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ind Heating Equipment

is stoves, refrigerators and water
iters are displayed in Winchester, Eng-
id, as part of an up-to-date, intensive
>motion campaign. Sales of all gas
pliances have been on the rise in Brit-
i, and if a major gas strike is made in

North Sea, cheaper rates could well
an a sharp increase in purchases.

Britain
Clever promotion by the gas industry and cheaper sources of gas
supply promise well for future sales of gas appliances, space heaters,
and warm-air heating equipment. Some Canadian companies are
already active in this market and others could be.

E. L. BOBINSKI, Assistant Commercial Secretary, London.

INTENSIVE ACTIVITY in re¬
search, production and marketing
has in the last few years completely
transformed the British image of
the state-owned gas industry as an
old-fashioned and declining public
utility. In the domestic sector,
(which accounts for half of its
revenues) the result has been a
steadily growing demand for gas
appliances and a spectacular in¬
crease in the sales of gas-fired heat¬
ing equipment for housing.

This revolution has stemmed
primarily from fundamental changes
in production techniques. Tradi¬
tionally, Britain has had to manu¬
facture gas from coal—its only
sizable natural resource. In the next
year or so, however, coal will ac¬
count for only 40 per cent of pro¬
duction. This change began with
the postwar establishment of a
British refining industry which made
available for gas production local
sources of petroleum raw materials,
particularly light distillates. New
and highly efficient techniques were
evolved which today can produce
gas at a rate of about 71 cents a
therm (100,000 BTU’s) as against
16 cents a therm for gas from a
coal carbonization plant.

The gas industry, by far the
largest in Europe and growing by
about 7 per cent a year, is locked
in a fierce commercial battle for a
greater share of the fuel (present
share only 6 per cent) and appli¬
ance market. It has no intention of
becoming as dependent on oil as

it formerly was on coal. It has in¬
vested <£13.5 million in a scheme
to import 700,000 tons of liquefied
methane each year from the Sahara
(at a cost of about 8 cents a therm)
using specially built ships and a
280-mile distribution pipeline net¬
work. At present, the methane is
being used to enrich leaner gases.
This long-term enterprise, which
accounts for 10 per cent of Britain’s
current annual gas requirements,
is both stabilizing prices and giving
Britain its first major experience in
the handing of natural gas.

Natural Gas Studied
With the example of the United

States (where natural gas has 30
per cent of the fuel market) before
it, the gas industry is currently
negotiating with the Netherlands
about possibly importing natural
gas from Groningen. A pipeline
between the two countries has even
been rumoured. Eastern Nigeria is
also under examination as an addi¬
tional source. And, of course, there
is the North Sea search in which the
Gas Council itself is one of the
licensees. (See the article on page
19.) A major find of natural gas
on Britain’s doorstep could com¬
pletely transform the gas industry.

The industry, foreseeing the pos¬
sibility of an eventual change to
natural gas, is determined to enlarge
its experience with it. A Canadian
firm, Consumers Gas Company,
with much natural gas knowhow, is
under contract to advise one Gas
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Board in this field. Canvey Island,
the British terminal for the Sahara
methane, will probably be con¬
verted to natural gas and the re¬
sults may have a decided bearing
on the way the whole of Britain
would be changed over to natural
gas in the future.

Town Gas
The twelve autonomous Area

Boards which under the Gas Coun¬
cil comprise the industry have for
years maintained their manufac¬
tured or town gas at a calorific value
of from 450-550 BTU’s per cubic
foot, (as opposed to 1,000 BTU’s
for natural gas) and most burners
in use are designed for this range.
However, growing integration of
supply within each Board’s area, re¬
sulting from new plants and feed¬
stocks richer in hydrocarbons, is
tending to raise progressively the
calorific values over wide areas of
the distribution systems. In several
localities last year it was found eco¬
nomically more advantageous to
convert to liquefied petroleum gas/
air supplies with calorific value of
about 720 BTU’s per cubic foot.
This trend has already resulted in
research and development on a suit¬
able range of universal burners.

Bottled Gas and Propane
In outlying and isolated areas,

Boards do supply bottled gas in
place of piped town gas and some
use is made of propane piped from
a central storage point, but these
are not highly significant in the
total gas picture.

Space and Central Heating
It is in space and central heating

that gas has been making remark¬
able progress. The central heating
market alone is large—about <£100
million this year—and is expanding
rapidly as consumers demand better
heating in a form which is labour-
saving, clean and easily controlled.
Ease of control and speed of heat¬
ing are particularly important where
both husband and wife are work¬
ing, a common situation in Britain.

TABLE I
SALES OF CENTRAL HEATING AND SPACE HEATERS

1960 1961 1962 1963 1964 1965
(year ending March 31st)

Gas Central Heating—number of installations
Warm Air 3,000 8,000 15,000 21,000 30,000 45,000
Hot Water 10,000 18,000 22,000 35,000 60,000 85,000

Gas Space Heaters—number of units
245,000 265,000 326,000 533,000 744,000 930,000

Table I indicates the rapid rate of
progress made by gas in the num¬
ber of central heating installations
and in sales of space heaters in the
last six years.

It is important to understand the
term central heating as used in
Britain. It can have the following
meanings:
Full Central Heating—An adjust¬
able system capable of warming the
whole house to whatever tempera¬
ture is desired. This is central heat¬
ing as Canadians know it. Only 5
to 10 per cent of British homes have
it. The remainder with central heat¬
ing use one of the following three
forms.
Background Central Heating—With
this system, the whole house can be
heated to somewhere between 50
and 60 degrees F., depending on the
weather. This satisfies people who
like to sit by a fire. The lower tem¬
peratures are achieved by smaller
boilers in conjunction with fewer or
smaller radiators or ducts.
Partial Central Heating—Only part
of the house, perhaps the ground
floor, contains a central heating
system. The remainder is unheated
or warmed by electric or gas space
heaters. At the moment, this repre¬
sents the bulk of the central heating
market.
Selective Central Heating—This
may or may not cover the whole
house. The smaller boiler is capable
of generating only a limited amount
of heat which can be directed to just
one part of the system at a time.
This is attractive to many families
in Britain who only want living
rooms heated during the day and
bedrooms warmed during the late
evening.

Because installation costs are
roughly the same regardless of the
fuel used (about £535 to provide
full central heating to a three-bed-
room house), the main reason for
the growth of four types of central
heating is a matter of fuel costs.
Examples are given in Table II.

TABLE II
COMPARATIVE HEATING COSTS,

CENTRAL LONDON

Cost
per

Type of Useful
Fuel Fuel cost Therm
Electricity Normal, 1.65d. per unit 4s. 0 d.

Off peak, 85d. per unit 2s. 1 d.
Oil Is. 7id. per gallon Is. 3£d.
Coke £13. 8s. Od. per ton Is. 71d.
Gas Is. 4d. per therm Is. 8 d.

As Table II shows, gas costs only
slightly more than coke and oil and
much less than electricity. As the
gas industry’s highly effective ad¬
vertising constantly points out, gas
is cleaner than coal, does not re¬
quire storage facilities (a big factor
in Britain where cellars are almost
unknown and space is so limited
that the boiler must usually be
located in the kitchen), and sup¬
plies are constant (a reminder that
electricity power-cuts are not un¬
known). Coupled with the relatively
stable price of gas and the possi¬
bility of cheaper natural gas sup¬
plies, these are convincing argu¬
ments.

Warm Air Central Heating
As Table I indicates, central

heating by warm air is a relatively
recent development. The necessary
ducting, lack of cellars and the
cavity wall-construction methods
generally used in Britain make
warm-air heating more suitable in
new housing. By developing new
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flueing techniques for new construc¬
tion methods, the Gas Boards have
been able to compete very success¬
fully for large contracts in high-rise
apartment developments. These ac¬
count for the majority of warm-air
sales. The continued popularity of
hot water or small bore central
heating is due in the main to the
ease with which it lends itself to
installation in existing British
houses.

Canadian Firms in Market
The half-dozen or so Canadian

heating firms engaged in developing
a market in Britain can take much
of the credit for stimulating initial
interest in warm-air heating. Its suc¬
cess, however, has so impressed
domestic manufacturers that com¬
petition, particularly in the 50,000
BTU and under range, is now keen,
especially as British firms have re¬
cently been able with longer pro¬
duction runs to cut costs by about
10 per cent. Unfortunately, this
range caters adequately to the par¬
tial central heating market which
is the one expanding most rapidly.
Transportation costs, damage in
shipping (one Canadian firm claims
15 per cent damage on shipments
despite improvements in packing),
insurance costs and the temporary
surcharge of 10 per cent on im¬
ported goods have all tended to
make the smaller Canadian warm¬
air units non-competitive. As a re¬
sult, some firms are planning to
manufacture these smaller units
wholly or partially in Britain. Others
are content to concentrate on the
more limited full central heating
market with its larger, more com¬
petitively-priced units. They feel liv¬
ing standards are rising rapidly and
that demand for these larger units
will naturally follow. Table III in¬
dicates the relative competitiveness

TABLE HI
COMPARATIVE COSTS, BRITISH AND

CANADIAN BOILERS
List Price

British Canadian
Boiler Firms Firms
Up to 60,000 BTU’s £55-£65 £75 and up
Above 60,000 BTU’s £105 £85-£90

October 2, 1965
91878—2

of Canadian and British boilers at
various ratings.

Most Canadian firms operating in
Britain are currently concentrating
their efforts on new housing (350,-
000 units a year), and are placing
more stress on gas-fired warm-air
units which seem to be well suited
to British conditions. Some have
even dropped oil completely.
Advice for New Firms

Any firm seriously interested in
the British gas market must have its
heating equipment tested by the
Gas Council’s laboratories in Wat¬
son House, London. Basically, elec¬
trical characteristics need to be con¬
verted to 50 cycle/220-240 volt
single phase and burners to a jet or
acceptable ‘universal’ type. Testing
takes from six months to a year
and a fee of <£200 is average. Test¬
ing time might be cut down by tak¬
ing advantage of the Canadian Gas
Association’s facilities in Toronto
for testing to British standards. Al¬
though this CGA test does not at
the moment obviate the necessity of
undergoing complete Watson House
retesting, it should facilitate Watson
House approval.

Gas Council approval per se does
not mean automatic sales success.
The new firm has a major task
ahead of it in educating the heating
engineer. It is he who is most often
asked, by either the Gas Board or
the contractor, to quote on the com¬
plete heating contract. And to be
successful the firm must establish
and train a national network of
approved installers.

Space Heaters
In five years, the sales of gas

space heaters have risen by nearly
400 per cent. (See Table I.) Their
popularity is due to a number of
factors which include quick heat,
ease of installation (over 75 per
cent of Britain’s 16.7 million house¬
holds are connected for gas), and
the relatively low initial cost of
about £20 per room. In addition,
if heaters installed at the same time
cost more than £100, the pur¬
chaser can qualify for a special Gas

Board loan scheme which in most
instances involves no deposit and
allows five years for repayment. A
cheap gas tariff also makes a unit
system built up of gas room heaters
and convector radiators quite eco¬
nomical to run. Lastly, gas heater
manufacturers are offering an ex¬
tremely wide range of advanced de¬
signs and paying more and more
attention to making heaters attrac¬
tive. To date, only one Canadian
firm has entered this highly com¬
petitive but expanding market.
Water Heaters

Close to a quarter of a million
water heaters were sold through the
Gas Boards last year, an increase
of 9 per cent over 1963. Very pop¬
ular were insulated, self-contained
storage heaters of about 25-gallon
capacity, some of which were sup¬
plied from Canada. Sales of in¬
stantaneous water heaters ranging
from single point heaters for basins
(about £27) to multi-point models
for a number of basins and baths
(about £53) increased.
Refrigerators

Gas refrigerators are made spe¬
cially for the gas industry by a small
number of manufacturers. They
tend to be of 2.7, 4 and 4.6 cubic-
foot capacities and prices are com¬
petitive (£30, £36 and £40
respectively).

In 1964, some 91,000 gas ab¬
sorption-type refrigerators were sold
by the industry, an increase of 6
per cent over 1963. Although elec¬
tric refrigerators will no doubt
always retain the bulk of the mar¬
ket, it must be remembered that
only about 30 per cent of British
homes are currently equipped with
a refrigerator. As the market ex¬
pands, gas will no doubt increase
its sales proportionately.
Gas Cooking Ranges

About 80 per cent of Britain’s
households cook with gas. Sales of
gas ranges in 1964 reached 669,000—a rise of 11 per cent in one year.
The British housewife seems to pre¬
fer gas and the industry has given
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her no reason to switch. In the last
few years, mainly as a result of
Canadian competition, models have
been completely restyled. Even the
new models have had to restrict
widths because of the compactness
of the English kitchen. The most
popular are about 22 inches wide.
One unique feature is the British
preference for an eye-level grill.
This has been recognized by a large
Canadian firm now manufacturing
a part of its British range in Scot¬

land, when it recently introduced
two new models with eye-level
grills. This same firm pioneered the
introduction of a built-in cooker in
Britain. British firms are beginning
to follow this lead; recently a very
large U.S. firm offered a similar
model in this market.
Other Gas Appliances

The gas industry actively pro¬
motes many other appliances which
range from drying cupboards,

kettles and shower cabinets to
washing machines and wash boilers
but these sales are small when
compared with the appliances pre¬
viously described.

Our offices in Britain feel that
the buoyant conditions prevalent in
Britain’s gas industry, reflected in
its rising share of the fuel and ap¬
pliance markets, should lead more
Canadian companies (whose prod¬
ucts enter duty free) to examine this
expanding market more closely. •

Belgium - Luxembourg
Expected advent of natural gas from Netherlands fields should
increase opportunities to sell Canadian lines, especially inexpensive
gas stoves and water heaters, space heaters, and warm-air gas
furnaces. Competition from domestic and EEC producers is keen.

H. T. F. PETTERSON, Commercial Assistant, Brussels,

MANUFACTURE of gas for pub¬
lic consumption by means of coking
ovens began in Belgium about 1918.
The high degree of industralization
achieved during this period and, in
particular, the expansion of the steel
and chemical industries were mainly
responsible for this evolution. The
traditional gasworks were gradually
relegated to the role of emergency
or standby producers and today
there are only six of them in the
whole country.

From 1945 on, great strides have
been made in the petroleum and oil¬
refining industries of Belgium and
the Grand Duchy of Luxembourg.
As a result, the byproducts of the
refining industries have become
more and more acceptable as a
source of heating and lighting for
industrial and domestic purposes.
Manufactured (“town”) gas con¬
tinues to be developed at an increas¬
ing rate and remains the largest
source of gas energy. The produc¬
tion of this form of power is almost
entirely in the hands of private com¬
panies. The net production and con¬
sumption of town gas for 1963 (the

latest figures available) are shown
in Table I.

TABLE I
(cubic

Production of metres
Manufactured Gas ’000)
Gasworks 407,844
Coke Ovens

Public distribution system 992,748
Supplies direct to industry 1,219,524

Collieries 123,420
Total 2,743,536
National Consumption of Gas

Supplied by the Public Dis¬
tribution System

Domestic consumption 798,004
Commercial and artisanal

consumption 96,752
Industrial consumption 543,845
Public lighting services 61,279

Natural Gas from Netherlands
A new milestone will be reached

in the use of gas in this area before
long, when natural gas from the
gas fields in the Netherlands enters
the national distribution system in
Belgium during the latter part of
1966.

One of the two Belgium distrib¬
uting companies responsible for

the distribution of manufactured gas
and the export division of the Neth¬
erlands organization signed an
agreement in November 1964 which
will permit Belgium to take 6,000
million cubic metres a year of nat¬
ural gas. Half of this quantity will
be fed into the national grid for
public distribution and the remain¬
der will go to Belgian industry. Sup¬
plies of natural gas to Belgium
will be increased progressively from
the introductory period to 1975.
The rate of progress will depend en¬
tirely on the rapidity with which
the distribution systems and gas
appliances and equipment are ad¬
apted to the demands made by the
greater calorific value of natural gas
and its higher working pressure.

In accordance with the terms of
the agreement, the gas will be sup¬
plied to the municipal distribution
companies at the price of 0.97 to
1.04 B. Frs. per cubic metre. In¬
dustrial consumers using large quan¬
tities will pay approximately 0.76
B. Frs. per cubic metre plus an an¬
nual fixed charge. The current man¬
ufactured (coke oven) gas for dis¬
tribution to the public now costs the
municipalities about one Belgian
franc per cubic metre but the price
fluctuates. However, taking into ac¬
count the calorific value of town gas
compared with the much higher
value of natural gas, the cost of
the latter will be only approxi-
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mately 0.55 B. Frs. per cubic metre
for the equivalent calorific value.

As a result, natural gas when it
is introduced will undoubtedly play
a large part in domestic central
heating. If the program is carried
through as planned, it is estimated
that by 1975 natural gas will be
supplying 16 per cent of industrial
requirements and as much as 35 per
cent of domestic requirements.

Although the use of petroleum
and oil byproducts has increased
sixfold in the last fifteen years, at
the expense mainly of coal, it is
nevertheless bound to be affected by
the availability of natural gas, es¬
pecially in the urban domestic field,
where competition and pressure on
prices of petroleum byproducts will
be increased. The oil industry would
also be at a disadvantage in a price
war because of the storage factor
and heavy fiscal charges. Because
there are no long-term contracts for
the distribution of the current manu¬
factured gas, this form of energy
will feel fairly rapidly the effect of
the introduction of natural gas.
Coking ovens, responsible for the
bulk of the manufactured gas, may
face in the next few years a situation
similar to that faced by the tradi¬
tional gasworks thirty or forty years
ago.

À Look at the Market
Belgium and Luxembourg, a

highly industrialized area with a rel¬
atively high density of population,
constitute a competitive and price¬
conscious market. The current pop¬
ulation is approximately 9.7 million,
housed in some 3.2 million dwelling
units. It is estimated that 70 per
cent of the population lives in
houses and 30 per cent in apart¬
ments, with approximately one mil¬
lion dwelling units either currently
using gas or potential users. Some
form of heating is usually necessary
for eight months of the year—
October through May.

A considerable number of the
houses are still using coal fires as
the main source of heating. In the
cities, however, the apartment is

October 2, 1965
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preferred and modern apartment
blocks have some kind of central
heating. By far the most widely ac¬
cepted form is the one which cir¬
culates hot water through radiators
from a central boiler. Fuel oil in one
of its many forms is the principal
source of this energy. Gas does sup¬
ply about 10 per cent of heat and is
much more widely used for cooking.
It is estimated that 90 per cent of
homes use manufactured gas for
cooking where this is available.

Appliances and Equipment
A close study of these markets

indicates that gas is mainly used for
space heating, cooking ranges and
water heaters. Canadian appliances
to be operated on Belgian man¬
ufactured gas may require another
type of burner to that used in
Canada in order to work efficiently,
because gas pressure is said to be
30 to 40 per cent lower than in
Canada. On the other hand, the
advent of natural gas, with its high
quality and relatively low cost,
should mean much greater use of
gas as a form of heating instead of
fuel oil. The cost of electricity puts
this type of power out of the running
as a serious competitor to either
gas or oil.

Warm air heating has not yet
been generally accepted although it
is finding favour in some quarters
because it eliminates the danger of
a freeze-up in the heating system
during extremely cold weather.

Competition Is Keen
Some 16 important firms man¬

ufacture a wide range of gas stoves
and cookers in Belgium and another
six specialize in geysers and water
heaters. In most modem apartments
and homes, hot water comes from
gas-fired geysers or boilers installed
in bathrooms and kitchens and it is
estimated that some 80 per cent are
made in Belgium. About 60 per
cent of kitchen stoves are made
domestically. One general comment
is perhaps necessary—the quality of
Belgian stoves may leave something
to be desired by Canadian stand¬

ards. The majority of heaters and
cookers are made of light metal
with a minimum of trimming and
do not normally include time-
clocks, automatic lighting, etc., ex¬
cept on a few of the most expensive
models. Competition in this sector
is keen, and although it is not pos¬
sible to provide a complete break¬
down of relative prices, some of the
more popular lines of equipment
are now selling at:
Gas Ranges (Belgian and European
models): Can. $85 to Can. $175.
Water Heaters: Can. $40 to Can.
$80.
Space Heaters: Can. $75 and up,
depending on the area to be covered.

The most popular form of do¬
mestic cooking stove is the square
type with a minimum of three burn¬
ers and usually four, plus a white
enamel top which comes down to
form a table.

In approximately 20 per cent of
the apartments and houses now
being built the heating of water is
provided for as part of the central
heating installation. For the re¬
mainder, two companies located in
Brussels install water heaters—usually a large, gas-operated heater
in the bathroom and a small one
in the kitchen. These two firms
build their own water heaters and
also install and maintain them.

Several well-known international
appliance manufacturers, such as
Hoover, Frigidaire, Westinghouse,
etc., assemble or manufacture in
Europe to local style and taste.
Throughout the year, domestic ap¬
pliance makers, not excluding those
with international names, offer a
series of price reductions and other
sales gimmicks, and nearly all re¬
tail outlets provide easy payment
terms, normally spread over 12 or
24 months.

Apart from domestic producers,
strong competition can be expected
from other West European man¬
ufacturers, particularly member
states of the Common Market, such
as France and West Germany.
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These countries not only have a rel¬
atively short and inexpensive trans¬
port haul but also an important
customs tariff advantage, the sig¬
nificance of which becomes clear
when it is realized that duty is pay¬
able on the c.i.f. price at port of
entry. Taking this into account, it is
evident that, although there is a
demand, Canadian appliances face
strong price competition. Canadian
manufacturers should perhaps en¬
deavour to sell inexpensive small
gas cookers and water heaters, etc.,
to compete successfully in the
Belgian and Luxembourg markets.

The following figures have been
obtained for the year 1961. Al¬
though they are a little out-of-date,
they do give some idea of the
market.

Annual Saturation
Appliances Consumption Rate

Ranges, gas
(units) (per cent)

and electric 15,000 10
Water heaters 20,000 7

Regulations and Standards
The Belgian gas industry, to¬

gether with manufacturers of ap¬
pliances and equipment, has in¬
stituted a series of norms. Full in¬
formation on any particular item
or appliance may be obtained from:
Institut Belge de Normalisation, 29
avenue de la Brabançonne, Brussels
4, Belgium.

The Institut Belge de Normalisa¬
tion is not concerned with the test¬
ing of appliances but is merely a
library which maintains the com¬
plete range of specifications for ap¬
pliances and equipment. On this
matter of standards, the Canadian
Gas Association recently received
an incoming mission of officials
from various West European coun¬
tries. The purpose of the mission
was to visit the Canadian gas in¬
dustry and obtain data on its rel¬
atively long experience, particularly
in the distribution and use of
natural gas. A further objective was
to examine the possibilities of a
reciprocal agreement for the inspec¬
tion and testing of gas equipment

and gas appliances to ensure that
they conform to local standards. If
an agreement were to be reached
between Canada and Belgium, it
would free a Canadian manufactur¬
er from the obligation to send an
appliance to this country and have
it tested to make sure it conforms
to Belgian standards.

Whatever the outcome of the dis¬
cussions between the Canadian Gas
Association and its Belgian counter¬
part, a Canadian manufacturer
would be well advised to ensure in
making arrangements for this area
that his agent/distributor is able to
provide adequate servicing of the

equipment and that a reasonable
supply of spare parts will be avail¬
able at all times. This is particularly
important because of the time factor
and the distance.

Canadian Opportunities
Canadian manufacturers, to ob¬

tain a share of the business in
Belgium and Luxembourg, should
concentrate on selling products that
are less likely to enter into direct
competition with domestic produc¬
tion and that of other West
European suppliers. To do this ef¬
fectively requires the co-operation
of an aggressive agent/distributor

TABLE II
IMPORT DUTIES ON GAS APPLIANCES AND EQUIPMENT

Tariff
Item No. Description

73.36 Stoves (including stoves with subsidiary boilers
for central heating), ranges, cookers, grates,
fires and other space heaters, gas-rings, plate
warmers with burners, wash boilers with grates
or other heating elements, and similar equip¬
ment, of a kind used for domestic purposes,
not electrically operated, and parts thereof,
or iron or steel
(“Taxe forfaitaire” or Outright Tax of 11 per
cent on imports from all sources. No import
licence required.)

73.37 Central heating boilers, (excluding steam¬
generating boilers and other vapour-generat¬
ing boilers) and radiators for central heating,
not electrically heated, and parts thereof, of
iron or steel; air heaters and hot air distribu¬
tors (including those which can also distribute
cool or conditioned air), not electrically
heated, incorporating a motor-driven fan or
blower, and parts thereof, of iron or steel

A. Radiators and their elements
I. of non-malleable cast-iron

II. of iron, steel or malleable cast-iron:
(a) finned tube radiators
(b) other

B. Other
(“Taxe forfaitaire” or Outright Tax of 12
per cent on imports from all sources of all
of the above articles. No import licence
required.)

84.17 Machinery, plant and similar laboratory
equipment, whether or not electrically heated,
for the treatment of materials by a process
involving a change of temperature such as
heating, cooking, roasting, distilling, rectifying,
sterilizing, pasteurizing, condensing or cooling,
not being machinery or plant of a kind used
for domestic purposes; instantaneous or stor¬
age water heaters, non-electrical:

F. I. Water heaters, other than electric, for
domestic and similar purposes
(“Taxe forfaitaire” or Outright Tax of 17 per
cent on imports from all sources. No import
licence required.)

Common
General EEC External
Tariff Tariff Tariff

(per cent)

15.3 5.4 14

17.0 5.4 17.0

12.2 3.0 17.0
17.0 5.4 17.0
17.0 5.4 17.0

13.2 4.5 12
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who is prepared to promote the in¬
stallation of warm air furnaces, gas-
operated space heaters, etc., in this
area. Most of the gas space heaters
sold here are relatively small in size
and simple in construction, and the
experience of some Canadian man¬
ufacturers already in this market
has shown that attention should be
paid to local preferences in design
and styling. Some Canadian man¬
ufacturers have already adapted
themselves successfully to meeting
European competition by making
arrangements with Belgian firms to
produce locally under licence or to

ship parts to be assembled in this
area. This has enabled these man¬
ufacturers to participate in this
market and at the same time cater
to local tastes. Other Canadians
might consider this possibility.

A great deal of additional work
and promotion would be required
to sell Canadian hot-water heaters
in this area. Canadian equipment is
undoubtedly simpler in design, more
practical and better engineered, but
it will require on-the-ground and
personal effort on the part of the
Canadian firm to introduce its
products.

Canadian exporters should seize
the opportunity now to explore pos¬
sibilities personally. With their ex¬
perience and knowhow in the use
of natural gas, they have a definite
advantage over most European
competitors at the moment.

A number of Belgian agents/dis-
tributors have expressed interest in
Canadian heating equipment and
appliances, and Canadian man¬
ufacturers who want to follow up
should write to the Commercial
Counsellor at the Canadian Em¬
bassy, Brussels, for information and
names of potential contacts. •

West Germany
Output of manufactured gas is rising, large deposits of natural gas
have been discovered, and the distribution system is being extended.
Coupled with the growing popularity of gas for heating and cooking,
these developments spell opportunity for the Canadian manufacturer
willing to enter a competitive but lucrative market.

D. S. McCRACKEN, Vice Consul, Hamburg.

COAL GAS continues to play a
dominant role in meeting industrial
and household requirements in
West Germany although the use of
natural gas has increased dramati¬
cally in recent years. Liquefied
gases are becoming more widely
used also but the greatest increase
in future consumption is expected
in natural gas. As a sidelight on gas
consumption in Germany, it is in¬
teresting to note that industry con¬
sumes just over 75 per cent of
production and households 15.5 per
cent. The remainder is used for a
variety of other purposes.

Extensive exploration has un¬
covered increasingly large deposits
of natural gas. The known reserves
have leaped from 25 billion cubic
metres in 1960 to 350 billion in
1964 and the search continues. As
a result, production has also
climbed rapidly and now stands at

approximately 1,500 million cubic
metres, 17 times as great as it was
ten years ago. It is expected that
within four years production will
more than treble to five billion cubic
metres. In addition, Germany will
be able to obtain further supplies
from the Dutch gas fields which are
currently estimated to contain 1,500
billion cubic metres. These reserves
do not include the possible gas de¬
posits which are being actively
sought in the North Sea but it may
be assumed that substantial quanti¬
ties will be found there in the future
if the results of early exploration
are any indication.

Gas Transmission Lines
At present there are only 45,000

miles of gas transmission lines in
Germany. Of these, a number are
short-distance trunk lines which
total perhaps 4,000 miles in all.

However, there are several plans to
increase the number of big-inch
lines. The two most notable devel¬
opments in this field are the con¬
struction of long-distance lines from
the Dollart-Ems field on the Dutch
border to Hamburg, Hannover and
North Germany and to the southern
German industrial centres. Plans
are also going ahead to tap the off¬
shore resources in the North Sea.

The gas distribution system in
Germany is regional rather than
national. This stems partly from the
fact that natural gas is somewhat
new to this area and was not an
intensively developed resource until
recently. As this situation changes,
a more integrated system will
develop that will increase the
general use of gas for domestic
purposes.

Official Approval Required
An indication of Germany’s

awareness of Canada’s technologi¬
cal progress in this field and a
pointer to the future is the recent
visit to Canada of two senior Ger¬
man gas officials. They were mem¬
bers of a European gas mission
which was sponsored by the De¬
partment of Trade and Commerce.
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The members studied Canadian
methods of manufacture and test¬
ing of gas appliances and heating
equipment. As a result, the regulat¬
ing authorities in Germany are al¬
ready aware of our achievements in
this field, which could be an ad¬
vantage for any Canadian man¬
ufacturer when he applies to have
his product certified for use in this
country.

The two German members of the
mission were officials of the Deuts¬
cher Verein von Gas- und Wasser-
fachmaennern (German Association
of Gas and Water Experts). This
organization, located in Frankfurt
but with testing laboratories in
several other large German cities,
must approve all gas equipment
before it can be sold in Germany.
This may take a little time and
effort but it is an essential pro¬
cedure. It can be done in two ways,
either by sending the test articles
from Canada directly to the testing
laboratory or indirectly through a
local agent. The second alternative
is probably the easiest but the
Canadian manufacturer must still
submit detailed specifications and
performance figures. He will, of
course, have to co-operate fully
with his agent who will inform him
of any modifications that the testing
laboratory requires.*

Experiment Under Way
A large-scale experiment in nat¬

ural gas heating and cooking is
under way near Hamburg. A local
producer has installed natural gas
in about a thousand homes and
this control group is using it ex¬
clusively for all heating and cooking.

*Since this report was prepared, the
Canadian Gas Association has informed
us that it has signed agreements with
Germany and France covering the pre¬
liminary testing of appliances in its labo¬
ratories and also on the follow-up in¬
spection procedure. Agreements have
also been sent to the Belgian and Italian
authorities for signature. Follow-up in¬
spection procedure for appliances made
in Britain and shipped to Canada or
made in Canada and shipped to Britain
has also been agreed upon.

The object is to determine precise
consumer reaction to all phases of
domestic gas consumption and to
determine whether it is more eco¬
nomical to convert existing equip¬
ment to gas or to buy new equip¬
ment. An indication of the gas com¬
pany’s optimism is that 2,000 ad¬
ditional households are soon to be
added to the control group to make
the detailed study more reliable.
The results of this study will have
widespread effects on the acceptance
of gas-fired equipment throughout
Germany.

Equipment in Use
Stoves—The majority of gas stoves
in use in Germany are considered
to be out-of-date and the industry
probably is on the threshold of a
new and strong demand. The con¬
sumer is just becoming more style¬
conscious and aware of the bigger
and more efficient models currently
available.

Styling is different from the
models in general use in Canada.
Most stoves have a large enamelled
steel lid which closes over the whole
top of the unit when it is not in
use. Automatic timers and clocks
are virtually unknown. More im¬
portant, stoves tend to be much
smaller than Canadian models. Thus
success in this market will depend
upon the ability to introduce new
styles and to make the German con¬
sumer aware of the advantages of
our more sophisticated models.

Because of the differerioes in
styling and in size it is difficult to
give comparative prices. But as a
general indication, a de luxe kitchen
range with four burners and a glass¬
front oven retails for $200 to $230.
However, most sales are of the
smaller stoves, usually the three-
burner models which sell for about
$100 and up.

In 1964 a total of 331,000 gas
ranges were produced in Germany
at a value of over $21 million. Al¬
though the figures show a drop in
production of approximately 16 per
cent compared with 1962, this
should not be taken as an indication
of continually decreasing sales. The

reason is the slackening in the resi¬
dential construction industry with
a parallel decrease in demand for
gas stoves. It is expected, however,
that production and demand will
remain strong and as more gas be¬
comes available at cheaper rates,
the sales of gas stoves will increase.

Last year 2.5 million households
used propane gas stoves and water
heaters. Service is provided from
100 large central distribution cen¬
tres which are in turn connected
with nearly 50,000 small distribu¬
tion points. Propane costs about 41
cents a pound which limits its use
but costs are being progressively re¬
duced and this should lead to in¬
creased sales. The cost of electric¬
ity, especially for the smaller
households, is higher than gas and
there is no indication that this will
change for some time.

Water Heaters—The tank-type of
gas water heater used in Canada is
not common in Germany. German
gas water heaters are usually the
stop-start type: the burner operates
only when the tap is turned on and
the water is heated as it flows
through the unit. The average house¬
holder finds the large tank heater too
expensive to operate at present and
the market will not develop until gas
costs are much lower. None the less,
there is a small market and it should
expand.

Some research is currently being
conducted to develop and improve
the tank heater. The long-term view
is for a much wider acceptance of
this form of water heating, par¬
ticularly for multi-family dwellings,
although it is not likely to gain any
significant acceptance for single¬
family units in the foreseeable fu¬
ture.

Space Heaters—Gas space heaters
are used extensively for domestic
heating and as gas becomes more
widely distributed, numbers will
increase. However, the trend toward
central heating will eventually limit
the use of space heaters. Those in
current use range from the strictly
functional to the high-style models
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designed to resemble a piece of fur¬
niture. Most of them are made in the
country and prices are kept low
through volume production; prices
for standard sizes range from $100
to $175. All heaters of this type
must be designed for connection
with a standard chimney or a special
outer-wall outlet.

Furnaces—Gas-fired furnaces will
not be in widespread domestic use
until supplies of gas have increased
substantially. Coal and oil furnaces
will therefore continue to dominate
the market for some time. In 1964,
for example, there were 1.5 million
oil-fired central heating plants in
Germany. Although this is inter¬
esting, the figures for Hamburg, a
city about the size of Toronto and
with a similar winter climate, are
possibly more significant. Last year
Hamburg had 35,000 oil central
heating plants, mostly in multiple¬
family dwellings; the remainder
were coal-fired. Gas did not play a
significant role.

Coal-fired boilers are currently
preferred up to the 20,000 kcal/h*
size. Boilers exceeding these sizes
rely heavily on oil but gas is be¬
ginning to make some headway.
Boilers in the large industrial class
or for large apartment complexes
are nearly always oil-fired.

The general consensus is that gas-
fired furnaces will be introduced on
a large scale as soon as greater sup¬
plies of gas become available—and
when this form of domestic heating
receives more public attention. It
follows that Canadian firms already
established in the market when this
occurs stand the best chance of
doing the greatest amount of busi¬
ness.

Warm-air systems are rare and
the more traditional hot water and
steam heating are preferred for
domestic use, partly because of the
large number of multi-family dwell¬
ings in Germany that lend them¬
selves to hot water or steam heat¬
ing. In addition, building codes and
architectural specifications discrim¬

* 1,000 kilogram calories=3,968 BTU.
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inate against warm-air systems.
Until this changes, warm-air heat¬
ing will not make much headway
in Germany.

The exceptions to this general
statement are large industrial plants
and public buildings such as cine¬
mas. In these, forced-air heating is
frequently preferred but it is usually
part of a larger system which filters
the air, cools it in summer, and
warms it in winter.

Meeting the Competition
As one would expect, Germany

produces the bulk of the gas stoves
sold in this market and imports are
not a significant factor. Canadian
exporters must contend with large
domestic production but have the
advantage of being able to offer
models featuring advanced styling
and added refinements. Of course
this will entail creating a new de¬
mand.

The same general comments ap¬
ply to furnaces. Domestic produc¬
tion is extensive and competitive.
The advantages which Canadian
producers have probably are greater
experience with gas-fired equipment
and, to a lesser extent, the modem
look for which Canadian equipment
is noted.

Besides the inevitable freight
charges, the cost of Canadian equip¬
ment to the German consumer will
be raised by the substantial tariffs
which are levied against foreign
stoves, furnaces and space heaters.
There is an 11.2 per cent duty on
stoves and similar articles plus a
6 per cent turnover equalization tax
which is payable on the duty-paid
value. Furnaces and space heaters
face a tariff of 9 per cent and the
usual 6 per cent turnover tax.

A well-connected and reliable
agent able to give good after-sales
service is essential. With one or two
exceptions, Canada is not well-
known as a major producer of gas-
fired appliances and heating equip¬
ment and an aggressive agent is
necessary to help in breaking into
the market and to supply sales and
maintenance staff.

To this end, promotion literature
must be produced in German. This
can be done in Canada but it is
frequently advisable to give the
agent an allowance to have the
material printed in Germany. This
literature should, of course, show
all measurements and performance
figures in the metric system.

Display Your Product
A specialized heating exhibition,

open to manufacturers of gas- and
oil-heating equipment, will be held
in Stuttgart in the spring of 1966.
The Department of Trade and
Commerce will sponsor a display
of Canadian equipment where it
will be seen by buyers from all over
Europe.

Canadian companies interested in
this exhibition should write to the
Department of Trade and Com¬
merce in Ottawa or to the Com¬
mercial Counsellor of the Canadian
Embassy in Bad Godesberg, West
Germany.

Make Long-Term Plans
Gas is growing in popularity in

Germany and as it becomes more
easily available, the market for ap¬
pliances and heating equipment will
expand accordingly. There are many
problems facing Canadian exporters
and these range from large-scale
domestic competition to tariff bar¬
riers. Although these obstacles are
real, the opportunities for Canadian
manufacturers are substantial, par¬
ticularly for those who are willing
to take a long-term view and who
are prepared to give this market of
60 million people close attention.

Canadian manufacturers would
be advised to act now and estab¬
lish themselves here to take ad¬
vantage of future sales possibilities.
This will require time and effort
and a willingness to conform to
German standards but the Trade
Commissioners in Germany will
help you to obtain approval for
your equipment. They are also in a
good position to recommend an ag¬
gressive and reliable agent—es¬
sential for success in any market. •
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Italy
Most central heating units are assembled in Italy or made under
licence; imports of some types of stoves are large; West Germany
dominates import market for these and for hot-water heaters.
Greater development of natural gas appliances may change picture.

A. B. BRODIE, Consul General and Trade Commissioner, Milan,

A CANADIAN EXPORTER
making a study of the Italian market
for gas appliances and forced air
heating equipment for the first time
would probably return home to
report some of the following find¬
ings:

•The use of gas for central heat¬
ing units is very limited. The empha¬
sis is on oil-fired units using bunker
fuel which must be preheated be¬
fore entering the combustion cham¬
ber.

•Italian manufacturers are not in¬
terested in importing knocked down
central heating units but in manu¬
facturing under a licensing arrange¬
ment, using certain imported mis¬
cellaneous parts.

•Italy is self-sufficient in gas cook¬
ing ranges.

•Germany enjoys a good market
there for miscellaneous stoves of
varying sizes and descriptions and
holds almost 30 per cent of the
small hot-water heater market.

•The Italian heating and gas ap¬
pliance industry is well developed
but the distribution of natural gas
is still limited and it is used pri¬
marily by industry. There is an
abundance of LPG in the country.

Abundant Gas Deposits
An estimated 100 milliards cubic

meters (1 cubic meter=35.31467
cubic feet) of gas deposits are
spread out across Italy, a country
of 119,733 square miles with a
population of over 51 million.
Though the principal and best-
known source continues to be the
Po Valley—especially in the areas

between Milan, Piacenza, Ravenna
and Rovigo—other areas in the cen¬
tral and southern parts of the coun¬
try are taking on limited importance.
In the latter group are Vasto (on the
Adriatic coast south of Pescara),
Candela (in the province of Foggia
near Bari), Ferrandina Pisticci (in
the province of Matera near Taranto
on the Ionian Sea) and Sicily.
Italy’s present deposits will suffice
for the next ten years under the
current method of gas distribution.
However, bore surveys are now in
progress (primarily in the south¬
ern parts of the country) in the
search for new gas areas, but no
important deposits have been re¬
vealed.

To look after Italy’s gas con¬
sumption beyond 1975, the authori¬
ties are currently studying the possi¬
bilities of using natural gas from
outside sources. No official reports
on the discussions have been pub¬
lished but it is understood that the
feasibility studies include the use
of ocean shipments of liquid meth¬
ane from Algeria and Libya and
piped natural gas from the Nether¬
lands.

The various types of natural and
other gases supplied for the home
and for industry vary from area to
area and from city to city. Much
depends on the existing natural gas
pipeline network and the end use of
the gas. As an example, the gas
used in Milan, where a high BTU
content is not necessary for domestic
use, is a mixture of natural gas (25
per cent) and coal gas (75 per cent)
to produce an average of 4,526
calories expressed in HHV (High
Heating Value). On the outskirts of
Milan, however, where there are a

number of heavy industries, the type
of gas supplied is high-BTU-con-
tent natural gas.

The various types of gas used in
Italy are:
1. Coal gas—coal gas with natural
gas, coal gas with LPG, coal gas
with natural gas and LPG.
2. Natural gas—natural gas with
air, natural gas with LPG.
3. Propane—propane with air,
LPG.

The types of gas used by some
of Italy’s principal cities are:

Type of gas

Calorific value
expressed
in HHV

Bologna
natural gas 9,100
Bolzano
coal gas 4,091
Brescia
natural gas 9,100
Busto Arsizio
natural gas with air 4,800
Genoa
(1) coal gas with natural gas

and LPG 4,212
(2) natural gas (industrial

use) 9,100
Ivrea
natural gas with LPG 3,700
Milan
coal gas with natural gas and

LPG 4,526
Naples
coal gas with LPG 4,025
Palermo
coal gas with LPG 4,215
Pisa
LPG 4,000
Rome
coal gas with LPG 4,200
Turin
coal gas with natural gas and

LPG 4,200
Trento
coal gas with LPG 3,913
Treviso
natural gas 9,010
Trieste
coal gas with LPG 4,127
Varese
coal gas with natural gas 4,500
Vigevano
natural gas with air 4,500

The cost of gas varies from area
to area according to consumption.
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Special tariffs are applied for high-
BTU natural gas for industrial
use which competes favourably with
diesel fuel.

For comparison purposes, here
are approximate costs of fuels used
in the Milan area:
Kerosene
$0,070 per lb. (retail)
Fuel oils
heavy over 10°E—$0,021 per kilo (tank
trucks to destination).
7 E to 10 E—$0,023 per kilo (tank trucks
to destination).
5°E to 7°E—$0,028 per kilo (tank trucks
to destination).
3°E to 5 E—$0,031 per kilo (tank trucks
to destination).
3 E—$0,052 per kilo (tank trucks to
destination).
Gaseous fuels
Natural gas (methane)—$0,045 per cu.
meter (retail).
LPG
10-kilo bottles—$2.60 per bottle (retail).
15-kilo bottles—$3.70 per bottle (retail).
Coke gas
$0,061 per cu. meter (retail).
Electricity
$0,045 per kwh.

How Italians Heat Homes
Though no recent statistics have

been published on how the 14 mil¬
lion or more homes, apartments and
office buildings are heated, the fol¬
lowing data give some indication
of the more conventional types of
heating methods used across the
country:

per cent
no means of heating 10-12
central heating 11-15
individual stoves 21-23
combination cooking'
heating stoves 30-32
fireplace or braziers 24-26

It is interesting to note that in
northern Italy, which has a dense
population of over 23 million, more
than 50 per cent of the buildings
are heated by combination cooking
and heating units and under 23 per
cent by individual stoves. The per¬
centage of unheated buildings is in¬
significant—possibly under 2 per
cent. In central Italy, which has a
population of about 10 million, the
methods of heating are evenly di¬
vided between combination cook¬

ing and heating units, fireplaces
with chimneys, and individual
stoves. The southern Italians, on the
other hand, because of a more tem¬
perate climate, use fireplaces for
the most part though some 24 per
cent of the houses are heated by
individual stoves. Over 12 per cent
have no means of heating.

Central heating units using bunk¬
er-type fuel oil with a viscosity
between 3CE and 5°E are taking
on more importance and are in¬
stalled in most modem buildings
across the country. Only a very
small percentage of central heating
units are currently using natural or
coal gas and this situation is not
expected to change within the fore¬
seeable future. The use of expensive
electricity for heating, apart from
hot water boilers, is insignificant in
the north, though more popular in
the south where the weather is
milder and heating is only needed
for short periods at a time.

Market for Heating Units
•Central Heating Equipment—The present trend is to assemble
or manufacture the complete central
heating units under licence. How¬
ever, the trade is showing some in¬
terest in specialized imported units,
up to some 120,000 BTU, which
have high production runs and can
be landed in Italy at competitive
prices. The bunker-type fuel used
in Italy for central heating units is
between 3°E and 5°E viscosity and
must be preheated before entering
the combustion chamber. The use
of gas central heating units is in¬
significant.

Imports of central heating equip¬
ment (non-electrical) in 1964 (not

the complete assembled units) are
shown in Table I.

•Water Heaters—Italian man¬
ufacturers furnish about 70 per cent
of Italy’s requirements for small
hot-water heaters. The remainder
of the units are imported primarily

TABLE I

ITALIAN IMPORTS OF CENTRAL
HEATING EQUIPMENT

Special tubing for in¬
side of combustion
chambers, principal
supplier: U.S.
Hot water boilers,
principal suppliers:
France, Germany
Radiators, principal
suppliers: Britain ($2.3
million), France ($2.3
million), Germany
($700,000)
Combustion chambers
and burners
(a) using liquid fuels
(b) using gas fuel
(c) unassembled parts
for combustion cham¬
bers, principal sup¬
pliers:
U.S., Germany

Approx,
cost

(dollars,
Tons c.i.f.)

135 194,000

4,963 1.8 million

37,565 7.8 million

408 1 .6 million
141 420,000

259 730,000

TABLE II

ITALIAN CUSTOMS DUTIES AND
TAXES ON HEATING EQUIPMENT

580 lire— approx. $1.00 (Can.).

EEC Ex-EEC
(per cent)

Domestic water heaters 5.40 14.40
taxes 11.40 11.40

Domestic cooking equipment
Room heaters (non¬

electrical) 4.80 14.00
taxes 12.50 12.50

Domestic central heating
boilers, forced air heat¬
ing equipment 5.40 17.00

taxes 12.50 12.50

TABLE in
CHARACTERISTICS OF ITALIAN WATER HEATERS

Cost of units to wholesalers

5 litre
Units

10 litre 13 litre
Quantity of heated water at 40°C litre/min. 5 10 13
Quantity at 50°C litre min. 2.5 5 7
Gas consumption litre/min. 40 79 103
Approximate sizes (in inches) height X width X depth 21X9X7 32X13X9 41X16X9

Italian production—approx. $43 to $60.
Imported German brand—approx. $38 to $43.
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from Germany—“Junker”, “Val¬
liant” and “Auer” are the best
known brands—and imports from
all sources amounted to some 1,700
tons in 1964 (about $3.7 million)
from all sources. The units are sup¬
plied to run on coal gas, natural
gas or LPG. All types have gas
valve-cocks, water silencers in the
pipe coil, temperature selectors, and
water volume controls.

The general characteristics of the
hot water heaters—which are nor¬
mally supplied in 5, 10 and 13 litre
sizes—are shown in Table III.

•Cooking Ranges (Gas)—Italy is
a better source of supply than a
market for a wide variety of gas
cooking ranges. Depending on the
size of the ranges, prices vary from
$90 to over $200. Units are
equipped to function on liquid gas
as well as the conventional coke or
natural gases. As an added feature,
certain Italian brands have elec¬
trically-operated spits for roasting
chickens and other meats. Italy’s

exports of gas cooking ranges
reached an all-time high of some
$14 million in 1964 (13,950 metric
tons). The principal markets were
France, Belgium, Algeria, Lebanon,
and West Germany, in that order.

•Stoves (using gas or other fuels,
excluding electricity)—A number
of stoves—many used as combi¬
nation cooking and heating stoves as
well as heaters—are imported. The
models vary from the cast-iron type
wooden/coal stoves which are still
being used in many rural parts of
Canada to small sophisticated oil-
fuelled space heaters. The quantity
imported during 1964 was impor¬
tant and exceeded 5,300 metric tons
(worth $5.8 million). The principal
suppliers were West Germany,
Belgium and France.

•Domestic Hot Water Boilers—Most homes are equipped with in¬
dividual hot-water boilers consum¬
ing electricity. However, some of
the modem apartment and office

buildings control the supply of hot
water from central boilers which are
normally fired by oil. A very small
percentage of hot-water boilers in
use across the country consume gas
as opposed to heavy oil and elec¬
tricity. The principal manufacturers
of gas-fired hot-water boilers in
Italy are Triplex, Safim and Sim-
Brunt. (The latter is a German unit
manufactured in Italy under a
licensing agreement.) Imports are
negligible, though Rohleder, a Ger¬
man brand, has had limited success
on the Italian market.

Testing and Safety Standards
There is currently no compulsory

testing of gas equipment in Italy and
Canadian heating units can be sold
in the Italian market without test¬
ing or approval here. Eventually
Italy will be adopting the same
safety standards as will be applied
throughout the European Economic
Community and at that time testing
to certain standards will become
obligatory. •

France
Many French families are seeking the comfort of modern heating
which, coupled with the widespread use of gas, should lead to sales
of Canadian gas heating equipment. Canadian-made commercial gas
cooking appliances may also find a market here.

D. H. M. BRANION, Assistant Commercial Secretary, Paris.

THE FRENCHMAN was for years
looked upon as a man who spent a
large part of his income on food
but only an infinitesimal part of it
on his home and comfort. This was
perhaps true before World War II
but the way of life in France has
changed considerably. The French¬
man is still an avid devotee of fine
foods and wine but he has also de¬
veloped a taste for modern comfort.
Automobiles, holiday trips and
household appliances now play an
increasingly important role in the
average budget.

Canadian companies should take
advantage of this change in attitude
and should consider seriously the
possibilities of selling their equip¬
ment in France. It is essential for
them to keep in mind, however, that
this is a long-term proposition.

To give the reader some idea of
living habits in France, the follow¬
ing statistics are useful: 99.2 per
cent of families have electricity;
89.6 per cent have facilities for gas
(either manufactured or bottled);
80.9 per cent have running water;
46.7 per cent own a refrigerator;

42 per cent own an automobile; 38
per cent have a vacuum cleaner; 35
per cent have gas or electric stoves;
34.2 per cent have a washing
machine; 30.6 per cent have sani¬
tary equipment; 30.4 per cent have
television; 20.1 per cent have
central heating, and 11.7 per cent
have a telephone.

As the above statistics show, a
large portion of the French pop¬
ulation has access to gas. It is avail¬
able in almost all forms, including
manufactured, propane and butane.
In the south of France there is also
a considerable supply of natural gas
which is not available to house¬
hold consumers in other regions.

Heating Equipment
Most apartments and houses in

France have inadequate heating
equipment. Coal is the most pop-
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ular source of heat although oil
and gas burners are becoming more
common. Central heating is not
turned on before the middle of
October and is usually turned off
by the middle of April; many
families supplement central heating
with portable electrical or gas-burn¬
ing equipment.

Manufacturers of heating equip¬
ment must submit sample units to
the Direction des Industries Mé¬
caniques Electriques so they may
be subjected to official testing in
laboratories of the Office Central du
Chauffage Rationnel. Additional
standards have been adopted by the
Association Française de Normal¬
isation (AFNOR), the French
counterpart of the Canadian Gas
Association and the Canadian

Standards Association. It would be
very difficult to sell Canadian heat¬
ing equipment unless approval from
this organization is also secured.

To sell heating equipment in
France, it is essential to have an
agent who is prepared to look after
the servicing. From past experience,
we have found that unless an agent
is able to service the equipment he
sells, it will make no impact on the
French market.

The principal heating trade as¬
sociation is the Chambre Syndicale
des Entreprises d’Installations Ther¬
miques, which includes French
manufacturers, importers and dis¬
tributors of heating equipment. The
members are directly concerned with
the purchasing, selling and instal¬
lation of central heating equipment

TABLE I

TARIFFS ON IMPORTS OF HOME HEATING EQUIPMENT AND APPARATUS

EEC PresentFrench PresentFrench
Common
External

Tariff Item Tariff

tariff on goods tariff on goods
originating originating from

from Canada EEC-Countries

73-36 Stoves (including stoves with sub¬
sidiary boilers for central heating),
ranges, cookers, grates, fire and other
space heaters, gas-rings, plate warmers
with burners, wash boilers with grates
or other heating elements, and similar
equipment, of a kind used for domestic
purposes, not electrically operated, and
parts thereof, of iron or steel:
A. Appliances burning solid fuel 14

(in per cent)

15 6
(a) Kitchen ranges
(b) Other

B. Appliances burning liquid fuel 14 15 6
C. Appliances burning gaseous fuel,

including those burning both gas
and liquid fuel 14 15 6

73-37 Central heating boilers, air-heaters,
unit heaters and radiators, for central
heating, not electrically operated, and
parts thereof, of iron or steel:
A. of cast iron 17 17 6.9
B. Other 17 17 6.9

84-13 Furnace burners for liquid fuel
(atomizers), for pulverized solid fuel or
for gas; mechanical stokers, mechanical
grates, mechanical ash dischargers and
similar appliances
A. Furnace burners 11 15.4 6.6
B. Mechanical stokers, mechanical
grates, mechanical ash dischargers
and similar appliances 11 14.6 6
Electric coil heating apparatus and
electric space heating apparatus 17 18.5 7.5

TABLE II

FRENCH TRADE IN HEATING AND
COOKING APPLIANCES

Tariff Item 1963 1964
(Francs’000)*

73.36.01 Ranges, burning solid fuel

7336.02 Other apparatus, burning solid

Imports 2,279 1,729
West Germany 1,177 1,050
Belgium 1,043 625
Exports 2,285 2,768
Belgium 1,354 1,724
West Germany 460 688

7336.21 Appliances burning gaseous fuel

fuel
Imports 7,892 7,577
Belgium 6,072 5,891
West Germany 1,027 1,027
Exports 4,984 4,813
Italy 2,169 1,357
West Germany 1,822 1,997
Belgium 565 567

7336.11/14 Heating appliances, burning
liquid fuel

Imports 72,015 86,070
West Germany 45,478 54,910
Belgium 17,670 24,225
Exports 10,217 12,352
West Germany 2,010 3,559
Italy 3,037 2,306
Belgium 2,306 937

Imports 23,642 26,889
Italy 11,027 15,023
Belgium 8,398 7,510
West Germany 2,312 2,063
Exports 40,839 57,679
Belgium 13,738 16,330
West Germany 5,569 6,125

7337.01 Cast iron radiators for central
heating

Imports 158 529
Exports 21,526 14,224
Italy 12,194 7,950
West Germany 6,889 3,363

84.13.01 Oil burners
Imports 11,747 15,805
West Germany 2,475 3,699
United States 2,158 3,041
Italy 1,933 1,456
Belgium 3,462 4,530
Netherlands 536 1,052
Exports 5,302 9,651
Belgium 1,468 1,927
Algeria 539 1,809

84.13.02 Other burners
Imports 1,623 2,550
West Germany 505 654
United States 474 621
Britain 353 592
Exports 2,837 3,216
West Germany 823 647
Belgium 414 407

♦Note: For conversion purposes, One
franc=$0.22 Canadian.
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and are therefore one of the major
contacts for Canadian manufactur¬
ers of heating equipment who wish
to penetrate the French market.
One important technical factor that
Canadian manufacturers must keep
in mind is that the equipment must
operate on a 50-cycle, 220- or 230-
volt electrical supply. Controls must
also be calibrated in Centigrade
rather than in Fahrenheit.

Table I lists the duties applicable
to heating equipment made in
Canada and Table II gives the im¬
port and export totals for France in
1963 and 1964 and the principal
countries involved in these ex¬
changes.

Cooking Equipment
Many types of fuel are used for

cooking in France; by far the most
popular is gas. Of 1.2 million stoves
manufactured in 1963, 790,000
were equipped to operate on gas,
250,000 on coal, 200,000 on oil
and 100,000 on electricity. Table II
confirms that the value of exports of
gas appliances from France was
more than double the value of im¬
ports. A number of large companies
are making gas cooking equipment
in France and it would be almost
impossible for Canadian cooking
equipment to compete. One French
company last year produced nearly
250,000 gas stoves. However, a
Canadian Government Mission dis¬
covered on its recent visit that al¬
though there is no market for
domestic gas cooking appliances,
Canadian commercial cooking
equipment is competitive in France.
Canadian producers would be well
advised to examine the possibilities
in this segment of the market.

Perseverance Required
It is essential that Canadian com¬

panies keep in mind that it requires
perseverance to sell heating equip¬
ment in France and that success
will not come overnight. The Com¬
mercial Section of the Canadian
Embassy in Paris will be pleased to
assist any Canadian interested in
this market. •

Australia
If current search for oil and natural gas pays off, prospects for
selling space heaters and gas-fired central heating units would
become brighter, despite the present tariff barrier.

JOHN D. TENNANT, Assistant Commercial Secretary, Melbourne.

AUSTRALIA appears to be on the
threshold of a significant change in
the pattern of its energy supplies.
If it comes, it will be stimulating
news for the country’s gas appliance
industry.

Traditionally, Australia depends
for energy on brown coal and on
electricity and gas produced from it.
The deposits of coal are vast but
still it is a relatively high-cost
energy source. The second basic
fuel—oil—has always been im¬
ported for refining in Australia and
currently costs more than Can.
$225 million in foreign exchange
each year.

The next few years, however,
should hold exciting prospects for
the development of oil and natural
gas fields within Australia. In fact,
present events have been compared
to Canada’s pre-Leduc days follow¬
ing the Second World War.

Initial progress towards exploita¬
tion of discoveries is already being
made. Last year the first Australian
crude oil reached refineries. It still
makes up only 2 per cent of con¬
sumption but other promising
strikes are still being defined.

Natural gas is now the focal point
and at the current pace of dis¬
coveries, it could eventually be more
important than oil. Apparently large
fields have been found in widely
separated areas. Initial unofficial
estimates are encouraging—as high
as 1,000 billion cubic feet in the
remote Mereenie (Northern Terri¬
tory) field.

Whatever the current optimism,
there is still one big ‘if’—whether
sufficient proven reserves will be at
an economic distance from popula¬
tion centres in eastern Australia.
Indications are good but far too few
wells have so far been drilled to

predict the ultimate size of the
resources.

Pipelines will be the next step
once the existence of proven re¬
serves is established. Plans have
been sketched over several routes
and estimates of costs are in hand.
New strikes, however, particularly
when they are close to population
centres, quickly alter the over-all
plan.

Encouraged (or at least not re¬
cently discouraged), gas marketing
authorities (government corpora¬
tions) in eastern Australian states
are now working to 1968 and 1969
target dates for the conversion to
natural gas. Officials have laid the
broad plans and are now getting
down to specific problems. At the
same time, local appliance man-
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AUSTRALIAN PRODUCTION OF STOVES, WATER HEATERS
AND SPACE HEATERS

♦Fiscal year—July 1 to June 30.

Number

1962/63 1963/64
eleven months*

1964/65
Domestic Cooking Stoves
Electric 145,670 174,574 180,237
Coal gas 56,147 64,147 63,502
LP gas 9,426 13,237 13,614
Solid fuel 27,149 28,081 21,633
Oil, kerosene and spirits 15,856 13,345 9,542
Domestic Hot Water Systems
Electric —Storage type 72,612 91,771 105,292

Heat exchange type 12,562 14,576 14,105
Instantaneous 15,273 15,586 13,677

Gas —Storage 19,022 21,215 21,098
Instantaneous 10,453 14,427 15,481

Solid Fuel

Domestic Water Heating Appliances

15,389

(not systems)

16,523 17,661

Bath Heaters —Electric 11,783 14,439 13,106
Gas 14,143 11,967 10,456
Solid fuel 19,967 17,522 13,774

Sink Heaters —Electric 11,619 11,333 11,157
Wash Boilers —Electric 10,385 10,443 9,972

Gas 10,959 8,085 7,012

Warm Air Heaters
Gas 19,566 26,568 26,728
Oil 6,605 23,513 33,990
Solid Fuel 38,360 37,819 42,488

ufacturers, with technical and finan¬
cial assistance from the marketing
authorities, have also started to
move.

State governments themselves are
anxious to ensure full development
of the resource. State officials have
visited North America and other
large producing areas to study
various implications and overseas
consultants have offered long-term
assessments.

Gas Appliances
These developments promise well

for the established Australian do¬
mestic appliance industry, partic¬
ularly in the growing and competi¬
tive field of home heating.

The existing market for gas ap¬
pliances is dominated by Australian
manufacturers. Imports are minimal.
(See tables above.) What imports
there are come largely from Europe
or Britain and these same influences
are evident in present styling though
the use of North American ideas is
increasing.

Australian manufacturers have at
least three years lead-time before
conversion and without question

will be fully prepared, if and when
it comes.

The greatest expansion in do¬
mestic appliance sales has been in
home heaters and it is here that the
lower natural gas price would have
the greatest effect.

Australians, particularly in Vic¬
toria and Canberra, began in ear¬
nest five years ago to discard the
Spartan ideal that it is good for one
to be slightly cold in winter. The
focal point of the household is no
longer the flickering open fire but
instead the television set. In 1960,
nearly 60 per cent of Melbourne
home-owners used open fires as
their main source of heat but in the
past five years this percentage has
been cut almost in half.

Space heaters are almost invari¬
ably installed. These Australian-de¬
signed units are either built into a
fireplace or free standing, using no
ducts. Floor furnaces have also en¬
joyed a certain popularity.

Central Heating Units
A fully heated home is not es¬

sential in the relatively moderate
Australian climate so central ducted

IMPORTS INTO AUSTRALIA OF GAS*
AND OIL-FIRED HEATING AND

COOKING APPLIANCES

Value
f.o.b. country of origin
1962/63f 1963/64

£A$ £A
Oil-Fired
Cooking Units
United States ... 41,401
Sweden ... 11,932
Other foreign countries . ... 4,305

14,197 62,241

Other Oil-Fired Appliances
(including blow lamps)
CANADA 34,582
Britain 17,261
Sweden 16,827
Japan 9,585
Hong Kong 5,727
Other foreign countries 7,915

41,660 91,897

Gas-Fired
Cooking Appliances
Britain 143,524
United States 24,733
Sweden 19,425
Italy 12,206
Other foreign countries 10,972

204,106 210,860

Instantaneous Gas Water Heaters
Britain 122,326
Germany, West 64,006
Other foreign countries 127

147,430 186,459

Gas-fired Heating Units
Britain 109,219
United States 68,049
Sweden 8,584
Italy 8,446
Other foreign countries 13,907

149,539 208,205

Other Gas-fired Appliances
Austria 17,244
United States 16,045
Britain 15,670
Other foreign countries 9,041

97,990 58,000

t Fiscal year—July 1 to June 30.
Î £Al=approximately $2.40.

heating systems have enjoyed only
limited sales—principally a luxury
market. Installation costs are high
and fuel bills açe beyond the aver¬
age pocket. Rough estimates of an¬
nual sales of both imported and
locally manufactured units are in
the vicinity of 600 units last year,
mostly oil-fired. Although they are
restricted to a small portion of the
total warm air heating market,
sales should increase substantially.
Lower-cost natural gas would defi-
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nitely improve the prospects for
sales of gas-fired units.

Limited numbers of Canadian
oil-fired central heating units are
being sold successfully in competi¬
tion with several locally-made sys¬
tems. At least one Australian gas-
fired unit is already available and
before natural gas arrives, other
local manufacturers will probably
have followed suit, possibly with
their own designs or on the basis
of manufacture or assembly under
licence.

The other major avenue open to
Canadian firms at the time of con¬
version of appliances to natural gas
should be components, including
burners. Manufacturers will be
reassessing designs and adjusting
production. In doing so, they will
create opportunities for producers
of world standard components.

Competitive Market
Tariff rates on most gas appli¬

ances are 171 per cent preferential
(including Canada) and 271 per
cent general. As a guide, the com¬
parable rates for oil-fired appli¬
ances are normally 271 and 60 per
cent. These rates tend to discourage

imports once the local market
reaches an economic size. Cana¬
dians should allow for the possi¬
bility of eventual manufacture or
assembly under licence in their in¬
itial plans.

Canadian firms benefit from pref¬
erential tariffs and solid back¬
ground knowledge in natural gas-
fired heating and should be excel¬
lently placed to explore these
potential markets. However, before
tackling the Australian market,
Canadians should realize that a
serious effort is needed, for reasons
outlined below.

•Australian businessmen travel ex¬
tensively and are open to a flow of
product ideas from all over the
world. As a result, the firms assess
components, ideas and manufacture-
under-licence proposals critically
against these world standards. Ex¬
porters must have a first-class prod¬
uct backed by enthusiastic sales¬
manship.

•Australian manufacturers, despite
the distance from Europe and
North America, do not work in a
technical vacuum. Australian man¬
ufacture of overseas products and

future competition from locally
developed products must be con¬
sidered wherever there is a worth¬
while market.

•Correspondence and expensive
five-cent-a-second telephone calls
will not give an Australian agent
9,000 miles away the technical help
he expects. In some instances, he
may take the lead and visit Canada
but potential Canadian exporters
should be prepared to visit Austra¬
lia to promote their sales.

Ideally, many Canadian firms
will be able to combine the longer-
term drive to gain a share of the
gas-fired appliance market with
their current Australian efforts to
sell oil-fired appliances.

This seems to be a particularly
opportune time to examine the
potential. Trade Commissioner of¬
fices in Melbourne and Sydney are
prepared to make initial inquiries
for Canadian firms and to approach
suitable Australian firms on their
behalf. Several copies of brochures
and price lists are essential and
could usefully be accompanied by
comments on special features of the
product, its use, and current sales
in Canada and other markets. •

Australian-Designed Gas Heaters
Gas-fired, instantaneous water heaters like the one on the left enjoy a sub¬
stantial portion of the Australian market. Although modelled on European
lines, the unit is manufactured in Australia. The space heater above is
designed to fit into an existing fireplace and is also very popular.
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Britain’s
North Sea Gamble

In September 1964 the British Government granted licences cover¬
ing the search for and production of gas and oil under the North Sea.
In mid-September 1965, after this report was written, BP announced
the first hopeful natural gas strike. Development of an integrated
British oil industry thus moves considerably closer.

E. L. BOBINSKI, Assistant Commercial Secretary, London.

OFF BRITAIN’S SHORES on the
North Sea, major international oil
companies and other British, Cana¬
dian, U.S. and European interests
are engaged in the world’s most ex¬
tensive search for natural gas and
oil. If successful—and confidence
is high—this colossal international
treasure hunt which has now
reached the drilling stage could re¬
sult in a massive marine “Klon¬
dike” with terrific impact on both
Britain’s economy and its recurrent
balance-of-payment difficulties.

Although geologists have long
felt that the rock formations under
the North Sea indicated important
petroleum deposits, the present in¬
tensive exploration was triggered by
two important events during the last
five years.

First came the discovery in 1959
of the enormously rich reserves of
natural gas in Groningen province
in Holland. Surveys showed that
the most likely direction in which to
search for further reservoirs was
towards the north and this meant
under the North Sea.

The second was the ratification
in 1964 of the United Nations Con¬
vention on the continental shelf, an
international instrument under
which Britain acquired the sovereign
right to exploit 100,000 square
miles (or practically half) of the
bed of the North Sea. It became the
first nation under the Convention

to enact legislation for the granting
of licence concessions.

Licences Allocated
For licence purposes, the Min¬

istry of Power gridded the British
sector outside territorial limits into
blocks, each covering nearly 100
square miles. Last September the
first major allocation of licences was
announced. To date licences for ex¬
ploration and production have been
granted for 348 blocks—more than
a third of the whole British area of
the continental shelf—to 23 licen¬
sees (see acccompanying list) rep¬
resenting more than 50 British and
foreign companies.

Production licences give the
holder the right to explore for and
produce natural gas or oil for a
period of six years, after which the
licensee has an option to retain half
the area for a further 40 years. Ex¬
ploration licences are granted to
cover any part of the continental
shelf not already covered by a
production licence. They allow the
holder to search for hydrocarbons
but give no production rights.

Licences were granted on the
basis of work programs submitted
by the companies or groups; these
call for the expenditure of some
<£80 million over the next six
years. Also taken into account were
other factors, such as the potential
contribution by the applicants to

This artist’s sketch shows how one of
the drilling platforms being built for oil
exploration in the North Sea is held in
place by retractable legs that are driven
into the ocean bed. The drilling platform
is then jacked up on these legs to about
50 feet above water level. This platform
is expected to cost over £21 million.
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the British economy and their abili¬
ties to explore their areas satis¬
factorily. Regulations also ensure
that any oil or gas not consumed in
the field must be landed in Britain,
with royalties of 12| per cent pay¬
able to the Crown.

Since last fall the concessionaires
have wasted little time. To date
seven companies have started drill¬
ing operations; by the end of this
year the figure should reach ten.

Difficulties peculiar to open-sea
drilling have had to be accepted.
Although the North Sea is re¬
latively shallow (650 feet deep in
the north to 100 feet in the south)
it is particularly subject to storms
and rough seas. Fifteen drilling rigs
(some as large as a football field
and designed to withstand these
weather conditions) are on order
or are earmarked for North Sea ex¬
ploration. The majority should be
in operation by this time next year.
Most are of the “jack-up” design
where the unit is held in position
on the site by retractable “legs”
driven into the sea bed. The hull
itself, the deck of which forms the
actual drilling platform, is jacked
up on the same supports until it is
about 50 feet above the water level.
Several rigs, however, will be of the
free-floating type. These are an¬
chored fore and aft and are par¬
ticularly suitable where the water is
too deep for the legs-on-bottom
design.

Apart from weather, there are
problems over the depth of the
bore-holes themselves. The drilling
companies fully expect these will
range from 8,000 to 20,000 feet
and some will be bored at a full
150 miles from land.

Costs Are High
North Sea exploration is an ex¬

pensive business: one large firm
spent <£1 million on seismic work
alone before making applications.
With each drill rig operating at a
cost of £5,000 to £6,000 a day,
each borehole costing an estimated
£500,000 to £1 million to com¬
plete (at a drill cost per foot of

20

Production Lic<
When licences are held by a consortium, the first-named is the operatis
company for the group. All applicants had to be British-registered companie
therefore names of parent companies and their countries are listed whei
possible.

Symbols:

Per cent Percentage held
PL Number of production licences issued
B Number of blocks issued
EL Exploration licence issued

Per cent

FOREIGN TRADE

British Petroleum Development Ltd.
(wholly owned by British Petroleum)

100 3PL 22B EI

Burmah North Sea Group
Burmah Oil Exploration Co.

3PL 26B EL

(Burmah Oil) 40
Imperial Chemical Industries 40
Murphy Petroleum (Murphy Oil) (U.S.)
Ocean Exploration Co. (Ocean drilling &

10

Exploration) (52 per cent controlled by
Murphy Oil) 10

Shell: Esso Group
Shell Co. of the U.K.

(Royal Dutch/Shell)
Esso Petroleum Co.

50

9PL 75B EL

(Standard Oil Co. of New Jersey) 50
Gas Council/Amoco Group
Amoco U.K. Petroleum

(Standard Oil Co. of Indiana)
Amerada Exploration Ltd.

30.77

5PL 36B EL

(Amerada Petroleum) 30.77
Gas Council
Texas Eastern (U.K.)

23.08

(Texas Eastern Transmission) 15.38
American Overseas Petroleum Ltd. (Amoseas)
(This company itself acts as operator; jointly

100 4PL 24B EL

owned by British subsidiaries of Standard
Oil Co. of California and Texaco)

Mobil Producing North Sea Ltd. 100 2PL 14B EL
(wholly owned by Socony Mobil)

Phillips Petroleum Group
Phillips Petroleum Exploration U.K. Ltd.

2PL 17B EL

(Phillips Petroleum) 35
Fina Exploration Ltd. (Petrofina)
AGIP Ltd. (80 per cent ENI; 10 per cent

30

each by other Italian state bodies) 15
Plascon (1909) Ltd. (Tarmac Ltd.) 4.26
Century Power & Light Ltd. 7.22
Halkyn District United Mines Ltd. 4.26

(owned 88 per cent by Courtaulds)
Oil Exploration Ltd. 4.26
Gulf Oil (Great Britain) Ltd. 100 4PL 22B EL

(wholly owned by Gulf Oil Corporation)

Continental Oil (U.K.) Ltd. 100 1PL 6B EL
Total Oil Marine Group
Total Oil Marine Ltd.

1PL 7B EL

(Compagnie Française des Petroles) 30
Coastal Oil Co. Ltd.

(Bureau de Recherches de Petrole)
Auxirap (U.K.) Ltd.

30

(Regie Autonome des Petroles) 30



Concessionaires
Per cent

urafrep Co. Ltd.
(controlled by Eurafrep) 4

ofrasea Oil Co. Ltd.
(controlled by Francarep) 3

oparex North Sea Petroleum Co. Ltd.
(controlled by Coparex) 3

rpet Group 4PL 30B EL
rpet Petroleum Ltd.
(Atlantic Refining) 331

ritish Sun Oil Co. Ltd.
(Sun Oil Co.) 23i
orth Sea Exploitation and Research Co. Ltd. 10
Jperior Oil (U.K.) Ltd.
(Superior Oil Co.) 30

anadian Superior Oil (U.K.) Ltd.
(Canadian Superior Oil Co.) 3i
gnal Oil & Gas Group 1PL 5B EL
gnal Oil & Gas Co. Ltd.
(Signal Oil & Gas) (U.S.) 25

ichfield U.K. Petroleum Ltd.
(Richfield Oil Corp.) (U.S.) 25

larathon Petroleum North Sea (G.B.) Ltd.
(Marathon Oil) (U.S.) 25

ities Service (U.K.) Ltd.
(Cities Service Co.) (U.S.) 25
ome Oil of Canada Ltd. 2PL 17B EL
ome Oil Co. of Canada Ltd.
(Home Oil Co.) (Canada) 50

anadian Pacific Railway (Canada) 25
Iminex (U.K.) Ltd.
(Alminex Ltd. Canada) 25

io Tinto/Hamilton Group 1PL 3B EL
amilton Bros. Oil Co. (G.B.) Ltd.
(Hamilton Bros. Inc.)

io Tinto-Zinc Corp. Ltd.
orthcliffe Developments Ltd.
(controlled by Associated Newspapers)

orth Sea Selection Co. Ltd. 2PL 11B
max Petroleum (U.K.) Ltd.
(American Metal Climax) (U.S.) 33i

election Trust Ltd. 33i
alcon Seaboard (U.K.) Ltd.
(Falcon Seaboard Drilling) 33i
lace Oil & Gas Co. (U.K.) Ltd. 1PL 9B
ace Oil & Gas (U.K.) (Canada) 45
oranda Mines Ltd. (Canada) 45
ircee Petroleum Ltd.
(taken over by Huskey Oil Canada Ltd.) 10
acid Oil (G.B.) Ltd. 100 2PL 13B EL
hitehall Petroleum Ltd. 100 1PL 4B EL
anadian Industrial Gas (U.K.) Ltd. 100 1PL IB
anadian Industrial Oil and Gas Ltd.
rinidad Canadian Oils Ltd. 100 1PL IB EL
hiterock Oil & Gas Ltd. 1PL 2B
jruvian Oils & Minerals 37
hiterock Exploration 21
estern Canadian Explorers 21
*ober 12
onsanto Chemicals Ltd. 100 1PL IB
rizzly Petroleum Ltd. (Canada) 100 1PL IB
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three times that on land) plus the
expenditure of up to £2| million
on a rig, one gets some idea of the
sums involved in this commercial
gamble. These heavy expenses have
quickened competition between the
drilling companies; security has be¬
come a vital aspect of operations
and crews have been sworn to
secrecy.

North Sea drilling operations
also require a fleet of specially de¬
signed supply boats. Extensive use
of helicopters is planned as an al¬
ternative means of transport, par¬
ticularly for moving crews who
work and live for two-week periods
on the more distant rigs.

Assuming that a test drilling pro¬
gram leads to the discovery of a
commercial natural gas or oil field,
the wells will certainly be com¬
pleted in the conventional way by
means of surface platforms. These
will be connected by pipelines to
central gathering stations—in turn
linked to a shore terminal or an
offshore tanker terminal. Even with
an immediate find, it has been es¬
timated that production from the
North Sea would enter the British
market not less than five years from
now. A more realistic appraisal,
again assuming a relatively early
strike, would be about ten years.
Results Uncertain

It is impossible at this stage to
assess the drilling results accurately.
Since the flood of rumours which
surrounded operations on the first
well drilled by Caltex earlier this
year (which appears to have re¬
vealed definite traces of hydrocar¬
bons but nothing more) an even
tighter security has been main¬
tained by the other companies.

Although there is no guarantee
of a major North Sea find on
Britain’s shores, the exploring com¬
panies appear optimistic. Recently
a top official publicly stated that his
firm is so convinced of eventual
success that it will not be unduly
concerned if it has to spend <£10
million per year for the next ten
years without making a major

21



Venezuelan Guiana
Offers New Markets
Rich in minerals, timber and hydroelectric power, the rapidl
industrializing Guiana region of Venezuela offers many oppoi

tunities for securing government and private engineering and cor
struction contracts. Here is an outline of proposed developmer
plans, with hints on appropriate methods of obtaining business.

G. J. FONS, Commercial Assistant, Caracas.

strike. There is a vast and expand¬
ing market for power sources in
Europe itself as West European
energy demands have been growing
at an annual rate of some 4 per cent
over the past decade, which means
an additional equivalent energy re¬
quirement of about 40 million tons
of coal every 12 months. A major
discovery could mark a turning-
point in the economic development
of Britain and could lead to a new
industrial revolution.

Opportunities for Sales
Although long-term prospects

could be extremely promising, even
at this early stage commercial op¬
portunities are attractive for firms
interested in supplying the needs of
the drilling firms. British shipbuild¬
ers were the first to obtain the side
benefits of the North Sea search
when they received orders for
mobile drill rigs and special supply
ships to carry piping and other
stores to the platforms. Other initial
requirements have ranged from
packaged ship-to-shore communi¬
cation systems to helicopters, elec¬
tricity generators, food (a drilling
crew consumes a ton a day), and
pumps of all kinds. All this activity
has also been important to the
economy of the east coast towns
adjacent to the search area.

Although Canadian interests are
already involved with the 23 licen¬
sees, there still seems to be a rela¬
tively untapped market here for a
wide range of competitively priced
Canadian products for maintaining
the men and equipment involved.
The market’s potential is sizable
bearing in mind that British Pe¬
troleum alone expects to spend <£7
million during 1965 on drilling
operations in the North Sea.

Our London office has had a
number of inquiries from Canadian
companies wishing to examine the
possibilities of obtaining some busi¬
ness from the North Sea operations.
We are hoping that others will be
prompted by this introductory
article to contact us for assist¬
ance. •

THE Indian roaming Venezuela’s
“Gran Sabana” in the old days
must have been awed when light¬
ning struck the top of some of the
table mountains rising out of the
Guiana plains. The Spanish con¬
quistador in search of the “Dorado”—and less superstitious—called the
phenomenon the “flowerpot” or
“El Florero”. It was left to the
scientists of our day to suspect
and prove the existence of large
iron ore deposits that attracted the
lightning and are now one of the
main resources of Venezuelan
Guiana.

This territory has one of the
world’s finest high-grade iron ore
deposits as well as deposits of other
minerals, including manganese,
nickel, chrome, industrial diamonds
and gold, many of which have not
yet been exploited. The hydroelec¬
tric power potential of its Caroni
River is perhaps the greatest of any
single river system in the Western
Hemisphere. In addition, this terri¬
tory has direct deep-water access to
the world’s shipping routes, direct
connection through pipelines with
the nearby oil and gas fields, and
an unexploited hinterland of forest
and many other resources. It is
small wonder that Venezuelan
planners have conceived an am¬
bitious future for this area. They
may perhaps convert it into the
Pittsburgh of South America if they

succeed in carrying through the
ideas.

Exploitation of the Guiana iro
ore started when Venezuela wa
not yet in a position to undertak
this venture singlehanded. Tw
United States companies spent larg
amounts of capital and labour i
bringing the ore development to it
present stage. Oil-rich Venezuela
which has used time and resource
to train its people for the technics
jobs awaiting them, has decided t
step in now and develop the are
as a fully integrated industria
territory.

New City Founded
The first step in integrating th

area demographically was thi
foundation of a new city, Santi
Tome de Guayana, at the junctioi
of the Orinoco and Caroni Rivers
This township was planned in minuti
detail and since its foundation ii
1961, when it brought togethe
four dispersed centres of population
its development has been impres
sive. An area which contained onh
4,000 people in 1950 had a popula
tion of 50,000 by 1962 and is ex
pected to reach 100,000 by 1966
400,000 by 1975, and 600,000 ii
the early eighties.

This is the backdrop for the de
velopment of all the resources ii
the Guiana region. The housing
areas will be built on the easterr
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slopes facing the sea breezes. Indus¬
tries will be limited to the high
plateaus, and access roads to the
deep-water channels of the Orinoco
River will be built where the pre¬
vailing eastern winds will carry
smoke and odours away from the
residential areas. The location of
the industrial district to the west of
the city will allow free communica¬
tion by road with the rest of Vene¬
zuela without passing through the
city.

Government Pions for Industry
The development of basic in¬

dustries will be reserved for the
Venezuelan Government. Present
plans cover hydroelectric power,
primary and some of the secondary
iron and steel industries, and
aluminum in co-operation with
Reynolds International.

•Hydroelectric Power—A govern¬
ment-owned and operated company
was established in 1963 as a sub¬
sidiary of the Government Guiana
Corporation: C.V.G. Electrification
del Caroni C.A. (EDELCA). Based
on studies conducted by Harza
Engineering Company International
of Chicago, the huge Guri Dam
project was started about two years
ago. It is the largest of a series of
twelve possible power projects on
the lower Caroni River and when
fully developed, is expected to pro¬
duce 6 million kw. The Macagua I
Dam, already operating is producing
375,000 kw. The Caruachi Dam
could produce 1.5 million kv. and
the Tocoma Dam another 1.1 mil¬
lion kw. The total possible power
production is estimated at over ten
million kw.

On August 28, 1964, 51 per cent
of all earthmoving for the Guri
Dam and 45 per cent of the excava¬
tion for the powerhouse had been
completed and other phases of the
project were well advanced. The
initial height of the dam will be 106
meters but it will be increased later
to 130 meters and finally to 154
meters. The first phase will start
with three generators producing a
total of 525,000 kw., but when com¬

pleted it will have ten generators
and a capacity of 1.75 million kw.
In the second phase, the height of
the dam will be increased to 130
meters and generation will amount
to 3 million kw. In the third and last
phase, production may be increased
to 6 million kw. An important share
of that electric power potential will
be available for present and future
industries operating in the Guiana
region and the remainder will be
transmitted over a high voltage
power line to Central and Western
Venezuela to supply cheap electric
power to the large cities and indus¬
trial complexes there.

•Iron and Steel Industries—The
initial phase of the Orinoco plant
aims at a production level of
600,000 metric tons of finished
products, of which steel structural
profiles will make up 70,000 metric
tons, rails and other railway prod¬
ucts 61,500 metric tons, rods 86,-
150 metric tons, steel plate 10,350
metric tons, wire (galvanized etc.)
27,000 metric tons, seamless steel
piping 295,000 metric tons, making
a total output of steel products of
550,000 metric tons.

Iron production will amount to
only 50,000 metric tons, of which
30,000 will be centrifugally cast
iron piping and 20,000 metric tons
pig iron. The proposed plant has
been designed so that the initial
capacity can easily be doubled to
1.2 million metric tons.

•The Aluminum Plant—This com¬
pany, known as Aluminio del
Caroni S.A. (ALCASA), is pro¬
jected as a joint venture in which
the Venezuelan Government and
the Reynolds International interests
will participate equally, but with
management left to Reynolds. The
plant will be located one kilometer
to the east of the steel mill and it
is expected that construction will
start some time in August or Sep¬
tember and will be finished in mid-
1967. Production capacity will be
about 10,000 metric tons of alu¬
minum ingot a year, reduced by
local electric power from imported

bauxite. According to the latest
production schedules, the plant will
use most of its ingots to produce
sheet, extrusions and wire rods.

Private Industry
Government planners hope that

the existence of the primary steel
and aluminum industries and the
availability of cheap electric power
and transportation will encourage
the private sector of the economy to
promote secondary industries in
the Guiana area.

•Complementary Metal Industries—These would include grey iron
and steel foundries, forge shops,
machine shops, metal fabricating
shops, engineering design and as¬
sembly enterprises. As production
has been forecast officially, it can
be expected that, if necessary, a
favourable climate for private enter¬
prise will be created by fiscal
measures and import controls.

•The Electro-Chemical Complex—The coincidence of mineral re¬
sources and petroleum, gas and
cheap electric energy in one area
makes the Guiana territory a
favourable location for electro¬
chemical industries. The Venezuelan
Guiana Corporation has contracted
with a foreign corporation specializ¬
ing in that field to make feasibility
studies for the production of ele¬
mental phosphorus, ammonia, phos¬
phate fertilizer and sodium. Should
these studies be favourable, a joint
venture might be undertaken by the
Venezuelan Government Corpora¬
tion and the foreign firm.

•Pulp and Paper—Similar feasi¬
bility studies of the prospects for a
pulp and paper mill in that area
have been undertaken. It is believed
that the timber resources north and
east of Santo Tome de Guayana
and the mangrove swamps of the
Orinoco delta might supply the raw
materials. Cheap electric power, an
ample supply of water, caustic soda
and chlorine produced by the pro¬
jected chemical plants would furnish
the basic needs. Because of prelim¬
inary steps taken by the existing
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paper mills in the private sector, it
has been decided officially to limit
the Guiana plant to the production
of pulp and transfer it to the private
sector once the feasibility study is
completed. A production capacity
of 65,000 tons of paper pulp has
been mentioned but it is not known
whether further planning will be
confined to that figure or other
goals established.

•Mining—So far, most mining in
the area has been on a small scale
except for the large iron ore mining
companies and the government-
owned and operated gold mines. It
is expected that large mining cor¬
porations will absorb the small
miners and organize mining through¬
out the territory on a large scale.

Prospects for Canadian Sales
The proposed development of

this area should offer opportunities
for Canadian exporters. These
would not necessarily be limited to
large industrial machinery or equip¬
ment for huge plants. Exporters of

many types of commodities, even
those now catering to the Vene¬
zuelan market, should revise their
present agency set-up and prepare
to penetrate this new regional
market. Those exporters who aim
at large government contracts would
do well to peruse earlier reports
about the ways of doing business
with the Venezuelan Government.*
Such contracts are subject to a sys¬
tem of tenders and the Government
often insists on financial guarantees
from the bidders to make sure they
will complete the work if the con¬
tract is awarded to them. Price is
often but not always decisive. In
many cases, preference has been
given to technical solutions more
advantageous for operation under
local conditions or to higher quality
of construction or design. Feasi¬
bility studies are generally awarded
to technical consultants directly but
for the actual construction of a
project or a turnkey job, it may be

*See: “How the Venezuelan Govern¬
ment Buys”, Foreign Trade, September 23,
1961, p. 18.

advisable for Canadian engineering
firms to establish a consortium with
suitable local companies and main¬
tain representatives to act on their
behalf when the bids are presented
or awarded.

Sales to the private sector of the
economy are of course made in a
different way—offers from all pos¬
sible suppliers are studied and the
contract is awarded according to the
personal preference of the pro¬
moters. A skilful agent is as im¬
portant in this business as in one
that involves government tenders.

Long-term financing that lightens
the financial burden of the local
promoters is always sought after
and often large industrial contracts
are awarded to suppliers who offer
the most convenient terms. Indus¬
trial projects based on feasibility
studies often are backed by govern¬
ment guarantees or auxiliary financ¬
ing through the special corpora¬
tions set up by large local oil com¬
panies. Financing such projects
therefore need not constitute an un¬
warranted risk. •

Four Trade Commissioners
touring Canada last summer
converged on Winnipeg at
the same time and were
photographed with officials at
the Canadian Wheat Board.
Left to right, Y. Jauron,
on posting as Assistant
Commercial Secretary, Moscow;
J. D. Blackwood, Commercial
Secretary, Caracas, on transfer
from Tokyo; H. E. Campbell,
Consul, Duesseldorf; J. G. Ireland,
Commercial Secretary, Bogota;
W. C. McNamara, Chief
Commissioner, Canadian
Wheat Board (beside globe);
J. B. Lawrie, Commissioner,
CWB; G. A. Gillespie, Acting
Regional Manager, Winnipeg
office, Department of Trade and
Commerce, and W. Riddel,
Assistant Chief Commissioner,
CWB, (now retired).
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Licensing
Production
Abroad

October 2, 1965

How to Win World Markets 14

The export of knowhow can mean profits, especially in developing
countries or where direct sales are out. The author, drawing upon
the broad experience of his company in making licensing agree¬
ments, discusses the basic elements in negotiating them.

C. F. TERRELL,
Vice-President and General Manager, Export Division,
The Canadian Coleman Company Limited.

ARE YOU losing export sales be¬
cause of import barriers, high
landed costs of your merchandise,
or inability to compete with other
exporters? Are you unable to enter
a foreign market for these reasons?
Do you have a process or a patent
or even a trademark that is of
value?

If your answer is “yes” to any
of these questions, it is time for you
to consider the export of knowhow,
commonly referred to as “licens¬
ing”. Licensing can open up an en¬
tirely new and profitable field to
those who are prepared to sell to
overseas manufacturers drawings,
specifications and technical assist¬
ance for products and processes
that are already introduced or for
which there is a need.

Developing countries look to in¬
dustrialization for economic prog¬
ress and in pursuing this goal, they
frequently impose import barriers
to create the need for local
manufacturing. Whether or not to
accede to this pressure depends
upon the potential profit to the ex¬
porter who must consider whether
to become a “licensor”.

The needs of these developing
countries also offer opportunities to
the owners of manufacturing proc¬
esses and patents who have never
engaged in the export of material
or products.

What Are the Benefits?
What benefits should the ex¬

porter of knowhow expect to re¬
ceive from a licensing agreement?
These include:

Knowhow fees
Service fees
Royalties
Technical improvements

Exports of components or raw
materials.

The knowhow fee usually is the
total sum payable for the disclosure
of all currently available technical
data and for access to future re¬
search and development for the
licensed products. A down payment
is made upon the signing of the
agreement and this should be suf¬
ficient to cover the cost of trans¬
ferring the required initial technical
data. If no patents are involved or
if the product is new and highly de¬
sired by the market, the initial dis¬
closure fee should be as high as
possible, even at the risk of lower
service and royalty fees.

The service fee is calculated as
a percentage of sales or as a
specific amount per unit or per
period of time. It is payable for
continuing technical assistance and
generally is applied to the re¬
mainder of the knowhow fee owing.
Frequently the agreement specifies
a lower rate of service fee after the
payments equal the amount of the
knowhow fee.

Royalty, payable for the use of
the licensor’s trademark and which
can be considered the real profit
from the arrangement, is generally
calculated in the same manner as
the service fee but without a later
reduction in rate.
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It is advisable to keep the service
and royalty fees separate because
certain countries assess no or little
tax on the former but apply maxi¬
mum rates to the latter. Some
countries even place a limit on the
amount of royalty payable.

There is the possibility that the
licensee, as a result of your tech¬
nical assistance, may develop better
production methods or other im¬
provements. It is not uncommon for
the agreement to specify the free
use of such improvements by the
licensor.

Licensees may start production
by an assembly operation that
merely adds a coat of paint. Or they
may be dependent, initially at least,
on a supply of components or
special raw materials. There is
profit in this type of export for the
licensor.

May Take Patience
Frustration is a way of life to

those engaged in licensing activities
but do not let this deter you from
participating in this potentially
lucrative business. Manufacturers
in the developing countries do not
always realize the cost of research
and development and consequently
the possible savings to them result¬
ing from your technical assistance.
This applies also to foreign govern¬
ments. To convince the potential
licensee and the government author¬
ities (when their approval is re¬
quired) of the value of your assist¬
ance sometimes requires a good
deal of patience.

Most less developed countries
have stringent foreign exchange and
import controls and in many in¬
stances these extend to licensing
agreements. In the extreme, this
form of enterprise is looked upon
by bureaucrats as a way of trans¬
ferring capital abroad illegally. Al¬
though they favour local production,
they view suspiciously fees and the
tied supply of components and raw
materials. This attitude adds to frus¬
tration and encourages such devices
as the payment of royalties in ad¬
vance.

Too often the formal licensing
agreement is lengthy and involved
because both parties want to be fully
protected. Unless a foreign govern¬
ment must approve the agreement
and requires detailed information, it
is desirable that it be practical and
workable. The document should re¬
flect the thoughts and intentions of
both parties, the result of successful
negotiations based upon good faith.
Competent legal advice is necessary
and the services of a local attorney
should be secured. The Canadian
Trade Commissioner or the Cham¬
ber of Commerce can usually supply
a list of recommended attorneys.

Basic Elements Outlined
Some of the basic elements that

need to be considered in the nego¬
tiation of an agreement are:
1. Determination of the products or
processes and/or trademarks to
be licensed.
2. Country or area for which the
licensee is to have the exclusive or
non-exclusive right to manufacture.
3. Is the licensee to have the ex¬
clusive or non-exclusive right to
sell in the same area or a larger
area? The licensor should retain
the right to change the territory if
conditions make this necessary—for example, if production or sales
are not up to original expectations.
4. If licensor’s trademark is to be
used, determine whether it alone
is to be applied to the product or if
it is to be in combination with the
licensee’s trademark. The use of a
combination trademark is sometimes
desirable, but there should be a pro¬
vision in the agreement that the
joint mark be discontinued if and
when the agreement terminates.
5. Determine who will defend trade¬
mark infringement. Normally it is
the licensor with the full assistance
and co-operation of the licensee,
but within certain cost limitations
which should be in proportion to the
income.
6. Determine in the beginning mini¬
mum sales or production goals,

increasing over the period of the
agreement, with the licensor retain¬
ing the right to terminate the agree¬
ment or be compensated should
these minimums not be reached.
This is necessary because the per¬
formance of the licensee is most im¬
portant.

7. Are you agreeable to the licensee
producing similar or competitive
products? Most licensors object and
specify this in the agreement.

8. What kind of technical assist¬
ance are you able to provide and
by what method will it be trans¬
mitted? Insure that the control and
timing of this assistance are main¬
tained by you, the licensor.

9. Your licensee will probably want
to send his technical people to your
plant and will also expect your
engineers to visit him. Specify the
maximum number of personnel and
frequency of interplant visits and
who pays the expense (usually the
licensee). Make sure that it is under¬
stood that special services are sub¬
ject to mutual agreement at the
time of discussion.

10. You will want to insure that
products are manufactured accord¬
ing to specifications and to your
quality. Decide whether samples are
to be submitted to you at specified
times or whether inspection of the
licensee’s facilities and production
will suffice.

11. The licensor should be flexible
about changes in design and speci¬
fications, (in fact, this is recom¬
mended) but you undoubtedly will
wish to retain the right to approve
these changes.

12. Who will own the technical in¬
formation you supply when the
agreement terminates? It is to be re¬
turned or destroyed or are you
agreeable to the licensee retaining it?

13. It is conceivable that the in¬
tended licensee may develop from
your technical assistance certain im¬
provements or new methods and
consequently you should require the
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For Reference
Cardinale, J. S. Manual on the
Foreign License and Technical
Assistance Agreement. New York,
Ashwell, 1958. 128p.

Price—$12.50
Order from: Thomas Ashwell &
Co. Inc., 20 Vesey St, New York,
N.Y. 10007.

Hale, N. E. Know-How & Licens¬
ing. 3p.

Price: Free
Order from: Mr. N. E. Hale,
Hale & Associates Ltd., 2483
Lakeshore Blvd. W., Toronto 14,
Ont.

Myers, J. G. Foreign Licensing—an Export Alternative. Pros and
Cons of Using Foreign Licensing
Agreements in Lieu of, or Along
with, an Active Export Program
(Canada). (In Business Quar¬
terly, Fall ’60, p. 167-175)

N.I.C.B. Foreign Licensing Agree¬
ments: I. Evaluation and Plan¬
ning. (88 p.)—II. Contract Ne¬
gotiation and Administration.
(96 p.) New York, 1958-1959.
(Studies in Business Policy, No.
86 and No. 91)
Price: Pt. I. NICB Associate
Members—$3.00. Non-Associate—$15. Pt. II. NICB Associate
Members—$4.00. Non-Associate—$20.
Order from: National Industrial
Conference Board, Inc., 615 Dor¬
chester St. W., Montreal, Que.

reverse flow of technical information
and, hopefully, the free use of it.
14. You will want to receive peri¬
odic reports on sales, production,
etc., as well as to have the right of
audit. Exercise this right regularly.
15. What are to be the duration,
termination and renewal require¬
ments of your arrangements? Most
agreements are for from five to ten
years, depending upon the starting
time required and the investment of
the licensee.

16. Will the licensee have the right
to assign or sub-license under your
agreement? In most agreements
there is no right without the ap¬
proval of the licensor.
17. The purpose of your contem¬
plated agreement is to earn a profit
in Canadian dollars. What happens
if the licensee is unable to pay be¬
cause of exchange regulations? Per¬
haps the licensee has a foreign ex¬
change account outside of his
country from which he would be
willing to guarantee payment. In
some countries, government ap¬
proval of the licensing agreement
carries with it the automatic right
to foreign exchange. Local income
and/or withholding tax also affect
profits. Be sure your agreement
specifies whether your fees are be¬
fore or after tax.
18. When an agreement is reached,
it will be because of the confidence
between the parties involved. What
is to happen if these or other key
personnel change? Should your li¬
censee decide to sell out (perhaps to
a competitor) do you want the right
to first refusal?
19. If materials, components or
parts are to be imported by the
licensee, what strings, if any, are to
be attached?
20. You cannot be expected to know
all the laws and regulations in over¬
seas countries and thus you will find
it desirable to make it an obligation
of the licensee to comply with those
in effect in his country, both present
and future.
21. In the event of bankruptcy by
the licensee, you certainly will want
the agreement to be terminated
automatically.
22. Do you expect the licensee to
advertise or conduct a sales promo¬
tion program? It may be desirable
to specify that a certain percentage
of sales be devoted to these pur¬
poses.

For the uninitiated, the foregoing
list provides some of the basic con¬
siderations in a licensing agreement.

There are numerous publications
that give a complete checklist, but
it is difficult to establish a standard
form of agreement suitable for all
situations. Foreign government re¬
quirements vary and obviously one
must adhere to their customs and
laws. Nevertheless, the elements re¬
main the same.

Where does one find a potential
licensee? Your distributor may be
a candidate or may be able to rec¬
ommend one. The Canadian Trade
Commissioner, the local Chamber
of Commerce, the correspond¬
ents of your bankers and estab¬
lished “foreign” manufacturers are
all in an excellent position to make
suggestions.

Licensing offers additional profit
to those who are unable to export
merchandise, to the expanding inter¬
national trader, to exporters who
are losing a market and wish to
maintain their foothold (particu¬
larly if their trademark has become
well established), and to those who
own only a process or a patent of
use to others. All will require
competent legal guidance. •

L. H. Ausman, then Commercial Coun¬
sellor, Brussels, and now Minister (Com¬
mercial), London, (right) drinks a sym¬
bolic glass of Gini, made under licence
from a Canadian company, at a Cana¬
dian food promotion in a large depart¬
ment store in the capital city.
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MTRADE COMMISSIONERS ON TOUR
In Canada

The following officers are undertaking tours of business
centres throughout Canada as detailed below. Businessmen who
wish to see them should get in touch with the Board of Trade
or Chamber of Commerce in the cities mentioned, with the
following exceptions: Toronto, Canadian Manufacturers As¬
sociation; Windsor (Ontario), Greater Windsor Industrial Com¬
mission; St. John’s, Halifax, Montreal, Ottawa, Winnipeg,
Edmonton and Vancouver, Department of Trade and Com¬
merce; Fredericton, Department of Industry.

France—G. P. Morin, Assistant
Niagara Falls, Fort Erie,

Jordan Station—October 12
Brantford, Woodstock—October 13
London—October 14
Toronto—October 18-22
Oshawa, Port Perry,

Oakwood—October 25
Belleville, Delta, Cornwall—October 26
Montreal—October 27-

November 5
Drummondville, Gentilly—

November 8

Commercial Secretary in Paris:
Levis, Montmagny, Rivière

du Loup, Rimouski—November 9
Mont joli—November 10
Halifax—November 12
Shediac, Cocagne, Lancaster—November 15
Black’s Harbour, St. Andrews—November 16
Florenceville—November 17
Quebec City, Loretteville—

November 18-19

Temporary Duty in Ottawa
G. P. Morin, Assistant Commercial Secretary in Paris,
October 4-8. Contact European Division, phone: 992-8727.

M. S. Strong, Commercial Counsellor in Accra, Ghana,
October 7-27. Contact Commonwealth Division, phone:
992-2421.

In Territory
British Guiana—L. D. R. Dyke, Commercial Secretary in
Port-of-Spain, Trinidad, will visit British Guiana October 12-16.

El Salvador—J. H. Nelson, Commercial Secretary in Guate¬
mala City, will visit San Salvador October 28 and 29.

Honduras—J. H. Nelson, Commercial Secretary in Guatemala
City, will visit San Pedro Sula October 25 and 26, and Tegu¬
cigalpa October 27.

Netherlands Antilles—L. D. R. Dyke, Commercial Secretary in
Port-of-Spain, Trinidad, will visit Surinam October 12-16.

Businessmen who would like these officers to undertake
assignments for them should write to them at their posts as
soon as possible.

FOREIGN TARIFFS

AND TRADE REGULATIONS
Finland
NEW LIBERALIZATION LIST—The Government
of Finland has freed from restrictions imports of a
number of products, effective August 1, 1965. Included
in the list of liberalized imports are:
Raw materials for use in dyeing or tanning, gums, resins and
other vegetable saps and extracts;
Sanitary articles;
Locks, mountings, springs;
Primary batteries;
Travel goods, working and sports gloves;
Woven fabrics of coarse animal hair, carpets, rugs (knotted);
Certain clothing accessories, such as ties, collars, gloves, socks,
stockings (not being knitted or crocheted goods);
Tableware of porcelain or china;
Insulated electric wire, cable, bars, strip, etc.;
Generators, transformers for telecommunications, etc., parts of
turbines, motor and turbo pumps for liquids.

Detailed information may be obtained from the
Office of Trade Relations, European Division, Depart¬
ment of Trade and Commerce.

Iran
FOREIGN TRADE REGULATIONS FOR YEAR
1344—The Iranian Government announced on March
20 the General Regulations for Imports and Exports
for the year March 21, 1965, to March 20, 1966.

The schedule of commodities affected by the
regulations that are of interest to Canadian exporters
has not changed greatly from previous licensing peri¬
ods. For the current period the following goods are
now authorized: wheat, lubricating oils, unfinished
plastic goods and materials, valves for gas stoves and
ranges as well as burners, refrigerators for blood banks,
accumulators and their plates. The import of iron
or steel doors, and windows and shutters is pro¬
hibited except for cold storage purposes.

Under the regulations, only those who have ob¬
tained a trade card may import and export goods for
commercial purposes, unless an exemption is made
specifically by law. However, persons, establishments
and firms not possessing trade cards may import goods
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to be used by them personally or professionally, sub¬
ject to the approval of the Ministry of Economy.

Again under the new regulations, it is permitted
to import goods not classified as unauthorized and
not otherwise prohibited by law. However, the import
of unauthorized goods may be permitted by reason of
shortfall in domestic production, poor quality of do¬
mestic products or excessive increase in their price.
Importers of machinery and technical equipment who
hold a monopoly on their import are required to im¬
port sufficient quantities of spare parts of such ma¬
chinery and equipment to meet the consumer demand
and to establish suitable repair shops. Goods which
were authorized under the regulations of the previous
period but have been declared unauthorized under
the new regulations may be cleared through the Cus¬
toms provided they were in Customs bond before the
new regulations were issued or letters of credit were
opened with an authorized bank before the end of
the previous Iranian year. Imports of raw materials,
spare parts and technical equipment required by in¬
dustry and otherwise declared as unauthorized imports
shall be considered as authorized provided that such
goods are not locally manufactured. Goods the import
of which is authorized by the Central Bank of Iran
only by documentary letters of credit may not be im¬
ported by means of bills for collection.

The sale of foreign exchange for the import of
authorized goods shall be subject to the laws and
regulations governing exchange control. If the foreign
exchange is not sufficient to meet the demands of im¬
porters, the Ministry of Economy and the Central
Bank shall jointly establish a priority system for es¬
sential goods, in which case the sale of foreign ex¬
change shall be confined to the import of such essen¬
tial goods. Exporters who sell goods to countries whose
currency is not negotiated by the authorized banks
in Iran, may use their currency earnings for the im¬
port of authorized goods. Persons earning money
abroad through any means other than export of goods
may spend their foreign currency earnings in the pur¬
chase and import of authorized goods.

Details regarding authorized and unauthorized
imports into Iran may be obtained upon request from
the Asia and Middle East Division, Office of Trade
Relations, Department of Trade and Commerce,
Ottawa.

Philippines
SOME CUSTOMS IMPORT DUTIES AMENDED—In Executive Order No. 162, dated August 17, 1965,
the Phillipine Government amended the rates of im¬
port duty affecting some 20 items of the Customs
Tariff, to become effective 30 days from the issue of
the Order. The rates of import duty have been lowered
for most of the items affected, but for a few they
have been raised.

Items of interest to Canadian firms on which the
rate of import duty has been decreased include:
Cigarettes
Filter paper and waste paper
Filterboard
Typewriter ribbons
Knotted net fabrics for fishing nets other than of cotton or
man-made textile fibres
Opal glass containers, bottles and vials for antibiotics and serums
Grinding balls and rods and industrial belt lacing
Pipe and reed organs
Other wind instruments
Electronic, electromagnetic and similar instruments
Empty gelatine capsules

Commodities on which the rate of import duty
has been increased include:
Varnishes, lacquers, enamels and other paints
Gummed tape, not printed
Cotton knotted net fabric for fishing nets

Details of the rate of duty applicable on any par¬
ticular commodity affected by this amendment may be
obtained from the Asia and Middle East Division,
Office of Trade Relations.

Sweden
TEMPORARY EXEMPTION FROM DUTY—The
Swedish Government has announced that the follow¬
ing products are exempt from duty during the period
1.8.1965-30.6.1966.
Brussels Nomenclature

No. Description
84.45 109 Numerically tape-controlled (punched tape

155 or magnetic tape) machine-tools for re-
205 moving metal or metallic carbides.
305 Notes
402 The exemption from duty does not cover:
404 boring and drilling machines weighing each
409 less than 4,000 kgs. (separate numeric con¬

trol unit not included) grinding machines
weighing each less than 6,000 kgs. (separate
numeric unit not included)

500— Horizontal for automatic production of
threaded bolts.
Horizontal eccentric-shaft presses with a
pressure capacity of more than 400 tons.
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Foreign Tra<
Territory

de Service
Officer

Abroad
City Address

•
Mail and Cables,
Office Telephone & Telex

Argentina
Paraguay

M. B. Bursey
Commercial Counsellor
H. E. Ryan
Assistant
Commercial Secretary
(Agriculture)

Canadian Embassy
Bartolome Mitre 478
Buenos Aires

Mail: (City Address)
Cable:Ckwdum
Phone: 33-8237

Australia
(Capital Territory
New South Wales,
Northern Territory
Queensland)
Dependencies

J. A. Stiles
Commercial Counsellor
for Canada
R. L. Richardson
Assistant
Commercial Secretary
A. D. Schulman
Assistant
Commercial Secretary

21st Floor
A. M. P. Building
Circular Quay
Sydney

Mail:
P.O. Box 3952 G.P.O.
Cable: Canadian
Phone: 27-7565
Telex:SYD 600
(Canadian SYD)

Australia
(Victoria, South
Australia, Western
Australia, Tasmania)

H. A. Gilbert
Commercial Counsellor
for Canada
R. D. Lucas
Assistant
Commercial Secretary
J. D. Tennant
Assistant
Commercial Secretary

Mobil Centre
2 City Road
Melbourne

Mail: (City Address)
Cable: Canadian
Phone: 61-3473
Telex: MLB 501
(Canadian MLB)

Australia J. B. O’Neill
Commercial Counsellor
D. I. Campbell
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
Commonwealth Avenue
Canberra

Mail: (City Address)
Cable: Domcan
Phone: 7-2541
Telex: CBA 62017
(Domcan CBA)

Austria
Albania, Bulgaria,
Czechoslovakia, Hungary,
Rumania, Yugoslavia

C. F. Wilson
Minister-Counsellor
(Commercial)
F. I. Wood
Commercial Secretary
R. G. Godson
Assistant
Commercial Secretary
R. J. L. Berlet
Assistant
Commercial Secretary

Canadian Embassy
Obéré Donaustrasse 49/51
Vienna II

Mail:
P.O. Box 190, Vienna 1/8
Cable: CkNkDikN
Tel.: 23-32-94
Telex: 07-5320
(Domcan Vienna)

Belgium
Luxembourg,
European Economic
Community, European
Atomic Energy Com¬
munity, European Coal
and Steel Community

D. M. Holton
Commercial Counsellor
M. Faguy
Assistant
Commercial Secretary

Canadian Embassy
35 rue de la Science
Brussels 4

Mail: (City Address)
Cable: Canadian
Phone: 13.38.50
Telex: 221613
(Domcan BRU)

Brazil C. M. Forsyth-Smith
Commercial Counsellor
J. P. Richards
Assistant
Commercial Secretary

Canadian Embassy
Edificio Metropole
Av. Présidente Wilson 165
Rio de Janeiro

Mail:
Caixa Postal 2164-ZC-00
Cable: Canadian
Phone: 42-4140
Telex: Rio 175
(Dominion Rio)

Brazil C. T. Charland
Consul and
Trade Commissioner
R. W. Burchill
Vice Consul and Assistant
Trade Commissioner

Canadian Consulate
Edificio Alois
Rua 7 de Abril 252
SÂo Paulo

Mail:
Caixa Postal 6034
Cable: Canadian
Phone: 36-6301

Britain L. H. Ausman
Minister (Commercial)
W. D. Wallace
Commercial Counsellor

Office of the High Commissioner
for Canada
One Grosvenor Square
London, W.l

Mail: (City Address)
Cable:Sleighing,

London, W.l
PZione.* MAYfair 9492
Telex: 22526
(Dominion LDN)
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Mail and Cables,
Territory Officer City Address Office Telephone & Telex

Britain G. E. Wooilam
Commercial Counsellor
(Agriculture)
J. M. Rochon
Commercial Counsellor
(Metals and Minerals)
H. M. Maddick
Commercial Counsellor
W. M. Miner
Commercial Secretary
(Agriculture)
E. J. Ward
Commercial Secretary
(Timber)
O. Hickie
Commercial Secretary
(Timber)
R. M. Shaw
Attaché (Publicity)
E. L. Bobinski
Assistant
Commercial Secretary
M. R. Bell
Assistant
Commercial Secretary
H. G. Garland
Attaché (Fisheries)
Miss M. A. Armstrong
Attaché (Exhibitions)

Cable: Timcom,
London, W.l

Britain
(Midlands, North
England)

W. R. Van
Canadian Government
Trade Commissioner
D. S. Armour
Assistant
Trade Commissioner

Martins Bank Building
Water St.
Liverpool

Mail: (City Address)
Cable: Canadian
Phone: MARitime 2177

Britain
(Scotland)

Finlay Sim
Canadian Government
Trade Commissioner
D. G. Nelson
Assistant
Trade Commissioner

Cornhill House
144 West George St.
Glasgow C.2

Mail: (City Address)
Cable: Cantracom
Phone: DOUglas 6751

Britain
(Northern Ireland)

Finlay Sim
Canadian Government
Trade Commissioner
D. G. Nelson
Assistant
Trade Commissioner

15-17 Chichester St.
Belfast 1

Mall: (City Address)
Phone: 21867

Cameroun
Central African Republic,
Chad, Congo (Brazza*
ville ), Gabon

Canadian Embassy
Soppo Priso Bldg,
rue Joseph Clerc
Yaounde

Mail: P.O. Box 572
Phone: 38-03

Ceylon Commercial Division Office of the High Commissioner
for Canada
6 Gregory’s Road
Cinnamon Gardens
Colombo

Mail: P.O. Box 1006
Cable: Canadian
Phone: 91341
Telex: 106
(Domcan Colombo)

Chile R. E. Gravel
Commercial Counsellor
Z. W. Burianyk
Assistant
CommercialSecretary

Canadian Embassy
5th Floor
Agustinas 1225
Santiago

Mail: Casilla 771
Cable: Canadian
Phone: 64189

Colombia
Ecuador

J. G. Ireland
Commercial Secretary
J.C. Bradford
Assistant
Commercial Secretary

Canadian Embassy
Edificio Banco de Los Andes
Carrera 10, No. 16-92
Bogota

Airmail:
Apartado Aereo 8582
Surface Mail:

Apartado 1618
Cable: Canadian
Phone: 43-00-65
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Territory Officer City Address
Mail and Cables,
Office Telephone & Telex

Congo Chargé d’Affaires Canadian Embassy
C.C.C.I. Building
Boulevard Albert 1er
Leopoldville 1

Mail:
Boîte Postale 8341
Cable: Canadian
Phone: 2706
Telex: Leo 268
(Domcan Leo)

Cuba Commercial Division Canadian Embassy
Calle 30 No. 518
esquina 7a Avenida
Miramar
Havana

Mail: Gaveta 6125
Cable: Canadian
Phone: 32-3526

Denmark
Greenland, Poland

K. Nyenhuis
Commercial Counsellor
G. H. Musgrove
Assistant
Commercial Secretary
(Agriculture)

Canadian Embassy
Prinsesse Maries Allé 2
Copenhagen V

Mail: (City Address)
Cable: Canadian
Phone: Hilda 3306
Telex: 5036
(Domcan KH)

Dominican Republic
Puerto Rico

J. E. Kepper
Acting
Commercial Secretary

Canadian Embassy
Edificio Copello 408
Calle El Conde
Santo Domingo

Mail: Apartado 1393
Cable: Canadian
Phone: 2-8138

France
Algeria, Morocco

R. Campbell Smith
Minister-Counsellor
(Economic Commercial)
J. E. Montgomery
Assistant
Commercial Secretary
(Agriculture)
G. P. Morin
Assistant
Commercial Secretary
D. H. M. Branion
Assistant
Commercial Secretary
C. J. St. Pierre
Assistant
Commercial Secretary

Canadian Embassy
35 Avenue Montaigne
Paris 8e

Mail: (City Address)
Cable: Canadian
Phone: BALzac 99-55
Telex: 20600 or 20601
(Domcan a Paris)

Germany
Federal Republic
(States of Baden-Wuert¬
temberg, Bavaria, Hesse,
Rhineland-Palatinate,
Saar; West Berlin)

H. J. Horne
Commercial Counsellor
W. F. Hillhouse
Commercial Counsellor
(Agriculture)
R. J. Buchan
Assistant
Commercial Secretary

Canadian Embassy
Kennedy-Allee 35
Bad Godesberg

Mail: (City Address)
Cable: CWrtHKN
Phone: 76995
Telex: 886421
(Domcan Bonn)

Germany
(State of North Rhine-
Westphalia)

H. E. Campbell
Consul
J. A. Elliott
Consul
G. D. Valentine
Vice Consul

Canadian Consulate
Koenigsallee 82
4 Duesseldorf 1

Mail: (City Address)
Cable: Canadian
Phone: 2-05-25
Telex: 8587144
(Domcan Duesseldorf)

Germany
(City States of Bremen
and Hamburg, States of
Lower Saxony and
Schleswig-Holstein)

R. W. Blake
Consul General
D. S. McCracken
Vice Consul

Canadian Consulate General
Ferdinandstrasse 69
Hamburg

Mail: (City Address)
Cable: Canadian
Phone: 326149

Ghana
Guinea, Ivory Coast,
Liberia, Mali, Maure¬
tania, Togo, Upper Volta

V. B. Chew
Commercial Secretary
K. R. Higham
Assistant
Commercial Secretary

Office of the
High Commissioner for Canada
E 115/3 Independence Ave.
Accra

Mail: P.O. Box 1639
Cable:Cmxkdvm
Phone: 4824
Telex: 224
(Domcan ACC)

Greece
Turkey

B. A. Macdonald
Commercial Counsellor
E. E. Price
Assistant
Commercial Secretary

Canadian Embassy
31 Vassilissis Sophias Ave.
Athens 138

Mail: (City Address)
Cable: Domcan

Athens 5584
Phone: 714-041
Telex: 5584
(Domcan Athens 5584)
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Territory Officer »
City Address

Guatemala
Costa Rica, El
Salvador, Honduras,
Nicaragua, Panama
and Canal Zone

J. H. Nelson
Commercial Secretary

P. D. Donohue
Assistant
Commercial Secretary

Canadian Embassy
5a Avenida 11-70, Zone 1
Guatemala City, C.A.

Haiti Chargé d’Affaires, a.L
and Consul

Canadian Embassy
Route du Canape Vert
St. Louis de Turgeau
Port au Prince

Hong Kong
Cambodia, Communist
China, Laos, Vietnam,
Macao

R. K. Thomson
Senior
Canadian Government
Trade Commissioner

P & O Building
11th Floor
21-23, Des Vœux Road, Central
Hong Kong

P. M. Roberts
Trade Commissioner
R. G. Woolham
Trade Commissioner
A. Blum
Assistant
Trade Commissioner

India
(except States of Gujerat,
Maharashtra, Andhra
Pradesh, Mysore, Madras,
Kerala) Bhutan, Nepal,
Sikkim

R. R. Parlour
Commercial Counsellor
for Canada
W. G. Roberts
Assistant
Commercial Secretary

13 Golf Links Road
New Delhi 1

India
(States of Gujerat,
Maharashtra, Andhra
Pradesh, Mysore, Madras,
Kerala)

S. G. Harris
Canadian Government
Trade Commissioner

Gresham Assurance House
Mint Road
Bombay 1-BR

Iran W. Gibson-Smith
Commercial Counsellor

Canadian Embassy
Bezrouke Building
Corner of Takht Jamshid Ave.
and Forsat St.
Tehran

Ireland W. G. Huxtable
Commercial Secretary
for Canada

66 Upper O’Connell St.
Dublin

Israel
Cyprus

B. C. Steers
Commercial Secretary
for Canada

Canadian Embassy
84 Hahashmonaim St.
Tel Aviv

Italy
(Toscana, Marche,
Umbria, Lazio, Abruzzi-
Molise, Puglia, Cam¬
pania, Basilicata,
Calabria, Sicilia, Sar¬
degna), Libya, Malta

Italy
(Emilia-Romagna, Lom¬
bardia, Piedimonte,
Trentino-Alto Adige,
Veneto, Liguria, Trieste,
Valle D’Aosta, Friuli-
Venezia)

J. H. Stone
Commercial Counsellor
W. J. Jenkins
Commercial Secretary
J. J. R. Gagnon
Assistant
Commercial Secretary

A. B. Brodie
Consul General and
Trade Commissioner
N. R. Cumming
Consul and Assistant
Trade Commissioner

Canadian Embassy
Via G. B. De Rossi 27
Rome

Canadian Consulate General
Via Pirelli 19
Milan

Mail and Cables,
Office Telephone & Telex

Airmail: P.O. Box 400
Surface Mail: P.O. Box 444
Cable: Canadian
Phone: 28448

Mail: P.O. Box 826

Mail: P.O. Box 126
Cable: Canadian
Phone: 224087
Telex: HKG 391
(Domcan HKG)

Mail: P.O. Box 11
Cable: Canadian
Phone: 61-8254
Telex: 346
(Domcan DLI)

Mail: P.O. Box 886
Cable: Canadian
Phone: 255154

Mail: P.O. Box 1610
Cable: Cantracom
Phone: 4-9291

Mail: (City Address)
Cable: Canadian
Phone: 44251

Mail: P.O. Box 20140
Cable: Canadian
Phone: 37161/2
Telex: 740
(Domcan TV)

Mail: (City Address)
Cable: Canadian
Phone: 864-327
Telex: 61056
(Domcan Rome)

Mail: C.P. 3977
Cable: Cantracom
Phone: 652-485/652-600
Telex: 31368
(Cantracom Milan)
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Territory Officer City Address
Mail and Cables,
Office Telephone & Telex

Jamaica
Bahamas, British
Honduras

L. D. Burke
Commercial Secretary
D. I. Ditto
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
32 Duke St.

(comer Duke and Barry Sts.)
Kingston

Mail: P.O. Box 225
Cable: Canadian
Phone: 26948

Japan
Korea, Okinawa

R. G. C. Smith
Minister (CommerciaD
W. G. Brett
Commercial Secretary
E. L. Gray
Assistant
Commercial Secretary

Canadian Embassy
16, Omote-Machi
3-chome, Akasaka, Minato-ku
Tokyo

Mail: Canadian Embassy
c/o Akasaka Post Office,
Tokyo
Cable: Canadian
Phone:408-2101/8
Telex: TK 2218
(Domcan TK 2218)

Lebanon
Iraq, Jordan, Persian
Gulf area, Saudi Arabia,
Syria

I. V. Macdonald
Commercial Counsellor
R. H. M. Cathcart
Assistant

Canadian Embassy
Alpha Building
Rue Clemenceau
Beirut

Mail:
Boîte Postale 2300
Cable: Canadian
Phone: 250955

Commercial Secretary
V. G. Lotto
Assistant
Commercial Secretary

Telex: 652
(Domcan Beryt)

Malaysia
Thailand, Brunei

P. Stuchen
Commercial Counsellor

Office of the High Commissioner
for Canada
Great Eastern Life Assurance
Co. Bldg., 44 Ampang Rd.
Kuala Lumpur

Mail: P.O. Box 990
Phone 89921/2

Mexico M. B. Blackwood
Commercial Counsellor
J. E. G. Gibson
Assistant
Commercial Secretary
R. A. Kilpatrick
Assistant
Commercial Secretary

Canadian Embassy
Melchor Ocampo 463, 7th Floor
Mexico 5, D.F.

Mail: Apartado Postal 5-364
Cable: Canadian
Phone: 33-14-00
Telex: 00017716
(Domcan MEX)

Netherlands D. A. B. Marshall
Commercial Counsellor
J B. McLaren
Assistant
Commercial Secretary

Canadian Embassy
Sophialaan 5-7
The Hague

Mail: (City Address)
Cable: Canadian
Phone: 61-41-11
Telex: 31270
(Domcan Hague)

New Zealand
Fiji, Tahiti, Tonga,
Western Samoa

W. B. McCullough
Commercial Counsellor
C. A. Carruthers
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
3rd Floor, ICI Building
Molesworth Street
Wellington

Mail: P.O. Box 1660
Cable:Cmnmn
Phone: 70-644
Telex: Wellington

NZ 3505
(Domcan NZ 3505)

Nigeria
Dahomey, Gambia,
Niger, Senegal, Sierra
Leone

G. F. Mintenko
Commercial Secretary
H. R. Wilson
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
Barclays Bank Building, 4th Floor
40 Marina Road
Lagos

Mail: P.O. Box 851
Cable: Canadian
Phone: 25262

Norway
Iceland

J. E. P. Lancaster
Commercial Secretary

Canadian Embassy
Fridtjof Nansens plass 5
Oslo 1

Mail: (City Address)
Cable: Canadian
Phone: 33-30-80
Telex: Oslo 1880
(Domcan Oslo)

Pakistan
Afghanistan

R. D. Sirrs
Commercial Secretary

R. D. Lee
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
Hotel Metropole, Victoria Road
Karachi

Mail: P.O. Box 3703
Cable: Canadian
Phone: 50322
Telex: KRC 10
Telex: Karachi 10
(Domcan KHI)

Peru
Bolivia

K. G. Ramsay
Commercial Counsellor

A. T. Eyton
Assistant
Commercial Secretary

Canadian Embassy
Edificio El Pacifico
(Insurance Co.)
Comer Avenida Arequipa and
Plaza Washington
Lima

Mail-. CasiUa 1212
Cable: Canadian
Phone: 72760
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Territory Officer City Address
Mail and Cables,
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Philippines
Republic of China
(Taiwan)

J. L. Mutter
Consul General and
Trade Commissioner
(absent)

Canadian Consulate General
L & S Building, 3rd Floor
1414 Dewey Boulevard
Manila

Mail: P.O. Box 1825
Cable: Canadian
Phone: 5-85-97

R. C. Anderson
Consul and
Trade Commissioner

Portugal
Angola, Azores,
Cape Verde Islands,
Madeira,
Portuguese Guinea

T. J. Monty
Commercial Counsellor
P. A. Thébèrge
Assistant
Commercial Secretary

Canadian Embassy
Rua Marques de Fronteira
No. 8—4° D°
Lisbon

Mail: (City Address)
Cable: Canadian
Phone: 55-31-18

Rhodesia
Malawi, Seychelles Is.,
Zambia

I. R. Smyth
Acting
Trade Commissioner
C. D. Miller
Assistant
Trade Commissioner

8th Floor
Grindlays Bank Chambers
Baker Ave.
Salisbury

Mail: P.O. Box 2133
Cable: Cantracom
Phone: 26571

Singapore
Burma

J. H. Bailey
Canadian Government
Trade Commissioner

American International Building
Robinson Road and Telegraph St.
Singapore

Mail: P.O. Box 845
Cable: Canadian
Phone: 74633

F. M. Mulkern
Assistant
Trade Commissioner

South Africa
(Natal, Orange Free
State, Transvaal)
Malagasy, Mauritius,
Mozambique, Reunion

C. R. Gallow
Canadian Government
Trade Commissioner
S. B. McDowall
Assistant
Trade Commissioner

Mobil House
17th Floor, Corner Rissik
and De Villiers Sts.
Johannesburg

Mail: P.O. Box 715
Cable: Canadian
Phone: 834-6521

South Africa
(Cape Province),
St. Helena,
South West Africa

H. W. Richardson
Canadian Government
Trade Commissioner
D. H. Leavitt
Assistant
Trade Commissioner

13th Floor
African Life Centre
St. George’s St.
Cape Town

Mail: P.O. Box 683
Cable: Canadian
Phone: 2-5134/5

Spain
Balearic Islands,
Canary Islands,
Gibraltar, Rio Muni,
Spanish Sahara

L. A. Campeau
Commercial Counsellor

R. M. Dawson
Commercial Secretary

Canadian Embassy
Edificio Espana
Avenida de Jose Antonio 88
Madrid

Mail: Apartado 117
Cable: Canadian
Phone: 247-54-00

Sweden
Finland

G. A. Browne
Commercial Counsellor
for Canada

Skeppsbron 24
Stockholm

Mail: P.O. Box 14042
Cable: Canadian
Phone: 24-87-42

J. P. Bell
Assistant
Commercial Secretary

Switzerland
Tunisia

S. G. MacDonald
Commercial Counsellor

Canadian Embassy
Kirchenfeldstrasse 88
Berne

Mail: (City Address)
Cable: Canadian
Phone: 44-63-81
Telex: 32-489 TT
TandC Berne
(Domcan Berne)

Trinidad and Tobago
Barbados, Leeward
and Windward Islands,
British Guiana, French
Guiana, Surinam,
Guadeloupe, Martinique

L. D. R. Dyke
Commercial Secretary

D. H. Clemons
Assistant
Commercial Secretary

Office of the High Commissioner
for Canada
Colonial Building
72 South Quay
Port-of-Spain

Mail: P.O. Box 1246
Cable: Canadian
Phone: 34787
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Mail and Cables,
Territory Officer City Address Office Telephone & Telex

Union of Soviet Socialist J. M. T. Thomas Canadian Embassy Mail: (City Address)
Republics Commercial Secretary 23 Starokonyushenny Pereulok

Moscow
Cable: Canad
Phone: 415142
Telex: 945
(Domcan MSK)

United Arab Republic Commercial Counsellor Canadian Embassy Mail: Kasr el Doubara
Aden, Sudan, Ethiopia, 6 Sharia Rouston Pasha Post Office
Yemen Garden City

Cairo
Cable: Canadian
Phone: 23110

United States S. G. Tregaskes Canadian Embassy Mail: (City Address)
Commercial Counsellor

G. W. Green
Commercial Counsellor

W. R. Hickman
Commercial Counsellor
(Agriculture)

N. W. Boyd
Commercial Secretary

Miss V. F. Wightman
Attaché (Agriculture)

1746 Massachusetts Ave., N.W.
Washington, D.C., 20036

Cable: Canadian
Phone: DEcatur 2-1011

(Area Code 202)
Telex: 0089664
(Domcan WSH)

United States N. R. Chappell Canadian Embassy Mail: (City Address)
Counsellor (Energy) 1746 Massachusetts Ave., N.W.

Washington, D.C., 20036
Cable: Canadian
Phone: DEcatur 2-1011

(Area Code 202)

United States C. J. Van Tighem Canadian Consulate General Mail: (City Address)
(Connecticut, the eleven Deputy Consul General 680 Fifth Ave. Cable: Cantracom
northern counties of
New Jersey, New York)

(Commercial) New York City, N.Y., 10019 Phone: JUdson 6-2400
Night Line: JUdson 6-2321

Bermuda A. A. Lomas
Consul and
Trade Commissioner

C. G. Bullis
Consul and Assistant
Trade Commissioner

J. D. Welsh
Vice Consul and Assistant
Trade Commissioner

(Area Code 212)
Telex: 00126242
(Domcan NYK)

United States M. R. M. Dale Canadian Consulate General Mail: (City Address)
(Maine, Massachusetts, Consul and Senior 607 Boylston St. Phone: 262-3760
New Hampshire, Rhode
Island, Vermont)

Trade Commissioner

W. A. Stewart
Consul and
Trade Commissioner

D. S. Baker
Vice Consul and Assistant
Trade Commissioner

Boston, Massachusetts, 02116 (Area Code 617)
Telex: 0094567
(Domcan BSN)

United States D. H. Cheney Canadian Consulate General Mail: (City Address)
(Illinois, North Dakota, Consul and Senior 310 South Michigan Ave. Phone: 427-7926
South Dakota, Minnesota, Trade Commissioner Suite 2000 (Area Code 312)
Wisconsin, Indiana, Iowa, Chicago, Illinois 60604 Telex: 0025571
Kansas, Kentucky,
Missouri, Nebraska)

R. H. Gayner
Consul and
Trade Commissioner

M. Rowan
Consul and Assistant
Trade Commissioner

(Domcan CGO)
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United States A. W. Evans Canadian Consulate
(Ohio) Consul and Senior

Trade Commissioner
N. L. Currie
Consul and
Trade Commissioner

Illuminating Building
55 Public Square
Cleveland, Ohio, 44113

United States H. S. Hay Canadian Consulate
(Michigan) Consul and

Trade Commissioner

K. D. Taylor
Consul and Assistant
Trade Commissioner

1139 Penobscot Building
Detroit, Michigan 48226

United States F. B. Clark Canadian Consulate General
California (the ten south- Consul and 510 West Sixth St.
ern counties), Clark
County in Nevada,
Arizona, New Mexico

Trade Commissioner
L. J. Taylor
Consul and Assistant
Trade Commissioner

J. H. Suggitt
Vice Consul and Assistant
Trade Commissioner

Los Angeles, California, 90014

United States
(Louisiana, Texas,
Oklahoma, Arkansas,
Mississippi, Tennessee,
Alabama, North
Carolina, South Carolina,
Georgia, Florida)

G. E. Blackstock
Consul and
Trade Commissioner

R. E. Pedersen
Vice Consul and Assistant
Trade Commissioner

Canadian Consulate General
Suite 1710
225 Baronne St.
New Orleans, Louisiana, 70112

United States W. J. Millyard Canadian Consulate
(Delaware, Maryland, Consul and 3 Penn Center Plaza
the nine southern coun¬
ties of New Jersey,
Pennsylvania, Virginia,
West Virginia)

Trade Commissioner

R. F.Turcotte
Consul and Assistant
Trade Commissioner

Philadelphia, Pennsylvania,
19102

United States
California (except the ten
southern counties),
Wyoming, Nevada (ex¬
cept Clark County),
Utah, Colorado, Hawaii

Consul General Canadian Consulate General
333 Montgomery St.
San Francisco, California,
94104

United States
(Oregon, Idaho,
Washington,
Montana), Alaska

Consul General Canadian Consulate General
The Tower Building
Seventh Avenue at Olive Way
Seattle, Washington, 98101

Uruguay
Falkland Islands

B. Shapiro
Commercial Counsellor

Canadian Embassy
No. 1409 Avenida Agraciada
Piso 7°
Montevideo

Venezuela
Netherlands Antilles

J. D. Blackwood
Commercial Secretary

J. R. Caux
Assistant
Commercial Secretary

Canadian Embassy
Avenida La Estancia No. 10
Ciudad Comercial Tamanaco
Caracas

Mail and Cables,
Office Telephone & Telex

Mail: (City Address)
Phone: 861-1660

(Area Code 216)
Telex: 00985364
(Domcan CLV)

Mail: (City Address)
Phone: WOodward 5-2811

(Area Code 313)
Telex: 0023445
(Domcan DET)

Mail: (City Address)
Phone: MAdison 2-2233

(Area Code 213)
Telex: 00674119
(Domcan LSA)

Mail. (City Address)
Phone: JAckson 5-2136

(Area Code 504)
Telex: 0058237
(Domcan NLN)

Mail: (City Address)
Cable: Canadian
Phone: LOcust 35838

(Area Code 215)
Telex: 0083396
(Domcan PHA)

Mail: (City Address)
Phone: YUkon 1-2670

(Area Code 415)
Telex: 0034321
(Domcan SFO)

Mail: (City Address)
Phone: MUtual 2-3515

(Area Code 206)
Telex: 0032462
(Domcan SEA)

Mail:
Casilla Postal 852
Cable: Canadian
Phone: 96096

Mail: Apartado 11452-Este
Cable: Canadian
Phone: 32.40.41.44
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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 Office of Trade
Relations, 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 by .9283.

Foreign Exchange Rates

Country Unit Type of Exchange
Can. dollar
equivalent
Sept. 17

Units per
Canadian

dollar
Notes

(see below)

Algeria Dinar
Free

.2198 4.55
Argentina Peso . 006052 165.231
Australia Pound 2.4114 .4147
Austria Schilling . . . .04175 23.95
Bahamas Pound 3.0142 .3318
Belgium and

Luxembourg .... Franc .02170 46.08
Bermuda Pound 3.0142 .3318
Bolivia Peso

Official Free
.09156 10.92

Brazil Cruzeiro .... .0005862 1,705.90
Britain Pound 3.0142 .3318
British Guiana .... Dollar .6280 1.59
British Honduras . . Dollar .75355 1.33
Burma Kyat .2262 4.42
Ceylon Rupee

Bank rate .2261 4.42
Chile Escudo .3288 3.04

Colombia
Free .2746 3.64

Peso Free .05655 17.68
Certificate .1197 8.35

Congo, Republic of Franc 007181 139.25 (1)
Costa Rica Colon .1626 6.15
Cuba Peso t tCzechoslovakia .... Koruna 1496 6.68
Denmark Krone .1559 6.41Dominican

Republic Peso .
Official

1.07719 .9283
Ecuador Sucre .05984 16.71

El Salvador
Free .05709 17.52

Colon .4309 2.32
Fiji Pound 2.7155 .3683
Finland Markka .... .3366 2.97
France, Monaco,

etc Franc .2198 4.55 (2)
Franco-African

Republics, etc. .. Franc . 004396 227.48 (3)
French Pacific .... Franc .01209 82.71 (4)
Germany D Mark .... .2687 3.72
Ghana Cedi 1.2559 .7962
Greece Drachma .. . .03590 27.86
Guatemala Quetzal 1.07719 .9283
Haiti Gourde .... .2154 4.64
Honduras Lempira .... .5386 1.86
Hong Kong Dollar Free .1869 5.35 ♦Sept. 9

Official .1884 5.31

tArgentina devalued the peso Sept. 13/65 by about 4%, raising the exchange rate from
171 to 178 pesos to the $1 U.S.

ÎThere is no trading in Cuban pesos in U.S. or Canadian banks at present.
♦Latest available date.
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Country Unît

1

Type of Exchange
Can. dollar
equivalent
Sept. 17

Iceland Krona Official .02505
India
Indonesia

Rupee
Rupiah ....

.2261

.004309
Iran Rial .04122
Iraq
Ireland
Israel

Dinar
Pound
Pound

3.01613
3.0142

.3591
Italy Lira .001724
Japan Yen .002992
Lebanon
Malaysia

Pound
Dollar

Free .3533
.3519

Mexico
Morocco
Netherlands

Peso
Dirham ....
Florin

.08618

.2154

.2992

Antilles
New Zealand
Nicaragua

Florin
Pound
Cordoba ....

.5712
3.0035

.1539
Nigeria
Norway

Pound
Krone

3.0142
.1508

Pakistan
Panama
Paraguay

Rupee
Balboa
Guarani .... Free

.2261
1.07719

.009695
Peru Sol Free .04016
Philippines
Poland
Portugal & Colonies
Sierra Leone

Peso
Zloty
Escudo
Leones

Free
Fixed—basic rate

.2764

.04488

.03747
1.5081

South Africa
Spain and

Rand 1.5071

Dependencies ... Peseta .01799
Sweden
Switzerland

Krona
Franc

.2088

.2496
Syria
Thailand
Tunisia

Pound
Baht
Dinar

Free
Free

.2817

.05278
2.0628

Turkey
United Arab

Lira .1197

Republic Pound Official 2.4775
United States Dollar 1.07719
Uruguay
Venezuela

Peso
Bolivar |

Free
Official Free

.01573

.2395
West Indies Dollar | .6280

Yugoslavia
Pound
Dinar Official

3.0142
.0008618

Units per
Canadian

dollar

39.92
4.42

232.09
70.32

.3316

.3318
2.78

580.05
334.22

2.83
2.84

11.60
4.64
3.34

1.75
.3329

6.50
.3318

6.63
4.42

.9283
103.15

24.90
3.62

22.28
26.69

.6631

.6635

55.59
4.79
4.01
3.55

18.95
.4848

8.35

.4036

.9283
63.57
4.18
1.59

.3318
1.160.36

Notes
(see below)

(1)

(1)

(5)

(1)

(1)

(6)
(7)

Notes
1. Additional rates are in effect.
2. Franc is also used in French Guiana, Guadeloupe and Martinique.
3. 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.
4. New Caledonia, New Hebrides, French Polynesia.
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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COMMODITY NOTES
From Sweden
Home Appliances
SWEDEN—Sales of home appliances in 1964 were
well ahead of 1963. Swedish householders bought
33,192 ranges, 213,022 refrigerators, 106,192 deep
freezes, 110,003 washing machines and 41,162 dryers.
Sales of washing machines were 30 per cent and dryers
42 per cent larger than in 1963—Stockholm.

Oxygen
SWEDEN—Domnarfvet Steel Works at Borlange, south
central Sweden, have now put their new oxygen works
into operation. This $4.2 million plant, said to be the
biggest in Europe, can produce 400 tons of oxygen per
day. It is a low pressure type, highly mechanised and
can be operated by eight men working in four shifts of
two each—Stockholm.

Paper
SWEDEN—The Karlstad Mechanical Engineering
Company (KMW) has developed a combined pick-up
and first press (the Uni-press) for papermaking
machines. This development, which is described as of
great importance to the future of papermaking, arose
out of a study of wet suction boxes.

Other new ideas which have come from KMW’s
laboratory are a new head box in which the distribution
system is constructed with one-sided inlet direction
and a system for the continuous drainage of the
condensate collected in drying cylinders—Stockholm.

Sulphuric Acid
SWEDEN—Rejmersholms AB, Halsingborg, southern
Sweden, plans to spend $7.3 million on a new sul¬
phuric acid factory which should be in operation late
in 1966. The existing plant at Halsinborg produces
about 125,000 tons of sulphuric acid a year and this
new factory will add 175,000 tons.

Rejmersholm (and the United Phosphate Factories)
belongs to the Boliden organization which is planning
a total yearly production of 700,000 tons of sulphuric
acid by the end of 1967. Boliden produces 80 per cent
of Sweden’s total output—Stockholm.

Textiles
SWEDEN—In 1964 exports of textiles totalled $8.4
million of which 60 per cent went to EFTA countries.
Sweden’s textile exports have doubled in value since
1960, and its exports in general have doubled in value
since 1954—Stockholm.

From West Germany
Bicycles
WEST GERMANY—Although Germany is deeply
committed to the automobile with 7,772,000 passenger
cars registered, sales of bicycles in this market are
rising even faster. In the year ended April 30, 1965,
bicycle sales increased 14 per cent compared with
12.8 per cent for automobile sales—Duesseldorf.

Plastic
WEST GERMANY—Production of all types of plastics
in Germany last year rose to 1.7 million tons and was
valued at $875 million, an increase of 21 per cent over
1963. Experts forecast that production in the current
year will exceed 2 million tons.

The expansion of the industry is reflected in in¬
creased German imports of raw materials used to manu¬
facture plastics. These imports amounted to $110 mil¬
lion in value, an increase of 22 per cent over 1963,
of which the U.S. supplied a quarter—Duesseldorf.

Shoes
WEST GERMANY—Shoe production in 1964 rose
3.6 per cent over the previous year and totalled 147
million pair. In addition 40 million pairs of shoes were
imported. The German people purchased more shoes
per person than citizens of any other European country—an average of 3.2 pairs each. Almost 45 per cent of
the imports came from Italy and an additional 25 per
cent from Asian countries. Canada’s shoe exports to
Germany totalled only $2,500 in 1964—Dusseldorf.

Tents
WEST GERMANY—Manufacturers sold approxima¬
tely 200,000 tents in 1964, worth $12.5 million, of
which $1.5 million worth were exported. Imports dur¬
ing the year totalled $1.8 million with France the chief
source of supply. Between imported and locally made
tents German campers now have over 400 different
models from which to choose—Duesseldorf.

Women's Hosiery
WEST GERMANY—The production of women’s
hosiery reached a record of 500 million pairs in 1964,
making Germany Europe’s largest producer. Exports
reached 43.5 million pairs and imports were up by 10
million to 35.7 million pairs. Italy is the largest ex¬
porter of women’s hosiery to Germany and supplied
25.3 million pairs in 1964. Canadian exporters sold
17,000 pairs to Germany last year—Duesseldorf.
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Still looking
for the right career?

Consider the Canadian
Trade Commissioner Service

When you go abroad as a Trade Commissioner

Recruiting for 1966 begins this October

expenses, tropical clothing, children’s education and entertainment.

university placement officer. F<1
You can obtain an application form from the
in your locality or in Ottawa, or from your

You will be classified as a Foreign Service Officer. Tax-free allowances are pa
to officers abroad for rent, higher cost of living, clubs, travel and remov

You are eligible if you are a British subject and have resided in Canada fi
ten years, are under 31 years of age and a university graduate (undergraduate
may apply, subject to their graduating next spring). Candidates must pass fir!
a written exam and then a personal interview.

you can expect to serve in as many as 10 different posts if ya
make the Service your career. Canada has 14 trade offices in LatJ
America and the Caribbean, 22 in Europe, 12 in the Middle an
Far East, 6 in Africa, 4 in Australasia, and 9 in the U.S.

you are engaged in work which is vital to the prosperity of Canad
and Canadians—developing markets for our exports;

you are an accredited representative of your country to a foreig!
government—involving special responsibilities;

you won’t be bored—this is a challenging job which requires yo
to solve a variety of problems and meet a variety of people,
calls for original thinking, good judgment, tact, and the ability t
analyze future trends. Social contacts are important, and here th
Trade Commissioner’s wife plays an essential role;

details, write to the Director. Trade Commissioner Service, Department ।
Trade and Commerce. Ottawa.


