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Central America trade mission a success

ar Knutson, Minister of State (New and

Emerging Markets), visited Guatemala, El
Salvador, Costa Rica and Panama with the largest
Canadian business delegation ever led by a minister
to the region. Central America Circuit 2004
included 36 business participants from 25
companies in the agri-food and beverages,
construction and building products, and
environmental services and technologies sectors.

Circuit participants engaged in a six-day program
that featured one-on-one meetings and presentations
by officials and local partners. Networking events
were also organized to highlight Canada'’s interest
in strengthening frade and investment ties and open
new doors for Canadian exporters, particularly
small and medium-sized firms.

With a free trade agreement in place with Costa
Rica since November 2002, and one under nego-
tiation with Guatemala, El Salvador, Honduras,
and Nicaragua—the Canada-CA 4 Free Trade

Minister of State (New and Emerging Markets) Gar
Knutson, and Deputy Administrator of the Panama
Canal Dr. Ricaurte Vasquez, during a visit to the
Canal’s Miraflores Locks. The multi-billion dollar
expansion of the Canal will likely create opportunities
for Canadian companies.

Agreement—Central America Circuit 2004

helped set the foundations for stronger partner-

ships in the future.
continued on page 2 — Central America trade mission

Franchising in Africa:
Opportunities abound

new African Development Bank [AfDB) strategy

for private-sector growth in Africa is opening
up a range of opportunities for Canadian businesses
through franchising. The strategy was adopted as
a result of a study carried out by Mississauga,
Ontario-based management consulting firm
Northern Lights Franchise Consultants Corp.

Opportunities in Africa go well beyond the
traditional industries associated with franchising,

for Canadian business

like the retail and restaurant sectors, to ones such as
education, transportation, oil and gas, health care
and telecommunications. Any sector, in fact, in which
Canadians excel at the transfer of know-how. The
possibilities, in other words, are almost limitless.
The AfDB promotes the economic development
and social progress of African countries through,
among other initiatives, the development of the
private sector, 90% of which is made up of small
continued on page 5 — Franchising in Africa
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any young entrepreneurs are interested in
exporting from the moment they launch their
business. They see Canada as their base and
the world as their marketplace. While export-
ing can bring big rewards to your business, it also
carries very real credit risks. The number-one worry
— what if you don't get paid?

With more than 90% of its customers being small
and medium-sized enterprises, ExPORT DEVELOPMENT
Canapa (EDC) has helped countless brand-new and
smaller exporters grow globally. At EDC, our trade
finance and insurance
services can help you
cut the risks and
close your foreign
deals — whether your
goods or services

are going across the
border or to higher-
risk emerging
markets.

Cash Flow Management

W, H
Our small business Financing your Business

team at EDC can help
you find new ways to
reduce your risks and
get more working
capital when you are
exporting,” says Linda
Graupner, Director of
EDC's Emerging
Exporters Team. “You
can then focus your energy on developing and
selling more products and services to markets
outside Canada, and not on worrying about whether
your foreign buyer will pay.”

trial offer.

2. Check your level of export rea
diagnostic tool, EXPORT Able?

www.edc.ca/eservices.

For starters, here are our top five trade finance tips
for newer exporters...

1. "Get paid for your hard work”

You have insur-
ance to protect
your other valu-
able assets, so it
makes sense to
protect your
sales earnings
too. With EDC’s
accounts receiv-
able insurance,
you are covered
for 90% of the
loss if your buyer
doesn't pay. You
could also get more working capital from your bank,
which will often lend against EDC-insured contracts.

Get Export ABCs with E-Learning

If you are just considering exporting, there are
on-line tools to help you:

1. Take advantage of e-courses for small business, such as:
A Primer on International Trade
Introduction to Going Global

Log onto www.edc.ca/elearning for o 90-day free

Look for the EXPORT Able? questionnaire at

2. "Offer better terms to your buyer”

There isn't a buyer in the world who doesn‘t want
better repayment terms, but how often can you
afford to offer them? By using EDC’s insurance
services, you can offer your buyers what they
want — more time to pay.

3. “"Get more from your bank”

One of the biggest obstacles that smaller exporters
face is raising enough working capital to fund pre-
shipment costs on new export contracts. EDC, in
cooperation with
Canadian banks, has
developed a risk-
sharing guarantee that
covers most of a bank
loan for these pre-
shipment costs. EDC
also works with finan-
cial institutions to help
smaller exporters
access other working
capital solutions.

4. "Turn credit
to cash”

In addition to making
you more competitive,
EDC can help turn
your credit sale into a
cash sale. If you sell
capital goods and related services, EDC can also
offer direct loans to your international buyers. EDC
assumes the repayment risk — not you.

diness with EDC’s free

5. "Go on-line for immediate answers”

Two Web-based services make it quick and easy for
exporters to check out potential buyers and get
insurance for a particular sale. With EDC’s interna-
tional database of more than 70 million companies,
EXPORT Check allows customers to find out
whether a buyer is insurable for the amount of a
sale. EXPORT FProtect delivers immediate quotes for
EDC coverage, if the buyer is insurable. Visit
www.edc.ca/eservices.

EDC provides trade finance and risk management A
services to Canadian exporters and investors in up

to 200 markets. Founded in 1944, EDC is a Crown v

corporation that operates as a commercial financial
institution. To reach EDC, call 1-800-850-9626 or
visit www.edc.ca.

*EDC

Export Development Canada
Exportation et développement Canada

van Carmichael is 23 years

old. But don't let his youth

fool you. Carmichael is

already co-owner and Chief
Operating Officer of global
software solutions company
Redasoft, active in 30 countries;
founder of Toronto-based entre-
preneur consulting firm Evan
Carmichael & Associates; and
co-founder and coordinator of
YouTtHBiz (www.youthbiz.biz), an
on-line community that helps
young entrepreneurs connect
with other young entrepreneurs
around the world.

Created in February 2003,
YouthBiz is an initiative of
TakinGITGLOBAL (TIG)
(www.takingitglobal.org) — an
international on-line organization
that brings together young people

in 220 countries to collaborate on
projects addressing global prob-

lems and create positive changes.

The YouthBiz on-line community
now has 1,500 members around
the world, including 500 in
Canada."YouthBiz allows young
entrepreneurs to post a profile of
their business and to connect
with other young entrepreneurs
who have complementary busi-
nesses around the world, and
hopefully meet and develop part-
nerships and share best inter-
ests,” explains Carmichael.

Members can also post problems,
such as how to penetrate a
certain market, and others can
sudgest solutions.

In the Toronto area, TIG YouthBiz,
in conjunction with Evan
Carmichael & Associates, also
puts on free seminars on entre-
preneurship, on such topics as
accessing the Trade Commissioner
Service, word-of-mouth market-
ing, and profiles of successful
entrepreneurs. Business experts
are invited as guest lecturers

to share their knowledge

and experience.

| was delighted to discover the YouthBiz network. It has allowed

me to meet others with goals and motivations similar to mine

and made me feel I'm not alone on my business journey.

NeaL DeFLoRrIO, MANAGING PARTNER, GLOBAL TRENDS,

AND YouTHBiz's 1,000TH MEMBER

——

nother enterprising Greater
Toronto entrepreneur is
35-year-old Sanjiv Khullar,
founder and president of
Future LEADERS OF GREATER TORONTO
(www.futureleaders.ca). With
almost 10 years of international
trade, financial, and information
technoloay (IT) experience, Khullar
for the past five years has been a
business development consultant
in IT consulting firm Centralix
Solutions. In July 2003, he
founded Future Leaders of Greater
Toronto, a growing organization of
young professionals that is dedicat-
ed to the development of the next
deneration of business, govern-
ment and community leaders.

Future Leaders' multifaceted
projects include providing young
entrepreneurs with the tools and
resources to start and expand
their businesses. “We're working
with various youth and young
professional service organizations
to help connect their services with
entrepreneurs looking to build
their business,” explains Khullar.

Recent Future Leader events
have included keynote speakers
such as the Honourable Perrin
Beatty, President and CEO,
Canadian Manufacturers &
Exporters, addressing Canada’s
role in the international market-
place. The organization has

dgained potential affiliation status
with Junior Chamber International
(Jdi), a worldwide federation of
young leaders and entrepre-
neurs. Says Khullar: “Via the JCI,
we intend to be the link for
young professionals to a world-
wide business network.”

CAREER CIRCUIT

Are you looking for resources to help you grow your business on an
international scale? You can find many tools on Career Circum, an innovative
initiative developed to support over 6,000 youth service agencies and their
clients. Visit Career Circuit ot wwwithecircuit.org to find background

information on just about any aspect of career building, including topics such
as entrepreneurship, government training programs, financing options, and
international trade. For specific resources, click on the VRC button and enter a
keyword of interest to you. A complementary section called VECTOR (Video
Exploration of Careers, Transitions, Opportunities and Redlities) offers video
profiles of more than 150 occupations, including entrepreneurs running their
own businesses. Career Circuit is a collaborative project of the Canadian
Career Development Foundation (CCDF) and the CANADIAN FOUNDATION
For Economic Epucamion (CFEE), an organization that works fo promote
and assist the enhanced economic capability of Canadians. Check out other
CFEE resources that assist entrepreneurs in understanding the world of
economics and international trade ot www.cfee.org.
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Where to find information and
other programs and services on-line...

ritish Columbia-based companies
looking for information to start
up a business or expand their
business into international
markets have a valuable single-
window source of information in
the CAMADA/BRITISH COLUMBIA
BusiNESS SERVICES SOCIETY
(www.smallbusinessbc.ca). The
Society provides access to gov-
ernment programs, services, mfor—
mation and data. New and
potential exporters can meet
a member of the Society’s E
Team to receive coachlng
exporting their goods or semn
The Business Library includs
hundreds of “how to” publications,
country and market information,
and government procurement
opportunities. Societies providing
similar business services are
found across Canada.

Are you between the ages of
20 and 30, with a post-secondary
degree or dlplomc7 Are you looking
to develop the skills needed for
competing in the global economy?
DFAIT’s YOUNG PROFESSIONALS
INTERNATIONAL (YPI) program
(www.dfait-maeci.gc.ca/ypi-jpi
can prowde you with your tirst pai
career-related international work
experience. In pcrtnershlp with
Canadian universities, colleges,
associations and other private-sector
organizations, YPI creates about
400 international opportunities a
Keor placing inferns with overseas
ost organizations that provide
mentoring and supervision.
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DVANCING CANADIAN ,
ENTREPRENEURSHIP INC. (ACE)
(www.acecanada.ca) is a national
ordanization that seeks to strength-
en entrepreneurshlp in .Canada by

development of si
and entrepreneurs
research, educati
networking, and ¢

gain entmﬁreneunal expe-

‘ready themselves for the
ss world. Mentored by a
of advisors, ACE student
pply their classroom learn-
, to:developlng business ven-
tures, educational outreach
initiatives, and student business
owner support projects. Their
accomplishments are recognized
at a national competition.

mation. The
Entreprene
advances |
Student |

nnovation is crucial to any

nation’s economic success
in the global market. YouNG
INVENTORS INTERNATIONAL (YII)
(www. voungmventorsmﬁemti l.com)

Inventors Web site provndes ac
to an on-rne cmnmunlcatlon

Participating on the University of Toronto Ace Team provided me
with the practical skills | needed to start a business, as well as
contact with some of Canada’s leading entrepreneurs.

SanJiv KHULLAR, PRESIDENT, FUTURE LEADERS OF GREATER TORONTO

INTERNATIO®

Franchising in Africa _ ...

and medium-sized enterprises (SMEs).
The AfDB is therefore particularly inter-
ested in initiatives that can contribute
to the long-term growth and viability
of SMEs. International experience has
shown that franchising—largely an
SME undertaking—contributes to
poverty reduction and wealth creation
by stimulating entrepreneurship and
transferring technical expertise through
franchise licence agreements. The AfDB,
therefore, commissioned a study to
review the franchising industry in Africa
and to propose a strategy for increa-
sing private-sector development
through franchising.

Championed by Roger Couture,
Canada’s former Executive Director
at the AfDB, and funded in large
part by the Canadian International
Development Agency (CIDA), the
ground-breaking AfDB study was
carried out by Northern Lights. “This
being our first project in Africa, we
relied heavily on the advice and
direction of what we affectionately
came to refer to as Team Canada,”
says J. Perry Maisonneuve, Principal
of Northern Lights and Team Leader

of the Project. “Jean-Francois
Desgroseilliers, DFAIT's Liaison Officer
to the AfDB, Jean-Charles Joly of
DFAIT’s International Trade Centre in
Toronto, and Kent Peters of Export
Development Canada, were
invaluable to us every step of the
way,” adds Maisonneuve.

Franchising: an interactive
partnership
Conducting primary research, the
study authors found that franchising
is a good way to promote SME
development by linking mature and
young businesses and by connecting
international and African enterprises.
The formal transfer of knowledge
that takes place through a direct,
long-term franchising business
relationship makes franchising ideally
suited for Canadians, who excel at
developing and sharing expertise and
know-how. Moreover, the risks are not
as severe as generally believed. Studies
have shown that in Africa the success
rate for franchises is exceptionally
high compared with that of SMEs in
general. Following North American

Franchising in Africa: Cape Town, Souih Africa is a good place fo start,

trends, 80% of SMEs in Africa fail
within two years, while the failure rate
for franchised businesses has been
estimated at between 3% and 14%.

South Africa: gateway to Africa
South Africa is where the study recom-
mends investors begin. The country
has the strongest franchise sector on
the continent, with approximately 478
franchise systems that are supported
by an active and progressive trade
association, the Franchise Association
of Southern Africa.

Maisonneuve describes South Africa
as “very Canadian” in its nature, legal
approach and accounting systems.
“South Africans welcome Canadians
and want to do business with them,”
he says. “Since the passing of the
Apartheid regime, the country is eager
to catch up with the rest of the world.
Canadians can get comfortable in that
market, learn the way business is done
there, and team up with South Africans
to expand into other African countries.”

Seek out Northern Lights

Where should a company interested
in pursuing these opportunities start?
Northern Lights itself is a good place.
Established in 1998 with five fulltime
employees and a roster of consultants,
the company specializes in helping
both aspiring and existing franchisers
to develop and launch a franchise
system or distribution strategy. As
Maisonneuve says: “We're Canadians,
we're working with the AfDB, and we
know franchising.”

For more information, contact
J. Perry Maisonneuve, Principal of
Northern Lights, tel.: (?05) 812-1219,
toll free: 1 877 967-8449, e-mail:
jpmaisonneuve@franchiseservices.ca,
Web site: www.franchiseservices.ca,
or Ines Sagrario, AfDB franchise consul-
tant, e-mail: sagraric-ines@afdb.org.

(For the unabridged version of this
article, go to www.dfait-maeci.gc.ca/
canadexport under “International
Financial Institutions.”) e







ADVANCED MANUFACTURING TECHNOLOGIES

JAKARTA, INDONESIA — September 8-11, 2004 —
Manufacturing Indonesia is an international
machinery, equipment, materials and services exhibition.
For more information, contact the Canadian Embassy
in Jakarta, tel.: (011-62-21) 525-0709, fax: (011-62-21)
571-2251, e-mail: jkrtatd@dfaitmaeci.gc.ca, Web site:
www.dfait-maeci.gc.ca/jakarta.

AGRICULTURE & AGRI-FOOD

BANGKOK, THAILAND — September 15-17, 2004 — Food
Ingredients Asia 2004 has become the number one trade
show in the food ingredients market in Southeast Asia. For
more information, contact the Canadian Embassy in
Bangkok, fel.: (011-66-2) 636-0540, fax: (011-66-2)
636-0568, e-mail: bngkk-td@dfaitmaeci.gc.ca, Web site:
www.dfait-maeci.gc.ca/bangkok.

SAao PauLo, BraziL — August 31 - September 2, 2004 —
Food Ingredients South America is Brazil's international
trade fair for food industry technology and solutions. For
more information, contact Marcio Francesquine, Business
Development Officer, Canadian Consulate in Rio de Janeiro,
tel.: (011-55-21) 543-3004, fax: (011-55-21) 275-2195,
e-mail: rio@dfaitmaeci.gc.ca, Web sites: www.canada.org.br
or www.fisa.com.br.

BUILDING PRODUCTS

BEING, CHINA — September 27-30, 2004 — The China
International Floor Coverings and Carpet Fair attracts
distributors, importers, retailers, designers and architects from
China and Asia. For more information, contact the
Canadian Embassy in Beijing, tel.: (011-86-10) 6532-3536,
fax: (011-86-10) 6532-4072, e-mail: bejing-td@dfait-maeci.
gc.ca, Web site: http://floor.ciec-exhibition.com.cn.

HeLsiNki, FINLAND — September 29 - October 3, 2004 —
FinnBuild 2004 is an international building and building
services fair. For more information, contact the Canadian
Embassy in Finland, tel.: (011-358-9) 22-85-30, fax: (011-
358-9) 60-10-60, e-mail: hsnkitd@dfait-maeci.gc.ca, Web

sites: www.canada.fi or www.finnexpo.fi.

ENVIRONMENTAL INDUSTRIES

SYDNEY, AUSTRALIA — September 5-2, 2004 — The 2004
World Energy Congress will focus on energy industry sus-
tainability, opportunities and challenges. For more infor-
mation, contact Robert Gow, Commercial Officer, Canadian
High Commission in Sydney, e-mail: robert.gow@dfait-maeci.
gc.ca, Web site: www.tourhosts.com.au/energy2004.

HEALTH INDUSTRIES

Care TOWN, SOUTH AFRICA — September 5-8, 2004 —
The International Traffic Medicine Congress focuses
on health and medical services, transport and storage. For
more information, contact the Canadian High
Commission in Johannesburg, tel.: (011-27-11) 442-3130,
fax: (011-27-11) 442-3325, e-mail: jobrg@dfait-maeci.

gc.ca, Web site: www.canada.co.za.

IcT

MunicH, GERMANY — October 18-22, 2004 — Systems
2004 is the leading business-to-business trade fair for IT,
media and communications. For more information,
contact Brian Young, Vice-Consul, Canadian Consulate in
Munich, tel.: (011-49-89) 21-99-57.0, fax: (011-49-89)
21-99-57-57, e-mail: brian.young@dfait-maeci.gc.ca, Web

site: www.systems-world.de.

MULTI-SECTOR

Dusal, U.A.E. — September 14-16, 2004 — Private
Label Middle East brings together a regional audience of
buyers and decision makers who are looking for
manufacturers and suppliers that can help in creating their
own label and private branded products. For more infor
mation, contact Venky Rao (organizer's representative),
tel.: (905) 896-7815, e-mail: venkyrao@rogers.com,

Web site: www.channelsexhibitions.com.

SERVICE INDUSTRIES

HyperABAD, INDIA — October 14-17, 2004 — GETEX,
the Global Education and Training Exhibition, is the only
international exhibition for student recruitment, training and
manpower development in South India. For more infor
mation, contact Venky Rao (organizer's representative),
tel.: (905) 896-7815, e-mail: venkyrao@rogers.com. %

Enquiries Service

International Trade Canada’s and Foreign Affairs Canada’s Enquiries Service
provides counselling, publications and referral services to Canadian exporters.

Trade-related information can be obtained by calling 1-800-267-8376 (Ottawa region: (613) 944-4000) or by fax at

(613) 996-9709; or Web site: www.dfait-maeci.gc.ca.

Return undeliverable
Canadian addresses to:
CanadExport (BCS)
DFAIT

125 Sussex Drive
Ottawa, ON K1A 0G2

Publications Mail Agreement
Number 40064047



