
canada o/
CANADA-MEXICO Report

of
Los Commerciales



Canada
Commerce
Fourth Quaterly 1978

Published by the Department
of Industry, Trade and Commerce
Established in 1904
Minister
Jack H. Horner
Minister of State for Small Business
Anthony C. Abbott

W.R. (Bill) Teschke, Acting Deputy Minister,
Department of Industry, Trade and Commerce

Mr. Bill Teschke hasbeenappointedActingDeputy
Minister, Department of Industry,TradeandCommerce,
on November 24, 1978. He succeeds Mr. G.F.
Osbaldeston, who has been appointed Secretary to the
Board of Economic Development Ministers.

Mr. Teschke was born in Winnipeg, and grew up in
Owen Sound, Ontario. He obtained a Bachelor of
Commerce from the University of Toronto in 1951andan
MBA from Michigan State University in 1962.

After serving fifteen years as Finance Officer in the
Canadian Armed Forces (RCAF), in various locations in
Canada and abroad, he joined the Public Service in
1966. Since then, he has served in various financial
positions in the Departments of National Defence, Public
Works and Industry, Trade and Commerce. He joined
the Privy Council Office in May 1972 as Assistant
Secretary to the Cabinet (Priorities and Planning) and in
May 1975wasappointed DeputySecretary totheCabinet
(Plans).

Mr. Teschke was appointed Senior Assistant
Deputy Minister of Industry, Trade and Commerce in
September.

“Publiée aussi en français”
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CANADA-MEXICO
Canada-Mexico co-operation concentrating on such
specific sectors as: agriculture, transportation,
fisheries, energy (oil and gas),mining and
manufacturing. Within these sectors of immediate
interest to Canadian exporters were the following
projects: Mexico City Metro, Reynosa gas pipeline,
the $15 billion, five-year oil development program
and the nuclear program. (For these and other
opportunities for Canadian exporters, EDC has in
place or is negotiating lines of credit in excess of a
billion dollars.)

Following the officials meeting in Mexico, a
mission of officials from the Mexican Department of
Natural Resources and Industrial Development
visited Ottawa in June to ascertain, at first hand,
Canadian industrial capacities in key sectors of
mutual interest. The Mexican delegation focussed
on the following potential areas of co-operation
where Canadian technical and manufacturing
capabilities could be related through joint ventures
to Mexican priority development requirements:
transportation industries, fisheries, fish processing,
forestry, mining, metal, mineral processing, pulp
and paper industries, agro-industry, food
processing, hydro gas turbines, petroleum and
petrochemical industries. (See following articles for
details.)

A high level Mexican mission, composed of
businessmen and government officials, will visit
Canada shortly to establish working groups in these
sectors. In the near future, we can expect a series
of industrial missions to lead to joint venture and
other arrangements whereby Canadian technology
can be profitably shared with Mexican companies in
ways which will further the industrial development
aspirations of both countries.

Lie Jorge De La Vega, Minister of Commerce, (Mexico)
and Mr. Gearson, Director, WHB ITC, Ottawa, on the
occasion of “Canada-Mexico Commercial & Industrial
Consultations”, Mexico City, April 1978.
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Lie. Jorge De La Vega, Minister of Commerce (Mexico)
Mr. Gearson, Director, WHB ITC, Ottawa, Ambassador
James C. Langley and Lie. Hector Hernandez, Under
Secretary of Commerce (Mexico), on the occasion of
“Canada-Mexico Commercial & Industrial Consultations
April 1978.

Mexico is now Canada’s third largest market in
Latin America, after Venezuela and Brazil. In 1977
our exports to Mexico reached $210 million and
shipments for 1978 are expected to equal last
year’s.

On the other hand, the value of Mexican
exports to Canada really grew during the years
1970-77, expanding by a whopping 313 percent
—to a record $194 million — and, from the signs, it
appears that this trend will continue. (SeeTable.)

While the trade described above will continue to
grow, Canadian industry must look for fresh
opportunities and new ways to profit from
them. The Mexican Government intends to attain
self-sufficiency in a wide range of commodities and
to encourage industrial development and import
substitution by means of joint ventures between
Mexican and foreign partners.

To explore these avenues of doing business, a
series of regular meetings between Canadian and
Mexican industry and government leaders has been
underway since 1970. At that time,at the urging of
the Mexican Ambassador to Canada, the Canada-
Mexico Businessmen’s Committee was established
and, with CALA (Canadian Association for Latin
America) co-ordinating Canadian participation, has
met annually since then to discuss ways of
strengthening trade and industrial relations. In May
of this year, 25 Mexican and 50 Canadian
businessmen met in Montebello to discuss topics
such as energy, bilateral trade, joint ventures,
transportation links and taxation.

At the same time a Joint Ministerial Committee
was established and, at the latest meeting in
November 1977, agreement was reached between
the Honourable Jack Horner, Minister of Industry,
Trade and Commerce and his Mexican counterpart,
His Excellency Fernando Solana, that officials
would meet to identify more closely areas of mutual
interest. These talks, which took place in Mexico in
April, have resulted in a clearer definition of
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The climate for doing business
with Mexico is perhaps better today
than at any time since the posting of
Canada’s first Commercial Agent to
Mexico in 1904. The new government
of President Jose Lopez Portillo has
established clear development
priorities, many of which relate closely
to Canadian industrial expertise and
skills, and is anxious to meet its
objectives before the next change in
the Presidency, in 1982.Discoveries of
oil and gas have attracted worlwide
attention, and ambitious production
plans promise to have a major balance
of payments impact by the early
1980s. The push for development will
require a further expansion of the
country’s already sizeable industrial
infrastructure, opening up possibili¬
ties for co-production, licensing and
joint venture agreements.
Miss Iley V. Charlton Mrs. Ofelia Ariza

Canada is in an excellent
position to expand its economic and
commercial ties with Mexico. We
share the same continent, with the
benefits of efficient communications
and transportation links. Similarity in
natural resource endowments
provides a base for the flow of
expertise, investments, and equip¬
ment originally developed to meet
Canadian project requirements.
Complementarity of climate offers a
natural trade in tourism and tropical,
semi-tropical and seasonal imports of
agricultural products.

Closer economic relations with
Mexico will not, however, come about
without a considerable effort. The
Mexican market is a complex one,
highlighted by extensive government
involvement in many aspects of the
economy, a sometimes confusing
array of regulations, organizations
and policies, and the requirement of
doing business in a culture, language
and social structure quite different
from our own.

In many areas American
companies represent our major
competition. These companies are
the first logical choice for a Mexican
customer looking for a supply source,
particularly when reputation and
proximity are complemented by the
ability of these firms to quickly assess
the potential which the Mexican
market holds. The Europeans and
Japanese, in seeking to develop closer
economic relations, are aware of
Mexico’s tremendous natural resources
as well as its need of technology inflows
through joint ventures in order to
provide job opportunities for its rapidly
expanding labour force. While
Canadians are well accepted by their
Mexican counterparts, we will have to
move far more quickly in view of the
intense competition in the Mexican
market.

The following series of articles
were prepared by “Los Comerciales"
the staff of our post in Mexico
City. They are designed to briefly
emphasize some of the opportunities
in the Mexican market, to provide
some basic advice on the art of
doing business there, and to
encourage Canadian companies to
write, telex, telephone or visit for
further assistance and information.

Fidencio Arguelles Georges Belanger Jose Antonio Panhue Srita. Maria Elena Trueba

Sra. Esmeralda V. DeSalinas J Kleace Robert Noble John M. Hill



Mexican Economy
In the two years since the

devaluation of the peso, in September
1976, the Mexican economy has
slowly but steadily returned to the
stable pattern it had known for the
previous twenty years. Signs of the
return to stability are: the ability of the
floating peso to maintain its value (at
about 20 to the Canadian dollar,
unchanged for eighteen months); the
trickling back of funds which left the
country just before and during the
devaluation period; the gradually
increasing tempo of business
investment; and the confidence
expressed by the International
Monetary Fund and many foreign
bankers (including Canadian) in
Mexico's prospects for continued

prosperity.

Indeed there is every reason to
believe that the country could return
to the annual growth rates of five and
six per cent which it knew for nearly
two decades. Oil reserve figures are
revised upward constantly, and
massive new projects are underway in
petrochemical production, transporta¬
tion systems and fisheries. Secondary
manufacturing too is expanding with
government encouragement and the
aid of well-trained technicians.

Two serious problems, however,
still confront the nation's
economy. One is the rapidly
increasing population which, despite

government efforts to limit family
size, out-stripped growth in the GNP
during 1977 (3.1 percent population
growth: 2.8 per cent GNP
growth). The other problem is the.
chronic inability of the agricultural
sector to feed the population. Imports
of essential foodstuffs grow
dramatically each year and could, if
farm production does not expand
quickly, absorb a large part of
Mexico’s revenue from oil and gas in
future years. These problems are
recognized by the present
administration and serious efforts are
being made to come to grips with
them. Mexico’s continued growth and
prosperity will depend on the
government’s ability to find a solution.

Canadian Exports to Mexico

Canadian Trade with Mexico
($(Can)’OOO)

January
1976

December
1977

Newsprint paper 41,520 49,162
Gold 28,590 —
Railway rails 23,771 4,535
Parts and Access, for motor vehicle, nes. 14,074 3,262
Asbestos milled fibres, group 4 and 5 10,818 14,235
Milk powder, skim milk 10,417 18,317
Railway, street roll stock and part nes. 6,689 34,049
Combine reaper-threshers 5,492 2,456
Sheet and strip, steel nes. 5,375 21,940
Card punch sort tab., computers and parts 3,768 1,444

Total of main items 150,514 149,400
Total of all items (Cdn $’000,000) 209.1 210.9

Canadian Imports from Mexico
January December

1976 1977
Coffee, green 26,230 41,326
Tomatoes, fresh 9,911 19,136
Electronic equipment components nes. 5,897 2,147
Parts and access, for motor vehicles nes. 5,678 13,572
Shrimps and prawns, fresh or frozen 5,169 7,961
Fluorspar 4,917 4,982
Denims, cotton 4,704 5,879
Strawberries, frozen 4,581 5,226
Cotton, raw 4,282 5,002
Pants, slacks, womens and girls cotton 4,194 2,125

Total of main items 75,563 107,356
Total of all items (Cdn $’000,000) 146.1 194.3
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CANADA-MEXICO SECTOR PROFILES
(A) Oil, Gas and Petrochemicals

Exciting new discoveries of oil
and gas have taken place in the past
two years, raising Mexico’s proven
reserves of crude oil, natural gas
liquids and natural gas to 20 billion
barrels as of December 31, 1977 It is
estimated that probable reserves total
37 billion barrels, with possible or
potential reserves totalling 300 bilion
barrels.

The state oil company Petroleos
Mexicanos (PEMEX) is responsible for
the development of these reserves and
of all primary petrochemical
plants. PEMEX 1976-82 expansion
program calls for total expenditures of
$16 billion. Average daily production
of oil, condensate and natural gas
liquids is scheduled to grow from the
current level of approximately 1.5
million barrels a day to over2.2 million
by 1982. Basic petrochemical
capacity will grow from 4 million tons
in 1977 to 18 million tons in 1982,
requiring expenditures of $2.5
billion.. There will be a corresponding
expansion in the manufacture of
secondary petrochemicals which,
under Mexican law, must be
undertaken by companies owned 60
percent by Mexican nationals.

The magnitude of PEMEX
expansion program has attracted
worldwide interest from both industry
and banking circles. There is no
doubt that PEMEX will have the
required financial resources to
manage its program, and a wide range
of offers for the equipment and
material which it will need, including
pipe, valves, boilers, heat exchangers,
storage vessels, compressors, date
acquisition equipment drilling rigs,
etc.

The pace of PEMEX expansion
program, the preoccupation of its
officials with meeting their ambitious
targets, and the intense sales efforts
displayed by companies from all over
the world, makes selling to PEMEX a
considerable challenge. Mexican
industry can already build about 60
per cent of the equipment and ma¬
chinery which PEMEX requires, and
with the priority attached by the
government to expanding this
capacity, success can often best be
achieved by close association with a
local manufacturer for partial
assembly, manufacture under license,
orafull joint venture.

In July 1978 the Export
Development Corporation granted a
line of credit to PEMEX for up to $250
million, the first $20 million being
available immediately for disburse¬
ment to Canadian suppliers. Full
details are available from EDC.

(B) Mining
Mexico’s mining industry has

been closely associated with the
evolution of the country, from the
early extraction of gold and silver in
the 16th century to the current time,
when the value of the industry’s
production exceeds $1.2 billion.
Mexico is the world’s leading
producer of silver, fluorite, celestite
and graphite, and a major producer of
arsenic, antimony, barite, lead,
sulphur, bismuth, zinc and mercury.

Plans for the period upto 1982
are impressive. The government
intends to invest $2.2 billion in
expansion projects, while the private
sector estimates its expenditures in
the $2 billion range. The administra¬
tion plays an active role in the
industry’s development, and compa¬
nies in which it has a strong equity
position are estimated to account for
about 35 per cent of industry
activity. The exploitation of certain
minerals is reserved exclusively for
the state, while other specified
minerals require that Mexican equity
interests hold 66 per cent equity
capital, rather than the normal 51 per
cent.

A number of Canadian mining
companies are well established in
Mexico, either in producing mines or
in exploration ventures. The local
mining fraternity is made up of

knowledgeable, technically compe¬
tent individuals working for aggressive
well regarded companies. As in all joint
ventures, the key to success lies in the
selection of a partner with similar
objectives and goals and with the ability
to assist the Canadian company
through the appropriate government
decision-making steps and procedures.

Exporters of mining equipment
have made notable progress in
establishing themselves in this
market. Canadian participation in the
Acapulco Mining Exhibition in 1977,
followed by a mission of key decision
makers to Canada in May 1978, resulted
in many firm orders and a new
awareness of the ongoing potential for
equipment sales.
(C) Forestry

While Mexico’s 44.5 million
hectares of prime forest represent a
resource of some potential, the
industry’s expansion has been
constrained by a number of social,
economic and financial factors. Asa
result, the rising domestic consumption
of paper products has necessitated
imports of newsprint and pulp. Canada
has maintained its traditional position as
a major supplier to the Mexican
market. Over 25 per cent of Canadian
exports to Mexico in 1977 were pulp and
paper products.

Since the late 1960s the Mexicain
Government has been actively
involved in the industry’s growth
through the creation of a number of
companies and development organiz¬
ations, often with emphasis on a
particular geographic area. State
companies pursuing expansion
programs include PROFORMEX
(sawmilling and pulpwood), FA-
BRICAS DE PAPEL TUXTEPEC
(newsprint expansion), and MEXI-
CANA DE PAPEL PERIODICO
(newsprint from bagasse). Private
sector plans include kraft, linerboard,
paperboard and paper mill expansion

Mexican manufacturers can
meet local requirements for the
sawmilling industry where low
volume, labour intensive operations
are common, and in this manner,
import license controls protect
domestic equipment manufacturers.
As most pulp and paper making
machinery is imported, current
expansion and upgrading projects
offer interesting opportunities for
Canadian manufacturers.
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CANADA-MEXICO SECTOR PROFILES

(D) Fisheries
Mexico's fisheries industry has

not traditionally played a major role in
the country’s development. The
growth of this industry has been
hampered by an out-of-date fleet and
a limited local demand for fisheries
products.

An analysis of the industry’s
potential, however, has led to the
realization that an expanding fisheries
industry could provide a higher level
of protein in the Mexican diet,
generate additional foreign exchange
resources through increased exports,
and create new job opportunities in
the fishing, processing and shipbuil¬
ding sectors.

As a result, the Mexican
Government has given high priority to
the industry, and progressive targets
for expansion have been set. It is
planned that the industry’s output will
rise from 562,000 metric tons in 1977,
to 2,400,000 metric tons in 1982. The
Fisheries Department has been
reorganized and now stands as a
separate government entity headed by
a full member of the Mexican Cabinet.

The Mexican Fisheries Develop¬
ment Program includes expansion of
both the fleet and onshore facilities.
Stress is laid on establishment of joint
ventures with foreign companies in
fishing, processing and enabling the
country’s industrial capability to
produce the machinery and equip¬
ment the industry will require.

There will be import require¬
ments for a wide range of products
including ships, processing equip¬
ment, marine hardware, winches,
steering systems, refrigeration
equipment, communications equip¬
ment, etc.

Whilea number of Canadian
exporters have traditionally sold
marine equipment here, the potential
volume of Mexican requirements is
such that assembly/manufacturing in
Mexico is an attractive proposition,

and a number of joint venture
possibilities are now being explored.
Other companies are finding that in
order to sell major pieces of
equipment (e.g. ships, processing
equipment, etc.) it is necessary to
present a complete package proposal,
including vessels, training, processing
facilities, export marketing assistance,
etc. in a joint venture package,
including both direct equity invest¬
ment and debt financing.

These initiatives are to be
encouraged, as they clearly meet
Mexican requirements. They also
enable Canadian companies to meet
the promotional techniques of
competing European countries, that
often require the end fisheries product
for their domestic market and thus use
joint ventures as a prime means of
meeting their own objectives. A key to
understanding the potential which the
fisheries development program holds
is to visit the Department of Fisheries,
which will provide assistance and
advice as to current requirements, and
how to formulate proposals for their
consideration.

(E) Transportation
In terms of the distribution of its

population, Mexico is in many
respects similar to Canada. It has
both far-flung pockets of settlement,
often separated by empty plains or
mountain ranges, and urban centres
where the great density of population
plus high city growth rates has made
the search for better modes of public
transport a necessity.

Like Canada, Mexico relies
heavily on rail service to link its distant
communities to one another and to
the major cities. Under a program
financed by the World Bank, Mexico is
undertaking a major program of
railway modernization and expansion.
Some of its features will be:
reballasting and relaying of track,
doubling of existing lines, tunnel and
bridge improvement, construction of
new lines to service ports and
industrial centres and purchase of
new rolling stock and signalling
equipment. Two projects of particular
interest are the electrification of major
lines and the Alfa-Omega Project,
which would link the Atlantic and the
Pacific by a high speed container line
across the narrow Isthmus of
Tehuantepec. Canada is a major

supplier of railway equipment
including locomotives, rolling stock
and rail.

In the major cities -- Mexico City,
Guadalajara, Monterrey -- there is a
new emphasis being given to
transportation planning. The need to
move large numbers of people rapidly
and economically has led to the
development of concepts such as
articulated public transit vehicles and
creation of broad cross-town
thoroughfares with reserved lanes.
Mexico City, with a population of well
over 13 million, is doubling the length
of its subway lines from 40 to 80
kilometers and expects to have
eventually 400 kilometers. Expansion
of bus and trolley bus fleets in all three
cities is under consideration. Mexico
City has recently decided rather than
enlarging its streetcar routes to rely
on trolleybuses. Five hundred new
buses are now on order, with 2,000 the
near term requirement. Propulsion
control systems will be imported.

There is a strong desire on the
part of Mexican transit authorities to
manufacture all types of equipment
locally. Mexican industry has the
capability to manufacture metro cars,
railway rolling stock and buses. Sale
of specialized equipment for the
transportation industry will require
not only competitive prices, delivery
and service, but also a willingness to
enter into licensing, co-production or
joint venture arrangements.

(F) Electric Power
On the basis of current

population growth rates and the
planned increase of Mexican industry,
it is estimated that in 25 years the
country will require 10 times the
amount of electric power it currently
generates. The responsibility for
meeting these growing requirements
falls to the Federal Electricity
Commission (CFE), the government-
owned electricity generating utility.

The current expansion program
of CFE calls for increasing generating
capacity from the current level of
11,000 MW to 20,000 MW by
1982. Expenditures of $8.1 billion are
programmed. By 1982 the planned
expansion will reduce the reliance on
oil burning plants to 52 per cent, with
other energy sources being coal six
per cent, geothermal two per cent,
nuclear seven per cent, and hydro 33
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percent. Planning is underway now
on the next expansion phase which
will raise generating capacity to
30,000 MW in the mid-eighties.

The market for electrical
generating equipment is highly
competitive, with European, Japanese
and American firms very active. CFE
raises funds through international
banks as well as supplier credits. The
Export Development Corporation is
holding discussions with CFE to
establish a line of credit for CFE’s
current purchase requirements, with
the line to be expandable to include
major project financing. The Mexican
Government has given a preferential
rating to its electrical equipment
manufacturing industry, and expects
to establish new plants under
licensing or joint venture agreements.

Mexico’s first LWR nuclear plant
supplied from the United States is
expected to come on stream in
1983. Mexico has considerable
uranium reserves, and long-term
studies are now underway to
determine the number of nuclear
stations to be built, the choice of the
most appropriate technology, and the
degree of local manufacture which
can be undertaken.
(G) Agriculture

Agricultural policy represents
the predominant policy concern of the
Mexican Government. If agricultural
output is not increased, observers
estimate that much of Mexico’s new
export revenues from oil and gas will
be required simply to pay the import
bill to feed the expanding population.

Distribution of agricultural land
to small farmers was a major tenet of
the Mexican Revolution. Since 1911,
some 80 million hectares of land have
been distributed to 2.5 million
farmers. The amount of land which
can be worked by a farmer is limited,
and the lands cannot be leased, sold
or mortgaged. While the communal
land system covers about 70 per cent
of the farm population, it contributes
only 35 per cent of the annual
production.

Large private sector farms, some
concentrating in production of fruits
and vegetables for export, account for
over 50 per cent of the annual
production, although they represent a
small percentage of the country’s farm

units. The redistribution in 1976 of
some of these units gave way to
distrust, prompting a high level review
of land redistribution policy.

Canada has been a traditional
supplier of a number of agricultural
products -- to meet current
consumption needs and to lay the
basis for expanding production. Sales
of skimmed milk and other dairy
products totalled $21 million in 1977,
and ongoing sales are expected.
There are continuing requirements for
unregistered cattle, beef cattle,
purebred swine and chicks. While
Mexico is a large importer of oilseeds,
so far there have not been commercial
shipments of rapeseed. Mexico
manufactures tractors and agricultur¬
al equipment, but imports combines
and large tractors.

(H) Consulting Services
With the exception of technical

services provided under World Bank
or Inter-American Development Bank
funding, the effective market in
Mexico for consulting services from
Canadian consulting firms doing
business from their Canadian offices
is nil. This is due to: (a) a 42 percent
tax levied by the Mexican Government
on gross consulting billings by
offshore consultants; and (b) the
inability under Canadian tax laws for
companies to credit this against their
global corporate income taxes.

Bilateral tax treaties between
Canada and other countries normally
contain provisions to avoid problems
of this sort. Although there have been
discussions on a tax treaty between
the two countries, Mexico has not, as
a matter of policy, concluded double
taxation treaties with any other
country.
CANADA COMMERCE FOURTH QUARTERLY 1978

There are other jurisdictions, for
example, the United States, where the
taxes paid to Mexico can be applied
against corporate taxes to be paid on
global income, therefore, utilizing a
U.S. subsidiary might provide a
solution to those companies having
such subsidiaries and, on this basis,
project financing could be provided
by the Export Development Corpora¬
tion for equipment, and the Canadian
chartered banks for consulting
services, down payment financing,
and local costs.

Another possible solution is the
establishment of a joint venture
(maximum 49 per cent interest) with a
Mexican firm. There are local
regulations which establish a ratio
between the number of foreign
consultants and local engineers which
must be employed by such firms.
While such regulations are designed
to ensure that the local entity absorbs
the relevant know-how, it is often the
case that the technology required is
highly specialized, and that there is no
viable local market for such
technology on an ongoing basis. As
far as is known, there have not been
any joint ventures between Canadian
and Mexican engineering firms.

It should be noted that it is illegal
under Mexican law for a Mexican
company to pay for engineering
services through the device of
including such services in the price of
any equipment provided for the
project.

The Mexican consulting industry
is well developed, with several of the
larger firms pursuing engineer/pro-
curement/construction contracts in
Latin America. These companies
have an excellent reputation for their
technical skills, as well as planning
and project management. Export
financing assistance is available from
the Mexican financial community.

There have been, and undoub¬
tedly will continue to be, Mexican
requirements for consulting services
of a type where Canadian firms have
the required expertise. Until such
time as the taxation question is
resolved, there appears to be little
reason for companies to pursue such
business opportunities.
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How to doBusiness in Mexico CANADA-MEXICO

How To Do Business In Mexico
While Canadians often regard

Mexico as a “developing country”, it
must be recognized that the country
already has a GNP per head of $1,000
which reflects, among other factors, a
growing, broadly-based, industrial
infrastructure. To achieve further
economic growth, the Mexican Gov¬
ernment operates a tariff policy which
either restricts entirely the import of
items already made in Mexico through
the requirement for import permits, or
will allow imports of goods made in
Mexico without an import permit, but
with high tariff rates. These are
important factors to consider when
approaching the Mexican market.

“Mexico Market Booklet” Series

The post in Mexico City has prepared a series of booklets covering key sectors of the economy, which outline current development priorities, projects
under consideration provide names of agents, end users, etc Sectors covered include oil, gas and petrochemicals, mining, forestry fisheries,andelectric
power Shorter surveys on electronics, pharmaceuticals and transportation services arealsoavailable,asisaQuarterly Survey of theMexicanEconomy,anda
yearly statistical review on Canada-Mexico commercial and economic relations For further information write to the
Commercial Division - Canadian Embassy - Melchor Ocampo 463-7 - Mexico 5, D.F.
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Los Commerciales

(A) Developing a Marketing Strategy
Mexico holds great promise as a

market for machinery and equipment
related to such sectors as mining,
fisheries, forestry, oil, gas and
petrochemicals, and electric power
generation. In all of these sectors the
Mexican Government has given high
priority to the development of a
domestic manufacturing industry
capable of meeting the long-term
requirements of the domestic market.

In many cases the potential
export market in Mexico will favour
only foreign companies which offer
joint venture possibilities as part of
their marketing approach. The
rationale for this, from the Mexican
viewpoint, is easily understood. Mexi¬
co has large underutilized natural
resources, and in many areas lacks
the financial, technical and organiza¬
tional expertise to reach its extensive
development targets. With a high
degree of both unemployment and
under-employment, as well as a
rapidly growing labour force, the
generation of jobs in all sectors is
vital. Joint ventures can supply not
only know-how and financing, but
also the assurance that foreign
companies are committed to the
Mexican market, and are not simply
capitalizing on opportunities on a
“spot” basis.

Canadians should recognize this
interest in joint ventures, and seek to
evolve strategy which takes manufac¬
turing under license, co-production
arrangements or joint ventures into
account. A willingness to discuss
these options at the outset may
enhance your more immediate sales
prospects. In one recent case, a
Canadian manufacturer is seeking to
have components manufactured in
Mexico for use in his bid on an
equipment package in a third
country. His objective is to achieve a
lower bid price based on Mexican
industrial costs which are well below

those in Canada, while at the same
time seeking to enlist the support of
his Mexican licensee in the
development and selling work
necessary to eventually open up a
market for his company’s products
here.

(B) Visiting the Market
Over 150,000 Canadians visit

Mexico each year to savour the
delights of Acapulco, Zihuatanejo,
Can-Cun and other tourist centres.
These trips will not, however, give
Canadian companies a fair apprecia¬
tion of the commercial environment in
which they must do business, nor will
a half day of business calls in Mexico
tacked on to the end of a holiday
accomplish a great deal.

The Mexican market is a
complex one, in part because of the
extensive involvement by the
government and government-owned
or controlled companies in a number
of sectors. Responsibilities between
Ministries, and amoung various
government entities, change with
considerable frequency, and thus time
must be allowed in order to gradually
piece together the appropriate
information as to who are the key
decision makers.

While information is more readily
available on private sector companies,
the process of evaluating the
relevance of various company
operations to your particular
requirements takes time. In addition,
the logistical constraints of moving
around a crowded city of 13 million
people means that fewer sales calls
can be made in the course of a day.

(C) Appointing a Representative
Experience has shown that the

services of a competent local agent or
representative are virtually indispen¬
sable for exporters selling to either
public or private sector companies.
While remote communication is
welcome, Mexicans like the personal
contact. A key element in the success
of some of Canada’s competitors has
been the maintenance of on-the-spot
representation, either through a
branch sales office here or through
local Mexican agents. The most
successful Canadian companies here
follow similar practices.

The selection of an agent will
depend upon many factors. One of
the most important is an analysis of
the potential market for your
company’s product, and the most
likely channels of distribution that
should be used. There area wide
variety of potential agents in
Mexico. Some are highly specialized
according to product, while others
may concentrate exclusively on a
certain buying agency, handling a
wide range of products required by
the agency.

By law, all representatives of
foreign companies must be legally
appointed. The executive officer of a
company should sign and present to
the nearest Mexican Consulate a letter
appointing the company’s local
representative. The Consulate will
legalize this document, which should
be forwarded to the local representa¬
tive who will use it to establish official
accreditation with the appropriate
authorities and public sector
companies with whom he is pursuing
business. Mexico maintains
Consulates in Montreal, Toronto,
Winnipeg and Vancouver, in addition
to the Embassy in Ottawa.

(D) Registering for Sales to Govern¬
ment Agencies

One of the prerequisites in
selling to decentralized government
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agencies is the need for foreign
suppliers to be registered with a
central registry authority, as well as
with the potential customer. Not until
all the legal paperwork has been
completed, will a supplier be invited to
participate in any bid. Thus, inorder
to know what business potential
exists, a Canadian company must
ensure that it is appropriately
registered. There are very few, if any,
advertised international tenders in
Mexico -- hence the necessity for
registration.

The Mexican Government
maintains an office specifically for the
registration of suppliers and
contractors to the Federal Govern¬
ment and/or its decentralized
agencies. This office is:

Lie. Enrique Ibarra Irriondo
Director General
Dirreccion General de Normas Sobre
Adquisiciones
Almacenes y Obras Publicas
Secretaria de Programacion y
Presupuesto
José Maria lrazagua38Mexico 1 D.F.
Tel: 521-63-08

This agency must be supplied
with a notarized copy of the
company’s charter and specimen
signature of the executive officer
legalized by a Mexican Consulate in
Canada, accompanied by literature,
drawings, pictures, etc. of products
being offered, plus an original price
list on the company’s letterhead
signed by the executive officer.

A fee of approximately 1000 pesos
is payable for the initial registra¬
tion. If they take place in any other
month, the cost mentioned above
doubles. These monies must be paid
in Mexican currency in the form of a
certified cashier’s cheque, bank draft,
etc., made payable to the Tesoreria
de la Federacion.

In addition to the information
required above, equipment suppliers
are required to provide balance sheet or
financial statements for the previous
year, an indication of the number of
factories in operation, their location,
number of persons employed, etc. On
completion'of the above, the Ministry
will register the foreign company,
issuing a receipt for monies received,
and will advise the corresponding
registration number.

Companies must also register
with each of the specific buying
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agencies with which they intend to do
business, for example, the Federal
Electricity Authority, PEMEX,
CANAPUSO, CFE, etc.

(E) Arranging Financing
Mexican importers of capital

goods are particularly interested in
the nature and type of financing
facilities which can be made available
to them. Both the Export Develop¬
ment Corporation and Canada’s
chartered banks have been active
financiers for Mexico’s import
requirements for many years, and
have a considerable degree of
expertise in structuring financial
offers.

In early 1978, the Export
Development Corporation offered
lines of credit to Mexican public and
private sector organizations totalling
$1.4 billion, the largest offer ever
made by EDC to any country. EDC is
now concluding negotiations on a
number of these lines of credit. The
first line to be concluded is with the
state oil company PEMEX, for up to
$250 million, of which the first $20
million is now available for PEMEX
purchases. Exporters are encouraged
to contact EDC at the earliest
opportunity, in order to discuss this
and other lines of credit.

(F) Selecting a Joint Venture Partner
In some instances, the trading

CANADA COMMERCE FOURTH QUARTERLY 1978

relationship established between a
Canadian and Mexican firm will evolve
naturally into a joint venture
partnership. Both sides will be
convinced of the future market for the
product, and both will realize that if
local manufacturing exists, perhaps
starting on a partial assembly and
moving into a fully manufactured
phase, then protective tariffs will be
set up by the Mexican Government
which will, in effect, provide a
considerable degree of protection
from imports.

Forother companies, the
selection of a joint venture partner will
be more difficult, and a considerable
amount of time will have to be spent
on this task. Canadians should note
that the present gross interest rate on
two-year bank deposits in Mexico is
18'.52 per cent, thus providing a low
risk, high yield alternative to industrial
investment. Local investors, therefore
often will not risk their money in
projects which have a rate of return of
less than 25 to 30 per cent, including a
quick payback period.

In some sectors, Canadian
companies may find that they have a
mix of Mexican private and public
sector investors as their joint venture
partners. While government share¬
holder involvement may be required
under Mexican law, and may appear
attractive to the other shareholders,
there should be no illusions that
government equity participation in a
joint venture will necessarily facilitate
dealings with the various Mexican
Government Ministries and Depart¬
ments from whom various approvals
will be required.

Under Mexican law there is a
considerable degree of discretionary
authority which passes to implement¬
ing Departments. Virtually no two
cases requiring administrative
decisions are ever the same. Patience
tact, persistence and a sensitivity
Mexican attitudes to foreign investment
are essential.



Canadian Export Association’s Annual Convention October 1978
Excerpt from a Speech made by Mr. C.
T.Charland, AssistantDeputyMinister,
Department of Industry, Trade and
Commerce, to the Canadian Export
Association’s Annual Convention -

October 16, 1978

The Department of Industry,
Trade and Commerce is launching a
new program during the coming
weeks, “Enterprise ‘78 -- Focus on
OPEC”. As the title suggests, the
Department will be concentrating on
the OPEC markets and the significant
opportunities they present for Cana¬
dian exporters.

OPEC — the Organization of
Petroleum Exporting Countries --first
came to attention in 1974 when, within
a year, oil prices quadrupled. OPEC
now controls 80 per cent of the proven
oil reserves of the Western world and
supplies two-thirds of its petroleum
imports. By now the names of the
OPEC countries are familiar to all of
us: Algeria, Ecuador, Gabon, Indone¬
sia, Iran, Iraq, Kuwait, Libya, Nigeria,
Qatar, Saudi Arabia, United Arab
Emirates and Venezuela. The pheno¬
menon of OPEC’s rise to international
prominence has undoubtedly been
one of the most sudden and spectacu¬
lar happenings in economic history.
The dramatic increase in world oil
prices that began in 1974 not only
altered the world economic system in
a fundamental way, but for an
exporting country such as Canada, it
created, virtually overnight, a new
market territory unparalleled in its
potential, magnitude and complexity.

Any examination of the OPEC
markets from a statistical point of view
normally creates a certain element of
unreality — the numbers are simply
beyond our normal comprehension.
Contributing to this euphoria is the
tendency among some observers to
describe the OPEC countries’ buying
power in seemingly “Fairy Tale”
fashion. The favourite game among
these observers is to pose hypotheti¬
cal questions such as -- How long
would it take Saudi Arabia to purchase
all stocks listed on the U.S. Stock
Exchanges from its current rate of
surplus accumulation? Answer: some
26 years. Or the net worth of
Fortune’s top 500 firms? About ten
years! Or to acquire all the real estate
in Manhattan? About six months!

There is, however, nothing Fairy
Tale about the potential markets for
imports of goods and services
represented by the OPEC countries.
This is estimated to total $180 billion
in 1977 and is expected to reach some
$280 billion by 1980.

All of the OPEC countries are
embarked upon unprecedented pro¬

grams of industrial development.
Under construction or planned are
capital and infrastructural projects of
major proportions -- ports, railroads,
highway networks, industrial com¬
plexes, housing, developments and
utilities. In many ways, these coun¬
tries are engaged in a process that
Canada has already experienced --
the creation of a modern industrial¬
ized state. Canada has developed
expertise, often unique, in solving
exactly the problems now faced by
these countries in such diverse fields
as communications, electrical genera¬
tion and distribution, transportation,
housing, construction and forestry.
The problems are amplified by the
time frame within which this develop¬
ment is planned to take place.

Canadian business is increasing¬
ly becoming aware of the potential
presented by these markets and, more
importantly, Canadian expertise and
capabilities are being recognized and
accepted in these countries. Con¬
tracts are regularly awarded to
Canadian firms in sectors where there
is often a perfect match between local
requirements and Canadian know¬
how. This is attested to by a Canadian
export performance total which went
CANADA COMMERCE FOURTH QUARTERLY 1978

from $290 million in 1973 to $1.2
billion in 1977. Figures for 1978 show
continued and diversified growth. It is
also important to note that these
export figures do not include very
significant exports of services.

Some of the lessons are be¬
coming clearer as well: projects
properly selected -- often in spite of
their size -- can, within an area of
proven Canadian competence, be
successfully executed by a disciplined
and well co-ordinated approach.
Often this may call for joint-venturing
to share risks or the pooling of
resources and capabilities by forming
consortia. Recently, we have seen
impressive evidence of such new
imaginative approaches in Saudi
Arabia, Algeria and Iran.

However, while massive capital
and infrastructural projects have
captured headlines, let me suggest
that Canadians should also look more
intently at projects of medium to small
size. While mega-million dollar deals
and indeed billion dollar projects are
awarded seemingly daily in the OPEC
markets, let us not lose sight of the
numerous projects of very reasonable
and profitable dimensions. Often our
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trade posts abroad have noted
Canadian companies pursuing hotly-
contested, gigantic projects, while
downgrading smaller projects more
within their grasp.

Similarly, pursuit of capital
projects of whatever size should not
lead us to overlook the strong
demands of the OPEC countries for
goods and services which Canada
produces competitively. We have
observed, in our market surveys,
requirements for consumer goods,
construction products, foodstuffs,
automotive parts and supplies,
agricultural machinery, medical
supplies and services — in effect a
demand for a wide range of goods and
services available from Canadian
sources at competitive prices.

Not surprisingly, the advent of
OPEC markets brings with it not only
new opportunities, but an array of
unusual challenges. These have
demanded the development of new
marketingtechniques, the redeploy¬
ment of resources and the realign¬
ment of functions within the Depart¬
ment.

A new terminology has entered
our trade lexicon -- consortia
formation, ultimate risk insurance,
joint and several liability, bid bonds
and performance guarantee bonds.
While many of these new elements
had been encountered before in
Canadian exporting activities, in
OPEC countries these were presented
to Canadian firms as pre-conditions of
entry and eventual success, and
oftentimes these unfamiliar features
discouraged would-be exporters, who
preferred to turn to more traditional
markets.

At first, Canadian enterprise
appeared frustrated in their efforts to
penetrate the OPEC markets. In
several areas, particularly in the
Middle East, our commercial presence
came several years after that of our
international competitors whose
countries had been long established
as regular suppliers of goods and
services. However, once represented
by diplomatic and commercial mis¬
sions, Canada was quick to emerge as
a reliable trading partner without a
colonial past and in a position to offer
the latest in world technology and this
in two of the world’s international
languages.

Throughout my talk today I have
mentioned OPEC markets. Except for
the common denominator of oil
wealth, we are not talking about a
monolithic entity, each of these
countries is unique. The opportuni¬
ties vary from one to another and, of
course, a marketing approach suc¬
cessful in one may be totally
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inapplicable in another. However,
each market does present a wealth of
market potential, as Ihope will be
evident in the following brief review.

Algeria is heavily involved in
major projects to increase oil and gas
production, expand other primary
industries such as petrochemicals and
steel, while attempting to broaden and
diversify its industrial base through
the development of a consumer goods
manufacturing sector and extension
of small and medium sized industries
to regional centres.

In addition to the above oppor¬
tunities, Canadian companies anxious
to pursue Algeria as a trade market
should consider opportunities for
consulting services (particularly
management consulting), technical
training and equipment, urban deve¬
lopment and construction, transport
and telecommunications and the
launching of light industries. It is
worth noting here that Canadian
exporters are now in a position to
benefit from a $1.2 billion line of credit
recently extended to Algeria. This
follows the conclusion of a $600
million transaction involving the
supply of goods and services for an oil
and gas complex. It should be
mentioned also that the ability of
Canadian firms to transact in the
French language has often been a
deciding factor in their favour.

Iran is well along on a course of
creating a modern industrial economy
and Canadian firms have been
involved there for several years.
Massive turnkey projects and fierce
international competition have inhi¬
bited Canadian success somewhat.
However, a major pulp and paper
complex recently inaugurated by the
Shah, near the Caspian Sea, as well as
the award of a large contract to
undertake hydroelectric and irrigation
work have helped establish the
Canadian presence more firmly.
Overall prospects in Iran remain
excellent with a continuing demand
for industrial goods in areas where
Canada has recognized expertise.

Libya’s economy remains
buoyant. Canadian exporters to this
country have expanded into new
sectors which include telecommuni¬
cations and electronic equipment. Our
Trade Commissioners in Cairo have
considerably stepped up their visits to
Tripoli in order to keep pace with the
increasing trade activity in that
area. We have seen some signifiant
machinery sales and increased
interest in farm implements.

In the Gulf States, Canada’s
efforts will be strengthened with the
recent opening of our Embassy in
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Kuwait. With a market demand
estimated at over $10 billion annually,
the Gulf represents a very tangible
and worthwhile challenge. Many who
have successfully ventured into the
area have been greatly surprised by
the relative ease of conducting
profitable business in the territory. In
addition, the Gulf represents a very
broad based demand for Canadian
goods and services. We intend to
focus more closely on that demand at
the upcoming ARABUILD Show in
Bahrain where 21 Canadian compa¬
nies plan to exhibit this November.
Early in 1979 we plan a major trade
mission to Kuwait and the Gulf States
led by the Minister of Industry, Trade
and Commerce, the Honourable Jack
Horner.

Exports to Saudi Arabia have
shown a dramatic increase: from $6
million in 1972, when we were without
trade representation in the Kingdom,
we now expect to reach exports of
over $200 million in 1978. More
significantly, these export figures do
not include the very notable service
contracts being signed which total
over$400 million annually. In terms of
percentage increases, Canada is
leading all exporters in Saudi Arabia —
with a ten-fold increase during the
past three years. As with other OPEC
markets we see excellent prospects
for future involvement in areas such as
transportation, agriculture, mineral
resource development, vocational
training and construction.

In Ecuador, a trading economy
largely dependent on primary exports
until 1974 when oil revenues mounted,
a market has been created for goods
and services connected with the
process of oil extraction. In addition,
Canadians have successfully market¬
ed machinery, heavy-duty vehicles
and telecommunications equipment.
Finally, a successful cement plant
done on a turnkey basis with Canadian
financing has featured Canadian
presence in Ecuador. To compensate
for the lack of a resident Trade Officer
in Quito, we have added a Trade
Commissioner in Bogota who makes
regular visits to Ecuador and is fully
conversant with the demands of that
market.

Venezuela has been a very
rewarding market for Canadian goods
with established sales of prefabricated
housing, consultancy services, food
products, livestock, lumber, transpor¬
tation equipment, potash, pulp and
paper, steel, electronics and electrical
goods. Venezuela is our largest Latin
American market and of course our
major oil supplier. A significant
breakthrough was achieved recently
when Canada was awarded a major
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The Trade Commissioners of the
Department of Industry, Trade and Commer¬
ce assist Canadian companies in many ways.
They serve as export marketing consultants
and encourage businesses to seek sales
abroad.

The city or area in which a firm will have
the most success may depend to a large
degree on the nature of the product or
service. The Trade Commissioners can help
to plan a business trip by suggesting the best
time of the year -- perhaps to coincide with a
trade fair which specializes in a company’s
product area — determine the amount of
competition for the product, give advice on
maximizing the chances of success and
securing agents or distributors, and save
business people time and money.

Canadian companies are urged to use
the personalized service of our 89 trade
missions abroad and our regional offices in
Canada.
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ALGERIA
Commercial Division
Canadian Embassy
27 bis, rue d’Anjou
Hydra
(Mailing Address:
C.P. 225, Alger Gare)
Algiers, Algeria
Phone: 60-66-11
Telex: 52036 (CANAD ALGER)

P. Desbiens
First Secretary (Commercial)

R.J.R. Lecoq
Second Secretary (Commercial)

A. Ladji
Commercial Officer

ARAB REPUBLIC OF EGYPT
Commercial Division
Canadian Embassy
6 Sharia Mohamed Fahmi el Sayed
Garden City
(Mailing Address:
Kasr el Doubara Post Office)
Cairo, Arab Republic of Egypt
Cable: CANADIAN
Phone: 23110
Telex: 2677 (CANCARUN)
Territory: Libya, Sudan

C.R. Mann
First Secretary (Commercial)

G.P. Scott
First Secretary (Commercial)

B. Picard
Third Secretary (Commercial)

L.M. Tobia
Commercial Officer

ARGENTINA
Commercial Division
Canadian Embassy
Casilla de Correo 3898
Suipacha 1111
Buenos Aires, Argentina
Cable: CANADIAN
Phone: 32-9081 to 88
Telex: 121383 (121383AR CANAD)
Territory: Paraguay, Uruguay,
Falkland Islands

J.E. Kepper
Counsellor (Commercial)

K.R. Johnston
Second Secretary (Commercial)

C. Hoic
Commercial Officer

W.L.B. Perkins-
Commercial Officer

H. Glansdorp
Commercial Officer

AUSTRALIA
SYDNEY
Canadian Consulate General
A.M.P. Centre, 8th Floor
50 Bridge Street
Sydney, N.S.W. 2000, Australia
Cable: CANADIAN
Phone: 231-6522
Telex: 089 20600 (CDNGOVT AA20600)
Territory: States of New South Wales
and Queensland, Capital Territory,
Northern Territory, Papua New
Guinea, Solomon Islands, Nauru

M.B. Blackwood
Consul General

J.D. Welsh
Consul (Commercial)

P. Marsden-Dole
Consul (Commercial)

T.W. Golfer
Consul (Commercial)

G. Adams
Commercial Officer

A.M. Casey
Commercial Officer

MELBOURNE
Canadian Consulate General
Princes Gate East Tower, 17th Floor
151 Flinders Street
Melbourne 3000, Australia
Phone: 63-8431
Telex: 089 30501 (CDNGOVT AA30501)
Territory: States of Victoria, South
Australia, Western Australia, Tasmania

D.S. Armstrong
Consul General

J.N. Grantham
Consul (Commercial)

H. Weissenberger
Vice Consul (Commercial)

L.B. Stryker
Commercial Officer

R.W. Haggert
Commercial Officer

CANBERRA*
Commercial Division
Canadian High Commission
Commonwealth Avenue
Canberra ACT 2600, Australia
Cable: DOMCAN
Phone: 73-3844
Telex: 089 62017 (DOMCAN AA 62017)

‘The Canberra Office handles only
those trade inquiries that require
liaison with federal government
departments and agencies

C.D. Miller
Counsellor (Commercial)

G.A. McGregor
Second Secretary (Commercial)

J.Y. Tremblay
Second Secretary
(Metals, Minerals & Energy)

AUSTRIA
Commercial Division
Canadian Embassy
Luegerring 10
1010 Vienna, Austria
Cable: CANADIAN
Phone: 63-36-91, 63-66-26
Telex: 75320 (DOMCAN A)
Territory: Albania

R.R. Parlour
Counsellor (Commercial)

L.N. Decrinis
Commercial Officer

R.J. Rossi
Commercial Officer

BELGIUM
Commercial Division
Canadian Embassy
rue de Loxum, 6
B-1000 Brussels, Belgium
Cable: CANADIAN
Phone: 513.79.40
Telex: 21613 (DOMCAN BRU)
Territory: Luxembourg

N.W. Boyd
Commercial Counsellor

D.S. Shaw
Counsellor (Forest Products)

J.N.R. Ferland
First Secretary (Commercial)

P.A. Gagnon
First Secretary (Commercial)
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R. Spruyt
Commercial Officer

R. Lejeune
Commercial Officer

F. Keymolen
Commercial Officer

BRAZIL
BRASILIA
Commercial Division
Canadian Embassy
Caixa Postal 07 0961
SES-Av. das Naçoes, lote 16
70.000 Brasilia, D.F., Brazil
Cable: CANADIAN
Phone: Brasilia 223-7515
Telex: 38061 1296 (CANADA BSB)
Territory: Central West, Northeast and
Amazon Basin, Minas Gerais

J.B.M. White
Counsellor (Commercial)

C. Tremblay (Ms.)
First Secretary (Commercial)

G. Vaughn
Commercial Officer

RIO DE JANEIRO
Canadian Consulate
Caixa Postal 2164.ZC.00
Edificio Metropole
Avenida Présidente Wilson,
165/6o andar
20.000 Rio de Janeiro — RJ — Brazil
Cable: CANADIAN
Phone: 242-4140, 242-4146, 242-4147
242-4148 and 242-4149
Telex: 38021-22583 (ECAN BR)
Territory: States of Rio de Janeiro,
Espirito Santo and Bahia

M.C. Lemieux
Consul and SeniorTradeCommissioner

M.G. Stinson
Vice-Consul and Assistant Trade
Commissioner

J.M. da Costa
Commercial Officer

D.N. Andrade
Commercial Officer

SAO PAULO
Canadian Consulate
Caixa Postal 22002
Edificio Top Center
Avenida Paulista, 854, 5o andar*
Sao Paulo, Brazil

Cable: CANADIAN
Phone: 287-2122, 287-2234, 287-2601,
287-2213,287-2011
Telex: 38011 (112323 CCAN BR)
Territory: States of Sao Paulo, Parana,
Santa Catarina, Rio Grande do Sul,
and Mato Grosso

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

J.P. Bell
Consul and Senior Trade Commissioner

R.M.P. Mears
Consul and Trade Commissioner

M.N. Sills,
Vice-Consul and Assistant Trade
Commissioner

H.H.E. Kock
Commercial Officer

E. Hromada
Commercial Officer

Christine C. França
Commercial Officer

BRITAIN
LONDON
Commercial Division
Canadian High Commission
One Grosvenor Square
London, W1X 0AB, England
Cable: SLEIGHING London
Phone: 629-9492 (Area Code 01)
Telex: 261592 (DOMINION LDN)
Territory: England, Wales, Gibraltar

G.F.G. Hughes
Minister (Commercial)

R.J.L. Berlet
Counsellor (Commercial)

Armand Blum
Counsellor (Agriculture)

J.L. Swanson
Counsellor (Commercial)

G. Elliot
Counsellor (Metals, Minerals & Energy)

E.W. Smith
Counsellor (Timber)

H.G. Garland
Attaché (Fisheries)

K.G. Whiting
Second Secretary (Commercial)
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L. Boisvert
Second Secretary (Commercial)

B.M. Fillmore
Commercial Officer

C.l. Rooke
Commercial Officer

L.N. Laundy
Commercial Officer

G.D. Cooper
Commercial Officer

J.C. Mercer
Commercial Officer

G.T. Edwards
Commercial Officer

K.P. Scott
Commercial Officer

GLASGOW
Canadian Consulate
Ashley House
195 West George Street
Glasgow G22HS, Scotland
Cable: CANTRACOM
Phone: 248-3026 (Area Code 041)
Telex: 778650 (CDAGLW G)
Territory: Northern Ireland, Scotland

J.B. McLaren
Consul and Senior Trade Commissioner

R. Banks
Commercial Officer

CHILE
Commercial Division
Canadian Embassy
Ahumada 11,10th Floor (Street Address)
Casilla 771 (Mailing Address)
Santiago, Chile
Cable: CANADIAN
Phone: 64189/62256
Telex: 3520068 (3520068 DOMCAN)

J.M. Roy
First Secretary (Commercial)

R.A. Riis
Commercial Officer

CHINA, PEOPLE’S REPUBLIC OF
Commercial Division
Canadian Embassy
10 San Li Tun
Peking, People’s Republic of China
Phone: 521475
Territory: Socialist Republic of Vietnam

K.G. Ramsay
Counsellor (Commercial)
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H. Intscher
First Secretary (Commercial)

T. Lipman
Second Secretary (Commercial)

COLOMBIA
Commercial Division
Canadian Embassy
Apartado Aereo 53531/2
Calle 58 No. 10-42
Bogota 2, Colombia
Cable: Canadian
Phone: 235-5066/235-5477
Telex: 044568 (DOMCAN BOG)
Territory: Ecuador

P.D. Donohue
Counsellor (Commercial) & Consul

M.A. Charles
First Secretary (Commercial) & Consul

T.L. Marshall
First Secretary (Commercial) & Consul

A. Amador
Commercial Officer

J.L. Vasquez
Commercial Officer

COSTA RICA
Commercial Division
Canadian Embassy
Apartado Postal 10303
6th Floor, Cronos Bldg.,
Calle 3y Avda Central
San Jose, Costa Rica
Cable: DOMCAN SAN JOSE
Phone: 230588
Telex: 2179 (DOMCAN)
Territory: Canal Zone, Nicaragua,
Panama

R.R.M. Logie
Counsellor (Commercial) & Consul

M. St-Laurent
Second Secretary (Commercial) & Vice
Consul

M. Ruiz
Commercial Officer

CUBA
Commercial Division
Canadian Embassy
Apartado 6125
Calle 30 No. 518 esq.
7a Avenida Miramar
Havana, Cuba
(Send all mail to this address:
Commercial Division
Box 500(HVA)
Ottawa, Ontario K1N 8T7)

Cable: CANADIAN HAVANA
Phone: 2-6421/22/23

L.L. Samuel
First Secretary (Commercial) & Consul

J. Feir
Second Secretary (Commercial) & Vice
Consul

A.L. Romaguera
Commercial Officer

J.L. Callado
Commercial Officer

CZECHOSLOVAKIA
Commercial Division
Canadian Embassy
Mickiewiczova 6
125 33 Prague 6, Czechoslovakia
Cable: DOMCAN PRAGUE
Phone: 326941
Telex: 121061 (DMNCN C)

D.E.F. Taylor
Counsellor (Commercial)

M. Hudec
Commercial Officer

I. Boldova
Commercial Officer

DENMARK
Commercial Division
Canadian Embassy
Prinsesse Maries Allé 2
Copenhagen V, Denmark
Cable: CANADIAN
Phone: (01) 21-36-22/(01) 31-33-06
Telex: 27036 (DMCNC DK)
Territory: Greenland, Faroe Islands

E.C.H. Shelly
First Secretary (Commercial)

T.W. Harboe
Commercial Officer

J.L. Neergaard (Mrs.)
Commercial Officer

B. Rasmussen
Commercial Officer

EUROPEAN COMMUNITIES *

Mission of Canada to the European
Communities
rue de Loxum, 6
B-1000 Brussels, Belgium

Cable: CANADIAN
Phone: 513-0600
Telex: 21613 (DOMCAN BRU)
Territory: European Economic
Community, European Atomic Energy
Community, European Coal and Steel
Community

'The Mission monitors economic and
trade developments in the European
Communities in terms of their poten¬
tial and implications for Canadian in¬
terests. The Mission is also involved in
development of industrial and
economic co-operation between Cana¬
da and the EEC.

T.D. McGee
Counsellor (Metals, Minerals & Energy)

L. Lefebvre
Counsellor (Agriculture)

D.S. Shaw
Counsellor (Forest Products)

B. Giroux
First Secretary

J. Klassen
First Secretary

B. Côté
First Secretary

FINLAND
Commercial Division
Canadian Embassy
Pohjois Esplanadi 25B
00100 Helsinki 10, Finland
(Mailing Address:
P.O. Box 779
00101, Helsinki)
Cable: DOMCAN HELSINKI
Phone: 171141
Telex: 121363 (121363 DMCNH)

C.P. McPherson
Counsellor (Commercial)

K.H. Valjakka
Commercial Officer

FRANCE
Commercial Division
Canadian Embassy
35 Avenue Montaigne
75008 Paris, France
Cable: CANADIAN PARIS
Phone: 225-9955 (Area Code 01)
Telex: 280806 (DOMCAN A PARIS)
Territory: Andorra, Monaco

J.M.T. Thomas
Minister (Commercial)

G. Bruneau
Counsellor (Commercial)
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L. Lachapelle (Miss)
First Secretary (Commercial)

C.N. Fontaine
First Secretary (Commercial)

F. Sarrazin (Miss)
First Secretary (Commercial)

W.W. Ehrlich
Third Secretary (Commercial)

J. Besnard
Commercial Officer

J.L. Baron
Commercial Officer

C. Balas (Miss)
Commercial Officer

J. Hourdeau
Commercial Officer

R. Woodhouse
Commercial Officer

GERMANY (FRG)
BONN
Commercial Division
Canadian Embassy
Friedrich-Wilhelmstrasse 18
53 Bonn, West Germany
Cable: CANADIAN
Phone: 231061
Telex: 886421 (DOMCA D)
Territory: States of Baden-
Wuerttemberg, Bavaria, Hesse,
Rhineland-Palatinate, Saar

G.F. Mintenko
Minister-Counsellor (Commercial)

D.S.M. Baker
Commercial Counsellor

W. Dechant
Second Secretary (Commercial)

R. Vanderloo
Second Secretary (Commercial)

J.M. Duval
Second Secretary (Commercial)

O. Schroeder
Commercial Officer

K. Bayerwaltes (Mrs.)
Commercial Officer

G. Kandulski
Commercial Officer

DUESSELDORF
Canadian Consulate General
Immermannstrasse 3
4 Duesseldorf, West Germany

Cable: CANADIAN
Phone: 353471 (Area Code 0211)
Telex: 8587144 (DMCN D)
Territory: State of North Rhine-
Westphalia

F. Jackman
Consul General

J.G. Tardif
Consul

G.M. Kostyrsky
Consul and Trade Commissioner

E. Herzog (Mrs.)
Commercial Officer

C. Rossati
Commercial Officer

HAMBURG
Canadian Consulate General
Esplanade 41-47
200Ù Hamburg 36, West Germany
Cable: CANADIAN
Phone: 351805
Telex: 215555 (DMCNH D)
Territory: City States of Hamburg and
Bremen; States of Lower Saxony and
Schleswig-Holstein; West Berlin

H.M. Maddick
Consul General

O. Von Finckenstein
Consul

R.N. Miller
Vice Consul

D. Alberts
Commercial Officer

W.M. Schefczyk
Commercial Officer

GREECE
Commercial Division
Canadian Embassy
4 Ioannou Ghennadiou Street
Athens 140, Greece
Cable: CANADIAN ATHENS
Phone: 739-511
Telex: 5584 (215584 DOM GR)

M.M. Vujnovich
First Secretary (Commercial)

K.E. Roeske
Second Secretary (Commercial)

G. Bastounis
Commercial Officer

C. Swift
Commercial Officer

GUATEMALA
Commercial Division
Canadian Embassy
Edificio Maya, 5th Floor
Via 5, 4-50, Zone 4
Guatemala City, Guatemala, C.A.
Cable: CANADIAN
Phone: 65-497 and 65-393, 31-94-45
31-55-28, 31-55-47
Telex: 5206 (DOMCAN GU 5206)
Territory: El Salvador, Honduras

C.E. Rufelds
Chargé d’Affaires

G.J. Shannon
Second Secretary (Commercial)
& Vice Consul

H. Cerezo
Commercial Officer

C.G. Morel
Commercial Officer

HONG KONG
Commercial Division
Commission for Canada
14/15 Floors, Asian House
1 Hennessy Road
P.O. Box 20264
Hong Kong, Hong Kong
Cable: CANADIAN
Phone: 5-282224, 5-282423
Telex: 73391 (DOMCAN 73391)
Territory: Macao

D.l. Campbell
Counsellor (Commercial)

J.P. McLachlan
First Secretary (Commercial)

C. Sarrazin
Attaché

B. Yeung
Commercial Officer

F. Chau
Commercial Officer

HUNGARY
Commercial Division
Canadian Embassy
Budakeszi ut 55/dP/8
1021 Budapest, Hungary
Phone: 365-728, 365-738,
165-858 and 365-087
Telex: 22-4588 (CANADA H)

P. Sutherland
First Secretary (Commercial)

S.B. Gyonyor
Commercial Officer
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INDIA
Commercial Division
Canadian High Commission
P.O. Box 5208
Shanti Path
Chanakyapuri
New Delhi — 110021, India
Cable: CANADIAN
Phone: 61-9461
Telex: 2346 (DOMCAN NDI 2346)
Territory: Bhutan, Sri Lanka, Nepal,
Maldives

V.G. Lotto
Counsellor (Development &
Commercial)

C.E. Marshall (Miss)
First Secretary (Commercial)

S.J. Jorgensen (Mrs)
Third Secretary (Commercial)

T.V. Subramanian
Commercial Officer

R.C. Kamo
Commercial Officer

INDONESIA
Commercial Division
Canadian Embassy
5th Floor
Wisma Metropolitan
JI. Jendral Sudirman
Jakarta, Indonesia
(Mailing Address:
P.O. Box 52/JKT
Jakarta, Indonesia)
Phone: 584417, 584566 and 584631
Telex: 011-44345
(DOMCAN DKT 44345)

D.S. Armour
Counsellor (Commercial)

R.J. Brown
First Secretary (Commercial)

P. Pichette
Second Secretary (Commercial)

P. Hutasoit
Commercial Officer

J.S. Suria
Commercial Officer

IRAN
Commercial Division
Canadian Embassy
Avenue Takhte Tavoos
Avenue Daryaye Noor, No. 57
Tehran, Iran
(All Mail to: P.O. Box 1610
Tehran, Iran)

Cable: CANTRACOM
Phone: 623310, 623549, 622975
Telex: 212337 (MCAN IR)

R. Frenette
Counsellor (Commercial)

S. Doyon
Second Secretary (Commercial)

J. Broadbent
Third Secretary (Commercial)

H. Ghotb
Commercial Officer

IRAQ
Commercial Division
Canadian Embassy
P.O. Box 323
Central Post Office
Baghdad, Iraq
(Embassy located in the suburb of Al-
Mansour)
Cable: DOMCAN BAGHDAD
Phone: 5521459
Telex: 2486 (DOMCAN IK)

R.B. Gourlay
Counsellor (Commercial)

H. Sarafian
Second Secretary (Commercial)

A. Wajdi
Commercial Officer

E.D. Benjamin
Commercial Officer

IRELAND
Commercial Division
Canadian Embassy
65/68 St. Stephen’s Green
Dublin 2, Ireland
Cable: DOMCAN
Phone: 781-988
Telex: 5488 (DMCN El)

J.J. McKennirey
Counsellor (Commercial)

J. Sullivan
Commercial Officer

ISRAEL
Commercial Division
Canadian Embassy
220 Hayarkon Street
Tel Aviv, Israel
Cable: CANADIAN
Phone: 228122
Telex: 341293 (CANADA IL)
Territory: Cyprus

A.L. Lyons
Counsellor (Commercial)

L. Sales (Miss)
Third Secretary (Commercial)

B. Fynne
Commercial Officer

S. Kalb (Miss)
Commercial Officer

ITALY
ROME
Commercial Division
Canadian Embassy
Via G.B. de Rossi 27
00161 Rome, Italy
Cable: CANADIAN
Phone: 864-327/855-341
Telex: 61056 (DOMCAN ROME)
Territory: Provinces of Toscana,
Marche, Umbria, Lazio, Abruzzi-
Molise, Puglia, Campania, Basilicata,
Calabria, Sicilia, Sardegna.
Other countries; Malta

S.G. Harris
Minister (Economic/Commercial)

K.R. Higham
Counsellor (Commercial/Agriculture)

W.D. Staples
Counsellor (Commercial)

C.C. Charland
Second Secretary (Commercial)

G. DeLuca
Commercial Officer

M.J. McDermott
Commercial Officer

C. Marati
Commercial Officer

MILAN
Canadian Consulate General
Via Vittor Pisani 19
20124 Milan, Italy
Cable: CANTRACOM
Phone: 652-600/657-0451
Telex: 31368 (CANTRCOM MILAN)
Territory: Provinces of Emilia-
Romagna, Lombardia, Piemonte,
Trentino-Alto Adige, Veneto, Liguria,
Trieste, Vai d’Aosta , Friuli-Venezia
Guilia

C.J. Van Tighem
Consul General

O.A. Sulzenko
Consul & Senior Trade Commissioner
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D.G. Summers
Consul and Trade Commissioner

U. Boschetti
Commercial Officer

W.H. Skouse
Commercial Officer

A. Todesco
Commercial Officer

IVORY COAST
Commercial Division
Canadian Embassy
P.O. Box 21194
Le Général Building
Cor. Avenue du Commerce et Plateau
Bottreau-Roussel
Abidjan, Ivory Coast
Cable: DOMCAN ABIDJAN
Phone: 32-20-09
Telex: 593 (DOMCAN ABIDJAN 593)
Territory: Liberia, Mali, Niger, Upper
Volta, Togo, The People’s Republic of
Benin

R. Goulet
First Secretary (Commercial)

J. Prévost
Third Secretary (Commercial)

JAMAICA
Commercial Division
Canadian High Commission
P.O. Box 1500,
Royal Bank Building
30-36 Knutsford Boulevard
Kingston 10, Jamaica
Cable: CANADIAN
Phone: 92-61500/92-61509
Telex: 2130 (BEAVER JA)
Territory: Bahamas, Belize, Cayman
Islands, Turks and Caicos Islands

J.E. Graham
First Secretary (Commercial)

L. Chong
Commercial Officer

JAPAN
Commercial Division
Embassy of Canada
3-38 Akasaka 7 — Chome, Minato-ku
Tokyo 107, Japan
Cable: CANADIAN
Phone: 408-2101/8
Telex: 22218 (DOMCAN TK2218)
Territory: Guam

L.J. Taylor
Minister (Economic/Commercial)

J.D. Tennant
Commercial Counsellor

W.R. Parkinson
Counsellor (Agriculture)

P. Lafleur
Counsellor (Metals, Minerals and
Engery)

P.G. Campbell
First Secretary (Commercial)

R.P.W. Mason
First Secretary (Commercial)

J.P. Caron
First Secretary (Commercial)

D. Clarke
First Secretary (Commercial)

S. Dechka
First Secretary (Commercial)

S. Kiyohara
Commercial Officer

Y. Yazaki
Commercial Officer

S. Matsuura
Commercial Officer

S. Fukuda
Commercial Officer

R. Yamaoka
Commercial Officer

Y. Yabe
Commercial Officer

T. Higuchi
Commercial Officer

Y. Kagi
Commercial Officer

N. Takazoe
Commercial Officer

KENYA
Commercial Division
Canadian High Commission
P.O. Box 43778
Nairobi, Kenya
SITUATED IN:
Comcraft House
Haile Selassie Avenue
Cable: DOMCAN NAIROBI
Phone: 334033
Telex: 22198 (DOMCAN NRB)
Territory: Comoro Islands, Djibouti,
Ethiopia, Somali Democratic Republic,
Tanzania, Uganda, Democratic
Republic of Madagascar, Mauritius,
Réunion

O.W. Bennett
Counsellor (Commercial)

N. Kalisch
Second Secretary (Commercial)

P.E. Musira
Commercial Officer

KOREA
Commercial Division
Canadian Embassy
9th Floor, Hankook llbo Building
(Mailing Address:
C.P.OBox 6299)
Seoul 100, Republic of Korea
Cable: CANADA SEOUL
Phone: 73-0182/4
Telex: 27425 (CANADA K27425)

A.H. Conradi
First Secretary (Commercial)

W.W. Johnston
Second Secretary (Commercial)

J. Mundy
Third Secretary (Commercial) & Vice
Consul

C.S. Lee
Commercial Officer

C.W. Chang
Commercial Officer

KUWAIT
Commercial Division
Canadian Embassy
Plotl,
28 Quaraish
Nuzha
(Mailing Address:
P.O.Box 25281)
Safat, Kuwait
Phone: 51.14.51/55.57.54
Telex: 3549 MCAN KT (UNCLAS)
Territory: Bahrain, United Arab
Emirates, Oman and Qatar

M.W. Murison
First Secretary (Commercial)

LEBANON
Commercial Division
Canadian Embassy
Sabbag Centre
Hamra Street
Beirut, Lebanon
Phone: 350665, 352196
Telex: 20652 (DOMCAN 20652LE)
Territory: Jordan, Syria

J.S. Marrow
Commercial Officer

CANADA COMMERCE FOURTH QUARTERLY 1978 9



MALAYSIA
Commercial Division
Canadian High Commission
P.O. Box 990
A.I.A. Building, Ampang Road
Kuala Lumpur, Malaysia
Cable: DOMCAN
Phone: 89722/5 and 89795
Telex: KL30269 (DOMCAN MA 30269)

A.W. Evans
Counsellor (Commercial)

B. Adam
Second Secretary (Commercial)

B. Chee
Commercial Officer

Cable: CANADIAN
Phone: 61-41-11 (Area Code 070)
Telex: 31270 (DOMCAN HAGUE)

J.E.G. Gibson
Counsellor (Commercial)

G.W. Wood
First Secretary (Commercial)

E.J. Stephenson-Howarth
Third Secretary (Commercial)

W. Rekker
Commercial Officer

F.W. Zechner
Commercial Officer

MEXICO
Commercial Division
Canadian Embassy
Apartado Postal 5-364
Melchor Ocampo 463, 7th Floor
Mexico 5, D.F., Mexico
Cable: CANADIAN
Phone: 533-0610 (Area Code 905)
Telex: 1771191 (DOMCAN MEX)

J.M. Hill
Counsellor (Commercial)

J.G. Kneale
First Secretary

T.A. MacDonald
Second Secretary (Commercial)

G.E. Bélanger
Commercial Officer

F. Arguelles
Commercial Officer

J.A. Pahnke
Commercial Officer

MOROCCO
Commercial Division
Canadian Embassy
13, Bis Rue Jaafar es Sadiq,
(Mailing Address:
B.P. 709)
Rabat-Agdal, Morocco
Phone: 713-75/76/77
Telex: 31964M (CDA RABAT 31964M)

C.S. Russel
First Secretary (Commercial)

NETHERLANDS
Commercial Division
Canadian Embassy
Sophialaan 7
The Hague, Netherlands

NEW ZEALAND
Commercial Division
Canadian High Commission
P.O. Box 12-049 Wellington North
ICI Building, 3rd Floor
Molesworth Street
Wellington, New Zealand
Cable: DOMCAN Wellington
Phone: 739577
Telex: NZ3577 (DOMCAN NZ3577)
Territory: Cook Islands, Gilbert
Islands, Tonga, Western Samoa, Fiji,
New Caledonia, New Hebrides, Tuvalu,
Niue, French Polynesia

H.E. Campbell
Counsellor (Commercial)

G.A.D. Scott
Second Secretary (Commercial)

J.M. Mabbett
Commercial Officer

A.N. Binette
Commercial Officer

NIGERIA
Commercial Division
Canadian High Commission
P.O.Box 851
New Niger House
1/5 Odunlami Street
Lagos, Nigeria
Cable: CANADIAN
Phone: 653-630/1/2/3/4
Telex: 21275 (DOMCAN LAGOS)
Territory: Ghana, Sierra Leone, Angola

D.P. McLennan
First Secretary (Commercial)

H. Chan
Second Secretary (Commercial)

M. Romoff
Second Secretary (Commercial)

NORTH ATLANTIC COUNCIL
Delegation of Canada to the North
Atlantic Council
1110 Brussels, Belgium
Cable: CANDEL BRUSSELS
Phone: 215-88-53

F.J. McNaughton
Counsellor (Defence Production)

L.R. MacKay
Counsellor (Defence Production)

NORWAY
Commercial Division
Canadian Embassy
Postuttak
Oslo 1, Norway
Cable: CANADIAN
Phone: 46.69.55
Telex: Oslo 11880 (11880 DOMCAN)
Territory: Iceland

G.G. Rezek
Counsellor (Commercial) and Consul

B.G.R. Barton
Commercial Officer

B. Just Hanssen
Commercial Officer

PAKISTAN
Commercial Division
Canadian Embassy
P.O. Box 1042
Diplomatic Enclave
Ramna 5
Islamabad, Pakistan
Cable: CANADIAN
Phone:21101-04
Telex: 82700 (5700 DOMCAN PK)
Territory: Afghanistan

W.J. Roberts
First Secretary (Commercial)

M.H. Jafri
Commercial Officer

M.Y. Farooqi
Commercial Officer

PERU
Commercial Division
Canadian Embassy
Libertad 130, Miraflores
Casilla1212
Lima, Peru
Cable: CANADIAN
Phone: 463890
Telex: 25323 (25323 PU DOMCAN)
Territory: Bolivia

J.D. Leach
First Secretary (Commercial) & Consul

10 CANADA COMMERCE FOURTH QUARTERLY 1978



T.G. Cullen
First Secretary (Commercial) & Consul

H. McNairnay
Second Secretary (Commercial) &
Vice Consul

L.G. Poma
Commercial Officer

L. de La Torre
Commercial Officer

PHILIPPINES
Commercial Division
Canadian Embassy
P.O. Box 971, Commercial Centre
Makati, Metro Manila 3117, Philippines
Cable: CANADIAN
Phone: 87-65-36 or 87-78-46
Telex: 3676 (DOMCAN PN 3676)

J.C. Bradford
Counsellor (Commercial)

G.H. Bates
Second Secretary (Commercial)

G. Jones
Second Secretary (Commercial)

R.M. Garcia
Senior Commercial Officer

V.O. Carino
Commercial Officer

POLAND
Commercial Division
Canadian Embassy
Matejki1/5
Srodmiescle
Warsaw, Poland
Cable: DOMCAN WARSAW
Phone: 29-80-51
Telex: 813424 (813424 CANAPL)

R.F. Turcotte
Counsellor (Commercial)

W. Smith (Ms.)
First Secretary (Commercial)

R.D. Ballhorn
Second Secretary (Commercial)

J. Moch
Commercial Officer

W. Polak
Commercial Officer

PORTUGAL
Commercial Division
Canadian Embassy
Rua Rosa Araujo, 2
Seventh Floor
Lisbon 2, Portugal
Cable: CANADIAN
Phone: 56-25-49
Telex: 12377 (DOMCAN P)
Territory: Azores, Madeira

R.J.G. Ledoux
First Secretary (Commercial) & Consul

M.J.D. Lima
Commercial Officer

ROMANIA
Commercial Division
Canadian Embassy
36 Str. N. lorga
C.P. 2966
Oficiul Postal No. 22
Bucharest, Romania
Phone: 50-63-30/50-59-56
Telex: 10690 (CANAD R)

L.R. Kohler
First Secretary (Commercial)

V. Costea
Commercial Officer

SAUDI ARABIA
Commercial Division
Canadian Embassy
King Abdul Aziz Street
Queen’s Building — 6th Floor
P.O. Box 5050
Jeddah, Saudi Arabia
Cable: DOMCAN JEDDAH
Phone: 34597/8
Telex: 401060 DOMCAN SJ
Territory: Arab Republic of Yemen,
People’s Democratic Republic of
Yemen

D.S. McCracken
Minister-Counsellor (Commercial)

J. Pearce
First Secretary (Commercial)

J.M. Dessert
Second Secretary (Commercial)

S.A. Mubarak
Commercial Officer

SENEGAL
Commercial Division
Canadian Embassy
45, av. de la République
P.O. Box 3373r
Dakar, Senegal
Cable: DOMCAN DAKAR
Phone: 20270
Telex: 632
Territory: Fiamala, Guinea, Guinea-
Bissau, Mauritania, Cape Verde Islands

R.B. Noble
Second Secretary (Commercial)

SINGAPORE
Commercial Division
Canadian High Commission
P.O. Box 845
Faber House, 7 & 8th Floors
230/236 Orchard Road
Singapore 9, Singapore
Cable: CANADIAN
Phone: 37 -1322
Telex: 277 (DOMCAN SPORE)
Territory: Brunei

F.A.D. Blair
Counsellor (Commercial)

W.H.C. Chia
Commercial Officer

O.H. Richard
Commercial Officer

SPAIN
Commercial Division
Canadian Embassy
Apartado117
35, Nunez de Balboa
Madrid, Spain
Cable: CANADIAN MADRID
Phone: 225-9119
Telex: 27347 (DOMCAN E)
Territory: Provinces outside the
peninsula — Balearic Islands, Canary
Islands

L.D. Burke
Counsellor (Commercial)

E.G. Jones
First Secretary (Commercial)
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M.F. Crawcour
Commercial Officer

A. Herrero
Commercial Officer

SWEDEN
Commercial Division
Canadian Embassy
P.O. Box 16129
S-103 23 Stockholm 16, Sweden
Cable: CANADIAN
Phone: 23-79-20 (Area Code 08)
Telex: 10687 (10687 DOMCAN S)

S.B. McDowall
Counsellor (Commercial)

L. Andras (Mrs.)
First Secretary (Commercial)

W. Manston-Shorter
Commercial Officer

U. Hansson (Mrs.)
Commercial Officer

SWITZERLAND
Commercial Division
Canadian Embassy
Kirchenfeldstrasse 88
3005 Berne, Switzerland
Cable: CANADIAN BERNE
Phone: 44-63-81
Telex: 32489 (DMCNB CH)
Territory: Liechtenstein

L.D. Lederman
Counsellor (Commercial) & Consul

K.A. Blackstaffe, (Mrs.)
Second Secretary (Commercial) &
Vice Consul

M. Meister
Commercial Officer

L.O. Voulich (Mrs.)
Commercial Officer

THAILAND
Commercial Division
Canadian Embassy
P.O.Box 2090
The Boonmitr Building, 11th Floor
138 Silom Road
Bangkok, Thailand
Phone: 234-1561/8
Telex: 2671 (DOMCAN TH2671)
Territory: Laos, Kampachea, Burma,
Bangladesh

J.H. Lang
First Secretary (Commercial & Consul

A.E. Bourassa
Second Secretary (Commercial) &
Vice Consul

T. Thaiprasithiporn
Commercial Officer

TRINIDAD AND TOBAGO
Commercial Division
Canadian High Commission
P.O. Box 1246
Huggins Building
72 South Quay
Port-of-Spain, Trinidad
Cable: DOMCAN PORT OF SPAIN
Phone: 62-34787, 62-37254-8
Telex: 226 (226 DOMCAN WG)
Territory: Barbados, French Guyana,
Guadeloupe, Guyana, Haiti,
Martinique, St. Martin, Surinam, The
Leeward and Windward Islands
(Antigua, St. Kitts-Nevis-Anguilla,
Montserrat, Dominica, St. Lucia, St.
Vincent, Grenada)

J.E. Cooper
Counsellor (Commercial)

R.F. Désamoré
Second Secretary (Commercial)

D. Hobson-Garcia
Commercial Officer

R. Tiwari
Commercial Officer

TUNISIA
Commercial Division
Canadian Embassy
2, Place Virgile, Notre-Dame de Tunis,
P.O. Box 31,
Belvédère,
Tunis, Tunisia
Phone: 286-577
Telex: 12-324

W.A. McKenzie
First Secretary (Commercial)

TURKEY
Commercial Division
Canadian Embassy
Nenehatun Caddesi 75
Gaziosmanpasa, Ankara, Turkey
Cable: DOMCAN ANKARA
Phone: 27-58-03; 04; 05
Telex: 42369 (DOMCAN ANKARA)

R.C. Brown
Counsellor (Commercial)

H.J. Himmelsbach
Second Secretary (Commercial)

B.C. Boyacigil
Commercial Officer

UNION OF SOVIET SOCIALIST
REPUBLICS
Commercial Division
Canadian Embassy
23 Starokonyushenny Pereulok
Moscow, U.S.S.R.
Cable: CANAD MOSCOW
Phone: 241-90-34
Telex: 7401 (DOMCAN MSK401)
Territory: Mongolia

F.I. Wood
Minister (Commercial)

R.B. Johnson
First Secretary (Commercial)

G.B. Rush
Second Secretary (Commercial)

V. Selivanov
Commercial Officer

L. Davydova (Mrs.)
Commercial Officer

UNITED NATIONS
Permanent Mission of Canada to the
United Nations
866 United Nations Plaza
Suite 250
NewYork, N.Y. 10017
Cable: CANINUN NYK
Phone: 751-5600 (Area Code 212)
Telex: 00126228 (CANINUN NYK)

W.D. Hutton
First Secretary

UNITED STATES
WASHINGTON
Commercial Division
Canadian Embassy
1746 Massachusetts Ave. N.W.
Washington, D.C. 20036
Cable: CANADIAN
Phone: 785-1400 (Area Code 202)
483-5505 (Defence Production)
Telex: 0089664 (DOMCAN A WSH)
Territory: U.S. Government and
agencies; International organizations
with headquarters in Washington. All
other trade promotion inquiries
relating to the Washington, D.C. area
should be addressed to the Consulate
in Philadelphia

A.L. Halliday
Minister-Counsellor (Commercial)

J.C. Bond
Counsellor (Commercial)
(Defence Production)

R.E. Pedersen
Counsellor (Commercial)
(Metals and Minerals)
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C.D. Caldwell
Counsellor (Commercial)
(Agriculture)

J.S.A. Sotvedt
Counsellor (Commercial)
(Defence Production)

P.A. Holton
Commercial Secretary
(Defence Production)

E.A. Mallory
First Secretary (Commercial)

M.P. Joyce
First Secretary (Commercial)

R.H. Davidson
First Secretary (Commercial)

S. Fowler
Commercial Officer

L.C. Hoel (Lt. Colonel)
Commercial Officer

NEW YORK CITY
Canadian Consulate General
1251 Avenue of the Americas
New York City, N.Y. 10020
Phone: 586-2400 (Area Code 212)
Night Line: 586-2403
Telex: 00126242 (DOMCAN NYK)
Territory: States of Connecticut. New
Jersey (twelve northern counties),
southern New York.
Other countries: Bermuda

G.E. Blackstock
Deputy Consul General (Commercial)

D.G. Adam
Consul and Trade Commissioner

W.J. Bonthron
Consul and Trade Commissioner

D. Morin (Miss)
Vice Consul & Assistant Trade
Commissioner

D.L. Russell
Commercial Officer

R. Campanale
Commercial Officer

J. Hoffman
Commercial Officer

L.M. Brittain (Mrs.)
Commercial Officer

ATLANTA
Canadian Consulate General
900 Coastal States Building
260 Peachtree Street
Atlanta, Georgia 30303
Phone: 577-6810 (Area Code 404)
Telex: 00542676 (DOMCAN ATL)
Territory: Alabama, Florida, Georgia,
Mississippi, North and South Carolina,
Tennessee, Puerto Rico, British & US
Virgin Islands

D.H.M. Branion
Consul and Senior Trade
Commissioner

C. Van Bostelen
Consul and Trade Commissioner

D. Thibault
Vice Consul and Assistant Trade
Commissioner

D. McConnell (Miss)
Commercial Officer

A.L. Miller
Commercial Officer

BOSTON
Canadian Consulate General
500 Boylston Street
Boston, Massachusetts 02116
Phone: 262-3760 (Area Code 617)
Telex: 00940625 (DOMCAN BSN)
Territory: States of Maine,
Massachusetts, New Hampshire,
Rhode Island, Vermont
Other countries: St. Pierre and
Miquelon

C.J. St. Pierre
Consul and SeniorTrade
Commissioner

K.G. DeWolf
Consul and Trade Commissioner

B.D. Davis
Commercial Officer

G. Lehner
Commercial Officer

L.E. Hines
Commercial Officer

BUFFALO
Canadian Consulate
One Marine Midland Center
Suite 3550
Buffalo, New York 14203
Phone: 852-1247 (Area Code 716)
Telex: 009 1329 (DOMCAN-BUF)
Territory: Northern New York State

T.M.Chell
Consul and Senior Trade
Commissioner

W.M. Maybee
Consul and Trade Commissioner

J. Quigley
Commercial Officer

D. Sinclair
Commercial Officer

CHICAGO
Canadian Consulate General
310 South Michigan Avenue
Suite 2000
Chicago, Illinois 60604
Phone: 427-1031 (Area Code 312)
Telex: 00254171 (DOMCAN CGO)
Territory: States of Illinois, Iowa,
Missouri, Nebraska, Southern
Wisconsin

R.W. Burchill
Consul and Senior Trade
Commissioner

A.S. Poole
Consul and Trade Commissioner

R.B. Mackenzie
Consul and Trade Commissioner

S. Czarnecki
Commercial Officer

D.B. Sarensen
Commercial Officer

M. Gallagher
Commercial Officer

CLEVELAND
Canadian Consulate
Illuminating Building
55 Public Square
Cleveland, Ohio 44113
Phone: 771-0151 (Area Code 216)
Telex: 00985364 (DOMCAN CLV)
Territory: States of Ohio, Kentucky,
West Virginia, Western Pennsylvania

R.G. Woolham
Consul and SeniorTrade
Commissioner

W.A.I. Cross
Consul and Trade Commissioner

D.C. Webb
Trade Commissioner (Defence
Production, Dayton, Ohio)

F.J. Laberge
Vice Consul and Assistant Trade
Commissioner
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P.M. Cooke
Commercial Officer

L. Singerman (Mrs.)
Commercial Officer

DALLAS
Canadian Consulate
2001 Bryan Tower
Suite 1600
Dallas, Texas 75201
Phone: 742-8031 (Area Code 214)
Télex: 00732637(DOMCAN DAL)
Territory: States of Texas, Arkansas,
Oklahoma, Kansas, Louisiana

G.D. Valentine
Consul and Senior Trade
Commissioner

R.J. Rushka
Consul and Trade Commissioner

N.L. Currie,
Consul and Trade Commissioner

G.D. Paterson
Vice Consul & Assistant Trade
Commissioner

Joanne E. Kirby
Commercial Officer

J.J. Mingori
Commercial Officer

DETROIT
Canadian Consulate
1920 First Federal Building
1001 Woodward Avenue
Detroit, Michigan 48226
Phone: 965-2811 (Area Code 313)
Night Line: 264-1370
Telex: 00230715 (DOMCAN DET)
Territory: City of Toledo, Ohio, and
States of Michigan and Indiana

T.F. Harris
Consul and Senior Trade
Commissioner

W.G. Huxtable
Consul and Trade Commissioner

K.D. McNamara
Vice Consul and Assistant Trade
Commissioner

R.T.L. Mercer
Commercial Officer

P.J. Wright
Commercial Officer

G.P. Jessop
Commercial Officer

LOS ANGELES
Canadian Consulate General
510 West Sixth Street
Los Angeles, California 90014
Phone: 627-9511 (Area Code 213)
Telex: 00674119 (DOMCAN LSA)
Territory: States of Arizona, California
(ten southern counties), Clark County
in Nevada, New Mexico

A.D. McArthur
Consul and Senior Trade
Commissioner

J.G. Price
Consul and Trade Commissioner

R.J. McLeod
Consul and Trade Commissioner

G. Willows
Vice Consul & Assistant Trade
Commissioner

B. Brandenburg
Commercial Officer

C.W. Light
Commercial Officer

G. Mannatt (Mrs.)
Commercial Officer

MINNEAPOLIS
Canadian Consulate
15 South Fifth Street
Minneapolis, Minnesota 55402
Phone: 336-4641 (Area Code 612)
Telex: 00290229 (DOMCAN MPS)
Territory: States of Minnesota, North
and South Dakota, Montana (east of
the Divide), Northern Wisconsin

J.H. Bailey
Consul and Senior Trade
Commissioner

G.A. Cooper
Consul and Trade Commissioner

R.J. Winter
Vice Consul and Assistant Trade
Commissioner

M.L. Mearns (Mrs.)
Commercial Officer

PHILADELPHIA
Canadian Consulate
3 Parkway Building, Suite 1310
Philadelphia, Pennsylvania 19102
Cable: CANADIAN
Phone: 561-1750 (Area Code 215)
Telex: 00845266 (DOMCAN PHA)
Territory: States of Delaware,
Maryland, New Jersey (nine southern
counties), eastern Pennsylvania,
Virginia, District of Columbia

W.G. Pybus
Consul and Senior Trade
Commissioner

A.G. Virtue
Consul and Trade Commissioner

G.A.H. Wright
Vice Consul and Assistant Trade
Commissioner

S.A. Cohan
Commercial Officer

Carol Klein (Ms.)
Commercial Officer

SAN FRANCISCO
Canadian Consulate General
One Maritime Plaza
Alcoa Building, Suite 1100
Golden Gateway Center
San Francisco, California 94111
Phone: 981-2670 (Area Code 415)
Telex: 0034321 (DOMCAN SFO)
Territory: States of California (except
the ten southern counties), Colorado,
Hawaii, Nevada (except Clark County),
Utah, Wyoming

W.L. Clarke
Consul and Senior Trade
Commissioner

J. Gilbank
Consul and Trade Commissioner

C. Collins
Vice Consul and Assistant Trade
Commissioner

S.P. Halden
Commercial Officer

G.N. Larson
Commercial Officer

SEATTLE
Canadian Consulate General
412 Plaza 600, Sixth and Stewart,
Seattle, Washington 98101
Phone: 447-3820 (Area Code 206)
Telex: 032-8762 (DOMCAN SEA)
Territory: States of Alaska, Idaho,
Montana(west of the Divide), Oregon,
Washington

J.F. Murray
Consul and Senior Trade
Commissioner

D.A. Rosenthal
Vice Consul and Assistant Trade
Commissioner

S.R. Haakenson
Commercial Officer
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D.D. McCracken
Commercial Officer

A.J. Shott
Commercial Officer

VENEZUELA

Commercial Division
Canadian Embassy
Apartado 62302
Edificio La Estancia
Avenida La Estancia No. 10
Caracas 106, Venezuela
Cable: CANADIAN
Phone: 91-30-10/610/801/401
Night Line: 91-32-77
Telex: 23377 (DOMCAN VN)
Territory: Netherlands Antilles,
Dominican Republic

J.A. Elliott
Counsellor (Commercial) & Consul

F. Veenema
First Secretary (Commercial) & Consul

R.D. Chan
Second Secretary (Commercial) &
Vice Consul

J.I.M. Tasker
Commercial Officer

L. Romero
Commercial Officer

M.P. de Araujo (Mrs.)
Commercial Officer

YUGOSLAVIA
Commercial Division
Canadian Embassy
Proleterskih brigada 69
11000 Belgrade, Yugoslavia
Cable: DOMCAN BELGRADE
Phone: 434-524
Telex: 11137 (YU DOMCA)
Territory: Bulgaria

D.T. Wismer
Counsellor (Commercial)

K. Sunquist
First Secretary (Commercial)

K. Djordjevic
Commercial Officer

ZAIRE, REPUBLIC OF
Commercial Division
Canadian Embassy
Edifice Petrozaire
Coin Ave. Wangata et boul. 30 Juin
Mailing Address:
P.O. Box 8341
Kinshasa, Republic of Zaire
Cable: DOMCAN KIN
Phone: 22706 and 24346
Telex: 21303 (DOMCAN ZR)
Territory: Burundi, Rwanda, People’s
Republic of Congo, Cameroon, Central
African Empire, Chad, Gabon

D. Horley
First Secretary (Commercial)& Consul

M.Y. Bernier
Third Secretary (Commercial)

ZAMBIA
Commercial Division
Canadian High Commission
P.O. Box 1313
Lusaka, Zambia
Cable: DOMCAN LUSAKA
Phone: 75187, 8 and 75159
Telex: ZA 4248 (DOMCAN ZA)
Territory: Malawi, Mozambique

C.E. Butterworth
First Secretary (Commercial)
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contract to build a railway in co¬
operation with Spanish and Venezue¬
lan interests In the long-term,
Venezuela’s commitment to diversify
away from dependence on petroleum
augers well for Canadian capability in
other development sectors -- agricul¬
ture, education and social services.
Coal extraction, iron ore production,
metalsand minerals, also represent
good prospects further along. In
addition, Venezuela’s intentions in
building the infrastructure in transpor¬
tation, communications and hydro¬
electric power generation are prime
Canadian areas of capability.

Indonesia represents a large and
untapped market for capital projects
where Canadians have been increas¬
ingly active. An EDC credit of $200
million has been of considerable
assistance. In general, interest has
been shown in power generation and
distribution projects and metals and
mineral exploitation schemes. Trans¬
portation inland and port development
work will receive a high priority in
development planning. In particular,
opportunities exist in the forest
industries sector and energy field. In
the latter area, a consortium of
Canadian firms is currently pursuing a
capital project to exploit and ship
Indonesian coal for use in a thermal¬
generation plant. Estimates of this
project’s total worth are currently $1.5
billion.

In Iraq, annual government
spending totals $10 billion. Cana¬
dians have already successfully
marketed lumber, newsprint, pre¬
engineering building systems, pota¬
toes, livestock, electrical appliances,
and other items. Iraq’s ambitious
development plans in the transporta¬
tion sector, particularly railroad and
rapid transit ventures, will be of
interest to Canadian exporters of
goods and services. On the capital
projects side, Iraq mirrors several
other OPEC countries in its require¬
ments for large turnkey development
of petrochemical and industrial plants,
electric power requirements, utilities
projects and hotel and university
complexes.

In Africa, Nigeria is leading in
appeal as a new market for Canadian
exports. In the machinery sector
opportunities for road building and
construction equipment, forestry and
agricultural machinery are in
evidence. Also, electrical generation
equipment, electrical distribution
apparatus, chemicals, appliances,
electronics and a wide variety of
transportation hardware have elicited
high Nigerian interest.

Nigeria repeats the profile of
other OPEC States in capital projects
with specifically pulp and paper,
forestry, transportation, power, petro¬
chemicals, water resources and health
and education being of concern.

Canadian business has moved to
meet the opportunities and challenges
of the new OPEC markets and so has
ITC. As the Department responsible
for supporting export promotion and
development, we are currently enga¬
ged in a comprehensive and funda¬
mental assessment of our capabilities
and record in the support of Canadian
companies’ export initiatives. This
year’s focus on OPEC is part of this
process and represents the first in a
seriesof targeted priorities. The
approach will be multi-faceted,
involving the full range of tools at the
disposal of ITC.

We have seen, for example, a
marked reallocation of resources to
support efforts of those Canadian
companies who have ventured into
OPEC markets: trade fairs and
missions, trade displays and publicity,
incoming visitors and the heavily used
Program for Export Market Develop¬
ment have all reflected the consider¬
able interest by Canadians in pursuing
sales opportunities in OPEC markets.
As a result, the Department has
sponsored Canadian company partici¬
pation in fairs in Baghdad, Tehran and
Algiers. Our Tehran efforts were well
received with on-site sales of $2
million and a 12-month projection of
$20 million in sales in Iran.

From the beginning of the OPEC
phenomenon we have responded with
the creation of our Middle East Task
Force which was designed to develop
quickly an information base and
expertise for entry to the Middle East’s
lucrative markets. This has now
devolved into the Middle East Division
reflecting even wider responsabilities.

As always, a key ingredient in
our OPEC trade drive will be the Trade
Commissioner Service. They repre¬
sent a fundamental component in our
export efforts. Their role is especially
enhanced in the OPEC context
because in many of these countries
their routine functions of market xinformation, commercial intelligence
gathering, contacts and logistical
support to exporters are crucial in any
effort to break into the market. The
Service has been compelled over the
past several years, during periods of
austerity and restraint, to juggle
priorities rapidly and to reallocate
resources to reflect increased OPEC
interest. Since 1972, the Trade
Commissioner Service has opened
three new commercial operations in
Jeddah, Baghdad, and now Kuwait,
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and more than doubled overall
manpower allocations. Most recently
we have seen Kuwait opened to give
us permanent commercial representa¬
tion on the Gulf States.

In a similar vein our posts in
Europe, North America and lately Asia
have an increased responsibility in
monitoring projects and developing
and information base on opportunities
in the OPEC community which, while
being implemented elsewhere, are
often sourced and directed from
within their own market territories.-
Our Trade Commissioners in London
and Dallas devote considerable time
towards developing trade opportuni¬
ties and assisting Canadian compa¬
nies in the Middle East.

The establishment of the Office
of Overseas Projects was prompted
largely by a need to deal with the
OPEC phenomenon: the size of many
projects, the limited time frame
available and the need for a catalyst to
help mobilize Canadian resources and
capabilities for a given project. This
Office combines previously separate
elements which were responsible for
international finance, capital projects,
joint ventures and turnkey projects.
Its prime concerns are now with
financial accommodations, risk¬
sharing, consortia formation and
generally market promotion for
overseas projects. In addition, OPS is
the Department’s focal point for
liaison with EDC, CIDA, CCC and
multilateral financing organizations.
OPS also has the Program of Cost
Recoverable Technical Assistance
which is a new facility for countries
such as Nigeria, Saudi Arabia and
Venezuela and often a prerequisite for
winning large capital projects. A first
such program has now been
concluded with Nigeria which
provides for the placement of 500
students annually over 5 years in
Canadian technical colleges and
universities. This contract is valued at
some $65 million. Experience to date
shows that this reorganization has
increased our ability to make co¬
ordinated innovative responses in a
relatively short time.

Other aspects of the OPEC
marketing drive have been our
program of Ministerial Missions.
These are important, and often even
crucial elements, in securing
contracts for Canadian goods and
services. They succeed inhiglight -
ing for several days the Canadian
presence in a particular market
territory and can create the exposure
necessary to finalize established
Canadian initiatives. Ministerial
Missions to Saudi Arabia, Venezuela,
Iran and North Africa have proven

17



conclusively their benefit in these
highly competitive markets. Our
focus this year hopes to build on these
past successes by including several
new areas, especially Kuwait and the
Gulf States.

Similarly, the Joint Economic
Commissions with Saudi Arabia and
Iran have proven their worth in
providing a regular and periodic
framework for intergovernmental
discussions. In the near future, we
envisage establisment of similar JECs
with Nigeria and Algeria and are
confident as well that official vehicles
of this type can further significantly
Canadian commercial initiatives in
correspondent countries.

The contributions of our col¬
leagues at the Export Development
Corporation should also be noted as
they have become increasingly
involved in OPEC areas and have
strongly supported Canadian firms in
penetrating these markets. The var¬
ious resources and techniques at
their disposal have been effectively
deployed in successful contracts in
North Africa, Iran, Saudi Arabia,
Indonesia and elsewhere.

The changes outlined above and
many were largely the result of
discussions with the business com¬
munity during the consultative phase
of Enterprise ‘77. They can only be
considered successful to the extent
that they are translated into increased
exports. This is the purpose of this
phase of the “Focus on OPEC”. It is
designed to give exporters the chance
to meet the Trade Commissioners
who are on the spot in the markets, to
learn of opportunities, and to discuss
market strategies. They can then be
related to the various departmental
promotional facilities. Our Trade
Commissioners will be visiting various
Canadian centres and will also be
available for individual interviews. The
Trade Commissioners from OPEC
countries are:

P. Desbiens, Commercial Secre¬
tary, Algiers

H. E. Sarafian, Commercial Secre¬
tary, Baghdad

P.D. Donohue, Counsellor (Com¬
mercial), Bogota

C.R. Mann, Commercial Secretary,
Cairo

F.O. Veenema, Counsellor (Com¬
mercial), Caracas

D.S. Armour, Counsellor (Com¬
mercial), Jakarta

D.S. .McCracken, Minister-
Counsellor (Commercial),Jeddah

M.W. Murison, Commercial Secre¬
tary, Kuwait

D.P. McLennan, Commercial
Secretary, Lagos
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R. Frenette, Counsellor (Commer¬
cial), Tehran

G.D. Valentine, Consul and Senior
Trade Commissioner, Dallas

The department is confident that
it has established a good framework to
enhance Canada’s export share of
OPEC markets. Already, we have
witnessed some concrete results.
More importantly, we are also
preparing now for projects which will
be executed in the next several
years: futher oil and gas projects,
telecommunications and electrical

telecommunications, and electrical
generation and transmission. Canada
is also confident of moving ahead in
service contracts in health, educa¬
tional and technical training. All these
are areas in which we have both a
demonstrated strength and a success¬
ful selling record.

Through the continuing dialogue
wich was initiated by Enterprise ‘77,
we are confident that, working
together, Canadian private enterprise
with government support can improve
our export position in the OPEC
markets as well as other countries.

The Challenger Takes Off

After a fifty minute test flight, Doug Adkins, Chief Test Pilot and Director
Flight Operations, said: “The best airplaine this Company ever built...”

The Challenger Takes Off
The Challenger, the most

advanced corporate transport, made
its first flight from Cartierville
airport,Montreal, on Novembers,
1978. It was the first major
breakthrough in the corporate
aviation field for well over a decade.

Canadair, the Canadian
Government-owned airframe
manufacturer, designed and
produced the Challenger in just over
two years. This tremendous
achievement is due to the
engineering and manufacturing
people'of this Canadian company.

The first of a third generation all
new business aircraft using advanced
technology, the Challenger
incorporates new wing design
techniques, lightweight composite

material and is powered by two Avco
Lycoming ALF 502L high bypass
ratio engines. It will have a range of
7,400 km at a long range cruise
speed of 850 kph and will fly at an
altitude of 15,000 m. The flight test
and certification program will be
carried out at Canadair’s
facilities,Mojave, California. If this
flight test is as much of a success as
the first and that of November 9, the
Challenger will reach world-wide
fame.

This aircraft actually sells for $7
million (US) for delivery in 1982.
Orders from eight countries have
already been received: 63 for the
United States, 32 for Saudi Arabia, 5
for Canada, 5 for Europe, 2 for South
America and 1 for Panama.
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Bookshelf
Here is a brief insight into the contents of the Sector Task Force Report Series of Brochures. If you wish

to have a copy of any of these reports, please fill in the form supplied.

AEROSPACE

The Aerospace Manufacturing
Sector Consultative Task Force was
composed of: an industry chairman,
and representatives from 15 compa¬
nies, two leading unions, five provincial
governments and a leading university.

This Task Force report lists the
strategic objectives, the significant
issues and makes recommendations
to stabilize the growth pattern in the
longterm. Aerospace industries
worldwide receive contributions from
governments for updating technology
through defence spending and,
among the recommendations, ways
were suggested whereby the
Canadian industry can start to receive
important benefits from Canadian
defence spending without an increase
in the total level of such spending.

AUTOMOTIVE

The Task Force on the Automo¬
tive Industry represented vehicle
manufacturers, multinational and
Canadian independent parts pro¬
ducers, labour, academics and
government.

These members realized that the
issues were very complex and that to
resolve them consideration would
have to be given to matters beyond
their terms of reference. The federal
government, arriving at similar
conclusions, appointed Mr. Simon
Reisman as special adviser under the
Inquiries Act to submit, by the end of
October 1978, a report* for
consideration by the government on
the development of an internationally
competitive Canadian automotive
industry. Since this appointment was
made before the report of the Task
Force was completed, the Task Force
decided their most significant
contribution would be to give the facts
as seen by members to identify areas
of general concern and present some
of the options open for improving a
better balance between automotive
production and consumption in
Canada.
‘See attached list of publications.
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CEMENT AND CONCRETE

The Cement and Concrete
Industry members list their specific
recommendations with a note that the
Canadian Labour Congress representa¬
tive, subsequent to the completion of
the Task Force report, submitted a
dissenting report which opposed the
consensus of the members

The Task Force was unanimous
that the single most important
contribution to improve the competitive
position of Canadian industry must
come from governments -- federal,
provincial, and municipal -- reducing
the public sector spending as a
percentage of Gross National Product,
mainly by eliminating overlapping in
functions of the three levels of
government. Also, that governments
should create a favourable climate for
investment by reducing inflation, by
removal of economic uncertainty, and
less government intervention in the
affairs of business. The Task Force felt
that industry, and not government, can
provide the impetus for economic
growth and reduce unemployment.

COMMERCIAL PRINTING

The Commercial Printing Industry
Task Force reported that, on the
average, the industry is quite healthy,
but if certain trends are not corrected
this industry could stagnate in future
years.

The members did not recom¬
mend new government policies which
would require substantial expendi¬
tures but minor adjustments wich
would develop a climate to enhance
productivity and lead to economies of
scale as the industry has the
technological skills and required
equipment to complete international¬
ly-

CONSTRUCTION

This Task Force report stressed
the importance of Construction to
Canada’s Economy, especially in
periods of strong economic growth
when the total Canadian investment
CANADA COMMERCE FOURTH QUARTERLY 1978

has ranged from 22 per cent to 25 per
cent of Gross National Product.

As the industry is a major
purchaser of materiels and thus
generates a great amount of
employment, the Task Force contends
that if given special attention at senior
levels of government, particulary
regarding their recommendations on
taxation and regulation, important
benefits would accrue to the
economy. This Task Force believes
that their recommendations, if
implemeted at the earliest opportuni¬
ty, would result in an industry
operating productively and efficiently
from a more sophisticated technolo¬
gical base, in an improved labour
climate, using better management
techniques, and capable of the largest
domestic and offshore projects. Some
government funding will be necessary
but the Task Force feels that
expenditures should be kept to a
minimum.
ELECTRICAL PRODUCTS

The Electrical Industry Task Force
reviewed the sector profile discussion
paper prepared by Industry, Trade and
Commerce and found it generally
acceptable and an accurate reflection of
the industry. The electrical manufact¬
uring industry is composed of
manufacturers of two types of
products: material and equipment
which generates, transmits or
distributes electricity (e.g. generators,
batteries, transformers, wire and cable)
and products which utilize electricity
(light bulbs, industrial equipment,
appliances). Activity in terms of
employment and value of shipments is
almost evenly divided between the two
categories.

This Task Force report contains
recommendations to provide a positive
business climate for Canadian firms and
to encourage and assist them in their
efforts to improve their international
competitiveness.

The Task Force believes that the
key element is to remove the uncertainty
in the industry which discourages the
required level of investment and this
would involve resolving such problems
as our lower economic growth rate,
rising imports, inflation, taxation, rising



labour costs, international compe¬
tition, the level of the Canadian dollar
and the Multilateral Trade Negoci
tions.
ELECTRONICS

The Electronics Industry Task
Force report sets out the important
issues concerning the electronics
industry within Canada and notes these
key factors
. Canada’s economic healt will
depend increasing on the capacity for
technological innovation in order to
remain internationally competitive.. Recent studies indicate that high
technology industries grow at a rate
three times that of other industries
and employment growth in high
technology industries approaches
nine times that of other industries.. Canada is reluctant to employ non¬
tariff barriers to protect its high
technology industries but other
nations who play the NTB game vis-à-
vis high technology industries have
the most vibrant and fasted growing
industrial economies.. Exploitation of the opportunities
which the electronics sector provides,
where the technology is evolving
rapidly, will create new industry and
new employment on a scale seldom
witnessed in Canadian history.
The efficient and competitive
exploitation Canada’s natural
resources will depend increasingly on
the development of new electronically
based technology in the fields of
exploration, production and proces¬
sing.

The Task Force members are
convinced that the policies proposed
would bring about the conditions
necessary for the industry to grow to its
potential and this would have a
significant benefit for Canada in terms
of employment, income, and the
balance of trade in electronics. The
members recognize that government
support must be in the nature of
sustained and massive programs
outlined in the recommendations to be
effective but the success of the
electronics industry cannot be gained
by half measures.

FERTILIZER

The Canadian Fertilizer Industry is
a vital part of Canada’s agricultural and
related food industries which contribute

Bookshelf
to more than one-third of this country’s
GNP The three major plant
nutrients nitrogen, phosphate and
potash, are produced by this industry. It
is mainly Canadian controlled, has
annual factory shipments of $1.3 billion,
and employs more than 8,000 people.

The objective of the Task Force
was to respond to requests from
government to suggest how govern¬
ment policies and programs may be
made, or modified, to help the industry
be more profitable and internationally
competitive The more important issues
to the Fertilizer Industry were capital
costs, the disadvantages of high
taxation levels, and manpower costs
(both social benefits such as those
related to unemployment, and
government wage and salary levels).
FOOD AND BEVERAGE

The objective of the Food and
Beverage Industry Task Force was to
report on major opportunities and
constraints affecting the development of
this industry and make specific
recommendations to enhance the
industry's ability to realize its full
potential in the 1980s.

The food and beverage processing
industry is one of the largest
manufacturing industries in Canada,
and represents an essential link in the
food chain between producer and
consumer.

The specific issues identified as
being most important were: input costs,
productivity, labour relationsand
legislation, incentives and taxation,
government regulations, marketing
boards and competition policy. In this
report the Task Force reviews these
issues and submits its major
recommendations.
FOOTWEAR

Footwear Industry appreciated the
opportunity to place on record its
proposals to increase the viability,
competitiveness and prosperity of the
footwear manufacturing industry. It
recognized that these proposals could
have relevance for all manufacturing
industries in Canada and thought the
consultative process was an important
step in understanding the problems of
all the groups and individuals who
participated in the Task Force and
should be continued.

This report sets out the mam
problems facing the industry and
presents recommendations on such
issues as import controls, tariff and
taxation policy, industry rationalization,
footwear and tanning industries sector
strategy, manpower training and
development, provincial government
assistance programs, and channels of
distribution.

FOREST PRODUCTS

Forest products,Canada’s largest
manufacturing industry, has the
potential to substantially contribute to
the achievement of both national and
regional economic and social goals far
into the future.

The members of this Task Force
included representatives of primary and
converted forest products of every
variety, organized labour, the academic
community, and eight of the ten
provincial governments. The federal
Department of Industry, Trade and
Commerce provided the secretariat, and
representatives from six other federal
government departments were present
as observers.

Some of the recommendations
made by this Task Force concern
general policies having a broad impact
on the Canadian economy as a whole,
while others relate specifically to forest
products.

PROCESSED FRUIT AND VEGETABLE

The processed fruit and vegetable
industry is engaged in the canning,
freezing and dehydration of fruits and
vegetables, and the production of a
variety of products using fruits and
vegetables as major ingredients. This
industry provides permanent employ¬
ment for approximately 15,000 people
and also provides an equal number of
summer job opportunities for students
and housewives. Because of the
industry's orientation to smaller centres,
these jobs can be vital to the economy
of the communities in which the plants
are located.

The issues selected by the Task
Force as having the greatest
significance for the future of the
processed fruit and vegetable industry
are the scope for rationalization,
impact and environmental regula¬
tions, industrial
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development incentives, levels of R.
and D. activity, land use policies,
Unemployment Insurance regulations,
minimum wage legislation, powers and
practices of marketing boards for fruit
and vegetable crops.

Before making this selection,the
Task Force identified a number of
other issues (including taxation,
packaging, productivity, investment
climate, immigrant labour, unioniza¬
tion, quality of management, energy
policy, etc.) which had an impact on
the industry.

The recommendations contained
in this report envisage action by the
various levels of government (federal,
provincial, regional and municipal) as
well as by primary producers and the
processing industry itself.
FURNITURE

The report by the Consultative
Task Force on the Canadian Furniture
Industry gives an overview of the
industry’s past and present perfor¬
mance and the recommendations of an
approach it feels is necessary to meet
its objective of recapturing the market
share lost to imports and again become
the supplier to more than 90 percent of
its market so that as a growth industry it
can continue to make a major
contribution to the Canadian economy.

This report also contains an
Appendix which provides tables and
graphs relating to the size and location
of establishments, inter-industry
linkages, dependency of small
communities on the Furniture Industry,
energy, capital investment, major
changes in the past 10 years and
market outlook, as well as imports and
exports.

PRIMARY IRON AND STEEL

This report, by the Steel Industry
Consultative Task Force, contains: an
examination of the economic and
institutional factors that influence the
steel industry; records specific recom¬
mendations for actions by governments
to improve the business environment;
and the sector profile on the industry.
MACHINERY

In arriving at its recommenda¬
tions, the Task Force on the Canadian

Machinery Industry took into account
background information on a broad
range of issues provided by various
government departments and agencies,
by industry associations, including the
data contained in the Machinery Sector
Profile which is included in this Report.

The issues considered by the
Task Force are grouped into six major
categories — manpower policies,
export promotion, import substitution,
research and development, MTN
adjustment and investment policies.
Each of these issues is treated as a
separate section in this Report.

Canadian machinery exports have
reached a level of approximately $2
million annually and these exports now
represent close to 35 per cent of the
industry’s total production. However,
imports currently supply approximately
60 per cent of the domestic market for
machinery.

NON-FERROUS METALS

This report by the Consultative
Task Force on the Non-Ferrous Metals
Industry was completed minus the final
comments of the labour representative.
It includes a letter from the Chairman of
the Task Force and also a letter from
the labour representative in which he
disassociates himself from the report.

During the Task Force discus¬
sions, it became clear that the major
problems are international competition
and the alarming decline in the level of
exploration for new non-ferrous metal
mines in Canada. The members believe
that unless measures are taken by all
concerned to revive exploration in this
country, there will be a spectacular
decline in productivity in this sector
over the balance of this century.

Inadequate measures to deal with
research and development,taxation of
illusory profits, or the chaotic mining
tax situation have discouraged much of
the basic primary and manufacturing
industry in this country. The Task
Force suggested meeting again in one
year with government to assess
progress on the issues outlined in this
report and to discuss further initiatives.

Several issues of common
concern to the members were: the
investment climate, resource proces¬
sing, transportation and trade,
environment, research and develop¬
ment, manpower and labour.

PETROCHEMICALS

The petrochemical industry has
been characterized by rapidly
improving technology and an above-
average annual growth rate in volume
of eight per cent. The industry is
capital intensive, employs a high
proportion of professionals and skilled
workers, and historically its R.and

have been among the
highest of all manufacturing sectors.

This industry adds significant
value to oil and natural gas raw
materials by upgrading them into highly
sophisticated petrochemical products,
which are everywhere. Since adequate
capacity did not exist in Canada to
supply domestic requirements, the
strategic importance of a national
petrochemical industry became very
clear in 1974 when, due to international
shortages, foreign manufacturers were
unable to supply their Canadian
customers.

It is ironic that Japan and
Germany, two nations with very limited
oil and natural gas resources, the raw
materials for the petrochemical
industry, have recognized the strategic
importance of the industry and have
become major factors in the
unprocessed resources and imported
the petrochemicals with a value of five
to ten times the value of the
hydrocarbons used in their production.

Since the industry is diverse in
company structure, it follows that
generalized recommendations to
improve the performance of the
industry cannot be uniformly beneficial
to all of the diverse interests. The Task
Force believes that a package of
measures is required and the Report
concludes with an assessment of the
impact which implementation of the
recommended measures would have
on the petrochemical industry.

PLASTICS PROCESSING

In formulating the recommenda¬
tions contained in this Report, the Task
Force recognized that benefits would
result only if the recommendations are
accepted and if industry plays its part in
active development of the sector. The
members strongly urged the industry to
improve its manpower resources to
ensure that opportunities can be seized
and that the industry adopt a
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Bookshelf
responsive attitude to the opportunities
which would occur from the improved
environment.

The recommendations to gov¬
ernment deal primarily with issues
directly effecting the Plastics
Processing Industry and not on those
issues of broad concern to Canadians
and industry generally.

The Task Force believes that the
single most important issue confronting
the Plastics Processing Industry in
Canada is its competitiveness in
comparison with other countries,
especially the United States.

SHIPBUILDING AND REPAIR

The Task Force is of the opinion
that an efficient profitable industry is
essential for Canada. In today’s market
however, opportunities in the export
market continue to exist only to a
limited extent. The depressed state of
the industry throughout the world, the
high rate of subsidization and low
labour rates applicable in many
countries mean that most of the
Canadian shipbuilding industry must
look to the domestic market for its
major sales opportunities over the next
few years. A certain degree of
protectionism is considered appro¬
priate to assist the industry at this time,
if it is not to be completely vulnerable to
unbridled assault from heavily
subsidized foreign competition.

The members presented their
recommendations under the headings
of: Fishing Fleet, Deep-Sea, Coastal
Shipping, Offshore Drilling, Explora¬
tion, etc.,Arctic Shipping, Great Lakes
Fleet, Other Sector Related Issues, Ship
Repair, Shipbuilding, Shipping
Industry, Scrap and Build, Importation
of Used Ships, Human Resources, R
and D, Government Procurement,
Marine Products and Service Industry,
and Continued Consultation.

URBAN TRANSPORTATION

The objectives of this Report are
directed towards the continued
development and growth of the urban
transportation equipment manufac¬
turing industry in Canada. Its specific
aims are: the satisfaction of domestic
market needs by Canadian industry
and an effective penetration of export
markets.

This industry serves a capital
equipment rather than a consumer
goods market and the market is
invariably controlled by governments
or government agencies. The Urban
Transportation Equipment Industry
Consultative Task Force considers
that the policies, plans and activities
of governments at all levels are and
will continue to be the major and
determining factor in the development
of this industry sector.

The members recommend
actions by federal and provincial
governments, and such federal
agencies as EDC, CIDA, Combines
Investigation Act and the Competition
Act.
TEXTILE AND CLOTHING

In this extensive Report by the
Consultative Task Force on the
Textiles and Clothing Industry the
members have set out some
perspectives and assumptions which
have formed the basis upon which this
study was undertaken. They relate
essentially to the role the textile and
clothing industries can be expected to
play in the Canadian economy in the
years to come and to a determination
of whether or not the interests of the
nation could be served in any way by
the phasing out of the industries, to all
intents and purposes, or by the
adoption of policies which would
ensure the existence of healthy, viable
and growing textile and apparel
industries during the near and
medium term.

Included in this Report are:
The Sector Profile on the Canadian
Textile Industry
The Sector Profile on the Canadian
Clothing Industry
Apendix 1 - The Role of the Textile and
Apparel Industries in the 1980s.
Appendix 2 - Productivity in the
Apparel and Textile Industries
Appendix 3 - Federal Government
Incentive Programs
Appendix 4 - Proposals for Changes in
Fiscal Policy for Textiles and Apparel
Bibliography of Government or Joint
Industry/Government or Independent
Reports

TOURISM

This Report submits to federal
and provincial Ministers responsible
for Tourism, as well as to Territorial

Commissioners, the views of the
Tourism Sector Consultative Task
Force, representative of the private
interests involved in the Canadian
tourism industry, on how the
economic performance of this
industry can and should be improved
to the benefit of Canada and
Canadians.

This Report identifies the
importance of tourism in Canada and
describes the salient characteristics of
the industry. It points out that tourism
can contribute to overcoming regional
economic disparities and notes that,
in addition to the private sector, all
levels of government in Canada are
heavily involved in tourism for
economic reasons and because
tourism contributes to the social,
cultural and physiological well being
of Canadians.

The Report comments that
tourism around the world is generally
growing, however a similar state of
affairs does not exist in Canadian
tourism and our competitive position
has steadily eroded over the past
decade.

To achieve the economic
environment desired and obtain a
correction in the travel deficit, the
Task Force makes recommendations
in the areas of taxation, industry
development, travel marketing, wages
and related legislation, the regulatory
framework, small business and travel
industry awaremess.
OCEAN

Due to the small size and
embryonic nature of the Canadian
Ocean Industry, the Task Force
concentrated its attention more on
specific industry problems than on
larger issues which affect all of
Canadian manufacturing. The ocean
industry is a blend of manufacturing,
service contracting and consulting
companies. There has been an
emphasis on the supply of goods and
services for the exploitation of
offshore oil and gas. The Sector
Profile defines the ocean industry in
Canada as “being composed of those
establishments which manufacture
equipment or provide services for all
commercial and scientific activities in
the oceans. Marine transport vessels
and traditional fishing support
equipment, however, are generally
excluded.” The Task Force has
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worked within this definition with an
emphasis on products and services
related to the exploration for, and
production from, offshore petroleum
resources.

The objective of this Report is to
put forward recommendations which,
if implemented, should create an
environment in which the Canadian
Ocean Industry and its.associated
ocean technology can develop to
meet the need for goods and services
arising from the exploitation of
Canada’s resources; create by 1990
from 20,000 to 30,000 direct jobs in
manufacturing and service industries
associated with Canadian offshore
resource exploitation, together with
up to 150,000 indirect jobs elsewhere;
further improve the export perform¬
ance of the industry; and help'to
ensure that a reasonable level of
Canada’s future petroleum needs are
met from Canadian sources devel¬
oped with Canadian skills.

United Nations Business Newspaper
Expanded to Include Inter-American
and Asian Development Banks

The Inter-American Develop¬
ment Bank and the Asian Develop¬
ment Bank have joined other major
multilateral financing organizations
who announce internationally-
financed projects in developing
countries in Development Forum
Business Edition.

The participation of these two
regional development banks means
that the newly expanded Development
Forum Business Edition now carries
information on business opportunities
amounting to some $U.S. 10 billion a
year.

Beginning with its 8 September
issue, the Business Edition will
include information on international¬
ly-financed projects generated by the
Inter-American Bank’s international
competitive bidding process. This
amounts to nearly $U.S. 2 billion a
year in business opportunities for
readers.

Readers are already receiving $7
billion of business opportunities from
the World Bank, in the form of
procurement notices and advance
information on projects in the early
stages of their development. The
United Nations Development Program
provides the other approximately $1
billion of opportunities.

In addition, the Asian Develop¬
ment Bank has decided to use the
Business Edition as a medium for
publicizing procurement opportuni¬
ties associated with its lending.
Notices from this Bank will start
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appearing on a regular basis later in
the year.

The new opportunities from the
Inter-American Development Bank
will take two forms. There will be
advance information which will let
businessmen know at an early stage of
project planning the country, type and
scope of the project, and, when
available, the total estimated cost and
an indication of the IDB’s share.

Notices will then announce the
approval of the loan and give a
detailed description of the project as
well as the name and address of the
country project authority.

In its first 12 issues, Develop¬
ment Forum Business Edition
contained notices covering more than

$4 billion of project procurement in
fields such as agriculture, irrigation,
hydroelectric-power, road building,
tourism, health services, education
and many more. It also published
articles, on subjects such as the
tendering systems of various
countries, and risk management, in an
effort to give businessmen practical
information they would need to work
efficiently in developing countries.

The publication is published 24
times a year and is available on paid
subscription from: Development
Forum Business Edition, Subscrip¬
tions Department, United Nations, CH
1211 Geneva 10, Switzerland. Subs¬
criptions in Canada, cost $U.S. 200 per
year.
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Sector Task-Force Report Series: Rapports des groupes d'études sectoriels:

Please check ( ) for Sectors of your interest Veuillez cocher ( ) les secteurs qui vous intéressent

I

NAME NOM
COMPANY ENTREPRISEI
ADDRESS ADRESSE

DEPARTMENT OF INDUSTRY, TRADE AND COMMERCE
MINISTÈRE DE L’INDUSTRIE ET DU COMMERCE

Aerospace Manufacturing Produits aérospatiaux
Automotive Automobile
Inquiry into the Automotive Industry
by Simon Reisman, Commissioner

Enquête sur ^industrie de automobile
par Simon Reisman, commissaire

Cement andConcrete Ciment et béton
CommercialPrinting Imprimerie commerciale
Construction Construction
ElectricalProducts Produits deIélectricité
Electronics Électronique
Fertilizer Engrais et produits fertilisants
Food and Beverage Aliments et boissons
Footwear Chaussure
Forest Products Produits forestiers
ProcessedFruit and Vegetable a Conditionnement des fru•ts et légumes
Furniture Meuble
Primary Iron and Steel Acier
Machinery o Machinerie
Non-Ferrous Metals Métaux non ferreux

O Ocean Industry Industrie océanique
Petrochemical Pétrochimie
Plastics Processing Plastique
Textilesand Clothing Textile et vetement
Shipbuilding and Repair Industrie navale
Tourism Tourisme
Urban Transportation Equipment Transport urbain
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1978-1979 Promotional Projects Reports on Trade Fairs

ELECTRONICA 78
Klaus Vogt, Vice-President Amphenol Tuchel
Electronics GMBH, Tom Whitley,Product Manager,
Amphenol Canada, Ed Krisp, Export Manager,
Amphenol Canada, F.E. DalLago, President,
Amphenol Canada, R.J. Mackenzie, Vice-President
Marketing, Amphenol Canada, on conclusion of
offset sales agreements announced by Amphenol
Canada at “Electronica 78".

IMPACT 78 — International
Woodworking Machinery and
Furniture Supply Fair, Louisville, Ky.,
U.S.A., September 16-20,1978

The fair was well attended, 24,000
visitors were registered and the 17
Canadian companies participating in
the show sold on site $1,108,000 worth
of woodworking machinery and
furniture. The projected sales for the
next 12 months may reach $16 million.

EUROPEX 78 - a view of the Canadian Stand and, in the background, the
Alberta Stand.

SPOGA 78 — Cologne, Federal
Republic of Germany, October 1-3,
1978

The Canadian sporting goods
industry was very well represented at
the International Trade Fair of
Sporting Goods, Camping Equipment
and Garden Furniture.

Nineteen Canadian manufactur¬
ers of diving gear reported on-site
sales of $432,000 with projected 12-
month sales of $7.4 million.

This was the second consecutive
year for a Canadian group exhibit at
SPOGA and business was noticeably
up. While the majority of the sales
went to EEC and Scandinavian
countries, serious inquiries were made
for Canadian goods from many parts
of the world, including Iran, Japan,
New Zealand and Australia.

Canadian sporting goods will next
be shown at ISPO 79 in Munich,
February 22-25, 1979.

AUTOMECHANIKA 78 — Frankfurt,
Federal Republic of Germany,
September 23 - 27, 1978

There were 1,010 exhibitors from
20 countries displaying their products.
The stands of the 23 participating
Canadian companies attracted a
continuous flow of visitors, both
transient and invited, representatives
of OEM, garages and distributors. The
products they exhibited ranged from
accessories such as trim and auto
waxes and sealants, to parts (brakes,
alternators, etc.), to machinery such
as tire changers and balancers, engine
refinishing machines, lubrication
equipment and body and chassis
straightening machines.

Some 79,000 visitors were
registered from 74 countries. This
accounted for the excellent distributor
contacts of our exhibitors and sales
were concluded with German, Thai
and Australian prospects as well as
other European countries. On-site
sales amounted to $765,000 with 12-
month projected sales estimated at $7
million.
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1978/79 Promotional Projects Reports on Trade Fairs

EUROPEX 78 - The Honourable Paul Martin, P.C. Q.C., High Commissioner
for Canada in London, England, was quite impressed with the EuropeanOffshore Petroleum Exhibition and Conference, Applications Engineer,
Avionics Division, Canadian Marconi Company, Montreal, Mr. Des Bassett/isshowing Mr. Martin the new Canadian Marconi CMA-751A dual channelsatellite receiver system.

EUROPEX 78 — London, England,
October 24-27, 1978

The European Offshore
Petroleum Conference and Exhibition,
a first time event, was staged by the
British Society of Petroleum
Engineers. The show was international
in scope and well supported by the
leading nations with an offshore
capability (i.e. Canada, United States,
Norway, Germany, The Netherlands,
the United Kingdom, etc.)

The attendance was limited to
prospective buyers and 14,000 visitors
were expected.

Canada was represented by 11
exhibitors — the Government of
Newfoundland and the Alberta
Government also had a stand.

EUROPEX '78, on its first time
around, lived up to its expectations in
terms of being a well-attended, high-
quality offshore show. Most Canadian
exhibitors contacted appeared very
satisfied with the contacts they made.

On-site sales totalled $30,000 and
projected sales for the next 12 months
are estimated at $6.14 million.

WORLD’S POULTRY CONGRESS
AND EXHIBITION — Rio de Janeiro,
September 17-21, 1978

The Canadian stand at the
exhibition was well supplied with
literature, but because of shipping and
Customs problems, the Canadian
exhibit was limited to photographs.

All the advertising and publicity
material was well received.
Distribution of press kits to South
American news media produced
considerable pre-show editorial
coverage of the Canadian exhibit in
several magazines and newspapers.

The Canadian firms represented
at the ITD Stand were: Agri-Book
Publishing Co. Limited — agricultural
magazines; Canadian Egg Marketing
Agency — eggs and egg products;
Cicinter Canada Ltd. —plastic cage
system; Cuddy Farms Limited —
turkeys; FARMATIC — feed milling,
storage and conveyance equipment;
Highland Produce Ltd. — egg
products; Hybrid Turkeys Limited —
turkey stock; Jamesway Co. —
incubators, hatchers; Phillip Barratt —
consulting services to the poultry
industry; Shaver Poultry Breeding
Farms — poultry breeding stock.
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ELECTRONICA '78 — Electronic
Industry, from November 9th to 15th,
Munich, West Germany

Electronica, which takes place
every two years is rightly considered
by the trade as the most important
industry event anywhere because of
its magnitude, combining as it does a
Microelectronics world congress and
displays from world-wide companies.
This year’s show exceeded all past
records in exhibitor participation and
attendance: over 1500 individual
companies from 37 countries
occupied display stands that were
seen by some 85,000 registered
business visitors from 66 nations. As
might be expected, contacts
established in export markets at an
event of this importance were bound
to be fruitful and the resulting benefits
to those Canadian firms exhibiting
were no exception.

By all accounts, the electronics
industry’s activities in all areas reflect
an upsurge particularly in Europe. The
West German market alone, for
components, totals 5 billion Deutsche
Marks (approx. $3 billion) of which, it
is noteworthy to report, the United
States enjoys a 20 per cent share.

Thirteen Canadian companies
were grouped within a national stand
complex, under the sponsorship and
assisted by the federal Department of
Industry, Trade and Commerce.
Following the practice of the
Department’s Promotional Projects
Branch, stands were government
designed and built in consultation with
participants according to each one’s
product display requirements.

For example — Amphenol Canada
Division, Bunker Ramo (Canada) Ltd.,
exhibitor at “Electronica ’78” has
concluded offset agreement sales
initiated at ELECTRONICA ’76,
through the company’s representative
in Germany, Tuchel Electronics
GMBH.
Orders received have been from a
number of German electronics
manufacturers involved in the supply
of sub-systems for the Leopard II Main
Battle Tank currently under delivery to
the Canadian Armed Forces. The
orders cover High technology filter
connectors used in protecting
sensitive electronic circuits from
E.M.I., R.F.I., and E.M.P. signal
interference. These specific orders will
be elegible for offset credit under the
Canadian Government contract with
Krauss Maffei AG. prime contractors
for the Leopard Tank.
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NEWS
CORRECTION: Canada Commerce
Special Issue - August 1978, Page 15
George Arnold Lynn, A.O.C.A., Des.
R.C.A., A.C.I.C., K.L.J.

We apologize for reporting a
daughter when there are only two
sons, and burying Mr. Lynn’s father
who is well and very much alive. Mr.
Lynn Sr. has expressed understanding
of Mark Twain’s comment.

CANADA WINS TRINIDAD AND
TOBAGO AIRPORT PROJECTS

Canada has signed a Memoran¬
dum of Understanding with the
Government of Trinidad and Tobago
for the redevelopment of the Piarco
International Airport in Trinidad and
the Crown Point Airport in Tobago.

The awarding of the projects to
Canada means that this country will
be supplying millions of dollars worth
of engineering services and equip¬
ment, and that they will generate a
great number of man years of
employment in the Canadian
manufacturing and engineering
services sectors. The total cost for
redeveloping the two airports is
estimated to be about $150 million.

Both airports require extensive
renovations including longer runways
and ramp facilities to accommodate
jumbo jets; a new cargo and baggage
handling complex, and power
generating and air conditioning
equipment. Transport Canada will
provide professional and advisory
services to the Trinidad and Tobago
Ministry of Finance.

PORT OF MONTREAL
CP Ships has selected Montreal

as their new base for their North
Américains operations - -new
evidence that shipping lines are
finding at the Port the proper
environment to operate their business
efficiently and economically.

The arrivals of CP Ships will
greatly reinforce Montreal’s position as
Canada’s major container port. Port
statistics for the first eight months
point to the conclusion that 1978 will
be a record breaking year for
container cargo. When CP Ships
are fully operational, containerized
cargo traffic at the Port of Montreal
should exceed 225,000 units,
amounting to over 27 millions tons of
general cargo.

POWER FOR INDONESIA
Montreal Engineering, a Monenco

company, has signed an agreement
with Perusahaan Umum Listrik Negra
in Jakarta to provide engineering
services for the new 3,000 MW thermal
generating station at Suralaya, West
Java.

The initial stage of the project
comprises two coal and oil fired steam
electric generators of 375 MW, at a
capital cost of approximately U.S.
$700 million.

Besides engineering services,
design, supervising construction,
transferring of technology and
assisting in the commissioning of the
generators in collaboration with the
local professionals, Montreal
Engineering will prepare international
calls to tender in accordance with the
World Bank guidelines and award
contracts.

This is Moneco’s first major
project in Indonesia. It is an important
extension of their already well-
established operation in South East
Asia.

VENEZUELA
Decree No. 3442 announced the

temporary removal of customs dutieon
fresh, chilled or frozen cod (tariff
heading 03.01.01.01.) and on dried,
salted or smoked cod (tariff heading
03.02.01.02.) until April 30, 1979.

SPAIN
As a means of supporting the
country's export promotion program,
Spain intends to open 26 new trade
posts abroad in the next five years,
including new offices in Vancouver
and Toronto.
The Spanish Official Bulletin dated
July 28, NBR 177, published an order
June 29 whereby total duty-free
import quota for 1978 for coking coal
is increased from 3 million tons to
3,930,000 tons (Tariff Item 27.01.-A).
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NEWS
Ottawa awarded the 1981 Interna¬
tional Symposium on Small Business

The Minister of State for Small
Business, the Honourable Tony
Abbott, has recently announced that
the 1981 International Symposium on
Small Business will be held in Ottawa.

The invitation of the Government
of Canada to hold the symposium in
Ottawa was made at the International
Symposium held at Anaheim,
California, in November.

The 1981 symposium, emerging
as the principal focal point for world
discussions on small business policy
matters, will be co-sponsored by the
federal government and private sector
organizations such as the Canadian
Federation of Independent Business,
banks and other organizations.

The symposium is a non-profit
organization oriented towards
understanding and assisting in the
development of the world small and
medium-size businesses. In past
years, the symposium offered the
opportunity to outstanding authorities
from various parts of the world to
present their views relative to actual
and potential financial, technological,
managerial and marketing linkages.

The symposium, grouping
representatives from over 50
countries, also serves to discuss
problems generally facing small
business and, as such, the delibera¬
tions are directly relevant to the
Canadian government’s awareness of
the problems facing small business
and its conscious attempt to improve
the viability and competitive position
of the small business sector in
Canada.

The Keynote address by the
Canadian Minister of State for Small
Business, Fifth International Sympo¬
sium on Small Business, in Los
Angeles, California, November 15,
1978, may be obtained from:
Production Planning Section
Office of Information

and Public Relations (98)
Department of Industry, Trade and
Commerce
235 Queen Street
Ottawa, Ontario
IKAOH5

ARGENTINA
Central Bank Circular 760 has

eliminated the special payment term
requirements for imports of capital
goods up to an f.o.b. value of U.S. five
million dollars, effective July 3, 1978.
Such imports may now be paid under
any financing arrangements agreed to
by the importer and foreign supplier,
including total or partial payment
against shipping documents. The
decree also allows for advance
payments of up to 20 per cent of the
f.o.b. value of the goods. The Central
Bank must be consulted for
operations exceeding these limits.

This measure also applies to
financing agreements covering capital
goods which had been imported
under the previous regulations.
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Need an Answer
to Your 1

Business Problem
CALL...

THE BUSINESS CENTRE
Department of Industry, Trade and Commerce

Level 01 (centre area)
235 Queen Street

Ottawa, Ontario KIA 0H5
Tel: 995-5771 (Area Code 613)

Telex: 053-4123
Long Distance: ZENITH 0-3200
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ARE YOU TIRED OF GOVERNMENT
RED TAPE
AND
WHAT YOU
CONSIDER
TO BE UNNESSARY FORMS?

If the com-

WELL RELAX AND SEEK HELP

TELEPHONE ACTION LINE

PAPERBURDEN

Any small busi-
ness person in Cana-
da can now telephone
Ottawa collect for infor¬
mation and quick action on
how to cut red tape and reduce
paperwork problems.

The Action Line (613) 995-9197
collect operates 24 hours a day. The
action group is available Monday
through Friday from 8:30 a.m. to 5:00 p.m.
Eastern time; outside these hours, messages left
on the recorders will be attended to promptly.

After callers describe their problems, the
action group will go to work on their behalf to
seek solutions immediately. If a problem is not
solved within five days, the action group will
provide the caller with a progress report and
will follow up until the case is resolved. This
Office also works on cases referred to it by
Members of Parliament, trade associations,
and others.

lished to reduce excessive and unnecessary
paperwork which could be eliminated without
hampering government programs. The Office
is committed to reducing cost to small business
by at least $100 million a year.

The Action Line is operated by the Paper¬
burden Office which is headed by Mr. Jim
Howe, who reports to the Hon. Anthony
Abbott, Minister of State for Small Business.
It will be in operation for two years, and will
have a full time-staff of 15.

plaint does not con-
SgB^F cern paper burden, the
S^F action group will refer the

^F case to the federal depart¬
ment responsible and supply

the caller with the name of an of¬
ficial in that department for further

contact.
The Paperburden Office was estab-

GENERAL INQUIRIES:
Paperburden Office
Journal Building North
6th Floor - 300 Slater Street,
Ottawa, Ontario KIA 0H5
TEL: (613) 995-6877 (collect)

SET UPTOCUTREDTAPE
AND EASE THE
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If undelivered return to:
Dept Industry, Trade and Commerce
Ottawa, Canada KIA 0H5

Third Troisième
class classe
K1A 0H5
OTTAWA

Government
It of Canada

Gouvernement
du Canada

Industry, Trade
and Commerce

Industrie
et Commerce


