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EXECUTIVE SUMMARY 

Context 

This report summarizes both qualitative and quantitative information generated through the 2002 
Regional Trade Network Information and Opinions Survey. There was little statistical uniformity in 
the Regional Trade Network (RTN) co-chairs' responses to qualitative questions. Thus, it is . 
important to review individual survey responses in the annexes as well as the report's summary of 
key findings. While the co-chairs reported their organizations' successes, challenges and 
opportunities in fashions unique to their regional interests, their responses tended to centre on the 
concept and realities of operating within a partnership environment. 

Membership 

RTNs are coordinated regionally and ,  linked nationally through Industry Canada's International 
Trade Centres (ITCs). Today, the membership of all but Team Canada Inc - Quebec Region comes 
primarily from federal and provincial/territorial government departments and agencies. Trade Team 
Alberta, Trade Team British Columbia, the Canada-Ontario Export Forum, Trade Team Manitoba 
and Trade Team Nova Scotia also have non-governmental and/or municipal government members. 

Governance 

In 1996, federal and provincial/territorial government partners began establishing RTNs, in some 
instances building on existing federal-provincial/territorial structures, to coordinate the myriad of 
exporter services available to business clients at the provincial/territorial level. The initial basis 
governing the RTNs were memoranda of understanding or , letters of understanding 
signed/exchanged by Ministers representing federal and_provincial/territorial government economic 
development interests. 

- 
A number of RTN relationship and governance models have developed since 1996, in response to 
individual provincial/territorial needs. The RTNs with current, formal agreements between the core 
federal and provincial government members tend to have more formal governance arrangements, 
with annual business plans, performance reports, complex structures, and some form of a 
secretariat. 

Program/Service/Activity Concentration 

Their common priority continues to be the provision of quality trade development services to 
targeted clients. This focus has widened to include some concentration on investment in all RTNs 
with the exception of Trade Team New Brunswick and the Canada-Ontario Export Forum. A 
number of RTNs, primarily in the west, have also widened their scope to give some attention to 
science and technology programs and services. 

Successes 

RTN co-chairs primarily described their respective RTN's successes over the past two years in 
terms of specific activities, such as an agreement to survey their clients once in a manner 
incorporating the needs of a number of partners. RTN successes included references to the 
partnership itself, ranging from better understanding and communication among partners to a 
reduction in overlap and duplication of services and the ability to demonstrate a single face to their 
clients. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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Challenges and Opportunities 

The co-chairs identified similar internal challenges as issues they have both faced over the past two 
years and that they foresee facing them over the next two years. Topping the list was their report of 
coping with a changing membership and/or changing representatives from the same member 
organization: Even where recently-signed memoranda of understanding are in place to define roles 
and objectives, survey respondents reported that a change in the individual representing a key 
organization can have a major negative impact on the operation of an RTN. Despite this, most 
co-chairs described stronger working relationships within the RTN as one of their top opportunities 
over the next two years. 	 • 

Benefits of Membership 

This belief that those strong working relationships are both desirable and possible is echoed in the 
co-chairs' views that a coordinated approach, integrated planning and shared information are the 
greatest benefits that RTNs offer to their members. In support of the theme of finding better ways to 
work together to provide an effective and efficient service to their clients, the co-chairs identified best 
practices as the primary kind of information they would like to receive from other RTNs. 

Enhancement of Functionality and Effectiveness 

Thé co-chairs' list was long and varied regarding the support required from federal senior 
management to make their RTNs more effective. However, two items emerged as central to their 
requirements for continued success: (1) stable operating funding; and (2) permanent secretariats. 

Problems due to a lack of secretariat services, or managing secretariat services, were frequently 
referenced as a result of a lack of consistent funding. Reflective of the problems faced by many 
regional operations, many RTNs also stressed the need for central senior management to listen to 
them, respect their opinions, and consider the impact of shifting priorities/mandates and their 
ultimate impact on the RTN partnership. 

Information Sharing 

RTNs believe that sharing information with their partners is of substantive benefit and something 
which they do very well. Thus, it is not surprising that best practices in dealing with clients and 
managing their internal partnerships were the primary kind of information they said they would like to 
receive from other RTNs: 

Conclusion 

RTNs are more fragile partnerships than may have been understood previously. While a strong, 
documented governance base provides an excellent under-pinning for partnerships, it is not a 
guarantee of success of either the partnership itself or excellent service to business clients. 
Commitment to the horizontal partnership must be both personal and organizational, and is a 
continuous work in progress. Strong leadership and ongoing commitment at all management levels, 
and not just those immediately involved in the day-to-day operations of the RTNs, is essential for the 
continued existence and smooth operation of all RTNs. 

Report on the Regional Trade Netvvork Information and Opinions Survey of 2002 
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• PURPOSE 

Early in 2002, public sector senior management -- in the form of the Federal-Provincial-Territorial 
• Deputy Ministers of Trade and the federal Deputy Ministerial Committee on International Business 
• Development (DMC on IBD) -- highlighted the key role the RTNs play in providing coordinated, . 
•

effective service to business clients at the regional level. The DMC also noted their interest in 

• considering proposals for ways and means to enhance RTNs' effectiveness. 

•
In that context, the rationale for conducting the survey was: 
• to establish a common information base on the status of the RTNs 
• to obtain co-chair views on RTN challenges, successes and opportunities, and 

• - • 	to identify key ways and means to enhance RTNs' effectiveness. 

1111 	IVIETHODOLOGY 

• 
•

The survey scope includes RTN: governance, program/service/activity coordination, membership 
benefits, information sharing, challenges, successes, opportunities, and development requirements. 

••  Information collected on governance, the funding of activities and program/service/activity 
concentration is quantitative in nature; the other sections are qualitative and reflect the opinions of 
the co-chairs. The latter may not be a comprehensive representation of the views of each RTN's 

• total membership. 

• SURVEY RESPONSE 

gio 	Completed surveys were received for nine provincial RTNs, the Northwest Territories RTN, and 
Team Canada Inc - Quebec Region. The latter is a federal-member only organization. In the 
absence of a formally-established RTN in Quebec, the survey response for Team Canada Inc - 

• Quebec Region has been included in the survey compilation. 

• Survey responses for all RTNs are annexed to the report. Additional documentation provided by 
some RTNs, such as governance documents, business plans, or performance reports has not been 
included in this report. Permission to view these additional documents must be obtained from the 

• respective RTN. • • 
• 
• Report on the Regional Trade Network Information and Opinions Survey of 2002 • • • 

The survey questionnaire (Annex 1) was developed with the assistance of the federal co-chairs in 
eaCh region, the Senior Traçle Commissioners (STCs) of Industry Canada's International Trade 

•
Centres (ITCs) in June-July 2002. 

• The survèy was undertaken over the summer and fall of 2002. The STCs were asked to seek 

•
provincial/territorial co-chair input in completing the survey responses. In some instances, 
clarification was sought on their responses to individual questions and those clarifications were 

• added to the survey responses. In late fall, the survey responses incorporèting the STCs' 
111, 	clarifications were returned to them for their review and approval and to get their response to new 

survey questions on membership fees. 

• 
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KEY FINDINGS 

Membership 

•The membership  base of the RTNs has developed along three distinct patterns: 
• federal government departments and agencies only (Team Canada Inc - Quebec Region) 
• federal and provincial/territorial government departments and agencies (Trade Team New 

Brunswick, Trade Team Newfoundland and Labrador, Canada-Northwest Territories 
Regional Trade Network, Trade Team Prince Edward Island and Trade Team 
Saskatchewan) 

• federal and provincial/territorial government departments and agencies and non-
governmental and/or municipal government members (Trade Teann Alberta, Trade Team 
British Columbia, Manitoba Trade and Investment Team, Trade Team Nova Scotia and the 
Canada-Ontario Export Forum). 

In all RTNs, the membership base has at its core public sector organizations with economic 
development and/or specific trade responsibilities. 

Federal Membership on RTNs 	 NWT BC ALTA SASK MAN ONT QUE NB NS PEI NFLD  
Aboriginal Business Canada 	 x 	 x 	x  
Agriculture  &  Agri-Food Canada 	 x 	x 	x 	x 	x 	x 	x 	x 	x  
Atlantic  Canada Opportunities Agency 	 x 	x 	x 	x  
Business Development Bank of Canada 	 x 	 x 	x 	x  
Canada Business Service Centre 	 x 	x 	 X 	X 	X 	X 	x 	x  
Canada Customs & Revenue Agency 	 x 	 x 	x  
Canada Economic Development for Quebec Regions 	 X  
Canadian Commercial Corporation 	 X 	 X 	x  
Canadian Food Inspection Agency 
Canadian  Heritage 	 x 	 X 	X 	 X  
Canadian International Development Agency 	 x 	A 	 x 	x 	X  
Canadian Mortgage & Housing Corporation 	 . 	x 	A 	 x 	X 	x 	x 	x  
Canadian Space Agency 	 x 	 . 
Canadian Technology Network 	 X  
Communications Canada 
Enterprise Cape Breton Corporation 	 x  
Export Development Canada 	 x 	x 	x 	X 	x  
Environment Canada 
FedNor 	 X  
Foreign Affairs & International Trade Canada 	 X 	 X  
Health Canada 	 X  
Human Resources Development Canada 
Indian Affairs and Northern Development 	 X  
Industry Canada 	 x 	x 	x 	X 	x 	X 	X 	x 	X 	x 	x  
National Research Council of Canada 	 x 	 x 	x  
Transport Canada 	' 	 x  
Western Economic Diversification 	 X 	x 	x 	x 

Note: A - not yet formal members, but have attended some Steering Committee meetings. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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• Non-federal governnient membership on RTNs ranges  from  a high of Seven provincial-government 
- 	 organizations on Trade Team Nova Scotia and six provincial organizations on Trade Team Alberta, 

• to one territorial government organization on the Canada-NorthweSt Territories Regional Trade 
Netvvork. • .  • - 	Governance 

• The RTNs' common definition of their individual purpose — to provide a service to exporters so they 

•
can success/increase exports — is not surprising. Where a current memorandum of understanding 
(MOU) or other agreement document exists between the federal and provincial/territorial 
government, detailed goals and objectives are also reported which reflect the development needS-  of 

•
the specific region. 

•• The RTNs with current, formal agreements between the core federal and provincial government-

. 	
members tend to have more formal governance arrangements, with annual business plans, 
performance reports, complex structures, and some form of a secretariat. 

More comprehensive planning and performance measurement seem to go hand-in-hand with 
current formal agreements between the federal and provincial/territorial governments. The Trade 
Team Nova Scotia respondents reported that many partners have changed since a federal-
provincial exchange of letters in 1995, and thus many of them are unaware that such a document 
'exists. In this case, the Trade Team Nova Scotia Steering Committee has agreed to develop a new 
MOU which would reaffirm the agreement. (This is still a work in progre§s.) 

	

NBAS 	INOQ 	NNPN 
WCL 	A 	ANU 	BSEF 
T 	TSNTE 	 I 	L 

AK 	 D  
Formal Governance Documentation (current - within last 	x 	X five  years) 
Annual  Business Plan 	 X 	X 	X 	X 	X 	 X  
Annual  Performance Measurement Report 	 X 	X  
Federal-Provincial/Territorial Co-Chairs 	 X 	X 	X 	X 	X 	X 	X 	X 	X  
Executive Committee 	 X 	X 	X 	X 	X 	X  
Working Committees 	 X 	X. 	X 	X 	X 	 X 	X 
Secretariat 	 X 	X 	X 	X 	X 	X 	X 	X 

The standard is a set federal-provincial co-chairing of the RTNs, the exception being Team Canada 
Inc - Quebec Region and Trade  Team Nova Scotia. The former organization's formal membership 
is federal only (see Annex 11 for details on TCI - Quebec Region's governance) . In the latter 
organization, Industry Canada is a fixed co-chair and a provincial member or another federal 
member serves as co-chair on a rotating basis. 

VVorking committees exist in the Prairies and BC RTNs where there are current governance 

•
documents. Such working relationships have also been formed in Trade Teams Nova Scotia and 
Prince Edward Island. 

• 

• 
• Report on the Regional Trade Network Information and Opinions Survey of 2002 
• 
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While most RTNs reported the existence of some form of a secretariat, a number of the RTNs also 
noted that continued funding for their secretariats is not guaranteed. This is further noted in the 
summaries under the "Challenges" and "Enhancement of RTN Functionality and Effectiveness" 
sections. 

The individual RTN responses (see the Annex) to section six governance questions each have more 
detailed information on: responsibilities, activities and compositions of various groupings of their 
respective RTNs' memberships (i.e., management committees, steering committees, working 
committees) and the frequency of their meetings; whether the RTN holds an annual retreat; and 
their secretariats. 

Program/Service/Activity Concentration 

100 

80 

01  60 
c, 

40 a_ 
20 

0 

13 Trade II Invest. El S&T  El  Other 

Trade is still the dominant focus of all of the RTNs. Investment programs and services are finding a 
place in most RTNs with the exception of Trade Team New Brunswick and the Canada-Ontario 
Export  Forum. As well, RTNs west of Ontario and Team Canada Inc - Quebec Region are all 
working on science and technology (S&T) activities as well. Trade Team Alberta repo rted that it is 
placing relatively equal degrees on concentration on all three international business development 
pillars — trade, investment and S&T/innovation. 

Funding of Activities 

RTN co-chairs were not consistent in their approach when asked if the RTN has a budget. Some 
make distinctions between an "official budget" and various sources of ad hoc funding or member 
contributions/membership fees. All RTNs excluding the recently created Canada-No rthwest 
Territories Regional Trade Network reported receiving funds from Team Canada Inc for various 
marketing-type activities. 

When members do provide some type of co-funding, it was usually identified as support for some 
form of a secretariat — usually a contracted service. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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A number of co-chairs reported that their RTN's efforts in horizontal management were not heiped •• 	by a lack of mechanisms to better manage funds in a "pooled" approach. 

• Successes • •• 	- 	. 	. • 	 . 
•

Ten of 11 respondents identified specific activifies when recounting their RTNs' top three successes 
over the last two years. An improved partnership was highlighted as a success by three 

• respondents, as was better understanding/communication among partners. 

• In response to the section seven question, other references included: reduction in a 	overlap/duplication; able to demonstrate a single face to industry; Trade Advisory Group for bringing 

•
multiple interests into the RTN network/activities. 

, 
• Future Opportunities 	 . 
• The majority of co-chairs listed stronger working relationships as one of the top three opportunities 
• they foresaw for their respective RTNs over the next two years. Three mentions each were also 
• received for: increased outreach to SMEs, specific activities; and improved communications with 

partners. • 
Other references in response to the section eight question included: getting a secretariat; senior 
level support leading to a more integrated approach; performance measurement refinement; 

• strategically utilizing intelligence about priority sectors; and the impact of innovation/technology on 
• service delivery. 

• 
• Challenges 
• The challenges over the last two years were reported as: dealing with new/changing members and 

communicating within the partnership each received four mentions each; and funding and the need 
• to satisfy partners' requirements for individual visibility each received tvvo mentions. 

• Past challenges each receiving a single mention included: loss of momentum; lack of national 
• leadership; the impact of 9/1. 1; a small base in international business development companies; 
• partners not being based in the region; a lack of support from Investènent Partnerships Canada; and 

integration of WIN with'the regional database. • 
The top future challenge theme, mentioned by five co-chairs, spoke of new members, changes to 
existing members, and working relationships with new members. Three co-chairs also referenced 

• each of: performance measurement and service standards; and long-term funding. Branding of 
individual members got two nods, while some of the expected challenges over the next two years 
which received one mention each included: re-branding the RTN and promoting it to SMEs; 

• investment promotion; the impact of the Kyoto ratification decision on working relationships;
• 
 • 	redefining the RTN's mandate and objectives; having a small exporting community with lots of 

organizations all wanting to help it; return on investment of being an RTN member; and differing 
• approaches to privacy legislation (with respect to intelligence collection and dissemination). 

• Both past and future challenges were identified in response to questions in section nine. • • 
• Report on the Regional Trade Network Information and Opinions Survey of 2002 • 
• 
• 
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Benefits of Membership 

Since RTNs were originally established to coordinate the myriad of exporter services available at 
the regional level, it isn't surprising that what the RTNs considered to be the greatest benefits 
offered to their members were expressed most frequently in terms of a coordinated approach (seyen 
mentions); integiated planning (three mentions) and shared information (three mentions). 

Responses receiving à single mention to the section 10 question included: shared professional 
development opportunities; better communication; operating efficiencies; coordinating funding 
requests; elimination of duplibation; and leverage Of SUpport/funding frorn other orders of 
government. 

Enhancement of Functionality and Effectiveness 

Responding to the section 11 question, "if your RTN could obtain support from federal senior 
management, what would you need to make the RTN more effective," co-chairs tended to tie 
together the subject of funding and a secretariat. Obtaining long-term funding for a 
secretariat/coordinator received seven mentions while six references were made to the need for an 
operating budget. 

Other needs for enhancement of RTN effectiveness included: increased participation on the RTN; 
relevant (to their sectors/territory) Tr-ade Commissioner visits from abroad; the need for a parallel •  
business development focus; sensitivity to shifting priorities/mandates and their impact on the 
partnership; co-location; funding management flexibility; implementation of common performance 
measures; a demonstration to RTNs that senior management is listening and taking action; and a 
resolution of the investment responsibilities. 

Information Sharing Among RTNs 

When asked what they thought their RTN does very well, seven co-chairs pointed to information 
sharing among partners. Organizing cosponsored activities was seen as a strength by three co-
chairs. Other strong points receiving a single mention included: agreement on how to approach 
issues of common interest; partner agreements; a climate of cooperation; managing partners' 
turnover; planning; handling of issues; and senior management access. 

The second question in section 11 sought ideas for the kinds of information that the co-chairs would 
like to receive from other RTNs. At nine mentions, the concept of sharing best practices/approaches 
received the most interest. Obtaining information on specific activities received three mentions, and 
two co-chairs expressed an interest in obtaining success stories. Other kinds of information 
receiving single mentions included: communications models (e.g., web sites); business plans; a 
system of communication among RTNs; trip reports; successful training formats; how to structure 
workload and work groups; retreat ideas; and funding models. 

Other 

To conclude the survey, RTN co-chairs were asked if there was any other information or message 
that they would like to share with federal senior management. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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• Trade Team Alberta took the opportunity to note that one size doesn't fit all and that the vitality of 
• their RTN was attributable to their sense of control, ownership and mutual responsibility to address 

•
the needs of Alberta companies and organizations. They stressed that imposing a format or list of 
deliverables [from outside] would undermine this partnership. Trade Team Prince Edward Island 

• also noted that RTNs must be designed, coordinated and managed in the region they are created to 

•
serve — they  must continue to be the product of the region they serve. 

• Trade Team British Columbia noted the new direction of the provincial government [regarding trade] 

•
means it is unable to provide the partnership with resources. They made a plea for the 
establishment of funding centrally which would be earmarked to the RTN's yet-to-be-established 

• secretariat. 

• The Manitoba Trade and Investment Team stressed the need for Ottawa to pay attention to RTN 
• views, at least through acknowledgement, feedback and follow-up of some kind. They are seeking , 
11/ 	recognition of the RTN's contribution and value. 

• Trade Team NewfounCiland and Labrador noted the effectiveness of RTNs as a means of increasing 

•
the quality of services provided to SMEs. The co-chair stressed the effort, goodwill and trust that 
have been invested in building these networks and noted that the RTNs would easily cease to be 

• effective if federal partners do not nurture them and work to build and sustain momentum. 

The Canada-Northwest Territories Regional Trade Network stated that the NWT has the fasted 
• growing economy in Canada, mainly fuelled by exporting companies, and the RTN would benefit 

•
from greater attention paid to it and the commitment of resources to make it effective. 

• The Canada-Ontario Export Forum co-chairs stressed the need for an RTN to be recognized as an 

•
institution in order for it to be successful. They called for recognition of RTNs as a fundamental 
component for establishing regional priorities in an overall trade plan. The co-chairs also asked for 

• recognition of complimentary domestic and international trade services (e.g., joint advertising of te 	team approach) and less advertising of individual department services (i.e., brand the team 
approach). 

41 I 	Team Canada Inc - Quebec Region stated that the concept of TCI is essential. They noted that, 
because their work is geared mainly to toward business client services, it is essential that their joint 

• actions be properly coordinated to avoid overlap and to offer the best delivery of services possible. 

Tearn Canada Inc - Quebec Region also spoke to its continuing efforts to expand into a "real" RTN. 
• They included information on the agreement which has been reached with the provincial 
• government on specific conditions for establishing an RTN and note that the MOU is yet to be 

signed. The proposed table de concertation export would not follow the traditional RTN pattern of 
• federal-provincial co-chairs. Rather, it would likely be chaired by someone from Manufacturers 
• exporters québec (MEQ) and membership from provincial and federal governments would be limited 

•
to two organizations each. 

' 
• Trade Team Saskatchewan's co-chairs reported that while Saskatchewan is a relatively small 

•
exporting community (when compared with Ontario) they are extremely active and their small 
companies are successful in a wide variety of markets and not just the US. They ask that DFAIT 

• posts around the world to recognize those factors and to take them seriously. 

•  
Report on the Regional Trade Network Information and Opinions Survey of 2002 
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Conclusion 

RTN co-chairs adamantly stress that one size does not fit all, and that each partnership must be 
allowed to continue to develop in accord to each RTN's unique needs and regional strengths. 
However, best practices and lessons learned the hard way could and should be shared and . 
considered across RTNs. 

RTNs are more fragile partnerships than may have been understood previously. While a strong, 
documented governance base provides an excellent under-pinning for partnerships, it is not a 
guarantee of success of either the partnership itself or excellent service to business clients. 
Commitment to the horizontal partnership must be both personal and organizational, and is a 
continuous work in progress. Strong leadership and ongoing commitment at all management levels, 
and not just those immediately involved in the day-to-day operations of the RTNs, is essential for the 
continued existence and smooth operation of all RTNs. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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ANNEX 1 - QUESTIONNAIRE, 

REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME 	 • 

2. NAME OF THE INDIVIDUAL(S) COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 

3. MEMBERSHIP  
3.1 	List RTN member organizations: 

4. 	GOVERNANCE  
4.1 	What is the RTN's stated purpose and/or objective(s)? 
4.2 	Does the RTN have any formal governance documentation? 

4.2.1 	If yes ,. please attach the document(s). 
• 4.3 	Which organizations chair/co-chair the RTN? 

4.4 	What are the responsibilities of the chair/co-chair? 
4.5 	How often does the RTN meet? 

4.5.1 	Does the RTN hold an annual retreat for all members? 
4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 

4.6 	Does the RTN have an executive committee? 
- 4.6.1 	If yes, list membership by organization: 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the 
RTN: 

4.6.3 	If yes, how often does the executive committee meet? 
4.7 	Does the RTN have working committees? 

4.7.1 	If yes, state the name of each committee, its basic mandate, and how often it meets: 
• 4.8 	Are there other management bodies in your RTN? 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 
4.9 	Does the RTN produce a business plan? 

4.9.1 	If yes, when and how often is it produced? 
4.9.2 	If yes, please attach the most current document. 

4.10 	Does the RTN produce a performance report? 
4.10.1 If yes, when and how often is it produced? 
4.10.2 If yes, please attach the most current document. 

' 	4.11 	Does the RTN have a secretariat? 
4.11.1 If yes, describe the secretariat (number of staff, 3rd  party contracts, reporting relationship, 

main responsibilities/functions): 
4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 

5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION  
5.1 	Trade 	 % of RTN effort 
5.2 	Investment 	 % of RTN effort 
5.3 	Science & technology 	 % of RTN effort 
5.4 	Other . . 	 % of RTN effort 

• 5.4.1 	Specify/briefly describe "other 
5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 

three programs/services/activities: 

6. 	FUNDING OF RTN ACTIVITIES  
6.1 	Do the members of the RTN contribute an annual membership fee? 

6.1.1 	If yes, how much is the membership fee and how is it managed? 
6.1.2 	Does the RTN have a budget? 
6.1.3 	Ifyes, please state its approximate annual amount, describe its source and its uses 

(including a secretariat if appropriate), and state whether it is pooled or individual 
coMponents managed by separate organizations or other: 

6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 
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6.2.1 	If yes, please describe the source, amount and purpose of these funds. 

7. RTN SUCCESSES  
7.1 	Briefly describe what the RTN'would consider to be its top three successes over the last two 

years: 

8. RTN FUTURE OPPORTUNITIES  
8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 

9. RTN CHALLENGES  
9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past 

two years: 
9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next 

two years: 

10. RTN BENEFITS 
10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 

11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS  
11.1 	If your RTN could obtain support from federal senior management, what would you need to make 

the RTN more effective? 

12. INFORMATION SHARING AMONG RTNs  
12.1 	What do you think your RTN does very well? 
12.2 	What kinds of information would like to receive from other RTNs? 

13. OTHER  • 
13.1 	Is there any other information or message that the RTN would like to share with federal senior 

management? 
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• ANNEX 2 - TRADE TEAM ALBERTA 

• 

• REGIONAL TRADE NETVVORK INFORMATION & OPINIONS SURVEY . 

• 1. 	RTN NAME 	 • 	 . 	 . 	 - 11, 	Trade Team Alberta 

•• 	2. 	NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN  
Jessie Hislop, co-chair, Steering Committee (and reviewed by VVendy Boje, co-chair, Steering Committee) 411 
3. 	MEMBERSHIP  • 
3.1 	List RTN member organizations: 

, . 

Key: 

I> 	• signatory 	 . 
MI core member—participates on Steering Committee and co-chairs at least one working group 

41 * participates on one or more workgroups. 

•
Another 14 organizations participate in one or more projects led by the RTN. 

• 

•
Federal Departments  
• IIII 	Western Economic Diversification Canada (VVED) 

• • • 	Industry Canada (IC) 
e Department of Foreign Affairs & International Trade •• • 	Agriculture & Agri—Food Canada (AAFC) 

e • 	National Research Council 

•• 	ePrzovincial Government 
Alberta Economic Development  

• • MI 	Alberta Agriculture, Food & Rural Development 
• • 	Alberta Innovation & Science 

6 	• e 	Alberta Environment 
e Alberta Research Council 	 • e 	• 	Alberta Energy 

• Other 

• • 	The Business Link (CBSC in Alberta) 

41> 	New/Potential members of the Steering Committee  

I 	 Canada Mortgage and Housing -- CMHC International 
Canadian International Development Agency 

• Associations/Private Sector (all participate in the Joint Implementation /Clean Development Mechanism  

II 	Workgroup)  
* Climate Change Central (public-private not-for-profit) 41> 	* Canadian Energy Research Institute 

• e Environmental Services Association of Alberta 
* Maryn International 

41> 	* Pembina Institute for Appropriate Development 
* Shell Canada 

• e Canadian Petroleum Institute 

41 	4. 	GOVERNANCE  

e 4.1 	What is the RTN's stated purpose and/or objective(s)? 
II> 	To collaborate in areas of international business development where we can assist the private sector in becoming 

more competitive and facilitate companies entering the world markets successfully. Specifically the goals for the 

e partnership are: 	 . 
II 	Report on the Regional Trade Network Information and Opinions Survey of 2002 
411 
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• further international business development 
• broaden the base of non-traditional exports 
• increase the number of exporters 
• improve the capabilities of businesses in each province to become "export ready" 
• attract and retain foreign investment, and 
• develop agreements related to international trade 

4.2 	Does the RTN have any formal governance documentation? 
Yes 

4.2.1 	If yes, please attach the document(s). 
The MOU that establishes and drives Trade Team Alberta is negotiated and signed by 7 federal and provincial 
departments (identified above) and runs for a five year period. The current MOU was signed by then Industry 
Minister Manley in May 2000 and will run from April 2000-March 2005 

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - indùstry Canada 
Alberta Economic Development 

4.4 	What are the chair/co-chair responsibilities? 
Principal responsibility is leadership and sharing of information to: 
• finalize business plan and annual reports 
• develop and lead implementation of the workplan of Steering Committee and oversight of the workplans of the 

working groups to ensure balance of return to each of the partners 
• track priority, organizational & personnel shifts, that can impact on the operations of TTA and devise strategic 

responses 
• lead responsibility for communications  initiatives related to Trade Team Alberta 

4.5 	How often does the RTN meet? 
Management Committee -- Annually 
Steering Committee -- 9-11/year 
Each working group -- 5-7/year 

4.5.1 	Does the RTN hold an annual retreat for all members? 
Yes 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
Trade Team Alberta-Trade, Investment, & Innovation 
May 28, 2002 Retreat, hosted by Alberta Agriculture, Food & Rural Development. 

Does the RTN have an executive committee? 

4.6.1 	If yes, list membership by organization: 
Membership of the Steering Committee is comprised the chairs or co-chairs of the working groups plus some 
members at large from key organizations (e.g. The Business Link). 
• Alberta Economic Development (AED) 
• Alberta Agriculture, Food & Rural Development (AAFRD) 
• Western Economic Diversification Canada (WED) 
• Foreign Affairs & International Trade (DFAIT) 
• Industry Canada (IC) 
• Agriculture & Agri—Food Canada (AAFC) 
• Alberta Innovation & Science (A I & S) 
• National Research Council (Canadian Technology Network) 
• The Business Link 
new/potential: 
• CMHC International 
• CIDA 
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4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
• Developing and implementing a coordinated business plan that reflects the priorities of the individual 

• organizations in the areas of competitiveness, service delivery and international business development; 
• Ensuring the individual work groups cooperate in those areas where overlap occurs; • • 	• 	Liaison with other entities including Team Canada Inc., Western Trade Officials & Western Inv.estment  Officiais  

•
meetings, other RTN's 

• Acting as a conduit for information, initiatives that doesn't fall directly into the purview of one of the working 

•
groups 

• Identifying appropriate performance measurements; and 
•

• 

	

	Developing and delivering communications initiatives that present the programs and services of Trade Team 
Alberta to potential clients and partners 

4.6.3 	If yes, how often does the executive coniiiiittee meet? 
Every 6 Weeks. 

• 4.7 	Does the RTN have working committees? 
Yes 

11111i 4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
. The Investment Attraction and Retention Work Group 

• is tasked with developing collaborative initiatives to attract investment from outside the province, while retaining 

•
and expanding existing foreign investment in Alberta of multi-national enterprises. 

• tracking and information exchange on policies that may indirectly limit foreign direct investment and developing 

• programs that will lead to improved competitiveness. 
• coordinated training on investment attraction, particularly for local economic development authorities in the 

• province  
•

• 	exchanges of information on initiatives to maximize information flows and avoid duplicate approachesp targets 
• maintaining a network to respond comprehensively to incoming investment leads and visits 

• • 

	

	specific projects that present Alberta's investment profile to partners, such as DFAIT investment counsellors 
(usually at EDAC), improved information exchange with IPC, and specific projects (e.g. in Silicon Valley). 

The Market Information and Intelligence Work Group 
• tasked with establishing effective ways of gathering and disseminating information and intelligence to TTA and 

• their clients while finding ways to improve communications links throughout the entire system. 

•
• 

	

	delivery of Competitive Intelligence training to companies and partners— generic (4/year) and event-focussed, 
e.g. Bio 2002 

• • lead role within TTA for e-commerce issues and programming. 
The Export Alliance Work Group 

te 	• 	undertakes directly and supports partners' outreach initiatives to companies and service providers outside the 
two main cities 

• • 	coordination of new exporter identification and development initiatives 

•
• 

	

	development of tools to support the above targets including; exporter toolkit, training projects (e.g. Border 
Busters, Do's & Don't of Business Entry into the U.S. etc.) 

• liaison with the 5 regional export alliances in the province and encourages TTA approach to be mirrored on the 
• local level. 

• 'The Technology Work Group 
• to develop innovative and seamless delivery systems that assist Alberta companies in becoming internationally 

competitive, both in their use of technology and the sales of technology related products and services. This is 

•
pursued through collaboration on projects, such as: 
• the Silicon Valley Initiative which combines investment and skilled worker attraction, venture capital 

promotion and export development 
• the Science and Technology Officer Outreach Program to build awareness of Alberta's strengths and 

• priorities amongst the S& T officers at posts abroad 
• a pilot on using the Sixth Framework Funding Process of the European Union; and the coordination of the 

• China MOUs; and 
• an initiative related to the Alberta supered. 

Clea n Development Mechanisms/Joint Implementation Work Group 
• to educate and support companies on the development of Clean Development Mechanisms (CDM) and Joint 
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Implernentation (JI) projects (under the Kyoto Agreement rubric) and provide intelligence on most receptive 
Markets, potential projects and the pathways to their realization 

• unlike other working groups, this one includes private companies and associations within the working group 
• coordinated contact identification and intelligence gathering mission to China, mission to four countries in Latin 

America at the end of last fiscal year 	• 

4.8 	Are there other management bodies in your RTN? 
Yes, the Management Committee 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 
Management Committee 
• The key role is to provide to TTA the views (and buy-in) of senior management from each of the signatories of 

the MOU—to outline expectations, trends or areas where that organization could contribute more to the 
partnership 

• receives a report on the previous year (completed) and the first 6 months of the current year, provides 
comments on progress, suggestions of new directions etc. 

• a resource for intervention and problem-solving at senior levels. 

Meets annually in November 

4.9 Does the RTN produce a business plan? 
Yes 

4.9.1 	If yes, when and how often is it produced? 
Annually. 

4.9.2 	If yes, please attach the most current document. 
2002-2005 International Business Plan. 

4.10 	Does the RTN produce a performance report? 
Yes 

4.10.1 If yes, when and how often is it produced? 
Annually 

4.10.2 If yes, please attach the most current document. 
Trade Team Alberta-Trade, Investment, & Innovation - 7 th  Annual Report, 2001-2002 

4.11 	boes the RTN have a secretariat? 
Yes 

4.11.1 If yes, describe the secretariat (# of FTEs, 3rd  party contracts, reporting relationship, main 
responsibilities/functions): 

1 FTE 
Trade Team Alberta has a contracted Secretariat (the same individual since the inception of the partnership) who is 
funded at approximately 60% of his time (typically about $40,000-$45,000) through piecemeal contracts by the 
partners. Each partner assumes responsibility either for a period of the secretariat's operations (e.g. the ITC is 
responsible for the 1' quarter each year for $8000) or for a specific output (e.g. Ag Canada pays for the preparation 
of the Annual Report). Ensuring adequate coverage, fair remuneration and accountability amongst the different 
contracting partners is an on-going challenge. An offering by the ITC to act as the contractor for all the federal 
partners (and then j.v.'ing their share to each partners) has not been feasible as the other federal partners are 
typically unable to commit to a specific level of funding early in the fiscal year. 

The Secretariat develops the agendas for the meetings (including most working groups) in conjunction with the co-
chairs, takes minutes, drafts the annual reports and plans, the 'good news' stories and other communications 
initiatives and facilitates the retreat. He becomes directly involved in some of the projects. 

In addition, the Secretariat/contractor has taken on individual projects for member organizations, often as an 
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• extension of the work of TTA; hence, managing the potential for conflict of interest has also been an ongoing 

• challenge. 

• In addition, the External Relations Division of AED dedicates .5 PY support staff for and the ITC approximately .25 
PY support staff to undertake functions such as the mailouts of information, formatting of documents, presentations, 

• ' . 	logiStics for meetings etc. The two co-chairs dedicate approximately .25 of their work to the RTN and the ITC 

e
ensures that each officer plays a significant role in a working group. AED likewise has representation on each of the 

• work groups; other members  have  membership where relevant to their mandate and interests. Secretariat and 

lb 	support staff at AED primarily occupied with organizing the Steering Committee, Management Committee, 
implementing the Communications Strategy and regular meetings of 5 additional working groups. They prepare the 

Ill■ 	annual report, regional trade plan and undertake special projects mandated by the Steering Committee. 

• . 	4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 

110 	see above 

O
5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION 	 . 

5 	5.1 	Trade 	 35 % of RTN effort 
5.2 	Investment 

. 5.3 	Science & technology 	
, 25 % of RTN effort Ili 	 25 % of RTN effort 

•
5.4 	Other 	 15 % of RTN effort 

IIII, 	5.4.1 	Specify/briefly describe "other" 	 . 
Coordination, training and communications (both internal & external) that spans all angles of International Business 40 	Development) 

	

0 	• 5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top _ . 

	

6 	 three programs/services/activities: Trade:   
, 	- 
, te • 	Development of Exporter Tools and 'coordinated and jointly promoted training programs, ranging from short 1-2 

hr sessions to the 3-phase Competitive Intelligence training over 4 months. 
• • 	Collaboration on Mega-projects: e.g. joint operation of the International Business centre at the Global Petroleum 

•
Show 

• Education of ourselves and companies about the possible emergence of a new market and financing vehicles 

e: linked to the Kyoto agreements (CO2 emission credits) 
Investment: • 

	

. 	• 	Outreach and training to local economic development entities in the province 	. 
• Outreach and communications initiatives with IPC 

	

5 	• 	Story templates and information for G8 journalists 

	

I 	 Technology 
• Silicon Valley initiatives (which incorporate trade & investment angles) 

	

(110 	• , European S & T framework agreement pilot project 
• Singapore MOU 	 . 

	

0 	Other 
• Coordinated messaging concerning availability of services and access points to Alberta companies, e.g. joint 

• presentations as Innovation Fairs, Customs Days, to service providers (bankers, lawyers, accountants) 

6. 	FUNDING OF RTN ACTIVITIES 

6.1 	Do the members of the RTN contribute an annual membership fee? 

11111 	Not in such terms—as mentioned previously, members contribute to the funding of the secretariat in amounts ranging 
from $5000-$15,000 and to any specific projects through covering individual elements of the costs. There is never 

• any pool of "TTA funds". 

6.1.1 	If yes, how much is the membership fee and how is it managed? 

•
N/A 

• 

Report on the Regional Trade Network Information and Opinions Survey of 2002 



Page  18 

6.1.2 Does the RTN have a budget? 
Not a formal, integrated one. Resource requirements are flagged in the annual business plan but then anted up by 
each partner. 

6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate orenizations or other: 

Funding is approximately $55,000 ($26,000 from Federal partners & $29,000 from Provincial partners). Each 
partner's contribution is managed separately. 

Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 

6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
Yes, last year we received approximately . $15,000 from Team Canada Inc. of which $11,000 was provided directly 
for communications initiatives and at least another $4000 provided for reprinting of the TTA passports (paid directly 
by TOI). 

In addition, the Competitive Intelligence training devised and managed by TTA is funded by the Western Economic 
Partnership program of Alberta and Western Economic Development—receiving $131,000 over three years (which 
has not been included in the above budgetary totals) 

7. 	RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
• our 2002 retreat was very effective in attracting more than 50 participants and in meeting the objectives of 

• members of TTA to improve outreach with other federal partners/programs, specifically IPC, Team Canada 
missions, Heritage Canada re: Cultural industries initiatives and Team Canada Inc. At the retreat, the 
participants identified specific actions that could be undertaken to enhance cooperation and client service and 
several are already in progress; the remainder will be incorporated into the next years' Workplans. 

• coordination and partnership within the Investment & Technology initiatives to the point that one partner often 
represents the others 

• refinement of the Competitive Intelligence training so now lauded by the private sector as one of the best 
trainiing/resources they've been offered. 

8. 	RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the 'next two years: 
• There is a large pool of Alberta companies that are contemplating exporting but who have no awareness of 

services that could support this endeavour and few of which would not think to request assistance from any 
government body. We need to reach them earlier and with more sustained proactive reach. 

• Refining our performance measures so that they are more meaningful to us internally and to external audiences. 
• Developing a constructive partnership to serve cultural industries companies including defining the boundaries 

of what that includes, bringing in as required new provincial counterparts who have not traditionally been part of 
TTA, developing ongoing mechanisms for information sharing, and ensuring that appropriate messaging and 
pathfinding is provided to Alberta companies to ensure that they receive fair access to new programs and 
services. 

9. 	RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

• Fragmented, fragmentary and increasingly obsolete information about our collective client base 
• Changing mandates and structures of member organizations 
• Balancing branding & profiling of TTA with need of individual member organizations to also have an 

independent profile not one perpetually subsumed to TTA 
• Federal & provincial freedom of information & privacy legislation is making it difficult to manage sharing of 

information as often as the lawyers give the most restrictive advice. For instance, the report of intelligence 
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compiled  atour  Competitive Intelligence event may not be able to be distributed or shared because of one of the 
partners interpretation of the FOIP restrictions 

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

• sustaining return on the participation investment for each of the members while also expanding membership to 
bring in new core members of regionally active ICI members (such as CIDA and CMHC) into TTA. These may 
require development of other working group structures, priorities and oversight of fed-prov balance 

• determining if the JI/CDM working group will be able to continue effectively in light of the fed-prov conflict over 
Kyoto 

• redeveloping our communications vehicles, particularly the website, to provide more responsive, client-focussed 
access to services and support better teamwork and information sharing internally. The latter will have to be 
managed in light of FOIP issues and each government's drive to GOL-like programming 

• improving the security and transparency of financial management of TTA Secretariat and projects 
• Federal & provincial freedom of information & privacy legislation is making it difficult to manage sharing of 

information as often as the lawyers give the most restrictive advice 

	

10. 	RTN BENEFITS  

	

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
• open channels of communication with other federal and provincial partners that can be easily tapped on issues 

not directly ,  covered by TTA (i.e. it makes the rest of our work easier too!) 
• ability to maximize resources for delivery of joint initiatives that result in higher efficiencies of output—for 

example, ITC Alberta delivers almost three times more outreach activities per officer in terms of number of 	- 
events and clients reached than the national average. 

• leveraging of support and funding from the 'other' level of government in support of 'our' priorities. 

	

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS  

	

11.1 	If your RTN could obtain support from federal senior management, what would you need to make 
the RTN more effective? 

• more predictability in financial resources that our federal partners were able to commit at the beginning of the 
fiscal year to RTN activities 

• sensitivity to the fact that shifting priorities and mandates has a direct impact on partners and the partnership 
and consultation would be appreciated 

• commitment to co-locate international business development units of TCI members (which would mean 
separating them for the remainder of the department or line-relationships) 

• more flexible systems to enable us to take in funds (such as participation fees from companies) and for pooling 
funds to jointly manage them [an old song] 

• An agreement that the federal partners' would either designate TCI or one of the member departments to be the 
point of reference for policies and guidance on issues such as freedom of information policies etc. so  that the 

, RTN is not faced With investigating and reconciling variations of interpretation from multiple federal partners. 

12. INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
• maintaining a climate of cooperation, mutual knowledge/empathy and information sharing 
• inculcating the operating principle that TTA should be a delivery vehicle for work we would have to do anyway 

not an added burden 
• progress on common performance measures and agreement from management that each partner can 'count' 

, the shared results 
• managing turnover within the partnership (of about 30% p.a.) and sustaining the culture of cooperation with that 

personnel shift. 

12.2 	What kinds of information would like to receive from other RTNs? 
• ideas of how they structure workload & work groups (particularly related to managing incoming trade 

delegations etc.) 
• funding models and best practices 
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• successful training formats 
• communications models—presentations; website formats & content 

13. 	OTHER 

13.1 	Is there any other information or any  message  that the RTN would like to share with federal senior 
management? 

• One size doesn't fit all—the vitality of our RTN is attributable to our sense of control, ownership and mutual 
responsibility to address the needs of Alberta companies and organizations. This functions as a 'bottoms-up' 
organization—an imposed format or list of deliverables would undermine this partnership. 
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ANNEX 3 - TRADE TEAM BRITISH COLUMBIA 

REGIONAL TRADE NETVVORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME  
Trade Team British Columbia 

2. NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN: 
SIC Michael Spencer, Co-Chair of the RTN 

3. MEMBERSHIP 

3.1 	List RTN member organizations: 
Federal Departments  
Western Economic Diversification Canàda (WED) 
Agriculture & Agri-Food Canada (AAFC) 
Industry Canada (IC) 
Canada Business Service Centres (CBSC) 
Export Development Canada (EDC) 
Canadian Commercial Corporation (CCC) 
Business Development Bank of Canada (BDC) 
Canada Mortgage and Housing Corporation (CMHC) 
Canada Customs and Revenue Agency 
Canadian Heritage 
Human Resources Development Canada (HRDC) 
Transport Canada 
National Resèarch Council of Canada (NRC) 
Indian Affairs and Northern Development 
Aboriginal Business Canada 
Canadian International Development Agency  (Cl DA)  
Provincial Government  
B.C. Trade and Investment 
Yukon Economic Development 
Associations  
Asia Pacific Foundation of Canada (APFC) 
Canadian Manufacturers and Exporters 
Vancouver Board of Trade 
BC Institute for Studies in International Trade 
Science Council of BC 
Economic Development Association of BC 
BC Technology Industries Association (BCTIA) 

4. GOVERNANCE 

	

4.1 	What is the RTN's stated purpose and/or objective(s)? 
A partnership of service organizations to help companies in the region succeed in world markets 

	

4.2 	Does the RTN have any formal governance documentation? 
No. MOU on Canada-BC Cooperation on International Business Activity was signed in April/June 1997 - no sunset 
clause. 

4.2.1 	If yes, please attach the document(s). 

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - Industry Canada 
BC Trade and Investment 
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4.4 	What are the chair/co-chair responsibilities? 
To lead and coordinate the plans and joint activities of the RTN partnership 

4.5 	How often does the RTN meet? 
Five,to six times annually 

4.5.1 	Does the RTN hold an annual retreat for all members? 
No 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 

4.6 	Does the RTN have an executive committee? 
No 

4.6.1 	If yes, list membership by organization: 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 

4.6.3 	If yes, how often does the executive committee meet? 

4.7 	Does the RTN have working committees? 
Yes 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
RTN Calendar Steering Committee — To advise on the development of the on-line trade events calendar of the RTN. 
This committee met several times during the winter and spring of 2001-02. 

4.8 	Are there other management bodies in your RTN? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
No 

	

4.9.1 	If yes, when and how often is it produced? 
There is no business plan but the RTN develops an annual listing of priority sectors and geographic markets which is 
provided to TID, units in DFAIT headquarters and key TCS posts. 

	

4.9.2 	If yes, please attach the most current document. 
TID already has the last one. 

4.10 	Does the RTN produce a performance report? 
No 

4.10.1 If yes, when and how often is it produced? 

4.10.2 If yes, please attach the most current document. 

4.11 	Does the RTN have a secretariat? 
No 

4.11.1 If yes, describe the secretariat (# of FTEs, 3'(1  party contracts, reporting relationship, main' 
responsibilities/functions): 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
All administrative costs are covered by the ITC as is the organizational workload which is significant. 
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• 
• 
• 

• 5.1 	Trade 	 85% of RTN effort 
• 5.2 	Investment 	 5% of RTN effort 

Other •
5.3 
5.4 	

Science & techno_logy 	 5% of RTN effort 
' 

•

5% of RTN effort 	 _ 

 5.4.1 	Specify/briefly describe "other" 

	

111, 	This would cover those events and activities whose focus extends beyond trade, investment and S&T to such areas 

•
as education and the environment. 

Aki- 

	

gr' 	
5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 

three programs/services/activities: 

•
For all categories above, the key activities of the members operating together  are events in the region and 
information (both electronic and published) aimed usually but not exclusively at SME business clients. For individual 

• members, the key service would be counselling, market support including financing, outreach activities, intelligence 

	

4 	and other aspects of regional presence and support. 

	

II 	6. 	FUNDING OF RTN ACTIVITIES  

6.1 	Do the members of the RTN contribute an annual membership fee? 

	

1 • 	No 

• 

•
6.1.1 	If yes, how much is the membership fee and how is it managed? 

•
6.1.2 Does the RTN have a budget? 
No 

• 6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
0 	secretariat if appropriate), and eate whether it is pooled or individual components managed by 

41) 	separate organizations or other: 

•
6.2 Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 
Yes 

 

• 6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
1111, 	The RTN has received $15,000 both this year and last to promote Team Canada Inc in the region. 

• 7. 	RTN SUCCESSES  

• 7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 

•
1) The RTN now functions as a much more cohesive team and has virtually eliminated any significant overlap and 
duplication in the services we provide. 

• 2) In joint events and activities, RTN partners have often adopted an "export knowledge café" approach which has 
proven highly successful with clients. Details of how to operate this best practice have been provided to other RTNs. 

• 3) The RTN launched an on-line trade events calendar in the late spring of 2002. 

8. 	RTN FUTURE OPPORTUNITIES  

• 8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
1) Focus on business communities in the Lower Mainland of B.C. (but outside downtown Vancouver) where there is 

•
the greatest concentration of SMEs unaware of the support available from RTN partners to aid their export interests. 
2) Promote RTN services to the largest ethnic business communities (Chinese Canadian and lndo-Canadian) who 

41, 	are not usually accustomed to seeking government support. 
3) Work with key industry sector associations in the region to make sure their members are aware of RTN services. 011 • • Report on the Regional Trade Network Information and Opinions Survey of 2002 
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9. 	RTN CHALLENGES  

	

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

1) Development of seamless service and the removal of overlap in services provided by RTN members. 
2) Adjusting to the inipact of 9/11 and the removal/reduction by the B.C. provincial government of direct support for 
trade services including the Canada/E3.C. Business Service Centre. 
3) To develop and launch the on-line trade events calendar 

	

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

1) To implement common performance measurement with joint targets, common evaluation tools and annual 
reporting on our joint events and activities 
2) To achieve understanding and buy-in by staff of RTN partner organizations. An event aimed exclusively at that 
audience was already held this March and a second event for clients this November will include this as a secondany 
target. 
3) To promote the trade events calendar and ensure it is well-used by partners, clients and potential clients. 

10. 	RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
The opportunity to work closely together with other organizations and individuals with common objectives and goals. 
By pooling our efforts and resources, we do a much better job of reaching clients and potential clients and of serving 
them most effectively. 

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECT*IVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

1)-Funding to create an RTN secretariat which would also take on responsibility for further development, promotion 
and operation of the trade events calendar. Either a contractor (à la Calgary) or an intern. Either way, we estimate 
around $25K/year plus $5K O&M. 
2) Very specific direction from senior management in Ottawa to their regional offices promoting active participation in 
the RTN and the implementation of common performance measurement. Such messaging must be communicated to 
both regional management and to the working levels. 

	

12. 	INFORMATION SHARING AMONG RTNs  

	

12.1 	What do you think your RTN does very well? 
The sharing of information has improved dramatically and has been greatly enhanced by the introduction of the on-
line trade events calendar. We plan joint events aimed at common clients and frequently support events led by 
partners whenever that is judged effective. 

12.2 	What kinds of information would like to receive from other RTNs? 
Their "best practices" — not just reports on specific events or activities but details of different approaches that worked 
well or did not work — so we can copy, adapt or avoid. 

13. 	OTHER 

13.1 	Is there any.other information or any message that the RTN would like to share with federal senior 
management? 

The RTN in our region has made great progress over the past few years, developing into an effective and productive 
partnership. It includes more than two dozen organizations but only about half the membership appear fully 
committed. To obtain greater buy-in, we need specific direction from senior management of ICI member 
organizations in Ottawa to their regional operations as described in section 11.1 above. 

The RTN is now at a stage where it requires an adequately-resourced secretariat so that its administration and 
management is not seen as solely an Industry Canada-ITC responsibility. While the working level of the provincial 
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trade bureaucracy is fully supportive of the RTN, the new direction of the provincial government in B.C. means it is 
unable to provide any resources. Under the current difficult circumstances for several of our RTN partners locally 
(the province, WD, CBSC, Ag Marketing), the only option we see which would broaden RTN ownership is that the 
funding be established centrally (e.g., through TCI) and earmarked for the Pacific Region secretariat (the TTBC 
secretariat we would set up). I believe this would also help us administratively. 
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ANNEX 4 - MANITOBA TRADE AND INVESTMENT TEAM 

REGIONAL TRADE NE'TWORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME  , 	 • 
Manitoba Trade & Investment Team 

2. NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN  
Suzanne Cormie, Senior Trade Commissioner, International Trade Centre and Rod Sprange, President, Manitoba 
Trade and Investment 

3. MEMBERSHIP 

3.1 	List RTN member organizations: 
Federal Departments  
Western Economic Diversification Canada (WED) 
Industry Canada (IC) 
Agriculture & Agri-Food Canada (AAFC) 
Export Development Canada (EDC) 
Canada/Manitoba Business Service Centre 
Provincial Government 
Manitoba Trade 
Manitoba Industry, Trade & Mines 
Manitoba Agriculture & Food 
Manitoba Intergovernmental Affairs 
Associations  
Manitoba Chamber of Commerce 
Winnipeg Chamber of Commerce 
Food Development Centre 
Manitoba Innovation Network 
Red River College 
Canadian Manufacturers & Exporters 

4. GOVERNANCE 

• 4.1 	What is the RTN's stated purpose and/or objective(s)? 
I. 	Goals 
The goals of the Memorandum of Understanding (MOU) are: 
a) to assist Manitoba industry to increase exports; 
b) to assist Manitoba companies in preparing to take advantage of export 

markets; and 
c) to attract and retain foreign investment in Manitoba. 
Il 	Principles 
The principles under which the MOU shall be managed are: 
a) The needs of the client shall be the first consideration in the development and delivery of export and 

investment services; 
b) the business community is better served by government agencies involved in international business 

development working in a co-ordinated and co-operative manner; 
c) the Parties shall share information and data to improve the overall effectiveness of international business 

development programs offered to Manitoba business by the Parties; 
d) the business community shall play an active role in the MOU; 
e) the Parties shall share in the operational costs of the MOU; and 
f) the Parties shall look for opportunities for co-ordinated development and delivery of international business 

development programs and operations 

Does the RTN have any formal governance documentation? 
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4.2.1 	If yes, please attach the document(s). 
Memorandum of Understanding Canada-Manitoba Cooperation on International Business Development (effective 
April 17, 2000 until March 31, 2005) 

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - Industry Canada . 
Manitoba Trade 

4.4 	What are the chair/co-chair responsibilities? 
We share chair co-chair responsibilities. 

4.5 	How often does the RTN meet? 
Manitoba MOU Executive Committee meets monthly and the Manitoba MOU Management Committee meets 
quarterly. 

4.5.1 	Does the RTN hold an annual retreat for all members? 
There is an Annual Planning meeting (January). 

4.5.2 	If yes, please attach the agenda and recommendations from the most  récent  retreat. 
Planned for January 03. 

4.6 	Does the RTN have an executive committee? 
Yes •  

4.6.1 	If yes, list membership by organization: 
Intergovernmental Affairs 
Manitoba Agriculture and Food 
Western Diversification 
Agriculture & Agri-Food Canada 
Manitoba Trade & Investment Corp. 
International Trade Centre 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
Manages day-to-day operations of the MOU. 

4.6.3 	If yes, how often does the executive committee meet? 
Monthly - last Thursday of the month. 

4.7 	Does the RTN have working committees? 
Yes 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
Some groups meet on a regular schedule, others determine meeting dates as required based on their work program. 

Working Group Committees: 

Information Systems and Market Intelligence Working Group 
• To improve linkages between business and government on trade, technology and investment promotion 

activities. 
• To ensure the timely and effective dissemination of trade, investment and technology information, intelligence 

and opportunities to the business community. 
Priority Market Within Sectors Task Team Group 
• Develop a process for assessing priority markets. 
Trade Advisory Working Group 
• To enhance the level of communication and cooperation between the public and private sectors by providing 

•advice, disseminating information and engaging in activities. 
Management/Executive Committee Group 
• Direct the activities of the MOU. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 



Western provincial issues i.e. Trade 

RTN, briefly describe the RTN's top 

e 
• • • 
9 
6 

0 • • 0 
• • • 0 • 
• 
• • 
• • 0 • • • • • • 
• • • 

Page 28 

Meetings are determined by the individual Working Groups with the exception of the Management/Executive 
Committee Group whose meetings are last Thursday of every month. 

4.8 	Are there other management bodies in your RTN? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
Yes (Delivery Plan) 

4.9.1 	If yes, when and how often is it produced? 
Annually. 

4.9.2 	If yes, please attach the most current document. 
2001-2002 Regional Trade Plan (Priority Market by TTCS and Priority Market by non TTCS) 

4.10 	Does the RTN produce a performance report? 
Yes 

4.10.1 If yes, when and how often is it produced? 
Annually. First term includes results•April 1 to September 30 of any year and last term includes results from October 
1 to March 31 of any year. 

4.10.2 If yes, please attach the most current document. 
Performance Reports (All Active Exporters, All Global Exporters, All Ready Exporters`All Potential Exporters and All 
Preparing Exporters to Sept 30, 2001) 

4.11 	Does the RTN have a secretariat? 
Yes (contract assistance) 

4.11.1 If yes, describe the secretariat (# of FTEs, 3rd  party contracts, reporting relationship, main 
responsibilities/functions): 

Contract for one-person on a part-time basis. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: ' 
The annual cost is $18,000 and the contract is funded equally by Manitoba Trade and Investment, International 
Trade Centre, Manitoba Agriculture and Food, Agriculture and Agri-Food Canada, Manitoba Intergovernmental 
Affairs and Western Economic Diversification. 

5. PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

	

5.1 	Trade 

	

5.2 	Investment 

	

5.3 	Science & technology 

	

5.4 	Other 

5.4.1 	Specify/briefly describe "other" 
Ad-hoc Federal-Provincial/Other issues i.e. regional planning and economy. 
Corridors. 

5.5 	For each area of program/service/activity concentration of the 
three programs/services/activities: 

• Export promotion 
• CEO breakfasts 
• Trade Commissioner luncheons 
• Missions 
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• Special events 

6. FUNDING OF RTN ACTIVITIES 

6.1 	Do the members of the RTN contribute an annual membership fee? 
There is an annual assessment. 	 _ 

6.1.1 	If yes, how much is the membership fee and how is it managed? 
The assessment varies every year dependant on what activities are undertaken. 
This year the six core members will contribute a participation fee of $1,160.50. 
The funds are collected by the secretariat (each member is invoiced)and decisions regarding costs/spending are 
made at the Executive Committee/management Committee meetings. 

6.1.2 	Does the RTN have a budget? 
Yes 

6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

Budget is approximately $20,000. The six core members contribute equally to the fund which is primarily used to 
support the cost of the Secretariat (consultant contract). Other activities are funded on an individual basis and are 
approved by The Management Committee. 

6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 
The Manitoba MOU is mainly self-funded by the partners; however, Team Canada Inc. has provided limited funding 
for TOI promotional activities on some occasions. 

6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
MOU Website - $20,000 from TCI. The website was implemented to identify the partners and to show how we work 
together to undertake a cooperative, single window approach for the co-ordinated delivery of international business 
activities and programs. 

TCI promotion: Funding this year $8,000 towards promotional activities. 

7. RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
• Able to demonstrate a single government face to industry 
• Single survey 
• Single calendar of events 
• Trade Advisory Group for bringing together multiple interests into RTN network/activities 

8. 	RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
• Strategically utilizing intelligence re priority sectors 
• Innovation/tech impact on service delivery 
• Awareness by RTN partners. 

	

9. 	RTN CHALLENGES  

	

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

• Single survey 
• Integration WIN/Regional database 
• Consultation with Ottawa-for enhanced communication/consultation 
• Finding sources of exporters 
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9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

• Resolve WIN issue (integration WIN/Regional database) 
• Single survey 
• Finding sources of exporters 
• Consultation with Ottawa for enhanced communication/consultation 

10: 	RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
• Single service/shared information 
• Combined knowledge base/sharing of resources/activities 

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS  

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

• Communication - enhanced communication between senior management and the RTN. This could be done 
through an annual or periodic meeting at DM level or REXD level with RTN Exec Committee. Another 
possibility is through occasional written correspondence to RTN. 

• Demonstration of understanding of issues/views (acknowledgement that RTN views have been taken into 
consideration on issues or new initiatives.) 

• Demonstration of appreciation of value of RTN . (Recognition, acknowledgement of RTN contribution, 
views. Importance of role of RTN etc.) 

• Demonstration of support (consultation/follow-up) 

12. 	INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
Share information, planning, activities and issues. 

12.2 	What kinds of information would like to receive from other RTNs? 
Best practices. 

13. 	OTHER 

Is there any other information or any message that the RTN would like to share with federal senior 
management? 
To know that Ottawa has paid attention to RTN views. Some acknowledgement of views and feedback. 
Follow-up. 
Recognition of RTN contribution and value 
Recognition and consideration of RTN views and concerns. 
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ANNEX 5 - TRADE TEAM NEW BRUNSWICK 

REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME  
Trade Team New Brunswick 

2. NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 
Gilles Gaudet, Trade Commissioner, TTNB Coordinator, ITC New Brunswick in Moncton 

MEMBERSHIP 

3.1 	List RTN member organizations: 
Federal Departments  
Agriculture & Agri-Food Canada (AAFC) 
Atlantic Canada Opportunities Agency (ACOA) 
Canada Mortgage and Housing Corporation (CMHC) 
Canada/New Brunswick Business Service Centre (CBSC) 
Canadian International Development Agency (CIDA) 

,Export Development Canada (EDC) 
Industry Canada (IC) 
Provincial Government  
Business New Brunswick 
Community Economic Development Agencies 
N.B. Agriculture, Fisheries & Aquaculture 

4. 	GOVERNANCE 

4.1 	What is the RTN's stated purpose and/or objective(s)? 
• TTNB partners provides quality services to àporters to help them achieve success in global markets. 
• Coordinate New Brunswick trade development activities — Integrated Trade Plans. 
• Streamline trade services and programs. 
• Reduce overlap and duplication of trade development services and programs. 

4.2 	Does the RTN have any formal governance documentation? 
Yes. 

4.2.1 	If yes, please attach the document(s). 
Letters between Federal and Provincial Ministers dated in 1995. 

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - Industry Canada 
Business New Brunswick 

4.4 	What are the chair/co-chair responsibilities? 
• Ensure the partners are informed of federal and provincial priorities. 
• Distribute information to all partners. 
• Ensure that meetings are held on a regular schedule — and co-chair the meetings. 
• Co-chair the annual meeting. 
• Discuss and bring forward any request for new members to join the RTN. 

4.5 	How often does the RTN meet? 
Every 6 to 8 weeks. 

4.5.1 	Does the RTN hold an annual retreat for all members? 
Yes. 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
Agenda and Summary Report from the meeting held June 2001. 
This year's annual meeting was held on October 9-10, 2002 (Working Together for the Future). 
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4.6 	Does the RTN have an executive committee? 
No. 

4.6.1 	If yes, list membership by organization: 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 

4.6.3 	If yes, how often does the executive committee meet? 

4.7 	Does the RTN have working committees? 
No. 

4.7.1 	If yes, state the name of each committee,  its  basic mandate, and describe how often it meets: 

4.8 	Are there other management bodies in your RTN? 
No. 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
Yes. 

4.9.1 	If yes, when and how often is it produced? 
Annually. 

4.9.2 	If yes, please attach the most current document. 
TTNB - Integrated Trade Strategy, 2002-2003. 

4.10 	Does the RTN produce a performance report? 	 - 
No. 

4.10.1 

4.10.2 

4.11 
Yes. 

4.11.1 If yes, describe the secretariat (# of FTEs, 3' party contracts, reporting relationship, main 
responsibilities/functions): 

The TTNB Coordinator (in place since late September 2002) provides secretariat services to the RTN. Is no located 
in the ACOA office but reports to the RTN. In January 2003, the individual will be located in the Canada/NB CBSC 
and will look after the 1-888 Trade line. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
In August, 2002, the RTN managed to secure funding for a coordinator through a Federal-Provincial Cooperation 
Agreement that was lapsing funds. This contractual person joined the RTN in late September, 2002 for an 18-month 
assignment. His salary is $50K/year and we are estimating travelling expenses of approx. $1K/month. ACOA 
provides this person with an office, computer, telephone, etc. at no cost to the RTN. 

5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

5.1 	Trade 
5.2 	Investment 
5.3 	Science & technology 
5.4 	Other 

5.4.1 	Specify/briefly describe "other" 

Report on the Regional Trade Network Information and Opinions Survey of 2002 

If yes, when and how often is it produced? 

If yes, please attach the most current document. 

Does the RTN have a secretariat? 

95 % of RTN effort 
5 % of RTN effort 
0% of RTN effort 
0% of RTN effort 



8.1 

9.1 

• • 
• 

Page 33 

5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

• - 	The majority of the work done by the RTN is to ensure a coordinated approach to assist NB SMEs in 
becoming export ready and in entering new markets - by using such programs as the Export Partnering 
Program, Incoming and Outgoing Mission, Trade Shows and Reverse NEBS. 

• Various sectors have teams of federal and provincial officers that work together to develop and deliver 
activities - such as a Reverse NEBS and work plans. 

• The RTN is also there to gather and share information among all partners, and ensure that the information 
• is also distributed to non-members of the RTN. 

6. 	FUNDING OF RTN ACTIVITIES  

6.1 	Do the members of the RTN contribute an annual membership fee? 

6.1.1 	If yes, how much is the membership fee and how is it managed? 
Each RTN member contributes approximately $800.00 per annum to fund activities related to the organization's 
annual meeting. 

6.1.2 	Does the RTN have a budget? 
Not officially, but ACOA and the Province of New Brunswick contribute to the Coordinator's salary and O&M 
expenses (through a Cooperation Agreement) and all members contribute to the Annual meeting's budget. 

6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

Does the RTN receive funds from outSide sources (e.g. Team Canada Inc)? 

6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
Have a $5,000 allocation available for TCl/RTN promotion / marketing. 

7. 	RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
• Co-sponsor and organize a number of export orientation sessions - including Reverse NEBS. 
• Completed (with the assistance of TCI) the TTNB Passport to the Global Market and distributed to key 

stakeholders in the province. 
• Co-sponsor and organize the Annual TTNB Meeting - and inviting the Community Economic Development 

Agencies (CEDA) and Universities to attend. 

8. 	RTN FUTURE OPPORTUNITIES 

Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
Create a stronger working relationship with the newly formed and announced CEDAs - under the umbrella 
Enterprise Network. 
Establish an RTN Secretariat with a TTNB Coordinator in place to provide the services of setting up 
meetings (including annual meeting), preparing the integrated work plans, etc. 
Establish a web presence (former website is non-functional after the changes in the provincial government). 
This will be the responsibility of the new TTNB coordinator. 

9. 	RTN CHALLENGES 

Briefly describe what the RTN would consider to be its top three challenges/issues over  the past two 
years: 
Admitting new members in the RTN - especially provincial partners. 
Changes in the provincial government structure - departmental changes including provincial co-chair. 
Promoting the RTN to companies — due to the inactivity of the group during the provincial government 
restructuring. 
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9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

• Considering application of new members to join the RTN - balancing federal and provincial representation. 
• .Re-branding and promoting TTNB to SMEs in the province. 
• Forging a working relatkinship with the new CEDAs in the province and identifying the roles played by each. 

	

10. 	RTN BENEFITS  
• 

	

10.1 	Briefly describe what the RTN would consider .to be the greatest benefits offered to its members? 
Bringing a coordinated approach to the trade portfolio within the province to better serve our clients - NB 
SMEs. This includes publishing an integrated trade plan and strategy and a coordinated funding request 
(PEMD, TAP (Province), BDP (ACOA)). 

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

• Re a secretariat, we have a short-term solution to a long-term requirement. A more permanent arrangement 
would be welcomed. At a cost of approx. $70K/year. 

• An operating budget to assist promotional activities and maintenance of a,web site. 
• Support from all level of governments. 

12. 	INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
• Sharing of information among all partners. 
• Organize co-sponsored activities. 

	

12.2 	What kinds of information would like to receive from other RTNs? 
• Best practice information. 
• Activities being conducted by other RTNs. 
• Opportunities to work together on some key activities - major events. 

	

13. 	OTHER 

13.1 	Is there any other information or any message that the RTN would like to share with federal senior 
management? 

• Funding issue. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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ANNEX 6 - TRADE TEAM NEWFOUNDLAND AND LABRADOR 

REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

1. 	RTN NAME  
Trade Team Newfoundland & Labrador 

,2. 	NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 
. Patricia Hearn, Co-Chair 

• • 
3. — MEMBERSHIP  

3.1 	List RTN member organizations: 
Federal Departments  
Industry Canada (IC) 
Agriculture & Agri-Food Canada (AAFC) 

..Canada Mortgage & Housing Corporation (CMHC) 
Canadian Heritage 

.Canada/Newfoundland and Labrador Business Service Centres (CNLBSC) 
Export Development Canada (EDC) 
Business Development Bank of Canada (BDC) 
Atlantic Canada Opportunities Agency (ACOA) 
IRAP, NRC 
Canadian International Development Agency (CIDA) 
Provincial Governments  
Nfld Dept. Of Industry, Trade &Rural Development 
RTN Co-ordinator (Fed/Prov) 

4. GOVERNANCE  

4.1 	What is the RTN's stated purpose and/or objective(s)? 
Contribute to jobs and growth by increasing the number of exporters, particularly among SMEs. 

4.2 	Does the RTN have any formal governance documentation? 
No 

4.2.1 	If yes, please attach the document(s). 

	

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - Industry Canada 
Department of Industry, Trade and Rural Development (Newfoundlandl 

	

4.4 	What are the chair/co-chair responsibilities? 
Call meetings; chair meetings; engage members in strategic planning; strengthen the RTN by encouraging 
participation by members; provide members with opportunities to learn and to enhance services 

4.5 	How often does the RTN meet? 
Every 8-10 weeks 

4.5.1 	Does the RTN hold an annual retreat for all members? 
No 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 

4.6 	Does the RTN have an executive committee? 
Yes 

4.6.1 	If yes, list membership by organization: 
ITC - Industry Canada 
Department of Industry, Trade and Rural Development (Newfoundlandl 

Report on the Regional Trade Network Information and Opinions Survey of 2002 • 
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Agriculture & Agri—Food Canada 
Atlantic Canada Opportunities Agency 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
Establish strategic priorities affecting the direction of the RTN 

4.6.3 	If yes, how often does the executive committee meet? 
Quarterly. 

4.7 	Does the RTN have working committees? 
No 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 

4.8 	Are there other management bodies in your R1-N? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
Yes 

4.9.1 	If yes, when and how often is it produced? 
Annually 

4.9.2 	If yes, please attach the most current document. 
Newfoundland and Labrador Regional Trade Plan 2002-2003, "A Pathway to Global Opportunities" 

4.10 	Does the RTN produce a performance report? 
Yes 

4.10.1 If yes, when and how often is it produced? 
Annually 

4.10.2 If yes, please attach the most current document. 
Newfoundland and Labrador Annual Report - March 31, 2002 

4.11 	Does the RTN have a secretariat? 
Yes 

4.11.1 If yes, describe the secretariat (# of FTEs, 3 rd  party contracts, reporting relationship, main 
responsibilities/functions): 

A Coordinator hired to provide support services to the RTN. The RTN Coordinator attends all meetings, records 
minutes and follows up with all partner's on action items. The Coordinator also represents the broad interests of the 
RTN and Team Canada Inc at trade shows and develops projects in support of the RTN's objectives. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
The funding consists of up to $160,000 over the period April 1, 2001 through March 31, 2003, to cover salary, travel, 
promotion and marketing, contract services such as web site updates, printing of the Regional Trade Plan, and 
equipment. 

5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

5.1 	Trade 
5.2 	Investment 
5.3 	Science & technology 
5.4 	Other 

5.4.1 	Specify/briefly describe "other" 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

Trade  
programs - PEMD, Atlantic Trade and Investment Partnership (ATIP), Canada-Newfoundland and Labrador 
Comprehensive Economic Development Agreement (CEDA) 
services - export counselling, skills development 
activity - outreach, tracle missions, educational/professional development workshops. 

Investment 
programs - PEMD-I, Atlantic Trade and Investment Partnership (ATIP), Canada-Newfoundland and Labrador 
Comprehensive Economic Development Agreement (CEDA) 
services - investment prospecting counselling, skills development 
activity - outreach, investment missions/conferences, educational/professional development workshops 

6. 	FUNDING OF RTN ACTIVITIES  

6.1 	Do the members of the RTN contribute an annual membership fee? 
No 

6.1.1 	If yes, how much is the membership fee and how is it managed? 

6.1.2 	Does the RTN have a budget? 
Yes 

	

6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 

	

' 	separate organizations or other: 
Funded under the Canada-Newfoundland and Labrador Comprehensive Economic Development Agreement 
(CEDA). Up to $80,000 annually (up to $160,000 over the period April 1, 2001 through March 31, 2003) to cover 
salary, travel, promotion and marketing, contract services such as web site updates, printing of the Regional Trade 
Plan, and equipment. There will be no more projects approved after March 31, 2003. In 2003-04 projects approved 
will be delivered and costs paid. 2004-05 is a pay-out year. 

6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 

6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
Canada-Newfoundland and Labrador Comprehensive Economic Development Agreement (CEDA). See 6.1.1 The 
RTN has received $5K in each of 2, maybe 3 years, for specific projects which we applied for. 

7. 	RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
(1.) Internal 
The RTN was initiated in 1995. Now, 7 years later, a key success is that partners are more engaged than ever in 
working together in creating work plans and working on joint projects. The commitment of partners has grown with 
no sign of lessening. 
(2.) External 
The RTN has facilitated a more cohesive and strategic communication of services offered by the partners. 
(3.) Projects 
Many projects were undertaken jointly that provided services across the whole continuum to SME's 

8. 	RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
To increase our outreach to SMEs, particularly in rural areas. 
To improve on how we share information amongst RTN members. 
To improve client service through more and better ways of working collegially and to measure how well we are doing. 
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• 
• • 
• 
• •  
• 
• 
• 
• 
• 
• 
• 
• • 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• 
O 
• • 
• 
• 
• 
• 
• 
• 
• 
• 
• 
• • 

Page 38 

9. 	RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues overthe past two 
years: 

Communicating with client-partners such as industry associations to let them know of the work of the RTN which, in 
turn, can be passed on to industry association members. 

'Getting the word out' so that SMEs and client-partners are aware of what the RTN can do to help them. 

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

1. Longer term funding to support the secretariat role is crucial to having a successful RTN. 
2. Performance measurement and service standards 
3. Communications - achieving recognition of the services of the RTN in a manner that does not diminish the visibility 
of the individual partners and the work they do. 

10. 	RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
Shared information; shared opportunities for professional development 

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

Financial and non-financial support from federal senior management that affords the RTN with unique status as a 
coordinating body in the province would contribute greatly to the effectiveness of the RTN. Of course, similar support 
from the provincial government is also crucial. 

Once federal-provincial funding ends, the RTN will have difficùlty covering the cost of hiring a Coordinator and in 
generating the funds for projects. Ordinarily, the RTN would spend about $150K/year on salary andfproject related 
costs. Having $100K from federal senior management to  paya  Coordinator (under contract) and cover some of thé 
project costs would undoubtedly contribute greatly to the ongoing success of the RTN when present sources of 
funding are no longer available. 

In terms of non-financial support, it would be very helpful if federal senior management were properly briefed and 
versed in the work of the RTNs. Being aware of the collaboration between members on-the-ground in the regions 
and considering this carefully when senior management meet to discuss issues affecting the work of RTN partners in 
•the region. In short, anything that promotes awareness amongst partners at the senior federal level may make 
collaboration easier in the field, particularly when dealing with provincial government partners. 

	

12. 	INFORMATION SHARING AMONG RTNs  

	

12.1 	What do you think your RTN does very well? 
Sharing information; reaching general agreement on how to approach issues of common interest in a manner 
benefiting the client 

	

12.2 	What kinds of information would like to receive from other RTNs? 
Best practices; success stories; information on activities (information products such as newsletters etc.) 

	

13. 	OTHER  

13.1 	Is there any other information or any message that the RTN would like to share with federal senior 
management? 

RTNs work. They are an effective means of increasing the quality of services provided to SMEs. Much effort, 
goodwill and trust has been invested in building these networks, but they could easily fall by the wayside if the 
federal partners do not nurture them and work to build and sustain momentum. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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• ANNEX  7-  TRADE TEAM NOVA SCOTIA • 
• REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

• 1. 	RTN NAME  
Trade Team Nova Scotia 

• 4111 	2. " 	NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 
Valerie Bachynsky, Trade Commissioner and TTNS Coordinator, A/STC • 

•
3. 	MEMBERSHIP  

• 3.1 	List RTN member organizations: 
Federal Departments  

• Atlantic Canada Opportunities Agency (ACOA) 
Industry Canada (IC) International Trade Centre 

• Agriculture & Agri-Food Canada (AAFC) 
Business Development Bank of Canada 
Canadian Commercial Corporation (CCC) 
Canada Customs and Revenue Agency 
Canadian Heritage 
Canada/Nova Scotia Business Service Centre (CBSC) 
Canadian International Development Agency (CIDA) 

• Enterprise Cape Breton Corporation (ECCB) 

•
Export Development Canada (EDC) 

•Canada Mortgage and Housing Corporation (CMHC) 
National Research Council /IRAP 
Provincial Government 
Nova Scotia Business Inc. 
N.S. Department of Agriculture & Fisheries 

111, 	N.S. Department of Energy 

•
N.S. Department of Environment & Labour 
N.S. Department of Tourism & Culture 

411> 

	

	N.S. Office of Economic Department 
Petroleum Directorate 

• Associations  
Canadian Manufacturers and Exporters (CME) 

• Atlantic Canada World Trade Centre 

• 4. 	GOVERNANCE 4111 	4.1 	What is the RTN's stated purpose and/or objective(s)? 
• TTNS is a partnership of government and private sector organizations dedicated to stimulating export activity in Nova 

Scotia. The partnership provides potential and exporters with access to various trade-related programs and 
• services. 

•
(Official wording from TCI passport document) 

Provide service to as many N.S. exporters as possible 
Promote N.S. trade programs 
Develop trade team best practices 
To create a critical mass of trade knowledge 41111 	To facilitate continuous learning re trade issues 

•
(this wording from TTNS retreat April 2002) 

• 4.2 	Does the RTN have any formal governance documentation? 
No. The federal-provincial exchange of letters in 1995 is all that we currently have. Many partners have changed 
since then and are unaware of the agreement signed in 1995. The NS RTN Steering Committee has agreed to 
develop a new MOU which would re-affirm the agreement. This is still a work in progress. 

•

• 
4.2.1 	If yes, please attach the document(s). 

111> Report on the Regional Trade Network Information and Opinions Survey of 2002 
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4.3 	Which organizations chair/co-chair the RTN? 
Industry Canada and a provincial/federal member on a rotating basis. 

Industry Canada plays the major co-ordination role for the group, planning meetings, developing proposals for 
funding support (DM Intern position, TCI funding, etc.), communications; there is a rotating chair for meetings. 

4.4 	What are the chair/cd-chair responsibilities? 
See àiibve 	 • 

4.5 	How often does the RTN meet? 
Regularly (6-7 times a year) 

2002/2003 meetings are planned for Sept. 12, Oct, 9, Nov. 28, 2002 and Jan. 16., Feb. 27, April 10 and May 29, 
2003 

4.5.1 	Does the RTN hold an annual retreat for all members? 
The first retreat for TTNS was held in April, 2002.. The idea of annual retreats has not been discussed with the 
group. 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
Trade Team Nova Scotia: Planning Session 
April 30, 2002, Ashburn Golf Club 

4.6 	Does the RTN have an executive committee? 
During 2001, a N.S. trade steering committee was formed, to create a joint trade development strategy for N.S. 
Considerable work was done in 2001 and 2002-  to provide senior officials with an overview of federal and provincial 
initiatives re trade and to develop a more strategic agenda for trade development and integrated planning. 

In Feb,2002, officials from Industry Canada, ACOA and the Office of Economic Development , 
presented . the N.S. FEDC/DM committee with an update on the work of the steering group 
and receive senior management  endorsement for coordinated trade plan development and 
delivery. 

4.6.1 	If yes, list membership by organization: 
(As of Feb. 2002) 
N.S. Economic Development - now Office of Economic Development 
Industry Canada 
Nova Scotia Business Inc. 
Atlantic Canada Opportunities Agency/Enterprise Cape Breton Corporation 

Note: these organizations have multi-sector responsibility for trade in N.S. 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
See above 

4.6.3 	If yes, how often does the executive committee meet? 
See above 

4.7 	Does the RTN have working committees? 
The RTN has formed ad hoc working committees to deal with specific tasks - organizing a retreat or planning a trade 
event. There has been discussion of a committee on performance measurement. The ITC plans to draft terms of 
reference for this committee, to present to the Trade Team in the fall. 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
N/A 

4.8 	Are there other management bodies in your RTN? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 
NIA  
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4.9 	Does the RTN produce a business plan? 
The RTN has not recently produced a business plan. In past years, the RTN coordinator produced a compilation of 
individual plans, but this was not a true integrated plan. 
There is a plan to coordinate program and service delivery and to produce an integrated work plan for 03/04. 
4.9.1 	If yes, when and how often is it produced? • . 	4.9.2 	If yes, please attach the most current document. 
See above 

• 4.10 	Does the RTN produce a performance report? 

•
No 

• 4.10.1 If yes, when and how often is it produced? 

4.10.2 If yes, please attach the most current document. 

• 4.11' • Does the RTN have a secretariat? 

•
No 

• 4.11..1 ' If yes, describe the secretariat (# of FTEs, eparty contracts, reporting relationship, main 
responsibilities/functions): 

• Currently, the ITC provides all secretariat support to the RTN. The ITC recently received approval for two proposals 
to support UNS. The first (DM interns program) will provide $8,000 to hire an MBA student who will work part-time 

• on TTNS activities. The second proposal - for redevelopment of the TTNS web site - received $8,000 of TCI funds. 

• 4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 

•
N/A 

• 5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION 	 _ 

Ill 	5.1 	Trade 	 100 % of RTN effort 

•
5.2 	Investment % of RTN effort 
5.3 	Science & technology  % of RTN effort 

• 5.4 	Other 	 % of RTN effort 

• 5.4.1 	Specify/briefly describe "other" 	 • 

• 5.5 	For each area of program/se rvice/activity concentration of the RTN, briefly describe the RTN's top 

•
three programs/services/activities: 

6. 	FUNDING OF RTN ACTIVITIES 

• 6.1 	Do the members of the RTN contribute an annual membership fee? 

•
No 

•
6.1.1 lf yes, how much is the membership fee and how is it managed? 

• 6.1.2 Does the RTN have a budget? 

• 6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 

•
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

• 6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 

• 6.2.1 	If yes, please describe the source, amount and purpose of these funds. a 	Promotional funds - $8,000 per year, based on proposals 

• 
II> Report on the Régional  Trade Network Information and Opinions Survey of 2002 • 
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7. 	RTN SUCCESSES 

« 7.1 	Briefly describe what the RTN would consider to be its top three successes over the East two years: 
Export Rallies - involving all trade partners, in various locations outside of Metro Halifax, to provide existing and 
potential exporters with information and advice about 
exporting. Export Rallies, organized in 2000 and 2001, included serninars as well as opportunities to meet with in-
Canada trade officers. 
Trade Team Nova Scotia Planning Session - April 30, 2002 - a day-long retreat to examine possibilities for TINS 
to increase its level of collaboration, in an effort to continue to improve the level of service to clients. 

Agreement to move from meetings that were primarily information exchanges to meetings dedicated to one major 
topic or issue. Meetings for 2002/2003 will include 
1. an in-depth discussion with a company representative (or perhaps a panel, including someone whose business 
has not survived) on the challenges of developing export business - barriers, knowledge gaps, 
accessibility/usefulness of government programs and services 
2. an update on CIDA - and how N.S. companies and organizations are faring with contracts - possible opportunities 
and issues 
3. Mexico - a presentation by MBA students on a research project on N.S.'s trade with Mexico - historically and 
what's happening now - analysis of N.S.'s competitive position and possible opportunities 
4. trade missions - discussion of best practices, analysis of outcomes from missions, how they could be improved, 
possible enhancements or alternatives to missions. 
5. export counselling - presentations by organizations that do export counselling - so that the team understands 
what is offered by various partners 

8. 	RTN FUTURE OPPORTUNITIES  

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
— Senior level support from N.S. federal and provincial departments for a more integrated approach to trade. 
—Senior level agreement from N.S. federal and provincial departments that financial support for trade coordination is 
necessary. 
—Momentum within the UNS group, based on the successful  TINS  retreat/planning session in 2002. 

9. 	RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

—Partner organizations that were evolving in terms of their mandates and programs and services and not always 
ready to collaborate 
—Partner organizations with their own needs for individual visibility 
—Developing performance measurement systems for partnerships. 

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

— Partner organizations that are evolving in terms of their mandates and programs and services - and the reality that 
further changes are to be expected 
— Partner orjanizations with their own needs for individual visibility 
—Developing performance measurement systems for partnerships 

10. 	RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
—opportunity for professional development 
—opportunity to improve the services we offer to clients 

11. 	ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

A budget. A budget would make it possible to undertake activities - such as Export Rallies or retreats - easily. Now, 
we have to find money to undertake projects. A budget could also cover the costs of someone to coordinate 
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administration - meetings, plans, management information systems, etc. We have done this as an extra task for the 
ITC, and (this year) will have a DM intern to do this on a part-time basis. 

12. INFORMATION SHARING AMONG RTNs  

12.1 	What do you think your RTN does very well? 
See above 

12.2 	What kinds of information would like to receive from other RTNs? 
Best practices 

13. OTHER 

13.1 	Is there any other information or any message that the RTN would like to share with federal senior 
management? 

No. 
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ANNEX 8 - CANADA-NORTHWEST TERRITORIES REGIONAL TRADE NETWORK 

REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME  
Canada-NWT Regional Trade Netvvork 

2. NAME OF THE INDIVIDUAL(S) COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 
Reid Henry, Co-Chair NWT RTN 

3. MEMBERSHIP 

3.1 	List RTN member organizations: 
•NWT Dept of Resources, Wildlife and Economic Development (RWED) 
Industry Canada 
DFAIT 

4. 	GOVERNANCE 

4.1 	What is the RTN's stated purpose and/or objective(s)? 
Cooperation on international business development 

Does the RTN have any formal governance documentation? 

4.2.1 	If yes, please attach the document(s). 
Memorandum of Understanding Canada-NWT Cooperation on International Business Development (effective August 
25, 2001 until August 25, 2006) 

.4.3 	Which organizations chair/co-chair the RTN? 
RWED and Industry Canada 

4.4 	What are the responsibilities of the chair/co-chair? 
Consultation, coordination of activities 

4.5 	How often does the RTN meet? 
Ad hoc (no more than once or twice per year) 

4.5.1 	Does the RTN hold an annual retreat for all members? 
No 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 

4.6 	Does the RTN have an executive committee? 
No 

4.6.1 	If yes, list membership by organization: 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN: 

4.6.3 	If yes, how often does the executive committee meet? 

4.7 	Does the RTN have working committees? 	 - No 

4.7.1 	If yes, state the name of each committee, its basic mandate, and how often it meets: 

4.8 	Are there other management bodies in your RTN? 
No 
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4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
No. A business plan for FY 2002-03 is currently being produced and will be forwarded when completed. 

4.9.1 	If yes, when and how often is it produced? 

4.9.2 	If yes, please attach the most current document. 

4.10 	Does the RTN produce a performance report? 
No. 	A performance report will be included with the business plan currently being produced and will be forwarded 

when available. 

4.10.1 If yes, when and how often is it produced? 

4.10.2 If yes, please attach the most current document. 

4.11 	Does the RTN have a secretariat? 
No 

4.11.1 If yes, describe the secretariat (number of staff, 3 party contracts, reporting relationship, main 
responsibilities/functions): 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 

5. PROGRAM/SERVICE/ACTIVITY CONCENTRATION  

5.1 	Trade 
5.2 	Investment 
5.3 	Science & tecfinology 
5.4 	Other 

5.4.1 	Specify/briefly describe "other" 

5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

Trade: 
- cooperation on international missions 
- côoperation on exporter education 
- cooperation on market entry support (especially pEmp program) 
Investment 
- cooperation on investment opportunities 
- cooperation on identifying possible PEMD-Investment opportunities 

If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 
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45% of RTN effort 
45% of RTN effort 

5% of RTN effort 
5% of RTN effort 

6. FUNDING OF RTN ACTIVITIES 

6.1 	Do the members of the RTN contribute an annual membership fee? 
No 

6.1.1 	If yes, how much is the membership fee and how is it managed? 
NIA  

6.1.2 Does the RTN have a budget? 
No 

6.1.3 
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6.2.1 	If yes, please describe the source, amount and purpose of these funds. 

7. 	RTN SUCCESSES  

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
- Team Canada West mission and follow-up (Trade/Investment) 
- Project Germany (a PEMD-I  initiative of the City of Edmonton which has included NVVT participation) (Investment) 

• - Trade Mission to'Aleska and follow-up (Trade) 

8. RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
- exporter preparation initiatives such as Reverse NEBS 
- cooperation on international visits (e.g. DFAIT support to NWT missions abroad 
- cooperation on investment attraction opportunities 

9. RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

- international business development is limited in the NWT given a small number of companies involved in 
international business 
- the major international business in the NVVT, diamond production, is operated by large enterprises, most of which 
do not require the assistance of RTN partners 
- the federal RTN partners are not present in the NWT, making cooperation more difficult 
- there is limited contact or support or information from Investment Partnerships Canada for investment attraction 
initiatives 
- funding of joint initiatives 

9.2 	Briefly describe what  the  RTN would foresee as its top three challenges or issues over the next two 
years: 

- continued challenges given that federal RTN partners are not present in the NWT 

10. RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
- the MOU encourages cooperation and dialogue among the federal and territorial partners on both trade and 
investment issues 

11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

- increased funding for exporter education 

12. INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
- good one-on-one dialogue among the partners 

12.2 	What kinds of information would like to receive from other RTNs? 
- best practices 

13. OTHER  

13.1 	Is there any other information or message that the RTN would like to share with federal senior 
management? 

- The NVVT has the fastest growing economy in the country, mainly being fuelled by exporting companies. The RTN 
would benefit from greater attention paid to it and commitment of resources to make it effective. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 



• 
Page 47 • 

• ANNEX  9- CANADA-ONTARIO EXPORT FORUM • 
• REGIONAL TRADE NETVVORK INFORMATION & OPINIONS SURVEY 

• 1. 	RTN NAME  

•
Canada-Ontario Export Forum (COEF) 

• 2. 	NAME OF THE INDIVIDUAL(S) COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN  
Bonnie Winchester, President, Ontario Exports Inc. 

• Robin MacNab, A/ Senior Trade Commissioner, International Trade Centre 

	

41, 	(Co-Chairs COEF) 	 . 

	

Ill 	3. 	MEMBERSHIP  

	

III, 	3.1 	List RTN member organizations: 
Steering (Executive) Committee:  International Trade Centre, Industry Canada; Ontario Exports Inc,; Agriculture & 

	

, * 	Agri-Food Canada; Canada-Ontario Business Service Centre; Canadian Manufacturers 8( Exporters; Export 

	

e 	Development Canada: FedNor; Ontario Ministry of Northern Development & Mines; Ontario Ministry of Agriculture & 
Food. 1 

	

1 0 	General Membership:  Steering Committee members; Aboriginal Business Canada; Business Development Bank of 
Canada; Canada Customs & Revenue Agency; Canada Mortgage & Housing Corp.; Canadian Bankers Association; 

• Canadian Commercial Corp; Canadian Heritage; City of Toronto / TradeLink; Economic Developers Council of 
Ontario; Forum for International Trade Training; HRDC; Toronto Board of Trade / World Trade Centre; Trade 

• Niagara. 

e • 4. 	GOVERNANCE  

	

41 	4.1 	What is the RTN's stated purpose and/or objective(s)? 
• Communication and planning amongst Ontario trade partners. 

• 4.2 	Does the RTN have any formal governance documentation?  • 

•
No 	 . 

	

5 	4.2.1 	If yes, please attach the document(s). 

	

III 	4.3 	Which organizations chair/co-chair the RTN? 
ITC - Industry Canada • . 	Ontario Exports Inc.  

• 4.4 	What are the responsibilities of the chair/co-chair? 

•
Co-chairs alternate in the calling / chairing of meetings for the steering / general membership. 

• 4.5 	How often does the RTN meet? 
Quarterly 4111 

•
4.5.1 	Does the RTN hold an annual retreat for all members? 

•

No 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. • 
4.6 	Does the RTN have an executive committee? 

• Yes 

4.6.1 	If yes, list membership by organization: 

• International Trade Centre, Industry Canada (IC) 
Ontario Exports Inc. 

• Agriculture & Agri—Food Canada (AAFC) 
Export Development Canada (EDC) 
Canada—Ontario Business Service Centre 
Canadian Manufacturers and Exporters 

• Report on the Regional Trade Network Information and Opinions Survey of 2002 • 
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FedNor 
Ontario Ministry of Agriculture & Food 
Ontario Ministry of Northern Development and Mines 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN: 
The Steering Committee manages the overall direction for COEF including the development of the business plan, the 
establishment of basic priorities and membership and the identification of projects and activities to pursue. 

4.6.3 	If yes, how often does the executive committee meet? 
Quarterly 

4.7 	Does the RTN have working committees? 
Yes 

4.7.1 	If yes, state the name of each committee, its basic mandate, and how often it meets: 
Working Groups have just been established and, as such, have yet to meet. 
• Themed Speaker Series  — To identify topics of interest to the general membership and invite speakers to 

future COEF meetings. 
• Information Fair  To have a COEF member's only "networking" information fair for the purpose of 

disseminating information on member organizations programs and services. 
• Trade Mission Protocol  —To develop a protocol to ensure the standardization on the type of information 

provided to clients participating in (pre and post) trade missions. 
• Enhanced COEF web site  — To redesign the COEF web page to ensure that the content is of interest to the 

membership. 

Are there other management bodies in your RTN? 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

Does the RTN produce a business plan? 

4.9.1 	If yes, when and how often is it produced? 
Annually 

4.9.2 	If yes, please attach the most current document. 
COEF Business Plan - June 2002 - June 2003 

	

4.10 	Does the RTN produce a performance report? 
No 

4.10.1 If yes, when and how often is it produced? 

4.10.2 If yes, please attach the most current document. 

	

4.11 	Does the RTN have a secretariat? 
Yes. 

4.11.1 If yes, describe the secretariat (number of staff, 3rd  party contracts, reporting relationship, main 
responsibilities/functions): 

One person has been hired on a half-time contract. The secretariat reports to the steering committee and provides 
administrative and co-ordination function. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
$25,000 (through COEF Steering Committee partner contributions) 
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• - 5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION  

0 

	

5.1 	Trade 	 100%* of RTN effort 
• 5.2 	Investment 	 % of RTN effort 	 • 

• 5.4 	Other 

	

5.3 	Science & technology 	% of RTN effort 
% of RTN effort 

.not be involved with attracting investment in to . the province. 

• 
• 

5.4.1 	Specify/briefly describe "other" 
- 

•
5.5 

	

	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

•
Exchange of information (networking) 
Education of exporters 	

. • 

• Signature events 

• 6. 	FUNDING OF RTN ACTIVITIES 	 . 

18) 	6.1 	Do the members of the RTN contribute an annual membership fee? 

•
Members of the Steering Co•  mmittee contribute an annual membership fee, but not regular members. 

• 
• 6.1.1 	If yes, how much is the membership fee and how is it managed? 

Must be willing to contribute resources, which could include cash and/or in-kind contributions. The basic value of 
• such will bè in the range of $5,000 for each of the first two years after which time a better understanding of the 

•
budget needs and sources will be known. Any increase will be subject to further approval by each Steering 
Committee member. It is managed by the co-chairs and by the secretariat with the general blessing of the Steering te 	Committee. 

• 6.1.2 	Does the RTN have a budget? 	 . 	 .... 
Yes 

•
. _ 

0 	6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 

•
separate organizations or other: 

$75,000. Member partners, TCI. Pooled. 1111) 6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 411 	Yes 

• 6.2.1 	If yes, please describe the source, amount and purpose of these funds. 

•
Yes. TCI - $25,000 this FY through event implementation funding. 

• 7. 	RTN SUCCESSES 

• 7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 

• COEF has been inactive for more than a year and a half. Under a renewed commitment from all stakeholders 
involved, the following successes are anticipated . 
_ Co-ordination and co-operation between the partners. 
- Signature events (business centres, export café and international networking forum. • - COEF web page. 

• 8. 	RTN FUTURE OPPORTUNITIES e 8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 

• - Enhanced co-ordination of trade partner activities. 
- Better communication amongst partners - linkages, meetings, web enhancement. 

• - Expand outreach beyond urban centres. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 • 
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9. RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

- Involvement and commitment of senior level officials 
- Exporter diversification into non-traditional markets 
- Longer term funding commitment to COEF 

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

Same as 9.1 

•  10. RTN BENEFITS  

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
Communication and enhanced co-ordination to all partners. 

11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 	- 

- Permanent secretariat. 
- Resolution of investment responsibilities. 
- Multi-year funding. 
- See 13.1 

12. INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
- Exchange information and co-ordination 

12.2 	What kinds of information would like to receive from other RTNs? 
- Examples of MOUs 
- Sharing of best practices 
- Sharing of business plans 

13. OTHER  

13.1 	Is there any other information or message that the RTN would like to Share with federal senior 
management? 

For an RTN to be successful, it has to be recognized as an institution. Recognize RTNs as a fundamental 
component for establishing regional priorities in an overall trade plan. 

Recognition of complimentary domestic and international trade services e.g. joint advertising of team approach - and 
less advertising of individual department services i.e. brand the team approach. 
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• 
ANNEX  10-  TRADE TEAM PRINCE EDWARD ISLAND 411 

• REGIONAL TRADE NETVVORK INFORMATION & OPINIONS SURVEY 

• 1. • RTN NAME  
Trade Team Prince Edward Island 

41 	2. 	NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN 

•
Butch Postma, Trade Commissioner and participant of Trade Team PEI. 

• 3. 	MEMBERSHIP  

• 3.1 	List RTN member organizations: 
Federal Departments  

• Atlantic Canada Opportunities Agency (ACOA) ... 
- 

. Agriculture & Agri-Food Canada (AAFC) 
Industry Canada (IC) 

•
Canada Business Service Centres (CBSC) 
Canada Mortgage and Housing Corporation (CMHC) 
Export Development Canada 
Provincial Governments  

• P.E.I. Business Development Inc. 9 	Technology PEI 
Agriculture and Forestry 

•
Fisheries Aquaculture and EnVironment 

.. 
• 4. ' 	GOVERNANCE 

5 	4.1 	What is the RTN's stated purpose and/or objective(s)? 

Il 	A coordinated approach to planning and delivery of Export Trade Services to PEI companies with the main objective 
of increasing export sales from PEI. . 

41 4.4 	What are the chair/co-chair responsibilities? 
' 	 To plan, coordinate and provide leadership to the RTN for PEI. 

• 4.5 	How often does the RTN meet? 

•
Quarterly. 

• 4.5.1 	Does the RTN hold an annual retreat for all members? 
Yes 

• 
4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
Trade Team PEI Retreat Agenda - Dec. 17, 2001. 
4.6 	Does the RTN have an executive committee? 

• No 

• 4.6.1 	If yes, list membership by organization: 

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
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• • 

• 4.2 	Does the RTN have any formal governance documentation? fl 	No 

• 4.2.1 	If yes, please attach the document(s) 

• 4.3 	Which organizations chair/co-chair the RTN? 

•
ITC of Industry Canada/ACOA • 
PEI Business Development 

• 
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4.6.3 	If yes, how often does the executive committee meet? 

4.7 	Does the RTN have working committees? 
Yes 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
Trade Team PEI have various sub-committees/working groups related to training, market entry and investment in 
place to carry out the trade initiatives of PEI. The committees are project driven and meet regularly in carrying . out 
specific projects. At present the following committees are in place: 
- Export Series for Success; 
- PEI Trade Mission to Ireland; 
- Seminar on Export Opportunities in the Greater Washington Area; 
- Invest in PEI; 
- PEI Trade Mission to New England. 

4.8 	Are there other management bodies in your RTN? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
No. No formal Business plan in place. The individual business plans of each of the member organizations of the PEI 
RTN are reviewed during RTN meetings and activities are identified that would be of interest to all member 
organizations and delivered under the Trade Team PEI umbrella. 

4.9.1 	If yes, when and how often is it produced? 

4.9.2 	If yes, please attach the most current document. 

4.10 	'Dims the RTN produce a performance report? 
Yes. 

4.10.1 If yes, when and how often is it produced? 
A summary report which includes an evaluation, success stories, etc is developed for each activity completed under 
the Trade Team PEI umbrella. 

4.10.2 If yes, please attach the most current document. 
Example: Summary Report "Market Opportunities in the Southeast USA" - October 24, 2000 

4.11 	Does the RTN have a secretariat? 
Yes 

4.11.1 If yes, describe the secretariat (# of FTEs, 3"I  party contracts, reporting relationship, main 
responsibilities/functions): 

One FTE who provides newsletters, meeting preparations, minutes etc. for the RTN. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
ACOA funds/supports cost related to the RTN secretariat. The support is for an administrative position. There is no 
sunset date. The $700K is a roll-up of the costs to support the activities of the PEI RTN the $700K does not include 
salary dollars. Majority of funding would come from ACOA. (See 6.1.1) 

5. 	PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

	

5.1 	Trade 

	

5.2 	Investment 

	

5.3 	Science & technology 

	

5.4 	Other 

5.4.1 	Specify/briefly describe "other" 
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5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

- Trade Missions 
- Trade Seminars 
- Trade Awareness 

6. FUNDING OF RTN ACTIVITIES 

6.1 	Do the members of the RTN contribute an annual membership fee? 
No 

	

6.1.1 	If yes, how much is the membership fee and how is it managed? 

	

6.1.2 	Does the RTN have a budget? 
- Yes 

6.1.3 	If yes, please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

$700,000 was the Trade and Investment budget for the last fiscal year. The ITC of Industry Canada/ACOA and PEI 
Business Development Inc. are the biggest contributors in supporting trade initiatives of Trade Team PEI. The RTN 
for PEI works together to accomplish the Trade & Investment goals for PEI including how best to spend the trade & 
investment resoùrces we have to work with. No, there is no pooling of funds. 

Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 

• 
6.2.1 	If yes, please describe the source, amount and purpose of these funds. 
Team Canada Inc has given support to various initiatives under Trade Team PEI. 

7. RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
- Export Series for Success trade seminars; 
- Invest in PH Investment Committee; 
- Trade Team PEI coordinated pre trade seminars and trade missions. 

8. RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
Continuation of activities identified in 7.1 with the objective of introducing new companies to exporting and assisting 
present exporters in opening incremental markets. 

9. RTN CHALLENGES  

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
, 	years: 

-Investment Promotion/Awareness 
-New Exporting Company recruitment 
-New Topics for trade seminars 

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

-To ensure that the objectives of all member organizations are addressed throughout the RTN. 
- Those issues listed in 9.1 

10. RTN BENEFITS  

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
The coordination of trade activities enables members of trade team PEI to offer increased services to its clients with 
the limited resources available. 
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11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

Resources- financial & human. Financial resources identified by to use for updating WIN would be a good example. 
$12K would give us the funding to hire a student for six months 

12. INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
Decision making. The smallness of PE!, with ready access to senior management, contributes to successful 
completion of trade initiatives. 

12.2 	What kinds of information would like to receive from other RTNs? 
Success Stories. What works well. Trip reports, etc. 

13. OTHER 

13.1 	Is there any other information or any message that the RTN would like to share with federal senior 
management? 

Regional Trade Networks must be designed, coordinated and managed in the region they are created to serve. In 
other words, RTNs must continue to be the product of the region they serve. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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ANNEX 11 -TEAM CANADA INC - QUEBEC REGION 

REGIONAL TRADE NETVVORK INFORMATION & OPINIONS SURVEY 

1. RTN NAME 
Team Canada Inc — Quebec Region 

2. NAME OF THE INDIVIDUAL(S) COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN:  
Michel Charland 

3. MEMBERSHIP 

3.1 	List the RTN member organizations: 
Industry Canada (IC) / Quebec Region 
Aboriginal Business Canada, Industry Canada (IC) 
Agriculture and Agri-Food Canada (AAFC) 
Business Development Bank of Canada (BDC) Consulting Group 
Canada Customs and Revenue Agency (CCRA) 
Canada Economic Development for Quebec Regions (CED) 
Canada Mortgage and Housing Corporation (CMHC) 
Canadian Commercial Corporation (CCC) 
Canadian Food Inspection Agency (CFIA) 
Canadian Heritage (PCH) 
Canadian International Development Agency (CIDA) 
Canadian Technology Network (CTN) 
Canadian Space Agency (CSA) 
Communication Canada 
Environment Canada (EC) 
Export Development Canada (EDC) 
Department of Foreign Affairs and International Trade (DFAIT) 
Health Canada (HC) 
Info entrepreneurs (CBSC) 
National Research Council of Canada (NRC) 

*The Government of Quebec is not part of TCI in Quebec. However, Quebec does support the RTN in special 
initiatives (i.e. ambassadors' visits and other special projects). 

4. GOVERNANCE 

4.1 	What is the RTN's stated purpose and/or objective(s)? 
Provide businesses with quality services in four key areas (skill development, export advice, market entry assistance, 
export financing) to help them succeed on the international market. 
Objectives- Increase the number of Quebec businesses that actively export 
- Diversify Quebec's export markets 
- Contribute to the development of Quebec in terms of investment promotion programs 
- Eliminate overlap between organizations 

4.2 	Does the RTN have any formal governance documentation? 
No 

4.2.1 	If yes, please attach the document(s). 

4.3 	Which organizations chair/co-chair the RTN? 
ITC - Industry Canada 

4.4 	What are the responsibilities of the chair/co-chair? 
- Prepare for meetings 
- Create and monitor an intranet site 
- Track files 
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4.5 	How often does the RTN meet? 	 • 
On a quarterly basis. 

4.5.1 	Does the RTN hold an annual retreat for all members? • Yes 	 • • 4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
• 

4.6 	Does the RTN have an executive committee? 
Yes 	 • • 4.6.1 	If yes, list membership by organization: 
Industry Canada 	 • 
Canada Economic Development for Quebec Regions 
Agriculture and Agri-Food Canada 	 • 
4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN: 	 111, - Decision-making power for certain projects • - Strategy development • 4.6.3 	If yes, how often does the executive committee meet? 
Four times a year. 

4.7 	Does the RTN have working committees? 	 s.. 4111 
No • 4.7.1 	If yes, state the name of each committee, its basic mandate, and how often it meets: 

4.8 	Are there other management bodies in your RTN? 	 Ole 
No 

4.8.1 	If yes, state the organization's name, its function, and how often it meets: 

4.9 	Does the RTN produce a business plan? 
No 

4.9.1 	If yes, when and how often is it produced? 	 • 
4.9.2 	If yes, please attach the most current document. 	 • 

• 4.10 	Does the RTN produce a performance report? 
No 

4.10.1 If yes, when and how often is it produced? 	 • 
4.10.2 If yes, please attach the most current document. ti> 4.11 	Does the RTN have a secretariat? 
Yes 	 • 
4.11.1 If yes, describe the secretariat (number of staff, 3rd party contracts, reporting relationship, main 	 • 

responsibilities/functions): 
0.5 FTE 	 • • 4.11.2 If yes, what is the annual cost of the secretariat and how is it funded? $50k from the ITC and various partners 	 • • • 
Report on the Regional Trade Network Information and Opinions Survey of 2002 • • • 
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5. PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

	

5.1 	Trade 	 70% of RTN effort 

	

5.2 	Investment 	 25% of RTN effort 

	

5.3 	Science & Technology 	 5% of RTN effort 

	

5.4 	Other 	 % of RTN effort 

5.4.1 	Specify/briefly describe "other" 

5.5 	For each of program/service/activity concentration of the RTN, briefly describe the RTN's top three 
programs/services/activities: 

6. FUNDING OF RTN ACTIVITIES  

6.1 	Does the RTN have a budget? 
No 

6.1.1 	If yes, please indicate its approximate annual amount, describe its source and its uses (including a 
secretariat if approiùiate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

6.2 	Does the RTN receive funds from outside sources ( e.g. Team Canada Inc)? 
TCI for the financing of certain specific activities and for participation in trade shows. 

6.2.1- If yes, please describe_the source, amount and purpose of these funds. 
- TCl/Quebec Region annual general meetings 	$4k 
- Equipment and promotional material 	 $6k 
- Trade shows 	 $5k 

7. RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
- The signing of numerous partnership agreements (e.g. PEMD). 
- Joint participation in trade shows. 
- A more knowledgeable membership, which improved communication as well as the delivery of services to our 
clients. 

8. RTN FUTURE OPPORTUNITIES 

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
- Expand its network of stakeholders 
- Strengthen its present partnership agreements 
- Develop new agreements 

9. RTN CHALLENGES 

9.1 	Briefly describe what the RTN would consider to be its top three challenges or issues over the past 
two years: 

- Lack of resources (a permanent secretariat would be necessary) 
- Lack of national leadership 
- Loss of momentum 

9.2 	Briefly describe what the RTN would foresee as its top three challenges over the next two years: 
- Redefining the region's mandate and objectives; the original objectives having largely been met, they must be 
redefined. 
- Extending action to the private sector and to the province in order to create a true RTN. 
- Maintaining the momentum of the members. 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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10. 	RTN BENEFITS 

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members: 
- Improved communication between members, which greatly facilitates the delivery of services and the development 
of common tools. This also prevents services from being duplicated. 

• • 
11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS  

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

- Ensure that senior management circulates the message within their department in order to encourage active 
participation in TCI or the RTN by departmental representatives. Set aside some human and financial resources 
which could be invested in TCI or the RTN. Since the creation of TCI, the ITCs have had to absorb the bulk of the 
costs associated with the human and financial resources invested in TOI.  Another aspect that must be considered is 
the opportunity to have a permanent secretariat to better track network activities and rnaintain momentum in terms of 
the activities. 

For the secretariat, a professional at the CO-0 or 00-02 level supported by one administrative person at the AS-01 
or equiValent, would be necessary. This would allow us to be a lot more consistent in the preparation of the business 
plan and quarterly report, the follow-up of individual activities, the review of the various MOUs signed between 
partners, establishment of strategic planning, maintenance of the private and public sector of the Intranet, the • 
maintenance of the calendar of events and the preparation of.a communications plan. As far as O&M is concerned, 
a $10K/year would be a minimum for the fees of internet providers required for the intranet aod the costs of 
consultants in the field. Since we already have access to some funds for the participation at public activities through 
TCI, that would allow us to maintain a much better relationship between partners. 

12. INFORMATION SHARING AMONG RTNs 

12.1 	What do Iniu think your RTN does very well? 
- Annual meetings 
- Partnership agreements 

12.2 	What kinds of information would you like to receive from other RTNs? 
- Best Practices 
- Business plans 
- The creation of a communication system between RTNs to try to create synergy between them. 

13. 	OTHER 

13.1 	Is there any other information or message that the RTN would like to share with federal senior 
management? 

In the Regions, the concept of TCI is essential. Because our work is geared mainly toward client (business) 
services, it is essential that our joint actions be properly coordinated to avoid overlap and to offer the best delivery of 
services possible. 

It seems, to the Regions, as though this function is undervalued at times by the various head offices. There appears 
to be a disconnect between the generally more strategic operations (macro) of the central structure and the more 
targeted operations (micro) of the Regions. 

13.2 	Other 

Équipe Canada inc - Région du Québec continues to meet regularly and develop projects. The province has not 
accepted an invitation to join the group and private partners hesitate to join if the province is not a participant, 
consequently we were unable to expand into a real RTN. After numerous meetings with the province we came to an 
agreement. The province would be ready to participate under these conditions: neither the province nor the federal 
government would chair or co-chair the committee; Quebec would be a neutral partner; there would be limited 
participation of government participants (two from each level); and it would be non-political, non-policy -- only 
operational. As of now, the Manufacturers exporters québec (MEQ) have agreed to chair the committee that will be 
called: Table de concertation export. The World Trade Centre, the trading house association, l'association des 
commissaires à l'exportation, la Communauté métropolitaine de Montréal have accepted to join. Other groups have 
already mentioned their interest, namely le conseil du patronat. Although they have not yet signed  the MOU, the  
Report on the Regional Trade Network Information and Opinions Survey of 2002 
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province has sent two representatives from MICQ to the last four meetings, there is a representative from DEDQ 
(which has put in approximately $108K for two years) at MEQ to assist them to maintain the secretariat and myself 
(as a representative of TCI). 

Report on the Regional Trade Network Information and Opinions Survey of 2002 
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ANNEX 12 -.TRADE TEAM SASKATCHEWAN 

REGIONAL TRADE NETWORK INFORMATION & OPINIONS SURVEY 

1. RTN NarrIE  
Trade Team Saskatchewan (TTS) 

2. NAME OF THE INDIVIDUAL COMPLETING THE SURVEY, AND HIS/HER RESPONSIBILITY WITH RESPECT TO THE RTN  
Rod Johnson, Senior Trade Commissioner, International Trade Centre, Saskatoon and Co-chair of the 
Implementation Secretariat with inputs from: 
Jim Atcheson, AAFC, 
Candace Phelps, STEP and Co-Chair of the Implementation Secretariat 
Pat Rediger, Rediger Communications, Executive Coordinator 

3. MEMBERSHIP 

3.1 	List RTN member organizations: 
Federal Departments  (signatories) 
Western Economic Diversification Canada (WD) 
Agriculture & Agri-Food Canada (AAFC) 
Industry Canada (IC) 
Department of Foreign Affairs and International Trade (DFAIT) 
Provincial Government 
Saskatchewan Industry and Resources 
Saskatchewan Agriculture, Food and Rural Revitalization 
Saskatchewan Trade and Expo rt  Partnership (STEP) 

4. GOVERNANCE 

4.1 	What is the RTN's stated purpose and/or objective(s)? 
To ensure Saskatchewan industry has access to the most effective international business development support 
infrastructure in North America. This objective is achieved by broadening the base of non-traditional exports; 
improving the capabilities of Saskatchewan businesses to become export ready; to attract and retain foreign 
investment; and to encourage the development of export entrepreneurship. The TTS Regional Trade Plan for 2002- 
2003 (copy attached) contains both goals and objectives up to 2005 as well as strategic initiatives for 2002-2003. 
(Refer also to TTS brochure "Your Passpo rt  to the Global Marker', copy attached) 

4.2 	Does the RTN have any formal governance documentation? 
Yes. Trade Team Saskatchewan Memorandum of Understanding 

4.2.1 	If yes, please attach the document(s). 
Memorandum of Understanding Canada-Saskatchewan Cooperation on International Business Development 
(effective June 14, 2000 until March 31, 2005) 

4.3 	Which organizations chair/co-chair the RTN? : 
ITC - Industry Canada Reid Henry 
Saskatchewan Trade and Export Partnership John Treleaven 

4.4 	What are the chair/co-chair responsibilities? 
Structure of US:  
Management Committee (RTN) 

Implementation Secretariat (Executive Committee)--Executive Coordinator 

Working Groups 

The Management Committee overseas the direction of the RTN and acts as a sounding board for ideas and a review 
board for annual plans and report cards. The co-chairs manage the meetings of the Management Committee. They 
have no specific duties beyond this as the group prefers to work based on consensus. 
Report on the Regional Trade Network Information and Opinions Survey of 2002 
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4.5 	How often does the RTN meet? 
Annually, but moving to semi-annually this year. 

4.5.1 	Dees the RTN hold an annual retreat for all members? 
Yeg 

4.5.2 	If yes, please attach the agenda and recommendations from the most recent retreat. 
Trade Team Saskatchewan, One Team Planning Meeting Retreat - Nov. 1, 2001 

4.6 	Does the RTN have an executive committee? 
Yes. It is referred to as the Implementation Secretariat 

	

4.6.1 	If yes, list membership by organization: 
The membership is the sanne as shown for RTN signatories, plus CSBSC, less DFAIT, with others such as CMHC 
and HRDC participating on an ad hoc basis, usually at the working group level. DFAIT participates at the 
Implementation Secretariat level via the Senior Trade Commissioner at the International Trade Centre, a DFAIT 
officer on secondment to Industry Canada. 

	

4.6.2 	If yes, describe the executive committee's responsibilities as distinct from those of the RTN's: 
The Implementation Secretariat meets regularly and takes action to: develop and execute the annual trade plan, 
prepare the annual report card, facilitates the sharing of information among partners, coordinates trade events and 
activities, and undertakes the monitoring and reporting of achievements 

4.6.3 	If yes, how often does the executive committee meet? 
The Implementation Secretariat meets every 6 weeks or as needed„1.e. approximately 6-8 times per year 

_ 
4.7 	Does the RTN have working committees? 
Yes. Working committees derive from the Implementation Secretariat. 

4.7.1 	If yes, state the name of each committee, its basic mandate, and describe how often it meets: 
NEBS - The NEBS working group ensures promotional information on the Export USA program is distributed to 
industry associations. It promotes EXTUS missions in partners newsletters and electronic calendar of events. It also 
organizes reverse NEBS missions. 

Investment - The Investment working group strives to increase investment in the province. It arranges for promotional 
booths and literature highlighting investment at major conferences. Last year it worked closely with Investment 
Partnership Canada to develop awareness and feedback sessions on investment. 

Communications - The Communications working group ensures that key messages for each organization are 
reflected in Trade Team Saskatchewan communications initiatives. This working group oversaw the development of 
the Trade Team Saskatchewan newsletter and reviews its content. It also implemented the idea of a welcome letter 
and information package from Trade Team Saskatchewan to new WIN exporters. 

E-Commerce - The E-Commerce  working group organizes e-commerce workshops and seminars to partners, as well 
as public and private sector organizations. Last year it hosted a conference featuring Susan Sweeney, author of "101 
Ways to Promote Your Website, and another workshop featuring Rob Giberson, a marketing professor in the Faculty 
of Administration at the University of Regina. 

4.8 	Are there other management bodies in your RTN? 
No 

4.8.1 	If yes, please state the organizations name, its function, and how often it meets. 

4.9 	Does the RTN produce a business plan? 
Yes 

4.9.1 	If yes, when and how often is it produced? 
Annually. 
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4.9.2 	If yes, please attach the most current document. 
Saskatchewan Regional Trade Plan, 2002-2003. 

4.10 	Does the RTN produce a performance report? 
Yes 

4.10.1 If yes, when and how often is it produced? 
A yearly Annual Report is produced. 

4.10.2 If yes, please attach the most current document. 
Trade Team Saskatchewan Annual Report, 2001-2002. 

4.11 	Does the RTN have a secretariat? 
Yes 

4.11.1 If yes, describe the secretariat (# of FTEs, ed  party contracts, reporting relationship, main 
responsibilities/functions): 

As described above, the Implementation Secretariat meets regularly and takes action to: develoP and execute 
annual trade plan, prepare annual report card, facilitate sharing of information among partners, co-ordination of trade 
events and activities, monitoring and reporting of achievements. This group contacts a part-time co-ordinator to 
implement the work plan and various duties as required. Pat Rediger, the Executive Coordinator is on an annual 
contract. He is paid hourly and runs between 30 and 80 hours a month. He is responsible for the administration of 
the group including organization and minutes of meetings and other events. He is paid through STEP which holds 
the TTS operating account and Mr. Rediger's contract. 

4.11.2 If yes, what is the annual cost of the secretariat and how is it funded: 
Each of the 6 core signatories pay $2000 annually to fund the Executive Coordinator. In the past this money was 
completely used by the Executive Coordinator. Since TTS hired Mr. Rediger, he has been able to do more in less 
time and TTS has built up a surplus of approximately $11,000. However*, so far this year, his fees are slightly higher 
per month and will probably use more than the $12,000 (i.e. it will dip slightly into the surplus). 

5. PROGRAM/SERVICE/ACTIVITY CONCENTRATION 

5.1 	Trade 	 90% of RTN effort 
5.2 	Investment 	 5% of RTN effort 
5.3 	Science & technology 	 5% of RTN effort 
5.4 	Other 	 0% of RTN effort 

5.4.1 	Specify/briefly describe "other" 

5.5 	For each area of program/service/activity concentration of the RTN, briefly describe the RTN's top 
three programs/services/activities: 

The RTN as such does not provide services to business clients — these services are provided by the individual 
members. The RTN seeks to provide a forum for: sharing of information on member activities, collaboration in 
events/activities, coordination of members' events/activities and communication among members, all with the 
objective of providing the business community with optimal delivery of federal and provincial program resources. 

6. FUNDING OF RTN ACTIVITIES 

Do the members of the RTN contribute an annual membership fee? 

6.1.1 	If yes, how much is the membership fee and how is it managed? 
Six of the seven signatories (DFAIT is the exception) each contribute $2,000 annually for a total of $12,000. See 
also section 6.1.3 

6.1.2 Does the RTN have a budget? 
Yes 
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6.1.3 	If yes,.please state its approximate annual amount, describe its source and its uses (including a 
secretariat if appropriate), and state whether it is pooled or individual components managed by 
separate organizations or other: 

The $12,000 is the money from the partners and generally was designated strictly to the Executive Coordinator. Any 
TTS projects were separately funded by the various partners involved, over and above their support to TTS. In past 
years, we have received some support from TCI for promotional products. 

6.2 	Does the RTN receive funds from outside sources (e.g. Team Canada Inc)? 
See 6.1.1 

6.2.1 	If yes, please describe the source, amount and purpose of these funds. 

7. RTN SUCCESSES 

7.1 	Briefly describe what the RTN would consider to be its top three successes over the last two years: 
Improved coordination, communication and information sharing among partners; better understanding among 
partners of roles and services; synergy from collaborating on events. 

8. RTN FUTURE OPPORTUNITIES  

8.1 	Briefly describe what the RTN foresees as its top three opportunities over the next two years: 
TTS can build on previous positive results by continuing to improve information sharing among partners; by 
continuing to improve understanding of partner roles and responsibilities and by collaborating on events and 
activities in order to provide a streamlined and efficient service. 

9. RTN CHALLENGES 

	

9.1 	Briefly describe what the RTN would consider to be its top three challenges/issues over the past two 
years: 

The top challenges continue to be: communication among partners; a small exporting community with a large 
number of support organizations vying for contact, which flows to a lack of business development (and hence export 
development) services in the province to help build a larger exporting community. 

	

9.2 	Briefly describe what the RTN would foresee as its top three challenges or issues over the next two 
years: 

Same as 9.1 

10. RTN BENEFITS  

10.1 	Briefly describe what the RTN would consider to be the greatest benefits offered to its members? 
In general, TTS provides its members with the opportunity to make a greater impact in delivering services to the 
business clients through planning, development and coordination of activities. The members also benefit from 
realization of efficiencies gained as result of coordination of the delivery of export programs and services. 

11. ENHANCEMENT OF THE RTN FUNCTIONALITY AND EFFECTIVENESS 

11.1 	If your RTN could obtain support from federal senior management, what would you need to make the 
RTN more effective? 

More support from the trade posts abroad to send "relevant" trade commissioners to 
Saskatchewan. We are a small region but very dependent on the success of our exporters. 
• Re 11.1: We get enough visits, more would be too taxing on our companies (we are often calling on the 

same companies to meet with the Trade Commissioners). However, they are not always directly relevant to 
either the geographical or sector priorities of our companies. As for sharing priorities as per Linda's 
comments, I believe there must be a better way. Each year Lynne has taken forward a matrix of the 
priorities of each of the partners but it is often too broad and all encompassing to be very useful. That is one 
area you will notice where the group doesn't come together very well. We each have our priorities and they 
are often not that close when it comes to geographic and/or sector focuses. 

• . 	right post, wrong officer -- this is frequently the case when the trade program manager visits instead of the 
officer at his/her post who is responsible for a sector of interest to Sask. companies. Trade Program 	• 
Managers will normally try to represent all the sectoral priorities at their post while on outreach but they 
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obviously cannot be as specific as the officer who does the work on a day-to-day basis. Given liMited travel 
budgets and the need to cover off a number of areas during visits to Canada, this is a hard one to mediate. 
right post, right officer but not stopping in Saskatchewan -- a frequent complaint is that the trade officers 
Sask companies would like to see tend to be in high demand and often bypass the province, choosing to 
stop in bigger centres. We in the ITC and TTS need to do a more aggressive job of persuading these 
officers to include Saskatchewan in their itineraries. 	* 
wrong post and/or wrong officer -- this would refer tci visits from officers who are not covering sectors of 
interest to Saskatchewan or are on general tours prior to a posting and do not have a lot to offer other than 
an opportunity to make contacts for future reference. I think the latter case is a necessary but at times 
burdensome chore for TTS members as it plays into getting these officers back when they do have some 
relevant experience to offer. 
The key to all of this (in a perfect world) would be for Trade Team Saskatchewan to agree on which trade 
officers should visit the Province, at what time and then have these and only these officers come. 

A stronger focus in the area of business development so that there are companies constantly building up to 
exporting. 

That was the one area of the continuum where there were not many programs available to Saskatchewan 
businesses. VVhen it comes to basic business development (proper accounting, business planning, efficient 
manufacturing processes, HR, etc.) there doesn't appear to be a real strong focus. We often have people 
who come to STEP with an "idea". Our services are not geared to, nor is it our mandate to work with 
companies at this level. That is where some of the other partners such as WD need to come into play to 
make sure the companies are sound before anyone tries to take them international. 

Additional funding for a dedicated Executive Coordinator who could act in more of a management role, proactively 
driving the organization. More of an Executive Director than a Coordinator. 

A half time salary for an Executive Coordinator/Director would be $20K to $25K plus benefits? I think a half 
time person would su ffice. The $12K from TTS could go against this or part/all of the $12K could be held 
back for programs and services for the group. 

12. 	INFORMATION SHARING AMONG RTNs 

12.1 	What do you think your RTN does very well? 
Information sharing takes place at several levels and we have enjoyed success at each level. The RTN publishes a 
bi-monthly email newsletter to partners' staff as well as CDFCs and REDAs which discuss common issues, 
upcoming events and new programs and services. The Implementation Secretariat meets on a regular basis to share 
information and the management committee meets once a year to share information at a higher level. An annual 
retreat provides the opportunity for partners' staff to share information. We are moving towards a very strong group 
when it comes to working together. There is still some posturing and turf protecting but we are trying to put in place 
the relationships and culture that allows our extremely varied organizations to work togther. 

12.2 	What kinds of information would like to receive from other RTNs? 
We would be interested in best practices; successful event formats; motivational ideas for retreats, etc. 

	

13. 	OTHER 

	

13.1 	Is there any other information or any message that the RTN would like to share with federal senior 
management? 

Saskatchewan is a relatively small exporting community (compared to ON) but we are extremely active. Our small 
companies are making it in a wide variety of markets, not just the US. We need the posts around the world to 
recognize that and take us seriously. 
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