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Is China worth the risk for SMEs?

Canadian small businesses can succeed in China but they
shouldn’t be seduced into believing there aren’t any risks, says a
Canadian trade specialist.

Erin Wilkinson, exporting co-ordinator at Alberta’s
Business Link, says there is a lot of hype these days about
outsourcing opportunities in China but often the risks can be
greater than in other developing markets such as Mexico.

“When you get something cheap, there is often a reason for
it,” she cautioned participants at the FITT national conference
in Vancouver.

Wilkinson cited the recall of pet food in Canada and the
United States after the discovery of contaminated ingredients.
The source of the contamination came from China where, she
says, there are often different standards of manufacturing and
quality control.

Small businesses therefore need to go into China with their
eyes open and be well briefed. They need a good business plan
and articulate that plan to potential partners. They must also
assess doing business with China to ensure their cost savings
will outweigh the risks.

“Entrepreneurs are very successful about their products and
services but they are often not very good at communications
and planning,” she says.

When outsourcing to China, SMEs need to communicate
their special requirements and standards, and ensure adequate
methods of quality control locally. But it doesn’t stop there:
they also need to consider protection of their ideas and patents.

“Anytime you go abroad, you risk your intellectual
property by outsourcing a product,” Wilkinson says. “It’s an
issue we always have to be aware of in doing business anywhere
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Be prepared before you leap into China, says one frade expert.

Wilkinson says some companies protect their
intellectual property by outsourcing different processes
to different companies to ensure that no one person
outside their organisation is exposed to the whole process.
Of course, doing this can also increase costs and
logistical problems.

Despite the risks, there are lots of ways to ensure success
in China, says Wilkinson. And help is always available from
trade officials with the Government of Canada and
provincial governments.

For more information, go to www.exportlink.ca or

www.infoexport.gc.ca. 4
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Deal gone bad? Resolve it
with arbitration

For a growing number of international companies, arbitration
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is the preferred way to resolve disputes.

Those working in business know that things don’t always turn
out as planned. If a business operates internationally, even more
problems can arise. In addition to the uncertainties of foreign
markets, things can go awry over miscommunication, ill will or
plain bad luck. This can lead to undelivered goods, misappropriated
technology or cancelled contracts.

“Often international transactions involve complicated
contracts that engage many parties, including foreign
governments or multiple companies,” said John Lorn
McDougall, a partner with Fraser Milner Casgrain LLP in
Ottawa and chair of the Canadian Chamber of Commerce’s
Arbitration Commirtee. “There are a number of problems that
can arise, such as claims for breach of contract or for illegal or
wrongful conduct.”

So what can be done to protect a business?

For more and more companies, the answer is international
commercial arbitration and other forms of alternative dispute
resolution. As foreign investment and international trade have
grown, so too has demand for alternatives to litigation.

These days, international commercial arbitration is

experiencing a boom. The Financial Times of London recently

Experts say when the going gets fough in business, resist litigation and
embrace arbitration.

reported that three out of four corporate legal counsels at
multinational companies would prefer to settle cross-border
commercial disputes by arbitration.

It’s no wonder then that the International Chamber of
Commerce (ICC), whose International Court of Arbitration is
among the oldest and largest arbitration forums in the world,
has logged more than 500 new cases a year in the last few years.
Companies around the world routinely include ICC arbitration
clauses in their contracts.

Arbitration - see page 11
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A Canadian
entrepreneur’s winning
mantra for success

Ask Tanya Shaw Weeks what it takes to
succeed in the global marketplace and
she will tell you to ask as many questions
as you can all the time.

“Don’t be shy. There’s a lot of
information out there to tap into that is
very helpful,” she says.

As President and CEO of Unique
Patterns Design Ltd., Weeks should
know. After about 10 years of exporting,
93% of her company’s sales are made in
foreign markets.

She established Unique Patterns in
Dartmouth, Nova Scotia, in 1994. The
company uses proprietary software
developed by Tanya and engineers at
Dalhousie University’s ID Laboratory to
provide custom-made clothing patterns
to over 12,000 home-sewing customers.

It is the only company in North
America offering this type of service.
Unique Patterns currently exports to the
United States, Singapore, Japan, Austria
and England.

Across Canada, women entrepreneurs
like Weeks are taking their products and
services to the world. And like her, they are
asking questions and seeking information
to enhance their export success.

It is estimated that between
10,000 and 40,000 businesses in
Canada owned by women or jointly-
owned with women are exporting and
this accounts for close to 40% of their
total sales. Seventy-four percent of
these exporters are making sales in the
United States, while 60% have
exported to Asia and slightly fewer
have made sales in Europe.

One Canadien entrepreneur says that to succeed in the global marketplace, you have to ask a lot

of questions.

These statistics are all the more
impressive considering that more than
half of women exporters indicate that
they encounter export challenges specific
to their gender. These include cultural
differences and not being taken seriously
as business owners.

Canadian businesswomen also
encounter other challenges, including a
lack of support networks, cash flow
problems, obtaining information on
foreign markets and dealing with foreign
laws and regulations.

Weeks sought help from diverse
government services to overcome some
of these obstacles.

Like many entrepreneurs, she
tapped into the knowledge and
assistance Industry Canada and the
Canadian Trade Commissioner Service.
She consulted with trade commissioners

throughout the United States to identify
opportunities and potential customers.

In response, both to the growing
number of women exporters in Canada and
the special concerns women have regarding
business in foreign markets, Foreign Affairs
and International Trade Canada developed
a businesswomen in trade website at
www.international.gc.ca/businesswomen.

The site includes essential tools to
make exporting simpler and to
provide information on potential
markets, trade leads and assistance
programs. Women interested in trade
missions, conferences and export
workshops will find the calendar of
events beneficial.

For more information, go to
www.international.gc.ca/
businesswomen, www.exportsource.ca

and www.infoexport.gc.ca. 4
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The mighty Baltics: Hear them roar

For years now, the economies of Latvia, Lithuania and Estonia
have been firing on all cylinders.

Since accession to the European Union in 2004, these
countries have posted the highest growth rates of any member
country. So it comes as no surprise that American, European,
Nordic and Asian companies have set up shop there to sell, invest
and use these three countries as launching pads to the more than
640 million consumers in Russia and the EU.

But how are Canadian entrepreneurs doing in a region
showing such promise?

Claire Poulin, Canada’s Ambassador to Latvia, Lithuania and
Estonia, concedes there is a lot of work to be done bur adds that
there is no better time than now for Canadians to bring their
business to the region.

“For Canadian companies, some of the biggest opportunities
in all these countries can be found in construction and building
products (including green building products), the agri-food sector,
information and communications technologies, and energy and
environment,” says Poulin.

Canada’s top official in the Baltics says that the infusion of

massive amounts of EU money, or so-called ‘structural funds’, is

fuelling a boom in residential and commercial construction, not

to mention all kinds of
infrastructure including rail,
roads, information technology
and the energy sector.

“Income and corporate tax
rates are low, and EU and NATO
accession has given these nations a
boost of confidence. There are too
many opportunities to ignore.
After all, Canada is well perceived

in the Baltics. We are seen as
technologically advanced, and we
are seen to offer quality ar a great price. But not enough people here
are getting the message. We risk losing out simply because we have
not given this market enough emphasis.”

In addition to being more proactive, Poulin advises
Canadian entrepreneurs to contact the Canadian Trade
Commissioner Service.

“We are here to help Canadian entrepreneurs. Let us give you
the market intelligence you need on your sector and let us put you
in touch with the right people. Our support can go a long way.”

For more information, contact Irena Cirpuse, email:
irena.cirpuse@international.gc.ca, Canadian Embassy in Riga,

and go to www.infoexport.gc.ca. 4

Doing business abroad?

your business.

Barbara Giacomin,

Trade Commissioner
San Francisco, United States

It pays to have the
right connections.

Canadians doing business abroad need reliable contacts with
in-depth knowledge and local know-how. Finding the right people
can be challenging. Finding the wrong ones can be costly.

We are the Canadian Trade Commissioner Service-Canada’s
most comprehensive network of international business
professionals. With over 23,000 business contacts around the
world, we can help you get connected and on your way.

So put our seasoned team of international trade experts to work
for you today. And see what the right connections can do for

www.infoexport.gc.ca
1-866-923-9611
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Mexican ICT fair re-boots this winter

Mexico City, February 26-29, 2008 > The Canadian
Embassy in Mexico City is organizing a Canada pavilion at
Expo Comm, Mexico’s largest and longest running
exhibition and conference of telecommunications, wireless,
networking and Internet technologies.

Experts say some 150 Canadian companies are already
active in the Mexican ICT market. According to Canada’s Trade
Commissioner Service, the biggest opportunities are in software
solutions and IT services, telecom (mobile applications),
electronic components and service, IT security, multimedia and
e-learning.

By attending Expo Comm, Canadian companies can
build on their strong presence in the Mexican ICT marker,
which is growing at a rate of more than three times the
country’s gross domestic product. In 20006, this sector grew by
some 14%, imports were up 24% and software purchases
increased by 13%.

Last year's event attracted 289 exhibitors and five

international pavilions, including Canada’s, which received the

Canada-U.S. economic integration
continues, but at a slower pace

The perception that Canada and the U.S. have become more
economically integrated following the implementation of the
North American Free Trade Agreement is broadly supported
by a range of statistics. But the high-tech collapse of 2000
and the security changes which followed 9/11 led to a
perceived thickening of the border and uncertainty about
future integration. An index created by Foreign Affairs and
International Trade Canada’s Office of the Chief Economist
shows that the pace of integration did slow after 2001, but
has begun to pick up again in recent years. Economic
integration allows firms to acquire inputs and serve markets
from wherever it is most efficient to do so. Moreover,
evidence suggests that economic integration allows firms in
both countries to better contend with international

competition.

Provided by the Office of the Chief Economist, Foreign Affairs and

International Trade Canada (www.international.gc.ca/eet). 4

award for the best international pavilion. Complementary

services, including company matchmaking, will be organized by

Canadian officials in Mexico for those who register before
December 20, 2007.

For more information, contact Emily Lukas, Foreign Affairs
and International Trade Canada, tel.;: (613) 944-2780, email:
emilylukas@international.gc.ca. 4
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Where the ocean market meets

Abu Dhabi, January 21-23, 2008 > The Middle East Ocean
Science and Technology Expo will feature the most current
technology available to the growing industry of ocean
technology and marine science.

Every segment of this dynamic market continues to require
new technologies, whether in underwater defence, offshore oil
and gas, environmental surveying and monitoring, pollution
control, shipping, or ocean mapping and engineering.

Attending buyers and specifiers, including engineers,
scientists, government, military and industry professionals, will
be able to use the expo as a place to source products and
services and build relationships with hundreds of

global suppliers.

The Middle East ocean market holds exciting opportunity for both the
region’s own buyers and suppliers as well as the international community.

For more information, contact David Jayaraj, Organiser’s
Agent, Middle East Ocean Science and Technology Expo,
tel.: (416) 802-9452, email: davidjayaraj@rogers.com. 4

Arbitration - continued from page 3

Arbitration has many advantages over litigation, say
experts. It is often faster and more cost-effective, and it
affords flexible procedures in a less public forum. In addition,
McDougall says, “in many jurisdictions, home-field advantage
can be decisive, making international arbitration preferable to
litigating disputes in your adversary’s home courts.”

Arbitration under the auspices of the ICC is subject to
several international treaties, under which countries agree to
recognize and enforce agreements and awards. The main treaty,
the New York Convention, counts over 130 countries as
parties. As a result, arbitral awards are generally easier to
enforce internationally than court decisions.

Established in 1923, the ICC’s International Court of
Arbitration pioneered international commercial arbitration.
Today, some 120 lawyers and legal experts from more than
80 countries and territories compose the court. This gives it a
rich and diverse cultural and legal perspective.

In addition, the court is supported by a 50-person secretariat
in Paris—which includes 30 attorneys of over 20 nationalities
that speak all of the world’s main languages—that is routinely
considered the best administrative staff in the business.

“ICC arbitration is flexible. The parties can tailor the
arbitration to their needs and have control over many other
elements of the arbitration, such as who will hear the case and

where the arbitration will take place,” says Perrin Beatty,
President and CEO of the Canadian Chamber of Commerce,
the Canadian representative to the ICC.

“As well, the ICC court scrutinizes awards for form and
substance, which enhances their quality. ICC awards are seen as
high quality ones that are respected worldwide. This
recognition, and the ICC court’s scrutiny, are very helpful at
the enforcement stage.”

Arbitration hearings are not public proceedings, Beatty notes,
and only the parties themselves receive copies of the awards.

“Unlike court cases that can become the subject of media
attention, arbitration cases are not publicized since these are
private proceedings.”

Also attractive to business people is the fact that arbitration
awards are subject to fewer challenges than court judgments.

“For this reason, arbitration can be a more efficient and
affordable means of dispute resolution than court litigation,”
says McDougall. “From start to finish, the timeline for an
arbitration is often shorter than for a similar lawsuit. This
means cases can be resolved sooner and at less cost to
the parties.”

For more information on ICC arbitration, go to
www.chamber.ca, under “ICC Arbitration,” or contact
Brian Zeiler-Kligman at the Canadian Chamber of
Commerce, tel.: (613) 238-4000, ext. 225, email:
bzeiler-kligman@chamber.ca. 4
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BUILDING PRODUCTS

Orlando, February 13-16, 2008 > Join
the Canadian pavilion at the International
Builders Show, the largest residential
building and design exhibition in the U.S.
Contact: Robert Grison, Canadian Export
Development Inc., tel.: (613) 825-9916, fax:
(613) 825-7108, email: cced@sympatico.ca,
websites: www.canbuild.org and

www.buildersshow.com/Home.

London, February 26-28, 2008 > Ecobuild
is the United Kingdom’s only event dedicated
to sustainable design and construction. It
attracts hundreds of suppliers of green
building products and services and brings
together professionals from all parts of the
construction sector.

Contact: Jason Kee, Canadian High
Commission in the United Kingdom,

tel.: (011-44-20) 7258-6600, email:
jason.kee@international.gc.ca, website:

www.ecobuild.co.uk.

Virtual Trade Commissioner
Access a World of Trade Knowledge

This powerful online tool can be

customized and delivers:

» Canada’s trade experts and their services

to your desktop

» Sector news, up-to-date country information

and market reports

» Business leads and networking opportunities

» Your corporate profile to over 900 trade
commissioners around the world

ENQUIRIES SERVICE

Vilnius, April 23-28, 2008 > Resta 2008 is
the 15¢th international exhibition on
construction and renovation.

Contact: Lithuanian Exhibition Centre,
tel.: (011-370-5) 245-1800, fax: (011-370-5)
245-4511, email: info@litexpo.lt, website:
www.litexpo.lt. Connect to the electronic
registration system at EPUS, website:

http://epus.litexpo.lt.

ICT

San Jose, January 19-27, 2008 > Join

the Canadian photonics showcase at
Photonics West 2008, North America’s
largest commercial exhibition on optics,
lasers, biomedical optics, optoelectronic
components and imaging technologies. The
event attracts more than 1,000 exhibitors
and 15,000 attendees from both the San
Jose area and the international optics and
photonics community.

Contact: Suzanne Auger, National Research
Council of Canada, tel.: (613) 993-4485,

email: suzanne.auger@nrc-cnrc.gc.ca.

Shanghai, March 18-20, 2008 > Electronica
& Productronica China 2008 are by far the
largest trade fair for electronic components.
Exhibitors can use this international event as
a platform to meet top decision makers in
the electronic industry.

Contact: Brigitte Mertens, tel.: (416)
237-9939, fax: (416) 237-9920, email:
bmertens@canadaunlimited.com, website:

www.canada-unlimited.com.

PLASTICS

Buenos Aires, March 25-29, 2008 >
Argenplas 2008 is an international plastics
fair that will focus on technology,
production, sales and marketing in
sectors like transportation, building
products, telecommunications, medical
and packaging.

Contact: Paula Solari, Canadian Embassy
in Argentina, tel.: (011-54-11) 4808-1000,
fax: (011-54-11) 4808-1015, email:
bairs-commerce@international.gc.ca,

website: www.argenplas.com. ¢

Foreign Affairs and International Trade Canada’s Enquiries Service provides departmental information, publications and referral services to




