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Technical advice, on-the-job training, supplies—these are some of the
things UN agencies headquartered in Switzerland are looking for. When
you have read the article from David Johnston in Berne, you may
decide that it is worthwhile investigating, both from the point of view
of immediate business and goodwill for the future,

The whirlwind tour of markets for forest products in Western Europe,
pages | to 17, will help you to concentrate your sales effort where it is
likely to be most effective. The market for Canadian timber in Britain
was analysed in the June 8, 1968, issue of Foreign Trade.

Timber frame construction leads on to a new conception of home com-
fort and paves the way for the sale of a host of Canadian products. The
picture-story on page 28 describes the Harlow project in Britain which
has done a great deal to popularize the technique for moderately-priced
homes. There’s more about it in “The Maples Leads the Way™.

Our cover shows the Chennai Ookkam loading at Lynn Terminals,
North Vancouver, with lumber, plywood and shingles from Seaboard
Mills, worth Cdn.$3 million and the equivalent of 20 million board feet.
1 was the largest cargo of wood products ever carried on one ship. The
d=stination was Britain,

Containerization is a very live issue in Gexmany. Hamburg is one of the
main contenders for the European end of the North Atlantic trade route
and has organized a containerization conference to bring together the
experts. Canadians will be there and will put the case for a Canadian
land bridge to speed traffic from Europe to Japan.

Australia and New Zealand will be the main feature of the October 12,
1968, issue of Foreign Trade. We are also preparing an issue on Southern
Africa. Towards the end of the year we will publish a round-up of
reports on opportunities for engineering services in many countries.
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The UN Agencies in Switzerland

- - a market for goods and services

Companies interested in obtaining business w th the various
agencies should register as follows They should also register
with the Department of Trade and Commerce i Ottawa.

ILO Experts and Feiiow Training

Director and Special Advisory to Director General
Canada Branch

International Labour Orgamzation

178 Queen Street

Ottawa 4, Canada

Equipment and Subcontracts
Director General

International Labour Organization
154 Route de Lausanne

1211 Geneva, Switzerland

ITU Experts

Department of Transport
Ottawa, Canada

External Aid Office
Ottawa, Canada

Fellows, Equipment

Director General

International Telecommunications Union
Place des Nations

1200 Geneva, Switzerland

WMO Equipment

Director General

World Meteorological Organization
Avenue Giuseppe Motta 41

1200 Geneva, Switzerland

WHO Experts, Subcontracts, Fellows, Equipment

Director General
World Health Organization
Route de Pregny
1200 Gene a, Switzerland

UPU Director General

Universal Postal Union
Schosshaldenstrasse 46
3000 Berne, Switzerland

D. T. JOHNSTON, Assistant Commercial Secretar , Berne.

B The United Nations and its
specialized agencies are engaged in
helping over 150 countries and ter-
ritories to improve their standards of
Iiving. Projects range from the pro-
vision of expert services and fellow-
ship grants to assistance 1n eXecuting
major pre-investment projects, which
ma include equipment purchases and
subcontract requirements.

The executing agencies specialize in
different areas of economic and social
development. Those with headquarters
m Switzerland include:

International Labour Organization
(ILO)

World Health Organization (WHO)

World Meteorological Organizati
(WMO)

International Telecommunications
Union (ITU)

Universal Postal Union (UPU)

This article concentrates on four
types of opportunities originating
within these agencies. These are:

1. Working as an expert for periods
ranging from a week to eleven months,
or even for two to four years

2. Traimng fellows from developing
countries

3. Obtaining subcontracts

4. Selling equipment and supplies.

Working as an Expert

Man countries are looking for ex-
perts who are technically competent in
particular fields and also have some
managerial and financial training.
Canadian companies lending staff to
work as experts abroad gain two ad-
vantages, altruism aside. First, the
ind vidual representing the firm gains
valuable foreign experience. Second,
the expert makes friends—often in-
fluentia ones in developing coun
tr es. Consequently the company en-
hances "ts chances of obtaining foreig
contracts in the long run. Further
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Arthur Prandle, Chief of the Operational Equipment Division of the International
Labour Office in Geneva, examines equipment in the shops at Highland Park High
School, Ottawa. Mr. Prandle came to Canada for two weeks in August to inspect
vocational training equipment manufactured here that might he sultahle for the ILO
technical assistance program to aid development in the new nations. He visited
Canadian manufacturers of machlne tools, sewing machines, and of equipment
for machine shops, automotive repair, woodworking and occupational safety.

more, from a Canadian viewpoint, a
Canadian expert recommends Cana-
dian products and services whenever
he can those which he knows and
understands from his previous ex-
perience.

Training Fellows

Fellowships are given to nationals
from developing countries to allow
them to become trained in a particular
field. Much of this is done in de-
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veloped countries 1n the form of
“on the job” training in private com-
panies. The company normally as-
sumes the training expenses. As in
sending experts abroad, the Canadian
company that offers training facilities
for fellows may be rewarded in the
long run by a possible increase in
sales of its products or services in
export markets. The Fellow is trained
to use a particular firm's equipment
and or to understand a company’s

concepts. He also makes contact with
the firm’s employees. Consequently,
the Fellow (who may eventually as-
sume a responsible position in his
native country) has an appreciation
of Canadian products and/or ideas.

Because some equipment is very
specialized, the Fellow has to be
trained on the type of equipment al-
ready in use in his country or to be
installed there, This factor sometimes
limits the possibility of placing Fel-
lows in Canada, but there are ample
opportunities,

Obtaining Subcontracts

Sometimes a whole or a part of a
project is subcontracted to a con-
sulting firm because of its special
skills and or lack of manpower at the
particular executing agency. Like the
individual, the company must have
proven technical competence, with
some managerial and financial skills
and experience. Technical competence
is defined broadly to include all types
of engineering and management con-
sulting skills. The company has an
advantage if it or some of its mem-
bers have already worked in develop-
ing countries.

Because of recruitment and other
related problems, UN agencies are
probably going to be forced into sub-
contracting more work. Moreover, the
specialized agencies are becoming
more interested in contracting out
complete projects—from the initial
feasibility study to the actual opera-
tion.

An organization can overcome its
lack of foreign experience by working
on a bilateral aid program or having
one of its staff work for an executing
agency as an expert, as previously
suggested.

Sales of Equipment and Supplies

Requirements depend on the
executing agency and are usually
traming equipment per se, or demon-
stration equipment used for educa-
tional purposes. For the same reasons
as discussed above, purchases of
demonstration equipment often depend
on the equipment already installed
or to be installed in the country*. The
ability to service the equipment is
also important. However, equipment

*The equipment is usually installed under
a bilateral or multilateral aid program.
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sales opportunities do exist for Cana
dians, particuiarly in the field of edu-
cational training.

With the exception of the ITU
expert opportunities and ILO expert
and Fellow training possibilities, Cana-
dian businessmen wishing to take ad-
vantage of opportunities described 1n
this article should register with the
appropriate United Nations agencies
(see addresses listed on page 2).
Those wishing to work as ITU ex
perts should register with the Depart
ment of Transport and the Externa
Aid Office. Those wishing to work as
ILO experts or train ILO Fel ows
should register with the Canadian
branch office of the ILO. All interested

orgamzations should register with the
Department of Trade and Commerce
as well.

Companies wishing to make equip-
ment and supply sales should also
send 1n catalogues and brochures des-
cribing their equipment to the per-
tinent UN agencies. The supplier
should provide more than one copy
for distribution within the agency.
Headquarters should always have a
copy and often the field project
manager as well. Those wishing to
take advantage of subcontract oppor-
tunities should send in a brochure
describing briefly the company’s op-
erations and activities and giving a
curriculum vitae of the leading mem-
bers of the firm.

Firms which have registered with
the UN agencies and have found
their attempts to take advantage of
the different opportunities unrealized,
should follow-up with the agencies to
discover where the problem lies. In
many cases these can be easily over-
come. Should the company be dis
couraged in its correspondence with
the agency, the Berne office is willing
to get directly in touch with the agen-
¢y in question to pinpoint the prob-
lem.

Visits often prove useful in order
to demonstrate a product or outline
a service. The executing agencies em-
phasize, however, that they are only
interested in a factual approach and
not a high-powered sales pitch.

Activities Defined

The company wishing to obtain business of the types
mentioned above should understand the activities of the
various executing agencies with headquarters in Switzer
land and the opportunities that each provides.

The ILO

The International Labour Organization was created to
contribute to the establishment of lasting peace by promot-
ing social justice; to improve, through international action,
labor conditions and living standards, and to promote
economic and social stability.

Of particular interest to the businessman wishing to
train Fellows or to work as an expert are its manpower
planning and organization, management development, and
vocational training projects. Statistical analysis projects
may also prove interesting.

Manpower Planning and Organization—ILO projects in
this field accounted for 262 expert missions (2,686 man-
months) and 228 fellowships (1,140 man-months’ training)
between 1960 and 1965. The Organization assists in
planning for the development of a country’s trained man-
power, and in formulating policies for the full use of its
manpower as a whole.

Management Development—Management development
projects accounted for 298 expert missions (4,489 man-
months) and 124 fellowships (611 man-moenths) between
1960 and 1965. Training in all fields of management is
given in seminars and other courses. Moreover, the ILO
gives advisory assistance in planning for the establishment
of productivity and management development institutions.

Vocational Training—Vocational training is by far the
largest field of activity within the technical co-operation
programs of the ILO, accounting for I,038 expert mis-
sions (17,322 man-months) and 2,695 fellowships (11,120
man-months of training) between 1960 and 1965. Assist-
ance includes advice on the planning of new vocational
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training programs and the training and upgrading of
instructors and other teaching staff. It includes training
in both manual and non manual (particularly clerical and
service) occupations.

Statistical Amnalysis—Statistical analysis projects accounted
for 71 expert missions (1,030 man-months) and 45
fellowships (352 man-months) between 1960 and 1965.
ILO statisticians have assisted governments to identify
their minimum requirements for labor statistics and to
gather data on labor costs.

Experts and Subcontracts—The ILO in the past used its
own experts in most instances, although they are often
hired on a project basis. The agency feels that to maintain
its reputation, it must use as many of its own experts
as possible. Consequently it has hesitated to subcontract
any work. Only twice to date has any work been sub-
contracted; the amounts invelved totalled U.S. $165,000.
In both instances it was for a management development
project in Poland and the skills required were for training
in the installation and programming, etc., of computers.
This type of work will also be subcontracted for three
forthcoming management development projects in
Romania, Hungary and Bulgaria, Moreover, more manage-
ment development projects of advanced types are fore-
seen, involving modern management techniques, including
electronic data processing,

If subcontracting in the above cases proves successful,
it is probable that the ILO will consider more subcontracts,
particularly in management development of an advanced

type.

Tralning Fellows—The ILO fellowship program is becom-
ing increasingly larger, with ample opportunities for or-
ganizations wishing to offer their facilities for training
fellows. A great majority of the fellowships have been
given for in-plant training in developed countries. Fellows
have also been trained in management consulting firms in
developed countries.

FOREIGN TRADE



Equipment and Sapply Sales—Between 1960 and 1967
equipment purchases by the ILO totalled over 1.5.59
million. Only $10,000 worth was purchased from Canada.

The types of equipment and the approXimate expendi-
tures are given below:

Equipment Purchases
Approx. per cent  Approx. value
of total (U.5.5°000)
Metalworking equipment 43 3,870
Motor vehicles 9 810
Audio-visual equipment/teaching aids 9 810
Tools 7 630
Office equipment 6 540
Special equipment for different in-
dustries: transportation and hand-
ling, measuring and testing, labora-
tory and scientific handicraft, safety
and health, woodworking and for-
estry, auto and diesel repair, agri-
cultural, electrical and electronic 15 1,350

The ILO expects to spend about $1 million a year on
the above types of equipment in the immediate future,
with purchases being made in about the same proportion.
Moreover, it has already tendered for about $2 million
worth of computers to be bought this year. More purchases
of this equipment can be expected in the future.

Procurement of Equipment—Equipment requirements of
over U.5.$2,500 must go out to tender, but the Treasurer
is authorized to waive tenders for equipment on accepted
Standard Lists.* Theoretically, the value of the purchase
has no limit. To date the ILO has accepted five Standard
Lists. In one case a U.8.$50,000 purchase was made with
out tendering and in another, U.5.$10,000. Purchases
under U.S.$2,500 are normally made directly from or-
ganizations registered with the ILO, without tendering.

The ILO wishes to make fewer but larger and more
integrated purchases. Thus Canadian organizations are en
couraged to combine with others when tendering, if they
cannot offer a complete or nearly complete package them
selves. A company’s equipment would also stand a better
chance of being put on a Standard List using this approach.

A group of Canadian companies have already organized
themselves into an entity called CANEDEMA for export
purposes. The consortium has recently received its first
order from the ILO—for electrical training apparatus to
be used on a project in Port Louis, Mauritius. Although
the order was not very large, more will undoubtedly be
forthcoming and CANEDEMA’s list of equipment will
probably eventually be accepted as a standard list.

The ILO sent a procurement mission to Canada for two
weeks, beginning August 7. The mission, headed by A. L.
Prandle, chief of the Operational Equipment Division of
the ILO, gained a firsthand knowledge of equipment
available in Canada for future reference and also made
some specific purchases.

A Standard List is a list of equipment based on a successful bid
whose standards have been approved by the ILO The list must be
reapproved yearly, or as amendments are made by the firm
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The ITU

The International Telecommunications Union was cre-
ated to promote international co-operation in telegraph,
telephone and radio services, to further the development
of these services, and to extend their use by the public.

This agency gives assistance in the following fields:

Telecommunications

development, organization, planning, operation and main-
tenance of telecommunication networks

installation of telecommunication equipment
operating procedures

economic and technical studies to ascertain future require-
ments in the field of telecommunications

any other area of telecommunications contributing to the
economic and social development of a country

Radio and Television

radio communication techniques
radio frequency usage
monitoring

radio and television broadcasting (technical aspects only—
not program).

Space Communications—The ITU's annual expenditures
on space communications at present approXimate $2 mil-
lion a year, and the amount is increasing steadily.

Expert Opportunities—To date, the ITU has not subcon-
tracted any work. All experts are hired on a project basis.
Approximately 50 more are required in 1968 and the
number is increasing slightly each year.

Opportunities for Training Fellows—Fellowships are given
for training in all fields where the ITU gives aid from
low-level technicians to senior specialists, Approximately
300 fellowships were awarded in 1967 and the amount
increases by some 10 to 15 per cent each year. Almost all
the training was done in company or institutional training
courses 1n developed countries.

Equipment and Supply Requirements—Since 1961 62, ap-
proximately U.S. 4 5 m llion has been spent on equipment
and supplies. The ITU expects that annual purchases will
reach approximately U.S.$1 milhion per year in the fore-
seeable future, To date purchases from Canada have to-
talled only U.8. 55,000,

Equipment and supply requirements include:

Approx. expenditures
1961 1o 1967

(U.58)

Related to training 3,700,000

A great range of telecommunication eguip-

ment, all purchases being made in small

quantities.

Small quantities of basic workshop tools

Measuring and test equipment

Training aids of all kinds.
Operational-type telecommunication equ pment 800,000



The ITU has purchased operational-type telecommuni-
cation equipment only twice. Normally, the recipient
country arranges other ways of financing this type of equip
ment, usually through bilateral or multilateral programs.

Prncuremenit—Except for test and measuring equipment,
the ITU normally purchases its equipment by furnpishing
invitations to tender to the Department of Trade and
Commerce for distribution to Canadian firms. Test and
measuring equipment is usually bought directly on the
open market from companies normally registered with
the ITU.

The WMO

The World Meteorological Organization was created to
facilitate worldwide co-operation in establishing networks
of stations to provide meteorological observations. It is
engaged in activities normally requiring experts usually
found only in national meteorological institutions and uni-
versities. There is little opportunity for private businesses
to supply experts or train Fellows.

Eqnipment and Supply Requirements—Equipment and
supply purchases have increased from U.S.$441,000 in
1965 to U.S.$1.2 million in 1967. Very little has been
purchased from Canada. The WMO expects purchases to
increase yearly in the future.

All are made by tender, mamly the following types of
equipment:
Surface and upper air meteorological equipment
Weather and wind-finding radars

Speciat agrometeorological and hydrometeorologr al instruments
for observations

Facsimile equipment

Telecommunication equipment

Radijation instruments

Meteorological calibration laboratory equpment

Hydrological equipment such as current meters, waler leve

recorders, sediment samplers, 51 fi gauges, discharge measure-
ment by chemical methods

Wind and solar energy survey equipment

Meteorological and hydrological books and manuals

Vehicles (station wagons, pickup trucks, jeeps, elc.) These consti-
tute a large percentage of WMO purchases

Data processing and computer equipment

Automatic picture transmission equipment for reception of data
transmitted by meteorological satelliles

Training aids.

The WHO

The World Health Organization was created to promote
the highest possible level of health among people. It exe-
cutes technical assistance projects in many different areas
of health. Tt gives considerable aid, for example, in the
field of water supply and sewerage. The flow of requests
is continuous and shows no signs of abating. The WHO
also gives help in what is known as environmental sanita
tion in general, which also includes waste disposal, water,
air and soil pollution. Advice is given in planning long-term
programs, in the establishment of quality standards (water,
air, soil) and training and education of personnel in all
phases and levels of environmental sanitation.

Expert Oppnriunities—Experts are particularly required
for water supply and sewerage projects. Technical plan-
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ning, design, operation and maintenance of water supply
and sewerage utilities are among the fields of competence
required. Experts are also needed in management of water
supply and sewerage operations, waste disposal, and air,
water and soil quality control.

Some 25 to 30 new experts are required each year with
renewable assignments of two years for water supply and
sewerage projects. Furthermore, about 35 to 40 short-
term experts or consultants are hired yearly on a monthly
fee basis for a period of one week to 11 months.

Subcnntract Opportunities—For water supply and sewer-
age projects, subcontracts are awarded for both technical
and managerial aspects of master planning, preliminary
engineering and economic feasibility studies. Ten subcon-
tracts have been awarded, or will be awarded in the near
future, for a value totalling about U.S.35 million. The
largest subcontract was for U.S.$1.1 million and the small-
est for 1J.5.$120,000. Most of the subcontracts have been
awarded in the last two years and more will undoubtedly
be awarded in the future.

Training Fellnws—Some fellowships are given for training
in sanitary engineering consulting firms.

Equipment and Supply Requirements—The WHO has
made equipment and supply purchases totalling about
U.8.$1 million in recent years, very little of it coming from
Canada. Requirements are listed below:

Approx. Expendi-

tures 1966
(U.5.3)

L bor tory equipment nd supplies, including

eagents and culture media for 1he study

of bactenia beh wior 250,000
Preventive medicines—anti malarial drugs, all

types of vaccines, drugs to prevent TB 250,000
Transportation vehicles for use in developing

o ntries (mamy our wheel drive) 250,000
Miscellaneous—especial y teaching aids 250,000

Procurement—Tenders or supply requisitions are sent di-
rectly to organizations which WHO thinks can supply the
required equipment or supplies.

The UPU

The Umversal Postal Union was created to improve
postal systems throughout the world.

Because of the specialized nature of the Union's work,
experts come only from postal organizations in the devel-
oped countries. Thus there are virtually no opportunities
for private industry to send experts or offer training facili-
ties.

Equipment and Supply Requirements—Very small pur-
chases have been made to date. In 1967 68 so far only
three purchases have been made totalling U.8.3$3,000. The
equipment, audio-visual teaching apparatus, was bought on
the open market.

The UPU has not yet taken part in the UNDP/SF pro-
gram. However, it expects to participate in the future and
equipment purchases may then increase somewhat. Never-
theless, purchases will remain small in the foreseeable
future.
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Forest Products
Markets in
Western Europe

The Netherlands

Timber frame construction is making gains

DAVID J. S. WINFIELD, Assistant Commercial Secretary, The Hague.

B Promotion of Canadian timber
frame construction has met with
phenomenal success in the Nether-
lands. For the past three years an
energetic campaign has been geared
to promoting the use and acceptance
of this construction system and thus
stimulating sales of Canadian timber,
wood products and building materials.
Within this short period and despite
many hurdles, over fifty houses have
been built in various parts of the
country. Plans for several hundred
more are on drawing boards or in
the hands of official agencies awaiting
final approval.

The goal was and is to minimize,
if not overcome completely, obstacles
in many sectors. Local fire and build-
ing regulations in nearly all municip-
alities prohibited the building of new
timber structures. An effort had to be
made to try and convert even a small
part of a building industry tradition-
ally tied to brick and concrete con-
struction. Government agencies re-
sponsible for accepting the system had
to be shown that timber frame houses
would be as safe, comfortable and
attractive as traditional homes and,
in addition, would be more economical
to build.

In 1964 there was a housing re-
quirement of approximately 150,000
units in the Netherlands and in 1967
over 100,000 were still needed. The
result of destruction during the war
and the gradual decay of existing
structures, the above figures did not
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include over 500,000 sub-standard
units that had to and still must be
replaced. Moreover, the Government
was concerned that better quality
homes should be built in greater
numbers in order to eliminate this
shortage by 1970. The feeling was
that, with experience and competence
in the house-building field and with a
range of good quality building prod-
ucts, Canada should try to participate
in the effort to meet this housing need.

Mission Comes to Canada

As a result, in 1965 the Department
of Trade and Commerce took a joint
Dutch-German mission across Canada.
Composed of builders, architects and
government officials, the mission met
Canadian builders, technical experts
and building officials and visited
building sites, industrialized building
plants, sawmills and logging camps.

On its return the mission reported
to the Dutch Minister of Housing that
“timber frame construction as devel-
oped in Canada can also be used in
the Netherlands” and that “timber
frame construction is well suited for
row housing in the Netherlands with
prefabrication utilized to its fullest
extent.”

Shortly after the return of the first
mission, a timber frame study group
was formed by a small group of the
members and attracted architects,
builders and officials who had not
been to Canada. It was established
to investigate the best method of

adapting the Canadian system to
Dutch climatic, architectural and legal
conditions. An interesting highlight is
that the present Minister of Housing,
Ir. W, F. Schut, although he had not
been to Canada, chaired the group for
a short period before he entered active
politics,

For the past two and a half vears
the group has been wvery active,
stimulating interest, providing in-
formation and establishing design and
technical requirements for a Duich
timber frame system. Close to com-
pletion is a study which the committee
hopes will be accepted by the Ministry
of Housing as a national timber frame
building code.

As a result of contact with their
friends in the timber frame study
group and with those who were on
the previous missions, individual
Dutch architects, university professors
and two groups of importers visited
Canada at their own expense to see
the system and to meet builders,
technical experts and exporters.
Itineraries and visits were set up by
the Forest Products Division of the
Deparitment of Trade and Commerce
in co-operation with the Regional
Offices. In addition, the Dutch rep-
resentative of the British Columbia
Lumber Manufacturers Association
(BCLMA) bhas taken numerous
groups to England to see the Canadian
Demonstration Homes. Visits of this
nature were encouraged so that as
broad a range of the Dutch building
industry as possible could inspect and
investigate at first hand the Canadian
timber frame system.
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Finally, a high-level mission, the
last in the present program, went to
Canada this month (September 13-29)
to see row-housing and garden-home
developments, to meet with technical
experts from the Canadian building
industry and official agencies, and to
study some of our newer projects and
ideas in town planning, particularly
in medium-rise, high-density housing
built in timber frame.

Exhibitions Help Promotion

Enthusiasm and interest in the
timber frame system were generated
by the missions and it was decided
that, rather than taking the mountain
to Mahomet, it would be much more
practical to stage exhibits in the
Netherlands. Two very successful ex-
hibits have been held and another
is planned for the Utrecht Building
Products Fair in April 1969.

With outstanding co-operation from
Delft Technical University, the first
exhibit was held in the Convocation
Hall in Delft in November 1966.
Designed as a technical display, it
demonstrated the Canadian building
technique to those involved in the
designing, planning and building of
homes, and to those concerned with
regulating house construction in the
Netherlands. Throughout the show,
programs were organized for groups
of specially invited technical visitors
and one day was set aside for three
busloads of German guests brought
to Delft by our officers in Bad Godes-
berg, Dussseldorf and Hamburg. At
each session papers were given by
the Dean of the Faculty of Architzc-
ture at Delft, Professor Gout, who
had visited Canada in 1965, and by
the British and Dutch representativas
of the BCLMA and the British rep-
resentatives of the Plywood Manu-
facturers of  British  Columbia
(PMBC). Films and special recep-
tions rounded out a popular, enthu-
siastically reccived program.

It was at the opening of this exhibit
that the first official success was an-
nounced. Ir. H. M. Buskens, Director-
General of Housing and Town Plan-
uing, stated that offictal psrmission
had been granted for the construc-
tion of 21 timber frame row hou.es
at Horst in Limburg. On December
28, 1967, the Minister of Housing,
Ir. W. F. Schut, opéned the pro'sct
at what he called a “Dutch-Canadian
Love-In”.* He also announced that

the project would be studied by
building officials as a means of de-
termining the viability of providing
more government subsidies for timber
frame construction in the social hous-
ing sector.

The 1967 Utrecht Spring Fair, the
largest spring exhibition in Europe,
was the site for the second demonstra-
tion. Open for ten days in March,
the exhibit was visited by about
100,000 people out of a total attend-
ance of approximately 150,000, in-
cluding builders, architects and gov-
ernment officials. According to Fair
officials, it was the biggest attraction
of that year. Two bungalows rented
from Engineered Homes Ltd. and sent
from its factory in Wales were erected
on the site. One house was finished
and furnished in Canadian style, the
other was used as a display hall to
demenstrate the construction tech-
nique and to show Canadian building
and equipment.

Technical and business visitors, al-
though often critical, were impressed
by the system and the products dis-
played. The general public expressed
envy and the wish that they could
live in houses like these. One lucky
fellow bought the two houses at the
Fair and, after some haggling, paid
cash on the spot to have them deliv-
ered to his home town in the north
of the Netherlands. As another direct
result of the Utrecht Fair, one con-
tractor in Belgium and at least five
in the Netherlands are building homes
using the Canadian timber frame sys-
tem, timber and building products.

Housing Units Built

There are other encouraging signs
of success. By the end of 1966 ten
housing units had been built and by
the end of 1967 another forty were
completed. It is expected that in 1968
at least 140 more will be finished.
From old peoples’ homes to private
bungalows and in the social housing,
subsidized and private sectors, proj-
ects ranging from one unit to 86
units are going up. Some of these
projects are experimental! and, if they
prove to be economical and practical,
architects and buiders are assured of
another 325 units. This, of course,
does not include development from
active sales campaigns.

*See brief article in the April 13, 1968,
issue of Foreign Trade.

In 1964 there were no builders or
architects using this system. Now there
are some 15 to 20 contractors and
about 20 architects active and making
money with their modifications of the
Canadian building method. They are
concerned about the economies of
building in timber frame and much
time, effort and money have gone
into studies on the efficient combina-
tion of prefabrication and on-site la-
bor. The timber frame study group
has been active in this area and has
been supported by commercial officers
of the Canadian Embassy and the
local representative of the BCLMA.
Prefabrication was used t¢ maximum
advantage in the Horst project: ex-
terior walls were clad with prefinished
cedar siding and window frames were
installed; interior walls came com-
plete with electric wiring, wallboard
and door frames; the bathroom wet-
cell was completely prefabricated even
to the fixtures and was hoisted into
place with a crane. All the houses
built so far have used industrialized
building techniques and most builders
can now complete one unit within
30 days.

Timber, Plywood and Products

Most of the houses built so far
contain Canadian CLS timber and
all contain Western red cedar, ply-
wood and building products. Whether
or not contractors will continue to
use Canadian materials depends on
the follow-up by the Canadian ex-
porter himself.

Dutch statistics indicate a gradual
decrease of about 17 per cent in total
timber and plywood imports since
1964. This can be attributed to a
decline in house construction over
the past two years because of tight
money and to an inCrease in concrete
construction. Canada’s timber and
plywood exports in 1966 reached a
record $11.0 million but in 1967 they
dropped to $8.0 million. This, how-
ever, is still far ahead of our position
ten years ago; in 1957 Canadian ex-
ports of timber and plywood to the
Netherlands totalled $870,000.

By far the greatest threat to the
Canadian timber trade comes from
the Scandinavian countries and the
U.S.8.R., both outside the EEC. With
good reserves of top quality softwood,
they benefit also from relatively lower
freight rates to the Netherlands. In
addition, the Scandinavians are
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Two years after a Netherlands Housing Mission toured Canada in
1965 to examine timber frame bouse huilding tecbniques, the 21-unit
government-subsldized project below was well underway at Horst,
Limburg. Canadian timber, and Canadian windows, were wused.
Examining surfaced timber in Vancouver, right, are members of that
1965 mission which reported to the Dutch Minister of Housing that
tbey believed that “timber frame construction as developed in Canada

can also be used in the Netberlands”.

actively trying to move into the timber
frame market by claiming that their
slightly larger than Canadian Lumber
Standards dimension is structurally as
efficient and yet more economical
than Canadian timber. Canadian ex-
porters themselves are the only ones
who can counter this competition and
the Commercial Division of the Cana-
dian Embassy will be pleased to help
In any way possible.

Canadian plywood exports to the
Netherlands show a healthy growth
since 1960 and this trend is expected
to continue. In 1960 they reached
about $15,000 but they soared to
approximately $1.9 million in 1966,
with a slight decline in 1967. Only a
small part of this gain results from
the introduction of Canadian timber
frame. The biggest boost by far comes
from the increasing use of Douglas
fir plywood for concrete forming, for
cladding on agricultural buildings, and
for packaging materials. Small quan-
tities of other types of plyweod are
uszd for decorative wall covering,
furniture blanks and packaging.
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Directly attributable to the cam-
paign are the new agencies established
for a variety of Canadian building
products. Aluminum and vinyl win-
dows, decorative wallboard and acous-
tic ceiling tiles, all made in Canada,
are now coming to the Netherlands
in increasing quantities.

Potential is Good

Generally speaking, the potential
for Canadian timber and building
products in the Netherlands is good.
A great deal depends on the ability
and willingness of the Canadian
producer to meet the competition with
vigor and with good quality and com-
petitively priced materials. Also im-
portant is a constant and reliable
supply available to Dutch buyers.

Higher Canadian labor costs, ship-
ping charges and exorbitant duties
make the export of components from
Canada practically impossible. Any-
one interested in selling components
is strongly recommended to enter into
a joint venture with a Dutch con-
tractor. At the same time he should

2%

be prepared to market an “open
system—that is, not patented—because
to register and obtain approval for
a “private” system, he must be ready
and able to spend anywhere from
$3,000 to $10,000 and to wait for
at least two years while the system
is examined and tested.

The Canadian Government has in-
stigated and supported an extensive
campaign, which is by no means fin-
ished. With another mission going
to Canada and participation in the
Building Products Fair in Utrecht in
1969, a continued effort will be needed
to guarantee success.

The door has been opened and it
is up to the Canadian exporter to
step across the threshold and seize the
opportunities that are there. Both the
BCLMA and PMBC have energetic
Dutch-speaking representatives here,
ready with expert advice and in-
formation, and the Commercial Di-
vision of the Canadian Embassy in
The Hague is always ready to assist
Canadian exporters interested in the
Netherlands.



West Germany

Decorative woods show most promise

DAVID H. CLEMONS
Vice Consul, Hamburg

B West Germany has recovered from
its recession and has started another
period of rapid growth. Canadian
lumber sales to Germany which had
shown remarkable gains for several
vears, scarcely paused for breath
during the recession. The upward
trend is expected to continue.

Postwar housing shortages have still
not been overcome. Almost 600,000
new housing units a year are being
built. Although the emphasis is on
low-cost apartments, the per capita
mcome of over $2,100 means that
many Germans can afford to improve
their scantily-equipped apartments and
flats as well as older houses with
decorative panelling, cupboard and
shelving units, and many modern con-
veniences.

Two Promotion Targets—The single
family dwelling market amounts to
about 25 per cent of the total units
built each year but it represents a
much smaller volume of sales even
though the lumber used per unit is
high in comparison with apartments.
Part of the Canadian lumber sales
promotion is aimed at this sector in
the hope that a larger proportion of
single family units will be built after
tbe housing shortage has been over-
come. By then per capita income will
have risen even higher. Up to now,
timber frame houses (other than cot-
tages) have been almost unknown and
they are not preferred to other types.

Canadian promotion efforts have
therefore concentrated on two targets.
decorative applications and timber
frame construction. The aim of the
decorative promotion is to take advan-
tage of the abundance of Canadian
clear grades with attractive color and
grains (chiefly red cedar, and Douglas
fir). The aim of the timber frame
promotion is to introduce construction
grades of the Canadian species al-
ready being sold here.

The decorative promotion has been
by far the more successful and most
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of the current efforts are concentrated
on it. Virtually all the lumber Canada
now sells in Germany is clear. A con-
tractor recently built a row of small
houses on the timber frame principle
but the results are being used to sup-
port both sides of the argument about
the merits of the technique. Despite
this, however, promotion is continuing
aggressively, and better results are
expected.

Softwoods—Germany manages its for-
ests very efficiently and normally
produces two-thirds of its softwood
requirements, about 1.5 million stan-
dards per year. This is supplemented
by imports of softwood for general
construction use, chiefly from neigh-
boring sources. Canada has sold some
eastern white spruce for general cons-
truction use when prices were un-
usually favorable but this business is
not yet on a continuing basis. The

F
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western construction grades are not
normally competitive in price.

West Germany imports decorative
and special softwoods for joinery,
furniture, flooring, panelling, and even
sauna baths. This is where Canadian
exports have shown great strength,
even in competition with similar spe-
cies from the United States.

Canada came twelfth as a softwood
supplier in 1967 with 12,000 stan-
dards. Qur competitors and the ap-
proximate composition of our sales
are shown in the tables on page 11.
Unfortunately, transshipment through
Rotterdam introduces some discrepan-
cies between the German and Cana-
dian figures. Pitch pine, which has
no direct Canadian counterpart, ac-
counts for a large percentage of U.S.
sales and distorts the comparison.
Probably the best measure of Cana-
dian success is a comparison with
the 1962 figures—in five years, sales
of softwood have almost doubled,
rising from 6,373 to 12,152 standards.

Hardwoods—Among decorative woods
Germany imports many exotic hard-
wood logs, used as lumber and as

Many Germans can now afford to improve their flats and houses with decorative
floor and wall panelling and Canadian producers are pursning this market,
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veneers, often on particle board back-
ing. Canada has a very small part of
this market, supplying approximately
$150,000 worth out of total imports
of $91.5 million.

Despite an effective tariff difference
of about 12 per cent between logs and
veneers, Canada sells more veneers.
Improvement in our share of this
sector should result from continued
strong promotion because the use of
veneers increases with the growth of
“wood-consciousness”. At present we
supply about $2.5 million worth of
hardwood veneers ($2,043,000 walnut
and $322,000 elm) out of the $34.5
million total German veneer imports.

Prospects—Perhaps the best comment
on the future is that made by a man
actually in the business of selling
Canadian lumber in Germany. R.
Brickenstein, chairman of the Asso-
ciation of German Wood Importers,
puts it this way:

“The growth of imports from
Canada developed in the early 1960s,
after insignificant imports in the
1950's. It was assisted by the excellent
advertising program of the British
Columbia Lumber Manufacturers As-
sociation, as well as the visit 1o Canada
of a European Common Market Im-
porters Mission ar the invitation of

GERMANY’S SOFTWQOD IMPORTS

1967
SUPPLIERS
(szandards)
Austria 144,139
Sweden 130,977
Romania 126,635
USSR, 92,858
Finland 72,417
United States 34613
Poland 28,780
Brazil 22,593
Czechoslovakia 19,866
Hungary 19,087
Honduras 12,950
Canada 12,152
France 10,987
Total 741,120

Source: Jahresbericht des Vereins Deutscher
Holzeinfuhrhiuser e V. 1967

CANADIAN SALES

Species Quantity Value

000 bd., fr.)  ($000)
Western red cedar 7,744 1,153
Douglas fir 6,838 1,232
Hemlock 6,642 537
Western larch 443 64
Balsam fir 192 19
Spruce 22 12

Source: DBS

Greece

Opportunities to sell if prices competitive

and regular supply guaranteed

G. BASTCUNIS
Commercial Officer, Athens

W Greece is a major importer of
forest products because it has very
limited forest resources. Last year its
imports, mainly sawn lumber, totalled
U.5.$40.9 million. Yet Canadian lum-
ber sales to this market are still mini-
mal.

The traditional suppliers of lumber
and other forest products to Greece
are the Scandipavian countries and
Eastern Europe, with the latter fur-
nishing some 70 per cent of imports
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in recent years. It is difficult for Cana-
dian suppliers to compete with the
East European countries because they
will accept payment in agricultural
commodities under bilateral trading
agreements, thus conserving Greece’s
foreign exchange. There is little rea-
son, however, why Canadians could
not compete with the Scandinavian
countries. The Greek market has de-
veloped a preference for Scandinavian
types of wood, but Canadians should
be able to overcome this if they can
offer good quality and regular supply.
The latter has been a problem.

the Department of Trade and Com-
merce and the Canadian tmber in-
dustry.

“West Germany's sawmills produce
1.5 million standards yearly, meeting
two-thirds of the requirements of
coniferous lumber. Other European
sources provide some of the construc-
tion grades but the imports of high
quality stock come mainly from over-
seas.

“It is therefore logical for the lum-
ber trade between the Federal Re-
public and Canada to concentrate on
clears from B.C. mostly western red
cedar, Douglas fir and hemlock. Con-
Struction grades from Canada, because
of high freight costs, have only very
limited possibilities on the German
market, depending on seasonal factors.

“Visits to each other's country, the
exchange of knowledge and the co-
ordination of sales promotion continue
to sirengthen the friendly relations
between Canadian shippers and Ger-
man purchasers. The German timber
trade expects further increases in
lumber shipments from Canada; the
increase in imports will come primar-
ily from B.C.

“Packaging according to length and
transport in modern shipping units
will continue to be important factors
in support of this development.”

Imports of all types of lumber and
lumber products in 1967 totalled
U.5.$40.9 million as compared with
U.$.$44.8 million in 1966 (see Table
I}. This drop in total imports is due
to a domestic recession and not to any
significant fall in Greek requirements
for imported lumber. Softwood im-
ports totalled 554,835 cubic meters
valued at U.$.$27.9 million, and hard-
woods 114,492 cubic meters valued
at U.S.$7.9 million. Other lumber
products valued at U.5.$5.0 million
were also imported.

Sawn whitewood (spruce) and red-
wood (red pine} are the two principal
species of lumber imported into
Greece. The former is used for con-
struction and concrete form work and
the latter for joinery. The U.S.S.R.,
Austria, Romania, Hungary and Yugo-
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slavia are the principal suppliers of
whitewood and Sweden, the U.S.S.R.
and Finland supply most of the red-
wood. Softwood logs are mainly 1m-
ported from Hungary, Romama and
Bulgaria, wooden poles from Finland
Czechoslovakia and the United States,
and oak logs and sleepers from
France and Yugoslavia,

The standard lumber spectfications
for the two main species of softwood
lumber are as follows:

Redwood—in falling lengths

3 x5 20%
33 X 31" 5%
3 x3 5%
2 xX6" 15%
2 x35" 353%
14 % 6" 5%
13 < 15" 15%

100%

Whitewood—predominantly in lengths
of 4 meters and widths 4" to 127
and in these thicknesses:

iﬂ‘
Eﬂ'
g_”
1%”
lg_ﬂ

Whitewood and redwood sawn balks
of 3x3 inches, which used to be
imported exclusively from Sweden and
Austria are now also imported from
Hungary.

Current Prices

Prices of Swedish and Finnish red-
wood as per the above specifications
are currently approximately U.S.$182
to $187 per standard f.o.b. for a
quality consisting mainly of fifth
grade. Current freight rates from
Scandinavian countries to main Greek
ports are approximately U.5.$41-$43
per standard. Redwood prices from
the U.S.S.R. for a slightly higher qual-
ity, including about 30 per cent un-
sorted and 50 per cent fifth grade, are
about 1he same as those quoted by the
Scandinavians. Freight rates from
Soviet Baltic ports are slightly less
than those from Scandinavia.

Whitewood f.o.b. prices from the
U.S.S.R., Romania and Hungary vary
from U.S.$38 to U.5.$44 per cubic
meter and from Austria from U.5.$46
to U.S.$48. Freight rates range from
U.5.$3.50 to U.S.$4 per cubic meter.
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In general, prices for lumber from
the U.S.S.R. and Eastern European
couniries are lower than those from
other sources. Furthermore, because
the Greek authorines wish to expand
exports of slow moving agricultural
products under bilateral trading agree-
ments with these countries, they allow
special financial arrangements on im-
ports of lumber from these sources.

Current c.i.f. prices for Douglas
fir clears range from U.5.$220 to
U.S.$235 per 1,000 board feet based
on freight to Piracus of U.S.$78 per
1,000 board feet. Payment terms
granted by most foreign suppliers of
lumber are 25 per cent letter of
credit with the balance cash against
documents. The tables below give a
breakdown of Greek lumber imports.

TABLE 1
IMPORTS OF 1 UMBER INTO GREECE
Timber 1966 1967
Volume Value Voiume Value
ubic meters)y (000 dr) (cubic metersy (000 dr.)
Timber 1n the rough 69,944 101,357 74,065 106,564
Telephone and power poles 31,370 58,012 B1,135 149,024
Roughly squared timber 35,383 43,121 30,422 35,857
Sawn lumber 559,213 908,074 475,037 759,440
Rai way sleepers 1,038 2,969 1,381 3,298
Staves (cooperage) 9,227 30,676 6,188 19,755
Planed Iumber 1,549 5,645 295 839
Flooring 2,053 8,663 804 3,742
Total 709,777 1,158,522 669,327 1,078,656
(Cdn.$38.6 (Cdn.$35.9
million) mliflon)
Other Weod Products 1966 1967
Volume Value Volume Value
m tric fons) (000 dr)) (metric tons) (000 dr.)
Sticks for making walking sticks — 20 — —
Veneers 394 16,032 261 10,401
Plywood 17,229 114,843 14,472 89,666
Cellular wood panels and “improved”
wood in sheets, elc. 31 595 17 101
Particle board 12,324 28,669 11,695 26,938
Boxes and shooks 4,173 11,227 3,461 10,459
Prefab houses 116 936 145 1,438
Doors and readymade flooring 95 3,598 24 1,194
Hardboard 5,069 11,588 4,705 10,459
Totai 943 187,508 34,780 150,251
(Cdn.$6.25 (Cdn.$5
million) million)
Grand total Cdn.$44.9 Cdn,$41
million million
TABLE Ii
CANADIAN LUMBER 1IMPORTS INTO GREECE
1966 1967
Quantity Cdn.$ Quantity Cdn.§
Balsam fir (MBF) 67 6,022 —_ _—
Douglas fir lumber (MBF) 33 4,375 — —_—
Hemlock lumber (MBF) 363 41,446 —_ —
Douglas fir plywood (sf) 80,352 5,642 73,389 5,015
Hardboard (cwt.) 184 1,812 239 2,356
Total 59,297 7371
Y'or the first five months of 1968 Canadian sales were;
Quantity Cdn.$
Lumber, red western cedar (MBF) 5 B55
Plywood, Douglas fir (SF 3" basis) 28,416 2,139
Hardboard {cwt.) 5i6 5,074
FOREIGN TRADE



Prospects for Sales

According to DBS statistics, Cana-
dian lumber exports to Greece in
1967 totalled only Cdn.$7,371. The
breakdown is given in Table II.

At present Douglas fir plywood for
concrete form work, bus flooring,
marine and decorative purposes ap-
pears to be one of the few lumber
products imported from Canada, With
the development of interest in locally
manufactured prefabricated houses,
there has been a small increase in the
demand for western red cedar as a
premium wood for top quality houses.
This market, however, will never be
very large.

Greek lumber importers have made
repeated attempts to introduce East-
ern Canadian spruce, but these have
failed mainly because Canadian ex-
porters were not able to offer regular
supplies. Attempts were also made to
introduce hemlock and balsam fir,
but local customers did not find these
suitable substitutes for red pine for
joinery work. There is a demand for
Douglas fir clears for making window
shutters, but Canadian supplies of this
particular item are apparently not
available.

For the time being, the export of
wooden poles to Greece is not pos-
sible. The Greek authorities have not
accepted Canadian offers of lodgepole
pine in the past because these have
not met the minimum Greek require-
ments and Douglas fir poles are not
competitive in price.

Major Problems

The major problems facing Cana-
dian lumber exporters appear to be
high freight rates, lumber specifica-
tions (especially for whitewood), and
continuity of supply. Greek importers
are eager to import lumber from Can-
ada because the lumber trade in
Greece is at the present time domi-
nated by Eastern European monopolis-
tic traders. Exporters of eastern
Canadian spruce should be in the best
position if they can offer sizeable
quantities on a regular basis at compe-
titive prices. So far West Coast lum-
ber has proved too expensive to be
used in large quantities here, although
some finds its way into special decora-
tive work. Although Greece is be-
coming self-sufficient in some types
of plywood, particle board, flooring
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etc., its demand for sawn lumber will
continue to increase.

There has been considerable inter
est in the past in exporting Canadian
timber frame prefabricated houses into
Greece but no successes have been
reported. There 15 a definite demand
for prefabricated houses but high
duties and preferential treatment of
local manufacturers prevent the import
of complete or serm-complete struc-
tures. The only way Canadian com-

panies can participate in this market
1~ through a joint venture with a
Greek firm using Canadian techniques
and, if possible, Canadian lumber.
The bzst way to penetrate the Greek
market is to visit Greecz to obtain
firs hand information, to meet buyers,
and to establish reliable agency con-
nections. The office in Athens knows
many importers and agents who would
be interested in working with Cana-
dian firms and we would be pleased to
assist any Canadian exporters.

France

Unsatisfied demand for individual homes

PAUL LABBE, Assistant Commercial Secretary, Paris.

W The housing shortage has created
some excellent prospects for builders
and suppliers of housing components.
France’s Fifth Five Year Economic
Plan (1966-1970) calls for 470,000
famly housing units a year by 1970
and offers substantial credit terms and
incentives. But the industry 1s not
quite meeting the targets set for it
and, what is more, critics feel that
even fulfilling these targets would not
make up for the low level of con-
struction during the interwar years
and immediately after World War II.
In the last three years, completions
have increased steadily—412,000 in
1965, 414,000 in 1966 and 423,000
in 1967. However, the general strikes
which crippled the country for almost
six weeks in the spring will signifi-
cantly impair the 1968 and 1969
housing programs.

It should be emphasized that more
than two-thirds of the total number
of dwellings completed fall in the
high-rise category. Recent surveys
have found that this ratio is the
exact inverse of what the French
customer wants, a fact of great im-
portance to Canadian exporters. The
French Government is well aware of
the situation and has taken steps to
encourage a much greater proportion
of low-rise and detached homes.
Despite this, the majority of units will
continue to be in the high-rise cate-
gory for some time to come.

One of the major problems is that
there are very few large builders of
individual homes capable of produc-
ing them by industrialized methods.
House builders in France are, by and
large, small and local enterprises.

"La Technique Canadienne”

The Department of Trade and
Commerce realized some time ago
that there was a good opportunity
to promote Canadian building mate-
rials and techniques. In co-operation
with representatives in France of the
Canadian West Coast lumber manu-
facturers, it began a campaign to
encourage the use of the timber frame
construction method. The timber
frame exhibit in Paris early in 1967
was visited by architects, engineers,
builders and representatives of the
lumber trade and the press. In con-
nection with the exhibit, some 400
prominent members of the French
building profession took part in two
half-day study sessions, organized to
illustrate and discuss timber frame
techniques. Last fall, a mission com-
posed of important French housing
authorities visited Canada at the in-
vitation of the Department of Trade
and Commerce. During their stay, the
visitors saw building sites across Can-
ada as well as private and public
testing laboratories for wood products
and other building materials. Tech-
nical lectures and discussions com-
pleted the mission program.
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The over-all promotion was sup-
ported by repeated showings of tech-
nical films and constant contact with
the building trade and the press. It
has been successful to the point where
the timber frame method is often
referred to in France as la technique
canadienne,

As a result of the timber frame
promotion, a major breakthrough for
the timber frame construction is ex-
pected shortly. When this happens,
it could benefit a large segment of
the Canadian housing components in-
dustry. Your firm’s share of this new
expanding market depends on the
steps you take now.

Three Basic Steps

Your first step should be to make
sure that you can sell your product
competitively in France and to find
out whether it will require modifica-
tion to fit in with French norms and
tastes.

France uses the metric system. The
problem is not just one of converting
measurements from one system to the
other; their standard sizes are not
quite the same as ours. Kitchen ap-
pliances such as stoves and washing
machines are smaller and lower than
in North America. Electrical appara-
tus has to be designed for 230-volt
50-cycle current. The output of heat-
ing equipment is measured in calories
rather than BTU's. These are just a
few of the differences you will have
to cope with if you want to market
your line successfully, but they are
not insurmountable. If you have any
questions about your product’s pos-
sibilities in France, simply drop your
Trade Commissioner a line and he
will do his best to give you an ac-
curate rundown on the market situa-
tion. Or, alternatively, get in touch
with the Department of Trade and
Commerce in Ottawa,

Having assured yourself that there
is a market for your product in
France and that vou can sell it at a
competitive price, the next step will
be to introduce it. Bear in mind
BATIMAT, the builders’ materials
fair, which will be held in Paris in
November 1969. The Department of
Trade and Commerce will have a
large exhibit as it did in 1967 when
more than 24,000 persons visited the
Canadian stand, 60 per cent of them
professional people. Detailed planning
for BATIMAT ’69 starts next month
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—better act now
Teserve space.

The next step will be to decide on
your method of distribution, whether
through direct sales, commissioned
representatives or an agent. Choose
the one best suited to your particular
aims and your product.

More often than not a French dis-
tributor will ask for exclusive rights.
Before you agree, make sure that he
can either cover all France or handle
all the volume you want to sell in
the French market. Consider both im-
mediate and long-term prospects.

Publicity is important and you
should take it into account when
establishing your pricing policy. There
are over 10,000 architects in France
and an equal number of consulting

if you want to

firms. In many cases, you must con-
tact these people in order to have
your product specified for a particular
project. A distributor cannot do this
properly if you only give him a
meagre supply of brochures. He
should either have sufficient publicity
material or an additional margin to
allow him to produce his own. If he
already publishes a catalogue, he may
ask for financial help in defraying the
cost of including your product. This
should not be overlooked in the ne-
gotiating stages if you want to avoid
misunderstanding later.

If for some reason your product
cannot be sold competitively in
France, look into the possibility of
licensing. This has already been done
successfully by some Canadian firms,

Denmark

There’s a big demand for plywood

JOHN M. HILL, Assistant Commercial Secretary, Copenhagen.

M Canadian exports of Douglas fir
plywood to Denmark totalled a scant
Cdn.$19,000 in 1964 but only three
years later they passed the million-
dollar mark. Douglas fir exports in
1967 reached Cdn.$1,145000 and
those of other softwood plywoods
Cdn.$116,000. Denmark now ranks as
Canada’s sixth overseas market for
Douglas fir plywood, well behind
Britain ($30.7 million), but close to the
Netherlands, Japan, West Germany,
and France, (1967 range from $1.99
million to $1.17 million). On the basis
of per capita consumption, Denmark
ranks high among Canadian markets
for plywood.

Danish users have quickly recog-
nized the versatility of Canadian con-
struction-grade plywood and it is
being used in more and more ways,
Roofing, flooring and gable ends are
the principal applications. Danish
designers have used plywood roofing
to great effect in the reconstruction of
one of the famous restaurants in
Copenhagen’s Tivoli Gardens. In both
the roofing and walls of two new
building materials supermarkets ex-

tensive use of plywood has been made
—an eloquent testimony to the advan-
tages of one of their fastest growing
sales items. World-renowned Danish
gymnasts practise in gymnasiums with
flooring of Canadian plywood. The
Danish State Railways has a substan-
tial program for rebuilding boxcars
and Douglas fir plywood has been
used on its prototype model.

Unlike its Scandinavian neighbors,
Denmark is not a heavily forested
country and so it does not have the
timber tradition which accounts for
the extensive use of forest-based build-
ing materials in other Scandinavian
countries. The success of Canadian
construction-grade plywood has not
been achieved by merely offering an
excellent product at competitive prices.
It has also involved a concerted
marketing effort directed at intro-
ducing a new product to consumers
who had no concept of its uses or
advantages.

Sales Strategy
Faced with the task of introducing
a new product, marketing managers

FOREIGN TRADE



Two views of the new supermarket for
building materials in Slagelse, Denmark.
Canadian Douglas fir plywood was
used for the exterior wall cladding and
interior lining, and the wnusual pyramid
roof line. Examining the stressed skin
panels of the roof sections are John M,
Hill, Assistant Canadian Commercial
Secretary in Copenhagen (left),

John Wilson, Plywood Manufacturers
of British Columbia, and

E. Ellesoe-Hansen.

traditionally examine the advantages
to be gained from either the “push
through” or “pull through” strategy.
The Danish representatives of Cana-
dian plywood manufacturers initially
emphasized the “push through™ stra-
tegy. They attempted to sell all levels
of the distribution system—from im-
porters and wholesalers down to the
traditional small timber merchants or
lumber dealers—on the advantages of
plywood. More recently, emphasis has
been placed on the “pull through”
strategy, which bypasses the distribu-
tion system and relies on influencing
the consumer directly, with the result
that consumer demand becomes a
force that effectively draws plywood
through the distribution system and
ensures that it is widely available.

The principal targets at the con
sumer level have been the engineer
and architect, who have been made
aware of both the practical advantage
of plywood and the scope it offers for
design. Supplying technical informa-
tion and assisting with specific design
problems have been the major ele-
ments in this program. As a result,
engineers and architects increasingly
specify Canadian plywood for their
clients.

Close contact has been maintained
with a number of institutions, both
government and private, which have
important roles to play in ensuring
the success of Canadian plywood.
These institutions are involved in ap-
plied research, the determination of
standards, and the drawing-up of codes
of practice and regulations.

Technical Help for Trade

The remarkable increase in con-
sumer acceptance of Canadian ply-
wood has brought about greater inter-
est in the Canadian product within
the timber trade. In recent years a
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group of Danish timber merchants
have come to Canada to visit manu
facturing operations. Two plywood
seminars for the trade were held in
Copenhagen and Aarhus this spring.
Representatives of the plywood manu-
facturers of British Columbia (PMBC)
were able to provide individual deal-
ers with valuable technical informa-
tion and advice. The Danish Timber
Information Council, an organization
financed by the timber trade, has had
great success in furthering the ac-
ceptance of forest products through
an ambitious program. This program
includes research grants, publications
and seminars directed at the speci-
fier group of architects and engineers.
The Council encourages research work
in the timber field in the universities,
where timber construction is attract-
Ing increasing interest and support.

Canadian interests are well repre-
sented in Denmark. Aggressive manu-
facturers’ agents are working hard to
expand the market. A representative
of the plywood manufacturers of
British Columbia visits the market
regularly to provide technical assist-
ance for builders, architects and
engineers. Through the Trade Com-
missioners stationed in Copenhagen,
and a study mission by one of its
Ottawa-based commodity specialists,
the Department of Trade and Com-
merce has been able to assist Cana-
dian manufacturers in their export
efforts.

Although construction activity can
be heavily influenced by current
economic policy 1n the short term, the
medium- and long-term prospects for
residential and non-residential build-
ing arc favorable. Combine this with
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the active marketing effort being made
by Canadian interests in Denmark and
there is little doubt that this will con-
tinue to be one of the fastest growing
markets for Canadian plywood.

Many Canadian exporters are dis-
mayed by the small size of the Danish
market and the extremely competitive
conditions which prevail there. The
success of Canadian plywood shows

Spain

that a small but sophisticated market
can become a significant consumer of
Canadian products when these are
competitive in price, quality and de-
livery, and are promoted aggressively.

Good market for pulpwood and decorative woods

F. M. MULKERN, Assistant Commercial Secretary, Madrid

W The demand for forest products
in Spain has risen rapidly over the
last 15 years in step with the country’s
industrialization. By 1963, Spanish
coal mines were consuming 424 mil-
lion board feet of props and poles,
the pulp and paper industry some
244,000 cords of pulpwood, and 530
million board feet were going into
crates and barrels for fruit, vegetables
and other agricultural products. These
three industries together took 63 per
cent of Spain’s production and im-
ported 342 million board feet log
equivalent as well.

The manufacture of veneer and ply-
wood took 159 million board feet in
1963 and a good proportion of the
finished product was exported. Sawn
lumber for construction in the same
year amounted to 677 million board
feet equivalent from domestic produc-
tion and 403 million from abroad.
The substantial quantities imported
have focussed attention on reforesta-
tion to increase home supply and
reduce the deficit, but this has not yet
made much impact on the market.

Canada’s Share of the Market

In 1967, Canada sold Cdn.$3.2
million worth of forest products to
Spain—sawn lumber, pulpwood, ply-
wood and logs—out of total Spanish
mmports of Cdn.$71.7 million from all
sources. The major competitors were
Sweden (322 million), United States
($9 million), Ivory Coast (36 million),
France ($4.7 million), Finland (34
million), U.S.S.R. ($3.3 million),
Cameroon ($3.2 million), Yugoslavia
($2.5 millien), and Portugal (32.1
million).

Hemlock, Douglas fir and red cedar
are the main Canadian species sold.
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Hemlock goes largely into joinery
products including windows and re-
lated items. Douglas fir is used in ship-
building and for window shades,
windows and furniture. Red cedar, be-
cause of its beauty, is employed in the
construction of luxury buildings. There
is a preference for Western species
of lumber for some uses because
clear grades are more readily avail-
able,

Surveys by the Madrid office show
that the Soviet Union and Scandina-
vian suppliers are becoming more
competitive in the Spanish market.
The Scandinavian countries, except
Sweden, supply mainly hardwoods for
construction and furniture manufac-
turing. The Soviet Union competes
with them and is expected by the
trade to increase its share of the mar-
ket considerably at their expense. It
does not compete directly with Canada
for sales of the better quality woods.

The Market

Pit props—Mostly local woods used
but there are some imports from
Portugal. Pine was the main species
used but now eucalyptus is popular.
Little prospect of worthwhile business
for foreign suppliers.

Pulpwood—Small number of large
importers, Price is the major con-
sideration and peeled balsam and
spruce are preferred. Contracts with
Canadian suppliers are usually signed
in the fall for spring shipment on
chartered vessels. Our sales were
39,300 cords in 1965, 56,300 cords mn
1966, and 40,200 cords in 1967. The
U.S.S.R. entered the market for the
first time in 1968.

Canada, Portugal and Finland are
traditionally the major foreign sup-
pliers of logs for cellulose pulp.
Canada provided 156 million board
feet in 1966 out of a total of 196
million, and 98 million n 1967 out
of a total of 151 milhon. Portugal’s
share in 196 was 41 million board
feet and Finland’s was 11 million.

Crates and contziners—The use of
light crates made from sawn lumber
is increasing rapidly. In 1963 con-
sumption for this purpose was 537
mullion board feet of which 15 million

at a Glance

were imported. Consumption is ex-
pected to reach 763 million board feet
by 1975, Canadian exporters should
look into this market.

Construction and furmiture —Total
Spanish consumption of sawn lumber
n 1963 was 695 million board feet
of which 262 million were imported.
Some 43 per cent went into residen-
tial construction, 31 per cent into
other construction, 14 per cent into
repair and maintenance, and 15 per
cent went to the furniture trade.
Coniferous species accounted for 33
per cent and deciduous species for 17
per cent. For construction work, the
tendency is to use imported sawn
lumber for carpentry and for decora-
tive purposes; comparatively little is
locally sawn.

Plywood The plywood industry in
Spain is one of the newest and most
efficient of the forest industries. In
recent years large guantities have been
exported; some has even been sold
to Canada. Imports are used mainly
for decorative purposes, such as walls
and 1noterior panelling in luxury
buildings. Spanish Guinea is one of
Spain’s main overseas suppliers.
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Much of the Spanish market is for
relatively inexpensive European red-
wood which Canada does not produce.
Canada has, however, been shipping
construction grades of hemlock which
compete with European species. Con-
struction grades of other Eastern and
Western species might also be com-
petitive, The sudden dip in Canadian
sales of sawn lumber from Cdn.$1.47
million in 1965 to Cdn.$0.75 million
in 1967 is partly due to sluggishness
in the construction industry and carry-
over of stocks from the previous year,
but competition was a factor too.

The great majority of Spanish sawn
lumber imports are handled by com-
mission agents who sell in turn to
importers. More than half the im-
porters hold stocks; the others sell
direct to retail outlets or large con-
sumers. The syndicates play an im-
portant role in the trade—syndicates
are industry groupings sponsored by
the Government and representing gov-
ernment, labor and management. They
are organized on a provincial and a
national basis. Within the National
Syndicate of Wood and Cork is the
National Group of Wood Importers
whose members exchange information
on prices, commissions, imports and
similar subjects.

The commission agent usually re-
ceives between 2 and 3 per cent on
softwood imports and up to 5 per cent
on hardwood imports. The importer
selling to stockists adds 10 per cent
for his margin; the importer stockist
selling to the public adds another 20
per cent. There are only a few very
large commission agents and they
handle a wide range of lumber from
non-competing sources.

The prospects for Canadian pulp-
wood suppliers are very good, pro-
vided that prices are competitive. We
can look forward to a growing market
for our sawn lumber too, particularly
for Western species. There may be
opportunities for Eastern sawn lumber
also. Specialty hardwoods can be sold
mm Spain in smaller but worthwhile
quantities. The outlook for plywood,
however, does not seem too encourag-
ing at present. The Commercial Coun-
sellor, Canadian Embassy, Apartado
117, Edificio Espana, Avenida de Jose
Antonio 88, Madrid, has a list of
Spanish importers of different types
of wood and would be happy to assist
you to explore the opportunities.

SEPTEMBER 28, 1968

Switzerland

Promising market for plywood

M. MEISTER
Commercial Assistant, Berne

B Forests are Switzerland’s most
important natural resource. They yield
about 3.3 million cubic meters a year
and cover 2.4 million acres, 30 per
cent of the country’s productive land.
Various public and semi-public bodies
together own 70 per cent of the
forests, leaving some 30 per cent in
the hands of private owners. The
Government exercises over-all control
—its foresters even mark the trees
which may be cut on private land—
and subsidizes reforestation. Complete
clearing is prohibited and after felling,
new trees have to be planted to main-
tain the total acreage.

Of the 3.3 million cubic meters a
year that Swiss forests yield, approxi-
mately 22 per cent is hardwood and
78 per cent softwood. Some 60 per
cent of it is used for lumber, 20
per cent for pulpwood and chips, and
20 per cent for firewood,

Storm Damage Upsets Markets

The storms which devastated large
forest areas in Europe in February
and March 1967 caused particularly
heavy damage in Switzerland. Some
2.6 million cubic meters of wood were
added to the normal supply at a time
when prices were already declining
and anti-inflationary measures had
brought about a recession in the

construction industry. In spite of pres-
sure from forest owners, the Swiss
Government did not at any time con-
sider import restrictions, which would
have been contrary to its EFTA com-
mitments. Instead, the Federal Gov-
ernment made available a credit of §
million Swiss francs, which was in-
creased in December 1967 to 8 mil-
lion, enabling forest owners to quote
prices in line with the foreign com-
petition. This also made it possible
to export about 476,000 cubic meters
of wood the price of which would
otherwise have been too high. To
check the decline in prices, the Can-
tons and the lumber wholesalers
reached an agreement that called for
restricted harvesting of trees during
the 1967/68 season. In spite of these
measures, profit margins were much
below the previous year’s level.

Swiss Imports

Switzerland’s concern about keeping
its forests intact makes it necessary
to import substantial quantities of
wood. The temporary surplus in 1967
did not interfere with the regular im-
port trade channels, although total
imports of wood declined from
607,137 metric tons in 1966 to
563,629 in 1967 (see table).

The developing countries have
found a good market in Switzerland
for tropical woods such as teak and
tnahogany. The largest supplier is

SWISS IMPORTS OF WOOD

1966 1967
Quantity Value Quantity Value
(000 m. tons) {(Cdn.$'000) (000 m. tons) (Cdn.5000)
Firewood 60 1,109 54 1,087
Shavings and olher wood
wasle 32 344 36 355
Timber tropical 73 7,618 69 7,008
deciduous 107 5,376 102 5,168
coniferous 54 2,185 42 1,592
Pulpwood and chips 5t 1,501 50 1,536
Lumber tropical 8 1,148 9 1,295
deciduous 60 5271 50 4,263
coniferous 147 16,198 136 14,804
Railway sleepers 14 981 16 961
Total 607 41,730 564 38,071
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Nigeria, followed by the Ivor Coast
and the Congo, and the list includes
practically every country in tropica
Africa and Asia.

France is by far the most important
supplier of deciduous woods Comf
erous woods come mainly from West
Germany, Austria and the FEastern
European countries. Sawn lumber
fir, spruce, Douglas fir, hemlock
and redwood-—is imported from the
United States. France supplies most
of the imported railway sleepers
Nearly all the pulpwood imported
mto Switzerland comes from West
Germany. Two buying co-operatives
formed by the Swiss paper mlls pur-
chase 95 per cent of it.

What Canada Sells

Canada’s share of the Swiss market
for timber and lumber is not ver
large—242 metric tons of deciduous
timber and 4,397 metric tons of conif-
erous timber in 1967, according to
Swiss statistics. The main species we
sell there are Douglas fir, western
red cedar and hemlock and the main
hardwood variety is elm. Western
red cedar was quite popular a few
years ago but is no longer in great
demand. The prices for Douglas fir
are considered too high, but sales of
hemlock are increasing. However, it
appears that Swiss importers have
some difficulty in obtaining lumber
sawn to the sizes and specifications
the market needs. Prices for hemlock
are still competitive, but any increase
would make it difficult for Canadian
exporters to maintain their present
share of the Swiss market.

There are pgood prospects for
Douglas fir plywood from British
Columbia, The market for this item
is only beginning to be developed—
total Swiss imports of plywood and
veneers in 1967 amounted to 20,960
metric tons of which only 212 tons
came from Canada. Canada’s posi-
tion is expected to improve in the
near future. An association of Cana-
dian plywood manufacturers with an
office in West Germany is actively
promoting sales in Switzerland. The
response from Swiss importers and
builders is very promising.

Can We Sell More?

Once the over-supply of wood
caused by last year’s storms is dis-
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Photo by H. Rubin

Canadian Douglas fir plywood was used in the construction of this modern barn
and stable near Clarens-Montreux, Lake Geneva. Prospects for plywood are good.

posed of (probably in 1968), the Swiss
market should return to more normal
conditions, with increasing imports
and decreasing exports. European
countries will continue to be the most
important suppliers. Because of higher
shipping costs, Canadian exporters are
at a disadvantage, but prospects are
good for certain types of lumber such
as hemlock and elm, provided that it
can be supplied in the required dimen-
sions. Douglas fir plywood is also in
demand. The people to contact are
the few large Swiss importers who
will always examine any offer sub-
mitted to them. You may reach them
through the Commercial Division of
the Canadian Embassy in Berne.
Imports of wood into Switzerland
are completely free and no permits
are needed. Chestnut wood may not
be imported because of potential
disease. Deciduous wood imported
from Canada and several other
countries has to be accompanied by
a phytosanitary certificate stating that
the wood is free of black bark beetle
{bostryche noir). These certificates are

issued in Canada by the provincial
forest services. No certificate is re-
quired for coniferous wood.

The average import duties levied
under the General Tariff are:

Duty per 100 kg. gross

(Swiss francs)
Timber tropical exempl
deciduous 0.45
coniferous 0.50
Pulpwood 0.05
Lumber Iropical exempl
deciduous 2.00
coniferous 2.50
Railway sleepers 1.65

Imports from EFTA countries are
duty-free. A turnover tax of 5.4 per
cent of the value is levied on all wood
imports except firewood and pulp-
wood.

Wood and lumber from Canada are
usually shipped by Rhine barge from
Rotterdam to the Swiss border city
of Basel. The Swiss importer does not
stipulate how the lumber should be
packed; it is left to the shipper to find
the best ways and means.

FOREIGN TRADE



Foreign Trade Service Abroad

ARGENTINA

Commercial Coonsellor
Canadian Embassy
Casilla de Correo 3898
Snipacha 1111

Buenos Aires, Argentina

L. D. Burke, Commercial Counsellor
S. E. Kidd, Assistant Commercial Secretary (Agriculture)
J. M. Vincent, Assistant Commercial Secretary

Cable: CANADIAN Phone: 32-9081
Telex: 121383 (Domcan BA)
Territory: Paraguay

AUSTRALIA

Commercial Counsellor for Canada
P.O. Box 3952, G.P.O.

A.M.P. Building, 2ist Floor
Circular Quay

Sydney, Australia

H. J. Home, Commercial Counsellor for Canada
0. D. Van Besclaere, Assistant Commercial Secretary
A. J. Stewart, Assistant Commercial Secretary

“able: CANADIAN Phone: 27-7565

Telex: 089 20600 (CDN GOVT AA 20600)

Territory: States of New South Wales and Queensland, Capital Terri-
tory, Northern Territory, and Dependencies

ommercial Counsellor for Canada
Mobil Centre
! City Road
south Melbourne, 3205
¥ictoria, Austrakia

K. F. Osmond, Commercial Counsellor for Canada
#. A, McKenzie, Assistant Commercial Secretary
=, L. N. Villeneuve, Asistant Commercial Secretary

Cable: CANADIAN Phone: 61-3473

“elex: 089 30501 {CDN GOVT AA 30501)

“erritory: States of Victoria, South Australia, Western Australia,
Tasmania

Commercial Counsellor

Miice of the High Commissioner for Canada
Commonwealth Avenue

(arralumla 2600

Canberra* ACT, Australla

. P. Weiser, Commercia! Counsellor
V. Boychuk, Assistant Commercial Secretary

‘able: DOMCAN Phone: 7-2541
‘elex: 089 62017 (DoMcan AA 62017)

The Canberra office handles only those trade inquiries that require
aison with federal government departments and agencies.

AUSTRIA

Commercial Ccunselior
Canadian Embassy

P.O. Box 190

Obere Donaustrasse 49/51
1020 Vienma 2, Ausiria

J. M. T. Thomas, Commercial Counsellor
R. J. L. Berlet, Assistant Commercial Secretary
C. R. D. Kelly, Assistant Commercial Secretary

R. R. M. Logie, Assistant Commercial Secretary

Cable: CANADIAN Phone: 33 43 63
Telex: 75320 (DoMcan A)
Territory: Albania, Bulgaria, Hungary, Romania

BELGIUM

Commercial Counsellor
Canadian Embassy

35 rue de la Sclence
Brussels 4, Belgiom

C. T. Charland, Commercial Counsellor
B. A. Gagosz, Assistant Commercial Secretary
J. C. Poole, Assistant Commercial Secretary

Cable: CANADIAN Phone: 13.38.50
Telex: 221613 (Domcan BRU)
Territory: Luxembourg

BRAZIL

Commercial Counsellor
Canadian Embassy

Caixa Postal 2164-ZC-00
Edificlo Metropol

Avenida Presidente Wilson 165
Rio de Janeiro, Brazi

J. E. P. Lancaster, Commercial Counsellor
R. G. Sandor, Assistant Commercial Secretary

Cable: CANADIAN Phone: 42-4140
Telex: 430 (DoMiNIoN RIO)

Consul and Trade Commissioner
Canadian Consulate

Calxa Postal 6034

Edificlo Scarpa

Avenlda Panlista, 1765, 9 andar
Sio Paulo, Brazil

W. G. Huxtable, Consul and Trade Commissioner

Cable: CANADIAN Phone: 36-6301, 36-6302
Telex: 269 (CANADIAN SPQO)
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BRITAIN

Minister (Commercial)

Office of the High Commissioner for Canada
One Grosvenor Square

London, WIX OAB, England

*L. H. Ausman, Minister (Commercial)

*W. D. Wallace, Commercial Counsellor

G. B. Woollam, Commercial Counsellor (Agriculture)

J. M. Rochon, Commercial Counsellor (Metals and Mmerals}
J. N. Young, Attacbé (Exhibitions}

0. Hickie, Commercial Secretary (Timber)

*K. D. Taylor, Commercial Secretary

W. E. M. Jeffery, Attaché (Publicity)

M. R. Bell, Assistant Commercial Secretary

E. L. Gray, Assistant Commercial Secretary

W. D. Wardle, Assistant Commercial Secretary (Timber)
A. L. Lyons, Assistant Commercial Secretary

G. M. Deyell, Assistant Commercial Secretary

H. G. Garland, Attaché (Fisheries)

Miss M. A. Armstrong, Attaché (Exhibitions)

Cable: SLEIGHING, London, W.1 Phone: 629-9492 (Area Code 01)

Telex: 22526/264428 (DomiNioN LDN)
*Territory: Gibraltar

Canadian Government Trade Commissioner
Martins Bank Boilding

Water Street

Liverpool, England

J. H. Nelson, Trade Commissioner
K. R. Higham, Assistant Trade Commissioner

Cable; CANADIAN Phone: 051-227 2177
Telex: CHAMCOM 627110 CANADIAN
Territory: Midlands, North England

Canadian Government Trade Commissioner
Combhill House

144 West George Street

Glasgow C.2, Scntland

A. B. Brodie, Trade Commissioner

Cable: CaNTRACOM Phone: DOUglas 6751
Territory: Scotland

Canadian Government Trade Conmmissioner
15-17 Chicbester Street
Belfast 1, Nortbem Ireland

A. B, Brodie, Trade Commissioner

Cable: CaNTRACOM Phone: 21867
Territory: Northern Ireland

CEYLON

Commercial Division

Office nf the High Commissioner for Canadn
P.O. Box 1006

6 Gregory’s Road

Cinpamon Gardens

Colombo, Ceylon

Cable: CANADIAN Phone: 95843
Telex: 106 (DomcaN CoLOMBO}

CHILE

Commercial Counsellor
Canadian Embassy
Casilla 771

Agustinas 1225, 5th Floor
Santiago, Chile

R. E. Gravel, Commercial Counsellor
G. E. Mullins, Assistant Commercial Secretary

Cable: CANADIAN Phone: 64189
Telex: 3520068 (3520068 DoMCAN)

COLOMBIA

Commercial Secretary
Canadian Embassy
Apartado Aereo 8582
Edificio Banco de Los Andes
Carrera 10, Nn, 16-92
Bogota, Colombia

G. D. Valentine, Commercial Secretary
S. F. Pattee, Assistant Commercial Secretary

Cable: CaNADIAN Phone: 43-00-65
Telex: M100 (Domcan BOG)
Territory: Ecuador

CUBA

Commercial Dlvision

Canadian Embassy

Gaveta 6125

Calle 30 No. 518 esquina 7* Avenida
Miramar

Havana, Cuba

Cable: CANADIAN Phone: 2-6421

CZECHOSLOVAKIA

Commercial Secretary
Canadian Embassy
Chancery, Mickiewlczova 6
Prague 6, Czechoslovakia

R. J, L. Berlet, Acting Commercial Secretary
Phone: 32-71-24, 26, 31, 32

DENMARK

Commercial Counsellor
Capadian Embassy
Prinsesse Maries All§ 2
Copenhagen V, Denmark

W. R. Hickman, Commercial Counsellor
J. M, Hill, Vice Consul and Assistant Commercial Secretary

Cable: CANADIAN Phone: 313306
Telex: 5036 (Domcan KH)
Territory: Greenland, Poland

DOMINICAN REPUBLIC

Commercial Division

Canadian Embassy

Apartado 1393

Edificio Copelin 498

Calie El Conde

Santo Domingo, Dominican Republic

Cable: CaANADIAN Phone: 2-8138
Telex: 3460140 (DoMcaN 3460140)
Territory: Haiti, Puerto Rico
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EUROPEAN COMMUNITIES

Mission of Canada to the European Communities
Canadian Embassy

35 rue de ja Science

Brussels 4, Beigium

A. R. A. Gherson, Deputy Head

G. F. Mintenko, Counsellor

Y. C. Jauron, First Secretary

Miss V. F. Wightman, Second Secretary

Cable: CANADIAN Phone: 13.38.50

Telex: 221613 (DomcaNn BRU)

Territory: European Economic Community, European Atomic Energy
Community, European Coal and Steel Community

FRANCE

Minister-Counsellor (Commercial)
Canadian Fmbassy

35 Avenue Montaigne

Paris 8°, France

C. 0. R. Rousseau, Minister-Counsellor (Commercial)

J. A. Elliott, Commercial Secretary

F. G. Beaudette, Assistant Commercial Secretary (Agriculture)
F. M. Wanklyn, Assistant Commercial Secretary

P. E. Labbé, Assistant Commercial Secretary

T. G. Tait, Assistant Commercial Secretary

A. C. Perron, Assistant Commercial Secretary

Cable: CaNaDIAN Paris 086 Phone: 225-99-55
Telex: 28806 (DoMcaN A Paris)

Territory: Algeria, Andorra, Monaco, Morocco.

GERMANY

Commercial Counsellor
Canadian Embassy
Kennedy-Aliee 35

Bad Godesberg, West Germany

R. R. Parlour, Commercial Counsellor
C. D. Caldwell, Assistant Commercial Secretary
R. Frenette, Assistant Coramercial Secretary

Cable: CANADIAN Phone: 76995

Telex: 886421 (Domca D)

Territory: States of Baden-Wuerttemberg, Bavaria, Hesse, Rhineland-
Palatinate, Saar; West Berlin

Consui General

Cagadian Consulate General
Koenigsaliee 82

4 Duesseidorf 1, West Germany

G. A, Browne, Consul General
A. E. Grant, Consul
J. H. Lang, Vice Consul

Cable: CANADIAN Phone: 320525
Telex: 8587144 (DMCN D)
Territory: State of North Rhine-Westphalia

Consul General

Canadian Consviate Genéral
Esplanade 4147,

2000 Hamburg 36, West Germany

E. A. Driedger, Consul General
D. S. Armour, Consul
D. H. Clemons, Vice Consul

Cable: CANADIAN Phone: 351805

Telex: 215555 (DMCNH D)

Territory: City States of Bremenm and Hamburg; States of Lower
Saxony and Schleswig-Holstein

GHANA

Commercial Secretary

Office of the High Commissioner for Canada
P.0. Box 1639

E 115 3 Independence Avenue

Accra, Gbana

George Hazen, Commercial Secretary
B, Dussault, Assistant Commercial Secretary

Cable: CANADIAN Phone: 71606, 28502, 28555
Telex. ACCRA 2024
Territory: Guinea, Ivory Coast, Liberia, Mali, Mauretania, Togo,

Upper Volta

GREECE

Commerciaj Counsellor
Canadian Embassy

31 Vassilissis Sophias Avenuve
Athens 138, Greece

M. B. Bursey, Commercial Counsellor
E. P. Rigby, Assistant Commercial Secretary

Cable: CANADIAN ATHENS 5584 Phone: 714-041
Telex: 5584 (DoMCAN ATHENS)

Territory: Turkey

GUATEMALA

Commercial Counseilor

Canadian Embassy

P.O. Box 400

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

S. G. Tregaskes, Commercial Counsellor
J. D. Tennant, Assistant Commercial Secretary
J. 8. A. Sotvedt, Assistant Commercial Secretary

Cable: CaANADIAN Phone: 28448

Territory: Costa Rica, El Salvador, Honduras, Nicaragna, Panama,
and Canal Zcne

HONG KONG

Senlor Canadian Government Trade Commissioner
P.0. Box 126

P & O Building, 11tb Floor

21-23, Des Voeux Road, Central

Hong Kong, Hong Kong

C. R. Gallow, Senior Trade Commissioner

R. G. Hatheway, Trade Commissioner

R. G. Godson, Trade Commissioner

D. M. Collacott, Assistant Trade Commissioner
M. C. J. Lemieux, Assistant Trade Commissioner
N. H. Mailhot, Assistant Trade Commissioner

S. J. Kaufman, Assistant Trade Commissioner

Cable: CaNADIAN Phone: 224087
Telex: HKG 391 (Domcan HX 391)
Territory: Cambodia, Communist China, Laos, Macao, Vietnam

INDIA

Commerclal Counseiior for Canada
P.0O. Box 11

13 Goif Links Road

New Delhi 1, India

A. W, Evans, Commercial Counsellor
D. W. McTaggart, Assistant Commercial Secretary

Cable: CANADIAN Phone: 61-8254
Telex: 346 (Domcan DLI)
Territory: Bhutan, Nepal, Sikkim

SEPTEMBER 28, 1968

21



IRAN

Commercial Division

Canadian Embassy

P.0O. Box 1610

Bezrouke Building

Comer of Takbt Jamshid Avenue and Forsat Street
Tehran, Iran

D. H. M. Branion, Commercial Secretary

Cable: CiANTRACOM Phone: 613560,4-9291
Telex: 2037 (DoMca.d TEHRAN)

IRELAND

Commercial Counsellor for Canada
66 Upper 'Conneli Street
Dublin, Ireland

D. M. Holton, Commercial Counsellor

Cable: CANADIAN Phore: 41571
Telex: 5488 (DomcaN DuUBLIN)

ISRAEL

Commerclal Secretary
Canadian Embassy

P.0. Box 20140

84 Hahasbmonaim Street
Fel Avlv, Israel

J. H. Suggitt, Commercial Secretary
M. A. Brault, Assistant Commercial Secretary

Cable: CANADIAN Phone: 3716172
Telex: 740 (DomMmcan TV)
Territory: Cyprus

ITALY

Minister-Counsellor (Commercial)
Canadian Embassy

Via G, B. De Rossl 27

00161 Rome, taly

G. F. G. Hughes, Minister-Counsellor (Commercial)

J. E. Montgomery, Commercial Secretary (Agriculture)
C. Renaud, Assistant Commercial Secretary

C. D. Miller, Assistaot Commercial Secretary

Cable: CANADIAN Phone: B64-327

Telex: 61056 (DomcaN RoME)

Territory: Provinces of Toscana, Marche, Umbria, Lazio, Abruzzi-
Molise, Puglia, Campania, Basilicata, Calabria, Sicilia, Sardegna.
Other countries: Libya, Malta

Consul General and Trade Commissioner
Canadlan Consulate General

C.Pp. 3977

¥ia Vittor Pisanl 19

20524 Milan, Italy

R. W. Blake, Consul General aod Trade Commissioner

C. E. Rufelds, Consul and Assistant Frade Commissioner

D. T. Wismer, Vice Consul and Assistant Trade Commissioner

B. M. White, Vice Consul and Assistant Trade Commissioner

Cable: CaANTRACOM Phone: 652-485/652-600

Telex: 31368 {CanTRACOM MILAN)

Territory: Provinces of Emilia-Romagna, Lombardia, Piedimonte,
Trentino-Alto Adige, Veneto, Liguria, Trieste, Valle I»’Aosta,
Friuli-Venezia

JAMAICA

Commercial Secretary

Offfice of the High Commissioner for Canada
P.0. Box 1500

Tobago Road

Corner Trafaigar Road and Knutsford Boulevard
Kingston 10, Jamalca

R. G. Woolham, Commercial Secretary
D. H. Leavitt, Assistant Commercial Secretary
I. P. Lefebvre, Assistant Commercial Secretary

Cable: CANADIAN Phone: 65726

Telex: KGN 30 (Beaver KINGSTON)

Territory: Bahamas, British Honduras, Cayman Islands, Turks amd
Caicos Islands

JAPAN

Minister (Commercial)
Embassy of Canada
Akasaka Post Office
Tokyo 107, Jupan

J. A. Stiles, Minister (Commercial)

S. G. Harris, Commercial Secretary

R. E. Pedersen, Assistant Commercial Secretary

G. M. Wansbrough, Assistant Commercial Secretary
M. C. Spencer, Assistant Commercial Secretary

F. M. Galbraith, Assistant Commercial Secretary

Cable: CANADIAN Phone: 408-2101/8
Telex: TK 2218 (Domcan TK 2218)
Territory: Korea, Okinawa

KENVA

Commercial Secretary

Oifice of the High Commissiooer for Canada
P.O. Box 3778

Iodustrial Promotion Services Bullding
Kimathi Street

Nalrobi, Kenya

J. B. McLaren, Commercial Secretary
P. J. Gosselin, Assistant Commercial Secretary

Cable: Domcan Nalroal Phone: 27426
Telex: 20198 (Domcan/NRB)

Territory: Malawi, Tanzania, Uganda, Zambia

LEBANON

Commercial Couvnseilor
Canadian Embassy
Boite Postale 2300
Alpha Building

Rue Clemencean
Beirut, Lebason

N. W. Boyd, Commercial Counsellor
D. 1. Ditto, Assistant Commercial Secretary
P. W. Aubin, Assistant Commercial Secretary

Cable: CANADIAN Phone; 250955

Telex: 652 (DoMcaN Beayt)

Territory: Iraq, Jordan, Kuwaijt, People’s Republic of Southern
Yemen (Aden), Persian Gulf area, Saudi Arabia, Syria, Trucial
States, Yemen
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MALAYSEA

Commercial Counsellor

Office of the High Commissioner for Canada
P.O. Box 9%0

ALA. Building, Ampang Road

Kuala Lumpur, Malaysia

P. Stuchen, Commercial Counselior
D. P. Lindores, Assistant Commercial Secretary

Cable, DoMCAN Phone: 89722 4
Teex: KL/TX279 (DomcaN KL)
Territor + Brunei, Burma

MEXICO

Commercial Counsellor

Canadian Embassy

Apartado Postal 5-364

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

T F. Harris, Commercial Counsellor

R A, Kipatrick, Actng Commercial Secretary
A D. McArthur, Assistant Commercial Secretary
A T. Gjernes, Assistant Commercial Secretary

ble: CANADIAN Phone: 33-14-00
T lex: 000177716 Domcan MEx)

NETHERLANDS

Commercial Counsellor
Canadian Embassy
Sophialaan 7

The Hague, Netherlands

D. H. Cheney, Commercial Counsellor
D. J. 5, Winfield, Assistant Commercial Secretary
W, L. Clarke, Assistant Commercial Secretary

Cable;: CANADIAN Phone: 61-41-11
Telex: 31270 (DomcaN HacuE)

NEW ZEALAND

Commerclal Counsellor

Office of the High Commissioner for (Canada
P.O. Box 12-049 Wellington North

1CI Bulldlng, 3rd Floor

Molesworth Street

Wellington, New Zealand

R. H. Gayner, Commercial Counsellor
H. A, C. Heyn, Assistant Commercial Secretary

Cable: DoMcaN Wellington Phone: 70-644

Telex: 065-3505 (DoMcaN NZ 3505)

Territory: Cook Islands, Fiji, French Oceania, Gilbert and Ellice
Islands, Tahiti, Tonga, Western Samoa

NIGERIA

Commerclal Secretary

Office of the High Commissiooer for Canada
P.Q. Box 851

Niger House

Odunlam] Street

Lagos, Nigeria
J. R. Brocklebank, Acting Commercial Secretary

Cable: CANaDIAN Phone: 25262
Telex: 275 (DoMcAN LaAGos)
Territory: Dahomey, Gambia, Niger, Senegal, Sierra Leone

NORWAY

Commercial Couonsellor
Canadian Embassy
Fridtjof Namsens plass §
Osloe 1, Norway

D. B. Browne, Acting Commercial Secretary

Cable: CANADIAN Phone: 33-30-80
Telex; QOslo 1880 (Domcan OsLo)
Territory: Iceland

PAKISTAN

Commercial Secretary

Office of the High Commissioner for Canada
Hotel Shahrazed

Islamahad, Pakistan

J. E. G. Gibson, Commercial Secretary
B. Northgrave, Assistant Commercial Secretary

Cable: CaNaDIAN Phone: 21101-04
Telex: TANDCISBAD TLX 875
Territory: Afghanistan

PERU

Commerclal Secretary

Canadian Embassy

Casilla 1212

Edificio E] Paclfico

Coruer Avenlda Arequlpa amd Plaza Washington
Lima, Peru

L. G. P. Lee, Commercial Secretary
D. J. Browne, Assistant Commercial Secretary

Cable: CANADIAN Phone: 87420
Telex: WLA 5323 (Domcan PX 5323)
Territory: Bolivia

PHILIPPINES

Consul General agd Trade Commissioner
Canadian Consulate General

P.O. Box 1825

1414 Roxas Boulevard

Manila, Philippines

J. L. Mutter, Consul General and Trade Commissioner
D, 8. M, Baker, Consul and Assistant Trade Commissioner
R. A. Fairweather, Vice Consul and Assistant Trade Commissioner

Cable: CANADIAN Phone: 50-20-76, 77, 78
Telex: 3252 (DoMcaN PN 3252)
Territory: Republic of China (Taiwan)

PORTUGAL

Commercial Counsellor
Canadian Emhassy
Rua Rosa Araujo, 2-7°
Seventh Floor

Lisbon 2, Portugal

P. A. Savard, Commercial Counseilor

Cable: CANADIAN Phone: 56-25-49
Telex: 377 (Domcan P)
Territory: Azores, Cape Verde Islands, Madeira, Portuguese Guinea
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SINGAPORE

Commercial Counsellor

Office of the High Commlssioner for Canada
P.O. Box 845

International Bullding, 11th Floor

360 Orchard Road

Singapore 1, Singapore

M. B. Blackwood, Commercial Counsellor
C. R. Donley, Assistant Commercial Secretary

Cable' CANADIAN Phone: 36-1322
Telex: 277 (Domcan SPORE)
Territory: Indonesia, Thailand

SOUTH AFRICA

Capadian Government Trade Commissloner
P.O. Box 715

Mohil House, 17th Floor

Corner Rissik and De Villiers Streets
Johanneshurg, South Africa

Wm Jones, Trade Commissioner
R. W. Burchill, Assistant Trade Commissioner
A, C. W, Davis, Assistant Trade Commissioner

Cable: CANAOIAN Phone: 834-6521

Telex: 7189 (Domcan J 7189)

Territory: Provinces of Natal, Orange Free State, Transvaal,

Other couotries: Angola, Botswana, Lesotho, Malagasy, Mauritius,
Mozambique, Reunion, Swaziland

Canadian Government Trade Commissioner
P.0. Box 683

African Life Centre, 13th Floor

St. George's Street

Cape Town, Souvth Africa

H. W, Richardson, Trade Commissiooer

Cable: CaANADIAN Phone: 2-5134/5

Telex: 7060 (5-7060 CT)

Territory: Cape Provioce, Other countries: St. Heleoa, South West
Africa

SPAIN

Commercial Counsellor
Canadian Embassy
Apartado 117

Edificlo Espana

Avenida de Jose Antonlo 88
Madrid, Spain

L. A. Campeau, Commercial Counsellor
F. M. Mulkern, Assistant Commercial Secretary

Cable: Canapian Phone: 247-54-00

Telex: 27347 (Domca E)

Territory: Balearic Islands, Canary Islands, Gibraltar, Rio Muni,
Rio de Oro, Spanish Sahara

SWEDEN

Commercial Counsellor
Canadian Embassy

P.0. Box 14042
Kungsgatan 24

§-104 40 Stockholm, Sweden

D. S. Armstrong, Commercial Counsellor
E. C. H. Shelly, Assistant Commercial Secretary

Cable; CANADWAN Phone: 23-79-20
Telex. 10687 (Domcan STHLM)
Territory: Finland

SWITZERLAND

Commercial Secretary
Canadian Embassy
Klrchenfeldstrasse 88
Berne, Switzerland

G. E. Blackstock, Commercial Secretary
D. T. Johnston, Assistant Commercial Secretary

Cable; CANADIAN Phone: 44-63-81
Telex: 32489 (Dmcns CH)
Territory: Liechtensteio, Tunisia

TRINIDAD AND TOBAGO

Commercial Counsellor

Office of tbe High Commissloner for Canada
P.O. Box 1246

Colonial Building

72 Soutb Quay

Port-of-Spain, Trinidad

K. G. Ramsay, Commercial Counsellor
D. J. McJanet, Commercial Secretary
J. J. M. C. Lavoie, Assistant Commercial Secretary

Cable: CaANADIAN Phone: 34787

Telex: 31314 (POS 31314)

Territory: Barbados, French Guiana, Guadeloupe, Guyaoa, Leewar
and Windward 1slands, Martinique, Surioam

UNION OF SOVIET SOCIALIST REPUBLICS

Commercial Counsellor
Canadlan Emhassy

23 Starckonyushenny Pereulok
Moscow, U.S.S.R.

R. A. Bull, Commercial Counsellor
R, F. Turcotte, Commercial Secretary

Cable: CaNaD Phone: 241-90-34, 241-.91-55
Telex: 945 (Domcan MSK)

UNITED ARAB REPUBLIC

Commercial Division
Canadian Embassy

Kasr el Doubara Post Qffice
6 Sharia Rouston Pasha
Garden Clty

Cairo, Egypt

Cable: CANADIAN Phone. 23110
Territory: Ethiopia, Somali Republic, Sudan
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UNITED NATIONS

Permanent Mission of Canada to the Unlted Nations
866 United Nations Plaza, Suite 250
New York, N.Y. 10017

R. D. Lucas, Second Secretary

Cable: CaniNUN NYK Phone: 751-5600 (Area Code 212)
Telex: 126228 (CaNINUN NYK)

UNITED STATES

Commercizl Counsellor
Canadlan Embassy

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

W. G. Pybus, Commercial Counsellor

G. W. Green, Commercial Counsellor

W. F. Hillhouse, Commercial Counsellor (Agriculture)

H. C. Armstrong, Commercial Counsellor

G. H. Musgrove, Assistant Commercial Secretary (Agriculture)

Cable; CaNapiaN Phone: 232-1011 (Area Code 202}
Telex: 0089664 (Domcan WSH)
Territory: District of Columbia

Deputy Consul General (Commercial)
Canadian Consulate General

680 Fifth Avenue

New York Clty, N.Y. 10019

C. I. Van Tighem, Deputy Consul General (Commercial)

S. B. McDowall, Consul and Assistant Trade Commissioner

W. G. Roberts, Consul and Assistant Trade Commissioner

R. J. G. Ledoux, Vice Consul and Assistant Trade Commissiooer
D. Keddie, Vice Consul and Assistant Trade Commissioner

C. K. Marchant, Vice Consul and Assistant Trade Comumissioner
D. J. V. Bachand, Vice Consul and Assistant Trade Commissioner

Phone: 5386-2400 {Area Code 212)
Night Line; 586-2321

Cables CANTRACOM

Telex: 00126242 (DomcaN NYK)
Territory: States of Connecticut, New Jersey (twelve northern coun-
ties), New York. Other countries: Bermuda.

Consul and Trade Commlssloner
Canadian Consulate Generzal
500 Boylston Street

Boston, Massachusetts 02116

R. C. Anderson, Consul and Trade Commissioner
C. A. Carruthers, Consul and Assistant Trade Commissioner
J. N. R. Ferland, Vice Coosul and Assistant Trade Commissioner

Phone: 262-3760 (Area Code 617)

Telex: 0094567 (DomcaN BSN}

Territory: States of Maine, Massachusetts, New Hampshire, Rhode
Island, Vermont. Other countries: St, Pierre and Miquelon.

Consul and Senlor Trade Commissioner
Canadian Consulate General

310 South Michigan Avenue, Sulte 2000
Chicago, Ilinois 60604

R. D. Sirrs, Consul and Senior Trade Commissioner

J. A. Doyle, Consul and Trade Commissioner

P. D. Donohue, Consul and Assistant Trade Commissioner

K. G. DeWolf, Vice Consul and Assistant Trade Commissioner

G. J. G. Dallaire, Vice Consul and Assistant Trade Commissioner

Phone: 427-1031 (Area Code 312)

Telex: 00254171 (DomcaN CGO)

Territory; States of Illinois, Indiana, lIowa, Kentucky, Minnesota,
Missouri, Nebraska, North Dakota, South Dakota, Wisconsin

Consul and Trade Commissioner
Canadian Consolate
Muminating Building

55 Pubilc Square

Cleveland, Ohio 44113

D. A. B. Marshall, Consul and Trade Commissioner
J. C. Bradford, Consul and Assistant Trade Commissioner
J.-G. M, Tardif, Vice Consul and Assistant Trade Commissioner

Phone: 861-1660 (Area Code 216)
Telex: 00985364 (DomcaN CLV)
Territory: State of Chio.

Consul and Trade Commissloner
Canadian Consulate

2100 Adolphus Tower

1412 Main Street

Dallas, Texas 75202

C. M. Forsyth-Smith, Consul and Trade Commissioner
J. A. Langley, Vice-Consul and Assistant Trade Commissioner
R. C. Lee, Vice Consul and Assistant Trade Commissioner

Phone: 742-8031 (Area Code 214)
Telex: 00758337 (DomcanN DAL}
Territory: States of Texas, Arkansas, Kansas, New Mexico, Oklahoma

Consul and Trade Commissioner
Canadian Consulate

1920 Flrst Federal Buildlng

1001 Woodward Avenue

Detrolt, Mkhigan 48226

J. D. Blackwoed, Consul and Trade Commissiooer
V. G. Lotto, Consul and Assistant Trade Commissiooer
R. J. P. Archambault, Vice Consul and Assistant Trade Commissioner

Phone: 965-2811 (Area Code 313)
Telex: 0023445 (Domcan DET)
Territory: States of Michigan aod Indiana

Consul and Trade Commissioner
Canadian Consviate General

510 West Slxth Street

Los Angeles, California 90014

V. B. Chew, Consul and Trade Commissioner
R. B. Blake, Vice Consul and Assistant Trade Commissioner
D. M. Lawson, Vice Consul and Assistant Trade Commissioner

Phone: MAdison 2-2233 (Area Code 213)

Telex: 00674119 (DoMcCaN LSA)

Territory: States of Arizona, California (tem southern counties),
Clark County imn Nevada

Consul and Trade Commissioner
Commercial Dlvision

Canadian Consulate General
2110 Internatlonal Trade Mart
2 Canal Street

New Orleans, Louvisiana 70130

W. J. Millyard, Consul and Trade Commissioner
W. M. Maybee, Vice Consul and Assistant Trade Commissioner

Phone: JAckson 5-2136, 5-2137 (Area Code 504)

Telex: 0058237 (DoMcaN NLN)

Territory: States of Alabama, Florida, Georgia, Louisiana, Mississippi,
North Carolina, South Carolina, Tennessee

(continned)
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UNITED STATES

Consul and Trade Commissioner
Canadian Consvlate
3 Penn Center Plaza
Philadelphia, Pennsylvanla 19102

R.V N Gordon, Consul and Trade Commissioner
R D P. Lee, Consul and Assistant Trade Commissioner
J N Grantham, Vice Consul and Assistant Trade Commissioner

Cable: CANADIAN Phone: LOcust 35838 (Area Code 215)

Telex- 00845266 (DomcaN PHA)

Territory: States of Delaware, Maryland, New Jersey (nine southern
counties), Pennsylvama, Virginia, West Virginia

Consul and Trade Commissioner
Commercial Division

Canadian Consulate General
One Maritime Plaza

Golden Gate Center

San Francisco, California 94111

R M Dawson, Consul and Trade Commussioner
J.D R Roy, Vice Consul and Assistant Trade Commissioner

Phone 981-2670 (Area Code 415)

Telex: 0034321 (Domcan SFO)

Territory: States of California (except the tem southere counties),
Colorado, Hawaii, Nevada (except Clark County), Utah, Wyoming

Consul and Trade Commissioner
Canadian Consulate General
1305 Tower Building

Seventh Avenue apd Olive Way
Seattle, Washington 98101

E E Price, Consul and Trade Commissioner

Phone: MUtual 2 3515 (Area Code 206)
Telex: 0032462 (DomMcan SEA)
Territory: States of Alaska, ldaho, Montana, Oregon, Washington

URUGUAY

Commercial Division

Canadian Embassy

Casilla Postal 852

No. 1409 Avenlda Agraclada Piso 7°
Montevldeo, Uruguay

Cable: CANADIAN Phone: 960%6
Telex: 3980 8 (DoMcan MVD)
Territory: Falklaod Islands

VENEZUELA

Commercial Counsellor
Canadian Embassy
Apartado del Este 11452
Avenida La Estancla No, 10
Ciudad Comercial Tamanaco
Caracas, Venezuela

J. H. Bailey, Commercial Counseilor
D. G Nelson, Assistant Commercial Secretary
F. M. G. Sullivan, Assistant Commercial Secretary

Cable: CANADIAN Phone: 32.40.41/44
Telex: 877 (877 Domcan)
Territory: WNetherlands Antilles

YUGOSLAVIA

Commercial Secretary
Canadian Embassy
Proleterskih Brigada 69
Belgrade, Yugoslavia

Z. W. Burianyk, Commercial Secretary
Phone; 44-301 Telex: 11137 (YU Domca)

Understand Marine Insurance?

Sue and Labor: General Average: Inherent Vice — terms used
in marine insurance are explained on pages 62-66 of
HOW TO WIN WORLD MARKETS, the exporter’s handbook

which has itself won a world market. Order from the

Queen’s Printer, Ottawa, or Q.P. bookstores in Halifax,
Montreal, Ottawa, Toronto, Winnipeg and Vancouver. Cost:
$2.50 paperback, $4.50 hard cover; please make money orders
or cheques payable to the Receiver General of Canada.
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“The Maples”

Leads the Way

. . . in convincing the British of the
advantages of Canadian timber frame housing
and opening up more markets for our timber,
building products and equipment.

W. D. WARDLE, Assistant Commercial Secretary (Timber), London.

B Some of the people at Harlow are
different—or at least they live in
different houses. They have purchased
homes in The Maples, one section of
the town of Harlow, Essex, 26 miles
northeast of London, {(Harlow was one
of the first of the new satellite towns
planned after the war and consists
of a number of neighborhoods
grouped around a town center; today
more than 70,000 people live there.)
The Maples offers houses built by the
Canadian timber frame method and
promises to the British buyer all the
comforts that Canadians take for
granted in daily living, including
warm-air heating.

The Mapley is naturally important
to the families who elect to live there;
it is even more important to the Cana-
dian timber industry and to Canada’s
export trade. It marks the latest step
in a long-term campaign by the Cana-
dian Government to convince the
British that timber frame houses can
play an important part in alleviating
the housing shortage in Britain and
that they are comfortable and safe to
live in. It is also an attempt to show
that these houses can be adapted to
British tastes and conditions.

How It Began

The story of Harlow really began
in the summer of 1963. In June of
that year the Department of Trade
and Commerce sponsored the visit to
Canada of a 16-man Housing Mission
from Britain headed by Sir Donald
Gibson, then the Director General of
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Research and Development at the
Ministry of Public Buildings and
Works. Members of the mission were
selected with pgreat care and they
included representatives from govern-
ment, public and private housing inter-
ests and the timber trade. Their itiner-
ary in Canada covered Ottawa, where
they conferred with Central Mortgage
and Housing Corporation and the Di-
vision of Building Research of the Na-
tional Research Council; southern
Ontario, where they studied large-
scale millwork and industrialized
house-building operations, and Al-
berta and British Columbia, where
the housing experts studied housing
developments and the timber men
sawmills and plywood plants.

After the mission had returned to
Britain, its findings were published in
a White Paper put out by the Ministry
of Public Building and Works. Con-
tained in it were observations about
the potential value to Britain of the
adoption of Canadian timber frame
methods. Phrases like this appeared in
the report:

“Wall-framing members and joists
were always of dressed timber and the
number of sections used was very
limited; . . . We noted the simplicity
of jointing methods.”

“The completed houses we saw every-
where presented a high standard of
workmanship and finish, despite evi-
dent speed and the relatively low
labour content.”

“Accuracy of fit was made possible
by the use of pre-cut and often shop-
assembled dressed timber and in part
by the use of simple and ingenious
tools and accessories.”

The report then went on to endorse
the use of timber frame construction
in the British building program, a pro-
gram which then called for the pro-
duction of 500,000 houses a year by
1970.

The Mission Suggests

In their report, the mission mem-
bers made four concrete suggestions:

1. That three pairs of two-storey
houses be built in Britain to demon-
strate the building techniques used in
Canada and to show the speed of con-
struction and the use of new tools and
equipment,

2. That there should be a group of
about 200 dwellings erected in
Britain, the planning, design and
supervision to be the responsibility of
the Canadian Government (Central
Mortgage and Housing Corporation).

3. That a group of British builders
should be shown Canadian methods,

4. That Canada should demonstrate
timber frame techniques to Britain
through the medium of the Interna-
tional Building Exhibition.

—continued on page 30
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Every worker on the Harlow project

was presented with a Canadian-style

carpenter's apron, complete with a
carpenter’s marking pencil, as a gesture of
goodwill from Canada. This group of workers,
after coping successfully with the learning
of new building techniques, seems pleased
with the chance to advertise the Maples.
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The two demonstration houses—and, symbolically, the

whole Maples project were opened officially by Sir

Donald Gibson, Centroller-General, Ministry of Public
Building and Works, in May 1967, As this picture shows,
public interest in the Canadian-style houses was at once
aroused and vis tors flocked to see them.

FOREIGN
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The Harlow Project Takes Shape

The Canadian ttmber frame houses

were bu It on 14.65 acres in one secti
of Harlow and included 173 dwellings in all
As this picture of several of the units under
construction shows, the exterior finish
combined blue-gray or buff Sussex brick w th
Canadian western red cedar. The pitched roofs
were covered with tile in the English style
and both walls and roofs were insulated

The first two houses finished at Harlow

did not go on sale but were retained
for special purposes. One was furnished
immediately and became a “show house” for
potential customers. Here some of the people
who worked on the job drink to the success
of the project. The other house was used as
a class room in timber frame building methods.

with houses finished and ready to be

occupied. To the buyer they offered
warm-air central heating, double windows,
fitted kitchens, and coloured tile bathrooms—
all novelties in this price range in Britain.
Each unit has its own garage and private
garden the latter a necessity in English eves.

l Here 15 one section of the Maples,

a
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“The Maples”
—continued from pa e 27.

These recommendations were duly
followed through. A 26-man mission
of British architects and builders was
brought to Canada in October 1964
and visited Vancouver, Calgary, To
ronto and Ottawa. That same vyear,
three pairs of two-storey houses were
built at three different locations to il-
lustrate Canadian building techniques
and to promote the sale of Canadian
lumber, plywood, and central heating
and other equipment.

It was the second recommendation
that became the germ of the Harlow
Project. Following closely in time the
three pairs of demonstration homes
referred to in the first recommenda-
tion, this medium-density project was
to prove the viability of timber frame
construction in Britain, where a large
proportion of housing is rowed or
terraced in order to achieve densities
from eight to sixteen houses per acre.
(Harlow actually has twelve units per
acre.}

Project Develops

Through the London office of the
Department of Trade and Commerce,
discussions were initiated between the
Ministry of Housing and Local Gov-
ernment (MOHLG), Canada’s Central
Mortgage and Housing Corporation
(CMHC), and the Hariow Develop-
ment Corporation (HDC). MOHLG
agreed to provide financing to HDC,
the potential developer, through nor-
mal government channels. CMHC be-
came the appointed architect to en-
sure good timber frame practice in
keeping with Canadian standards.

The Harlow Development Corpora-
tion, representing Harlow New Town,
agreed to provide a 14.65 acre site
for the project and to offer the com-
pleted units for sale as part of its
long-range plans to make homes avail-
able for purchase to local residents.
Working drawings produced by
CMHC were within MOHLG cost
yardsticks and complied with the
Parker Morris standards established
in 1964, which outlined requirements
for council or local authority housing
financed through the central govern-
ment.

During the initial design stages the
Department of Trade and Commerce
discussed with the architect the Cana-
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dian content. It was understood by
all parties that Canadian timber
would be used in the framing and roof
trusses and that Douglas fir plywood
would be used for sub-flooring and
wall sheathing. Mindful of the ex-
perience acquired in the demonstration
homes project in 1964, it was decided
to include Lloyd-Truax bi-fold louvred
doors of western red cedar, Canadian
extruded vinyl window hardware in
western red cedar frames, Canadian
Weiser door locks, and gas-fired
warm air furnaces from General Steel
Wares (U.K.) Ltd.,, a wholly owned
subsidiary of General Steel Wares
(Canada) Ltd.

Bills of quantities were drawn up
and four British builders were invited
to tender. Eventually the contract was
awarded to George Calverley & Sons
(Contractors) Ltd. of Leicester and
groundwork on the prepared site be-
gan two months later,

With foundations completed, wall
panels began to arrive from T. Bath
& Co. Ltd. of Edmonton, just north
of London. It was approximately
twenty miles from the fabrication
plant to the site. The walls were
Guickly erected and roof trusses fab-
ricated by Newsum Timber Engineers
Ltd. of Rainham, Essex, were rapidly
set and fastened to the outer wall
plates.

From the beginning of the job, two
representatives of CMHC were on the
site to ensure good building practice.
C. L. Tye, a site engineer from Van-
couver, and his colleague J. G. King-
ston, an area inspector from Toronto,
assisted the contractor in providing
first-class houses despite certain initial
difficulties encountered because of in-
clement weather and the need to train
personnel in the new techniques. De-
tails were checked scrupulously to
rule out any possibility that the houses
might not be up to the required high
standard.

Official Opening

On May 22, 1967, at the invita-
tion of the Canadian Minister (Com-
mercial), in London, L. H, Ausman,
Sir Donald Gibson, CBE, DCL,
FRIBA, Dist. TP, MTPI, opened the
first show houses and, symbolically,
the over-all project before an invited
audience of distinguished builders,
architects, suppliers, press representa-
tives, timber trade representatives,

mission members and local govern-
ment officials. In declaring The
Maples open, Sir Donald actually
opened two houses only, which proved
in time to be the focal points on the
site. Because the houses were to be
offered for sale, Unit No. 173 was
established as a show house for the
Harlow Development Corporation. It
was completely furnished to enable
the prospective purchasers to acquire
a feel for the size of the house. It also
offered them an opportunity to discuss
with sales people the advantages of
living in a Canadian timber frame
house.

Unit No. 172, at the request of the
Canadian Government acting on be-
half of the Canadian timber industry,
was left unfinished to facilitate the
mounting of a display showing timber
frame housing techniques that could
be readily observed by visiting pro-
fessionals. Descriptive literature was
prepared for them and a film made
showing the use of the technique at
the demonstration homes built before
the Harlow project. The unit thus of-
fered graphic material, models of ex-
terior wall sections, roof trusses and
dry-wall exhibits. It became a class-
room on site, with a retired CMHC
inspector from WVancouver brought
over to man the exhibit.

In the relative privacy of unit 172,
British  builders, architects, com-
ponent manufacturers, building society
representatives, students, quantity sur-
veyors and local authority personnel
received instruction. A direct mail
campaign aimed at these professional
groups—a mailing that was co-ordi-
nated with publicity in the appropriate
trade journals—advertised this expert
guidance and ensured that all were
offered an opportunity to benefit from
it. An estimated 10,000 persons were
eventually given guidance in the finer
details of timber frame construction
as applied to the British situation.
This on-site classroom was to continue
only until March 31, 1967, but it even-
tually proved possible to keep it open
until June 30, adding a further three
months to its useful life.

Visitors to the classroom included
not only the British but also Euro-
peans. Harlow’s proximity to London
and the fact that it is a developing
planned new town means that it is
continually visited by touring groups
of professional town planners from
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all parts of Europe and countries as
distant as the United States and
Japan

Meeting the Objectives

The original timber frame project
had basically two objectives. How
far have those objectives been met?

In the first, to secure a place for
Canadian timber frame housing in the
British housing program a program
due to produce 500,000 dwelling units
a year by 1970—it appears that Cana-
dian timber frame housing has indeed
been adopted by the housebuilding
industry. There is a definite swing to
industrialized building techniques and
timber frame is one of these. Trade
estimates are that approximately 30,-
000 houses will be built in timber
frame in 1968 compared with 1965
estimates of 1,000 to 1,500. This is
generally thought to be an increase of
5,000 over 1967 and could possibly
be followed by substantial gains in
the next two or three years as the
general economic situation improves,
following the devaluation of the
pound. Housing starts have increased
from 373,700 in 1964 to 404,400 in
1967 and part of this increase is due
to the use of Canadian techniques.

The second Canadian objective was
to develop a tertiary market for CLS
timber (lumber dressed to Canadian
Lumber Standards sizes) and a
secondary market for Douglas fir
plywood. Surfaced timber is used in
the housing industry in Neorth Am-
erica and could readily be sold to
Britain to use for the same purpose.
Douglas fir plywood is being used
extensively in the concrete shuttering
market and could equally well be sold
to builders for wall sheathing and
sub-flooring. These objectives have,
for the most part, been met—or at
least the groundwork has been laid.
More and more builders are asking
for CLS timber and it is now being
stocked in Britain; before 1963 it was
virtually unavailable. The Council of
the Forest Industries of British Colum-
bia deserves credit for this. Acting on
behalf of coastal B.C. producers of
CLS hemlock, the Council established
the B.C. Timber Frame Housing
Group in London to advise British
builders on the use of Canadian tim-
ber in housebuilding programs. Fol-
lowing this aggressive action, the
Timber Research and Development
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Association of the United Kingdom
and the Timber Trades Federation be-
gan to promote timber frame housing
to benefit member companies. The
result is that sales of Canadian CLS
lumber and Douglas fir plywood
showed remarkable gains up to the
date of devaluation and the subse-
quent rise in prices in pounds sterling.

As an additional bonus, Canadian
sales of louvred doors have increased
sharply although trade statistics do
not provide quotable figures. General
Steel Wares (U.K.) Ltd. estimated that
it has sold 10,000 gas-fired warm-air
furnaces in 1967. Sales of PH
windows, now being manufactured by
Price Bros. (Penarth) Ltd. in Swansea,
under licence from Panoramic Hard-
ware Ltd. of Quebec City, have in-
creased substantially. Other Canadian
window manufacturers have also en-
joved export sales. Trans Canada
Truss Ltd. of Ottawa has established
over the last two years a chain of
licensees who are using the Trans
Canada system of manufacturing roof
trusses in an industrialized environ-
ment.

Booklets Published

To continue promotion in Britain,
the Department of Trade and Com-
merce sponsored the production of
Canadian Wood-Frame Houses, a
film showing how the technique was
used at The Maples. This 17-minute
film highlighting the salient points of
timber construction and following its
predecessor, More Homes for More
People (which grew out of the demon-
stration homes project} will continue
to provide builders with visual im-
pressions of the usefulness and flexi-
bility of timber frame construction
long after the Maples project is com-
pleted and the houses occupied. The
film has already been used by a major
timber and plywood importer at a sales
meeting and it is fully expected that
the twelve copies in circulation will
convince even more builders of the
advantages of Canadian techniques.

To date many builders have changed
to timber frame construction and the
amount of interest shown in CMHC’s
new manual, which was produced for
Trade and Commerce, indicates that
more may do so. Copies of the man-
val, Canadian Wood-Frame House
Construction, and the B.C. Timber
Frame Housing Group’s Check Points

in Good Practice are in constant de-
mand. Ten thousand copies of the
former have been distributed in the
last four months and twenty thousand
will shortly be mailed to interested
persons.

The Harlow project has, we believe,
shown many influential people in the
building industry that timber frame
construction has a place in British
building. All persons connected with
the system and in touch with the
building trade provide evidence to
substantiate the claims that the system
is viable and provides both good ac-
commodation for the occupant and
profits for the builder.

Canada will be proud of The
Maples and its one hundred planted
sugar maple trees—a symbol of Can-
ada’s Centennial. The opinion of one
satisfied occupant is reported in the
national press this way: “Thinks his
house is great and adds that he and
his wife looked at a lot of houses be-
fore deciding to buy at The Maples
which they thought was the best they
had seen . . . They are delighted with
the central heating which keeps the
house warm and only costs them £20
for four months.”

§

It’s 74 Years Since. ..

. the first full-time Canadian Trade
Commissioner was appointed, On Aug-
ust 25, 1894, John S. Larke was named
Commercial Agent and posted to Sydney,
in thbe Colony of New South Wales. (The
title Trade Commissioner had not yet
come into use.) Other Comnercial
Agents (tbe first were appointed in
March 1892) were local businessmen in
commercial centers abroad who became
correspondents of the Department for
the prestige of the position and an hon-
orarium of $250 a year.

Mr. Larke was a Canadian business-
man and was employed by the Depart-
ment full time for a salary of $3,000.
He toured Canada and met with busi-
nessmen before he sailed, as the Trade
Commissioners do today. Not until ten
years later was he finally brought back
to Canada on leave, wben he again
travelled across the country. His work
in Sydney was highly praised.
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Argentina Improves Transportation System

Argentina is expanding and modernizing its present transportation

system. The author outlines some of the recent projects and sug-

gests areas of interest for Canadian firms.

W. PERKINS, Commercial Assistant, Buenos Aires

B Argentina’s transportation system
radiates from a central point like the
spokes of a wheel. Geographical bar-
riers, overseas markets for the coun-
try’s agricultural production, and little
contact with neighboring countries
have contributed to this unique pat-
tern. Today most roads and railways
radiate from the principal ports to
inland points. There are few con-
nections between ports or routes into
surrounding countries.

Recent industrial and economic de-
velopment in Argentina and closer
economic relations among Latin Amer-
ican countries have made necessary
an expansion in the transportation sys-
tem and many projects have recently
been undertaken. These projects are
financed both by local sources and by
international development agencies
such as U.S. AID and the Inter-Amer-
ican Development Bank (IADB).
Shipping, air, railway, and particularly
road facilities are receiving attention.

Ports—The Atlantic ports of Mar del
Plata and Bahia Blanca are being
dredged to a depth that will take larger
ocean-going vessels. A large project is
being planned for the Rio de la Plata
ship channels servicing the ports of
La Plata and Buenos Aires. The IADB
has been asked to provide money for
dredging these channels and interna
tional tenders may be called shortly
for carrying out the work.

Airports—Argentina’s airports are un-
dergoing improvements but much
work has still to be done. In the last
federal budget, U.S5.$11.4 million was
allocated for general repairs and ex
pansion of ground facilities. Argen-
tina’s airports are not large enough,
there are not enough of them, and they
are not adequately equipped to cope
with increasing air traffic. An over-all
airport improvement plan has been
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promised for some time but has not
yet got under way.

Railways—The railways owned by the
Government are no longer the princi-
pal means of transport in Argentina.
The present Government is, however,
streamlining the operation of the rail-
ways. The service is improving and
the deficit is gradually being reduced.

The Missing Link

The roads of Argentina are receiv-
ing the largest share of funds for
transportation improvements. In the
fertile region known as Mesopotamia
(the northeastern provinces of Entre
Rios, Corrientes and Misiones) a tun-
nel is being built under the Parani
River. It will be the province’s first
road connection with the rest of Ar-
gentina. The consortium which is
building the tunnel includes German,
Italian, and Argentinian contracting
firms. It should be open for service by
1969. A new bridge will alse be built
on this route and the contract for it
was awarded last November to the
local subsidiaries of two international
engineering firms. Also on this route
is the Colastine bridge, built by the
Argentine Federal Highway Board. It
was opened in March 1967 and is
the first toll bridge in Argentina.

A second road connection between
Mesopotamia and the rest of Argen-
tina will require a bridge over the
Parand River joining the cities of Re-
sistencia and Corrientes. Tenders for
selecting consulting engineers as the
Federal Highway Board’s advisers on
this project were called recently from
local engineering companies, some of
them associated with foreign con-
sultants. Tenders were also called for
construction of the bridge and were to
be closed on April 10, 1968. Approxi-
mately half of the cost of construction
will be financed by a U.8.$34 million

IADB loan awarded to Argentina in
December 1967. At least one Cana-
dian firm was expected to bid on this
project.

A third link with Mesopotamia will
be a combined road and railway bridge
over the two main branches of the
lower Parand River. The engineering
design for this bridge was awarded
recently to an Italian firm, in associa-
tion with two local engineering com-
panies. A World Bank mission which
was in Argentina in February has
shown some interest in providing fi-
nancing for this bridge.

Beyond the Borders

A road into Uruguay is now re-
ceiving attention from the govern-
ments of both countries. Two bridges
over the Uruguay River have been
proposed. The improvement of Ar-
gentina’s road communications with
Paraguay is being studied and three
bridges connecting the northern prov-
ince of Formosa with roads in Para-
guay have been considered. These
plans for a more accessible route to
Paraguay are still in the early stages
of development. New highways to
Chile and Bolivia are also being pro-
posed. Paving of the major route from
Argentina to Chile is almost com-
pleted on the Chilean side of the
border. On the Argentinian side, work
will soon begin on the highway so
that it can be kept open the year
round. (It reaches an altitude of
10,000 feet in the Andes.) Roads
crossing the barren northern plateau
to Bolivia will be improved to handle
modern traffic. These improvements
are to be financed from the U.S.$34
million JADB loan mentioned above.

Access to Urban Areas

Another road transport problem re-
ceiving the attention of local authori-
ties is the access to Argentina’s main
citics,. Buenos Aires has the most
serious access problem more than a
third of the country’s population lives
there. The northern access expressway
1s now being completed. Several others
are being started, including an ex-
pressway to the city of La Plata.
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Argentina’s efforts to improve its
transportation system provide oppor-
tunities for Canadian firms in four
different fields:

1, Consulting services to carry out
feasibility studies or to act as advisers
to local government bodies.

2. Engineering and design services for
large projects (as long as funds are
not provided by another country

which has “tied” the loan). The most
effective way to obtain contracts in
these two areas is through an associa-
tion with a locat company. On certain
tenders, this association is, in fact,
obligatory.

3. Contracting for projects called by
international tender. Three Canadian
companies submitted pre-qualification
information on various aspects of the
El Chocdn Cerros Colorados hydro-

electric project in southeastern Argen-
tina. Participation by Canadian com-
pames in other projects is possible.

4, Supply of construction equipment
and construction materials.

Canadian firms in the above fields
who wish more information on op-
portunities in this transportation pro-
gram should write to the Commercial
Division of the Canadian Embassy in
Buenos Aires.

Brazil Advances into the Electronic Age

A Brazilian trade mission which visited Canada last year
was greatly impressed by our electronic industry.
Now is the time to sell electronic products there.

R. G. SANDOR, Assistant Commercial Secretary, Rio de Janeiro

B An easy market to penetrate
that is the first impression of most
Canadians who contemplate exporting
electronic equipment or components
to Brazil. But don’t be too hasty in
your judgment. Brazil is self-sufficient
in many products and turns out more
than 95 per cent of its television and
radio sets and components. Canadians,
however, can sell educational televi-
sion equipment, supervisory equip-
ment, machinery and production
equipment for electronics, medical
and scientific instruments, specialized
commercial television equipment, and
telecommunications and navigation
equipment.

Incentives to Industry

The Brazilian Government has
paved the way for imports of sophisti-
cated electronic products from abroad.
For example, one law exempts from
mmport duties and other taxes all im-
ported equipment, machinery and
spare parts for the maintenance and
construction of television stations. An-
other grants tax exemption for im-
ported machinery, equipment, compo-
nents, devices and spare parts brought
into Brazil specifically for use in the
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electrical and electronic manufactur-
ing industries when no similar product
is made locally.

The Executive Group of the Electri-
cal and Electronic Industry (GEINEE)
was established within the National
Development Plan in March 1967 to
foster the development, integration
and rational expansion of the Brazilian
electronics industry. It consists of re-
presentatives of every government
agency, including the Ministry of
Planning and Co-ordination, the Cen-
tral Bank, the Foreign Trade Bureau
(CACEX), the National Bank of Eco-
nomic Development (BNDE), and re-
presentatives of electrical and elec-
tronic industries. In 1967, GEINEE
approved 14 projects for the rational-
ization of equipment and manufactur-
ing facilities in the electronics industry.

Product lines to be developed in-
clude glass isolators, television resis-
tors, channel switches, radio-communi-
cation equipment, electrical measuring
equipment, glass tube components,
enamel-coated wire, magnetic tape,
television tubes, incandescent lamp fil-
aments and electronic receiver valves.
The total value of these projects which
qualified for tax exemptions and in-

centives was U.5.$2.3 million. More
important, the value of imported
equipment for these projects was over
U.S.$1.5 million. Projects under study
in December 1967 amounted to over
U.S.$4.8 million and the value of the
imported material and equipment to
U.S.$2.5 million. This shows the size
of the market for which Canadians
should be competing.

Bridging the Education Gap

Corning Glass Works International
recently opened a new television bulb
plant in Sio Paulo. The reason for
setting up this plant was that manu-
facturers in Brazil expected to sell
425,000 television sets in 1967 and to
reach the 700,000 mark in five years.
Corning will sell to four major televi-
sion set manufacturers in Brazil and
has received initial orders from Mex-
ico and Argentina, two other LAFTA
countries.

Now is the time for Canadian man-
ufacturers to get into this market with
the hard sell. Equipment for the re-
cently inaugurated Bandeirantes tele-
vision station in Sdo Paulo was sup-
plied by four of our major foreign
competitors. It is reported to be the
world’s fourth largest television sta-
tion, has a total constructed area of
15,500 square yards, seven studios
(each with its own control room),
transmits to 2.5 million people now,
and will soon reach 8 million by
means of two or more re-transmitters.
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What are the reasons for the rapid
development of this market?

1. The enormous distances to be cov-
ered and the importance of integra-
tion in LAFTA which has made tele-
communication systems vital to Brazil.

2, Television provides a means of
combating illiteracy and bridging the
technological gap. The Government
has already set up an Educational Tel-
evision Foundation which will have a
center for educational television tapes
in Rio de Janeiro and will revamp the
educational television system in Bra-
silia. By the end of the ten-year pro-
gram, educational television should be
available in 85 major centers through-
out Brazil. A four-member mission
from the Educational Television Foun-
dation visited Canada in the fall of
1967 to discuss Brazil’s educational
television requirements and to see in
which areas Canadian manufacturers
and consultants could assist. On their
return, all members of the mission
highly praised the state of electronics
in Canada and said they were amazed
at Canadian technology.

3. The new Ministry of Telecommu-
nications has decided that the Brazil-
tan electronics industry must close the
technological gap and lower unit costs
if Brazil is to maintain its rate of de-
velopment in this area. Brazilian man-
ufacturers have therefore been looking
overseas for partners in licensing, joint
ventures, and subsidiary manufactur-
ing operations, Their efforts are prov-
ing successful. The electronics indus-
try is one of Brazil’s most dynamic
today.

The Brazilion Industry

Brazil’s electronic knowhow has
come mainly from the United States
and West Germany, followed by Brit-
ain, France, Belgium, Italy, Switzer-
land and Japan. The U.S. contribution
amounts to some 60 per cent, Large
international firms with Brazilian
plants for domestic consumption and
export include RCA, General Electric,
Siemens, Ferranti and Pirelli.

Computers and data processing ma-
chinery—These are produced in Bra-
zil for the domestic market and ex-
port. Data processing machinery has
become one of Brazil’s leading exports
of manufactured goods. At home,
computers and data processing ma-
chinery have found widespread appli-
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cation in government and private en-
terprises from the Bank of Brazil to
the S0 Paulo Jockey Club. The ma-
jor manufacturers include 1BM, Bur-
roughs, Remington Rand, Bull do
Brasil, National, Siemens, and Tele-
funken.

Control, command and measuring
equipment—In Brazil there are more
than nine manufacturers of industrial
control equipment, one manufacturer
of automatic control equipment, and
over eight producers of measuring de-
vices for industry.

Electronic testing sets for radio and
television—More than ten manufac-
turers produce these.

Radio, television and amplifier sets
—Brazil has more than fifty manufac-
turers of these products. At the end of
1966, some 30,000 people were em-
ployed in this sector. Transistor radios
represented over 90 per cent of total
radio production in 1966,

Electronic components—More than
90 per cent of the industry is in the
State of Sao Paulo. Components man-
ufactured include diodes, transistors,
powdered iron cores, ferrite cores, re-
sistors, capacitators, electrolytic cells,
photoelectric relays, carbon resistors,
television potentiometers, polystyrol
condensers, electrolytic condensers and
polyester condensers. The component
and spare parts industry is expected to
grow in spite of the vertical integra-
tion policy of most major producers
of radio and television sets. Sockets,
plugs, shieldings, etc., are also made
locally.

CANADA’S ELECTRONICS EXPORTS

TO BRAZIL
1966 1967
(Cdn.$)

Telephone apparalus equip-

menl and parts 98,012 59,503
Radar equipment and relaled

devices and parts 24,154 9,210
Commercial communicalion

equipmenl n.e.5. 2,060 97,531
Elecironic tubes and parts 14,256
Semi-conduclors and parts 1,134 1,053

Components for communi-
calion equipment n.e.s.

X-ray and related equipmeni
and parts

Electricity-measuring inslru-
menls and parls

Total

150,422 198,74t
124,838

33,834 304,299
309,616 309,431

Source: DBS

The policy of the Ministry of Tele-
communications is to encourage the
establishment of large equipment
plants using as much Brazilian equip-
ment, parts and manpower as possible
and creating opportunities in turn for
the establishment of smaller firms to
supply parts.

There are already two firms pro-
ducing Crossbar 5005 telephone equip-
ment, Plessey and Automatic Tele-
phone, and two others making the
step-by-step system. They also manu-
facture carrier equipment and, to a
very small extent, microwave equip-
ment. Crossbar 5005 is being pro-
duced in Brazil with a national con-
tent of 80 per cent.

The Market for Canada

Brazil’s import bill for major elec-
tronic parts and equipment came to
about 1.5.$9.4 million in 1966. This
consisted of diodes, transistors and
triodes (U.85.$2.7 million); telephone
apparatus and accessories (U.S.$4.9
million); transformers (U.S.$1 mil-
lion), and electronic instruments for
measuring and control (U.5.$0.9 mil-
lion).

Canada’s exports to Brazil in 1967
included electronic ¢components worth
about Cdn.$810,000, of which the
main items were electricity-measuring
instruments and parts {(Cdn.$304,299),
components for communication equip-
ment (Cdn.$198,741), X-ray and re-
lated equipment and parts (Cdn.
$124,838), commercial communica-
tion equipment n.es. (Cdn.$97,531),
and telephone apparatus, equipment,
and parts (Cdn.$59,503).

Customs duties on electronic equip-
ment tend to be high because Brazil
wants to encourage its own industry.
You should obtain an expert opinion
on the rate of duty for your own par-
ticular product. Bear in mind, how-
ever, that imports for certain projects
may be exempt from duty.

Exporters who are thinking about
licensing arrangements, joint ventures
or setting up subsidiaries should look
closely at the special incentives offered
to new industries in Brazil’s develop-
ment areas.

Brazil is a big market for electronic
equipment and Canada can increase
its share. The first step is to make
Canada and Canadian products better
known. Every exporter deing business
in Brazil can help.
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The greater part of our exports to West Germany enter through
the port of Hamburg. The development of its container terminal

above and railway feeder services is therefore of great interest.

The Containerization
Movement: Hamburg

D. 5. McCRACKEN
Consul, Hamburg

@ Containerization was virtually un-
known in Europe ten years ago but
it has developed rapidly. Today, Ham-
burg and Bremen are fighting to be-
come Germany's principal container
center and to head off competition
from Rotterdam and Antwerp. The
Germans have recognized the advan-
tages offered by these ports at the
crossroads of land and water routes
between Western Europe, the Soviet
Bloc countries, and Scandinavia. Cana-
dian exporters to the German market
should also look closely at what con-
tainerization offers them.
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The development of container
traffic by these two cities, Hamburg
especially, is important to Canada
both because they are gateways to
Northern Europe and because the
winds of economic change in the
Soviet Bloc presage more trade with
Western countries. Improved trans-
portation in itself inevitably stimulates
trade. It is not unlikely that Hamburg
may become one of the principal
staging areas for the expanding trade
between North America and Europe.

Trans-America Route—Traffic experts
in Germany are considering North
America as a possible landbridge for
freight going from Eurcpe to the Far
East. The idea is to establish huge
container facilities on both coasts of

the North Amencan continent. Con-
tainers would go by special ship across
the Atlantic or Pacific, cross North
America by rail and complete their
Journey by sea. The saving in time
ceuld be as high as 16 days. Futuris-
tic? Not at all. Containers are already
moving eastwards from Holland to
Japan across the Siberian land-
bridge.

Container Terminal Facilities—Ham-
burg, which is now the main German
port of entry for Canadian goods,
will play a large part in the Euro-
pean containerization program. To
meet the demands of the future, it has
embarked on a major expansion of
containerization facilities. By the end
of 1968 the Hamburg container termi-
nal will have 2,800 feet of wharfage,
125,000 square yards of paved staging
area, two huge sheds covering 11,000
square yards, and ancillary equipment
including two special container cranes,
four large van carriers, five straddie
carriers and twe mobile cranes. There
will be nine berths for containerships
{this could be expanded to 14) with
a theoretical annual potential of seven
millien tons of containerized cargo.

Some of the major cartiers have
based their own expansion plans on
these new facilities. United States
Lines has just started a special con-
tainer service from Hamburg to North
American ports. The Hamburg Am-
erica Line and North German Lloyd
have formed the Hapag-Lloyd Con-
tainer Line. Four ships are now under
construction for this new venture
which will operate from Bremen and
Hamburg. Bach will carry 616 twenty-
foot containers and will be able to
complete the round trip across the At-
lantic in 14 days.

Railroad Service—The German Fed-
eral Railway (Bundesbahn) is moving
into the container business with a
vengeance after a slow start which
allowed the trucking industry to vir-
tually dominate inland container
traffic. The first round in the railway’s
fight was the inauguration last Feb-
ruary of a daily container express
service from Hamburg and Bremen
to South Germany. It is possible to
load a container at the plant in To-
ronto and express it by sea and rail
direct to the customer in Munich or
Frankfurt.
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Although the demand for this
service has not been large, the Bund-
esbahn is going ahead with plans to
establish 60 container terminals, back
ing up the ports with an intricate n
land rail distribution system. The rail-
way will spend over $40 million this
year on materials handling equip-
ment alone. Looking farther ahead, as
foreign industry begins to “produce
into the container”, door-to-door
service will be made available.

Consolidation — In containerization,
the principal determining factor is
size—of shipper and of receiver
Where does this leave the average
Canadian exporter to Germany whose
individual shipments are rarely large
enough to fill a container? The an-
swer is of some significance to Cana-
dian exporters and to Canadian freight
forwarders as well. The forwarding in-
dustry stands to lose as container-

Abu Dhabi Launches Development

W Abu Dhabi, the first of the Trucial
States to discover oil, has now embarked
on an ambitious development plan. The
largest of the seven desert Sheikdoms in
the Gulf called the Trucial States, with
an area of about 25,000 square miles, it
has a population of only approximately
25,000, The Ruler of Abu Dhabi, Sheikh
Zaid, recently announced that the Gov-
ernment will follow the guidelines set
out in a Five Year Development Plan
which envisages a total expenditure of
about $822 million.* Of this, close to
$674 million over the five years will be
spent on social services and on major
development projects in industry and
agriculture.

The sum of $91 million will be spent
on the generation and distribution of
power to increase the Sheikhdom’s elec-
tricity generating capacity from the pres-
ent 6 mw. to 130 mw, by 1972. The
waste heat from generating this power
will be used for water desalination, This
subsidiary project is expected to supply
Abu Dhabi Town with two million gal-
lons of distilled water per day by 1969
and this capacity will be upped to five
million per day by 1970. As a supple-
mentary measure, a pipeline has been
built from Buraimi Oasis, an important
inland town, which supplies Abu Dhabi

*All values are in Canadian dollars,
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izatton brings direct and continuing
contact between shipper and carrier,
leaving the forwarder, as middleman,
reduced 1n importance

The solution for shipper and for-
warder alike seems to lie in freight
consolhdation. If our forwarder 1s
not thinking in these terms, a bit of
pressure from ou would be to your
advantage. Freight consolidation en-
tails the forwarder’s making up full
container loads from less than-con
tainer lots. Even if your shipments are
relatively small in physical volume,
there 15 still a good chance for you
to enjoy some of the advantages of
containerization. Shop around among
shippers and forwarders and see who
will give you the best deal.

The Conference in Hamburg—Traflic
managers and planners will be inter-
ested in the scientific conference on
containerization and exhibition which

Town with 1 7 million gallons per day.
Concurrent with these projects are plans
for street lighting, transmission lines, a
power distribution network, a gas line
and a municipal sewerage contract. The
main contracts for these were let rec-
ently, mainly to British firms.

The Five Year Plan also allocates
$109 million for the building of 1,000
kilometres of roads linking Abu Dhabi
with Dubai and Qatar as well as for an
internal network of roads.

The contract for the first stage of a
new harbor installation has been awarded
to a German firm. This involves a long
jetty out into deep water. Pending the
completion of this harbor project, a
temporary harbor will also be built to
mest in part the present requirements
over the estimated five years needed for
completion of the permanent harbor.
This interim port project has been
awarded to a British consultant and the
contract for construction, at an estimated
cost of $3 million, will be issued shortly.

The Five Year Plan is particularly
concerned with the exploitation of the
industrial potential of the country. About
$137 million has been allocated for the
study and implementation of possible
industrial projects, including a cement
factory, oil refineries, a small petro-
chemical industry, tourist facilities and

take place in Hamburg from October
3 to 7, 1968. The object is to ex-
amine the role of the container to-
day, to see where improvements are
necessary, and to exchange technical
information with experts from the
Western world, for the benefit of con-
tainer producers, carriers and users.
Canadian firms with a major interest
in containers should consider visiting
Hamburg during the exhibition. H. A.
Mann, Chairman of the National
Harbors Board, will give a paper on
“The Canadian Land Bridge—Con-
tainer Traffic between Europe and
Asia Revolution or Utopa?” Among
other Canadians at the conference are
expected to be E. J. Cook, Vice-
President, Special Duties, and Rupert
Tingley, Systems Manager, Container
Development, Canadian National Rail-
ways, and A. G. McGavock, Co-ordi-
nator, Atlantic Container Services,
Canadian Pacific Railway Company.

Plan

the revival of the pearl and fishing
industries. A further $29 million will
be spent on exploiting new irrigation
methods and on the development of
agricultural Jands near the oases of the
interior.

Funds totalling $29 million have also
been set aside to build some 50 ele-
mentary schools and two technical col-
leges. Some $14 million will be spent
on the construction of seven hospitals
and 16 clinics, A development fund will
also be established to assist Abu Dhabi
citizens to secure low-interest loans,

The Plan provides for $34 million to
cover the State’s international commit-
ments, and a fund of $68 million will
be set up to aid other Arab countries.

The proposed withdrawal of British
Forces from the Gulf by 1971 has
forced a reappraisal of defence require-
ments in Abu Dhabi, as well as in all
the other Trucial States, and in Qatar,
Bahrain and Kuwait. The Government
of Abu Dhabi tentatively plans to raise
its defence force strength from the pres-
ent 1,000 men to 4,000. It is also re-
ported that it will try to purchase
up-to-date fighter aircraft for the air
wing and more modern patrol boals,

All these developments indicate that
Abu Dhabi is well on its way to becom-
ing a smaller version of Kuwait.

—R. H. M. CATHCART, Assistant Commercial Secretary, Beirut.
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carbon copy paper (dekascript) International Paper
Co. will grant licences to Feldmuehle for Western
markets—Hamburg,

Swiss paper imports jump

Swiss mills, working near capacity, produced 645,000
tons of paper in 1967. Imports, mainly from EFTA
countries, rose 36 per cent to reach 147,000 tons-—
Berne.

Marketing cattle in Portugal

It is reported that a large British organization with
Portuguese associations will set up a holding farm in
Portugal to display dairy and beef cattle. The farm
will also serve as a distribution center, enabling buyers
to choose their cattle on the spot Lisbon.

Abu Dbabi buys Scottish desalination plant

The Scottish firm of Weir Westgarth is to build two
large seawater distillation plants in the Arabian Gulf
state of Abu Dhabi at a cost of more than Cdn.$5
million—Glasgow.

Record exports for U.S. aircraft manufacturers

According to the Aerospace Industries Association,
U.S. manufacturers of general aviation equipment
exported a record 3,035 aircraft in 1967, worth $76.5
million. This was a 4.6 per cent increase over the
2,003 aircraft valued at $75.4 million which were
exported in 1966. European nations bought 923 air-
craft for $21 million in 1967. Canada bought 391
aircraft worth $11.6 million compared with 408 worth
$8.8 million in 1966—Los Angeles.

Aluminum plant to be built in Iran

Construction will begin early in 1969 on a $44 million
RCD (Regional Co-operation for Development) alu-
minum plant at Ahwaz, Iran. The plant will produce
up to 50,000 tons of remelt, sbeet and extrusion ingot
annually. Offers from several European and British
firms for plant machinery are being considered by
RCD’s three partners (Pakistan, Iran and Turkey)—
Islamabad.

Greece awards television contract to Italy

A U.8.$16 million contract for a Greek television and
radio network to be completed by 1971 and later
linked up with the FEuropean network has been
awarded to Page Enropa SPA of Italy. The equipment
will be supplied by Italy and Britain. As a result of
this project, Greek imports of television sets are ex-
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pected to increase considerably above the 50,000 now
in use. Canada 1s a major supplier of television sets to
Greece Athens.

Czechs buy Expo technique

FEAL of Milan has granted licensing rights to its
Varm-3 modular building system (used in the Soviet
pavilion at Expo) to Czechoslovakia for 15 years. The
Italian firm will also provide technical assistance—
Milan.

U.S.8.R. aids Pakistan’s fishing industry

The Soviet Union has signed an agreement to send to
Pakistan three fishing survey vessels and trained spe-
cialists and to draft a plan for a fishing port at Ibrahim
Haidery, West Pakistan. Pakistan will then be able to
undertake deepsea fishing (at depths of 100 fathoms
compared with the present depth of 15 fathoms).
Along the coasts fisheries resources have been grad-
vally diminishing Islamabad.

§

Foreign Tariffs and Trade Regulations

United Stotes

NEW PROCEDURES FOR IN-BOND SHIPMENTS
—New simplified procedures for the control of in-
bond shipments have been issued and will go into
effect on September 9, 1968. A new ADP card fur-
nished by Customs will be used in conjunction with
a lesser number of the forms previously required from
the public for the control of the shipment. The
original of this card will be sent by Customs officers
to a Customs data processing center, and the dupli-
cate will be given to the carrier to be turned over
to Customs at the port of destination. This duplicate
will be validated by Customs and then immediately
sent to the data processing center where it will be
matched with the original. Whether the shipment is
in transit to another port or through the U.S. for
an ultimate foreign destination, this new card will
act as the control document.

Regular Customs forms will still be required but
the number needed will be reduced because copies
will not have to be mailed to the port of destination,
and only one copy will now be retained at the port
of origin.

The new procedure will also eliminate the previously
complex procedures necessary to divert a shipment
from one port to another.

FOREIGN TRADE



Trade Commissioners on Tour

In Canada

The following officers are undertaking tours of business
centers 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: Windsor (Ontario), Greater Windsor
Industrial Commission; St. John's, Halifax, Montreal, Ottawa,
Toronto, Winnipeg, Edmonton and Vancouver, Depariment of
Trade and Commerce; Fredericton, Department of Industry.

Brazil—W. G. Huxtable, Consul and Trade Commissioner n
Sao Paulo:

Windsor—October 2
Sarnia—Qctober 3
Brantford, Galt—OQctober 4
Port Perry—October 7

Peterborough October 8
Toronto—OQOctober 9-15
Montreal October 20-25

Britain—J. H. Nelson, Trade Commissioner in Liverpool:

Barrie—OQctober 7
Hamilton—October 8
Brantford—Ociober 9
Kitchener October 10
London—OQctober 11

Kingston, Gananoque, Napa-
nee, Brockville and area—
October 1

Belleville, Trenton, Picton
and area—Qctober 2

Toronto--October 3-6

Spain—L.. A, Campeau, Commercial Counsellor in Madrid-

Edmonton—October 3 Montreal—October 6-11

Winnipeg—October 4

Italy—C. E. Rufelds, Consul and Assistant Trade Commis-
sioner in Milan:

Vancouver—September 28- Montreal October 15 1
October 5 Prescott, Kingston, Port
Edmonton—October 7 Hope—October 18

Toronto-—October 21 23
Kitchener, Galt October 24
Preston, Hamilton October 25

Calgary—OQciober 8
Saskatoon October 9
Winnipeg October 10 11

C. D. Miller, Assistant Commercial Secretary in Rome:

Arnprior, Chalk River, Toronto-—QOctober 21 23
Ottawa October 10and 11 Cooksville, Guelph, Brantford,
Montreal October 14-18 Fort Erie October 24

West Germany—Walter Schumacher, Commercial Officer 1n
Hamburg:

Vancouver October 9-12 Brockville October 29
Edmonton—OQctober 15 Cornwall October 30
Winnipeg October 16-17 Montreal October 30
Toronto and southwestern November 6

Ontario—October 18-28 Halifax November 7-8

Temporary Duty in Ottawa

The following will be on temporary duty in Ottawa and
may be contacted through the Trade Commissioner Service,
phone 992-9930 (area code 613).

J. D. Blackwood, Commercial Counsellor in Caracas, Vene
zuela, October 7-11.

W. G. Huxtahle, Consul and Trade Commissioner in Sao
Paulo, Brazil, October 16-18.
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D. A. B. Marshall, Commercial Counsellor in The Hague,
Netherlands, October 7-11

C. D. Miller, Assistant Commercial Secretary in Rome, Italy,
October 7-11.

J. H. Nelson, Trade Commussioner in Liverpool, England,
October 15-18,
Officer

N. Parsons, Commercial

October 21-25.

in Stockholm, Sweden,

C. E. Rufelds, Consul and Assistant Trade Commissioner in
Milan, Italy, October 28-November 1.

W. Schumacher, Commercial Officer in Hamburg, Germany,
September 30-October 8.

R. D. Simrs, Commercial Counsellor in Guatemala City,
October 7-11.

In Territory

Alaska E. E. Price, Consul and Trade Commissioner in
Seattle, will visit Fairbanks, Anchorage and Juneau October
2-12.

Britain—The officers at Liverpool—J. H. Nelson, Trade Com-
missioner, K. R. Higham, Assistant Trade Commissioner, and
G. Metcalfe, Commercial Officer—will visit the following cities
on the dates shown:

Leeds—October 2
Birmingham October 8 and 9

Manchester—October 10
and 31
Merseyside—October 22

Bulgaria, Hungary, Romanja-—Trade Commissioners in the
Vienna, Austria, office make frequent visits to these countries,
but often there is not time to publish their itineraries in
advance. Therefore, Canadian businessmen who would like
the Trade Commissioners to undertake assignments for them
in these East European countries are advised to write to the
Vienna office immediately.

Guyana—D. Hobson-Garcia, Commercial Officer in Port-of-
Spain, Trinidad, will visit Georgetown October 8-10.

Norway—B. G. R. Barton, Commercial Officer in Oslo, will
visit Bergen October 7-11.

Switzerland—D. T. Johnston, Assistant Commercial Secretary
in Berne, will visit the food industry in Zurich, Basle, Lau-
sanne and Geneva during October.

Thailand—A Trade Commissioner from Singapore will be
making a monthly visit 10 Thailand throughout 1968. Cor-
respondence should normally be addressed to the Singapore
office although contact can alse be made through the Canadian
Embassy in Bangkok, P.O. Box 2090 (telex: 2277: cable:
DOMCAN, Bangkok; phone: 32-956).

Trinidad—J. M. C. Lavoie, Assistant Commercial Secretary in
Port-of Spain, will visit South Trinidad Qctober 29-30.

Businessmen who would like the above to undertake assign-
ments for them should write to the post as soon as possible.
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Markets in Brief

SWEDEN

Area: 173,624 square miles.

Population: 7,894,000.

Climate: moderate, with short summers, long winters.
Language: Swedish, English; many Swedes also speak German.

Currency: krona; one krona (Sw.Kr.) equals Cdn.$0.2077
(August 1968).

Foreign exchange and import confrols: import licences are
required for certain agricultural products.

Weights and measures; metric system.
Capital: Stockholm.
Chlef ports: Goteborg, Stockholm and Malma.

Marketing centers: Greater Stockholm (population) 1,275,000,
Goteborg 446,000, Malmd 255,000, Visteras 109,000,
Uppsala 97,000, Norrkoping 94,000, Orebro £7,000,
Hilsingborg 81,000, Linkdping 78,000, Jénk&ping/Husk-
varna 72,000, Boras 70,000, Eskilstuna 66,000.
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Economy: Sweden’s industry was built up on its extensive
resources of timber, ores and waterpower, but engineering
and steel are today more important than pulp and paper.
Dependence on imports is heavy, particularly in textiles,
chemicals and oil products.

Total Swedlsh imports: 1967—Cdn.$5,069 million; 1966—

Cdn.$4,930 million (c.i.f.).

Chief imports: (Cdn.$ million) 1967—machinery and instru-
ments 1,176; food 603; fuel 568; iron, steel, other
metals and products thereof 566; textiles and shoes
523; motor vehicles and parts 289:; ships 77; timber
56; pulp and paper 47.

Chief suppllers: (per cent) 1967—West Germany 19.3, Britain
14.7, United States 9.3, Denmark 7.0, Norway 6.0,
France 4.8, Italy 3.8, Eastern Europe 4.4, Finland 2.8,
Canada 0.7.

Value of imports from Canada: 1967—Cdn.$27.8 million;
1966—Cdn.$36.6 million (f.o.b.).

Chief imports from Canada: (Cdn.$ million) 1967—copper
in ores 4.1, motor vehicles and parts 2.9, nickel in
oxide 2.1, zinc 1.4, aluminum 1.4, molybdenum 1.0,
hoisting machinery and parts 1.0, salmon 0.810 (f.o.b.).

Total Swedlsh exports: 1967—Cdn.$4,880 million; 1966—

Cdn.$4,605 million (f.0.b.).

Chief exports: (Cdn.$ miilion) 1967—machinery and instru-
ments 1,193; pulp and paper 917; iron, steel, other
metals and products thereof 705; motor vehicles and
parts 351; timber 350, ships 270; iron ore 198; food
150; textiles and shoes 140; energy 40.

Chief markets: (per cent) 1967—Britain 13.3, Norway 11.9,
West Germany 11.0, Denmark 9.4, United States 7.3,
Finland 5.1, Eastern Europe 4.2, Canada 1.4.

Value of Camadian purchases: 1967—Cdn.$76.2 million; 1966
—Cdn.$72.5 million (c.i.f.).

Chief Canadlan purchases: (Cdn.$ million) 1967—motor vehicles
and parts 10.3, electrical switchgear 4.2, ball and roller
bearings and parts 4.0, stainless and alloy steel pipes and
tubes 2.9, parts and accessories for boats and ships 2.5,
pulp mill machinery and parts 2.4, stainless steel plates
2.3, telephone apparatus 1.5 (c.i.f).

Prices: quotations c.i.f.; krona or U.S. dollars preferred.

Usual credit terms: sight, 30, 60, 90 or 180 days.

Samples: samples of no commercial value are duty-free; duty
paid on other samples is refunded on re-export within 12
months, provided that application for temporary entry is

applied for and deposit paid when samples enter the
country

Visas: no visa is required. Innoculations: none.

Trade agreements: most-favored-nation agreement with Canada.

Import controls, documentatlon, customs tariff, marking and
iabelling: consult the Office of Trade Relations, Depart-

ment of Trade and Commerce, Ottawa.

Correspondence: preferably airmail; letters 15 cents per half
ounce.

FOREIGN TRADE



For detaiied information on this market write to:
Chief, European Division
Office of Trade Relations
Department of Trade and Commerce
Ottawa
or
Commercial Counsellor
Canadian Embassy
P.O. Box 14042
S-104 40 Stockholm 14

NORWAY

Area: 125,096 square miles, including Svalbard and Jan Meyen.
Popuiation: 1960 Census—3,591,234,

Ciimate: west coast has temperate wet winters and com
paratively cool summers because of Gulf Stream and
mountains immediately inland. The interior has cool
winters and warm summers.

Language: Norwegian; correspondence preferred in English but
German or French acceptable,

Currency: krone; one krone equals Cdn.$0.1502. (August 1968).
Weights and measures; metric system.
Capitak: Oslo (population January 1967) 485,200,

Other principal cities and ports: Trondheim (population)
118,700, Bergen 117,465, Stavanger 79,700.

Income: 1966—National Factor Income (net domestic product
less taxes plus subsidies) equals Kr.42,766 million (Cdn.$
6,415 million), giving per capita income Kr.11,365
($1,700).

Economy: private enterprise accounts for 71 per cent of gross
fixed capital formation, public enterprises (13 per cent)
and general government capital formation (16 per cent).
Manufacturing accounts for 29 per cent of the domestic
factor income, wholesale and retail trade (13 per cent)
and construction (8 per cent),

Total Norwegian exports: 1967—Cdn.$1,860 million,

Chief exports: (Cdn.$ million) 1967—fish and fish products
including meal 259, primary metals 427, ships and boats
228, chemical products 148, machinery n.o.p. 141, paper
and cardboard 146,

Total Norwegian imports: 1967—Cdn.$2,942 million,

Chief imports: (Cdn.$ million) 1967—ships over 100 tons 559,
machinery 502, motor vehicles 169, petroleum and its
products 188, chemical products 221, iron and steel 144,
textiles 128, ores and scrap metal 90,

Chief suppiiers: (Cdn.$ million) 1967—Sweden 572, Britain
417, West Germany 401, Japan (mostly ships) 239, United
States 189, Denmark 184.

Value of Canadian exports to Norway: 1967—Cdn.$87.4 mil-
lion; 1966—Cdn.$107.0 million.

Chief Canadian exports: (Cdn.$ million) 1967 nickel matte
48.8, copper matte 16.9, wheat 3.8, copper bars and rods
2.2, barley 1.4, military ordnance 1.4, metallic salts of
inorganic acids 1.4, rye 1.0, ,

Vaiue of Canadian imports: 1967—Cdn.$33.8 million; 1966—
Cdn.$33.8 million.
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Chief Canadian imports: (Cdn.$ million) 1967—nickel anodes,
cathodes, ingots, rods 18.5; non-ferrous metals 1.9; fish
preparing machinery 1.8; fur skins, mink 1.7; canned sar
dines 0.7; parts and accessories for ships and boats 0.7;
pulp mill machinery and parts 0.5; Sonar echo sounding
and similar devices 0.5.

Prices: quote in either Canadian or U.S. dollars, preferably
c.i.f. Norwegian port,

Usval terms of payment: preferred terms are 30 days from
receipt of goods or cash against documents. Generally
importers will not deal on letter of credit terms.

Sampies: should be declared on entry. If duty is payable and
the goods re-exported within one month, drawback can
usually be claimed.

Visas: no visa is required.

Trade agreements: Norway is a member of GATT and EFTA;
tariff is two-column based on Brussels nomenclature.
EFTA preference allows duty-free entry to all goods,
except agricultural products, of other EFTA countries.
Canadian goods subject to general rates.

Import controls, documentation, customs tariffs, marking and
labelling: consult the Office of Trade Relations, Depart-
ment of Trade and Commerce, Ottawa,

For detailed information on this market wrlte to;
European Division
Office of Trade Relations
Department of Trade and Commerce
Ottawa
or
Commercial Division
Canadian Embassy
Fr. Nansens plass §
Oslo 1, Norway
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Foreign
Exchange
Rates

sell exchange to importers.

These nominal quotations may help exporters 1n checking prices, but they should consult their banl
before making any firm commitments. When more than one rate is shown, the one to be used depem
on the commodity traded. Information on the rate for any specific commodity may be obtained fro
the Office of Trade Relations, Department of Trade and Commerce, Ottawa.

The mid market rates only are quoted, except when buying and selling rates are specified. The buyir
rate is that at which banks purchase exchange from exporters; the selling rate is that at which banl

Rates used exclusively in non-merchandise trading are nor included in this table.

For conversion of column one to the U.S. dollar equivalent, mulriply by 93,

Country
and
Currency

Algeria
Dinar
Argentina
Peso (free)
Australia
Dollar
Austria
Schilling

Bahamas
Dollar

Belgivm and Luxembourg
Franc

Bermuda
Pound
Bolivla
Peso
Brazil
Cruzeiro (official free)
Brltain
Pound

Britisb Honduras
Dollar

Burma
Kyat

Ceylon
Rupee

Chile
Escudo {bank rate)
{free)

China, Republic of
New Taijwan Dollar (official)
Colombia
Peso (fixed)
Congo, Republic ofl
Franc
Costa Rica
Colon
Cuba2
Peso

Czecboslovakia
Koruna
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unit in

Canadian dollars

Value of

Forelgn currency Canadlan dollar

in foreign
currency units

at September 13

7158

0031

1.196

0416

1.052

0214

2.567

0902

.2949

2.562

6405

2254

.1803

1495
1307

027

065

2.149

1620

.1491

4.63

322.58

8340

2398

9500

46.25

3.39

.39

1.55

4.43

5.54

37.04

14.95

4653

6.12

670

Country
and
Currency

Denmark
Krone

Doininican Republic
Peso
Ecuador
Sucre (official)
(free)

El Salvador
Colon
Fiji
Pound

Finland
Markka

France, Monaco, etc.3
Franc

Franco-African Republlcst

Franc

French Paclfic$
Franc
Gerimany
D Mark

Gbana
New Cedi

Greece
Drachma

Guatemala
Quetzal

Guyana
Dollar

Haiti
Gourde

Honduras
Lempira
Hong Kong
Dollar
Hungary
Forint {official)
Iceland
Krona (official)

India
Rupee

To converf column two, divide by 93.

Value of

Foreign currency Canadlan dolla
unlt in In foreigm
Canadlan dollars currency unlis

at September 13

1431 6.98
1.073 93
0596 16.50
0534 18.45
.4294 2.35
2.465 .41
2556 3191
2158 4.63
0043 235
0119 84.24
2702 3.70
1.052 95
0358 27.93
1.073 93
5367 1.85
2147 4.65
5367 1.86
1771 5.64
0921 10.86
.0188 5291
1422 7.02
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VYalue of Value of
Country Foreign currency Canadian dollar Country Foreign currency Canadian dollar
and unlt in in foreign and vnit in in foreign
Currency Canadian dollars currency units Currency Canadian dollars currency units
at September 13 at September 13
Indonesias Paraguay
Rvpph . Guarani (free) .0086 116.28
Iran Peru
Rial 0142 70.42 Sol (free) 0245 41.66
Iraq Philippines
Dinar 3,006 33 Peso (free) 2751 3.63
Poland
Ireland .
Pound 2.562 139 Zloty {fixed basic rate) 2685 .72
Israel Portugal & Colondes?
Pound 3067 323 Escudo 0373 26.80
ltal Saudi Arabla
laL’irra 0017 Riyal 2066 484
. 381.86 Slerra Leone
Jm;:alca:l Leone 1.503 .66
oun 2.557 -39 Singapore
Japan Dollar 3507 2.85
Yen 0030 333.33 South Africa
Kenya Rand 1.503 .66
Shilling 1526 6.55 Spain & Dependencies
Lebanon Peseta 0154 64.25
Pound (free) .3328 3.00 Sweden
Malaysla Krona 2081 4.81
Dollar 3507 2.85 Switzerland
Mexlco Franc 2496 4.00
Peso 0859 11.64 Syria
Morocco Pound (free) 2812 3.55
Dirham 2121 472 Thailend 5 19.19
Netherlands Ba';;;i";) - 0521 '
Flori 2 . Trini obago
e 932 335 Dollar 5392 1.85
Netherlands Antilles Tunisia
NF1°;‘:I 5692 176 Dinar 2.045 48
ew Zealand
Dollar 1199 83 Turkey 1193 838
Nicaragua Unlted Arab Republic
Cordoba -1533 6.51 Pound (official) 2.469 40
Nigeria United States
Pound 2.995 .33 Dollar 1.073 93
Norway Uruguay
Krone 1503 6.64 Peso (free) .004 232.55
Pakistan Venezuela
Rupee 2254 4.43 Bolivar (official free) 2391 418
Panama Yugoslavia
Balboa 1.073 93 Dinar (official) L0859 11.64

1. Additional rates are in effect,

2. There is no trading in Cuban pesos in U.S. or Canadian banks at present.

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

4. Chad, Central African Republic, Congo, Dahomey, Gabon, Ivory Coast, Islamic Republic of Mauritania,
Niger, Senegal, Upper Volta, Cameroons, Tegoland, and Malagasy. Also Reunion, Comoro Islands,
St, Pierre and Miquelon.

5. New Caledonia, New Hebrides, French Polynesia.

6. Because of the complexity of the Indonesian exchange rate system, it is impractical to quote a singie
representative rate for the rupiah.

7. Approximately same rate for Portuguese territories in Africa.

8. Also used in Barbados, Leeward and Windward Islands.
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Malta Attacks Its Problems

@ Malta has made considerable eco-
nomic progress since Britain turned over
to the Maltese the mnaval dockyard it
operated on the island and began to
decrease the number of its armed forces
there. This has resulted in a decrease in
Malta’s foreign exchange earnings from
£30 million per vear to £13 million.*

Some eight years ago, the dockyards
turned to commercial work as a private
company. They were moving ahead
steadily when the Arab-Israeli confiict
of 1967 closed the Suez Canal, disrupt-
ing shipping routes. In order to avoid a
significant drop in employment (the dry-
docks’ labor force is 5,000, approximately
5 per cent of total employment in
Malta), the Government nationalized the
docks and currently is subsidizing them.
Steps are being taken to counteract the
Suez closure and new customers are
being found—for example, a Soviet ship,
the first one, used the facilities recently,
but no long-range solution is yet in sight.

Trade Deficit—Malta has always had a
trade deficit; in 1967, Maltese exporis
totalled £9.9 million compared with im-
ports of £40.5 million. This deficit of
£30.6 million is 60 per cent of Mal-
ta’s gross national product. Previously
British spending and dockyard earnings
offset the deficit but now Malta is in
need of new sources of foreign exchange.

The most important commodity im-
ports are food, manufactured goods and
machinery and transport equipment.
Britain is the main supplier, followed by
Italy and the Netherlands. Maltese im-
ports from Britain in 1967 totalled
£ 15.8 million.

Malta is making a three-pronged
attack on its problems by encouraging
export-oriented industry, developing tour-
ism, and establishing free-port facilities.

Export-Oriented Industry—In 1959, the
Government enacted the Aids to Indus-
tries Ordinance aimed at encouraging
industrial development. The administra-
tion of this Ordinance is currently being
transferred to the new Malta Develop-
ment Corporation which offers grants,
loans, tax holidays, duty-free entry of
plant machinery and raw materials, and
new factories at nominal rents to bona

£1 Cdn.$2.6125

fide industries with export prospects in-
terested in establishing in Malta. It also
offers cheap and abundant labor (per
capita annual income is approximately
$400). Since the enactment of the Or-
dinance, Malta’s exports have risen from
one million pounds in 1959 to roughly
£10 million in 1967. The Government
to date has committed itself to grants,
loans and factory accommodation repre-
senting an investment of some seven
million pounds. Much of this money is
backed by a £50 million loan by the
British Government to Malta over the
period 1964 to 1974. Conseguently
Britain maintains some control over
facilities offered to new firms.

Tourism—1In 1967 over 100,000 tourists
spent five million pounds in Malta.
Growth in this sector of the economy
has been rapid. In 1962 Malta received
23,000 tourists, and in 1966, 76,000.
Twenty new hotels were completed last
year, among them the Sheraton and the
Hilton, bringing to 6,000 the total num-
ber of beds available to tourists. Many
of these hotels received financing from
the Government and most, because of
high occupancy, are far ahead in their
repayment schedules. Expansion of tour-
ist facilities is expected to continue in
the future with 13,500 beds predicted
for 1972.

Free-Port Facilities—Three years of in-
vestigation and studies of a proposed
free trade zone reached a significant
stage in late 1967 when an operating
company, Medport Limited, was formed.
Robert B. Anderson, former U.S.
Secretary of the Treasury, is to be the
chairman. Principals in the company are
Hambros Bank and Stevedore Company
Quick Despatch (principal handling com-
pany for containers and bulk cargo at

Rotterdam). Medport has received a
Letter of Intent from the Malta Govern-
ment and is now working on proving the
viability of the project. This would in-
clude the development of new deep-
water port facilities, including quays and
warchousing, attached to a Free Trade
Zone industrial complex. If this project
is realized, the resulting entrepot and
bulk-breaking trade should be a valuable
asset to the Maltese economy.

Other Steps—The Maltese Government
has also created a Central Bank and the
Malta Export Guarantees Department,
patterned after the British Export Credits
Guarantee Department. Although it
grants export credits insurance, the
MEGD is not at present extending ex-
port financing.

Outlook for Canadian Exporters—In re-
cent years Canada’s wheat sales to Malta
have declined in the face of Australian
competition, but at the same time our
exports of foodstuffs and manufactured
goods have expanded considerably. In
1967, wheat exports to Malta totalled
$1.2 million, a decrease of $285,928
from the 1966 figure. However, exports
of foodstuffs amounted to $24,458 in
1967, an increase of $8,946 over 1966,
and exports of washing machines in-
creased from $5,468 in 1966 to $11,846
in 1967. North American products are
well received in Malta and Canada en-
joys the Commonwealth preferential
tariff. However, goods from Canada
must be transshipped at British or Italian
ports and the market is small and price-
conscious. Canadian exporters can dis-
cover the opportunities for their products
on the Maltese market by sending de-
scriptive literature and c.i.f. prices to the
Commercial Counsellor in Rome. Cur-
rent trade opportunities for Canadians
include aluminum window-frames, house-
hold appliances, pots and pans, and a
variety of consumer goods.

In the long run, Canadian companies
interested in the Mediterrancan market
would be wise to keep abreast of devel-
opments in the free port. Meanwhile,
they can well make a start in establish-
ing reliable business contacts.

—D. T. WISMER
Assistant Commercial Secretary, Rome
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Insurance or financing?

EXPORT CREDITS INSURANCE

enables you to increase sales abroad by
insuring against non payment due to such
risks as a buyer's inability to pay, foreign
exchange restrictions, and changes in import
licensing regulations. This insurance helps

to solve many financing problems.

LONG TERM EXPORT FINANCING

enables you to compete for foreign business
n the capital goods field. It 1s available for
export sales of sophisticated capital projects
where extended credit terms are clearly
necessary and justifiable, and where sub-
stantia sums are involved.

EXPORT CREDITS INSURANCE CORPORATION

For complete information:

P.0. BOX 655, DTTAWA, CANADA

BRANCHES—MONTREAL, TORONTO, VANCOUVER

Represented by the Department of Trade and Commerce in

Halifax

Winnipeg

Edmonton



