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This third edition of “Export Marketsin Brief” is published
by the Bank of Montreal in conjunction with the Depart-
ment of Trade and Commerce, Ottawa. Its aim is to present
in capsule form information on markets around the world
which will be helpful to Canadian businessmen in establish-
ing or expanding sales of their products abroad.

The expansion of Canadian exports in recent years has
been substantial. Further expansion for a widening range
of goods depends very much on the Canadian exporter's
knowledge and awareness of export markets. The informar
tion contained in this publication is dedicated to that
purpose.

The larger part of this booklet is based on the success-
ful series which has appeared under the heading “ Markets
in Brief” in the Department’s publication “ Foreign Trade”,
which is well known to many Canadian businessmen. How-
ever, this series has been considerably expanded and brought
up to date according to the latest data available to the
Department.

In addition, the booklet incorporates other facts and
figures of a more general nature, together with a special
section on the United States. It will be appreciated that this
is a very broad subject, and a highly complex one, so that
considerable detail has necessarily been omitted. For this
reason, exporters and potential exporters are encouraged to
contact the Office of Trade Relations of the Department of
Trade and Commerce in Ottawa with specific queries.

Facilities of the Bank of Montrea are also readily
available, both at branches throughout Canada and through
the International Division at the Head Office, Montreal. The
International Division knows the import-export picture and
can provide extensive information, including the opening of
credit facilities in almost every country of the world, the
buying and selling of foreign funds, daily reports on ex-
change rates, data on foreign markets generally and credit
information on a world-wide basis.

Further, offices of the Bank of Montreal in the United
States, the United Kingdom, France, Germany, Mexico
and Japan, as well as 31 branches of the Bank of London
& Montred, Limited in the Caribbean and Latin America,
are also at your service.

The Bank acknowledges with thanks the ready co-

operation and assistance of the Department in the prepara-
tion of this publication and joins with the Department in
wishing readers all success in their foreign trade activities.



DEPARTMENT OF TRADE AND COMMERCE FACILITIES

As foreign trade is an essential part of Canadian economic life,
with export earnings alone constituting almost one fifth of the
gross national product, the Canadian Government is vitally
interested in the maintenance and growth of export trade. To
assist this growth, the Department of Trade and Commerce
provides a wide range of services to Canadian businessmen. Some
of these facilities are outlined in the following sections.

COMMUODITIES AND INDUSTRIES SERVICES

The primary purpose of the Commodities and Industries
Services is to provide information on materials, products
and services which Canada has to offer for export and
information about the organization, the interests and
policies of the firms which market them abroad. Knowl-
edge of the trade services which handle these commodi-
ties is also needed. To serve these purposes, active
liaison is maintained direct with manufacturers and
industries and also with their various trade associations.
Commercial intelligence is developed to support the
Department’s trade promotion programmes. For the
use of Trade Commissioners abroad, a directory is
maintained on primary producers and manufacturers
who export, on export merchants and on export agents.
The Commodities and Industries Services serve as a
link for the exchange of information between industry
in Canada and the Trade Commissioner in the foreign
market.

The Commodities and Industries Services consist of
four branches. Three of these—the Agriculture and
Fisheries Branch, the Industrial Materials Branch, and
the Manufacturing Industries and Engineering Branch
—are responsible for arranging the product content of
Canadian displays in trade fairs abroad in which the
Department sponsors participation and in many in-
stances suggest members for trade missions organized
by the Department. They also supply personnel to
assist in staffing Canadian displays in trade fairs abroad
and to act as co-ordinators of fairs and secretaries of
missions when these go abroad. In some commodity
fields, specialists are from time to time seconded to
serve in posts abroad.

The Commodity Officer also serves as a source of
information for the Office of Trade Relations, the Trade
Publicity Branch, and other parts of the Department.
When complex problems arise, particularly in inter-
national commodity trade, it falls to the lot of the
commodity specialist to keep the situation under re-
view, and to develop an understanding of the industry’s
problems and of market conditions. When difficulties
lead to intergovernmental consultations, the Commodity
Officer may play a leading role.

The fourth branch of the Commodities and Industries
Services is the Trade Services Branch. This branch is
responsible for services to exporters -in the transpor-
tation and communication fields. It handles adminis-
tration of the Export and Import Permits Act, under
which exports of strategic materials are controlled. This
Branch is also responsible for the administration of the
regional offices in Canada of the Department of Trade
and Commerce.
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OFFICE OF TRADE RELATIONS

The activities of the Office are directed to safeguarding
and improving terms of access for Canadian exports
in foreign markets. As a service to Canadian exporters,
the Office provides expert information, advice and as-
sistance on tariffs, import and exchange controls, docu-
mentation requirements, and other foreign government
regulations affecting trade. In addition, the Office has
responsibilities in relation to the financing facilities
available for the development of exports of Canadian
capital equipment. Further, through its area divisions—
Asia and Middle East, Commonwealth, Europe, Latin
America, and United States—the Office is the central
point of contact between the Trade Commissioners
abroad and the Department of Trade and Commerce in
Ottawa.

The Office participates in the conduct of Canada’s
commercial relations with other countries, including the
negotiation and administration of trade agreements and
participation in international trade conferences.

TRADE COMMISSIONER SERVICE

The Trade Commissioner Service is the overseas arm of
the Department of Trade and Commerce. Through more
than 150 officers stationed in 66 posts in 47 countries,
the branch continuously promotes Canada’s foreign
trade in foreign markets.

The main role of the Trade Commissioner is to bring
buyer and seller together. To this end he studies
potential markets for specific Canadian goods and
services. He provides reports on current supply and
demand, prevailing prices, competitive conditions, im-
port and exchange controls, tariffs and tariff preferences,
customs regulations, labelling and marking regulations,
shipping and packaging requirements, terms of payment,
and distribution channels. The Trade Commissioner is
ready to recommend suitable agency or buying con-
nections; provide credit information on overseas agents
and buyers; assist Canadian businessmen planning
foreign sales trips by providing market data, travel
information, arranging appointments, making intro-
ductions and helping with language problems. He will
also undertake to keep a Canadian firm posted on
developments which affect the continued sales of its
products in overseas markets.

To obtain factual data to perform the above tasks and
to obtain information for periodic economic reports,
Trade Commissioners develop close liaison with local
businessmen, bankers, government officials, trade as-
sociations and civic leaders. In addition, Trade Com-




missioners travel extensively in their territories, visiting
knowledgable persons in leading industrial and trade
centres outside the city in which they are located. All of
this 1s part of their work of helping to create oppor-
tunities for Canadian exporters. ,

In seeking trade growth, Trade Commissioners play
an important part in the planning and execution of the
departmental trade fair and trade missions programmes.
They supervise Canadian exhibits at overseas trade fairs
and assist the Canadian firms participating. They make
arrangements for and travel with Canadian trade
missions visiting overseas markets.

TRADE FAIRS AND TRADE MISSIONS

Under the business conditions of today, the trade fair
has become an indispensable adjunct to international
trade. The days of ““sight-unseen’ transactions between
countries and of catalogue buying are over.

The Trade Fair programme sponsored by the De-
partment of Trade and Commerce enables many
Canadian firms to display their products in markets
which, without the support of this programme, could
be entered much less advantageously. The Trade Fairs
included in the programme are carefully selected after
review of recommendations and reports from Trade
Commissioners in many countries and of Commodity
Officers who have studied Canadian goods and their
sales potential.

Participation in a fair is not an onerous task for a
company. The Department of Trade and Commerce
provides a professionally designed and constructed
exhibit, skilled publicity services, and transports the
products to be exhibited from Ottawa to the site and
back to Ottawa. The only direct expense to the exhibitor
is a percentage of the actual cost of floor space and the
shipping of his goods to and from Ottawa. The exhibitor
is also requested to ensure that properly qualified
personnel from his company (or a local agent) is on his
stand during the hours the show is open.

Each year hundreds of Canadian manufacturers dis-
play their products before thousands of buyers in trade
exhibitions in various parts of the world. Participation
in these trade fairs is an excellent way to enter the export
market or to increase sales in specific areas.

Distance, a different language and lack of knowledge
of the foreign market are often formidable barriers to
Canadians contemplating overseas sales promotion. The
Department’s Trade Mission Programme is designed to
demonstrate to Canadian businessmen that these diffi-
culties are overcome by a planned approach.

The Department of Trade and Commerce organizes
both outgoing and incoming trade missions. Both types
of missions are designed to bring together Canadian
producers of export products or services and overseas
customers, and to acquaint Canadian businessmen with
foreign market conditions and trading practices. Al-
though immediate sales are emphasized, future sales are
also covered through information on product modifi-
cations necessary to meet foreigh market demands.

A Canadian accepts an invitation to participate in a
trade mission with the understanding that his first
responsibility is to the Department and to the industry
that the mission represents. Members are chosen for their
experience and standing in the industry and for the
contribution they can make to the mission and its report.
The observations and notes of each member are avail-
able to the Dcpartment in its continuing work of assist-
ing and advising other Canadian exporters. In addition,
the Department issues a report on each mission which
goes to other members of the same industry as, in the
final analysis, increased exports will only result if the
g/lission is successfully exploited by individual Canadian

rms.

EXHIBITION COMMISSION

Under its terms of reference the Commission is respon-
sible for preparing all Canadian Government exhibits
outside of Canada. On trade fairs and trade exhibitions
it acts on the recommendations of the Departmental
Committee on Trade Fairs Abroad concerning the
Government’s trade fair programme for each year.

For other types of government exhibitions abroad the
Commission deals directly with the departments and
agencies concerned. In addition to its responsibilities
outside Canada, the Commission acts as a central serv-
ice agency for the design and production of exhibits and
displays required by departments for use in Canada.

TRADE PUBLICITY

The primary purpose of the Trade Publicity Branch is
to further the trade promotion activities of the De-
partment of Trade and Commerce at home and abroad
through publicity measures: Promotion through Print.
The branch distributes information on commercial,
industrial and economic conditions in Canada and
developments in foreign trade and domestic commerce.
The latter is disseminated to a large extent through the
Department’s fortnightly publication Foreign Trade.

Another facet of the branch’s information work is the
distribution of departmental press releases, copies of
ministerial statements and addresses, and speeches by
senior departmental officials to the Press Gallery in the
House of Commons, many other interested recipients in
Canada and to Trade Commissioners abroad. A third is
the supply of information about Canada for use in other
countries, usually through the Trade Commissioners.

The branch assists newspaper and other correspond-
ents (many representing non-Canadian media) who are
seeking commercial, industrial or economic information
on Canada. This aid may be extended through personal
contact in Ottawa or by correspondence with and
through the Trade Commissioners abroad for magazines
and other publications abroad as well as in Canada.

The branch is responsible for placing advertisements
on behalf of the Department in overseas media or media
going overseas. In particular the trade press is accented
because it is a very efficient way of getting the advertis-
ing message to the businessman.




- THE BANK AND THE EXPORTER

The chartered banks are the principal institutions through which
Canada’s export transactions are effected. While export goods
are being produced in Canada their financing is part of the
normal business of Canadian banks. Their foreign trade func-
tions cover handling of foreign exchange whereby the exporter
receives payment for the goods he is sending abroad and,
secondly, by facilitating credit arrangements between buyer and
seller, including the gathering of credit information, extension
of bank credit or other means of financing.

Canadian banks are involved in most of the trade trans-
actions of Canadian exporters. The banks maintain
specialized foreign trade departments, which are pre-
pared to assist their branches throughout the country
with foreign trade financing problems, trade enquiries,
credit information and current foreign exchange matters,
involving the use of banking services and payment facili-
ties between Canada and countries all over the world.

The facilities of the Department of Trade and Com-
merce in Canada are at the disposal of exporters and
Canadian Trade Commissioners located abroad handle
such questions as the selection of prospective agents,
sales opportunities, local marketing problems, etc.

Canadian chartered banks frequently receive such
enquiries and welcome any opportunity to cooperate
with the Department of Trade and Commerce for the
benefit of Canada’s exporters. Where the banks are
particularly useful is in the field of credit information
available at their respective head offices.

The exporter, through his own branch bank, has vir-
tual access to information in the files of foreign banks
anywhere in the world. Canadian banks such as the
Bank of Montreal maintain many foreign offices abroad,
and in places where there are no Canadian bank offices,
banks can obtain information from their foreign bank-
ing correspondents.

The Bank of Montreal, for example, maintains in its
International Division at Head Office extensive credit
files on a worldwide basis. Credit information for
branches is obtained through Bank of Montreal offices
abroad, or through its affiliate, the Bank of London &
Montreal, Limited, which operates 31 branches in nine
countries in Latin America and the Caribbean, or
through the facilities of the principal banks in all
countries of the world.

The Credit Risk—In export trade as in the domestic
market, the seller must assess the credit risk and quote
terms of sale accordingly. In foreign trade, however,
the normal risk must be considered in conjunction with
the economic situation in the country of destination.
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The buyer may be willing and able to pay in his own
currency but if his country is short of foreign exchange,
the Canadian supplier may be faced with lengthy delay
in obtaining settlement, if not outright loss.

When asking his banker to obtain a report, the ex-
porter should also remember that while foreign banks
will give the general reputation of a firm they will
seldom care to reveal specific financial data. As men-
tioned earlier, an exporter will need to know if there
are foreign exchange or other import restrictions in a
prospective buyer’s country as well as general business
conditions in the country concerned, all of which may
be obtained through his bank. This is particularly
important when sellers are asked to extend credit. It is
essential to have a written agreement on the manner of
payment.

The Bank Act—The financing of Canadian exports not
only covers the period between shipments of goods and
final settlement but also begins at the first stages of
domestic production. Under the provisions of Sections
86 to 90 of the Canadian Bank Act, the chartered banks
are enabled to provide short-term working capital to
industry and commerce. The purpose is to facilitate
the complete series of operations, from processing of
raw material to finished product and eventual sale.
These sections of the Bank Act have an important
bearing on the flow of our export trade.

Export Credits Insurance and Finance—Export credits
insurance is a subject in itself and we have discussed it
elsewhere in this booklet. Under the provisions of a
policy issued by the Export Credits Insurance Corpora-
tion, a Crown Company, the exporter is able to insure
his short and medium term shipments against most of
the principal risks of loss. The Corporation will insure
up to 90 per cent of the contract price at a moderate
premium and these policies, when assigned to the
exporter’s bank, materially ease financing requirements.

An additional tool of export financing is the Export
Finance Corporation of Canada Ltd., the charter of
which is owned by the chartered banks in Canada.
This is also discussed on another page. The purpose of




this corporation is to assist in the financing for medium
term—one to five years—exports which have been
insured by the Export Credits Insurance Corporation.

The Foreign Exchange Risk—If the exporter sells for
Canadian dollars, the exchange risk falls on the foreign
importer, but if payment is to be made in another cur-
rency, the prudent exporter will protect himself against
exchange rate fluctuations between the time of sale and
of settlement. This can be done by selling a future to
his bank for delivery at the approximate time the foreign
funds are due for payment. An uncovered foreign ex-
change position could easily cost an exporter not only
his trading profit on his sale but involve a substantial
loss besides.

The Documentary Draft—A large proportion of Cana-
dian export trade is financed by means of sight or time
drafts drawn by shippers on buyers abroad. Such
drafts are known as bills of exchange and are handed
by exporters to their bankers with complete collection
and settlement instructions.

The export may be financed by discount of the rela-
tive bill of exchange at the exporter’s bank at time of
shipment. Another procedure is for the Canadian
exporter to pledge the bills to his bank as partial or
full security for a general line of credit.

Documentary drafts on places overseas are usually
accompanied by documents of title consisting of com-
mercial and customs invoices, insurance policy or
certificate and a full set of bills of lading made out to
the order of the shipper and endorsed in blank—in other
words, in negotiable form.

In the case of sight drafts, these documents are nor-
mally released by the correspondent bank abroad to
importers only against payment, but when time drafts
are used, the correspondent bank is instructed to
surrender documents against the importer’s written
acceptance on the face of the bill.

Commercial Letters of Credit—Banks are also the
medium by which the buyer abroad may instruct his
banker to open a commercial or documentary letter of
credit through a Canadian bank. The establishing bank
abroad undertakes to pay the seller a stated sum of
money against delivery of certain documents within a
prescribed time. :

Exporters should clearly understand that letters of
credit deal with documents but not goods. Neither the
negotiating bank in Canada nor the issuing bank abroad
can accept any responsibility for the quality or other
characteristics of the underlying goods, but they must
ensure only that the documents are made out strictly
in accordance with the terms of the credit. Even an
irrevocable credit offers limited, if any, protection to

the exporter who is unable to meet the terms of the
credit in every respect. If discrepancies occur in docu-
ments which cannot be corrected in time for delivery -
and the exporter furnishes his negotiating bank with a
guarantee he has, in effect, automatically signed away
his rights under the credit. For, if he chose, the importer
could refuse to take delivery of the documents because
they did not agree with his requirements as outlined
in the credit.

Commercial or documentary letters of credit may be
issued in various forms but, generally, fall into two
main categories.

IRREVOCABLE CREDITS constitute a binding and
irrevocable obligation on the part of the establishing
bank to honour drawings issued in conformity with
terms of the credit. Such credits may not be cancelled
or amended without the consent of all parties con-
cerned. The Canadian bank through which the credit
has been forwarded will add the following clause on the
relative advice to the beneficiary:

“This letter is solely an advice of credit opened by
the abovementioned correspondent and conveys
no engagement by us.”

It sometimes happens that an exporter requires the
written assurance or firm undertaking of a bank in
Canada that credits issued by a foreign bank will be
honoured in due course. For example, the issuing bank
abroad may not be well known or the importing country
may have difficult exchange problems which might
possibly interfere with the issuing bank’s undertaking.
Provided, of course, that it.is instructed to do so by
its foreign correspondent, the Canadian bank then
assumes complete responsibility for the credit by adding
the following undertaking to its letter of advice to the
beneficiary:

“We hereby confirm this credit and thereby under-
take that any drafts drawn and accompanied by
documents in order will be duly honoured on
presentation.”

REVOCABLE CREDITS — otherwise known as
Authorities to Pay or Authorities to Purchase, author-
ize payment to the beneficiary upon presentation of
draft and specified documents subject to modification
or cancellation without notice to the beneficiary. Such
credits afford the exporter little protection and are used
infrequently.

Uniform Customs and Practice for Commercial Docu-
mentary Credits—Canada now subscribes to this code
of procedure governing commercial letters of credit.
A pamphlet outlining terms and definitions may be
obtained through the head offices of the chartered banks.
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ECIC is a Crown Corporation with head office in
Ottawa (P.O. Box 655), and branches in Montreal
and Toronto. It is represented by regional offices
of the Department of Trade and Commerce in
Halifax, Winnipeg, Edmonton, and Vancouver.

ECIC operates in the fields of export credits
insurance and long-term export financing.

THE INSURANCE OPERATION

In the insurance field ECIC offers protection
against non-payment by foreign buyers.

CLASSES OF INSURABLE BUSINESS

1. Consumer goods and miscellaneous general com-
modities sold on short credit terms usual for the
particular trade, and which normally extend from
documentary sight draft to about six months.

2. Capital goods sold on medium credit terms from
six months to a maximum of five years.

3. Engineering, construction, technical, and similar
services.

TYPES OF POLICIES

Consumer Goods Policies—As a rule, blanket
policies are issued to cover an exporter’s entire
export sales for one year, excluding those made
against irrevocable letter of credit or those paid
for in advance and also sales to buyers in the
United States.

There are two types of Consumer Goods
Policies:

1. A Contracts Policy protects the exporter from the
time he receives an order until he is paid. This policy
is designed to protect those exporters selling
specially-made goods.

2. A Shipments Policy protects an exporter from date
of shipment only.

Both policies cover the same risks.

Capital Goods Policies—A policy is issued to cover
an indjvidual contract of sale of capital goods
such as plant equipment, locomotives, heavy
machinery, etc.

Services Policies—These policies are issued to cover
engineering, construction, technical, or similar serv-
ices contracts between Canadian firms and persons
in other countries.

RISKS INSURED
The main risks insured by ECIC are:
1. Insolvency of the buyer.

2. Failure of the buyer to pay within six months after
due date the gross invoice value of goods duly
accepted.

3. Repudiation, where such repudiation does not
result from a breach of contract by the exporter
and where proceedings against the buyer would
Serve no purpose.

THE EXPORT CREDITS INSURANCE CORP;,VOTR‘ATIVON' |

4, Blockage of funds or transfer difficulties.
War or revolution in the buyer’s country.

o

. Cancellation or non-renewal of an export permit
and the imposition of restrictions on the export
of goods not previously subject to restriction.

7. Any other cause outside the control of both exporter
and buyer which arises from events occurring out-
side Canada and the continental United States.

Co-insurance—ECIC normally pays up to 90 per
cent of the amount of the loss under the terms and
conditions of the exporter’s policy, and in such
cases the exporter bears 10 per cent.

AID IN FINANCING

To assist exporters in obtaining financing,
ECIC will agree to pay to any Canadian chartered
bank the proceeds of any claim payable under a
policy. The exporter can assign an individual bill
or he can make a blanket assignment of his foreign
accounts receivable.

LONG-TERM EXPORT FINANCING
(Section 21 A of the ECI Act)

Under Section 21A of the Export Credits
Insurance Act, the Federal Government may au-
thorize ECIC to provide long-term export financing
for sales of capital goods and related services. This
facility is provided by the Government to cover
large capital projects where required credit terms
exceed the maximum 5-years insurable. The projects
must be substantial in value and the Canadian
material-labour content not less than 80 per cent.

FOR FURTHER INFORMATION

Refer to your nearest ECIC office or represen-
tative. An information booklet is also available
through any branch of the Bank of Montreal.

EXPORT FINANCE CORPORATION
OF CANADA LTD.

The charter of this Corporation is held by the
chartered banks of Canada. The executive office is
in Toronto.

The principal purpose of the Corporation is to
assist in the financing for medium term (1 to 5
years) of exports which have been insured by the
Export Credits Insurance Corporation, payment
for which may be expressed in Canadian or U.S.
dollars.

The exporter who is interested in financing for
a period from one to five years should discuss the
matter with his bank and the Export Credits
Insurance Corporation. The banker in turn will
have the option of refinancing the transaction
through the Export Finance Corporation of Canada
Ltd.




PLANNING YOUR SALES TRIP

After preliminary surveys of export markets
have been made with the assistance of the Inter-
national Division of your Bank, and in consultation
with the Department of Trade and Commerce, it is
quite likely that you will want to visit those markets
which appear to offer the best opportunity. In fact
it is strongly recommended that such a visit be made
as it will enable you to make the final assessment of
the market for your particular merchandise and to
meet potential importers.

The first step will be to obtain a valid passport
and, even when your trip includes countries which
do not specifically require you to have a passport,
you are strongly urged to obtain one anyway. Pass-
ports constitute the finest possible form of identifica-
tion and you are always well advised to have yours
with you when you are outside Canada. Canadian
passports are issued by the Department of External
Affairs, Ottawa, to Canadian citizens. They cover
all countries and are good for five years from the
date of issue, when they may be renewed for a
further period of five years. The initial charge for a
passport is $5.00 and the renewal fee is $2.00. They
can be issued within two weeks providing the
application forms are correctly completed.

Requests for forms may be directed to the
Passport Officer, Department of External Affairs,
Ottawa, or obtained from local Post Offices, travel
agencies and transportation companies. In addition,
most Canadian bank offices hold a supply of ap-
plication forms for the use of their customers and
bank Managers are among persons authorized to
act as guarantors of passport applications.

The “Markets in Brief” pages indicate visa and
inoculation requirements, according to the best
available information. But Canadian businessmen
planning trips abroad are urgently advised to
double-check requirements in this respect before
leaving home. As a rule, a visa is almost always
desirable, even if not definitely specified.

You are specifically cautioned to check in-
oculation requirements when planning visits to
countries where an asterisk (*) appears in the
“Markets in Brief” pages under the headings
“Visas” and “Inoculations”.

NOTE: It is also essential to remember that any person
returning to Canada must have a valid vaccination certificate.

- TIPS TO EXPORTERS

From information at the disposal of the Depart-
ment of Trade and Commerce, details regarding
the import of samples have been incorporated in
the relative country dealt with in “Markets in Brief”’.

We should stress, however, that it is vital for
you to know the procedure for admission of samples
in each country you will be visiting. Often, it is
desirable to ship samples ahead, and you should
plan for the fact that customs clearance of samples
and catalogues may take as long as two weeks.
Certainly anything bulky in the way of catalogues
should be sent ahead, if for no other reason than
that this will give the local representative of the
Department an opportunity to look them over be-
fore you arrive, so that he can be more helpful to
you.

CORRESPONDENCE BY AIRMAIL

Each “Markets in Brief”” page gives an indica-
tion of recommended postal procedures, but these
can be summarized as indicating that airmail is
vital. Even using airmail, you are cautioned fo allow
time for local delivery. (Local delivery takes several
days after arrival in a number of countries.)

Following are examples of the advantages of
airmail against surface mail in a number of repre-
sentative countries, and these surface times do not
indicate additional days for handling in Canada,
handling in transit countries in some cases, and
handling in the country of destination,

Surface
Airmail Mail
Paraguay ............ 1Y5 22
Portugal............. 115 16
Egypt ............... 2-3 24
Pakistan............. 2-3 38
Tanzania............ 3-4 58
Australia ............ 2-4 30

And a final word of warning-—we suggest that
you make quite sure that your mailing staff realize
the importance of using airmail. The whole success
or failure of your entire export programme can depend
onit!

OTHER SOURCES OF ASSISTANCE
FOR EXPORTERS

Exporters should also bear in mind the sales
promotional facilities available to them by in-

9




 DOCUMENTATION IN EXPORT TRADE

terested Provincial Governments in Canada. Many
of the latter now maintain experienced staffs in
Canada and abroad to provide assistance to firms
interested in exporting.

The Canadian Export Association, Montreal,
provides services and effective coordination on
every phase of export activity for the purpose of
extending Canada’s export trade on a sound basis.
Conferences, meetings and study groups pertaining
to export trade are arranged and publications issued
on various phases of foreign trade.

The Canadian Manufacturers’ Association with
head office in Toronto and division and branch
offices in eight other centres across the country pro-

vides a comprehensive range of export informational
and educational services which cater for the needs
of both new and seasoned exporters.

Through its specialized service departments, the
Association offers information on export techniques
and potential foreign markets with detailed data
relating to every phase of organizing for export and
processing export shipments. Its Export Study Clubs
across Canada provide a forum for the conveyance
and exchange of information on marketing methods
and experience. Monthly meetings feature addresses
by experts on export techniques and markets and
visits to places of specific interest are also pro-
grammed.

DOCUMENTATION IN EXPORT TRADE

When an export shipment leaves Canada it
must be accompanied by certain documents in
order to fulfill the customs requirements of the im-
porting country. Each form and each blank space
serves some purpose. The main use of customs
documents is to provide the importer with a
complete and specific description of the goods so
that he can have them correctly assessed for duty
purposes. Documents are also used for the adminis-

tration of exchange control and quota restrictions

and for statistical purposes. Careful completion of
these forms means that goods can be cleared with
the least possible delay and avoidance of fines.
Careful completion means re-typing rather than
making corrections; the erasure, even of typo-
graphical errors, may be confused with falsification.

Consular Fees—Fees for consular legalization of
documents vary greatly and are often substantial,
particularly in some Latin American countries.
Some countries levy a flat fee per set of documents,
while others charge fees on the value of the ship-
ment as shown in the invoice—going as high as
8 per cent ad valorem in some cases. Some fees
are collected by the Consul who processes the docu-
ments. Others are paid by the importer at port of
entry. The cost of forms purchased from Consuls
in the Latin American area can be as high as $5.60
a set.

Consular Invoice—When required, this is the most
exacting document an exporter is likely to meet. It
is most generally needed in Latin America where it
is required in 12 of the 19 countries. Forms are
usually obtainable from the Consul of the importing
country and must be submitted to him for legaliza-
tion. To avoid fines and delays, utmost care must
be taken to complete forms; particularly, to avoid
erasures of any kind.

10

Commercial Invoice—This is usually supplied on the
exporter’s own form, but the content must comply
with the requirements of the importing country. In
some countries, particularly those of the Common-
wealth, a special form is prescribed. Such forms
—Customs invoices—can usually be obtained from
commercial stationers.

Certificate of Origin—The main purpose of this
document is to establish the right of the goods to
preferential or conventional duties. They are thus
required for Canadian goods in many parts of the
Commonwealth,

Certificate of Value—Values shown in an invoice
frequently have to be confirmed by a certificate of
value signed by the exporter stating that the invoice
contains a true and full statement of the price paid
for the goods, etc.

Bill of Lading—The Customs regulations of most
countries specify the number of copies, either nego-
tiable or non-negotiable, of the bill of lading that
must be supplied for Customs purposes.

Very briefly, a bill of lading may either be a
straight or an order bill. A straight bill of lading is
made out to a specifically named consignee and is a
non-negotiable document. An order bill of lading
is made out by the carrier to the order of the shipper;
the title of the goods is given by possession of the
bill bearing the shipper’s endorsement. Some coun-
tries prohibit or render difficult the use of order bills
of lading. Consequently, the shipper should always
enquire about the type of bill of lading acceptable
to the country concerned.

Packing List—This is sometimes required to supple-
ment the commercial invoice when numerous units
of the same product are being shipped, or when the
quantities, weights or contents of packing cases
may vary.



Health Certificates—The regulations of many coun-
tries call for a certificate of health or sanitary
certificate when animals, animal products and plant
products are shipped. These certificates are usually
issued in Canada by the Department of Agriculture
or, for processed foods, by the Department of
National Health and Welfare.

Import License—Many countries require the im-
porter to obtain an import license. The exporter
should always make sure that his customer has
complied with the licensing requirements of the
importing country before he ships the goods.

Canadian Export Forms—The Canadian Govern-
ment normally requires only the Customs export
entry form B13 and, in certain exceptional cases,
an export permit.

Finally—Documents should be prepared in time to

get them into the hands of the importer before the
goods reach the port of entry. The papers should-
be sent to the consignee by airmail. The Office of
Trade Relations of the Department of Trade and
Commerce has compiled leaflets on *“Shipping Docu-
ments and customs regulations” for many countries.
These are available on request.

Consular officials of the importing country, the
Canadian Manufacturers Association, the Cana-
dian Export Association and Boards of Trade or
Chambers of Commerce in larger cities can also
advise exporters on documentation requirements.

Exporters frequently find it advisable to have
shipping documents prepared for them by shipping
agents, many of whom have long experience and
exact knowledge of requirements.

With acknowledgments to “The Techniques of Export Trade”, published by
the Department of Trade and Commerce.

SELECTED LIST OF EXPORT PUBLICATIONS

Books and Pamphlets

Canadian Business Handbook, Newman and Newman. 1964.
McGraw Hill, Toronto.

Customs Aspects of Exporting to the United Kingdom,
Canadian Manufacturers’ Association. 1960. Toronto.

Exporters’ Encyclopaedia, Thomas Ashwell & Co., New York,
containing full and authentic information relative to ship-
ments for every country in the world. Annual volume and
supplementary bulletins.

/ Export Methods and Services, Canadian Manufacturers’
\Association. 1965.

Export Practice, Carswell Company Ltd., Toronto.

How to Win World Markets, Depaftment of Trade and
Commerce, Ottawa. 1966.

Intérnational Trade Principles and Practices, 4th Ed., Horn,
Paul V. and Gomez, Henry. Prentice-Hall, New York. 1959.

Practical Exporting and Importing in Canada, Arnold, J. R.,
University of Toronto Press, Toronto. 1961.

Pricing for Export, Canadian Manufacturers’ Association.
1963.

The Principles and Problems of Export Packing, Department
of Forestry, Forest Products Research Branch, Ottawa.
1962. Free. (Queen’s Printer).

Trade and Commerce at Your Service, Department of Trade
and Commerce, Ottawa. 1965. Free.

Periodicals

Board of Trade Journal, London, H.M. Stationery Office.
Weekly.

Canadian Packaging. Toronto, Maclean-Hunter Publishing
Company. Monthly.

Commerce extérieur. Ottawa, Department of Trade and
Commerce. Monthly.

Business Abroad, New York, American Heritage Publishing
Co. Weekly.

Foreign Trade. Ottawa, Department of Trade and Com-
merce. Fortnightly.

Industrial Canada, Toronto, Canadian Manufacturers’ Asso-
ciation. Monthly.

International Commerce. Washington, U.S. Department of
Commerce. Weekly.

International Trade Review. New York, Dun & Bradstreet,
Inc. Monthly.

Modern Packaging. New York, Modern Packaging Cor-
poration. Monthly.

Overseas Business Reports. Washington, Bureau of Inter-
national Commerce. Irregular.
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““MARKETS IN BRIEF"’

The following pages present facts and
figures on 90 countries around the world to
which Canadian exporters are now success-
fully selling a very wide range of products.
This capsule information is based on the
successful ‘“Markets in Brief” series in the
Department of Trade and Commerce publi-
cation ‘“Foreign Trade” and has been
expanded and brought up to date by the

Department for this booklet.

Each page includes appropriate statis-
tics, information on current imports and
exports, details of population, climate,
currency, marketing centres, documentation
requirements, trade agreements, etc. In each
case addresses are included to which you
are invited to write for further detailed
information.

Countries represented as follows;

Page Page Page
Argentina . . . . . . .. 13 Guatemala . . . . . . .. 43 Paraguay . . . . . . . .. 74
Australia . . . . . . . .. 14 Haiti . . . ... .. .. 44 Peru. . . .. ... ... 75
Austria . . . . . . ... 15 Honduras . . . . . . .. 45 Philippines . . . . . . . . 76
Bahrain . . . . . . . . 59-60 HongKong. . . . . . .. 46 Poland . . . . . . . . .. 77
Barbados . . . . . . . . . 16 Hungary . . . . . . . .. 47 Portugal . . . . . . . .. 78
Belgium & Luxembourg . . 17 Iceland. . . . . . . . .. 48 Puerto Rico . . . . . . . 79
Bolivia . . . . . ... .. 18 India........... 49 Republic of South Africa . . 80
Brazil . . .. ... ... 19 Indonesia. . . . .. ... 50 Rumania . . . . . . . . . 81
Br}tfun Lo 20 Iran . ... 51 Saudi Arabia . . . . . . . 82
British Guiana . . . . . . 21 Irag 52
S Senegal . . . . . . ... 83
British Honduras . . . . . 22 Ireland 53 )
L e e e South Vietnam . . . . . . 84
Bulgaria . . . . . .... 23 Israel . . . ... .. .. 54 ,
Burma . . . . . . . . .. 24 Italy 55 Spaln """"" 85
P Y S Sudan . . . . . ... .. 86
Cambodia . . . .. ... 2 Jamaica . . . . . . . .. 56 .
Ceylon . . . . o o .. .. 26 Surinam . . . . . . . .. 87
. Japan . . . .. ... .. 57
Chile . .. . . .. ... 27 Jordan 58 Sweden . . . . .. ... 88
Colombla' Ce 28 Kuwait . . . . . ... 59-60 Switzerland . . . . . . . . 89
Communist China . . . . . 29 Syria . . . . .. .. .. 90
. Lebanon . . . . . . . . . 61
Costa Rica . . . . . . .. 30 o Taiwan o . 91
Cuba 31 Liberia. . . . . . . . .. 62 S
Cyprus . -+ o - Malaysia . . . . . . . . . 63 Tanzamia . .. . ... 22
Czechos.]o\./al.(ia' """ 13 Mexico . . . . . . . .. 64 Thailand . . . . . . . .. 93
Denmark . . . . . .. 34 Netherlands . . . . . . . 65 Trinidad and Tobago . . . 94
Dominican Republic . . . . 35 Netherlands Antilles . . . . 66 Turkey . . . . .. .. .. 95
Ecuador . . . . .. ... 36 New Zealand . . . . . . . 67 UAR. (Egypt) - - - - - %
El Salvador . . . . . . . . 37 Nicaragua . . ... ... 68  Uruguay . ........ 7
Ethlopla ......... 38 ngena _________ 69 USA. . .. .. ... 98-101
Finland. . . . . . . . . . 39 Northern Ireland . . . . . 70 USSR. .. ... .... 102
France . . . . . . . . .. 40 Norway . . . . . . . .. 71 Venezuela. . . . . . . .. 103
Ghana . . . .. ... .. 41 Pakistan . . . . . . . . . 72 West Germany . . . . . . 104
Greece . . . . . . . . .. 42 Panama and Canal Zone . . 73 Yugoslavia . . . . . . .. 105
















































































































































Weights and measures: 1 ratl=1 ib., 4 ratls=1 rub’a (4 1b.),
14 rub’as=1 maund (56 lb.). English and U.S. measures
are understood by the leading merchants.

Capital: Manama on Bahrain Island, population 75,000.

Chief ports: Manama, and Sitra on Sitra Island, oil com-
pany’s terminal.

Other marketing centres: Muharraq on Mubharrak Island,
population 35,000,

Economy: largely dependent on oil (annual revenue average
$17 million). Income also derived from transit and
entrepdt trade.

Total Bahrain imports: 1964—U.S. $78 million; 1963—U.S.
$70 million.

Chief imports: provisions, household goods, fabrics, cloth-
ing, machinery, building materials, motor vehicles.

Chief suppliers: Britain, United States, India, Japan, Ger-
many, Netherlands.

Value of imports from Canada: 1964—Can. $151,021; 1963—
Can. $161,813.

Chief imports from Canada: (Can. $°000) 1964—motor
vehicles and parts 102; jewellery, watches, clocks 26;
food products 5.8.

Bahrain exports: refined petroleum products (mostly oil),
about 9 million tons a year. Re-exports of imported
goods total about one third of imports.
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. Office of Trade Relations or

Crude oil production: 215 million tons a year.
Canadian purchases: none.
Dollar exchange: readily available on the free market.

Prices: should be quoted in U.S. dollars, c.i.f. or c. & f.
Bahrain whenever possible.

Samples: free if of no commercial value; subject to import
duty when of commercial value.

Trade Agreements: Canada and Bahrain exchange most-
favoured-nation treatment under GATT.

Customs duties: 5 per cent on essential goods, 10 per cent on
non-essentials, 15 per cent on alcohol, tobacco and
cigarettes. Imports for government and oil company
enter duty-free.

Import regulations: import permits are required only for
alcoholic drinks.

Oil companies: Bahrain Oil Company, registered in Canada.

Correspondence: airmail for all correspondence; letters 25
cents per half ounce.

Documentation, customs tariffs, marking and labelling: con-
sult the Office of Trade Relations, Department of Trade
and Commerce, Ottawa.

For further information on this market write to:
Chief, Asia and Middle East Division Commercial Counsellor
Canadian Embassy
Department of Trade and Commerce P.O. Box 2300

Ottawa Beirut, Lebanon
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BOARD OF DIRECTORS — BANK OF MONTREAL

DIRECTORS OF THE BANK OF MONTREAL

Chairman of the Board and President: *G, ARNOLD HART
Vice-President and Chief General Manager: R. D. MULHOLLAND

Vice-Presidents

*HAROLD S. FOLEY, . . . . . . . Vancouver
Industrialist

THE HON. LESLIE M. FROST, p.c,, Q.c. . Lindsay
Partner, Messrs. Frost, Inrig & Gorwill

*R. G. IVEY, q.C. . . London, Ont.
Partner, Messrs. Ivey ‘& Dowler

GORDON H. ALLEN, q.c. . Calgary
Partner, Messrs. Allen, MacKlmmxe Matthews
Wood, Phillips & Smith

. A. ARBUCKLE . . . « « . . Montreal
Chazrman of the Canadian Board
The Standard Life Assurance Company

R. C. BERKINSHAW, ¢BE. . . . . . . . . Toronto
Business Executive

PAUL BIENVENU .« « . Montreal
President, Catelli Food Products Ltd.

HENRY G. BIRKS . « «. « . Montreal
President, Henry Birks & Sons Ltd.

*GEORGE W. BOURKE « v« 4+« « « « Montreal

Chairman of the Board,
Sun Life Assurance Company of Canada

RALPH B. BRENAN . . . . . + . Saint John, N.B.
President and Managtng Dtrector,
G. E. Barbour Company, Limited

SAMUEL BRONFMAN . . . . . . . . . Montreal
President,
Distillers Corporation-Seagrams Ltd.

THE HON. ERIC COOK, qQ.c. . . St. John's, Nfid.
Partner, Messrs. Cook, Bartlett, Chalker & Marshall

H. ROY CRABTREE . . . . . . . . . . Montreal

Chairman and President,
The Wabasso Cotton Company Limited

. R, CRUMP . . Montreal
Chatrman, Canadian Pacxﬁc Rallway Company
NATHANAEL V. DAVIS . . . . . . . . Montreal
President, Aluminium Limited
THOMAS W. EADIE . . . . . . . . . . Montreal

Chairman of the Board,
The Bell Telephone Co. of Canada

*G. BLAIR GORDON . . . . . . . . . . Montreal
Chairman of the Board,
Dominion Textile Company Limited

SIR NUTCOMBE HUME, K.B.E.,, M.C. . . London, England
Chairman, Charterhouse Investment Trust Limited

LEONARD HYNES . . . « . Montreal
President, Canadian Industries Limited

*ARTHUR C. JENSEN . . « « « « « « Montreal
. Former Chairman of the Board
Bank of Montreal

J. H. MOWBRAY JONES . Montreal
President, Bowaters Canadian Corporauon Limited
w. S. KIRKPATRICK e e v+ e« « « o « . Montreal

Chairman and President,
The Consolidated Mining and Smelting
Company of Canada Limited

A. SEARLE LEACH . . e « « « « « Winnipeg
President, Searle Grain Co. Ltd.
BERNARD M. LECHARTIER . . . . . . . Montreal

Vice-President and General Manager,
Crédit Foncier Franco-Canadien

*Member Executive Committee.

ROGER LETOURNEAU, qc. . . . . . Quebec
Partner, Messrs. Létourneau, Stein,
Marseille, Bienvenue, Price, Delisle & LaRue

*J. A. MacAULAY, Qc. . . . . . . . Winnipeg
Partner, Messrs, Aikins,
MacAulay & Company

*THE HON
HARTLAND deM, MOLSON, 0.BE. . . Montreal
President, Molson Breweries Limited

ARTHUR R. LUNDRIGAN . . . . Corner Brook, Nfid.
Vice-President and General Manager,
William J. Lundrigan Limited

DONALD A. McINTOSH, @¢. . . . . . . . Toronto
Partner, Messrs. Fraser, Beatty,
Tucker, McIntosh & Stewart

*D. R. McMASTER, q.c. . . Montreal
Partner, Messrs. Holden Hutchxson Cllﬁ
McMaster, Meighen & Minnion

H. C. F. MOCKRIDGE, . . Toronto
Partner, Messrs. Osler, Hoskm & Harcourt ~
J. BARTLETT MORGAN . . . . . . . . . Montreal

Chairman of the Board,
Henry Morgan & Co. Limited

J.S.PEARSON . . . . . . . . . . . Edmonton
President, Prairie Pacific
Distributors Limited

JACK PEMBROKE, cBE. . . . . . . . . . Montreal
Chairman of the Board
The Royal Trust Company

JOHN G. PRENTICE . . « « « « « « o« Vancouver
President, Canadian Forest
Products Limited

BUDD H. RIEGER . « « « « . Toronto
Vice-President, Canadian Corporate
Management Co. Ltd.

FORREST ROGERS . . « « Vancouver
President, B.C. Sugar Reﬁnery, lexted
LUCIEN G. ROLLAND . . « « +« « « . Montreal

President and General Manager
Rolland Paper Co. Ltd.

V. W. SCULLY, c¢M6. . . « « . Hamilton
Preszdent and Ch:ef Executive Otﬁcer
The Steel Company of Canada,

Limited

GEORGE H. SELLERS . . . . . . . . . Winnipeg
President, Federal
Grain Ltd.

G. SHEPPARD . . . . . . . . . . . Toronto

Chtef Commissioner,
Liquor Control Board of Ontario

THE HON. JAMES SINCLAIR, P.c. . . . . Vancouver
President, Lafarge Cement
of North Amerijca Ltd.

*H. GREVILLE SMITH, CBE . . . . . . . Montreal
Industrialist
GEORGEC.SOLOMON . . . . . . . . . . Regina

President, Western
Tractor Ltd.

NOE A. TIMMINS, JR. . . . Nassau
Chairman, Timmins Investments Lxmlted
HENRY S. WINGATE . . . « + . New York

Chairman, The International Nickel
Company of Canada, Limited
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THE BANK'S ORGANIZATION

Officers at Head Office

Chairman of the Board and President
G. ARNOLD HART

Vice-President and Chief General Manager
R. D. MULHOLLAND

General Manager
J. L. WALKER

Deputy General Managers

D. W. CASEY
E. R. ERNST (International Division) T. D. LEWIS (Securities Department)
W. T. G. HACKETT (Investments) D. B. PETERS (Eastern Division)
F. S. HARRISON (Western Division) R. L. SHEARD (Ontario Division)
Assistant General Managers
W. H. COLLIE (Business Development Division) S. A. SHEPHERD
W. A. HOTSON (Staff Department) S. T. STRATHY (International Division)
G. A. RHEAUME (Eastern Division) J. V. WALTERS
Secretary

C. W. HARRIS

Chief Inspector Comptroller Chief Accountant Economic Adviser
A. S. C. BLACK B. W. POWER, CA. J. F. CLIFF J. E. TOTEN
Superintendents
Western Division G. H. PINK
Ontario Division . . . . . . . . . . . W E OHBERG
Eastern Division. . . . . . . . . . . . . C. G. JOHNSON
Montreal District R. R. T. ADAMS
Montreal District E. R. HOGG
Staft N E. F. BOSIGER
International Division . . . . . . . . . . . F. B. CLARKE
International Division . . . . . . . . J. O. F LAMOUREUX
Securities Department . . . . . . . . . . . W. D. SMALL
Supervisors
Bank Premises Department . . . . . . . . . . W.D. PITTS
Foreign Exchange Department . . . . . . . . E. C. WINROW
Mortgage Department . . . . . . . . O. F. NIEBERGALL
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Officers at Canadian Divisional Points

BRITISH COLUMBIA DIVISION

Vancouver
A . J.ELLIS. . . . . . . . . General Manager
E.J. KELLEHER . . . . . . . . Superintendent
W. FORSYTH . . . . Assistant General Manager

and Manager, Main Vancouver Branch

ALBERTA DIVISION

Calgary
JJBOJONES . . . . . . . . General Manager
R.R.CURTIS . . . . . Superintendent
E. C. J. WILSON . Manager, Main Calgary Branch

MANITOBA and SASKATCHEWAN DIVISION

Winnipeg
H.L.McKAY . . . . . . . . General Manager
F. S. SHARPE . . . . . Superintendent
F. P. BAINES . . . Manager, Mazn Winnipeg Branch

ONTARIO DIVISION

Toronto
E.A.ROYCE . . . . . . . . General Manager
M. WINDOW . . . . . Assistant General Manager
J.B.LESSLIE . . . . . Assistant General Manager
C. E. GRIESDALE . . . . . . . Superintendent
R. L. W. SOFTLEY . . . . . . . Superintendent
G.N.SCOTT . . . . . . . . . Superintendent
J.S. HUGHES . . . . . . . . Superintendent
J. R. McLEAN . . . . Assistant General Manager

and Manager, Main Toronto Branch

QUEBEC DIVISION
Quebec, Que.

LAURENT GELLY . . . . . . General Manager
M. A. MASSE . . . . . . Superintendent
J. E. JACQUES . Manager, Matn Quebec City Branch

ATLANTIC PROVINCES DIVISION

Halifax
T. R.FRANCIS . . . . . . . General Manager
F. H. G. WRIGHT . . . . . . Superintendent
B. E. ROGERS . . Manager Main Halifax Branch

MONTREAL MAIN BRANCH

R. SMILLIE . . . . Assistant General Manager
and Manager, Main Montreal Branch
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International Organization

International Division, Head Office

Deputy General Manager
E. R. ERNST

Assistant General Manager
S. T. STRATHY

Superintendents
F. B. CLARKE J. 0. F. LAMOUREUX

Officers Qutside Canada

EUROPEAN DIVISION:

General Manager
J. A. HOBSON (London, England)

GREAT BRITAIN

London — Main Office, 47 Threadneedle Street, London, E.C.2;
Manager, D. R. McCallum
Deputy Manager, H. N. Little
Assistant Managers, S. S. Harris, P. A. Browning, A. M. de Vinny

West End Office, 9 Waterloo Place, London, S.W.1;

Manager, E. M. West

Assistant Manager, J. D. L. Gibbs
[ J
CONTINENTAL EUROPE
WEST GERMANY
Diisseldorf—Konigsallee 6,

Representatives, R. ]. R, Bonneland, W. F. Heitmann

FRANCE
Paris—10, Place Venddme, Paris 1ler,
Assistant General Manager for Europe, C. E. Noblet
Representative, J. G. Paré
Offices for Armed Services at Marville and Metz in France, and at
Baden-Baden, Zweibrucken, Soest, Hemer and Werl in Germany.

UNITED STATES

New York, N.Y. — Agency, Bank of Montreal, Two Wall Street, New York 10005.
Assistant General Manager and Chief Agent
G. V. ADAMS

Agents
J. C. H. Kenner N. Kjeldsen R. J. Allen W. M. Mader

Assistant Agents
T. P. Grimes W. F. Hudkins

Bank of Montreal Trust Company, Two Wall Street, New York 10005.
President, G. V. Adams; Vice-Presidents, J. C. H. Kenner, C. E. Neuebaumer; Secretary, D. Gillies;
Treasurer and Assistant Secretary, G. W. Jackson

Chicago, Il1. Houston, Texas
Resident Representative's Office, Resident Representative’s Office,
Suite 2700, Board of Trade Bldg., Suite 413,

141 West Jackson Blvd., Chicago 60604:

1021 Main Street, Houston 77002:
Representatives, H. B. Francis, T. A. O’Donnell

Representative, R. C. Howard




International Division US—Cont.

BANK OF MONTREAL (California)
San Francisco Los Angeles
333 California Street, San Francisco 94104: 508 South Spring Street, Los Angeles 90013:
President, C. R. M. Allan Senior Vice-President, F. R. Southee
Vice-Presidents, D. B. Jewell, D. Whittle
DirecTors: C. R. M. Allan, San Francisco;
Harold S. Foley, Vancouver; D. T. Loofbourrow, San Francisco; R. D. Mackenzie, San Francisco;
F. R. Southee, Los Angeles; Donald Watson, San Francisco; John R. Mage, Los Angeles
[ ]
MEXICO
Mexico City Representative's Office
Avenida Isabel la Catolica 43-704, Mexico 1, D.F.
Representative, Dr. Luis A. Gonzalez Assistant Representative, William J. Carr
[ ]
JAPAN
Far East Representative's Office
Tokyo—New Tokyo Bldg., Room 419, No. 2, 3-chome, Marunouchi, Chiyoda-ku.
Representative, R. J. P, Pierce
[ ]
965 OFFICES IN CANADA, THE UNITED KINGDOM & CONTINENTAL EUROPE, THE UNITED STATES, MEXICO & JAPAN
[ ]

IN THE CARIBBEAN AND LATIN AMERICA
In addition to its own extensive organization throughout Canada, in the United States, England, France,
Germany, Mexico and Japan, the Bank of Montreal has direct representation in the Caribbean and Latin America
through its affiliate, the Bank of London & Montreal, Limited.
Owned jointly by the Bank of Montreal, the Bank of London & South America, Limited, and Barclays Bank
D.C.0.,, BOLAM was founded in 1958 and now provides an important three-way link between the financial

communities in Canada, London and the Caribbean and Latin American areas.
With its head office in Nassau, Bahamas, BOLAM has 31 offices, as follows:

THE BAHAMAS
Nassau Branch

COLOMBIA
Bogota — Main Office

“  —Calle 13 (Agency)

“  — Chapinero (Agency)
— Parkway-La Soledad (Agency)
Barranquilla
Cali
Medellin

“

ECUADOR
Guayaquil
Quito — Main Office
“ — Northern (Agency)

EL SALVADOR
San Salvador — Main Office
“ * — Avenida Espana (Agency)
“ “ — Escalon (Agency)
San Miguel (Agency)
Santa Ana (Agency)

GUATEMALA
Guatemala City — Main Office
“ — Plazuela Once de Marzo
(Agency)

“

Escuintla (Agency)
Puerto Barrios (Agency)

HONDURAS
Tegucigalpa, D.C. .
Comayaguela, D.C., San Isidro (Agency)
Puerto Cortes (Agency)
San Pedro Sula — Main Office
* “ “ —3a Av.y 8a Calle (Agency)

NICARAGUA
Managua
Leon (Agency)
THE WEST INDIES
Jamaica
Kingston
oo — Half Way Tree
Trinidad
Port-of-Spain
San Fernando

VENEZUELA
The Bank of London & Montreal, Limited is
represented in Venezuela through its sharehold-
ings in Banco La Guaira Internacional C.A.,
which operates five offices in Venezuela. Head
Office: Apartado Correo 3127, Caracas.
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