge

|- , cent of payroll i

O | I E a l’ Ela Iﬂ 5 Canada and the |

‘ ® Industrial Land: Canada and the United States are runaway
’ leaders when it comes to industrial land prices.

® Construction: Average construction costs are lowest in Canada at
US$29 per square foot, and highest in Japan at US$213 per square
foot.

i ~ ® Electricity: Electricity costs are significantly lower in Canada than in all countries sﬁrveyed.

VI Department of Foreign Affairs and International Trade (DFh




£xhibit 5 ACTUAL cosT
‘Nine-industry Average, US$000, 90-120-person Firm)

Initial Investment Costs ,
Austria Canada France Germany Italy Japan U.K. u.s.

Land 5,828 934 1,417 6,397 1,484 29,651 3,219 987
Buildings 5144 2,325 2,428 5,128 2471 - 17,372 4,442 2,779
T .
Location-sensitive Costs
Austria Canada France Germany Italy Japan U.K. u.s.
. Labour and benefits : 6,612 3,835 6,598 . 7,048 6332 7312 4,087 5646
' Road freight 184 323 303 300 306 943 204 339
Sea freight 128 109 118 108 92 127 97 165
Air freight 288 52 239 222 245 126 235 55
Electricity 264 132 201 270 302 395 189 174
Lease 73 73 70 69 52 227 153 101
: Telecom 174 52 99 145 164 153 127 48
' Interest 424 304 256 432 324 591 607 351
Depreciation 809 663 669 810 672 1,445 772 688
) Property taxes 11 137 287 141 - 923 285 116
Transaction taxes - 70 - - - I 132
1 Income taxes 427 1,587 562 492 918 ~ 49 1,098 878
j (effective tax rate) 32.7% 35.7% 39.2% na* 51.5% na* 31.2% 36.0%
; J Other taxes - 76 - - - 59 - 18
0 Non-location-sensitive Costs : :
_ ’ Austria Canada France Germany Italy Japan UK. US.
Other direct costs 5,894 5,894 5,894 5,894 5,894 5,894 5,894 5,894
Other indirect costs 2,005 2,005 2,005 2,005 2,005 2,005 2,005 2,005 SIS
7,899 7,899 7,899 7,899 7899 7899 7,899 7,899 i
TOTAL ANNUAL COSTS 17,293 15,312 17,301 17,936 17,306 20,249 15,753 16,610 L
DOLLAR ADVANTAGE iy
FROM U.S.COSTS -683 +1,298 -691 -1,326 -696 -3,639  +857 - i
Index (US=100.0) ) 104.1 92.2 ‘ 104.2 108.0 104.2 121.9 94.8 100.0 r
Rank ‘ 4 1 5 7 6 8 2 3 g
|

*Effective tax rates not shown as marginal profitability in some industries results in a rate not reflective of true tax rates. ;

d S S . gl 1,1999 VI i




This latest KPMG study was made possible by the
principal sponsorship of the Royal Bank of :
Canada, Ontario Power Generation, Bell Canada,
the Government of Austria, the Telford
Development Agency, U.K., and the Government
of Canada. A great many additional sponsors also
contributed significantly to the production of this
report, including:

® Alberta Economic Development

® Atlantic Canada Opportunities Agency

® British Columbia Trade and Investment Office
® Calgary Economic Development Authority

° Canade's Technology Triangle

® City of Miss‘issauga |

® City of Toronto

® Economic Development Edmonton

® Economic Development Winnipeg

® Greater Quebec City Economic Development
Corporation

® Greater Sherbrooke Economic Development
Corporation

® Investissement-Québec

® Kamloops Economic Development
Corporation

S * Kingston Economic
Employer-paid . Development
benefits range from . [ERSE
18 per cent of ® London Economic
payroll in Canada to Development
32 percentinthe § Corporation
United States. .

‘® Manitoba Economic
Development Board -

. ® Montreal International
® Ottawa Economic Development Corporation

i Regma Regional Economic Development
Authority

VIl  Department of Foreign Affairs and International Trade (DFAIT) —

e

)OfeSSIOIIﬂl and technical workers

provide Canadian advantage.

® Regional District of Central Okanagan

® Regional Municipality of Hamilton-
Wentworth

® Sarnia-London Office of Economic
. Development

® Saskatoon Regional Economic Developr 1ent
Authority : \

® Windsor-Essex County Development
Corporation

To order copies of the full report, contact
Summit Magazine

Tel.: 1-800-575-1146

Fax: (613) 688-0767

Internet: books@summitconnects.com

For more information on the study, cont: ct:
KPMG .

777 Dunsmuir Street

Vancouver, British Columbia V7Y 1K3

Glen Mair - Tel.: (604) 691-3340

Lynn Arychuk - Tel.: (604) 691-3268 .
Fax: (604) 691-3031 8

Internet: www.kpmg.ca }

_—
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| Trade (DFAIT) has just released the Government’s
annual report on Canada’s priorities for improving access
o foreign markets for Canadian businesses.

Opening Doors to the World: Canada’s International
Market Access Priorities - 1999 describes how Canada is
teeking greater access for goods, services and invest-
ments in key markets.

“This report demonstrates the benefits that may be
tealized through freer trade by identifying the obstacles
_lhat stand in the way of Canadians trying to do business
broad,” said Minister for International Trade Sergio
Marchi upon release of the report.

{ Opening Doors to the World notes Canada’s important

nitory.and P ytosam!qry / Certificates

‘ /fenezuelan authorities have in- Consulates.

formed Canadian authorities that

15’Ehe Department of Foreign Affairs and International

Hlimination of Venezuela‘s Requirement for Consular Validation

The Government of

market access successes in 1998, which include a gov-
ernment procurement agreement with Korea, a Mutual
Recognition Agreement on conformity assessment and
an agreement on veterinary equivalency with the
European Union, as well as the implementation of a
second round of accelerated North American Free Trade
Agreement tariff reductions. '

Improving market access is one of the Government’s
three international trade priorities, along with trade and
development promotion, and investment promotion.

The report is available at two Web sites:
www.dfait-maeci.gc.ca and www.exportsource.gc.ca.
It is also available through DFAIT at 1-800-267-8376,
or (613) 944-4000 in the Ottawa area.

The removal of the validation

ed by the Canadian Food Inspec-
on Agency (CFIA) will no longer
ave to be validated by Venezuelan
Consulate officials in Canada.

{ The Embassy of Venezuela has
already informed the Venezuelan

Visa Recutations

It has come to the attention of the
{Canadian Embassy in Havana,
Chba, that Cuban officials are
bcommg more strict about business-
PPPle travelling to Cuba without
valid business visas. The Trade

| SC tion of the Embassy advises that

tcx: ba without the proper documenta-
1 may face expulsion.

smitary and phytosanitary certificates

CEMENT OF Busmzss ;.

Venezuela had previously required
the validation at a charge of $US70
per shipment.

The elimination of the validation
requirement is in response to con-
cerns raised by Canadian exporters,
which in turn prompted the
Canadian Government to make sev-
eral representations to the
Venezuelan Government requesting
the removal of this requirement.

requirement means improved mar-
ket access conditions for the export
of Canadian agri-food exports to
Venezuela. )

Canadian exporters who may
experience any difficulties should
contact Jacques Desjardins, Commercial
Counsellor, or David Ramirez, Trade
Officer, Canadian Embassy, Trade Sec-
tion, Caracas, Venezuela, tel.: (011-58-2)
2634666, fax: (011-58-2) 263-5349.

“gnadians conducting business in-

™ anadian companies selling to the oil and gas industry in Mexi
benefit from new Export Development Corporation (EDC) fin)

EDC has signed a US$50-million line of credit with Petroleos
(PEMEX), Mexicos state-owned oil company, to financg, sales o}--
goods and services exports. The line of credit
of equipment and related services for Canadiar
sub-suppliers to Mexican companies with PE g

Transactions as low as US$50,000 will be ﬁnan

Trade News
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Everylbmg You Wunted to Know ubout PEMD-I

)EMD-1 is a recently announced
. expansion of the Government's
popular Program for Export Market
Development (PEMD) to include
foreign investment promotion. The
new program offers up to $5 million
annually to assist local levels of gov-
emment and their private-sector part-
ners to attract foreign investment to
their communities. (See CanadExport
Vol. 17, No. 2 - February 1, 1999.)
The following questions and answers
have been developed to give readers a
quick and easy overview of the new
PEMD-1.

Why is the Govenment becoming involved in
promoting investment at the local level?
Foreign investment is important to
Canada’s economy, and attracting
foreign investment is becoming in-
creasingly competitive. A Team Canada
approach, involving co-operation across
the three levels of government, offers
the greatest chance of success.

Communities are becoming more

involved in international business
development because foreign investors
choose specific local sites for in-
vestment after targeting Canada. It is
another example of thinking globally,
\liut acting locally.

anﬁondolas:sminudmny'wlnlm

; bempishedwﬂhsudmm:lumm’

Ao

Five dollats is the share that the
federal government will contribute
annuall)z The Government sees great
potennal to use th?money in partner-
- ship with mhe devels. of ermment
e ;ny > secfor.. Momover
f cormmnunes, 2 modest

amount from the federal government
can be the first step in starting to pro-
mote foreign investment.

The Federation of Canadian Munici-
palities and the Economic Developers
Association of Canada see PEMD-1as
a very positive development in helping
to attract foreign investors and site
locators to Canada.

Will each province receive an equal share?

Each province will have a fair share. A
formula has been developed whereby
the larger provinces receive allocations
relative to their size and smaller pro-
vinces receive threshold-level alloca-
tions so a fair amount of money is
available to finance individual-level
projects in each province or territory.
Municipalities in all provinces will be
able to compete for Tier Two funding,
(See next question.) '

How will the funds be allocated?

There are two parts to the program. Tier
One is aimed at smaller projects that
will give communities some basic capa-
bilities in foreign investment promotion
and support the implementation of
modest initiatives. The maximum level
of support is $50,000 per application.
Tier Two, for applications between
$50,000 to $300,000, will focus on
comprehensive promotion programs.

Is the federal share repayable?

No. Unlike export promotion support
to companies and other elements under
the regular PEMD program, federal
contributions under PEMD-I are non-
repayable. This is because of the nature
of investment activities, where benefits

are long term and difficult to quantify,
as well as the program’s focus on non-
profit organizations.

How can a community apply?

Information on PEMDH is available from
the International Trade Centre in each
province. Tier One applications will be
made to the Senior Trade Commissioner
in each province and Tier Two applica-
tions to the Deputy Director, Investment,
Science and Technology Division,
Department of Foreign Affairs and In-
ternational Trade, Ottawa. This infor-
mation is also available on the Internet
at: www.dfait-maeci.gc.ca/investcan

What activities are eligble for PEMDH support?
Assistance is available for training,
development of community databases,
strategic plans and generic proposals for
prospective investors, studies of regional
marketing strengths, identification of
investment targets, activities to promote
the advantages of a region/community
to investors, implementation of invest-
ment promotion plans, and servicing
visiting groups of potential investors.

1t should be kept in mind, however,
that PEMD-I is aimed at developing
and communicating content. It does
not cover the costs of foreign travel,
business incentives, infrastructure
development staffing or overhead.

How long will PEMD- last?

PEMD-I has been approved by Cabinet
as a permanent program. It will be
reviewed in four years to assess how
well it has performed in enhancing
community-level foreign investment
promotion activities.

Department of Foreign Affairs and International Trade (DFAIT) —
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¢/ rossing the Pond brings you the first in a series of articles hitting the high points of the vast European market
_ awaiting Canadian mformatwn and communication technology (ICT) companies. This first installment covers the
serman market.

l[he German ICT sector is extremely now beginning to boom. In 1998, 30 Internet. The number of Internet

rge, with annual revenue estimated million PCs were installed in German users, including on-line services, has
reach $180 billion in 1999. The households. Internet access providers increased by 40 per cent over the last

50-billion market for software prod- have only recently come into the mar-  six months. ,

ts and services is expected to grow ket, with 35 per cent of German com- Where Canadian expertise and

exponentially, with PC penetration panies now with Internet access, and German demand best meet is in

ito the home and end-user market 16 per cent with a presence on the Continved on page I6—Informnlion

Women Exporters Becoming a New Force — cumitonp

at one-third of self-employed entrepreneurs in Canada Coalition on ways to promote the interests of Canada’s
ate now women. However, very little data existed on their businesswomen in the international marketplace.”
ort business. The TRC study addressed this information The Canadian TRC study, and a parallel United States
g4p by surveying 254 Canadian businesswomen, creatinga study, will form the basis for policy discussions and strategic
planning sessions at the Canada-U.S. Businesswomen’s Trade
~ Summit, which will
be hosted by Canada
in Toronto in May.
The Coalition will
seek private-sector
input through wo-

srveyed are product- f

ot} bdsed firms, and 22 men’s business orga-
iy nizations, such' as
o Women * Entrepre-
it mpre than 40 per 30 per cent speak more than one language \ neurs of Canada and
; cept of their revenues | *. Women exporters start expomng quickly. Women  Business
» f;}f m export sales, ,T huty per cent of the firms surveyed began exportmg tight Owners of Canada, N
| 2l they are export- per cent made their first foreign sale within two years of stanmg the]r b to hold cross-country
R dall over the world, |'® ‘International success is based on contacts. , | roundtables to
e e report also shows | Active exporters and export planners agree that the key to mtemanona[ suc-; discuss the find-
e tﬁ t most women | &% is making strategic contacts w1th potential customers and busmess asso- | ings of the stu dy
un eXDOTters enter fomlgn * ciates through networking and personal visits to foreign markets.

d * Women-owned SME exporters are primarily product-based firms.

drkets fan‘ly qulckly,

usfall Less than one in four of the companies surveyed are service-oriented. Thxs
- y within: two confirms the findings of previous research that women exporters are
4 r; of start-up. primarily focused in manufacturing.

by B‘ Be  Beyond |« Women exporters use a full range of distribution channels to reach foreign markets.
14, Sofders report tells However, the most consistently mentioned approaches are direct exporting
hO‘ us that Canadian | and the use of sales intermediaries such as agents and distributors.

bu
nclﬂrl ac 1nessw0men are . P
o eving real export success,” added the Minister. “I see For more information'0;

ﬁ;t Potential to build on this success, and I look visit the Businesswome
A ard to continuing to work with the Trade Research ~www.dfait-maeci.gc.ca

s e lein e el ke
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Systems of Riyadh will pursue oppor-
tunities in large-scale spatial data
management systems in Saudi Arabia.
Initially, the partnership will result
in projects valued at $5 million,
leading to potential revenues of
$100 million over the next three
to five years. Edwin Industries
Canada Inc. of Richmond Hill, On-
tario, and Almamee Trading and
Industrial Corporation of Riyadh
agreed to appoint Almamee as the
Saudi agent to promote and sell
Canadian-made medical equipment
for cancer treatment. The agreement is
valued at $5 million in its first year.

New Canadian Embassy opened in UAE
On February 24, Minister Marchi offi-
cially opened the new Canadian
Chancery in Abu Dhabi in the United
Arab Fmirates (UAE).

“The expansion of our diplomatic
presence here demonstrates the tremen-
dous growth in business between our
two countries,” the Minister said.

The UAE is the fastest-growing
market for Canadians in the Middle
East. In 1998, Canadian exports
reached an estimated $270 million, an
almost fivefold increase over the past
six years. While in the UAE, Minister
Marchi witnessed the signing of five
agreements worth $5 million between
Canadian and UAE businesses.

Mr. Marchi met with several senior

ies exhibiting their

¢ Fmirates, where 22 Cana- -

- CanadExport

Canada and the UAE would pursue
the completion of a visa agreement,
which would facilitate business travel
between the two countries.

West Bank and Gaza: new links

On February 26, Minister Marchi
met with "Palestinian Authority
Chairman Yasser Arafat to discuss
economic relations between Canada
and the West Bank and Gaza.

“One of the main objectives of this
mission is to strengthen our com-
mercial ties,” Mr. Marchi said. “We
believe economic prosperity for
Palestinians is an essential part of
building peace in the Middle East.”

During the meeting, Mr. Arafat and -

Mr. Marchi discussed the status of the
Middle East peace process, Canadian
commercial objectives in the region,
and the Joint Canadian-Palestinian
Framework on Economic Co-opera-
tion and Trade, which was signed with
the Palestinian Authority in Ramallah.

“The Framework represents an
important milestone in economic
relations between Canadians and
Palestinians. It formalizes a bilateral
free trade arrangement between us
and opens the way for significantly
more commercial activity,” Minister
Marchi said. “By eliminating almost
all tariffs on manufactured goods
and facilitating access to each other’s

~markets, the Framework will create

opportunities on both sides.”

During his stop, Minister Marchi also
officially opened the Canadian Repre-
sentative Office in Ramallah. “The pres-
ence of this office reflects the growth
in our relations,” said Mr. Marchi.

Canada-Israel free trade agreement review
In Israel, Minister Marchi attended a
meeting with Israeli Trade Minister

Natan Sharansky to review the two. | |
year-old Canada-Israel Free Trade
Agreement (CIFTA) and explore ways
to continue advancing Canada’s trage | }»
relationship with Israel. The trip | |,
Israel was the final portion of the busi
ness development mission to thf P
Middle East. ‘TVJ
“We are ending our trade missinf ¥

to the Middle East where our fr
trade efforts in the region began,” said
Mr. Marchi. “Our review of the CIFTA
has served to further enhance th
already tremendously successful trak] |
relationship between our countries”
Two-way trade reached a recor
$650 million in 1998, an increase d
30 per cent since the CIFTA cam
into force on January 1, 1997.
During the meeting with Ministr
Sharansky, the two ministers agre«
to begin negotiations to expand frt
trade benefits over a wider range
products in the agri-food sector. Tk
CIFTA Commission agreed to pursit
the creation of a Canadian-Istd
Business Advisory Group to promot
the commercial advantages of ¢
CIFTA for both corporate communitis
Minister Marchi also witnessed ¥
signing of an agreement betwe?
Canadian Highways Internatior
Corporation and its partner Affi
Israel Investment Ltd. to concludet
financial arrangement to build
$1.1-billion Cross-Israel Highway
In Jerusalem, the Minister signt

a Memorandum of Understand?
on Cultural, Academic and Spf
Relations. He then announced{ °
grant of $60,000 to contributef,
Canadian studies in Israel. As ¥ ]
Mr. Marchi signed a Protocol D
Discussion on Communications l'h‘,
will result in increased co-opefa"“;
in the telecommunications secto" |
—

fil




T he General Services Administration (GSA) facilitates purchases by the U.S. Government (the world’s largest customer)
| and buys some goods and services outright. Its annual procurements total more than US$40 billion.

by Public Works and Government Services Canada.

When a vendor is placed on a schedule, this is not a guarantee of sales but, rather, authorization to market spec-
fied products and services to government departments under negotiated terms and conditions.

The GSA actively seeks new bidders and competition for its supply and service contracts. The regional GSA con-
racting offices advertise, award and manage most GSA contracts.

The following notices are upcoming solicitations. The information below was current as of CanadF.xports dead-
ine for submission for publication; changes may have occurred in the interim.
chedule Identification: 77

Contract Period: FY 99

Dne part of the GSA, the Federal Supply Service (FSS), creates purchasing vehicles known as GSA schedules from
which government agencies can buy goods and services. GSA schedules are similar to Master Standing Offers used

Audio and Video Equipment

stimated Value $13 million-$15 million

Contract Period FY 99

rocurement Method: Multiple Award Schedule
ontact Rita Hatley

Tel.: (817) 978-8651
Fax: (817) 978-8672

hedule Identifi amon. 7340

escription: Cutlery and Flatware
timated Value: $492,100-$543,900
ontract Period: FY 99
focurement Method: n/a
ntact: Debbie Jones

Tel.: (817) 978-3438

Procurement Method:

Contact:

Schedule Identification: R (Professional Administrative and

Management Support)
Description:
Estimated Value:
Contract Period:

Procurement Method:

Contact:

Negotiated

Christy Cousin

Tel.: (703) 305-3097
Fax: (703) 305-3034

Relocation Setvices
$60 million

FY 99

Negotiated

Brenda Samuels

Tel.: (703) 308-0805
Fax: (703) 305-5094

Information about the GSA and its schedules is available
at www.gsa.gov In addition, the Federal Supply Service can
be accessed at www.fss.gsa.gov A new pilot, the Electronic
Posting System, posts notices for seven federal agencies

edule Identification: 7240

Multiple Award Schedule FSC
72 VII B, Recycling Collection
Containers and Specialty Waste

and allows registration for e-mail notifications (like the -

Tel.: (817) 978-8652

St edule ldentification: 25

D scription: Vehicular Equipment and

,Accessories

ES imated Value: $25,000 - $1 million

Receptacles ,GSA). It is currently accessible at www.eps.gov
timated Value $3 million For more information about the GSA, contact Allison -
ntract Period: FY 99 Saunders, Canadian Embassy in Washington, fax: (29; '
Curement Method: Negotiated 682-7619, e-mail: allison.saunders@wshdcOhx400.gc.
Ntact: Valerie Bindel <

XS .
. ..
,o

Team Canada Inc < Eqipe Canada inc
1-888-811-1119 |

exportsource.gc.ca |

Business Opportunities
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Business Opponuniiies

,\ ﬂux—cored

_§'caseno99

T he following trade opportunities have been received by the International Business Opportunities Centre (IBOC) of
. the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities are
posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact the
appropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case number.
Canadian exporters needing assistance in preparing international bid documents may want to use the international
contracts expertise and services offered by the Canadian Commercial Corporation. This Crown corporation is located
at 50 O’Connor St., Suite 1100, Ottawa, ON K1A 056, tel.: (613) 996-0034, fax: (613) 995-2121.

SwitzertAND — The Swiss Parliament
has approved the construction of two-
lane base tunnels (Gothard and Ceneri)
and Lotschberg base tunnel as part of
the Swiss Alpine Transit. It is looking
for a Gallery Pollegio-Loderio (3162 m
long, 5 m diameter) for the transpor-
tation of excavation equipment for
the la Buzza di Biasca base tunnel.
Submissions should be made in
German. Closing date: May 11, 1999.
Contact Daniel Lemieux before
April 13, 1999, fax: (613) 996-2635,
quoting IBOC case no. 990226-00547.

ALGERIA — The SIDER iron and steel
complex is calling for tenders from
companies in order to establish a list of
suppliers of non-ferrous metals and
iron alloys for its production plant.
The product list includes: aluminum
ingots, aluminum wire, pyramid alu-
minum, flux-cored aluminum wire,

. granulated aluminum, ferromanganese
‘carbide, refined ferromanganese,

ferrosilicon, ferrovanadium, CaSi
wire, calcium silicon,
,aIummum molybdenum

y ox1de? ferrochrome nickel, silico-
‘:mang:mese, ferrophosphorous, ferro-
- niobium,” ferromolybdenum. Contact
Daniel I.zmleux
- fax: (613) 9962635,

ore May,3,-1999,
-quoting IBOC
fpﬁﬁxmy&)

CanadExport

lnternuhonul Busmess Opportumltes Centre

EnciAND — The Canadian High
Commission in London has identified
a number of licensing and alliance
opportunities as a result of the Medical
Devices & Scientific Innovation Fair
held in Dutham (UK) in October.
These opportunities are specifically of
medical innovations from medical
and academic physics departments.
The following is a list of these part-
nering opportunities: '
Active charge protection of catheters
from Ankle Prosthesis, Bi-Planner
Osteotomy Cutting Guide, Centrum
Spinal Positioning System, Dental
Materials, Depth of Anaesthesia
Monitoring, Design and Testing of a
new Hip Fracture Protector, Disposable
Catheter, Disposable Face Mask for UV
Protection during PUVA, Easi- Breathe,
Electrophysiological Signal Simulator,
Femoral De-Rotation Osteotomy
Guide, Functional Electronic Stimu-
lator, Functional Thermographic
Imaging, Ganzfeld Stimalator, Im-
proving CAPD, Liquid Crystal
Molecular Sensors, Magnetic Stimu-
lation of the Brain, Manufacture of
Dental Crowns, Neurotronic Therapy
System, New Oxygen Monitor for
Babies, Novel Neurosurgical Pattie,
Peripheral Blood-flow Imaging using
Laser Droppler, Pilocare, Programmable
Cardiac Stimulator, Radiation Force

09552 $2008]
! [

[

Balance, Skin Oxygen Level Imaging
System (SOLIS), Sliding Patella, Soft
Start Nerve Stimulator, Spinal Pedicle
Screw Guide, Sway Magnetometry
System, Uni-compartmental Knee,
Urodynamics Commode.

Contact Daniel Lemieux before
May 4, 1999, at fax: (613) 996-2635,
quoting IBOC case no. 981215-02179.

INDiIA — BMC International (P)
Limited wishes to extend its opera-
tions in the field of bulk trading in
cargo commodities, chemicals, fertil-
izers, minerals and metals. BMC
group employs over 600 people, has
offices and factories in over 30 loca-
tions in India. This financially sound
group capable of executing millions of
dollars of bulk trading operations
invites business proposals from over-
seas companies or their immediate
buying agents to establish bulk trad-
ing business in the subject areas.
Closing date: May 17, 1999. Contact
Daniel Lemieux before May 17, 1999,
fax: (613) 996-2635, quoting 1BOC
case no. 990216-00443.

Other tender calls and trade opporti-
nities can be found on CanadExport
On-line at http:/iwww.dfait-maeci.gc.cd
english/news/newsletr/canex

1
H

Department of Foreign Affairs and International Trade (DFAIT) — g
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|Finland,

OuLu, FINLAND — May 27-28, 1999
— Why spend two days in northern
in' the town of Oulw?

= Conhnued from page 5

(ultural Products

{The political and public affairs unit
headed by Jerry Kramer, with col-
! eagues Sue Garbowitz and Roz
‘Wolfe, uses Canadian cultural events
Jo highlight our excellence in this
rea, and to support and celebrate
‘Lanadian film and TV achievement.
Pam Johnson has opened doors for
rafts and. Aboriginal giftware to
[alifornia museum stores, and dou-
‘bled the volume of Canadian art seen
4t the L.A. Biennial. (A study on the

-

+fisual Art Market in Los Angeles
. -yill be issued in April.) Her collabora-

Hon with Andrew Thompson in San
:yrancisco to promote performing tal-
it has made Canadian musicians,
Hallet companies and theatre troupes
‘Tegulars on the West Coast circuit.

Entrepreneurial Immigration |
m Rankin, Director of the Immigration
fﬁce In Los Angeles, is currently work-

efiterprises in Canada. Information
Dpoths at major IT shows such as
Gomdex or Computer Telephony are
{' U to attract valuable skills to
{fhadian industry and encourage

- {Vestment (see http//cicnet.cige.ca).

188.0on 600 files seeking to establish new V

Because it is a unique opportunity to
meet 140 telecommunications hard-
ware and software companies from
Finland, Sweden, Norway, Germany,
France and the United Kingdom at
the Telecommunications and Software
Interprise. Oulu is one of Finland’s
high-tech centres, where two of the
largest employers, Nokia and
Elektrobit, are located.

Canadian companies can meet
‘their European counterparts at this
two-day matchmaking event to net-
work and make deals. Participants
will have up to eight pre-arranged
40-minute meetings, as well as being
able to attend seminars by Interprise
partners such as Nokia, ADC Solitra,
PK Cables, LK Products and the largest
Finnish telecom operator Sonera.

Some 60 Finnish companies and

o

BUENOS AIRES, ARGENTINA AND
SANTIAGO, CHILE — May 17-21, 1999
— The New Exporters to South
America (NEXSA) program will
introduce export-ready Canadian resi-
dential furniture manufacturers to
these two South American markets.
Participants will have the opportu-
nity to visit the annual furniture trade
show Expomeuble 99, where domes-
tic and foreign manufacturers show
their new lines and establish their
programs for the coming year.
NEXSA is a unique approach to
trade missions which offers partici-

 Argentina/Chile New Exporters to South'
America Mission Focuses on Furniture

80 from other European countries
are expected to attend the event.
The $835 participation fee covers
accommodation for one person in asingle
room for two nights, meals, social
events, a personalized schedule of meet-
ings and local transportation in Oulu.
For more information, or to regis-
ter, contact Karita Huotari, Business
Development Officer, Canadian
Embassy, Helsinki, Finland, fax: 011-
358-9-601-060, e-mail: karita.huo-
tari@paris03.x400.gc.ca
Registration deadline is April 15,
1999. The final show catalogue will
be published at the end of April.
You can check out the profiles of
the Finnish participants at www.oulu.
chamber.fi/interprise/current.html
and Finland’s software and telecom-
munications sector at www.canada.fi

pants market training and preparation
in Canada, followed by a five-day cus-
tomized program of appointments.
The mission may also include net-
working receptions with local associa-
tions and trade media, factory tours,
private visits to retailers, distributors,
agents’ showrooms and meetings with

potential joint-venture partners. /; |
For more information, contact ..

your nearest International Trac
Centre or Doreen Congad, Sou
N
America Division, Depa
Foreign Affairs and Inj

DFAIT’s Team Canada Market Research Centre produces a full range of sectoral marke Iudieg)o,he {unudiun
identify foreign markets. Currently, some 475 reports are available in 25 sectors |
 automofive fo consumer products, forest industries, plastics, }mce and fourism.
InfoCentre’s FaxLink (613-944-4500) or on the Internet at http://

infoexport.g

- Trade Fairs and Missions




Business Agenda

T AT

CALGARY, ALBERTA — April 25-26,
1999 — Anyone wanting to enhance
their network of international trade
sources should be sure to attend the
second annual Set Your Sights on
the World: Going Beyond Your
Borders Conference.

Organized by the Forum for Inter-
national Trade Training (FITT), the
Conference features a unique mix of
keynote presentations, workshops,
exhibits and networking opportuni-
ties. Participants can choose from

CanadEqurt

“Set Your Sights on Calgary
for International Trade Conference

one or more of three “tracks” of
activities — Electronic Commerce,
Business and Marketing Strategies,
and Money Matters — running con-
currently throughout the two-day
event.

Invited featured speakers include
Minister for International Trade
Sergio Marchi, Minister of Industry
John Manley, Minister of Human
Resources Development Canada
Pierre Pettigrew and John Crispo,
author of Making Canada Work.

A pre-conference workshop,
Going Global: An Introduction to
International Trade, will also be
held to acquaint new exporters with
the basic steps involved in entering
the global arena.

For more information, or to
register, contact Osprey Associates,
3483 Southgate Road, Ottawa, ON
K1V 7Y5, tel.: (613) 737-9247,
fax: (613) 736-9604, e-mail:
osprey@istar.ca or visit the FITT
Web site at: www.fitt.ca ‘

'Information and Communication Technologies in Germany — uiedfompee 1

graphics programs, imaging, geo-
graphic information systems, network
management software, network/client
server tools, relational databases,
document management and object-
oriented software tools.

The $36-billion German com-
puter hardware market holds
considerable potential for Canadian
companies in data communication
products, graphics and sound cards,
multimedia hardware, local area net-
work (LAN) and mobile LAN products,
mobile computing, CTI solutions, UPS
systems as PC add-on and peripheral

. products.
\ Specific opportunities in the mul-
timedia market ($1.2 billion in

19§Wn multimedia language

o

and science programs, “edutain-
ment” products, and vertical market
products for the automobile, phar-
maceutical, banking and insurance
industries.

" { CROSSING « THE POND

4 TRAVERSER « L'ATLANTIQUE

The $97-billion German telecom-
munications market for Canadian
firms is rich in Internet applications,
electronic commerce solutions, net-
work infrastructure equipment and
solutions, data communication equip-
ment, value-added service solutions,
mobile radio terminal and network
equipment, telecommunications hard-
ware and software PC solutions, CTI
solutions and for network operators.

T RRSE—

For more information on the
German ICT market, contact Ina
Hoelzmann at the Canadian Embassy
in Berlin, tel.: 49-30-261-11-61, e-mail:
inahoelzmann@bonn03x400.gc.ca

To learn more about the
European market, you can
meet face-to-face with our
Trade Team from Europe, as well as
other entrepreneurs and executives
experienced in European ICT mar-
kets, at one of our Knowledge Cafés
being held in Toronto (June 1),
Vancouver (June 4) and Calgary
(June 7).

For more information on the
Knowledge Cafés, or to register, visit
our Web site at www.crossingthe
pond.com or call (613) 943-0893.

&3

Services

" g"e|  DFAIT's InfoCentre provides counselling, publications, and referral services to Canadian exporters. Trade-related information can be
lﬂqu!ﬂes obtained by contacting the InfoCentre at 1-800-267-8376 (Ottawa region: 944-4000) or by fox at (613) 996-9709; by calling

' InfoCentre Faxlink (from o fax machine) ot (613) 944-4500; or by accessing the DFAIT Internet World Wide Web site o
Igr{/ / ywwﬁgqig;g\meci.gc.cu

e

Return requested

if undeliverable:
CaNaDExporT (BCS)
125 Sussex Drive

Ottawa, ON
K1A 0G2
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Canada s Semor Dip lomats to Latin A
Meet Alberta 's Business Leaders

by Barbara Cameron, Calgary International Trade Centre

Min. das Aff‘.xres extérieurss

eriea,, ..,

AVR

RETURN TO DEPARTMENTAL LIBRARY

RETOURNER A LA BI2LIOTHEQUE DU MYISTER! I. :

Bn recognition of Alberta’s growing ties with Latin America, the Department of Foreign Affairs and International Trade
(i

U (DFAIT) held its recent round of policy consultations with Canada’s senior diplomats to the region in Calgary, March 14-

efore the HOMs left Calgary, the
_ nada’ Council for the Americas -
flberta Chapter, the International

where guests were seated at the table of
the HOM or senior DFAIT official of
their choice. A networking session

|1 Canadian Irade Review

(See insert)

96.6

(8 billions)
[00] [0 0]
(] (W]

~
W

1\ Wl Exports

1st Q.97 2nd Q. 97 3rd Q. 97 4th Q. 97 1st Q. 98 2nd Q. 98 3rd Q. 98 4th Q. 98

Imports

Source: Statistics Canada

' ade Centre and the Export Devel-
:0 ment Corporation launched a busi--

outreach program.' This uncluded
a fetworking dinner for 200 people

followed where each HOM had brief
one-on-one meetings with an addi-
tional 12 business leaders.

According to the feedback received,

7. Our Ambassadors and High Commissioners (Heads of Missions, or HOMs) subsequently took advantage of their pres-
nce in Canada to meet with business leaders across the country.

the Alberta business community was very
appreciative of the time, valuable insights,
information and real interest the HOMs
offered to all of their Calgary meetings.

Dennis Woronuk, Executive VP of
MegaSys Computer Technologies said,
“It is impossible to overstate the value
of having these senior people from
priority markets all available for con-
sultations in one place.

“Through the course of one evening’s
conversations,” he aded, “I was able
to make tremendous progress in
focussing and prioritizing my market-
ing efforts in this region. The market
reports and documentation available
on site were also of great benefit.”

Dave Shaw, Manager, Geology of
Hycal Energy Research Labs, was also

(onfinved on page 2— Diplomats

INSIDE INSIDE INSIDE INSIDE

SME Task Force
Year 2000 Challenge ............
THE U.S. CONNECTION ..veunnnernrenene

, De riment of Foreign Affairs and International Trade (DFAIT)




- Marketing, Sabian Limited (N.B.); Michael Serruya, Co-President, Co-Chairman, Co-CEO, Yogen Friiz World-Wide Inc

ful\ opportumty to have a prolonged Managing Editor: Louis Kovacs of this publication in whole or in part for purposes of resale or redistribut®

~he newly appointed Small and Medium-sized Enterprise Task Force on International Trade held its inaugur
L meeting in Ottawa on February 1, 1999. Chaired by Dr. Barbara Orser, Principal of Equinox Managemen
Consultants Ltd. and professor at Ottawa’s Carleton University, the Task Force will advise the Minister for
International Trade over the next three years on trade development issues and the international activities of Canadas
small and medium exporters

Featured below are the members of the Task Force, along with representatives from the Department of Foreig
Affairs and International Trade (DFAIT). From left to right: Andrew Delisle, President, Indio International Trade Lt
' (Quebec); Dr. Orser; Lois Mclntosh,
President and CEO, Micro Mac Producs
(Alberta); Rita Egizii, Executive Directo,
IMAGE Consulting (Alberta); Greg Gills,
CEO, Washburn & Gillis Associates Ltd
(New Brunswick); Roger Ferland, DFAI
Robert Wright, Deputy Minister fo
International Trade; Carole Nap, Presiden
TradeStrat Inc. (Ontario); Bianca Battistin
President, Can-Am Export Services In
(Quebec); Kelly Lendsay, Professor, Un
versity of Saskatchewan; Rossana Magnotta, President, Festa Juice (Ontario); Nadja Piatka, President, Thret
Blondes and a Brownie (Alberta); Wolf Haessler, President, Skyjack Inc. (Ontario); JoAnna Townsend, DFAIT
Calvin Helin, Calvin Helin Personal Law Corporation (British Columbia); Mark Scullion, DFAIT.

Absent: Byron J. Hildebrand, President, Cinnamon City Bakery Café Inc. (B.C.); David McAllister, Vice-Presider,

(Ontario); Mary Fote, President, The Medea Group (Ontario); Emmanuel Triassi, President, Group T.E.Q. (Quebec

B i i e
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Diplomats Visit with Calgary Business Leaders — wawiws

pleased. “It was exceptionally useful to On March 15, Minister for Inter- addressed the Calgary and Canadit]
make contact with other Canadian com- national Trade Sergio Marchi Chambers of Commerce.
panies doing business in that region.”

Leona Badke of Imperial Rubber CanadE)g)Ol‘t
& Urethane Corp. offered these com-
ents “The dinner provi ided a wonder- Editor-in-Chief: Bertrand Desjardins Extracts from this publication may be reproduced for individual use withot

permission, provided the source is fully acknowledged. However, reproduct®

. Editor: Vincent Chetcuti requires written permission from CanadExport.
<ma1 cussion with the Am- Layout: Yen Le i ) .
R Cai rt is published twice monthly, in both English and Fren
b ch g['&.tly enhanced my ] . : the Department of Foreign Affairs and International Trade (DFAIT
ing of the Argentine market. Circulation: 77,000 Communications Services Division (BCS).

.| Telephone: (613) 996-2225  busie
. CanadExport is available in Canada to interested exporters and bus

Fax: (613) 996-9 po!

ax: (613) 276 oriented people. For a subscription, call (613) 996-2225. For address chang®

cancellations, please send your mailing label. Allow four to six weeks.

$
2 W-up one-on-one meet-

E-mail:
canad.export@dfait-maeci.gc.ca

. Mail to: CanadExport (BCS), Department of Foreign Affais o
ISSN 0823'3330 International Trade, 125 Sussex Drive, Ottawa K1A 0G2.

-
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' 1s advisable to enquire

{According to JoAnna Townsend,

Director of Export Services for Small
and Medium-sized Enterprises at the
Department of Foreign Affairs and
International Trade (DFAIT), pru-
dent managers will want to address
|whether their goods, information,
finances and people that are “in tran-
sit” on December 31,

~ Your Electronic Data Interchange
(EDI) and/or Just-In-Time (JIT) sys-
tems should also be examined in this
light. A break at any point in either
of these systems could cause expen-
sive shipping delays or result in your
shipment being bumped from the
receiving queue. '

1999, could be subjected
to serious delays.

Shipping, customs

‘Plthough it is not possi-
ble to control customs
learances for goods, it

what measures your
reight forwarder and
fustoms  broker have
aken to reduce the risk
Jhat your goods may be
Jnnecessarily delayed

N customs due to a
12K bug. |

iomputer systems

second point to con-
ider is the transfer of
formation. Keep in
hind thar while soft-

“the vzx\ chullenge

he federal government is’ prov1dmg sp ‘
 to help small and medium-sized busmeSse solve their
. Year 2000 (Y2K) computer problems
' The program applies to the cost of hardware nd soft-
ware acquired between ]anuary 1,1998 and June 30. thls{'
year, to replace equipment that is not Y2K comphant .
The tax relief takes the form of accelerated capital cost(;
allowance (CCA) deductions of up to $50, 000. This will
~allow smaller firms to.deduct 100 per cent of ehglble
. expenditures in the year in which they occur.
To focus the benefit on smaller businesses, only unincor-
porated firms and corporations not subject to the Large
Corporations Tax will be eligible.
For more information, 'contact your local Revenue
Canada Tax Services office.

ile Canada is considered among the better prepared countries in the world, the so- called Y2K bug could cause
serious disruptions with your out-of-country business operations.

Here, it is worthwhile to consult
your banker to ensure that adequate
back-up plans have been implement-
ed, and to alert your banker of any
transactions that may be in progress
on December 31, 1999,

People in transit
The fourth compo-
nent of your business
that may be “in tran-
sit” is people.

Your consultants
doing feasibility stud-
ies, sales people, or
‘executives will -all
‘need to be equipped
with adequate docu-
mentation prior to
departure. If visas,
passports, or other
documents such as
carnets, are required
during the trip, pre-
pare in advance to
ensure they will be
valid for the entire trip
and for each country
to be visited.

<t

/ale companies can

 krovide remediation patches for their
roducts, that copy of a program
oM your cousin Joe will probably
€ on its own. Verify your computer-

[l

Up plans in place.

Gependent resources and have back-

Financial institutions

Financial institutions will be a big
item on your checklist. Will your
bank be able to continue transac-
tions with your suppliers’ or buyers’
banks?

maeci.gc. ca/trav'el

4
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=7 his regular CanadExport feature is designed to help Canadian exporters take advantage of the vast and lucrativ
LI market south of the border. The U.S. Connection is produced in co-operation with the U.S. Business Developmen
Division (UTO) of the Department of Foreign Affairs and International Trade (DFAIT). For further information, contad

CanadExport
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UTO by fax at (613) 944-9119 or e-mail: commerce@dfait-maeci.gc.ca

Canadian Businesswomen Make their Mark

in Los Angeles

™ eventy-five women entrepreneurs

from across Canada took part
last month in a highly productive
three-day mission to Los Angeles.
The mission, designed for small and
medium-sized companies, brought

’“UpdatesG:ftwarei
and Craft Market

FAIT has commissioned an
K 7 update on the National
Giftware and Craft Market Study
for the United States. The original
study has undergone several
reprints and is currently out of
stock, but is still available on the
DFAIT Web site. The new and
» \improved study will be available
through the Enquiries Service
800-267-8376) in May, and
mclud, new contacts, cover-
fhdustry trends and a
secuon on the impact

] ternet on retailing in the

a dynamic group of
Canadian business-
women together with
over 150 L.A.-based
companies to explore
commercial oppor-
tunities.

The visit produced a
great many  successful
results. For example,

tract for one of her artists, which
could yield a $2-million return.
Vera Goodman, President of Reading
Wings Inc. of De Winton, Alberta,
received an offer to translate her
Parents Guide for Reading into
Spanish for distribution to Hispanic
markets.

As well, others from the mission
are moving quickly to pursue ex-
pressions of interest. Renée Strong,
President of Couture Fashions of

‘Burnaby, British Columbia, is just one

of many businesswomen who stayed

~on in LA to follow up on contacts

Canapa-U.S. REMHONS HoME PAGE at htp:/twww.dfait-maeci. gcca/geo/usa/busmess-e hin-
ation on doing business in and with the United States.

Some of the participants at the Canadian Business Womens Tt
. ~*  Mission to Los Angeles (from left to right): Canadian Consul Genei
Umeeda Switlo, Presi- Angeles, Kim Campbell; Dr: Judy Rosener; Professor, Univers
dent of CBO/e.space of Califoria, Irvine; Wendy McDonald, Chairman and CEO, 5
Entertainment in Van- Bearing Engineers Ltd., Bunaby, B.C.; and Sandra Miles, Presidt
couver, is on the brink Angus Miles Professional Recruitment Ltd., Vancouver, and Preside!

of concluding a con- Women Entrepreneurs of Canada-B.C. Chapter.

made during the mission and lea
suggested by the Consulate’s busine
development officers.

Initiated by the British Columb
Chapter of Women Entreprenel®
of Canada, in association with
Canadian Consulate General inlf
Angeles, the mission received s
port from its principal sponsor, b
Royal Bank of Canada, as well/
additional support from privif
sector corporations and feder
and provincial export developn
agencies.

|
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1cmicaco, IiLNols — May 22-25,
1999 — National Restaurant Hotel-
Motel Show

The 80th National Restaurant
otel-Motel Show welcomes the food

n Chicago this

o o ST

ervices industry to McCormick Place

EVENTS-IN TH]

(s

build relationships with thou-
sands of potential customers and
business partners, and to network
with counterparts from around
the world.

Industry experts will update

CHIcAGO PosT TERRITORY

series of training sessions and
seminars. Program tracks include
Air Quality, Environmental Man-
agement, Waste Management, and

Strategic and Policy Issues.
For more information on the
NEBS/NEBS PLUS

A, . (tel.:
Hise, equipment,

jervices, supplies
“gnd technology.
1 Over 90,000 food

Iternational visitors from 117 countries.
he majority are top-level executives,
ice-presidents, general managers,
od brokers, distributors and whole-
lers. The National Restaurani
how is the only venue that represents
ery segment of the massive restaurant
d hospitality marketplace.

{ For more information, contact
athy Cameron, Busmess Develop-
ent Officer, Canadian Consulate
eneral, Chicago, tel.: (312) 616-
1870, fax: (312) 616-1878, e-mail:
thy.cameron@dfait-maeci.gc.ca

Louts, Missourt — June 20-24,
99 — Air & Waste Management

3

1

éonference & Expo

More than 300 products and ser-
Ces will be on display when the Air
Waste Management Assoc1auon

lds

L Louis. This is a great opportu-
ty to discover new tools, to

T ————

its 92nd annual meeting in’

attend this event, including 6 500 you on research,

Hot Off the Press — Export Newsletters

Check out the DFAIT Web site or the contact numbers listed below
for these brand-new editions of sectoral newsletters.
® Special issue of New Directions, craft and giftware newsletter.
(613) 944-6566, fax: (613) 944-9119)

e Transportation Export Review, an update on the U.S. transportation
market. (tel.: (312) 616-1870, fax: (312) 616-1878)

® Washington Notes, a quarterly report on the U.S. defence and aero-
space market. (tel.: (202) 682-1740, fax: (202) 682-7795/7619)

techniques,
applications, technologies, regula-
tions and innovations through a

mission being
planned in con-
junction with
this event, con-
tact Chris Bigall,
Business Devel-
opment Officer,
Canadian Con-
sulate General,
Chicago, tel.:
(312) 616-1870,
fax: (312) 616-
1878, e-mail: chris.bigall@dfait-
maeci.gc.ca .

[e—

* valuable new resource for
"\ Canadian business is now avail-
able on the Department of Foreign
Affairs and International Trade’s
(DFAIT) U.S. Bureau Web site.
Canada’s Action Plan for the United
States is a comprehensive guide
designed to help Canadian businesses,
especially small and medium-sized
enterprises, seek out and take advan-
tage of export opportunities south of
the border. The plan is a strategic
framework through which govern-
ment and business can work together
to promote Canadian business in the
multi-faceted American market.
For Canadian companies to com-
pete effectively in the United States,

'

New on the Canada-U.S. Relations Web Site
Canada’s Action Plan for the U.S.

it is important for them to focus their
energies on a target market or niche
area. The action plan provides inte-
grated market information to help
companies do this, beginning with

an overview of the U.S. business .

environment, followed by descrip-
tions of various regional markets. .

Profiles of the Canadian govem- :

ments priority sectors, as well
other promlsmg sectors, outlme

sector, and set out a prop
action.

Wit

The U.S. Connection
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Business Council /Association News
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and Ontario.

Promoting exchanges

The FCCC assists Canadian businesses wishing to get
established in Ile de France through the Agency for
Corporate Development (see below).

It also helps French firms wanting to do business in
Ontario. For example, the FCCC organizes visits by
French high-technology companies to the Toronto
COMDEX show, arranging meetings with Canadian
partners.

FCCC members have an opportunity to mix busi-
ness with pleasure by taking part in various events
such as luncheon meetings, cocktail receptions and
dinner dances where they can meet and do business.

Among upcoming activities are a wine-tasting evening
at the end of April; a dinner dance on May 16 at the
Windsor Arms in Toronto (a “five-star’ event that will
bring together the best-known businesses in Toronto);
and a summer soirée on June 24.

Regular contact with membership

The French Chamber of Commerce in Canada publishes
a business guide that goes to its members across Canada
with a complete membership list, providing for an
effective business network.

In addition, its monthly magazine, Action Canada,
offers readers a special focus article in each issue. Finally,
its monthly Chamber of Commerce Link enables members
to stay informed on important issues.

The FCCC strongly urges any firm interested in busi-

e FCCC business network to become a member.

)lginning of this year, the FCCC (Ontario) has

the Agency for Corporate Development in
ce ( , '
anadian businesses get
urope’s most important

’-rF*’*he French Chamber of Commerce in Canada (Ontario) is a non-profit organization that forms part of a network
of four FCCCs in Canada. Its role is to participate in the development of bilateral economic ties between Franc

s in Ontario, France-Ontario exchanges or being part

" AIE, in Toronto at tel.: (416) 777-9658, fax: (41

economic region. It identifies firms that have an inter-
national project, especially a European-oriented one,
and then helps them at all stages as a unique partner—
and free of charge.

Priority sectors
The AIE operates as an economic development
agency and tries to attract companies to 1le de Frane
that are working in high value-added sectors, fo
example:
e telecommunications and affiliated technologies;
e finance and financial services;
e  agri-food;
e pharmaceutical industry and biotechnology;
*  high-technology industries.

AIE assistance
The AIE is a unique contact for Canadian business
needing economic, financial and marketing data; infor
mation about business real estate; liaison with appr
priate authorities; and provides dynamic follow-up® %
companies and their projects.

Ile de France is the only French region represent!
in Canada, through the Chamber of Commerce !
Toronto, because it feels it is important to provit
businesses with a face and direct contact and to ¥
available to assist them with their international dev?
opment projects.

For more information about the French Chamber‘lJl
Commerce in Canada (Ontario), whose president’
Ms. Chantal Haas, contact Mr. Stéfane Kabene, Execut
Director and Director of Canadian Operations for Lh{H

777-9659, e-mail: ccfe@accglobal.net

Here are the numbers for the other FCCCs in Canab
Montreal, tel: (514) 281-1246, fax: (514) 28999
Quebec City, tel.: (418) 692-5002, fax: (418) 64330
Vancouver, tel.: (604) 987-4440, fax: (604) 987-196%.

"

Department of Foreign Airs and Intefnational Trade (D)
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Canadian Trade Review

OVERVIEW

Trade Expansion
Contributes to
Economic Growth

Total exports rose 5.2
per cent, while gross
domestic product (GDP)
increased by about 1.2
per cent compared to
the previous quarter.
Strong demand from
Canada’s main trading
partner, the United States,
was the main factor
underpinning this strong
export performance.
l

Imports into Canada grew
significantly in the fourth
quarter, by 6.6 per cent from
the third quarter of 1998,
teflecting strength in .
domestic demand, particularly
in the area of business and
residential investment.

!

————

A QUARTERLY REVIEW OF CANADA’S TRADE PERFORMANCE

ports, Canada’s trade surplus
decreased slightly.

Foreign direct investment
(FDI) into Canada and Cana-
dian direct investment abroad

Consistent with historical trends,  (CDIA), which reached record
Canada’ trade grew at a much
faster pace than did the economy  not grow significantly during
in the fourth quarter of 1998.  the fourth quarter.

levels in previous quarters, did

.- Canada’s Trade in:
- (FirstG

FOURTH QUARTER 1998

This trade and investment quarterly reports on Canada’s economic growth in the fourth quarter of 1998, and
highlights our trade and investment performance in key sectors and markets, with a brief year-end review.

ments both in Canada and in

the global economy, the most

important of which were:

* continued strong economic
expansion in the United States;

* weak commodity prices;

* economic stagnation in Asia;

* the economic uncertainty
in Eastern Europe and Latin
America; and

($ billions)

80

75

Imports

B Exports

Overall, Canada’s trade and
investment performance for the

With the increase in imports  fourth quarter of 1998 remained
outpacing the increase in ex- solid in the context of develop-

B RN L s N B
1st Q.97 2nd Q.97 3rd Q. 97 4th Q. 97 1st Q. 98 2nd Q. 98 3rd Q

o

. 98 4th Q. 98

Source: Statistics Canada
e the further depreciation of

the Canadian dollar vis-a-
vis the U.S. dollar.

l*l Department of Foreign Affairs
-and Intqmalional Trade

Ministére des Affaires étrangéres
et du Commerce lntematipnal

il
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Automotive Exports
Lead the Way

Exports in the automotive
sector grew 26.9 per cent,
leading the overall increase of
merchandise exports in the
fourth quarter over the
previous quarter.
This growth was
due to continuing
strong consumer
demand in the
U.S. and the abil-
ity of Canadian-
based firms to
make up the
production lost

, "2 2040
during the strike =
earlier in the year. | B ;g4
Exports of energy N/
pr‘oducts, indus- 16.80
-~ trial goods, and
machinery and 15.00

equipment (M&E)
declined during
the same period,
offsetting gains
made by other ‘
sectors. This was the first
decline in machinery and
equipment exports since 1996.

In contrast to the decline in

‘machinery and equipment Z
d

exports, M&E imports continu
to grow in the fourth quarter. For
1998 as a whole, the share of
M&E in total imports grew to

33.4 per cent; this reflected the
high level of business investment
in Canada and highlighted the
importance of trade in expanding
Canada’s productive capacity.

Canada’s merchandise trade
surplus declined marginally

Canadian Tradc in 'Alito:'rr‘l‘otive ~

1886

17.96

18.70 /!1]8.76

1640 1508 M 561

2nd Qur.  3rd Qur. 4th Qur
4~ Exports —Jj}- Imports

1st Qtr

in the fourth quarter, notwith-
standing a rise of $1.9 billion
in the surplus on automotive
products. The main offsetting
factors were a rise in the deficit
in M&E by $1 billion, a rise in
the deficit in industrial goods
by $0.7 billion and a $0.8-billion
decline in the surplus in energy
products. On a bilateral basis,

Source: Statistics Canada

TRADE & INVESTMENT HIGHLIGHTS

Canada’s merchandise trade
surplus with the United States
fell marginally; however, the
balance with Japan swung back
into a surplus after two negative
quarters.

Steady Increase in
Knowledge-intensive
Commercial Services

Since 1992, total services
imports and exports (travel,
transportation, government
and commercial services)
have grown steadily, helping
to narrow Canada’s services
trade deficit over time. In
the fourth quarter of 1998,
service exports increased
3.5 per cent, while services
imports rose by 3.4 per cent.

To a significant extent,
this trend in Canada’ trade
in services is a result of the
consistent growth of com-
mercial services, which
accounted for 48 per cent
of Canada’s total services trade
in 1998. The increasing im-
portance of commercial services
exports demonstrates the com-
petitive advantage that Cana-

‘dian businesses have achieved

in knowledge-intensive services
(engineering, communication
technology, financial, research
and development royalties and
management services). The growth

s

2

. ) ' L .
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in commercial services exports is important to the
Canadian economy because this sector is charac-

terized by high productivity and real wage rates.”

nada’s Commercial Services Trade

($ billions)

i+
e

3rd Qtr.
[ Exports of Commercial Services

1stQur  2nd Qur. 4th Qur

Imports of Commercial Services

Source: Statistics Canada

Imports of commercial services during the
fourth quarter of 1998 rose 4.4 per cent over
the third quarter. With imports growing slightly
faster than exports, Canada’s trade deficit in this
area increased marginally.

Investment Boosts Technology
Transfer

Canada attracted $3.94 billion of FDI in the
fourth quarter, bringing the total net inflow
for the year to an annual record of $22.9 bil-
lion. The inflows were directed primarily to

the wood and paper, energy, and metallic
minerals sectors.

" Developments in Canada’s Trade and Foreign Investment
in 1997, Trade and Economic Policy Commentary, No. 20,
i Department of Foreign Affairs and International Trade (DFAIT).

e ——

Canadian direct investment abroad (CDIA) also
rose to a new annual record of $39.8 billion,
including $9.7 billion in the fourth quarter,
which was down from a quarterly record of
$15.5 billion in the third quarter. The fourth
quarter figures reflect largely the acquisition by
Canadians of existing firms in the United States.

The strong two-way direct investment flows
help to strengthen Canada’s links with our major
trading partners. FDI inflows inject capital into
the economy, pave the way for inflows of foreign
technology and bring to bear new management
practices in these various ways. FDI helps
boost productivity and create jobs. Canadian
investment abroad is also important as it
generates investment income while spreading
the use of Canadian technologies, supporting
Canadian exports of goods and services and
establishing the reputation of Canadian firms
abroad.

‘Foreign-Direct: Invéstment. (FDI) into.
- Canada and Canadian Direct.
. Investment Abroad (CDIA), 1998,

($ billions)

O N H O ®

Source: Statistics Canada

1 Fourth Quarter 1998

| B '




FEATURES SECTION

Canada’s Trade and Investment
Year-end Review

1998 marked yet another year of impressive perfor-
mance in Canada’s international trade and investment,
notwithstanding the turbulent conditions abroad
throughout the year. The following were the key factors
influencing Canada’s trade and investment last year.

Growth in the U.S. Economy

The United States, Canada’s largest trading partner,
achieved above-average growth of 3.9 per cent in
1998. Strong U.S. domestic demand fuelled growth in
Canada’s exports of goods and services to that market
of almost 11 per cent. This increase more than offset
the decline of Canada’s exports in 1998 to other
markets, particularly to the Asian economies and to
some Latin American countries.

Slump in the Asian Economy

The economic crisis in Asia that started in mid-1997,
deepened and widened in 1998. The most affected
East Asian economies experienced a sharp contraction
in economic activity and a massive compression of
imports as they took measures to stabilize their
currencies and economies. Other Asian economies saw
growth decline sharply and experienced exchange rate
depreciations. Japan, Canada’s second-largest trading
partner, experienced its deepest recession of the
postwar period, with real GDP declining by over 2 per
cent. Reflecting this difficult environment, Canada’s
merchandise exports to Asian markets decreased by
27.7 per cent, while merchandise imports from these
economies increased by 13.2 per cent in 1998.

Weak Oil and Commodity Prices

The downturn in Canada’s exports of energy and other
commodities was the result of cyclically low international

commodity prices, and in particular, of extremely low
petroleum prices. In 1998, the value of Canada’s
energy exports fell 12.8 per cent, notwithstanding
an increase in volume. Exports of agriculture and
forestry products experienced a partial rebound in
the second half of the year.

Depreciation of the Canadian Dollar

The Canadian dollar depreciated vis-a-vis the U.S.
dollar, falling by 7 per cent between January and
December 1998. Canadian goods and services became
less expensive in the U.S. market, which contributed
to the robust performance of Canadian exports to the
U.S. last year.

U.S. Auto Strike

The auto strike in the U.S. significantly affected trade in
the automotive sector over the course of 1998, lowering
two-way trade in the second and third quarters but
rebounding in the fourth quarter. For the year as a
whole, exports of automotive products were up
13.1 per cent. Imports of automotive products
were up 10.1 per cent last year.

FDI and CDIA Stocks

The buoyant investment activity in 1998 increased
the stock of FDI in Canada to $217.1 billion, up-
from $196.7 billion in 1997. Of the total, 68 per
cent originates from the U.S. and 12 per cent from
the United Kingdom. The financial sector accounts for
about 19 per cent of the total, followed by energy and
metals at 18 per cent and machine and transportauon
equipment at 14 per cent.

The stock of CDIA rose in 1998 to $239.8 billion,
up from $205.7 billion in 1997. Of this total, 53 per
cent is in the U.S. and about 19 per cent in the
European Union. In terms of sectors, the stock of
Canadian outward investment is broad-based, with
investments in the finance and insurance sector

accounting for about 33 per cent of the total and the

energy and metallic mineral sector for 23 per cent.

The Canadian Trade Commissioner Service (TCS) of the Department of Foreign Affairs and Intemnational Trade (DFAIT) has more than
120 offices and over 800 trade officers around the world. TCS can help apen doors abroad for Canadian companies that have researched and
selected their markets. DFAIT also facilitates exports by negotiating and administering a broad range of trade and investment agreements for
Canada and helps resolve trade disputes on behalf of Canadian industries. For more information: http://www.dfait-maeci.gc.co

(DFAIT), tel.: 1

-888-811-1119 (leam Canada Inc), http:/fexportsource.gc.ca (for research), http:/fwww.infoexport.gc.ca (ICS).

Main source of data: Statistics Canada

Disponible également en frangdis

4
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Founded in 1978 at St. Quentin in
tnonhem New Brunswick, Groupe
‘ avoie specializes in hardwood pro-
cessing.

“Our main activities include mak-
ng new pallets and recycling used
ballets, along with cutting and drying
quality lumber and hardwood compo-
hents,” explains Jean-Claude Savoie,
he firm’s owner and president.
Groupe Savoie operates two hard-
ood plants in St. Quentin, a han-
ling pallet plant and a dimension
umber plant that produce various
iomponents‘ for the furniture and
onstruction industries.

Exports generate expansion

iNe built our second plant in the
rly 1990s,” Savoie says, “under an

agreement with a German firm that
as looking for maple wood for its
miture factory.”

| Unfortunately, when the Berlin
all came down shortly thereafter,

dxe agreement fell apart, forcing

Savoie to look for other customers.

| "This is how we came into contact
th the International Trade Centre in

oncton,” Savoie recalls, “where we

T€ put in touch with Canada’s trade

“fmmissioners in Germany, who

Btlped us find reliable representatives.”

‘CanadExport

~ Groupe Savoie, a Rapidly Growing Co

by the Moncton International Trade Cen

)y adjusting to client needs and new market trends over the years, Groupe Savoie Inc. has succeeded in positioning
) itself nationally and internationally.

Since then, Groupe Savoie has been
exporting its products — hardwood
flooring, wood for making furniture
and flooring — not only to Germany
but also to Italy, France and Belgium.

Mr. Jean-Claude Savoie displays a
stack of pallets, one of his company’
many products.

But these are not really Savoie’s
first “exports,” as the firm has been
selling to the United States for the
past 20 years.

“That market is so nearby,” Savoie
says with a smile, “that for us it is
not really exporting. But obviously,
there is still customs,” he adds.

On the cutting edge of progress
Groupe Savoie is unquestionably a
fast-growing concern, with sales of

ncern

dustry Canada

$38 million in 1998 compared to
$21 million two years ago.

It is mainly through investing in
modern technology that the firm has
managed to corner such a presence
in the marketplace.

“The new investments and greater
productivity have enabled us, over
the last three years, to grow to 350
employees, creating an average of
over 50 jobs a year in the St. Quentin
area,” Savoie explains.

Success in exporting
According to Savoie, the main
requirement for success in exporting
is having a quality product. Since the
company exports 50 per cent of its
finished products (20 per cent to
Europe and 30 per cent to the U.S.),
this is important. -

“It is also important to stay loyal
to your customers,” Savoie adds, “and
not abandon them for somebody who
will pay more, as many people do.”

Finding a reliable representative is
just as essential — someone with a
solid reputation.

“Here, the International Trade ,
Centre of the Department of Foreign” |
Affairs and International Trade and - |

Continved on page 9 —

Looking for Export Opportunities?

Make sure you are registered in the WIN Exports database, w
commissioners abroad to promote your company’s:cap:
Fax your request for a registration form to 1-800-§§g

Or call 1-800-551-4946 (613-944-4946, from the @:}l

¥

AN

Sharing Trade Secrets
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Trade News

~f he guarantee team of the World
1 Bank’s Europe and Central Asia
private/financial sector development
group has announced it is developing
new mechanisms for guarantees for a
number of small transactions.
New modes of co-operation with
export credit agencies, private risk
insurers and other financial institu-
tions are being examined by the Bank.
The Eastern Europe and Central
Asia guarantees team was estab-
lished by the Multilateral Investment

nt

t Service Alerts Businesses'

CanadExport

World Bank Announces New Guarantees

Guarantee Agency (MIGA) to pro-
mote the use of partial risk guaran-
tees in the region.

The group is working on a num-
ber of facilities, including two identi-
cal but legally separate guarantees.
The first underwrites the repayment
of $US100 million of commercial bank
loans to finance the Sea Launch project’s
development phase investment expen-
ditures in the Russian Federation.

The second is for the repayment of
$US100 million of commercial bank

]

~ of Changes in Product Rules

Canadian companies can now
s stay a step ahead of changing
government requirements through
Export Alert!, a unique Internet-based
service offered by the Standards
Council of Canada.

The free Export Alert! service auto-
matically e-mails companies when
governments in any of 134 World
Trade Organization (WTO) member
countries — including Canada —
propose changes to rules that govern
products and services.

"\ Users can choose from among 41
fields of interest they want to track.

[hey are then notified by e-mail

whenever a government is proposing
a change to a technical regulation,
conformity assessment regime or
mandatory standard. They can also
use the service to obtain full regulato-
ry texts and to relay comments back
to government officials.

The Standards Council also oper-
ates the Canadian WTO/NAFTA
Enquiry Point, which conducts re-
search on behalf of clients into
standards and regulations in global
markets.

To subscribe to Export Alert! free of
charge, visit the Standards Councils
Web site at: http//www.scc.ca

- ment phase of expenditures in Ukraine,

loans to finance the project’s develop

Additional information is available
at the following sites:
* http//www.dfait-maeci.gc.ca/ifinet
then click on the “International Finan-
cial Institutions” icon, and click agin
on the “World Bank” hot link, or go o
e http://www.worldbank.org/ecspl
guarantees/overview.htm

CONTRACTS AWARDED
FTS Forest Technology Systems
Ltd., a Victoria-based high-tech
company, beat ' out internationa;
competition to supply a nation-
- wide network of automated weath-
er stations to the Mexican Weather
 Service. The first shipment, worth
{about $500,000, is one of th
largest in FTSs history. ~ -

has added to an impressive list
" South American projects with v
new contracts. Krupp signed 4
$5-million contract for the desig?
- and supply of an overland convej®
for Peru’s Pierina gold mine project
The second contract, worth $4 m
lion, is for an environmentlf
friendly shiploader in the Collahu#
copper export terminal in Chile

1
|
Calgary-based Krupp Canada Inc 1
g

IFlnet: Getting Your Share of the IFI Market

n the Department’s Web site (http://www.dfait-maeci.gc.califinet), IFInet helps increase your chances ] it
' al financial institution (IFI) business opportunities. You will find information on proje*
aken by Canadian consultants with IFls, and a list of Canadian Internatio® u
ojects. Business guides for exporters are also available. Don't miss the “Internatic®| 1

—

_

Department of Foreign Afairs and International Trade (OFAT g
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Organized by the Groupe Conseil
Femmes-Expertise inc., in partner-
ship with Canadian Heritage, Status
of Women Canada, and the
Department of Industry, Commerce,
Science and Technology of Quebec,
the seminar sought to make key
entrepreneurial stakeholders aware
of the problems faced by women
pntrepreneurs in accessing credit,
liminatimg obstacles and improv-
ng their credibility with financial
nstitutions.

Progress to date

The Royal Bank, the Bank of Montreal,
he National Bank, the Business
Development Bank of Canada, the
Desjardins credit union movement

nd the Fonds de solidarit des
tavailleurs du Quebec attended
tie seminar. They affirmed that
oncrete action has been taken
since 1995 on access to credit for
‘fomen entrepreneurs;
4 Representatives of these institutions

Sfowed in turn how they are changing

g ;“he seminar held in September 1998 on “Access to Credit for Women Entrepreneurs: Realities and New Financing
| Strategies” (see CanadExport, September 14) was a tremendous success.

their strategies to meet the financial
needs of women more appropriately.
They mentioned in particular that
turnover among account managers
has been reduced, that borrowers
could obtain a loan without being
asked their sex, and so on.

Financial institutions are opening
up to women entrepreneurs as an
attractive market segment. Many
management tools and training
programs are being made available
to them. Attitudes of account man-
agers are changing. Women are
being appointed to senior positions
in financial institutions (50 per
cent in the Royal Bank Financial
Group and the Desjardins credit
union movement). This shows the
progress that has been made in this
regard to date.

Future prospects

Despite efforts to date, however,
Jeanne Puya Onokoko, Executive
Director, Groupe Conseil Femmes-
Expertise, says that the financial com-

Trade News

munity and women entrepreneurs
still have a lot of progress to make.

“It is in the interest of financial
institutions to co-operate with
women entrepreneurs to establish
viable and sustainable mechanisms
that reflect the trend toward more
women in business,” she says.

The proceedings of the seminar,
launched last February by Quebecs
Minister of Revenue, Rita Dionne-
Marsolais, contain all of the papers, lec-
tures, workshop reports, roundtables,
discussions, feedback and recommen-
dations that emerged from this forum.

The document is available from
Groupe Conseil Femmes-Expertise, tel.:
(418) 650-5191, fax: (418) 871-2692.

o”

~ Team Canada Inc - Equipe Canada inc
 1-888-811-1119

dustry Canada has helped us im-
Mensely by setting up important contacts
Bitween ourselves and the Canadian
Censulates abroad, not to mention
1* “lnvaluable financial assistance.

l'l_ fnllt:se contacts have been very
~h,e“ adds Savoie, “because they

'37¢ enabled us to meet people from

Groupe Savoie, a Rapidly Growing Concern -

the forest industry, furniture manu-
facturers and representatives.”

He also recommends having potential
clients visit the facilities (“it reassures
them”) and taking part, sometimes with
government assistance, in targeted
trade shows — next month, Savoie will
be going back to Interzum at Cologne.

— Continved from bage 7

Now registered in DEAIT's WIN
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Trade Fairs and Missions

KuaLA LUMPUR, MALAYSIA — July 13-
16, 1999 — The Canadian High
Commission in Kuala Lumpur is
organizing a 24-square-metre Cana-
dian Stand to showcase Canada’s oil
and gas industry at Oil and Gas
Malaysia 99 (OGM). All of the
industry’s major players participate
in OGM, making it the biggest oil
and gas event in Malaysia.

With the current economic down-
turn, there is a strong push to develop
Malaysia’s oil and gas industry, which
remains one of the worlds most
productive and profitable, and offers
significant potential for Canadian
companies in this sector. Canadian
firms are invited to exhibit alongside
the Canadian Stand, and those that
wish to attend but not exhibit can use
the Stand as a central meeting point.

Canadian Stand Featured at Oil and Gas Malaysia 99

The costs for a booth are US$295
per square metre for raw space,
US$335 per square metre for space
and shell stand, or US$345 per square
metre for space and walk-on stand.

The highly successful 1997 OGM
show featured 510 exhibitors from
34 countries, with over 6,000 visi-
tors. OGM 99 will be held in con-
junction with three other interna-
tional fairs: Instrument Malaysia
(instrumentation, control, measure-
ment and testing equipment for oil
and gas and petrochemical indus-
tries); Environmex Malaysia (envi-
ronmental and water management
technology), and Watermex Malaysia
(water supply and treatment).

A short briefing note and detailed
market study on the Malaysian oil
and gas sector is available from the

The BIG 5 Show

Largest Annual Multi-sector Trade Show

Dusal, UNITED ARAB EMIRATES —
October 17-21, 1999 — The largest
annual trade show of its kind in the
Middle East — it has attracted over
1,000 exhibitors from more than 30
countries — the BIG 5 Show, will be

“held at the Dubai World Trade Centre.
| \ With recent market trends making
! the Arabian Gulf an increasingly

attractive _venue for Canadian

exponeAe importance of the show
is also on the rise. The region’s ambi-
: nous private- and public-sector devel-
| opments offer literally billions of dol-
* lars worth of opértumgg)o “suppli-

ers in the key mdusuy sectors served

by the shgw" bulldmg” water techno-
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Canadian High Commission in
Kuala Lumpur.

For more information, contact
Pamela O’Donnell, Trade Commis-
sioner, tel.: (011-603) 261-2000,
ext. 3807, fax: (011-603) 261-1270.

For information on booths, contact
Derek Complin, Unilink, tel.: (613)
549-0404, fax: (613) 549-2528,
e-mail: dc@unilinkfairs.com

Erratum

In the March 15 issue of
CanadExport, the map on the
front page of the Focus on Spain
supplement mistakenly incorpo-
rates the country of Portugal. We
apologize for any inconvenience
this oversight may have caused.

logy and environment, air condition-
ing and refrigeration, cleaning and
maintenance, and glass and metal.

Directly following the 1998 show,
over 70 per cent of the space available
for this years event was reserved by
individual exhibitors or government
Tepresentatives eager to secure access
to the highly specialized audience that
the show attracts — 18,000 key pub-
lic- and private-sector buyers from
throughout the Arabian Gulf.

The quality and size of the show as
well as Dubai’s reputation as the exhi-
bition centre of the Gulf are major
incentives for this impressive collec-
tion of visitors.

in the Middle East

The importance of the Middle East
is further highlighted by Minister for
International Trade Sergio Marchis
visit to Saudi Arabia and the United
Arab Emirates, last February. The
increased commitment to the region
by the Canadian Government offers
encouragement to Canadian companies
interested in pursuing the important
opportunities available in this market.

For more information, contact The
Canadian Showhouse Consortium,
Suite 209 - 2628 Granville Street,
Vancouver, B.C. V6H 3HS, tel.: (604)
731-9663, fax: (604) 263-1652.
e-mail: cpic@cosmospacific.bc.ca
Internet: http-//www.direct.ca/cosmos/

Department of Foreign Affairs and International Trade (DFAIT) —




al |Tunis, TunisiA — June 23-27, 1999
__ The 3rd Tunis International
ua] JAutomotive Show is an ideal medium
mis] jfor promoting the automotive and

000] huto components sectors in Tunisia,

70| }he Maghreb and the Arab and
] pfrican world.

CanadExport

Tu:iifs;,flnter;nutionql Automo\tivle"S\ho’w

in the automobile and components
manufacturing industries, featuring
a conference on The Automobile
Components Industry: Technological
and Strategic Changes for the Future.
Some 25 international automobile
manufacturers and 200 equipment

613) This biennial event is open to manu-  suppliers took part in the 2nd edi-
5| lacturers of automobiles, heavy- and tion of the show. Depending on the
ight-duty_ vehicles, motorcycles, com- number of Canadian participants, it
| ponents, replacement parts and acces- may be possible to house them all in
] jories, as well as specialized service a Canadian Pavilion. The Canadian
| providers in the automotive sector. Embassy in Tunisia can assist Cana-
| 1 Theshow is also a source of informa-  dian firms wishing to participate by
l}i ion on the most advanced techniques leasing space on their behalf, dis-
pain | BT : -
w | [CANADIAN PAviLION SET For HABITAT "99
ey
gze [ErAGUE, CzECH REPUBLIC — May 26-30, 1999 — The Canadian Pavilion is an
od | Gcellent venue for manufacturers, sellers, suppliers and service organiza-
| Yons to present their products and services at the 6th International Trade

Fair on Housing, Living and Home Improvement (HABITAT ’99).

;| Last year, HABITAT ’99, the Czech Republic’s largest trade fair, welcomed
oyer 36,000 international visitors and featured 314 exhibitors. It is one of the
best venues for Canadian construction and building companies to establish

ust viluable contacts in the lucrative Czech Republic and Central European

T « e i

narkets. The fair focuses on building, reconstruction, family houses and
apartments, home improvement products and services, and leisure and out-
dor products. Registration for HABITAT "99 ends April 30, 1999.

“{For more information, contact Mirjana Sebek-Heroldova, M. Sebek Consulting,
el (416) 665-3187, fax: (416) 665-6011, e-mail: ccrec@cpol.com

t Call: Evropartenariat in Evrope

nt OﬂL 3

omv‘;"‘j VENNA, AUSTRIA — May 10-11, 1999 — Canadian small and medium enter-
mpot} Ppses (SMEs) interested in doing business in Europe will find a unique oppor-
tugity to establish business links with their counterparts in the European Union
) and the emerging markets in Central and Eastern Europe at the
4 CPartenariat (see full story in CanadExport, March 1, 1999).

Continved on page 12 — Europartenariat

playing their brochures, and mailing
local invitations, among others.

For further information, contact
Russell Merifield, (Commercial) or -
Lassaad Bourguiba, Commercial

Officer, Canadian Embassy, Com-
mercial Section, PO. Box 31, 1002
Tunis-Belvédere, Tunisia, tel.: (011-216-1)
796-577, fax: (011-216-1) 792-371.

A

' Healthy Argentin:
Health-care Market
BUENOS AIRES, ARGENTINA — Novem-

ber 3-6, 1999 — The Canadian
Embassy in Argentina will be mount-
ing a Canada Stand at Hospitalaria '99.
This annual event, now gearing up
for its fifth edition, is a key regional
showcase for products, equipment
and services for the health-care sector.
The show has grown quickly,
reflecting the increasing importance
of the sector in Argentina, as well as
the country’s position as a gateway to
Mercosur, a market of almost 200 mil-
lion people including Argentina,
Brazil, Uruguay and Paraguay. Last
year, Hospitalaria featured 253 exhi-
bitors and drew 17,722 visitors.
Interested Canadian companies
are invited to participate by sending
brochures to be displayed at the
Canada Stand, or by mounting their,
own booths. /
For more information, contact
the Commercial Sectibg of /the
Canadian Embassy in| Argentin:
fax: (011-54-11) 4806-12(
bairs-commerce@dfait—rﬁ?

" identify foreign markets. Currently, some 475 reports are ava
aulomotive to consumer products, forest industries, plastics,
Enquiries Service’s FaxLink (613-944-4500) or on the Internet at

DFAIT’s Team Canada Market Research Centre produces a full range of sectoral market,

o

ilable in 25 sectors
space and tourism.\T]
http:/ /www.infoe{(

Trade Fairs and Missions
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 Grossing the Pond: FRANCE

CanadExport

- The Information Technology and Telecommunications Market

TORONTO, June 1, 1999 — VAN-
COUVER, June 4, 1999 — CALGARy,
June 7, 1999 — The partners in
Crossing the Pond present you with
the second article (see last issue) on
information technology in Europe.

A fast-growing market
The information technology and
telecommunications (IT&T) market in
Western Europe is constantly growing.
A 9-per-cent increase in the value of this
market was recorded in 1997-1998. The
estimates for 1999 and
2000 are highly optimistic,

{cRrROSSING + THE POND

sumer electronics is today driven by
strong sales growth in micro-com-
puters and mobile telephones.
Telephones were the sales champions
at Christmas 1998, adding 1.4 million
subscribers in December alone. The
mobile telephone’s penetration rate in
France has gone beyond 20 per cént.
Micro-computer sales amounted to
3.4 million units, 19 million leisure
software programs and 5 million office
automation/ networking programs.
The number of French Internet

e S —

with the value of the market
going up by 8.2 per cent
and 7.5 per cent. France alone repre-
sents 16.4 per cent of this market.

French home and professional con-
sumers have regained their buying
momentum and are demonstrating
increasing demand for leisure, culture
and high-technology products.

Big outlets in France
Representing over $8.5 billion in
1998, the French market for con-

AT B
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TRAVERSER « L'ATLANTIQUE

surfers virtually tripled from 1997 to
1998, exceeding 3 million users.
These were the firms (they represent
about 40 per cent of the wired pub-
lic) that saw the strongest growth,
with rates varying from 48 per cent
for businesses with fewer than 50
employees to over 80 per cent for
firms with over 500 employees.

The market for services is also
growing very rapidly, having in-

~ Furopartenariat Is Fast Approaching — wwwttmmen

(Information on the industrial sectors and detailed

ahst.toronto.wk.orat Internet: www.AustrianTrade.org -

creased over 18 per cent in 1998 to
nearly $29 billion.

Crossing the Pond
Crossing the Pond was founded by the
Department of Foreign Affairs and
International Trade, Grasset-Fleisher
Solicitors and CIBC to help small
Canadian enterprises do business in
Europe.

If you want to know more about
how to do business on the other side
of the Atlantic, make sure to take
part in one of the Knowledge Cafés
being organized in Toronto with
newMedia 99, in Vancouver with
the International Trade Centre and
in Calgary with CATAAlliance. You
can register directly at: http//www.
traverserlatlantique.com

For more information, contact
Francois Gauthé, Canadian Embassy
in Paris (http//www.dfait-maeci.gc.
ca/.paris/), tel.: (011-33) 1 44 43 23
58, e-mail: fgauthe@dfait-maeci
gc.ca. Mr. Gauthé will be there at the
three Knowledge Cafés this June.
Register now and come and meet him!

profiles of the exhibiting companies can be found on the
Europartenariat homepage www.europartenariat.at)
~ For more information, contact the National Coun-
sellors for Canada listed below:

“For Ontario, Manitoba, Saskatchewan: Gerhard Miller or
Gisela Fedora, Austrian Trade Commission in Toronto, tel.:

(416)_96573348, fax: (416) 9674101, e-mail: toronto@

For Québec, New Brunswick, Prince Edward Island, Nova
Scotia, Newfoundland: Peter Schwarz or Mimi Chugani,
Délégation Commerciale dAutriche 2 Montréal, tel: (514)
849-3708, fax: (514) 849-9577, e-mail: atc_mtr@istar.ca

For British Columbia, Alberta: Michael Potscher, Annelies
Egger, Austrian Trade Commission in Vancouver, tel.: (604)
683-5808, fax: (604) 662-8528, e-mail: atradebc@umiserve.com

e e

t!tp:/ / g:;ﬁ_[gi_l-n}ned.gc.m

DFAIT's Enquiries Service provides counselling, publications, and referral services to Canadian exparters. Trade-relnted information can be
Eﬁqumes obtained by contacting the InfoCentre ot 1-800-267-8376 (Ottawa region: 944-4000) or by fox ot (613) 996-9709; by clling
: SerVite the Enquiries Service FaxLink (from o fax machine) ot (613) 944-4500; or by accessing the DFAIT Internet World Wide Web site ot

it

F s T

g

Return requested

if undeliverable:
CANADEXPORT (BCS)
125 Sussex Drive
Ottawa, ON

K1A 0G2
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n April 23, 1999, Canada
§Commission Meeting in Ottawa,

marking » thg fifth anniversary of

1

as joined by ‘United States

shefsky and Mexican Secretary

evelopment Hermino Blanco.

[ hree countries and historically
t4ow unemployment levels,” said
inister Marchi. |

inisters reviewed the results

f the operational review launched
(St year to establish priorities
Pr the NAFTA Working Groups
dnd Committees and discussed
Fsues of shared interest with
§ SPect to the broader trade agenda.

niversary brochure, NAFTA
- 40rks: Five Years, Three Countries,
' Qne Partnership. For further up-
‘ : -date information on NAFTA,

b ¢ contacts at bottom of p. 16.)

hosted the annual NAFTA'

i b b e e e At T

rade Representative Charlene !

f Commerce and Industrial °

(See inside for the special ﬁ,l'lh‘

wd

{ihe North. American Free Trade :
fAgreement. Minister for Inter-
jnational Trade Sergio Marchi

“After five years, NAFTA has :
een a resounding success for -
¢pll its partners, promoting strong
{conomic growth, increased in- -
fyestment and trade between our -

During the meeting,l the three

:anada=Showcases Its Young
Entrepreneurs in California’s

High-tech Mecca

T he expertise and dynamism of Canada’ young entrepreneurs were on display
as some 60 representatives of Canadian firms and educational institutions

The 61-member Canadian delegation — with Minister Marchi, Steven Mahoney, |

MP for Mississauga, Marlene Jennings,
Francisco/Silicon ' Valley Canadian
Consul and Senior Trade Commissioner
Norman Lomow — at a networking event
with contacts of the Canadian Consulate.

the innovation and expertise of
Canadians in the high-technology
areas of animation, 'environmental
technology and the Internet.

Continved on page 16— Canada

participated in a mission to the high-tech mecca of Northern California — San
Francisco/Silicon Valley.

According to Minister for International Trade Sergio Marchi, who led the
mission, it was highly successful in “opening more than a few doors in
the region.” The mission was intended to demonstrate to local business

MP for Notre-Dame-de-Grace, and San

7
;
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Year 2000 Challenge

./ medium-sized businesses to create a complete Y2K remediation workplan.

Products include a book, video tape,
three different software . packages,
document kit with templates, and
Y2K project management workbook,
all packaged in one easy-to-use tool

box. '

HighSpin CEO Mike
Fletcher recently shared
some of his concerns with
CanadExport about the
need for Canadian small
and medium-sized enter-
prises to be Y2K-ready.

Be prepared
“Y2K is a tough problem,”
says Fletcher, “because it's
a ‘first time’ problem.
There is nothing else like
it that we've ever done
from which we can learn.”

There has been a ten-
dency for Canadian busi-
nesses to consider only
the domestic aspects of
the Y2K problem.

“With Canada aware

of the problem,” he explains, “and
being among the leading countries
“yworking to become Y2K problem-
> e, it is important for Canadian

Plon cheod

and to revise it

ax Relief to

Fletcher is ‘quick to remind that the
number-one job is to plan,; to do it early

“Fletcher Five” fqr Y2K readiness.

the Y2K

1. Be aware of Y2K and redly
understand how the problem affecs
your business. Look at each comp
nent of your business and your bus
ness transactions. Which one woull

often. Here are the

Help You Meet
Challenge

he federal government is providing special tax relief
L to help small and medium-sized businesses solve
their Year 2000 (Y2K) computer problems.

The program applies to the cost of hardware and soft-

re acquired between January 1, 1998 and June 30 this
© year, to replace equipment that is not Y2K compliant.
 The tax relief takes the form of accelerated capital cost
~ allowance (CCA) deductions of up to $50,000. This will
_ allow smaller firms to deduct 100 per cent of eligible

- expenditures in the year in

which they occur.

To focus the benefit on smaller businesses, only unin-
corporated firms and corporations not subject to the
Large Corporations Tax will be eligible.

For more information,
Canada Tax Services office.

contact your local Revenue

Layout: Yen Le
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Fax: (613) 996-9276
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be critical to your suc
cess...or failure? Could i

be inventory supply? Hoif

about customs?

2. Work your wiy
through your business pla,
see where it might k
undermined by a Y2K fal
ure either internally ora
the part of your supplies
or customers. Write ould
plan to remedy the sitw
tion. Then write out!
contingency plan, justi
case.

3. Assign someone !
carry out the plan, and
the results. Don't tik
anything for granted.

|
Continued on page -
Spin Dodo"

e |

Mail to: CanadExport (BCS), Department of Foreign Aﬂa"”me
International Trade, 125 Sussex Drive, Ottawa K1A 0G2.
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The Tecumseh (near Windsor)-based

“ yorld leader in the design and manu-

M3

cture of hard and, more recently, soft
Welatin capsule-production machines
d associated technology, took part
in the 1994 and 1997 Team Canada
Irade missions.

“Team Canada provided a truly
Canadian vehicle for promoting
Canadian companies to the world,” said
lIechnophar President Herman Victorov
after the 1994 mission to China.

broundwork important

flthough Technophar signed con-
racts during both trade missions,
Jouch of the work leading to the
ignings takes place months before.

{ “In China, where we signed two
fontracts, each about US$5 million
value,” recalls Technophar Vice-
[Yresident, Administration and Fi-
dance, Dale Martin, “we made. a
Rumber of trips to talk to our agents
q0d pursue negotiations with the
hinese, who are tough business-
eople. |

“We also work very hard,” he adds,
t carefully selecting the right con-

{ people in the capsule industry.”

| In addition, the company makes

lensive use of the resources avail-

le at the Canadian Embassy and

yonsulates in China.

There are really good people
" Martin recommends. “The

ade Commissioners gave us leads

d we still get good information

om them,”

But it is really vip to' the company
select its agents

P

explains,

¢ts and establishing a solid network .

- Two- -time Participant Finds Good Value
“in Team Canada Trade Missions

“This can take some time,” Martin
“with a lot of exploring
before each side is comfortable with
the other, which can be very expen-
sive since you might have to return
three or four times to establish a
solid relationship.”

In one of the two Chinese con-
tracts, the Team Canada presence was
not only the icing on the cake but
actually helped secure the deal itself.

“The Prime Minister, all the
Premiers and the whole delegation
of Canadian businesspeople helped
bring out for us the right combina-
tion of high level Chinese officials.
This really helped speed along the
negotiations and bring all parties to
the signing table,” explains a happy
Martin.

Technophar had also laid the
groundwork for a similar turnkey
hard gelatin plant in Vietnam, where
the company accompanied the Prime
Minister after his Team Canada trade
mission to China.

High visibility pays off

“We signed the US$5-million con-
tract in the presence of the Prime
Minister,” says Martin, who is con-
vinced that it is likely thanks to that
high visibility that his company is
currently in negotiation for an addi-
tional US$4.5 million in contracts
for Technophar equipment in
Vietnam.

" In Vietnam too, Technophar is in
constant contact with Canadian

- Trade Commissioners, mainly in Ho

Chi Minh City as the plants are near
the Mekong Delta.

“or Technophar Equipment & Services Limited, Team Canada trade missions have provided priceless opportunities to-
* stake claims in the international marketplace.

Technophar once again scored
big when it returned to Asia with
Team Canada in 1997. The compa-
ny signed a $5.3-million letter of
intent in Seoul to supply five gelatin-
capsule manufacturing machines
and auxiliary equipment.

“Thanks again to the Team Canada
visibility we received,” Martin ex-
plains, “further negotiations have
since increased the value of this
contract to US$7.8 million.”

The visibility goes both ways

“It not only gives us higher visibili-
ty,” he adds, “but it also helps bring
out higher profile officials in the host
countries visited, giving added value
to the negotiation process.”

Exports mean jobs

In business since 1988, Technophar
today has a staff of 115 thanks, in
part, to its success in exporting,

Two years ago, the company also set
up a subsidiary, Gelcell Capsule Ltd.,
to manufacture high-precision soft
and hard gelatine capsules, with hard
cellulose capsules in production

shortly, allowing the company to. -

conduct turnkey training, in-house.

“Now instead of just eXporting/’}

our machinery,” explains Martm
“we can also sell the finished cap-~
sules, capitalizing on qur larges
market just south of the i) < '
For more inform:
Technophar, contact Vic
Admlmstratlon_

4 Team Canada Success Story
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I‘he U.S. Connection is produced in co-operation with DFAITS U.S. Business Development Division (UTO). For information
£ about articles on this page, contact UTO by fax at (613) 944-9119 or email: commerce@dfait-maeci.gc.ca. For g
other export enquiries call the Team Canada Inc. Export Info Service toll-free at 1-888-811-1119.

New Exporters to Border States (NEBS) Missions

May 10-14 — Moncton, St. John’s, Corner Brook — Reverse NEBS, Giftware. Contact: C. Lekborg,
Boston, tel.: (617) 262-3760, ext. 3357.

May 12-13 — Des Moines — NEBS, Advanced Manufacturing Sector. Contact: C. McGriff, Minneapoli;,
tel.: (612) 332-7486, ext. 3355.

May 26-27 — Minneapolis — NEBS, Pssst! Have you
Advanced Manufacturing Sector. Contact: ever thought
'C. McGriff, Minneapolis, tel.: as above. | aboutattending

a NEBS Mission?

May 27 — Charlevoix — Reverse NEBS, -
Multi-Sector. Contact: M. Mokka,
Buffalo, tel.: (716) 858-9556. .

May 28 — Montreal — Reverse NEBS, Multi-sector:

Contact: M. Mokka, Buffalo, tel.: as above.
June 1-3 — Oakridge, TN —NEBS Plus, Environment Sector.
Contact: J. Alexander, Atlanta, tel.: (404) 532-2000, ext. 3356.
June 9 — Montreal — Reverse NEBS, Multi-sector.

All you have todo
is contact the
NEBS Co-ordinatot
at the ITC Officenn
your province!

Contact: M. Mokka, Buffalo, tel.: as above.

June 9-10 — Portland — NEBS, Advanced -Manufacturing
Sector. Contact: J. Sheehan, Seattle, tel.: (206) 443-1777, ext. 3358.

June 16-17 — Buffalo — NEBS, Multi-sector. Contact:
M. Mokka, Buffalo, tel.: as above.

June 20-25 — St. Louis — NEBS, Environment Sector.
Contact: C. Bigall, Chicago, tel.: (312) 616-1860, ext. 3354. and Beyond

June 21 — Toronto — Reverse NEBS, Health Sector. Contact: or,
P. Wahba, New York, tel.: (212) 596-1658. @

June 21-25 — Northern Ontario — Reverse NEBS, Advanced o*

anufacturing Sector. Contact: C. McGriff, Minneapolis, tel.: as above.

23-26 — San Francisco — NEBS Plus, Building Products Sector. Contact: B. Haight, Los Angele

(213),346-2700, ext. 3361. :

»Dallas — NEBS Plus, Agri-food Sector. Contact: C. Lisak, Dallas, tel.: (214) 922-9806, ext. 3357.
etroit —NEBS, Automotive Sector. Contact: T. Quinn, Detroit, tel.: (313) 567-2340, ext. 3364.
Chicago — NEBS, Sporting Goods Sector. Contact: A. Rosen, Chicago, tel.: (312) 616-1860, ext. 3%
Chicago — NEBS, BioTech Sector. Contact: C. Bigall, Chicago, tel.: (312) 616-1860, ext. 3354.

BS missions is available on the Internet (see below).

To U.S. Border States

%ece®

E,CanapA-U.S. Retations HOME PAGE at hitp:/fwww.dfait-maeci.gc.calgeofusa/business-e it
J ation on doing business in and with the United States. -

e

Department of Foreign Affars and Inteinational Trade (orAT)
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The product, a CD-ROM called

inventor and company founding
president Lifeng Wang as “a beauti-
ful fully featured 3D ‘edutainment’
adventure game that let’s you ex-
plore a mysterious Chinese Imperial
Garden to discover a love story.”

s,

339

fter seeing similar work at a confer-
ence, Wang was inspired to undertake
ebuilding — “with computer and
ouse,” he explains — the 900 acres
f the Chinese Imperial Garden that
had been burned down in 1860 at the
peight of the Second Opium War.
g| Built by six generations of Chinese
1fmperors, the garden was made up of
‘teenic wonders such as ponds, trees
and palaces, and filled with more
han a century of priceless treasures.
“Now, thanks to the magic of mul-
imedia technology, people can once
gain set foot in Yuan Ming Yuan, the
barden of Perfect Brig}Iltness — the

ﬁdreum come true

Lhinese: Emperor and his lover,
Otus Spring,” Wang says.

Wang’s first two years were almost
Plely dedicated to research. Only
fter he and his four other designers
~they all own shares in the compa-

Lotus Spring,  is described by its

cene of the love story between a

CanadExport

For a Young Vancouver Computer Graphics Company,

~tive years of dedicated research have just paid off for Xing-Xing Computer Graphics Inc., with its first export sales
I ' — made recently at a trade show in France.

ny — had gathered enough informa-
tion did they begin to physically
design the CD-ROM, which occu-
pied much of the last two years.

Testing the market
Firmly believing that his product is
one that truly appeals to both men
and women of all ages, and to game-
playing experts and novices alike,
Wang began marketing Lotus Spring.
“Qur first stop, with only a demo,”
he recalls, “was at COMDEX Canada
West — part of the worlds largest
computer trade show — here in
Vancouver, last January, which yielded
a few sales but a high degree of inter-
est from retailers and distributors.”
The following month, he partici-
pated with a finished copy at Milia
— the world’s premier international
trade show and festival dedicated
to interactive content (see article on
p. 13)— in Cannes, France, where
Lotus Spring was enthusiastically
received by international audiences.

The first sale

“The response was really over-
whelming,” recalls Wang. “We
promptly received offers from two
French companies the day after
Lotus Spring’s unveiling.”

One of the two companies, a lead-
ing CD-ROM publisher, sent a copy of
the game back to its head office in
Paris that same day, and even called
the museum housing the largest
Chinese collection, which immediate-
ly agreed to participate in the launch
of the French version of the product.

By the third day of the exhibition,
three people from the company,
including the president, came to sign
a contract to manufacture and dis-
tribute an initial 10,000 copies of
the game. “They also thought,” says
Wang, “that Lotus Spring has the
potential of doing even better than
their current best seller.”

Positive exposure and networking
With over 50 countries participating
at Milia, Wang is following up on
many leads and talking to interested
buyers from every corner of the world.
“Milia was probably the best expo-
sure we could get, especially for the
European market,” says Wang, thank-
ful for the help received from Gayle
McCallum and Sylvie Morissette at '
Department of Foreign Affairs and ,
International Trade as well as Francois’
Gauthé and Danielle Pomay at the: !
Canadian Embassy in Parijs.
Continued on poge 15.=

_ Fax your request for a registration form to 1‘800‘@1;
Or call 1-800-551-4946 (613-944-4946, from the \IQ{?[
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~ifty-four - Canadian Trade Commissioners and
L. Commercial Officers, representing posts from Alma
to Tokyo, attended international financial institution
(IFI) seminars held in Washington and Manila last

The seminars are designed to enhance officers’ aware-
ness of IFI procedures and business opportunities in
developing countries and emerging markets.

They were organized and delivered by the Inter-
national Financing Division of the Department of
Foreign Affairs and International Trade, in collaboration
with international financial institutions.

Future seminars will be held in May in Abidjan and
Tunis, and during the fall for the Americas.

i

ranadian exporters will now
\_have better access to informa-
tion about international financial
institutions (IFls), thanks to the cre-

ation of the IFI-Team Canada

Network.

The Network, active in all regions
of the country, will help steer compa-
nies through the IFI process. It will
also provide co-ordinated, focussed
and timely market intelligence to
Canadian companies at a time when
IFIs finance more than $60 billion
worth of projects in developing coun-
f-\tries every year. IFI sectors in which

xg\ertise include telecommunica-

Pl

nadian companies have the most.

tions, transportation, health, educa-
tion, energy and the environment.
“Considering the importance of
export markets to Canadian compa-
nies, IFIs should be featured more
prominently in their export strate-
gies,” said Minister for International
Trade Sergio Marchi. “This network
of provinces, International Trade
Centres, the Department of Foreign
Affairs and International Trade and
national industry associations will
ensure that our firms have better local
access to the advice, information and
market intelligence they need to bid
successfully on IFI-financed projects.
It will also help Canadian companies

rocedures and Opportunities

The officers were welcomed by the Canadian Ambassadorin
Manila, John Trelaeven (first row, third from right) and Trak
Commissioner Lucie Tremblay (fourth from the right).

* 560 Billion in Annual IFl Contracts Up for Grabs

form alliances and partnerships th
are integral to winning these typesd
projects.”

The launch of the IFI-Team Canad
Network is particularly good news o
small and medium-sized businesss
As only about 10 per cent of ths
companies are currently exportir
one of the Network’s main objectiv
is to help increase the number?
Canadian companies that seize oppot
tunities abroad.

Firms interested in learning mo*
about the Network should visit
Department of Foreign Affairs 2
International Trade’s Web sit¢ ¥
http//www.dfait-maeci.gc.ca/ifinet

IFinet: Getting Your Share of the IFl Market

n the Department’s Web site (http://www.dfait-maeci.gc.califinet), IFInet helps increase your chances d
nternational Jinancial institution (IFI) business opportunities. You will find information on pﬂ’}'e‘”
dertaken by Canadian consultants with IFIs, and a list of Canadian Internatio™
projects. Business guides for exporters are also available. Don’t miss the “Internatio™

—
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Jnaspeech to the Senate, Mr. Chrétien
‘braised Mexico for its democratic
Yeforms over the past years, but said
here was still work to be done.

The Prime Minister said Canada

nd Mexico had benefited from

he North American Free Trade
Agreement with Dbilateral trade
between the two countries having
ncreased by 65 per cent.

The Prime Minister and President
edillo endorsed New Directions:
999 Declaration of Objectives and
ction Plan, a comprehensive new
road map” for Canadian-Mexican
elations over the next few years.

oy

Jnits year-end statement, the Export
1 Development Corporation: (EDC)
ported  that more |than 4,000
anadian exporters used its trade
nance services in 1998 and conclud-
Ea record $34.7 billion in sales and
reign investments in 155 countries.

{ The crown Corporation, which pro-
Wdes financial and risk management
{r\nces to Canadian exporters, served
1

record 4,183 customers last year, a
“Per-cent increase over the previous
JFar. The $34.7 billion in business
"Plume represented a 21- -per-cent
lﬁcrease over 1997, while net income
! se $7 million to $135 million.

Nearly 99 per cent of EDC’s cus-

—

T ————
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CanadExport

Prime Minister Urges Mexnco Io Work,to*w’u,rds FTAA
~ during Recent Visit

The Declaration maps out plans for
increased co-operation in a number
of new areas. New agreements were
also signed in air services, satellite
and telecommunications services,
health and forest fire monitoring.

The two leaders also discussed a
wide range of topics including the
fifth anniversary of the North
American Free Trade Agreement,
and co-operation on the growing
hemispheric agenda.

Prime Minister Chrétien delivered
a speech to the Mexican Congress
focussing on Canada’s leadership
role in the hemisphere as well as

pRmaupop—

.f(usiomer Demand Drives EDC
‘Business to Record Levels

tomers are small and medium-sized
companies. The Corporation served
over 3,600 of these customers in
1998, providing more than $5.7 bil-
lion in financing and insurance.
“This is more than twice the export
finance and insurance volume done
with smaller companies in 1995, the
first year of our dedicated services for
small and medium-sized business,”
says President and CEO A. lan
Gillespie. “Its equally positive to see
some 100 of our smaller customers
increase their export sales to more than
$1 million in 1998. There’s no better
proof that sales abroad mean economic
growth and jobs right here at home.”

uring Prime Minister Jean Chrétien’s recent visit to Mexico, April 8-11, 1999, he urged the Mexican government

|
{F184) by 2005.

to further strengthen its democracy and to work with Canada to achieve a Free Trade Agreement of the Americas

democracy and human rights. He
also met with business leaders, and
visited a community school supported
by the Canada Fund.

For more information on Canada-
Mexico trade relations, visit DFAIT’s
Web site: www.dfait-maeci-gc.ca

Spm Doctors

— Continved from page 2

4. If you have to replace or
remediate your software or systems,
do it early Remember, even with
your cheque book in hand, if you
wait until the last minute, suppliers
often rely on Just-In-Time delivery
systems and you may be out of uck.

5. Give yourself a deadline...in
writing. Make it earlier rather than
later. Give yourself time to check
and check again.

* Do all of the above, and walk
through each step with your part-
ners, your suppliers and your
customers. Remember the “iron
triangle™: telecom, energy and
finances; and make sure that you |,
include these in your planning.’

For more information o
HighSpin, contact Michael
tel: (613) 7274477\
www.highspin.com
Addmonal Y2

& ?JMuys,ww Lo
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Business Qpportunities

The following trade opportunities have been received by the International Business Opportunities Centre (IBOC) of
L the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities ar
posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact the
appropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case numbe
Canadian exporters needing assistance in preparing international bid documents may want to use the internationd
contracts expertise and services offered by the Canadian Commercial Corporation. This Crown corporation is locatel
at 50 O’Connor St., Suite 1100, Ottawa, ON KI1A 0S6, tel.: (613) 996-0034, fax: (613) 995-2121.

COTE D'IVOIRE — The Government is
seeking expressions of interest con-
cerning an industrial plastic waste
recycling plant to manufacture non-
food packaging such as garbage bags,
garbage cans, cases, containers for
lubricants and herbicides, using mate-
rials recovered from recycling plastic
waste. Contact Danie]l Lemieux by
May 31, 1999, fax: (613) 996-2635,
quoting IBOC case no. 990326-00851.

CoTE D'IVOIRE — The Government is

seeking expressions of interest con-
 cerning a cardboard and paper recy-
cling plant for the manufacture of
white or beige kraft liner paper of var-
ious quality. Contact Daniel Lemieux
by May 31, 1999, fax: (613) 996-2635,
quoting IBOC case no. 990326-00852.

COTE D’IVOIRE — The Government is
seeking expressions of interest con-

" cerning a paper production plant to

roduce white or beige (tan) kraft
iner paper of various quality from cel-
iﬂbilc wastg, (bagasse and sugar cane

zontact Daniel Lemieux by
099, fax: (613) 996-2635,

)C case no. 990326-00853. '

CanadExport

nternational Business Opportunmes Centre

plant that will produce a variety of glass
containers (bottles, flasks, jars, etc.).
Contact Daniel Lemieux by May 31,
1999, fax: (613) 996-2635, quoting
IBOC case no. 990326-00854.

COTE DIVOIRE — The Government is
seeking expressions of interest concern-
ing a container glassware and pressed
glass production plant for processing
glass sand available off Port-Bouet
and Grand-Bassam to produce bottles,
flasks, jars, etc. Contact Daniel Lemieux
by May 31, 1999, fax: (613) 9962635,
quoting IBOC case no. 990326-00855.

COTE D'IVOIRE — The Government is

seeking expressions of interest concern-

ing a spinning and weaving plant pro-
ducing packaging material made from
local fibres of various palms (coconut,
oil, raffia, and palmyra) that will be
used for making farm bags, baskets, etc.
Contact Daniel Lemieux by May 31,

11999, fax: (613) 9962635, quoting

IBOC case no. 990326-00856.

CoLoMBIA — The Government has
recently decided to extend the

~ Elcerrojon Norte coal mining explo-

ration/production contract for an addi-
tional 25 years. The project will be car-
ried out by INTERCOR, a joint venture
partnership between North American

|

EXXON and Colombia CARBOCOL
This will involve an investment of over
US$160 million to reach a production
of 21 million tonnes annually over 2
five-year period. These plans wil
require the acquisition of significant
equipment and services. Main items
considered for purchasing include
three locomotives, 100 cars, a nev
20 m3 electric shovel for every million
tonnes, six new 140-ton trucks for
every million tonnes, new bulldozers
and loaders, one new crushing plant
one new search beam, and conveyx
systems. There are also preliminay
plans for further development after the
year 2005 involving contracting of ¢
general project consultant, possible
construction of new railway and port
facilities, replacement of 20 m> it
50 m3 electric shovels, purchasing
300-ton trucks, etc. Contact Danit
Lemieux before May 31, 1999, fax
(613) 996-2635, quoting 1BOC ¢
no. 990304-00615.

e ——
——

‘SYRIA — Syria’s Deputy Minister °
Higher Education, together Wi
the United Nations Developmt
Program (UNDP) and UNESC
invites Canadian companies for 2
upcoming computer network pro®
for universities in Syria. A tender w

(onfinued on page 9 — Business Opportu

Department of Foreign Affairs and International Trade (DFAT
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Rucinace Nnnardunittaes .

In days paSt, closed borders hampered trade and increased costs to consumers and governments alike.

But times change. Markets are opening up, barriers are tumbling down and the free flows of goods, services, investment and
ideas mean our economies are integrating as never before. Today, companies are treating the world as their marketplace —
and the opportunities for investors, busmesses workers and consumers are better than ever before.

economic growth...

In 1994, Canada, the United States and Mexico launched
the North American Free Trade Agreement (NAFTA) and
formed the world’s largest free trade area. Our decision
to open doors and break down barriers is producing a
thriving relationship among our three countries — one
that has led to strong economic growth in the region and
that has helped to fuel global economic growth in recent
years. Between 1994 and 1998, Canada’s economy grew
by an average of 2.8 percent, while the U.S. and

Mexican economies grew by an average of 3.3 percent
and 3 percent, respectively.

‘(billions of dolla

- $263
(Us$177)

Source: Import data from U.S. Department of Commerce (USDOC), Statistics Canada
and Secretaria de Come(t;ip y fomento Industrial (SECOFI)

...and dynamic trade

S

Since NAFTA was implemented, trade within North America NAFTA has resulted in strong and steady growth in

has increased around 75 percent. All three NAFTA partners merchandise trade and has stimulated trade in services,
now enjoy a bigger piece of a much larger trade pie — and a sector we expect will grow in the future. NAFTA has
the jobs and economic opportunities created are key to benefited all three of its partners and has he]ped North

our continued well-being. Merchandise trade' among ' Amenca beco
NAFTA'’s partners reached $752 billion (US$507 billion) in
1998, a leap of $380 billion (US$218 billion) in just five years.

e prosperous trading region.

T

« The United States remains Canada’s and Mexico's largest
trading partner. .

Bilateral .Trade Betweel

« Canada is the United States’ largest trading partner. A Partners /51998 ‘millions of

*» Mexico is the second-largest market for U.S. goods.
* Canada is the second-largest market for Mexican goods.

During NAFTAS first five years:

* Mexico-U.S. trade has nearly doubled, surging an
average of 17 percent annually; .

 Canada and the United States have increased their
already substantial trade by an average annual growth
rate of almost 10 percent; and

¢ Canada-Mexico trade has increased by almost
13 percent annually.

! Unless otherwise specified, the trade statistics herein refer to merchandise trade and
are in Canadian doliars. Each country supplied import data on a customs-vaiue basis.
Data source: U.S. Department of Commerce (USDOC), Statistics Canada and Secretarfa .
de Ca yFe fustrial (SECOFI). .
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NAFTA stimulates

investment

NAFTA has increased opportunities for investors.
Since 1994, investment in Canada, the United States
and Mexico has been dynamic and growing:

* NAFTA partners have invested $262 billion (US$189 billion)
in one another’s economies, while total foreign direct

investment in NAFTA countries has reached $1.2 trillion
(US$864 billion).

+ Total foreign direct investment in Canada through 1997
totalled $187 billion (US$135 billion), nearly 70 percent
of which came from the United States and Mexico. Since
NAFTA came into effect, investment from the United
States and Mexico has increased more than 43 percent.

* The flow of foreign investment into Mexico between
1994 and 1997 reached $65 billion (US$47 billion),

with more than 60 percent coming from Canada and
the United States. !

* Total foreign direct investment in the United States
through 1997 totalled almost $944 billion (US$682
billion), 9.6 percent of which came from Canada and
Mexico. Since NAFTA came into effect, investment
from Canada and Mexico has increased 58 percent.

While NAFTA’s success is usually linked with opening
markets to goods and services, its ability to attract foreign
investment within the region may prove to be one of the
Agreement’s most powerful and enduring legacies.

Electro cs and Electrical
Nt (excludes computers)

NAFTA has helped create a more integrated North
American market. The Agreement strengthens trade

by reducing barriers and guaranteeing access to each
country’s market. This frees businesses to make decisions

. based on the most efficient use of resources and fosters

production-sharing partnerships in which different
parts of the manufacturing process are performed
throughout the region.

In an integrated market, a company can design a product
in one NAFTA country, manufacture parts in a second
NAFTA country, assemble the goods in a third NAFTA
country and sell the finished items in the region and
around the world. Production partnerships in the
electronics, automotive and textile industries have

‘helped spark strong growth in these sectors, boosting

exports around the world of North American-made goods.



NAFTA works

-~ forsmall and
medlum 81zed husmesses...

Trade involves companies large and small creating jobs’
in our communities. .

Small and medium-sized companies are the engines of
economic opportunity and job growth. They are the most
vibrant ingredient of our economies. Their size makes

- them nimble, their products make them competitive and
their energy makes them successful. Recent studies show
that 97 percent of Canadian, 96 percent of U.S. and 95
percent of Mexican exporters are small and medium-
sized businesses.

When you consider that most new jobs are created by
smaller businesses, it is clear that we need to encourage
our small and medium-sized enterprises to look abroad
or new opportunities — and reap the benefits of being -
part of North America’s dynamic exporting sector. -

...and provides
falmess and certamty |

Even where the bulk of trade and investment flows freely
across borders, some disagreements are bound to arise.

That is why NAFTA’s partners created an independent
and effective rules-based system. In the event of disputes,
'NAFTA directs the governments concerned to seek to
resolve their differences amicably through NAFTA's
Committees and Working Groups or other consultations.
NAFTA also provides for expeditious and effectlve
panel procedures .

--We have seen this system work, experienced its
effectiveness and understand its value.



NAFTA partners

promote envn'onmental protection...

| SRR —

NAFTA partners recognize the importance of enhancing
environmental protection, and the need to cooperate in
the enforcement of environmental laws. In order to achieve
these goals, NAFTA partners have established several insti-
tutions through the North American Agreement on
Environmental Cooperation.

Along the U.S.-Mexico border the North American
Development Bank and the Border Environmental
Cooperation Commission are working on the development
and financing of environmental infrastructure projects.

To date, 27 projects have been certified.

The Commission for Environmental Cooperation (CEC)
promotes environmental protection and conservation
through projects for pollution prevention, waterways

NAFTA

enriches us all...

NAFTA delivers real benefits for workers and their families.
To secure these benefits an institution-building process
has taken place. Through the North American Agreement
on Labour Cooperation and its Commission, each

{
management and wildlife protection, among others.
Through the North American Fund for Environmental
Cooperation, the CEC has financed over 90 community-
based environmental projects in Canada, Mexico and
the United States.

NAFTA partner is committed to enforcing its labour
laws and to cooperating in areas of industrial relations,
employment standards, occupational safety and health,
and human resource development, among others.

.and provides greater
job opportunities in North America

Since NAFTA took effect, employment has risen in all three
NAFTA countries.

During NAFTA's first five years:

« Employment in Canada grew by 10.1 percent, generating
1.3 million jobs;

« Employment in Mexico grew by 22 percent, generating
2.2 million jobs; and

« Employment in the United States grew by more than
7 percent, generating 12.8 million jobs.

Clearly, trade has helped to boost employment in all three
countries. New exports create more and better jobs in the
home market. Since the Agreement was implemented, all
three countries have registered substantial growth in their
exports, and a significant portion of total job growth has
been export-related.



Lookmg fotward

Five successful years of NAFTA are just the beginning. .
In the years ahead, opportunities will continue to grow
as trade barriers are lowered even further, production A
partnerships continue to flourish and our global
competitiveness solidifies.

Quality of life will continue to improve as consumers
across North America gain access to better products at
cheaper prices.

Five years, three countries and one NAFTA partnership.
It’s a formula for economic and social success today and in
the years to come.

For more%mformatlon about NAF]?A v1$1t ourWeb 31teS' '

e Canada. http /Iwww dfant-maecx.gc.ca :
- ¢ United States: http //www.ustr. gov ‘

¢ Mexico: http: [ Iwww. secoﬁ.gob mx

Sergio Marchi Herminio Blanco Mendoza Charlene Barshefsky
Canada’s Minister o Secretary of Commerce & ‘ : United States
for International Trade : Industrial Development Trade Representative
' of Mexico

and International Trade ot du rce international

' IIEE
Department of Foreign Affairs  Ministére des Affaires étrangéres ﬁl. ,
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/™ anadian-made snowboards are carving down Japanese mountains after a Toronto-based company got a tip from
\, the International Business Opportunities Centre (IBOC).

IBOCs Lori Emmet called Kuusport
Manufacturing Limited in June 1998
to see if it was interested in selling
| its snowboards to Kabushiki Gaisha
Freetime Japan. Emmet found
Kuusport in the WIN Exports data-
base after receiving a request on
behalf of the Japanese company from
Yvonne Gruenthaler, a trade officer
with Canada’s Embassy in Tokyo.
“We certainly welcomed the tip and
started corresponding by e-

“The shipment was 60 snowboards
worth approximately $10,000. As
requested by the customer, the boards
were without brand names or graphic
designs — Kabushiki planning to
customize the artwork for its market.

Kuusport, which employs up to 15
people on a seasonal basis, also sup-
plies waxes, tools and accessories to
the ski and snowboard industry. The
14-year-old company only started

designing and manufacturing its cus-
tom snowboards in 1996. Exports
now make up 25 per cent of its sales.

“While we have exported our
snowboards’ and other products to
Japan before, this was the first time
we've been asked to provide a basic

board for an OEM supplier,” said Eric

Sum. “It was a new opportunity that
will hopefully open doors for us to
this lucrative market.”

‘ IBOC works with

mail with the Japanese con-
tact to find out what they
wanted,” said Fric Sum,
Kuusports Director of Sales

 and Production. “Via the
Internet we hammered out a

| plan  that encompassed

| design specifications, a pro-
duction schedule and pric-
ing. The customer decided to
go with our basic model —
this saved them money
because we could manufac-
ture the boards on our regu- |
br production line. Two
months later, after our initial

IBBC CeAL

International Business
Opportunities Centre

Centre des occasions
d'affaires internationales

Quick Facts

rince it opened in 1995, IBOC has contacted more than
J15,000 Canadian companies, and has responded to
more than 10,000 inquiries from foreign buyers.

Thanks to IBOC, more than 5,000 Canadian firms have been
put in touch with foreign buyers, resulting in 1,500 matches.

IBOC’s sourcing experts use a variety of databases, as
well as a large network of business contacts across the
country, to identify Canadian companies of all sizes.

IBOC is jointly operated by the Department of Foreign
Affairs and International Trade and Industry Canada, and has a
working partnership with Agriculture and Agri-Food Canada.

J IBOC is also the sourcing centre for Team Canada Inc.

Want to learn more? Visit IBOCs Web site at,
www.dfait-maeci.gc.ca/iboc-coai |

Canada’s trade commis-
sioners around the globe

panies with trade and
investment opportuni-
‘ties and strategic part-
nerships worldwide. As
the sourcing centre for
Team Canada Inc, the
federal governments net-
work of export service
providers, IBOC also
works closely with. a
variety of departments
(see IBOC box) and the
Canadian Commercial

emaﬂ we shipped the order.”

Corporation.

Business Opportunities — ornsionmees

June 7, 1999, fax: (613);

"€ announced in the next two to three
onths for providing and setting up
(1€ required infrastructure at each of
e four Syrian universities and estab-
 lishing a communications network for
{12 transmission within the infra-
trllcture and to connect it with the

network of the Ministry of Higher
Education and then with the Internet.
Each university will have about 400
links to the local network and to the
Internet. The project will include a
training package for the national
staff. Contact Daniel Lemieux before

quoting IBOC case no. 990; ,

Other tender call

nitiessen

May 3, 1999

to match Canadian com- .

IBOC Successes
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Business Agenda

| vast and technically literate
£ X market awaits your information
and communications technology
(ICT) company in the United
Kingdom. The ICT market in the
U.K. is the second largest in Europe,
after Germany, at around $132 bil-
lion in 1999, and growing 10 per
cent annually.

According to a 1998 survey, the
number of Internet-based UK. com-
panies has grown from 27 per
cent to 37 per cent in the past
few years. For PCs with
modems, the UK., together with the
United States, leads all the other coun-
tries surveyed. In use of ICT applica-
tions such as e-mail, Web sites and
videoconferencing, the UK. is consis-
tently ahead of Germany and France.

There has been explosive growth
in Internet use since Dixons, the
leading U.K. PC retailer, launched a
free dial-up Internet service in 1998.
It has become the largest Internet
service provider (ISP) in the UK.,

with 1.3 million subscribers. British
Telecom estimated in February 1999
that the Internet represented 15 per
cent of its local call traffic and
already data volume exceeds voice
across British Telecom’s network.
Soon, cable TV companies will be
offering Internet services over their
TV networks (the UK. launched
digital satellite and terrestrial TV
networks in late 1998).

ROSSING « THE POND

TRAVERSER ¢ L'ATLANTIQUE

The Internet is attracting 11,000
new users in Great Britain every day.
Some 10.6 million people accessed
the Internet at least once during
1998, a 48-per-cent annual increase.

The surging areas of opportunity
in the U.K. ICT sector are Internet-
related, including e-commerce, secu-
rity, Web-enabling legacy applica-
tions, education and training. Over
$2 billion has been designated by the
Government to connect schools and

——— L —..
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~lnformuho and ommumcnhzons Technologles in the Umted ngdom

libraries to the Internet and to train
teachers in the use of ICT.
Crossing the Pond is a Team
Canada Inc partnership founded by
the Department of Foreign Affairs
and International Trade, the Toronto
law firm Grasset|Fleisher and CIBC
to help Canadian technology-based
companies expand their European
business. Be sure to register now for
the Knowledge Cafés organized in
June by the Crossing the Pond
partners: June 1 in Toronto,
June 4 in Vancouver and June7
in Calgary. George Edwards, a com-
mercial officer specializing in ICT at

the Canadian High Commission in §

London, will be on hand at the
Technology Cafés. He can be reached a:
tel: (011-44-171) 258-6680, e-mal
cdaukit@canada.com or Internet: http/
ds.dial.pipex.com/george.edwards/
For more information, or to regis
ter for a Knowledge Café, call (613)
943-0893 or visit the Web site
www.crossingthepond.com

ess executives, several
ernment and Parliament

"Economic Forum Focuses on Canadian-Romanian Relations

TORONTO, ONTARIO — June 2, 1999 — Invest Romania
Forum, a private media planning company, in associa-
on with East European Investment Institute Inc., is
anizing The Economic Forum: The Development of
anian-Ganadian Economic Relations. The Forum
; as part of the Romanian Economic Mission
ne 4, 1999) under the auspices of the
‘of Canada in Romania and.the Embassy of

managers of the most important Romanian companies.

The US$395 participation fee entitles participants (¢
all conference sessions; official reception (June l
Ontario Club, Commerce Court South); business lur
cheon; all conference materials; one-year free subscrif
tion to Invest Romania Magazine, the official public
tion of the conference; and free listing on the Inved
Romania Web site (www.investromania.ro).

For more information, contact Judy Burke, E&
Furopean Investment Institute Inc., tel/fax: (410
268-8733, e-mail: amro@sprintmail.com, Interné
www.investromania.ro/irforum v

1

m—

Department of Foreign Affairs and International Trade (DFAT




Canadian missions in Southeast Asia will present busi-
ness seminars on their region in Montréal, Quebec,

Southeust Asm to Hold Semmdrs\_iniOnturm“‘und"Quebecf

May 10-13, 1999 — Senior Trade Commissioners from -

Sponsored by the Department of Foreign Affairs and
International Trade (DFAIT), in partnership with the
International Trade Centres and local organizations, the

Business Agenda

by | |Toronto and Kitchener.

IS These experts will advise Canadian companies on the
to § |business climate in Southeast Asia and on how to take
3C § ladvantage of the many opportunities that still exist in the
region despite the recent economic downturn.

an The seminars will cover Indonesia, Malaysia, the
or § |Philippines, Singapore and Thailand and will provide an
in § {excellent opportunity to gain insight into securing business
nd § |in these countries.

to, Attendees will be able to arrange individual meetings
e7 § [with Trade Commissioners and, in some cases, representa-
m- § {tives of agencies such as Export Development Corporation,
“at § {Canadian Commercial Corporation and CIDA Inc.

in§ | Trade Commissioners from the region include Marta
the § Moszczenska from Jakarta, Indonesia; Ottfried . Von
lat | {Finckenstein from Kuala Lumpur, Malaysia; Eric Bertram
all § from Manila, the Philippines; David Wynne from
p/l § fingapore; and Ken Lewis from Bangkok, Thailand.

seminars will take place at the following locations:

MONTREAL — May 10 — Alliance of Manufacturers
and Exporters of Quebec, fax: (514) 866-3779. Contact:
France D’Aragon, tel.: (514) 866-7774, ext. 124.

QUEBEC — May 11 — Centre Commercial International
du Québec, fax: (418) 694-2286. Contact Frédéric
Couttet; tel.: (418) 694-0226. '

Développement Economique Canada, fax:, (418) 648-
7291. Contact: Johanne'Benoit-Guillot, tel.: (418) 648-2240.

TORONTO — May 12 — Alliance of Manufacturers &
Exporters Canada, fax: (905) 568-8330. Contact: Lisa
Thorsteinson, tel.: (905) 568-8300, _ext; 240, or Carolyn
Hambley, tel.: (905) 568-8300, ext. 248.

KITCHENER — May 13 — Canadian Technology
Triangle (covering Kitchener, Waterloo, Guelph,
Cambridge), fax: (519) 575-4448. Contact: Shlrley
Dean, tel.: (519) 575-4002.

To register for the seminars, see contacts above.

ls/
3is- e
of| Flrst Cunudmn Conference on Energy Efficiency
at
OTTAWA — May 18-20 — Natural in the near future,” says Ralph tive contribution to energy efficiency.
Resources Canada (NRCan) will host Goodale, Natural Resources Minister. The conference will also feature more
: i} Ihefirst-ever Canadian Conference on  “It is an important part of our efforts _than 50 exhibitors demonstrating
) | [nergy Efficiency. | to address climate changes and to the latest technological develop-
“This conference will take stock of achieve Canada’s commitment under ments as well as innovative services
s. § Phat Canada has done in the area of the Kyoto Protocol.” and programs targeted at industry, -
to-§ tnergy efficiency and examine how we The conference, under the auspices households and institutions.
1§ }2n improve our overall performance of the Office of 'Energy Efficiency “Participants from both the pubhc’
m- (OEE), brings together world-renowned and private sectors can share n/e “
ip public and private-sector participants ideas to improve energ; eff1c1§n
& to discuss Canadian accomplishments programs and technol%g
e o and explore new ways to optimize expanding their contacts in
z . L energy efficiency. adds Minister Goodale.
sl i cﬂﬂﬂﬂﬂ Inc » Equipe Canada inc | Tr}gl}e’ Canadizn‘ National Energy =~ For more infarn
o] 88-811-1119 Efficiency Awards will also be pre- Pierre:D
o P— , sented for the first time. Winners fax: |
exbortsource.ge.ca must have made a major and innova- pdam
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- — Stephenville, Newfoundland’s

. Communications and Corel,
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nts Planned in Jupun Followmg Successful
oftware Seminar in Tokyo

¢ anadian software developers made promising new contacts with Japanese information technology (IT) firms at the
\2, Canadian Education/Edutainment Software Seminar, hosted by the Canadian Embassy in Tokyo on March 5, 1999,

This was the fourth in a series of seminars designed to showcase Canadian software expertise and provide matchmaking

opportunities with Japanese companies.

Industry Canada’s SchoolNet led. off

the afternoon of presentations with an

overview of their work and discussed

“Canada’s “Connectedness” agenda.
One new-to-market company

Innova Multimedia generated
considerable interest. For DNA
Media, it was a chance to gain
new market insight as the com-
pany looks to establish a local
office. Other participating com-
panies included Hummingbird

along with its recently estab-
lished local agent, Media Vision.

Favourable feedback

Initial feedback from Canadian partici-
pants was very favourable, with one
company representative remarking
that he expects to return to Japan very

- soon to follow up on contacts made at

the seminar. Another Canadian firm

contacted the Canadian Embassy to

seek background information on a
apanese IT firm interested in carrying

‘1ts product.

‘ he event was the culmmauon of

4 ‘of co-ordinated plan-

a The recruitment efforts
| by the Japan Division of
r oreign Affairs and

Software

Canadian Embassy in Tokyo.

ple attended the event, including repre-

The seminar coincided with an sentatives from the Japanese Ministry of

showcases

‘ in Tokyo
Canadian technology and expertise.

seminar

Industry Canada’s Deputy Minister
Kevin Lynch.

Considerable interest generated

Through the targeted recruitment
efforts of the Canadian Embassy; the
seminar generated considerable interest
in thejapanese industry. Over 180 peo-

education mission to Hong Kong by Education, the Ministry of Internationa

Trade and Industry, Nippon Telegraph
and Telephone, as well as publishing
houses, the academic community, the
media, and IT agents and distributors.
The Canadian Embassy is currenty
recruiting Canadian firms for ane-
commerce software showcase to take
place at the Consulate General in
Osaka on June 28, 1999, as well 2
at the Canadian Embassy in Tokyo
on June 30, 1999. The Canadin
Embassy is also recruiting Canadian
firms for a planned Intelligent
Transportation Systems (ITS) Produd

Showcase in the fall, followed by}

a Telecommunications Softwart
Seminar, both at the Embassy in Tokyo

For more information, contact
Andrew Smith, Canadian Embass}
e-mail: - andrew.smith@tokyo0t
x400.gc.ca

”{"/C(III'O Hosts First nternational

“Home Interiors Exhibition

CAIRO, EGYPT — June 17-20, 1999 — Top fashion houses, business rep®
sentatives and importers from the Middle East, Arab countries and Eurof
will be-in attendance at the First International Exhibition for Decorati®

.and Home Necessities (HOME INTERIORS) Show. Exhibitors will displﬁ.)‘
a wide variety of products including furniture, interior design, appliances,? |

ade conditioning, gifts and antiques, lighting, and carpet, among others
ver, For more information, contact Delile Creation Co., tel.: (011- 204
d the 303-5007, fax: (011-20-2) 303-5008.
] e
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1 § | Tunis, TuNiSIA — June 10-11, 1999
9§ | — Co-organized by the Tunisian
k| Foreign Investment Promotion
Agency (FIPA) and the United
Nations Industrial Development
e | Organization (UNIDO, Vienna), the
of § | Investment Forum of Carthage (a
il § | suburb of Tunis) seeks to inform the
ph § | North American and Asian business
ng § | communities about the investment
he § | climate in Tunisia. ’
. §1 The choice of these continents
ty § |is consistent with the Tunisian
¢ f|Government’s desire to further
ke § |diversify its co-operation with for-

jan § | GUATEMALA — June 9-11, 1999 — In
Guatemala, there is a healthy import
ent § Jmarket for a variety of construction
materials and services, especially for
Toad infrastructure, commercial devel-
| |opments, high-rise condominiums
kyo § Jand housing developments, particu-
larly employing low-cost technologies
tomeet the substantial housing gap.
Since the first National Construction
Industry Congress, held 'in Guatemala
15 years ago, many significant achieve-
| {ents have come to fruition, including
‘ mﬂEased and improved popular hous-
|78, the creation of the Council for the
tlighway Fund, implementation of the
onstruction of public works through
oncessions, and the creation of a spe-
ialized training institute for the sector.
‘ The National Construction In-
A F fustry Fair (CONSTRUEXPO °99),
{eld in conjunction with- the
Ongress, is Guatemala’s largest
Ostruction fair and it provides

eign countries outside Europe.
The Forum will focus on the pro-

motion of the automobile, electronic

and electrical parts, packaging and

" textile sectors. It is aimed not only

at multinationals, but also small
and medium-sized firms.

Standard & Poors has given
Tunisia a BBB- investment rating,
while the World Economic Forum in
Davos ranked it second among the
most competitive African countries.

The advantages Tunisia offers for-
eign investors include a liberal, com-
petitive economy; open or preferen-

local and foreign companies the
opportunity to exhibit machinery,

technology, building systems,
equipment, supplies, and services for
the housing and infrastructure

“industry. More than 10,000 visitors
are expected to attend the three-day

event.

tial access to many markets; a skilled
work force; good infrastructure; and
an attractive tax system which allows
the free transfer of profits and capital.

The Canadian Embassy in Tunisia

offers its assistance to Canadian

firms wishing to take part in the
Forum.

For further information, contact

Russell Merifield, Counsellor (Com-
mercial) or Lassaad'Bourguiba,
Commercial Officer, Canadian
Embassy, PO. Box 31, 1002 Tunis-
Belvédere, Tunisia, tel.: (011-216-1)
796-577, fax: (011-216-1) 792-371.

The theme of this years congress

will be “The-Modernization of Infra-
structure System.” CONSTRUEXPO
will offer a series of technical pre-

~ sentations on technology and equip-

ment, highway construction, housing
construction and the promotion and

Continued on page 16— Guatemala

e

B
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Because of the larger presence of buyers and publishers of ga
is increasingly becoming a business show, and next year’s sho

feature a Canad1an presence.
For further

e-mail: fgauthe@dfait-maeci.gc.ca

Canadian Contructs “Slgne

CANNES,. FRANCE — February 2000 — Canadian firms represented at the "

national pavilion at last year’s Marché International de I'Interactivité et ,
du Multimédia (Milia) were very satisfied with their participation in the fair/:
Indeed, several signed distribution contracts (see article on p. 5) during th'("'

'information on Milia,
Commercial Attaché (Information Techp
in Paris, France, tel.: (011-33) 144.43.23. 8

d (IM; Mll$99

contact Hrancois,

May 3, 1999 -
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Trade Fairs and Missions

BUENOS AIRES, ARGENTINA — June 16-
18, 1999 — The 4th annual Latin
Cards is the largest trade event in
Latin America dedicated to card tech-
nologies and applications in banking,
commerce, transport, telecommunica-
tions, retail, go\remment, insurance,
health care and entertainment.

Latin Cards '99 will be of interest
to Canadian manufacturers or sup-
pliers of I1C chips; ATMs; POSs; bio-
metric hardware and software; card
software systems; magnetic strip

~ cards and readers; network systems;
data management systems; electronic |

commerce hardware, software and
security; authentication systems; and
pay phones and equipment.

Many Canadian companies wishing
to penetrate new markets have
already registered to participate in
Latin Cards ’99 to exhibit products
and services, demonstrate new tech-
nologies, enhance corporate images
or sources for distributors.

The widespread demand and use of
plastic cards has set the stage for new
card technologies “and applications.
Over 200 million chip cards have
currently reached Latin American
consumers, and forecasts concur
that this number is going to greatly
increase through the year 2000.

For more information, contact
Thomas Cassart, Commercial Officer,
Canadian Embassy, Argentina, tel.:

'BUIIDING PARTNERSHIPS N THE MEDICAL INDUSTRY.

TORONTO, ONTARIO — June 21-23,
1999 — A dynamic medical corridor
is emerging in the region stretching
from Toronto through Buffalo to
Rochester, New York — home to
more than 400 medical research,
manufacturing, pharmaceutical and
biotech firms. With a population of
7.8 million, this is the fourth-highest
concentration in North America.

The Cross-Border Exchange began
ur years ago to foster collaboration
ween. Canada and' the United

11 be_organizéd in con-
h an international trade
ed ’99 in Toronto, and

tates. This,year, for. the first time, )

and Detroit will be working with the
Ontario Government and a number
of cross-border organizations to co-
ordinate partnering activities during
the show. Companies from both
Canada and the United States will
have the opportunity to present their
products, technologies and services
to an audience of health-care profes-
sionals, buyers, distributors and
other manufacturers. In addition,
there will be a Cross-Border Pavilion

“at Intermed for Canadian exhibitors.

For more information, contact

sulate General, Buffalo, tel.: (716)

. 858-9556, e-mail: mary.mokka@

dfait-maeci.gc.ca, or Ann Cascadden,
Canadian Consulate General,
Detroit, tel.: (313) 567-2340, e-mail:

- ann.cascadden@dfait-maeci.gc.ca

Mary Mokka, Canadian Con- -

(011-54-1) 805-3032, fax: (011-54-])
806-1209; or. Thomas Breen, AIC
Worldwide, Casilla de Correo 2289,
Correo Central, 1000:Cap. Fed,
Buenos Aires, Argentina, tel:: (011-541)
3122992, fax: (011-54-1) 312-8585,
Internet: http://www.aicgroup.com

v
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CARACAS AND MARACAIBO, VENEZUELA
AND LiMA, PERU — July 12-16, 1999~
A new program will introduc
export-ready Canadian firms with
oil and gas equipment and services
or related environmental technole
gies to two South American mar
kets. New Exporters to South
America (NEXSA) is a new approah
to trade missions which offes
participants market training and
preparation in Canada, followed by
a five-day customized program d
appointments.

This NEXSA mission also gives p&
ticipants an opportunity to visit ¢
Maracaibo Oil & Gas Show whetf
all of Venezuela’s oil and gas industf -
meets annually. In addition, the m
sion program may include networki
receptions with local associations 2
trade media, site visits and individw
meetings with distributors, age™§.
and joint venture partners.

For more information, cont
your local International Trade Cen®®
or Doreen Conrad, South Ameri¢
Division, Department of Forelf
Affairs and International Trade, ¥
(613) 943-8806, e-mail: dore?
conrad@dfait-maeci.gc.ca

=
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- 5 of this month, the Canadian
[\ Free Trader, the first Canadian
publication to focus on the benefits
of free trade for Canada, will merge

Trade Directory and be published

with the -Canadian International .

| CanadExport

- Canadian Free Trader and Director

as the Canadian Free Trader and
Directory.

With the new combination, read-
ers will not only get topical trade
information but also notes on
treaties and protocols and other

1999 Fish and Seafood Directory
T he 1999 edition of the Canadian Fish and Seafood Exporters Directory
L will be available this month. This practical publication provides profiles,
product information, trade names and sales contact information on some
600 fish-processing and exporting companies across Canada.

For more information, or to order a copy, contact Astwood Strategy Corp.,
tel.: (613) 823-6611, fax: (613) 823-4925, e-mail: robin@astwood.ca

trade negotiations; information on
acquisitions, mergers, joint ventures
and other strategic alliances; tech-
nol8gy transfers, export financing,

notes on international product

standards and transfer pricing.

The Directory also includes lists of
trade consultants and services in
most of the trade areas such as inter-
national trade law, anti-dumping and
countervail, patents and trademarks,
transportation law.

For more information, or to list
your trade consulting expertise free of
charge, fax InTraTech at (613) 594-3857.

At Milia, Wang also met a Toronto
company that wants to team up with
him for the North American rights; as
well as the president of a Boston com-
pany who later used a copy of Lotus
Spring in a presentation to a teachers’
conference in Texas to show how mul-
timedia can be used in education. |
“We are now working together to
open the educational market in the
United States,” says Wang.

It all odds up

Wang attributes part of his success to
the help he has received from other
{lvarters — research money from
Heritage Canada, Industry Canada
ind the B.C. -Ministry of Small
Pusiness — as well as market infor-
Mation from Canadian trade' com-

~ Xing Xing Computer Graphics Inc. _ cimnpes

missioners in various countries.

“We are also in the process of regis-
tering in the WIN Exports database,”
he adds, “and drawing on the exper-
tise offered by the International Trade
Centre in Vancouver.”

But he also points to the impor-
tance of personal initiative.

“I think it’s very important that you
have an original idea and that you put
a piece of your life into it. You have to
love it,” advises Wang.

Of course, that’s no guarantee for
success.

“To have a market advantage, you
need a new idea. But. every new idea
will not necessarily appeal to everyone.
That's the gamble you take,” he warns.

So far, he considers this his biggest

reward, having a finished product

e

that appeals to a wide variety of peo-
ple, and being.able:to continue to
work on prdjects of this type.

For more information on Xing-
Xing Computer Graphics Inc., contact
Lifeng Wang, tel.: (604) 822-6994,
fax: (604) 822-5485.

Erratum

In the CanadExport supplement,
Focus on Canadas Competitive Edge
(Vol. 17, No. 6 — April 1, 1999), an
error appeared on page Il under “The

Study: Its Purpose and Methodolo-/v« |
gy The last sentence of the third | |

paragraph should read “Eyen withan
appreciation of 18 per {C®at_ o /|

Canadian . dollar, Canada
achieve second place in th

MARKET

DFAIT’s Team Canada Market Research Centre produces a full rungbe of sectoral market.studies fo
identify foreign markets. Currently, some 475 reports are availa fom ¢

REPOR automotive to consumer products, forest industries, plastics, space and tourism.\Y
& Ts Enquiries Service’s FaxLink (613-944-4500) or on the Internet at hﬂp:/ /www.infoe)‘(

le in 25 sectors rangin

I ———————
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Canada Showcqses lts Young Entrepreneurs S —

The Minister added that the mis-
sion was also successful in promot-
ing investment in Canada by demon-
strating how Canada has retooled to
become a world-class, competitive,
knowledge-based economy.

Mission’s approach on three fronts

The mission featured a three-pronged
approach to tapping business and net-
working opportunities in the area.
First, an extensive networking session
allowed Canada’s young entrepre-
neurs to demonstrate to local busi-
nesses what they had to offer.

Second, Canada’s leading animation
and multimedia schools made their
debut in the Bay Area, showing local
guidance counsellors, technology
instructors and potential foreign stu-
dents how an education in Canada
can be both low-cost and high-quality.

Third, participants met with civic
leaders and CEOs in San Francisco
and San Jose, and Minister Marchi
asked them to collaborate with their
local chambers of commerce in
drawing up a delegation of American
businesspeople to visit Canada.

“There is no doubt that the team
approach opens doors and gives
small and medium-sized companies
a tremendous boost in penetrating
lucrative but competitive markets,”
said Guy Cadieux, Acting Director,
S. Business Development Division,

ationa] Trade (DFAIT). “Even

partment of Foreign Affairs and

CanadExport

an audience as seasoned as that in

Silicon Valley sits up and takes notice

when a Minister arrives accompanied
by a delegation of dynamic and enthu-
siastic mission members.”

In addition, key speeches and sev-
eral elements of the mission program
were recorded using Canadian tech-
nology pioneered by INSINC of
Vancouver and broadcast live on the
Internet — a first for DFAIT. The Minis-
ter's speech to the Commonwealth
Club was also broadcast nationally
to 220 radio stations. These recordings
will be accessible until the end of May
via the San Francisco Consulate’s
Web site (www.cdntrade.com).

Strong showing and lasting impression

Clem Pelletier, President of Vancouver-
based Rescan Environmental Services,
reported an immediate follow-up from
one of the meetings arranged by the
Consulate Trade Office. “It was a great

_ opportunity to be included in such a

well-organized mission; the potential
is exciting and we are already being

:

development of housmg projects. The event organizers, with the assistan®
of the Canadian Embassy, also offer matchmaking meetings.

The trade section of the Canadian Embassy in Guatemala is considerit; §
setting up a solo Canadian seminar to be held as part of CONSTRUEXN
depending on the interest of participating companies.

For more information, contact Margo Dannemiller, Canadian Embas§
(011-502) 333-6102, fax: (011-502) 333-618%
e-mail: gtmla-td@dfait-maeci.gc.ca

in Guatemala, tel.:

contacted by U.S. companies askmg ‘
us to share Qur skills on a bid for s
significant opportunity in California”

Newly appointed International
Marketing Director of Sheridan
College Ron Holgerson commented
that Sheridan’s student recruitmen
objectives had been furthered by the
mission. “Student recruitment is 2
long-range prospect, and it will take
time to see direct benefits,” added
Holgerson. He does, however, expect
positive results for Sheridan, adding §
that the College’s participation in the
mission was very worthwhile.

“I think we left a lasting impres-
sion,” added Minister Marchi in
summing up the. mission. “It5 a
strong start in one of the worlds §
most important, concentrated mar-
kets. We now have to redouble our
efforts and work even harder in§
building exports and alliances with
this corridor of prosperity.”

For a full list of mission participant,
check the Consulates Web site at www. |§
cdntrade. com/mission/proﬁles.htm

AAAAA

DFAIT's Enquiries Service provides counselling, publications, and referral services to Canadian éxporters. Trude related information: cunlle |

S obtained by contacting the InfoCentre at 1-800-267-8376 (Ottawa region: 944-4000) orE

the Epguiries Service FaxLink (from a fax machine) ot (613) 944-4500; or by uccessmg the DFAIT Inter
/(www.dfait- maecl.gc.ca

AT (] cumm——

Ottawa, ON
K1A 0G2

Return requested

if undeliverable:
CANADExPORT (BCS)
125 Sussex Drive

I
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hitp:// www.dfait-maeci.qc.ca/enalish/news/newsletr /canex

The June 13 to 15 mission will coin-
cide with Prime Minister Jean
Chrétien’s official visit to Ireland.

The Irish economy continues to be
the fastest growing in Europe and has
earned the name “Celtic Tiger” from
years of success in strategically tar-
geted, export-oriented industries.

Canada-Ireland two way trade
is substantial and growing rapid-
ly — it has more than doubled in
the past three years, from
$750 million in 1995 to
§1.5 billion in 1998.

Many Canadian busi-
nesses have found Ireland to be an
ideal partner and gateway to
Europe, in large part, due to the

- Isimilarities in language, culture and

the abundance of skilled labour and
Strengths in certain' sectors. This

’”’Mwm 21

International Trade
Commerce internationa

RETURN TO D.rAnT}iu“TM. RS

L

trend is reflected in the 28-per-cent
jump in Canadian exports to Ireland
in 1998 alone.

Many priority sectors will be
highlighted during the mission,
including telecommunications, infor-

_mation technology and
software, agri-food,
construction  and

building products,
environmental
services, medical
and health prod-
ucts and cultural
industries. But
participatién is open to anyone with
business interests in Ireland.
A program of seminars, sectoral

N

meetings and hospitality events will

be organized with both Canadian
and Irish senior business and

Consultutlons for Trade Negotmtlons
— New Deadline |

n February 6, 1999, the Government of Canada published a notice,
2 “Consultations for Trade Negotiations”, in the Canada Gazette (Part ),
Seekmg Canadians’ views, interests and priorities in negotiations now under

ay on the Free Trade Area of the Americas (FTAA) and in the anticipated
tgotiations at the World Trade Organization (WTO).

The deadlirie for comments and submissions has been extended to
§une 18, 1999

1l

Continved on page 16 — Consultations

Ut DU KiMETERE

A Chance to Participafe’in Trade

Finister for International Trade Sergio Marchi will be leading a trade mission to Ireland next month, showcasing
.Yk Canadian companies with active interest in that country.

political leaders. These events are
designed to further knowledge of
local markets, encourage links with

local firms and increase prospects

for bilateral business co-operation.

Canadian trade missions are
proven vehicles for capitalizing
on new and existing markets. They
create unparalleled opportunities to
develop contacts, advance negotia-
tions and facilitate the signing of
contracts. ‘

This mission is an excellent
opportunity for Canadian compa-
nies to exploit the exciting new
possibilities offered by this dyna-
mic European market.

For more information on the mis-
sion or to participate, contact Peter

“McGovern, Director, Canada Trade
Mission to Ireland, Department of -

Foreign Affairs and International
Trade, tel.: (613) 944-2520,: fax:
(613) 996-3406

[NSIDE INSIDE INSIDE I%‘%&Slli}g :

Business Council/Association News .........coomnee.e
Year 2000 Challenge
The U.S. Connecmon
Sharing Trade Secrefs
Trade News
Busmess Opponumhes!"\
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reland-Canada Chamber Gearingup  ~** -

for Trade Mission to lreland - .

=Fhe Ireland-Canada Chamber of Commerce (ICCC) — located in Montreal, Toronto, and Vancouver — and the
L Ireland-Canada Business Association (ICBA) — based in Dublin, Ireland — are delighted that Prime Minister Jea
Chrétien will be visiting Ireland on an official visit next month.

Business Coundl/Asiocinﬁon News

They also welcome the June 13-15
trade mission led by Minister- for
International Trade Sergio Marchi that
will coincide with this official visit.

Upcoming frade mission

The trade mission comes at an
opportune time because both coun-
tries are increasingly seeing each
other as important economic gate-
ways to their respective continental
markets. Both countries share several
common corridors of excellence such
as information technology, biotech-
nology, aerospace, agri-foods, con-
struction, financial services, and
tourism where companies in these
fields need to extend their market
reach as well as consider beneficial
alliances. '

The basis of these common corri-
dors for both countries is a well-
educated work force, proven access
to their respective markets, compara-
tive location cost benefits, histori-
cally close cultural ties, and very
similar institutional frameworks.

between Ireland and Canada.

Both organizations reflect the Irish
dimension in that their members are
of Irish descent, have Irish connec-
tions, or are interested in doing
business in the two areas. Their
combined memberships number
over 500 entrepreneurs, small and
medium enterprises, and major cor-
porations. Close links are main-
tained with pertinent government
agencies and private-sector bodies
on both sides of the ocean.

All four cities hold a wide variety of
events for their memberships. In gen-
eral, these include business lun-
cheons, breakfast meetings, seminars,
and pub nights where special business
personalities involved in Ireland-
Canada business relations are often
featured. Other activities include
annual balls (Dublin and Vancouver)
and annual receptions (Montreal and
Toronto), and members from other
cities are encouraged to attend.

CanadExport

The ICCC and ICBA are cur
rently working together to have in
place a common Web site to
enable members and all interested
parties to augment their network-
ing as well as their knowledge of
economic relations between Ireland
and Canada.

Contacts -
In the meantime, for further infor
mation about the ICCC or the ICB4,
contact the following:

ICBA

Olney, Gordon Avenue
Dublin 18

Tel.: 353-1-289-3985
Fax: 353-1-289-9138
Attention:

President Jim Friars
E-Mail: icba@esatclear.ie

Y
Continved on poge 16—
Ireland~Canada Chomb
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Department of Foreign Affairs
’ et du Commerce intemational

and Intemational Trade
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YOUR RESPONSIBILITY

1. Which services do you provide
that answer question A or B?

2.In providing those services, is it
possible ‘that there is a date
- involved?

3.1f you don’t know, look to your
software and hardware manufac-
turer for answers.

Based on that information, there
either is a solution or there is no
solution!

4.1f there is a solution, replace the
software. You need to ask the sup-
plier when and how to do this.
3.1f there is no solution, then you
have to create contingency plans
or work-arounds.

6. Current parlance |refers to the
Tron Triangle’ of telecommunica-
tions, finances and energy. It
sounds untouchable and far away,
but if on'é vf those sides of the tri-
angle falls down, your business
can be affected.

Here’s what you can do: Ask your

audn. Have them prove to an indepen-
dent body that'they candeliver the

| 800ds when and how they promise.

T ———

Provider, software, hardware or ser- -
vice, for the - results of an external .

CanadExport

WATCH OUT, SMEs!

THEIR RESPONSIBILITY

7. Think Supply Chain
You depend on others to supply you
with elements for your business. As
the January 1 deadline approaches,
‘prepare yourself by taking a good
look at your needs for January to
March 2000. Can your suppliers
deliver more than Just-In-Time
(JIT)? Can their suppliers deliver
to them so they can deliver to you?

8.By what proportion will your
January 2000 needs increase? How
can you be certain you can meet
the needs of your customers?

9. How’s your comfort zone? What
cushion do you need in order to
survive a delivery hiccup? One
month? Two months? Check your
JIT delivery levels with your sup-
pliers in mind.

10. Review the Iron Triangle from
their part too! Can they pay you,
can they communicate with you,
can their manufacturing sector con-
tinue to function within their infra-
structure? Can you get their goods
to keep yourself in business?

De Jager’s top hints and more can
be found on his Web site:
http://Year2000.com

- The Chum is as Strong as the Weukest Link

72K Guru Peter de Jager was in Ottawa recently and made time to share his concerns about the Y2K readiness of small
L and medium-sized businesses with CanadExport.

While time is running out, problems facing small companies are not as big as those for large companies, so...it's never
too late to put into practice de Jager’s Top Ten Hints.
You can divide the task into.two parts: YOU and THEM. But before you do that, first look at your business and
ask yourself these questions: ~ A. What are the top 10 services on which I rely to carry out my business?

B. Is there technology involved in any of them?

.C. What would happen to my business if that service wasn’t there?

. More on Y2K from Revenue

Canada at www.rc.gc.ca/y2k and
from Industry Canada Task Force
2000: www. strategis.ic.ca/sos2000/

A reminder -
Tax Reusr TO Hm
you MeeT THE Y2K
CHALLENGE

he federal government is provid-

L ing special tax relief to help

small and medium-sized businesses

solve their Year 2000 (Y2K) com-
puter problems.

The program applies to the cost of
hardware and software acquired
between January 1, 1998 and June 30
this year, to replace equipment that
is not Y2K compliant.

The tax relief takes the form of
accelerated capital cost allowance
(CCA) deductions of up to $50,000.
This will allow smaller firms to deduct ,

tures in the year in whlch hey occu

To focus the benefit on sma
nesses, only unmcorporated’
corporations not subject to
Corporations Tax-

Sllabee{ i

100 per cent of eligible expendl- i

—
add
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= he U.S. Connection is produced in co-operation with DFAITS U.S. Business Development Division (UTO). For information
L about articles on this page, contact UTO by fax at (613) 944-9119 or e-mail: commerce@dfait-maeci.gc.ca. For

all other export enquiries call the Team Canada Inc Export Info Service toll-free at 1-888-811-1119.

Construction Companies Protit from Detroit Seminar

" he surging economy of America’s

. Great- Lakes region is opening
new sales possibilities for Ontarios
contractors, building products makers
and service professionals such as
architects and surveyors.

“The U.S. economy is strong, parti-
cularly around southeastern Michigan
and northern Ohio and Indiana,” says
Tom Quinn, Business Development
Officer at the Canadian Consulate
General in Detroit.

And Ontario companies, taking
advantage of improved access to
the United States under the North
American Free Trade Agreemem, are
showing considerable interest in the
growing construction services mar-
ket south of the border.

Over 100 representatives of more
than 75 Canadian companies from
Southern Ontario attended a one-
day seminar on March 30, 1999, in
Detroit, organized by the Canadian
Consulate on doing business in
the four-state region. Made up

it has 31 million people
size of Alberta.

uccessful CEXED sem-
[ a broad range of issues
and cross-border

issues and financing — specific to
construction companies looking
for business in the region.
Construction trade companies
interested in the four-state region

e T ——

aneapohs ‘ :

The Canadian Consulate General in
Minneapolis has announced its
tenth Giftware Rep Locator-event,
June 21-23, 1999, designed to help
. Canadian giftware - manufacturers
;and craftspeople find representation
‘in the Upper Midwest U.S. market.

- The .event, which has received
‘rave reviews from past participants,
‘includes a tour of local retailers, a
~marketing seminar and a tour of

_the Minneapolis Gift Mart. It also
cincludes an evening. reception for

‘local sales agents where participating
firms can display their lines to inter-
ested agents and representatives.

For more information, contact

‘Dana Boyle, Canadian Consulate
General, Minneapolis, tel.: (612) 332-
7486, ext. 3358, fax: (612) 332-4061.

- San Francisco

'The Canadian Consulates in Los
Angeles, Seattle and Minneapolis

QRTHE CANADA-U.S. Rfunons Hom PAGEat htlp.//wwwdfalt-maed.gc.ca/geo/usa/busmess -¢.htt.-
[N g ation on domg business in and with the United States.

Two GIFTWARE Evmrs PRoM:st CREATIVE Rfrwms

“mission to the San Francisco,

should contact Tom Quinn, Canadian
Consulate General, Detroit, 600
Renaissance Center, Suite 110,
Detroit, MI 48243, tel.: (313) 567
2208, fax: (313) 567-2164.

are joining forces on a New?
Exporters to Border States (NEBS)

International Gift Fair, August 8-10,
1999. The purpose of this first-ever,
NEBS mission to the San Francisco
Gift Fair is to introduce Canadian
giftware professionals to one of the
top five glft shows in the United
States. This promises to be a great
event for anyone interested in the
growing Western U.S. gxftware market

The NEBS mission will gwe partici
pants a chance to tour San Francist
retailers, the Gift Fair and the S
Francisco Gift and Jewelry Mart. A5
well, a half-day seminar will featur
presentations by a 'U.S. “customs
expert, local sales agents and buyers,
and Canadian Consulate busine
development officers.

Interested firms should contd
Carl Light, Canadian Consulst
General, Los Angeles, tel.: @)
346-2756, fax: (213) 346-2767.

—
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in the marketplace.

The discussion was all about anti-aging creams, their
high price and ineffectiveness.

“You know what I think,” said Cellex-C President
and CEO Meagan McLellan, “I believe we’re looking in
the wrong place. It’s not the cosmetic industry that will
provide the answers but doctors and scientists working
on skin diseases and the aging problem.”

on
BS).
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Solid research

It started McLellan on a long quest that finally led her
to two doctors/researchers — Lorralne Faxon Meisner
and Michael Schinitsky — who, after years of research
into repairing the effects of stress, chemical and UV
damage on connective tissue, realized that UV damage
could be helped by vitamin C in conjunction with
other nutrients. Together, they patented a formula that
not only helps protect cells against sun-induced oxy
radicals, but also stimulates collagen production.

The outcome of the research together with
McLellan’s visionary marketing expertise led to the
amazing success of the Cellex-C serum. This anti-
aging product has swept not only the Canadian and
American markets but is now firmly established
throughout the world.

The latest success with Cellex-C has been in
| Australia. In fact, it has proven to be the most amaz-
ing success story in the history of the product.

I )
A natural market

Ue to its close proximity to the hole in the ozone
layer and legendary sunny climate, it is a well-known

‘of the “little guy” becoming successful.

Small Toronto Cosmetic Firm Gets One Up
on the Competition... Down Under

By Joan Bryan, Editor;, Cellex-C International Newsletter

" he story of Cellex-C International began over 12 years ago when the owner of a small mail order skin-care product
. company and a friend were discussing the merits, or lack thereof, of supposed anti-aging products currently available

fact that the highest instance of melanoma is recorded
in Australia where they were desperate for a product
that would help guard against this killer.

Following market research, it was decided to
launch a public relations and fact-finding trip to the
subcontinent to determine the potential of this mar-
ket. In June 1997, Cellex-C Director of International
Public Relations Carolyn Lengyel, together with a
team of representatives of the company’s U.S. distrib-
utor, visited The World Congress of Dermatology in
Sydney.

“This trip proved to be extremely successful,”
Lengyel recalls.

“With excellent follow up and hard work by repre-
sentative Jennifer Mlynski, Cellex-C was introduced
to the Australian public at'David Jones — a large,
upscale department store. And after only seven
months of promotion, Cellex-C took the number-one
position — from fifth — as the best-selling skin-care
brand in the store, including all cosmetics and
perfumes!” she adds. ‘

David Jones’ General Manager, Cosmetics, Clara
Hilscher, confirmed that consumer response had been
“unprecedented” in her 35 years with the company.
This, together with excellent coverage by the media,
including print and TV, all helped bring Cellex-C to
the paramount position it now holds on that continent.

Mlynski credits the success of some of the TV ,
appearances to the fact that Australians like the ideg/

i
£

Continved on page 6 — Cellex-C Iemu!ics/nai‘ :

Looking for Export Opportunities?

Make sure you are registered in the WIN Exports database, whith is use
commissioners abroad to promote your companys.ta
Fax your request for a registration form to 1-800:667-3802
Or call 1-800-551-4946 (613-944-4946, from the v
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Trade News

CanadExport

ntario Exports Inc. was estab-

5 lished to stimulate new
employment by promoting the
export of Ontario goods and ser-
vices. This new corporation replaces
the former Ontario International
Trade Corporation (OITC).

As the province’s lead trade pro-
motion agency, Ontario Exports Inc.
will provide a broad range of pro-
grams and services for Ontario com-
panies, with special emphasis on

small and medium-sized enterprises.
These services include basic export
education, market intelligence, com-
mercial advocacy, trade missions and
the development of consortia for
large international projects. ’
For more information, contact
Ontario Exports Inc., 56 Wellesley
Street West, 7th Floor, Toronto,
ON M7A 2E4, tel. (toll-free): 1-
877-468-7233 (Ontario only),
(416) 314-8200 (from Toronto),

fax: (416) 314-8222,

~www.ontario-canada.com/export

e-mail:
trade@simcoe.ois.on.ca, Internet:

o *

Team Canada Inc - Equipe ltanada mc
1-888-811-1119

exportsource.gc.ca

" Cellex-C International — cumeiionmes

“As a matter of fact,” says
Lengyel, “some of this success even
reached Commercial Officer Kevin
Skauge at the Canadian Consulate
in Sydney who came to see us last
September during his visit to
Canada. He has since been most
helpful, offering advice and infor-
mation and opening new doors for
us in Australia.

“And with 6,000 miles between us
and our marketplace, we ‘Pommies’
— as Australians affectionately call
us — need all the help we can get,”
says Lengyel with a smile.

base that McLellan had established
for her other high-end skin-care
products. . However, in 1991 she
decided to open a shop in Toronto
as an outlet for the many products
the company had developed and
particularly for Cellex-C. She
named it the Anti-Aging Shop. It
was quickly followed by others.
The next marketing push for
Cellex-C came through the Home
Shopping Network on television,
which proved to be highly success-
ful. Everyone was now talking
about Cellex-C. The press and
major glossy magazines gave it

throughout North America to doc-
tors, dermatologists, upscale spas
and better "quality department
stores and is sold in a dozen coun-
tries throughout the world while
the company is constantly being
solicited by others.

A soft-spoken unorthodox entre-
preneur with an incredible instinct
for tumng into what works,
McLellan has put together a strong
innovative team based on her beliel
that “you’re only as strong as your
weakest link.”

For more information on Cellex
C International, contact Director of

nterndtional financial institution (IFI) business opportunities. You will find information on projec®
pefindertaken by Canadian consultants with IFIs, and a list of Canadian Internationd!
rojects. Business guides for exporters are also available. Don’t miss the “Internationd [

Success breeds success excellent ratings and the repeat International Public Relations |
Cellex-C serum was originally orders proved its credibility. Carolyn Lengyel, :tel.: (416) 92 § §
d through the mail order data- The product is now distributed 6445, fax: (416) 925-7887. ' 1

: [
IFInet: Getting your Share of the IFI Market ‘
on the Department’s Web site (http://www.dfait-maeci.gc.califinet), IFInet helps increase your chances o |

)
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— Moy 17,199




oc-
pas
ent
un-
hile
ing

nct
ks,
ng
lief
yur

ex-
of

ms g

T e

Demg Busmess wuh the U.S. Government —

T“he General Services Administration (GSA) facilitates purchases by the U.S. government (the world’s largest customer)
and purchases some goods and services outright. Its annual procurements total more than US$40 billion.

which government agencies can buy goods and services.

GSA schedules are similar to Master Standing Offers used by Public Works and Government Services Canada.
When a vendor is placed on a schedule, this is not a guarantee of sales but, rather, authorization to market specified
products and services to government departments under negotiated terms and conditions.

The GSA actively seeks new bidders and competition for its supply and service contracts. The regional GSA

{ contracting offices advertise, award and manage most GSA contracts.

The following notices are upcoming solicitations. The information below was current as of CanadExport’s
deadline for submission for publication; changes may have occurred in the interim.

Schedule Identification: 2320 Truck and Truck Tractors - Wheeled  Schedule dentification: R - Professionul Administrative and

Description: Multiple Award Schedule FSC231 Management Support

- Wheel and Track Vehicles Description: Auditing and Financial
Estimated Value: $4 million Management Services
Contract Period: FY 99 Estimated Value: $15 million
Procurement Method: Negotiated Contract Period: FY 99
Contact: John Gallagher Procurement Method: Negotiated

Tel.: (817) 978-2927 Contact: Alexandra Walker

: Tel.: (703) 305-6747
Sthedule Identification: 25 - Vehicular Equipment Fax: (703) 305-5094
| Description: Steel Storage Shelves Multiple Award Schedule. with a five-year option.
‘ for Vehicular Equipment ~ A

Estimated value: $25,000-$1 million - Schedule Identification: R - Professional Administrative and
Contract Period: FY 99 Management Support
Procurement Method: Negotiated Description: Marketing and Media Services
Contact: Christy Cousin Estimated Value: $275 million

|Tel.: (703) 305-3097 , Contract Period: FY 99

Fax: (703) 305-3034 Procurement Method: Negotiated
This is a Multiple Award Schedule. One five-year option. Contact: Jacqulin Draughn

~ | Tel.: (703) 305-7118 re
‘Sthedule Identification: R - Professional Administrative and Fax: (703) 305-5094 &
tnagement Support . This is a Multiple Award Schedule in the developmental stage/
(escription: Business Information Services
timated Value: $15 million

&)Oﬂttact Period: FY 99
Tocurement Method: Negotiated oot
Contact: Tom Uberto A new pilot,

Tel.: (703) 305-7812 posts notices for seven

¥ Fax: (703) 305-6268 registration for e-mail\f

Dne five-year option. o
| —————
M*Mﬂvll, 99

;;?h_e GSA Wdy

One part of the GSA, the Federal Supply Service (FSS), creates purchasing vehicles known as GSA schedules from.

Business Opportunities




Business Opportunities

CanadExport

Ilﬂfer!miﬁollﬂlfiﬂUSI;nGSgS;;’jTQé‘gpdrtu\ni’ties; Centre

~he following trade opportunities have been received by the International Business Opportunities Centre (IBOC) of

the Department of Foreign Affairs and International Trade and Industry Canada. These opportunities ar
posted for the benefit of Canadian companies only. To obtain more information about these tenders, contact the
appropriate person at IBOC, whose name appears at the end of each summary below, quoting the IBOC case number
Canadian exporters needing assistance in preparing international bid documents may want to use the internationd
contracts expertise and services offered by the Canadian Commercial Corporation. This Crown corporation is located
at 50 O’Connor St., Suite 1100, Ottawa, ON KI1A 0S6, tel.: (613) 996-0034, fax: (613) 995-2121.

PErRU — The United Nations Services
Office for Projects (UNOPS), has been
engaged by ECECEN SA., a public
entity dependent on the Ministry of
Energy and Mines. It invites bids for
the supply of hydro-mechanical equip-
ment for the Yuncan Hydroelectric
Central. Financing for this project is to
be provided by the Overseas Economic
Cooperation Fund of Japan (OECF).
Cost of the bid documents is
US$475.00. Closing date: July 5, 1999,
Contact Daniel Lemieux before June 7,
1999, fax: (613) 996-2635, quoting
IBOC case no. 990422- 01203.

URUGUAY — The Ministry of National
Defense invites bids for the installation
and operation of two commercial
systems for the national Radio Con-
nection Service. Cost of bid documents
(available in Spanish only) is US$4,670.
Closing date: July 16, 1999.- Contact
Daniel Lemieux before June 11, 1999,
fax: (613) 996-2635, quoting IBOC case
no. 990329-00878.

AILAND — MDX Lao Company
.td\, the goyernment and a Japanese
prijpefiifinvite pre-qualification

faced rock-fill dam, an 11 km concrete-
lined power tunnel, a 4 x 110 MW
underground power station and a
144 km, 230/500 KV transmission
line to the border of Thailand.
Requirements for the pre-qualifica-
tion include: demonstrated expertise
and experience, as well as sufficient
financial capability, to undertake a
turnkey contract for projects of sim-
ilar type and complexity. Preference
will be given to applicants with
demonstrated experience with engi-
neering, procurement and construc-
tion (EPC) contracts. Cost of bid
documents is US$20. Closing date:
June 30, 1999. Contact Daniel
Lemieux before June 14, 1999, fax:
(613) 996-2635, quoting IBOC case
no. 990416-01145.

UruGuAY — The government, through
the Ministry of Transport and Public
Works (MTOP), and the Direccion
Nacional de Hidrografia (DNH),
announces the development of a deep

.water port on the Uruguayan Atlantic

coast, to be financed, built and oper-
ated by private enterprise. DNH
invites investors, contractors, ship-
ping companies, port operators and

» . groups active in the port sector to par-

ticipate in this opportunity. Closing
date: July 21, 1999. Contact Daniel
Lemieux before June 16, 1999, fax:
(613) 996-2635, quoting IBOC case
no. 990317-00743.

ETHIOPIA. — The government has
received a grant from the African
Development Fund to finance the
Seven Roads Studies. The principdl
objectives of the studies are: 1) to
determine the technical feasibility and
economic viability of improving the
Seven Roads in order to lower the
transport costs sufficiently to meet the
needs of existing, planned and future
economic and social development in
these areas. The studies consist of the
following three packages: Package
1) detailed feasibility study for
Butajira-Hossaina-Sodo (200 km),
feasibility study and environmentd
impact assesment (EIA) for Jimms
Mizan Road (209 km), and feas:
bility study for Watcha-Maji Road
(157 km); Package 2) feasibility
and EIA for Konso-Yabello Roa
(155 km) and Woito-Omo Rate
Road (220 km), design and prepar#
tion of tender documents for tht
viable options; Package 3) feasibil" §
ty and EIA for Sawla- Kalo-Road §
(100 km) and Keyafer-Namrapult
Road (250 km). Contact Danil
Lemieux before June 30, 19%
fax: (613) 996- 2635, quoting IBOC
case no. 990407-00984.

Other tender calls and trade oppor™
nities can be found on CanadExpo"
Online at http:/iwww. dfau—maeagcal
english/news/newsletr/canex

"
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Canadian Trade Reaches New Heights.

The United Kingdom of Great Britain and Northern Ireland is Canada’s fastest-growing market for exports, affer
the United States. In the last few years, the U.K. has imported ever increasing amounts of Canadian manufactured
products, as well as food and drink, dramatically expanding the opportunities available for Canadian exporters
in this long-standing, sophisticated and dynamic market. The United Kingdom has long been a solid trading
pariner for Canada, as well as one of our strongest political allies. Recently, the strength of the European
- economy and Britain's position as gateway to the European Single Market have electrified this trading relationship.

In 1998, Canadian exports to the ?Shift to Value-added Produt
United Kingdom grew by 13 per and Servues , .
cent from the previous year,
increasing by $511 million
to reach a record of almost
$4.4 billion. This strong
growth is not a one-year
phenomenon. In fact, Brita
has seen a greater mcrea§e
in Canadian exports over.
the past five years than
any other offshore
market. Between 1993 . o
and 1998, Canadian exports
to the UK. mcreased by a

o

‘for o ij
”’9 Sf‘»,M Foa
factured'p odﬁcts. In 199
) 'Y ) L

the prop i‘nor}fgf{@an

.

To help small and zed.éxporting compan es take odvar;Zgge of o por i 196
~ Department of Foreig ﬂ*Aff“Trsjond International Trade (DFALT}-hgs revised and Tpdd Action Plan for Britain,

Canada-Britain: Links) for.Business?Giowih is"a, Foad 7 fap desrgned to expahcffrade refations, mvesfmenf flow§
and technology c’operationbetween'the"Wo countries. The Action Plan is available electronically”at t the DFAIT
Web site: hitp://www.dfait-maeci.gc.ca/english/geo/europe/uk-actie.htm This CanadExport
supplement summarizes the areas of opportunity highlighted in the plan.

Aerospuce and Defeme

The UK. is a major producer of
aerospace and defence technology,
with several world-class prime
contractors for large projects.
These projects offer myriad oppor-
tunities for Canadian companies

to supply products unique in
technology, capability and/or
price. Canadian aerospace exports
to the United ngdom were
some $400 million in 1997.
Canadian companies have met
with several major recent

successes selling to the British
Ministry of Defence (MoD).
These reflect the MoD's open-
ness to 150-9000-certified
offshore suppliers under its

Continued on page 11 —
- Export Opportunities
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Export Opportunities — connedjim page1

“value for money” approach to procurement. The
High Commission tracks the MoD's purchasing
intentions and informs Canadian suppliers, of
opportunities.

Agriculture, Food and Fish Products

In 1998, the value of Canadian agri-food exports
to the U.K. increased by some 20 per cent to reach
$423 million. About 60 per cent of these exports
were processed foods. The Canadian  High
Commission prepares regular reports on Trends in
the U.K. Food Market, and conducts a wide range
of market research that

4

jump over 1996. Canadlans have a competitive
advantage in supplying upper-end products for

-which design, technical content, style, service or

other value-added elements are important.
Canada’s furniture exports to the U.K. doubled
between 1994 and 1998. Other successful niches
have been in toys and games, textiles, clothing
(particularly womenswear), and outdoor sports/

- adventure equipment.

Cultural Products and Services
Britain has one of the largest markets for cultural
products in  the

profiles specific market/

English-speaking

product niches and op- Market ReseaICh world. The Canadian

portunities., The agri-food

government seeks to

program at the High Com- At YQul: Fingertips‘ se | increase sales and

mission is an important

promotion of Canadian

link in Canada's Agri-Food | There is no substitute for doing preliminary | products and services
Trade Service (ATS). Visit: | Tesearch before taking the potentially expensive | through networking
http://atn-riae.agr.ca/ | plunge into a new market. To help companies in | with British arts com-
public/atn-e.htm their research endeavours, the Market Research | munities in sound

Centre at the Department of Foreign Affairs and | recording, publishing,

Building Products International Trade prepares market reports that | film, video, television,
The largest sector of the | focus on specific sectors and countries. The | new media and visual
British construction mar- | reports can easily be accessed at the InfoExport | arts. Britain is Canada’s

ket is housing. Valued at { Web site. To date, over

30 reports on key sectors | largest film and tele-

over $22 billion, the new | in tl}e' United'Kingdom are availrflble. vision co-production
housing market is fore- Visit the site at http//www.infoexport.gc.c&/ | partner. The High
cast to grow by 2 per cent | section2/country-e. asp’contment 12 | Commission organizes

per annum. A recent gov- | &country=GB
ernment report projected

a week-long immersion
program in the UK.:

a need for 5 million new

homes by 2021. With Europe's oldest housing
stock, the renovation and refurbishment market
is valued at over $41 billion. These two sectors
will create a prosperous market for suppliers. A
renewed interest in timber frame houses is
increasing the demand for imported timber and
other value-added wood products. In 1998,
Canadian firms exported almost $110 million in
value-added wood products to the UK., an
increase of over 35 per cent in five years.

Consumer Products

Consumer products are a vast market in the UK.,
accounting for annual retail sales in excess of $120
billion. Canadian firms exported $300 million worth
of consumer products to Britain in 1998, a 50-per-cent

industry for Canadian
producers. The newly reopened Canada House,!
Canada's London flagship for cultural industries,
hosts many exhibitions, screenings, lectures, CD
and book launchings, and concerts.

Health Care

Britain is a major pharmaceutical producer as well as
a world leader in research and development. Several
Canadian biotech companies have already developed
successful partnerships with British firms. Good po-
tential exists for further co-operation. The medical
devices market, with 1,500 companies and over
60,000 employees, is valued at $6 billion. Recently,
there have been strong British importations of
bandages and dressings, aids for people with

Continued on page Il — Export Opprtunities
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EXP Ql‘t Opportunities — Continued from page 11

disabilities, pacemakers, orthopae-
dic implants, mechanotherapy and
respiratory apparatus. Continuing
growth in demand is anticipated for
surgical, X-ray and laboratory equip-
ment. The National Health Service
and private hospitals emphasize
achieving cost-effective solutions
in their purchasing strategies.

Information and
Communication Technologies
Valued at more than $88 billion,
the UK. information and commu-
nication technologies (ICT) mar-
ket is the third largest in Europe
and is growing by 9 per cent
annually. Main growth areas are
PCs, local area networks, network
services (including data), pro-
fessional software services, and
Internet/Intranet software and
services. The market is open and
relatively easy to develop with the
right preparation and partner,
and provides excellent opportu-
nities for Canadian firms. The
Blair government has given ICT
a high profile in UK. educanon
and training.

Service Industries

The U.K. market for service
industries is one of the largest in
the world. With many inter-
national firms headquartered in
the UK., the market is charac-
terized by intense local com-
petition. Nevertheless, the U.K. is
Canada's largest offshore market
for services, and many Canadian
companies have achieved out-
standing success in recent years
in developmg niche products,
offering unique solutions to
common problems. Many firms
have also found a local partner,
who can provide necessary market
intelligence and the ability to

submit prompt and competitive
proposals to prospective clients.
For Canadian firms looking to
create or join networks in Europe,
the UK. is often the preferred
market in which to begin, as a
result of commonality of language
and business practices.

Tourism ‘

The United Kingdom was
Canada's most important overseas
market in 1998 for both overnight
trips and receipts. Between 1993
and 1997, U.K. overnight trips
to Canada grew by 30.6 per cent,
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countries are working - more

- closely.together, particuarly in

the “partnering: of firms. On

- March: 4, 1999, . the British-

- Overseas Trade Board, a private-

“ sector group, named Canada as

. one of 15 priority markets. The

" British government will use this

¢ “designation to direct expendi-
ture .on trade fairs, missions
and seminars.

- The Industry Canada/SchoolNet :

agreement with the Department

- for Education & Employment will
facilitate co-operation between
Canadian and U.K. firms in

~ education and training technology.
Canada i is participating in the
Research 'And Development

between Ireland And North -

America program (RADIAN),

' while Canada improved its share

of the U.K. long-haul outbound
travel market. The Canadian
Tourism Commission (CTC) oper-

ates an office at Canada House in

Tralfalgar Square in London, to
promote tourism from the British
market. CTC’s goals in the UK.
market for 1999/2000 are to
challenge the perception that
Canada is only a once-in-a-lifetime
destination; focus resources on
segments offering the best growth
potential; encourage the regional
and seasonal spread of visits, with
a special emphasis on winter.

Trade departments in both

Canada-U K. Declaratmn_

: In ] 997 Canada and the. Unlfed ngdom signed a Joint Dec!orahon o
" ensure a more modern and dynamic partnership for the 21st century. This

- initiative~spawned a number of activities and agreements designed to
. broaden the range and depth of the ties between the two counfnes ina
: ‘-number of areas. Some have a dec:ded[y busmess angl o

whlch supports innovative and -
technology-based joint ventures
in product and process devel- -
opment between service and
manufacturing companies based
in Ireland, including Northern
Ireland, and those in the U S.

" or Canada.

Co-operation agreements

~ have been signed between

Canadian and British defence °
industry associations, as well
as between the two national
aerospace associations. These
have led to collaborative pro-
jects, and in one case, to a
joint research project. The High
Commission is assisting other
national industrial associations
to develop similar agreements
with their British counterpart
organizations. ‘

—May 17,1999
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Upcoming Promotional Events

An amay of missions, trade fairs and partnering events is planned for 1999 and 2000. The fol/owmg are just some of the
many available fo give exporters the opportunily to meet with potential partners and to showcase their products and services.
Exporters are advised fo confact the Canadian H;gh Commission in Llondon, England, to confirm dates and locations.

Vancouver, June 4; Calgary, June 7, 1999. Organized by
DFAIT and its Crossing the Pond partners, to help
Canadian high-tech SMEs develop successful strategies
in Europe. For more information — space is limited —
visit the Web site www.crossingthe pond.com/

Health Products Partnering Event — Ontario and

Quebec, June 1999. Incoming medical devices partnering

mission, to coincide with Intermed Show in Toronto.
Partnering Event at Interactive Learning Con-

ference — Edinburgh, August 30-31, 1999. To be -

organized by the High Commission.
Canadian Food Festivals — The High Commission
promotes a number of Canadian grocery retail and
food-service festivals around the U.K.

e Defence Systems & Equipment International

Trade Show — Chertsey (Surrey), September 14-
17, 1999. Canada Stand to be hosted by the High
Commission. Possible partnering session with U. K
Defence Manufacturers Association.

Interplas 1999 — Birmingham, Fall 1999.
Association-organized Canadian pavilion.
Aerospace Mission to meet U.K. Tier I/III
suppliers to Airbus — Filton, Fall 1999. A
follow-up to the Trade Team Canada mission to
Airbus partner, British Aerospace, in March 1998.

e Partnering Event at British Education & Training

Technology Exhibition — London, January 12-15,

¢ Knowledge Café Workshops — Toronto, June 1; 2000. To be organized by the High Commission, along

with British Educational Suppliers Association (BESA).

e Do-it-yourself (DIY) & Home Improvement
Show — London, January 2000. Canada Stand.
Pre-show market briefings, marketing and PR
campaign to be organized by the High Commission.

e Advanced Manufacturing Technology Partnering
Event — London (date tba) To cover either rapid
prototyping or industrial vision systems.

NEXOS Missions
New Exporters Overseas (NEXOS) educational
missions introduce between six and ten new ex-
porters to a sector within a specific overseas market.
The missions often involve one or two days of
presentations by sector experts, as well as attendance
at a national trade show and appointments with
potential partners in the sector. The following are five
upcoming NEXOS missions to the United Kingdom.
* Housing Manufacturers NEXOS — London,
September 15-17, 1999. Coincides with
National Selfbuild Show.

e Offshore Oil and Gas NEXQOS — Aberdeen o

Scotland, September 1999.

* Health Products NEXOS — London, September
1999. Coincides with Chemex trade show
(September 3-5, 1999).

* Environment NEXOS -— Birmingham,
October 1999. Mission for water and waste-

Centaeis

IN CANADA

Department of Foreign Affairs and International Trade
United Kingdom Desk, Northern Europe Division ( REN)
125 Sussex Drive, Ottawa, Ontario K1A 0G2

Tel.: (613) 995-9766, Fax: (613) 995-6319

IN THE UNITED KINGDOM

‘Canadian High Commission

Macdonald House
One Grosvenor Square, London WI1X 0AB United Kingdom

Commercial and Economic Division, fax: (011-44-171) 258-6384

Cultural Affairs Section, Tax: (011-44-171) 258-6434
Canadian Tourism Commission, fax: (011-44-171) 258-6322
Internet: http://www.dfait-maeci.gc.ca/london/menu.htm

water sector companies. Coincides with IWEX

show (October 19-21, 1999).

* Furniture Manufacturers NEXOS —
-Birmingham, January 25-28, 2000. Coincides
with Furniture Show.

"Canadian Trade

— Continued from page 1

Canadian investment in the U.K. has tripled over the
past 10 years to a stock of direct investment worth
~ $22.7 billion. Over 450 Canadian offices are established
in the UK. Although Britain is not yet among the EU
countries that are switching over to the new common
currency, the euro, more than half of Britain's exports
are to its European Union partners. British direct in-

vestment in Canada climbed to $17.7 billion in 1998. -
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