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In This Issue

Canadians going down to Chicago in
search of business may not realize that
they are following in the steps of Mar¬
quette and Joliet, from Canada—the
first white men to visit the site on the
shores of Lake Michigan. Today’s
visitor sees what our cover shows—
boulevards that wind along the lake¬
shore and towering buildings; the one
with the antennae, in the center of the
picture, is the 100-storey John Hancock
Centre.

The special feature in this issue is not
intended to give you a history of Chi¬
cago, dubbed the “City of the Big
Shoulders” by an American poet. Nor
did we know when we began discussing
a Chicago feature that 1971 marks the
100th anniversary of the Great Fire.
Chicagoans nowadays worry more
about pollution than they do about
fire—and so they should, if the picture
on page 5 is any guide.

Our busy Chicago office suggested this
special several months ago, to em¬

phasize the rich and varied market
that this city (it sprawls over 225 square
miles) provides. Three of the Trade
Commissioners stationed there and two
of the Commercial Officers have con¬
tributed to it, each covering that part
of the trade-promotion field in which
he specializes. There is also sound
advice on how to go after this market
and what contacts to make.

Recently we attended a conference at
which the discussion turned one after¬
noon on Canada’s export trade. One
member of the audience asked what
place fully manufactured goods held in
total Canadian sales abroad, and
whether the percentage was increasing.
Another man inquired whether the
percentage of our exports going to the
United States market was rising or
declining. We should have taken to
that conference a copy of the article
that appears on page 22, on Canada’s
trade in 1970, because it answers these
and many other questions. Done by a

member of the staff of the External
Trade Division, Dominion Bureau of
Statistics, it gives an encouraging pic¬
ture, doubly welcome in these days
when so many of the economic statistics
are a bit discouraging.

The few days before their postings are
announced are always tense ones for
the Trade Commissioners in training,
as they speculate endlessly on what
their fate will be. For the ten young
men whose pictures you see on page
40, the suspense is over and they are
occupied with the many details of
getting themselves off to their first
posts. They came into the Department
almost a year ago and have since both
completed their Ottawa training and
done a tour of Canadian industry. In
the next few months, Canadian ex¬
porters who travel in search of business
will become better acquainted with
many of them as they begin their career
of service across the world.
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Chicago: Center of
the Midwest Market
There’s only one word for the sales potential in the territory that the Chicago office
services—immense. This special feature brings the opportunities into focus and
suggests promising areas of opportunity for Canadian exporters.

R. DOUGLAS SIRRS
Acting Consul General and Trade
Commissioner, Chicago

The Chicago office services five states:
Illinois, Missouri, Iowa, Nebraska, and
the lower half of Wisconsin. In this
relatively small area (approximately
297,000 square miles), there are over
23 million people and a gross product
of well over $73 billion. Per capita
purchasing power is high. All this,
plus well-developed transportation
facilities and relatively easy access to
this market, means attractive export
opportunities for Canadian companies.

There are no precise statistics on Cana¬
dian exports to this region, but we
estimate these at $1.5 to $2 billion.
Major centers of concentration and
opportunity that this office is develop¬
ing are Milwaukee, St. Louis, Kansas
City and, of course, Chicago.

Chicago naturally comes first—a bus¬
tling industrial and commercial center
with a population of 8 million, a gross
product of $45 billion, 17,000 manu¬
facturing plants with gross sales of $35
billion, a wholesale trade of $33 billion,
retail sales of $15 billion, and average
family income of $14,000 a year.

It is the major United States steel¬
producing center and also ranks first
in production of telephone equipment,
radio and television sets, confectionery
products, household appliances, metal
wares, electrical machinery, plastic
products, diesel engines, sports and
athletic goods, gloves, cosmetics, per¬
fumes and tin cans.

The priorities established by the Chi¬
cago Association of Commerce and
Industry and its members for the 70’s
provide some additional insight into

Whichever way you go, you will find attractive export opportunities in the Midwest.
This highway interchange on the outskirts of Chicago points the way. Estimates put
a value on Canadian exports to the area of between $1.5 and $2 billion a year.

developments in the future. These are
listed in order of the importance at¬
tributed to them.

Control of inflationary wage demands
Abatement of water and air pollution
Protection against civil disorders
Elimination of drug abuse
Improved quality of public schools
New laws against strikes
Increased police protection
Improved solid waste disposal
Metropolitan mass transit system
Compulsory arbitration in lieu of
strikes
Improved vocational training
Abatement of noise pollution

Financing of low and middle income
housing
Park and ride facilities over express¬
ways
New community health centers
Financial aid to the CTA (Chicago
Transit Authority).

Each of the above provides an area of
opportunity and many of these de¬
velopments are already past the incuba¬
tion stage. Plans are in motion for a
consolidated metropolitan mass-transit
system and a consolidated rail passen¬
ger terminal to link up all major Unit¬
ed States cities. A more effective city
subway linkup system is also being
planned. Unit barges linked to mother
ships at ocean ports are also being
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discussed. The use of unit trains, con¬
tainer ships and hovercraft is also men¬
tioned. Conveyor pipelines, more at¬
tractive prefabricated homes, modular
construction, high-rises, nuclear power
facilities, and pollution control at a
$10 billion cost to industry are also
being planned.

Although construction lagged in 1970,
the city is embarking on several mam¬
moth ventures, with $851 million
slated currently for land and buildings.
The 1,437-foot Sears Building and the
1,135-foot Standard Oil Building are
included in these projects. They should
give momentum to economic develop¬
ment and provide specific opportunities
for Canadian construction material
and furniture suppliers.

The Chicago Association of Commerce
and Industry projects a gross metro¬
politan product of $55.6 billion by
1971, with household income rising to
$26,000 in 1980. Retail sales are pre¬
dicted to exceed $17.5 billion in 1971
and construction in place is estimated
at $3 billion. Purchases of new cars are
calculated at 440,000 units. All of these
facts suggest buoyant conditions and
opportunities during the next five years
and provide evidence of Chicago’s
imaginative planning for the 70’s.

A good deal of Canadian export busi¬
ness already flows to Chicago and
marketing channels are well estab¬
lished. But we feel that there are still
Canadian enterprises—“live” ones, we
call them—that could be persuaded to
market their products effectively here.

What are the proven methods of pene¬
trating this market? One of them is
participation in trade shows. Chicago
is the largest trade show and conference
center in the United States and can
offer national exposure for a wide
range of products. A new $95 million
McCormick Place, already booked well
into 1975 and with 50 acres of floor
space, opened on January 3, 1971.
Several Canadian exhibits are sched¬
uled at trade fairs there during the

A bird's-eye view of Chicago, with its
many bridges spanning the Chicago
River and Lake Michigan in the back¬
ground. This is the gateway to a market
area containing 23 million people with
money to spend and with the largest
trade show program in the United States,
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A peaceful scene at the Chicago water¬
front, with freighters tied up at the Navy
Pier. The Port of Chicago includes Lake
Calumet and the Sanitary and Ship
Canal, opened in 1900.

current year—at the National Res¬
taurant Hotel-Motel Convention and
Educational Exposition (May 22 to
26), the Marine Trades Exhibit and
Conference in September, and the
National Plastics Exposition (Nov¬
ember 1 to 5).

Another method of introducing prod¬
ucts and increasing sales is instore
promotions. We helped to plan and
carry through a successful promotion
of this kind at Stix, Baer and Fuller
in St. Louis in October 1969. Initial
sales were worth well over $500,000
and the promotion of apparel, house¬
wares, foodstuffs, and furniture re¬
ceived a useful impetus. This venture
has inspired others in the United
States and has also influenced our
approach towards various Chicago
retail outlets. We are currently work¬
ing with a major Chicago department
store for a Canadian promotion in
1972. We are also discussing something
similar with a mammoth food chain
with national exposure (see the article
on page 17).

We have officers at this mission con¬
centrating on various commodity areas,
chiefly those with the best prospects:
pollution control equipment, farm
equipment, construction materials,
transportation equipment, contract
furnishings, apparel, foodstuffs, equip¬
ment for the hotel trade, sporting
goods, aftermarket auto equipment,
all-terrain vehicles, etc. Many of these
are discussed in articles in this issue.
(Even Canadian films and we have
over 50 producers in Canada—have
now been incorporated into a specific
marketing program.) Further examples
of our involvement in these and other
areas are given later on.

One of our jobs is to ensure a favor¬
able local attitude towards Canadian
products by presenting an image of
Canada as a supplier of sophisticated
and high-quality goods. Trade fairs,
T.V. appearances, speaking engage¬
ments, incoming missions, press cov¬

erage are all means we use toward this
end.

We are also constantly seeking new
Canadian sources of products in de¬
mand in this market. The officers at
this Consulate look forward to estab¬
lishing a link with your company and
to tailoring their efforts to your re¬
quirements (local representatives, mar¬
keting data) and prospects. This mar¬
ket, we believe, is only limited by the
interest you take and the effort you
make in offering a unique or attract¬
ively priced product acceptable to the
United States buyer.

In preparing you to enter the Chicago
market, let us repeat some good ad¬
vice:

1. Remember that there is no sub¬
stitute for on-the-spot calls. Indeed,
these are not only necessary to uncover
business but should be repeated at
frequent intervals, even after receipt of
the first order, to maintain continuity
and obtain a steadily growing share of
the market.

2. Tailor your product to sell in the
United States on the basis of uni¬
queness of design, high quality, and
price. In other words, cater to the
United States market by meeting its
requirements.

3. Look on the United States market
as a long-term, integral part of your
marketing program and not merely as
a short-term outlet for surplus pro¬
duction. Even though Canadian wage
rates are up to 25 per cent lower than
in the United States, our costs are often
10 per cent higher and can only be
reduced through increased output.

4. Make deliveries promptly. One of
the pressing problems has been the
inability of Canadian firms to supply a
United States outlet even after making
prior commitments.

5. Reduce paperwork for the recipient.
Handle clearance procedures through a
customs broker or other representative,
so that the United States firm has no
greater handling problem than it
does with a United States supplier.

In the final analysis, the success of an
export venture primarily depends on
the Canadian supplier. We can em¬
bark on extensive marketing programs,
as we have over the past several months,
but these efforts will be useless unless
interested Canadian firms support
them and follow them up. We urge
enterprising companies to make full
use of our services, because we are
eager to help those who are willing
and able to enter this important and
promising market.
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Pollution:
Challenge
and
Opportunity

Illinois is deeply involved
in an offensive against
pollution in its many forms.
This article shows how this
offensive is being mounted
and how Canadian firms
can supply some of the
weapons needed.

R. DOUGLAS SIRRS
Acting Consul General and Trade
Commissioner, Chicago

Driving towards Chicago at the south
end of Lake Michigan, one is suddenly
and dramatically exposed to billowing
clouds of black smoke. They not only
blot out one’s view but the foul air
makes one uncomfortable. This situa¬
tion provides a depressing introduction
to the pollution problem in the Greater
Chicago metropolitan area. Of much
greater consequence is the realization
that this is merely a superficial view of
the pollution problem, which covers
the air, water (sewage), solid wastes,
noise, odor, and the more efficient pro¬
cessing of materials and waste matter.

Not a city at night, nor even at dusk. This photograph was taken in the middle of
the afternoon and shows dramatically the air pollution problems Chicagoans face.
One official has described air pollution control endeavors in the State of Illinois as
being 25 years behind the work on waste treatment. Cleaner air is the most promising
area for R & D work and new control and measuring equipment is being sought.
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In view of the vital problems that arise
from a distorted ecology and the vast
amount of money required to remedy
them, disputes have arisen between the
various entities affected. Thus, the
State of Illinois is currently suing Mil¬
waukee for polluting Lake Michigan,
and Milwaukee officials, in turn, draw
attention to the Illinois sewage which
also enters this lake, just a few miles
away from a Chicago water intake.
There is also a heated debate under way
about the ecological effects of warm
water now being dumped by 24 power
plants, plus concern for the future
when a number of nuclear power reac¬
tors are built on Lake Michigan.

Many firms in the Chicago area, for
reasons of economy, also find it diffi¬
cult to accept the immediate and costly
measures required to control their
gaseous, liquid or solid discharges.
Some claim that they will be forced
into bankruptcy if they are compelled
to comply with the most recent federal
and state environmental control regu¬
lations. The power companies, which
use high-sulphur coal, constitute a
particular problem, because stringently
enforced controls could result in shut¬
downs and power losses.

Nevertheless, pollution control is a
fact that must be faced by industry,
municipalities and individuals alike.
The basis for local enforcement is the
Illinois Environmental Protection Act
of July 1, 1970. A five-man team—the
Pollution Control Board—appointed
by the Governor, will be concerned
with enforcing the new pollution con¬
trol measures. In some ways, it will
act as a tribunal in ruling on pollution
infringement cases (referred to it by
the Environmental Protection Agency),
and will thus serve to accelerate anti¬
pollution activity. Even the new Illinois
Constitution (voted on on December
15, 1970) enters the picture, because
it allows a family to have legal standing
(as of 1972) in suing an offending party
(an industry or otherwise) for polluting
the environment. Recently announced
federal enforcement of a permit sys¬
tem for discharging waste matter into
waterways will have a further restrict¬
ive effect.

It is estimated that in the State of
Illinois alone, $5.5 billion will be spent
over the next ten years to upgrade
sewage plants ($2.2 billion), to provide
new plants for treating industrial wastes

Pollution Control Agencies

Environmental Protection Agency
2200 Churchill Road
Springfield, Illinois 62702
Concerned with state-wide enforcement
and with providing technical advice on
pollution control requirements

Pollution Control Board
189 West Madison Street
Chicago, Illinois 60602
Five full-time members appointed by
the Governor; acts on violations of
pollution control legislation in a manner
similar to a court

Metropolitan Sanitary District of
Greater Chicago
100 East Erie Street
Chicago, Illinois 60611
Treatment of sewage for Cook County—with close co-operation of Environ¬
mental Protection Agency

City of Chicago
Department of Environmental Control
320 North Clark Street
Chicago, Illinois 60610
Oversees implementation of air pollution
control measures

Illinois Environmental Institute
Springfield, Illinois
Annual budget of $2 million for studies
on long-range effects of air pollution

American Public Works Association
1313 East 60th Street
Chicago, Illinois 60637
Concerned with sewage and garbage
control

American Meat Institute
59 East Van Buren Street
Chicago, Illinois 60605
Concerned with improved waste treat¬
ment techniques and more effective
processing and utilization of meat¬
packing byproducts

Portland Cement Association
Old Orchard Road
Skokie, Illinois 60076
Co-ordinates data on industry dust¬
control problems and relationship to
workers and community

Department of Public Safety
Division of Air Pollution Control
419 City Hall
St. Louis, Missouri 63103
Conducts negotiations with industry
to bring about implementation of Air
Quality Act without unduly affecting
industrial output

Industrial Waste Control Council
St. Louis, Missouri
Composed of representatives from
industry to co-ordinate and press for
pragmatic pollution control measures

City of Kansas City Health Depart¬
ment
Air Pollution Control Division
21st Floor, City Hall
Kansas City, Missouri 64106
Seeks to enforce regulations as estab¬
lished by the state

City of Kansas City
Sanitation Department
Kansas City, Missouri
Similar approach to City of Kansas
City Health Department in water and
waste treatment field

State of Wisconsin
Department of Natural Resources
Bureau of Air Pollution Control and
Solid Waste Disposal
Box 450
Madison, Wisconsin 53701
Enforcement of air pollution and solid
waste control throughout state

Milwaukee County
Department of Air Pollution Control
9722 Watertown Plank Road
Milwaukee, Wisconsin 53226
Air pollution enforcement in Milwaukee
County
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($1.5 billion), and new sewers ($1.8
billion).

Air pollution control measures in¬
volving expensive equipment will vastly
exceed the $5.5 billion estimate for
solid or liquid waste treatment.

Indeed, when we look at the broad
spectrum of environmental control—including noise control, monitoring
devices, odor, disposal of solids, recy¬
cling of wastes, etc., we arrive at an
astronomical figure. Although it is
impossible to define precisely the op¬
portunities that this situation offers,
they are both obvious and promising.
The development of new or more effect¬
ive pollution control devices in response
to local needs offers major scope and
R & D programs are actively encour¬
aged.

So far only a handful of Canadian
companies have entered this broad and
challenging field but, in each instance,
they have met with an enthusiastic
response. Successful areas of Canadian
participation have included a shredder/
compactor, a biological waste water
treatment device, waste samplers, and
advanced systems for air pollution

monitoring that have been extensively
tested throughout the United States.
This is just the beginning of our invol¬
vement in United States anti-pollution
requirements.

We at the Chicago office are currently
developing a major pollution control
program and have already contacted
major state and municipal agencies,
and also industry associations in Chi¬
cago, Milwaukee, St. Louis and Kansas
City, with a view to pinning down local
problems and opportunities for the
supply of equipment. (See details of
contacts later on in report.) The data,
which have been sent to experts at
IT & C in Ottawa, will form the basis
for their assistance to existing or future
Canadian suppliers. Meanwhile, we
invite inquiries from Canadian com¬
panies with an actual or potential
capability which we might introduce
into this market.

The following are some of the major
avenues of oppoitunity:

Air Pollution Control Requirements
This is undoubtedly the most promi¬
sing single area for the development
of new equipment, particularly in Chi-

Empty cans, bottles and bits of paper
lie on the weeds and sludge nextto
slick cabin cruisers—and tell their own
story. Combatting pollution will be a
major concern in the 70’s and provide
new export opportunities.

cago, the largest steel-producing center
in the United States. In the words of
C. W. Klassen, Director of the En¬
vironmental Protection Agency of
Springfield, Illinois, air pollution con¬
trol endeavors are “25 years behind
waste treatment”. Because there are
few devices that can cope adequately
with this problem, there is particular
scope for R & D work and a “new
and better mousetrap”.

The Illinois Environmental Institute
currently has an annual budget of $2
million for studying the long-range
effects of air pollution. Industry now
receives state and federal tax relief on
air pollution control facilities. The
Environmental Protection Agency seeks
industry’s co-operation in the new
rules and regulations, rather than
assessing penalties—all within a $6.5
million annual budget.

There is currently a strong requirement
for a more effective means of removing
SO2 from polluted air, since the existing
scrubber technology is costly and not
very effective. A new system might
include the recovery of sulphur for
industrial use.

The control of particulates is also open
to new technology, because present
methods, such as electrostatic pre¬
cipitators, bag filters, etc., are not
entirely efficient and are expensive to
install.

There is a particular problem with gas
emissions which are not yet properly
taken into account. Useful work could
be done in this area on such problems
as control of gas emissions from elec¬
tric furnaces.

Local grain-processing operations are
also currently in need of control devices.

Odors become a problem in particular
areas (i.e. meat-processing plants in
Chicago, pesticides and creosote in
Kansas City) and there is, as yet, no
effective means of control. There is
still a need to identify the compounds
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causing odors—a problem which cer¬
tainly exists in many other odor-pro¬
ducing industries—and considerable
R & D effort can be made in this area.

The effect on people of hydrocarbons,
which constitute a significant air pol¬
lutant, has not yet been properly as¬
sessed. There is R & D scope for the
ultimate supply of suitable control
devices.

Recently it was reported that mercury
(already identified as a serious con¬
taminant in the Great Lakes) is now
present in the air over Chicago. The
damage it causes is undoubtedly a sub¬
ject that will be receiving more atten¬
tion in the months ahead.

Solid Wastes Treatment—Over the
next five years, it is estimated that $4
billion will be spent on garbage treat¬
ment (solids) throughout the United
States. In Illinois, a recent $750 million
bond issue includes $100 million to be
applied to municipalities for solid
wastes control (as 25 per cent of an
over-all contribution). Thus, a total
outlay of $400 million is envisaged.

There appears to be a trend towards
upgrading existing systems rather than
introducing new installations or types
of equipment—and funds for this pur¬
pose become the major problem. Never¬
theless, new devices—such as a shred¬
der /compactor recently developed by a
Vancouver-based firm (Benson Indus¬
tries)—are also finding this market
promising and there is certainly room
for suppliers of other devices.

For incinerators (used for disposing of
solid waste), electrostatic precipitators
are considered the most effective con¬
trol device.

Solid (as well as liquid) wastes can
also be eliminated by more efficient
processing and/or recycling techniques.
The meat-packing industry considers
the greater utilization of all byproduct
or waste items its major problem. It
even suggests different livestock-feeding
procedures so as to minimize fat and
output of manure.

The ramifications of pollution control
are vast and complex and there are wide¬
spread opportunities. Indeed, a paper,
“More Research Is Needed on Waste
Treatment Techniques”, can be sup¬
plied on request.

Sewerage and Water—It is generally
estimated by the American Public
Works Association that up to $38
billion will be spent in this sector in
the U.S. over the next five years, with
an increase in facilities of approxi¬
mately 4.4 per cent a year. The trend,
again, is towards improving existing
systems. Nevertheless, the industry is
always receptive to new techniques.

A major current problem is the in¬
ability to cope with the overflows of
combined sewers (storm and sanitary).
It is suggested that, in many instances,
too much water is currently being used
for disposal purposes (i.e., in toilets)
and that this tends to over-burden
existing facilities. Thus, there is an
opportunity to develop devices which
will use less fluids and do the disposal
more efficiently. The disposal of various
chemical residues by industry (and
even items such as fat by the meat
packers, as mentioned earlier) presents
a challenge for more effective recycling
and utilization techniques.

A problem encountered when introdu¬
cing recycling of sewage for more
efficient water utilization (since, in
Illinois, 86 billion gallons are being
lost each day through evaporation and
consumption and the rise continues) is
the elimination of viruses. This, and
more effective recycling procedures and
equipment, constitute a prime challenge
to an enterprising pollution control
equipment manufacturer.

Techniques for the removal of algae
and nutrients (nitrogen and phosphor¬
us) have also not yet been achieved.

A more efficient desalination method
(i.e. 50 cents or less per 1,000 gallons)
is also a pressing need in Illinois,
which has an abundance of salty or
brackish water below the 1,500-foot
level (5,000 parts per million).

In Kansas City, a somewhat unique
problem is curbing pollution of the
Missouri River because, even after
installation of secondary treatment
plants (which will cost the city $40
million), there is a problem of waste
matter runoff from 13 million head of
cattle, as well as pesticides, into the
river.

Monitoring Equipment—Illinois will
spend $1 million this year for moni¬
toring equipment and local authorities

suggest that there is a need for im¬
proved monitoring devices. One Cana¬
dian company has successfully intro¬
duced sophisticated spectrometer scann¬
ing devices and others are making
introductory efforts.

Air monitoring equipment made its
greatest advance last year and, in
Illinois, 16 parameters are being mea¬
sured through five monitoring stations.
The system—particularly in terms of
measuring SO2—is unreliable, and the
way is open for new equipment. Oxides
of nitrogen and hydrocarbons are also
difficult to measure. The wet chemical
analyzers now in use are complicated
and cause problems.

Water Pollution— Currently, Illinois is
measuring at two points on the Illinois
River the presence of dissolved oxygen,
analogue traces, acidity alkalinity,
conductivity, and test signal, but there
is still a requirement for other para¬
meters (such as radiation detection,
bacterial count, etc.) as well as the
improvement of existing measuring
techniques. Experiments are now
being carried out on new techniques
(such as infrared), which might be
able to cope with the problem.

Consulting services from Canada, in
view of established local expertise,
might best be employed in counselling
United States industry considering
the establishment of a plant in Canada,
and also in contributing any unique
expertise (either directly or in associa¬
tion with a local firm) in this market.

The Chicago Association of Commerce
and Industry last year sponsored a
small Environmental Control Confer¬
ence for the first time. It will again
play host to this event in November
1971 and Canadian companies will be
invited to participate. This means a
chance to display your products and to
talk to local contacts who have specific
problems and potential applications
for devices or technology.

We would welcome inquiries on all
aspects of pollution problems, because
we have compiled a considerable
dossier of information on this subject.
We have also established contacts that
we look forward to introducing to
Canadian firms in the development
and/or producing end of pollution
control. Several of these contacts are
listed on page 6 for your guidance.
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Selling to...
the City of Chicago...
Z. W. BURIANYK, Consul and Trade Commissioner, Chicago.

Combine the population of British
Columbia and Alberta and you will
approximate roughly the population
of the City of Chicago. It is a con¬
centrated market, and this is proved
by the fact that in the fiscal year 1969,
City purchases of goods and services
on a contractual or individual bid
basis totalled more than $155 million.
The items purchased covered more
than 50 different classifications and
included big-ticket items like fire¬
fighting equipment, motor vehicles,
passenger vehicles, trucks, and snow¬
removal equipment (Canada has been
an excellent source of the latter). Not
to be ignored, however, are the smaller
housekeeping items, such as drugs and
chemicals $7.2 million; wire cable and
chains $340,000; brooms and brushes
$118,000; drafting supplies $155,000,
and ammunition $290,000. With con¬
tinued population growth forecast, the
City’s budget for 1971 is at a record
high and this will be reflected in in¬
creased purchases.

I recently interviewed the Director of
Purchasing for the City of Chicago,
John F. Ward. Internationally known
for his expertise in the field of govern¬
ment buying, Mr. Ward emphasized
that his agency welcomes bids from
Canadian firms and that Chicago
considers the world as its supplier.
“The only criteria we adhere to,” Mr.
Ward stated, “are the familiar ones—
price, quality, and delivery. We do not
practise a policy of ‘Buy America’,
consequently, all other things being
equal, the lowest price offered usually
determines the winning bid.”

When I asked how Canadian firms
could participate in the business of¬
fered by the City of Chicago, Mr.
Ward advised that the individual
Canadian firm register its interest with
him by letter, providing brochures if
possible and general information on
itself. To be listed as a qualified ven¬

dor, a firm should also send forward a
resumé of its financial position. Follow¬
ing accreditation of a Canadian firm,
its commodity interest is listed and in
the preparation of subsequent tenders,
it will receive full information and an
invitation to bid. Usually, approxi¬
mately three weeks elapse between the
bid announcement and the closing
date for tenders. Firms are urged to
follow the bid requirements exactly as
specified, because any deviation or
alteration will usually disqualify them.

It was further stressed that Canadian
firms do not require local representa¬
tion, local warehousing, or servicing
facilities. However, on large-ticket
items the City must satisfy itself that
good servicing will be available quick¬
ly in case of need.

Interested firms are urged to register
with Mr. Ward (John F. Ward, Pur¬
chasing Agent, Room 400, City Hall,
121 North LaSalle Street, Chicago,
Illinois, 60602).
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and Educational Institutions

Directors of Purchasing for
Major Educational Institutions

University of Chicago
5801 S. Ellis
Chicago, Illinois
Phone: MI 3-0800
E. W. Walkens

Loyola University
6525 N. Sheridan Road
Chicago, Illinois
Phone: BR 4-3000
E. Y. Powers

DePaul University
430 S. Michigan Avenue
Chicago, Illinois
Phone: WE 9-3525
Mrs. Yolanda Hill (except for book¬
store)

Northwestern University
906 University Place
Evanston, Illinois 60201
Phone: 649-8649
C. Longwell

University of Illinois
601 S. Morgan
Chicago, Illinois
Phone: 663-2850
T. Halstendard

Mundelein College, Sisters of Charity
6363 N. Sheridan Road
Chicago, Illinois
Phone: AM 2-8100
Sister Brennan Breslin

Chicago Board of Education
228 N. La Salle Street
Chicago, Illinois
Phone: 641-3950
(all public schools) Alden F. O’Hearn

Catholic School Board
430 N. Michigan Avenue
Chicago, Illinois
Phone: 527-3200
T. Burns

Board of Jewish Education
72 East 11th Street
Chicago, Illinois
Phone: HA 7-5570
G. J. Batt

ANDRÉ DALLAIRE
Vice Consul and Assistant Trade
Commissioner, Chicago

The market for educational equipment
in Chicago has been increasing for the
last five years. Participation in shows
such as the American Vocational As¬
sociation and the American Association
of School Administrators shows have
proved to be the best method of enter¬
ing the United States market. The
Canadian Government has been spon¬
soring company exhibits in these two
for a number of years.

Most of the time it is the school ad¬
ministrators and teachers who recom¬
mend buying specific equipment. Parti¬
cipation in the above and other similar
fairs represents an efficient means of
reaching them. It is also the best way
to publicize and demonstrate your
products. To sell your equipment, how¬
ever, it is also necessary in most in¬
stances to be registered on various bid
lists. Here is a list of the most im¬
portant buying organizations in Chi¬
cago, with the names of the purchasing
directors. You may wish to contact
them directly or avail yourself of our
assistance in introducing your company.

One of the best methods of selling educational equipment to buyers in Chicago (or anywhere in the United States) is to display
it at the American Association of School Administrators convention in Atlantic City. This company did just that—it was one
of a number of Canadian firms taking part in an exhibit organized by the Industry, Trade and Commerce Department.



There’s
a
Market
for...

. . . many types of
commodities in the Chicago
territory, both for industry
and for the consumer. A
number of these are set out
in the articles that follow.

Contract
Furnishings
Z. W. BURIANYK, Consul and Trade Commissioner, Chicago

In this age of specialization, it is
perhaps natural that the term “con¬
tract furnishings”, once used only by
the initiated, now refers to many dif¬
ferent things used in the interior of
almost any structure (with the ex¬
ception of residences) and concerns
many different industries.

There are, for example, three cate¬
gories of suppliers, all of whom partic¬
ipate legitimately in an industry known
as “contract furnishings”. They are:

1. Service firms—architects, interior
decorators, space planners, suppliers of
contract office and school furniture,
and retail dealers.

2. Companies and organizations offering
facilities and services of various kinds—
health care centers, lodging houses and
hotels, food service, educational and
corporate offices, libraries, churches,
stadiums, theaters, dormitories, etc.

3. Manufacturers -of floor coverings,
bedding, furniture, seating, wall cover¬
ings, lighting fixtures, draperies, and
other accessories, ranging from ash¬
trays, clocks, radios and TV sets to
desk sets, etc.

It is easy to see why experts are re¬
luctant to place a dollar value on this
industry; one of them, however, has
estimated the United States office furn¬
ishings market alone at $50 billion in
the 1970’s.

Chicago’s Merchandise Mart is the
center of this industry and was per¬
haps the main force in the industry’s
organizing and identifying itself as
“contract”. The Mart, as it is known
to the trade, is the world’s largest
commercial building and has the big¬
gest concentration of contract furnish¬
ings in the United States, with more
than 700 firms showing in its 97 acres
of floor space. Many firms maintain
showrooms for their own merchandise,
but manufacturers’ representatives

with several lines also operate out of
the Mart. A recent count revealed that
the Mart housed 426 furniture lines,
268 floor-covering lines, 209 curtain
and drapery lines, 190 lamp and light¬
ing lines, 476 appliance lines, and 161
textile lines. Smail wonder that more
than 500,000 buying visits are made to
the Mart each year.

After organizing complementary in¬
dustries into the industry known as
contract, the Merchandise Mart also
assumed the responsibility of keeping
the industry informed, alert, and
abreast of new ideas. In many instances,
there is a cross-fertilization of ideas
and experiences. For example, the
carpeting experience of a restaurant
can benefit a nursing home or interior
decorators can learn about a new wall
covering that has soundproof and
fireproof qualities.

The need for a regular forum soon
became obvious and in 1968 the Mart
organized the first NEOCON—the
National Exposition of Contract In¬
terior Furnishings— that has since
become an annual event. This year
year NEOCON III will be held June
23-25, 1971, and Canadian companies
in the contract furniture field would be
wise to attend. There are no participa¬
tion or registration fees, and the calen¬
dar of events is outstanding. Seminars
and lectures cover many subjects: in
the 1970 program these ranged from
hotel design in the 70’s to the impact
of Jumbo Jets on the food and lodging
industries and to new aspects of en¬
vironmental design.

In February and March 1970 the De¬
partment of Industry, Trade and Com¬
merce organized a trade mission con¬
sisting of seven Canadian manufac¬
turers that toured the New York,
Detroit, and Chicago markets. As a
result of this trip, a report entitled
Canadian Contract Furniture Mission to
the United States was prepared. It can
be obtained through the mission secre-
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To present its line of office furniture to
Chicago buyers, a Canadian firm set up
a display in the Maple Leaf Room at
the Consulate General in Chicago.
Buyers active in that field were then
invited to come and see it.

tary, John R. Rooke, Furniture and
Secondary Wood Products Division,
Wood Products Branch, Department
of Industry, Trade and Commerce,
Ottawa. It outlines the group’s findings
and makes a number of valuable rec¬
ommendations. One of the observa¬
tions is that “penetrating the American
contract furniture market will involve
time, money, and work.” The writer
endorses this statement and suggests
further that this market should not be
taken lightly. It should not be con¬
sidered as a place for Canadian sup¬
pliers to make bonus sales, but a pro¬
gram demanding as much attention as
domestic sales. A firm not willing or
not in a position to spend time, money
and effort would do itself a disservice
by approaching the United States
market. It should be added, however,
that penetrating into this market can
bring important benefits.

What about Canadian manufacturers
interested in this market? How can
they penetrate “contract” Chicago?

First, consult the Canadian Consulate
in Chicago for an analysis of the
market for your product line. The
Trade Commissioners there maintain
close contacts with the trade and can

fective method is to take a showroom
in the Mart or in other display space
elsewhere in the city. A local, full-time
representative would be required and
he must be stationed in the area. It is
easier for a new representative to learn
your line than it is for your own
salesmen to establish contacts with
designers, architects, space planners,
etc., which are the result of years of
local experience.

2. Retaining a local representative
with his own office who represents
many items and requires yours to fill
out his line.

there is a population of over 70 mil¬
lion.)

4. Enlist the resources of the Con¬
sulate, as many Canadian manufac¬
turers do. In our Maple Leaf Room,
an effective display of your Jine can be
mounted, and the trade invited to an
introductory reception, followed by a
few days of individual appointments.
Guests invited should include interior
designers, space planners, architects,
retail dealers, prospective representa¬
tives, etc. The Consulate maintains
a current list of prospects and can
assist you in all aspects of preparing
such a promotion.

advise you. The market can be ap¬
proached in a number of ways.

1. Ideally, but admittedly requiring a
substantial investment, the most ef-

3. Retaining a representative with no
display space, usually one who spends
most of his time on the road calling
on the smaller centers. (Remember that
within a radius of 500 miles of Chicago

One important point to remember, as
quoted from the report of the Con¬
tract Furniture Mission, is that “Ca¬
nadian suppliers to commercial contract
jobs have only the same problems to
overcome that face United States sup¬
pliers. There is no policy or attitude
that would influence the decision to
purchase from one over the other.
‘We are after the best buy, and where
it comes from is of no importance’,
says one customer.”

The market is here. The Consulate is
here, ready to assist you. Can you
afford not to be here too?

These office desks and chairs form part
of an exhibit at Chicago's gleaming
Merchandise Mart, which has 97 acres
of floor space. There one can examine
over 425 different lines of furniture,
plus lamps, draperies, appliances, etc.

FOREIGN TRADE
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Z. W. BURIANYK, Consul and Trade Commissioner, Chicago

The latter half of 1970 saw the Nixon
administration pass important legisla¬
tion in an attempt to come to grips
with one of the most urgent problems
in the United States today—mass
transportation. The first step in the
Federal program to assist urban mass
transit systems was approved in the
waning months of 1970. It will see
$3.1 billion granted in the first five
years from its inception, with a pros¬
pect of a total $10 billion to be al¬
located by 1982. Terms of the grant
call for local transit authorities to pro¬
vide a one-third matching fund. To
be administered by the Urban Mass
Transportation Administration, the
program is expected to see contracts
committing $850 million finalized by
mid-1971.

Federal financial support will affect
rail transportation in three distinct
categories:

1. City rapid transit systems— that is,
subways.

2. Interurban commuter train systems.

3. National passenger train network.

Chicago, traditionally the hub of the
nation’s railway systems, will maintain
this position as it bids fair to become
a major recipient of local and federal
funds in all three categories men¬
tioned above.

Subway Systems—The newly orga¬
nized Chicago Urban Transportation
District is currently applying for the
two-thirds federal grant for its first-
stage downtown distributor line, which

Ml

This is one of the trains on the downtown elevated mass-transit system, the famous
Chicago Loop. Plans now in the making call for its disappearance and replacement
eventually by a deep subway—to the benefit of both city and its citizens.
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will cost $190 million. This stage will
begin in 1971 and is scheduled for
completion in 1974.

The long-term assurances of federal
aid will eventually lead to the building
of a new deep subway replacing the
present downtown elevated system,
from which the famed Chicago Loop
derived its name. Long acknowledged
to be an eyesore and an earsore, the
elevated trains will not command the
nostalgic support of Chicagoans as
did San Francisco's famous cable cars.

A project of this size, (costs projected
to the end of the 1978 program are
in excess of $1 billion) will see require¬
ments of great variety emerge—from
terminal turnstile gates to steel rails
and from transfer-issuing machines
to rollingstock. Purchasing will be
under the jurisdiction of the City’s
purchasing agent. Mr. Ward advised
us that Canadian firms are welcome
to participate in bidding. To be reg¬
istered as a qualified vendor, inter¬
ested companies should contact him
either direct or through the Consulate,

describing the area of interest and
providing an audited financial state¬
ment attesting to its fiscal health.
Bidders are not required to retain a
local representative and the City of
Chicago does not pursue a “Buy
America” policy. (See article on
page 9.)

Interurban Rail—Through the re¬
sources of the Urban Mass Transpor¬
tation Administration, Chicago in 1969
became the first recipient of Federal
funds to be used for buying equipment
for commuter railroad services. Al¬
though the affected railroad, the
Illinois Central, will as a result put
into commuter service 123 air-con¬
ditioned, double-decker passenger cars,
they will do so under a leasing system,
as called for by the regulations of the
Federal Department of Transportation.
The suburban areas served by the
Illinois Central Railway organized to
form the Chicago Suburban Mass Tran¬
sit District, applied to the Federal
body, and received $25.2 million to¬
wards the $37.8 million required to pur¬
chase the 123 cars. The district then

became the owner, with the operating
railroad leasing the equipment.

With perhaps the country’s best com¬
muting system served by a half-dozen
railroads, the Chicago suburbs are
organizing into transit districts and
will be applying for approximately
$30 million worth of Federal assistance,
identifying $45 million worth of equip¬
ment needs.

Canadian firms interested in opportu¬
nities in this area are urged to main¬
tain close and frequent liaison with the
Consulate offices in Chicago.

National Passenger Service—Still on
the drawing board as far as routings
are concerned is the federal plan to
subsidize and maintain a national rail
passenger system known as Railpax.
To be administered by the quasi-public
National Railroad Passenger Corpora¬
tion created early in 1970 by Congress,
the network will probably result in the
eventual elimination of one half of the
current 300 intercity passenger trains.
The new plan will use 16 to 20 cities
as terminal points and will pair these
in high-traffic-density corridors. Again
Chicago will become the focal point
of the network because it will be
paired with at least one half or more
of the remaining terminal cities. It is
expected that Chicago will be the base
for legs to New York, Miami, Detroit,
Cincinnati, New Orleans, St. Louis,
Seattle and San Francisco.

In the initial stages, subsidies will be
used to offset operating deficits, but
as the system smooths out and proves
viable, new equipment will be in
demand -offering truly a glimmer of
hope for the railroads and their sup¬
porting industries. And John Q.
Public’s transportation illness is finally
being treated!

Thousands of freight cars move into
and out of Chicago every day, but it is
passenger rather than freight traffic that
will be the recipient of federal aid. A
national rail passenger network known as
Railpax is to be set up.
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The automotive aftermarket in the
Chicago metropolitan area last year
accounted for $642 million in sales.

In the past decade the automobile
industry has experienced unusual
growth. In three successive years it has
sold 8.5 million or more cars. Industry
forecasters agree that by 1975 the
United States will have approximately
100 million car registrations compared
with 85 million today. The factors
supporting a larger automobile market
include:

a population by 1985 of 228 million
people

increased road mileage

more leisure time for travel

larger average incomes

more disposable income

greater movement to the suburbs

maintenance of reasonable car prices

continued growth of two- and even
three-car families.

The major influences on continued
growth of the automotive aftermarket
are:

1. Proliferation and greater specializa¬
tion of car models and the parts
required to maintain them.

2. Growing affluence of the motorist,
who spends more on the maintenance
of his car.

Automotive
Aftermarket

WILLIAM F. HART, Commercial Officer, Chicago

3. Increased automobile ownership at
all levels of income.

4. Faster wearing-out of cars because
of the volume of “extras” and shorter
trips, requiring more service and repair
work.

The accompanying flow-chart illus¬
trates the channels through which
products are sold in this ever-expand¬
ing market. Understanding this mer¬
chandising pattern is essential to suc¬
cessful sales in the automotive after¬
market.

The parts and accessory manufacturer
who cannot afford or prefers not to
maintain a direct sales force but wants
rapid and effective entry into the after¬
market can accomplish this by using
an automotive representative. Specif¬
ically, the representative can assist the
exporter by providing a knowledge of
the territory, long-continued personal
relationships with customers, and an
experienced sales staff. Most of these
representatives have above-average
knowhow, which helps in pioneering
a new line and makes it easier for them
to sell in areas where geography makes
this difficult or where it is expensive
to maintain one’s own salesmen. Using
a representative also helps the exporter
to maintain a fixed cost of sales direct¬
ly proportional to sales volume.

Here are two examples to prove how
well this method works out for Cana¬
dian manufacturers.

A small Canadian company producing
a unique trailer jack contacted the
Chicago office for marketing assistance.

Local automotive representatives were
provided with sales brochures about
the jack and a sample was sent down
to the Chicago Consulate for inspec¬
tion. As a result, within a few weeks
the enthusiastic interest of several
representatives was relayed to the
manufacturer. Currently the final de¬
tails for representation are being ar¬
ranged and participation in the Chi¬
cago market will begin.

Another small Canadian company
displayed its chrome-cleaning com¬
pound at a recent trade show in Chi¬
cago sponsored by the Automotive
Parts and Accessory Association. The
exposure resulted in over 200 inquiries.
On the basis of sound market infor¬
mation obtainable through interested
representatives, the manufacturer
is tailoring his production facilities
and sales program to successful ex¬
porting to the Chicago market. The
potential this company has uncovered
has surpassed anything it thought pos¬
sible in the immediate future.

Do you manufacture a part or acces¬
sory that can be sold in the after¬
market ? If you do, we want to hear
from you. The Chicago Consulate
maintains continuous contact with
active automotive representatives. An
invitation for one of the officers to
speak at a meeting of the Automotive
Affiliated Representatives recently has
stimulated extensive interest in Canada
as a source of supply.

Success awaits the go-getting Cana¬
dian manufacturer ready to export to
Chicago.

APRIL 10, 1971 15



16 FOREIGN TRADE



There’s
a
Market
for...

Chicago, with a population of 8
million people with an average family
income of close to $14,000, is well
provided with marketing channels in
the foodstuffs business. Virtually any
quality food product that is competitive
in price can be sold here. The only
requirement is to establish proper
representation.

This is one of the most important
aspects of our work at the Canadian
Consulate General in Chicago—help¬
ing you to establish representation.
This is how we do it and this is how
we can serve you.

Doing business in Chicago is not like
doing business in Europe, Africa,
Asia, or even Canada. There is no
way to sell anything without using a
broker or distri butor/wholesaler
(except in the private brand field).
Even selling to chains requires repre¬
sentation at this level.

Through various associations, publica¬
tions, and our contacts in the field,
we have systematically canvassed these
marketing channels. We are confident
that we know virtually everyone in the
business. Therefore we are in a position
to supply you with a list of business
contacts as well as to suggest the best
alternatives for specific products.

What we want from you are brochures,
samples and price lists (in U.S. funds,
f.o.b. Chicago, duty-paid). We then
can determine the market potential of
a product and set the representation
mechanism in motion. Subsequently we
report to you the results of our market

APRIL 10, 1971

Foodstuffs

ANDRÉ DALLAIRE, Vice Consul and Assistant Trade Commissioner, Chicago

research and suggest people with whom
you can follow up directly. A personal
visit is then warranted. This is the
procedure which in the past has proved
successful.

This procedure implies that we wait
for you to come to us. However, be¬
cause of the experience we have accu¬
mulated in our market, we feel that
we should stimulate exports by project
incentives. By project incentives we
mean trade missions, food-tasting
receptions, instore promotions, trade
fairs, smaller exhibits at the Consulate,
and any other means that we can use
to develop exports.

Food-Tasting Receptions— The methods
we use to stimulate exports have broad¬
ened considerably during the past three
years. In November 1970, the Consu¬
late in Chicago, in conjunction with
the Government of Quebec, success¬
fully organized a six-member mission
to investigate and “sell” the Chicago
food market. On that occasion we
made a definite impact on the trade
with a soft-sell approach. A food¬
tasting reception featuring the products
manufactured by the mission members
was held in our Maple Leaf Room.
This was our first venture of this kind
in foods and feedback from the trade
indicated that it was well received. It
is our intention to organize such activ¬
ities in the future with groups of
interested Canadian firms.

major supermarket chain in Chicago.
Of the 100 Canadian firms that we
have contacted directly about this
planned promotion, 50 have been
enthusiastic. They feel (especially the
ones already represented in this mar¬
ket) that it is only by reaching the
consumer with good promotions that
they will make significant inroads into
the market. Reaching the consumer—
that is, creating a demand—is the
name of the game.

Instore Promotions The technique of
instore promotion, recently developed
with great success in other fields, is
now being applied to foods with a

Private Brands—Which would you
rather have—large-volume sales or
“image”? One rewarding avenue to
pursue in this market is private labels
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or private brands. A number of signif¬
icant firms and chains in Chicago
engage in this type of business. The
most important names are TOPCO,
A & P and NATIONAL. If this mar¬
keting approach is of interest to you.
we will put you in touch directly with
their buyers.

Selling to Chains In our market, the
largest retail sales are generated by
the supermarket chains: 63.5 per cent
of all sales are made by 37 per cent of
the stores. The leading supermarket
chains with headquarters in Chicago
are JEWEL and NATIONAL (see

the table). Unless there is already a
significant consumer demand for a
specific product, selling to supermarket
chains may bring some headaches.
Most chains before handling a product
require a pre-existing demand. If not,
they require a co-operative advertising
allowance, cash discounts, introduc¬
tory offers, promotion funds, etc.
However, once they move a product,
the reward justifies your investment.

The Chicago
Food Market
Number of
Food brokers 179
Fish wholesalers 78
Food distributors wholesalers 57
Supermarket chains' headquarters 5
(829 stores— Jewel, A & P, Hillman's.
National, Scot Lad, Dominick's,
Highlow)
Independent chains and co-operatives 8
Frozen foods brokers distributors 67
Packers 49

Leading supermarket chains
% of
grocerj

No. of
stores

store
sales

Jewel food stores 253 28.0
National Food 240 16.0
A& P 190 5.0
High-Low Foods 55 4.0
Scot Lad 53 4.0
Kroger 40 3.0
Dominick's 19 2.0
Hillman’s 19 1.5

Voluntary and or co-operative groups

Certified Grocers of
Illinois 702 14.0
Central Grocers 430 3.0
Grocerland 350 2.0
Other grocery stores — 17.5
Total 2.351 100 0

Institutional Market—The institutional
segment of food sales is certainly the
largest and fastest growing. Institu¬
tional sales— that is, to hotels-motels,
restaurants, hospitals, schools, etc.—
are rewarding in terms of immediate
volume and easy once you have estab¬
lished your product. You have none
of the problems associated with retail
sales. Good brokers and distributors
are always eager for new lines of
quality products for the institutional
market.

All the general rules equating persist¬
ence with sales success apply to the

huge food market in Chicago. Twelve
per cent of disposable income in the •
Chicago area goes on food purchases.
The Canadian share of this market is
incredibly low for a country so close
and producing high-quality products.
But those Canadian firms that under¬
stand this market have been remarkably
successful. We in the Chicago office
are here not only to convince you to
export, but to lead you by the hand if
necessary. All we ask of you is a worth¬
while product and persistence.

Will you take advantage of this oppor¬
tunity?

One of the big markets for foods in Chicago is the institutional one. Many food
brokers specialize in selling to schools, hospitals, hotels and motels. Brand names
matter less than they do in selling to the chain or independent retailers.
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Apparel

PIERRE H. LUTRELL, Commercial Officer, Chicago

"Along with our conclusive endorse¬
ment oj a highly volatile market, recom¬
mended as a priority source oj supply".

"The finest European fabrics are avail¬
able at advantageous price points
along with an abundance of skilled
craftsmenT

"Quality control is generally Jar supe¬
rior to that of the domestic market."

" Junior sportswear— a fashion market
with qualities of fashion leadership
equal to any."'

'Leathers and suedes—the Canadian
market may be the most outstanding in
the world quality of skins and fashion
detailing are superior to anything avail¬
able in the United States."'

"Men's outerwear—styling both current
and advanced—hand detail and finish
are outstanding"

"Our recommendations are: act now
on the Canadian market send
buyers to Canada."

These are phrases taken from a flag¬
waving, horn-blowing promotion piece,
written by a Canadian publicity man?
No, these are excerpts from a report
compiled by a group of American
apparel merchandising executives from
United States department stores, fol¬
lowing their return from a brief but
intensive survey of the Canadian mar¬
ket early in 1970.

The sentiment expressed in these ex¬
cerpts and throughout the full report
apparently is shared by a growing

number of the merchandising com¬
munity in the territory covered by the
Canadian Consulate General, Chicago.
Many major stores in this area are
sending buyers to Canada and as
word-of-mouth advertising—support¬
ed by sharp-eyed comparison shop¬
ping—increases, this office is receiving
more and more inquiries from local
firms on ways to “get a piece of the
action”.

When a major, centrally located store
is the inquirer, it is relatively easy for
us to help. Such techniques as orga¬
nized trips by buyers to Canada, in¬
store promotions, and a schedule of
local showings by visiting Canadian
manufacturers are all feasible. How¬
ever, the major stores represent only
a portion of the local retail outlets.
The remainder—and, 1 might add, the
dominant portion in terms of over-all
potential purchasing power—is com¬
posed of the many smaller department
and specialty stores that abound in
mid-America. A substantial number
of these outlets is becoming interested
in developing access to Canadian lines
of merchandise. Unfortunately, be¬
cause of the large number of busi¬
nesses involved and their broad geo¬
graphic dispersal, our traditional
methods of assistance cannot be ap¬
plied.

The problem to be solved, then, is
how to provide this “second market"
with the opportunity to spend its dol¬
lars on Canadian merchandise—an
opportunity that it is eagerly seeking.

The answer that we have developed
here in Chicago to the problem is to

have the Canadian goods presented
to this multitude of smaller buyers at
the place where they normally spend
most of their money. This is not in
Canada—we cannot ever expect this
type of buyer to spend much time or
money on “foreign” travel— nor is it
in New York, although most of them
do visit New York from time to time.
It is right here in their own area—in
their stores during sales calls by manu¬
facturers’ representatives, in these same
representatives’ showrooms in the
Merchandise Mart or other garment
center, and at the local salesmen’s
markets held periodically throughout
the year.

In other words, we strongly advocate
that any Canadian manufacturer genu¬
inely interested in expanding his busi¬
ness through exporting—as opposed
to those seeking only a little extra
“prestige” business—give strong con¬
sideration to appointing one or more
local manufacturers’ representatives
to function as his sales team in the
United States.

The right manufacturers’ representa¬
tive is the essential link between your
production line and the complex,
sprawling “second market”. He knows
these people, their merchandising
strengths and weaknesses, their finan¬
cial position, and the “image” of their
stores. These stores know the repre¬
sentative and have faith in his judg¬
ment about what merchandise is right
for their stores. It is an interesting
experience to sit in on a good repre¬
sentative’s selling sessions and watch
him guide his “people” in the selec¬
tion of the merchandise he knows they
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At the Chicago Consulate General, a Canadian apparel-maker points out to a store buyer some of the features of his line.
Canadian garment firms have already made a good impression in the Chicago market. In the center is Pierre Lutrell, Com¬
mercial Officer and the writer of this article, in which he stresses not neglecting the smaller retail operators.

can sell and will be pleased with. In
no other way can merchandise from
what is generally an unknown source
be effectively presented to this key
segment of the merchandising com¬
munity.

The representative will also, of course,
function as your “man on the spot”
in dealings with the major stores, thus
eliminating the need to spend too much
time and money in cultivating these
accounts. Past experience has taught
us that local service is important even
to the retail giants, and a great asset
in maintaining a good relationship
with them. Having a local representa¬
tive does not preclude the manufac¬
turer from cultivating personal contacts
with his customers. Indeed, the rep¬
resentative is only too happy to have
the manufacturer’s participation at
key local salesmen’s markets, and
joint calls on major accounts are
common.

It is not the intent of this article to
cover the many facets of the relation¬

ship between a manufacturer and his
sales representative. Most Canadian
firms are well aware of these through
extensive use of representatives in the
domestic market. We would like to
emphasize that a precise setting-out
of all details of the arrangement nego¬
tiated, usually in the form of a con¬
tract, is desirable. Naturally, strict
adherence to an agreement is a pre¬
requisite to a successful relationship.

Chicago has a large “second market”,
plus several major outlets, and hence
is an excellent place for a Canadian
company to explore this method of
export marketing. The only initial
requirement is a commitment by the
interested manufacturer to provide
the necessary production capacity and
administrative backup. This will give
the manufacturers’ representative the
opportunity to develop a program
beneficial both to him and to the
manufacturer. It is not a game for
“inners and outers”. The idea is con¬
tinuity and the creation of a broad¬
based export market resistant to fickle¬

ness on the part of one or more major
customers.

The staff of this office intends to spend
a considerable amount of time in the
next year working as a matchmaker
between appropriate Canadian firms
and local representatives. We plan to
develop a “book” or prospectus on
each interested Canadian manufac¬
turer, so that we can match available
lines with representatives, who gener¬
ally seek a specific category of mer¬
chandise. We also plan to expand our
contacts among local representatives
so that we have a backlog of interested
parties for ready referral.

The interest in Canadian apparel, on
the part of both retailers and manu¬
facturers’ representatives, is apparent
here. What we need now is a supply
of manufacturers who will commit
themselves to building a sound export
program, with its attendant profits.
We hope you are in this category.
Please contact us. The sooner the
better.
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SearsTower
the World’sTallest
Z. W. BURIANYK. Consul and Trade Commissioner, Chicago

Chicago is the mail-order center of the
United States because it contains both
Sears Roebuck & Co. and Montgomery
Ward. Sears, the largest retail establish¬
ment in the world, is today putting up in
downtown Chicago a new office building.
At 1,450 feet and with 109 stories, it will
top by 100 feet New York’s World Trade
Center, which in 1970 wrested from the
Empire State Building the title of the
world’s tallest building.

To be named the Sears Tower, the struc¬
ture, when it is completed in 1974, will
also become the world’s largest private
office building, a fitting achievement for a
company whose sales in 1970 were well
over U.S.$9 billion.

Designed by Skidmore, Owings and Mer¬
rill, the structure will incorporate a series
of step-backs, with the building’s basic
floor size reduced at the 50th, 66th and
90th floors, giving it a stacked rather than
the tapering appearance commonly seen in
very high buildings. The outer skin will
consist of a black aluminum curtain wall,
relieved by bronze-tinted windows.
Service floors will be clad in louvres,
giving the effect of bands.

The relocation of the Sears national head¬
quarters within Chicago will free long-
needed space for the firm’s catalogue sales
operations. Sears’ buying offices and testing
and evaluation facilities will continue to be
located in the city. It is through these
divisions that many Canadian products
find their way into the pages of Sears
catalogues and the retail shelves of its
stores. Chicago thus will continue to domi-

Chicago’s“Mount Sears”, home of the
biggest retail establishment in the world,
where Sears’ catalogue orders will be
filled. At 1,450 feet, it tops the Eiffel
Tower by 466 feet. The “bands” en¬
circling the building are the service floors.

nate the catalogue sales businesss, with
the head offices of the four largest houses
of this type in the United States -Sears
Roebuck and Company, Montgomery
Ward, Spiegels, and Aldens. J. C. Penney
ranks fifth and is mainly located in
Milwaukee (within the Consulate’s terri¬
tory), followed by another Chicago firm.
John Plain.

The Trade Officers of the Consulate main¬
tain regular contact with various buyers of
these firms, and Canadian manufacturers
interested in this high-volume market
should contact R. Douglas Sirrs, Acting
Consul General and Senior Trade Com¬
missioner, Canadian Consulate General,
Suite 2000, 310 South Michigan Avenue,
Chicago 60604.

APRIL 10, 1971 21



Canada’s Trade
Breaks All Records
Exports reached new high of $16.9 billion in 1970 and surplus on merchandise trade
totalled $2.9 billion. Buoyant demand from EEC countries, Britain and Japan
compensated for slowdown in United States market.

M. P. MATHEW, External Trade Division, Dominion Bureau of Statistics

Canada’s merchandise trade surplus
reached an unprecedented $2,947
million in 1970. This more than dou¬
bled the peacetime record of $1,266
million in 1968, greatly exceeded the
wartime high of $1,700 million in
1945, and was three and one-half times
the trade surplus of $801 million in
1969. This development was largely
the result of the rise of 13 per cent in
exports over 1969 to the new record
of $16,886 million, in contrast to the
9 per cent rise achieved in 1969. Im¬
ports in 1970, however, at $13,939
million, declined by over 1 per cent,
marking the first annual decrease since
1960. Among the world’s leading trad¬
ing nations, Canada ranks sixth, with
exports and imports accounting for
nearly 40 per cent of our gross na¬
tional product.

Movement of Prices -The average
prices of Canada’s exports in 1970
were about 3 per cent above the level
of 1969, compared with an increase of
2 per cent for average import prices.
The rate of increase, however, slowed
down appreciably in the second half
of 1970, following the unpegging of
the exchange value of the Canadian
dollar. From a peak of 106.5 in May
the export price index (base 1968
100) fell to 104.5 at the end of the
year; the year’s gain was thus 2.7 per
cent over 1 969. There was, however, a
10.5 per cent increase last year in the
volume of Canadian exports, as de¬
mand mounted in Japan, Britain and
Western Europe. On the import side,
the price index fell from 106.4 in May
to 104.1 in December. The higher value
of the Canadian dollar on international
markets meant that foreign products
could be bought at cheaper Canadian
prices.

International Background The devel¬
opment of world trade in 1970 was
shaped by two contrary influences. On
the one hand, the economic slowdown
in the United States depressed import
demand and thus affected economic
activity in some of the countries heavily
dependent on that market. On the
other hand, domestic demand remained
strong in most countries of Continental
Europe and in Japan. There was a
substantial increase also in Britain,
following the marked slowdown expe¬
rienced in 1969, and a sustained import
demand in the developing countries.
World exports therefore rose by 13 per
cent-in 1970, a slightly lower rate than
in 1969, but more than 4 per cent
above the average for the past decade.
Nearly half of the 1970 increase in the
value of world trade was due to higher
export prices, which registered the
sharpest annual increase since the
post-Korean boom in the early 1950’s.

Market Shares The strong accelera¬
tion of Canadian exports to overseas
countries in 1970 contrasted with the
lackluster performance in the United
States market. The exceptional buoy¬
ancy in major overseas markets resulted
from several factors, such as the catch¬
ing-up of strike-delayed Canadian
exports of nickel, copper and iron and
steel products, the resumption of
volume deliveries of wheat to state¬
trading countries and to some non-
traditional markets, and large ship¬
ments of barley and rapeseed. These
developments overshadowed the
marked slowdown in Canadian exports
to the United States, which rose by
only 31 per cent to $11 billion in
1970. The share of the United States
market in Canadian exports therefore
fell from an unusually high proportion

of 71 per cent in 1969 to 65 per cent
in 1970.

Apart from the expansion of overseas
demand for Canadian products, a
number of developments within the
United States contributed to the decline
in the share of Canadian exports going
to this market. In addition to the
slowing up in general import demand,
weakness in residential construction
affected sales of lumber. The slump
in automotive sales was aggravated by
the General Motors strike, eliminating
an earlier year-to-year increase in Can¬
adian expotrs of automotive products.

In contrast, exports to the European
Economic Community rose by 41 per
cent to $1.2 billion, to Britain by 35
per cent to $1.5 billion, to other Com¬
monwealth countries by 27 per cent
to $777 million, and to Japan also by
27 per cent to $796 million. Exports
to Latin America rose by 28 per cent
to $566 million and to other countries
by 59 per cent to $1.1 billion. The
result was a more balanced geograph¬
ical distribution of Canadian exports
in 1970 than for a number of years.
Britain’s share climbed to nearly 9
per cent from 7| per cent in 1969,
but was appreciably below its 13| per
cent share of total Canadian exports
in 1965. The EEC accounted for 7 per
cent in 1970 compared with 5| per
cent in the previous year, and Japan’s
share increased moderately to some
4| per cent. Similarly, Latin America,
Commonwealth and preferential area,
and “other countries’’ increased their
relative shares to 3.4, 4.6 and 6.3 per
cent respectively in 1970. Figures on
Canada’s exports to and imports from
20 leading trading partners are given
in Tables 1 and 2.
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Commodity Changes In contrast to
1969, the strength of the 1970 export
performance was generated by a signifi¬
cant turnaround in world demand
for farm products. At the same time,
over-all demand for primary mineral
products continued unabated, as Table
3 shows. Important categories of farm
produce advanced one-third from
1969, and the metals sector filled the
continuing demand for mineral re¬
source products, mainly because of
relatively undisturbed supply. Wheat,
barley and rapeseed contributed to a
gain well over $300 million, with sub¬
stantial wheat sales, notably to the
Soviet Union, to countries in the
Mediterranean area (including Algeria.
U.A.R. and Syria), and to Latin
American countries such as Brazil,
Peru and Cuba. About $800 million,
or roughly two-fifths of the total gain
in the value of Canadian exports in
1970, was accounted for by larger
shipments of copper, nickel, zinc, and
iron and steel products. Sharper de¬
mand in the United States for natural
gas and in particular for crude oil was
reflected in gains of some $150 million
in shipments. Other buoyant areas were

aircraft and parts, fertilizers, and non¬
farm machinery, with increases in the
order of $50 million each.

By contrast, there was virtually no
increase in exports of automotive
goods, at $3.5 billion, even though
this group was still the most impor¬
tant. Newsprint and lumber combined
were down by nearly $50 million.

The 1970 decline in imports was in
sharp contrast to the increase of nearly
15 per cent in 1969 and reflected the
slowdown in the Canadian economy,
particularly in the demand for capital
goods, as shown in Table 4. This
decline, which was concentrated in
imports from the United States and
Britain, was in part offset by increased
imports from other overseas countries.
Among individual countries, Canada’s
imports from Japan rose by more than
17 per cent to over $580 million in
1970.

Trade by Stage of Fabrication—
Although the advance in Canadian
merchandise exports in 1970 was much
more diversified geographically than

in 1969, when all of the net gain was
to the United States market and with
a large percentage of the increase in
automotive goods, the surge in demand
for Canada’s resource-based products
reduced relatively the “manufactured
or processed” content in total exports
in 1970. Nevertheless, the basic trend
in the past decade has been toward
marked expansion in the “manufac¬
tured” category. In 1960 only 1 H per
cent of the total value of Canada’s
domestic exports was in the “end
products” or fully manufactured class,
and one-third of domestic exports was
in the “crude materials” category. By
1964, these proportions had changed
to 17| per cent for end products and
36| per cent for crude materials, in
1969 the ratio of end products had
risen to 40 per cent and the proportion
of crude materials had declined to 23
per cent, because of a combination of
some exceptional developments in
commodity trade already referred to.
In 1970, the proportion for end prod¬
ucts narrowed to 37 per cent but was
still H percentage points higher than
in 1968. During the six years 1964 to
1970. the percentage of crude materials
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TABLE 1

CANADA’S DOMESTIC EXPORTS
TRADING PARTNERS, 1968-70

TO LEADING

TABLE 2

CANADA’S IMPORTS FROM LEADING TRADING
PARTNERS, 1968-70

Country
$ million
1968 1969 1970 Country

$ million
1968 1969 1970

United States 8,941.4 10,273.6 10,641.1 United States 9,048.4 10,243.1 9,905.1
Britain 1,209.6 1,096.5 1,480.0 Britain 696.1 791.0 738.3
Japan 606.8 624.8 793.1 Japan 360.2 495.7 581.7
Germany, Federal Republic of 228.7 277.4 383.7 Germany, Federal Republic of 298.9 354.7 370.9
Netherlands 178.9 185.0 277.2 Venezuela 357.9 346.0 339.2
Australia 185.7 163.3 197.7 France 121.6 151.8 158.4
Belgium-Luxembourg 126.6 116.2 190.0 Australia 76.0 96.3 146.1
Italy 131.2 133.7 184.0 Italy 114.5 141.2 145.0
Norway 116.6 103.6 176.2 Sweden 78.1 84.5 105.9
France 81.5 128.6 154.2 Switzerland 64.3 83.9 80.8
China, People’s Republic of 163.2 122.9 142.0 Netherlands 69.1 78.7 78.9
India 111.3 95.6 129.8 Hong Kong 58.4 72.9 78.5
Venezuela 102.7 92.9 111.4 Netherlands Antilles 49.7 50.4 54.2
South Africa, Republic of 68.3 78.5 104.0 Taiwan 34.4 42.5 51.9
U.S.S.R. 88.6 9.1 101.6 Belgium-Luxembourg 57.5 60.9 51.5
Mexico 54.6 72.9 91.7 Brazil 38.7 42.1 49.3
Brazil 48.2 50.2 87.4 Norway 39.2 44.9 49.1
Spain 41 1 55.9 64.5 Mexico 52.2 64.1 47.3
Argentina 48.0 62.3 59. 1 South Africa, Republic of 39.3 45.9 45.7Cuba 45.0 40.7 58.9 Austria 28.6 38.9 45.6

declined from 36| to 26 per cent and
that of fabricated materials from 46 to
37 per cent.

The shift in the share of the three
broad groups of imports by stage of
fabrication has been more restrained
than in exports. Crude materials im¬
ports amounting to $1.4 billion repre¬
sented more than 18| per cent of the
import total of $7.5 billion in 1964,
and this proportion declined steadily
to 13 per cent in 1970—that is, $1.8
billion out of $13.9 billion of total
imports. The share of fabricated mate¬
rials narrowed from nearly 271 to
some 22 per cent in 1970. End prod¬
ucts, in more than doubling in value—
from roughly $4 billion to $9 billion-
widened their share of total imports
from 54 to nearly 65 per cent over the
period.

Direction of Trade—All the major
countries and trading areas contributed
to the extraordinary trade surplus of
1970. In recording a favorable balance
with the United States for the third
successive year, Canada’s surplus with
that country exceeded the $1 billion

mark for the first time in 1970, some
$710 million higher than in 1969.

A record surplus of some $760 million
was registered with Britain in 1970
because of a 35 per cent rise in exports
in association with a decline of 7 per
cent in imports. The major strength in
exports in 1970 was in copper, nickel,
iron and steel products, forestry prod¬
ucts, aluminum, chemicals, aircraft and
communications equipment. Smaller
purchases of British motor vehicles
and parts because of recurring dis¬
ruptions in production constituted an
important element in the over-all
decline in imports.

The trend to diversifying sales outside
of traditional markets is slowly gaining
ground. Thus, while the United States
and Britain continue to be Canada’s
major customers, absorbing three-
quarters of our exports, sales to the
European Economic Community
reached an unprecedented $1.2 billion
in 1970. This marked the first year
that Canadian exports to the EEC
approximated 80 per cent of exports
to Britain. Exports to the EEC rose

by more than 40 per cent as against
only a minor rise in imports from the
Community, yielding a surplus of some
$400 million. Major commodity gains
were made in nickel, copper, iron ore,
aircraft, wood pulp, aluminum and
barley. The improved export perform¬
ance in 1970 owes much to the strong
demand in West Germany and in most
other countries of the Community,
and to special factors such as the
catching-up on strike-delayed deliveries
of metals, the demand for feedgrains,
and sales of military aircraft to Holland.

Over the five-year period ended in
1969, Canada’s exports to the rest of
the world increased at an average
annual rate of 14 per cent; the rate of
expansion in exports to Japan averaged
18| per cent. Following a rise of 27
per cent, exports to that country
totalled $796 million in 1970. Copper
and nickel figured notably in the in¬
crease, followed by barley, rapeseed,
lumber, zinc, and coal. With a 17 per
cent advance in imports to some $580
million, the export surplus with Japan
rose by $84 million to $214 million
in 1970.
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TABLE 3

CANADA’S DOMESTIC EXPORTS BY SECTIONS AND
SELECTED COMMODITIES, 1968-70

TABLE 4

CANADA’S IMPORTS BY SECTIONS AND SELECTED
COMMODITIES, 1968-70

Sections and Commodities
$ million
1968 1969 1970 Sections and Commodities

$ million
1968 1969 1970

Live Animals 59.4 54.4 68.2 Live Animals 15.6 18.7 30.5
Food, Feed, Beverages and
Tobacco 1,553.8
Wheat and wheat flour 742.4
Fish 234.5
Whisky 158.3
Barley 40.0
Meat and meat preparations 69.5
Tobacco 57.5
Dairy produce, eggs and honey 33.2
Cereals and cereal preparations 39.2
Vegetables and vegetable prepa¬
rations 44.6

Crude Materials, inedible 2,467.6
Crude petroleum 446.4
Iron ores and concentrates 443. 2
Nickel in ores, concentrates 261.0
Copper in ores, concentrates 233. 3
Asbestos, unmanufactured 192.9
Natural gas 153.8
Zinc in ores, concentrates 99.6

Fabricated Materials, inedible 4,855.1
Newsprint paper 989.8
Wood pulp and similar pulp 627.9
Lumber, softwood 623.4
Copper and alloys 378.2
Aluminum including alloys 445.1
Nickel and alloys 245.4
Iron and steel, primary and
fabricated 339.7
Fertilizers and fertilizer
materials 168.9
Metal fabricated basic products 70.3

End Products, inedible 4,296 . 5
Motor vehicles 1,888.0
Motor vehicle parts 802.9
Industrial machinery and parts 295.3
Aircraft, engines and parts 369.5
Communication and related
equipment 194.4
Agricultural machinery and
parts 149.7
Office machines and equipment 49.9
Personal and household goods 87.4

Special Transactions, Trade 37.7

Total domestic exports 13,269.9

1,409.8
526.2
252.3
189.1
30.4
76.8
62.9
37.1
38.4

50.4

2,463.3
525.8
333.1
225.3
233.7
216.3
176.2
102.6

5,162.7
1,125.8

753.5
664.8
300.9
474.8
226.1

300.7

171.9
84.9

5,378.2
2,549.3
1,012.2

368.7
328.4

200.3

156.2
71.2

131.1

35.2

14,503.6

1,800.1
747.2
246.1
183.1
133.5
109.1
56.4
55.5
55.3

51.5

3,064.3
649.1
475.7
368.5
262.8
227.2
206.0
118.0

5,866.5
1,110.4

785.2
638.2
474.6
458.6
434.2

412.1

221.2
134.9

5,628.0
2,459.0
1,111.1

412.6
379.1

232.1

164.4
104.9
153.0

31.2

16,458.2

Food, Feed, Beverages and
Tobacco 902.6
Meat and meat preparations 68.3
Fruit and fruit preparations 230.2
Vegetables and vegetable
preparations 116.3
Coffee 83.3
Raw sugar 46.4
Fish 34,o
Tea, cocoa and chocolate 51.4

Crude Materials, inedible 1 , 126. 7
Crude petroleum 372.6
Coal 160.4
Aluminum ores, concentrates 83.7
Iron ore and concentrates 34. 6
Other metals in ores, concen¬
trates 88.8
Crude non-metallic minerals 64. 1
Soya beans 31.1
Cotton 56.0
Synthetic and other textile fibers 27.3

Fabricated Materials, inedible 2,434.6
Inorganic chemicals 67. 7
Organic chemicals 129.0
Plate, sheet and strip steel 103.2
Fuel oil 142.5
Plastic materials not shaped 99.4
Paper and paperboard 70.4
Aluminum including alloys 89. 8
Broad woven fabrics 183.1

End Products, inedible 7,619.6
Motor vehicles 1 ,304.2
Motor vehicle parts 1 ,696. 6
Aircraft, engines and parts 437.0
Other transportation equipment 149.8
Industrial machinery and parts 1,173.6
Agricultural machinery and
parts 353.2
Communication and related
equipment 313.3
Other equipment and tools 1 ,050.1
Personal and household goods 477.2
Miscellaneous end products 664.7

1,043.9
123.3
249.7

122.0
82.1
70.3
41.2
47.0

1,085.5
393.5
114.6
102.9
29.4

42.8
63.7
41.0
53.0
28.1

2,905.3
77.7

138.0
155.5
131.4
114.8
81.3
85.0

210.6

8,884.8
1,340.7
2,205.4

400.7
168.5

1,442.4

351.1

393.5
1,274.9

552.1
755.5

1,085.1
117.6
244.0

127.9
98.0
85.3
53.3
53.2

1,171.6
415.2
150.8
99.6
28.2

89.3
63.7
47.0
41.9
28.6

2,885.4
140.3
133.5
128.9
122.2
112.2
80.6
78.8

196.5

8,605.5
1,212.1
2,027.3

384.4
154.5

1,474.1

309.0

378.5
1,290.7

558.1
816.6

Total re-exports 354.1 427.6 428.2 Special Transactions, Trade 258.9 192.0 161.3

Total Exports 13,624.0 14,931.2 16,886.4 Total Imports 12, 358 .0 14,130.3 13,939.4
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Exports to other Commonwealth and
preferential countries increased by
more than one-quarter to $777 million
in 1970, compared with an average
annual increase of less than 5 per cent
between 1965 and 1969. Larger ship¬
ments of non-farm machinery, motor
vehicles and parts, newsprint paper
and aluminum went to Australia,
New Zealand, South Africa and other
countries. Shipments (including eco¬
nomic aid) to both India and Pakistan
rose sharply, comprising zinc, copper,
asbestos, and resins and plastics to
India, and wheat, fertilizers, aluminum,
wood pulp, chemical products and
aircraft and parts to Pakistan.

Canada’s trade balance with Latin
American countries changed from a
deficit of $101 million in 1969 to a
surplus of $20 million in 1970, as
exports advanced 28 per cent while
imports remained unchanged. This
economic area provided a market for
Canadian goods valued at $566 million
in 1970, up $123 million. The large
relative gain was well above the average
gain of about 8 per cent per year for
the period 1965 to 1969. The largest
increase, some $30 million, was made
in sales of motor vehicles and parts to

International Loans

Thailand plans power expansion
The Asian Development Bank today approv¬
ed a loan amounting to U.S.$19 million for
a power transmission project in Thailand.

The loan, to be granted to the state-owned
Electricity Generating Authority of Thai¬
land (EGAT), will finance the foreign
exchange costs of EGAT’s power trans¬
mission and substation expansion project
the first nation-wide transmission program
to be undertaken by the power authority.
The total cost of the project is estimated
at $34.2 million.

The project aims at extending and improv¬
ing transmission facilities in various
regions of the country and will match
EGAT’s power generation program.

Included in the project are: extension of
power transmission to the southeast, an
area of high potential economic growth;
new substations in the Bangkok metropoli¬
tan area; reinforcement of the sub-trans¬

Venezuela, Argentina and other coun¬
tries. Wheat shipments to Brazil, Peru
and Cuba were also up about $30 mil¬
lion; sales of rolling mill products to
Mexico and newsprint to Brazil rose
more moderately.

Canadian sales to other trading areas
and countries have fluctuated irregu¬
larly in recent years, depending largely
on the volume of wheat sales to the
state-trading countries. Exports to the
whole group of “other countries”
advanced by $392 million, or nearly
60 per cent, in 1970. The resumption
of large-scale deliveries of wheat to
the Soviet Union accounted for a gain
of more than $80 million and ship¬
ments to the Mediterranean countries
referred to above contributed another
$60 million to the over-all export
increase. A further significant element
was the resumption of shipments of
copper and nickel concentrates to
Norway. Evidence of a strong under¬
tone in Canadian exports to other
overseas countries, shipments in 1970
to Greece, Spain, Indonesia, the Domin¬
ican Republic, Puerto Rico and other
destinations increased; the gains,
though relatively small individually,
were significant in total.

Outlook for 1971—Generally speaking,
the economic climate abroad in 19T1
is not expected to be as buoyant as in
1970. However, there are important
elements of strength that suggest a
solid basis for anticipating further
expansion in Canada’s merchandise
exports of some 8 per cent to over $18
billion. Shifts in the geographical and
commodity distribution of exports will
continue, with the United States
accounting for a substantial part of
the total gain and the strong demand
from Japan maintained. British and
Western European markets, however,
are likely to be less buoyant. The
proportion of manufactured goods in
exports will expand further in 1971.
The rising value of the Canadian dollar
on the international exchange market,
making imports less expensive, should
have a stimulating influence on domes¬
tic demand for both consumer and
investment goods. With imports rising
slightly faster than exports—that is,
by about 12 per cent to $15.6 billion—Canada’s merchandise surplus in
1971 is likely to decrease 20 per cent to
about $2.5 billion, still very high by
historic standards. If, however, exports
rise by 5 per cent and imports by 8 per
cent, the favorable merchandise balance
will still top $2.5 billion in 1971.

mission system in central Thailand, and
the expansion of the system in northeast
and southern regions.

The four-year project calls for construc¬
tion of 859 route kilometers of new trans¬
mission lines and ten new substations,
extension of 23 existing substations, and
improvements to the nation-wide trans¬
mission system.

Growth in consumption of electrical
energy has averaged about 30 per cent a
year in the last decade.

Dominican Republic begins
educational reform
The Dominican Republic will use a $4
million International Development Asso¬
ciation (IDA) credit to begin a program
of educational reform. Immediate objec¬
tives will be improving the quality and
content of secondary education and
expanding and improving primary teacher

training colleges. The credit will cover the
foreign exchange costs of the Govern¬
ment’s $8.1 million program, scheduled
for completion in mid-1975.

The initial phase of the program includes
building two primary teacher training
colleges and the expansion of three others,
which will then graduate 950 teachers
annually compared with the present 160.
In addition, three lower secondary schools
will be built and three secondary schools
equipped. Currently they have a combined
enrollment of 5,360. Six multilateral upper
secondary schools, with an expected
enrollment of 4,500, will be built.

Secondary education will now take the
form of a four-year general program
followed by a two-year program which
will emphasize prevocational education
in industrial arts, commerce and home
economics. The practical courses will
prepare graduates for direct employment.
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Thailand Turns to
Vocational Training
Thai industry wants trained workers; latest Development Plan gives high priority
to building and equipping schools. Canadians selling educational equipment
could find market here, with aid of alert agent.

DAVID G. RYAN
Assistant Commercial Secretary,
Bangkok

The Royal Thai Government has indi¬
cated that expenditures for education
will be second only to those for agri¬
culture during the third National
Economic and Social Development
Plan (1972-76). Education in Thailand
is faced with keeping pace with a popu¬
lation explosion and the economic
surge forward. Longer and more in¬
tensive courses, more schools, more
equipment and teaching aids, more and
better-qualified teachers consequently
rank high among government priorities.
The opportunities for Canadians to
supply equipment were never better.

Schooling since 1921 has been com¬
pulsory for Thai children for at least
four years; this has since been extended
to seven years. Yet one-quarter of the
population is illiterate because of the
lack of rural schools and ineffective
teaching.

Lucky students sit in front of Chulalongkorn University, the largest in the country.
Less than half of the 30,000 students who qualify attend any of the eight univer¬
sities, partly because of lack of space but also for economic reasons.

\ great effort must be made to in¬
crease the number of schools and im¬
prove the facilities for all types of
education in the country. At present
there are about 5.2 million children
in primary schools and 400,000 in
secondary schools, but this number
increases by 4.2 per cent a year com¬
pared with a yearly population in¬
crease of 3.2 per cent. Projections in¬
dicate a primary and secondary school
population of some 12 million by 1986.

In the past, over 80 per cent of the
population derived its income from
agriculture and little schooling was
necessary. Farming involved manual
labor and techniques were learned on
the job. Agriculture contributed over
40 per cent to the gross domestic prod¬
uct in 1958 but this has now dropped
to 28.8 per cent even though farming is

becoming more and more mechanized.
There has been a shift of produc¬
tion away from agriculture towards
industrial production and services. The
percentage contribution of these sectors
to the GDP increased from 19 to 24.5
per cent and 39 to 41 per cent re¬
spectively from 1967-69 alone. Conse¬
quently, trained personnel, particularly
technical graduates, are desperately
needed to fill the demand from the
industrial sector. The problem is com¬
pounded by the fact that in the past
vocational training was given a low
priority and few students elected such
courses. As of 1968 there were only
56,000 students, or 14 per cent of the
secondary school population, enrolled
in vocational schools. Despite the fact
that the Government now realizes the
gravity of the situation and has made
plans to remedy it, the most optimistic

forecasts are that Thailand will not be
able to supply more than 25 per cent
of the needed technically trained labor
force through 1986.

Of the present schools, most are cramp¬
ed and grossly under-equipped.
UNESCO states that only 1 1 per cent
are adequately provided with technical
educational aids and the Ministry of
Education itself pointed out that in
one of the provinces 161 of the 244
government primary schools did not
even have toilet facilities for the stu¬
dents. At the senior level the situation
is equally bad. Because of social and
economic reasons as well as the lack
of school space, only 9 per cent of
students ever reach the secondary
level and less than half of the 30,000
who qualify for one of the eight uni¬
versities can be accepted.
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Obviously, new measures are essential
to relieve the overcrowding and pro¬
vide more qualified teachers and new
equipment, and ambitious programs
have been set forth in the latest Five
Year Plan. Aside from encouraging
the establishment of private secondary
schools and colleges, the Government
spent 17 per cent of the National
Budget (or over $160 million) a year
on education between 1966-69. A
further $11 million was solicited in aid
contributions over the same period.
Spending will increase even faster as
the programs in the Development Plan
are instituted. Some 40 per cent of the
plan’s development budget and 20 per
cent of the national budget will be
allocated for this purpose. In addition,

responsible for purchasing all equip¬
ment for the schools that fall within
their jurisdiction. (The universities are
not under the Ministry of Education
but rather the Prime Minister’s Office;
this gives them greater flexibility in
budgeting and purchasing.) The pri¬
vate schools and colleges are subject to
some control by the Ministry of Edu¬
cation in admission fees and course
content, but most of these schools are
self-supporting and relatively inde¬
pendent.

Canada has already expressed its
interest in the development of educa¬
tion in Thailand through a CIDA-
sponsored comprehensive school pro-

David Ryan, author of this article, dig-
cusses the advantages of a piece of
Canadian equipment with a teacher at a
comprehensive school. Canada is pro¬
viding technical advice and equipment
for secondary schools combining techni¬
cal and academic subjects.

ject. Initiated in 1967 in co-operation
with the Department of Secondary
Education, this project aims to replace
gradually the regular academic second¬
ary education program with a com¬
prehensive system offering six years of
secondary schooling, combining aca¬
demic and commercial subjects with
industrial arts. CI DA has provided a
technical assistance team and an inter¬
est-free loan of $1 million for the
purchase of equipment for the pro¬
ject. Purchases were made in Canada
through the Canadian Commercial
Corporation and the final shipments
will be arriving shortly. The equip¬
ment purchased covered a wide range
but metalworking machinery, elec¬
tronic, power mechanics, woodworking
and construction equipment accounted
for the majority.

The demand for this type of equip¬
ment should continue as the pro¬
gram expands, and the Bank of Thai¬
land is expected shortly to approve an
appropriation of the equivalent of
U.S.SL5 million for the purchase of
more equipment. These requirements
should be put out to international
tender some time this year and Canada

at least $4 million and perhaps as
much as $8 million will be forthcom¬
ing in international aid for use in
1971-72.

The central planning and implement¬
ing body is the Ministry of Educa¬
tion, which has responsibility for all
primary and secondary schools. The
Ministry is divided into eight depart¬
ments, including elementary and adult
education, vocational education, and
secondary education. These depart¬
ments have their own budgets and are

School officials talk, over the virtues of
electrical training equipment with the
author. Thailand has acquired a wide
range of training equipment through a
Cl DA loan, and more will be purchased
on international tender sometime later
this year.
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These students at Samsen School in
Bangkok are obviously interested in
mechanics. Until recently vocational
training was neglected, and the country
is now short of trained labor.

should be able to get a good propor¬
tion of the business.

Although the comprehensive school
project represents an important part
of the program of the Department of
Secondary Education, normal and ex¬
panded purchases of teaching and
scientific equipment will be financed
from its own budget.

The largest single purchaser of educa¬
tional equipment in Thailand is the
Department of Vocational Education,
which has an annual budget of approx¬
imately $1 million for this purpose.
The Department buys continuously
throughout the year and the timing is
not necessarily keyed to the academic
year. Within the vocational field the
department is concentrating on the
mechanical, electrical and electronics
sectors but also buys woodworking,
metalworking, ceramic, and construc¬
tion equipment. This department is
also responsible for administering the
World Bank-sponsored LIVE (Loan

for Improvement of Vocational Edu¬
cation) series of tenders whereby a
total of U.S. $6 million was provided
for the purchase of vocational equip¬
ment. This program is near comple¬
tion, but approximately SI million
remains for the acquisition of mis¬
cellaneous equipment. Tenders will be
called in Bangkok over this year.

The universities are the next largest
purchasers and do not lack funds for
these. The equipment they buy varies
considerably but they seek it particu¬
larly for courses in agriculture, medi¬
cine, teacher training and engineering.

There are also a large number of pri¬
vate secondary schools and some pri¬
vate colleges but these institutions by
and large offer academic and commer¬
cial courses and generally are short
of money.

The area offering the greatest potential
for Canadian suppliers is vocational
training equipment, especially sophis¬
ticated equipment with unique quali¬
ties. Electrical and electronics, refriger¬
ation, power mechanics and perhaps
even ceramics are all areas where
Canadian equipment has good sales
potential. There is also a demand for
scientific equipment, language labs,
audio-visual equipment, films and

other teaching aids. The major com¬
petitor is Japan and smaller versions of
industrial equipment, or products
where cost of shipping is a significant
part of the price, are at a disadvantage
unless they have unique qualities.

The best, indeed the only, way a Cana¬
dian manufacturer or supplier can
capitalize on the potential here is by
appointing a local agent or representa¬
tive. An agent is essential for almost
all business dealings in Thailand and
the educational field is no exception.
All government purchases are made by
tender and it is a long and intricate
process, often delayed by red tape.
The keen agent maintains close con¬
tacts with officials, learns about up¬
coming requirements, and can alert
his principals long before the tender is
called. This is vital because influence
is frequently exerted and facility pay¬
ments made at this stage, so that the
tender specifications are drawn up in
such a way that only one product can
qualify. Thus the well-informed agent
of a Canadian company can, with the
full support of his principals, angle his
sales approach to overcome the efforts
of the competition.

Once the tender has been let, the agent
will urge rapid acceptance of the speci¬
fications and conclusion of the agree¬
ment, expedite clearance through cus¬
toms, and provide servicing. Canadian
manufacturers must have faith in their
agent because it is customary in tender
business to quote only a net c.i.f. price
and allow the agent to incorporate
the cost of the “selling” services and
of the bid bond. Direct bids in govern¬
ment tenders without the assistance of
an agent are, without exception, re¬
jected. The tender business will occupy
most of the agent’s time but additional
direct sales to private schools and
training centers can be generated by
an alert and aggressive representative.

There is no lack of good agents to
represent Canadian suppliers in the
Thai educational market and this
office can help manufacturers to locate
one. We are planning a catalogue
display with the purpose of alerting
potential agents to Canadian capabili¬
ties and making government buyers
aware of Canadian products. The edu¬
cational field in Thailand is ripe and
Canadian producers should act now
to establish agencies if they wish to
reap benefits.
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Canada Aids
Malaysian Power Project
A Canadian loan to help finance the huge Temengor hydroelectric power project, being
designed and with construction supervised by a Canadian firm, will provide advantages
for Canadian suppliers of earthmoving, generating and transmission equipment.

HOWARD CUMMER, Assistant Commercial Secretary, Kuala Lumpur

The next few years will see a tre¬
mendous increase in the electric power
generating capacity of Malaysia’s
National Electricity Board, which
produces and controls more than 90
per cent of the electric power used
in West Malaysia. In September 1949,
electricity departments operated by
the various Malay state governments
were consolidated into the Central
Electricity Board, which in turn became
the National Electricity Board at the
time of Merdeka (Independence) in
1957. At that time the NEB had a
working capital of Cdn. $46 million
and a total generating output of 136
megawatts. By the end of 1969, gen¬
erating output had reached 660 mega¬
watts and the Board’s working capital
had risen to $297 million.

Its major customers have changed too.
In 1957 the demand for electricity
came mainly from the mining industry;
by 1969 commerce and manufacturing
accounted for some 60 per cent of the
power consumption and mining had
declined to about 20 per cent. The
NEB’s power grid supplies the whole
of West Malaysia, with the exception
of Penang Island which has its own
generating system. There is also a
small private company in Perak State,
the Perak River Hydro Electric Power
Company. Perak Hydro operates
under a concession granted by the
NEB up to the year 2000, with options
at periodic intervals for the Federal
Government to buy out the company.

With the implementation of govern¬
ment economic policies to stimulate
further industrial growth, the demand
for power in West Malaysia is rising
at between 8 to 10 per cent a year and
is projected to continue at that rate
until at least the end of this decade.

D. Selvasingham, supervisor of the Tuanku Ja'afar power station, with Howard
Cummer (left), author of this article, and Vern Tant, chief of the Electrical Divi¬
sion of the Department of Industry, Trade and Commerce. Mr. Tant made an ex¬
tensive tour oj Southeast Asia last November to explore opportunities for Canadians.

The present load factor averages
between 79 and 80 per cent of total
generating capacity and is fairly con¬
stant throughout the year—just like
the weather in Kuala Lumpur! (The
Kuala Lumpur area, including the new
industrial and residential town of
Petaling Jaya, accounts for more than
50 per cent of the NEB’s total load
requirements.) But existing generating
capacity will be unable to meet the
demand after 1972 and the NEB is
undertaking several expansion projects.

The first project is the Tuanku Ja’afar
Power Station at Port Dickson, where
there are now two 60 megawatt (ther¬
mal) units in operation. International
tenders closed recently for two more
60 mw. units scheduled to be in ser¬
vice by 1973. Units 5, 6 and 7 (120
mw. each) are now being designed and
should come on stream by 1976. The

capacity of two other thermal stations,
at Prai and Johore Bahru, are also
being increased by 30 mw. each. The
addition of Units 3 and 4 at Tuanku
Ja’afar and Unit 3 at Prai were origin¬
ally planned to meet the projected load
growth of the western system up to
1974, but the demand for bulk supplies
of power to the Perak River Hydro
Electric Company and a greater-than-
forecast load in the northern area of
the NEB system mean that further
additions to generating capacity will be
required in 1973 and 1974. Units 5, 6
and 7 at Tuanku Ja’afar should meet
this need and provide capacity to
satisfy the load demands of the entire
system up to 1978. Beyond 1978,
further sources of power will have to
be found and the NEB has turned to
hydro as the most viable source.
Roughly 30 per cent of NEB’s total
requirements are now supplied by
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hydro through a series oi small stations
in the Cameron Highlands and Batang
Padang areas.

Canada has more than a passing in¬
terest in the National Electricity
Board’s current and future expansion
plans. The original feasibility study
for the Temengor Project, the huge
hydroelectric scheme on the upper
Perak River, was carried out by a
team of Canadian engineers in 1965
under Canadian Colombo Plan aid.
Following this study and further in¬
vestigations, the decision was made
to go ahead with the Temengor dam,
375 feet high by 1,600 feet long, creat¬
ing a lake 50 miles long and holding
almost a year’s supply of water in
storage to power a 260-megawatt
(three machines of 87 mw.) hydro
generating station.

The next major step in Canadian in¬
volvement was the announcement by
Prime Minister Trudeau during his
visit to Malaysia last May that
Canada was making available Cdn.
$50 million in a form of a 3 per cent
loan to finance the offshore costs of
the Temengor project.

The contract for the over-all design
and construction supervision of Te¬
mengor went to a Canadian firm,
Shawinigan Engineering Company
Limited of Montreal. Construction
of the civil works and supply of
generating equipment for the project
will be put out to international tender
and the Canadian 3 per cent loan
funds will be available to finance the
offshore costs for them as well. This
means that any Canadian firm which
is at all competitive in the interna¬
tional market and which can meet
the Canadian content rule attached
to the loan funds will have the ad¬
vantage of favorable financing terms
to include with its quotation.

The civil works contract (dam, pen¬
stocks and four one-mile-long diver¬
sion tunnels) will be worth approxi¬
mately Cdn. $25 million. A prequali¬
fying list of international bidders will
be prepared by late 1971 or early 1972
and tenders will be called in late 1972,
with approximately six months allowed
for submission of bids. Tenders will
then be evaluated and contracts should
be awarded in July or August 1973.
The NEB estimates it will take approx¬
imately four years to complete the

construction of the project. The civil
works contractor will need an esti¬
mated Cdn. $10 million worth of con¬
struction and earthmoving equipment
for this job, and it will be the con¬
tractor’s responsibility to provide it.
This could mean opportunities for
Canadian motor graders and other
small-to-medium-size earthmoving
equipment, plus a wide variety of
construction equipment for the pen¬
stocks and diversion tunnel work.

Tenders for the electrical and mec¬
hanical works will be called in July
or August 1974. The value of the
turbine-generators, transformers,
gauging and mechanical equipment
for power generation will be about
Cdn. $6 million.

Increased electric power will not be
the only gain from the Temengor pro¬
ject. The ancillary benefits of a con¬
struction project of this size in a re¬
latively unpopulated region will also
affect the economy of the immediate
area and indeed the whole country.
More than Cdn. $10 million will be
spent for construction labor, approxi¬
mately half of it for local unskilled
labor, with obvious and important
implications for the national economic
policy, which is emphasizing the alle¬
viation of rural unemployment. Po¬
tential irrigation and agricultural bene¬
fits are estimated at more than $100
million during the next 50 years and,
as well, the Dam will provide excellent
flood control for the Perak River
valley, which has experienced bad
floods about once in each century.
Water storage in the reservoir will be
sufficient to regulate the combined
output of the NEB’s other hydro
stations to compensate for the con¬
siderable variation in daily output.

Associated with the construction
activity on Temengor will be the com¬
pletion of the East-West Highway,
which in addition to providing access
to the site, will open up remote areas
for forestry and other resource devel¬
opment and offer the possibility of
adding an east-west flow to the Malay¬
sian power grid as well as the present
north-south development.

A 94-mile, 275 kv. transmission line
will be built to bring power from
Temengor to the major consumers,
but the NEB has not yet determined
how this project will be handled.

There are a number of alternatives,
ranging from a complete turnkey pro¬
ject to a system of separate contracts
for the transmission towers (supply
and erection), cable, tower hardware,
transformers and switchgear. Indica¬
tions are that an outside consultant
will be used but one has not yet been
named. (The NEB is now building a
32kv. line from Fraser’s Hill to Kuala
Lumpur and is erecting the towers
itself under contract.) Construction of
the transmission line will probably
start at the same time as the major
civil works, in the latter part of 1974.

Being on the spot is, of course, im¬
portant for a firm hoping to bid on
any aspect of Temengor or the thermal
expansion projects for the NEB, and
can bring indirect and sometimes al¬
most unexpected returns as well.
Shawinigan Engineering, the Canadian
firm with the big stake in Temengor,
found that its services were also com¬
petitive at Port Dickson. As a result,
Shawinigan is now supervising the
civil works for Stage III of the Tuanku
Ja’afar expansion. (The prime con¬
sultants are the British firm of Preece.
Cardew and Rider.)

There will be separate contracts for
supply and installation of each stage
of the electrical and mechanical works
at Port Dickson (Tuanku Ja’afar):
boilers and generators; instrumentation
and control ; pipe work, valves and
tanks; cranes; feed water pumps and
motors; water treatment; chlorination;
transformers (auxiliary); switchgear
(auxiliary); main generating transfor¬
mers and main transmission trans¬
formers; isolated phase and cathodic
protection; transmission switchgear,
and transmission lines (two 75kv. and
one 32kv). Equipment will be pur¬
chased by international tender, with
financing by the World Bank or bi¬
lateral sources where available.

We already hear the next few years
in West Malaysia being referred to
as the “Temengor Era”. Any Canadian
firms interested in further information
on opportunities that will be opening
up with this exciting project, or on the
Tuanku Ja’afar expansion, should get
in touch with the Commercial Division
of the Canadian High Commission in
Kuala Lumpur, or with the Electrical
and Electronics Branch, Department
of Industry, Trade and Commerce,
Ottawa.
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Assessing Forest Resources
in the Isthmus
ARNOLDO GALVEZ MORAN
Assistant Commercial Officer
Guatemala City

Panama and all the Central American
countries, with the exception of El
Salvador, have large forest areas. But
how useful these areas are commercially
is debatable. Many of the various
species of indigenous trees are, at least
at present, not marketable abroad
because they are unknown to the inter¬
national market.

Apart from Honduras, there has been
a conspicuous lack in all countries of
any forest conservation and manage¬
ment policy. Cutting has been uncon¬
trolled and erosion is already taking
its toll. Many areas contain exploitable
quantities of timber, but access is
limited and the terrain in many places
is mountainous. The climate adds to
the difficulties.

All the Isthmus countries, however,
are now undertaking development
studies for the rational and intelligent
exploitation of their forest resources
and, as plans resulting from these
studies are implemented, opportunities
will open up for Canadian knowhow
and Canadian equipment. It may not
be too early for manufacturers to indi¬
cate their interest by appointing agents
and so being ready for developments.

Here is a brief account of the situation
in each country.

Guatemala -Approximately 53 per cent
of the land area of 42,042 square miles
is forested, but density per acre is low.
A recent study under FAO auspices
shows that only 21 per cent of the
estimated timber volume in three of the
best areas in the country is of com¬
mercial value. Exploitable areas have
few access roads, and rainfall cuts
down the average 150 working days
per year found in other Central Ameri¬
can countries to only 100 days.

In the Peten area in the northeast,
mahogany and cedar are being cut

selectively by FYDEP, the government
development authority responsible.

Exports of fine woods declined from
U.S.$1,672,500 in 1964 to U.S.$840,300
in 1969.

El Salvador—This is the one country
in Central America with no commercial
forest resources at present, because of
its small area and dense population.
But with a requested UNDP loan, the
Government hopes to set up a project
to plan and demonstrate modern
practices in forest development, con¬
servation and management, particularly
to help to integrate the rural popula¬
tion of the northern mountain zones
into a mixed agro-forest economy.
Experts and consulting services will be
needed.

Honduras There are large forest
resources, including pine and hardwood,
in this country of 43,227 square miles.
The COPINO pulp, paper and timber
complex being developed with the help
of ADELA will include a sawmill and
a linerboard plant with a yearly capa¬
city of 170,000 tons (for Central
American consumption). Total invest¬
ment is estimated at about U.S.$72
million, $15 million of which will come
from the Government. There should
be opportunities for Canadian com¬
panies, but the terrain is mountainous
and difficult, and there are few access
roads. The Government is creating
new forestry legislation and a new
forestry agency.

Nicaragua- Forest resources include
approximately 4.5 million cubic meters
of pine. A $2.5 million study on invest¬
ment opportunities in the north¬
eastern pine forests is due to begin
soon. Subcontracts valued at $275,000
will be let for feasibility studies of
alternative mill sites, infrastructure
surveys, and shipping studies for an
industrial preinvestment survey, aerial
photography study, and wood and
water analysis investigations. Refor¬
estation programs are expected in the
Puerto Cabezas area in the northeast.

Costa Rica—The land area is 19,690
square miles, of which about 23 per
cent is forested. About 82 per cent of
this forest area is owned at least
nominally by the state. As in Guate¬
mala, most of the 1,200 or so species
of trees are not exportable because
they are not known internationally.
Most of the timber produced is used
for housing, fuel and charcoal. More
wood products are imported (mainly
railway ties from Honduras) than are
exported. Forest fires are frequent and
destructive. Reforestation with cypress
and alder in water catchments and
highland pastures has made some
progress.

Panama -The land area is 29,201
square miles, and 74 per cent of it is
forested (an estimated one billion cubic
meters). A project financed by the
UNDP and carried out by FAO is
under way to evaluate and plan exploi¬
tation of forestry resources, but results
of the study may not be known until
1975 or 1976.

Film on Exporting Ready

“A Pleasant Duty”, a color and sound
film on exporting produced by the Na¬
tional Film Board for the Department of
Industry, Trade and Commerce, has just
been released. It runs for 41 minutes and
covers the activities of two companies
that have achieved success in export mar¬
kets. One of these firms is selling a con¬
sumer product, mainly in the United
States, and the other is marketing special¬
ized industrial equipment in many coun¬
tries, including those of Western and
Eastern Europe.

Copies of this film for showing at export
seminars or to other interested groups can
be obtained from the Publicity Branch,
Department of Industry, Trade and Com¬
merce, Ottawa, or from any of the De¬
partment’s Regional Offices in Canada.
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FAO Sets Up
Co-operative Programs
To stimulate investment, private and public, in developing countries,
FAO has established an Investment Center and set up
an FAO/Industry Co-operative Program.

J. E. MONTGOMERY
Commercial Counsellor, Rome

Canadian consultants and businessmen
are well aware that FAO, as a special¬
ized agency of the United Nations, is
an executing body for projects of the
United Nations Development Pro¬
gram (UNDP), mainly feasibility
pre-investment studies in the fields of
agriculture, forestry and fisheries.

Canadian industry may be less aware
that FAO has begun an action pro¬
gram to put to use the feasibility
studies that have been prepared and
to encourage direct investment in the
developing countries. For this purpose,
it has organized an investment center
to foster co-operation between FAO
and the World Bank, Regional Banks,
bilateral aid organizations, and private
banks, and has also set up a separate
FAO /Industry Co-operative Program.

FAO works closely with the World
Bank under a co-operative agreement
signed in 1964. The World Bank, in
its efforts to increase loans for agri¬
cultural development, found that it
lacked well-conceived projects. But
to identify and formulate projects it
could sponsor in developing countries,
it would have had to duplicate many
of the services and the expertise built
up by FAO over many years. The
IBRD therefore decided to enter into
a co-operation agreement with FAO,
under which it could draw on FAO
expertise. This arrangement was a
good one from FAO’s point of view
because it was already involved in
UNDP feasibility studies and wanted
to see these oriented towards produc¬
tive investment. These studies it had
undertaken over a period of years but
many of them had not been followed

The impressive headquarters of the Food and Agriculture Organization in the heart
of old Rome. The smaller part of the building, at the left, holds the conference
halls, library and the radio studios. The building is faced with travertine marble
and is rented to the FAO for one dollar a year by the Italian Government.

up, either because the reports were
not sufficiently detailed or financing
was not obtainable.

At the stage now reached, when a
developing country requests an invest¬
ment oriented towards agriculture,
forestry or fisheries, the FAO /IBRD
co-operative program is ready to go
into action. FAO staff, in co-operation
with their World Bank colleagues,
participate in the missions that visit
countries requesting assistance to
identify projects precisely, evaluate

their potential, formulate the invest¬
ment programs, and advise on their
execution. FAO staff also participate
frequently in other World Bank mis¬
sions when there are major agricul¬
tural, forestry or fisheries sectors in¬
volved.

An example of this program was a
loan of U.S. $16.7 million for financing
the first phase of a livestock develop¬
ment project in Colombia. The pro¬
gram was formulated by a mission
organized by the FAO /IBRD co-
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operative group. It was conceived as
a pilot project. The loan covered the
first three years of the project and the
accent was on beef and dairy cattle and
sheep. It included work of dif¬
ferent types: land clearing, fencing,
water supplies, barns, pasture im¬
provement and up-grading breeding
techniques. About 900 ranches, 250
dairy farms and 35 sheep-raisers
participated in the project. It was
organized and administered by the
Caja de Credito Agraria, Industrial
y Minero, an autonomous Colombian
credit institution. The bank loan
covered 60 per cent of the total cost
for three years, the Caja de Credito
furnished 22 per cent, and the remain¬
der was assumed by the farmers and
their co-operatives.

The FAO /IBRD program has also
helped to provide agricultural credit
in Tanzania, loans to agricultural
co-operatives in Tunisia, cereals
storage in Pakistan, farm road con¬
struction in Iran, and colonization
of Crown lands in Trinidad.

FAO has also initiated a co-operation
agreement with private banks. Six
international banks will consider
financing agricultural development
projects suggested by FAO. The
founding members of this group are
Bankers Trust, Chase Manhattan,
Wells Fargo, Barclay’s Bank DCO,
Westminster Bank and Skandinawska
Bank, and the program is designed
to finance purely agricultural ventures
which have been overlooked.

The first project is already under way
in Kenya. Barclay’s DCO is contrib¬
uting U.S. $2.5 million to a revolving
fund to finance the purchase of feeder
livestock and the cost of fattening
them for market. It is estimated that
African ranchers could realize a gross
margin of 20 per cent on the operation,
even after paying normal commercial
interest rates.

The FAO Investment Center is also
interested in assisting bilateral aid
programs supporting private invest¬
ment in developing countries. For
example, the bilateral aid agency of an
FAO member country might establish
a trust fund with FAO, under which
the latter would provide technical
assistance and advice to a private firm
in a member country that wishes to
invest in a developing country.

Of particular interest to Canadian
industry is the FAO /Industry Co¬
operative Program. Starting with 18
member companies in 1965, the pro¬
gram now has a blue-ribbon member¬
ship of 89 international companies
such as Bowater Paper, Alfa Laval of
Sweden, East Asiatic Company of
Copenhagen, Shell and Unilever. To
date only three Canadian firms have
become members—Massey Ferguson,
MacMillan Bloedel, and the House
of Seagram.

How does it work? A typical example
is a recent request from Brazil for a
forest industry development study.
Before going ahead with the study,
FAO contacted three firms with
Brazilian experience—ITT, the British
Match Corporation and the East
Asiatic Company.

The three firms commented on what
they felt the study must determine
to ensure the production of a worth¬
while pre-investment report. When it
is completed, they or other members
of the FAO /Industry Co-operative
Program will then be asked whether
they want to make any direct invest¬
ment in Brazil, based on the oppor¬
tunities identified by the study.

In some projects the risks are high
because they involve new techniques.
Tate and Lyle is undertaking such a
venture in Cyprus. It is working on
a pilot plant to test the feasibility of
producing microbial protein from

carob beans, initially for animal feed.
Financing was arranged by Tate and
Lyle, the UNDP, and the Government
of Cyprus. Tate and Lyle is contribut¬
ing its knowhow and will own any
technical processes it develops.

The FAO /Industry Co-operative Pro¬
gram has also been involved in assist¬
ing the Oltremare Company of Bologna
(which developed a new technique for
processing cashew nuts), an H. J. Heinz
tomato-paste plant in Turkey, and a
proposed paper mill for Turkey. It is
now studying recommendations for
private industry involvement in devel¬
oping countries put forward at the
World Food Congress in The Hague.
These will be discussed by member
companies of the program at its spring
meeting this year.

All this shows that FAO is tailoring
its studies to the possibility of pro¬
ductive investment in developing
countries. Its formula for financing
these investments is to put together
“flexible” packages.

Canadian industries and banks inter¬
ested in expanding their operations
to developing countries might take
a close look at what the FAO Invest¬
ment Center has to offer. The Com¬
mercial Division of the Canadian
Embassy in Rome will be happy to
assist Canadian industries and banks
in making contact with the FAO In¬
vestment Center and the FAO /Industry
Co-operative Program.

Harbor Improvement in Tobago

The Government of Trinidad and Tobago
announced recently that work on develop¬
ing Scarborough Harbor will begin
this year with the construction of a new
350-foot wharf, dredged to a depth of 15
feet at low water. Steel for the project is
already on site. Other work includes dredg¬
ing and reclamation (Cdn.$100,000) and
erection of cold storage facilities (Cdn.
$105,000)

The over-all plan for the harbor is de¬
signed to meet future cargo handling re¬
quirements of Tobago for at least the next
20 years, and is in harmony with the de¬
velopment plan for Scarborough, the prin¬
cipal town in Tobago.

Long-term requirements for the plan and
estimated costs in Canadian dollars are:

(a) 350-foot berth extension and the con¬
struction of two roll-on /roll-off berths,
$200,000.

(b) 600-foot berth extension, $325,000.

(c) Construction of approximately 280 feet
of breakwater, $100,000.

(d) Reclamation, dredging and coast pro¬
tection, $200,000.

(e) Construction of transit shed, cold stor¬
age and offices, $400,000.

(f) 530 feet of pleasure craft berth, $225,000.

(g) Construction of tourist terminal
$75,000.
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Trade Lines

Soviet machinery for Iraq
The Iraqi Ministry of Agrarian Reform recently con¬
cluded a $20 million loan agreement with the Tractor¬
export Organization of the U.S.S.R. for supplying
farm machinery and vocational training centers—
Beirut

New banks open in Bermuda
A third foreign bank has recently been opened in
Hamilton, Bermuda. The Union Bank of Switzerland
has established a wholly-owned subsidiary with a share
capital of $2 million. Its principal business will be the
underwriting of international security issues, primarily
in the Euromarket. It will not do business locally.

In the last three years, the Bermuda National Bank
Limited, which is 40 per cent owned by the Bank of
Nova Scotia, and the Bermuda Provident Bank Lim¬
ited, 40 per cent owned by Barclays Bank, have opened
in Hamilton. Bermuda law requires that a bank wish¬
ing to do business in the Colony may have no more
than 40 per cent foreign ownership—New York

Jamaican firm to manufacture aluminum telephone cable
Caribbean Telephone Cables Ltd., a joint venture of
British Insulated Callender’s Cables Ltd. of Britain and
Continental Telephone Corporation of the United
States, will build a factory in Jamaica to manufacture
aluminum telephone cables. The aluminum conductor
multi-pair cable will replace the traditionally used copper
cable in the local telephone service. The new-type cable
will be exported throughout the Caribbean. The factory
is expected to begin production in June 1972—Kingston

Mexico to grow more corn and wheat
Mexico plans to increase production of corn and wheat
between 1971 and 1975. According to officials of the
Ministry of Agriculture, corn production will rise from
the 1970 estimate of 8.8 million metric tons to at least
10.2 million. Wheat production will rise from 2.7 mil¬
lion to about 3.3 million metric tons. Production of
other crops, such as beans and alfalfa, will also in¬
crease— Mexico, D.F.

Value of Dutch exports of livestock and meat increase
Exports of livestock and meat from the Netherlands in
1969 totalled Cdn. $538.2 million, compared with Cdn.
$455.7 million in 1968 and Cdn. $367.9 million in 1967.
As in 1968, the increase in the over-all value of exports
was largely the result of an upswing in sales of pork
and pigs for slaughter. In 1969 some 1.4 million live or
slaughtered pigs were sold abroad, as against 1.2 mil¬

lion in 1968. The most important export in the cattle
sector was that of fatty veal; exports in 1969 increased
by 12,000 tons (18 per cent). The most important
markets were Italy and the German Federal Republic,
followed by France. The major customer for meat pro¬
ducts and preserves was the United States—The Hague

Bahrain gets first aluminum smelter
The aluminum smelter in Bahrain, with an annual cap¬
acity of 90,000 tons, is expected to begin operations this
year and to attain full production by 1972. The Cdn.
$12.5 million project is being undertaken by a consor¬
tium of British, Swedish, French, and United States
companies and the Government of Bahrain. The Gov¬
ernment is encouraging secondary aluminum industries
to locate there, such as those making window and door
frames, aluminum paint and powder, and cooking uten¬
sils. A number of Bahraini businessmen are interested
in co-operating in joint ventures in these fields—Beirut

Mexican paper manufacturer increases production
Mexico’s largest paper manufacturer, Companias de las
Fabricas de Papel de San Rafael y Anexas, recently
unveiled plans for an investment of Cdn.$68.5 million
in expanding its own and the facilities of its affiliates
over the next several years. Plans include installation of
a machine with a 21,000-ton annual capacity for pro¬
ducing coated papers, new plant construction in Guer¬
rero and Michoacan to manufacture 160,000 tons of cel¬
lulose a year, and a specialty papers machine to pro¬
duce 7,000 tons a year. The company estimates this
year’s paper production at about 115,000 tons— Mexico,
D. F.

Foreign investors help Singapore’s industry
During the last decade about Cdn.$441.8 million in
foreign capital has been invested in Singapore. It came
mainly from Britain, the United States, Hong Kong,
Japan, Taiwan and Australia. There are now more than
1,700 factories in Singapore compared with 500 in
1959. West Germany and other European countries
have recently shown interest in investing here. The
Economic Development Board of Singapore assists
investors to locate suitable factory sites, provides tech¬
nical advice and service plus information on economic
conditions, and government incentives such as pioneer
status, tariff protection and export benefits—Singapore

Singapore imports a variety of meats
Singapore annually imports about Cdn.$130.9 million
worth of fresh, chilled or frozen meats, mainly from
Australia, Denmark, the Netherlands, New Zealand and
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the United States. In 1969 imports from Australia of
beef and veal amounted to Cdn.$2.68 million out of a
$5.1 million total. Denmark was the largest supplier of
pork and poultry meat, (Cdn.Sl million and $1.6 mil¬
lion worth respectively). Principal suppliers of the Cdn.
$1.7 million worth of mutton imported were Australia,
New Zealand, Britain and West Malaysia—Singapore

Singapore expands its port facilities
The Singapore Port Authority will spend more than
Cdn.$32.7 million this year in developing and improv¬
ing its facilities. The budget sets aside Cdn.$18.89 mil¬
lion for major port development projects, the largest
being the construction of the East Lagoon container
terminal. Port enhancement projects will take up Cdn.
$3.46 million and $5.76 million will be spent on im¬
proving the operation of the port in such areas as oper¬
ational buildings, roads, electrical installations and com¬
munications, wharf, mechanical and ancillary equipment
and craft. Housing and welfare projects will amount to
Cdn.$1.3 million. The 1971 budget is just about double
that for 1970, when an all-time record of 38,079 ships
transporting 148.4 million tons called at Singapore-
Singapore

Cominco involved in Greenland
Cominco Ltd., a Canadian company holding the con¬
trolling interest in Vestgron Mines, Ltd., which in turn
controls Greenex A.S., a Danish mining company, has
signed an agreement with the Danish Government giv¬
ing Greenex sole rights to prospect and mine for silver,
lead and zinc in the Black Angel mountain area near
Umanak in Greenland. Greenex will begin preliminary
investigations this summer. The quantity of ore is esti¬
mated at 2.5 million tons, containing 26 grams of silver,
4.3 kilos of lead and 183 kilos of zinc per ton—Copen¬
hagen

Steelworks built in Belgium
An electric steelwork plant has been built at Genk, in
the province of Limbourg, Belgium, by Allegheny-
Longdoz, S.A. The plant, of the ASEA-SKF type, has
an arc furnace and a vacuum gas-extraction and decar¬
bonizing unit; it will send ingots produced to the S. A.
Cockerill plant near Liege for hot rolling. The hot-
formed coils will then be shipped back for the cold¬
rolling and finishing processes. With the new steelworks,
which represents an investment of approximately Cdn.
$9.2 million, Allegheny-Longdoz has become a com¬
pletely integrated producer of stainless steel—Brussels

Peru grants car manufacturing rights
Five companies have been granted sole rights to manu¬
facture automobiles in Peru. The companies are: Toyota
del Peru, Nissan Motor del Peru (Datsun), Motor Peru
(Volkswagen), Chrysler Peru S.A., and Industria Auto-

motriz del Peru S.A. (Rambler and Renault). Volvo dej
Peru S.A. has been granted the concession for the as¬
sembly of heavy trucks and buses. Official contracts
have already been signed with Toyota, Nissan and
Chrysler Lima

Thailand invests in pulp plant
A $16.5 million plant to produce 33,000 tons of paper
pulp annually from bleached kenaf is to be set up in
Thailand. It is said to be the first plant in the world to
produce kenaf pulp for industrial use. Almost $9 mil¬
lion will be spent in buying machinery and equipment,
including digester, washing and screening, bleaching
and drying and baling plants. By the time the project
is in operation, domestic demand for pulp will approxi¬
mate 75,000 tons a year. It has been made clear that
import duties on this commodity will not be increased

—Bangkok

Switzerland ships uranium to Belgium
The eight-megawatt experimental power reactor at Lu-
cens, near Lausanne, which went critical for the first
time on December 29, 1966, and generated power dur¬
ing 1968 was closed down in January 1969 after an
accident in which one fuel assembly was damaged ex¬
tensively. The reactor used slightly enriched metallic
uranium. It has 2,044 fuel rods, or 28 rods per fuel
element. Of these rods, 350 have now been shipped to
the Centre Européen de Retraitement de Combustibles
Nucléaires at Mol, Belgium. The remaining fuel rods
will also be sent to Mol— Berne

Foreign Tariffs and
Trade Regulations
Guyana
The Comptroller of Customs and Excise has recently
informed our Trade Commissioner that he will accept
bills of lading from trucking companies as supporting
evidence of origin in instances where goods are con¬
veyed from Canada to United States ports by truck for
shipment to Guyana.

Republic of Ireland
Licences will be granted to established local onion im¬
porters and to substantial purchasers of onions for the
import of limited quantities of raw onions during the
period March 29, 1971, to May 15, 1971. Local im¬
porters must apply to the Secretary, Department of
Agriculture and Fisheries, Section 4, Dublin 2, in¬
dicating the quantities desired and country of origin—
Dublin
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Export Opportunities
The inquiries listed below come from several sources, including various Branches of the Depart¬
ment in Ottawa and the Trade Commissioner Service posts abroad. Exporters should correspond
directly with the companies or agencies mentioned, using the addresses given. The Department
of Industry, Trade and Commerce cannot assume any responsibility for trade negotiations that
exporters may enter into with these firms, nor can it vouch for their commercial standing.

Crab and Salmon
CANARY ISLANDS Las Palmas firm
wishes to receive quotes from Canadian
suppliers of canned red crab, sockeye
salmon and pink salmon. Labels on cans
must bear Spanish translation of descrip¬
tion of contents and ingredients, and net
weight in metric system. Contact: Vicente
Palazon Gonsalvez, Director of Commercia
y Agencias, Juan Rejon 65, Las Palmas.

Structural Steel, Reinforcing Rods, Hardware
GUYANA—Neil Chan, General Manager,
External Trade Bureau, is taking over con¬
trol of imports of hardware and building
materials in April. He would like to receive
quotations on all types of structural steel,
reinforcing rods and hardware from Cana¬
dian suppliers. Quotations should be sent
to Mr. Chan at the External Trade Bureau,
Water Street, Georgetown, Guyana.

Water Meters
COLOMBIA—Tender number 98-OP-1C
has been issued by Empresa de Acueducto
& Alcantarillado de Bogota for the supply
of 40,000 water meters, 12.7 mm. diameter
(equivalent to -J- inch) with alternatives of
speed type of one stream, and multiple
stream and volumetric type. Closing date
is May 17, 1971, at 4 p.m. Tender docu¬
ments cost 500 pesetas (approximately
$26), and can be obtained from the Com¬
mercial Counsellor in Bogota. Contact:
Commercial Counsellor, Canadian Em¬
bassy, Apartado Aereo 53531/2, Calle 58
No. 10-42, Bogota, Colombia; telex: 044568
(DOMCAN BOG); cable: Canadian.

Waterproof Work Clothing
BOLIVIA—La Paz firm wants quotes on
1,000 yellow waterproof hat, coat and trou¬
ser sets in quantities of 400 size 38, 400 size

40 and 200 size 42. These sets are for con¬
struction workers and should be made of
light material, with glued and vulcanized
seams, double protection over shoulders
and upper back. Trousers must have ad¬
justable suspenders riveted at joints. Firm
also wants quotes on yellow waterproof
clothing for miners for both underground
and surface use, and on waterproof oil¬
resistant clothing for petroleum workers.
Quotes should include prices f.o.b. and
c.i.f. Matarani (Peru). If direct credit is
extended, it should be irrevocable letter of
credit or bank guarantee. Contact: Farid
Bakir, General Manager, Tai-American
Corp., (Bolivia) Ltd., P.O. Box 2541, La
Paz. Copies of initial correspondence should
be sent to Commercial Secretary Canadian
Embassy, Casilla 1212, Edificio El Pacifico,
Corner Avenida Arequipa and Plaza
Washington, Lima, Peru.

Trade Commissioners on Tour
In Territory

Businessmen who would like Trade
Commissioners to undertake assign¬
ments for them should write to the
post as soon as possible.

Brazil
P. A. Théberge, Consul and Trade
Commissioner in Sao Paulo, will visit
the states of Parana, Santa Catarina
and Rio Grande do Sul early in May.

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 ad¬
vance. Therefore, Canadian business¬
men who would like the Trade Com¬
missioners to undertake assignments
for them in these East European coun¬
tries are advised to write to the Vienna
office immediately.

Cyprus
An officer from the Tel Aviv, Israel,
office visits Cyprus every month for
at least three days, usually in the
second half of the month.

Deminican Republic, Haiti, Virgin
Islands
Trade Commissioners from San Juan
regularly visit the Dominican Republic,
Haiti and the Virgin Islands. Cana¬
dian businessmen who would like
officers to undertake assignments for
them in these countries are invited to
write to the Consulate in San Juan.

Finland
A Trade Commissioner from the
Stockholm, Sweden, office visits
Helsinki once a month for about a
week, except during July and August.

South Africa
P. W. Belanger, Assistant Trade Com¬
missioner in Cape Town, will visit the
Port Elizabeth and East London area
April 19-27.

South Korea
Trade Commissioners from the Tokyo,
Japan, office visit the Republic of
Korea (South Korea) approximately
every two months for a week.

Turkey
Trade Commissioners in Ankara visit
Istanbul frequently. Canadian business¬
men who would like the officers to
undertake assignments for them in that
city are invited to write to the Com¬
mercial Division, Canadian Embassy,
Vali Dr. Resit Caddesi 52, Cankaya,
Ankara, Turkey.
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Foreign
Exchange
Rates

These nominal quotations may help
exporters in checking prices, but
they should consult their banks before
making any firm commitments. When
more than one rate is shown, the
one to be used depends on the com¬
modity traded. Information on the
rate for any specific commodity may
be obtained from the 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 banks sell exchange to importers.

Rates used exclusively in non-merchandise trading are not included in this table.

For conversion of column one to the U.S. dollar equivalent multiply by .99. To convert column two, divide by .99.

Value of Value of

Country
and
Currency

foreign currency
unit in
Canadian dollars
at March 25

Canadian dollar
in foreign
currency units

Country
and
Currency

foreign currency
unit in
Canadian dollars
at March 25

Canadian dollar
in foreign
currency units

Algeria Dominican Republic
Dinar .2053 4.87 Peso 1.0069 .99
Argentina Ecuador
Peso (free) .2512 3.96 Sucre (official) .0403 24.81
Australia El Salvador
Dollar 1.1365 .88 Colon .4028 2.48
Austria Fiji
Schilling .0389 25.68 Dollar 1.1623 .86
Bahamas Finland
Dollar 1.0069 .99 Markka .2397 4.17
Beligium and France, Monaco, etc.2
Luxembourg Franc .1825 5.48
Franc .0203 49.26 Franco-African
Bermuda Republics3
Dollar 1.0069 .99 Franc 0036 277.78
Bolivia French Pacific4
Peso .0845 11.83 Franc .0100 100.0
Brazil Germany
Cruzeiro (official free) .1976 5.06 D Mark .2773 3.61
Britain Ghana
Pound 2.4354 .41 New Cedi .9867 1.01
British Honduras Greece
Dollar .6078 1.64 Drachma .0335 29.85
Burma Guatemala
Kyat .2114 4.73 Quetzal 1.0069 .99
Ceylon Guyana
Rupee .1692 5.91 Dollar .5884 1.69
Chile Haiti
Escudo (bank rate) .0851 11.75 Gourde .2014 4.97

(free) .0702 14.25
Honduras

China, People’s Republic of
Renminbi .4125 2.42

Lempira .5034 1.99

Colombia
Peso (fixed) .0517 19.34

Hong Kong
Dollar .1661 6.02

Congo (Kinshasa)
Zaire 2.144 .46

Hungary
Forint (official) .0921 10.85

Costa Rica Iceland
Colon .1520 6.58 Krona (official) .0114 87.72

Cubai India
Peso Rupee .1347 7.42

Czechoslovakia Indonesia5
Koruna .1398 7.15 Rupiah .0027 374.22
Denmark Iran
Krone .1346 7.43 Rial .0131 76.41
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Value of Value of

Country
and
Currency

foreign currency
unit in
Canadian dollars
at March 25

Canadian dollar
in foreign
currency units

Country
and
Currency

foreign currency
unit in
Canadian dollars
at March 25

Canadian dollar
in foreign
currency units

Iraq
Dinar 2.8193 .35

Peru
Sol (free) .0232 43.08

Ireland
Pound 2.4354 .41

Philippines6
Peso (free) .1568 6.38

Israel
Pound .2877 3.48

Poland
Zloty (fixed basic rate) .2537 4.01

Italy
Lira .0016 617.66

Portugal & Colonies7
Escudo .0350 28.53

Jamaica
Dollar 1.2177 .82

Saudi Arabia
Riyal .2062 4.84

Japan
Yen 0028 354.73

Sierra Leone
Leone 1.508 .66

Kenya
Shilling .1412 7.08

Singapore
Dollar .3273 3.05

Korea, Republic of
Won .0032 317.08

South Africa
Rand 1.4225 .70

Lebanon
Pound (free) .3121 3.20

Spain & Dependencies
Peseta .0145 68.97

Malaysia
Dollar .3289 3.04

Sweden
Krona .1951 5.13

Mexico
Peso .0805 12.42

Switzerland
Franc .2344 4.27

Morocco
Dirham .2023 4.94

Syria
Pound (free) .2819 3.55

Netherlands
Florin .2801 3.57

Thailand
Baht (free) .0488 20.49

Netherlands Antilles
Florin .5339 1.87

Trinidad & Tobago8
Dollar .5034 1.99

New Zealand
Dollar 1.1398 .87

Tunisia
Dinar 1.9179 .52

Nicaragua
Cordoba .1438 6.95

Turkey
Lira .0671 14.90

Nigeria
Pound 2.8376 .35

United Arab Republic
Pound (official) 2.3158 .43

Norway
Krone .1411 7.09

United States
Dollar 1.0069 .99

Pakistan
Rupee .2114 4.73

Uruguay
Peso (free) .0040 248.13

Panama
Balboa 1.0069 .99

Venezuela
Bolivar (official free) .2242 4.46

Paraguay
Guarani (free) .0081 123.46

Yugoslavia
Dinar (official) 0671 14.90

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

4. New Caledonia, New Hebrides, French
Polynesia.

5. Exchange rate at December 9, 1970.

6. Exchange rate in Philippines on floating
basis with daily quotations by banks.

7. Approximately same rate for Portuguese
territories in Africa.

8. Also used in Barbados, Leeward and
Windward Islands.
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Assistant
Trade Commissioners Posted
The ten members of the 1970-71 group of Assistant Trade Commissioners, who have
completed a number of months of training, including tours of Canadian industry,
have now received their postings. They will depart from Canada to take up their
assignments during the spring and early summer.

Brian E. Baker

Third Secretary
Permanent Mission of
Canada to the U.N.
New York, N.Y.

Born in Toronto, Ont.;
educated at University of
Toronto, B.Sc.F. 1965;
University of New York
State. M S. 1968.

David F. Cooper

Assistant Commercial
Secretary
Tehran, Iran

Born in Toronto, Ont.;
educated at University of
Toronto. B.Comm. 1970.

Robert W. Craig

Assistant Commercial
Secretary
Brussels, Belgium

Born in Calgary, Alta.;
educated at Royal Mili¬
tary College certificate
1961; University of Al¬
berta, B.Sc. (EE) 1963;
Queen’s University,
M.B.A. 1970.

Paul S. Dingledine

Assistant Commercial
Secretary
Port-of-Spain, Trinidad

Born in Hamilton, Ont.;
educated at McMaster
University, B.A. 1967,
M.B.A. 1969.

W. David Hutton

Assistant Commercial
Secretary
Kingston, Jamaica

Born in Vancouver, B.C.;
educated at University of
British Columbia, B.A.
1967; Queen’s Univer¬
sity, M.B.A. 1970.

Donald P. McLennan

Assistant Trade
Commissioner
Hong Kong

Ronald J. McLeod

Assistant Commercial
Secretary
Sydney, Australia

M. Waine McQuinn

Assistant Commercial
Secretary
Abidjan, Ivory Coast

Michel Perrault

Assistant Commercial
Secretary
Bonn, Germany

Brian J. Wallace

Assistant Commercial
Secretary
Mexico, D.F., Mexico

Born in Ottawa, Ont.;
educated at Laval Uni¬
versity, B.Sc. (Hon.)
1968; University of Al¬
berta, M.B.A. 1970.

Born in Winnipeg, Man. ;
educated at University of
Manitoba, B.Sc. 1968.

Born in Brantford, Ont.;
educated at Royal Mili¬
tary College, B.Eng.
1965; McMaster Univer¬
sity, M.B.A. 1970.

Born in Montreal, Que.;
educated at Colleges Ste-
Marie and Brebeuf, B.A.
1962; University of
Montreal, B.Sc. (Econ.)
1965; University of Tor¬
onto, M.A. 1970.

Born in Victoria, B.C.;
educated at University of
British Columbia, B.A.
1964, LL.B. 1968.
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Areyour
standards

foryour son
ashighas

ours?

We think so.
We think you want the best
possible education for your son.
The kind we can give him at one

the entire cost of his higher
education.

In return for this, we ask
that your son commit himself to
several years of hard work. The
regular collegecourse will prepare
him to face the many varied
demands as an officer in the
Canadian Armed Forces.

Also, look at it another way.
The period your son serves as
an officer in the Canadian Armed
Forces will be as valuable an
education as his University study.
And the pay will be equal to his
professional status.

There are three Military
Colleges which he may attend:
The Royal Military College of
Canada, at Kingston, Ontario;
Royal Roads Military College, in

Victoria, B.C. and College
militaire royal de Saint-Jean, in
Saint Jean, Quebec. Or, he could
be sponsored for a course at a
selected university and take the
special training during summer
months.

We alsoencourage application
from eligible candidates who wish
to attend on the basis of paying
tuition, board and accessories.
The programme is the same as
ROTP but the graduate is granted
a commission in the Reserves and
may return directly to civilian
life. This is the Reserve Entry
scheme.

Education
for leadership.

of our Canadian Military Colleges
and selected Universities under
the Regular Officer Training Plan
(ROTP).

Your son will get a degree in
Engineering, Sciences or Arts.
He’ll study in an environment
which lends itself to academic and

For more information, at no obligation to you, write the Registrar of
one of the Military Colleges or mail this coupon, postage free, to theDirector of Recruiting and Selection, Canadian Forces Headquarters,
Ottawa 4, Ontario. Or contact your local Canadian Forces Recruiting and
Selection Unit.

Please send me further information on ROTP in the Canadian ArmedForces.

physicalexcellence. He’ll be taught
by first rate professors. In small
classes. The kind of classes where
individual attention is not just an
ideal, but a reality.

As a qualifying high school
graduate under ROTP, this plan
not only pays his tuition fees, but

NAME GRADEATTENDING.(PLEASE PRINT)

ADDRESS. CITY

PROVINCE. AG PHONE NUMBER

THE CANADIAN ARMED FORCES



If undelivered return to:
Information Canada, Ottawa, Canada

CANADA
POSTAGE PAtf)

PORT PAYÉ

MARKETS
FOR
CANADIAN
EXPORTERS

PLANNING A BUSINESS TRIP TO
JAPAN, PERU, BOLIVIA OR MEXICO?
The Department of Industry. Trade and Commerce
has something that will help you work out many
important details — and it's free for the asking- a
series of booklets you'll find helpful and interesting.
Called Markets for Canadian Exporters and published
in English and French, there's one on Japan, Peru
Bolivia and Mexico and we've started one on West
Germany.

The booklets tell everything from when to travel and
when not to travel, the best buying seasons, how to
invoice and document, to when not to wear a heavy
suit in Bolivia and how to avoid getting fleeced in a
Japanese night club.

There’s information on each country, its religions,
customs, public holidays, transportation snags. They
tell you how to do export business quickly and
efficiently - how to collect a debt or register a trade
mark. And of course there is general information on
each country’s economy and foreign trade, with tips
on tipping, gift giving, and entertaining.

They're obtainable at any of the department's regional
offices in Fredericton, Halifax, Montreal, Toronto,
Winnipeg, Regina, Edmonton or Vancouver.

Or if you prefer, clip the coupon on this page and mail
it to us, specifying the booklet you want We’ll see that
you get your copy promptly.

Oh yes...have a pleasant trip.

Mail to:
Publicity Branch
Department of Industry, Trade and Commerce
Ottawa 4, Ontario

I wish to receive Markets for Canadian Exporters
as shown below:

Japan
Peru/Bolivia
Mexico
Germany

Name:
Company name:
Address:


