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Globe 92, an International Confer-
ence and Trade Fair which advances
sustainable development by encourag-
ing practical solutions to environmental
challenges and promoting related busi-
ness opportunities and responsibilities,
will be held March 16-20, 1992 in Van-
couver, B.C.

The conference will bring together
over 3000 key participants from more

Globe '92: Environmental solutions

than 80 countries. It will be an impor-
tant milestone in promoting anacross-
the-board integration of business and
the environment, focusing on innova-
tive solutions, strategies and ap-
proaches for environmental problem
solving. A strong emphasis will be
placed on practical examples and case
studies of sustainable development in

(See Globe ‘92 page 4)

The ninth meeting of the Technol-
ogy Partners forum was held at the
ISTC office in Moncton Nov. 20, bring-
ing together forum members and spe-
cial guests.

Among them, Barbara Giacomin,
Consulate and Commercial Delegate at
the Canadian Commercial office in Prin-
ceton, New Jersey, and Cindy Delage,
senior development officer, interna-

Forum addresses technology transfer

tional affairs directorate, with ISTC-
Ottawa; discussed technolgical oppor-
tunities in New Jersey. ¢
The New Brunswick Technology
Partners is composed of 15 groups
working to further the advancement,
the transferand theacquisitionof tech-
nology. The members are from the
federal and provincial governments,

(See Forum page 4)
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Atlantic Fish Specialties wins Canada Award for Business Excellence

Employee dedication worth its weight in gold

¥ edication from his employees
and belief in the future of the

S company they work for was
the key to winning a Canada Award for
Business Excellence, says Thomas J.
Hayes, president of Atlantic Fish Special-
ties Ltd. of Charlottetown, P.E.I.

The awards program, sponsored by
Industry, Science and Technology Can-
ada, was presented Oct. 30 in Ottawa by
the Honourable Michael H. Wilson,
Minister for Industry, Science and Tech-
nology and Minister for International
Trade; and the Honourable Tom Hockin,
Minister of State (Small Businesses and
Tourism).

“Atlantic Fish Specialties and theother
CABE winners areoutstanding examples
of the ability to compete against the best,
and win,” said Wilson. “The Canada
Awards for Business Excellence is our
way of recognizing their achievements
and of encouraging Canadian businesses
to learn and draw inspiration from their
successes.”

Hayes says winning the award in the
small business category has had positive
effects on the company and its employ-
ees.

“Internally, it's already had an amaz-
ing effecton the employees,” says Hayes.
“They were quite excited when they
found out we were nominated, and very,
very happy when they found out we
won. A lot of them stuck with the com-
pany in tough times.”

Hayes says it’s too early to gauge the
effects winning the award will have on
sales, but he’s hoping it will bring new
customers to the company.

“Externally, we’re hoping it will trans-

" our profile.”

late into more sales
and generate new-
business,” he says.

“It's certamlyraxsed

Why they won
the award is a ques-
tion Hayes likes to
answer.

“The company
was on the verge of
bankruptcy,” he
says, “but it turned
itself around. We're
now more export
oriented in terms of
strategy, focusing
on strong niche
marketing ofahigh-
valueproducttoair-
lines and cruise op-
erators.”

But the biggest
satisfaction for
Hayes comes from
the fact the nomi-
neesarejudgedbya
jury from private
sector businesses
like his.

“That’s the biggest turn on for me,” he
says. “We were judged by companies
across Canada and against other smali
businesses across Canada.”

Atlantic Fish Specialties is a producer
and marketer of a wide range of high-
quality smoked seafood products includ-
ing Pacificand Atlantic salmon, rainbow
trout, mackerel, scallops and herring. Its
markets include retail outlets, the food
service industry and corporate clients

Tom Hayes (left) raises his award as ISTC Minister Michael Wilson looks on.

such as airline and cruise companies. The
company, which is a year-round opera-
tion, employs a seasonal high 25 people.

A Certificate of Merit in Entrepre-
neurship was awarded to David A. Gan-
ong, president of Ganong Bros. Ltd. of St.
Stephen, N.B.

A total of 22 CABE winners received
awards in eight categories: entrepre-
neurship,environment, industrial design,
innovation, invention, marketing, qual-

ity and small business.
Winners are granted

exclusive use of the

Canada Awards for_

logo, a well-known
symbol of excellence
and achievement, for
use on their products,
publications and letter-
head, as well as adver-
tising.

Each entrant re-
ceivesacomplimentary
copy of the Conference
Board of Canada case
study, Total Quality
Management - A Com-
petitive Imperative,
tracing the perform-
ance of past winners,
success stories that are
a valuable source of
practical business ad-
vice. There is no regis-
tration fee for entering.

TwoN.B. companies
received recognition
last year. A Certificate
of Merit in the Small
Business category went to Environment
AirLtd., Cocagne, owned by Alvin Brun.
Utopia Fabricating Ltd., owned by Ed
Shurtleff, Lake Utopia, won a Certificate
of Merit in the Invention category.

The 1992 Canada Awards for Business
Excellence will be launched in January
1992. Entry Guides will be available at
that time. For more information about the
program, call the Business Service Centre
at (506) 857-ISTC or (902) 566-7400.

Industry, Science and
Technology Canada

i+l

Industrie, Sciences et
Technologie Canada

Canadi
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Mexico markets opening up to Maritime firms

ew Brunswick firms are play-
ing a significant role in en-
| hancing the already excellent

relationship Canada enjoys
with Mexico and Caribbean nations, says
Michael H. Wilson, Minister for Indus-
try, Science and Technology, and Minis-
ter for International Trade.

Butthere is still room for more exports
to those regions.

Wilson, who was addressing a semi-
nar on Trade Opportunities in Mexico
and the Caribbean Nov. 22 in Moncton,
says theimpending North American Free
Trade Agreement (NAFTA) would open
up further the Mexican market of 85
million consumers to Canadian goods
and services.

“Mexican imports,” he says, “are ex-
pected to grow by over 30 per cent,
making Mexico one of the fastest grow-
ing export markets for Canada in the
world, and the fastest in the region.”

Exports to Mexico totalled $600 mil-
lion in 1990, with agricultural products,
mineral commodities and manufactured
goods featuring prominently in this coun-
try’s sales. Canadian imports from Mex-
ico, which consist mainly of manufac-
tured products, havealso grown, exceed-
ing $1.7 billion last year.

“To take advantage of this expanding
Mexican economy, Canadian firms must
act now to position themselves in Mex-
ico,” says Wilson, “to ensure the maxi-
mum benefit is derived from economic
reform policies and the North American
Free Trade Agreement.”

One of the best ways to do this, says
Wilson, is to establish strategic partner-
ships with Mexican private sector associ-
ates.

“Mexicanbusinesses see usasasource
of the products, technologies and serv-
ices needed to upgrade their productive
capacity and improve their competitive-
ness in both the domestic and interna-
tional markets.”

Key future growth areas for Canadian
manufactured productsinMexicoinclude
automotive, machine tool and metal
working, plastics production technology,
telecommunications, computer software
and process control and instrumentation.
Agricultural and food products also offer
substantive growthopportunities, as well
as processed foods for Mexico’s growing
consumer market. The environment, in
particular the protection of coastal re-
gions, is another area where Maritime
firms could play an active role in Mexico.

One of the Maritime’s advantages is
proximity - Mexico City is closer to
Moncton, N.B. than is Vancouver, B.C.

To help promote Mexico as a market
for Canadian exports, the government is
organizing over 15 trade promotion
eventsin Mexico during the coming year,
including Canada Expo’92 - Monterrey, the
country’slargest ever exhibition in Latin
America. Regional International Trade
Centres have details of all these events.

“In addition to Mexico, the Caribbean
is also in our own backyard and hungry
for Canadian goods and services,” says
Wilson. “The level of two-way trade be-
tween Canada and the 28 countries and
territories of the Caribbean totalled $1.8
billion in 1990, representing an increase
of seven per cent in one year. The vol-
umes and diversity of our trading rela-
tionship haveincreased to over 800 prod-
uct ranges.”

Wilson says approximately 100 New
Brunswick exporting firms are reporting
significant sales activity to the Caribbean
region and that some $200 million worth
of engineering and construction services
are exported annually by firms through-
out Canada to develop major Caribbean
projects. New Brunswick firms, for ex-
ample, are exporting drilling services,
environmental consulting, management
consulting and digital mapping services.

Again, information on a number of
trade-related events that are planned for

J.-G. Bemard
W. Boardman

A. Lord, B. Hong
Anderson, B. Hong
Boardman, B. Hong.

J.-G. Bemard, J. Richard
Boardman, S. Perron

Advertised visits schedule

« Jan. 6-7, 1992, Fundy Region Development Commission Inc., Contacts: S. Perron, R. Jones,
«Jan. 13-14, 1992, Capital Region Development Commission Inc., Contacts: S. Perron, S. Mills,

« Jan. 20-21, 1992, Northwest Industrial Commission Inc., Contacts: C. MacArthur, B. Hong
» Jan. 22-23, 1992, Grand Falis Region Development Commission Inc., Contacts: A. Boardman,

 Feb. 1-2, 1992, Carleton Regional Development Commission Inc., Contacts: R. Jones, E.
* Feb. 8-9, 1992, Chaleur Reglonal Development Commission Inc., Contacts: V. Landry, W.

* Feb. 10-11, 1992, Restigouche Industrial Commission Inc., Contacts: C. MacArthur, S. Perron
* Feb. 15-16, 1992, Economic Expansion Commission of the Peninsula Inc., Contacts: A. Lord,

* Feb. 22-23, 1992, Miramichi Region Development Corporation Inc., Contacts: S. Mills, W.

« Mar. 1-2, 1992, Kent Economic Commission inc., Contacts: R. Léger, J. Richard
« Mar. 8-9, 1992, South East Economic Commission Inc., Contacts: R. Léger, J. Richard

For more information call; (506) 857-ISTC or 1-800-332-3801

the Caribbean can be obtained by con-
tacting the regional International Trade
Centres.

“These are but a few of the govern-
ment’stradeefforts,” says Wilson. “Trade
built Canada. Trade has helped build the
high standard of living we enjoy. A fail-
ure to trade is a failure to compete. And
the inability to compete means failure in
trade. It'sa circle that cannot be broken; a

lity we cannot ignore.

“For Canada tobecome truly competi-
tive, wemustall get ouracttogether: gov-
ernments, the private sector and all seg-
ments of society,” he concludes. “This is

why we have launched the Prosperity
Through CompetitivenessInitiative.Iam
convinced that, together, Canadians can
develop new and essential competitive
tools. T hope that the process of consulta-
tions will provide Canadians with the
means to reach a consensus both on the
nature of the issues facing us and on a
plan of action to address them. At stake
is our competitiveness, our standard of
living and our way of life.”

Calendar of Events

« Jan. 22; P.E.l. Seafood Processing Convention Lec-
ture; Charlottetown, P.E.I.; Sponsor: ITC; Contact: F.

Dickson, (902)566-7443

« Jan. 23; “How to Profit from Trade Shows” seminar;
Charlottetown, P.E.l.; Sponsor: ITC; Contact: F. Dickson,

(902)566-7443

* Feb. 7; U.S. Nutritional Labelling Seminar; Moncton,
N.B.; Sponsors: EAITC/ITC-N.B./P.E.I.; Contact: John

Richard, (506) 851-6459

« March 16-20, Globe '92, Vancouver, B.C. Contact: B.

Postma; (902) 566-7426;
Porter study

Questions of competition

arvard Business School pro-
fessor Michael E. Porter, in co-
operation with Toronto’s
Monitor Company, last Oct.
24 presented the results of a major study
on Canadian Competitiveness entitled
Canada at the Crossroads: The Reality of a
New Competitive Environment, to govern-
ment and the Business Council on Na-
tional Issues.

In his introduction, Prof. Porter ex-
plains that: “The research undertaken for
this study was carried out under three
major phases. The first consisted of com-
pletely analyzing Canada’s economic
profile and the evolution of it’s competi-
tiveness over time.

The second phase consisted of a de-
tailed analysis of the past and present
performance in 25 sectors which repre-
sented around 37 per cent of Canada’s
exports in 1985. The third research phase,
studied the,institutional framework and
the context of politics in Canada, and
their repercussions on the competitive-
ness of Canadian businesses.”

Theanalyisis is divided into four parts.
The first explains why Canadians should
be concerned about the competitiveness
of their economy, examines Canada’s
evolving position in international com-
petition, and outlines the framework for
analyzing the determinants of national
competitive advantage.

Part II analyzes the evolution and in-

ternational competitive performance of
25 Canadian industries.

Part III examines the sources of Can-
ada’s competitive advantage, using the
analytical framework originally devel-
oped in Porter’s book, The Competitive
Advantage of Nations (The Free Press,
1990).

Finally, Part IV of the study assembles
the results of the research on Canadian
competitiveness and identifies the key
implications for firms, governments, and
other important constituencies in Cana-
dian society.

According to Porter, Canadians must
nowask themselves “what allows acoun-
try to maintain high and increasing pro-
ductivity in different sectors, how can a
country ensure a dynamic context for its
businesses, and do different countries
differ from one another in the competi-
tive context offered to their businesses?”

The goal of the study was to diagnose
the state of Canadian industry’s competi-
tiveness and outline changes in priori-
ties. Porter explains that the study doesn't
try tomake particular recommendations.

“It is up to the politicians and sector
leaders in Canada, to offer precise poli-
cies and measures,” he says.

You may obtain a copy of the study’s
findings by contacting the Business Serv-
ice Centre at (506) 857-ISTC; 1-800-332-
3801 fromwithinNew Brunswick.InP.E.I.
please call (902) 566-7400.
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New Glasgow, P.E.I. - Bruce
MacNaughton’s vision and determina-
tion are what led to the birth of the Prince
Edward Island Preserve Company in
1985.

Today, the company and its products

_

arerecognized by specialty food shops as
one of the best producers of fine quality
foods anywhere, with markets in Can-
ada, the U.S.A. and Japan.

The company’s 5,000 square foot pro-
duction facility and head office in New
Glasgow, along with thecompany-owned
store at the Prince Edward Hotel in
Charlottetown, attract upwards of
150,000 visitors from May to October
each year - an important asset to the
Island’s tourism industry and a contin-
ual source of clientele for the company’s
mail-order business.

Contact: Bruce MacNaughton

P.O. Box 1868

Charlottetown, P.E.L

C1A7N5

Tel: (902) 964-2524

Fax: (902) 566-5565

Aqua Health Lid.

Charlottetown, P.EI. - Founded in
1984, Aqua Health Ltd. isdedicated to the
development, production and marketing
of fish vaccines for aquaculture, includ-
ing Vibrogen and Vibrogen-2, Furogen
and Furogen-b, Ermogen and Gaffogen.

Markets include New Brunswick,
Nova Scotia, Quebec, Ontario and British
Columbia, the United States, Denmark,

Norway, Sweden, Finland and the United
Kingdom.

Its research and production facility,
which employs 10 people in P.E.I, has
received international approval for the
manufacture of vete ° biologics.

Aqua Health Ltd. has just received
approval for the unlimited distribution
of its new orally-applied fish vaccine in
Norway, the largest producer of farm-
raised salmon. The oral delivery system
is the first technology of its kind for the
aquacultureindustryand isopening new
markets for the company in the southeast
Asian prawn business and the U.S. cat-
fish aquaculture industry.

Contact: Walter Parker

West Royalty Industrial Park

Charlottetown, P.E.L

CIE1BO

Tel: (902) 566-4966

Fax: (902) 566-3573

Claude Acadian Fricot

~

St-Antoine-de-Kent, N.B. - Claude
Acadian Fricot Ltd. has helped bring the
flavor of Acadian cooking to the Atlantic
provinces and the New England states
since 1969.

Based in St-Antoine-de-Kent, N.B.,
Claude food products include poutine

rapées, chicken fricot and beef fricot for
the retail and institutional markets.

It’s 8000 square foot processing facil-
ity is approved by Agriculture Canada,
which staffs on-site inspectors. The firm
employs from 20 to 25 people and buys
most of its ingredients from local pro-
ducers.

Not content to rest on its laurels,
Claude Acadian Fricot Ltd. has just
launched an Acadian-style chicken soup
that can be served as an entrée or main
dish. It is aimed at institutional buyers.

Contact: Serge Lajoie

P.O., Box 102

St-Antoine, N.B.

E0A 2X0

Tel: (506) 525-2016

Fax: (506) 525-9527
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Co-operation Agreement
injects $9 million into
P.E.l. Preserve Company l|sland's tourism industry

% he province of Prince Edward
=y Island and the federal govern-
ment have signed a $9 million
Cooperation Agreement on Tourism
Development to further the growth of
that industry for the next five years.

The agreement was signed in Charlot-
tetown Oct. 30 by federal and provincial
government representatives.

Based on the foundation laid by the
earlier ERDA Tourism Agreement which
expired in 1989, the new Agreement will
cover the 1991-95

Three important areas of impact will
receive specialattention under the agree-
ment; namely the development of prod-
ucts which will be nationally and inter-
nationally competitive, the provision for
increased quality in both Island prod-
uctsand services, and the research neces-
sary to improve its competitive position.

The Agreement provides funding for
product development, including Rails to
Trails, regional festivals and events and
scenic tours; quality and humanresource

period on the basis
of a federal contri-
bution of $5.22 mil-

Canada/P.E.I. COOPERATION Agreement

on Tourism Development

lion and a provin-
cial contribution of
$3.78 million.

The Agreement

recognizes the stra-
tegic importance of
long-term planning

for tourism devel-
opment and the
need to develop a

B Federal
4 Provincial

quality tourism
product,bothessen- | Poduct Deveopment
3 3 s 100U me
;l:l(t:gst:.e industry’s 1| Quality and Human Resource Development i.__
. It Industry Development
Delivery of pro- | yj % IV Strategic Marketing
grams and sub-pro- V Strategic Tourism Site Development
grams will be Vi Communications/Public Information u
handled by Indus- VI Vit Evaluation
L—

try, Science and
Technology Can-

ada,and thelsland’s
Department of
Tourism and Parks.

The Agreement
emphasizes five ob- 0
jectives, all geared
towards the contin-
ued development
and expanded pro-
motion of tourism
products, and the improved quality of
service to tourists. They include:

* promoting entrepreneurship by cre-
ating an environment which responds to
consumer-driven product and market
trends

* building on the Island’s competitive
strengths by developing and reposition-
ing tourism products

e supporting the competitiveness of
the industry through human resource
development, enhanced quality and ef-
fective organizational development

¢ developing and implementing mar-
keting activities to package and promote
P.EL as a destination in high-yield and
diverse markets

¢ and enhancing sustainable develop-
ment and providing economic diversifi-
cation of the tourism resort trade, ena-
bling P.E.I to serve the critical demands
now evident in the overall tourist indus-

try.

500

1,000

1,500 2,000

(Thousands of dollars)

development, including product grad-
ing and visitor services; industry devel-
opment, including the strengthening of
regional tourism associations and re-
search conducted to provide the indus-
try with information on new products
and trends.

Alsoincludedare: financingand tech-
nological innovations; strategic market-
ing to position P.E.I. as a preferred tour-
ism destination with emphasis on at-
tracting high-yield and diverse markets
at regional, national and international
levels; and strategic tourism site devel-
opment, focusing on expansion of the
Brudenell facility in Kings County.

Tourism is the second largest indus-
try in P.E.L, accounting for 10.5 per cent
of the Island’s gross domestic product
and employing 11,000 persons in peak
season. In 1990, 720,000 person-trips
resulted in the infusion of $84 million
into the provincial economy.
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Strategies | Seminar teaches manufacturers
for Success| how to target U.S. government

p sanddollars toattendaslick, the help of ISTC’s Manitoba office. “It'sa  cross section of fine firms in this region,”
ore than 1,500 business high-priced seminar in the prototype that could be cloned here in  says Jones, “but they were also able to
people were linked to- U.S.togetthesameinforma-  Atlantic Canada,” says Jones, the work-  provide specific advice on site.”

ou have to pay several thou- His service was launched last year with  areal appreciation of the capabilities of a

gether across the country | tion that these companies got for free shop organizer. As aresult of this workshop and sub-
last May in a 21-site satellite confer- | here in Moncton on Sept. 17,” says Rich- A fourth speaker, Michael Piersdorff ~ sequent visits, some of the intimidating
ence that spanned the country and | ardJones, Industry and Technology Offi- of the ISTC Ottawa headquarters, de- mystery surrounding this tough market
brought together local and national | cer for ISTC. scribed the department’s major funding ~ was dispelled.
business expertise in four key subject The presidents and marketing direc- program to help companies pursue this Directlinks withkey gate-keepers and
areas - markets, money, technology | tors of a dozen N.B. and P.EI firms, market. “The Defence Industry Produc-  support services were forged. At least
and people. mostly metal and microelectronicsmanu-  tivity Program(DIPP), hasbenefitted five ~ one company plans to apply for DIPP

Strategies for Success, a first-time | facturers, attended a one-day workshop companies in N.B. and P.E.L so far, and funding. Several firms have expressed
event, promoted business peopletalk- | at ISTC’s Moncton office to hear about thereis potential formore,” insists Jones.  interest in the type of service being of-
ing tobusiness people,and connected } and question opportunities in the huge, David Arenburg, of Atlantic Canada  fered by Winnipeg’s SSI Inc.

national panelists in Toronto to 20 | lucrative US. defence and aerospace House, the Supplier Development Serv- “And we plan to follow-up CCC with
venues across the country, includ- | industry. ices office in Ottawa, described his lob-  a more detailed training session tailored
ing Charlottetown, P.E.I, The cast of speakers included Kevin bying effort on behalf of his clients, and to specific requirements of participating
and Sussex, N.B. Murray, External Affairs, Ottawa, who speculated on how SDS could be ex- firms,” concludes Jones.

“Each local site provided an overview of this fast-chang- panded to deliver foreign procurement .
had a workshopbe- , ing industry and the opportunitiesavail- ~opportunities throughitscomputerserv- Technol 0og ical advance
forehand that cov- able to Canadian suppliers. He was fol- ice.
ered the four top- . lowed by Alex Papadakis, Canadian Finally, Terry King, a long-time N.B. encouraged by forum
ics,” says Paul Pat- . st | Commercial Corporation, Ottawa, who provincial government advocate of (Cont'd from page 1)
terson, of ISTC.  .aw ™7 described how to get registered to the breakinginto this market, focusedonhis  research centres, universities and the
“The participants right government buying agencies in department’s action in this arena. private sector. The Partners are presided
pulled together key questions forcon- | order to be on appropriate bidders’ lists. During the two days following the by Victor Landry of ISTC-Moncton.
sideration by the central site. Then, For companies that need help inscan-  workshop, three of the speakers toured Their objectives are to promote closer

each local site was patched in to the | ningopportunitiesand correctlyrespond-  the facilities of eight of the participating  links between various government lev-
central site for a wrap-up sessionand | ing to tenders, there exists a variety of firms in Moncton, Saint John, Oromocto  els, universities, research and develop-

the questions were discussed nation- | private sector agents and service firms. and Fredericton. ment organizations and industry. Their
ally.” Onesuch firmis SSIInc., Winnipeg, whose “Notonly were these specialists given goal include bet er ¢« «rdination for t e
Discussions ranged from identify- | president, Gene Spiece, described how delivery of programs and services aimed

ing and targeting customers, gaining | he helps his clients in Western Canada. at technology, and the sharing of infor-
competitive advantage in existing mation and experience among forum
markets, designing and implement- members. The Partnersalso work towards

ing a customer-driven marketing Trade M iSSiO nS closer ties with other groups involved

strategy, planning cash flow, finding with increasing the efficiency of technol-
extra cash in your business, deter- . _— ) . ogy-based development, along with
mining the right amount and type of | * Jan. 9-11: Northeast Retail Lumberman Show/Exhibit; Boston: Economic providing a forum toidentify opportuni-
financing, making your financial pro- Development and Tourism _( EDT) ) o . ties to increase the competitiveness of the
posal as attractive as possible, using | ° Jan. 22-25: New Brunswick (Atlantic) Trade Mission; Martinique/Guadeloupe; region.
technology to support business | INternational Trade Centre (ITC)/EDT; Guy-Andre Gélinas; (506) 851-6440 Members of the Technology Partners
growth, improving customer service * Jan. 27-30: Pulp and Pager Show/ E’fh"?'t: Momféal; EDT updated results of an April 91 mission to
through technology, integrating tech- | Jan. 27-31: New Brunswick Trade Mission; Mexico; ITC/EDT; Guy-André Europe and a June ‘91 mission to Massa-
nological change in the workplace, Gelinas; (506) 851-6440 L L . . chusetts. The Technology Partners also
choosing theappropriatelevel of tech- | ° th; 9-12: ItSalon Rendezvous - Mission/Exhibit; Montréal; EDT and Fisheries anticipate missions to New Jersey and
logy t t , attracti and Aquaculture . Europe during the next fiscal year.
::doga?nﬁe; tz;uer;efgsezstrgz‘l,glg_ * Feb. 16 - 18: Food and Beverage Show - Mission/Exhibit; Toronto; EDT with pe . & Y
oping effective mana};eg‘em’ teams. | Fisheries and Aquacuiture Globe '92 expected to
o . - > |+ Feb.22-28: Northeast Home Show; Boston; EDT el
hifti tion f; fixed t : ' e
variabie costh and involving employ.. | March 17-19: Seafood Show - Exhibit; Boston: EDT with Fisheries and Aquac- ~ attract 15,000 visitors
. . VIng €mploy ulture (Cont’d from page 1)
ees without losing control. . L .
. action. The Trade Fair will attract inter-
A subsequent evaluation of the . I .
1 . national exhibitors from the environ-
process and its results was carried out . . .

. . mental industry which supplies the new
with the participants, says Patterson. N P bl i 1 products, technology and services being
bo ol]faacn}:ip: r::;xg)a ﬁmeg;e;: :é?;:: ew ] u g Icatl o n s . developed to help deal with environ-

The following publications are available from the ISTC Business mental problems and prevent pollution.

ties,” he says. “The workbook itself
was very well received and overall I
think the feeling was very strong - | 566-7400.
people would like to see it again, it | ¢ Trade Events Calendar exhibits and as many as 20 national pay-
was a successful format, * So You Want to Export? illions and over 15,000 visitors from

Major sponsors included the Bank o ion i ween Canada and Mexico
of Montreal and Industry, Scienceand Transportatlo Services Betwe around the world.

Service Centre in Moncton. Drop in or call 1-506-857-ISTC or 1-902-  The Trade Fair also provides technology
transfer opportunities to developing

countries. It will consist of some 700

Technology Canada, along with 28 | *A Profile of the Canadian Specialty Food Industry Should you want more information on
privateand publicsector sponsorsin- | * Small Business in Canada: From Best Practice to Competitiveness  this uniquebiennial tradefairand confer-
cluding ACOA, the FBDB, and pro- 1991 ence on business and the environment,
vincial governments. * Prosperity Through Competitiveness Initiative please call Bernard Postma, the ISTC
i Environment Officer for the N.B./P.E.L

* Executive Summary - Porter Study Region, at (902) 566-7426.
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