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» TOP STORIES

When a sweet deal goes sour

Doing business abroad doesn’t always turn out as
planned. Business deals can derail with
miscommunication, ill will or just plain bad luck.

So how can Canadian entrepreneurs resolve their
disputes without the expense of going to court? There

is a better way. see page 3

Location, location, location
Quick. What are Hefei, Kunming and Wuhan? If you

don’t know, you might want to listen to the latest
CanadExport podcast. They're just three of China’s so-
called second-tier cities and which say are at the heart of
this Asian tiger’s roaring economy. Tune in to find out

why location is key for Canadian entrepreneurs.

see page 9

An 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. As President and Chief
Executive Officer of Unique Patterns Design Ltd., Weeks
should know. see page 4
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» The mighty Baltics: Hear
them roar ' 1
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. 7

~ see page 5

» Iroquois cranberries
cause a stir
The Wahta Mohawks in Ontario have
been seliing thgir cranberry producté in the
international marketplace for some time,
but now they have their eyes on the health
conscious markets of Southeast Asia. Too
far sighted? Canadian trade commissioners

don’t think so. see page 2

» Ontario company eyes
returns on its investment
As Mexico continues to strengthen its
place in the global supply chain,
manufacturers of all stril;es are
establishing operations there—taking
advantage of available labour, lower costs
and Mexico proximity to the rest of

North America. see page 8
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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 secking 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 but 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 at 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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Ontario company eyes returns
on its investment

Canadian investment in Mexico is a matter of companies
putting their money where their business is.

As Mexico continues to strengthen its place in the global
supply chain, manufacturers of all stripes are establishing
operations there—taking advantage of available labour, lower
costs and geographic contiguity with the rest of North
America. Their suppliers are increasingly following suit.

The trend is particularly pronounced in the automotive
industry: hardly a surprise given the degree of integration
among manufacturers and suppliers in that sector. The big auto
makers are declaring their need to have partners close to their
Mexican plants; companies like Magna, Dofasco and others
have been quick to respond.

Such is the case too with Samuel Manu-Tech Inc., a billion-
dollar public Canadian metals and plastics manufacturer with 60
facilities in Canada and the United States.

Having kept an interested eye on the Mexican market since
1999, Samuel Manu-Tech was ready to move in 2005 when a
longtime customer, an auto-sector manufacturer in the
northeastern city of Saltillo, asked Samuel Manu-Tech to set up
a local stainless-steel tube production facility nearby.

The company leapt at the opportunity—augmenting, not

displacing, its domestic operations.

In the fast lane

The new Mexican company, Tubos Samuel de Mexico, the
sister company to Associated Tube Industries in Markham,
Ontario, are both divisions of Samuel Manu-Tech.

“Because we'd begun gathering info on Mexico in 1999, we
were already quite familiar with conditions in Saltillo,” said
Scott Sweatman, president of Associated Tube Industries.

Sweatman says that the company had more or less been
waiting for the right opportunity to arise.

“We could produce these particular products effectively in
our Markham plant but the transportation costs would be too
high, and our customer wanted proximity. The Mexico venture
coincides with our goals to grow our businesses and to generate
a good return on investment.”

The Mexico facility represents purely an expansion of the
company’s operations. The distance between its Canadian plant in

Markham and the new one in Saltillo is such that each serves a
distinct regional market. Sweatman says that over time, there
could conceivably be competition between the two for some of
the company’s simpler tubing business.

“Associated Tube Industries in Markham will always be the
centre of technical excellence within the group, and it will
specialize in more exotic tubing products, leaving Tubos Samuel

de Mexico to produce commodity tube exclusively,” he says.

AP Photo/L.M. Otero

A worker packages seat belt components in a maquiladora plant in
Reynosa, Mexico. A maquiladora is a factory that imports materials on
a duty- and tariff-free basis for assembly or manufacturing and then
re-exports the assembled product.

Samuel Manu-Tech approached the Trade Commissioner
Service in 2005 to learn more about investing in Mexico.
Sweatman said he received excellent information from the
Consulate General in Monterrey.

Canadian trade commissioner David Valle explains, “We
provided information on available incentives, government
contacts, wage and salary rates, cost of buildings, utilities—all
necessary for Samuel Manu-Tech to plan effectively for
establishing a long-term presence in Mexico, one oriented
toward continual growth.”

According to Sweatman’s projections, Samuel Manu-Tech
will start to see returns on its investment this year.

The example of Samuel Manu-Tech should be a heartening
one for other Canadian companies in a wide range of industries,
says Valle.

“Mexico is a key link in the global supply chain, and
Canada is well-positioned to forge a place for itself here.”

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

www.samuelmanutech.com. 4
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China’s second-tier cities are first-rate
for business

Shanghai, Beijing and Guangzhou together form China’s
commercial nerve centre, attracting the biggest companies from
around the world. But as costs surge in these major cities,
businesses are looking elsewhere.

A CanadExport podcast explores the rise of China’s second-
tier cities and the impact their burgeoning middle classes will
have on Canadian entrepreneurs with China on their minds.

Hear the experiences of Michael Budman, co-founder of
Canadian retailing icon Roots Canada, a company which has
just launched a 90-store expansion across China.

Listeners might also be surprised to hear just how far a
Vancouver company is expanding in China. Nebur-King
Coffee has set up some 20 cafes in China’s major cities, but has
plans to import Canadian dairy cattle, open a bank, and farm a
1,000-acre tea plantation.

To putall this in perspective, host Michael Mancini talks to
Dr. Robert Kalafsky, a professor of economic geography with the
University of Tennessee. Kalafsky is an expert in economic and
industrial geography, international trade and manufacturing and
has advised Canadian Manufacturers and Exporters, the

country’s largest trade and investment association.

e S e e i

Get certified as an international
trade professional

Canada’s Forum for International Trade Training has
accredited four international business courses at
Toronto’s Ryerson University towards its
professional designation for international

trade specialists.

Ryerson joins some 26 educational partners
across Canada that offer accredited programs towards
the CITP designation.

The nod means that Ryerson students who have
successfully completed the courses in international business,
marketing, law and management can now leapfrog to
advanced standing towards the educational requirements of
FITT’s own Certified International Trade Professionals

designation, or CITP,

WWW.CANADEXPORT.GC.CA

AP Photo

An investor reacts fo rising share prices at a stock exchange in Kunming,
China. The city has been spruced up as part of China's "go west"
campaign, aimed at increcsing investment in the remote western regions.

Finally, Andrew Smith, senior trade commissioner with the
Canadian Embassy in Beijing, shares some valuable advice on

doing business in China and on how the Canadian Trade

Commissioner Service can help entrepreneurs get a leg up on

the competition.

For more information, go to

www.canadexport.gc.ca/podcasts. 4

FITT is the only organization in Canada to award
the CITP designation, a credential which attests to
an individual’s international business skills

and experience. It is the highest level of
professional accreditation available in
the country.

Established in 1992, FITT

was developed to provide the
training and the tools necessary

to increase Canada’s export

. market share.

\,_> Trade practioners say the
CITP designation identifies the

holder as a highly qualified international

trade professional in tune with today’s global

business environment.

For more information, go to www.ﬁtt.ca. 4
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P TRADE EVENTS

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.

Vilnius, April 23-28, 2
the 15th international ¢
construction and renov:
Contact: Lithuanian E
tel.: (011-370-5) 245-1¢&
245-4511, email: info@
www.litexpo.lt. Conne
registration system at E

http://epus.litexpo.lt.

ICT

San Jose, January 19-2
the Canadian photonic
Photonics West 2008,
largest commercial exhi
lasers, biomedical optic;
components and imagit
event attracts more thar
and 15,000 attendees fr
Jose area and the intern
photonics community.

Contact: Suzanne Auge
Council of Canada, tel.

email: suzanne.auger@;

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

Don’t miss out on the new e-version of

CanadExport. Visit us online at
www.canadexporl.gc.ca

to subscribe or complete the attached form.

Ne manquez pas la nouvelle version électronique

de CanadExport. Pour vous abonner, rendez-vous

en ligne & WWw.canadexport.gc.ca

ou remplissez le formulaire ci-contre.

T

\

Subscribe to our email edition

Simply tear out this card, write your email address and return it to us by mail or fax it to
(613) 992-5791. Alternatively, email us at canad.export@international.gc.ca.

CanadExport is distributed electronically twice a month.
We would be pleased to add your email address to our mailing list.

Email:

[ ] French

Postal Code: Language: [_] English

Status: [ | Exporting [ ] Not exporting

Abonnez-vous a noire édition électronique

II suffit de détacher cette carte, d'y inscrire votre adresse électronique et de nous la refourner
par la poste ou par télécopieur au 613-992-5791. Yous pouvez également nous faire
parvenir votre adresse électronique par courriel & canad.export@international.gc.ca.

CanadExport est distribué électroniquement deux fois par mois.
Nous espérons avoir le plaisir de vous compter parmi nos abonnés.

Courriel :

Code postal : Langue : [_] Anglais [ ] Francais

Statut : [ | Exporte [_] N'exporte pas

4
4
Provision of the personal 4
information requested on this
form is voluntary. It is strictly <

collected for the distribution of A
CanadExport and is stored in

Personal Information Bank

#FA1 PPU 030, protected under
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Foreign Affairs and International Trade Canada’s Enquiries Service provides departmental information, publications and referral services to
Canadian exporters. Contact us at: 1 800 267-8376 (National Capital Region:(613) 944-4000), TTY: (613) 944-9136,

email: engserv@international.gc.ca, website: www.international.gc.ca.
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