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' EXPORT EDUCATION

The purpose of this report is to provide a point of
reference survey of present activities in Canada directed to inducing
potential exporters to export and educating existing exportérs on the
most effective way to develop their export business, previously des-
cribed as education to export and education in export.

The study has followed two main routes. First, a general
survey has been made of relevant activity within the United Kingdom,
the United States, selected western European countries, Australia and
Japan. The survey in this instance was both to provide an indication.
of the types of educational facilities available and therefore by
implication the recognized need on the part of foreign government and
industry, and to suggest their applicability to Canadian circumstances
and requirements; it is therefore more exemplifying than exhaustive.

Second, within Canada, the study was directed to deter-
mining the nature, extent and impact of present export educational
activity with a view to 1den;1fy1ng if and where additional activity
mlght be required.

The report is therefore organized in four parts - the
first in review of foreign activities, the second in review of
Canadian activities; the third in summary and conclusions and the
fourth in recommendations for departmental action.

-
4 g

R. B. Fournier,
7Off1ce of Promotional
; Support Services,
fNovember 13, 1968.




I FOREIGN EXPORT EDUCATION
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UNITED KINGDOM |

Although the British Institute of Export was incorporated
in 1935 there was, before 1964, little other activity‘in export
education in Britain. After that date, with the enactment of the 1964
Industrial Training Act, as a result of the éubmission of the 1963
Robbins and Franks reports on British business education, and appérently _
as a result of increasing recognition by British business of the effec-
tiveness of American-style business education twenty-five universities
now offer graduate business courses, a number of graduate business
schools have been developed (notably at London, Manchester, Oxford and
Bradford), forty-three technical colleges offer approved diploma courses
in management, in addition to various business associations and indepen-
dent agencies that directly provide business education. Export
education, while not evident in all curricula, has expanded_proportionatelj
The initial impetus is apparently still producing new training initiatives:
as outlined following. ‘i

The Institute of Export

The Institute of Export dates to 1924 but was incorporated
in its present form in 1935. 1Its prime objective is education, in the

examination and certification of industry personnel capable of dischargé;g
ya

7

complex export duties. The Institute at present primarily concentrates

on the technical aspects of exporting and is therefore oriented to the |

v

education of junior and iantermediate persommel. While its terms of
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reference include a number of means by which its educational activities
may be pérformed its main approach is in the professional certification
of export personnel. This is pursued in the establishment of three
examinaéion levels through which candidates must pass 5éfore being
admitte& to membership as either corporate members (M.I.Ex.) or
associate members (A,M,I1.Ex.). The Institute does not itself conduct
instructional programs as such but is involved in the approval of such

programé where designed to prepare candidates for examination. Its

present membership totals 6,000,

British Institute of Management

The British Institute of Management concentrates on the
management aspect of education for export and so is complementary to
the Institute of Export,. Its current schedule includes a series of

seminars and conferences on management of overseas operations in

licencing, financing, legislative restrictions; and seminars on marketing

in ﬁhe United States, Finland and West Africa. Under its Maﬁagement
Education Information Unit it collects and makes available information
or ali‘types of management courses in Britaiﬁ, Europe and the United
States. Among this information is a current listing o§ twenty—sixa

British educational institutions and organizations offering forty-four

courses on export and international marketing. The more unique of' these

are as follows.

e
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Ashridge Management College

This institution provides a course on "Introduction to
Export Marketing“ designed to outline export marketing problems and
their gesoldtion for potential and recently-appointed export managers.
It is_grovided full-time in two segments: ome week at the College in
group projects and case study and one week in Belgium or Germany

studying overseas services for the British exporter, the characteristics

of the market and the experience of British firms who are active in it.

High Wycombe College of Technology and Art

This institutién offers a two year full-time “Post
Graduate Executive Diploma in Export Marketing" designed to "produce
trained export marketing personnel who are able to conduct nego;iationé
at all levels in at least three European languages and who have received
a high degree of practical experience abroad as an integral part of
their course'. The subject matter includes comparative analysis of
foreign trade legislation, marketing of various types of commodities,
selectionlof export sales personnel, techniqueé of sales forecasting
and budgeting, and techniques of top-level negotiation with foreign
governments. With an emphasis on practiﬁél training students engage
in case studies, export sales projects and training in Europe. The
first year includes one month at the German Colleg; of Foreign Trade

in Bremen, and the second year further training at the University of

World Trade in Vienna or the European Institute of Business Administration

at Fontainebleau. Students are required to attain a high level of

oo /4
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proficiency in German, French and Spanish, with their overseas training
and one-quarter of the case work being conducted in one or another of
these languages. A key component of the program is an export marketing
project which has to be formulated and conducted by individual students
or student grcocups. An example of this is an eight-week sales maission
in 1965 to eight European countries which involved the products of
twenty-six British manufacturers. This included periods of in-company
product training and was underwritten both by companies participating
at 250 pounds each and by the British National Export Council to 50%

of travel and accommodation, It produced orders of 150,000 pounds.

The course has apparently been greeted with some enthusiasm
in British industry with starting salaries averaging twice the pré"
training rate and with entrance demand which produces applications two
years in advance,

Thurrock Technical College

This institution}s one-year full-time "Practical Export
Marketing Diploma" course is based on an entirely practical approach
and is directed both to initial training and re-training for export
careefs._ It involves two major parts; the first including four months
of training in Britain on sales techniques, languages (two of which are
obligatory from French, German, Spanish and Arabic) anﬁ introduction
to overseas marketing project work; and the second including eight

months deveoted exclusively to overseas sales operations based at one

/5
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of the College sales centres in Copenhagen, Zurich, Vienna, Hannover,
Dusseldorf and Milan. These latter are designed to provide a base for
continuing promotion and after-sales contact for a variety of British
goods; Britisﬁ manufacturers involved contract with the College to
provide market promotion for specified products and studenté, under
supervision at each Centre, are in effect uised as local agents in such
promotion.

Woolwich Polytechnic

Of the variety of export courses the only one meeting the
degree requirements of the British Council for National Academic Awards
is a four year '"College Diploma in International Marketiné" course
offered by Woolwich Polytechnic. The first, second and fourfh years
of this course are spent in full-time study at the college; the third
is spent in six month assignments in two countries abroad receiving
practical business training. The selection of these two countries
is determined by the languages the student is studying; as a course
requirement he must attain fluency in two of French, German and Spanish.

Natioﬁal Marketing Council

The National Marketing Council was founded in 1965, under
the sponsorship of the British Productiwvity Council which in turn is
funded by the British Board of Trade, for the purpose of develdping a

more.effective marketing orientation in senior British management. It

R
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operafes under the phiiosophy that instruction at the senior level
will have a direct influence on policy development whereas instruction
at a lower level will have an impact which is at best indirect and at
worst blunted. The Council includés membership from the British Institute
of Management, British National Export Council, British Productivity
Council, Confederation of British Industries, Council of Industrial
Design, Incorporated Society of British Advertisers, Industrial Marketing
Council, Institute of Directors, Institute of Export, Institute of
Marketing, Instituté of Management Consultants, Institute of N
Practitioners in Advertising, Institute of Public Relétions, Market
Research Society, Operational Research Society and Trades Union Congress.
In addition five independent members are designated to éct as chairman of
Council Committees on Education, Export, Promotion, Regiomnal Activities,
and Research. The role of the Export Committee is to ensure that the
deliberations of the Promotion, Education, and Regional.Activities
Committees take full cﬁgnizance of the importance of export matters.
The terms of reference of the latter three are respectively to prop;
agandize the need for better marketing within general management,
government and the public; to review, improve, and encourage the use
of facilities for formal marketing education; and to extend the work
of the Promotion Committee to the grassroots 1evél.

As the result of a request from the Council the Intermatiomnal

Marketing Institute at Harvard University developed the British-American

o 17



Management Course in Marketing which was first hela in 1966 and which
consisted of seven weeks at Harvard and three on a U.S.'industry tour,

The course was co-sponsored by the Natipnal industrialVConference Board

of New York énd subsidized to the extent of 507 by the British Board

of Trade. It attracted fifty business participénts. The second course

in 1967 was again co-sponsored by the National Industrial Conference-

Board of New York but reduced to five weeks at Harvard with a three
week'tour and with a reduced subsidy from the British Board of Trade.

The third course in 1968 was co-sponsored by the British-American Chamber
of Commerce and -has been extended to six weeks at Harvard ﬁith three

week touf; forty-five British and fifteen American businessmen participated
The Board of Trade subsidy was removed for the course in 1968 and sub-.
sequently and the $1,475 fee is entirely born by participating companies.
In addition to continuing the Harvard course the National Marketing

Council is now attempting to develop similar courses in various other
universities throughout the United States.

In conjunction with the Eufopean Institute of Business
Administration at Fontainebleau the National Marketing Council sponsored
a 1968 European Management Course in International Marketing. While the
course was given in English its purpose was to attract both British
and Furopean businessmen. It consisted of three weeks at Fontainebleau

and three weeks on European tour for a total cost of 750 pounds.

... /8
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With the support of the Harvard International Marketing
Institute and the sponsorship of the National Marketing Council a
group of British marketiﬁg executives fqunded, in 1964, International
Marketing Programme Ltd. to organize courses of practical instruction,
similar to the Ha?vard program, based in Eurobe. The firsé program
was presented at Oxford in 1965, the second at the University of
Sussex in 1966, the third and fourth at Cambridge in 1967 and 1968. The
1968 course involved four weeks of case history work on various aspects
of internatiomnal matketing. The Educational Director of the Programﬁe
for 1968 was Prof. D.S.R. Leighton of Ehe University ofVWestern Ontario.

In total some 140 business executives attended the three
courses sponsored by the National Marketing Councilvin 1968.

The Council is now being reviewed to the end of strengthening
its position of influence in British marketing practice and instruction.

Department of Employment and Productivity

Under the 1964 Industrial Training Act a number of industrial
training boards were established with the re5ponsibiliﬁy, under the'
authority of the Minister of'Employment and Productivity, of making
general 1évies within their respective industries for the purpose of
providing grants to firms conducting approved training courses for their
employees, either in-company or through approved academic or institutional
courses. There are an estimated twelve boards operating;in industries
with!export potential; while only one has as yet taken any initiative
in export training a departmental Working Group on Ekporf Training is

currently preparing a report on export office work, export sales

oo /9
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representation and export management,

Export Research.GrouE

i This group was formed in 1965 with the object of gaining
supporq for and carrying out research into Britain's export problems.
While it has apparently not been too effective in its tasg it has
resulted - through a sub-group consisting of consultants, academics
and representatives.of professional organizations - in initiating

a very comprehensive investigation of export training methods and.

organizations in the United Kingdom.

UNITED STATES

Department of Commerce

While the National and Regidnal ExporﬁJExpansion.Councils,
as described follbwing, are the most notable involvement of the
Department of Commerce in export moﬁivation two other programs are of
direct interest., One is in the terms of reference established for
Department of Commerce Field Offices involving a requirement.to
orgénize at least two trade seminars a month in their region of
responsibility (either directly or through local chambers of commerce),
to organize two university seminars a year, and to fulfil a monthly
quota for out-of-office business calls as established in Washington and
to report in detail on these calls to Washington. The other is in
twice-yearly meetings, under the auspices of the Departmeﬁt and with

personnel from Washington, of the Western International Trading Group.

This organization consists of business and government personnel from
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the stath of Washington, Oregon, California; Arizona,-Nevada, Utah and
Colorado;lit was férmed immediately following World War II after it was
recognizeq both in the West and in Washington that western business was
not beiqg fully appraised of developments in Washington and that thé
federalfgovernment conversely was out of touch with problems encountered
by western businessmen. The meetings involve some 100 to 125 participants

and last for 2% days.

National and Regional Export Expansion Councils

The National Export Expansion Council dates to the

establishment by the Secretary of Commerce iﬁ 1960 of a National Export

Expansion Committee of five members; this was renamed in 1962 and ex-

panded to 33 members, and again expanded in 1965 to 70 members to
include representatives of the 42 Regiénal Export Expansion Councils;
The latter developed from regional committees of the Mational Export
Expansion Committee which were esfablished "to cause more businessmen
to enter foreign trade and to bring to the attention of all business
the opportunities available for expanded overseas sales." To better
achieve this objective the Regional Export Expansion Councils in 1962
broadened their membership to include representative‘cross—gections qf
industrialists, academics, business and trade association leaders.

To coordinate the activities of the Nationél Council with the Regional
Councils, Regional Council chairmen were subsequently appointed

ex officio members of the National Council; Department of Commerce
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Field Office Directors serve as Executive Secretaries of the Regional
Councils. The regional and national organizations presently include
‘some 1400 businessmen, prpfessionals and educators.

The National Council provides a focus for the views
generated within Regional Councils by acting in an advisory capacity
to the éecretary of Commerce and also assists in combingd promotional
activities of Regional Councils as required. While the National
Council meets annually in plenary session its continuing activities
are pefformed b; an Executive Board of seventeen members and by five
Action Committees responsible respecfively for investigation the Y
effect of U.S, financial mechanisms on export trade, the effect of
the U.S. tax structure on export trade, the resolution of transportation
problems, the enlargement of U.S. exports and investment in developing
countries, and the "promotion of increased interest in export expansion
and greater recognition of the importance of international trade to
the United States."

The Regional Councils are considered as vehicles to generate
greater public and business interest in export, to provide direct
sources of information on problems encountered by American exporters,
and to supplement the activities of Department of Commerce field
offices by'making the business community aware of govefnment policies
and programs, providing assistance and developing programs for established

exporters, and encouraging non-exporters to export.

ve. 112
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The AmeLican Management Association

; The American Management Association was founded in 1923
to provide a vehiclé for the continuing management education of its
membership, which now comprises some 53,000 members from over 100
countri%é. The instruétional program of the Association includes
courses, conferences, periodicals, films, as well as a continuing series
of workshop seminars, orientation seminars and briefing sessioms,
These latter three represent the most.important continuing techniques
and involve respectively an exchange of ideas amongst small groups
of executives highly experienced in the subject area, an instructional
meeting to provide a larger number of participants with information on
current practice in a specific management area, and a lecture meeting
to a large audience on subjects which are immediately topical. The
Association's program operates principally through eieven Divisions,
corresponding to major areas of management reSponsibility, one of which
is International Management. During the six months ending October 1968
this Division's American program involved forty-five seminars on various
aspects of international management, including area studies and such’
subjeéts aslinternational marketing research, financing international
operations, international licensing, etc. The Canadian program involved
one briefing session iﬁ Torbnto.

Among other affiliates of the American Managemént Association

are the American Institute for Foreign Trade and various AMA Management

Centres, four of which are in the United States and four abroad.

... /13



13.

__._..—-__,_._.___
——

Of the }gtter the Canadian Management Centre through the Canadian
Advisory‘Group has the responsibility of providing "ouidance in
establishing and developing an educational program specifically
aimed %t finding, examining and sharing improved management methods

which can best serve Canadian interests.™

The American Institute for Foreign Trade

The Americén Institute for Foreign Trade was established
in 1946 for the purpose of providing " a national centre of higher
education ...... for careers in international commerce." Its cﬁrricﬁluﬁ
includes courses in area studies and intenéive language training as well
as courses in international business, available both to pre-exﬁerience
and pbsf-experience students, A degree program is available leading
to the degree of Bachelor of Foreign Trade (one yea£ of instruction
post-baccalaureate) and Master of Foreign Trade (two years post-
baccalaureate). The main non-degree program is the six weeks Overseas
Executive Training ('Key Man') Course offered five times annually for
concentrated instruction in specific areas and languages; it is
directed to business executives, and their wives when appropriate,
who are being assigned to foreign postings. Since 1946 some 5,000
students have graduated from the various programs; theseAhave been

or were subseqﬁently employed by 1700 private and public organizatioms.

For accreditation the Institubte is affiliated with the

University of Arizona. Since 1963, however, it has been affiliated
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with the American Management Association as a result of the Association's
increased emphasis on foreign business management‘training which led to
. the International Management Division centres in Brusseis,‘Sao Paulo
and Montreal,

iThe Institute is»operated as a self-supporting, non-profit
organization with the bulk of its income from tuition fees and sub-
scriptions from business corporations. Present fee scales range from
$885 per semester in the degree program to $1650 for the "Key Man Course".

American Society of International Executives

This organization was founded in 1964 under the sponsor-
ship of the Foreign Traders Association of Philadelphia to eétablish
standards and provide recognition for professional qualifications in
various fields in international commerce. The Society, 1ike-the
British Institute of Exbort, does not offér any course instruction
as such but sets sfandards for various degrees of mémbership based
on experience in international business and/or ability to pass
examinations established by the Society. Examinations are presently
held twice yearly at nineteen.centres throughout the United States.
Available credentials include Certified Documentary Specialist (CDS),
Certified Assistant Export Manager (CAEM), Certified International
Traffic Manager (CITM), Qualified Export Manager (QEM), etc.,
representing respectively one, two, five and five years of relevant

experience, various other established prerequisite qualifications,
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and a k%owledge 1eye1 of appropriate subjects as demdnstrated through
examination., Present membership in the Society totals some 350,
including several corporate memberships. The Society presently
appears to be directed more to personnel in the working level of
export Frade; |

International Marketing Institute

!
The International Marketing Institute was organized in

1960 by Harvard Business School staff for the purposes of promoting'
export énd marketing education, Its staff undertakes research,
teaching and consultation work in the United States and abroad. Its
two major continuing areas of activity are tﬁe Summer Program and
the BLUTRADE Program. The Summer Program is directed to improving
marketing and exporting competence and consists of instruction
through seminars and case studies for six weeks annually at Harvard
Business School. Participafion is drawn from a number of countries; (
the program has also been adapted for presentation in foreign countries.
Cost, inclusive of accommodation, is $1350. 1In contrast to the Summer
Program, the BLUTRADE program is‘a consultative program with the
objective of mobilizing all relevant agencies in a partiéular area

to develop "export awareness" (thus Business Labour University Team Researc
and Assistance for Development of Expérts). Under theiProgram thel

IMI provides consulfative services, normally to chambe;s of commerce, in
identifying exporters and potential exporters within the area, in

developing an interest in export in passive and non-exporters by
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instruction on techniques and available services, and in providing
assistance to the community in establishing suéh continuing services
as may be required.
The Institute in addition provides instructional seminars
for the International Program for Business and Professional Women and,

as outlined above, the British/American Management Course in Marketing.

AUSTRALTA

To establish a framework through which inexperienced
exporters can obtain assistance the Australian Department of Trade and
Industry has established a "foster parent" scheme. Under the scheme
experienced_expérters provide assistance to non-competitive firms
without comparable experience by direct purchases to supplement their
own export range, by'acting as export agents for commission, or.by
making themselves aﬁailable to provide free ad hoc advice on éxport
details. 1Inexperienced exporters are expected to contact, either
directly or through the Department, those "foster parents” which have an
appropriate interest or product line. The latter are included in a
publicized "Foster Parent Directory", the first edition of which contains
ninetywthree "foster parent" firms,

The "foster parent" scheme is one component of én "export
consciousness" program adopted after establishment of the Department
of Trade and Industry in 1956. Other measures include an "Export
Action'" T.V., radio and press publicity campaign highlighting successful

eon 117
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export stories; sponsorship of the Australian Institute of Export to

provide formal professional certification of competence among export
personnel; seminars on export costing in conjunction with the Australian
Institute of Management and Australian Institute of Cost Accountanfs;

i .
exhibitionslénd competitions on packaging and design for export;
establiéhment of advisory councils of businessmen to discués export
matters with government; awards for meritorious export performance;

etc.

- DENMARK

In the interest of imﬁroving communication with small
and medium-sized exporters the Trade Department of the Danish
Ministry of Foreign Affairs is considering the establishment of an
Export Consultant Division; at present export educational activity
is pursued through two programs: appointment of selected students as
Consular Secretaries abroad for one to two year periods as part of
their formal education and similar appointmentslfor more experienced
individuals with the intention that these will establish themselves
as importers in the coﬁntries in which they have been located.

| In addition to governmental activity, the Federation of
Danish Industries annually holds two five-day export éourses for
management and export staff of small and medium-sized Eompanies, énd
an annual export seminar ccvering in detail a particular eXpoft

market. The Danish College of Commerce also provides middle management
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to the practical aspects of exporting.

FEDERAL REPUBLIC OF GERMANY

‘Apparently because of Germany's active trade balance
and sufficient current awareness of international business -there is

little active encouragement of potential exporters or counselling

- courses on a regular basis, half of which invdlve‘subjects oriented

|

\

\

of existing exporters in Germany by the German Government. Nor

apparently is it done by the Federation of Geman Industry because of
recognition of the uniqueness of the problems encountered by individual
industries., Export education, in a continuing sense, has fherefore
devolved upon individual private industry organizatioms, the

“Fachverbandeﬁ, and in some instances, chambers of commerce. Pre-

experience education is provided through vocational schools (such as

those sponsored by the Frankfurt, Hamburg and Bochum Chambers of

Commerce) and by various universities,

ITALY

The Italian Ministry of Fofeign Trade has, since 1963,
organized and endowed through the Italian Institute of Foreign'Tfade
a program of amnually inducting and>training young college gradpates
in the practical asbects of export operations, througé lectures, éeminars
and tours, Admission is through written examination; each successful

applicant is awarded a scholarship for the course. Ih 1966, 45 students
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graduated, including 40 Italians and five from LDC's. The purpose

of the course is to train executives for export industries.

JAPAN

,Since Ehere is‘little necessity of promoting popular
awareness of the importance of export to the Japanese economy and since
there is no requirement for export education among the large Japanese
trading companies, Japanese educationai activity is concerned with

counselling rather than promotion and is chiefly directed to small

- and medium-sized exporters. During the past five years the Bureau of

Trade and Development of the Ministry of Intérnational Trade and
Industry hés, abcordingly, organized three-month courses in Tokyb and
Osaka on the "Fundamentals of Exporting and International Financing"
for a course average of 160 small business employees. Instruction

is usually given by MITI and University personnel and conmences
daily at 4.00 p.m. to permit participants to work at their regular
jobs. . The total budget for the program is some Canadian $18,000
annually; companies involved are assessed a fee of Canadian $10 for -
each»employee participating.

Starting in 1969 the "Fundamentals" course is to be
replaced by the Japan International Trade Centre. The‘Centre's
basic bﬁdget has been set at Canadian $9 million whichiis to be funded
half by the government énd half by private organizations. The Centre
will operate as an autonomcus unit; it is expected that regular

operations will be financec by tuition fees. The syllabus will include
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a regular course for commercial, governmental and bank personnel with
university graduation and three to five years' experience (for a
maximum number of 120 and a term of one year full-time); special
courses for high school graduates in small and medium-sized private
organizations (for a méximum number of 100 and a term of six months);
language courses; and executive courses of two weeks for senior
personnel in private enterprises,
NORWAY
The main Norwegian export educational project is the
Norwegian Institute for Export Education which was founded im 1961
under the joint sponsorship of the Export Council of Norway, the
Federation of Nofwegian Commercial Associations, and the Federation of
Norwegian Industries, and which is jointly managed snd financed by
these three agencies (roughly corresponding respectively to the
functions performed by the Canadian Export Association/Canadian Trade
Commissioner Service, the Canadian Chamber of Commerce, and the
Canadian Manufacturers' Association). While each of the three managing
agencies is private, each maintainé a close liaison with the Norweéian
government ; the Norwegian government therefore provides indirect
support to the Institute. The Institute however has no official
financial support and is managed on a non-profit basis, with expegses
covered by tuition fees (with a seminar fee of some Canadian $75.00).
The Institute offers a detailed pfogram in advanced

marketing - including courses on specific subjects such as financing,
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grouping for export, licencing, etc.; an elementary evening course
in export fundamentals for junior personnel; and courses on specific
problems as required. The courses are given at various Norwegian
centres and last from three to fourteen days. The 1968 program includes
in addition to'the elementary evening course, six seminars on:
| 1. A study of the Swedish market |

2. The export of fish and fish products

3. Export financing

4. Exporting to West Germany (with a study trip to Hamburg)

5. A study of the relations between Norwegian industry and the LDC's

6. A study of export opporutnities and techniques in Britain

- In addition to its involvement with the Institute, the

Export Council of Norway also organizes‘two additional programs -
a program of lectures at Norwegian coﬁmercial high schools and
"export evenings". The former is designed to explain exbort marketing
to étudents and to introduce them to thé facilities of the Export Céuncil
through oral-presentations by Export Council personnel. The latter,
arranged in cooperation with SAS, are devoted to round-table discussions
of specific markets and normally coincide with the visit of a prominent
commercial personality from the market area to be discussed or a sigpifican
event in the market area, They normally involve some forty selected

senior personnel from corporations active in the market area or in a

position to commence business in the area.
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IT  CANADIAN EXPORT EDUCATION

DEPARTMENT OF MANPOWER AND IMMIGRATION

The Small Business Management Unit of the Department of
Manpower and Immigratioh, under the 1960 Technical and Vocational
Training Assistance Act, is responsible for preparing and making
available instruétional material for business educatiom. fhis has
included the development of casework for semiﬁar presentation on
"Exporting® in 1965 and on "International Marketing“‘in 1968. Both .
were developed on contract by Prof. I,A, Litvak of McMaster, the former
to provide course material for instruction on export fundamentals and
the latter for instruction on advanced marketing management. The Unit's.
activities, in addition to material preparation, include the provision
of publicity and other supplementary material for course sponsors, the
provision bf films and other material for the training 6f course
instructprs, and assistance in course evaluation. Course material
is all provided through provincial departments of education at a fixed
fee ($37.50 per éS units); its use is subject to the initiative and .
policies of provincialzdepartments. Thus the courses have never been
used-in Newfoundland, Priﬁce‘Edward Iéland, Nova Scotia or Quebéc;
have been used once as the basis of a seminar by the New Brunswick
Departmént.of Economic Growth; have been used twice for seminar and
lecture material by the Manitoba and Saskatchewan Departménts of
Industry and Commerce; have been used extensively by theﬁOntario

Department of Education directly and through a variety of sponsors
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including the Ontario Department of Trade and Development, the
Canadian Manufacturers' Association, the Toronto Board of Trade and
various chambers of commerce; have been used once in Alberta under
the sponsorship of the Edmonton Chamber of Commerce; and have been
used continually as the basis of lecture material by thé Vancouver
School Board in association with the Vancouver Board of Trade and

Canadian Manufacturers' Associationm..

PROVINCIAL GOVERNMENTS

All provincial departments of both education and trade
were contacted directly and through the Department'é regional offices
to determine whether or not they were actively engaged.in export
educational activities and the extent and‘type of their educational
programs., |

Newfoundland

- nil

Prince Edward Island

- nil-

Nova Scotia
- nil

New Brunswick

The New Bfunswick Department}gg‘Economic Growth has organized
a one-day conference on "Retail Distribution in Canada and the United
States" in November, 1967, and an "Exporting" course in the period
April through June, 1966. This latter course attracted sixteen

participants from eight companies.
... /24
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Quebec

The Quebec Department of Industry and Commerce has staged two
three-day lecture courses on exporting during February and March of
1968; these involved 49 participants from 35 companies.
Ontario |

Both the Ontario Departments of Education and Trade and Development
are active in seminar and lecture programs, the former in the use of
Manpower and Immigration case material and the.latter in the development
of seminars and forums directed to specific topics. The former, through
its Management Development Unit and with the collaboration of the
Department of Trade and Development, has organized "Exporting" and
"International Marketing" courses involving in excess of 350 business
personnel since 1965. 1Its current program through April, 1969, includes
eight‘two-day seminar sessions on "International Marketing" directly
organized (at Rexdale, Sudbury, Brockville, Sarnia, Oshawa, St.
Catherines, Collingwood and Don Mills) and two part-time seminar
series organized through the Canadian Manufacturers' Association {at
Woodstock and TQronto). The course at Rexdale attracted 35 participénts%
Since 1963 the Department of Trade and Development has organizea 31 one
day Export Forﬁﬁs and Export Seminars involving in excess of 2000
business pérticipants. |
Manitoba |

The Manitoba Department of Industry and Commerce has organized
two two;day "Export Management Seminars" in March and September 1966

involving 47 participants, from 43 companies.
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Saskatchewan

The Saskatchewan Department of Industry and Commerce has organized
two two-day Export Seminars in May 1967 and May 1968 involving 51
participants from 41.companies,
Alberta

The Alberta Department of Education has provided in March 1966
under the sponsorship of the Export Development Committee of the
Edmonton Chamber of Commerce, a seminar series on Exportiﬁg? this
attracted 17 participants from 14 companies. The Department of
Industry and Tourism is involved in organizing export seminars in
Edmonton and Calgary in November 1968,

British Columbia

- nil

UNIVERSITIES

Faculties of Commerce aﬁd.Business Administration in the
following universities are affiliated through the Association of
Canadian Schools of Business. Information was requested from each
diregtly to determine their involvement in export instruction through
scheduled practical courses, at the undergraduate and graduate level
and in extension, specifically devoted to international business and
international marketing.

Acadia University

- no course instruction. It is, however, planned that some 100
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Business Administration students will be sent on tour of
Belgium, Holland and Germany in February 1969 to study comparative
management and marketing practices, the latter to involve both
domestic and international marketing.

University of Alberta

- . undergraduate course in International Marketing.

Bishops University

- nil

University of British Columbia

- undergraduate courses in International Marketing (as a required
course in the marketing option with a 1967/68 enrolment of 90),

International Marketing Management (elective, with a 1967/68

enrolment of 55), Internmational Financial Institutions (elective,
with a 1967 enrolment of 36), and Industrial and Resource Market-
ing Problems.
- graduate seminars in International Marketing (elective, with a
1967/68 enrolment of 14), International Business (elective,
‘With a 1967/68 enrolment of 9), and International Finance.

As of July 1, 1967, the Faculty of Commerce has assumed,
from the Extension Department, sole responsibility for business
extension education. Under the Extension Department the last formal
instruction course, "An Introduction to Exporting", was offered in
1962. This course is now offered by the Vancouver School Boafd with

the same instructor, Mr. J. R. Arnold. Recent courses have been
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more conceptual in character - including a one week series of lectures
on 'World Trade and the Citizén' jointly sponsored by the Vancouver
Board of Trade and coinciding with the 1967 B.C. International Trade
Fair; a one-day seminar coinciding with the 1968 Varcouver ‘Sea Festival
on "Western Canada on the Pacific Rim" involving the frade Ministers
of the four western provinces; a 1967 lecture series on "Forest Product
Markets in Russia, China and Japan"; a one-day panel discussion in
May, 1968, on the "Crisis in International Finance".

Carleton University

- nil

Dalhousie University

- nil

University of Guelph

- nil

Lakehead University

- nil

_ Laval'University

- undergraduate course in International Marketing
- graduate course in International and Comparative Marketing

Loyola University

- nil

University of Manitoba

- nil

McGill University

- undergraduate course in International Marketing
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Some attempts are now being made to develop an expanded
course of studies in international business.

McMaster University

—lundergraduate course in International Marketing

Memorial University

- nil

University of Moncton

- undergraduate course in International Commerce
The School presently intends to develop a seminar series,

starting in 1970/71, on export marketing of New Brunswick natural resources

Mount Allison University
- nil

Mount Saint Vincent University

- nil

University of New Brunswick

- undergraduate course in International Marketing

University of Ottawa
- nil

Queens University , ;

- undergraduate course in International Business
i

Saint Francis Xavier Uniersity

- nil

Saint Marvy's University

- nil

University of Saskatchewan

- nil
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The College of Commerce has recently hired a lecturer on
Export Marketing and International Business and intend developing a
program through this individual.

University of Sherbrooke

- undergraduate courses in International Commerce and International
Finance

Simon Fraser University

- undergraduate seminar in International Business

Sir George Williams University

- no undergraduate or graduate courses
The University collaborates with the Montreal Board of
Trade in its annual "International Trade'" course.

University of Toronto

- no courses offered at undergraduate or graduaté level
The Division of University Extension developed in 1955,

in cooperation with the Canadian branch of the Institute of Export
and the Canadian Export Association and with some assistance from
the Department, a correspondence course designed to meet the require-
ments of the British Institute of Export. This attracted an initial
enrolﬁent of 101 students, eighteen of whom were from the Department;
annual enrolment subsequently declined to 25 in 1961 when it was
discontinued. A lecture course on "International Markets' was offered.
in extension in 1967/68 and was also withdrawn due to lack of response.
This latest is again being offered in 1968/69.

Trent University

- nil
.. 130
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Waterloo Lutheran University

- undergraduate courses in International Marketing, International

Business Management, and Case Problems in International
Marketing

- as part of sﬁmmer session activities two courses, in
International Marketing Research and European Indu§trial
Integration, are available in Europe to advanced under-
graduate students when enrolment is sufficient to warrant
scheduling. The former is offered in Geneva and the latter
at various European centres.

Since 1964 the.Scﬁool of Business and Economics has
offered a tweive-week evening Expoft Management course which has
attracted annually some 80 students of which one-third were
businessmen, the remainder being either regular students or under'
External Aid 8ponsorship.

University of Western Ontario

- graduate course in Internétional-Business
During 1965 and 1966 the Faculty organized a full-time
summer International Management Program, with the support of the
Canadian Export Association. It attracted 24 participanfs during
the first year, 19 during its second, and was discontinued due to

lack of support.

University of Windsor

- undergraduate course in International Marketing

- graduate course in International Business Operations
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In 1965 in cooperation with the Windsor Chamber of
Commerce the University presented a seminar course on "Exporting
for the Small Business Manager" using the case material available
from the Départment of Manpower and Immigration. It involved

twenty-three particpants,
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York University

- no courses at undergraduate or graduate level
Although not directly relevant to export edﬁcation, the
Faculty of Administrétive Studies organized.during 1967 an "International
Development Seminar" in which the Minister was involved and which

attracted 81 senior business executives from across Canada.

CANADIAN MANUFACTURERS' ASSOCIATION

Under the auspices of the Commercial Intelligence
Department of the CMA the Export Study Club of Ontario was established
in 1944, Subsequently érganized through the CMA Montfeal Office was
the Export Study Clublof Quebec, through Vancouver the Export Study
Club of British Columbia énd through Moncton, the Export Study Clubs.
of New Brunswick and Nova Scotia; attempts are now being made to
establish an Export Study Club of Prince Edward Island.and to re-
establisﬁ the Export Study Club of Manitoba.

The purpose of the Clubs is to provide a continuing
program of export education and an organized means througp which
both new and seésoned exporters may share their ﬁnowledge and
experience. Membership is free and is open to employees of CMA
member companies and to employees of firms which are not eligible
fo% CMA membership (i.e. banks, export merchants, sﬂipping and
forwarding agents,etc.). The Ontaric club has a registered membership

of 630 from 469 manufacturing companies, Quebec 169 from 116

| ; !
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manufaéturing companues, British Columbia 79 from 79 manufacturing
companies, New Brunswick 35 from 30 manufacturing éompanies, and Nova
Scotia 42 from 32 manufacturing companies. The Ouebec Club has
additionally 45 service agencies represented in its membership,
British Coluﬁbia 53, New Brunswick 12, and Nova Scotia 19.

The Association also provides support to other export
educational programs across the country. A recent example is their
organization, through the Ontario Export Study Club and in cooperation
with the Ontario Department of Education, of two export marketing

courses this fall in Toronto and Woodstock.

CANADTAN EXPORT ASSOCIATION

The Education Committee of the Canadian Export Association
has since 1964 had as its objective "to assist and encourage the
development of adult educational programs for both the development of
export management skills and the general management considerations
involved in expanding Canadién international trading activities".

In thg former the Committee has provided liaison between the Association
and Waterloo Lutheran, York, Sir George Williams, McGill and Western
~Ontario Universities. As a result of this cooperation two educational
programs were launched. One which is still current is Waterloo
Lutheran's Export Management Course., Another program which operated
during the summer of 1965 and 1966 and was finally cancelled because

of lack of response, was the University of Western Ontario International
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Business Management Program. As a result of this response it was
decided by the Committee in its 1967 report both to suggest gradually
internationalizing the existing Western summer program and to change

its immediate emphasis to the organization of shorter but more frequent

|
¢

university séminars; from the 1968 report it appears that the
Associafion has not as yet sponsored suéh seminars.

| The Association is additionally instrumental in organizing
a number of business seminars, examples of which during the past twelve
months'have been an export documentation luncheon meeting in Montreal
addressed by the National Director of the U.S. National Committee on
International Trade Documentatiﬁn; exporf financing seminers in
Vancouver, Winnipeg, Toronto and Montreal jointly sponsored with
the Canadian Bankers Association; an address by Baron Carl-Henri
Nauckhoff in Toronto on "Trading in a Changing World"; air freight
seminars in Toronto and Montreal involving the Canadian International
Freight Forwarders Association, IATA, and member airlines: a seminar
in Toronto on the report of the Capital Equipment and'Engiﬁeering
Mission to Eastern Europe; an address in Toronto on "The Metric
System: Implications for Canada's Export Trade" by Dr. ﬁeggét of the
National Research Council; etc.

BOARDS OF TRADE

Montreal Board of Trade

The International Trade Section of the Montreal Board

of Tfade, in cooperation with Sir George Williams University
... /34 |
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has since 1946 sponsored an annual International Trade
Course. This yeaf's syllabus includes twelve ﬁeekly lectures
starting on September 10 and concluding on December 3 with an

examination. Lecture topics cover government services, trade terms

insurance, customs, éxport financing, documentation, éxport credits
and credits insurance, etc. Lectures are drawn from both government
and business. An average of forty students participate annually.

In additionhto this continuing program the Board has
since 1965 developed a series of "expoft marketing clinics" to
review particular market areas an& quarferly "eredits and collections
clinics"; the fo;mer is designed to pfovide information to companies
thinking of enfering or expanding activity in the selected market
and the latter to provide a forum for an exchange of credit and
collection experiences.

Toronto Board of Trade

In addition to its sponsorship in Toronto of Manpower
and Immigration courses in Export Marketing administered by the Ontario
Department of Education (involving in .1967/68 some eighty members at
four courses) the Board pursues a continuing program of "round table
marketing luncheon meetings". Panels for the meetings compfise Ontario
businessmen who have receﬁtly visited as members of Ontario trade
missions the markets under discussion; during 1967/58 the areas under
review included Holland, Hong Kong, Scandinavia, Germany, Italy, Spain

and Britain. Ad hoc activities durihg 1967/68 included a joint dinner
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meeting with the CMA Export Study Club to hear an address by a
prominent German marketing consultant on the techniques appropriate
to trading with eastern European countries and assistance in the
planning of the Department 's "Kennedy Round" seminar. The Board
was also involved in the sponsorship, with the York Uﬁiversity'
School of Business, of York's second Seminar for Executives.

Vancouver Board of Trade

Through its World Trade Committee the Vancouver Board
of Trade sponsors annual World Trade Weeks, the purﬁose of which is
to focus the attention of.the community on the importance of world
.trade. The 1968 program included the presentation of a film program
to students'in’gfades 11 and 12 at 143 schools throughout British i
Columbia. The World Trade Committee also sponsors ad hoc trade seminars ‘
and conferences,

CANADIAN BANKERS' ASSOCIATION

The Canadian Bankers' Association has consolidéted,
within the past year under its newly formed affiliate; the Institute
of Canadian Bankers, previous efforts to provide formal education in
export financing to younget bankers. The Institute now handles export
financing and related subjects as part of the Fellows' Course conducted
through correspondence and with the cooperation Lf some twenty Canadian
uqiversities. The Institute's first full year of oPeration involved

some 3700 employees of member banks as students; it is anticipated

that future annual enrolment may average 10,000 and that the present
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6,000 bank managers and other bank employees will thus acquire
a better working knowledge of export financing through the continuing
facilities of the Institute.

The Association has additionally co-sponsored with
the Canadian .Export Association the four export finance seminars
held over the past .year which had a total attendance of some 250
exporters and benk and government officials. It is intended that
this éxercise be repeated.

The Association has also published and will shortly
issue a new edition 