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The Canton Spring Fair ended on May 15, so Canadian companies
interested in the Chinese market can’t profit immediately from the advice
that R. G. Godson, Trade Commissioner in Hong Kong, gives in the
leading article in this issue. But the Fall Fair opens on October 15. That
gives you ample time to get in touch with the state trading corporations
and to make use of the “open door” which the Canton Fair provides.

Since his posting to Hong Kong nearly two years ago, Mr. Godson has
spent much of his time exploring trade opportunities for Canadians in
China and has become a regular visitor to the Canton Fair. Last winter
he toured Canada to meet businessmen, arouse interest in his territory
and answer questions. Some of the things businessmen most frequently
asked about are explained in the article on page 2.

Our cover shows a “Therasim” being assembled. This Canadian develop¬
ment enables surgeons to study tumors three-dimensionally and program
the treatment on computer cards. The technicians in the picture are test¬
ing one of the components electronically for smoothness. For more about
Canada’s success in marketing radioisotopes, turn to page 8. Other enter¬
prising exporters on page 12.

In the May 10 issue of “Foreign Trade” we neglected to give a list of the
Canadian products shown at the German Building Exhibition (DEUBAU)
in Essen, West Germany. The following Canadian products were ex¬
hibited: sheet vinyl floorings; carpeting; insulation; asbestos-cement siding
shakes, shingles and sheeting; asphalt shingles and roofing papers and
flooring tiles; decorative and acoustical ceiling tile; pipe insulation; floor
sealers and finishes and specialized coatings; aluminum siding; warm air
registers, grilles, diffusers and vents; wooden doors; vinyl components for
windows; a door closure system; aluminum windows and doors; Western
red cedar siding, shingles, shakes and decking, and Douglas fir plywood.

“Foreign Trade” has planned a number of interesting issues for the late
spring and early summer. On June 21, we shall examine the market in
Italy, one of our best trading partners within the EEC. The articles will
discuss specific trade opportunities, the country’s economic background,
and methods of doing business there. Later we shall look at the Arab
Middle East.



FOREIGN TRADE
Established in 1904. Published fortnightly by the Department of Industry, Trade and Commerce.

The Hon. JEAN-LUC PEPIN, Minister; the Hon. OTTO LANG, Minister without Portfolio; J. H. WARREN, Deputy Minister

Copyright. Material appearing in this magazine may be reprinted with credit to "Foreign Trade”.

O. AAARY HILL, Editor Address correspondence to the Editor, "Foreign Trade”, Trade and
MICHAEL A. JOHNSTON, Assistant Editor Commerce Building, Wellington and Lyon Streets, Ottawa, Canada.

MAY 24, 1969
VOL 131 No. 11

ARTICLES

Doing Business with the People’s Republic of China 2

New Zealand Awaits a Minerals Boom 6

Ten Million Curies 8

Iceland Struggles to Recover 10

Enterprising Exporters 1 2

Manners—the Silent Language 13

The Containerization Movement: Rotterdam 24

What’s the Market for . . .
Chemicals in Argentina 26
Protective Clothing in Britain 26

Spain Steps Up Power Generation 36

DEPARTMENTS

SUBSCRIPTIONS
$5.00 a year in Canada, $7.00 abroad.
Single copies 25 cents each.
Please forward all orders, with cheque or
money order made out to the Receiver
General of Canada, to the Queen’s
Printer, Ottawa, Canada.

Foreign Trade Service Abroad 15

Show of the Month 23

Trade Lines 29

Trade Commissioners on Tour 31

Markets in Brief 32

Foreign Exchange Rates 34



HAPPY I St? WWE UPON WIVE OF MMV AJO CW AKO ALL AIM»
HOME~BBUM M THE TSE-TtM

On a rural commune near Hangchow,
a young Chinese girl picks the top
leaves of the famous Superior Dragon
Well tea, Richard Harrington of
Toronto took the photo.

Selling agricultural commodities for
export is one of the main purposes
of the Canton Trade Fair. Above
is the foodstuffs pavilion.

A general view of the Canton water¬
front. Chinese trading corporations
generally prefer to meet foreign
businessmen in this city.

A 3,000-hp. diesel-electric locomotive
built by the Talien Locomotive and
Rolling Stock Plant hauls a passenger
train up a gradient on the
Peking-Paotow railway.
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Doing Business with the
People’s Republic of China
China is an unknown market to most Canadian businessmen. Our Trade Commissioner in
Hong Kong answers below some of the questions commonly put to him about the
proper approach to trading with the Chinese trading corporations.

R. G. GODSON
Trade Commissioner, Hong Kong

We have read a good deal about the People’s Republic of
China. Are conditions favorable for developing business
there?
During the past few months greater attention has been
paid to economic considerations in China and to the
development and expansion of its industry and commerce.
Our mutual trade is showing promising and gradual ex¬
pansion but it takes time and patience to develop successful
business relations with the Chinese. Now is a good time
to make an initial approach.

How should such an approach be made?
China’s foreign trade, both import and export, is managed
exclusively by a group of 12 state trading corporations.
You will find these corporations listed on page 4, to¬
gether with the products which each handles. The first step
is to select the corporation which deals in your product
and to make a proposal to it.

Is it possible to make contact with the end-users of our
products and to negotiate directly with them?
Your dealings will be with officials from the trading
corporations only. They assume the responsibility for
approaching end-users and consumers for their reaction
and comment on your products. Each corporation has
many branch offices throughout the country and maintains
direct contact with industry.

What should be included in our approach?
You should include as much detail as possible about your
product and your company. Photographs, brochures, speci¬
fications and full descriptive material should be enclosed.
The Chinese tend to think of our industry as invariably
tied up with the United States. You should therefore
emphasize your Canadian identity, both as a company
and in your products. At least four sets of literature
should be submitted for distribution to end-users for study
and assessment. Your correspondence should refer to the
country as the People’s Republic of China.

How should we quote?
Your quotations can be in Canadian dollars, but preferably
pounds sterling, both c.i.f. Shanghai and f.o.b. Canadian
ports, particularly Vancouver. The reason for this is that
the Chinese have a very large chartered fleet and when¬

ever possible prefer to arrange their own shipping. Many
of these ships call in at Vancouver in connection with the
grain trade and are in a position to carry other cargo.

Can we expect to receive information on the corporation’s
reaction to our proposal?
If the corporation is not interested, it may or may not
reply. If it does reply, it will more than likely state that
it has no requirement for the specific commodity at the
present time. It is unlikely that you will receive any other
information. Nevertheless, you should continue to make
proposals at regular intervals, say every six months. In
this way up-to-date information on your company and
your products is before the corporation and the end-users.
Should the former then receive a request from industry for
your type of product, it will be in a position to ask for
firm quotations from you.

Should we keep you advised?
Yes. Our office is able to assist you in a number of ways.
We attend the Canton Trade Fair regularly and visit
China on other occasions to meet with the corporations.
We also maintain contact with the corporations’ representa¬
tives in Hong Kong. Keeping us informed makes it
possible for us to follow up on your behalf.

You mentioned that if a trading corporation is not inter¬
ested in a certain product, it will state it has no need for
it at the present time. What are the Chinese interested in
buying from Canada?
Although our sales to China are dominated by wheat, other
products such as zinc, nickel, radioactive elements and
isotopes, scrap iron and steel, and laboratory, optical and
scientific equipment have found a market. In the past we
have also sold such things as synthetic rubber, chemical
fertilizers, wood pulp, and leather. During the most recent
Canton Trade Fair the Chinese expressed interest in a
variety of Canadian products. They invited quotations from
Canadian suppliers of industrial chemicals, minerals, semi¬
fabricated copper and brass products, synthetic fibers and
yarns, and such items as live mink and deer horns.

The products you have mentioned are mainly raw materials
or commodities which require further processing. Is there
any opportunity for consumer goods?
Very little. The Chinese attempt to be as economically self-
sufficient as they can. In the department stores and other
retail outlets in China you will seldom see an imported
item. Their buying is restricted to those commodities which
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they consider essential both for food processing and for
the development primarily of industries which produce
exports to hard currency areas.

If the Chinese show an interest in our products, what is
the next step?
The Chinese prefer to negotiate business with firms who
are known to them. They could invite you or one of your
representatives to attend the Canton Trade Fair to discuss
the matter further. On the other hand, if they have an
immediate requirement, they could negotiate with you by
correspondence or cable. Under these circumstances, once
you have agreed on terms they will send you a contract.

How do they pay?
Normally by letter of credit. It has been our experience
that once a contract for purchase has been signed, its
terms will be honored.

You have mentioned the Canton Trade Fair. What is it?
It is called officially the Chinese Export Commodities Fair

and is held in Kwangchow (Canton) twice each year from
April 15 to May 15 and from October 15 to November 15.
At this fair, representatives from the import and export
divisions of all the trading corporations from Peking and
the many branch offices throughout the country are in
attendance to discuss business with importers and exporters
from over 70 countries. Many millions of dollars of con¬
tracts, both buying and selling, are completed at each fair.

What arrangements do we have to make in order to attend
the fair?
It is necessary to have an invitation from one of the state
trading corporations with which you have established
previous contact. If they are interested in what you have
to offer or in your intention of buying certain items from
them, they will issue you an invitation. You can make
your offer or intention to buy known by writing to the
corporation. The Chinese encourage overseas businessmen
to attend their fair and, provided there is mutual interest,
invitations are readily given.

FOREIGN TRADE CORPORATIONS AND THE PRODUCTS EACH HANDLES
Located at
82 Tung An Men Street, Peking

China National Cereals, Oils and Foodstuffs Import & Export
Corp.
Cereals, edible vegetable and animal oils and fats, vegetable
and animal oils and fats for industrial use, oilseeds, seeds, oil¬
cakes, feedingstuffs, salt, edible livestock and poultry, meat
and meat products, eggs and egg products, fresh fruits and
fruit products, aquatic and marine products, canned goods of
various kinds, sugar and sweets, wines, liquors, spirits of vari¬
ous kinds, dairy products, vegetables and condiments, etc.

China National Animal Byproducts Import & Export Corp.
Bristles, horse tails, feathers, down, feathers for decorative use,
rabbit hair, wool, cashmere, camel hair, casings, hides, leathers,
leather products, leather shoes, fur mattress, fur products,
carpets, down products, living animals, etc.

China National Light Industrial Products Import & Export
Corp.
Paper, general merchandise, stationery, musical instruments,
sporting goods, toys, building materials and electrical appli¬
ances, etc.

China National Textiles Import & Export Corp.
Cotton, cotton yams, raw silk, steam filature, wool tops,
rayon fibers, synthetic and man-made fibers, cotton piecegoods,
woollen piecegoods, linen, etc.
China National Tea & Native Produce Import & Export Corp.
Tea, coffee, cocoa, tobacco, bast fiber, rosin, feedingstuffs,
timber, forest products, spices, essential oils, nuts and dried
vegetables, patent medicines and medicinal herbs, as well as
other native produce.

China National Garments & Wearing Apparel Import & Export
Corp.
Garments and wearing apparel, knitted goods, cotton and wool¬
len manufactured goods, ready made silk articles, etc.

China National Arts & Crafts Import & Export Corp.
Pottery and porcelain, drawn works, human hair, pearls,
precious stones and jewellery, ivory and jade carvings, lacquer¬
ware, plaited articles, furniture, artistic handicrafts and other
handicrafts for daily use.

Located at
Erh Li Kou, Hsi Chiao, Peking

China National Chemicals Import & Export Corp.
Rubber, rubber tires and other rubber products, petroleum and
petroleum products, chemical fertilizers, insecticides and fungi¬
cides, pharmaceuticals, medical apparatus, chemical raw mate¬
rials, dyestuffs, pigments, etc.

China National Machinery Import & Export Corp.
Machine tools, presses, hammers, shears, forging machines,
diesel engines, steam turbines, boilers, mining machinery,
metallurgical machinery, compressors and pumps, hoists,
winches and cranes, transport machinery (motor vehicles and
parts thereof, vessels, etc.), agricultural machinery and imple¬
ments, printing machines, knitting machines, building machin¬
ery for other light industries, ball and roller bearings, tungsten
carbide.

China National Instruments Import & Export Corp.
Electric machinery and equipment, telecommunications equip¬
ment, electric and electronic measuring instruments, scientific
instruments.

China National Technical Import Corp.
Complete industrial plants, technical knowhow, etc.

China National Metals & Minerals Import & Export Corp.
Steel plates, sheets and pipes, steel sections, steel tubes, special
steel, railway materials, metallic products, pig iron, ferro¬
alloys, non-ferrous metals, precious rare metals, ferrous mineral
ores, non-metallic minerals and products thereof, coal, cement,
hardware, etc.
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—Richard Harrington
This is a blast furnace worker at Anshan, northeast China,

If we are not able to attend the fair, is it possible to obtain
a visa to visit the trading corporations in Peking or
Shanghai?
This is more difficult. Only after you have established a
firm business relationship with the corporations or when
they have a very real interest in your product will they
invite you to carry on discussions in cities other than
Canton during the fair. They prefer to meet you in Canton.

Is there any other way to obtain an invitation to the fair?
If you or one of your representatives is in this area at the
time of the fair and comes to Hong Kong we will introduce
your company to the corporations’ representatives in Hong
Kong. After your meeting with them, they may well agree
to issue you an invitation. You will then be able to go up
to Canton a few days later.

Why a few days later?
Visas must be arranged through China Travel Service
which is China’s official travel agency in Hong Kong. This
procedure normally takes three to four days because the
visa is issued in Canton, not in Hong Kong. Once your
visa has been received, you can proceed to Canton.

How long does this take?
You should set aside one day for travel by train from
Hong Kong to Canton and one day for the return journey.
Although Canton is only 90 miles from Hong Kong there
are formalities which must be observed at the border,
including a change of trains.

How long should we spend at the fair?
This depends of course on the range of products which you
are interested in buying from or selling to the Chinese.
Negotiations with officials of the corporations are usually
hard, protracted and thorough. Traders who have estab¬
lished relations with them can do their business in two or
three days. The majority stay for a week and many who
have extensive business attend for the entire month.

Are there other ways to enter China to attend the fair
rather than through Hong Kong?
Air France and Pakistan International Airways have regu¬
lar air services to China. If you wish to travel via Europe,
your travel arrangements can be made through the offices
of these airlines in Canada. If you have an invitation
to the fair, it can be presented at the Chinese Embassies
in such cities as London, Paris or Berne for a visa.

What conditions prevail at the Fair?
You will find the atmosphere friendly and businesslike and
you will be treated as a guest.

Do many Canadians attend the fair?
At the Fall Fair in 1968 there were over 35 Canadian busi¬
nessmen, many of whom had dealt extensively with the
Chinese and others who were making initial contact. In
general, they seemed satisfied with both their reception
and with much of the business which they were able to
conclude. A Trade Commissioner from this office is also
at the fair to help in making introductions and supplying
market and other information.

You mentioned spending a week at the fair. This seems a
long time to negotiate business.
As you can gather from the above, Chinese business tech¬
niques are considerably different from those with which
you are familiar in Canada—and take more time.

Suppose we cannot arrange a visit to the fair, what then?
In that case you could consider appointing firms, usually
European-based with offices in Hong Kong, which deal
extensively with the Chinese. They could represent your
interests in China. Our office will be pleased to approach
such firms on your behalf. Should you decide to deal
directly, then the written approach as outlined above
should be adopted. In this way your products will become
known to the trading corporations and through them to
end-users and consumers.

Although it is called an Export Fair, obviously the Chinese
buy as well.
Yes, although this is primarily an Export Fair considerable
import business is concluded. To attract interest in your
offers, you should remember that the trading corporations
are primarily interested in selling their own products, and
your ability to assist them in this would perhaps enhance
the chances of your company obtaining an invitation.

You imply that doing business with the Chinese requires
considerable experience.
This is true. Most of the successful overseas suppliers have
acquired extensive knowledge in and placed considerable
importance on their trade with China. In many instances
businessmen will not achieve results until their second or
third visit to the fair. It should be remembered, however,
that a market as large as China is worth the time and
effort it takes to develop it. Its growing import require¬
ments and the variety of products which it will need in the
future make it potentially a most interesting market for
Canadian exporters. The first thing to do is to test their
reaction and see whether they are interested in developing
business relations with you. It is worth a try.
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New Zealand Awaits a Minerals Boom
Exploration for mineral deposits is speeding up; several countries,
including Canada, are taking part. Government is providing incentives.

H. A. HEYN, Assistant Commercial Secretary, Wellington

Mineral prospecting is receiving
a hitherto unknown amount of pub¬
licity in New Zealand even though it
has yet to produce concrete results.
About 15 per cent of the country’s
1967-68 imports, or $80 million
worth, consists of minerals or mineral
products. Major finds would thus
significantly improve the balance of
payments and earn valuable foreign
exchange through exports. As an im¬
portant supplier of minerals to New
Zealand (see Table I) Canada’s posi¬
tion could be affected but new oppor¬
tunities would be created in mining
and processing ventures.

Interest in the latest mineral ex¬
ploration dates back to 1965 when,
at the Eighth Mining and Metallurgi¬
cal Congress held in New Zealand,
geologists and mining experts analyzed
the country’s potential. They observed
that the small amount of mineral ex¬
ploration and development was due
primarily to a lack of systematic ex¬
ploration, the absence of sophisticated
equipment, and a shortage of capital
to finance prospecting.

More recently the important finds
in Australia have done much to
quicken interest in this area and many
overseas companies prospecting and
processing in Australia believe that
there may be similar possibilities
across the Tasman Sea. The geological
mapping of New Zealand on a scale
of 1:250,000 (four miles to the inch)
has been completed by the Geological
Survey Department and selected areas
have been mapped to 1:63,360 (one
mile to the inch) thus facilitating
exploration.

The Government has formed a Min¬
eral Resources Committee to co-ordi¬
nate the work of government agencies
and the universities in providing basic
material for mineral research and to
draw the attention of the Government
to those fields where work should
be extended. The committee has al¬
ready had considerable success. The

government agencies involved are the
Department of Mines and the Geologi¬
cal Survey Department, the Geo¬
physical Survey, and the Chemistry
Division of the Department of Scien¬
tific and Industrial Research. The re¬
sources of manpower and equipment
for all these have been strengthened.

It is the Mineral Resources Com¬
mittee that forms the nucleus of the
Mineral Development Steering Com¬
mittee, one of the committees setting
goals to be discussed at the upcoming
1969 National Development Confer¬
ence. Its principal role within the
Conference is to determine what
should be done to encourage invest¬
ment in and exports by the mineral

TABLE I
CANADA EXPORTS THESE MINERALS

TO NEW ZEALAND
Jan, -No\

Sulphur

1966 1967 1968
(Cdn^OOO)

1,421 2,385 4.056
Asbestos 976 805 720
Iron and steel 2,287 2,097 1,222
Aluminum and alloys 4,158 5,967 5,515
Copper and alloys 3,476 3,791 1,978
Nickel and alloys 321 215 112
Zinc and alloys —. — 67
Others 8 18 20
Total 12,547 15,278 13,691

TABLE II

NEW ZEALAND’S MAJOR MINERAL
IMPORTS

1966 1967 1968
(1v.z.yocM)

Sulphur 3,345 4,459 5,494
Other minerals* 2,287 2,351 2,135
Iron and steel 62,539 60,112 50,950
Silver and platinum 591 575 648
Copper and alloys 14,251 14,073 12,164
Nickel and alloys 526 668 462
Aluminum and alloys 5,384 7,103 5,973
Lead and alloys 1,644 1,153 887
Zinc and alloys 1,359 1,225 1,106
Tin and alloys 1,440 968 796
Total 93366 92,706 80,615

♦Includes bitumen, bitumen-shale, asphalt,
clays, salt, talc, asbestos, feldspar and chalk.

industry. Tax incentives will certainly
be increased because a taxation review
committee has already pointed the
way. It recommended among other
things that mineral and petroleum pro¬
ducing companies should not pay in¬
come tax until gross revenue from
sales exceeded accumulated develop¬
ment and running costs. They then
should be taxed at a concessional rate
of two-thirds of that applied to other
companies.

Incentives Offered
Although the present system pro¬

vides some incentives, they apply only
at initial prospecting stages and dis¬
criminate against overseas-based com¬
panies. The principal incentive is that
the taxable income of a mining com¬
pany is taken as one half of the divi¬
dends paid to shareholders during the
year until total dividends paid exceed
twice the amount of the company’s
original capital.

Further tax incentives relate to capi¬
tal recovery and depletion allowances.
A mining company can recover its
capital tax-free before tax is payable
on the full amount of dividends paid
to shareholders during the year. The
capital returned to shareholders is not
treated as a dividend and is thus tax-
free. The depletion allowance comes
to about 33J per cent. Overseas-based
companies who obtain the greater part
of their income from outside New
Zealand (even though their New Zea¬
land income comes primarily from
mining) and New Zealand companies
whose principal income comes from
activities other than mining do not
qualify. Petroleum companies are
assessed on a hypothetical income
based on dividends paid to share¬
holders during the year. No tax is pay¬
able until the total dividends paid
exceed the total amount of irre¬
coverable expenditures. Again this
incentive is limited to New Zealand
companies primarily engaged in ex¬
ploiting petroleum. Furthermore, in¬
dividual prospectors and technicians
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from overseas are taxed at regular
New Zealand rates after six months in
the country.

Locating the Minerals
Geological and geophysical research

has indicated that there are greater
chances of economic mineral occur¬
rences in the Longwood Rock complex
in West Otago and in Nelson and
Westland, in Southland, and in North¬
land and the Hauraki Peninsula in
the North Island. The former regions
include most of New Zealand’s areas
of granitic, ultramafic and ancient
carbonate rocks, the latter its young
but extinct mineralized volcanos.

Of the metallic minerals, copper,
lead, and zinc show the most encour¬
aging potential at this time. Depart¬
ment of Scientific and Industrial
Research investigations estimate the
largest copper deposit at Coppermine
Island, off the coast of Northland, at
between 8 and 30 million tons, min¬
eralized possibly to the extent of 0.5
per cent copper. Substantial lead and
zinc deposits of 100,000 tons have
been indicated at Te Aroha, near
Hamilton; the ore is shipped to Japan
as a concentrate at this time. Pending
further evaluation there is also poten¬
tial for uranium, antimony, chromium,
tungsten and nickel in the South Island
and manganese, mercury, silver and
gold in the North Island.

Non-metallic minerals appear to be
in more ample supply. The principal
ones indicated are up to 5 million
tons of asbestos, approximately 50
million tons of dolomite and 300 mil¬
lion tons of talc near Nelson, 13
million tons of bentonite near Canter¬
bury, close to 30 million tons of
sulphur averaging 7 to 8 per cent
divided between the North and South
Islands, and substantial deposits of
limestone and phosphates equally in
various locations. To date low prices
and negligible domestic demand for
these still inhibit large-scale exploita¬
tion. Mining costs must first be cut
to make operations profitable. Signifi¬
cant supplies of diatomite, magnesite
and wollastomite in the South Island
and perlite in the North Island appear
to warrant exploitation also.

Mining and Exploration
The Mineral Resources Committee

recently stated that in terms of the
effort of major mining companies,
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New Zealand is currently more active
than ever before in mineral explora¬
tion. It is necessary, however, to di¬
vide the companies into those actually
mining and those in the exploration
stage. There are two main New Zea¬
land companies actually mining. The
major one is Lime and Marble Lim¬
ited, Mapua, Nelson, mining mainly
base metals, copper and non-ferrous
minerals in the South Island. The
company works in conjunction with
various overseas companies such as
American Smelting and Refining Co.
Limited of the United States, Rutile-
Zircon Mines (Newcastle) Limited of
Australia and Conwest Exploration
Company of Canada. Lime and
Marble Limited also owns Buller
Minerals Limited (mining ilmenite),
Buller Uranium Limited, and Canter¬
bury Bentonite Limited. It is the
latter operation that is showing most
progress at this stage. The bentonite
deposits in Canterbury, with their con¬
sistent quality and thickness of seam,
are recognized to be of world signifi¬
cance. The expenditure for initial
mine development was $400,000; the
initial capacity of the plant will be
about 25,000 tons a year but this
could easily be trebled if satisfactory
export markets develop. It will be
used domestically for pelletizing the
titaniferous ironsands at Waikato for
the New Zealand Steel Limited plant
in North Auckland. In its latest move,
Lime and Marble Limited has applied
for warrants covering 69,600 acres
near Nelson in the South Island, seek¬
ing copper-nickel, lead-zinc, molyb¬
denum, tin, tungsten, iron and sulphur.

The other New Zealand company is
the Consolidated Silver Mining Com¬
pany (N.Z.) Limited, mining silver,
gold, zinc, copper and tellurium in
the Maratoo Valley near Auckland
in moderate quantities.

Australian companies form the
largest contingent from overseas, but
most of their operations are so far
limited to prospecting. Carpentaria
Exploration Limited, a subsidiary of
Mount Isa Mines Limited, is about
to set up a titanium production plant
on the west coast of the South Island
and has established laboratory facili¬
ties to assess the quality of the ilmenite
beach sands. C.R.A. Explorations
Proprietary Limited of Melbourne,
part of the Conzinc-Rio Tinto group,
has moved into copper on Coppermine

Island in the Bay of Islands and is
drilling three diamond drill holes
there. The Broken Hill Proprietary
Company Limited has applied for a
mineral prospecting concession over
9,600 acres to search for copper,
molybdenum, silver, lead and uranium
near Nelson. Antilope Exploration
Proprietary of Sydney is prospecting
in a concession of the same size for
copper, lead, antimony, molybdenum,
bismuth, nickel and sulphur in the
Coromandel Peninsula.

Several American companies are
also active, particularly the Cyminex
Corporation, a subsidiary of the
American Cyanamid Company of
New York, which has been drilling
volcanic sulphur deposits near Taupo
in the center of the North Island.
Preliminary studies by the company
indicate supplies of over six million
long tons of sulphur averaging 20 per
cent sulphur content. Other U.S. par¬
ticipants are Kennecott Explorations
(N.Z.) Limited, prospecting for base
metals, and the Marine Mining Cor¬
poration of New Jersey investigating
phosphate deposits off the Chatham
Islands.

The Japanese Mitsui Mining and
Smelting Company is the only firm
from that country working here. It
was granted a concession of 15,400
acres similar to Antilope’s in the
Coromandel Peninsula.

Apart from Canadian participation
in Lime and Marble Limited, McIn¬
tyre Mines of Canada Limited, a sub¬
sidiary of Falconbridge, is mining base
metals in Nelson and is Canada’s
only venture here. Cominco, however,
has recently begun showing interest
and has sent out a geologist.

It is too early to tell whether all
this prospecting will achieve results.
The significant problem appears to be
reducing mining costs to a figure con¬
sistent with mineral availability. It
is questionable whether New Zealand
will ever warrant really large-scale
operations like those in Australia but
with tax incentives and continuing
studies by the Department of Scientific
and Industrial Research, several ven¬
tures could become feasible and profit¬
able. That stage has not yet been
reached, but the Mineral Resources
Committee hopes that it will be
eventually. A
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Ten Million Curies
Exporting has built up AECL’s commercial business.
Today ninety per cent of its products are sold abroad.

M. A. JOHNSTON
Assistant Editor,“Foreign Trade”

This month, Commercial Prod¬
ucts, Atomic Energy of Canada Lim¬
ited, shipped its ten millionth curie*
in a consignment of cobalt for radio¬
therapy units in Japan. The division’s
sales volume is now more than $12
million a year, with exports making up
90 per cent of the business. This re¬
markable performance reflects Cana¬
dian leadership in fields as diverse as
nuclear physics, medicine and metal
fabrication, to mention some of the
disciplines required for the successful
production and marketing of radio¬
isotopes and cobalt therapy units.
Very often, in fact, the knowhow and
hardware represent a much bigger
portion of the selling price than the
radioactive source does.

AECL’s cancer therapy units—the
“Theratron” and the “Eldorado”—can
be found in almost every country of
the world. There are about 700 in
use, operating anything up to 15 or
16 hours a day. For some cancers,
there is already a cure. Others can
be held in check and lives prolonged.
But a great deal more basic research
remains to be done before a major
advance is likely.

Three years ago, AECL displayed
the prototype of its “Therasim” at
the Radiological Society of North
America’s show in Chicago and the
first production models are now being
installed. The “Therasim” is an X-ray
simulator that lets the surgeon study
the cancerous tumor three-dimension-
ally. He can program and record every
detail of the treatment on computer
cards. This makes it easier to plan
and co-ordinate the patient’s treat¬
ment. It also opens the way to more
exact statistical analysis and a better
comparison of cases and procedures

♦A unit of radioactivity. A curie is equiva¬
lent to the radioactivity produced by one
gram of radium.

in clinics throughout the world. In
modern medical research, the statis¬
tician often plays the crucial role.

AECL is deeply involved in two
other medical areas. It has developed
a cobalt 60 sterilizer for medical
instruments and supplies which is par¬
ticularly useful for materials that can¬
not be resterilized by conventional
means. The division also produces and
markets a range of diagnostic pharma¬
ceuticals. This is a very competitive
business because AECL products have
to sell against those based on radioiso¬
topes which some other governments
subsidize.

Medicine, however, is not the only
use for AECL’s cobalt 60 and in years
to come it may not even be the major
one. AECL has at present two mobile
units which undertake special assign¬
ments in the United States as well as
in Canada. One is used to irradiate
foodstuffs and agricultural products—gamma radiation increases shelf life,
controls sprouting in potatoes and
seeds, and kills insect pests. The other
is a portable industrial laboratory
equipped to carry out complicated
process analyses and similar investiga¬
tions on the spot. An example explains
this best. The St. Regis Paper Com¬
pany wanted to find out what was
happening inside two large continuous
digesters at its plant. AECL techni¬
cians studied the problem and devised
a solution. They prepared simulated
wooden chips containing a radioative
source with a half-life of 40 hours (if
some disintegrated in the operation,
there would be no permanent radio¬
active hazard) and fed them into the
system. The progress of the chips was
followed by geiger counters and care¬
fully recorded. The results provided
the client’s engineers with data which
they could not have obtained by any
other means.

Both mobile units operate commer¬
cially but industry tends to use them
only in exceptional circumstances. The
day is not far off, however, when

radiation techniques will be accepted
as a normal production tool. Already
AECL has started to rent out equip¬
ment. Hiring a radioactive source may
eventually become as commonplace as
hiring a computer.

Still in the experimental stage is
the sterilization of all hospital ma¬
terials, including highly infectious or¬
ganic waste. Work on the project is
being done with the University of
Western Ontario and a pilot plant is
being built in London. AECL hopes
that it will find a practical method of
sterilizing air as well which would cut
down the growing hazard of cross¬
infection in hospital wards.

Even now, radiation-induced and
radiation-assisted chemical reactions
are reducing the cost of certain poly¬
mers and organic products. Materials
which today are made in the labora¬
tory at great expense might also be
produced on a commercial scale. An
interesting possibility is the develop¬
ment of nuclear batteries to power
remote lighthouses or weather stations
for long periods of time, practically
eliminating the need for human super¬
vision. Pollution control is yet another
promising field.

Past research and the research which
will be done in the future have both
to be paid for and the division, like
any other commercial enterprise, must
in the long run sell its products at a
profit. Technical leadership does not
automatically produce sales; there has
also to be a first-class marketing or¬
ganization that will create increasing
business year after year.

Selling radioisotopes and related
equipment calls for the qualities you
find in any good salesman: imagina¬
tion, energy and an understanding of
people. The men who sell AECL’s
products in the medical field usually
(but not always) have had previous
experience of selling to the medical
profession. Those who sell to industry
tend to have an engineering back¬
ground. But an AECL salesman does
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A Turning the head of a Theratron therapy unit on a
lathe in AECL’s extensive workshops at South March,
Ottawa. It will later be lined with a lead shield.

Gamma-rays will be directed with an accuracy of
one millimeter by the Theratron shown undergoing its
final calibration tests. The Therasim (on the front cover)
can be used in conjunction with it.

There are 700 Canadian cancer therepy units in
use around the world. This one is an Eldorado 6 in an
Indian city. For some cancers there is already a cure.
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A Protective packaging and handling procedures
have been developed to a fine art. The ten-millionth
curie was shipped this month to Marubeni Lida, AECL’s
agent in Japan, in a crate like this. Ninety per cent of
sales of radioisotopes and equipment now go abroad.



not need to be a technician; his main
job is to interpret the product’s use
to non-technical purchasing agents at
the hospital or factory. He calls in an
expert from headquarters, if necessary,
to advise on the precise application.
The salesman works closely with the
local agent too for business is normally
routed through him and he provides
the service.

AECL employs all the familiar sales
techniques, and does it supremely well.
Industrial shows and trade fairs play
a large part in the promotion program.
Seminars, films and talks to schools
build up a receptive market for to¬

morrow’s products. Public relations
and selling are closely intertwined in
this business. But ask an AECL man
what he thinks really sold those ten
million curies and he will probably tell
you: attention to detail.

Attention to detail, which is im¬
portant in any business, is vital when
dealing with radioactive materials.
AECL designs safety into every stage:
protective packaging and handling
procedures have been developed to a
fine art. The result is that now most
radioisotopes can travel by road or
sea and be treated in much the same
way as any heavy item.

In some cases, the customer can re¬
charge the equipment and put in the
new radioactive material himself.
Otherwise, a technician will fly out to
do the job. Simplicity of operation
makes AECL equipment easy to man¬
age and avoids a lengthy familiarisa¬
tion period. Typical data curves are
calculated on AECL’s computer and
made available to customers, cutting
down the time needed to set up ex¬
periments or interpret results.

The products which AECL markets
are a little different, to be sure, but
the ingredients of export success seem
strangely familiar.

Iceland Struggles to Recover
Poor fish catches and low prices have sharply reduced export earnings, affected imports.
Market outlook poor for the short term, more hopeful in the long term.

DENNIS B. BROWNE, Assistant Commercial Secretary, Oslo

Iceland is still struggling to bring
itself out of the worst economic crisis
since the thirties—a crisis which
brought about two devaluations of Ice¬
landic currency in twelve months. The
economic difficulties resulted mainly
from poor fish catches and falling fish
prices on world markets. The Govern¬
ment is working hard to correct the
situation, but ultimate recovery will
depend to a large extent on improved
fishing,

Iceland depends far more heavily
than most countries on export earn¬
ings for its gross national income. Be¬
cause of limited natural resources, it
has traditionally relied almost entirely
on exports of fisheries products to
earn the foreign exchange it must
have to buy the many things needed to
maintain a good standard of living.
Consistently bad fishing and declining
prices combined to produce a decline
of 44 per cent in export earnings
from 1966 (U.S.$140.6 million) to
1968 (U.S.$79 million). Real gross
national income declined by 9.5 per
cent in 1967 and a further 6 to 7 per
cent in 1968.

In an attempt to correct the de¬
teriorating situation, the Icelandic cur¬

rency has been devalued twice—first
by 24.6 per cent on November 24,
1967, and then by 35.2 per cent on
November 12, 1968. In the interim the
Government found it necessary to im¬
pose a 20 per cent levy on the c.i.f.
value of all imports and on purchases
of foreign exchange for travel abroad.
This measure was in effect from Sep¬
tember 1968 until the second devalua¬
tion. The country has also changed
its tax and subsidy structures in order
to shore up some of the more vulner¬
able sectors of the economy.

The first step in Iceland’s economic
recovery must be a revitalization of
the fishing industry. Beyond that the
Government hopes to gain economic
stability through greater industrializa¬
tion and reduced dependence on the
fisheries for national income. It is
recognized that industrial diversifica¬
tion will not be easy but there has
been some progress with the establish¬
ment of a diatomite plant and an
aluminum complex which will bring
its first benefits in 1969-70. It should
also be possible to establish other in¬
dustries based on cheap electricity and
the island’s geothermal resources. The
Government also hopes to widen the

fish processing and fish-related and
perhaps the wool and pelt industries.

A major segment of the Govern¬
ment’s plan to realize future economic
stability is its recent application for
membership in the European Free
Trade Area (EFTA). EFTA member¬
ship would bring some immediate
trade benefits through greater access
to certain European markets for Ice¬
landic fisheries products. Long-term
benefits are more important, however.
The hope is that duty-free access to
major European markets will encour¬
age more foreign investors to establish
industries in Iceland.

The economic crisis has seriously
affected Icelandic imports. In 1968
there was a sharp decline in “general”
imports—that is, excluding ships,
planes, and those connected with the
aluminum project—largely because of
devaluation and a sharp curtailment
in domestic investment and consump¬
tion. The drop for the period January
to June was 21.5 per cent (consumer
goods 14 per cent, investment goods
33 per cent).

Imports Still Shrinking
This year consumer prices are ex¬

pected to rise considerably, private
consumption in real terms to fall by
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about 7 per cent, and investment,
especially in imported machinery, to
decline by about 12.5 per cent. Unem¬
ployment may rise sharply, especially
in the winter months, and real dispos¬
able income is expected to be greatly
curtailed. Imports of general goods are
expected to decrease by about 10 per
cent and special imports will also drop
sharply because projects related to
the aluminum plant are ending. Total
imports are expected to decrease 21
per cent.

Importing firms have, of course,
been hit hard by devaluation and re¬
duced purchasing power. Practically
all Icelandic businesses are suffering
from an acute shortage of working
capital. Most Icelandic importers have
traditionally operated in a less favor¬
able working capital situation than is
common in comparable Canadian
companies. The general shortage of
working capital has been compounded
by the requirement that businesses
should offer pre-devaluation inventory
at pre-devaluation prices. This has pre¬
vented profiteering in the name of
devaluation, but has also placed the
increased inventory costs resulting
from devaluation squarely on the im¬
porter. The result is that inventory
levels have had to be reduced by up
to 50 per cent and many importing
firms are experiencing serious difficulty
in maintaining their present lines.

Canadians Affected
In the light of the above, prospects

for Canadian exporters are not good.
In the past few years Canadian export
figures have gone up because of con¬
tracts for aircraft and for prefabri¬
cated housing for workers at the
aluminum plant site. These contracts
are now completed and comparable
ones are not likely to be forthcoming
during 1969. Thus our exports should
revert from a high of $10.5 million in
1964 to a more normal $300,000 in
1969.

Although the short-term outlook is
bleak, long-term prospects are reason¬
ably promising in some areas. Much
will depend on the Canadian ex¬
porter’s willingness to maintain exist¬
ing contacts through the lean years.
As Iceland works itself out of its
present difficulties, those Canadian
products that are now well established—such as apples, whisky, aluminum
fabrications, plastics, and tires—should
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regain their previous sales volume.
Other products such as road-graders,
runway sweepers and light STOL air¬
craft appear to have reasonable pros¬
pects, once financing is available. In¬
dustrial diversification should bring
opportunities for selling equipment
and perhaps raw materials.

Canadian exporters wishing to sell
to Iceland should remember that it is
a small market (population 200,000)
and minimum shipping quantities
must accordingly be small. Air freight

connections are fairly good but there
is no direct shipping between Canada
and Iceland. Most goods must be
shipped via non-Canadian ports or
transshipped through British or other
European ports. Icelandic importers
generally prefer to receive quotations
f.o.b./f.a.s. New York in U.S. funds
or c.i.f. European port of transship¬
ment. Shipping small quantities may
in some instances be overcome by
using bonded warehouses (see Foreign
Trade of March 1, 1969).

International Loans Announced
Tanzam Highway—The World Bank, the
International Development Agency (IDA)
and Sweden are lending Tanzania U.S.
$30 million to rebuild 310 miles of the
Tanzam Highway which provides an
alternative route to the sea for Zambian
goods and links southwest Tanzania to
the capital, Dar es Salaam. The present
road is for most part dirt or gravel but
it will be converted to a two-lane paved
highway along its entire length of 1,000
miles. Britain is helping to rebuild 357
miles in Zambia; U.S. AID is helping to
rebuild 150 miles in Tanzania. The
Roads and Aeroports Division of the
Tanzanian Ministry of Communications
will execute the latest project and con¬
tractors will be selected on the basis of
international competitive bidding.

Steel production in Argentina—The In¬
ternational Finance Corporation, the
World Bank affiliate which invests in
private business, will provide a $3 mil¬
lion standby loan to Dalmine Siderca
S.A. Five financial institutions are par¬
ticipating in the IFC commitment, in¬
cluding the Royal Bank of Canada. Dal¬
mine Siderca plans to raise $6 million
in new capital. It will use part of it for
a 50-ton electric arc furnace which will
bring its steel production capacity up to
300,000 tons a year. The company now
has capacity to produce 140,000 tons of
seamless steel pipe and is the only
producer in Argentina.

Highways in Central African Republic—
International Development Association
(IDA) will provide a credit of $4.2 mil¬
lion for building a 64-mile highway

from Bangui, the capital of the Central
African Republic, to M’Baiki in Lobaye
Province. The road will open up the
area to agriculture and enable vast stands
of timber to be exploited. The highway
is scheduled for completion early in
1972 at a total cost of $5.6 million.
The IDA credit covers foreign exchange
costs; construction contracts and the
supply of maintenance equipment will
be open to international competitive bid¬
ding.

Urea and compound fertilizers in India—The International Finance Corpora¬
tion, the World Bank affiliate which in¬
vests in private business, will make its
largest commitment in India when it
provides $16 million towards financing
a urea plant in Goa. U.S. Steel Cor¬
poration and the Birla Group are sup¬
plying over half the equity. They will
set up a new company, Zuari Agro
Chemicals Limited, to build and oper¬
ate the plant which will produce 340,000
tons of urea a year from naphtha. Some
60,000 tons a year of this urea will be
mixed with 90,000 tons of diammonium
phosphate to make compound fertilizers.

Kraft pulp and paper in Brazil—The
International Finance Corporation, the
World Bank affiliate which invests in
private business, has announced that it
is taking up $1.1 million in debentures
issued for Papel e Celulosa Catarinense
S.A.*s new mill. The mill is at Lajes in
Santa Catarina Province, has a capacity
of 57,000 tons, and goes on stream
early this year.
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Enterprising Exporters
Tender for Ticonderoga

A North Vancouver firm owned and managed by
Canadians recently won a contract to design and build
eight heat exchangers for use in the United States. The
International Paper Company is expanding its mill at
Ticonderoga in New York and was seeking a competitive
supplier of this equipment. The exchangers are to be
delivered in September.

The winner of this contract, Sandford Pearce Ltd.,
was established seven years ago to specialize in manufac¬
turing tubular heat exchangers, pressure vessels, and heat
transfer equipment for process industries. Much of its
business has come from the oil, gas and chemical indus¬
tries in Western Canada, and also from food processing
and pulp and paper firms. Late in 1967 the company began
looking for export markets with the aid of the Vancouver
office of the Department of Industry, Trade and Com¬
merce. It has already succeeded in selling in the United
States, Jamaica, Chile, Argentina, and Australia. At the
moment it is completing work on equipment to be used
in the Rajasthan atomic power project in India.

Sandford Pearce first heard about the potential busi¬
ness at Ticonderoga from a Vancouver consulting engineer¬
ing firm which had done some work for International

Paper. (Many of its leads come to it from major inter¬
national consultants and contractors.) The company
quickly followed up this hint and eventually won the
order for the heat exchangers on the merits of its design
and the competitiveness of its prices.

The company has made a modest start in the export¬
ing field but as Donald Simpson, a Sandford Pearce sales
representative, says “As knowledge of the quality and
versatility of our design and manufacturing capability
becomes more widespread, we anticipate a substantial
expansion?* The company makes use of the General Elec¬
tric computer center in Seattle, thus cutting down con¬
siderably the time its engineers need to make the necessary
and complex calculations. This in turn helps in competitive
pricing.

Mr. Simpson is realistic about the future; he doesn't
see a quick and spectacular expansion in the firm’s export
business but rather a steady growth. “The special signifi¬
cance of our success so far,” he adds, “is that a relatively
small Western Canadian engineering company can compete
successfully in international markets, provided that it takes
time to develop and to offer a unique and high-quality
service?’

Swan Wooster Invests in the Future
Two young engineers from Central America are going

back home to help build and operate better-equipped ports
in their own countries. They are taking with them special
expertise acquired in Canada.

Francisco Roque (left) of El Salvador and Luis
Gomez (right) of Honduras, both graduate engineers and
government employees, have been taking on-the-job train¬
ing in port and harbor works at Swan Wooster Engineering
Co. Ltd. in Vancouver. D. W. Russell, the company’s
vice-president for development (center, showing the train¬
ees a port model) emphasizes that the firm offers “ex¬
perience on the job as opposed to a formal training
course. However, we try to bear in mind that they are
trainees and as such we make every effort to give them
a fairly broad picture—that is, visits to as many projects
in the field as possible and moves within the company
organization as much as practical?*

Swan Wooster is the consultant for the expansion
of the port of Acajutla in El Salvador that is now going
forward, financed by the Canadian external aid program
through the Inter-American Development Bank. Two Van¬
couver construction companies also won contracts at
Acajutla. Francisco Roque, a mechanical and electrical
engineer, is employed by the Comision Ejecutiva Portuaria
Autonoma of El Salvador and the maintenance of the
modern automated bulk terminal at Acajutla, 50 miles
from the capital, San Salvador, will become his responsi¬
bility. He spent four months with Swan Wooster, mainly
checking the shop drawings for Acajutla but also studying
similar terminals now in operation in British Columbia.
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Luis Gomez, a civil engineer, works for the Empresa
Nacional Portuaria of Honduras. He is completing twelve
months of training in Swan Wooster’s marine department,
learning the essentials of port work and storing up
knowledge that will be useful to him when he returns to
Honduras.
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“My primary interest”, he says, “is in the master
planning of ports. At the present time we have one major
deepsea harbor in Honduras, Puerto Cortes on the Carib¬
bean. In the near future there will be a need to develop
a Pacific port at Boca de Henecan, near our capital city
of Tegucigalpa, and perhaps another Caribbean port farther
to the east. I am sure that at the end of my stay in
Vancouver, I will have many new ideas to take home
with me to assist in the development of these ports.”

(Luis will be taking something else home with him--
a taste for the winter game of curling, to which he was
introduced at a company curling night.)

The expenses of this training are shared. The Central
American employers of the two young engineers paid their
travel expenses and the Canadian company is paying their
salaries wholly or partially at the going Canadian rate
during their stay.

Swan Wooster looks upon this training as a “very
practical way to give meaningful assistance to the develop¬
ing countries.” At the same time, its management realizes
that it must be done slowly. “Although we are enthusiastic
about this approach,” says Mr. Russell, “there cannot be
too many trainees involved at one time or this would
defeat the idea of having an individual learning while
working amongst a group of well-developed and ex¬
perienced engineers.”

Francisco and Luis were the first trainees to come to
this Vancouver firm but they certainly will not be the
last. And the contacts thus created should help to foster
goodwill and even promote trade between Canadians and
other industrializing countries.

Manners—the Silent Language
The Export Study Club of On¬

tario, one of seven such clubs across
Canada managed by the Canadian
Manufacturers’ Association, invited
Foreign Trade to its April meeting.
In the course of the evening, four
marketing experts spoke of the cul¬
tural aspects of selling abroad, a mat¬
ter of prime importance to every
Canadian exporter. Mr. Derek Groves,
marketing manager of the Consumer
Goods Division of Supreme Alumin¬
um Industries Ltd., was in the chair.

One member of the panel summed
up the problem neatly. “After 15 years
in the Far East, I know that I have
still a lot to learn about Asia. But
the average export manager covers
this part of the world and Europe,
Africa, Latin America and the Mideast
as well. He needs a lot of tact and
imagination to be acceptable in each
of these markets. Moreover, the over¬
seas buyer these days has a choice; he
doesn’t have to deal with someone he
doesn’t like.”

Hans Baehr, export manager of
Timberjack Machines Ltd., reminded
the meeting that, despite the close
business ties between Europe and
North America since the war, there
is still no satisfactory equivalent in
the French language for such words
as marketing, promotion and man¬
agement. Nor has our informality
been adopted in Europe the breezy,
Christian-name approach doesn’t go
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down well in England and it is defi¬
nitely frowned upon in France and
Germany. It is a good idea to let
people know that you are a Canadian;
they will then forgive an occasional
lapse in manners. Mr. Baehr illustrated
his point with an anecdote.

“I speak German fluently,” he ex¬
plained. “It is always an asset to have
another language but I should have
known better than to speak it without
an accent. I am too Canadian in my
habits. Feeling tired and thirsty, I
went into the station restaurant in
Duesseldorf for a quick cup of coffee.
It’s the natural thing for a Canadian
to do. But no well-bred German would
go into an expensive place and just
order coffee. The waiter made it quite
plain that he considered me his social
inferior.

“The Germans are inclined to be
formal,” Mr. Baehr continued. “This
is epitomized in the way they intro¬
duce a person: Dr. X, our research
director—title, name, relationship to
the speaker, position in the manage¬
ment hierarchy. They have an elabo¬
rate series of unwritten rules. How far
the host accompanies his visitor when
he is leaving and who goes first
through a door are indications of
relative standing. The Canadian can
usually avoid making a faux pas if
he moves a little more slowly than
normal and keeps his eyes open for
clues.

“These little things become even
more important when you are setting
up a local branch and employing local
staff. A casual gesture on your part
may be interpreted as a severe repri¬
mand to an employee; no one will be
more surprised than you when he an¬
nounces his decision to quit.

“Another feature of the German
market which Canadians find difficult
to understand is the relationship be¬
tween dealer and principal. Give your
dealer precise instructions and he will
carry them out to the letter. On the
other hand, if the factory makes a
mistake, the dealer demands compen¬
sation in full and he is quite prepared
to sue you for it: in his book, fac¬
tories should be infallible.

“It is quite the reverse in West
Africa. There you are not expected to
be perfect. Only Allah is perfect. The
best pitch is that your product is just
a little bit better than your competi¬
tor’s.”

William Pogson, co-ordinator of
overseas promotion for Project Plan¬
ning Associates Ltd., then took up the
theme. “In the Mideast, ritual is im¬
portant. Before you set out, do your
homework. Only by showing a deep
respect for his religion and culture
can you hope to become an Arab’s
friend. You will find the business
tempo slower. Personal relationships
count at least as much as economic
factors. Don’t be disturbed if there

13



are long delays while the buyer pon¬
ders on the deal and weighs up the
merits of the various sellers. It is usu¬
ally well worth being patient, provided
the presentation was sound in the first
place. Kuwait, for example, will be
earning $2 billion a year from oil by
1975 and Iran is entering a period of
explosive economic growth. At pres¬
ent, Canada is getting only a very
small part of the trade. The North
African markets are attractive too and,
despite the political problems, there
are interesting opportunities in Egypt.

“It is a good idea to look up the
Economist Diary or the CMA circu¬
lars when you are planning a trip to
the Mideast. There is a variety of
religious holidays to steer clear of.
Bear in mind that in places like
Kuwait the working week starts on
Saturday, with half Thursday and all
Friday as holidays.

“Don’t go with preconceived notions
about what people will buy. The Ku¬
waitis have one of the highest per
capita incomes in the world. Con¬
sumer goods pay only an ad valorem
duty of 4 per cent; stereo and hi-fi are
cheaper there than in New York.”

Peter Macgowan was born and bred
in Latin America. He is now with the
Canadian Coleman Company Ltd. as
regional export manager for Latin
America, Spain and Portugal. He ad¬
vised businessmen dealing with Latin
America to make it known that they
are Canadian and to point out that
Canada is also a new and developing
country. This helps to counter the
antipathy towards North Americans
who in the past have been excessively
clumsy in their dealings with the
southern hemisphere. It also identifies
Canadians with the Ministerial Mis¬
sion to Latin America which put our
country in the public eye.

“The Latin businessman is formal,
devout and reserved,” Mr. Macgowan
explained. “He doesn’t like the famil¬
iarity of North Americans. He keeps
business and family life apart; should
he invite you to his home, don’t talk
business unless your host introduces
the subject. You’ll find that he en¬
joys good food; cuisine is part of his
culture. Show your appreciation of
the local specialties and you will be
popular.

“Business is leisurely and important
decisions are often deferred. Accept
the fact; high-pressure salesmanship
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will get you nowhere. There may be
good reasons for delay—in Latin
America, statistics are often inade¬
quate or unreliable, which makes deci¬
sions more difficult than in Canada.

“Don’t discuss religion and, most
particularly, don’t talk politics. And
in case you dismiss this caution as
obvious, let me remind you that criti¬
cism of Customs, inefficiency at the
airport, poverty or the hotel service
can very quickly land you in a politi¬
cal discussion. You may win the
argument but you will lose the cus¬
tomer.”

John Meyerstein, president of
J. Meyerstein Canada Ltd. (Export
Sales Consultants) was the last speaker
of the evening. “Asians think of us
as rather rough people,” he said.
“Understand this and you will see
why it is so important not to imply
in any way that you are superior to
your counterpart. Although the Asian
will probably treat you politely and
say nothing should you offend him, he
will certainly remember it for a long
time.

“Westerners are trained to be inde¬
pendent. In Japan, society is organized
on a group basis. The staff sit at
group tables in the office, not at
individual desks. Loss of face is im¬
portant—to make a clear-cut decision
oneself implies losing face on behalf

of subordinates and superiors who
were not consulted. And it is difficult
to get a direct answer to a direct
question because the Japanese fears
loss of face should he prove to be
wrong.

“On the other hand, the Japanese
expects the Westerner to have all the
answers. There is something wrong if
a Canadian has to keep checking with
the home office. The man the firm
sends should therefore be a senior
person and well briefed on all the
export basics, with his prices broken
down into the cost, freight and duties,
etc.

“In Japan, you don’t dine and wine.
Rather you visit and sell. Few Asians
have acquired Western habits because
they haven’t had the money to visit
other countries. This makes it all the
more important for you to get as
much information as possible on their
social customs before you set off.
Manners here maketh the successful
businessman.”

Listening to these speakers certainly
made us appreciate the importance of
the unspoken language and in the
coming months, Foreign Trade will
publish more on this subject. Mean¬
while, we would be very pleased to
hear from readers about their own
experiences. Please write to us.

International Loans Announced
Telecommunications in Upper Volta—The International Development Associa¬
tion (IDA) will lend U.S.$800,000 to
expand and improve the telecommunica¬
tions system in Upper Volta. The loan
will also help the country to use more
effectively equipment put in recently with
the help of the French Fonds d’Aide and
U.S. AID. This is the first World Bank
loan to Upper Volta. Equipment re¬
quirements will be open to international
competitive bidding.

Water distribution in Tunisia—The
World Bank will lend U.S.$15 million
and Sweden will lend U.S.$5 million to
enable Tunisia to improve water sup¬
plies in the Tunis and Sahel (Sousse)
regions and in the Nabeul and Ham¬
mamet tourist areas on the coast. The
project will be carried out by the
Société Nationale d’Exploitation et de
Distribution des Eaux (SONEDE). It
will include a 76-mile pipeline from the

Oued Kassel Dam to Tunis which will
double the city’s drinking water supply,
development of groundwater sources and
modernization of distribution systems in
the Sahel area, and wells, reservoirs and
interconnections for the Nabeul-Ham-
mamet resorts. Metering equipment will
be installed throughout all systems. The
entire project will cost U.S. $32.8 mil¬
lion. Contracts for the construction and
procurement of equipment will be let
on the basis of international competi¬
tive bidding.

Industrial development in Ecuador—
The International Finance Corporation,
the World Bank affiliate which invests
in private business, is committing $250,-
000 towards the $500,000 equivalent in¬
crease in Compania Financiera Ecuato-
riana de Desarrollo S.A.’s share capital.
COFIEC invests in a wide range of
enterprises in Ecuador,
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Foreign Trade Service Abroad

ARGENTINA

Commercial Counsellor
Canadian Embassy
Casilla de Correo 3898
Suipacha 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, Uruguay

AUSTRALIA

Commercial Counsellor for Canada
PXh Box 3952, GT.O.
A.M.P. Building, 21st Floor
Circular Quay
Sydney, Australia

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

Cable: 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

Commercial Counsellor for Canada
Mobil Centre
2 City Road
South Melbourne, 3205
Victoria, Australia

IC F. Osmond, Commercial Counsellor for Canada
W. A. McKenzie, Assistant Commercial Secretary
F. L. N. Villeneuve, Assistant Commercial Secretary

Cable: Canadian Phone: 61-3473
Telex: 089 30501 (CDN GOVT AA 30501)
Territory: States of Victoria, South Australia, Western Australia,

Tasmania

Commercial Counsellor
Office of the High Commissioner for Canada
Commonwealth Avenue
Yarralumla 2600
Canberra* ACT, Australia

F. P. Weiser, Commercial Counsellor
W. Boychuk, Assistant Commercial Secretary

Cable: Domcan Phone: 7-2541
Telex: 089 62017 (Domcan AA 62017)

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

AUSTRIA

Commercial Counsellor
Canadian Embassy
P.O. Box 190, 1013 Vienna
Obéré Donaustrasse 49/51
1020 Vienna 2, Austria
J. M. T. Thomas, Commercial Counsellor
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 Science
Brussels 4, Belgium

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
Edificio Metropol
Avenlda Présidente Wilson 165
Rio de Janeiro, Brazil
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
Caixa Postal 6034*
Edificio Scarpa*
Avenida Paulista, 1765, 9 andar*
Sâo Paulo, Brazil
W. G. Huxtable, Consul and Trade Commissioner
Cable: Canadian Phone: 36-6301, 36-6302
Telex: 269 (CANADIAN SPO)

♦Businessmen are advised to send only letters to this address. To ensure
prompt arrival of parcels of any kind, the sender should consult the
Sao Paulo office first about the best method to use.
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BRITAIN

Minister (Commercial)
Office of the High Commissioner for Canada
Ooe Grosvenor Square
London, W1X OAB, England

•L. H. Ausman, Minister (Commercial)
G. E, Woollam, Commercial Counsellor (Agriculture)
J. M. Rochon, Commercial Counsellor (Metals and Minerals)
O. Hickie, Commercial Counsellor (Timber)
J. N. Young, Attaché (Exhibitions)
•K. D. Taylor, Commercial Secretary
W. E. M. Jeffrey, Attaché (Publicity)
E. L. Gray, Assistant Commercial Secretary
W. D. Wardle, Assistant Commercial Secretary (Timber)
G. M. Deyell, Assistant Commercial Secretary
H. G. Garland, Attaché (Fisheries)
Miss M. A. Armstrong, Attaché (Exhibitions)

Cable: Sleighing, London Phone: 629 9492 (Area Code 01)
Telex: 22526/264428 (Dominion LDN)
Territory: England, Wales (^Gibraltar)

Canadian Government Trade Commissioner
Cornhill House
144 West George Street
Glasgow C.2, Scotland

A. B. Brodie, Trade Commissioner
Cable: Cantracom Phone: 332 6751 (Area Code 041)
Territory: Northern Ireland, Scotland

CEYLON

Commercial Division
Office of the High Commissioner for Canada
P.O. Box 1006
6 Gregory's Road
Cinnamon Gardens
Colombo, Ceylon

Cable: Canadian Phone: 95843
Telex: 106 (Domcan Colombo)

CHILE

Commercial Counsellor
Canadian Embassy
Casilla771
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 22031
Calle 58 No. 10-42 Piso 3
Bogota, Colombia

G. D. Valentine, Commercial Secretary

CUBA

Commercial Division
Canadian Embassy
Gaveta 6125
Calle 30 No. 518 esqaina 7* Avenida
Miramar
Havana, Cuba
Send all mail to this address:
P.O. Box 1515
Nassau, Bahamas
Cable: Canadian Phone: 2-6421

CZECHOSLOVAKIA
Commercial Secretary
Canadian Embassy
Chancery, Mickiewlczova 6
Prague 6, Czechoslovakia
R. J. L. Berlet, Commercial Secretary

Phone: 32-71-24, 26, 31, 32

DENMARK

Commercial Counsellor
Canadian Embassy
Prinsesse Maries Allé 2
Copenhagen V, Denmark

J. M. Hill, Vice Consul and Acting Commercial Secretary

Cable: Canadian Phone: 31 33 06
Telex: 5036 (Domcan KH)
Territory: Greenland, Poland

DOMINICAN REPUBLIC
Commercial Division
Canadian Embassy
Apartado 1393
Edificio CopeUo 408
Calle El Conde
Santo Domingo, Dominican Republic

Cable: Canadian Phone: 2-8138
Telex: 3460140 (Domcan 3460140)

EUROPEAN COMMUNITIES
Mission of Canada to the European Commontries
Canadian Embassy
35 rue de la Science
Brussels 4, Belgium

A. R. A. Gherson, Deputy Head
G. F. Mintenko, Counsellor
Y, C. Jauron, First Secretary
Miss V. F. Wightman, First Secretary

Cable: Canadian Phone: 13.38.50
Telex: 221613 (Domcan BRU)
Territory: European Economic Community, European Atomic Energy

Community, European Coal and Steel Community

Cable: Canadian Phone: 35-50-66
Telex: M100 (Domcan BOG)
Territory: Ecuador
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FRANCE

Minister-Counsellor (Commercial)
Canadian Embassy
35 Avenue Montaigne
Paris 8", France

C. O. R. Rousseau, Minister-Counsellor (Commercial)
J. A. Elliott, Commercial Secretary
F. G. Beaudette, Commercial Secretary (Agriculture)
F. M. Wanklyn, 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-Allee 35
Bad Godesberg, West Germany

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

Cable: Canadian Phone: 76995
Telex: 886421 (Domca D)
Territory: States of Baden-Wuerttemberg, Bavaria, Hesse, Rhineland-

Palatinate, Saar; West Berlin

Consul General
Canadian Consulate General
Koenigsallee 82
4 Duesseldorf I, 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-Westphal!a

Consul General
Canadian Consulate General
Esplanade 41-47,
2000 Hamburg 36, West Germany

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

Cable: Canadian Phone: 351805
Telex: 215555 (DMCNH D)
Territory: City States of Bremen and Hamburg; States of Lower

Saxony and Schleswig-Holstein

GHANA

Commercial Secretary
Office of the High Commissioner for Canada
P.O. Box 1639
E 115/3 Independence Avenue
Accra, Ghana

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

Cable: Canadian Phone: 77606, 28502, 28555
Telex: ACCRA 2024
Territory: Guinea, Ivory Coast, Liberia, Mali, Mauretania, Togo,

Upper Volta

GREECE

Commercial Counsellor
Canadian Embassy
31 Vassilissis Sophias Avenue
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 Counsellor
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. S. A. Sotvedt, Assistant Commercial Secretary

Cable: Canadian Phone: 28448
Territory: Costa Rica, El Salvador, Honduras, Nicaragua, Panama,

and Canal Zone

HONG KONG

Senior Canadian Government Trade Commissioner
P.O. Box 126
P & O Building, 11th Floor
21-23, Des Voeux Road, Central
Hong Kong, Hong Kong

C. R. Gallow, Senior Trade Commissioner
R. G. Godson, Trade Commissioner
J. L. Swanson, Trade Commissioner
M. C. J. Lemieux, Assistant Trade Commissioner

Cable: Canadian Phone: 224087
Telex: HKG 391 (Domcan HX 391)
Territory: Cambodia, People’s Republic of China, Laos, Macao, Vietnam

INDIA

Commercial Counsellor for Canada
P.O. Box 11
13 Golf 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
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IRAN

Commercial Secretary
Canadian Embassy
P.O. Box 1610
Bezrouke Building
Corner of Takht Jamshid Avenue and Forsat Street
Tehran, Iran

D. H. M. Branion, Commercial Secretary

Cable: Cantracom Phone: 613560,4-9291
Telex: 2037 (Domcan Tehran)

IRELAND

Commercial Counsellor for Canada
66 Upper O’Connell Street
Dublin, Ireland

D. M. Holton, Commercial Counsellor
Cable: Canadian Phone: 41577
Telex: 5488 (Domcan Dublin)

ISRAEL

Commercial Secretary
Canadian Embassy
P.O. Box 20140
84 Hahashmonalm Street
Tel Aviv, Israel
J. H. Suggitt, Commercial Secretary

Cable: Canadian Phone: 37161/2
Telex: 740 (Domcan TV)
Territory: Cyprus

ITALY
Minister-Counsellor (Commercial)
Canadian Embassy
Via G. B. De Rossi 27
00161 Rome, Italy

G. F, G. Hughes, Minister-Counsellor (Commercial)
J. E. Montgomery, Commercial Secretary (Agriculture)
C. Renaud, Assistant Commercial Secretary
C. D. Miller, Assistant Commercial Secretary

Cable: Canadian Phone: 864-327
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
Canadian Consulate General
C.P. 3977
Via Vittor Pisani 19
20124 Milan, Italy

R. W. Blake, Consul General and Trade Commissioner
V. G. Lotto, Consul and Trade Commissioner
D.T. Wismer, Vice Consul and Assistant Trade Commissioner
B. M. White, Vice Consul and Assistant Trade Commissioner

Cable: Cantracom Phone: 652-485/652-600
Telex: 31368 (Cantracom Milan)
Territory: Provinces of Emilia-Romagna, Lombardia, Piedimonte,

Trentino-Alto Adige, Veneto, Liguria, Trieste, Valle D’Aosta,
Friuli-Venezia

JAMAICA

Commercial Secretary
Office of the High Commissioner for Canada
P.O. Box 1500
Tobago Road
Comer Trafalgar Road and Knutsford Boulevard
Kingston 10, Jamaica
R. G. Woolham, Commercial Secretary
D. H. Leavitt, Assistant Commercial Secretary
J. P. Lefebvre, Assistant Commercial Secretary

Cable: Canadian Phone: 65726
Telex: KGN 30 (Bbaver Kingston)
Territory: Bahamas, British Honduras, Cayman Islands, Turks ant

Caicos Islands

JAPAN

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

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

KENYA

Commercial Counsellor
Office of the High Commissioner for Canada
P.O. Box 3778
Industrial Promotion Services Building
KimathI Street
Nairobi, Kenya

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

Cable: Domcan Nairobi Phone: 27426
Telex: 20198 (Domcan/NRB)
Territory: Malawi, Tanzania, Uganda, Zambia

LEBANON

Commercial Counsellor
Canadian Embassy
Boite Postale 2300
Alpha Building
Rue Clemenceau
Beirut, Lebanon
N. W. Boyd, Commercial Counsellor
D. I. Ditto, Assistant Commercial Secretary
P. W. Aubin, Assistant Commercial Secretary

Cable: Canadian Phone: 250955
Telex: 652 (Domcan Beryt)
Territory: Iraq, Jordan, Kuwait, People’s Republic of Southern

Yemen (Aden), Persian Gulf area, Saudi Arabia, Syria, Trucial
States, Yemen
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MALAYSIA

Commercial Counsellor
Office of the High Commissioner for Canada
P.O. Box 990
AXA. Building, Ampang Road
Kuala Lumpur, Malaysia

D. P. Lindores, Acting Commercial Secretary

Cable: Domcan Phone: 89722/4
Telex: KUTXT19 (Domcan KL)
Territory: Brunei, Burma

MEXICO

Commercial Counsellor
Canadian Embassy
Apartado Postal 5-364
Melchor Ocampo 463, 7th Floor
Mexico 5, D.F., Mexico

T. F. Harris, Commercial Counsellor
A. D. McArthur, Assistant Commercial Secretary
A. T. Gjernes, Assistant Commercial Secretary

Cable: Canadian Phone: 33-14-00
Telex: 000177716 (Domcan Mex)

NETHERLANDS

Commercial Counsellor
Canadian Embassy
Sophialaan 7
The Hague, Netherlands
D, H. Cheney, Commercial Counsellor
D. J. S. Winfield, Assistant Commercial Secretary
W. L. Clarke, Assistant Commercial Secretary

Cable: Phone: 61-41-11
Telex: 31270 (Domcan Hague)

NEW ZEALAND

Commercial Counsellor
Office of the High Commissioner for Canada
P.O. Box 12-049 Wellington North
ICI Building, 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

Commercial Secretary
Office of the High Commissioner for Canada
P.O. Box 851
Niger House
Odunlami Street
Lagos, Nigeria

J. R. Brocklebank, Acting Commercial Secretary

Cable: Canadian Phone: 25262
Telex: 275 (Domcan Lagos)
Territory: Dahomey, Gambia, Niger, Senegal, Sierra Leone

NORWAY

Commercial Counsellor
Canadian Embassy
Fridtjof Nansens plass 5
Oslo 1, Norway

Cable: Canadian Phone: 33-30-80
Telex: Oslo 1880 (Domcan Oslo)
Territory: Iceland

PAKISTAN

Commercial Secretary
Office of the High Commissioner for Canada
Hotel Shahrazed
Islamabad, Pakistan

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

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

PERU

Commercial Secretary
Canadian Embassy
Carina 1212
Edificio El Pacifico
Comer Avenida Arequipa and Plaza Washington
Lima, Peru

M. R. Bell, Commercial Secretary
D. J. Browne, Assistant Commercial Secretary

Cable: Canadian Phone: 287420
Telex: WLA 5323 (Domcan PX 5323)
Territory: Bolivia

PHILIPPINES

Consul General and Trade Commissioner
Canadian Consulate General
P.O. Box 1825
1414 Roxas Boulevard
Manila, Philippines

J. L. Mutter, Consul General and Trade Commissioner
D. S. 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 Embassy
Rua Rosa Araujo, 2-7°
Seventh Floor
Lisbon 2, Portugal

P. A. Savard, Commercial Counsellor

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 Commissioner for Canada
P.O. Box 845
International Building, 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

SOUTH AFRICA

Canadian Government Trade Commissioner
P.O. Box 715
Mobil House, 17th Floor
Corner Rissik and De Villiers Streets
Johannesburg, South Africa

Wm. Jones, Trade Commissioner
M. A. Brault, Assistant Trade Commissioner
Cable: Canadian Phone: 834-6521
Telex: 7189 (Domcan J 7189)
Territory: Provinces of Natal, Orange Free State, Transvaal.
Other countries: Angola, Botswana, Lesotho, Malagasy, Mauritius,

Mozambique, Reunion, Swaziland

Canadian Government Trade Commissioner
P.O. Box 683
African Life Centre, 13th Floor
St George’s Street
Cape Town, South Africa

H. W. Richardson, Trade Commissioner
Cable: Canadian Phone: 2-5134/5
Telex: 7060 (5-7060 CT)
Territory: Cape Province. Other countries: St. Helena, South West

Africa

SPAIN

Commercial Counsellor
Canadian Embassy
Apartado 117
Edlficio Espana
Avenida de Jose Antonio 88
Madrid, Spain

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

Cable: Canadian Phone: 247-54-00
Telex: 27347 (Domca E)
Territory: Provinces outside the peninsula—Balearic Islands, Canary

Islands, Spanish Sahara. Other countries: Equatorial Guinea.

SWEDEN

Commercial Counsellor
Canadian Embassy
P.O. Box 14042
Kungsgatan 24
S-104 40 Stockholm, Sweden
D. S. Armstrong, Commercial Counsellor
E. C. H. Shelly, Assistant Commercial Secretary

Cable: Canadian Phone: 23-79-20
Telex: 10687 (Domcan STHLM)
Territory: Finland

SWITZERLAND

Commercial Secretary
Canadian Embassy
Kirchenfeldstrasse 88
3000 Berne, Switzerland
G, E. Blackstock, Commercial Secretary
D. T. Johnston, Assistant Commercial Secretary

Cable: Canadian Phone: 44-63-81
Telex: 32489 (Dmcnb CH)
Territory: Liechtenstein, Tunisia

THAILAND

Commercial Secretary and Consul
Canadian Embassy
P.O. Box 2090
Thai Fanners Bank Building, 7th Floor
142 Silom Road
Bangkok, Thailand

C. E. Rufelds, Commercial Secretary and Consul

Phone: 32956
Telex: 2277

TRINIDAD AND TOBAGO

Commercial Counsellor
Office of the High Commissioner for Canada
P.O. Box 1246
Colonial Building
72 South Quay
Port-of-Spain, Trinidad
K. G. Ramsay, Commercial Counsellor
D. J. McJanet, Commercial Secretary
J. J. M. C. Lavoie, Assistant Commercial Secretary

Cable: Canadian Phone: 34787
Telex: 31314 (POS 31314)
Territory: Barbados, French Guiana, Guadeloupe, Guyana, Leeward

and Windward Islands, Martinique, Surinam

UNION OF SOVIET SOCIALIST REPUBLICS

Commercial Counsellor
Canadian Embassy
23 Starokonyushenny 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.)
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UNITED ARAB REPUBLIC

Commercial Division
Canadian Embassy
Kasr el Doubara Post Office
6 SbaHa Rouston Pasha
Garden City
Cairo, Egypt

Cable: Canadian Phone: 23110
Territory: Ethiopia, Somali Republic, Sudan

UNITED NATIONS

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

R. D. Lucas, First Secretary

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

UNITED STATES

Commercial Counsellor
Canadian 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)
1. D. Belisle, Assistant Commercial Secretary

Cable: Canadian Phone: 332-1011 (Area Code 202)
Telex: 0089664 (Domcan WSH)
Territory : District of Columbia

Deputy Consul General (Commercial)
Canadian Consulate General
680 Fifth Avenue
New York City, N.Y. 10019
C. J. 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 Commissioner
D. Keddie, Vice Consul and Assistant Trade Commissioner
C. K. Marchant, Vice Consul and Assistant Trade Commissioner
D. J. V. Bachand, Vice Consul and Assistant Trade Commissioner
Cables Cantracom Phone: 586-2400 (Area Code 212)

Night Line: 586 2321
Telex: 00126242 (Domcan NYK)
Territory: States of Connecticut, New Jersey (twelve northern coun¬

ties), New York. Other countries: Bermuda.

Consul and Senior Trade Commissioner
Canadian Consulate General
500 Boylston Street
Boston, Massachusetts 02116

R. C. Anderson, Consul and Senior Trade Commissioner
C. A. Carruthers, Consul and Trade Commissioner
J. N. R. Ferland, Vice Consul 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 Senior Trade Commissioner
Canadian Consulate General
310 South Michigan Avenue, Suite 2000
Chicago, Illinois 60604

R. D. Sirrs, Consul and Senior Trade Commissioner
J. A. Doyle, Consul and Trade Commissioner
P. D. Donohue, Consul and Trade Commissioner
K. G. DeWolf, Vice Consul and Assistant Trade Commissioner
A. J. G. Dallaire, Vice Consul and Assistant Trade Commissioner
Phone: 427-1031 (Area Code 312)
Telex: 00254171 (Domcan CGO)
Territory: States of Illinois, Indiana, Iowa, Kentucky, Minnesota,

Missouri, Nebraska, North Dakota, South Dakota, Wisconsin

Consul and Trade Commissioner
Canadian Consulate
Illuminating Building
55 Public 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 Ohio.

Consul and Trade Commissioner
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: 00732637 (Domcan DAL)
Territory: States of Texas, Arkansas, Kansas, New Mexico, Oklahoma

Consul and Trade Commissioner
Canadian Consulate
1920 First Federal Budding
1001 Woodward Avenue
Detroit, Michigan 48226
J. D. Blackwood, Consul and Trade Commissioner
R. J. P. Archambault, Vice Consul and Assistant Trade Commissioner
Phone: 965-2811 (Area Code 313)
Telex: 0023445 (Domcan DET)
Territory: States of Michigan and Indiana

Consul and Trade Commissioner
Canadian Consulate General
510 West Sixth Street
Los Angeles, California 90014

V. B. Chew, Consul and Trade Commissioner
D. M. Lawson, Vice Consul and Assistant Trade Commissioner
Phone: 627-9511 (Area Code 213)
Telex: 00674119 (Domcan LSA)
Territory: States of Arizona, California (ten southern counties),

Clark County in Nevada

(continued)
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UNITED STATES

Consul and Trade Commissioner
Commercial Division
Canadian Consulate General
2110 International Trade Mart
2 Canal Street
New Orleans, Louisiana 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

Consul and Trade Commissioner
Canadian Consulate
3 Penn Center Plaza
Philadelphia, Pennsylvania 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), Pennsylvania, Virginia, West Virginia

Consul and Trade Commissioner
Commercial Division
Canadian Consulate General
One Maritime Plaza
Golden Gateway Center
San Francisco, California 94111

R. M. Dawson, Consul and Trade Commissioner
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 ten southern counties),

Colorado, Hawaii, Nevada (except Clark County), Utah, Wyoming

Consul and Trade Commissioner
Canadian Consulate General
1305 Tower Building
Seventh Avenue and OUve Way
Seattle, Washington 98101
E. E. Price, Consul and Trade Commissioner

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

URUGUAY

Commercial Division
Canadian Embassy
Casilla Postal 852
1005 Calle Prudencia Vasquez y Vega
Montevideo, Uruguay

Cable: Canadian Phone: 7 68 18
Telex: 398078 (Domcan MVD)
Territory: Falkland Islands

VENEZUELA

Commercial Counsellor
Canadian Embassy
Apartado del Este 62302
Avenida La Estancia No. 10
Ciudad Comerciai Tamanaco
Caracas, Venezuela
J. H. Bailey, Commercial Counsellor
D. G. Nelson, Assistant Commercial Secretary
F. M. G. Sullivan, Assistant Commercial Secretary

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

YUGOSLAVIA

Commercial Secretary
Canadian Embassy
Proleterskih Brigada 69
Belgrade, Yugoslavia

Z. W. Burianyk, Commercial Secretary

Phone: 44-301 Telex: 11137 (YU Domca)

Liverpool and
Belfast Offices
Closing

Effective June 30, 1969, the offices of the Trade Com¬
missioner Service at Liverpool and Belfast will be closed.
Because this closing operation is already under way,
businessmen who have been doing business with either
of these offices should redirect their inquiries. Corre¬
spondence formerly sent to Liverpool should be addressed
to the office in London and with Belfast to the office in
Glasgow. Their addresses are given in the directory above.

22 FOREIGN TRADE



Show of the Month
Nineteen Canadian producers of women’s
outerwear moved into the McAlpin Hotel in
New York on April 14 for a four-day showing
to U.S. buyers. It was all part of a continuing
campaign organized by the Department of
Industry, Trade and Commerce to win a firm
foothold in the rich U.S. market. (Right)
Monique Archambault, Commodity Officer
with the Department, is interviewed by
Simone Auger, the well-known T.V. producer
for the CBC French network in New York.
(Below, left) Mr. and Mrs. Saymen of Cin¬
cinnati, Ohio, appraise a leather and bleached
raccoon coat made by Crown Leather Garment
Mfg. of Montreal; the bottom trim can be
removed and it becomes a two-piece suit.
(Below, right) Horst J. Witthalt, buyer from
Pawtucket, R.I., examines a fun fur coat of
wild rabbit print, leather-trimmed, made by
Etlin Cloak Co. of Toronto. The same com¬
panies will be showing their fall and winter
lines to U.S. buyers from across the country
for two weeks in June, also at the McAlpin
Hotel, a commercial location.
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The Containerization
Movement: Rotterdam

D. J. S. WINFIELD
Assistant Commercial Secretary
The Hague

Rotterdam captured the title of
the world’s busiest port in 1966 and
intends to keep it in the container
age. The port has excellent road, rail
and river connections with an in¬
dustrial hinterland where 160 million
people live. What’s more, the city’s
businessmen are determined to exploit
every advantage that geography gives
them.

Since the early 1950’s, Rotterdam
has handled roll-on roll-off traffic
from Britain in an ever-increasing
volume. It is also the terminal of the
British Rail North Sea container ser¬
vice. But it was not until May 1966
that the first containership from North
America arrived in the port, heralding
the regular Sea-Land service which
in 1968 had a throughput of 19,200
containers.

A year after Sea-Land’s first vesseldocked, European Container Ter¬minus N.V. started operations atPrinses Margriet Haven. ECT origin¬ally consisted of the NetherlandsRailways and two stevedoring com¬panies but later three other stevedor¬ing firms joined. It has been the driv¬ing force behind the establishment ofdeepsea container facilities at Rotter¬dam. Other companies there have con¬
centrated on the North Sea tradewhich is currently larger.

ECT’s first facilities for handlingSea-Land containers at the PrinsesBeatrix Haven were on a 10-acre sitebelonging to N.V. Quick Dispatch.
There is a Paceco crane there and thesite can handle 325 thirty-five-foot
regular and some refrigerated con¬tainers.

The Prinses Margriet Haven ter¬minal, which is a joint venture be¬
tween ECT and the Holland-America
Line, was opened in August 1967. It
is much larger (45 acres) and has
roll-on roll-off as well as container
facilities. Up to 2,000 forty-foot con¬
tainers and 170 cold storage units

At the European Container Terminus in Rotterdam a special tractor hauls a semi¬
trailer ashore over the adjustable roll-on roll-off bridge. The port also has lifting
gear for containers and expects to handle annually 200,000 containers by 1970.

can be parked on the site. Terminal
buildings have been built, including a
4,000-square-meter platform shed for
consolidating and repacking and a
4,200-square-meter general cargo
shed. There is good road and rail
access. At present two container
cranes are in operation (35-ton and
45-ton) and a 50-ton crane was to
come into operation in March 1969.
Mobile cranes, tractors, weighbridges
and 300 terminal chassis complete the
present equipment.

ECT believes that its 800-meter
quay with depth alongside of some 40
feet, options on more land, and the
present construction of a new ter¬
minal and a fourth berth at Prins Wil¬
lem Alexander Haven will enable it
to keep pace with the rapid develop¬
ment of deepsea container traffic.

In its first full year of operation,
ECT moved 57,000 containers of all

kinds. About 80,000 passed through
the terminal in the calendar year 1968
and, all being well, this figure will
rise to 120,000 in 1969 and perhaps
200,000 in 1970. The increase is ex¬
pected to come both from more
vessels using the terminal and more
shipping lines calling there.

However, the imbalance between
incoming and outgoing traffic is caus¬
ing problems. In the first six months
of 1968, 50,000 containers were un¬
loaded in Rotterdam and Amsterdam:
15,000 from the U.S. and 33,000 from
North Sea ports, mainly Britain. In
the same period, some 44,000 con¬
tainers were shipped from Dutch
ports—36,000 to North Sea ports and
8,000 to the U.S.

In addition to its regular and re¬
frigerated container traffic, Rotterdam
established a unique service of postal
containers in 1968. In that year, 138
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SHIPPING LINES USING EUROPEAN CONTAINER TERMINUS, ROTTERDAM

Service Started Company Destination and Frequency
1966 May Sea-Land Service Inc.

Sea-Land Service Inc.
United States, weekly
Britain, twice weekly

1967 August Atlantic Container Line Ltd. United States, weekly
September Moore-McCormack Lines Inc. United States, weekly

1968 May United States Lines Operations Inc. United States, weekly
June British Railways Britain, daily
October Hapag. Lloyd Container Line United States, weekly

1969 April Canadian Pacific Steamships Co. Canada, fortnightly

of these containers left Rotterdam for
the U.S. and Canada and 110 arrived
from North America. Similar services
are expected to develop between Rot¬
terdam and Australia, Japan and
South America. As a matter of in¬
terest, the Rotterdam district post
office is planning to build the first
postal container loading and unload¬
ing facility in Europe at a cost of
some $75,000. This is expected to
produce a saving of some $18,000 a
year.

Inland Distribution
Under the name of Contrex N.V.,

30 Dutch forwarders have formed a
consortium to handle the inland move¬
ment of container traffic. ECT and
several Rotterdam firms have set up
facilities close to the terminal to man¬
ufacture, repair and maintain all types
of containers. The American Trans¬
port Pool Inc. has opened a subsidiary
in Rotterdam, Transport International
Pool N.V., to rent containers, chassis
and semitrailers. Maintenance and
servicing facilities are readily avail¬
able for all equipment used in con¬
tainer traffic.

Rotterdam’s road, rail and inland
waterway connections are all excel¬
lent but at present about 85 per cent
of containers handled by ECT make
the journey to and from the terminal
by road. The proportion is expected
to decline although the actual number
of containers going by road will in¬
crease. Dutch haulers handle about
40 per cent of all interstate road trans¬
port in EEC and have sufficient capac¬
ity to meet the expected growth in
container traffic. A group of haulers
has already organized a consortium,
COMBICOM, so that they can deal
with the business more efficiently.

Rail takes most of the 15 per cent
of container traffic not moved by road.
The national railways of 15 European
countries act as agents for Intercon¬
tainer, the joint organization they set
up at the beginning of 1968. The
Netherlands Railways looks after the
Rotterdam-Milan service which oper¬
ates twice weekly in both directions
and passes through the Ruhr.

There are three other services now
and more are planned. One links
Amsterdam/ Rotterdam with Ant¬
werp/Zeebrugge. The second runs
three times a week in each direction
between Rotterdam and Frankfurt am
Main, Mannheim and Ludwigsburg
(near Stuttgart). Trans-Europe Ex¬
press Marchandises (TEE) trains run
from Rotterdam/ Amsterdam to Co¬
penhagen via Bremen and Hamburg.

But the way is by no means all
clear. Disagreements over rates have
developed between the Netherlands
and German authorities. Then there
is the problem of reconciling the Ger¬
man Railway’s desire to favor Ger¬
man ports with the need for efficient
use of rollingstock on the Rotterdam
run.

The inland waterways have not ig¬
nored potential container business. A
Rotterdam company began a Rhine
container service last May, followed
by a joint venture with an Amsterdam
firm which resulted in a scheduled
service between Rotterdam/ Amster¬
dam and Basle in Switzerland.

Then in February 1969 the Rhine
Container Line was established, a joint
venture of 13 inland shipping com¬
panies in the Netherlands, Germany,
France, Belgium and Switzerland.
With over 1,000 vessels at its disposal,
it is able to provide daily sailings from
Amsterdam, Rotterdam, Antwerp and

ports along the Rhine. Conventional
barges will be used at first but later
specially constructed ones will be
brought into service.

New Link with Canada
ECT and the inland carriers are

expanding their services and making
long-range plans for future develop¬
ment. These are based on an increase
in traffic from the five lines now
using Rotterdam and the expectation
that other lines will also use the port.
For example, it is hoped that Japanese
and Australian interests will choose
ECT as their container gateway to
Europe. Container Transport Interna¬
tional Inc. (CTI) of New York and
Canadian Pacific have both announced
they will use ECT for their container¬
ships.

Canadian Pacific Steamships has
chartered two container vessels to be¬
gin the North Atlantic run in April of
this year. They will sail on a weekly
schedule between Quebec City, Lon¬
don and Rotterdam. It has also placed
a $20-million order with Cammell
Laird & Co. Ltd. of Birkenhead, Eng¬
land, for three 14,000-ton vessels
capable of carrying 700 containers
each. They will be specially construc¬
ted to withstand ice and in winter will
be able to use St. Lawrence poits
other than Quebec City should the
need arise. The company will spend
$6 million on ISO containers and
about $5 million on railcars, terminal
handling facilities and track, etc., at
Quebec City. As a result, Canadian
Pacific will be able to offer an inte¬
grated service, including road or rail
haulage between the ocean terminal
and points in the Maritimes, Ontario
and Quebec, the United States and
Western Canada.

Moreover, the integrated container
service which it is creating now could
develop in the 1970’s into the new
route from Europe to Japan, using
Canada as a land-bridge between the
two oceans.

However, this lies in the future.
Canadian exporters who are consider¬
ing containerized shipments to Europe
should realize that they can now ship
from Canada through Rotterdam to
practically any point in Europe. Apart
from the obvious advantages of con¬
tainerization, they are also offered a
fast, regular and safe service to Europe
from their own plant.
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What's the market for . . .
Chemicals in Argentina
L M. VINCENT, Assistant Commercial Secretary, Buenos Aires

Argentina still has a strong and
growing demand for imported chemi¬
cals, despite the rapid expansion of
its chemical industry in the past ten
years and the high level of develop¬
ment it has achieved. In 1967, for
example, imports of chemicals totalled
U.S.$150.4 million, a 13 per cent in¬
crease over 1966. Over the past few
years the emphasis has shifted from
finished to intermediate and basic
products as a result of a tariff struc¬
ture designed to promote Argentine
self-sufficiency.

Inorganic Chemicals—Major im¬
ports in 1967 totalled U.S.$16.3 mil¬
lion. Leading ones were phosphorous,
silicon, impure sodium hydroxide,
aluminum hydroxide, titanium oxides,
ammonium chloride, Solvay soda ($5.4
million) and sodium bichromate ($1
million).

Organic Chemicals—Purchases in
1967 totalled U.S.$76.7 million and
demand remains high. Over half of
the total Argentine chemical imports
consist of organic chemicals and these
offer the best opportunities for Cana¬
dian exporters. Hydrocarbons repre¬
sent a $3.3 million import market and
alcohols and derivatives another $4.8
million, although some of these alco¬
hols will be produced in a recently
opened petrochemical plant which is
making three alcohols and three ke-
tone-functions. Phenols, pheno-alcohols
and derivatives account for another
$1.4 million and glycol ethers for
$800,000 in foreign purchases. De¬
mand for organic acids and their

derivatives is exceptionally strong, par¬
ticularly for vinyl acetate monomer
($1.2 million), acrylic acid ($1.5 mil¬
lion), acrylic polyacids ($2.4 million),
and dimethyl terephthalate ($2.6 mil¬
lion).

Other significant organic chemical
imports include the nitrogen function
compounds—hexamethylene diamine
($3 million), acyclic polymers and
amino acids, sulfamides ($1.3 million),
and caprolactams ($2.5 million).

Agricultural Chemicals—Argentina
became a $10 million market for
fertilizers in 1967 but because of the
coming on stream of the Petrosur am¬
monia plant in 1968, the import mar¬
ket for nitrogenous fertilizers will
gradually decrease. However, there
is a market for raw materials such as
KC1, phosphorus and diammonium
phosphate.

With few exceptions, pesticides, her¬
bicides, fungicides, etc., sold in Argen¬
tina are formulated within the country,
using imported raw materials worth
about $4 million in 1967. The United
States is the major exporter. Local
plants satisfy domestic consumption
of HCH, DDT, copper sulphate and
2-4-D.

Pharmaceuticals and Medicinal
Chemicals—More than 95 per cent of
the pharmaceutical products marketed
domestically are manufactured or
compounded in Argentina. Subsidiar¬
ies of the large United States and
European firms dominate the market,
which is protected by high import sur¬
charges on finished products. Much

Protective Clothing in Britain
W. H. G. METCALFE
Commercial Officer, Liverpool

The wise employer realizes that
modern industry demands the most
stringent safety regulations and the
best possible protection of workers.
Unions and safety officers strongly
insist on protection against all hazards
and the market for specialized protec¬
tive clothing and equipment is con¬
stantly expanding. This provides an
enterprising manufacturer in this field
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with many new openings. Some of
them are described in the paragraphs
that follow.

Industrial Gloves
The Far East, particularly Hong

Kong, is responsible for supplying
nearly 50 per cent of the industrial
gloves used in Britain. British man¬
ufacturers, faced with competition
from such a large volume of inexpen¬
sive merchandise, are concentrating
their efforts on selling more sophisti¬

of this sector’s requirements are for
the fine chemicals and other raw ma¬
terials used to compound pharmaceuti¬
cals, though original drugs developed
in Canada could be marketed. This
office has received a number of in¬
quiries on fine chemicals from agents
selling to Argentine pharmaceutical
firms.

Local production of penicillin and
most tetracyclines completely satisfies
local consumption, but imports of anti¬
biotics totalled $3.6 million in 1967,
with enthromycin, oleandomycin and
novobiocime, mainly from the U.S.
and Panama, comprising almost half
of these imports. Materials for vitamin
preparations worth U.S.$2.1 million
in 1967 constituted the next largest
category of imports. Vitamins Bl, B2,
Panthenol, B6, C, and PP were the
most significant items. Imports of
hormones and vegetable alkaloids and
salts were each worth U.S.$1 million
in 1967. Pharmaceutical imports as
defined by the Argentine customs
nomenclature accounted for an addi¬
tional $3.1 million, with glands and
other organs, human vaccines, vitamin
preparations, prolonged liberation cap¬
sules and pesticides the major items.

Making Sales—Sales are best made
through a local agent who is familiar
with the market and able to expedite
shipments through Customs. Personal
contact is also important in this Latin
American market and a good agent
with good connections can contribute
a great deal to effective sales promo¬
tion. Canadian companies now selling
to the international chemical firms in
Canada should also investigate the
possibility of selling the same materials
to their Argentine subsidiaries.

cated industrial gloves in the upper
price bracket. Thus, although do¬
mestic production in Britain is only
slightly greater than imports, its value
is nearly three times higher. Available
figures indicate that Britain exported
approximately 1.25 per cent of its
total production of industrial gloves.

At one time Canada had a sub¬
stantial share of the British protective
glove market but changing economic
conditions, coupled with the wide
range of inexpensive merchandise of-
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fered by other suppliers, reduced our
sales. Table I indicates how large a
part of the protective industrial glove
trade goes to Hong Kong manufactur¬
ers. The reason for this is low price.
Although Canada only enjoys ap¬
proximately 5 per cent by value and 2
per cent by volume of this market,
we continue to be a leading supplier.

Goggles and Spectacles
Some $2 million worth of protective

goggles and spectacles are imported
annually into Britain. Italy, France,
Japan and West Germany are the
main suppliers. The Canadian share of
this trade amounted to only $1,298
in 1967.
Safety and Protective Footwear

Boots and shoes with steel toecaps
and sometimes fitted with a middle
steel sole are generally classified as
“miners’ boots” or “general safety”
boots and shoes. Domestic production
in Britain exceeds 250,000 pairs a

year; about 2.6 per cent is exported.
Imports of this type of footwear just
about balance exports.

Protective footwear (such as in¬
dustrial boots, Wellingtons, overshoes,
three-quarter boots and bootees) is
generally made from rubber or
plastics. British manufacturers produce
approximately 7.5 million pairs of
this type of footwear annually and
sell practically all of it on the do¬
mestic market. Thirty-two firms are
licensed by the British Standards In¬
stitution to manufacture protective
footwear under BSI 870 (Part 1 ) .
Protective Headgear

The British Standards Institution
also sets standards for protective
headgear and issues licences to use
BSI certification on the merchandise.
Licences are only issued after the In¬
stitution is fully satisfied that the pro¬
tective helmet complies with one of
the following specifications: BS2001,
BSI869, BS2495, BS2826 or BS2095.

The first three give specifications and
requirements for protective, crash and
racing drivers’ helmets and the last
two for industrial safety helmets. For
the period October 1967 to June 1968
there were 138,000 protective helmets
to specification BS2001 and 47,000
crash helmets to BSI869 produced for
sale on the home market. A sub¬
stantial increase of approximately 16.6
per cent in the production of in¬
dustrial helmets to BS2826 and
BS2095 specifications was achieved in
1967 and the total for that year
reached 700,000. Only nine firms,
eight British and one Italian, have
been licensed to use the British
Standards Institution certification mark
indicating compliance with BS2001,
BSI869 and BS2495. Thirteen firms,
including one from Australia and one
from Germany, are licensed to use
BS2826 certification, and two are also
included in the nine firms mentioned
earlier. Under the BS2095 certifica¬
tion, only twelve firms are licensed

BRITISH IMPORTS OF PROTECTIVE CLOTHING 1967

Average Value Average Value
GLOVES Dozen Pairs Total Value Dozen Pairs GLOVES Dozen Pairs Total Value Dozen Pairs

(Cdn.$) (Cdn.$) (Cdn.$) (Cdn.$)
Textile fabric Portugal 255 5,847 22.92
Total imports 909,558 1,424,782 Japan 124 604 4.86
of which Australia 83 1,182 14.23
Hong Kong 880,839 1,314,920 1.49 United States 50 1,753 35.06
Canada 13,053 66,249 5.07 Other countries 199 6,423
India 4,430 10,335 2.33
Malta 3,802 5,572 1.46 Knitted or crocheted gloves, mittens or mitts, not elastic
United States 2,763 7,306 2.64 Total imports 256,924 343,902
Spain 2,075 4,911 2.36 of which
Other countries 2,596 15,489 Hong Kong 241,508 316,914 1.31

Malta 7,165 10,892 1.52
Leather or composition leather Belgium 4,300 3,968 .92
Total imports 135,444 533,964 Canada 2,248 8,468 2.57
of which France 1,450 1,683 1.16
Hong Kong 124,340 441,345 3.55 Sweden 150 663 2.57
Canada 7,860 40,961 5.21 United States 78 1,121 14.36
Irish Republic 1,967 32,166 16.35 Other countries 25 193
India 566 3,683 6.51

GOGGLES AND SPECTACLES Total Value APRONS, OVERALLS, SIMILAR GARMENTS
(Cdn.$) No. of Garments Value Average Value

Italy
France

732,602
551,018 (Cdn.$) (Cdn.$)

Japan 301,297 Total imports 1,612,596 3,081,773
West Germany 117,403 of which
Hong Kong 62,533 Hong Kong 1,071,024 1,877,313 1.75
United States 53,728 Irish Republic 394,306 1,066,586 2.71
Switzerland 40,932 Republic of South Africal 29,159 54,253 1.86
Australia 39,485 Canada 1,104 2,884 2.84
Total other countries, including Other countries 117,003 80,737

Canada ($1,298) 104,010 . . —,—
Total all countries 2,003,008 Source of information: Statistics Division—Board of Trade.
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to lise this mark, four of which are
also licensed to use BS2001, BSI869
and BS2495, and nine licensed to use
BS2826. In total, there are only 21
firms, including one each from Austra¬
lia, Germany and Italy, manufacturing
protective headgear under BSI cer¬
tification.

British Standards Institution licen¬
ces are issued to manufacturers who
submit three helmets for testing from
every batch of 200 manufactured. If
these are approved, the manufacturer
is permitted to affix the ‘Kite’ symbol,
the mark of certification, to each hel¬
met in that particular batch. The use
of this Kite symbol considerably in¬
fluences sales because the British in¬
dustrial buyer is well aware of the
stringent tests the merchandise must
undergo before winning BSI approval.
The Kite mark can be compared to
hallmarking, certifying that the
merchandise conforms to the high
standards of quality set by the Insti¬
tution. Canadian manufacturers who
wish to submit their products for test
should first write to: Certification
Mark Section, British Standards Insti¬
tution, British Standards House, Lon¬
don, W.l, England.

It is well known that many manu¬
facturers advertise their wares as ‘To
BSI standards’ or as ‘To BSI specifica¬
tions’, but this carries little weight
with the British buyer unless the
product also bears the Kite symbol.

The normal life of protective head¬
gear is said to be long provided the
helmet is not abused. We understand
that only a small proportion of
helmets sold under British Standards
Institution certification go to the re¬
placement market. There appears to
be an expanding market for new pro¬
tective headgear acceptable to the in¬
dustrial buyer.

Overalls
For many years Ireland has sup¬

plied the British market with aprons
and overalls and at one time was the
leading source of these garments.
Some fifteen years ago manufacturers
in Hong Kong realized the potential,
and with the price advantage of these
‘Empire’ manufactured garments,
quickly established themselves as lead¬
ing exporters to Britain. In 1967
Britain imported nearly three times
as many aprons and overalls from
Hong Kong as from the Irish Re¬
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public, although the total cash value
of these garments was less than twice
the value of the Irish imports. Again,
the reason was price.

The average British workman is
conservative and overalls and cover¬
alls designed for the North American
market are not readily accepted here.
The Canadian share of the total over¬
alls market in Britain in 1967 was
approximately 0.06 per cent.

The British Standards Institution in
specifications BSI907 and BS1954
provides details of measurements and
quality for different types of boiler
suits and overalls and the minimum
standards of manufacture.

Certain sections of industry, par¬
ticularly those engaged in atomic
energy work, have begun to take a
deep interest in disposable overalls.
Britain has only one known producer
of these garments but several firms
are making disposable underwear and
some of these, it is believed, are also
planning to make overalls. This fac¬
tory has a potential output of 10,000
pairs a year and sells to government
departments requiring inexpensive gar¬
ments which can be used and easily
destroyed.

Various factors hamper the univer¬
sal acceptance of disposable overalls.
The most important is the cost, ap¬
proximately $1.22 for a garment
which, with care, may last a mechanic
three or four days. On the other hand,
two pairs of overalls made from con¬
ventional material and costing ap¬
proximately $4.61 each and with
laundry charges of about 38 cents
per week cost less than half the outlay
for disposable overalls over one year.

Tariffs and Taxes
Protective clothing that does not

contain manmade fibers is imported
into Britain duty-free under Common¬
wealth preference, provided it has the
prescribed Commonwealth content. In
general, the qualifying content for
overalls, spectacles and headwear is
25 per cent, and for boots 50 per
cent. The goods must be man¬
ufactured in the Commonwealth,
which means that the essential char¬
acter must be acquired as a result
of work done in the Commonwealth.
A mere finishing process, even though
it may be expensive and add substan¬
tially to the cost, may not qualify the
product for preference. Articles con¬

taining over a certain amount of man¬
made fiber, or those not qualifying for
duty-free entry under preference, are
subject to import duty which varies
with the type of article and the ma¬
terial from which it is made. Export¬
ers are strongly advised to contact the
Commonwealth Division, Office of
Area Relations, Department of In¬
dustry, Trade and Commerce which
will if necessary obtain a firm ruling
from H. M. Customs & Excise if there
is any doubt about the tariff classifica¬
tion of their merchandise.

Under existing regulations, protec¬
tive boots complying with British
Standards Institution specification
BSI870 and marked with the name or
trademark of the manufacturer and
having the Kite mark affixed are
exempt from purchase tax.

Helmets designed to protect the
head from injury are also free of
purchase tax. This applies to helmets
fitted with an inner cradle (crash
helmets) firemen’s helmets, miners’
helmets and all similar types of pro¬
tective headgear. Helmets for use in
sports are charged purchase tax.

Eye shields and face shields of the
kind used for industrial purposes are
also exempt, but industrial gloves,
overalls, coveralls, disposable protec¬
tive clothing and boots not complying
with BSI870 are subject to the 13|
per cent purchase tax.

Channels of Distribution
Purchasing departments tend to

seek the cheapest sources for these
garments without taking into account
the possible longer life of more ex¬
pensive and more durable protective
clothing. Price competition is keen
and in order to keep selling costs to
a minimum, the majority of large
British manufacturers operate dual
distribution lines. They sell direct to
the main industrial users and employ
a number of wholesalers to service the
smaller accounts.

Most of the large wholesale distrib¬
utors import protective clothing on
their own account but there are also
a few firms in Britain which import
the merchandise in volume and resell
at small margins to the wholesalers.

There are a substantial number of
small manufacturers making a variety
of different garments who also act as
wholesalers or jobbers to other small
manufacturers of allied products.
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Opportunities for Canadians
Canadian imports in this field sell

on quality and durability. Canadian
manufacturers must prove that the
initial cost of their article is actually
less expensive in the long run because
of its longer life. This calls for hard
selling.

One section of the protective cloth¬
ing market not exploited by the mass
production manufacturers is classified
as “specialized protective clothing”.

Here the main consideration is the
protection of human life. Atomic
energy establishments, gas and oil un¬
dertakings, fire brigades and aircraft
rescue teams are a few examples; they
generally place quality and reliability
before cost. Water-conditioned suits,
hot-entry suits, ionizing radiation and
sodium protective clothing are ex¬
amples of this type of specialized
clothing.

There is also an increasing demand
for flame-resistant clothing at a com¬

petitive price. The nationalized gas
organization supplies all operators who
handle naphtha with Proben (flame
retardant) treated overalls but all gar¬
ments must conform to BSI spec¬
ifications. The British Standards In¬
stitution BSI 537 and BSI959 set the
minimum requirements for flameproof
industrial clothing and the methods
of testing such material. It also spec¬
ifies the materials from which the
clothing may be made and the details
of design.

trade lines

Canadian-Dutch company set up in Netherlands
Gebr. Geertjes of Assen in the Netherlands, an importer
and exporter of heating apparatus and household
articles, will produce air heating appliances for the
Canadian firm W. H. Olsen Manufacturing Company
Limited of Tilbury, Ontario. A new company to be
known as Olsen International has been set up and
both firms will invest 50,000 guilders each (some Cdn.
$15,000). The location of the plant has yet to be
determined. The Canadian firm has used Gebr.
Geertjes as its European marketing organization for
the last five years—The Hague.

Czechoslovakia exports shoes to U.S.S.R.
Czechoslovakia will export some 26 million pairs of
shoes to the Soviet Union in 1969. This represents a
quarter of its total shoe production—Prague.

Czechoslovakia modernizes airports
Czechoslovakian civil aviation authorities plan to im¬
prove passenger service facilities at Prague’s new
Ruzyne airport in the next few years. The Brno airport
will also be modernized in the early 1970’s—Prague.

Spain to build second nuclear power plant
IBERDUERO, one of Spain’s major power utilities,
will build a 500,000 kw. nuclear power plant at
Lemoniz-Mungia in Northern Spain. The plant will use
Spanish uranium concentrates and will come on stream
in 1975. Spain now has some 10,000 metric tons of

uranium reserves which will cover 80 per cent of
its requirements until 1975 and some 40 per cent
thereafter. Spain will have at least a 47 per cent share
in the engineering work and the supply of equipment
for the plant. Under Development Plan II (1968-
1971) some $1.7 billion will be invested in power
projects and nuclear power production is planned at
4.9 billion kwh. a year, some 7.5 per cent of total
power production. By 1980 nuclear power will repre¬
sent some 30 per cent of Spanish power production—Madrid.

Swiss machinery exports achieve a record

In the first nine months of 1968, Swiss machinery
exports reached Cdn.$1,026 million, 40 per cent more
than in the same period of 1967. Machinery’s share
in total Swiss exports remained unchanged at 32.2 per
cent. Switzerland exports 70 per cent of its production
of machinery, mainly to West Germany, the U.S.,
France, Britain and Italy. Canada’s machinery imports
from Switzerland consist mainly of steam turbines,
piston engines, materials-handling devices, printing
machinery, textile and sewing machines, and machine
tools—Berne.

U.S. and Dutch firms build plants in Greece

With the introduction of supermarkets and the im¬
provement in the standard of living in Greece, imports
of baby foods have increased and totalled $600,000
in 1968. Gerber of the United States and Nutricia of
the Netherlands have now applied to the Greek Gov-
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eminent to build branch plants to produce baby foods.
Gerber plans to invest $2.5 million in its project and
Nutricia $900,000—Athens.

Low-rent housing shortage forecast in Venezuela
The shortage of housing for Venezuelans earning less
than $100 a month will be 189,000 units in 1970,
according to a recent forecast. Only some 70,000 units
are scheduled to be built during the period 1969-70.
Possible solutions to the problem include a decrease
in the cost of construction and an increase in loans,
etc., by the State and municipalities—Caracas.

Colombia gets World Bank loan
The World Bank has granted a U.S.$17.2 million loan
to Colombia to help finance the construction of 507
kilometers of trunk roads and a major bridge, and
pay for consulting services and further engineering
studies—Bogota.

Ecuador studies light machinery plant
The Ecuadorean Development Center (CENDES) has
recently completed a feasibility study for a plant to
produce light agricultural machinery. It would cost some
$200,000 and have an annual output of 456 machines,
mainly reapers, sowers and threshers—Bogota.

Chile’s oil production increases
Oil production in Chile increased by 10 per cent in
1968 compared with 1967, according to Empesa
Nacional del Petroleo (ENAP). In 1968, 97 new
wells were drilled; 51 of them produce gas and/or oil,
At Cabo Negro work has begun on a refinery, oil and
gas pipelines, refrigerated storage tanks and the port.
This complex will be the largest single investment
undertaken by ENAP—Santiago.

Europeans build industry in Singapore
European industrialists plan to open some 50 factories
in Singapore in the next five years, representing an
investment of about Cdn.$71 million. Norwegians are
in the lead; they have already built two factories and
plan two more—a $1.7 million hand tool factory and
a $1 million chemical project—this year. U.S. invest¬
ment in Singapore has created confidence among
European investors who are being encouraged to put
money into the electronics and timber industries here—Singapore.

Singapore builds more hotels
Singapore opened four new hotels with 742 rooms in
1968 and will complete an additional 20 first-class
hotels (7,000 rooms) by 1971. It now has 58 tourist
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hotels (2,570 rooms) and hotel capacity will increase
272 per cent by 1971. Local developers are providing
most of the capital but several projects represent joint
ventures. Hilton has one hotel under construction and
another is planned; Intercontinental opened its Singa-
pura Hotel a few years ago. Singapore welcomed 250,-
000 visitors in 1968, a 25 per cent increase over the
204,000 of 1967, and expects one million tourists a
year by the mid-1970’s. In 1968 tourist expenditures
reached some $80 million. American Express has
recently signed an agreement with a Singapore hotel
chain to bring 15,000 U.S. visitors to Singapore this
year and next.

Chile stocks its rivers
The Department of Fisheries of the Servicio Agricola
y Ganadero has recently completed the second stage
of a four-year program to introduce salmon into some
of the rivers in the southern provinces of Llanquihue
and Chilôé. This required the sowing of 150,000
salmon eggs from Alaska. Previous attempts to intro¬
duce salmon in the early 1900’s did not succeed but
now the salmon eggs are flown from Alaskan rivers
where conditions are almost identical. The success of
this program will only be known after about four years
of stocking—Santiago.

Major airport at Saltholm discussed
The Swedish and Danish Governments are discussing
plans for a major airport to service jumbo jet and
supersonic aircraft at Saltholm, a Danish island in
Ôresund, between Copenhagen and Malmo. Negotia¬
tions began in April after consultations with the other
Nordic countries and the hope is to reach an agree¬
ment by July 15 of this year. A bridge-tunnel project
via Saltholm connecting Denmark and Sweden for the
first time is also planned. When completed, the Malmo-
Copenhagen area will be one of the most important
industrial and commercial centers in northern Europe—Oslo.

Czechoslovakia to increase car production
Czechoslovakia is studying plans to purchase knowhow
and plant for the production of small passenger auto¬
mobiles. British, Italian and Japanese companies have
all shown interest. Czechoslovakia’s Mladâ Boleslav
plant will turn out 135,000 passenger and utility
vehicles this year, some 90 per cent of which will be
Skoda MB models. Daily production of Skoda MB
models will be 540 units—Prague.

French aeronautical industry prospers
The aeronautical industry in France received orders
from abroad worth FF2.83 billion (Cdn.$616.6 mil¬
lion) in 1968; military equipment accounted for 74
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per cent. The orders came from the EEC countries
(37.5 per cent); South Africa, Australia, Canada,
Israel, Japan, and New Zealand (27.5); EFTA (13);
and the United States (6)—Paris.

The Soviet Union switches to diesel engines
The Soviet Union has withdrawn its last steam locomo¬
tive from service on its northern European lines. Large
diesel engines designed to operate in low temperatures
will serve the Moscow-Archangel and the Moscow-
Vorkuta routes, and will cut some five hours from
existing schedules. Photographs of a new experimental
turbine-powered locomotive have just appeared in the
Soviet press. It is said to be capable of travelling up
to 180 kilometers an hour (112.5 mph.) and the hope
is to increase this to 200 or 250 kilometers—Moscow.

Czechoslovakia needs service station equipment
Czechoslovakia has begun construction of a modern
highway linking Prague and Brno and will complete it
in the early 1970’s. Several service stations are planned
along the route, initially to serve construction vehicles
and later for highway traffic. Another highway between
Prague and Pilsen will be built in 1972. Czechoslovakia

is holding an exhibition of service station equipment
and other motorists’ requirements in Prague this year
and several foreign firms plan to participate. This fair
will be held every two years—Prague.

Canadian bank extends European participation
The French bank, Hottinger and Cie (Paris), and the
Dow Banking Corporation (Switzerland) will each take
a 20 per cent interest in the Banque Canadienne
Nationale (France). The Canadian bank subsidiary
will now be known as the Banque Canadienne Na¬
tionale (Europe)—Paris.

Chile’s record balance-of-payments surplus
Chile’s balance of payments showed a surplus of
U.S. $135 million in 1968, one of the largest in its
history, according to the President of the Central Bank.
He also said that the copper market was in a healthy
state and other industrial exports had increased 75
per cent between 1964 and 1968. Non-traditional
exports such as fish meal, frozen fish and shellfish,
paper, cellulose, books and magazines, and vehicle
components were worth U.S.$62 million in 1968,
more than twice their value in 1964—Santiago.

Trade Commissioners on Tour
In Canada
If you wish to meet the officers whose itineraries are listed
below, get in touch with—
Ottawa—Department of Industry, Trade and Commerce
St. John’s, Halifax, Montreal, Winnipeg, Edmonton and

Vancouver—Regional Office, Department of Industry,
Trade and Commerce

Toronto—Canadian Manufacturers Association
Windsor, Ontario—Greater Windsor Industrial Commission
Fredericton, New Brunswick—Department of Industry
All other centers—Board of Trade or Chamber of Commerce

Japan—J. A. Stiles, Minister (Commercial) in Tokyo:

Calgary—May 26
Edmonton—May 27-28
Fort McMurray, Pine Point,

Yellowknife—May 29-31

Regina—June 2
Winnipeg—June 3-5
Toronto—June 6-15
Montreal—June 16-19

Australia—H. J. Horne, Commercial Counsellor in Sydney:

Montreal—May 24-June 3
Toronto, Woodstock, Brant¬

ford, Galt, Port Credit,
Hamilton, Burlington—June 4-16

Winnipeg—June 17-18
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Edmonton—June 19
Calgary—June 20
Kelowna—June 23
Vancouver—June 24-26,

June 3O-July 3
Victoria—June 27

In Territory
Bulgaria, Hungary, Romania—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.

Barbados, Windwards—D. Hobson-Garcia, Commercial Officer
in Port-of-Spain, Trinidad, will visit Barbados, St. Lucia, St.
Vincent, and Grenada June 22-28.
Cyprus—an officer from the Tel Aviv, Israel, office will visit
Cyprus every month on at least three days, usually in the
second half of the month.

Guyana—J. A. Ahow, Commercial Officer in Port-of-Spain,
Trinidad, will visit Georgetown June 18-20.
Netherlands Antilles—J. H. Bailey, Commercial Counsellor in
Caracas, Venezuela, will visit Curacao June 4-6.

Paraguay—J. M. Vincent, Assistant Commercial Secretary in
Buenos Aires, Argentina, will visit Asuncion May 26-30.
Turkey—Trade Commissioners in the Athens, Greece, office
visit Istanbul and Ankara approximately every six weeks.
Venezuela—F. M. G. Sullivan, Assistant Commercial Secretary
in Caracas, will visit Maracaibo May 26-29.

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
IRELAND
Area: 27,136 square miles.
Population: 2,884,000 (1966).

Climate: moist, mild, free from extremes
of heat and cold.

Language: English and Irish.
Currency: the Irish pound is maintained

at parity with the pound sterling;
the latter circulates freely. One
pound equals $2.57 (May 1969).

Foreign exchange and import controls:
an import licence is not necessary
except for a few products.

Weights and measures: imperial standard.
Electricity supply: single-phase 220 volts,

50 cycles; power, three-phase 380
volts, 50 cycles.

Capital: Dublin.
Chief ports: Dublin, Cork.
Marketing centers: Greater Dublin including Dun Laoghaire

(population 1966) 735,000, Cork 122,000, Limerick 56,000,
Waterford 30,000, Sligo 13,000, Galway 24,000.

Economy: mainly agriculture and cattle; industry encouraged.

Total Irish imports: 1968—£-489.5 million; 1967—£392.3
million (c.i.f.).

Chief imports: (£ million) 1968—machinery and transport
equipment 119.1; manufactured goods classified by mate¬
rial 103.8; food and food preparations 54.1; chemicals
48.0; mineral fuels, lubricants and related materials 40.9;
manufactured articles, n.e.s. 37.4; raw materials except
fuels 36.5; live animals 15.1; beverages and tobacco 12.6.

Chief suppliers: (£ million) 1968—Britain 247.5, United States
36.1; West Germany 35.9, France 15.2, Netherlands 14.8,
Canada 9.4, Sweden 9.0, Iraq 7.7, Italy 7.7, Finland 6.9,
Belgium 6.6.

Value of imports from Canada: 1968—£9.4 million; 1967—£9.7 million.

Chief imports from Canada: (£’000) 1968—wheat 2,808.1;
lumber 1,060.3; aluminum 885.2; newsprint 661.1; fish,
canned 489.8; plastic and synthetic rubber and substitutes
399.6; tobacco 218.6; oats 139.8.

Total Irish exports: 1968—£323.4 million; 1967—$276.5
million (f.o.b.).

Chief exports: (£ million) 1968 food and food preparations
106.1, live animals 58.0, manufactured goods classified by
material 43.2, manufactured articles n.e.s. 32.0, raw
materials except fuels 21.8, machinery and transport
equipment 19.5, beverages and tobacco 11.7.

Chief markets: (£ million) 1968 Britain 226.4, United States
31.8, France 9.9, West Germany 7.9, Belgium 5.1,
Netherlands 4.4, Canada 4.1, Japan 2.1, Spain 1.8, Italy
1.7, Sweden 1.6.

Value of Canadian purchases: 1968—£4.1 million; 1967—£3.1 million.
Chief Canadian purchases: (£’000) 1968—tobacco 566.9, tex¬

tile yarn thread and fabrics 390.3, professional scientific,
etc., goods 367.9, chocolate crumb 353.1, antibiotics 280.5,
footwear 207.6, lifting and loading machinery 187.1, clay
and refractory construction materials 155.4, sweets and
toffee 66.4, cheese 49.2, biscuits 44.1.

Dollar exchange: freely available for all permitted imports,
especially raw or semi-manufactured goods; some subject
to licensing or quantitative restrictions or forbidden entry.

Prices: quote in sterling or Canadian dollars, preferably c.i.f.
Usual terms of payment: sight and 30, 60, 90 or 180 days,

as arranged, depending on commodity.

Samples: deposit refunded or bond cancelled on re-export;
maximum period 12 months.

Visa: visa is not required. Inoculations: none.
Trade agreements: preferential tariff treatment given Canadian

products under agreement of August 1932 as modified by
exchange of letters of December 1967.

Documentation, customs tariffs, marking and labelling: consult
the Office of Area Relations, Department of Industry,
Trade and Commerce, Ottawa.

Correspondence: airmail; letters, 15 cents per half ounce. (Sur¬
face mail takes three to eight weeks.)

For detailed information on this market write to: Common¬
wealth Division, Office of Area Relations, Department of
Industry, Trade and Commerce, Ottawa, or
Commercial Counsellor for Canada, Commercial Division,
Canadian Embassy, 66 Upper O’Connell Street, Dublin 1,
Republic of Ireland.
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PEOPLES
REPUBLIC
OF CHINA
Area: 3,768,736 square miles.
Population: 750 million

(estimated).

Climate: dominated by winter
and summer monsoons;
summer tends to be dry,
winter wet, but annual and
seasonal temperatures vary
widely from the sub¬
tropical south to the
northern continental re¬
gions of Inner Mongolia
and Sinkiang.

Language: Chinese, Peking
dialect (Mandarin).
Foreign firms may corre¬
spond in English.

Currency: jen-min-piao (J MP);
official rate: one J MP
equals H.K.$2,486 equals
Cdn.$0,440.

Weights and measures: metric system.

Electric supply: 50 cycles, single phase 220 volts, three phase
380 volts.

Chief ports: Shanghai, Tientsin and Swatow are main reception
ports for cargo from Western countries.

Marketing centers: Peking, Shanghai, Canton and Tientsin.
Economy: based on agriculture; considerable industrialization

in recent years with biggest investment in light industry,
chemicals and other branches of industry that have an
agricultural application. Industrial production and trade
are controlled by the state.

Total Chinese imports: 1968—U.S.$2.1 billion (estimated).

Chief imports: wheat, chemical fertilizer, iron and steel, cotton,
agricultural chemicals, machinery.

Chief suppliers: (U.S.$ million) 1968—Japan 325, West Ger¬
many 161, Canada 163, Australia 89, France 88, Britain
68, Italy 55.

Value of imports from Canada: 1968—Cdn.$163.2 million;
1967= Cdn.$91.3 million.

Chief imports from Canada: (Cdn.$’000) 1968—wheat 157,745,
zinc 4.059, scrap iron and steel 656, nickel 561, scientific
instruments and parts 115.

Value of Canadian purchases: 1968—Cdn.$23.4 million; 1967—Cdn.$25.1 million.
Chief Canadian purchases: (Cdn.$ million) 1968 textiles, tex¬

tile products, clothing 13.1; peanuts 3.6; walnuts 2.3; fur-
skins .330; footwear .298.

Foreign exchange: exchange control is an integral part of
China’s system of economic planning. Foreign trade with
Western countries is carried on only in internationally
accepted currencies, most often pounds sterling.

Price quotations: preferably in pounds sterling, c.i.f. Shanghai.
However, because the Chinese authorities often arrange
their own shipping and insurance, quotations should also
be given f.o.b. Canadian port.

Samples: samples may be sent to China but only after con¬
tacting the relevant state trading corporation in advance.
Exporters should arrange to send samples via the state
trading corporations’ principal Hong Kong agent: China
Resources Company, Bank of China Building, 2A Des
Voeux Road, Central, Hong Kong, or via the China Travel
Service (H.K.) Ltd., 6 Queen’s Road, Central, Hong Kong.

Commercial inquiries: may be made through the Senior Cana¬
dian Government Trade Commissioner, P.O. Box 126,
Hong Kong, and China Resources Company.

Correspondence: airmail letters 25 cents per half ounce; aero¬
grams 10 cents each.

Total Chinese exports: 1968—U.S.$2 billion (estimated).

Chief exports: agricultural produce and food products; metal
ores and concentrates; clothing and made-up textiles;
cotton, woollen and other piecegoods; light industrial
products.

Chief markets: (U.S.$ million) 1968—Hong Kong 401, Japan
244, Singapore 142, Britain 83, West Germany 82, France
48, Australia 30.

Import controls, documentation, custom tariffs, marking and
labelling: consult the Office of Area Relations, Department
of Industry, Trade and Commerce, Ottawa.

For detailed information on this market write to: Asia and
Middle East Division, Office of Area Relations, Depart¬
ment of Industry, Trade and Commerce, Ottawa, or
Senior Canadian Government Trade Commissioner, P.O.
Box 126, Hong Kong.
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Foreign
Exchange
Rates

These nominal quotations may help exporters in checking prices, but they should consult their bank
before making any firm commitments. When more than one rate is shown, the one to be used dependon the commodity traded. Information on the rate for any specific commodity may be obtained fronthe Office of Area Relations, Department of Industry, Trade and Commerce, Ottawa.
The mid market rates only are quoted, except when buying and selling rates are specified. The buying
rate is that at which banks purchase exchange from exporters; the selling rate is that at which bankssell exchange to importers.
Rates used exclusively in non-merchandise trading are not included in this table.

For conversion of column one to the US. dollar equivalent, multiply by .92. To convert column two, divide by .92.

VaIue of Value of
Country Foreign currency Canadian dollar Country Foreign currency Canadian dollarand unit in in foreign and unit in in foreign
Currency Canadian dollars currency units Currency Canadian dollars currency units

May 8 May 8
Algeria Denmark

Dinar .2166 4.62 Krone .1428 6.98
Argentina Dominican Republic

Peso (free) .0031 322.58 Peso 1.077 .93
Australia Ecuador

Dollar 1.197 .8340 Sucre (official) ,0598 16.72
Austria (free) .0535 18.65

Schilling .0416 24.03 El Salvador
Bahamas Colon .4309 2.32

Dollar 1.056 .94 Fiji
Belgium and Luxembourg Pound 1.237 .80

Franc .0214 46.72 Finland
Bermuda Markka .2565 3.90

Pound 2.567 .38 France, Monaco, etc.^
Bolivia Franc .2166 4.62

Peso .0905 11.06 Franco-African Republics^
Brazil Franc .0043 232.5

Cruzeiro (official free) .2701 3.70 French Pacific4
Britain Franc .0119 84.03

Pound 2.566 .38 Germany
British Honduras D Mark .2717 3.68

Dollar .6415 1.56 Ghana
Burma New Cedi 1.055 .94

Kyat .2262 4.42 Greece
Ceylon Drachma .0359 27.93

Rupee .1810 5.53 Guatemala
Chile Quetzal 1.077 .93

Escudo (bank rate) .1258 7.95 Guyana
(free) .1122 8.91 Dollar .5386 1.85

China, Republic of Haiti
New Taiwan Dollar (official) .027 37.04 Gourde .2154 4.64

Colombia Honduras
Peso (fixed) .063 15.87 Lempira .5386 1.85

Congo (Kinshasa) Hong Kong
Zaire 2.154 .4651 Dollar .1777 5.62

Costa Rica Hungary
Colon .1626 6.15 Forint (official) .0921 10.85

Cubai Iceland
Peso Krona (official) .0122 81.96

Czechoslovakia India
Koruna .1496 6.68 Rupee .1427 7.00
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Value of Value of
Country Foreign currency Canadian dollar Country Foreign currency Canadian dollar
and unit in in foreign and unit in in foreign
Currency Canadian dollars currency units Currency Canadian dollars currency units

May 8 May 8
Indonesia5 Paraguay

Rupiah Guarani (free) .0086 116.28
Iran Peru

Rial .0142 70.42 Sol (free) .0246 40.65
Iraq Philippines

Dinar 3.016 .33 Peso (free) .2750 3.63

Ireland Poland
Pound 2.566 .38 Zloty (fixed basic rate) .2692 3.71

Israel Portugal & Colonies*
Pound .3078 3.25 Escudo .0374 26.66

Italy
Lira

Saudi Arabia
.0017 588.23

Riyal .2066 4.84

Jamaica Sierra Leone
Leone 1.499 .66Pound

Japan
2.566 .38 Singapore

Dollar .3519 2.85
Yen .0030 333.33 South Africa

Kenya Rand 1.499 .66
Shilling .1526 6.55 Spain & Dependencies

Lebanon Peseta .0154 64.93
Pound (free) .3339 2.99 Sweden

Krona .2081 4.79Malaysia
Dollar .3519 2.85 Switzerland

Mexico Franc .2489 4.01
Peso .0862 11.60 Syria

Morocco Pound (free) .2819 3.55
Dirham .2129 4.69 Thailand

Netherlands Baht (free) .0522 19.15
Florin .2956 3.37 Trinidad & Tobago7

Netherlands Antilles Dollar .5392 1.85
Florin .5712 1.75 Tunisia

New Zealand Dinar 2.052 .48

Dollar 1.201 .82 Turkey
.1197 8.35LiraNicaragua

Cordoba .1539 6.50 United Arab Republic
Pound (official) 2.477 .40

Nigeria
Pound 2.998 .33

United States
Dollar 1.077 .92

Norway
Krone .1508 6.63

Uruguay
Peso (free) .0043 232.56

Pakistan Venezuela
Rupee .2262 4.42 Bolivar (official free) .2399 4.17

Panama Yugoslavia
Balboa 1.077 .92 Dinar (official) .0862 11.61

1. There is no trading in Cuban pesos in U.S. or Canadian banks at present.
2. Franc is also used in French Guiana, Guadeloupe and Martinique.
3. Chad, Central African Republic, Congo (Brazzaville), Dahomey, Gabon, Ivory Coast, Islamic Republic of

Mauritania, Niger, Senegal, Upper Volta, Cameroons, Togoland, and Malagasy. Also Reunion, Comoro
Islands, St. Pierre and Miquelon.

4. New Caledonia, New Hebrides, French Polynesia.
5. Because of the complexity of the Indonesian exchange rate system, it is impractical to quote a single

representative rate for the rupiah.
6. Approximately same rate for Portuguese territories in Africa.
7. Also used in Barbados, Leeward and Windward Islands.
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Spain Steps Up Power Generation
Canadians should look closely at Spain’s
electrical development program and seek out
opportunities to sell their products.

L. A. CAMPEAU
Commercial Counsellor, Madrid

Spain’s electricity production has
risen by over 40 per cent in five years,
from 29.5 billion kwh. in 1964 to
42.4 billion kwh. in 1968. As Table I
shows, power from thermal sources
more than doubled in the period. The
first nuclear plant did not come into
production until July 1968 so it did
not make a significant contribution.
Spain has agreements with its neigh¬
bors (France, Portugal and Andorra)
for the interchange of electricity and
in 1968 the balance was about 1.7
million kwh. in Spain’s favor.

According to the forecast made in
the Second Social and Economic De¬
velopment Plan which was approved
by Parliament in February, the total
average production capacity in the
next three years will rise from 52.7
to 66.2 billion kwh. Because hydro
sources are almost fully utilized, a
large part of the increase will come
from new nuclear power stations (see
Table II).

The capital investment forecast in
the Plan is Cdn.$500.7 million in
1969, Cdn.$484.4 million in 1970, and
Cdn.$476.7 million in 1971. The
value of foreign content and knowhow
is estimated at 5 per cent for conven¬
tional plant and 12 per cent for
nuclear plant. Competition for this
business is keen and leading foreign
manufacturers and consultants have
offices in Spain or are associated with
Spanish firms. In the 1964-68 period,
imports of electrical power plant, ma¬
chinery and equipment averaged 21.9
per cent of consumption; Spain itself
now produces over 80 per cent of its
needs.

Looking a little farther into the
future, the bulk of the hydro and
thermal developments will be under¬
taken by the private companies in
UN ESA. Table III shows the additions
to capacity year by year, with peaks
in 1969 and 1972 and troughs in
1971 and 1973. In the past, Canada’s
share of the business has been rather
small (Pts.71 million out of total
imports worth Pts.13,259 million in

TABLE I TABLE 11
SOURCES

1964
1965
1966
1967
1968

OF SPAIN’S ELECTRIC
POWER
Hydro Thermal Total

(billions of kilowatt hours)
20.6 8.9 29.5
19.7 12.0 31.7
27.3 10.4 37.7
22.6 18.0 40.6
22.9 19.5 42.4

FORECAST AVERAGE PRODUCTION
CAPACITY

Hydro Thermal Nuclear Total
{billions of kilowatt hours)

1969 29.4 22.3 1.0 52.7
1970 31.2 25.4 2.4 59.0
1971 33.1 28.2 4.9 66.2

TABLE III
PLANNED ADDITIONS TO CONVENTIONAL GENERATING CAPACITY

UNESA INI
Hydro Thermal Hydro Thermal Total

(megawatts) (megawatts)
1969 1,718 965 — 8 2,691
1970 751 1,439 — — 2,190
1971 230 695 25 330 1,280
1972 313 2,573 — 25 2,911
1973 463 1,141 — — 1,604

36

1966 and Pts.11 million out of total
imports of Pts.11,854 million in 1967).
Although subsidiaries in Spain tend
to deal with foreign parents or as¬
sociates when they need equipment
that they cannot make economically,
the fact remains that Canada could
get more orders if our industrial
potential and knowhow in power
generation and transmission were bet¬
ter known.

Spanish production costs are high.
Outdated equipment and, in many in¬
stances, outdated methods and low
productivity tend to offset the ad¬
vantage of the low (but rising) cost
of labor. The majority of local manu¬
facturers hold their own against for¬
eign competition thanks to import
barriershigh tariffs, import restric¬
tions, and other forms of protection.
The industry would be vulnerable if
Spain were to become a full member
of EEC before the Second Plan had
succeeded in modernizing and ra¬
tionalizing it. On the other hand,
certain sections of the industry are
already strong. For example, Spain
now sells transmission equipment com¬
petitively in Latin America.

The once stringent import licensing
system has been considerably relaxed
over the years and meeting local and
international competition is the big
challenge. Customs duties for electrical
goods are mainly listed under Chapter
85 of the Brussels Nomenclature and
vary enormously from item to item.
To the duty must be added an excise
tax which is calculated on the duty-
paid value of imports and runs from
a few per cent up to 20 per cent.
Other minor Customs charges add
about 2 to 3 per cent to the c.i.f.
value. You should consult the Europe
Division, Office of Area Relations,
Department of Industry, Trade and
Commerce, Ottawa, about how these
apply to your product.

To sell electrical equipment in
Spain, it is essential to have a com¬
petent and active agent. Be sure that
the one you choose is capable of
covering the whole country and has
no other agencies which would con¬
flict with your interests. The Commer¬
cial Counsellor, Canadian Embassy,
Apartado 117, Edificio Espana, Aven-
ida Jose Antonio 88, Madrid, can
advise you on the choice of an agent
or investigate further a particular sec¬
tion of the market for you.
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This big fellow, stowed away in an Air Canada jet freighter,
weighed nearly 10,000 pounds and is worth close to $40,000.
It was on its way from Canadian producer to French customer.

When it arrived at Imprimerie Poirier Murat at Neuilly sur Seine,
France, it went to work turning out continuous business forms.

Big problem in making these big presses, according to
Lawson-McMullen-Victoria Limited of Ottawa, the manufacturers,
is the premium on accuracy. Both the printing and the edge
perforation have to stay in perfect alignment through the
run to meet the needs of high-speed, print-out computers.

This was the Ottawa company's first European order, but not
its last. Another press will shortly be flown to Marseilles.
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