
for Biotechnology Development
Biotechnology has been around since the processes of baking bread

and brewing beverages were discovered but it is only relatively recently
that its vast potential has been visualized and addressed.

Biotechnical research and develop¬
ment isbeing concentrated worldwideon
a number of major sectors such as agri¬
culture, forestry, food and beverage,
health care and mining. By using living
organisms to produce a new product,
researchers are finding answers to health
care needs, food and beverage preser¬
vation andproblems associated with agri¬
culture, forestry and mining. Scientists
have found that genes can be split and
cells can be manipulated to produce
productsthat causetreegrowlhtoaccele-
rate, microbes to consume rocks and
drugs to kill cancer.

Canada is one of the latecomers into
the field of biotechnology but since the
inception of the National Biotechnology
Strategy and the formationof theNational
Biotechnology Advisory Committee
(NBAC) in 1983, notable progress has
beenmade inbuilding1he nation’sefforts
in that area through the fostering of in¬
dustrial awareness, research and de¬
velopment.

Cooperation Vital
Perhaps the most important ingredient

intheexpansionofCanadianindustryand
markets through biotechnology is coop¬
erationamong financialinstitutions,uni¬
versities, governments and industry.
WhileCanadahas the requiredelements
for success in the development of bio¬
technology, a number of deficiencies
wereidentifiedin theNBAC’s first annual
report,such as: thelack of abroad,strong,
interdisciplinary sciencebase;lowindus¬
try awareness; lack of R & Dcommitment
from the pharmaceutical, chemical and
resource industries;reluctancetocommit
development capital; and a lack of
communication and planning to ensure
that R & D being carried out by industry,
universities and government is comple¬
mentary rather than overlapping.

The NBAC, which provides strategic
advicetolheMinister of State for Science
and Technology and monitors the Stra¬
tegy, is made up of 25 members drawn
fromindustry, universitiesand the federal

government. This broad representation
has produced briefs and recommenda¬
tions that influence the provision of
incentives designed to foster expansion
of biotechnology on a national scale.

A boost for biotechnologydevelopment
in B.C.came with the jointsigninginJuly,
1985 of the federal/provincial $20million
Subsidiary Agreement on Science and
Technology. One of the targets of the
Agreement is thestimulation of thedevel¬
opment and application of biotechnology
in the province.

B.C. Products Recognized
In thepast twoyears,several fledgling

B.C. companies have received interna¬
tional recognition for products based on
biotechnological principles. Quadra
Logic TechnologiesInc.,of Vancouver, is
currentlycarryingoutclinical trialsonboth
ovulation test kits and monoclonal anti¬
bodydiagnostic kits for the earlydetection
of lung cancer and leukemia. The com¬
pany has also developed an inexpensive
diagnosticpregnancy kit that hascreated
offshore interest, especially in China. A

Continued on page 3 .
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Canada Gaining
Continued from page 1

new test trial of major therapeutic impor¬
tanceinvolvestheuseof a specificmono¬
clonalantibodytosquamouscell tumors
inthelung.Byattachingbotharadioactive
isotopeanda light-activatedtoxin to the
sameantibody, itmaybepossiblesoonto
detectanddestroytumorsresponsiblefor
lungcancer.

Brookside Laboratories Inc.,asubsid-
iary of Brookside Farms Ltd. located in
Abbotsford, has established itself as a
supplierof lysozymewhichisproducedby
chemical extraction of protein from egg
albuminandisusedasananti-viralagent.
Lysozyme can be extracted from eggs
without damaging the food value of the
marketable driedproduct. Both Quadra
Logic and Brookside Laboratories were
aided in their development of biotech¬
nologyby DRIE contributions.

Helix Biotech Ltd., in Richmond, in
collaboration withtheUniversityofBritish
Columbia and Jolden Diagnostics, of
Toronto,hasdevelopedasimple,reliable
andinexpensivecow-heatpregnancytest
which can prove to be a boon to dairy
farmers. Safer-Agro Chemicals Ltd., in
Victoria, has developed a safe, biode¬
gradable,fungalpest controlagentbased
on fatty acids and elemental sulphur. In
recognitionof itswork innaturalproduct
pesticides, thiscompanyreceivedasub¬
stantialinvestment fromPlantResource
VentureFundof Cambridge,Massachu¬
setts.

Using a techniquecalled micropropa¬
gation, AgriForest Technologies, of
Kelowna, iscloning treesthat are identi¬
cal to the parent. By using the top 10
percent of superior trees, perfect off¬
spring are produced which means that
superior, faster growing trees could be
created for reforestation.

Clay's Nurseries and Laboratories of
Langley have been involved with tissue
cultureof woody ornamental plantsand
trees for eight years. In that time, the
companyhasgonebeyond the laboratory
to make a name for itself in worldwide
expori markets. Last year, sales to
Europe, South America, Australia, New
Zealand,JapanandKoreafaroutstripped
domestic sales. Clay's has also applied
tissueculturetothepropagationof trees
withreforestationpotentialsuchasyellow
cedar, white spruce andDouglas fir and
expects tobeabletoproducethesespe-
ciesonacommercialbasiswithinthenext
few years.

Commercial applications of biotech¬
nologyarealsopromisinginothersectors
such as the agri-food industry, metal
extractionandrecovery,specialtychemi¬
calsandenergyproduction,fishprocess¬
ing,aquaculture,milkproductprocessing
andcattle feedproduction.

Oneofthemostexcitingdevelopments
in biomedical research in B.C. is the
researchcentretakingshapeontheUBC

Biotech86Conference
Three B.C. companies interes¬

ted in biotechnology transfer tra¬
velled to San Francisco last No¬
vember to attend the Biotech 86
Conference: SyndelLaboratories
Ltd., Quadra Logic Technologies
Ltd.,andB.C. Packers Ltd.

Arrangements for the compa¬
nies to attend this high-profile
conference were coordinated by
DRIE's Vancouver office. Each
company was eligible to apply for
and receive part of the expenses
incurred,throughtheDepartment
of RegionalIndustrialExpansion’s
Technology Inflow Program.

The conference included a
commercialexhibit that covereda
spectrumofproductsandservices
from sophisticated laboratory
equipment tobioreactorsandpilot
plantequipment.At thecloseof the
conference, each participant

received bound copies of con¬
ferencedocumentation.

Feedback received by DRIE
from the B.C. participants was
favourable and included such
comments as:
•“The conference as a whole

seemed to be very worthwhile
withregard tothepotential tech¬
nologytransferwhichmaybene¬
fit various areas of our busi¬
ness.”

•"The conference was very in-
formativeandwegatheredalotof
technical informationanddevel¬
opedsignificant contacts.”

•"Weidentifiedproductsandser¬
vices that may benefit our re¬
searchand development.”
For informationabout theTech¬

nologyInflowProgram,contactany
of the Department of Regional
Industrial Expansionoffices.

campus,whichwilldevelopanti-viraland
anti-cancerdrugsincludinginterferonto
be used for cancer research both in
Canada and abroad. The centre, which
will receive both federal and provincial
funding,willconsistofapilot fermentation
facilityandalaboratoryresearchfacility.

MarketingExpensive
Developingbiotechnology isonething,

marketing resultingproductsisanother.
Manyofthebiotechnologycompaniesare
small,staffedmainlybyPhDs,anddonot
have theexpertiseor resources topene¬
trate the marketplace. Organizations
funded through sales of Scientific Re¬
searchTax Creditsare helping to bridge
this gap between laboratories and the
marketplace.

There are few quick financial returns
frombiotechnologicalresearch.Develop¬
ingaproduct cantakeyearsbuteventhe
cost of that is dwarfed by the amount of
moneyneededtoproduceandmarketit.
Nevertheless,around100companies in
Canada — about adozenof theminB.C.
— are either primarily or exclusively
involvedinbiotechnology.Approximately
25 Canadian universities support re¬
search programs in biotechnology and
over half of these have gained interna¬
tional recognition for their findings.

In addition, a number of government
departments andagenciessuch as The
NationalResearchCounciIofCanadaare
undertaking researchanddevelopment
directlyrelatedtobiotechnologyandboth
federal and provincial governments are

addressingtheneedtoincreasefunding
inthat area.

Theopportunities forbiotechnologyto
contribute to human well-being on a
globalbasisarelimitless.It isreassuring
to know that Canada is already being
recognized as a major contributor and
that DRIE is sharing in these exciting
developments.
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Kelowna Company
ReducesNeed for imports

Establishedin1974,DecorDoorsManufacturingLtd.,of Kelowna,has
recordedsteadyannual increase inproduct popularity.Last year’ssales
of $7 million are projected to grow by 10 to 12 percent in 1987.

TomLesosky,president,putsmuchof
the company’s success down to the
reputation it has built up for quality
finishedproductsandcustomerservice.

Productdiversificationattherighttime
has been a major factor, too. When the
trend to large cupboardspace inhomes
and offices became fashionable, Decor
Doors expanded its initial line of steel,
insulated entrance doors to include
space-saving bifolddoorswhichnotonly
provideeasy access tocupboard space
but also complement any Interior style.

Inordertoaccommodate theincreased
activityof producingbifolds.DecorDoors
foundplant expansionnecessary. At this
point, thecompanyturnedtotheDepart¬
ment of Regional Industrial Expansion
from which it received a contribution to
assist in the design, development and
purchase of equipment for anew manu¬
facturingprocess for steel bifold doors.

Replacing Imports
BeforeDecorDoors’productionof steel

bifold doors, Canadian builders had to
import this commodity. The company is
still the only one in Canada to manufac¬
ture these items. The market for Decor
Doors’ line has been mainly in western
Canada and, more recently, Alaska.

“Wearelookingat buildingupmarkets
in eastern Canada, particularly for
bifolds,’’says Lesosky. “We’vehadsome
businessfromSeattleandwehaveourtoe

intheAustraliandoor.Welook forwardto
increasingourshareinboththell.S.and
the Australian markets.”

The company’s entrance doors are
manufacturedfromaspecial type of gal¬
vanizedsteelwhichisembossedonboth
sides. The steelskins are separated by
kiln-dried Ponderosa pine rails which
provideapositivethermal break. Apoly¬
urethane core creates excellent insula¬
tion.Thedoor skinsare finishedwith two
andahalfmilsof baked-onpowderpaint.

' 'Weareprobablytheonly doormanu¬
facturer in the world using this powder
paintprocess,” saysLesosky. “Itcreates
a very durable finish that is almost like
enamel.”

Decor Doors’ bifoldswhich,througha
licensingagreement withSlimfoldManu¬
facturingof Dotham,Alabama, incorpor¬
ate Slimfold's pin and track system for
smooth, silent operation. The bifolds
comeinseveralstylesincludingmirrored,
louveredandembossedpanels— allwith
accompanyinghardwareready for instal¬
lation. Thecompanyalsomanufactures
adjustablesillsdesignedbyTomLesosky
who holds a North American patent for
them.

In-House Training
Decor Doors likes to do its own staff

training which is carried out in the plant
withhands-onexperience.“Westartnew
employees at one station and then let

Inorder to accommodate increasingbusiness, Decor Doors has expanded into its new,
spacious manufacturing/office complex.

themtryallthestationsuntilweflndthejob
at which they function best,” says
Lesosky.

Thewholeoperationiscarriedoutonan
assembly-linebasisendingat aninspec¬
tionpoint wherealldoorsare scrutinized
beforebeingshrinkwrapped.

Thecompany’soriginal669sq.metres
of plant and office space has grown to
6,968sq.metreswhilestaff complement
has risen to 50. This kind of growth is a
tributeto theon-goingenterprise of Tom
Lesosky, Garnet Nixdorf andEd Ander¬
son, Decor Doors’ threeprincipals.

Sore Spot
Thereisonemajorsourceof frustration

inthecompany’soperationandthat isin
obtaining its supply of steel.

’‘We wouldliketobuyalloursteel from
Canadian mills,” explains Lesosky.
‘‘However, wecan’t because of the allo¬
cationsystemwhichissetonathree-year
basis. Because demand for our product
hasgrownbeyondour allocation,weused
up our quota early. Last year we had no
choice but to buy from Japan. I feel
Canadianmanufacturersof steelshouId
supply Canadian manufacturers before
they export because we are the ones
creatingemployment for Canadians."

Despitethisboneof contention,Decor
Doors is setting its 1987 sights on some
healthy production figures — 90,000-
100,000 entrance doors plus 40,000-
50,000 bifolds, most of which will
eliminate the need for corresponding
numbers of imports.

Contact: TomLesosky,
President,
Decor Doors Manufacturing

Ltd.
2677Kyle Road
Kelowna, B.C. V1Z2M9.

“Business is always
interfering with

pleasure — but it
makes other pleasures

possible.”
— William Feather
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Bevcohas theexpertise and facilities to take its conveyor systemsfromcustomdesign
through manufacture to start up.

Bevco'sSystems
SpeedProduction

Thanks to companies like Bevco Conveying Systems Inc., laborious
manual movement and packingof bottles, cansand cartonsis a thingof
thepast. Designed tocope with the needs of bottling, canning and food
processing industries— both large andsmall— Bevco’ssystemsprovide
a time-saving, cost effective and reliable way to get products contained
and ready for shipment.

Bevco, the only full-line, table-top
conveying system designer and manu¬
facturer inwesternCanada, was formed
in1981 and is wholly owned by GusFor¬
tier whose experience with conveyor
systems isextensive. Actually, thecom-
panystartedoutasBevcoPackagingLtd.
but a name change and a move into its
own premises in Surrey took place in
1984. Six months after the move, ex¬
panding sales made it necessary to
enlargefloorspacefrom1100sq.metres
to1700sq.metres.Furtherexpansioncan
easily be accommodated on the
company’s site.

Turnkey Installation
Bevco, which offers turnkey installa¬

tions with follow-up service, has added
high-speedautomaticbottlerinsersasa
complement toitsconveyor systems.The
companyhastheexpertiseand facilities
to take a project from design through
manufacture tosetupand start up. And,
as in thecase of anorder fromaCalgary
beveragecompany,Bevcoalsoprovides— whenrequested — anon-site project
managertooverseedesigndevelopment,
installationandsubsequent start-upof a
system.

A local testimony toBevco'sproduct is
the handling system the company
designed,built andinstalled for theB.C.
Ministryof Forests’seedcentreinSurrey.

Durable Construction
Because wear andtear on conveying

and rinsing systems is extreme, Bevco
uses stainless steel and durable
polyethyleneplasticsinconstruction.The
company'sequipment incorporatessuch
refinementsasoscillatingrailstoensure
jamming does not occur, a design that
allowsdownbottlesorbrokenglasstobe
ejected and an electrical package with
variable speed control which automati¬
callycompensatesforvaryingdemands
inmachine speed.

‘‘Wehavespentconsiderable timeand
effortindevelopingourcontrolsystems,’'
says Gordon Money, general manager.
“Inour programmablelogiccontrolsys¬
tem, wemakeuse of sonar in controlling
thesupplyofcontainerstospecificareas
inorder to limit back pressure.”

A major feature of Bevco’s systems is
theoff-line, bidirectional tabledesigned
toaccumulatecontainers at times when
some problem occurs to prevent their
orderly flow along the conveyor. Should

the table get fully loaded before the
problem is corrected, an electrically
controlledbar activates a limit switch to
stop the conveyor. On resumption of
operations, the containers that have
accumulatedon the table automatically
join thecontainersmovingalongthetable
topconveyor.

Thecompany’s latest innovationisan
elevator/lowerator which allows glass,
plastic and metal containers to be con¬
veyed continuously from one level to
another.

Market Expansion
‘'We see that wehave to get intomore

machinerydesignandproductionrather
than offering only conveyors,” says
Money. '’Thiswillopenother doors forus.
So far, our business has been with the
major breweries from Newfoundland to
Vancouver.InwesternCanada,wework
for the soft drink bottlers, wineries,
custom cannersand bottlers in the food
andchemicalindustries.Bevcohasmade
good inroads into the processing and
wine industries on the U.S. west coast.
Now we want to broaden our scope be¬
yond thebreweries, in eastern Canada,
and further develop our U.S. markets.”

While Bevco is currently planning to
open an office in Toronto, the company
has foundthat thebest way tosell in the
U.S. is tooffer itsproductsthroughagents
who represent major lines of machinery.

Money explains, “Conveyors are
commodity itemsandthebestwayfor us
to enter the marketplace is to work with
agents whoput together plant packages
for customers.Wedidtryrunninganoffice
in Seattle for a year but it cost usmoney
and produced little result.”

As a means of researching markets,
Bevcohastakenadvantageof thefederal
Programfor ExportMarket Development
(PEMD) to display equipment at trade
shows in the U.S.

SaysMoney,"Ateachshow welearned
something new, got experience in mar¬
ketingand made contacts.”

Bevco believes in patronizing local
suppliers when possible, with the result
that about 85 percent of material is
purchased locally. The company also
providesyear-round employment for 35
people — a number that is projected to
increaseasfurther inroadsaremadeinto
potential markets.

Contact: Gordon Money,
General Manager,
BevcoConveyingSystemsInc.
9354 - 194Street
Surrey, B.C. V3T4W2.
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natalFacilitates
Computer-BasedEducation

Computer-based education and training programs are becoming
increasinglyrecognizedteachingtools foracademic institutions,govern¬
ment departments and industry. Moving with this trend, Softwords Ltd.,
of Victoria, iscreatingfor itself achallengingandpotentiallylucrativefuture.

brightpeoplewhoare ready tocopewith
aquickchangeindirection.Gainingcredi¬
bilityinthemarketplaceisimportant inour
businessinorder tokeepcustomer’scon¬
fidence. We have to do what we say we
cando.”

Softwordswasformedin1983asanat-
uraloffshootof itsparentcompany,Press
Porcepic, which has been in the book
publishing business since 1971. The
nudge into producing computer-based
learning programs coincided with the
development of the National Authoring
Language(NATAL)byCanada’sNational
Research Council (NRC).

NATAL, a computer language, was
developed by NRC, in consultation with
educatorsand industry, to fill theneedof
teachers and trainers to find innovative
waystocopewiththetransferof informa-
tion to students and trainees.

In1983,DRIEprovidedanincentiveof
$117,417 to Softwords for the develop¬
ment of the multi-user computer-based
training system utilizing NATAL. This
project wasthefirstonetobeapprovedin
BritishColumbiaunder theIndustrialand
RegionalDevelopment Program(IRDP)
whichwasintroducedbythe federalgov¬
ernment in 1983.

In 1984, the Program for Industry/
Laboratory Projects (PILP), the transfer
agent for NATAL, provided support for
Softwords to develop seven prototype
computer-basedtrainingcourses.These
prototypes proved the viability of the
languagebut alsorevealed that enhance¬
mentswerenecessary if thecourseware
was tomakea significant impressionon
target markets.

Thefollowingyear,Softwords licensed
NATAL from theCanada Patent and De¬
velopment Limited (CPDL), developed
somecoursewareandstartedtomarket
both NATAL and the courseware.

Thesuccessof themarriagebetween
SoftwordsandtheNRCtechnology was
recognized by the federal government
whenthetwogroupsearnedacombined
finalist position in the technology trans¬
fer category of the1985CanadaAwards
for Business Excellence.

Market Ready
The market was ready for Softwords’

productsand thecompanyhasbeenkept
busyfillingcontractswithlargeuserssuch
as Ontario’s Ministry of Education, Bur¬
roughs Canada, the Department of Na¬
tionalDefenceandEnvironmentCanada.

“We have quite a range of customers
and, because this is an absolutely new
field and nobody has all the answers,
thereisalargeresearchanddevelopment

componentinfillingtheirrequirements,”
saysEllenGodfrey,Softwords’President.
“Ourfunctionistoprovidearelationship
between human and computer intelli¬
gence. That isnot alwayseasybecause
peopleoftenexpect computerstobeable
to do exactly what they want as soon as
theydecidethey want it. DRIE’s support
ofourdevelopmentworkwithNATALhas
been critical. We probably wouldn’t be
wherewearetodaywithout thatsupport.’’

Besides specializing in computer-
basedtrainingandcomputer-aidedlearn¬
ing systems and applications software,
Softwords also provides graphic tools,
relatedsoftware, templates and metho¬
dologies to government, industrial and
educational institutions, as well as
Original Equipment Manufacturers
(OEM) and coursewaredevelopers.

"We also write courseware on a
contractbasisanddesigngraphicswhich
are important components in current
training software,” says Ellen Godfrey.
“Currently,wearecarryingoutresearch
and development inexpert systemsand
artificial intelligence,bothindependently
andinjointprojectswithseveralCanadian
universities. Theresults of this work will
be integrated into futureenhancements
of NATAL and related course authoring
tools.”

Godfrey points out that the computer
market is very stressful. “We often have
to change our priorities because the
marketchanges.Wehavetoemployvery

Looking Ahead
With two profitable years behind it,

Softwords is swingingitspriority to mar¬
ketingstrategies.Thecompanyhasbeen
talking with a large multi-national com¬
pany with a European base and is re¬
searchingtheU.S.market.Ithasalsohad
unexpectedoverturesfromChinawhich
haveresultedin aChineserepresentative
workingwithSoftwordsonanexchange
basis. Two of Softwords’ staff will spend
time in China within thenext two years.

Godfrey stresses, however, that the
company is not rushing into market
expansion without laying solid ground¬
work.“Theriskistoogreatandwearenot
inamassmarket business.Weare inter¬
ested in selling site licences."

Softwords’parentcompany,PressPor¬
cepic,haspublishedover80books, inclu¬
ding major literary works as well as
technicalbooks on industrialstrategy and
telematics.Ascience-fictionlineisinthe
launching stage.

Currentlyemploying24people.Press
PorcepicandSoftwordsLtd.haveahead
office in Victoriaandabranch officeand
demonstration centre in Toronto.

Contact: Brenda Sully,
Marketing,
Softwords Ltd.,
235 - 560 Johnson Street,
Victoria, B.C. V8W3C6.

EllenGodfrey(left)andBrendaSully takeabreatherfromthebusyschedulebeinggenerated
by thedemand for Softwords’ courseware based on NATAL.
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DRIE Eases U.S.
Market Entry

B.C. companies contemplating ex¬
panding their business to include export
markets frequently consider the United
States as their first foreign market. The
U.S. market is attractive to the neophyte
exporter because of its proximity, af¬
fluence andsize. These factors coupled
with similarities in language and culture
make it a logical point of entry into inter¬
national trade.

Despite these advantages, some
potential exporters are intimidated by
the process of getting into exporting.
Over the past few months, the DRIE
office in Vancouver has received
enquiries from small manufacturing
firms attracted to the U.S. market but
unsure of how to approach it. Callers
were aware of the trading advantage
offered by the devalued Canadian dollar
and believed that their products could
compete in the U.S. market, but they did
not know where to start or what sort of
government assistance was available to
them.

NEBS Program
The New Exporters to Border States

(NEBS) program was developed by
DRIE to provide the kind of information
needed to initiate export trade with the
U.S. NEBSis designed as a “handson”
experience intended to take the mystery
out of theprocess of setting up a flow of
products to the United States. The pro¬
gram offers a one-day trip via chartered
bus to the Canadian Consulate General
in Seattle, with a stopover at theborder.
During the stopover, U.S. Customs
officials and a licensed U.S. Customs
broker brief the group about Customs
procedures, functions and services. In
Seattle, Trade promotion specialists of
the Canadian Consulate General pro¬
vide information on the role of Canadian
trade offices abroad. They will also
arrange presentations which address
sales and distribution of goods and the
legal and banking considerations of
exporting to the United States.

To date, the DRIE Vancouver office
has arranged six successful NEBS trips.
Three or four NEBS trips per year are
planned for groups, each consisting of
one specific sector, for example, the
food industry.

Recent Mission
Nineteen representatives from the

building materials/building products
sector participated in a recent
successful new exporters’ mission to
Seattle. They came from companies
located throughout B.C. to explore the
possibility of finding an export market for
their products and to get firsthand knowl-

FredBabis, CommercialOfficer,CanadianConsulateGeneral inSeattle,explains a point
to Marilee McLean, Marketing Manager of M & M Arch Factory, Quesnel, whowas one
of the 19 company representatives taking part in the recent NEBS mission.

edge about the procedures necessary
for shipping into the U.S.

While experienced exporters can
participate in a NEBS program mission
relevant to their business, the concept
behind the trips is that they are most
beneficial for newcomers to theprocess
of exporting across the border, who can
experience a firsthand look at the
market.

“Our objective is to take people who
are not yet into exporting,” says Rod
Johnson, Manager, Trade Development
in DRIE's Vancouver office. “This
experience exposes them to the basics
of exporting to theU.S. market andhelps
them reach the initial decision as to
whether they are ready to export. After
the mission is over, we continue to
follow-up with more information and we
stay in touch to see how they progress
and how wecanassist them. If and when
they are ready to market to the U.S., we
continue to help them, through the Trade
Section of the Canadian Consulate
General in Seattle, to find distributors,
agents or buyers according to their
particular needs.”

While most NEBS missions take only
one day, this recent trip was scheduled
for two days in order that participants
could attend the Seattle Home Show to
get a reflection of product lines being
marketed below the border.

The Canadian Consulate General in
Seattle arranged for free passes to the
Home Show, presented briefings on
local market conditions and arranged for
speakers topresent relevant topics. The
success the missions have experienced
so far is directly related to the meshing
of services offered by DRIE and the
Canadian Consulate General in Seattle.

Considering the time, effort and

expertise that goes into organizing,
implementing and following up these
NEBS missions, the modest amount
charged (plus hotel accommodation for
two-day trips) constitutes abargain that
is hard to match. Besides reaping a cost
benefit, participants also gain
knowledge from peer contact and the
opportunity to network with knowledge¬
able people.

According toRodJohnson, feedback
from all NEBS missions so far has been
satisfyingly positive. The appreciation of
a recent participant is reflected in his
summary comment: "I've been toother
government functions and by far this
mission has been the most beneficial. All
the speakers were excellent, well
organized — a good cross section to
take the mystery out of doing business
across the border.”

For further information about the
NEBS program, contact Peter Zalite,
DRIE’s Vancouver office, 661-2262.
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Fab-Rite GivesHeavy
Equipment Users a Big

LocatedinCranbrook,Fab-RiteServicesLtd.hasbeenmakinganame
foritselfasan innovator,designerandmanufacturer of miningandother
industrial fabricated steel products.

Fab-Rite's planetary suspension is designed toprovide an easier, less costly method of
servicing large off-highway vehicles andequipmentemployed by mining and forestry
companies.

Only five years old, the company has
already shownthat itcannotonlysupply
equipment superior to that which was
formerly imported into Canada but also
address specific needs of the mining,
forest and oil industries.

Last year,Fab-RiteunveileditsmobiIe
planetarysuspension(P/S) removaltruck
whichwas designedandfabricatedinthe
company’sfacilities.Thepurposeofthis
highly manoeuvrable, multi-purpose
hoist unit is to provide an easier, less
costlymethodof servicing large off-high-
wayvehiclesandequipmentemployedby
mining and forestry companies.

“Instead of having to use two cranes
andaforklifttoremoveatento twelveton
motor fromalargevehicle, wecanuseour
hoisttoIiftout themotorinoneunitandput
it back againonceservicingiscomplete.
That saves both time and effort,” says
Gordon Vogell,Fab-Rite’spresident. “In
designingourhoist,we tookthebest fea¬
tures fromcurrentequipment,improved
onthemandfabricatedourprototypefrom
scratch, even down to the cylinders.”

A DRIE contribution of $28,000 assis¬
ted Fab-Rite to develop its P/S removal
truckwhichisuniqueinCanada.Thecost
ofoneoftheseunits,whichincludescrane
andliftattachmentsandaman-basket,is
about $85,000.

Fab-Rite’s first customers for the P/S

removal truck were Westar Mining Ltd.
and Syncrude,bothof whomdependon
keeping their heavy equipment opera¬
tionalinremoteareas.Inthenear future,
Fab-Ritehopestobeabletoinvitemining
industryrepresentativestoaminingsite
inorder todemonstrate theP/Sremoval
truck’s efficiency.

Product Diversity
Thecompany’ssalesprojection for the

powerhoist is12unitsayear butasVogelI
pointsout, “Manycompanieshaveshown
interest but they are dependenton their
budgetswhenitcomes toacquiringnew
equipment.”

Whilewaitingforbudgetsto loosenup,
Fab-Rite keeps busy doing other things
suchassupplyingminingcompanieswith
guards,plates,boxes,boardingladders
and drill masts. Forestry and industrial
needs are met with log grapples, brush
rakes,skidderblades,buckets for loaders
andbackhoesandstructuralbeamsand
columns. The company’s cable reel
systemcanretrieveadamagedcableand
layoutareplacementcableinonesimple
operation.

“We supply everything from parts to
hoists,” says Vogell. “And we fabricate
from scratch. If a company contacts us
about aproblem, wegoto it, seehow we
canre-designtosolvetheproblemandgo

Lift
from there. Sometimes we have to take
into consideration the use of special
weldinginorder tocombat extremelycold
weather.

' 'As well as fabricating, we do a lot of
field repair and maintenance work. For
instance, we do repairs for a Calgary oil
companywhichkeepsusworkingfor iton
asteadybasis.Ourmachineshopisbusy
all the time.”

Vogellspeakswithprideabout a large
mining-related job that involved the re¬
weldingandhardservicingof idler wheels
and drive sprockets on large shovels.
“Our engineer set up machinery which
did thejobautomatically, turnedout per¬
fectresultsandcutatwo-man,week-long,
24-hour-a-day jobtohalf thetime withonly
oneperson tosupervise.”

Except for periods when forestry and
mining-relatedstrikescausedowntime,
Fab-Riteprovidessteady employment for
14people.Mostof thecompany’sgrowth
has been generated by word-of-mouth
ratherthanthroughaconcertedmarket¬
ing drive. Some thought has been given
to seeking U.S. business but so far B.C.
andAlbertahavesuppliedenough work
to support comfortable growth.

Contact: Gordon Vogell,
President,
Fab-RiteServices Ltd.,
405 Slater Road,
Cranbrook, B.C. V1C4Y5.

“To every problem
there is already a

solution, whether you
know it or not.”

— Grenville Kleiser
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AidingHigh-Techindustry

Michel Côté, federal Minister of Regional Industrial Expansion (left), discusses the
developmentofsubmarinetechnologywithJamesMacFarlane,Presidentof International
Submarine Engineering (ISE) at the company's plant in Port Coquitlam.

Mr. Côtéannounced a federalcontribution of $2.4 million toISE for thedevelopment
of four prototype remotely-operatedvehicles for exploringand surveying thesub-sea.

Duringarecent visit toVancouver, Mr. Côté also announced a$5.79millioninterest-
freerepayablecontribution toMicrotelLtd.todevelopthreenewsatellitecommunications
products to complement the company’s unique Spacetel system.

EpicDataInc.of Richmondwill receivea$227,944interest-freecontributiontodesign
anddevelop twonew electronic procedures whichwillhave asignificant impact on the
datacollection industry.

Mr.Côténotedthat theseprojectsreflect thefederalgovernment’sdesiretohelpB.C.
firms whose products can help the province diversify its economic base.

Supplyingor
AcquiringTechnology

Canada'seconomic goodhealthdependsontheabilityof Canadianbusiness
andindustrytoimproveproductivityandcompetitivenessthroughthedevelopment,
acquisitionandsuccessfulexploitationof technology and innovation.Technology
transfer isoften themeans by which these stages can be accelerated.

Some aspect of technology is present in almost every business transaction
whetheritinvolvesahightechnologycompanyoratraditional industry.Notevery
company has the resources to develop every aspect of technology needed to
producegoodsandservices thatsatisfymarketdemandsonatimely basis.Onthe
otherhand,somecompaniesaresearchingforsomeonetosharetechnologythat
they havedeveloped. The answer to both needs is technology transfer.

Inmanycases, technologytransferisacomplexprocessthatrequiresrecognition
ofsuchthingsasthelegalaspectsofpatents,trademarksandcopyright,thedrawing
upof clearlydefined agreements and, if an international transfer is involved, the
correct interpretationof local laws and requirements.

Inordertoexplainandfacilitate theprocessof technologytransferforCanadian
firms,theOfficeof IndustrialInnovation of theDepartment of RegionalIndustrial
Expansion has published a 75-page booklet titled Supplying or Acquiring
Technology:ACanadianBusinessGuidetoStructuringandNegotiatingTechnology
Transfer Agreements. (Report 2/86). This booklet can be obtained from DRIE’s
Vancouver officeor by phoning the Business InformationCentre at 666-2255.

ACROSS
CANADA
REVIEWS

DRIE and the Memorial Univer¬
sityof Newfoundlandhaveentered
into a three-year Memorandum of
Understandingdesignedtoutilize
commercialopportunitiescreated
by the university’s biotechnology
research. DRIE is expected to
make a contribution in excess of
$250,000 to help bridge the gap
between the laboratory and the
factory as a means of enhancing
economic development in New¬
foundland and Labrador.

A federal government contribu¬
tionof $87,500towardsestimated
projectcostsof$555,000willassist
ArrowMetalProductsLtd.ofMonc¬
ton, New Brunswick to enlarge
work space and create six new
jobs. The company has recently
entered theexport market with its
Iineof vinylandaluminumwindows
anddoors.

A$4,220,000contributionunder
the NativeEconomicDevelopment
ProgramwillenabletheSettlement
Corporationof Edmonton to esta¬
blish itself as a self-sustaining
investment organization providing
financial services to theresidents
of the eight Metis settlements in
northernAlberta.It isexpectedthat
over the next 10 years the
Corporation will generate at least
$16millioninnewinvestment inthe
Metis economy and create up to
500new jobs.

The Pehtabun Chief’s Tribal
Council,whichrepresentsthepeo¬
ple of sevenIndiancommunities in
northwestern Ontario,has receiv¬
ed a contribution of $1 million,
under thefederalNativeEconomic
Development Program, towards
thepurchaseof anair charter busi¬
ness on which the communities
dependheavily.Long-term strate¬
gy of the Council emphasizes re¬
cruitment and training of Native
people as air charter employees.
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DRIE HelpsBusinessFindthe competitiveEdge
Officesof theDepartmentof RegionalIndustrialExpansion(DRIE),both

inOttawaandintheRegions,provideawiderangeof servicestobusiness.
At DRIE inOttawa, the Market Development Branch is the focalpoint of
a number of specific services designed to help businesses increase
productivity and sales, locate new markets and assess new production
opportunities.

Domestic Marketing
TheThinkCanadianprogramencoura¬

ges both businesses and consumers to
buy domestically produced goods and
services where they are competitive in
price, quality and availability. Program
personnelwork withallbusinesssectors,
consumersandgovernmentagenciesto
stimulate awareness of the benefits of
buyingCanadian.andtoencouragebusi¬
nesses toclearlyidentifyCanadian-made
goods and services.

Imports into Canada
TheMarketDevelopmentBranchpro¬

vides statistics and analysis regarding
imports into Canada, for use by busi¬
nesses wanting to manufacture in Can¬
ada products currently being imported.
Three publications offer information at
increasing levels of detail.
1. MARKET OPPORTUNITIES CATA¬
LOGUE,providesbasicstatisticsonmore
than4000productsrecentlyimportedinto
Canada;

mdi Scores a First
withEmbassy's Help

Mobile Data International, located in Richmond, has become the first Canadian
company to earnaEuropean contract to install an integrated taxidispatching system.
The contract, signed with Denmark’s largest taxi company, Taxa Ringbilen Inc. of
Copenhagen, is valued at approximately $4 million (Canadian).

Theinstallation,whichis scheduled tobeoperationalbyNovember,1987,willbeused
byMDIasashowcaseforotherprospectiveEuropeancustomers.TheMDIsystem,which
will replacecurrent taxi radiovoicecommunications,will increaseefficiency,customer
service anddriver security in approximately 750 vehicles of Taxa Ringbilen’s fleet.

Playingabigpart inMDI’ssuccessinlandingthecontract was theTradeSectionof the
Canadian Embassy inCopenhagen.Tradestaff workedcloselywiththecompanyfor14
months providinginitialproject identification, customer introduction, follow-up,arranging
andhostingequipmentdemonstrations,documenttranslations,adviceinregardstolocal
legalsupport andpressexposureafter thesigningofthecontract.Inviewof the fact that
the Danish taxi company had little international business experience, the Embassy's
involvement wasparticularly significant for both parties.

DavidHorup,CommercialOfficerintheCanadianEmbassy,haspraiseforthemanner
inwhichMDIpersonnelhandledtheirpartofthenegotiations. “NotonlyhasMDIdisplayed
the necessary amount of dedication, commitment and patience — involving approxi¬
mately 10 visits to Denmark over the last 14 months — but MDI personnel have been
prepared to adjust to the Scandinavian way of doing business rather than adopting a
standard NorthAmericanapproach.The translationof allessentialdocumentationand
brochures intoDanish at anearly stage of negotiations is just one example of flexibility
displayed by MDI.”

HorupnotedthattheTaxaRingbilencontractwillbeaflagshipcontract in termsof taxi
dispatching,and that other smaller Danish taxi companies are likely to opt for an MDI
system.

“Wehavealsoidentifiedother promisingnon-taxi relatedopportunitieswhichMDI is
now pursuing, involving organizations such as the Danish Civil Defense, Denmark’s
largest courier service and Copenhagen’s electric utility,” he said.

MDI's immediateplansincludetheestablishment of awholly-ownedsalesofficeand
servicecentreinCopenhagen.Theservicecentrewillprimarilyprovidetechnicalsupport
toTaxaRingbilenwhilethesalesofficewillberesponsiblefor themarketingofMDIsystems
in Scandinavia and possibly in thenorthern section of West Germany.

2. IMPORTPROFILE.aseries.eachof
which provides import trends, analysis
and market information on a single
product; and
3. IMPORTANALYSIS,aseries.eachof
whichprovidesthemost detailedlevelof
analysis on a single imported product
(e g. price ranges, sizes, types).

InterfirmComparisons
The Interfirm Comparison Program

helps individualcompanies improvetheir
productivity andprofitability by identify¬
ing,onaconfidentialbasis, their relative
strengths and weaknesses compared
with other similar firms within their
industries.Todate,interfirmcomparisons
havebeencompletedonapproximately
2100 companies in65 sectors.

BOSS
TheBusinessopportunitiesSourcing

System (BOSS) is a computerized data
bank containing information on 20,000
Canadiansuppliersof over 70,000goods
and services. Increasing numbers of
companies and government offices in
Canada and abroadare using BOSS as
their purchasingguide.

BOSS can help you source Canadian
goods and services, develop marketing
strategies, locatemarkets andcompeti¬
tion as well as retrieve information by
product, service, location, size of com¬
pany and many other criteria.

ByusingBOSSon-line from your own
computer you can provide yourself with
immediateaccesstothemostup-to-date
versionof thedatabank.Youalsohavethe
benefit of making customized searches
so that you can plan your market strate¬
gieseffectively.

Theon-lineaccesstoBOSSisavailable
toanycompany witha “smart” terminal
or a personal microcomputer with com¬
municationcapability.Theinformationis
also available in semi-annual printed
directories, on computer tape, and in
specific sectoral indexes suchas Cana¬
dianhealthcareproductsandCanadian
trading houses.

Canadianandforeignpurchasers,Ca¬
nadiantradepostsabroadandorganizers
of specialeventssuchas trade fairs are
making extensive use of BOSS. The
market can becomemore aware of your
goodsandservices if youareregistered.

Information Available
Brochures and information about the

foregoing services can be obtained by
writing to the Department of Regional
Industrial Expansion, P.O. Box 49178,
Bentall Four, 1101 - 1055 Dunsmuir St,
Vancouver, B.C. V7X 1K8. Telephone:
(604)666-2255.
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KeatingComments
The 1987 B.C. Investment Outlook

The Private and Public Investment Intentions Survey of Statistics
Canada, givinganominal increase incapital andrepair expendituresof
4.8°/o in1987, andDRIE’sCapital Investment Intentions Survey of large
corporations, indicating ayear-to-year increase of about 3.3°/o, point to
1987asthebestyear sineetherecessionforgrowthof investmentspending
intheprovince.Buildingpermits,a leadingindicatorof capitalspending,
were also up 7.4% in 1986 over 1985.

pected, particularly for these sectors
which were buoyed by Expo 86.

— by Bernard Keating,
Senior Development Analyst,
DRIE Vancouver.

If costs for capitalequipmentandcon¬
structiondo in fact increaseby 4.1%, as
predictedby theDRIEsurvey,realcapital
spending may increase by about 1% in
1987.

This first real increase in investment
spendingintentionssince the recession
isduetothebuoyant outlook forresource
based industries. Primary forestry, the
wood products industry, and the paper
and allied products industry show the
most significant increases.

These industries were adversely af¬
fected by the prolonged IWA strike last
year and U.S. protectionist sentiment.
Indeed,capacityutilization for the wood
productsindustry,whichapproachedits
limit in the second quarter of last year,
actually fell by more than 11% by year¬
end. Industry sales,profitsaftertax,and
returnonassetsalsosufferedsetbacksin
the third quarter of 1986, although the
debt to equity ratio continued with its
spectacular improvement.

Thefirmingofcommodityprices,anim¬
provedcompetitivepositionoutsideNorth
America,andlowerinterestrates,appear,
however, tohavemore thanoffset these
negativeinfluencesoncapitalspending.
Thestock market appraisal of the forest
productssectorisalsoencouragingwith
many forest product company share
prices having quadrupled in the last 16
months.Unlikeformercyclicalupturnsin
capital spending, however, for these
resource sectors, the 1987revival is not
expected to beaccompanied by signifi¬
cant increasesinemploymentandwage
increases.

In contrast, residential construction
whichunderpinnedB.C.capitalspending
last year appears headed for a weaker
performance in 1987. Housing starts
increased fromabout18,000unitsin1985
to 20,700 units in 1986 and are likely to
settlebacktoabout20,000startsin1987.
The lowering of residential mortgage
ratessincetheseprojectionsweremade,
however, could, if they persist, lead to a
firmerperformancebythissectorlaterthis
year.

Capital spendingon constructionand
machineryandequipment,excluding re¬
pairandmaintenancespending,inBritish
Columbia,fellbyanominal8.2%last year
to$9.4billion.Thus,even withanominal
4.6% increase in1987, the Provincewill
capture only part of the ground lost in

1986.Aweaker capitalspendingoutlook
for the utilities sector and the trade,
finance and commercial sector in 1987
appears to have dampened the overall
picturefor B.C.Some weakness was ex-

MacDonaldDettwiler
Opens New Facility

MacDonaldDettwilerandAssociatesLtd.officiallyopenedthenewcomplexthathouses
its highly successful Electro-Optical Products Division. The company received a $1.2
millioninterest-freerepayablecontributionunder theCanada-BritishColumbiaIndustrial
Development Subsidiary Agreement toward the cost of the facility. Funding provided
under thisAgreement iscost sharedequallybythefederalandprovincialgovernments.

LocatedinRichmond,this3,716 sq.metrecomplex isoneof themost advancedof its
kind.MacDonaldDettwilerdevelopedthetechnologyonwhich itsElectro-OpticalDivision
isbasedinorder tofilltheneedfor ahigh-resolutiondigitalfilmrecorderwhichcouIdhandIe
thehugeamountof datainsignalssent totheearth fromsatellites.Thecompany isaworld
leader in the designand constructionof satellite ground stations.

At the opening, an announcement was made on behalf of Michel Côté, Minister of
RegionalIndustrialExpansion,byTomSiddon(standingontheextremerightof thephoto).
Minister of Fisheries and Oceans and MP for Richmond-South Delta, that the federal
government willcontribute$8.8milliontoMacDonaldDettwiler towardtwoR &Dprojects,
undertheDefenceIndustryProductivityProgram(DIPP).These fundswillbeusedtoassist
thecompanytodevelopanewgenerationsyntheticaperatureairbornesurveillanceradar
andtosupport itswork onacomputer-aidedprintedwireboardimaging(CAI)productline.

Salesgeneratedby theCAIproduct linecould bemore than$100mi11ionby 1992and
jobcreationimpactisexpectedtobesignificantoncecommercialproductionbeginson
the twoprojects.

Theobjectiveof theDIPPistodevelopandmaintainstrongdefence-related industries
across Canada.

11



Publie auSS en français

Bulk Ennombre
third troisième
class classe
4468
VANCOUVER

toep Aids Canadian Access
toEuropeanTechnology

Last September, MichelCôté, federal Minister of Regional Industrial
Expansion,announcedtheadvent of anewfederalprogramdesignedto
helpCanadianfirmsparticipateinadvancedindustrialtechnologyresearch
and development in Europe.

The Technology Opportunities in Eu¬
ropeProgram(TOEP) assistsCanadian
companiestobecomeinvolvedin joint R
&Dprojectswhichcouldentailmillionsof
dollarsinpublicandprivatesectorexpen¬
ditures over thenext five years.

Thisparticipationistiedtotheinitiative
knownasEureka which wascollectively
launched in1985 by 19 Europeancoun¬
triestoadvance thedevelopment of new
technologybyEuropeanindustries.

DRIE in
BRITISH COLUMBIA
ispublishedby the federalDepartment
of Regional Industrial Expansion (DRIE)

RegionalOffice
Department of Regional Industrial
Expansion
P.O. Box 49178, Bentall Tower Four
1101 - 1055 Dunsmuir Street
Vancouver, B.C V7X1K8
(604)666-0434

District Offices
Department of Regional Industr al
Expansion
200-990 Fort Street
Victoria, B.C. V8V3K2
(604)388-3181

Department of Regional Industrial
Expansion
706 Permanent Tower
299 Victoria Street
PrinceGeorge, B.C. V2L5B8
(604)561-5158

Business
informationcentre
Information on federalassistance for
development of industry, tourism and
export marketing:
(604)666-2255 (Vancouver)
1-800-663-0433 (Toll free)

Canada
I

Projectsrelatetothedevelopmentof new
products,systemsandservicesdesigned
for civilian use and which have interna¬
tional market potential.

WhileCanadaisnot aformalmember
of Eureka, the federal government has
laid thegroundwork forCanadianfirmsto
become involvedinEurekaenterprises.
Canadian activities in the project are
coordinated by an interdepartmental
workinggroupchairedbytheDepartment
of RegionalIndustrialExpansion(DRIE).
Under the auspices of this group, Cana¬
dian firmswithapotential interest inand
capability for Eureka participation are
being identifiedand contacted.

The response by Canadian firms has
beenenthusiasticandanumber of com¬
panies areactively investigating partici¬
pationinEurekaprojectswithEuropean
partners. For example, 10 companies
visitedFrancelastNovember toseekout
potential projects; two of these compa¬
nieswerefromB.C.,namely,MacDonald
Dettwiler and Associates and Microtel
Pacific ResearchLtd.

TOEP’s Functions
Theobjective of TOEPis tocontribute

tothegrowth ofastronghightechnology
industryinCanadathroughthepromotion
of industrialcooperationbetweenCana¬
dian and European firms. The federal
governmenthasofferedtomake$20miI-
lionavailableover twoyearstoassistsuch
collaboration.

These funds are dedicated to two
areas: the investigationof opportunities
and research and development. In the
fIrst instance,contributionscanbesought
for theeligiblecosts of exploring the po-
tentialforCanadianparticipationinboth
proposedandapprovedEurekaprojects
andfor theeligiblecostsassociatedwith
developingfinancialandtechnicalplans
fortheCanadianportionof theprojectand
negotiatinganagreement withtheEuro¬
pean partner(s).

TOEP contributions are alsodirected
towards the eligible costs incurred by a

Canadian-based company for research
and development in the context of a
Eurekaprojectunderanagreement with
the European partner(s).

A Canadian firm applying for assis¬
tance under TOEP must sign an agree¬
ment withitsEuropeanpartner(s),which
providesforaccessbytheCanadianfirm
tothenewlydevelopedtechnologyandfor
the legal right to both exploit this tech¬
nologyandparticipate in its subsequent
commercialdevelopment.

For further information regarding the
Technology Opportunities inEuropePro¬
gram, contact: Barry Oakley, Manager,
Capital and Industrial Goods, in DRIE's
Vancouver office at 661-2210.
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