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Construetion,
Architsctural and Enginesring Services

The Construction, Architectural and Engineering Services (CAES) sector is made up of firms invelved in the design,
development, building and repair of infrastructure, housing, industrial plants and other facilities. It encompasses:

* Residential Construction

» Non-Residential Construction
* Consulting Enginegring

e Architgctural Services

* Urban Planning

¢ Developers

A particular feature of the sector is its capacity to combine specialized expertise in a multidisciplinary fashion to create capital
prajecis. This characreristic allows the CAES sector ta play an important role in leveraging export opportunities for several

other sectors of the economy.

Canadian Position

Total output of the CAES sector is about $100 billion annually,
some 8.5 percent of gross domestic product (GDP), and the
sector directly employs approximntely 800 000 Canadians.
Services are primarily sold to businesses and institutional
clients, rather than to final consumers.

In Canada, the major markets for services related to
construction and capital projects over the 1985-95 period were:
housing ($150 billion), electric power ($85 billion), industrial
(565 billion), commercial ($48 billion), oil and gas
(545 billion), transportation ($36 billion), water/ environment
($30 billion) and government/educational (§22 billion).

Traditionally, firms have concentrated on the domiestic market.
Exports account for only a small proportion of business
volume. However, this is changing in the face of less buoyant
domestic demand and rapidly growing opportunities abroad.

Cannda's engineering, construction, architectural and planning
exportise is world-renowned. The consulting engineering
industry is predominantly Canadian-owned and has been one of
the country's most internationally competitive service
industries. It can play a key rols in leveraging opportunities for
other Canadian companes, both within and beyond the CAES
gector,

CAES suppliers are typically small and medium-sized
enterprises (SMEs). The mnjority are unaware of business
opportunities abroad or lack the requisite manngerial and
marketing skills to pursue them. Some firms have been highly
successful in specialived niche markets, but often these
companies have not developed the partnerships with other
Canadinn or foreign firms necessary to maximize opportunities
abroad,
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With some notable exceptions, the fragmentation of the
Canadian industry impedes the formation of consortia, which
are often necessary for executing larger projects. By
internntions! standards, Cannda has comparatively fow
individual firms able or willing to act as prime contractors for
larget projects. Even our large firms are small compared with
their international competitors, some of which benefit, in
addition to their size, from government or bank ownership. The
requirement to participate in complex financial packaging to
win international capital ptojeots is often cited as the industry's
main constraint,

Several industry associstions in the sector are intensifying their
focus on the internationnl business development interests of
their membership, The Construction, Architectural and
Engineering Services National Sector Team supports these
efforts and is forging more effective working relationships with
the private sector, among relevant federal and provincial
government departments and agencies, and with other National
Sector Teams with capital project interests.

International Environment

The global market for capital and construction projects exceeds
US$150  billion annually, offering enormous export
opportunities for Canadian consulting engineers, architects,
planners, developers and construction firms, as well as
equipment suppliers. Canada's current shave is less than
1 percent,

The marketplace is very competitive, Thore i3 a global trend

toward privatization of infrastructure as governments deal with
declining financial resources and at the same time face
demands created by rapid urban and economic growth, An
increasing proportion of capital projects are being completed by
design-build, turnkey and varying configurations of BOOT
(build, own, operate, transfer) operations.
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nvironment, new mechanisms are required to
agssemble the necessary financing because local governments
are less willing or able to provide guarantees, The investments
required are long term and the project risks are difficult to
assess. Frequently, companies are expected to bring equity ta
projects,

International financial ingtitutions (IF1s), toa, are increasingly
seeking private sponsorship and risk taking in infrastructure
projects, IFIs are taking on new roles as guarantors of Joans,
co~financiers and equity partners in projects with the private
sector, Still, IFis continug to offer important opportunities for
CAES firms to position themselves in foreign markets.

The focus on environmental clean-up and sustainable
development is creafing new demand for iafrastructure
setvices. The need is for highly engineered projects, different
mixes of machinery and equipment than those currently
available, and the application of new construction proceases.

The international housing market also presents new
opportunities, arising from increased interost in less-costly
honsing technology, government action to address inndequate
or poor-fjuality domestic housing and to support development
of market-oriented honsing asystems, and reconstruction of
housing due to natural disasters and wars,

Some 950 privately financed infrastructure projects, totalling
about US$700 billion, are estimated to be currently planned
arourd the world, The Asia-Pacific region has now surpassed
Europs ns the top regional market for construction and
engineoring services, Principal markets are Chins, Indonesia,
Malaysia, Singapore, Taiwan, Thailand, Hong Kong and South
Korea,

In Latin America, incrensed political stability and growing
privatization are providing new opportunities, although high
external debt, currency fluctuations and inflation continue to
pose some risks.

In Eastern BEurope and the former Soviet Union, the
incrensingly active role of the IFls mny help address the
current lack of mvestment capital, Other short-term constraints
— syuch as land ownership issues, currency convertibility
difficulties, legal uncertainties and the lack of local project
development capabilities — remain unresolved.

Over the longer term, population growth, especially in the
rapidly developing economies, will create substantial demand
for infrastnucture and engineering services. Expected large-
scale migration to major urban centres will create enormous
pressure for new investment in transportation, communications,
water and sewage systerns, housing, hospitals, schools, ports,
bridges and energy generation and distribution systems.

Ciminda's Interuational Business Sty

Main Challenges

Many firms are inhibited by the substantial up-front costs
involved in internations) competitive bidding processes and in
eatablishing a presence in foreign markets.

Companies pursuing international capital project opportunities
find it difficult to access financing and investment capital and
to assemble the necessary financial packages. Financing,
bonding, performance guarantees, insurance and legal services
arg often unavailable in Canada and must be sourced abroad.
CAES companies point out that financial guarantees more
comparable with those offered by their competitors, and the
ability to pool resources available only piecemeal in the
Canadian marketplace, are necessary to enable more of them
to engage in international work and to encourage joint ventures
and other partnerships.

"Virtual companies” with the capabilities to handle specific
projects are needed to take full advantage of opportunities
arising from the trend toward total project contracting and
privatization packages. Such integrated capability is available
domestically "in pieces"; a single-team approach is required.

The successes of domestic capital projects need to be more
aggregsively promoted abroad. There is potential to build on
Canadian success in the consulting and techuical services sector
by more effectively identifying downstream opportunities for
Canndian manufacturers and for capital works and systems
suppliers.

SMEs, in particular, are often not aware of major projects
being pursued by larger companies, and yet these projects offer
opportunities for them to participate as pastners and suppliers.

Relative to competitors, Canadian companies are often late in
identifying and entering newly emerging markets. Many firms
are not well informed about potential export opportunities, or
about the services and progmms available to improve their
export readiness and to support their export marketing efforts.

Finglly, mnrket ontry often remains impeded by local
regulatory, technical and profer fonal accreditation
requirements, product standards requirements, and approval
processes,

Strategic Direction

The following inijtiatives will be implemented to improve the
export performance of the Construction, Architectural and
Engineering Services sector ag a whole. Specific interests of
individual industry subsecto, are highlighted in the subsequent
sections.
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In implementing the CAES sector strategy, particular attention
will be given to co-operation and co-ordination among the
federal and provincial governments and the various national,
regional and provincial industry associations that represent the
interests of the sector., There is also a recognized need to
establish clearer targets for the international business
development strategy and to ensure effective measurement of
achievement.

Collsctive Project Opportupities

Maximizing the export potential of the CAES sector requires
greater focus on using its collective strengths in integrated
project delivery. Opportunities identified include:

¢ integrated urban development/new cities;
* airports;

* electric power projects;

* medical clinics/hospitals;

* resorts/hotels/integrated tourism facilities;
e educational institution complexes;

* transporiation systems (rail, urban trangit, highways, ports);
and

* resource-processing plants and installations,
Financing

Future success requires paying greater attention to the capital
project finnncing problems faced by the CAES sector and
improving the linkages with financing sources in Canads and
abroad, Particular priorities include:

« exploring the potential for Canadian financial institutions,
inchwding pension funds and insurance companies, to play a
stronger role in providing the longterm financing,
guarantees, bonding and insurance facilities relevant to the
pursuit of international projects (Industry Canada [IC],
Department of Finance, BDC [Export Development
Corporation}, associations, provinces);

* better focussing and co-ordinating the use of federal and
provincial government programs and services in support of
Canadinn companies pursuing specific project oppottunities
sbroad (IC, Department of Foreign Affairs and International
Trade [DFAIT], Cauoadian Interpationsi Development
Agency {CIDA}, EDC, Caaadian Chamber of Coramercs,
Canada Mortgage and Housing Corporation [CMHC],
provinces);
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* jmproving the exchange of information on both domestic and
foreign sources of financing (IC, DFAIT, EDC, provinces);
and

* supporting domestic initintives aitmed at brondening expertise
in project development and financing, particularly that
required for BOOT-type projects (JC, DFAIT, EDC),

Supplier Davelopmont

Supplier development activities will build on existing federal,
provincial and association initiatives and focus upon:

« improving the export readiness of CAES-sector SMEs,
through industry association outreach programs, workshops,
seminars, structured training courses, the preparation and
disseminntion of "how-to" guides, etc. (IC, DFAIT, CMHC,
associations, provinces);

* supporting formal and informal interaction and
networking — ideally built around an integrated project
opportunity — among sector stakeholders (IC, DFAIT,
associations);

« facilitating the partneriog and consortia formation needed to
pursue packaged projects such as desiga-build, turnkey and
BOOT (IC, DFAIT, associations, provinces);

= encouraging firms, especially SMls, to build business
networks under the Canadian Business Networks Coalition
(CBNC), which is administered by the Canadian Chamber
of Commerce and aims to increase the international
competitiveness of SMEs (IC, associntions); and

¢ developing electronic infrastructure that can be used to share
information on Canadian capsbilities to supply capital
prajects and on existing and potential crossiindustry and
cross-border partnerships among service providers amd
downstrearn suppliers of equipment and materinla (IC,
DFAIT, provinces, agsociations),

Information and Intelligence

Initiatives will bs pursued to facilitate the sharing of
informmtion and intelligence on internatiopal business
development. This includes:

* devoting greater attention to identifying international project
opportunities that match Canedian capabilities for integrated
project delivery (IC, DFAIT, CIDA, provinces);
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* deploying an electronic IFl/capital projects information and
tracking system to facilitate private-sector access to timely
and integrated information on capital project opporfunities
abroad and to improve communications among government
officials across Canada and at Canadian missions abroad on
project opportunities and interactions with Canadian
companies (DFAIT, IC, provinces);

« organizing selective missions to identify, verify and build
upon early project intelligence for clusters of high-priority
construction and capital project opportunities (IC, DFAIT,
CMHC, provinces, agsociatians); and

¢« publishing quasterly lists of CIDA’s operational projects and
bilateral projects in the pipeline, which in turn will be Jinked
to the electronic information infrastructure for international
capital projects (IC, CIDA, DFAIT).

Export Promation

Opportunities to promote capabilities in the CAES sector will
be identified and supported through:

« targeted uge of leading domestic events, such as "Construct
Canada” (IC, DFAIT, associations, provinces);

* encouragement of the participation of more foreign buyers
and business decision makers in domestic events where
CAES are profiled (IC, DFAIT, provinces);

» incoming missions of foreign governmental and business
delegations, focussed on showcasing Canadian infrastructure
and capabilities in integrated project development (DFAIT,
IC, provinces);

» preparation of promotional materialy that underscore the
breadth and depth of Canadian capabilities in infrastructure

development (IC, DFAIT);

+ organization of outgoing wmissions o selective priority
markets (IC, DFAIT, CMHC, CIDA, provinces);

* facilitation of secondment arrangements to place Canadian
CAES-sector specialists in key positions in the IFls and the
agencies of developing countries (DFAIT, IC, CIDA,
asgociations); and

* encouragement of linkages with and technical assistance to
foreign governmental and private-sector organizations
involving issues of standards, codes and research and
development relevant to the CAES sector (IC, CMHC,

associations),

- Canada's laternational Bysiness. Sty

Contacts

Industry Canada

Service Industries and Capital Projects
235 Queen Street

Ottawa, ON K1A OHS

Tel: (613) 952-0205

Fax: (613) 952-6054

e-mail: knechtel.karf@ic.ge.ca

Department of Foreign Affairs and International Trade
Market Intelligence Division

125 Sussex Drive

Oitawa, ON K1A 0G2

Tel: (613) 992-0484

Fax: (613) 996-1267
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Residential Construction

Canadian Position

Domestic house~building activity in Canada is shifting from
new production to renovating, rehabilitating and improving
existing dwellings. This is occurring at a time when new
trading arrangements, increasing globalization and emerging
markets are creating unprecedented international
opportunities for Catada’s housing industry.

Canadian construction companies exporting housing are
usually active in both the residential and non-residential
sectors ~— only a small proportion work exclusively in the
residential sector. Active exporters constitute about 1 percent
of firms in the industry.

As underscored in the National Strategic Framework for
Canxda's Housing Exporters, export promotion efforts must
take fuller account of the key linkages among the residential
construction industry, manufacturers of building products
and housing components, developers and other service
providers such as architects, engineers, urban planners,
property managers and consultants. For details on the
internationnl business strategy for building products and
related manufactured housing interests, please refer to the
CIES chapter entitled Building Products.

international Environment

The international housing market presents many
opportunities for Canadian companies. These opportunities
are the result of:

¢ increased interest in less-costly means of housing
production and renovation in established high-cost markets
such as the United States and Western Europe;

*« the emergence of prosperous new industrial countries,
notably in Asia;

« actions by a number of foreign governments to address
inadequate or poor-quality domestic housing and to
support the development of market-oriented housing
systems (e.g. in Eastern Europe and China); and

¢ destruction due to patural disasters and wars (e.g. in
Kobe, Japan, in Victnam and in Bosnia).

The residential construction indusiry consists of site builders, renovaters and manufacturers of housing. Housing encompasses
a wide range of structures, from single detached wood-frame houses to high-rise concrete and steel structures. Mixed-use
buildings that combine residential and commercial sections are common in urban areas.

Many countries are facing the challenge of housing rapidly
growing populations with increasing consumer expectations.
However, they often do not have the financial resources from
tax revenues or mature mortgage systems to undertake the
necessary expenditures. Increasingly, these countries are
allowing foreign investors and contracters to become
involved,

Although the competition is strong, opportunities exist in
traditional and established markets such as Japan, Germany
and the United States and in emerging markets such as
China, India, Mexico, Russia and South Africa.

Substantial opportunities are also present elsewhere, but need
to be assessed carefully #: terms of the size of demand and
the existence of heavy competition or significant trade
barriers. These markets include Chile, Cuba, Argentina,
Belgium, Greece, Ireland, Italy, Ukraine, Poland, the Czech
Republic, Hungary, Lebanon, the Palestinian Authority,
Taiwan, Malaysia, Indonesia and Australia,

Being active in international markets often means having to
compete with companies from countries that are well
established in these markets, as well as with strong local
construction companies. Most active international housing
markets are dominated by firms from a few countries, U.S.-
based firms are prominent in almost all the ley markets in
termus of visibility and business volumes. Canadians also face
strong competition from British, French, German and Italian
companies, which have major regional interests. Other
countries that have a track record in housing exports and that
are expanding their foreign activities include Austria,
Denmark, Finland, the Netherlands and Sweden.

Main Challenges

Capadian housing exporters face numerous challenges as
they endeavour to become more export-active.

* Competition can be intense in countries that have large
domestic housing industries that have met local needs for
many years. There are many competitors because housing
construction is an industry with easy entry requirements
in terms of capital and skilled personnel.

“Canada's Tnternational Business Siratégy:
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s Canndinn firms are typically small compared with the
competition. Because they are not well organized, they often
compete against one another for the same projects,

» The long-term nature of many housing projects, and the
associated long lead times involved before the contract is
actually issued, means companies need considerable staying
power,
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Strategic Direction

The National Strategic Framework for Cannda’s Housing
Exporters aims to improve the industry’s performance in terms
of business volume, number of exporters and market share, It
contains elementy targeted to both potential exporters and
current exporters venturing into new markets. The main
elements of the strategy are to:

B T R A

« establish a National Housing Team to co-ordinate honsing
exports and to develop detailed sector- and market-specific
strategies that will enhance the international competitiveness
of Canada’s housing exporters;

SOSEANGNRY

+ increase the industry’s export readiness, with priority being
given to firms that have already taken steps in this direction
aud are on the threshold of being export ready;

¢ enhance the industry’s profile by participating in foreign
trade fairs and exhibitions, by participating in key inbound
and outbound trade missions, and by developing working
relntionships with forsign housing agencies and IFIs; and

NI NS R

* encourage foreign acceptance of Cansdian codes and
standards.

Initiatives

The following initiatives will assist in increasing export
performance in the housing sector:

« produce export guides (e.g, guides on partnerships, export
readiness, licensing, foreign subsidiaries, how to screen
inquiries, financing) for would-be housing exporters
(CMHC, IC, associations);

» digtribute housing market siudies on Asia and the Pacific
Rim, the United States, Burope, Latin America and the
Middle East (CMHC, DFAIT, IC); and

* develop a sourcing system (CMHC, IC, DFAIT).

Canada’s

Rl R B S e B s

Anternation

B R A A S R
Contacts i
Industry Canada i

v v » . Y
Service Industries and Capital Projects i
235 Queen Street i
Ottawa, ON K1A OH5 i

Tel: (613) 952-0216
Fax: (613) 952-9054
e-mail: doherty.allan@ic. ge.ca

Canada Mortgage and Housing Corposation
Neationnl Office

700 Montreal Road

Ottawa, ON K1A 0P7

Tel: (613) 748-2817

Fax: ,%13) 748-2302
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Construction,

Non-residential Construction rchltecturaland'ﬁngmeemg Ser\nces

The Canadian non-residentio: construction industry comprises approximately 4300 general contractors and 100 000 specinlty
trade contractors who 10gzther employ roughly 450 000 workers. 1t is one of Canada’s largest industrial sectors. However,
the average firm size is small, Only 10 percent of general contractors have annual revenues of more than $10 million.

e

Canadian Pasition

In 1994, total revenues for the industry stood at approximately
$47 billion. Of this, less than 1 percent was obtained through
exports. A small nucleus of Canadian contracting companies is
operating in the U.S. market, often through subsidiaries.
Others are undertaking work in developing countries, usuatly
when Canadian finaneing has been made available by EDC or
CIDA. This situation, however, is beginning to change, The
continuing depressed state of the Canadian construction market
and an increasing number of significant international
opportunities are leading more Canadian non-residential
construction fitms to consider exporting their services.

Main Challenges

The participation of Canadian contractors in international
markets has been constrained by a number of factors. Because
construction constitutes one of the basic building blocks of an
economy, most countries already have considerable local
capabilities, This compstitive challenge is aggravated by the
fact that construction contracting requires a strong, long-term
local presence and significant up-front finatcing,

Apart from a small nuclens of firms, most Canadian
contractors have not acquired the scale of operations, financial
strength or skills to handle the much larger risks associated
with foreign projects (e.g. foreign exchange convertibility
risks, regulatory and legal uncertainties, and the cost and
complexity of mobilizing resources such as construction
equipment and labour in unfamiliar and distant environments).

International contractors must frequently compete on the basis
of the finaucinl package they can bring to a project, The limited
resources of Canadian firms and government agencies and the
reluctance of the Canadian banking sector to become involved
in offshore projects make it difficult for Canadian companies
to compete on this basis. The industry has also indicated that
difficulty in obtaining bonding for international projects is a
major problem.

Strategic Direction

Global opportunities are considerable, and the Canadian non-
residential construction industry is regarded as being very
competitive across the full spectrum of the construction market.
Canadian firms have an impressive domestic track record and
have had recent successes in the international market in
industrial, commercial and institutional buildings, heavy
engineering, and restoration and renovation projects,

The industry’s international efforts appear to be focussed on
three regions:

* countries directly to the south of Canada (the United States,
the Caribbean and Latin America), because of geographic
proximity, common time zones, similarities in commercial
and legal affairs, and relatively few language barriers;

* the Pacific Rim, because it represents an enormous market
and the demand for new infrastructure, industrial and
commercial facilities is growing rapidly; and

+ the Middle East, due to the existence of some long-standing
business relationships and opportunities arising from the
Middle East Peace Process.

Initiatives

In addition to the initiatives presented in the earlier overview
section, specific activities will be undertaken for the non-
residential construction sector.

For example, Construct Canada is Canada's largest fully
integrated construction trade show, attracting exhibltors and
visitors from across Canada and abroad, In liaison with EDC,
Canadian Commercial Corporation (CCC), CIDA, Industry
Canada, DFAIT and interested provincial governments,
Construct Canada should become Canada’s central event for
international trade in construction by:

* showcasing consttuction products and services;

* ennbling networking for the purposes of developing
parinerships and joint ventures;
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. facxhtatmg "matchmakmg" between Canadxan ﬁrms nnd
international clients;
+ offering trade-oriented workshops and seminars, and

facilitating exchanges of ideas and information on issues
such as the financial challenges and possible solutions; and

* providing education concerning international markets and
potential opportunities,

Industry Canada is developing a Sector Competitiveness
Framework to provide a yystematic analysis of Canadian
capabilities, strengths and weaknesses, and to articulate an
action plan that will help the non-residential construction sector
to become more internationally competitive.

SRS

Contacts

Industry Canada

Service Industries and Capital Projests
235 Queen Street

Ottawa, ON K1A 0H5 7
Tel: (613) 941-9179 Z
Fax: (613) 952-9054

e-mail: wallace.brian@ic.ge.ca

28D
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Canadian Construction Association 4
85 Albert Street

Ottawa, ON K1P 6A4

Tel: (613) 236-9455

Fax: (613) 236-9526 2
e-mail: pierreboucher@capitalnet.com :

Department of Foreign Affairs and International Trade
Market Intelligence Division

125 Sugsex Drive

Ottawa, ON K1A 0G2

Tel: (613) 996-8086

Fax: (613) 944-0050
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Consulting engineering services tend vo jall within thrae categories:

v general services (e.g. feasibllity swdies, cost estimating, preparation of detailed drawings, specifications and contract

documents, and supervision of construetion);

v speclalized services (a.g. design and development of process equipment, environmental advisory and design services,
materials tesiing, saftware or custom systems development and project management), and

» comprehensive or turnkey services (e.g. manage-engineer-procure-construct [MEPC] and ROOT contracts, which often
involve proviston of financing, acquisition of real estate, equipment pracurement, construction, conuissioning, facility

management and wraining programs).

Consulting engineers design all types of industrial inssallasions, public works, large private and public buildings and
transponation sysiems. Pubiic infrastructure includes municipal services (roads, water supply, sewage systems and treatment)
and power generation and transmission projects. Industrial services inciude resource exploration, and provision of support
to reseuree extraction, as well as 1o all types of refining and manufacturing. Resource-based work includes puip and paper
manyfacturey coal wd mineral develooment; and oil and gas exploration, extraction, refinemens and distributton, Other areas
of business include telecommunications infrastructure design, marine works and the environment,

Ganadian Position

The consulting engineering industry has traditionally been one
of the country's strongest and most internationally competitive
sorvice industries. In 1992, the industry employed an estimnted
65 000 people in 6424 firms, with total billings of
approximataly $5.6 billion. The industry is represented by the
Association of Consulting Engineers of Canada (ACEC).

Canndinn firms are renowned worldwide for their state-of-the-
art oxpertise and their ability to adapt to and operate within
unfamilinr  cultures and constraints, Many firms are
multilingual, Canadian engineors have & reputation for hotest
avaluation that can bo trusted by the international financial
community. The industry’s teaditional strongihs in Canada lie
in natural resource development, enetgy-related projocts and
infrastructure programs.

In 1994, Cansdinn consulting engineering firms ranked fourth
in the world in international billings, supplying 6 porcent of
global exports of consuiting engineering services.

Main Challenges

‘The principal factors hindering Canndisn performance abroad
include:

« toa fow firms with design-build, turnkey and BOOT
capability;

* inadequately developed relationships with the manufactur-
ing, banking and financing sectors; and

“Canadals Internationa

« inndequate co-ordination among government departmenis
and agencies in supporting the international initintives of
Canadian compnnies.

Other challenges evident among many Canadian consulting
engineering firms include:

+ difficulty in capturing procurement contracts involving IFI
financing, other than at the design phase;

+ lowness in moving toward a Europenn model of
organizationnl structure that incorporates horizontal and
vertical integration;

+ lack of n global orientation; and

* Inck of unoncumbersed financial leverage or “fres" tangible
assets, wenk profitability, and Inck of in-house
multidisciplinary skills, which all hinder foreign private
financing of BOOT-type or integrated projects.

Strategic Direction

Canadlan firms hive a competitive advantage in resource-
based, enorgy-relnted and infrastructure projects and are
moving to develop specializations in fields where new market
opportunities have arisen. The initiativey presented in the
overviow section that relate to finnneing; supplier davelopment;
information and intelligence; market access; and oxport
pramotion will require particular attention.

al Business Strategy

AR e N N ISP

LTI

S o S5 SRR TSI

ST AT A A0

IR

SR

o

e RN e SRS




g R e e T L b g o s A b e rs 3t e o e L S e P ot D b o v Ry 5 e PR GV T IR
4 i
i e
¢ Contacts

i Associntion of Consulting Engineers of Canada (ACEC)
| 130 Albert Strect, Suito 616 il )
i  Ottawa, ON KIP 5G4 ¢
Tel: (613) 236-0569 B
Fax: (613) 236-6193

! Industry Canada

% Sorvice Industyics and Capital Projects 2
235 Queen Strect ¢
Ottaws, ON K1A OHS Z*
§ Tel: (613) 941-4213
i Fox: (613) 9529054 s
e-mail; morrison.philip@ie.ge.ca
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Architactural Sotvices
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Architzcts play the dominans role in the desipn of bulldings that are people-oriented rather than industrial. The practice of
architecture consists of providing professional services in connection with the design, construction, conservation or alteration
of a building or group of buildings and the space within and surrounding such buildings, These services include planuing,
preliminary studles, designs, models, specification and technical documentation and adminisiration of construction contracis.

Canadian Position

‘The architectural services industry comprises approximately
3500 private firms and 7700 provincially registered architects,
The avernge firm size is small. In 1991, total employment was
outimated at 11 500 and total revenues for the industry were
$863 million,

Figurss for total export carnings are unavailabls, but an
increasing number of architectural firms are working abroad.

Cunadinn architects are noted for design exportise in
comnercial office complexes, hospitals, airports, museums,
and buildings made of wood. Some architects speclalize in
environmental copsulting, facilitiss mansgement, heritage
preseyvation or renovation, Other promising niche opportunities
include winter-climate exportise, design of correctional
facilities, mnater design plans, programming and building
science,

The Royal Architectural Institute of Canada (RAIC) is a
voluntary national association ropresenting mors than
3000 architects from every region of the country, Through a
variety of progeams and institutional linksges, thie RAIC works
to raiso the profile of Canadian architects in foreign markets
and to address issaes of market identification and market ncoess
for Canadian architectural firms.

In addition, the Export Council of Canadinn Architecture
(ECCA) was catablished in 1995 with the assistance of the
Government of British Columbia. Its foous is on the
architectural design and planning of wooden buildings, This
includes low- to medium-density housing, three-storey
commervial arl institutional buildings as well as resort, aki and
marina developments. Membership is open to all Canadian
companies active in the wood-framp building industry that have
ssrvices or products with export pofential. As of 1996, the
organization had approximately 15 members, mostly in British
Columbis, Its primary market focus is on Japan, Koren and
Taiwas,

Tuternational Business Steategy |

Opportunities and Challengus

Expanding global opportunities and a shrinking domestic
marke? are prompting many architects to export their services,
The building booms of the 1970z and 19803 left excoss capneity
in most parts of the country in commercinl, retail and
residential buildings. The cutbacks by all levels of government
have severoly reduced the demnud for naw infrastructure and
institutionnl facilitias. Ono of the legacies of the boom years is
an experienced core of architectural firms with the ability to
offer quulity design and technical expertise in internationat
mnrkots.

Desig/build projects ars becoring comumon in both domeatic
ami oxport miarkets, To take full advantage of export
opportunitivs, architects will be required to join
multidisciplinaty snd multinational consortia that can addrass
the wide yange of design, construction, financing and
operational {saues.

Strategic Direction
The ranin olements of the strategy are to:

* mise the profile of Canadian architects through promotion in
golected target markets — primnrily the United States,
Mexico, certain South American countriss, Chinn, Japan
ard Koren;

« enhanco market access for Canadian architectural firms by
easing regulatory barriers to teade in services, estublishing
linkages with architectural associations in other markets,
helping Canadian firms to form ties with local firms, and
secking opportunities for linkages betwesn Canadian-owned
businesses in foreign markets and Canadian architects;

* support the export efforts of architects working in selected
spoclalty niches (e.g. designing with wood and health-care
planning); and

¢ develop the wsupply capebility and international
competitiveness of Canndian architectusal firms,

Constrection,
Ar(:hltectural and Engineering Servucas
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Initiatives
The following measures are intended to assist in improving the
export porformance of C.audian architectural fira:

+ prepare a publication highlighting the winners of the
Governor Genoral's Awarnds for Architecture, am distribute
it internntionally tiwough Canedian embassies RAIC);

+ organize technical seminars nnd conduct market researoch in
selected foreign markets (BCCA);

B ¢ promote Canndinn architecturs in the United States, Mexico,

- South America and East Asia by exchanging exhibitions,

publications, guest lectuvers, honorary distinctions, and so
on, with architecturnl associntions in those murkets (RAJIC,
ECCA, DFAIT);

g+ complete NAFTA negotiations with Mexico and the United
. States (and, in the near future, with Chile) on mutual
recopnition of admission standards to the profession, and
participate in discussions on standards through the
o Interpationnl Prastioa Commitice of the Union Internationale
dea Architectes (RAIC);

+ implement co-uperative programs betwoen Canadian
architects specializig il health-care planning and design and
thoir counterparts in Mexico, South Americs and East Asja
RAIC);

* establish contacts batweon Canadian architects specializing
in environmental consulting and appropriate groups abroad,
leading to the develapment of bilateral agreements (RAIC);

E + dovelop a streamlined and accurate database of architects
i with export expertise and interest, building on existing
resources such ag the Industry Canada Cansdian Company
; Capability System and the WIN Exports database (RAIC,
2 IC, DFAIT); and

§ + propare a Sector Competitivencss Framework for the
architectural services sector to develop & consensus on
export issues and the action required to improve
competitiveness (IC, RAIC).

Sae L Yl i e W T AT e ke i e

Contacts

Industry Canada

Service Industries and Capital Projects
235 Queen Stroet

Ottawa, ON K1A OH5

Tel: (613) 952-0216

Fax: (613) 952-9054

e-tail: doherty.alla@ic.ge.ca

‘The Royal Architectural Institute of Canada
55 Murray Strest, Suite 330

Ottawa, ON KiN 5M3

Tel: (613) 241-3600

Fax: (613) 241-5750
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Marny Canadian planners work in the public or guasi-public sactor; however, increasing numbers today work for the private
sector (e.g. planning consultants, land developers, engineers, architects, and those who work for conuunity and non-profis
arganizations such as conservation anthorities and public utilitles), The Canadian Institute of Planners has around
4500 members, of which 1500 are in private practive. Most planning firms are smull, and many privatg-sestor planners work

In small groups or as sole practitioners.

Canadian Position

While the International Division of the Canadinn Urban
Institute has been helping several emerging countries in Eastern
Europe and elsewhere set up municipal and planning
administration services, and while a few private-sector firms
aro exporting services ns part of large-seale development
projects, generally the profession hns not been very active
internntionnlly. However, the deorensing opportunities in
Canada are forcing more planners to consider exporting their
gervices.

Oppnrtuniti'es and Challenges

To promote thelr services to other countries, Cansdian planners
are being encouraged to take advantage of Canada's reputation
for developing first-class, functional and efficient cities, and for
having some of the world's bast planning schools, Aa v ell,
planners may benefit from the UN designation of Canads as
one of the bost countries in the world in which to live, Global
recognition of the importatce of sustainable developrent has
thrown the importance of the planning profsssion into sharp
focus. The United States is perhaps the biggest market at this
point, as the U.S, pluming profession is relatively undeveloped
outside the intensely competitive metropolitan arens. Latin
Amotica and Enstern Burope present attractive markets, while
planners oh ths west const can look to opportunities in Asia.

The planning profession docs not generally have am
entreprencurial culture, and plaoners will therefore need to
develop export awareness and stropgthen their interprtional
marketing skills. As most planners are sole practitioners or
members of small firms, they will need to develop linkages
with other CAES-sector firms, such as dovelopers, consulting
engineers and architects, to become part of project teams
pursuing international opportunities. However, given that
successful planners are known for their problem-solving,
consensus-finding, and team-building skills, and are required
to broker solutions and develop coherent plany that draw
together disparate and conflicting views, planners may also
play key leadership roles in the formation of project teams and
in project management,

Q*mada'

Irxiematwnm Business Strateey

Strategic Divection
The main eloments of the atrategy are tot

« raiso export awareness and increase export readiness
through information sominars, kits, ete.;

+ strengthen the capucity of the Canadinn Institute of Planners
to identify internntionnl IFI-funded opportunities, In
particular in urban development; and

+ encournge team formation and partnering by strengthening
links to other CAES professions and firms.

Contacts

Industry Cannda

Service Industries and Capital Projects
235 Queen Strest

Ottaws, ON K1A 0H5

Tel: (613) 952-0216

Fax: (613) 952-9054

c-mnil: doherty.allan@ic.ge.ca

Department of Forelgn Affairs and International Trade
Services Industties and Transportation Division

125 Sugsex Drive

Ottawa, ON K1A 0G2

Tel: (613) 996-1793

Fax: (613) 996-1267

c-mail: jeonifer.barbarie@extott15.x400 ge.ca

Gonstruction,
Architeatural and Engmeermg Services
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Canadian Paosition

The building booms of past decades have left excess capacity
in most parts of Canadn in the commercial, retail and
residential sectors, This has confsibuted to & decline in property
vafues amd has led to the demise or restructuring of many
prominent developers that hiad been highly leveraged with bank
financing.

The Crnadian development industey of the 1990s is composed
of smaller companies, Even the Jargest firms generally employ
juat 8 to 12 people, Much of the engineering and construction
required by projects is currently being outsourced. The
industry contisues to restructurs and today is largely
concentrating on domestic issues, such as long approval
processes awd the cost of municipal Innd development charges.
However, there is a growing awareness of nnd interest in new
opportunitivs abroad,

Cppertunitios and Ghallenges

The industry nesds to becomes more prepared ta act upont global
opportunities, Linkages and pattnerships with the ather CAES
subsectors and tho financial community will play an important
role in securing interostional projects. A number of firms are
purauing projects such as shopping malls, commeroial office
complexes and resort developments. Geographic areas of
intereat include the United States, the Caribbean, Eastern
Europe and Asia-Pacific.

Financing can be difficult to secure as the banking industry has
experienced significant loan defaults in commercial property in
the past decade; recently, however, the insurance companies
and pension fonds have started! to take significant positions in
many development projects. As well, the emergence of new
lending groups hay greatly assisted developers in mecting the
capital requirements of the induatry,

Initiatives
Discussions are under way with industry associations to

determine the level of preparedness and needs of ihe
development industry with respect to international

oppostunities. The goal is to provide the industry with strategic
information and with the linkages required to enable Canadian

companies to procure development projects in foreign
countries,
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Contacts

Irdustry Canada

Service Industriea and Capital Projects
235 Queen Street

Ottawa, ON K1A OH5

Tel: (613) 952-0167

Fax: (613) 952-9054

e-mail: campbell.craig@ic.ge.ca

Department of Foreign Affairs and International Trade
Market Intelligence Division

125 Suagex Drive

Ottawa, ON K1A 0G2

Tel: (613) 992-0484

Fax: {613) 996-1267
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