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- OPEN UP TO NORTH AFRICA >

Turkey’s agri-food market a horn of plenty

Over the past few years, Turkey has transformed itself into With Turkey now in negotiations to join
a dynamic, modern economy. Reforms that began in the 1g70s, the European Union, the outlook for the
and reinvigorated after 1999, have propelled Turkey's economy future is even brighter. With GDP rising
from a rural to a modern, industrial one. It now ranks as the faster than the rate of population growth,
21st-largest economy in the world, with a gross domestic product GDP per capita is expected to reach $6,300
(GDP) of approximately $345 billion. by 2009, a level that permits consumers to
exercise more choice and increase spending
on foods of higher value and quality.

Demographic trends contribute to a positive
outlook as well. Turkey has a population of
some 73 million, with an annual growth rate
of 1.48%. Half of its population is under
25 and 18% of the country’s total population
is between the ages of 15 and 24. The urban
population, which was estimated at 34.4 million
in 1990, is expected to reach 57.9 million in
2005, making up 79.5% of the total population.

Growing agri-food market
Turkey has a large agri-food market; in
2004, imports were valued at $5.4 billion
and exports at $3.9 billion. The country
see page 3 - Turkey's agri-food market

Arizona hot for Canadian business

During his recent visit to Arizona, Canada’s National Science capabilities and to build on the six-year
Advisor Dr. Arthur Carty, declared Canada ready to do business ~relationship in optics and photonics research

in the ‘Grand Canyon State.” The purpose of his first trip to between the University of Arizona and

Tucson was to explore opportunities for research collaboration Ottawa’s Carleton University.

and innovation commercialization between Canada’s research The University of Arizona is a world leader

centres and the University of Arizona, the leading research in optics, astronomy, lunar and planetary

institution in the State. research and is one of the nation's leading
The visit was also an ideal occasion to promote Canada as a  centres of research in biomedical science

leading knowledge-creating society focussing on its research see page 5 - Arizona hot for Canadian business
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Mr. Zachary Gillman
President

Interstar

Sherbrooke, Quebec
M. Zachary Gillman
Président

Interstar

Sherbrooke (Québec)

www.interstar.ca

Mr. Jim Morrow
Artistic Director
Mermaid Theatre

of Nova Scotia
Windsor, Nova Scotia

M. Jim Morrow
Directeur artistique

Mermaid Theatre
of Nova Scotia
Windsor (Nouvelle-Ecosse)

www.mermaidtheatre.ns.ca
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Research & Development Award

INTERSTAR - SOLID PERFORMANCE
IN THE CONCRETE INDUSTRY

To honour the company’s commitment to identifying the needs of its Canadian
and international clients—and for its investment in research, development and staff
training—Interstar has been awarded the 2005 Research & Development Award.

The company, which produces high-quality pigments, admixtures and fibres for the
concrete industry, offers its innovative solutions to companies throughout the
world. Export markets account for a significant percentage of Interstar’s total

sales, a result of a focused strategy to ensure strong and healthy long-term growth.

Prix d'excellence a I'exportation -
Recherche et développement

INTERSTAR - DES RESULTATS REMARQUABLES DANS L'INDUSTRIE DU BETON

En reconnaissance de la volonté de I'entreprise de cerner les besoins de ses clients canadiens et
étrangers et de son investissement dans la recherche-développement et dans la formation de son
personnel, Interstar a obtenu le Prix d'excellence a I'exportation 2005 dans la catégorie Recherche et
développement.

Ce fabricant de pigments, d'adjuvants et de fibres de haute qualité pour I'industrie du béton, offre
ses solutions novatrices dans le monde entier. Les marchés d’exportation représentent un pourcentage
important de toutes les ventes d'Interstar. Ces résultats ont été rendus possibles par une stratégie ciblée
visant a assurer une solide et saine croissance a long terme.

Cultural Industries Award

MERMAID THEATRE OF NOVA SCOTIA - EARNING APPLAUSE AROUND
THE GLOBE

The Mermaid Theatre of Nova Scotia is one of North America's most respected family audience
theatres. Last year, more than 200,000 children and parents around the world saw Mermaid Theatre
productions such as Eric Carle's The Very Hungry Caterpillar and Sam McBratney's Guess How Much
| Love You.

The Theatre devotes a great deal of behind-the-scenes effort to international marketing—a strategy
that has produced great results in the past 10 years. The 2006/2007 schedule calls for 34 shows in Japan,
a return to Singapore and the United Kingdom, as well as a coast-to-coast tour of North America.

Prix d'excellence a I'exportation — Industries culturelles

MERMAID THEATRE OF NOVA SCOTIA - SEDUIRE DES AUDITOIRES
DU MONDE ENTIER

Le Mermaid Theatre of Nova Scotia est I'un des théatres pour enfants les plus respectés en Amérique
du Nord. L'an dernier, plus de 200 000 enfants et parents du monde entier ont vu des productions de ce
théatre comme The Very Hungry Caterpillar d'Eric Carle et Guess How Much | Love You de Sam McBratney.

Le Théatre déploie des efforts considérables pour commercialiser son produit a |'étranger, et ce travail

en coulisse a donné d'excellents résultats depuis dix ans. La saison 2006-2007 prévoit 34 spectacles au
Japon, de nouvelles tournées & Singapour et au Royaume-Uni, ainsi qu‘une tournée d'un océan a |'autre
en Amérique du Nord.

Mr. Grant McKinnon
Partner

Pacific Homes,

Division of Pacific Group
Cobble Hill, British Columbia

M. Grant McKinnon
Partenaire

Pacific Homes,

Division of Pacific Group
Cobble Hill (Colombie-
Britannique)

www.pacific-homes.com

Supplement / Supplément

Export Market Challenge Award

PACIFIC HOMES - BUILDING MARKETS WORLDWIDE

Pacific Homes' great success—both domestically and internationally—is

based on its SmartWall product: wood-frame prefabricated wall panels that
insulate better than traditional wood-frame construction. This innovative
product has helped the company triple sales and quadruple exports
over the last three years in markets including the United States, South
Korea, Iceland, Japan and Chile.

A number of successful export strategies are contributing
to this growth, including exhibits, trade shows, model
homes and projects such as the “Street of Dreams” in
Sacramento, California—a tour of several luxury homes pacific
on a single street. Exports currently make up almost S
90% of the company’s business.

Prix d’'excellence a
I'exportation — Marché difficile

PACIFIC HOMES - BATIR DES MARCHES DANS LE MONDE ENTIER

La grande réussite nationale et internationale de Pacific Homes repose sur son produit
SmartWall, des panneaux muraux préfabriqués a ossature de bois, qui isolent mieux que la
construction classique & ossature de bois. Ce produit innovateur a permis a I'entreprise de tripler
ses ventes et de quadrupler ses exportations depuis trois ans sur des marchés qui comprennent
les Etats-Unis, la Corée du Sud, I'lslande, le Japon et le Chili.

Quelques stratégies & I'exportation fructueuses contribuent & cette croissance, notamment des
expositions, des foires commerciales des maisons modéles et des projets comme « Street of
Dreams », une série de plusieurs maisons de luxe regroupées dans une seule rue, a Sacramento,
en Californie. Les exportations représentent actuellement prés de 90 p. 100 du chiffre d'affaires
de I'entreprise.
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A deft strategy breaks IMS into Morocco

Sometimes export channels seem impassable,
but with a little perseverance obstacles can be
overcome. This is how Quebec-based IMS Experts-
Conseils got its foothold on the Moroccan market.

Founded in 1991, IMS is one of the largest engin-
eering consulting firms in Quebec. It provides
personalized and specialized engineering services
in a number of sectors, including energy, municipal
engineering, the building industry, industrial
installations and environmental technologies.
Through its new subsidiary, which is responsible
for increasing its activities abroad, it has managed
to establish a presence in several countries, most
recently in Morocco.

Success, one step at a time

It all began four years ago with an environment
sector trade mission to Morocco. Advertised by
Canada's Trade Commissioner Service, the mission
enabled IMS representatives to sound out the
Moroccan market and build relationships. Attracted
by the prospect of lucrative business opportunities,
IMS then increased the number of missions to

Morocco and landed a major contract to repair railway
tracks and modernize a water treatment plant.

A profitable undertaking

This contract was only the first step. It led IMS to other
major contracts in Morocco and led the company to open
a permanent office in Rabat, the capital, four years later,
leading to a potential two million dollars per year in
sales. As well, IMS has just concluded a joint-venture
agreement with a Moroccan engineering company.

Now that it is well established in the Moroccan market,
IMS will benefit from the country’s ongoing reforms.
The Moroccan government currently strives to foster
international trade by complying with international
standards and simplifying its business practices. It also
signed a free trade agreement with the United States
and an association agreement with the European Union.

When it came to exporting its services, IMS was
skilled and confident in its approach, relying on gradual
positioning in the target market, establishing a local
presence and forming strategic alliances.

For more information, go to www.infoexport.gc.ca/ma

or www.ims-experts.com.

Canadian pavilion a hit at French security expo

The 14th edition of Milipol, the Worldwide Exhibition

of Internal State Security, was held in Paris last
November and a Canadian pavilion promoted home-
grown capabilities in this sector. This benchmark
exhibition attracted some 4o official international

delegations and over 20,000 trade visitors, including

6,000 from other countries.

The pavilion, coordinated by the Canadian Embassy
in Paris, featured six Canadian companies that
introduced the latest technologies in the civil security
and law enforcement sectors: training ammunition;
personal protective equipment; nuclear, biological
and chemical equipment; surveillance; and high-
security detection systems. Through networking
activities, Canadian companies were able to meet and
do business with French decision-makers in the
internal security sector.

Leading-edge technology has become central to state
security. Growth in this market has made it possible
for numerous companies to position themselves in
innovative areas such as air surveillance, listening
devices and biometric authentication devices. In this
regard, close to 750 exhibitors at Milipol, of which
55% were foreign companies from some 30 countries,
introduced specialized equipment in the areas of attack
prevention, biometrics, demining, airport security
and protection of sensitive sites.

The next Milipol exhibition will be held in Paris
from November 27 to 30, 2007.

For more information, contact Guy Ladequis,
Canadian Embassy in Paris, email: france-td@

international.gc.ca, website: www.milipol.com.

CABC mission to North Africa around the corner

Algeria, Morocco and Libya, April 18-30, 2006 > The Canada-Arab Business Council (CABC) is planning a business mission to
Algeria, Morocco and Libya to help Canadian firms already active in the region make new contacts and reinforce existing

relationships, as well as to introduce new companies to these rapidly expanding markets. FACTS & FIGURES
The CABC has an extensive network of contacts in each country and participants can expect high-level access to

government and private sector clients. Opportunities for Canadian firms cover sectors like energy and mining,

What is a “global value chain”?

The term “global value chain” refers to the worldwide Growth in Global Value Chains

engineering and project management, education and training, communications and IT as well as agri-business. dispersion of production. Falling transportation costs,
For more information, contact the CABC, tel.: (416) 362-0050 or (416) 362-0040, email: info@canada-arabbusiness.org. lower barriers to trade and investment, and improvements in

The registration deadline is March 19, 2006. information and communications technology have made it Exponty

easier for firms to locate parts of their businesses across
the world. Different functions can be shifted to where it is

most efficient for each: design in North America or Europe, Sales of FA

FDI Outward Stock
Libya open for business with multi-sector fair ;

Tripoli, Libya, April 2-12, 2006 > Join the Canadian  For companies and institutions already operating in
pavilion at the Tripoli International Fair, a major
multi-sector exhibition. With Libya’s reintegration  For those looking to get established there, this fair is the

FA: Foreign Affiliates

manufacturing in China, but after-sales service in India, -~~~z Growth in nominal GDP
Gross Product

for example. And global value chains are increasing in of FA
importance: global GDP grew 246% from 1982 to 2004, but

Libya, this is an opportunity to strengthen and expand.

. X i . | Exports of FA
into the global economy, this event has become more major event of the year. It's a great chance to promote exports grew 413%, and the gross product of foreign affiliates .
popular than ever. Canadian products and services, meet potential clients and increased from 5.5% to 9.8% of global GDP. As these trends L?:g’:sl:;seg

The 2005 fair was sold out. In fact, more than agents and to build relationships that are fundamental continue and accelerate, the importance of global value o ; p i g e s

to doing business in Libya. Growth Relative to GDP (1982-2004)

For more information, contact Hesham Ganem, Canadian

20,000 people visited the fair each day. chains will rise.

The Canadian pavilion will allow Canadian Data: UNCTAD WIR 2005 and IMF DOTS.

exporters to showcase their goods and services to an ~ Embassy in Libya, email: hesham.ganem@international.gc.ca,

Provided by the Trade and Economic Analysis Division

(www.international.gc.ca/eet).

expanding and increasingly affluent Libyan market. ~ website: www.tripolifair.org/English/main.htm.
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