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Ministére des Affaires étrangéres
et du Commerce international

Pettigrew was taking no chances
with the weather when he chose
June 3-7, 2002 as the dates for this
year's Canada Trade Mission to
Mexico City and
Monterrey. In January
1998, the notorious ice
storm upset the Prime

I nternational Trade Minister Pierre

Ever since the infroduction of the NAFTA

in 1994, Mexico (population 100 million)

has been rapidly growing into one of

Canada’s leading export markets. In

2001, Canadian exports o Mexico not
only increased but we actually
gained market share, making
Mexico one of the few markets
in the world where Canada

s 4 Canad Missi H H HH
Minister’s plans to lead a fonte”  tommercate improved its position.
Mission  du Canada

250company Team

Canada Mission to Mexico, making it
necessary for the Governor General to
step in as a replacement. But climatic —
and economic — condlitions are sure
to be hot and sunny when Minister
Pettigrew leads some 100 Canadian
companies fo Mexico this June.

The following statistics clearly
show why Export Development Canada
in its March 2002 newsletter declared
Mexico “... at the head of the class for
Canadian export growth potential.”
® Of our top 15 export markets in
2001, Mexico was Canada'’s fastest-
continued on page 14 — Mexico

$500-million contract awarded to CNA
Canada to the head of the

class in Qatar

Canada and Qatar — two very dif
ferent countries on opposite sides of the
globe — have just become partners in
education. With the signing in Doha of a
10-year, $500-million educational part
nership contract, Canadian teachers —
and Canadian standards — will be
heading to school in Qatar next fall. The
contract calls for the Newfoundland and

Labrador College of the North
Atlantic (CNA) [www.northatlantic.
nf.ca] to set up a campus in Qatar
and represents two years of team
building effort by the Canadian
Bureau for International
Education (CBIE) [www.cbie.ca].
continued on page 3 — CNA
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With a team of 500 business R Although Garmiany hosicitiony

professionals in 140 cities around the
world, the Trade
Commissioner Service
has the market knowledge
you need to succeed in your
target market. Our Market
Research Centre and

our offices abroad

have prepared over

600 morEet studies

available for free on our

Web site. These studies

will help you identify

foreign business oppor-
tunities and learn more

about your target market.

This is an overview of the market.
For a more in-depth studg of this

manufacturing capacity in industrial
automation and process control
equipment, demand outweighs
domestic supply. This gap has
created opportunities for
Canadian companies with
innovative and competitive
products. Leading segments
of the market that show
most promise for Canadian
companies include factory
automation, robotics,
microsystem technology,
and sensors.

Market Overview
The German industrial
automation market was valued at
an estimated $22.6 billion in 2000.
Growth in the market was projected at

market and for other studies, visit our B 2-3% for 2001. Further investments in the

Web site. When you are prepared fo do
business abroad, you can use our Web site
fo get in touch wit{; our offices around the
world and request personalized services

Factory Aufon

manufacturing sector and increased competition
among producers are expected to contribute to sustained
growth in the market over the medium to long term.

elecfronlcc.:l”yf The German automabile industry accounts for 55% — or
www.infoexport.gc.ca $12.5 billion — of the total German automation market.
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See insert for your Advanced Manufacturing
Technologies Industries’ contacts in Europe.

The energy sector and German plant
manufacturers are the next leading
consumers of industrial automation
equipment. However, virtually every
major manufacturing industry
infegrates automation technologies
info their production processes.
Strong commercial potential exists

in this area for innovative software
solutions.

Robotics is a large and crifical
component of the factory automation
segment. There are 109,000 robots
operating in the German industry.
In 2000, they installed 12,800 new
robots, 21% more than in the
previous year. Industry turnover
reached $2.1 billion in 2000,
representing a 10.5% increase over
1999. The industry is currently
favouring small robots, and robots
with five and six axles.

Leading industry events,
such as the annual spring
Hannover Fair, have
begun to showcase microsystem
technology and the opportunities it
presents in industrial automation.
Growth in microsystem technology

is expected to continue as diverse
industries view the miniaturization of
processes as integral to remaining
competitive and mastering factory
automation.

The German market for measurement
and analysing devices, sensors and

process control equipment were
worth roughly $7.2 billion in 2000.
Demand for sensors grew by close
to 9% in 2000. Commercial
prospects in this segment for
Canadian firms include infelligent
sensors and bus-based sensors.
The market for these products will
broaden as highly sophisticated
diagnostic tools become essenticl
for efficient industrial operations.

Opportunities
Beyond factory automation, robotics,
microsystem technology, and
sensors, opportunities are expected
to grow in other areas of the
German industrial automation
market. Canadian companies should
explore prospects in the assembly
and handling technology, industrial
image processing, process and
utility automation and process
control market
segments. The
German process

control market, B B 08

alone, was worth
$13.4 billion in
1999, while the
assembly and
handling
technology segment
was valued at

$4.4 billion in | The Indus&ial

Market Entry
The most common
and effective way
for foreign
companies to enter

7/ MARKET &
__> RESEARCH

El www.infoexport.gc.ca
s '

Over 600 market reports
in 25 sectors available af: :

@w.infoexpoﬂ.gc.ca

the German industrial automation
market is through a commercial
agent or distributor. Interested firms
should also consider attending key

 industry events and familiarizing

themselves with all aspects of the
market, including import regulations
and local standards.

See Potential?

To learn more about this market,
read The Industrial Automation
Market in Germany, prepared by
the Market Research Centre of the
Trade Commissioner Service. This
report and hundreds of others are
available on-line at

Published by the Trade Commissioner Service Marketing Division (TCW)
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CANAIDITAN SUCCESSES:

G LECCIN P A N FES SPEAK FOR THEMSEEVES

The elimination or reduction of tariffs under the CIFTA has directly resulted in the freer flow of trade in a diverse array
of industrial and consumer products, and Israel holds excellent opportunities for Canadian firms in key sectors.

‘ Information and Communications Technology

Often referred to as “Silicon Wadi,” Israel’s ICT market is very

competitive—a result of the presence of many multinationals, as

well as Israel’s own strong capabilities. The market nevertheless
offers a wide range of business opportunities for Canadian
companies, particularly those offering high-quality products.
Many opportunities are associated with the government’s plan
to deregulate the telecommunications sector. The Ministry of
Communications foresees a need for fixed wireless (an area in
_companies have expertise and in which joint
ible), cable telephony, fibre optics, broadband
and 3G ce}lulaf frequenczes e

Agriculture and Agri-food
The CIFTA improved market access for 80% of agriculture and
agti food products, and negotiations are under way to further

alize trade, with a view to strengthening Canada’s competitive
 with respect to that of other countries. Israel’s agri-food
amount to $3 billion per annum, half of which consists of
foods and vegetables. The total value of Canadian eXpOIts
e last five years has exceeded $50 million. Grains, pu
ed food, pet food and confectionery products make up

ucts, frozen fruits and meals, and wines (particul

). Also prescnung opportunities is the market for grbmejgbel

l€s. Best prospects are inb
nomics, proteomics, bio-informatics
The Israeli government strongly
- with programs to match

a5

Transportation

The tremendous growth in Israel’s population has placed a bur-
den on the existing transportation infrastructure, and its upgrade
and expansion are thus a key priority of the Israeli government.
A major project already under way is the $1.2-billion Cross-Israel
Highway. The government has also started the tendering process
for a project to build the $1.5-billion Tel Aviv Metropolitan
Mass Transit System. Canadian companies, whose capabilities are
well recognized in Israel, are encouraged to partner with local
firms to participate in the international tenders.

And Other Opportunities...

Aerospace is a major industry in Israel, and Canada's excellent
reputation in this market sector affords companies a variety of
opportunities. Canadian sales of aircraft parts and engines to
Israel totalled $130 million in 2001.

The construction industry, accounting for 7% of GDP, is one
of the central and leading sectors of the country’s economy, and
the market for building materials is estimated at $3 billion. The
elimination of tariffs on industrial products under the CIFTA
ated significant opportunities for Canadian suppliers of
tion components and hardware products.

CO

Israel continues to be an emerging market for environmental
produm and services. Canadian companies can join consortia
competing on future build-own-operate-transfer (BOOT) tenders
‘twn plants, as well as BOT tenders for mumcnpal

tional tenders stipulate the requirement of having a Iocal partner,

and Israeli companies are very open to collaboration with
Canadian companies, whose expertise in the field is well regarded.

become an important component of our
as the Israeli government moves to
astructure. Canadian firms have already
1sportation projects. Professional services
n, architecture and bmldmg
technology are other areas in which Canadian expertise can
find success in this market. = ‘
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The figures demonstrating the CIFTAS success are indisputable, but no evidence is more compelling than the individual
stories of Canadian exporters. In virtually every key sector, Canadian companies have seen their sales to Israel increase,

or have gained a competitive edge, or have even been able to penetrate the market at all, thanks to the implementation

of this Agreement. Here are just a few of the many Canadian successes in Israel.

For Heinz Specialty Pet Foods (a Division of H] Heinz Canada),
sales soared after the CIFTA came into force. The company has
been selling its specialty products through an Israeli distributor
for 12 years. “For the first eight years growth was good, but not
remarkable,” explains Colin Flint, Sales Representative for Europe
and the Middle East. “But in the last four years, we've seen very
high growth in Israel, to the point where last year we doubled our
sales.” Flint attributes Heinz’s recent soaring sales to the CIFTA,
which significantly reduced duties on pet foods.

Loblaws President’s Choice products took Israel by storm
when they were first introduced, and they have now reached

8% penetration of private-label sales, through their distribution
in Club Market supermarkets. That level of penetration was
facilitated by the CIFTA, which reduced duty rates on a range
of agri-food products and allowed Canadian products to compete
with local and U.S.-made products.

The CIFTA also created a more level playing field for cable
connector manufacturer Stirling Connectors Ltd. “Our major
competitors, who are from the U.S., were already benefiting
from a U.S. trade agreement with Israel,” explains Stirling’s
Vice-President Bruce Buck. “So the CIFTA put us on a more
even footing, price-wise; it was a great help.” Stirling also had
the flexibility and ability to meet its Israeli customers stringent
technical requirements. As a result, the company has a lucrative
and ongoing contract to provide cable connectors to Israel’s new
major satellite television project, YES.

For Thyme Maternity International Inc., the existence of the
CIFTA was the most important factor in the choice of Israel as
one of the first global markets for its unique retail brand concept.
“There are tremendous difficulties shipping merchandise across
most boundaries. The CIFTA allows our Canadian-made apparel
to flow freely at a minimal rate,” explains Thyme’s Director for
International Licensing, Clifford Halickman, adding that Israel
also has the advantage of having a retail environment and business
practices similar to Canada’s. A major Israeli retailer is now
operating a Thyme Maternity retail shop within its existing
network of stores.

The existence of the CIFTA has also raised awareness of Canadian
capabilities generally, and there is no doubt about the capabilities
of the Canadian Highways International Consortium (CHIC),
which built Ontario’s 407 ETR, the world’s first all-electronic toll
highway. At the same time the CIFTA was being negotiated, the
Consortium was invited to Israel to present its unique system, and
subsequently became part of an international consortium awarded
the $1.2-billion Cross-Israel Highway project. “The existence of the
Agreement helped to build a strong relationship between Canada
and Israel, which then facilitated our getting the project,” says

CHIC President John Beck.

FOR MORE INFORMATION...

For more information on the CIFTA and the Israeli market, visit the Web site of the Canadian Embassy in Tel Aviv at
www.dfait-maeci.gc.ca/telaviv or contact Suzanne Szukits, Senior Trade Commissioner, e-mail: suzanne.szukits@dfait-maeci.gc.ca

Through its Market Research Centre and offices abroad, the Canadian Trade Commissioner Service has prepared more than
600 market studies, which are available for free on its Web site. Visit www.infoexport.gc.ca to access market studies and other
information to help you explore specific business opportunities in Israel and other global markets.
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SERVING CANADIAN BUSINESS IN ISRAEL

DFAIT’s Program for I
provides financial assista
new markets abroad, for
developing marketing st
For more information, vi
International Trade Centi

Export Development Canada (EDC)—Canada’s leading
provider of trade finance and risk management services for
exporters—is open for insurance and financing in Israel. With its
local and foreign banks lending at competitive margins, Israel is
rated as Investment Grade by three international rating agencies.
EDC has lines of credit with three Israeli banks—United Mizrahi,
Leumi and Hapoalim—and can be an important partner in
supporting Canadian exporters in this highly commercial market.
For more information, visit www.edc.ca

Canadian-Palestinian Framework for Economic Cooperation and Trade

Canadian-Palestinian Fra
Trade was signed in 1999
the CIFTA, incorporatin
intentions of both partie
basis of free trade. Canac
Ramallah to assist Canad!

more about doing busine

Under the 1995 Paris Protocol of the Oslo Accord, Israel and
the Palestinian Authority had agreed to the establishment of a
customs union, The CIFTA applies to the area covered by this
customs union, and thus gives duty-free benefits of the Agreement
to goods produced in the West Bank and Gaza Strip.

Following Canada’s expressed commitment to conclude a separate
arrangement on trade with the Palestinian Authority, the Joint

Upcoming Trade Shows

Trade shows in a variety of sectors offer Canadian companies
excellent opportunities to exhibit their products. The following
are just a few of the shows coming up in 2002. For other shows,
visit www.israel-trade-fairs.com/2000/english/index.html

Under the theme “Life .
International Biotechn
June 9-12, 2002, Toront
biotechnology product d
visit www.bi02002.0rg/i
Hosting more than 300 exhibitors from Israel and abroad, the
Do-It-Yourself and Home Improvement Exhibition (DIY 2002)
—May 20-22, 2002, Tel Aviv—will showcase the latest equipment
and products from one of the world’s most impressive growth
sectors. For more information, visit www.diy-israel.com/

Israel’s telecommunicatia
recent innovations at Tel
Tel Aviv, November 4-7,

www.telecom-israel.con

CIIRDEF: Fostering Canadian-Israeli R&D Partnerships

the governments of Israel
$1 million per year, to 2(
and marketing of R&D «
services, and provides fin
information, visit the CI

With Israel’s impressive research base, Israeli companies are
ideally suited as R&D partners for Canadian firms. The
Canada-Israel Industrial Research & Development Foundation
(CIIRDF) was established in 1994 to promote collaborative
R&D among firms in our two countries. Since its inception,

Y7 THE CANADIAN

TRADE COMMISSIONER

Contact in the Trade
Commissioner Service
Wayne House j

Trade Commissioner

Advanced Manufacturing Technologies
Department of Foreign Affairs

and International Trade

125 Sussex Drive

Ottawa, Onfario, K1A 0G2

T: 613-996-3490

F: 613-996-1267

E: wayne house@dfait-maeci.gc.ca

Available Market Reports*

Europe

Germany

+ The Plastics and Rubber
Machinery Market

 The Industrial Automation Market

Finland

+ The Industrial Automation Market

Latin America
and the Caribbean

Mexico

« Electric and Electronic
Components Manufacturing

* Produced by the Market Research Centre
of the Canadian Trade Commissioner Service.
To consult them, visit:

www.infoexport.gc.ca

ollowing three consecutive
F years of growth, the cloud

hanging over the Italian
construction industry since 1992 has
finally liftled. The industry grew 1.8%
in 1999, 3.6% in 2000 — output that
year was over $127.8 billion — and
2.5% in 2001. Despite certain eco-
nomic and political concerns, the
Association of ltalian Building
Contractors [ANCE] forecasts growth
in 2002 of 2.3% — or more — if the
Italian government adopts a series of
proposed initiatives that will stimulate
demand.

Market overview

There are indications of positive growth
throughout the Italian construction
industry.

Following a seven-year lull, investment
in new residential buildings has resumed,
bolstered by increasing immigration and
a tight housing market in maijor cities.
Investments in public works grew 5% in
1999, 3% in 2000 and 2.5% in 2001,
but have not yet regained the high levels
of 1991. Investment in commercial
buildings is also on its way up.

Backed by government incentives,
renovation work (excluding basic
maintenance) accounts for more than
50% of the total investment in housing.
This trend is likely to continue given the
estimated 3,500 apartment buildings
in need of major interventions due to
age (36.5% are more than 40 years
old) or poor construction (condominiums
built in the 1960s for example).

Although concrete is the most popular
building material, interest is growing
in alfernatives such as wood and steel
structures. The breakdown for construc-
tion material in new housing is as
follows: concrete mixed on site (69.5%);
ready-made concrete (1.9%); bricks and
stone (23.8%); and other materials,
including wood (4.8%). The following
breakdown is for new non-residential
buildings: concrete (84.6%); bricks and
stone (5%); steel (3.4%); steel/concrete
(4.9%); and other materials (2.1%).

THE EUROPEAN AD)

Undergoing renovation

Construction in ltaly

Opportunities
Renewed growth in the ltalian construc-
tion industry presents export opportu-
nities for Canadian value-added
building products.

ltalians, increasingly concerned with
environmental issues, expect housing
standards to be environmentally friendly.
The ltalian government has offered
citizens financial incentives to improve
their homes and save energy, which
has stimulated a demand for photo-
voltaic systems, acoustic insulation,
higher earthquake tolerance in buildings,
ventilation systems, heat and water
recovery units, solventfree paints and
building systems made of wood.

Although the use of traditional tech-
nologies is still widespread in high-rise
construction, more innovative and cost-
effective systems, such as internal par-
titions in lightframe steel, have great
potential.

Market access considerations
As part of the unification program to
establish common standards for its mem-
ber countries, the European Union has
begun the lengthy process of regulating
construction products and civil engi-
neering structural design. In 2000, har-
monized standards (www.cenorm.
be/sectors/construction.htm) were
issued for cement and geotextiles prod-
ucts, and in 2001, Structural Eurocodes
were published for concrete, steel, fimber,
masonry and aluminum structures.

As an EU member, ltaly is legally
bound to apply the product standards,
codes and certification approval process
developed by the Union. Exporters to
ltaly must also consider the national
standards and codes issued by the
ltalian National Bureau of Standards
(www.uni.com) [UNI]. In order to
determine which standards apply to
their particular products, Canadian

exporters are advised to consult certifi-
cation bodies or local distributors/agents
that are officially recognized by the
Italian government.

Canadian exporters should also note
that the Italian construction and building
products industry is composed pre-
dominantly of small companies with
highly fragmented distribution systems.
Very few firms or consortia operate on
a multi-regional scale.

Useful Web sites
Trade shows in Bologna:
® |nternational Exhibition on Interior

Architecture, Building Renewal,

Finishing [SAIEDUE] (annual) —

March 20-24, 2002:

www.on-nike.it/SAIEDUE/
® The International Building Exhibi-

tion [SAIE] (ltaly largest annual
building products trade show) —

October 16-20, 2002:

www.bolognadfiere.it/SAIE
Organizations:
® Association of the ltalian Building

Contractors [ANCE]: www.ance.it
® ltalian Association of Engineering

Consulting Companies [OICE]:

www.oice.it
® Association of Italian Ceramic Tiles

and Refractories Manufacturers

[ASSOPIASTRELLE]:

www.ceramictiles.it/

For opportunities in the construc-
tion market in Albania and Malta,
contact Canadian Embassy, Rome,
Commercial and Economic Section
(Information Centre), e-mail: rome-td
@dfait-maeci.gc.ca

For more information, contact
Lucia Tubaro, Business Development
Officer, Canadian Consulate General,
Milano, fel.: (011-39-02) 6758-3359,
fax: (011-39-02) 6748-3900, e-mail:
lucia.tubaro@dfait-maeci.gc.ca
Web site: wwwi.infoexport.ge.ca/it #

ort.ge.ca/canadexport 9













Third Canadian Trade and Investment Mission
Brunei, a regional hub for trade

BruNE! DARUSSALAM — June 3-4,
2002 — The Canadian High Commis-
sion in Brunei, in cooperation with the
Canadian business associations in
Southeast Asia, is organizing the Third
Canadian Trade and Investment
Mission to Brunei, a small country
(population 350,000) with an annual
per capita GDP of $21,000 — roughly
equivalent to that of Canada. Last May's
mission to Brunei was a success, with
representatives from eight Canadian
companies reporting solid deals and
new leads.

Although this year’s mission will be
cross-sectoral, the program will place
special emphasis on information
technology, telecommunications, and
financial and engineering services.

The agenda will include a number of

business and social events where parti-
cipants can meet senior Brunei govern-
ment officials and explore potential
partnerships with local business people.

The High Commission will also arrange
one-on-one partnering and briefing
meetings for individual companies
upon request.

For more information about
Canada-Brunei relations and doing
business in Brunei, visit the High
Commission Web site at www.dfait-
maeci.gc.ca/Brunei

For more information about the
mission, contact Yap Mew Yee, Commer-
cial Officer, Canadian High Commission,
Brunei, tel.: (011-673-2) 220043,
fax: (011-673-2) 220040, e-mail:
mewyee.yap@dfait-maeci.gc.ca ¥

Oil and gas, light metals and aquiculture
Norwegian mission to Canada

A business mission comprising 50 Norwegian executives will accompany the King
and Queen of Norway on a sfate visit to Canada. The mission will host a business
and investment seminar focusing on energy deregulation and light metals technology
at the Royal York Hotel in Toronto, Ontario, on May 8, 2002. A second
business and investment seminar on the oil and gas, and aquiculture sectors will
be held in Halifax, Nova Scotia, on May 10, 2002.

For more information about the seminars, contact the Norwegian Trade
Council office in Toronto, tel.:(416) 920-0434.

For more information, contact Rick Stephenson, Counsellor (Commercial)
and Consul, Canadian Embassy, Oslo, tel.: (011-47) 2299-5330, fax:
(011-47) 2299-5301, email: rick.stephenson@dfait-maeci.gc.ca #

For the full defails of these events, see CanadExport online at wwwi.infoexport.gc.ca/
canadexport and click on “Trade Fairs and Missions”.

EEFRTRSTAND MISSIONS

Seoul Book Fair

Seout, Korea — June 7-12, 2002 —
The Canadian Children’s Books Show-
case, organized by the Canadian
Embassy in Seoul at the 8th annual
Seoul International Book Fair
SIBF 2002 (www.sibf.co.kr), will
help to bring Canadian stories to |
Korean children — a population of
avid readers that accounts for 11% of
Korea's $1.5-billion book market. The
market share of children’s literature in
Korea grew a remarkable 19.5% in
2000, with over 14 million new books
available for Korean youngsters.
SIBF 2002 is the biggest book fair in
Korea — which is the hub of Northeast
Asia and a gateway to the Asian book
market. In 2001, it attracted 260,000
visitors (up 10% from the previous year)
and publishers from 23 countries. It also
produced many hundreds of “happy
endings”: copyright contracts and
other successful business negotiations.
This year’s show will have an even
greater audience — it coincides with
the World Cup soccer games in Seoul.
Canadian publishers interested in
displaying their marketing materials or
adding their book titles to a Korean-
language catalogue can become virtual
exhibitors at the Showcase. For more
information, or to download an applica-
tion form, visit the Embassy’s Web site
ot www.korea.gc.ca/sibf2002
For more information, contact
Hyun-u Lim, Canadian Embassy, Seoul,
tel.: (011-82-2) 3455-6058, fox:
(011-82-2) 755-0686, e-mail: ‘
hyun-ju.lim@dfait-maeci.gc.ca Web |
site: www.korea.ge.ca/sibf2002 # |

Enquiries Service

DFAIT’s Enquiries Service provides counselling, publications, and referral sevices
to Canadian exporters. Trade-related information can be obtained by calling

Return requested
if undeliverable:
CanadExport
c¢/o MDS

2750 Sheffield Road, Bay 1

1-800-267-8376 (Ottawa region: (613) 944-4000) or by fax at (613) 996-9709; by calling the Enquiries Service
FaxLink (from a fax machine) at (613) 944-4500; or by accessing the DFAIT Internet site at www.dfait-maeci.gc.ca

Canada Post
Agreement Number 40064047

Ottawa, ON K1B 3V9



