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Getting World Business through
International Organizations

The huge $50 million hydroelectric project in Kundah, South India, pictured on the opposite
page is only one of the varied assignments that Canadian engineers are currently carrying
out on many continents. Some are in the less developed countries such as India, where
resources must be mapped and exploited, where the expansion of industry waits upon the
coming of more power, and where irrigation must precede a rise in food production.
Canada, still close to its own development stage, has the knowhow and the skills to hasten
this process. But money—a great deal of money is needed.

In the postwar years many countries, separately or together, have offered aid outright to
the developing nations. International organizations have also been set up to finance, through
long or short term loans, development plans or specific projects. This movement to help

the newer nations has opened up great opportunities, particularly for engineers, construction
companies, and suppliers of capital equipment,

Many Canadian engineering firms have been initiated into foreign work on projects like
Kundah, financed by our contribution to the Colombo Plan. The experience they have
gained has convinced them that there is a place for them in the international field and they
have gone on to compete for business generated by the international organizations. In this
competition, their experience abroad has enhanced their chances of success.

“Foreign Trade” is presenting in this issue a special feature on the international financing
organizations, partly to correct two misconceptions that linger. One is that Canadian firms
are not eligible to compete for much of this business; the other, that they do not get their
share of it. The articles on the following pages explain the functions of the lending organiza-
tions, how they operate, and how engineering firms should pursue the opportunities they
open up. To prove that Canadians can and do obtain contracts, we are including brief
reports on some of the jobs financed and or administered by the World Bank, the UN
Special Fund, and others that Canadian engineers are working on today.

To round out our presentation, we have added advice from a member of the engineering
fraternity on how to uncover opportunities in foreign countries and outlines of our grant
aid program and of the facilities that the Export Credits Insurance Corporation provides
for the long-term financing of sales of engineering services and capital equipment.

“Foreign Trade” planned this feature with the help of the Trade and Commerce officers

in Ottawa directly involved in promoting the export of engineering services and equipment.
We enlisted other aid too—from the Trade Commissioners in Washington and Paris, the
Export Credits Insurance Corporation, the External Aid Office, and from a number of
Canadian engineers. Their assistance was invaluable and the result, we hope, stimulating.

Canadian firms which have not yet undertaken foreign work but whose interest is aroused
should get in touch at once with the Engineering and Equipment Division of the Department
here in Ottawa. Its officers are in continuous contact with the international organizations
discussed in these pages, and stand ready to help companies plan intelligent campaigns for
foreisn contracts.
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The World Bank Group

International Bank for Reconstruction and Development

Function

Capital

Loans Made

Opportunities
for Canadians

To aid in the development of productive facilities
and resources in member countries.

Provided by the over 60 member countries, which
each subscribe a part of the total capital.

For long-term financing of capital projects, with
emphasis on electric power development and im-
provement of transportation. Has loaned nearly
$4,500 million to date. Loans must be guaranteed
by a member government.

Canadian engineering firms and capital goods
manufacturers can compete for contracts, awarded
by proper authority in the borrowing country.

International Finance Corporation

Function

Capital
Loans Made

Opportunities
for Canadians

To promote economic development in member
countries by providing financing on terms not pos-
sible under World Bank regulations.

Provided by subscriptions from member countries.

For terms of up to 50 years at nominal rates of
interest. Tends to finance infrastructure projects.

As for IFC projects.

International Development Association

Function

Capital

Loans Made

Opportunities
for Canadians

4

To encourage growth of productive private enter-
prise in member countries, especially in less
developed areas.

Provided by subscriptions of member countries
and proceeds of sale of investments.

For productive private ventures, at higher rates
of interest and for shorter terms than World Bank
loans; guarantee of member government not re-
quired. Emphasis on manufacturing and processing
enterprises.

As for World Bank projects.

THE most important of the inter-
national lending institutions is the
group of organizations composed of
the International Bank for Recon-
struction and Development (World
Bank), the International Finance
Corporation, and the International
Development Association. Together,
these three are becoming an in-
creasingly important source of fi-
nance for exporters of engineering
services and capital goods. Canada
is a member of all these organiza-
tions.

The three bodies share a common
directorate, secretariat, and head-
quarters. When a request for a loan
comes in from an overseas country,
the directors (who meet under dif-
ferent hats on successive days)
refer it to the appropriate organiza-
tion, depending on the type of loan
conditions which, in their judgment,
seem most suitable.

IBRD

The International Bank for Re-
construction and Development was
founded at the Bretton Woods
Conference in 1944 and began
operations in 1946. Virtually all
countries outside the Sino-Soviet
Bloc belong to it. Briefly, the World
Bank undertakes to aid in the estab-
lishment of productive facilities
and in the development of natural
resources in member countries.
It offers long-term financing (15
to 25 years) of capital projects
on a strictly commercial basis and
charges commercial rates of inter-
est. It does not consider itself in
competition with private investment
and in fact will not participate in
projects for which private financing
is available from other sources at
reasonable rates of interest.

Because in the less developed
countries the need is mainly for
basic projects to aid industry and
agriculture, the Bank makes the
bulk of its loans for electric power
projects and for improving trans-
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portation. Out of total loans to date
of nearly $4,500 million, power
generating and distribution facilities
have accounted for about one third
and transportation projects for
another third. Industrial and agri-
cultural projects have absorbed the
remainder.

IFC

The International Finance Cor-
poration was created in 1956 with
the objective of encouraging the
growth of productive private enter-
prise in the less developed countries
which are members of the World
Bank. Unlike the Bank, which re-
quires government guarantees for
its project loans, the IFC operates
rather like a prudent businessman
lending money for private ventures
and, in some instances, taking an
equity interest in a new enterprise.
Like the World Bank, the IFC does
not compete with private capital but
rather supplements it when not
enough capital is obtainable on
reasonable terms. The interest rates
on IFC loans are usually slightly
higher than the World Bank charges
and its terms somewhat shorter (5
to 15 years). It is difficult to state
succinctly the type of project that
the IFC will finance. The only con-
dition is that it be “productive” but
generally speaking it tends to fi-
nance either manufacturing or proc-
essing enterprises.

IDA

The third agency in the World
Bank group is the International De-
velopment Association. It was set
up in 1960 to make capital avail-
able for the economic development
of member countries not in a posi-
tion to raise all their external finan-
cial needs at conventional terms and
rates of interest. The IDA makes
loans for up to 50 years at nominal
interest rates, and with long grace
periods. With such flexible terms,
a project financed through IDA
need not be revenue-producing. It
has therefore tended to finance prin-
cipal infrastructure projects in the
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less developed areas—such as water
supply, sewerage, sanitation, hous-
ing, roads, etc.

Canadians Can Obtain Contracts

Canadian industry has obtained
a substantial number of contracts
for engineering services and capital
equipment under World Bank
financing from 1949 up to the
present. But although the value of
these contracts is impressive, it
could be much larger. Much of it
represents purchases of capital
goods in Canada during the early
1950°s, when there was a seller’s
market for this type of equipment.
Recent indications are, however,
that Canadian manufacturers of
capital goods are again looking to
overseas markets and our exports
of heavy engineering equipment are
showing some expansion.

The export of Canadian consult-
ing engineering services for World
Bank projects last year was also
encouraging. Canadian consulting
engineering firms participated in
about one third of the $3.9 million
worth of pre-engineering feasibility
studies financed by the World Bank
or by the UN Special Fund with the
World Bank as executing agency.

Procurement Procedures

Canadian engineering and con-
struction firms and manufacturers
of capital goods should all be aware
of opportunities presented by proj-
ects financed by the World Bank.
It disburses on the average over
$500 million a year in loans for
projects. Contracts for engineering
and equipment for these are open
to international competitive bidding.

The letting of contracts in every
instance is the responsibility of the
borrowing authority in the country
receiving the loan and not of the
Bank officials at headquarters. The
World Bank issues press releases
describing projects which it has
agreed to finance and interested Ca-
nadian firms should write to the
Bank in Washington and ask to
have their names put on its mailing
list. It then becomes the responsi-

bility of any company interested in
a project to get in touch with the
proper authority in the borrowing
country and obtain tender docu-
ments. This is not the whole story.
In many cases tenders are called in
the country getting the loan before
Bank financing has received final
approval. Canadian, firms anxious
to obtain foreign contracts should
keep continuously alert to projects
being planned around the world and
should indicate interest in them
early. The Canadian Trade Com-
missioners in the various countries
are glad to keep Canadians aware
of the inception and progress of
particular projects.

Consulting Engineering Services

Unfortunately for consulting en-
gineers, the World Bank press re-
leases are issued far too late to be
of any value to them. Their only
course is to visit the borrowing
countries themselves to gain in-
formation on future projects while
they are still in the initial stage of
planning and often before a loan is
requested from the World Bank.
This can prove both expensive and
time-consuming but it is the only
way that consulting firms can be
part of the early negotiations that
lead to contracts.

In contrast to its procurement
policies, the Bank does not approve
of competitive bidding on consult-
ing engineering contracts but pre-
fers that consultants be selected by
negotiation. These contracts usually
are awarded on the basis of a firm’s
experience, its capacity to handle
the job, qualified personnel on its
staff, and so on. For this reason,
consulting engineering firms should
make sure that their credentials are
on file at World Bank headquarters
and include full details of their past
experience and information on cur-
rent world loans. This information
should be sent direct to Brigadier-
General Vogel, Chief Technical
Consultant, International Bank for
Reconstruction and Development,
1818 H Street N.W., Washington,
D.C.



’ A case in point
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Water runs into the Sdo Simda gorge on the Paranaiba River from both sides.
This river eventually flows into the Rio Grande and the two into the Parana,
one of the main river systems in south central Brazil, the region in which a
great study of the hydro power resources of six states is going forward.

Big Power Study in Brazil

TWO Canadian firms—Montreal En-
gineering Co. Ltd. of Montreal and
G. E. Crippen & Associates of Van-
couver—in association with Gibbs &
Hill Inc. of New York, are today
working on one of the biggest power
studies ever undertaken. It covers six
states in south central Brazil, the most
extensive industrial complex in Latin
America and equal in area to the
provinces of Quebec and Ontario
combined.

The project has two phases: first,
the preparation of a complete inven-
tory of hydro potential, and second,
the formulation of a program of eco-
nomic development of power genera-
tion facilities and transmission lines
for the entire region.

The money for carrying out this
study is being provided by a grant
of U.S.$2.5 million from the United
Nations Special Fund and of about
U.S.$3.5 million in Brazilian funds
supplied by the Government of Bra-
zil. The World Bank is acting as the
executing agency.

How did this contract come to
Canada? A Montreal Engineering ex-
ecutive points out that his company
has its qualifications on file with the
World Bank and continues to bring
these to the attention of senior Bank
officials. As a result, it was asked to
visit Brazil, assess the work, and sub-
mit a proposal. Because of the scope
of the study, the Bank asked several
groups to work together and Mont-
real Engineering formed a consortium
under the name of Canambra En-
gineering Consultants Limited, in
association with G. E. Crippen &
Associates of Vancouver and Gibbs
& Hill Inc. of New York. At the
time that this Canadian-American
group submitted its proposal, other
proposals came from a combined
American-English group, an Ameri-
can-German group, and a French
group. Each proposal included the
method of carrying out the work, the
organization of it, and the qualifica-
tions of the staff to be assigned. It
did not include any estimate of costs.

The various proposals went to a
steering committee made up of repre-
sentatives of the Brazilian states and
power companies for which the study
is being made and of the World
Bank. The committee studied them
and the Bank also conducted an in-
dependent appraisal. On the basis of
these appraisals, the Canadian-Ameri-
can group was awarded the contract.
Work has been going forward for
about six months and it will take a
further three years to complete it. All
the work is being done in Brazil by
Brazilians, under the supervision and
guidance of the Canambra staff. The
Brazilian power companies are pro-
viding the large numbers of local
engineers and technicians needed.

The study consists of three phases.

1. Planning the integrated multi-
purpose development of water re-
sources of the six main rivers and
tributaries in the state of Minas
Gerais, to develop long-range priori-
ties for building hydroelectric plants
on these rivers, to prepare preliminary
designs detailed enough to establish
economic justification and estimates
of the cost of their construction, and
to set up a long-range program for
the continued collection of hydrologi-
cal, stream flow and ground water
data within Minas Gerais.

2. Integrating the results of the first
phase into a similar study of water
resources in the states of Guanabara,
Sao Paulo, and Rio de Janeiro, as
well as northern Parana and southern
Mato Grosso. An over-all economic
review of these hydro sites will then
be carried out, and also of those
previously investigated, of possible
thermal and nuclear power develop-
ments, and of the interconnecting
transmission-line grid systems.

3. Preparing a power market study,
including a 15-year forecast on a
year-to-year basis for the consumer
areas served by the grid system cover-
ing the entire south central region of
Brazil. An over-all economic develop-
ment program for power generation
and transmission in the region will
then be formulated. ®
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Except in a few special cases,
the Bank does not let engineering
contracts itself. But it does keep a
watchful eye on the proceedings and
has the authority to veto an unsuit-
able choice. The Bank itself only
lets engineering contracts when it
is financing a feasibility study from

its own resources or in some in-
stances when the money is coming
from the UN Special Fund.
Canadian engineering firms and
capital goods manufacturers can
obtain more information about op-
portunities through the World Bank
by getting in touch with the En-

gineering and Equipment Division
of Trade and Commerce in Ottawa,
or with the Commercial Division of
the Canadian Embassy in Washing-
ton.
—S. G. HARRIS,
Assistant Commercial Secretary,
Washington.

The Inter-American Development Bank

To contribute to the acceleration of the process of

economic development of its member countries
19 countries of Central and South America and

Function

the U.S.).
Capital

sought.
Loans Made

$850 million; increase of $1,000 million now being

For technical assistance and for capital projects.

Loans are of three types.

Opportunities
for Canadians

THE establishment of the Inter-
American Development Bank in
1959 was motivated by the need for
additional financing for the develop-
ment of the Latin American coun-
tries. From the time it granted its
first loan in February 1961 to the
end of 1962, the Bank had granted
loans totalling over $600 million to
18 of its 20 member countries. Last
year for the first time the Bank used
its powers to raise funds in the
international money market with the
sale of a $24 million bond issue to
a consortium of Italian banks and
another $75 million issue to a group
of United States banks.

As an indication of its success
and plans for the future, the Bank
has now asked for an increase of
$1,000 million in its capital to aug-
ment the initial $850 million sub-
scription. The TADB is undoubtedly
an active addition to the number
of international lending agencies.
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Canadians can seek business under two of the
three types of loans.

As evidenced by its name, the
JADB is an outgrowth of the Or-
ganization of American States and
its members are the 19 countries
of Central and Latin America (ex-
cluding Cuba) and the United
States.

Purpose of the IADB

The Bank was founded for the
primary purpose of contributing “to
the acceleration of the process of
economic development” of its mem-
ber countries. To do this, the Bank
makes financial aid available in two
forms: technical assistance and proj-
ect loans to the developing coun-
tries.

Technical assistance services con-
stitute an important part of the
Bank’s operations. These may be in
the form of a loan or grant for a
feasibility study or to provide spe-
cialists to advise on such matters
as management, administration,

agriculture, mining, etc. Technical
assistance may also be part of a
project loan.

Three Types of Loans

The IADB may be considered as
having three separate funds and it
is essential to comprehend the oper-
ations of these three funds in order
to understand the IADB’s activities.
The three funds differ mainly in the
type of projects that each will
finance, the different lending terms,
and the currency in which the loans
are repaid.

® Ordinary Capital Resources—
This is the fund from which loans
most closely resembling those of
private financial institutions can be
made. Projects secking financing
from this fund are considered on
their commercial merits as revenue-
producing enterprises. Normal com-
mercial interest rates are charged
and terms vary from 8 to 20 years.
Repayment is in the currency lent
—which in effect usually means
U.S. dollars.

Procurement contracts and con-
sulting services are obtained by
world-wide competition. Loans from
this fund are made in the following
categories:

1. Direct private loans to private
enterprise.

2. Development loans to indus-
trial development banks for re-
lending to private enterprise.



» A case in point
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THREE years ago, in November
1960, the Inter-American Develop-
ment Bank requested C. C. Huston
and Associates, mining and geological
consultants in Toronto, to set up a
mission to examine and report on the
operations of the three largest mines
of the Corporacion Minera de Bolivia.

This mission was completed in
record time and in June 1961, the
firm was asked to send a second mis-
sion to Bolivia to report on the opera-
tions of all the other mines of the
Corporacion Minera.

These two assignments brought
C. C. Huston and Associates a third
contract with JADB and the Corpora-
cion. Under this, the firm is perform-
ing assigned exploration projects in

At the Hunauni tin mine in Bolivia {(note town in background) Bolivian women
are breaking down large chunks of rock into smaller ones before extraction
of the tin. A Canadian firm is hard at work studying and reporting on all the
mines operated by the nationally-owned Corporacion Minera de Bolivia.

Toronto Firm Has IADB Contract
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Bolivia, is acting as agent for recruit-
ing foreign technical personnel, and
is directing a program of metallurgi-
cal research on Bolivian ores outside
the country. This contract is now in
its second year.

How did C. C. Huston and As-
sociates get the opportunity to take
on this IADB work? The head of the
firm, Charles C. Huston, was a mem-
ber of the Canadian Trade Mission
of consulting engineers sponsored by
the Department of Trade and Com-
merce that visited South America in
September 1960. Apparently, this
journey made the Canadian company
and its capabilities better known in
Latin America and led to the ap-
proach from the IADB. @

3. Loans to governments and
government authorities.

o Fund for Special Operations—
The Fund for Special Operations is
similar in its operation to the World
Bank’s International Development

Association. By using it, the IADB
can make allowances for balance-
of-payments difficulties in the bor-
rowing country and thus grant more
flexible terms of repayment, lower
interest rates, and longer repayment
periods. Interest rates normally run

from 2 to 4 per cent and in special
cases provision may be made for
repayment in the currency of the
borrowing country. External pro-
curement under these loans is also
open to international competition.
Loans are generally made in the
following categories:

1. Development loans for re-
lending.

2. Loans to governments or gov-
ernment authorities.

3. Technical assistance loans.

® Social Progress Trust Fund—The
TIADB also administers a $394 mil-
lion appropriation from the United
States Congress under the Alliance
for Progress. This fund makes loans
primarily for non-revenue producing
social welfare projects, such as land
settlement and improvement, low-
income housing, water supply and
sanitation, and education.

The interest rates are very low
and the terms of repayment may be
as long as 40 years. Procurement
under these loans, however, is re-
stricted to the United States or to
suppliers within the borrowing
countries.

Interest to Canada

Canada is not a member of the
IADB. Nevertheless, Canadians
have benefited from business ob-
tained under TADB-financed proj-
ects. In fact, the first technical
assistance loan ever made by the
IADB went to a Canadian mining
engineer who obtained a contract
in Bolivia. (See box feature.)

Canadians have recently been ob-
taining contracts for the supply of
various items of equipment for a
paper mill in Chile, for which
financing is being provided both by
the IADB and by the long-term
financing facilities of the Export
Credits Insurance Corporation.

Obviously the IADB, although it
is a relatively young and new in-
stitution, has rapidly become an im-
portant one in whose operations
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Canadian consulting engineering
firms and capital equipment sup-
pliers should take a keen interest.

Registration

Canadian firms that wish to regis-
ter their qualifications with the
IADB should write to William A.

Carter, Senior Engineering Con-
sultant, Inter-American Develop-
ment Bank, 808 17th Street N.W.,
Washington, D.C. Since the IADB
has not yet devised its own en-
gineering questionnaire, it would
appreciate receiving a copy of the
registration forms which the Cana-

dian company has filed with the
World Bank, the UN Special Fund,
or with our own External Aid
Office.

—S. G. HARRIS,
Assistant Commercial Secretary,
Washington.

The United Nations Special Fund

To assist governments in low-income countries

to make pre-investment surveys of their natural
resources and to establish and strengthen national
training, educational, and research programs.

Governments of 102 member countries make

voluntary pledges; $250 million committed since
January 1959. Contributions of recipient govern-

Function
Capital

ments now total $590 million.
Projects 286 approved to date.

Opportunities
for Canadians

AFTER the end of the Second
World War, international lending
organizations such as the World
Bank were set up to finance re-
development in Europe and sub-
sequently projects in the less
developed countries. Individual gov-
ernments set up supplementary
facilities through which financing of
projects was carried out bilaterally.
Later, through the initiative of the
World Bank, the Inter-American
Development Bank and the OECD,
multilateral financing operations
were introduced.

In the initial stages, the develop-
ing countries had sufficient foreign
exchange earnings to meet the for-
eign costs of pre-engineering or
feasibility studies—a prerequisite
for all applications for financing of
the projects themselves. However,
as the development programs gained
impetus, sufficient funds were not
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Canada can bid on Special Fund projects; several
Canadian companies have won contracts.

forthcoming to cover the cost of
all pre-engineering studies, including
the broader and basic requirement
for resources surveys. It then be-
came necessary to find a supple-
mentary source of financing and
member countries of the United
Nations in consultation decided that
this could best be provided by the
industrialized countries contributing
to a central fund for this purpose.
Thus the United Nations Special
Fund was born.

Fund’s Working Principles

The essential working principles
of the United Nations Special Fund
are:

® Full partnership between the in-
dustrialized and the developing
countries in mobilizing money, men
and equipment for approved proj-
ects.

® Co-ordinated use of the expe-
rience and facilities of organizations
in the United Nations family con-
cerned with economic and social
development; as executing agencies
for the Special Fund, they have sub-
stantial responsibilities.

® A high degree of selectivity in
projects to ensure that they are part
of a consistent national economic
policy, will contribute substantially
to economic growth, and are har-
monized with both multilateral and
bilateral assistance programs.

® A large contribution by the
recipient Government for the im-
plementation of projects. This
demonstrates readiness of the coun-
try to help itself to a maximum
degree, establishes its priority inter-
est in the project, and spreads
among more projects the “seed”
effects of the skills and equipment
provided by international funds.

Procedure Followed

The procedure for administration
of a project from implementation
through to final objective is as
follows.

1. The first step in the operation
is the preparation of a request for
assistance by the government of the
developing country. This request
must be presented in a specified
form, providing information as out-
lined by the UN Special Fund Di-
rectorate. The Director of Special

9



Fund programs in any country or
area of the world can help in pre-
paring this request and it can be
supplemented by employment of
individual specialists or consulting
engineering firm.,

2. All requests for assistance re-
ceived by the UN Special Fund in
New York are first evaluated by the
managing director and his staff and,
provided they meet all the require-
ments, are then submitted to the
Consultative Board for further ex-
amination. The Consultative Board
consists of the Managing Director
of the Special Fund, the Secretary
General of the United Nations, the
President of the World Bank, and
the Executive Chairman of the
United Nations Technical Assist-
ance Board.

3. When the projects have been ex-
amined and approved by these
authorities, the Managing Director
of the Special Fund, Paul G. Hoff-
man, can recommend them to the
Governing Council for approval.
(The Council consists of representa-
tives from 18 countries at one time.
Representation on the Council is
allocated in two categories: one,
representatives from the industrial-
ized countries who provide the
majority of the funds, and two,
representatives from the less de-
veloped countries. Because all mem-
ber countries cannot be represented
on Council at the same time, the
membership alternates from year to
year. The major donating countries
retain permanent seats on Council
and all other countries are repre-
sented on an area basis.)

The Governing Council of the
UN Special Fund normally meets
twice each year, usually in January
and June. It has three major func-
tions: one, to consider and agree
on guidelines for Special Fund
policy; two, to supervise the ad-
ministration of Special Fund activi-
ties; and three, to approve ear-
markings for projects.

10

' A case in point

Canadians Won Thes

Guatemala—Power and Irrigation Study

FOR the power and irrigation study
in Guatemala financed by the UN
Special Fund, the World Bank acted
as executing agency. This agency
alone has more than 850 engineering
firms vying for its work. This, says
the Niagara Falls firm of H. G. Acres
& Company Limited, is one reason
why competition for UN Special
Fund projects is “tough, tough,
tough”.

The World Bank selected five firms
from which to solicit proposals for
this power and irrigation project in
Central America. In submitting its
proposal, Acres joined forces with
the Dutch firm, Koninklijke Neder-
landsche  Heidemaatschappiu
(KNHM), a well established and
able agricultural consulting firm.
After studying the proposals sub-
mitted, the World Bank selected
Acres KNHM, on the basis of their
qualifications.

In carrying out the contract, Acres
concentrated on the power aspects
of the study—a study that covered
the entire country. Included in it
were:

1. A power market study.
2. Study of existing power faciliti¢

3. Investigation of the hydroelectt
potential of some thirty rivers.

4. Preparation of a phased power d
velopment plan over a 15-year perio

5. Tariff study.

6. Study of the technical and a
ministrative aspects of the collectic
of hydrological records.

7. Study of the organization of tl
power industry and regulations go
erning it.

8. Administration of fellowships fi
the training of Guatemalan staff.

The Dutch experts carried out mo
of the agricultural aspects of tt
study.

Work on the project started at tt
beginning of August 1961 and it
now virtually completed. Well befoi
it was finished, Acres was engaged t
the Guatemalan Government to car
out design work needed to impleme:
the power development program. @

Kenya—Tana River Project

THE same winning combination
Acres and KNHM—this summer ob-
tained a second assignment from the
UN Special Fund. The locale shifted
to Kenya in East Africa and this time
the executing agency was the Food
and Agriculture Organization of the
United Nations.

The project was to study the irri-
gation potential of the lower Tana
River Basin and the competition
came mainly from well-established
and highly experienced British firms.
Yet Acres KNHM won the contract
on the basis of qualifications.

The work consists of hydrology
studies and planning of water man-
agement in the entire river basin,
the surveying of irrigation potential
in the lower basin area, the drawing
up of a preliminary plan for develop-
ment of this area, and the prepara-
tion of a detailed plan for a portion

of it. Included are plans and co
estimates for dams, canals and othe
structures, comprehensive soil survey
agricultural economic assessment, an
agricultural experimental work. Th
project will take three years to comr
plete.

How has Acres been able to obtai
these contracts? A member of th
firm lists four reasons.

1. Reputation and long years of ex
perience in the field.

2. A large staff of experts built u
over the years.

3. Strenuous efforts put forth t
keep up-to-date with development o
world resources and constant scout
ing for prospects throughout th
world.

4. Maintaining the lead in develop
ment of new engineering techniques. @
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Special Fund ontracts

Ecuador—Hydrological Resources Survey

A TEAM of Canadian engineers is
today hard at work in the province
of Manabi in Ecuador on the initial
stages of a project to assess the
hydrological resources of the area.
It's a project financed by the UN
Special Fund and the contract was
won by Ingledow Kidd & Associates
Limited of Vancouver. Associated
with it in the venture is Hunting
Survey Corporation of Toronto which
is undertaking the mapping work.

Ingledow Kidd first heard of this
proposed undertaking through a cir-
cular sent out to Canadian firms by
the Department of Trade and Com-
merce. [Its interest was at once
aroused because it had experience in
this field, was already working on a
similar project in another part of
Ecuador, and had a group of Spanish-
speaking engineers ready to take on
the job. The firm advised appropriate
officials of the United Nations and
the Trade Commissioner in New
York of its interest and qualifications.
The Ingledow Kidd representative in
Ecuador made a similar approach to
the Ecuadorian Government.

As a result of these contacts, the
firm was one of several international
consulting firms invited to submit a
proposal covering engineering services
for the project. A technical team was
quickly dispatched to Ecuador to visit
the Manabi area and obtain the data
needed for the proposal. When the
proposal was submitted, it included a
detailed description of how the work
would be undertaken, plus resumés
of the professional staff who would
be assigned to the project. The num-
ber of man-months needed both in
Ecuador and at the Vancouver head
office and cost schedules for each
section of the work were given in
detail. The need for adequate field
investigations as an essential part of
the engineering work was pointed out.

When Ingledow Kidd’s proposal
was accepted, the company set up an
office in Manta, Ecuador, immediately
and dispatched resident Canadian staff
to the area. They will supervise field
operations, making maximum use of
local labour for ground surveys and
inspection of work such as site drill-
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ing to be performed by contractors.
The survey will take two years and
will include field investigations, air
photography, and engineering studies
in the firm's Vancouver office. Other
engineers will be sent down to Ecua-
dor as needed to co-ordinate and
direct the program.

The Province of Manabi in which
the survey is going forward sits
astride the Equator in the coastal
region of Ecuador. Water for domes-
tic and industrial use is critically
short and new supplies must be found
as soon as possible. Extension of
agriculture depends on crop irrigation
and the amount of water that can be
used for this must be determined be-
fore plans move forward. In addition,
the shortage of electric power is
acute and industrial progress depends
on a greater supply. The engineering
studies are expected to confirm that
the province has substantial water
resources that can be developed eco-
nomically.

The first stage of the project will
consist of a pre-investment survey on
the Portoviejo River for the building
of a storage reservoir and treatment
plant. These facilities are urgently
needed to ensure domestic and indus-
trial water supplies in towns and vil-
lages in the area that have a total
population of about 100,000. Follow-
ing hard on the survey will come the
preparation of a financial feasibility
report in support of applications for
loans to international lending agencies
to cover construction of the works.

The second stage will consist of
reconnaissance surveys and engineer-
ing studies to make possible pre-
liminary evaluation reports of hydro-
electric, irrigation, domestic and in-
dustrial water supply potentials of all
the principal river systems of the
province. Included will be a compre-
hensive survey of the province's
present and future power needs and
the formulation of an over-all plan
for power development. Further feasi-
bility studies needed for specific
development projects will be recom-
mended. The schedule calls for the
entire survey to be completed by
April 1965. @

4, Once the Governing Council has
approved the projects, an agree-
ment on plan of operation can then
be signed by the recipient govern-
ment, the executing agency and the
Special Fund. This agreement out-
lines the responsibility of each sign-
ing member, and when and how the
project is to be carried out. It thus
provides a standard against which
progress can be measured.

Implementing a Project

The implementation of the pro-
ject then becomes the joint respon-
sibility of the executing agency
and the recipient government. The
executing agency is that agency of
the United Nations directly con-
cerned with furthering development
in the specific commercial or social
service field. The United Nations
agencies which are involved in ad-
ministering the United Nations Spe-
cial Fund projects are listed at the
end of this article, with an indica-
tion of the types of projects for
which each assumes responsibility.

As previously indicated, the
United Nations Special Fund is
financed mainly by voluntary
pledges of the governments of
the member countries. Voluntary
pledges are provided by 102 gov-
ernments and to date these have
amounted to $250 million; 286
projects have been approved. This
averages out to a cost of $880,000
per project and in addition the
recipient governments have con-
tributed an average of almost $1.2
million per project. This adds up to
a total cost for this program to date
of $590 million.

No set procedure is laid down for
administering and implementing all
the projects approved by the Gov-
erning Council. Many factors must
be considered in arriving at a deci-
sion on the method of operation in
each case. Sometimes requirements
dictate the employment of a con-
sulting engineering firm to assume
responsibility for major surveys un-
der the supervision of the executing
agency and working in close co-
operation with the recipient govern-
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ment’s appointed representative. In
other instances, the project could
be better implemented and the
necessary investigation carried out
by appointing individual experts
and forming them into a team to
report on the various conditions in
the recipient country. Occasionally

a single expert is sufficient because
he can obtain the necessary local
labour required to carry out the
investigation.

In addition to the need for ex-
perts for projects in the survey cate-
gory, there is, of course, opportunity
for consultants as well with the tech-

Executing Agencies for UN Special Fund

The following United Nations agencies act as executing agencies for United Nations Special
Fund projects. Attached are examples of the types of project administered by each.

United Nations (UN)
United Nations Building
New York City, New York

groundwater investigation

pilot mineral survey
technological research institute
survey rock salt deposits
hydraulic development

institute of public administration

International Labour Organization (ILO)
154, rue de Lausanne
Geneva, Switzerland

management development and training of
specialists

small industry service institute

instructor and foreman training centre
national productivity centre

regional labour institutes

Food and Agriculture Organization of the
United Nations (FAQ)

Viale delle Terme di Caracalla
Rome, Italy

survey of land and water resources

study of nutritional diseases and deficiencies
in cattle

forestry and watershed management training
institute

study of land reclamation
agricultural training

survey of river basins

forest research institute
fisheries development institute
so0il survey

United Nations Educational, Scientific and
Culturai Organization (UNESCO)

UNESCO House
9 Place de Fontenoy
Paris, France

petroleum institute

secondary teacher training institute
faculty of engineering

industrial university

central scientific instruments organization

international institute of seismology and
earthquake engineering
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World Health Organization (WHOQ)
Palais des Nations
Geneva, Switzerland

institute of occupational health and air pol-
lution research

preparation of master plan for water supply
and sewerage

central public health engineering institute
survey of water supply resources for large
cities

International Bank for Reconstruction and
Development (IBRD or World Bank)

1818 H Street

Washington, D.C.

power and irrigation studies
transportation studies

survey of hydroelectric resources
improvement of oil-handling facilities
survey of coal deposits

iron ore transport survey

study of port siltation and feasibility

International Civil Aviation Organization
(ICAO)

International Aviation Building

1080 University Street

Montreal, Quebec

national aeronautical laboratory

civil aviation safety centre

international civil aviation training centre
meteorology training centre

International Telecommunication Union
(ITU)

Palais Wilson

Geneva, Switzerland

training and research centre for telecom-
munications and electronics
institute of radio and telecommunications

World Meteorological Organization (WMO)
41 Avenue Giuseppe Motta
Geneva, Switzerland

meteorological and hydrological services
hydronetric and hydrometerological stations

International Atomic Energy Agency (IAEA)
Karntnerring 11-13
Vienna 1, Austria

nuclear research and training in agriculture
pre-investment study on power, including
nuclear power

nical ability to establish training
schools and university faculties.
Within this field, there is also op-
portunity for manufacturers to pro-
vide the equipment required for
laboratories and training centres.
(Canadian firms should not over-
look the fact that in addition to the
UN Special Fund projects for which
the various agencies assume ad-
ministrative responsibility, there is
also a separate fund for establish-
ment of similar-type projects in
countries throughout the world.)

Registering Interest

Through the facilities of the De-
partment of Trade and Commerce
every endeavour is made to alert
Canadian firms to opportunities
within the UN Special Fund pro-
gram. The direct responsibility for
the distribution of information rests
with the Engineering and Equip-
ment Division of the Commodities
Branch and the Trade Commis-
sioners in our New York office.
The procedure which has been fol-
lowed in recent years is as follows.
A complete set of the Managing
Director’s recommendations for the
projects to be submitted to the
Governing Council are received by
the Department in Ottawa approxi-
mately one month before the
scheduled meetings of the Council.
A resumé of these projects is then
prepared and distributed to all firms
in Canada which have expressed
interest in foreign work and in the
UN Special Fund operations in
particular. This resumé includes
directions on the procedure to be
followed in obtaining copies of the
complete recommendations on a
project; these are only available
for distribution after approval by
the Governing Council.

Any firm interested in having its
name placed on the distribution list
to receive a resumé of these projects
should advise the Chief, Engineer-
ing and Equipment Division, De-
partment of Trade and Commerce,
Ottawa. He would be pleased to
discuss with any individual or firm
the best method of approach in
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offering its facilities to the various
executing agencies.

In general, however, the follow-
ing steps are recommended for
registering your interest in partici-
pating in specific projects.

1. After receipt and study of the
resumé of the Special Fund proj-
ects, write at once to B. I. Rankin,
Deputy Consul General (Commer-
cial), Canadian Consulate General,
680 Fifth Avenue, New York City
19, New York, listing the projects
on which you require additional
information. (Copies of the Manag-
ing Director’s recommendations are
made available by the United Na-
tions only after they have been ap-
proved by the Governing Council.)

2. Advise the Trade Commissioner
in the country concerned and the

Trade Commissioner responsible for
direct liaison with the executing
agency that will administer the proj-
ect immediately of your interest. If
your firm is not already registered
with the agency, comp.ete details of
your past experience and area of
interest also should be forwarded to
the Trade Commissioners for on-
ward transmission to the respon-
sible authority in the country
concerned and to the executing
agency when Governing Council
approval has been granted. (Until
the Governing Council has ap-
proved all projects, officials of the
United Nations Special Fund and
the executing agencies are not in
a position to discuss any project
with interested firms.)

3. When you receive copies of the
Managing Director’s recommenda-

tions from our New York office,
you will know that the project has
been approved by the Governing
Council. It will then be in order for
you to make a direct approach both
to the executing agency and to the
responsible authority in the country
concerned. The Trade Commis-
sioners with whom you will have
been in contact will be able to pro-
vide you with the names and ad-
dresses of the responsible officials.

4. In order that officers of the De-
partment in Ottawa and the Trade
Commissioners abroad can help you
as much as possible, you should
provide them with copies of all your
correspondence about the project.

—R. C. WALLACE,
Chief, Engineering and Equipment
Division.

UNESCO: Two Types of Opportunities

For its own needs, UNESCO purchases goods worth some $2 mil-
lion a year. It also serves as executing agency for UN Special Fund
projects in its field. Getting business in these two areas therefore
calls for two different approaches, outlined here.

THE United Nations Educational,
Scientific and Cultural Organization
(UNESCO) offers business oppor-
tunities to Canadian firms in two
ways. First, it operates a large pur-
chasing program for meeting its own
requirements and second, it acts
as executing agency in certain fields
for projects financed under the UN
Special Fund.

In 1961, the budget for pur-
chases for UNESCO’s own needs
totalled $1 million. It rose to $1.5
million last year and in 1963 is
expected to reach over $2 million.

Although these UNESCO pur-
chases are made up of thousands of
orders (over 2,000 last year), some
single orders may be worth $50,000
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or over. Among the products on
which it solicits bids are office fur-
niture, stationery, and office repro-
duction machinery.

The Trade Commissioner’s office
in Paris receives copies of all
UNESCO calls for tender. It passes
this information on to the De-
partment in Ottawa, and the
Department arranges for bids from
Canadian firms. Companies inter-
ested should send their bids directly
to the Chief, Field Equipment Pur-
chases, UNESCO, Paris, France.

As Executing Agency

UNESCO is also one of the
several agencies that execute pro-
jects approved and financed by the

UN Special Fund. (See article on
page 9.) From May 1959 to
March 1963, UNESCO carried
major responsibility for the recruit-
ment of staff and the procurement
of equipment and services for 48
UN Special Fund projects in its
particular field. (The types of proj-
ects that UNESCO administers are
set out on page 12; in general, these
have as their main objectives educa-
tion and training. UNESCO also
contributes to the establishment of
applied research institutes.)

The following examples of eco-
nomic development projects exe-
cuted by UNESCO on behalf of the
Special Fund last year will suggest
the types of opportunities that these
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projects offer to interested Canadian
firms.

JAPAN: a project aiming at the
establishment of an institute to train
scientists and engineers in the pre-
vention of earthquake damage and
in the field of seismology and earth-
quake engineering.

TUNISIA: special training of en-
gineers and technicians in irrigation
with saline water of various concen-
trations and investigation of systems
of managing irrigation and draining,

UGANDA: expansion of facilities
at the Kampala Technical Institute
in order to train more technicians.

TURKEY:: establishment of schools
of engineering and architecture at
the Middle East Technical Uni-
versity in Ankara.

Canadian Participation

How can Canadian businessmen
find out about these activities? Be-
cause several agencies are involved
in any one project, it is advisable
for interested firms to contact ini-
tially the Engineering and Equip-
ment Division of the Department
of Trade and Commerce for general
information. If UNESCO is acting
as executing agency for a specific
project, offers of services and equip-
ment should be directed to the

Liaison Officer, Special Fund Proj-
ects, UNESCO, Place de Fontenoy,
Paris. 7e, France. The Trade Com-
missioner’s office in Paris should be
advised of the submission of a bid.

There is no doubt that Canadian
firms can supply equipment and
technical knowhow for many proj-
ects undertaken by UNESCO. Ca-
nadian survey firms, consultants and
manufacturers may find meeting the
requirements of Special Fund proj-
ects a worthwhile challenge to their
abilities.

—YVON JAURON,

Assistant Commercial Secretary,
Paris.

How to Sell to NATO and SHAPE

Contracts to supply products and services to NATO and to SHAPE
are open to international bidding. How does a Canadian company
learn about these opportunities and take advantage of them?

SOME $560 million has been allo-
cated for commonly financed NATO
programs from 1962 to 1964. Prod-
ucts and services needed under this
program are open to international
bidding, and Canadian companies
have a chance to secure substantial
contracts. Yet up to now, very few
of them have seized the opportunity
to investigate this potential market.
Perhaps an explanation of what the
procedures are in selling to NATO
and to SHAPE will encourage ex-
porters to go after this business.

Infrastructure Program

The NATO Common Infrastruc-
ture Program provides airfields,
communications and radar facilities,
naval bases, petroleum pipelines
and storage facilities, war head-
quarters and military training instal-
lations for the use of military forces
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committed to NATO—all jointly
financed.

The formulation of the infrastruc-
ture program is a co-operative effort
of the international military authori-
ties (Supreme Headquarters Allied
Powers Europe, and Supreme Allied
Command Atlantic), the host coun-
try (where projects will be located)
and the international staff of NATO.
Each year’s program is called a
Slice. Slice I covered the program
in 1950 and Slice XIV covers the
program for 1963. Until recently,
much of the infrastructure budget
was devoted to civil engineering
projects, including 170 airfields and
the installation of over 5,600 miles
of pipeline and 27,000 miles of
signal networks.

The breakdown of expenditures
up to 1961 provides a detailed pic-
ture of work undertaken:

Millions of
dollars
Airfields 920
Communication equipment 434
Fuel supply systems 378
Naval facilities 241
Missile sites 184
Radar warning installations 74
Special ammunition sites 68
Miscellaneous 146

Infrastructure requirements with-
in NATO are changing and new
projects include special ammunition
storage facilities, sites for missile
systems, an adequate system for air
defence ground environment, and
new and improved communication
and navigation devices. Future in-
frastructure projects will include
extension of the pipeline system,
additional naval bases, and various
training facilities.

How Bidding Proceeds

Proposed projects are screened to
ascertain whether they are essential
to NATO and whether they serve
the whole complex and not just one
or two countries.
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Once an infrastructure project
has been approved and construction
estimates are cleared, the host coun-
try invites firms in all NATO mem-
ber countries to bid for the contract.
The host country issues an offi-
cial notice of its intention to call
for International Competitive Bids
(ICB) and for the listing of firms
considered qualified by any NATO
country to receive the opportunity
to bid, This document is either for-
warded by the Ministry in the host
country to the Canadian Trade
Commissioner stationed there or is
sent to the host country infrastruc-
ture delegate at NATO head-
quarters, Paris, for distribution to
other NATO delegates. In the first
instance, the documents are sent to
Canada by the Trade Commissioner
in the host country and in the
second, the documents are sent to
Canada by the Trade Commissioner
in Paris.

Copies of the intention to call for
bids are sent direct to the Overseas
Requirement Division of the De-
partment of Defence Production
Canadian Commercial Corporation
and the Commodities Branch of the
Department of Trade and Com-
merce, The Overseas Requirement
Division of DDP CCC and the
Commodities Branch, Department
of Trade and Commerce, Ottawa,
work closely together in the selec-
tion of a list of suitable and quali-
fied firms to be approached by the
Overseas Requirement Division,
DDP CCC to find out if they wish
to be included in the eligible list.

The Overseas Requirement Divi-
sion is responsible for the submis-
sion of the final list of eligible firms
in accordance with the instructions
issued by the host country in the
call for listing. It is also responsible
for keeping the Canadian Trade
Commissioner in the host country
and the Commodities Branch of
Trade and Commerce advised of
the action taken. The final list sub-
mitted by the Overseas Require-
ment Division will include a certifi-
cate of eligibility for each firm
named and an eligible list of inter-
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ested firms, The certificate of
eligibility includes a guarantee by
the Canadian Government of the
financial and technical capabilities
of the companies and a certificate of
military security classification.

The government of the host coun-
try forwards detailed specifications
to the Canadian companies on the
eligibility list, indicating the date by
which the bids must be submitted.
These specifications may be mailed
direct if a contract is unclassified or
will be sent by diplomatic bag if
a contract is classified. Infrastruc-
ture rules require that contracts be
awarded by the government of the
host country to the lowest eligible
bidder who meets the specifications.

Canadian companies interested in
infrastructure projects must always
keep in mind that there is no
similarity between NATO infra-
structure and the Defence Pro-
duction Sharing arrangement that
Canada enjoys with the United
States.

SHAPE Requirements

Supreme Headquarters Allied
Powers Europe (SHAPE) in Paris
issues a number of tenders each
year, These tenders are divided into
two sections: one covers technical
procurements and the other general
supplies ranging from pencils to
automobiles. A source list of Cana-
dian producers is maintained at
SHAPE and tenders are sent di-
rectly to Canadian companies. Ex-
tra copies of tenders go to the
Commodities Branch of the Depart-
ment for distribution to potential
suppliers whom SHAPE purchasing
authorities may have missed. Cana-
dian companies wishing to have
their names listed as suppliers with
SHAPE should inform the Com-
modities Branch of the Department
of Trade and Commerce of their
interest. The Branch will then send
them the application form to be
filled in and submitted by the De-
partment to SHAPE. Several Cana-
dian companies have been success-
ful in supplying SHAPE with tech-
nical requirements, including single

side-band communication and tro-
posperic links.

Maintenance Supply Services

This agency was established in
1958 to provide a system of
centralized supply management.
NMSSA initially selected five air-
craft, 17 Army vehicles and two
missile systems for supply manage-
ment. Although Canada is not a
member of NMSSA, Canadian com-
panies are eligible to bid on equal
terms with member nations for
specific systems: the NATO For-
ward Scatter System (ACE HIGH)
and the Early Warning Radar Sys-
tem. Canadian firms are on occa-
sion invited to bid on other NMSSA
projects when they are the sole
sources of supply or when, in
NMSSA'’s view, they enjoy substan-
tial competitive advantages. Cana-
dian firms interested in supplying
NMSSA should contact the Over-
seas Requirement Division of the
Department of Defence Production/
Canadian Commercial Corporation.

Canadian equipment and know-
how are respected in Europe and
an active and well-thought-out pro-
motion campaign could bring Cana-
dian companies substantial returns.
North American manufacturers gen-
erally can meet tighter delivery
schedules than their European
counterparts. The Paris office, in
co-operation with other Canadian
Government officials and the other
Canadian Trade Commissioner posts
in Europe, is ready to give you ac-
tive support in obtaining contracts.

—DOUGLAS BRANION,

Assistant Commercial Secretary,
Paris.

Picture Credits

Page two, Richard Harrington; p. 6,
Montreal Engineering; p. 8, C. C. Hus-
ton & Associates; p. 16, Bob Acciaro;
p. 17, H. A. Simons (International) Ltd.,
Sandwell & Company; p. 20, Richard
Harrington; p. 22, Hunting Survey Corp.;
p. 25, Overseas Develorments (Canada)
Ltd.; p. 27, Richard Harrington; p. 30,
Empresas Eléctricas Associadas, Lima.
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ECIC Offers Long-Term Export Financing

Canadian exporters of capital goods can now meet credit competi-
tion from foreign suppliers, thanks to new ECIC financing facilities.
What types of transactions are eligible for this support? Are Cana-
dian companies taking full advantage of this export aid P

NEARLY three years ago the Gov-
ernment announced that new export
financing facilities were being estab-
lished. It was stated that the Gov-
ernment would henceforth be giving
support to the financing of capital
goods exports involving credit terms
of over five years. These new facili-
ties were provided to enable Cana-
dian exporters in this field to meet
credit competition from foreign sup-
pliers. It remained for these ex-
porters to be competitive and to
find credit-worthy buyers.

Many Agreements Signed

The Export Credits Insurance
Corporation was charged with the
responsibility of administering the
long-term export financing facilities
under the authority of Section 21A
of the Export Credits Insurance
Act. The first financing agreement
was signed on August 8, 1961.
Since that date and up to August
31, 1963, a total of 15 financing
agreements covering transactions to
a total value of $127.7 million in
seven countries have been signed.
Firm commitments have been given
by the Export Credits Insurance
Corporation and are outstanding
covering seven additional transac-
tions to a value of $28 million and
agreements for these are expected
to be signed in the next few months.
In addition, preliminary commit-
ments have been made on other
business under negotiation to a
value of $56.5 million. Of total
available resources of $300 million
under the Act, $212.2 million has
been committed in support of export
transactions.

This summary of experience un-
der the long-term financing arrange-
ments indicates the success of the
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This diesel electric locomotive is the first
of 80 to be completed for the National
Railways of Mexico by Montreal Loco-
motive Works and its sub-suppliers. The
$16.1 million order was obtained last
January with the assistance of ECIC’s
long-term financing facilities.

program. But although some com-
panies have obtained major foreign
business as a result, more Canadian
firms could exploit the new oppor-
tunity for export trade promotion.
Perhaps some producers of capital
equipment are failing to take ad-
vantage of the program because
they are not sufficiently well in-
formed on the export financing
facilities. This article is directed
principally to them.

Criteria for Eligibility

The guiding rules, or criteria, that
determine the eligibility of trans-
actions for long-term export financ-
ing are listed in the booklet entitled
Export Credits Insurance Corpora-

tion—What It Is and How It Opera-
ates, and in the folder bearing the
title Government Export Financing.
These criteria are repeated below
with a brief explanation of the way
in which they are interpreted in
relation to applications for financing.

1. Only capital goods of a sophisti-
cated nature are eligible. Generally
speaking, this means the type of
producers’ equipment required for
major projects such as power plants,
paper mills, oil refineries, ore
smelters, telecommunications sys-
tems, or projects of a similar
nature. Heavy capital equipment
not required for specific projects,
such as diesel electric locomotives,
also qualifies. Although feasibility
studies, resources surveys, and pre-
engineering do not qualify for long-
term financing, project engineering
associated with the sale of a sub-
stantial amount of Canadian capital
equipment may be covered with the
equipment under long-term financ-
ing.

2. Long-term financing is available
for export transactions of substan-
tial value. In practice this means
that ECIC generally will consider
applications covering the export of
Canadian equipment and related
services only when $2 million or
more is involved.

3. The transactions proposed must
be with foreign buyers who have a
satisfactory credit standing in credit-
worthy countries. In effect, this
means that ECIC must be satisfied
that the foreign buyer will be able
to meet his repayment obligations
and that the buying country is eco-
nomically and politically stable
enough to meet its foreign debt
obligations in dollars.
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' A case in point

Engineering Services, Pulp and Paper
Machinery, Chile—To help expand
the plant of South America’s biggest
pulp and paper manufacturer, Com-
pania Manufacturera de Papeles y
Cartones, S.A., in Laja, Chile. The
$5.7 million will finance cost of en-
gineering services and purchases of
equipment.

Power Systems, East Pakistan—En-
gineering services and capital equip-
ment for four power generatiom and
distribution systems to be built to
serve nine isolated towms in East
Pakistan ($6 million). This is the
first stage of a projected $15.4 million
power development.

Hydroelectric Plant, Ceylon—En-
gineering services, mechanical and
electrical equipment for hydroelectric
plant in the Maskeliya Oya watershed
of Ceylon, first stage of three-stage
power project. Value, $10.8 million.

Road Graders and Spare Parts, Ar-
gentina—Sale of 100 Canadian road
graders and spare parts worth $1.85
million to provincial highway ad-
ministration in the Province of Santa
Fe, Argentina.

Long-Term Financing Made These Sales Possible

Diesel Electric Locomotives, Brazil—
Fifteen diesel locomotives for Com-
pania Vale de Rio Doce, S.A., of
Rio de Taneiro, worth $2.4 million.

Steel Rails and Accessories, Mexico—
Steel rails and accessories worth $26.9
million to be supplied to the Na-
tional Railways of Mexico.

Diesel Electric Locomotives, Mexico
—Eighty diesel electric locomotives
to be manufactured for the National
Railways of Mexico at a cost of $16.1
million.

Paper Mill Machinery, Pakistan—
Paper mill machinery worth $6.3 mil-
lion to be used in expanded newsprint
mill at Khulna, East Pakistan, de-
signed and managed by a Canadian
company.

Pulp and Paper Machinery Engineer-
ing Services, Chile—All equipment
and engineering services for a $21
million pulp and paper mill being
built near Nacimiento, Chile, by In-
dustrias Forestales, S.A., of Santiago.
Contract worth $14.2 million.

vantages to Canada but which might
be possible if long-term financing
were provided are not acceptable.
The greater the export trade promo-
tion consequences of a particular
transaction appear to be in demand
generated for raw materials, spare
parts, and subsequent orders for
equipment from the same or neigh-
bouring countries, the more attrac-
tive it becomes for long-term financ-
ing. Obviously there is a strong
preference for transactions offering
these continuing trade possibilities
on commercial credit terms not
requiring continuous commitments
of Section 21A financing,

8. The transaction must give rise to
significant employment and indus-
trial benefits in Canada. Transac-
tions that should result in increasing
diversification and Canadianization
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of industrial production receive par-
ticularly favourable consideration.

Promotion and Special Credits

Initially the long-term export
financing facilities under Section
21A were intended to be used al-
most exclusively as an instrument
for promotion of export trade in
capital equipment. This policy of
giving the maximum encouragement
and assistance to enterprising Cana-
dian exporters who seek out and
develop significant export oppor-
tunities has not become diluted over
time. Under the Canadian financing
plan, for example, the application
for credit is submitted to ECIC by
the Canadian exporter and not the
foreign borrower.

Changing international circum-
stances, however, have also led to
a growth under Section 21A of

credit commitments of a somewhat
different type. In several countries
Canada has joined a consortium of
creditor countries which jointly
pledge foreign capital assistance to
a particular newly developing coun-
try. In some, the Section 21A type
of financing comprises the whole of
the commitment and in others it
supplements our Colombo Plan con-
tribution. In all cases, long-term
export financing provides the recip-
ient country with a form of for-
eign aid but under these so-called
Special Credits extended under con-
sortium arrangements, the aid ef-
fects of Section 21A loans are given
greater prominence. Canada has to
the present made Special Credits
commitments of Section 21A financ-
ing to Greece, India, Nigeria, Pakis-
tan and Turkey.

The technique of administering
the financing facilities under Special
Credits does not differ radically
from export promotion credits, ex-
cept that the amount of financing
to be made available to the country
receiving these Special Credits is
established in advance and com-
mitted to it. The recipient country
normally selects the project for
which it desires to purchase Cana-
dian equipment and once this proj-
ect is approved by ECIC, the way
is clear for the foreign buyer to
enter into commercial negotiations
with the appropriate Canadian sup-
pliers. The course of dealing be-
tween the Canadian suppliers and
ECIC under Special Credits is
exactly the same as under export
trade promotion credits.

Conclusions from Experience

A few of the significant conclu-
sions reached by ECIC as a result
of its experience with long-term
credits are:

® That Canadian industry is much
more competitive than most people
recognized or even yet appreciate.
Numerous examples have come to
light of Canadian suppliers of
capital goods bidding for foreign
business against strong world-wide
competition and winning out on a
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straight price basis. This competi-
tiveness has sometimes influenced
United States parent companies to
permit their Canadian subsidiaries
a greater degree of freedom in ex-
port policy.

® That there are substantial export
opportunities for Canadian capital
equipment all over the world but
skill and persistence are needed in
developing them.

® That there is a demand in the
under-developed areas for all types
of financing, both hard and soft.
Notwithstanding soft loans from
other institutions (such as the
United States Agency for Inter-
national Development and the

International Development Associa-
tion), there is still an important
place for Canadian commercial
loans at 6 per cent interest under
Section 21A. This is demonstrated
by the fact that a country which
secures one credit under ECIC is
almost always anxious to receive
another.

® That Canadian manufacturers of
capital goods are capable of increas-
ing significantly the Canadian con-
tent of their products. Exporters
and their sub-suppliers have shown
both resourcefulness and efficiency
in co-operating to reduce reliance
on components traditionally im-
ported by developing Canadian
sources of supply.

The first two and a half years’
experience with the long-term ex-
port financing program under Sec-
tion 21A of the Export Credits
Insurance Act have been successful
ones. Canadian industry has re-
sponded vigorously to the challenge
of new opportunities to establish
Canadian capital equipment in
world markets. In doing so, in-
dustry has gained strength and
provided improved employment op-
portunities. The financing program
has proved its value and will con-
tinue to expand in a manner suited
to its basic objectives.

—D. C. TAYLOR, Manager,
Export Finance Division, Export
Credits Insurance Corporation.

Canada's Program f Grant Aid
to Developing Countries

The $455 million Canada devoted from 1950 to 1963 to aiding de-
veloping countries meant orders for engineering services, equipment,
raw materials and foodstuffs placed with hundreds of Canadian
firms. Grant aid also brings long-term benefits not only to the
recipients but also to engineers and industry here.

CANADA, as one of the founding
members of the Colombo Plan in
1950, was one of the advanced
countries of the West to establish
very early a program of economic
assistance for the developing coun-
tries. Today Canadian grant aid
flows to many parts of the de-
veloping world and Canadian aid
programs are part of a broad inter-
national effort, undertaken collec-
tively by all the main industrialized
Western nations, to promote the
long-term growth of less advanced
countries.

Although Canadian bilateral grant
aid programs are designed primarily
to improve the economic and social
welfare of peoples in less fortunate
countries, they also benefit the Ca-
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nadian economy both directly and
indirectly. This point is not always
recognized or understood. Some
persons believe that aid programs
consist of gifts of Canadian dollars
abroad, placing strains on the bal-
ance-of-payments position and in-
volving no advantages to Canadian
industry. In fact, the carrying out of
these programs demands the par-
ticipation of various segments of
the Canadian economy and vari-
ous sections of the population and
helps to create employment and
industry.

Benefits Canadian Economy

Nearly all of the $48.5 million
which is the figure for Canadian bi-
lateral grant aid for the current

year, or of the $445 million which
was the total of bilateral assistance
appropriations before 1963, will be
or has been paid out in Canada in
the form of orders placed with
Canadian manufacturers, contracts
with Canadian consulting engineer-
ing firms, purchases from Canadian
producers of raw materials or food-
stuffs, salaries to Canadian person-
nel abroad, or allowances to over-
seas personnel temporarily in Can-
ada. It is impossible to estimate how
many Canadian manufacturers have
benefited but the number is large.
It has been calculated, for example,
that for a single Canadian aid proj-
ect undertaken in South India, the
Kundah hydroelectric dam, com-
ponent parts and materials have
been purchased from some 300 dif-
ferent Canadian suppliers.

In other ways as well, the aid pro-
grams bring benefits, Through the
introduction of Canadian products
and services into overseas markets,
local buyers become familiar with
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some of the things Canada can
offer. This has sometimes led to
commercial orders outside the aid
programs. For example, nearly 40
Canadian firms providing engineer-
ing services of one type or another
have received aid contracts. A large
number of these have so impressed
local authorities with their abilities
that they have been offered other
contracts in the country. Moreover,
overseas markets are highly com-
petitive today and experience counts
for much. Any firm with experience
in the developing areas abroad
stands a better chance of competing
for contracts awarded and financed
by these countries from their own
resources or through loans from
international organizations such as
the World Bank.

In the long run, it must also be
kept in mind that Canada is a trad-
ing nation and that Canadian pros-
perity, more than that of many other
nations, depends on a healthy world
trading community. In this sense,
therefore, it is in the Canadian
interest to join with other indus-
trially advanced nations of the West
in seeking, through a common aid
effort, to help the newly developing
countries to expand their economies
more rapidly and achieve higher
standards of living. The more
quickly they attain the stage of self-
sustaining growth, the greater will
be their import capacity; the sooner
they become self-supporting mem-
bers of an enlarged world trading
community, the broader will be the
scope for Canadian export sales.

Bilateral Aid Programs

Canada’s participation in this in-
ternational assistance effort has
consisted to date mainly of its bi-
lateral aid programs. The oldest and
largest of these programs is the
Colombo Plan for South and South-
east Asia, under which Canada has
since 1951 contributed some $423
million. Most of this has gone to
assist development in our fellow
Commonwealth countries of India,
Pakistan, Ceylon and Malaya. But
Canadian aid has not been limited
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to South and Southeast Asia and in
recent years new programs have
been introduced. In 1958, when the
West Indies Federation was being
formed, Canada introduced a $10
million, five-year program for the
area. This is being continued as a
Commonwealth Caribbean Program
for the former units of the Federa-
tion and for British Guiana and
British Honduras at a level of $2.1
million in 1963-64.

By the end of the last decade the
tide of African national inde-
pendence movements was running
strongly and a program called
SCAAP—the Special Common-
wealth Africa Aid Program—was
launched as a Commonwealth ini-
tiative. Canada agreed to contribute
$10.5 million. over a three-year
period commencing in 1961; the
main recipients of Canadian aid
have been Nigeria, Ghana, Sierra
Leone, Tanganyika, Uganda and
Kenya. At about the same time
Canada also introduced a program
of educational assistance to the
independent French-speaking states

its Colombo Plan aid to India. It was completed five years ago.

of Africa at an annual level of
$300,000.

Two other programs complete
the present roster—the Common-
wealth Technical Assistance Pro-
gram under which small amounts
are made available for other Com-
monwealth territories, and the Com-
monwealth Scholarship Plan under
which scholarships are provided for
up to 250 Commonwealth students
to study in Canada each year.

Basic Principles of Grant Aid

This brief account of the above
programs shows that they are re-
stricted to certain areas of the
world and that funds are limited in
each. Monies appropriated by
Parliament for the Colombo Plan,
for example, cannot be used in
Africa or vice versa. They are all,
however, based on and operated on
certain common principles.

® They are all grant aid programs
and assistance provided under them
imposes no debt charges on re-
cipients.
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® They are all bilateral programs
(in contrast to Canadian contribu-
tions to the multilateral programs
of the United Nations) and arrange-
ments for the use of funds are
worked out directly between the
Canadian Government and the re-
cipient government.

® Funds under each program are
used to provide only Canadian
goods and services in a manner
mutually agreed upon between Can-
ada and the receiving country.

Commodity and Capital
Programs

The main types of goods and
services provided by Canada are
summarized in Table I. It shows
that capital project assistance—
which includes the construction of
power stations, transmission lines
and industrial plants, the supply of
machinery and equipment, and the
carrying out of surveys and feasi-

TABLE I

ALLOCATION OF $445 MILLION UN-
DER BILATERAL GRANT AID PRO-
GRAMS 1950 TO MARCH 31, 1963

Type of
Assistance Per cent

Construction

Power plants—transmission

lines 27.19

Industrial and research plants 5.55

Roads—bridges—harbours .58
Equipment

Locomotives—road transport 7.22

Aircraft—water vessels 1.72

Agriculture—forestry .33

Fisheries—ports 1.11

Telecommunications—electronics .32

Miscellaneous .02
Surveys

Ground—aerial 2.52
Institutions

Schools—workshops 1.0t

Hospitals—Ilaboratories .22
Commodities

Wheat—flour 18.36

Metals—asbestos 19.32

Fertilizers—pesticides 4.53

Pulp—paper—railway ties 3.44

Miscellaneous .03
Technical Assistance 4.41
Unallocated to specific projects 2.12
Total 100.00
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bility studies—accounts for nearly
half of Canadian aid expenditures.
Commodity assistance, or the sup-
ply of raw materials and foodstufis,
makes up only a slightly smaller
proportion of the total effort and
technical assistance, which includes
the cost of sending individual Ca-
nadian teachers or advisers abroad
and the bringing of students to
Canada, accounts for less than 5
per cent.

These proportions, however, are
not similar in individual programs.
Commodity assistance, for example,
has been concentrated on the more
advanced Colombo Plan countries.
Countries such as India and Pakis-
tan have already achieved a certain
degree of industrial development
and urgently require foreign raw
materials to feed existing industry
as well as project assistance to cre-
ate new industry. The African
countries, on the other hand, have
not yet generally reached this stage
of development and their urgent
need is for technical assistance, in-
cluding educational, to help them
create a pool of skilled manpower
without which industrial develop-
ment is impossible. Technical assis-
tance, therefore, has formed a much
higher proportion (about 60 per
cent) of the Canadian aid effort in
Africa and the capital assistance
provided has been limited chiefly to
building schools or carrying out
basic surveys of resources.

How Aid Is Channelled

In brief, an attempt is made in
the administration of Canadian
grant aid programs to ensure that
the type of assistance we provide
is the type the recipient countries
need. Several techniques or proced-
ures are employed for this purpose.
In the first place, Canada relies on
the recipient governments to estab-
lish their own priorities of how they
wish available funds to be used and
Canada acts only in response to
specific requests from them.

The External Aid Office does,
however, examine carefully any re-
quests submitted to it. Many of the

developing countries have prepared
long-term development plans that
have the approval of international
economic experts, such as those in
the World Bank. By examining re-
quests for aid against this back-
ground of approved development
plans, and by joining with repre-
sentatives of other donor countries
in international consortia to ex-
amine the aid requirements of de-
veloping countries, Canada is in a
better position to ensure that its
own contribution is being chan-
nelled as effectively as possible.

The External Aid Office also
applies other criteria in examining
requests for assistance. It is ob-
viously in the interests of both Can-
ada and the recipients to ensure
that the maximum value is obtained
from each aid dollar. Moreover, a
request for an aid project will not
normally be approved unless the
asking government is itself pre-
pared to contribute to the project.
The development of any recipient
country must be largely a self-help
process if it is to be effective. Aid
projects are therefore usually under-
taken jointly, with Canada supply-
ing equipment, materials and skilled
personnel and the recipient country
supplying at its expense all neces-
sary local materials and personnel
who can be trained both to help
build the projects and later to oper-
ate them.

Although this review emphasizes
the economic aspects of Canadian
bilateral aid, both in relation to the
administration of the programs and
their benefits to Canada, there are
important social, political and inter-
national factors that also influence
the direction and content of Cana-
dian aid. Nevertheless, whatever
these influences may be, Canadian
bilateral grant aid programs will un-
doubtedly continue to provide an
opportunity for Canadian business
organizations, producers and indi-
viduals to participate in the vital
task of assisting the developing
countries.

External Aid Office, Ottawa.
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One of the big contracts in which Hunting played a part was a survey for the
Mekong River project financed by the Colombo Plan and. AID funds. It called for
precise levelling over 1,600 miles from the sea to the Burma border; here a ground
control party is taking levels on the bank of a stream in northern Laos.

Hunting Surveys the World

This 17-year-old Toronto firm has carried out natural resources
surveys on every continent; worked in 31 different countries at one
time. In an interview its president discussed the problems of com-
peting for and executing contracts—and how to minimize these.

“YOU have to be able to do the
job technically, but you also have
to be able to sell it.” Douglas N.
Kendall, president of Hunting Sur-
vey Corporation, Toronto, natural
resources engineers, puts neatly the
dual problem that confronts the
engineering firm in research of for-
eign contracts—finding out where
projects are planned and then con-
vincing potential clients that you
have the qualifications to carry them
out,
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Hunting Survey Corp. was estab-
lished in Canada, under Kendall’s
direction, in 1946 and immediately
he began looking for assignments
both at home and abroad. Before
the year was out he had won a
$200,000 contract from Interna-
tional Petroleum to explore for oil
in Colombia, working through the
IP office in Toronto. In 1947 Hunt-
ing was chosen to undertake a
geological investigation, also for oil,
in Venezuela, Today a steady 50

per cent of the firm’s business comes
to it from foreign clients; about
half represents contracts under vari-
ous foreign aid schemes and half
are for private enterprise. In one
recent twelve-month period, Hunt-
ing was working in 31 different
countries, and it makes the claim
that it is the only commercial com-
pany to have done jobs on every
continent, including Antarctica. In
August, when I interviewed Mr.
Kendall, his firm was engaged in
projects in the United States, Green-
land, Argentina, Chile, Nicaragua,
Italy, Thailand, Timor, Somalia,
and Uganda, and had about 100 of
a staff of over 700 (150 profes-
sionals) working outside Canada.

Man on the Spot

Selling Hunting’s services
throughout the world, mainly by go-
ing where the business is, makes up
a big part of the president’s job.
For many years he spent about 70
per cent of his time on the road
(or, more literally, up in the air).
His associates tell with some amuse-
ment and a bit of awe about the
time he got off a plane from Lon-
don at Malton, was met by some
of his colleagues and apprised of a
problem, climbed on another plane,
and was off to Europe again.

Kendall emphasizes the amount
of time and money that engineering
firms must spend in following up
leads—and adds that this means
only the bigger jobs are worth going
after. He also makes clear that it’s
the man on the spot who gets the
business—and produces a classic
example. His firm won a contract
for a big minerals survey for six
oil companies in Bolivia. Why? Be-
cause on the crucial day when the
contract was to be awarded he had
a man posted in the head office of
each of the six. This meant one
man in The Hague, one in London,
one in Havana, and one in each of
three U.S. cities.

Occasionally business results
from merely knocking on doors—
provided that they are the right
doors, The Venezuela contract of
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1947 was obtained because Kendall
called on the oil companies down
there, purely on spec.

Get There Early

Canadians must not only be on
the spot to get contracts but they
must be there in the early stages
of developing a project. Capital
projects normally go through five
phases: feasibility survey, engineer-
ing and design, construction, equip-
ping, and management. Canadians
must normally be in on the feasi-
bility and engineering and design
stages if they are to share fully in
the resulting business. And usually
it is not only the consulting en-
gineers who benefit. Take Chile, for
example. Hunting undertook a sur-
vey of its forest resources and
demonstrated Canadian abilities.
Sandwell and Company of Van-
couver then designed a pulp and
paper mill and a Canadian manu-
facturer supplied the equipment for
it. Often a Canadian firm that has
worked on a project is retained to
manage it for a period or as a con-
sultant, so the benefits continue.

It is Kendall’s experience (and
that of other engineers as well)
that Canadians succeed best in fields
in which they have acquired an in-
ternational reputation. Good ex-
amples are forestry (as in Chile,
mentioned above), the development
of hydroelectric power, mineral
prospecting, and work in the North.
The assignment in Antarctica, for
example—a geodetic and mapping
survey for the British Government
—came to it because its British
associate knew Hunting had the
right type of aircraft and crews ex-
perienced in flying in the North.
(According to the president, the
most difficult assignment the firm
has taken on was prospecting for
minerals in Bolivia, where sur-
vey aircraft had to be operated at
the high altitudes of the Bolivian
plateau.)

Local Associations Useful

Like other Canadian engineering
firms, Hunting has discovered the

OcCTOBER 19, 1963

practical value when working in for-
eign countries of tying in with a
local firm, possibly by acquiring an
interest in it. These arrangements
prove useful not only in carrying
out a contract but in obtaining it
in the first place. Hunting is able to
supplement the local firm’s re-
sources by providing more sophisti-
cated equipment, highly trained
personnel, and sometimes addi-
tional capital. Thus bolstered, the
foreign company can take on con-
tracts clearly beyond its unaided
capacity and its Canadian associate
benefits also. Occasionally, when
the volume of business in a country
warrants it, Hunting opens an office
there—in New York, for example.
It also employs permanent staff
(nationals) in Bolivia, Peru, Chile,
and Argentina.

Kendall does not favour entering
into a permanent consortium with
other Canadian and foreign firms
for undertaking work overseas. He
does see some merit in the forming
of an ad hoc consortium to handle
a particular project—for example,
a temporary arrangement as the
need arises with a construction firm
and an equipment supplier.

Meeting Competition

Competition for foreign contracts
in the resources survey field comes
principally from the United States,
Germany, Britain, France, Italy
and Japan. Canadian firms have
certain advantages in this competi-
tive struggle. One (already men-
tioned) is their wealth of experience
in hydroelectric, mining and forestry
surveys. Another is their ability to
operate effectively under field con-
ditions and push ahead with the job
quicker and with less “fuss and
feathers” than anyone else. Just as
vital is the talent Canadian en-
gineers show for getting along with
native peoples without adopting the
paternal approach. As for costs, it
is Kendall’s opinion that his firm is
competitive because Canadians can
turn out in an hour more productive
work than most. This cost factor
sometimes brings the firm subcon-

tracts from engineers in other coun-
tries.

On-Site Problems

Executing an overseas assignment
technically, Kendall finds, is usually
the easiest part of it; the problems
arise in other areas. There’s the
thorny one, already discussed, of
finding out about opportunities in
the first place. Actually getting
started on the job can be time-con-
suming and frustrating. Imported
equipment has to be cleared through
Customs, foreign personnel have to
be cleared for work in the country,
local labour must be recruited and
necessary licences obtained. Often
Canadian engineers sit in a hotel
and fume while the red tape is
slowly unwound. If this process
takes too long, the company may
lose a whole operating season in
the field and costs will mount. For
this reason, Hunting finds it advis-
able to guard in the contract against
delays that are not its fault. It’s
equally important before signing a
contract to look into the matter of
foreign taxes, except when under-
taking projects financed by foreign
aid, which are tax-exempt. The con-
tract should also provide penalties
if payment is not forthcoming by
an agreed date.

Are personnel problems particu-
larly difficult on a foreign job? Not
if you choose your people carefully
in the first instance, says the Hunt-
ing president, who considers the
ability to get along with nationals in
the country in which the engineer is
working even more important than
his technical qualifications. On most
jobs, large numbers of local workers
are employed and some of them
must be trained to take over when
the foreign firm has finished its
work. This creation of skilled per-
sonnel is possibly one of the most
vital contributions that Canadian
engineers can make to the advance-
ment of the less developed coun-
tries. One problem that sometimes
crops up is the stress that these
countries put on purely academic
qualifications when it comes to
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choosing project managers, rather
than on the ability to cope with
on-site difficulties. A client once re-
fused to accept Hunting’s recom-
mendation for manager and insisted
on having a major academic
“name”. The result was complete
chaos until he was replaced by the
firm’s original choice.

When a foreign assignment lasts
longer than six months, Canadian
engineers are accompanied by their
families who live with them on
location. About 60 Canadians, for
example, went to Pakistan when
Hunting was carrying out a geologi-
cal and land-use survey there. Ken-
dall adds that one of the most
worthwhile investments a firm can
make is in the comfort of its em-
ployees sent to a foreign country for
varying periods. As project mana-
ger he always chooses an ex-
perienced engineer and new staff
work under his supervision and
direction. Wherever possible, Hunt-
ing employees chosen for jobs
abroad speak the local language—
French, Spanish, German, etc.

Assignments Widespread

Has Hunting evolved the correct
approach to foreign work and the
proper techniques for carrying it
out? In answer, its president merely
details some of the contracts it has
successfully completed or is working
on today. One of these is the Me-
kong River survey. This survey,
needed to lay the groundwork for
the great Mekong power and irriga-
tion project, was financed by Cana-
dian Colombo Plan funds and by a
U.S. AID grant. It involved doing,
in six months, precise levelling over
1,600 miles from the sea to the
Burma border (about the same dis-
tance as from St. John’s, Newfound-
land, to Chicago). For this project,
Hunting had as many as 240 people
working on the ground at one time,
plus one aircraft. The job was so
large that it was undertaken by the
Canadian survey industry jointly
under Hunting management.

In the arid country of Somalia,
14 Hunting employees are engaged
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on a project financed by the UN
Special Fund, with the Food and
Agriculture Organization as the
executing agency. The Somalias
hope to build up a livestock indus-
try but the prerequisite is adequate
supplies of water. Hunting is doing
a four-year hydrological and agri-
cultural survey to establish water
sources.

The firm’s first overseas work
was undertaken in Latin America
and it is the site of one of its most
far-reaching surveys. Two years ago,
Chile suffered a devastating earth-
quake. The Government faced the
task of patching up the damage and
restoring people to their homes.
Hunting suggested to government
officials there that they take the
broader view, evaluate the natural
resources of the area afresh, and
resettle the displaced families
where the resources warranted. This
proposal was accepted and Hunting

is participating jointly in the survey
with three U.S. engineering firms
under the sponsorship of the Or-
ganization of American States.

Many of the projects that Hunt-
ing has undertaken are, in a sense,
self-perpetuating. A resources sur-
vey usually leads to continuing
business because the data collected
must be up-dated periodically. For-
estry data, for example, are out-
dated within ten years and some
facts and figures are only valuable
when they are obtained over a long
period—50 years for rainfall.

With new customers to seek out
and old customers to supply with
continuing service, the Hunting
firm, with seventeen years of ex-
perience behind it, looks forward
to an equally active and successful
future.

—O. MARY HILL,
Editor, “Foreign Trade”.

Power Development for Malaya

THE WORLD BANK several weeks ago
made a loan equivalent to U.S.$51.9
million to the Central Electricity Board
of Malaya. It will help to finance the
building of hydroelectric and thermal
power plants with a combined capacity
of 162,800 kilowatts and to extend trans-
mission facilities. These projects will pro-
vide power needed to keep pace with
demand and will make more efficient use
of generating capacity by interconnecting
all current transmission systems on the
western side of the country.

The cost of these projects is estimated
at the equivalent of U.S.$70 million and
the IBRD loan, representing 70 per cent
of total cost, will cover the foreign
exchange component. It is for a term of
25 years and bears interest at 5% per
cent, with amortization beginning in May
1968. CEB, a government-established
public utility, now operates a power net-
work with an installed generating capac-
ity of 210,000 kilowatts and an extensive
transmission system. To supplement its
own power supplies, CEB now brings in
power in bulk from other utility com-
panies.

The largest project undertaken by the
Board is the Cameron Highlands scheme
for developing the hydroelectric power
potential of groups of streams on the

Cameron Highlands plateau, about 100
miles north of Kuala Lumpur. Construc-
tion of the first stage of this scheme,
being financed by a Bank loan of U.S.
$28.6 million made in 1958, is well
advanced and will be completed in 1965.

The present loan will assist in financ-
ing the second stage of the Cameron
Highlands scheme—the Batang Padang
project. This project will provide two
more power plants, one at Woh and the
other at Odak, with initial capacities of
100,000 kilowatts and 2,800 kilowatts
respectively. It will also help to finance
construction of the Prai thermal power
station on the coast of Wellesley Prov-
ince in northern Malaya. The initial
capacity will be 60,000 kilowatts but
the plan is to increase this.

Transmission facilities are an impor-
tant feature of the project. They will not
only connect the new power plants with
existing facilities, but will also inter-
connect all major power plants and sup-
ply systems operated by the CEB and
other facilities on the western side of
Malaya. The interconnection will pro-
duce immediate benefits: firm generating
capacity will be increased by 45,000
kilowatts and it will be possible to use
both hydroelectric and thermal plants
to the best advantage. @
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The sketch map above gives some idea of the wide-ranging development projects going forward in one field alone, electric
power. It shows the fifty power projects throughout the world on which North American or European engineers are engaged.

Seeking Out Engineering Opportunities

A Canadian engineer takes a hard look at the problem of finding
out about engineering and construction projects overseas early
enough to assess and bid on them—without incurring heavy costs.

A NUMBER of Canadian firms
have suffered wounds in battles for
overseas engineering construction
assignments. Some firms have given
up and others have withdrawn to
search for new weapons or for
fields where the odds seem better.
Are there any lessons to be learned
from this, either for the new recruit
or for those with the determination
to see the fight through?

It is sometimes claimed that Ca-
nadians are handicapped by high
costs and by the lack of long-term
financing and of suitable govern-
ment support. And yet Canadian
engineering and construction firms
are at work in Britain, the Carib-
bean, South America, Africa, the
Far East—literally in all parts of
the world. These contracts, plus the
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standing of Canadian proposals in
other competitions, show that ap-
parently we can compete abroad.
Although we are excluded from
some projects (such as those
financed with United States aid
funds), a large and rapidly increas-
ing number of opportunities are
open to us overseas. It has been
estimated, for instance, that the
yearly value of construction in the
developing countries (excluding
Australia, Japan, and the Com-
munist sphere) amounts to some
$10 billion.

Why then have some Canadians
who attempted to enter the inter-
national field suffered disappoint-
ment? The main reason was the
expense and effort involved in get-
ting started and the slowness of

the results. The task does seem
forbidding. Most Canadians are
relative newcomers to foreign work,
while many of their competitors
from the U.S., Britain, and Western
Europe have had years or decades
of experience. They have contacts,
local knowledge and advance in-
formation not available to Cana-
dians. In addition, some have sub-
stantial resources and sizable in-
come from overseas work and thus
are able to exploit the advantages
of a head start. It is both difficult
and expensive to match their efforts
in going after overseas work.

The problem, it seems, is having
well-prepared, confident and timely
proposals submitted from Canada,
without incurring excessive costs in
the process. It is this problem which
has discouraged some and has put
others in the position of the old
lady who was hurrying to finish her
knitting before the wool ran out.
Finding and bidding on overseas
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work is expensive and time-consum-
ing. Last minute proposals, or those
with unreasonable contingencies,
have slight chance of success. At
the same time, there is little doubt
that well-prepared proposals by Ca-
nadians will result in challenging
and profitable assignments. Careful
selection and a concentration of ef-
fort on the most promising oppor-
tunities seem to be the way to
achieve results.

Choose Best Opportunities

One approach might be to limit
interest to one or two countries or
at least to a small geographic re-
gion, say Central America. Unfor-
tunately, it is questionable whether
this approach can be successful. In
all countries there are local firms
with varying degrees of competence
and resources ready to take on
work, and they will be given prefer-
ence over foreign competitors. Pro-
posals from outside the country will
only be seriously considered when
the required resources and ex-
perience are not available locally.
The number of such instances, as
a rule, is not sufficient to provide
a continuing market for Canadians
in any of the less developed coun-
tries.

The most promising approach
seems to be to look for suitable
opportunities, whether they be in
Africa, Asia, South America or
elsewhere. The interested firm
should investigate as many of these
as possible without spending too
much money, to locate the promis-
ing ones where chances are that
competition will not be overly se-
vere, that the contract will be
awarded and administered fairly,
financing and prompt payment as-
sured, and technical aspects and
working conditions favourable. On
such projects, Canadian proposals
will be well received and will stand
a good chance of success.

Selection Tools

Many tools are available in this
critical process of survey and selec-
tion. The Canadian Trade Commis-
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sioner Service is excellent and often
is not used to best advantage. All
too frequently the Trade Commis-
sioners are either left out entirely or
else asked to perform functions of
a senior company executive. No
matter how dedicated they are, they
cannot become specialists in the
problems of engineering and con-
struction. Names of firms or in-
dividuals willing to act as overseas
correspondents are easy to come
by but their help is often less than
might be expected. If they receive
no salary they will do correspond-
ingly little. To pay them well and
to train them is expensive, espe-
cially if several countries are to be
covered in this manner. Commis-
sion arrangements may lead to mis-
understandings and recriminations
and tend to produce much corre-
spondence, cabling and telephoning
on unsuitable projects. It is also
relatively easy to strike up corre-
spondence with local firms or agents
who are interested in co-operating
as partners or suppliers. They can
help considerably in preparing pro-
posals, but they normally contribute
little to the finding and evaluation
of prospects.

An increasing number of trade
papers, periodicals, and news re-
leases carry information on over-
seas engineering projects, but this
information is frequently incom-
plete, inaccurate, and not timely. It
can seldom be relied upon as more
than a starting point for further
inquiries. Economic plans and other
material published by governments
overseas are as a rule too general to
be of much assistance. Embassies,
consulates and trade commissions in
Canada can be helpful from time
to time. Because Canadian interest
is relatively new, however, foreign
representatives in this country are
not as well informed on engineering
matters as those in the United States
and Europe. International banks
and agencies have a wealth of use-
ful information at their disposal but
are reluctant to make it available.
As a matter of fact, one can
frequently learn as much about

overseas projects in Washington,
London and Paris as in the country
involved. To do this, however, re-
quires familiarity with a bewildering
array of agencies and their person-
nel.

The above comments seem to
suggest that none of the available
sources of information are practical
or reliable. In fact, although they
might individually be misleading, a
continuous and careful use of all
of them together will go a long way
towards a preliminary assessment
of existing opportunities.

Special mention should be made
of promoters and those with claims
to connections and influence abroad.
Lately Canada has become one of
their favourite targets. Most of us
have had approaches along these
lines but probably none has pro-
duced any satisfactory results. If
there are any short-cuts to obtain-
ing overseas work, these people are
certainly not one of them.

Timing Is Important

It may be tempting to conclude
at this point that it is best to wait
for public bid invitations before at-
tempting to take any other steps.
This approach, often tried, is pos-
sibly the surest way to ensure dis-
appointment. The time provided for
preparation of proposals is as a rule
barely sufficient to produce the
necessary estimates and calculations
and to collect information from
abroad. There is almost never time
to engage in correspondence, dis-
cussions, and meetings about the
desirability of submitting a pro-
posal. Unless these decisions have
been taken in advance, the result
may be either a hasty bid or a
passing-up of the opportunity.

Timing, on the whole, is one of
the most frustrating aspects of look-
ing for overseas work. It always
seems to be either too early or too
late. Some projects will not mate-
rialize for another ten years; on
others, proposals are due the day
after tomorrow in Kuala Lumpur.
Only a regular and systematic
checking of prospects over an ex-
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tended period can provide some
relief in this respect.

All preliminary investigations will
in the end leave a number of ques-
tions unanswered. Given a promis-
ing opportunity which is real, rea-
sonably immediate and suitable, will
the proposals be treated fairly? Are
there financial and legal restrictions?
Do some competitors have special
advantages? Will there be further
work involved in the future?

Personal Investigation Vital

Ultimately, someone must go
abroad to investigate. Although
travel to any part of the world is
an easy matter, the task involved
is not a simple one. The right per-
son must be found and he must be
available for long enough to do a
thorough job.

Assume, for an illustration, that
an engineering firm in Belgium were
to get interested in the Columbia
River power development on the
west coast of Canada. Someone is
sent over to look into the project.
The qualifications required of the
man chosen and the assignment fac-
ing him are formidable. He should
speak English, have the right per-
sonality, and be intimately familiar
with his own firm’s experience and
abilities. He should know about
Canada, the United States, political
problems in British Columbia, and
the relationship between the various
provincial and federal agencies in-
volved. He should be familiar with
the history of the project itself and
with related undertakings such as
the Peace River development. At
the same time, he should know
enough about Canadian engineering
practices and methods and about
probable competitors to be able to
assess whether his firm is justified
in pursuing the matter.

This illustration may appear ex-
treme. And yet it is not entirely dis-
similar from the case of some Ca-
nadians who have gone abroad.
The projects they were to look at
were often of great complexity and
scope and of exceptional impor-
tance to the local economy. Still,
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in more than one instance the visi-
tor from Canada came largely un-
prepared and for an unreasonably
short length of time. Conclusions
from such trips are likely to be
badly misleading.

Finally, what about keeping
things secret? Contrary to domestic
situations, there seems to be little
to be gained from trying to keep
information from competitors. Not
only is it impossible to keep a major
project confidential but in addition,
news travels fast and wide in the
more close-knit communities of the
developing countries. Chances are
that potential competitors both at
home and abroad will be aware of
the interest of the Canadian firm in
any event.

Sharing the Burden

The entire process of keeping
track of and investigating overseas
engineering opportunities is expen-
sive, lengthy, and demanding of the

time and talents of senior person-
nel. One solution used with great
success in Furopean countries is the
sharing of this burden among a
number of firms. In fact, not only
have highly successful groupings,
sharing their overseas interests to
varying degrees, operated for
some time from Britain, Germany,
France, Italy, Belgium, and the
Netherlands, but similar groupings
are being established in Brazil,
Mexico, Peru, and elsewhere.

There are discussions under way
in Canada about the merits of such
arrangements. It may well be that
the economies and increased effec-
tiveness resulting from such co-
operation will prove to be the way
to achieve greater Canadian par-
ticipation in development projects
overseas. The rewards, both to the
participants and to the economy as
a whole, will surely justify the
effort and risk involved.

—P. G. OPLER, P.Eng., M.E.I.C.
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Women workers on part of the great Kundah hydroelectric project in South India

homeward bound, with the containers in

which they carry small stones and mortar

on their heads perched upside down like tin hats. Kundah, begun in 1956, will be
finished about 1965; is the biggest Colombo Plan project Canada has undertaken.
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The run-off from the 15,000-foot Andean watershed is brought through a network
of 45 miles of underground tunnels to a series of stations producing electric power
for the city of Lima. The end of one of these tunnels leads to the head of these
penstocks, situated high up on the side of a barren Peruvian mountain.

Peru Plans

H droelectric Projects

Here is a summary of the Peruvian program to expand hydroelec-
tric power, with an outline of the projects, foreign participation,
stage of development, financing. Canadian companies may be able
to share in these projects if they make a determined approach.

D. J. McEACHRAN, Assistant Commercial Secretary, Lima.

HYDROELECTRIC projects that
will nearly double total generating
capacity and cost an estimated U.S.
$300 million are now under way
in Peru or in the planning stages.
Although prospects for participa-
tion by Canadian companies should
not be exaggerated, a determined
approach may, in certain instances,
uncover opportunities. This report
outlines the extent of international
participation in Peru’s electrification
and points up what other companies
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in this field have done to expand
their Peruvian business. The days of
simple sale of equipment, engineer-
ing or contracting services are over.
A much more involved relationship
between supplier and customer is
necessary which, almost without
exception, involves either long-term
financing or equity participation.

Current Power Production

Peruvian production of electricity
has until recently been among the

lowest in the world. At last count,
total generating capacity was ap-
proximately 800 megawatts (23,-
000 megawatts in Canada), pro-
duced by over a thousand individual
plants, of which the majority are
hydroelectric.  Private  industrial
plants account for approximately
two thirds of the total number of
installations and the remainder are
owned by public service companies.
Of the industrial plants, those
owned by Cerro de Pasco (140
mw.), Santa Corporation (50),
Southern Peru Mining (45) and by
various companies in Lima (40)
are the most important. Public serv-
ice companies (privately owned),
whose tariff rates are regulated by
an independent commission, pro-
duce approximately 350 mw., of
which 200 is consumed in the Lima-
Callao area. The rest of the country
is served by small facilities owned
by both government and private in-
terests. It is obvious, therefore, that
little power is available to serve
Peru’s growing needs and this ex-
plains the present far-reaching ex-
pansion plans.

Hydro Projects Stressed

Peru is well endowed with hydro
resources and the majority of new
developments are concentrated on
harnessing lakes and rivers rather
than expanding thermal installa-
tions. The existing array of small
thermal and diesel units may in fact
be replaced by hydro power as
present projects are completed.
Further, hydroelectric developments
are favoured because they contri-
bute to the greater irrigation so
necessary to Peruvian agricultural
development. Determined to lessen
its traditional dependence on raw
materials by expanding and diversi-
fying its industrial base, this country
is rapidly developing new electric
power facilities. There is scope for
Canadian companies to take part in
this rapid growth.

Developments and Prospects
The following paragraphs discuss

the projects summarized in the ac-

companying table; further details
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are available from the Commercial
Division of the Embassy in Lima.

® Empresas Eléctricas S.A.—The
Marapomacocha and Huinco de-
velopments are the core of the
expansion plans of Lima’s power
company. They involve the diver-
sion of water from the Atlantic to
the Pacific drainage basin and the
establishment of generating facilities
to harness the potential produced.
The first stage began in 1957 with
the aid of a U.S.$24 million World
Bank (IBRD) loan. The second
and final stage is due to begin when
a further loan from the Bank is ap-
proved. The total generating capac-
ity of these works (240 mw.) is
expected to be available by 1967
and will bring the company’s total
capacity to 470 mw. Linked to these
works are a U.S.$22 million expan-
sion and modernization of the
Greater Lima distribution system
and the possible construction of a
U.S.$10.4 million hydro station at
Matucana. The latter project, if
undertaken, would involve the har-
nessing of the Rimac River east of
Lima to produce an additional 60
mw. The total investment planned
by Empresas Eléctricas is approxi-
mately U.S.$90 million.

Although World Bank loans will
play an important role, a large part
of the funds will come from the Em-
presas Eléctricas itself and from new
issues of bonds and shares in Peru
and abroad. This will include the
participation of a Swiss financial
group that holds approximately 60
per cent of the Empresas stock. The
engineering firm Motor Columbus
and Brown Boveri are both mem-
bers of this group. Prospects for
participation in these projects by
Canadian companies are thus limited
by the direct connection with Motor
Columbus for consulting engineer-
ing and Brown Boveri for equip-
ment. On the construction side, the
company has established its own
local organization that undertakes
the civil works. Tenders for the
supply of ancillary electro-mechani-
cal equipment (turbines, valves,
traps, transformers, etc.) are issued
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by Motor Columbus and circulated
widely. Canadian firms that have
not yet done so might well investi-
gate prospects with this company in
Baden, Switzerland, against the time
when future tenders will be called.

® Mantaro—Preliminary work on
this vast hydroelectric project, with
a total estimated potential of some
3,000 mw., is now under way. Ex-
tensive studies have been made and
sights are set for the first stage,
estimated to cost approximately
U.S.$155 million and produce 330
mw. Total foreign costs (U.S.$85
million) are to be financed by
15-year loans from Lazard Bros.,
London, and Kreditanstalt fiir Wie-
deraufbau, (German Development
Bank), Frankfurt. The local costs
(U.S.$70 million) are to be covered
by the Peruvian Government. The
engineering studies were undertaken
by Electroconsult (Italy), and the
supply of equipment, installation
and construction work are being
undertaken by a consortium of Eng-
lish Electric (Britain), G. Wimpey
(Britain), and Siemens Schuckert-
werke (West Germany), called
Consorcio del Mantaro. Although
these companies will be able to sup-
ply a large percentage of the equip-
ment and material, there are bound
to be opportunities for suppliers of
a wide variety of complementary
electrical and mechanical equip-
ment. Tenders will be called but
because they may not be too widely
publicized, Canadian manufacturers
are urged to contact the head offices
of the companies named above, as
well as the consortium’s Peruvian
office:

Consorcio del Mantaro
2 pisco

Abancay 1176

Lima, Peru

e Pativilca—Hidrandina S.A., a
company closely associated with
Empresas Eléctricas, is expected to
undertake shortly the first stage of
the Pativilca River project, designed
to produce an initial 20 mw., 80 per
cent of which will be consumed by
the Paramonga sugar and paper

factories owned by W. R. Grace
and Company. The plans for the
financing of this project are par-
ticularly interesting and include
loans from the U.S. Agency for
International Development (AID),
W. R. Grace and Company (in part
repayable with Hidrandina shares),
and from Empresas Eléctricas. In
addition, major suppliers will be re-
quired to extend five-year terms,
local contractors will have to ac-
cept shares of Hidrandina in part
payment, and the consulting en-
gineers will withhold billing until
the project is completed. Prospects
for Canadian participation are again
limited by the fact that Hidrandina,
as a close affiliate of Empresas
Eléctricas, has direct connections
with Motor Columbus for engineer-
ing and Boveri for equipment. And,
as AID funds will be involved, pref-
erence will be given to U.S. com-
panies for the supply of related
materials, a preference that is
strengthened by the fact that W. R.
Grace is a U.S. company.

® Macchu Picchu—Currently under
construction for the Corporacién de
Reconstruccién 'y Fomento del
Cuzco (a government entity), this
project is being undertaken in three
stages, leading to a final capacity
of 120 mw. The first stage (20
mw.) was nearing completion in
July. Electricité de France was re-
tained as consulting engineers and
construction is being undertaken by
a Peruvian affiliate of Italian Edi-
son. La Turbina (Italy) and Escher-
Wyss Ogrlikon (Switzerland) are
supplying the major equipment. The
financing, arranged between the
Peruvian Banco Industrial and the
project contractors and equipment
suppliers, involves amortization of
the total cost over eight years.

e Canén del Pato—Designed to in-
crease present capacity from 50 to
100 mw., this project will satisfy the
growing needs of the Chimbote steel
mill operated by the Santa Corpora-
tion (owned 50 per cent by the
Peruvian Government and 50 per
cent by private French capital) and,
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Marcapomacocha 1, 1957-1962

Purpose: Water collection and diversion
Estimated cost: U.S.$9.5 million

Owner: Empresas Eléctricas S.A.

Funds: World Bank loan (1960) and com-
pany funds

Consultants: Motor Columbus

Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Huinco I, 1960-1964

Purpose: Hydroelectric station
Capacity: 120,000 kw.

Estimated cost: U.S.$33 million
Owner: Empresas Electricas S.A.

Funds: World Bank loan (1960) and com-
pany funds

Consultants: Motor Columbus

Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Marcapomacocha II, 1963-1965

Purpose: Expansion of Marca 1
Estimated cost: U.S.$5.65 million
Owner: Empresas Electricas S.A.

Source of funds: Proposed World Bank
loan and company funds

Consultants: Motor Columbus

Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Huinco 1II, 1964-1967
Purpose: Expansion of Huinco I
Capacity: 120,000 kw.
Estimated cost: U.S.$9.5 million
Owner: Empresas Electricas S.A.

Funds: Proposed World Bank loan and
company funds

Consultants: Motor Columbus

Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Matucana, 1964-1969

Purpose: Water diversion and hydroelectric
station

Capacity: 60,000 kw.

Peruvian Hydroelectric Projects

Estimated cost: U.S.$10.5 million

Owner: Empresas Electricas S.A.

Funds: Proposed World Bank loan and
company funds

Consultants: Motor Columbus
Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Lima Distribntion System, 1963-1967
Purpose: Expansion and modernization

Capacity: 220/60 kw.
60/10 kw.

Estimated cost: U.S.$22 million
Owner: Empresas Electricas S.A.

Funds: Proposed World Bank loan and
company funds

Consultants: Motor Columbus

Macchu Picchu

Purpose: Integrated hydro project
1960-1963: 20,000 kw.

1964-00: increase to 40,000 kw.
1975-1980: final 120,000 kw.
Estimated cost: U.S.$12 million

Owner: Government (Corporacion de Re-
construccién y Fomento del Cuzco)

Funds: Government
Consultants: Electricité de France

Principal Equipment Suppliers: La Turbina,
Italy; Escher-Wyss Oerlikon, Switzerland

Pativilca, 1963-1966

Purpose: Integrated hydro project
Capacity: 20,000 kw. increase to 40,000
Owner: Hidrandina S.A. W. R. Grace

Funds: Proposed AID loan, W. R. Grace,
suppliers credits, company funds

Consultants: Motor Columbus

Principal Equipment Suppliers:
Boveri, Switzerland

Brown

Mantaro, 1963-1969
Purpose: Integrated hydro project

Capacity: 330,000 kw. Provision for total
of 2,850,000 kw.

Estimated cost: U.S.$155 million

Owner: Government (Corporacién del Man-
taro)

Funds: Lazard Bros.—Kreditanstalt fiir
Wiederaufbau—Peruvian Government
Consultants: Electroconsult (Contractors G.
Wimpey)

Principal Equipment Suppliers:
Electric Siemens-Schuckertwerke

English

Canén del Pato, 1963-1965

Purpose: Expansion of existing facility
Capacity: 50,000 kw.

Estimated cost: U.S.$12.5 million

Owner: Santa Corporation

Funds: company funds, Ex-Im Bank, AID,
suppliers credits

Consultants: Sogei and Westinghouse Inter-
national

Principal Equipment
house International

Suppliers: Westing-

Tacna
Purpose: Proposed integrated hydro project

Capacity: 65,000 kw., provision for 250,000
kw. total

Estimated cost: U.S.$40 million
Owner: Government

Funds: Japanese Consortium via Japanese
Government

Consultants: Electric Power Development
Company

Principal Equipment Suppliers: Mitsui

Huaura

Purpose: Proposed hydro-irrigation project
Capacity: 330,000 kw.

Estimated cost: U.S.$70 million

Rural Services, 1961-1964

Purpose: 24 small hydro thermal units
Capacity: Total 87,000 kw.

Estimated cost: U.S.$8 million

Owner: Government

Funds: Le Banque de L’Union Européenne
Industrielle et Financiere de France
Consultants: La Societe Anonyme Impex de
Paris

in addition, will provide electricity
to adjacent regions. The original
consulting work was undertaken by
SOGIE (France). Internationally
called tenders were opened in 1962,
with the result that the equipment
will be supplied by Westinghouse
International; the construction work
will be undertaken by local contrac-
tors. Funds for the U.S.$12.5 mil-
lion expansion will be obtained
from AID $2.2 million, Ex-Im
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Bank $4.7 million, Santa Corpora-
tion $4.6 million, and Westinghouse
$1 million.

® Rural Services—A program,
based on the Plan de Electrificacién
Nacional del Peru (evolved primar-
ily from an Electricité de France
study undertaken in 1957), is under
way to extend electric services to
some twenty provincial areas by
means of small installations. The

capacities of the individual installa-
tions vary from 200 kw. to 4,000
kw. with a combined total of 87
mw. As a result of tenders called
in 1960, the firm La Societé
Anonyme Impex de Paris (related
to M. M. Schneider et Cie) and
its Peruvian affiliate, Impex Peruana
S.A., were selected to undertake
this project. Financing of both for-
eign (U.S.$4.6 million) and local
(U.S.$3.4 million) costs were in-
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cluded in the contract; the sources
of funds were La Banque de
L’Union Parisienne and La Banque
de L’Union Européene Industriclle
et Financiere de France. Work on
the program is well advanced, with
twelve stations nearing completion
and eight more under detailed
study.

e Tacna—A contract for the de-
velopment of an integrated hydro-
electric and irrigation project was
signed in 1962 between the Peru-
vian Government, the Government
of Japan and a consortium of Japa-
nese firms, comprised of Mitsui
Company Limited for equipment
and material and the Electric Power
Development Company Limited
(EPDC), for consulting and super-
vision work. Under the contract,
Mitsui was to invest U.S.$36.5 mil-
lion and EPDC U.S.$3.5 million
under 17-year loans facilitated by
the Export-Import Bank of Japan
and the International Economic Co-

operative Fund, also of Japan. Diffi-
culties have arisen, however, and
the project has not yet been started.

® Huaura—This project, a pro-
posed Empresas Eléctricas develop-
ment which would be capable of
producing 330 mw. at an estimated
cost of U.S.$70 million, is con-
ceived as a possible way in which
Greater Lima’s power demands be-
yond 1969 could be filled. It is
thought that this project, when and
if tackled, would be undertaken by
an autonomous entity composed of
both state and private capital. In-
terested Canadian companies should
approach the Direccién de Indus-
trias y Electricidad, Ministerio de
Fomento y Obras Piblicas (Indus-
tries and Electricity Division, Min-
istry of Development and Public
Works) and the Empresas Eléc-
tricas Associadas S.A. in Lima.

e Pongo de Manseriche—The de-
velopment of the potential of this
area has been recommended to the

Instituto de Planificacién Peruano
as a source of power that would
stimulate the industrial growth of
the northern area of Peru. Japa-
nese, French, and German missions
have submitted to the Government
studies of the hydroelectric poten-
tial of the area. Here again, the best
approach is to the Ministry of
Development and Public Works.

International participation in this
phase of Peru’s development is
clearly well advanced and while
opportunities for Canadian com-
panies may appear restricted, they
should not be overlooked. Our ex-
perience in developing hydroelectric
facilities certainly qualifies us to
take part in this expanding and
profitable field. But experience
alone is not enough. The evident
success of European, American and
Japanese consultants, contractors
and equipment suppliers indicates
that they are providing facilities that
we are not matching. There is no
reason we cannot do so. ®

Plants and Projects

Australia

OIL REFINERIES—A $40-million oil refinery built
by Petroleum Refineries (Australia) Pty. Ltd. has been
opened at Port Stanvac, South Australia, (15 miles
south of Adelaide).

Two years in the building, the refinery has crude oil
berths to accommodate tankers of up to 100,000 tons
deadweight. It has a capacity of 42,000 barrels a day
compared with 48,500 barrels a day at the company’s
other refinery in Altona, Victoria. Petroleum Refineries
is owned 74 per cent by Mobil Oil Australia Ltd. and
26 per cent by Esso Standard Oil (Australia) Ltd.

A second refinery costing $36.5 million is to be
built at Crib Point, Victoria, by British Petroleum
Australia Ltd. BP’s second in Australia, it is expected
to be operating within two years and will process
about 1.5 million tons of crude oil in its first stage.
The Victorian State Government will spend $7.3 million
to develop port facilities for the new refinery. The
Crib Point site was chosen for its deepwater facilities
that permit oceangoing tankers of 70,000 tons to
berth.

OcTOBER 19, 1963

Refined products will be shipped from the refinery
by tanker to other eastern Australian ports. Pipelines
will be built to carry some refined products, such as
petrol, kerosene and gas, to Melbourne, 45 miles away
—Melbourne.

SULPHURIC ACID PLANT—The largest single sul-
phuric acid plant south of the equator will be built
by Imperial Chemical Industries Australia and New
Zealand Ltd. at its Yarraville, Victoria, works. The
contact-type plant will cost $3 million and will have
a capacity of 500 tons a day of concentrated sulphuric
acid and oleum. It will also generate by-products,
electric power and steam. The acid will be used in the
manufacture of fertilizer by Commonwealth Fertilisers
and Chemicals Ltd. and by other members of the
ICIANZ group and will also be sold—Melbourne.

WEATHER RADAR UNITS—The Commonwealth
Bureau of Meteorology is installing a weather radar sys-
tem at the Coffs Harbour (N.S.W.) aerodrome, as
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part of a £1 million chain of weather forecasting
stations from the Antarctic to New Guinea. A similar
unit has already been established at Mildra, Victoria,
and others will be built at Ceduna and Oodnadatta,
South Australia—Sydney.

CHEMICAL PLANT—Caustic soda, chlorine, sodium
hypochlorite, hydrochloric acid and BHC (insecticide)
will be produced at a plant to be built in Labatao,
state of Bahia. Part of the total investment of approxi-
mately Cr.$2.5 billion will be put up by West Indian
Chemicals Limited of the Bahamas, a subsidiary of
Morton Salt Co. of Chicago, in conjunction with local
chemical companies—Rio de Janeiro.

Ceylon

TELEX AVAILABLE—Colombo was linked to the
radio network of the International Telex Services on
July 1. Subscribers in Colombo will soon be able to
communicate with subscribers overseas by teleprinters
that can be installed in any office. The office of the
High Commissioner for Canada has subscribed to this
service and will be using it later in the year when land
lines are available—Colombo.

RIVER PROJECTS—The Government has authorized
the start of work on the Rs.135 million Uda Walawe
reservoir project; Rs.19 million will be released from
the funds of the Gal-Oya Development Board to meet
costs during the first year. International tenders will
be called for construction of the concrete gravity dam,
the spillway, power plants, turbine generators, river
outlets, power waterways, canal headings and other
specialized phases of the project that the Gal-Oya
Development Board will not be able to handle. The
entire project is designed to irrigate over 50,000 acres
of new paddy and 33,000 acres of high land, and to
supply hydroelectric power throughout the southern
section of the island—Colombo.

Ecuador

ECONOMIC AND ENGINEERING STUDIES—A
series of economic and engineering studies will be
undertaken in Ecuador, financed by a loan of U.S.$2
million provided under the Alliance for Progress pro-
gram. Projects to be studied include development of
transportation, irrigation, electric power, agriculture,
livestock and food processing. Industries that use
Ecuadorian raw materials and meet domestic demand
will receive particular attention. Under consideration
are products like lumber, pulp and paper, wallboard,
small appliances, agricultural implements, and molasses
and also storage silos for crops, and certain road and
port improvements that will facilitate the opening up
of underdeveloped areas—Bogota.
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Ghana

SURVEY AND MAPPING GRANT—According to
a recent report, the British Government has granted
£201,000 to the Ghana Government to cover aerial
photography, field surveying and mapping in the
country—Accra.

Hong Kong

WATERWORKS PLANNED Because of the drastic
water shortage, the Hong Kong Government has
decided to convert Plover Cove, a 2,750-acre inlet in
Tolo Harbour, into a major freshwater lake. It will
provide a storage capacity of approximately 30,000
million gallons, three times the present capacity of
Hong Kong’s reservoirs. The mud-covered bottom of
Plover Cove will be cleared so that a firm foundation
can be made on the sea-bed for the dam. This project
is not only the most costly to be carried out by the
Hong Kong Government but also ranks among the
world’s major engineering works.

When completed, the reservoir will enable water
supplies to be evened out over the year. Stage one
of the project will include an intake and pumping sta-
tion at Tai Po, tunnels and intake between Tai Po
and Sha Tin, the lower Shing Mun dam, the Lion
Rock tunnel, the first part of the treatment works at
Sha Tin, and some service reservoirs and distribution
pipelines. Construction of a dam across the inlet to
form the reservoir will be under stage two. Salt water
will be pumped out and replaced by fresh water.

Stages one and two of the scheme will cost an esti-
mated HK$500 million—Hong Kong,.

India

STEEL—Tata Iron and Steel Company Ltd. is ex-
pected to participate in India’s steel expansion program
under the Fourth Five Year Plan, beginning April
1966. The company will step up its ingot production
by one million tons; this is economically possible
within the existing plant area. The cost of the expansion
scheme is estimated at more than Rs.100 crores or
roughly Can.$220 million, half of which will be in
foreign exchange. India’s steel capacity for the Third
and Fourth Plan periods has been fixed at 10 million
and 18 million tons—Bombay.

Norway

EQUIPMENT LEASING COMPANY—The first Nor-
wegian equipment leasing company was recently formed
by five leading Norwegian insurance companies in
co-operation with Hambros Bank and the U.S. firm
Lease Plan International Inc. of New York. The com-
pany is called Norwegian Equipment Leasing Co. A/S
(Nelco) and has its headquarters in Oslo. The majority
ot the capital has been put up by the Norwegian insur-
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ance companies. Equipment or financial leasing, which
was originally developed in the United States and has
since spread to several European countries, is virtually
unknown in Norway. During an initial period of three
years, the Norwegian company will lease machinery
and equipment for periods of five, seven and ten years
—Oslo.

Spain

STEEL PLANT—A new steelworks has been opened
at the industrial town of Sestao in northern Spain by
Altos Hornos de Vizcaya. This plant (considered the
third most important in Europe) is the first in Spain
to use the new L.D. system of blowing 99.9 or 99.4
per cent oxygen, instead of the old Siemens system
of blowing air. It has two 36-ton-capacity crucibles
and will produce 360,000 tons of ingots a year. A
third crucible will be installed later on—Madrid.

SULPHITE PULP PLANT—A new 36,000-ton sul-
phite pulp mill built by the government corporation,

Instituto Nacional de Industria (INI), at Pontevedra
in northwest Spain was opened in September. The mill
can be expanded in two stages—to a capacity of
60,000 tons, and to a capacity of 100,000 tons. The
plant is using Galician pine, but it is expected that
other regional species will also be used.

Although the large Spanish demand for sulphite pulp
will take up most of the production, regular offshore
shipments have begun and will continue—Madrid.

Uruguay

ELECTRIC CO-OPERATIVES—The President of the
National Association of Electric Co-operatives of the
United States, Mr. Roy Yarbrough, has visited Uruguay
to study the possibility of electrifying rural co-opera-
tives. The extensive new program of UTE, the state
electricity and telephone organization, provides for
power for agricultural colonies and groups in the
interior of the country—Montevideo.

FOREIGN TARIFFS

HEEEE AND TRADE EGULATIONS

Japan

TARIFF QUOTAS FOR NON-FERROUS METALS
—The Japanese Ministry of Finance has announced
the tariff quotas for non-ferrous metals for the second
half of the fiscal year 1963. The tariff quotas listed
below have been in force since Oct. 1, 1963. All
quantities are in metric tons.

Silica 99,000
Gypsum 143,500
Manganese ore 245,600
Antimony ore 4,190
Antimony trisulphide 310
Mercury (in flask) 512
Mercury soot (phonetic) 200
Copper ingots 40,000
Brass or bronze ingots 100
Molybdenum ore 3,123
Nickel ingots 600
Nickel powder 72
Nickel anode for electroplating 8
Copper alloy tubes 110

Details of these tariff quotas are available from the
Asia and Middle East Division, International Trade
Relations Branch, Department of Trade and Com-
merce, Ottawa.
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Peru

TARIFF REVISIONS—Recent amendments have been
made in 35 Peruvian tariff items. For eight of these
the changes are in nomenclature only.

The specific duty has been lowered on:

aluminum hydroxide
plastic pipes from two to eight inches in diameter for agriculture
unrefillable ballpoint pencils

The specific duty has been raised on:

lard

sodium bisulphite, sulphite and metasulphite

calcium carbide

sponge rubber for furniture

glossed or satined cardboard

gummed draft paper in rolls

paper bands for strengthening packing

paper serviettes and towels

sanitary towels

nails, brads, staples, tacks, screws, bolts, rivets, washers and nuts
locks and locksets

aluminum building materials

aluminum tubing for scaffolds

plastic buoys and floats measuring 6 x 3% x % inches

Details are available from the Latin American Divi-
sion, International Trade Relations Branch, Depart-
ment of Trade and Commerce, Ottawa.
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The following nominal quotations may prove useful in checking prices. Canadian traders
should consult their banks before making any firm commitments.
Conversion into Canadian dollar equivalent and units of foreign currency per Canadian
dollar have been made at cross rates with sterling or the United States dollar on the date shown.
Except when buying and selling rates are specified, the mid rates only are quoted. The
buying rate is that at which banks purchase exchange from exporters. The selling rate is that at

which banks sell exchange to importers.

When several rates are indicated, the rate applicable depends on the commodity traded.
Information on the rate for any specific commodity may be obtained from the International
Trade Relations Branch, Department of Trade and Commerce, Ottawa.

Rates used exclusively in non-merchandise trading are not included in the table.
For conversion to United States dollar equivalent multiply bv .92699.

Foreign Exchange Rates

Can. dollar Units per Not
Country Unit Type of Exchange equivalent Canadian ( o 'is
Oct. 7 dollar see below)
Argentina ......... Peso ........ Free ......coiiiiiiiin.. .007314 136.72
Australia .......... Pound ...... ... .., 2.4148 .4141
Austria ............ Schilling ... ... ... .. i, .04180 23.92
Bahamas .......... Pound ...... ... ... i i, 3.0185 3313
Belgium and
Luxembourg .... Franc ...... .. ooiiiiriiiiiiiiinnnnnnnns .02161 46 27
Bermuda 3.0185 3313
Bolivia .... .09169 10,91
Brazil ............. .001768 565.61
T
Britain ............ 3.0185 3313
British Guiana .... Dollar ...... ... ciiiiiieiiieiinnnnenn, .6289 1.59
British Honduras .. Dollar ...... ....cccciiiiiuiienenennnnen .7546 1.33
Burma ............ Kyat ....... .......... .2265 4.42
Ceylon ............ Rupee ...... ............ .2264 4.42
Chile .............. Escudo ..... Bank rate .5565 1.80
Free ......covviiiiniinnnes .3578 2.79
Colombia ......... Peso ........ Certificate ............... .1199 8.34
Congo, Republic of Franc ...... ....c.ccviiiiierieiaranannns .02161 46.27
CostaRica ........ Colon ...... e .1628 6.14
Cuba .............. Peso ........ i I
Czechoslovakia .... Koruna ..... ..........cieeiieeeeiinnens .1498 6.68
Denmark .......... Krone ...... ..., . i.iieiiiiiiiiiiiiann, .1563 6.40
Dominican
Republic ........ PESO ......o.  tireinriitiarinaniannns 1.,07875 .9270
Ecuador ........... Official ................... .05993 16.69
Free .... e . .05610 17.83
El Salvador ........ Colon ...... ...... .4315 2.32
Fiji ooty Pound ... o 2.7194 .3677
Finland ........... Markka .... .....civiiiiiiinianennnnns 3371 2.97
France, Monaco,
ete. ... Frane ...... .2201 4.54 (1)
Franco-African
Republics, ete. .. Franc ...... .004402 227,17 (2)
French Pacific .... Franc ...... .01211 82.58 (3)
Germany .......... D Mark .2711 3.69
Ghana ............ Pound ...... 3.0185 .3313
Greece ............ Drachma ... .03595 27.82
Guatemala ........ Quetzal 1.07875 .9270
Haiti .............. Gourde ..... .2158 4.63
Honduras Lempira .... .5394 1.85
Hong Kong Dollar ...... .1880 5.32 *Sept. 23
.1887 5.30

tExchange auctions will be held each week for limited amounts of exchange.
There is no trading in Cuban pesos in U.S. or Canadian banks at present.

*Latest available date.
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Can. dollar Units per Notes
Country Unit Type of Exchange equivaient Canadian (see below)
Oct. 7 dollar
Iceland ............ Krona ...... Official ................... .02509 39.86 (4)
India ............. Rupee ......|  ceeiiiiiiiiiiii... .. .2264 4.42
Indonesia ......... Rupiah ..... Official ................... .02398 41.711 (4)
Iran .........oovenn Rial ... coviiiiiiiiiiiiii e . .01424 70.22
IraQ oooeievennennnn Dinar ......| e 3.0205 .3311
Ireland ........... Pound ] e 3.0185 .3313
Israel ............. Pound .... .| ... 3596 2.78
Ttaly .....oooneninn Lira ........ e .001733 577.03
Japan ............. Yen ........ i P . 002997 333.67
Lebanon .......... Pound ...... Free ...........ccccvin... .3528 2.83
Malayasia ......... Straits dollar e i e .3524 2.84
Mexico ............ Peso ........ e .08630 11.59
Morocco .......... Dirham .... e .2264 4.42
Netherlands ....... Florin ...... e e .2995 3.34
Netherlands
Antilles ......... Florin ...... [ «vooeiiiiiiiiiii i, .5720 1.75
New Zealand ...... PouUnd ...coo| svvererenaeeneaenaenanaann 2.9979 .3336
Nicaragua ........ Cordoba ... | ...  cieiiiiiiiiiaiia, .1541 6.49
Nigeria ........... Pound ...ooo| coenriniiiieiiieiaiea 3.0185 .3313
Norway ........... B3¢ 5 5 V- .1508 6.63
Pakistan .......... RUPEE ... | vttt .2264 4.42
Panama ........... Balboa .....| ..ooeiiiiiiiii 1.07875 .9270
Paraguay ......... Guarani ....|Free .............. ..., .009709 103.00
Peru .............. Sol ......... Free ... ... ciiiiii.. .04021 24.87
Philippines ....... Peso ........ Free ............... ... .27617 3.61
Portugal & Colonies |ESCUdO ..... [ «vvvvrrvnieiniiiineiiian., . 03752 26.65 (5)
South Africa ......[Rand ....... 1 oottt 1.5093 .6626
Spain and
Dependencies ... [Peseta ..... [ ..........ooooiiiiiiiii .01798 55.62
Sweden ...........|[Krona ......[ .. oiiiiiiiiiiiiiiii .2077 4.81
Switzerland ....... [Franc ...... [ ..ol . 2500 4.00
Syria ............. . 2825 3.54
Thailand .......... .05178 19.31 (4)
Tunisia ........... 2.6106 .3831
Turkey ........... .1199 8.34 )
United Arab
Republic ........ Official .................. 2.4811 .4030
United States .....[Dollar .... .| .. ..ciiiiiiiiiiiiiiiannn.n. 1.07875 .9269
Uruguay Free .........cciiiiiiieins .06112 16.36
Venezuela Bolivar .. .| Controlled market rate ... .3215 3.11
Official Free .............. .2376 4.21
West Indies ....... Dollar .... .| tiiieiiiiiiiiiii i .6289 1.59 ()
Pound ......{ ..., . 3.0185 .3313 )
Yugoslavia ........ Dinar ... .. Official .............. ..., 0014 695.41

Notes

1. Franc is also used in Algeria, French Guiana, Guadeloupe and Martinique.

2. Chad, Central African Republic, Congo, Dahomey, Gabon, Ivory Coast, Mali, Islamic
Republic of Mauritania, Niger, Senegal, Upper Volta, Cameroons, Togoland, and Mala-
gasy. Also Reunion, Comoro Islands, St. Pierre and Miquelon.

3. New Caledonia, New Hebrides, French Polynesia.

4, Additional rates are in effect.

5. Portugal: approximately same rate for Portuguese territories in Africa,
6. Barbados, Trinidad and Tobago, Leeward and Windward Islands.

7. Jamaica.
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I TRANSPORTATION NOTES

Central America

INTER-AMERICAN HIGHWAY—Another vital link
in the economic unification of Central America was
achieved by the official inauguration in April of the
Inter-American Highway which stretches 3,142 miles
from Panama City in the Canal Zone to Laredo, Texas.
This road is part of the Pan-American Highway that
will eventually link the two continents from Alaska
to Patagonia. Cloud-covered mountain passes 11,000
feet up, tropical jungles and isolated desert are all
traversed by the highway. Although the Inter-American
Highway has been officially opened for traffic, a great
deal of work remains to be done. Widening, landslide
and flood prevention measures, and the change of some
sectors from gravel surface to pavement are the most
pressing matters.

The linking of Panama to the United States was
first envisaged in 1884 by the United States Congress
which proposed a Pan-American railway. However,
with the advent of the automobile, a road network
became more feasible and by 1934 plans had been
made for the construction of an Inter-American High-
way. Since that date, the United States has contributed
about $173 million and the Central American Repub-
lics and Panama $82 million. Generally, the financing
of the highway in Central America has been achieved
by each Republic contributing at least one third of
the cost of construction in its country.

For Canadian exporters the development of the
highway opens two promising avenues for the trans-
portation of goods throughout this area. One is by
ship from Montreal or Halifax to Puerto Barrios,
Guatemala, via the Canada-Jamaica Line and then
by truck to each country. Another is by truck to
Miami and then “fishyback” from Miami to Puerto
Matias de Galvez by Co-ordinated Caribbean Trans-
port. From this point the trailers are taken to the
consignee by road. The highway route from Canada
to Central America via Mexico has some disadvantages
because of the requirement that Mexican-cv ned
vehicles must haul freight and passengers through that
country—Guatemala City.

United States

PORT TRAFFIC RECORDS—Significant gains were
registered by Louisiana’s three major ports during
1962, with the Port of New Orleans handling 71,569,-
913 tons—an unprecedented amount for any Guif
port—and making a major contribution to the com-
bined total of 120,161,200 tons. Statistics compiled by
the U.S. Army Corps of Engineers showed a 10.2
million ton or 16.7 per cent gain by the port over the
1961 total of 61.3 million tons.
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Foreign traffic in and out of New Orleans in 1962
totalled 19 million tons, an increase of 3.7 million;
exports accounted for 14 million, imports 4.7 million.
Coastal traffic totalled 19 million tons, a gain of 4.2
million—almost three times the gain registered in
1961 over 1960. Barge receipts and shipments were
30.5 million tons, up 2.4 million; barge shipments
totalled 12.2 million tons, and receipts were up 2
million tons for a total of 18.3 million. Intraport and
local traffic totalled 3.3 million tons.

Principal exports were corn, wheat, soybeans, grain
sorghums, animal feeds, lubricating oils and greases,
and dry sulphur. Imports consisted mainly of fresh
bananas, green or raw coffee, sugar, inedible molasses,
crude petroleum, residual fuel oil, asphalt petroleum,
gas oil and distillate fuel oil, gypsum or plaster rock,
and pigments, paints, and varnishes. Canada is a
major supplier of the last two—New Orleans

Trade Commissioners on Tour

In Territory

M. R. ELL, Assistant Commercial Secretary in Osle, Nor-
way, will visit Trondheim in mid-November.

W. GIBSON-SMITH, Commercial Counsellor in Cairo, United
Arab Republic, will visit Ethiopia, October 21-31.

H. S. HAY, Assistant Commercial Secretary in Mexico City,
will visit the states of Oaxaca, Chiapas and Tabasco, Novem-
ber 18-23.

J. P. LANCASTER, Commercial Secretary in Oslo, Norway,
will visit Kristiansand, Stavanger and Bergen, October 30 to
November 5.

V. G. LOTTO, Assistant Commercial Secretary in Beirut,
Lebanon, will visit Jeddah, Saudi Arabia, October 20-25.

C. J. ST. PIERRE, Assistant Commercial Secretary in Port-of-
Spain, Trinidad, will visit St. Kitts, Montserrat, Antigua, St.
Lucia and Dominica, October 16-23.

R. K. THOMSON, Senior Trade Commissioner, and J. M. T.
THOMAS, Trade Commissioner, in Hong Kong will visit
Communist China early in November.

Businessmen who would like these officers to undertake
assignments should get in touch with them at their posts as
soon as possible. Write to Mr. Bell and Mr. Lancaster at
Oslo, Mr. Gibson-Smith at Cairo, Mr. Hay at Mexico City,
Mr. Lotto, at Beirut, Mr. St. Pierre at Port-of-Spain, and
Mr. Thomson and Mr. Thomas at Hong Kong.
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