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Mega opportunities in Middle East and North Africa

Canadian companies are sharing in a wide range of technology to spot flaws in pre-stressed
ambitious infrastructure, technology and construction concrete water pipelines.
projects throughout the Middle East and North Africa. In 2000, after early success in the U.S.
But what matters most, say Canadian companies doing market, Ontario-based Pressure Pipe

business there, is people.

There’s no denying the eye-
popping size of investments—many
with Canadian involvement. In
Libya, work is well underway on a
$27-billion pipeline that will carry
water 4,000 kilometres from fossil
reserves in the south to populated
cities on the northern
Mediterranean coast. In the United
Arab Emirates, Dubai’s 5oo-acre
“health-care city” blends high-quality
medical care with residential
housing and shopping.

Canadian companies are active
players in this region of 20 countries,
which boasts centuries-old cultures
and escalating resource wealth to
carry out supersize ambitions for
economic diversification and social
improvement. In the Arabian
Peninsula, Canadian exports of goods
climbed 42% between 1998 and 2004
to a total of $1.3 billion, with exports
of services and know-how adding up to a similar amount.

Canadian small and medium-sized firms and big
corporations alike are cracking a wide range of markets

It’s no mirage: SNC-Lavalin dug mamdeep wells in the Saharan desert to mg
Libya’s aqurfers ﬂpportunmes abound fer mher Canaémn ﬁrﬂw

Inspection Company caught the attention of
the Libyan pipeline’s project managers, who

from the Persian Gulf and the Levant to the Maghreb were plagued during the project’s early
countries of North Africa. phase by costly cracks and breaks in the
In Libya, for example, the Great Man-made River underground line. “When we came in with

Authority turned to Canadian entrepreneurs for solid technology that worked, we amassed a
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Canadian vintners win big in wine country

Canadian winemakers took
top prizes at an international
wine competition in Italy
recently, which should be
encouraging to vintners across
the country.

In the best results for Canada,
wines from the Niagara
Peninsula and the Okanagan
Valley won four of the most
coveted Grand Gold Medals.
Canada was also awarded a gold,
silver and bronze medal and
20 Grand Mentions.

Vinitaly, held in the biggest
wine-producing country in the
world, is considered by
winemakers to be the most
important event of the year.
Some 3,500 wines from
30 countries were featured in
this edition of the international
wine competition.

The Special Vinitaly 2006
Prize, the second-highest prize

Erratum
Issue: March 15, 2006

Article: The Controlled Goods Directorate: Strengthening Canada’s defence trade controls (Page 3)
In tha first line of the article two numbers were reversed, incorrectly suggesting that Canada had a

ficit with the United States in 2003. The line should read:

an estimated $366 billion to the U.S.”
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:wog, Canada imported an estimated $282 billion worth of goods and services from the U.S. and

awarded to winemakers, went to
Jackson-Triggs Vintners' Okanagan
Estate. The company received two
of the Grand Gold Medals for its
2003 Sun Rock Vineyard Syrah and
its 2002 Cabernet Sauvignon
Grand Reserve.

The other two Grand Gold Medals
went to the Pillitteri Estate Winery of
Niagara on the Lake for its 2004 Vidal
Icewine and Vidal Sparkling Icewine.
Magnotta Winery Corporation of
Vaughan, Ontario, also took home
a gold medal thanks to its 2003
Riesling Icewine.

Canadian Ambassador to Italy
Robert Fowler and Consul General for
Milan Margaret Huber were on hand to
congratulate the Canadian companies
attending this event.

For more information, contact
PierPaolo Chicco, Canadian
Consulate General in Milan,
tel.: (o11-39-02) 67-58-34-53,
email: ital-td@international.gc.ca.
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Trusted relationships make things happen, say Canadian contractors - from page 1

pretty good reputation quickly,” recalls company
president Brian Mergelas.

On a larger scale, Canadian engineering and
construction giant SNC-Lavalin was hired to dig 700-
metre-deep wells below the Saharan desert to tap
Libya's aquifers for the water pipeline. Since then,
the Montreal company has steadily landed bigger
contracts for the project.

“You do one project, then you do another, and
the fact you are there gives you an advantage,”
explains Sami Bébawi, Executive Vice-President
of SNC-Lavalin. Bébawi says that local partners
are key allies for Canadians to understand
conditions on the ground. He notes there is
no substitute for earning a client’s trust over
time through face-to-face dealings and informal
social networks.

Easy pickings?

But Bébawi, who came to Canada 33 years ago
from Egypt and speaks a number of languages
including Arabic, English, French and Spanish,
warns that the dazzling size and pace of regional
mega-projects—f{rom gas expansion in Algeria to
urban renewal in Kuwait and giant entertainment
complexes in Dubai—might give a false impression
of easy pickings.

“There is a lot of money and a lot of projects but
the competition is fierce,” says Bébawi, whose
company first came to the region in the 1970s and
now has five permanent offices there. “Don’t think
this is a big and easy catch.”

Those who succeed in the region underscore the
power of personal relationships. “Decisions are
often made by very few people, so if you have a
trusted-advisor-relationship with the decision
makers, things can move quickly,” observes
Jim Metcalfe, President and CEO of Cansult Ltd.
The Markham, Ontario, engineering and project
management firm carries out 75% of its total
business in the Arab world and has four permanent
offices in the United Arab Emirates and Qatar.

“Developing these relationships across different
cultures and crossing the language barriers can take
time but, once established, they are very lasting

and powerful,” observes Metcalfe, a 32-year veteran of

the region who now lives in Abu Dhabi. For Canadian

firms doing work in the region, business relationships

can begin in unconventional ways. In 2001, Ocean
Nutrition Canada of Halifax met Noritech Seaweed
Biotechnologies Ltd., of Haifa, Israel through a
corporate matchmaker, the Canada-Israel Industrial
Research and Development Foundation. Set up in 1994
with seed money from the two countries, the
foundation matches companies to work together on
new ventures with commercial promise. For example,
Ocean Nutrition has expertise in the supplement and
food market while Noritech knows how to grow nori
seaweed under controlled conditions. Their shared
expertise may lead to commercial production of new
seaweed-rich health-food products.

“There is a lot of money and a lot of projects,

but the competition is fierce,” says

Sami Bébawi, Executive Vice-President,

SNC-Lavalin.

Invest in people

“The matchmaking component is the key to
the success of it,” says Colin Barrow, Vice-President
of Research and Development for Ocean Nutrition.
The export-dependent company had no previous
ties to Israel’s active, well-financed bio-technology
sector, but through Noritech it has met other Israeli
investors keen to tap the growing global market
for health food.

No matter how—or where—the opportunities come,

veteran Canadian companies offer the same advice to
newcomers dazzled by the prospect of mega-dollars in
the region: invest in people and relationships. “You

start small and deliver, you live up to expectations and

slowly, slowly, they will come to respect you
tremendously,” says Bébawi of SNC-Lavalin.

Like others, he sees a bright future for Canada in a
fast-modernizing region. “The opportunities are

amazing,” he says. “It is up to Canadians to decide how

much we want our share to be.”
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TRADE E

AGRICULTURE, FOOD &
BEVERAGE

New York, New York

July 911, 2006

The Summer Fancy Food Show is one of
the largest specialty food trade shows in
the U.S., attracting over 30,000 visitors
and some 2,000 exhibitors from around
the world. This year, exporters can exhibit
with the Canadian pavilion organised by
Agriculture and Agri-food Canada.
Contact: Régine Clément, Canadian
Consulate General in New York,

tel.: (212) 5961650, fax: (212) 596-1793,
email: cngny—td@in[ernational.gc.ca,
website: www.newyork.gc.ca.

Chandigarh, India

December 1-4, 2006

Agrotech 2006, India's premier biennial
agri-food fair, will focus on the burgeoning
food processing industry in India.

Contact: Gurbans Sobti, Canadian
Consulate General in Chandigarh,

tel.: (011-91172) 5050300,

email: gurbans.sobti@international.gc.ca,
website: www.agrotech-india.com.

ICT

Chiba, Japan

August 30- September 1, 2006
The Jaima Show is Japan’s analytical
instruments and solutions exposition—
the only event in Japan to showcase all
analytical-related technologies—and

is expected to attract 20,000 Visitors
with over goo booths.

Contact: Leslie Gill, Canadian Embassy
in Japan, tel.: (011-81-3) 5421-6200,
email: jpn.commerce@international.gc.ca,
website: www.jaima.or.jp.

Buenos Aires, Argentina

September 19-22, 2006

Expo Comm Argentina is the leading

IT fair in South America where more than
24,000 Argentine and international
companies in the telecommunication and
information technology industries gather.
Contact: Barbara Brito, Canadian Embassy
in Argentina, tel.: (011-54-11) 4808-1000,
fax: (011-54-11) 48081111,

email: bairs—commerce@international.gc.ca,
website: www.expocomm.com.ar.

INSURANCE SERVICES

Bandar Seri Begawan,

Brunei Darussalam

July 30-August 2, 2006

The East Asian Insurance Congress will
focus on growth and profitability and
provide a forum to address critical issues
facing the insurance industry. Companies
may wish to attend the conference and/or
be part of the trade fair.

Contact: Peter Chen, Foreign Affairs and
International Trade Canada,

tel.: (011-673) 222-0043,

email: peter.chen@international.gc.ca,
website: www.eaic2006bsb.com.bn.

MULTI-SECTOR

Budapest, Hungary

September 9-17, 2006

The Budapest International Fair is a
multi-sector event where more than
100,000 visitors are expected. This year's
theme is ‘Establishing a Home.

Contact: Krisztina Molnar, Canadian
Embassy in Hungary,

tel.: (011-36-1) 392-3360,

fax: (012-3641) 392-3390,

email: krisztina.molnar@international.gc.ca,
website: www.bnv.hu.

Santa Cruz, Bolivia

September 22-October 1, 2006
Expocruz 2006 is the best way to promote,
present and display your products to the
expanding South American market. This fair is
the largest international multi-sector trade
fair in Bolivia with over 2,000 exhibitors
expected to participate.

Contact: Fexpocruz, Feria internacional de
Santa Cruz, tel.: (o11-591-3) 3533535,

fax: (011-591-3) 353-0888,

email: feria@fexpocruz.com.bo,

website: www.fexpocruz.com.bo.

Budapest, Hungary

October 9-12, 2006

Central and Eastern European Rail 2006 is
the perfect setting for senior executives
from the region’s rail operators,
infrastructure managers, regulators and
governments to discuss current initiatives
and plan future developments.

Contact: Krisztina Molnar,

Canadian Embassy in Hungary,

tel.: (01136-1) 3923360,

fax: (011-3611) 392-3390,

email: krisztina.molnar@international.gc.ca,
website: www.railworld.com.

Munich, Germany

October 23-25, 2006

Expo Real 2006, the most important
annual meeting for the property industry,
is the perfect networking platform to
interact with real estate professionals from
around the world. The event attracts key
international specialists, players and
decision makers in this industry.

Contact: Canada Unlimited Inc.,

tel.: (416) 237-9939, fax.: (416) 237-9920,
website: www.canada-unlimited.com.

ENQUIRIES SERVICE

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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