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A TECHNO-BBQ - GETTING THE BIG PICTURE!
What's the connection? On 

September 19, the Corpav Presentation 
Group held a techno- BBQ in three 
adjoining rooms at the Board of Trade. 
The Group invited its clientele to attend 
a presentation of specialized new 
equipment that could be useful to them 
in the logistical and technical planning

of large-scale events such as exhibi­
tions, lectures, or conventions.

Sophisticated A/V systems stood 
next to giant video screens and devices 
for use by smaller groups. As audiences 
have become more and more demand­
ing, Corpav has provided state-of-the-

art equipment adaptable for use by 
gatherings of any size.

Who knows? Maybe the next gener­
ation of equipment will enable us to 
transmit the mouth-watering smell of 
the BBQ!

the New

//' c et (/ orr/* mind
... while you stay in the driver's seat, with 
Meloche Monnex insurance solutions.

Automobile, home and small business insurance Friendly and 
knowledgeable personnel Emergency service that never lets you down, 
24 hours a day, 365 days a year A free personalized client card giving you 
access to an international assistance network Competitive rates and 
discounts along with superior product quality

You could
Mercedes-Ben;

Get a direct auto quote!

(www.melochemonnex.com )
v------------------------------------------------- dk

1-888-589-5656

Recommended by

Meloche Monnex
Chambre de commerce 
du Montréal métropolitain 
Board of Trade 
of Metropolitan Montreal

Where insurance is a science 
...and service, an art

*Eight other prizes will be given away during the contest period. To receive the complete 
rules and regulations of the contest, please write to: "free your mind... and win!" Contest 
do Meloche Monnex, 50 Place Crémazie, 12th Floor, Montréal H2P 1B6

U i I

A technician carefully 
monitoring screens.

If you have the time, we have the 
place!

If, like Corpav, you need space for a 
meeting, presentation, demonstration, 
or videoconference - whether for a 
small group or a larger one - the Board 
of Trade has space in the heart of down­
town, suitable for use by groups rang­
ing from 5 to 250 people.

For more information about room 
rentals, please call our representative at 
(514) 871-4000, ext. 4051. ■

HISTORICAL NOTES 
OUR CHARGING WORLD 
AND TIMES

53 YEARS 
AT THE BOARD 

OF TRADE
In 1948, Commerce - Montréal, the 

weekly newsletter of the Chambre de 
commerce du district de Montréal, had 
this to say:

IS "DEAR SIR" DESTINED TO 
DISAPPEAR?

An organization has just been 
formed in the United States for 
the aboslishment of the long- 
established practice of beginning 
business letters with "Dear" and 
ending them with a complimentary 
close.

The Society for Abolishing Dear 
in Business Letters already! 
boasts some 200 corporate mem­
bers, including Lever Brothers 
Company, which suggests that the. % 
"Dear Sir" should be eliminated ‘ 
and that letters should begin- 
something like this: "We are 
pleased, Mr, Smith, to enclose..." ^

•v.^y
The address of the new organi4 

zation is¥ as follows: E. Willis 
Jones, f 11 East. Delaware Place, 
Chicago, 111.:,

April 19, ‘ 1948

http://www.melochemonnex.com
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MANAGING
CHANGE...

At the time of this writing, the entire 
planet is emerging from the state of 
shock induced by the attacks on New 
York City and Washington.

The tragedy that struck the World 
Trade Centre in New York will no doubt 
have a major impact on the global 
economy, as well as on our daily lives. 
One week after the attack, the stock 
exchange resumed its activities and 
President Bush asked Americans to go 
back to work. But in all our hearts, an 
uncertainty lingers as to what is going 
to happen, an uncertainty that is not 
about to disappear.

During this time, life goes on in 
Montreal as elsewhere, and the Board 
of Trade launches into its fall activities. 
The Annual General Meeting of the 
Board of Trade is held this year on 
October 2. This is the time for outgo­
ing president Normand Legault to pres­
ent a report on the past year, a report 
whose main thrust is discussed on page 
4 of this issue. The past 12 months 
have been a period of consolidation for 
the Board of Trade, but also a time dur­
ing which adjustments were made to 
allow our 179-year old organization to 
face the many challenges that await us 
at the dawn of the 21st century. 
Indeed, you will notice that the Board 
of Trade is in the process of adapting its 
practices and structures and that, with a 
view to better targeting its initiatives, 
management has merged two depart­
ments: Member Services now includes 
what was once known as Activities and 
Development and Marketing. The 
Board of Trade's new organizational

structure is also accompanied by 
changes in its board of directors, which 
along with the management commit­
tee, now has several new members. 
The arrival of these new individuals is 
certainly a sign of vitality for the organ­
ization.

The Annual Meeting also gives us an 
opportunity to get to know the new 
president, Guy Frechette. A profile on 
page 12 shows the president to be in 
tune with the needs of his clientele, 
committed to his alma mater (HEC), 
concerned by the quality of education 
and unconditionally dedicated to the 
Board of Trade. In this interview, Mr. 
Frechette also expresses his concerns 
about the set-up of the new City of 
Montreal and his willingness to devote 
all his energies to ensuring that the 
Board of Trade remains relevant for its 
members, credible with the media and 
influential with governments and deci­
sion-makers. Incidentally, the presi­
dent's entire speech is available on the 
Board of Trade's Web Site in PDF 
format.

Change management is a concern 
that also affects SMEs on an almost 
daily basis. In his article, reporter Remi 
Thibault discusses business services and 
the strategic importance of consultants. 
Whether it is to implement IT solutions 
or to support human resources man­
agement, selecting a reliable consultant 
in tune with the client's needs is essen­
tial to the success of companies.

Change pervades any process of 
innovation, and its success hinges,

above all, on pooling our strengths to 
achieve a common goal. This is how 
Montréal Technovision describes the 
process, following an initiative in the 
biopharmaceutical sector to set up a 
portal for an industry that over the 
years has carved a major place in the 
Montreal economy with over 14,000 
jobs in some 200 enterprises. Montreal 
ranks eighth among the 15 technology 
poles in North America and first in con­
tract research.

From now on, the clientele of 
Quebec enterprises will be located 
around the world and therefore export­
ing must form an integral part of any 
marketing strategy. Montreal alone 
boasts over 5,000 exporters, i.e. 71% of 
all such firms in Quebec.

In a global market where borders 
have disappeared, the World Trade 
Centre Montreal offers SMEs an array of 
export support services. Liette La- 
monde and Michel Philibert present the 
major issues.

Lastly, the Electronic Commerce 
Institute suggests we review the steps 
involved in planning e-commerce and, 
in a second article, invites us to a forum 
of exchanges and innovations aimed at 
Quebec's business leaders and entre­
preneurs during E-Commerce Week, 
which will take place from October 29 
to November 2, in Montreal.

We hope you enjoy this issue of 
Leadership Montréal. ■
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2000-2001: 

TAKING STOCK

By Normand Legault

• »

The 2000-2001 season is drawing to 
a close: another year in the annals of 
the Board of Trade and another presi­
dent taking his final bow. It is with a 
mixture of pleasure and nostalgia that I 
pen my last column as president of the 
Board of Trade of Metropolitan 
Montreal. For the next year, I will serve 
as Chairman of the Board, a role bril­
liantly performed by my predecessor, 
Pierre Laferrière. I would like to take 
this opportunity to thank him for his 
invaluable support during my mandate.

Organizational changes

Fiscal 2000-2001 was marked by 
some major organizational changes. 
Luc Lacharité, a pillar of the Board of 
Trade, left his position as executive 
vice-president to begin a new career in 
the private sector.

During the fifteen years Luc spent at 
the Board of Trade, he exercised strong 
leadership, helping to strengthen the 
role played by our organization as a 
major economic stakeholder in the 
region. Fie became known for his in- 
depth understanding of municipal

dynamics and the extraordinary energy 
he devoted to forwarding numerous ini­
tiatives. Luc was a tireless promoter of 
tools supporting the economic growth 
of Greater Montreal, and he helped 
consolidate our network, which now 
counts almost 7,000 members. His 
legacy to us is a strong, forward-looking 
organization prepared to take up new 
challenges. Thank you, Luc.

New top-quality administrator

Last July, the Board of Trade enthusi­
astically welcomed Benoit Labonté, for­
mer president and CEO of one of our 
affiliates, the World Trade Centre 
Montréal, as Luc's successor. Benoit is a 
top-quality administrator, already famil­
iar with the traditions of our organiza­
tion and the challenges it faces - in 
short, part of the family.

This management renewal is accom­
panied by changes to the Board of 
Trade's board of directors. In fact, this 
year, we are welcoming nine new mem­
bers to our board - out of a total of 23 
- and five new members to our execu­
tive committee (out of a total of 8). The 
arrival of these fresh troops is a sign of 
vitality for the Board of Trade - and 
extremely promising.

Last year also saw the reorganization 
of the Board of Trade's structures and 
practices. The former Activities and 
Marketing and Development depart­
ments were amalgamated into a new, 
more targeted, department called 
Member Services. We also reviewed 
the structure of our public affairs com­
mittees. These are now structured 
more horizontally to give them a more 
strategic mission and maximize the rel­
evance of their activities, their discus­
sions, and the resulting recommenda­
tions and positions.

Positive results and successful

INITIATIVES

As for the financial results of fiscal 
year 2000-2001, the year is ending on a

positive note, with a surplus of approxi­
mately $199,000. As an entrepreneur 
myself, I can affirm that these results are 
very satisfying!

Of the Board of Trade's many initia­
tives this year, I would like to highlight 
the success of Operation Back to 
School, an annual event created by our 
Education Committee in 1997 to 
encourage high school students to 
complete their education. This year, 
over 500 Board of Trade members from 
more than 300 companies responded 
to our invitation to participate in testi­
monial meetings with thousands of sec­
ondary school students in the metropol­
itan area.

This Operation has grown steadily, 
year after year. It has captured the 
attention not only of the business com­
munity but also of schools in the French 
and English public and private net­
works. The experience it offers is as 
enriching to the students as it is for the 
speakers, who aim to provide teens 
with a positive vision of the future. The 
number of school dropouts is a serious 
issue for our society, particularly in 
Montreal, where it surpasses 30%. If we 
are to make our region more competi­
tive, we must raise education levels and 
improve the quality of our human 
resources. This project is thus directly 
in line with the mission of the Board of 
Trade. A success story from every point 
of view!

A CHANGING LANDSCAPE

In his closing address last year, Pierre 
Laferrière remarked that he was 
pleased to turn over to his successor 
the complex - yet crucial - issue of the 
reorganization of our city. And my year 
as president has in fact been stamped 
with the seal of the municipal mergers. 
By fall 2000, we had already lent our 
support to the proposal put forward by 
the Quebec government. For almost 
forty years, the Board of Trade has pro­
moted the concept of amalgamating 
municipalities to support the more har­
monious social and economic develop­

ment of our metropolis. Stronger polit­
ical leadership will no doubt enable our 
region to play a more decisive role - the 
role, in fact, that it must play - at both 
the national and international levels.

We did not hesitate, therefore, to 
offer our support to the Montreal 
Transition Committee entrusted with 
the task of overseeing the establish­
ment of the new city. We have twice 
invited Monique Lefebvre, chair of the 
transition committee, to address our 
members about the progress of her 
committee. Throughout the year, we 
have been vigilant observers of the 
municipal scene, and we have spelled 
out what we believe to be the condi­
tions essential to the successful creation 
of this new city. These conditions relate 
to the efficient delivery of services, the 
satisfaction of residents, the key role of 
districts, and the organization of work.

And now it is my turn to bequeath 
the crucial issue of the metropolitan 
reorganization to my successor! The 
Board of Trade will continue to be at 
the heart of the transition leading to the 
creation of our new city and the new 
Metropolitan Community of Montreal. 
We will do everything in our power to 
ensure the success of this operation.

In conclusion, I would have to qualify 
the last twelve months at the Board of 
Trade as a period of consolidation, but 
also as a period of adjustment, when we 
made the changes necessary to tackle 
the many challenges facing us at the 
start of the twenty-first century.

It is with pleasure and confidence 
that I pass the torch of the presidency 
and the pages of this newspaper to Guy 
Fréchette, my successor. I am certain 
that he will rise to the many challenges 
that will present themselves to him with 
his usual energy and insight, and 
pledge to support him fully in any way I 
can. ■
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SMBs and exporting:
FEWER AND 

FEWER BORDERS

By Liette Lamonde, CEO, and Michel Philibert, consultant. ^
World Trade Centre Montréal ^

\j/ \/

World Trade Centre Montréal

----- >

SMBs are a major presence in our 
economy. They employ about 50% of 
the labour force and create most new 
employment - including many high-qual­
ity jobs requiring specialized skills. There 
is general agreement that SMBs are the 
engine driving our economy, and this 
explains the numerous government pro­
grams supporting their start-up and 
growth.

In a market the size of Canada, repre­
senting no more than half of one percent 
of the world's total population, economic 
growth relies on exports and the devel­
opment of new markets — something we 
actually do quite well. We export almost 
half of the goods we produce and the 
services we provide. In Canada, one job 
in three is linked to international trade.

The examples of export success sto­
ries that first come to mind are those of 
major corporations, whose contracts — 
totalling tens of millions of dollars — 
receive the most publicity. In Canada, a 
small group of about 50 major compa­
nies account for more than one third of 
all exports. But the remaining two thirds 
are generated by SMBs, which are 
increasingly active in international mar­
kets. Most of Quebec's new exporters 
have sales of less than $3 million and 
fewer than 25 employees. Over the past 
decade, the size of a company has 
become less critical in determining 
whether or not it will export its products 
or services. Exporting is nevertheless a 
relatively risky business, requiring some 
expertise.

Preparing to export

For many SMBs, exporting goods or 
services to international markets is a 
major step. Whether to increase sales, 
maximize profits, or diversify markets, 
the decision to export should not be 
taken lightly and requires serious prepa­
ration.

Before beginning the export process, 
it is important to understand your com­
pany's strengths and weaknesses. It is 
critical to begin with a corporate apprais­
al to establish its degree of readiness. A 
good diagnosis will include, in particular, 
an analysis of its financial, organizational, 
and human capabilities. Moreover, the 
company must position itself carefully in

its domestic market so as to support the 
investment required to conquer new 
markets and must offer an original, high- 
quality product that can stand up to the 
competition.

Export activities represent new chal­
lenges in a new environment. Trans­
porting goods, complying with customs 
regulations, establishing prices, choosing 
a distribution network, obtaining credit 
insurance, and determining financing 
methods are all part of this new environ­
ment. Acquiring new knowledge through 
courses and workshops is thus a wise 
move and a profitable investment.

Never venture into foreign territory 
without knowing where you're headed. 
Establishing an export plan is fundamen­
tal to this process. Companies must 
determine exactly what steps they will 
take to develop new markets. Their 
export plan must include an in-depth 
analysis covering potential clienteles, 
market penetration strategies, sales and 
delivery strategies, applicable standards 
and regulations, finances, and an imple­
mentation schedule. In addition to guid­
ing the company and helping it measure 
its progress, this plan will be useful when 
requesting funding and establishing part­
nerships.

Once the strategy has been estab­
lished, some on-site activity may be 
advisable. For example, participation in 
a trade fair, as either a visitor or an 
exhibitor, can help a company become 
better known and scope out the compe­
tition. Another way to explore new mar­
kets is through trade missions, which 
allow the firm to gather information and 
establish useful contacts that can facili­
tate later steps.

SMBs in Quebec and Canada have no 
cause to envy companies in other coun­
tries. They have the know-how, the tech­
nology, the innovative spirit, and the 
intelligence to face foreign competition. 
But when it comes to exporting, there is 
one more key to success: careful prepa­
ration.

To learn more, contact the World 
Trade Centre Montréal at (514) 849-1999 
or visit our Web site at www.wtcmontre- 
al.com. ■

Institut du commerce électronique 
Electronic Commerce InstituteElectronic Commerce Institute Pierre Langelier

President and general manager 
Electronic Commerce Institute

THE ELECTRONIC COMMERCE INSTITUTE 
CELEBRATES ELECTRONIC 

COMMERCE WEEK

Introducing Refresher Day

This fall, the Institute will introduce 
its innovative Refresher Day, designed 
exclusively for graduates of its profes­
sional e-business certification program. 
This day will highlight the best e-busi­
ness practices while focusing on tried 
and tested tools and resources. 
Graduates will also explore new ways to 
operate their companies more efficient­
ly and profitably while learning about 
new trends and future prospects.

In the company of their peers, partic­
ipants will benefit from discussions, 
workshops, and lectures that will 
immerse them once again in the world 
of e-commerce.

The Institute has created the 
Refresher Day to meet the needs of its 
clients and partners wishing to keep 
pace with the fast-changing world of e- 
commerce and update their knowledge 
on a regular basis.

For more information about our pro­
fessional e-business certification pro­
gram or the Refresher Day, contact us 
by telephone at (514) 840-1297 or by e- 
mail at dlajeunesse@institut.qc.ca ■

The Electronic Commerce Institute is supported by: Canada. Economic Development, ministère de /Industrie et du Commerce 
du Québec, ministère des Affaires municipales et de la Métropole and also the Conseil du trésor.

THE BEST RUN E-BUSINESSES RUN my SAP.Com

Electronic Coaamerce Institute - Training and certification program

OCTOBER - NOVEMBER 2001

October 10-9 a.m. to 12 noon E-Business Intelligence Course
Electronic Commerce Institute's premises

October 12 - November 24 Professional Certification Program in E-Business
Electronic Commerce Institute's premises 
(8 days over 6 weeks)

October 29 - November 2 E-Commerce Week
Hilton Montréal Bonaventure

October 31-9 a.m. to 5 p.m. Electronic Commerce Institute Workshops
presented during E-Commerce Week

November 2-6 p.m. E-Commerce Gala (part of E-Commerce Week)
Gare Windsor, Concourse

November 14-9 a.m. to 12 noon Formation en veille stratégique
Electronic Commerce Institute's premises

Information: institut@institut.qc.ca
Tel.: (514) 840-1288

The Electronic Commerce Institute is 
proud to be associated with Electronic 
Commerce Week, a discussion and 
innovation forum for Quebec managers 
and entrepreneurs, which will run from 
October 29 to November 2 in Montreal.

This event will provide business peo­
ple with an opportunity to investigate 
and benefit fully from new tools and 
strategies while expanding their profes­
sional network. Decision-makers will 
discover how e-business can help them 
consolidate their company's strengths 
while promoting the development of 
new perspectives.

As part of Electronic Commerce 
Week, the Institute will also participate 
in the Electronic Commerce Gala on 
November 2, at which the Quebec 
companies that have integrated e-com- 
merce into their business model most 
effectively will be honoured.

Electronic Commerce Week - don't 
miss it!

http://www.wtcmontre-al.com
http://www.wtcmontre-al.com
mailto:dlajeunesse@institut.qc.ca
mailto:institut@institut.qc.ca
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A CORPORATE WEBSITE
WHY? FOR WHOM? BUT MORE 

IMPORTANTLY... HOW?
By Françoise Mommens, E-business analyst 

Each month, the Electronic 
Commerce Institute of Quebec invites 
you to follow a different step in elec­
tronic business planning. The process 
we suggest is similar to that of any 
other structured business plan. This is 
the second article in the Strategic 
Planning series. The first article is avail­
able on the Board of Trade's Website at 
http://www.ccmm.qc.ca, / Newsroom / 
Leadership Montréal / September 
2001.

If you've decided to get a corporate 
Website, or if you already have one and 
feel it's time to revamp, you've made a 
good decision. But before getting start­
ed, you must think about the strategic 
planning of your project and define sev­
eral key aspects, such as:

What is my company's
ENVIRONMENT?

Who am I? This is really what you 
have to think about. You don't necessar­
ily have to analyze your company from 
the point of view of e-business but rather 
look at it as a whole. Try to identify the 
strengths and weaknesses of each of 
your corporate operations and compare 
them with your existing and potential 
competitors'.

For whom, why and how?

At this stage, you must define the 
who and the why (target clientele: men,

women, senior citizens, etc.), keeping in 
mind the reason you have targeted this 
niche.

Don't forget the how, i.e. defining the 
role of your Website: informative, trade, 
etc. Will this site be used to increase 
your visibility and productivity, or quality 
of your products? Is its purpose to 
reduce costs?

The budget: the sinews of war!

Before deciding on final objectives, 
you must draw a budget.

To this end, you must calculate the 
approximate costs, keeping in mind that 
they must include such items as analysis, 
design, operation, maintenance and pro­
motion/advertising.

At this point a cost-benefit analysis is 
in order.

A MARKETING PLAN

A marketing plan is the cornerstone 
of an electronic business project, partic­
ularly if your intention is to create a 
transactional B2B (business-to-business) 
or B2C (business-to-consumer or gener­
al-public commerce) site. We cannot rec­
ommend that a company begin devel­
oping an electronic business project 
without first having a marketing plan. 
Your Web strategy is a part of this new 
marketing plan.

Can you do everything yourself?

If you are thinking of carrying out and 
managing the project yourself, you must 
first evaluate your internal resources. If 
you do not have the qualified staff in- 
house, you will have to reach outside the 
company. Remember, however, to be 
careful when choosing a service 
provider.

Partnerships and outsourcing

If, for example, you plan to accept 
online payment, you must obtain a mer­
chant account number from your bank. 
You will also have to reach agreements 
with courrier companies for shipping, if 
applicable.

Harmonizing distribution channels

Each distribution channel offers its 
own added value and has pros and cons. 
Look at each one carefully.

At the end of this planning phase, you 
will have a "master plan," which will 
enable you to select a consultant for the 
technological development of your e- 
business project.

Select a domain name, a "host"
FOR YOUR SITE.

The domain name is the virtual 
address of your headquarters. It must be 
registered and it should help increase

c
Institut du commerce électronique 

Electronic Commerce Institute

recognition of your company on the 
Internet.

A SINE QUA NON CONDITION

Before anything else, you must make 
sure senior management is on board, 
receptive and actively involved every 
step of the way. It must be prepared to 
offer the financial, human and physical 
resources required for the project. 
Management's support is essential to 
success; indeed, its level of participation 
is directly related to your chances of suc­
cess.

A small reminder: Before undertaking 
any electronic business project, you must 
first define—if it does not already exist— 
a corporate strategy, which in turn will 
lead to an e-commerce strategy. All e- 
commerce projects must rely on a suit­
able corporate strategy.

In the November issue, we will pres­
ent an article on customer loyalty. Don't 
miss itl ■

SERVICE

VIDEOCONFERENCING: WORKING TOGETHER,
EVEN AT A DISTANCE

The Board of Trade offers you a fully 
equipped videoconference room for 
8 to 100 people, available by the hour 
or by the day.

Advantages of videoconferencing:

• no travel expenses
• easily organized
• convenient location
• less unproductive time
• increased performance

• shorter meetings
• heightened attention

The Board of Trade offers you:

• 24/7 availability
• pre-established communications so 

you start on time
• assistance with equipment
• VHS recording of conference
• extension of conference time, as 

needed

User-friendly operation

• dynamic automatic positioning of 
camera on the speaker

• no special procedures for 
speaking

• natural environment for written 
transmission

• paper documents, videotape 
recorder

• Power point presentations
• high quality sound/image video

To learn more about renting our 
videoconference facilities, please con­
tact our representative at 871-4000, 
extension 4051.

This service is offered by the Board 
of Trade, in collaboration with:

V*SPAN

http://www.ccmm.qc.ca
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BUSINESSWOMEN IN ACTION.
the Strength of a Network - Rich, Diverse, and Complementary

By Chantal Desjardins, Chair of the Businesswomen in Action Committee

The Businesswomen in Action 
Committee (BIAC) aims at creating 
opportunities for women members of the 
Board of Trade of Metropolitan Montreal 
to grow, forge alliances, and discuss rele­
vant issues.

Last year was an extremely hectic one 
for BIAC, whose various sub-committees 
organized a wide range of activities 
designed to promote the professional 
development of its members.

Through its "Network Dinner" sub­
committee, BIAC has hosted the annual 
event known by that name for several 
years now. This is a prestigious event, 
where some thirty women who have dis­
tinguished themselves through either 
their professional work or their humani­
tarian efforts are honoured each year. 
The Network Dinner celebrates their con­
tribution while offering other women a 
chance to spend an evening with them. 
It is also an excellent networking oppor­
tunity.

The "Reading Club" sub-committee
gives women with a shared love for and 
interest in reading the chance to discuss 
works by some excellent authors. There 
is more to life than work and business, 
and because personal interests are some­
times neglected due to time constraints, 
it is important to make room in busy 
schedules for personal development and 
thinking. Over the past year, the mem­
bers of this sub-committee read works by 
Milan Kundera, Neil Bissoondath, William 
Faulkner, Barbara Kingsolver, Amélie

Nothomb, Gao Xingjian, and Noam 
Chomsky. In addition to regularly sched­
uled meetings, the group also organized 
cultural events and numerous discussions 
through e-mail and other means.

The "Women and Careers" sub-com­
mittee developed an outstanding pro­
gram, focused primarily on mentoring 
and coaching. Aline Lévesque, a trainer 
and coach specialized in potential maxi­
mization, delivered a talk on 
"Management Coaching: a Learned Art." 
In addition, mentoring and its best prac­
tices were examined at two round tables 
- one in October 2000 and the other in 
March 2001. For the new season, meet­
ings on career-related subjects will be 
organized. Themes such as career paths 
and international careers will be dis­
cussed.

The "Budding Career Women" sub­
committee organized monthly breakfast 
meetings where its members discussed 
various topics of particular interest to 
young women just beginning their 
careers.

The "Science and Technology" sub­
committee was created to give decision­
makers in those fields an opportunity to 
meet and develop professional ties. 
Several meetings are planned for the 
coming year.

The role of the "Networking Events" 
sub-committee is to organize events 
such as cocktail parties and lectures on 
topical themes. These activities provide

opportunities to learn about various sub­
jects and to expand business networks. 
Last season, we had the pleasure of wel­
coming Julie Miville-Dechêne, a journal­
ist and Radio-Canada correspondent, 
who spoke primarily about her experi­
ence as a journalist/reporter overseas; 
Lorraine Pintal, director of the Théâtre du 
Nouveau Monde, who spoke about her 
experiences as a businesswoman within a 
cultural undertaking; and Nicole Simard, 
a specialist in innovative business training 
consulting services, discussed the impact 
of images and the power of words.

This year, the "Women Entrepreneurs 
and Self-Employed Workers" sub-com­
mittee plans to organize talks by guest 
speakers addressing the realities and 
obstacles faced by women entrepreneurs 
and self-employed workers. The goal of 
this sub-committee is to enable women 
to benefit from the experiences of their 
peers and to discuss shared issues.

Another BIAC sub-committee to be 
created this year will be the "Women in 
Large Corporations" sub-committee. 
The mission of this group will be to help 
create and maintain partnerships by 
bringing together women from large 
companies: an excellent way to support 
their development.

BIAC is launching a promising new 
year thanks to the hard work of a team 
composed of several of its members and 
the Board of Trade coordinator, Isabelle 
Scaffidi. In fact, the schedule is already 
starting to crystallize around events

organized by the BIAC sub-committees 
and the committee's star activities: the 
Network Dinner, the Christmas cocktail 
party, and the BIAC forums. 
Distinguished speakers have already con­
firmed their participation and many inter­
esting events are in the planning stages.

BIAC has developed a strategic plan 
for the coming year ensuring that its 
activities will benefit from the diverse 
network of women hailing from every 
sector, and will contribute to the 
advancement of its members in their eco­
nomic, political, social, and cultural 
spheres.

We invite all women members of the 
Board of Trade to join a BIAC sub-com­
mittee. To learn more about BIAC, its 
sub-committees, or its activities, please 
contact Isabelle Scaffidi, coordinator, at 
871-4000 ext. 4022.

I wish everyone an excellent year at 
the Board of Trade.

See list of activities below. ■

ACTIVITIES ALL YEAR ROUND

The committee suggests the follow­
ing activities for the upcoming 2001- 
2002 season and hopes to see you there.

Wednesday, October 10, 2001
5:30 to 8 p.m.
Season launch networking cocktail 
and conference: Female leadership: a 
force within companies
Guest speaker:
Diane Leblanc, president, Flarmonia 
Board of Trade premises*
Members: $25 / Non-members: $40

Wednesday, November 7, 2001
5:30 to 8 p.m.
Forum - Transforming jobs for the 
next decade
Guest speaker: Estelle Morin, certified
professor, HEC
Board of Trade premises*
Members: $25 / Non-members: $40

Thursday, December 6, 2001
5:30 to 7:30 p.m.
Christmas networking cocktail
Location to be determined 
Members: $30 / Non-members: $45

Wednesday, March 20, 2002
5:30 to 8 p.m.
Forum - Professional etiquette
Guest speaker: Louise Masson, presi­
dent, Beaux Gestes 
Board of Trade premises*
Members: $25 / Non-members: $40

Thursday, May 9, 2002
5:30 to 10 p.m.
Networking Dinner
Hilton Montréal Bonaventure
Members: $90 / Non-members: $130

Plus GST and QST.

‘Board of Trade premises
5 Place Ville Marie, ground floor, 
Canada Economic Development room

Information: (514) 871-4000 
Reduced prices for our members via 
our secured Web site:
www.btmm.qc.ca/activities

SEASON LAUNCH NETWORKING 
COCKTAIL AND CONFERENCE

As its first activity within the 2001- 
2002 program, the Businesswomen in 
Action Committee is pleased to invite 
you to a wine and cheese cocktail. This 
three- part evening will allow you to:
• meet active women in the business 

community with whom you can share 
experiences and establish worthwhile 
associations. The evening will be 
organized in a manner which will facil­
itate maximum interaction;

• learn more on the committee in addi­
tion to its many sub-committees.
The evening will also feature a con­

ference on the issues facing the new 
millennium, which involves the support 
of feminine influence in business. The

title of the conference presented by Ms 
Diane Leblanc, president of Harmonia 
will be Female leadership: a force 
within companies. All aimed at build­
ing your reputation, you'll discover how 
to express your power, market your 
ideas and explore new strategies.

We can't wait to meet you ! Don't 
forget to bring your business cards.

Please note that the conference will 
be held in French.

All the activities of the 
Businesswomen in Action Committee 
promote the professional development 
of its members and allow them to 
expand their business network. ■

-Affaiiss
§ Scotiabank

VIA*
VIA Rail Canada

http://www.btmm.qc.ca/activities
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THE NEW AND IMPROVED 
INFO ENTREPRENEURS WEB SITE

By Danielle Plamondon, Webmaster, Info entrepreneurs ifrPo
entrepreneurs

From its humble beginnings as a vir­
tual business card, the Info entrepre­
neurs Web site has grown dramatically 
into a Web portal meeting the expand­
ing information needs of business peo­
ple. Every aspect of this site has been 
reviewed and updated, with stream­
lined graphics, more user-friendly navi­
gation tools, greater feedback opportu­
nities, and state-of-the-art interactive 
services! The unveiling of this new and 
improved site is planned for October 
2001.

The strength of networks

Info entrepreneurs is the Quebec 
representative of the network of 
Canada Business Service Centres 
(CBSC), which counts thirteen major 
centres throughout the country. The 
CBSC network has also established an 
Aboriginal Business Service Network. 
In addition, Info entrepreneurs cooper­
ates with Ressources Entreprises, a 
satellite centre in Quebec City, and 
other regional organizations.

The new business portal gives visi­
tors access to information, tools, and 
resource people available throughout 
this extended network.

Serving clients first

Are you looking for start-up funding 
for your business? Do you need techni­

cal support for an innovative project? 
Or perhaps you are wondering if the 
government offers the programs you 
need? The answers to all these ques­
tions can be found by consulting Info 
entrepreneurs.

Our new portal has been structured 
to provide fast, easy access to informa­
tion, which has been divided into seven 
major clusters: e-business, international 
trade, start-up/expansion, the social 
economy, employment/training, aborig­
inal businesses, and innovation/R&D. In 
each of these clusters, you will find the 
following sections:

• Tool box: links to Web applications 
such as the interactive business plan, 
the on-line small business workshop, 
the business start-up assistant, and 
the interactive export plan.

• What you must know: fact sheets on 
subjects of general interest such as 
the legal structure of a business, pub­
lic markets, etc.

• Info-guides: directories containing a 
summary of technical and financial 
assistance programs and services 
offered by the federal and provincial 
governments. For example, in the 
start-up/expansion cluster, the follow­
ing info-guides can be found: Support 
for business start-ups and expansion, 
Regulations concerning permits and

licences for certain businesses; and 
Support for the self-employed worker.

• General links: a list of hyperlinks to 
Web sites of general interest to entre­
preneurs; directories of sites and 
companies, statistics, etc.

• Thematic links: a list of hyperlinks rel­
evant to the cluster in question. For 
example, under start-up/expansion, 
you will find links to documents con­
cerning financial angels, market stud­
ies, and business plans.

• Portals: numerous links to business 
and government portals.

• What's New? News about activities, 
regulations, and programs and servic­
es offered by various levels of govern­
ment and the private sector.

• Search - Programs/Services: a search 
of data bases of government pro­
grams and services at both the 
provincial and federal levels.

Still can't find what you're

LOOKING FOR? TALK TO US!

Even the best-designed sites can't 
hope to answer every possible ques­
tion. If you can't find what you're look­
ing for, use the interactive "Talk to Us!" 
service to speak to an information 
agent while information is sent to you

over the Internet. This state-of-the-art 
Web service was developed specifically 
for CBSC clients, and Info entrepre­
neurs is proud to make it available to its 
Quebec clientele.

Listening to our clientele

The revamping of our Web site was 
largely the result of comments made by 
our clients. To encourage this type of 
feedback we offer them a variety of 
ways to communicate with us: e-mail, a 
suggestion box, a portal evaluation 
form. Of course, for those who prefer 
to communicate by telephone, we also 
provide numbers for both our own 
office and those of other network mem­
bers.

And there's more!

Two of the features most appreciated 
by clients are still available on the Web, 
in a new and improved form: "What's 
new?" now known as "Info entrepre­
neurs on-line," to which you may sub­
scribe, and the catalogue for our 
Documentation Centre, now accessed 
by clicking on the menu bar.

And there you have it: all the latest 
features. We hope you will visit our new 
portal soon at
http://www.infoentrepreneurs.org and 
let us know what you think. ■

SPECIAL ACTIVITY
Pierre Bourque/Gérald Tremblay - 

Montreal mayoral debate

Buffet luncheon

The Board of Trade is pleased to 
invite its members to a debate in 
Montreal's mayoral race. The debate 
will take place on Wednesday, October 
10, 2001 at Le Centre Sheraton hotel. 
This event will allow the business com­
munity and Board of Trade members to 
familiarize themselves with both princi­
pal candidates and their respective 
plans regarding the economic develop­
ment of Montreal.

You have questions for the 
candidates?
Send them to us at this e-mail address: 
info@ccmm.qc.ca

Moderator: Pierre Maisonneuve

Date: Wednesday, October 10, 2001 
Location: Please note new location: 

Le Centre Sheraton 
1201 René-Lévesque Blvd. 
West (between Stanley and 
Drummond)

Time: 11:30 a.m. to 2 p.m.

Event schedule:
11:30 a.m. - buffet (foyer)
12:30 p.m. - debate (ballroom)
(Given the nature of this event, late­
comers will not be permitted entry 
after 12:30 p.m.)

Cost: Members - $60
Nom-members - $90

The debate will be held in French. ■

Major sponsor

RBC 
Groupe 
Financier

Sponsors

Ml Ernst & Young
From Thought to Finish

group i telecom
Completely Connected*

SERVICE
MEMBERS WANTED

THE WELCOMING 
COMMITTEE

We are looking for some dynamic 
individual members to join the Board 
of Trade's Welcoming Committee.

The mandate of this committee is 
to welcome and direct guests and 
facilitate their integration into the 
various activities organized by the 
Board of Trade. This committee's con­
tribution allows members to take full 
advantage of the Board of Trade's 
network of contacts.

Join this committee and make 
some interesting contacts yourself!

For more information, please call 
Nathalie Besner, (514) 871-4000 ext. 
4002.

http://www.infoentrepreneurs.org
mailto:info@ccmm.qc.ca
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Representation of women on corporate and institutional

BOARDS OF DIRECTORS:

An ASSET • A STRENGTH * A NECESSITY
EQUALITY 2005... ON YOUR MARK! GET SET...GO!

By Nicole Ranger, Equality 2005 project manager

Through its Equality 2005 project, 
the Board of Trade of Metropolitan 
Montreal is working to promote the 
presence of women on corporate and 
institutional boards of directors. In the 
June 2001 issue of Leadership 
Montreal, the Board of Trade stressed 
the need for companies to develop a 
policy and action plan to that effect. 
After all, women make up 52% of the 
population, and they wish to play an 
active role on corporate and institution­
al boards of directors. By pooling 
strengths, the Board of Trade can help 
advance this cause. Let's work togeth­
er to make it happen!

Being a board member: a position 
of prestige and responsibility

Sitting on the board of directors of a 
company requires a personal commit­
ment and the willingness to fully 
assume certain responsibilities. "The 
primary role of the director is to man­
age the company. The director acts as 
an agent, on behalf of and in the inter­
ests of the company (and not in their 
own interest or even the interest of 
stockholders.)" These words appear in 
a document produced in 1995 by the 
Ordre des comptables généraux licen­
ciés du Québec. This booklet 
(L'Administrateur: ses principaux droits, 
pouvoirs, devoirs et responsabilités au 
sein de la compagnie) summarizes the 
roles and responsibilities of administra­
tors of Quebec companies and under­
takings. To learn more about the crimi­
nal, civil, personal, and several liabilities 
of board members to company employ­
ees, I invite you to consult the CGA 
summary table appearing on the Board 
of Trade's Web site at 
www.btmm.qc.ca.

Adequate preparation is necessary 
to occupy this prestigious and highly 
respected position.

HONOUR ROLL OF WOMEN 
AND COMPANIES

The Board of Trade congratulates the 
following people:

Suzanne Ricard, who was appointed 
vice-president, technology and commu­
nication marketing, at Edelman Public

-

Relations Worldwide 
(Canada). Ms. Ri­
card is in charge of 
developing the 
technology sector 
and manages the 
team of profession­
al consultants serv­
ing technology 

companies and that meeting the com­
munication marketing needs of client 
companies and organizations.

Madeleine Paquin,
president and CEO 
of Logistec Corpo­
ration - a stevedor­
ing business that 
handles cargo at 27 
ports in eastern 
Canada and the 
eastern United Sta­
tes, who has joined 

the board of directors of Sun Life 
Financial Services of Canada and the 
Sun Life of Canada life insurance com­
pany. Moreover, as of October 1, 2001, 
Ms. Paquin also serves on the board of 
directors of the Canadian Pacific
Railway.

Nancy S. Southern,
co-chair and CEO of 
the Atco Group of 
companies, who 
has joined the 
board of directors 
of Shell Canada 
Ltd. Ms. Southern 
is also executive 
vice-president of 

Spruce Meadows, one of the world's 
finest show jumping facilities.

We commend the leadership of
these companies for their enlightened 
vision: Edelman Public Relations
Worldwide (Canada) and the head of its 
Montreal office, Daniel Granger; Sun 
Life Financial Services of Canada and its 
chairman, Donald A. Stewart; and Shell 
Canada.

WOMEN OF DISTINCTION

Mélanie Kau was 
awarded first prize 

in the "Young 
Entrepreneur/ 
Established 
Company" cate­
gory of the 2001 
Arista-Sun Life 
competition. She 
also received the 
jury's grand prize, 
known as the 

"Prix Coup de Coeur." Ms. Kau has 
been president of Mobilia Inc. since 
1995. Thanks to her sound manage­

ment skills and strategic vision of client 
needs, this young businesswomen has 
managed to achieve a very strong 
growth rate. In fact Mobilia has 
increased its sales area by 200,000 
square feet and its number of stores 
from six to thirteen.

Congratulations to the Jeune 
Chambre de commerce de Montréal for 
organizing this competition.

In April 2001, L'Édition: Le journal 
des gens d'affaires published a special 
issue featuring 109 businesswomen 
who have achieved remarkable success. 
Whether working within the business 
world or within their communities, 
these women all have one thing in com­
mon. They are wholly committed and 
willing to go the extra mile to achieve 
their objectives. Bravo to all these 
accomplished women!

Coming soon:

• The establishment of a solidarity net­
work based on the data bank of 
women who have been honoured by 
the Board of Trade at past Network 
Dinners and the data bank of the 
YWCA Foundation's Women of 
Distinction Awards.

• Individual meetings with company 
and institution heads re the nomina­
tion of candidates

• Individual information, sensitization, 
and commitment sessions with mem­
bers of the Board of Trade's board of 
directors

We also wish to congratulate the 
Réseau des femmes d'affaires du 
Québec and its president, Nicole 
Beaudoin, on organizing
"Reconnaissance de l'excellence des 
femmes d'affaires du Québec." This 
competition honours Quebec business­
women in all sectors, whether they are 
entrepreneurs, professionals, or execu­
tives in companies or other organiza­
tions. The winners of this competition 
will be announced on October 17 dur­
ing a gala event attended by Lise 
Thibault, Lieutenant Governor of 
Quebec, and Gilles Baril, Quebec's min­
istre de l'Industrie et du Commerce. To 
learn more about this competition, con­
sult the Réseau's Web site at 
www.rfaq.ca.

If you are a woman wishing to add 
your name to our data bank of candi­
dates, if you are a decision-maker inter­
ested in adding a woman to your board 
of directors, or if you have comments, 
suggestions, or questions regarding 
the Equality 2005 project, please con­
tact us.

By e-mail:
Nicole Ranger, project manager:
nranger@ccmm.qc.ca
Karine Bardier, administrative assistant:
kbardier@ccmm.qc.ca
By telephone: 871-4000 ext. 4402 ■

N.B. Earlier columns by Nicole 
Ranger published in the June and 
September 2001 issues of this newspa­
per are available on the Board of 
Trade's Web site at www.btmm.qc.ca / 
News Room / Leadership Montréal.

»««•

■

Office space 
for rent
from 300 f? Mm
to 36,000 ft?

Montreal 
Laval
Trois-Rivières 
Quebec City 
Chicoutimi

INDUSTRIAL ALLIANCE'
INSURANCE AND FINANCIAL SERVICES

* Industrial-Affiance Lite insurance Company
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I
I
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http://www.btmm.qc.ca
http://www.rfaq.ca
mailto:nranger@ccmm.qc.ca
mailto:kbardier@ccmm.qc.ca
http://www.btmm.qc.ca
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EXPERTS ARE THE CONSULTANTS 
OF CHOICE FOR SMES

- Most SMEs have a favourable opinion
OF OUTSIDE CONSULTANTS

By Rémi Thibault.

A
mong the panoply of consulting 
services available to SMEs - 
excluding accounting, legal, and 
banking services - content experts that 

offer customized solutions to specific 
problems have the edge.

This is one of the conclusions of a 
study entitled Les besoins et attentes 
en services-conseils de la PME au 
Québec [SME Needs and Expectations 
of Consulting Services in Quebec]. 
Conducted by Michel Handheld and 
Jacques Richer in February 2000 on 
behalf of the Ordre des administrateurs 
agréés du Québec, the study reports on 
SME usage of consulting services and 
the opinions of SME leaders on the sub­
ject.

The study, however, is limited to SME 
manufacturers with between 20 and 
200 employees. The authors point out 
that the conclusions could have been 
different in the case of smaller enter­
prises. Still, the interesting facts culled 
from this study shed new light on the 
use of consulting services by Quebec 
SMEs.

SMES USE OUTSIDE CONSULTANTS

This is the first conclusion of the 
Handfield-Richer study. "Some 75% of 
SMEs (150 out of 200) that answered 
the questionnaire stated that they had 
given at least one consulting mandate 
to an outside consultant," affirmed the 
authors. "They also tend to overwhelm­
ingly entrust their mandates to consult­
ing firms the same size as their compa­
ny (fewer than 50 professionals)."

The authors see this as a positive 
sign and the end of a preference for 
consulting family and friends: "The SME 
leaders surveyed were quite open to 
seeking outside help. As such, the three 
major sources of information for deci­
sion-making came from the outside (...) 
The surprising fact is that family and 
friends (who we thought were the "tra­
ditional support" of an SME leader) 
were only consulted in 22% of cases."

In general, the authors were also sur­
prised by the relative organizational 
complexity of the SMEs under study, 
which explains the variety of services

Are the SME leaders ready to question certain aspects of their organization 
or behaviour and resort to an outside consultant?

and sources of information. Table 1 
shows the favoured sources of informa­
tion. It should be noted that the first 
three are from an outside source.

Overall, SME leaders think well of 
consultants: "Seventy-two percent of 
respondents viewed outside consult­
ants very favourably, favourably, or 
somewhat favourably. Such results are a 
departure from the general percep­
tion."

Content experts have the edge

The second interesting conclusion of 
the Handfield-Richer study is that sup­
pliers of customized services or special­
ized content, namely, operations relat­
ed, were rated the highest. These con­

sultants are used to resolve specific or 
operational problems, as is the case in 
engineering or computers. Human- 
resources management consulting serv­
ices placed second.

Should we consider it surprising that 
SMEs are operations driven and 
focused on the short term? SME leaders 
would rather resolve a given opera­
tional program than turn their entire 
organizational process upside down.

However, according to the study, they 
will seek this advice from a consulting 
firm of comparable size.

The issue of human relationships is a 
territory filled with the unexpected. This

particular aspect of relations with out­
side consultants is underscored in the 
study. The three main constraints men­
tioned by SME leaders are as follows: 
bad chemistry with the consultant, the 
cost of the intervention and lack of time 
or availability (in the SME).

The big question is, why indeed 
resort to an outside consultant? And 
the answer is: to validate one's deci­
sions or to seek a different opinion. 
SME leaders therefore have to evaluate 
the level of comfort they expect from 
the proposed solution. Are they ready 
to question certain aspects of their 
organization or even their behaviour? 
One thing is clear, SME leaders would 
do well to specify their expectations 
and needs in order to obtain a cus­
tomized solution that will prove useful.

Missed opportunities?

The authors conclude that "SMEs 
definitely need consulting services 
focused on their specific needs." 
However, SMF. leaders would probably 
benefit from devoting more time to 
strategic thinking, as is customary in 
larger organizations, because they may 
be missing opportunities.

Our governments support some of 
the more strategic aspects of SME 
growth. For example, Emploi-Québec 
can finance up to 50% of the cost of a 
manpower planning project through

Sources of information %

Customers/suppliers/sub-contractors/competitors 82.1

Outside resource people (accountants, attorneys, consultants) 80.0

Decision-making support (board of directors, consultative committee) 73.4

Executives and other employees 68.4

Corporate leaders' and other business associations 53.3

Publications (newspapers, business publications, specialized magazines) 36.6

Fairs and exhibitions 29.4

Research centres, universities, CEGEPS 25.4

Family and friends 22.0

Public and para-public organizations 14.3

Source: Les besoins et attentes en services-conseils de la PME au Québec, Michel Handfield, Jacques Richer, February 2000
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Fields %

Engineering and production 43.1
Administrative data processing 31.4
Network computing 27.5
Human resources management 27.5
Marketing/sales 25.5
Total quality 24.8
Research and development 24.2
Finance 20.0
Training and coaching 19.0
Management 17.6
Planning and strategy 17.0
Exports 5.9
Other needs 5.9

Source: Les besoins et attentes en services-conseils de la PME au Québec, Michel Handfield, Jacques Richer, February 2000

the Fonds national de formation de la 
main-d'oeuvre. For its part, the Minister 
of Industry, Trade and Commerce offers 
financing programs for recruitment in 
the areas of export and innovation. 
Unfortunately, not enough SMEs are 
taking advantage of such programs.

HUMAN RESOURCES

Going beyond the symptoms to

MAKE A DIAGNOSIS

How do you manage, mobilize, 
motivate, and keep employees? How 
do you harness their energies to help 
the company thrive? It's not always easy 
and it's often during a crisis that SMEs 
sound the alarm.

Very real problems

"SME leaders do not approach prob­
lems from a theoretical angle. They often 
simply sound the alarm," contends 
Roger Hébert, senior advisor at Groupe- 
Conseil Aon, and also very active within 
the Human Resources Committee. 
"Typically, SME leaders approach us 
because they have a problem with their 
operations. They have identified a situa­
tion that is usually a symptom rather than 
the cause of the problem. Very often, 
they have a crisis on their hands. And at 
such times, my suggestion to them is to 
make a proper diagnosis."

Are the needs expressed in the field 
of human-resources management con­
sulting, proportional to the size of SMEs? 
"While many of the problems that 
emerge in SMEs are recorded in compa­
nies with 50 to 100 employees, they 
tend to arise primarily at critical points in 
their growth," states Mr. Hébert.

How TO CHOOSE THE RIGHT CONSULT­
ANT

Today, the need for consulting servic­
es is high: "Because of an increasingly 
complex and demanding work environ­
ment, HR management consulting serv­
ices are growing at a phenomenal rate.

This is because companies eventually 
realize that their situation is beyond their 
competencies and they need help," 
explains Mr. Hébert. But how does one 
go about finding the right consultant?

The basic rules reflect the Handfield- 
Richer study: "A human resources man­
agement consultant must first be select­
ed on the basis of his references. An 
SME leader needs a consultant who has 
a good track record and plenty of rele­
vant experience," continues M. Hébert. 
"The next thing to look for is good 
chemistry, right from the first meeting. 
Without it, even the best consultant will 
not do a good job."

Consulting is an art

"The consultant does not necessarily 
need SME-related experience. What 
works for large enterprises can easily be 
applied to SMEs," affirms Mr. Hébert. 
For the experienced consultant, the 
challenge lies in understanding the man­
ager and clearly defining his manage­
ment style and his team's style in order 
to come up with a diagnosis. This is 
because each SME leader sees things his 
own way.

It is to say, the personal qualities of 
the consultant are critically important. 
Must he be a consummate diplomat? 
"He must be receptive to the client, and 
be able to influence him and help him 
move ahead. What is most interesting 
about SMEs is how swiftly they react. 
Results come quickly."

Clearly set out your expectations

Still according to Mr. Hébert, the 
deliverables must be clearly identified, 
expressed in dollars and integrated into 
a work plan with a very clear schedule: 
"The problem with managers is that they 
do not clearly define the mandate," he 
says.

In short, HR consultants can be 
likened to family doctors. We may con­
sult them for a stomachache, but often 
this is but a symptom. To get to the

source of the problem and make a diag­
nosis, one has to dig a little further. And 
typically, a detailed examination often 
reveals something else.

INFORMATION TECHNOLOGY

Strong interest for networking

Who wouldn't like to be able to 
access their files from home or else­
where without having to change loca­
tion? New networking technologies 
now make this possible. What is the 
advantage of using the services of an 
outside consultant, and how do you go 
about choosing one?

Virtual private networks are in 
vogue

According to the Handfield-Richer 
study presented earlier, information 
technology consulting services are in 
great demand among SMEs. But which 
way is the wind of innovation blowing? 
The Internet surely has a role to play. 
"The arrival of the Internet in 1995-1996 
created a fascination with computers," 
affirms Sy Ho, president of Solutions 
Network, a young information-technolo­
gy consulting firm.

Today, information technologies (IT) 
are the niche of the times. Accessing 
office email or working on your files from 
home or any other location are all 
extraordinary functionalities. But ensur­
ing the confidentiality of the information 
and the integrity of the system is an 
entirely different challenge. One thing's 
for sure: technology is great... when it 
works! Indeed, technology can greatly 
increase productivity. And to this end, 
hiring an outside consultant can be an 
asset for an SME. Why?

"In terms of IT, the challenge today is 
technology integration," continues Mr. 
Ho. "Doing business with an outside 
consultant, a single person who must 
solve the problem without passing the 
buck to someone else... can be truly 
worthwhile for a company."

A NECESSARY STEP BACK

Companies with an in-house comput­
er department face a special kind of 
problem. Mr. Ho explains: "Many SMEs 
with 50 or more employees set up a 
computer department. However, more 
often than not, its technicians are called 
upon to deal with such mundane prob­
lems as, "My Word or spell check isn't 
working," or "I can't connect to the 
Net."

What the outside consultant can offer 
is global solutions that underpin the 
smooth operation of applications: "That's 
what we do, we study new technologies 
and evaluate and propose solutions. We 
go to seminars, we attend all the shows. 
This is the kind of expertise we sell our 
customers," he adds. So how do you go 
about finding this rare bird that can look 
at a problem from all the angles?

How TO CHOOSE THE RIGHT CONSULT­
ANT

The basic criterion for hiring an out­
side IT consultant is, of course, his track 
record. "If I had to give one piece of 
advice to anyone looking for a consult­
ant is that they ask for references," says 
Mr. Ho.

But isn't price the ultimate considera­
tion? "I would say that today, decision­
makers and SMEs are better informed," 
he continues. "In the beginning, they 
weren't terribly knowledgeable. Five or 
six years ago, before the popularity of 
the Internet, decision-makers were very 
price conscious. But they have learned. 
Today they look instead at whether a 
project could be carried out with this 
kind of equipment or this kind of solu­
tion... They look at things from a more 
operational perspective."

Sy Ho, president of Solutions Network

Much ado about nothing

Everyone is familiar with situations 
where the solution to a problem lies 
miles away from the real needs. How can 
you avoid this pitfall? What is the best 
way to go about it? Do you have to give 
the consultant carte blanche or must you 
monitor his every step?

"The starting point is preparing spec­
ifications," insists Mr. Ho. "The consult­
ant can help the company in this task, 
because more often than not, the cus­
tomer does not have the technical 
expertise to do this. Once this is done, 
the company should let the consultant 
work, in other words, let him find the 
best solutions, the 'missing pieces.' Of 
course, you must set aside time for 
meetings to monitor the situation. 
However, with specifications, you can't 
go wrong. And if you do go wrong, 
you're usually not far off the mark."

A needs analysis is therefore essential 
for anyone in need of consulting servic­
es. If Quebec SME leaders are so readily 
resorting to IT consulting services, it is 
because they quickly realized that these 
services could stimulate business. A wise 
realization indeed. II
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THE NEW PRESIDENT OF THE BOARD OF TRADE:
A MAN ACTIVELY INVOLVED IN THE MONTREAL BUSINESS COMMUNITY

- Interview with Guy Fréchette, vice-president and managing director for Quebec at Ernst & Young

By Joëlle Ganguillet.

Mr. Guy Fréchette, vice-president 
and managing director for Quebec at 
Ernst & Young, was appointed presi­
dent of the Board of Trade at the 
Annual Meeting of its members on 
October 2. We met with him at his 
Montreal office in Place Ville-Marie, 
where we discussed his career, social 
commitment and involvement in the 
Board of Trade, as well as his priorities 
as its president. This is what he told us 
about...

• ...his profession as an accountant
"/ was good at math and decided to 

study accounting sciences because they 
would allow me to capitalize on my tal­
ents. I completed my studies at HEC a 
the '60s, at a time when Montreal was 
Canada's beacon, flourishing with, 
among other things, the construction of 
Place Ville Marie, the metro and Expo 
'67.

I joined Ernst & Young in 1970. My 
first priority was to learn my profession 
as a chartered accountant and to use 
this training as a gateway to the world 
of business. I also taught part-time at 
HEC. I gave myself three years to 
understand the business world and to 
decide on my professional orientation, 
But 30 years later here I am still at Ernst 
& Young—a rather rare phenomenon 
these days! For the past two years, I 
have been responsible for managing 
the firm's growth in Quebec."

• ...the importance of human rela­
tions

"The reason I have stayed so long at 
Ernst & Young was because of the many

challenges and people I have had the 
opportunity to work with over the 
years, including a number of mentors 
who taught me the importance of the 
business consultant's role. I have also 
had the privilege of working with tal­
ented senior executives at major organ­
izations such as Provigo, Métro and 
Groupe Télémédia, to name just a few. 
These exceptional individuals whet my 
appetite for learning about and getting 
involved in the business world.

My desire to build a team of quality 
professionals also kept me at Ernst & 
Young: CA's, MBA's, financial analysts, 
tax experts, bankers, actuaries, attor­
neys, translators and others. It is my 
opinion that companies are but the 
reflection of the talent they bring 
together and motivate. This is what sets 
them apart. You can copy products or 
processes but not talent and corporate 
culture. What is true for a company is 
also true for Montreal, particularly in 
the context of creating a new city. To 
prosper, Montreal must succeed in 
training and keeping talent at home. "

• ...about the needs of a growing
clientele

"We are business consultants. Our 
role is to guide our customers with a 
view to making them more productive. 
Our services change because our cus­
tomers change. To help them penetrate 
new markets and face global competi­
tion, a company like ours must become 
increasingly multi-disciplinary and more 
specialized; this is a trend that shows no 
sign of abating. Montreal and its indus­
tries must position themselves on the 
world scene, and the challenges today 
are infinitely greater than 30 years ago. 
Within a few years from now, there may 
remain only a handful of companies to 
"share" the planet in some very specif­
ic fields. We must therefore be able to 
offer, right here at home, all the expert­
ise businesses require to be more com­
petitive in the international arena. "

• ...about his strong commitment
to his alma mater

"In the early '80s I was very active in 
the HEC graduate network, a network 
comparable to the Board of Trade's in 
terms of membership and of which I 
had the privilege of being the presi­
dent. I also chaired HEC's first fundrais­
ing campaign in 1986 and will be chair­
ing it once again this year. It is not yet a 
tradition among Francophones to sup­
port their alma mater, but in the con­
text of globalization, we must offer 
more financial support to our major uni­
versities. This is important for

Montreal's visibility. For me it's clear, I 
want to give back to HEC some of what 
it gave me. "

• ...about his membership in and
loyalty to the Board of Trade

"I have participated in a variety of 
Board of Trade activities since 1975, 
mainly the business luncheons. I was 
always struck by the quality and rele­
vance of the speakers. I also participat­
ed at annual conventions and recruit­
ment campaigns. I understand the 
important role the organization plays 
among decision-makers. In 1998, I 
became a member of the board of 
directors; in 1999 I joined the executive 
committee and the management com­
mittee. And now, in 2001, I find myself 
at the helm of the Board of Trade.

• ...the Board of Trade: a network
that sets itself apart

“The Board of Trade is first and fore­
most an excellent network that boasts 
thousands of members and offers serv­
ices to meet the needs of enterprises of 
all sizes, notably, with its affiliates, the 
World Trade Centre Montreal and the 
Electronic Commerce Institute. 
However, what distinguishes the Board 
of Trade is the credibility it has acquired 
over the years among decision-makers 
thanks to its initiatives and the quality 
of its membership, which counts many 
world-class enterprises, referred to as 
our "Major Partners." Their contribu­
tion is essential to orienting the posi­
tions of the Board of Trade and to cre­
ating a climate conducive to business 
development.

• ...the creation of the new city of
Montreal and conditions to be
respected

"Montreal's economic weight must 
be reflected in its political weight. 
Montreal suffers the disadvantage of 
not being the political capital of 
Quebec. Greater Montreal now boasts 
some 3.8 million residents, or nearly 
50% of the province's population; it 
accounts for 70% of its exports and 
over 70% of its GDP yet only 30% of its 
elected provincial officials. It is the eco­
nomic lifeblood of Quebec. We cannot 
cut off its circulation... In an increasing­
ly globalized world, our city will have to 
compete with other major urban cen­
tres, and for this it must have the right 
tools. The creation of a new city and the 
role of the Montreal Urban Community 
are important steps in this direction.

The Board of Trade has laid the 
groundwork required for the successful 
creation of the new city. First, we must

respect the population's desire for 
more efficient services. Citizens want a 
sense of being close to those who deliv­
er these services. Therein lies the key 
role of the boroughs. It is very impor­
tant that even as we create a major cen­
tre that focuses on economic and social 
development, we keep services close to 
the people. Another essential condition 
for Montreal's success pertains to work 
organization and work climate. Our new 
leaders must be accountable to the 
population. The Board of Trade will 
continue to exert pressure to make 
these elements a reality. As well, the 
economic development plan that the 
Montreal Metropolitan Community 
must prepare will certainly be strategi­
cally important in optimizing Montreal's 
economic and political weight, both in 
Quebec and abroad."

• ...areas of intervention favoured
by the new president

"My priority is anything that 
enhances Montreal's competitiveness, 
beginning with education. Even if 
Montreal offers an undeniable quality of 
life to its citizens, it does not have all 
the assets required to attract talent 
from outside its borders. I therefore 
believe that we should train, motivate 
and educate our young people right 
here at home. One of the things I find 
most disconcerting is the dropout rate. 
In a society that now relies on its talent 
to set itself apart, a dropout rate of 
nearly 30% is unacceptable. Therein lies 
the importance of continuing with pro­
grams launched by the Board of Trade 
such as Operation Back to School and 
the Polyglobe project. I also think it just 
as important to invest in our education 
infrastructures, a problem that has been 
given little attention until now. Our 
health infrastructures are another major 
problem. Beyond that, there are of 
course more traditional issues for the 
Board of Trade such as taxation. A 
heavy tax burden is like tying a weight 
around a world-class runner's ankle..."

• ...the Board of Trade's initiatives
to better serve its members

"The Board of Trade will have to 
refocus its initiatives and re-evaluate its 
practices. It must make sure that its 
interventions are well targeted and rel­
evant. Our voice must be heard repeat­
edly, loud and strong, on the major 
issues related to Montreal's develop­
ment. I think that the Board of Trade 
should also make sure that it is relevant 
for its members and therefore focus on
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THE LEARN AND EARN WORKSHOPS
Fun, Pride and Prosperity

i page 12 - The new president...

those matters they consider impor­
tant. "

• ...his role as the new president
"/ see myself as a mobilizer. I don't 

have to be at the centre of all the 
issues. I am perhaps the most visible 
spokesperson of the Board of Trade, 
but I don't want to be the only one to 
intervene. Some of the leaders of the 
Board of Trade, as well as the commit­
tee presidents I have met can also offer 
added value to our many interventions. 
The Board of Trade is much more than 
just a president!"

"I have accepted the role of presi­
dent at a time in my career when I feel 
it is important to give back to society a 
bit of what it has given me. Over the 
years, I have acquired a sense of securi­
ty and serenity. And I am a fervent 
defender of Montreal. I have spent my 
entire career here and I firmly believe in 
the value of being involved in one's 
milieu. Because when we get involved, 
we can make a difference!" HI

The Learn and Earn workshops, put 
together by the committee of the same, 
allow businesspeople to update their 
knowledge as well as to hone their pro­
fessional skills. This, in effect, enables 
them to expand their network and bet­
ter understand the ins and outs of their 
business community. The committee's 
mission is to contribute with excellence 
and leadership to the Montreal busi­
ness community through an annual pro­
gram of training workshops.

2001-2002 PROGRAM

Thursday, October 4, 2001,
5:30 p.m. to 7:30 p.m.

Season Launch Cocktail Party - 
Introducing the Learn and Earn 
Workshops 2001-2002 Program

Tuesday, October 30, 2001,
FROM 8 A.M. TO 12 NOON 
Successfully Marketing Your Web Site 
Guest Speaker : Bernard Dubreuil 
Consultant, Caravane Formation

Tuesday, November 20, 2001,
FROM 8 A.M. TO 4 P.M.
Public Relations : Networking and 
Image
Guest Speaker : Nadia Nadège

President, AAdvenir Marketing 
stratégique

Tuesday, December 11, 2001,
FROM 8 A.M. TO 12 NOON 
Beyond Training : Developing 
Personal and Professional Skills 
Guest Speaker : Normand Richard 
Director, Organizational Development 
Domtar Inc.

Tuesday, January 22, 2002,
FROM 8 A.M. TO 4 P.M.
Sponsorships and Financial Partners : 
the Keys to Success 
Guest Speaker : Marjorie Théodore 
General director, La Magnéthothèque

Tuesday, February 19, 2002,
FROM 8 A.M. TO 4 P.M.

Public Relations :
Networking and Image
Guest Speaker : Nadia Nadège 
President, AAdvenir Marketing 
stratégique

Tuesday, March 19, 2002,
FROM 8 A.M. TO 12 NOON 

Change and Crisis Management 
Guest Speaker: Line Savoie 
Director, Personal Development 
Cybercap

Tuesday, April 16, 2002,
FROM 8 A.M. TO 12 NOON 
Introducing Teleworking to Your 
Organization
Guest Speaker: Marie-France Revelin 
Manager, Bell Professional Services 
Teleworking Implementation 
Bell Canada

Tuesday, May 28, 2002,
FROM 8 A.M. TO 12 NOON 
Take the Time to be Productive
Guest Speaker : Diane Côté 
Vice president, LIAISONS - Services 
d'affaires et groupe-conseil inc.

Workshops will be given in French, 
with a bilingual question period.

All workshops will be held on the 
Board of Trade's premises at 5 Place 
Ville Marie, Plaza level, VIA Rail room.

Cost*
Full-day workshop:
Members: $90 Non-members: $130 
Half-day workshop:
Members: $60 Non-members: $90 
‘Plus GST and QST.
Information: (514) 871-4000 
Reduced prices for our members via 
our secured Web site:
www.btmm.qc.ca/activities ■

^Registered trade-mark of Royal Bank of Canada 
"Trade-mark of Royal Bank of Canada

Our 
pledge 

to you..
► to understand your business needs
► to offer flexible solutions
► to treat you as you want to be treated

1 800 ROYAL* 7-0(1 800 769-2570) 
httpiVwww. royalbank.com/sme

lUm
Enterpnses

RBC
Financial
Group

TAhis pledge is the foundation of our 

commitment to you. The promise is simple; 

to understand what you need and deliver it in 

a way that makes sense for your business, 

always recognizing that your satisfaction is our 

most important asset. We want your business 

and we know how easy it is for you to take it 

elsewhere. We will do all we can to make 

sure you want to stay.

http://www.btmm.qc.ca/activities
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BIOPHARAAA-MONTREAL.COM
HAS ARRIVED

By Charles S. Bourgeois, executive vice president

Since October 3, all partners in the 
Montreal and Quebec biopharma sec­
tor have shared a common "virtual" 
address at www.biopharma-montre- 
al.com. This one-of-a-kind, bilingual 
Web site was officially launched follow­
ing the annual meeting of BioQuébec in 
the presence of many leaders from uni­
versities, biopharma, venture capital, 
and finance companies, and Greater 
Montreal's economic development 
organizations.

needs for specialized labour and pro­
mote the growth of this sector.

A Booming industry

Our region has become a biopharma 
powerhouse. With more than 14,000 
industry jobs in almost 200 companies, 
Montreal now ranks 8th among the top 
15 technocities in North America for 
biopharmaceuticals and 1st for biophar­
ma contract research (clinical and pre- 
clinical test laboratories).

To train resources and maintain their 
innovative capabilities, companies in 
the biopharma sector rely on professors 
and researchers at six major universi­
ties, including four in Montreal, numer­
ous research centres, and many hospi­
tals and specialized institutes.

in the next few years. This situation 
poses a huge challenge, because these 
needs exceed the capacities of our uni­
versities, which themselves will need to 
recruit new professors.

The biopharma-montreal.com site 
was designed to serve as an interactive 
tool using the power of the Internet for 
outreach, information, and recruitment 
on an international scale.

A DYNAMIC, PRODUCTIVE PORTAL

More than just a Web site, biophar- 
ma-montreal.com will serve as an infor­
mation hub offering a wide range of 
services to players in the sector, and to 
visitors.

• An information service

Montreal Techno vision me

information about all companies in the 
sector, universities, research centres, 
institutes, and more than 500 
researchers. A powerful search engine 
facilitates access to this information, 
which will significantly strengthen the 
position of many world-class pharma­
ceutical and biotechnology firms seek­
ing new R&D mandates for the metro­
politan area.

This bank will enable local managers 
and researchers to appreciate the rich­
ness and diversity of talent and work 
being carried out right here. It will also 
inform foreign researchers about the 
facilities and career opportunities avail­
able to them within both the business 
and academic sectors.

• The job market
Construction of the biopharma-mon- 

treal.com Web site was part of the 
Biopharma 2000 Plan, launched by 
Montreal TechnoVision to meet the

If they are to continue to grow, com­
panies in this sector will need thou­
sands of researchers at the Ph.D. level

The site will highlight the vitality of 
the sector by reporting the accomplish­
ments of companies, universities, and 
research centres, the activities of all 
industry associations, and the vision of 
leaders in the biopharma sector.

Thanks to the work of Guy Paquin, an 
experienced journalist and editor of this 
site, the portal will include daily and 
weekly updates on the discoveries of 
university researchers, companies, and 
major institutes as well as reports on the 
signing of agreements between univer­
sities and companies, the progress of 
clinical studies, the launch, growth, and 
financing of new companies, research 
funding programs and funds distrib­
uted, and prizes and distinctions award­
ed - in short, a vibrant reflection of the 
intense activity in this sector.

All of the partners - whether central 
or peripheral to the biopharma sector - 
may be referenced here and submit 
news items for publication.

The cooperation of several research 
funds and economic development 
organizations such as Montréal 
International, Investissement Québec, 
and Economic Development Canada 
has enabled us to create links allowing 
Web surfers in other countries to 
explore the relevant sections of those 
sites and gain a fuller appreciation of all 
facets of life in Montreal and Quebec.

The site will thus act as a showcase 
for the metropolitan area, highlighting 
some of the cultural, fiscal, and financial 
elements that could attract researchers, 
teachers, students, and companies 
looking for a new centre of excellence 
in which to develop.

• Outreach

The site also features a databank 
containing detailed, up-to-the-minute

To meet the needs of companies and 
universities, facilitate national and inter­
national searches for talent, and coordi­
nate a better match between available 
positions and candidates, the site also 
incorporates a veritable job market. 
Thanks to a partnership with a special­
ized international company, the posi­
tions offered on the biopharma-montre- 
al.com site will be advertised in some 
twenty targeted countries in Europe 
and America.

The portal's home page will provide 
direct access to this job market, where 
candidates will be able to outline, free 
of charge, the specific research skills 
they have to offer.

A TOOL TO BE OPTIMIZED

The biopharma-montreal.com proj­
ect has benefited from the support of 
more than 200 partners, which agreed 
to play an active role in ensuring its suc­
cess. The portal will continue to reflect 
and be fuelled by the vitality of this sec­
tor as it incorporates new services and 
establishes ties with new partners.

The site owes its creation to the gen­
erous financial support of industry and 
of the Table métropolitaine of Emploi- 
Québec.

The launch of biopharma- 
montreal.com represents more than just 
the inauguration of a Web site unlike 
any other in the world: it reflects the 
leadership and determination of all 
partners in the biopharma sector as well 
as their ability to collaborate effectively 
on an avant-garde project.

Let us hope that this information, 
communication, and outreach tool will 
contribute to the recruitment of the 
best talents and stimulate the growth of 
all companies in this sector. ■

Imagine,
Your Own Personal 
Board of Advisors.
We can offer you a risk free environment 

to confer with other business leaders 
about your most significant challenges.

TEC is a group of CEOs, Presidents and Business Owners 
who share their expertise monthly within their TEC 
groups. TEC is a forum for peer review and executive 
learning with the goal of producing tangible bottom-line 
results. In confidential sessions with up to 15 other 
CEOs, TEC members hear expert speakers, exchange 
ideas, give direct feedback, and reap the benefits of the 
combined knowledge and experience of their peers.

FOR MORE INFORMATION CONTACT:

•A gig V" Ps J

r /

ré l

TECJL lw..... . % X \ -
AN INTERNATIONAL ORGANIZATION OF CEOs

www.tec-canada.corn :XX,

In Canada: Victoria ♦ Vancouver ♦ Calgary ♦ Edmonton ♦ Saskatoon # Winnipeg ♦ Hamilton 
Burlington ♦ Oakville ♦ Toronto ♦ Ottawa ♦ Montreal

Internationally Argentina • Australia ♦ Brazil ♦ Canada ♦ China ♦Germany • Ireland ♦ Malaysia ♦ Mexico 
Russia ♦ Singapore ♦ South Africa ♦ Untied Kingdom ♦ Untied States

http://www.biopharma-montre-al.com
http://www.biopharma-montre-al.com
http://www.tec-canada.corn


THE BUSINESS LUNCHEONS
2001-2002. ■

Information
The business luncheons are held 
from 12 noon to 2:00 p.m.

TICKET
$50 / members 
$75 / non-members 
$475 / table of 10 (members only)

Reduced prices for our members 
via our secured Web site
vayw.btmm.gc.ca/activities
$45 / each ticket 
$430/table of 10

MS

Plus GST (7%) and QST (7.5%)

YOUR KEY TO BUSINESS

Chambre fît» wmméTQé 
du Montrés! mOcpdHÉn 
Board of Tfjwte 
of Metropolitan Montreal

Partake in Montreal's most prestigious forum

Tuesday, October 1 6
Le Centre Sheraton

|1 Robert Tessier
President and chief executive officer
Gaz Métropolitain

“Quebec's energy choices 
in the North-American context"

Tuesday, December 4
Le Centre Sheraton

| Serqe Godin
Chairman and chief executive officer
CGI Group Inc.

"Globalization and technology:
Are they job killers?"

Tuesday, November 1 3
Hilton Montréal Bonaventure

B Michael J. Sabia |
President, BCE Inc.
Vice-chairman corporate, Ball Canada

"The promise of convergence in the 
knowledge economy"

Tuesday, January 29
Fairmont The Queen Elizabeth

Fernand Perreault
Senior vice-president, CDP group 
President, CDP Real Estate

“A global approach backed 
by local action"

Confirm your attendance as soon as possible. Telephone: (514) 871-4000 / rax: (514) 871-5971

During the business luncheons season, there will be two draws for a return ticket for two, hospitality class, 
compliments of AIR CANADA (&) on it's international network.

BOMBARDIER BOMBARDIER

@ Desjardins

Fiducie Desjardins
/>/«m i lufr

1

Pratt & Whitney Canada
A United Technologies Company

Samson Bélair 
Deloitte 
& Touche

Canada Economic Development

i Bélair 4$)
e
ie SNOLAVALIN
Uniglobe Voyages Lexus

Fraser Milner casgrain u,p

FINANCIAL
GROUP

Graphic rlérskjr»;

Wasco

ECOLE DE TECHNOLOGIE DE L'INFORMATION

.. r maîtrisez ..information.
AVEC UN PROGRAMME DE 2' CYCLE 

EN TECHNOLOGIE DE L'INFORMATION,
OUVREZ-VOUS TOUS LES HORIZONS !

>• Maîtrise en technologie de l'information (45 cr.)
>■ Diplôme d’études supérieures spécialisées (30 cr.)
>- Programme court en technologie de l'information (15 cr.)

maîtrisez.avenir.
#

EFFECTUEZ A DISTANCE LA QUASI-TOTALITE 
DE VOTRE FORMATION.

DEMANDE D'ADMISSION
Hiver 2002 >- jusqu'au 1" novembre 2001

POUR EFFECTUER VOTRE DEMANDE D’ADMISSION www.eti.uquebec.ca
(514) 396-8618 • 1 888 394-7888 • eti@etsmtl.caOU POUR PLUS D’INFORMATION :

g

L'ÉTI EST UN PARTENARIAT ENTRE QUATRE ÉTABLISSEMENTS DU RÉSEAU DE L'UNIVERSITÉ DU QUÉBEC.

"I Université du Québec
École de technologie supérieure
Institut national de la recherche scientifique
Télé-université
Université du Québec à Montréal

i

http://www.eti.uquebec.ca
mailto:eti@etsmtl.ca
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CONTACT-CLUB PLUS NETWORKING LUNCHEONS
2001-2002 CALENDAR

Exclusive

TO MEMBERS

Participate in our Contact-club 
Plus networking luncheons

Targeting the people you want to 
know - and much more!

While enjoying an excellent meal,

out iMC

' v

> -

=»•**»**

Vendez, achetez et effectuez vos transactions bancaires 
sous un même toit, par Internet.

Augmentez votre accessibilité auprès de vos clients et fournisseurs. 
Élargissez votre réseau d'affaires.

Maximisez la visibilité de votre entreprise.
Éliminez l'impression des chèques et des envois postaux. 

Assurez-vous de la sécurité de vos opérations.
Simplifiez le processus des ventes et des commandes.

Soyez i*C. C'est plus facile, plus rentable et plus efficace.

www.bnc.ca/soyez-inc clic ►commerce
Le sens des affaires... électroniques

BANQUE
NATIONALE

VOUS SEREZ PLUS À L'AISE

each member takes turns presenting 
their company to the other seven par­
ticipants at their table. To keep the 
conversation lively, one member at 
each table is asked to moderate the dis­
cussion. At the end of the meal, a draw 
is held and one person at each table is 
given four minutes to present their 
company to all the guests in the room.

In addition to increasing your visibili­
ty, this activity allows you to identify the 
people with whom you wish to establish 
and maintain contact with a view to:

• becoming their client or supplier
• recruiting them
• getting their feedback
• enlightening them
• informing them about your prod­

ucts and services

and much more!

Bring your business cards and pro­
motional documentation.

Testimonial of a participant

"The Contact-clubs Plus are excep­
tional forums bringing together quality 
business people. The formula is struc­
tured, friendly and allows highly inter­
esting exchanges. Those who partici­
pate have the possibility of retrieving 
remarkable benefits."

Michelle Roy
president, Complice Graphique

Dates:
Wednesday, November 21, 2001 
Wednesday, January 30, 2002 
Wednesday, February 20, 2002 
Wednesday, March 27, 2002 
Wednesday, April 24, 2002

Time:
Registration and cocktail - 11:30 a.m. 
Networking luncheon - 12 noon to 
1:30 p.m.

Location:
St. James's Club of Montreal 
1145 Union Avenue, Montreal

Cost: $45*

‘Plus GST and QST.

Information: (514) 871-4000

Reduced prices for our members 
via our secured Web site :
www.btmm.qc.ca/activites ■

CQL^
Ordre des CGA du Québec

http://www.bnc.ca/soyez-inc
http://www.btmm.qc.ca/activites
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SEVERAL COMPANIES POISED TO MAKE CONTACT 
WITH THE WORKFORCE OF TOMORROW 

AT THE 6TH EDUCATION TRAINING JOB FAIR

SALON
Çk ÉDUCATION

FORMATION
EMPLOI

www.saloneducation.co

11 • 12 • 13 » 14 octobre 2001
Pt ACE BONAVENTURE MONTRÉAL

Once again this year, the Education 
Training Job Fair will host representa­
tives from numerous companies eager 
to secure a competent and skilled work­
force for the months and years ahead. 
The event, by far Canada's fastest con­
nection between education and jobs, 
featuring over 450 exhibitors, is organ­
ized by Groupe INEO, an infomediary 
active in the world of education that 
fields a multidisciplinary team of profes­
sionals dedicated to the convergence 
of training-related supply and demand. 
Presented by Jobboom, in association 
with the Government of Québec, it is 
being held on October 11, 12, 13 and 
14 at Place Bonaventure, in Montréal.

"The Job Market" returns at full
THROTTLE

Last year, the input from the Comités 
sectoriels de la main-d'œuvre, task- 
forces mandated to define the labour 
needs of individual industry sectors, 
was a hit with many visitors, who felt the 
information gave them a more accurate 
picture of how their professional ambi­
tions fit into the actual job market. 
Presented by Emploi-Québec and fit­
tingly titled "The Job Market," this sec­
tion entirely devoted to some fifteen of 
the aforementioned taskforces will 
cover more than one third of the total 
Fair surface area. It will be hosted by 
several taskforce representatives, as 
well as various resources from numer­
ous organizations (Job Market Partners) 
and guest companies.

Among them, major corporations 
that are very active in their respective 
industry sector taskforces, such as 
Hydro-Québec, Intrawest, Transcon­
tinental Group, SNC-Lavalin, Pirelli or 
Siemens.

"Our goal is to educate, communi­
cate and innovate," states Cristina 
Romero, the group's president. "And in 
our field, that involves the relentless 
quest for the best information and 
knowledge sharing tools that can 
bridge the worlds of education, train­
ing, work and business. Sustaining and 
upgrading the convergence of the key 
players operating in each of the above 
sectors is an ongoing challenge. After 
all, although they all share much in com­
mon, they are fundamentally different. 
That's where the Fair comes in. Because 
it fosters the ideal that individual fulfill­
ment and overall productivity can and 
must coexist, it attracts and assembles 
under one roof all of the organizations 
affected by this critical convergence. 
Academic institutions, government 
departments, Emploi-Québec's industry 
sector taskforces and, of course, sever­
al employers. In terms of tools and 
resources, this year, the emphasis is 
being placed on the future of training,

more precisely in the form of distance 
learning. Hence, the addition of a brand 
new pavilion: the eLearning Pavilion." 
Why the focus on eLearning? A study 
released by Merrill Lynch in the spring 
revealed that distance learning, esti­
mated at $3.5 billion in 2001, will grow 
into a $90 billion industry by next year!

There is a new kid on the real time 
personalized information block: the real 
time learner-centric training model. 
And it's moving in with a bang! Learning 
is now totally free of any physical or 
time constraints. We learn what we 
want, where and when we want - a real­
ity that visitors will be able to experi­
ence firsthand at the new eLearning 
Pavilion. Here, people make contact 
with the legions of distance learning 
programs being offered by institutions 
from all walks of academic life, includ­
ing Boston's coveted Massachusetts

Institute of Technology (MIT). The new 
pavilion will join the family of existing 
theme pavilions: the Future Careers 
Pavilion, Science and Technology 
Pavilion, International Pavilion, and 
Culture Pavilion.

Exhibitors will include nearly thirty 
federal and provincial government 
departments spearheaded by the 
Québec Department of Education. All 
the major players from the academic 
community at the vocational, special­
ized, collegiate and university levels will 
also be represented, not to mention 
numerous learning establishments from 
abroad, especially France. Some 50,000 
people are expected to visit the Fair 
over the four days.

As with the previous edition, the 6th 
annual Education Training Job Fair is 
being presented by Jobboom, a lead­
ing provider of employment and career 
management services comprising

jobboom.com, the online source for job 
market and training issues. Les éditions 
Jobboom and Groupe de recherche Ma 
Carrière. It has invariably become the 
marquee event of the October calendar 
for members of the education-training 
community and forward-thinking corpo­
rate management alike.

For information:
www.saloneducation.com 
www. ineo.ca ■

>TJj Chambre de commerce 
** du Montréal métropolitain 

Board of Trade 
ot Metropolitan Montreal

Next conferences:

HIGH TECHNOLOGY SERIES
Discovering new leaders!

Her presentation is titled:
The evolving role of information technologies 
within finance and 
insurance companies

Date:
Thursday, November 8, 2001

Time:
from 7:30 to 9 a.m.

Place:
Omni Mont-Royal Hotel

His presentation is titled:
Quebec policy on science and innovation: 

Highlighting its impact on regional 
economic development

Date:
Thursday, October 25, 2001

Time:
from 7:30 to 9 a.m.

Place:
Hilton Montreal Bonaventure

Ms. Carole Briard
Vice-president Business Engineering 
CGI Group Inc.

Tickets:
$31 - members • $45 - non-members ♦ $295 - Table of 10 (members only)
Board of Trade members can benefit from a discount when purchasing tiockets through the Board of Trade's Web site: 
$28 - each ticket • $265 - Table of 10 
Plus GST (7%) and QST (7.5%).

Mr. David Cliche
Minister for Research, 

Science and Technology 
Government of Québec

Major sponsor:
■ Canada Economic
■ ■ Development BDC

Canada

COMPAQ.

Business Development Bank of Canada 
Banque de développement du Canada

BANQUE
NATIONALE CGI

25
VtA«*

Devencore
group] telecom (—y
COMPLETELY CONNECTED» RENAULT

Reeherche, Scfenc» 
et îetfmotoçie

Québec «ü

Information and reservations: 

Telephone: (514) 871-4000 

Fax: (514) 871-5971 

Registration on our 

secured e-commerce site: 

www.btmm.qc.ca/activities

It's raining training

http://www.saloneducation.co
http://www.saloneducation.com
http://www.btmm.qc.ca/activities
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FLASH:
News from our members

On September 16, SOHO-iT 
launched the internet module BIZpack. 
This module features 16 commanding 
products and is especially designed to 
boost company development. It 
decreases operating costs by taking 
advantage of your company's in-house 
knowledge. Among its many features, 
the module allows the management of 
client data bases, creates e-mail 
accounts and manages its users, pro­
duces sales reports as well as sends 
sizeable targeted e-mails.

SOHO-iT (http://www.soho-it.com) is 
a young IT company specializing in cus­
tom-made corporate management 
tools. It helps other companies get the 
most out of technology and optimizes 
their business procedures. SOHO-iT 
has had great success with it Idpack, an 
application aimed at conceptualizing 
security identification cards. Most 
notable is that more than 20 000 of 
these types of cards were made in 2001 
for the Jeux du Québec.

Tourism industry personnel and 
tourists alike can now find anything they 
need know about any activity or exhibit 
held in Old-Montreal by visiting 
www.vieux.montreal.qc.ca. This site 
bears fruit from l'Entente sur le 
Développement culturel de Montréal, 
an agreement between the city of 
Montreal and the Quebec ministry of 
culture and communications. It aims at 
encouraging private and public initia­
tives that place Montreal's heritage at 
the forefront—its historical Port more 
specifically.

ENTENTE SUR LE
DÉVELOPPEMENT CULTUREL DE MONTRÉAL

V

Are you familiar with the ARC - 
Achievement in Retail Concepts - 
Award? This is a competition created 
by Cadillac Fairview to celebrate inno­
vative retail concepts and entrepre­
neurs in Canada. In today's rapidly 
changing world, where competition is 
stiff, creativity and boldness are essen­
tial to commercial success.

The winner of the 2002 ARC Award 
will be given $50,000. Applications 
must be received on or before 
November 24, 2001. The competition 
is open to retailers who designed and 
opened a successful retail business

CADILLAC
FAIRVIEW

between April 3, 2000, and October 30, 
2001. For more details, consult the 
company's Web site at www.cadillac- 
fairview.com.

BDDS Shandwick, a leader in the 
field of Quebec public relations, has 
been chosen as consulting firm for the 
Canadian and American markets. They 
were chosen by a leading industry 
strategic portal team the Objexis 
Corporation. This firm serves its many 
clients in such fields as health, financial, 
food and beverage in addition to infor­
mation manufacturing. Objexis 
presently operates in 125 cities and in 
over 70 countries worldwide.

A draft standard has been developed 
by the Committee on the Voluntary 
Labelling of Food Obtained or Not 
Obtained Through Genetic Modifi­
cation. Information about this draft 
standard (Allégations volontaires rela­
tives aux aliments issus ou non de tech­
nologies génétiques) is available at the 
following address:
www.pwgsc.gc.ca/cgsb/032_025/revi
ew-f.html.

This standard was developed accord­
ing to procedures established by the 
Canadian General Standards Board, a 
Federal agency, and the public is invit­
ed to present its comments during the 
period of public review, which will last 
at least sixty days. All details are on the 
Web site.

Let us know what's happening in 
your company: a new product launch, 
new acquisitions, recent investments 
...We'll mention it in Leadership 
Montréal as space permits. ■

http://www.ey.com/can
http://www.soho-it.com
http://www.vieux.montreal.qc.ca
http://www.cadillac-fairview.com
http://www.cadillac-fairview.com
http://www.pwgsc.gc.ca/cgsb/032_025/revi
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The Learn and 
Earn Workshops

Fun, pride and prosperity

The first workshop for the 2001-2002 
season is entitled:
Successfully marketing your 
Web site
- Techniques for earning a return on 
your Internet investment

A workshop bringing you up to date 
on the latest ways to promote your 
Web site, its reliability, and its credibili­
ty while ensuring the loyalty of your vis­
itors!

Come discover and experience vari­
ous types of traffic analysis software. 
Explore their use and invent solutions 
to reduce your Internet-related costs 
and increase your revenues. Learn how 
to measure your return on investment.

If you already have a Web site and 
want to make it profitable, this work­
shop is the opportunity to develop a 
clear vision of the criteria for your suc­
cess!

Guest 
speaker

Bernard Dubreuil
Consultant 
Caravane Formation 
Bernard Dubreuil has worked for 

more than 25 years in the field of new 
information technologies and commu­
nications - more specifically, in the New 
Media Learning Material (NMLM) sec­
tor. He has designed numerous multi- 
media applications, given many cours­
es, and always focussed on the interac­
tive learning of skills and concepts.

At Caravane Formation, he provides 
innovative solutions to clients and 
observes the evolution of new trends. 
Using both applications he designs him­
self and active technology monitoring, 
he integrates various products and 
steers a range of projects. Over the 
years he has applied his own motto with 
humour and determination: "Help your­
self and the software will help you!"

The workshop will be given in 
French, with a bilingual question period.

Date: Tuesday, October 30, 2001 
Time: 8 a.m. to 12 noon 
Location: Board of Trade premises 
5 Place Ville Marie, Plaza level, VIA Rail 
room
Cost: Member - $60*

Non-member - $90*
* Plus GST and QST

Information: (514) 871-4000 
Reduced prices for our members via 
our secured Web site :
www.btmm.qc.ca/activites ■

____
BOARD OF TRADE ACTIVITIES

OCTOBRE 2001

10

10

11:30 a.m. to 2 p.m.
Pierre Bourque/Gérald 
Tremblay mayoral debate
Centre Sheraton

6 to 9 p.m. (90)
Season launch networking '
cocktail and conference - 
Businesswomen in Action Committee
Female leadership: a force within
companies
Diane Leblanc
President
Harmonia
Board of Trade premises

16

25

12 noon to 2 p.m.
Business luncheon 
Quebec's energy choices in the 
North-American context 
Robert Tessier 
President and CEO 
Gaz Métropolitain 
Le Centre Sheraton

7:30 to 9 a.m.
Breakfast - 
High Technology Series
Quebec policy on science 
and innovation: Highlighting its 
impact on regional economic 
development
David Cliche

Minister for Research, Science and 
Technology
Government of Québec 
Hilton Montreal Bonaventure

30 7:30 to 9 a.m.
Breakfast - 
New Perspectives series
Public-private partnership: The 
French experience
Mr. Claude Martinand 
Chairman
Institut de la Gestion Déléguée, 
France
Hôtel Inter-Continental Montréal
(Organized in collaboration with 
l'Institut de partenariat public privé)

30 8 a.m. to 12 noon
Learn and Earn workshop 
Successfully marketing your 
Web site 
Bernard Dubreuil 
Consultant 
Caravane Formation 
Board of Trade premises

NOVEMBER 2001

5 to 7 p.m.
Tuesday After Hours 
Jillian's

6 to 8 p.m.
Forum - Businesswomen in 
Action Committee

@ 13

15

Transforming jobs for the next 
decade
Estelle Morin 
Certified professor 
École des Hautes Études 
Commerciales (HEC)
Board of Trade premises

7:30 to 9 a.m. (90)
Breakfast - High Technology Series
The evolving role of information 
technologies within finance and 
insurance companies
Carole Briard
Vice-president, Business engineering 
CGI Group Inc.
OMNI Mont-Royal Hotel

12 noon to 2 p.m.
Business luncheon 
The promise of convergence in the 
knowledge economy 
Michael J. Sabia 
President, BCE Inc.
Vice-chairman corporate, Bell Canada 
Hilton Montreal Bonaventure

7:30 to 9 a.m.
Breakfast - 
New Perspectives series
The budget for year one of the 
new city
Ms. Monique Lefebvre 
President
Montréal Transition Committee 
Hilton Montréal Bonaventure

Information and 
reservations:

Tel.: (514) 871-4000 
Fax: (514) 871-5971 

Reduced prices for our 
members via our secured 

Web site:
www.btmm.qc.ca/activities

(<2>j Desjardins

Major sponsor
BOMBARDIER

Fiducie
Desjardins

FRASER MILNER CASGRAIN

Pratt & Whitney Canada Bela,r

A United Technologies Company *J*0UCHC
♦»

SNOLAVALIN

li
FINANCIAL 

T GROUP
Air Canada / Canada Economic Development / Meloche Monnex / Uniglobe Voyages Lexus

ELECTRONIC COMMERCE INSTITUTE ACTIVITIE
OCTOBER 2001 NOVEMBER 2001

31
9 a.m. to noon (^Q) 27

7:30 to 9 a.m. (§>
Seminar - The commerce week Breakfast meeting
Prendre en main sa stratégie d'af­ Robert Dutton
faires électroniques (in French) President and chief executive offier ;
Hilton Montreal Bonaventure Rona Inc.

OMNI Mont-Royal Hotel

. . . ■ . ....

....... .

Information and reservations:

Tel.: (514) 871-4000 
Fax: (514) 871-5971 

Reduced prices for our members via 
our secured Web site: 

www.btmm.qc.ca/activities

THE BEST RUN E-BUSINESSES RUN my SAP.Com

The Electronic Commerce Institute is supported by: Canada Economic Development, ministère de IIndustrie et du 
Commerce du Québec, ministère des Affaires municipales et de ta Métropole and also the Conseil du trésor.

SPONSORS OF BUSINESS LUNCHEONS

Desjardins

_T7 business 

www.desjardins.com

WORLD TRADE CENTRE MONTREAL ACTIVITIES
OCTOBER 2001

4 11:30 am to 1:30 pm
Luncheon meeting with Michael F. 
Kergin, ambassador of Canada to 
United States
Hotel Inter-Continental Montréal

12 11:30 am to 1:30 pm
Luncheon meeting with Liu Qi, 
mayor of Beijing
The challenges of Beijing and the 
2008 Olympic Games
Hotel OMNI Mont Royal

12 8:30 am to 12:00 noon
Training Workshop

Letters of credit
Michel Bitar
National Bank of Canada 
Hotel Inter-Continental Montréal

19 8:30 am to 12:00 noon
Training Workshop 
Incoterms 2000 
André Bourassa, Fritz Starber 
Hotel Inter-Continental Montréal

23 Trade mission to Washington in 
to 25 collaboration with the ACQ

NOVEMBER 2001

Reversed UN Trade mission in Montréal
Take the opportunity to meet procure­
ment officers from UN/PD and UNOPS 
here in Montréal

8:30 am to 12:00 noon 
Training Workshop 
Demystifying Customs Procedures 
Donald Tardif, Fritz Starber 
Hotel Inter-Continental Montréal

Information and registration:
(514) 849-8318

NfcJRTEL
NETWORKS

http://www.btmm.qc.ca/activites
http://www.btmm.qc.ca/activities
http://www.btmm.qc.ca/activities
http://www.desjardins.com
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PROUD PARTNER OF THE GREATER MONTREAL LEADERSHIP NETWORK

THE «MAJOR PARTNERS»

unite our forces
for the growth of Greater Montreal!

Chambre de commerce 
du Montréal métropolitain 
Board of Trade 
of Metropolitan Montreal

Institut du commerce électronique 
Electronic Commerce Institute

cS#S;
World Trade Centre Montréal

ABB • Aéroports de Montréal • Abitibi Consolidated Inc. • 
Agropur coopérative • Air Canada • Air France • Air Liquide 
Canada inc. • Alcan • Alstom Canada inc. • Andersen • 
Aramark Québec inc. • AstraZeneca Canada Inc. • AT&T 
Canada • Aventis Pharma • Avon Canada Inc. • AXA Assurances 
inc. • Banque CIBC • Banque de développement du Canada - 

Siège social • Banque de Montréal • Banque Laurentienne 
du Canada • Banque Nationale du Canada • 

Banque Royale du Canada • Banque Scotia • 
Banque Toronto-Dominion • Bell ActiMedia 

• Bell Canada • Bell Helicopter Textron • 
BMO Nesbitt Burns • Bombardier inc. 

• Bourse de Montréal inc. • Brasserie 
Labatt Itée • Bureau en Gros • 
Cabinet de relations publiques 
NATIONAL inc. (Le) • CAE • 
Caisse de dépôt et placement 
du Québec • Camco inc. • 
Canac inc. • Canada 3000 inc. 
• Canadien National • Cana­
dien Pacifique Ltd. • Cap 
Gémini Ernst & Young 
Canada inc. • Cascades inc. • 
Ciment St-Laurent • Cirque 
du Soleil • Cogeco inc. • Co- 
gnicase • Commission scolaire 

de Montréal • Communauté ur­
baine de Montréal / bureau du 

président • Compagnie d'assu­
rance Standard Life (La) • 

Computer Sciences Corporation • 
Computershare • Costco Canada inc. 

• CROP inc. • *Discreet Logic Inc. / 
Autodesk Canada • Desjardins Ducharme 

Stein Monast et Sogemis inc. • Dessau- 
Soprin inc. • DICOM EXPRESS / GOJIT • 

Domtar inc. • École des Hautes Études 
Commerciales (HEC) • EDS Canada inc. • EDUMICRO inc. 

• Eicon Networks • Emploi-Québec • EMS Technologies, 
Space Electronics Group • Ericsson Canada inc. • Ernst & 
Young • Fasken Martineau DuMoulin • Fédération des caisses 
Desjardins du Québec • Fednav Limited • Fiducie Desjardins • 
Financière Banque Nationale • Fonds de Solidarité des 
Travailleurs du Québec (FTQ) • Fraser Milner Casgrain • FTM 
Capital inc. • Gartner Group Canada • Gaz Métropolitain • 
Glaxo Wellcome Inc. • Goodyear Canada inc. • Great West, 
companie d'assurance-vie — London Life • Groupe CGI inc. •

Groupe Chagnon international Itée. • Groupe conseil DMR inc. 
• Groupe Cossette Communication • *Groupe Créatech • 
Groupe LGS inc. • Groupe L'ORÉAL • Groupe Optimum inc. • 
Groupe Pharmaceutique Bristol-Myers Squibb • Groupe SNC- 
Lavalin inc. • Financière Sun Life • Groupe Télécom • Groupe 
TVA inc. • Groupe-conseil Aon inc. • Hewitt Équipement Itée • 
*Hewlett Packard (Canada) Itée • Hydro-Québec • IATA - 
International Air Transport Association • IBM Canada Itée • 
Imperial Tobacco Canada Itée • Industrielle-Alliance Cie 
d'Assurance sur la vie • Industrie C-MAC (Les) • Investissement- 
Québec • Ivaco inc. • KPMG s.r.l. • Kruger inc. • Lafarge 
Canada inc. • Le Groupe Jean Coutu (PJC) inc. • Le Groupe 
Télé-Ressources Itée • Les Hôtels Fairmont • *Les produits 
Bariatrix International inc. • Loto-Québec • McCarthy Tétrault • 
McGill University • Médias Transcontinental inc. • *MDS 
Pharma Services Inc. • Médis Services Pharmaceutiques et de 
santé inc. • Meloche Monnex inc. • Merck Frosst Canada inc. • 
Métro inc. • Microcell Télécommunications inc. • *Mitel 
Networks • Molson Canada, région du Québec • 
*Nexlnnovations inc. • Noranda inc. • Nortel Networks • North 
Star Ship Chandler inc. • Novartis Pharma Canada inc. • 
Oberthur Jeux et Technologies • Office municipal d'habitation 
de Montréal • Ogilvy Renault • Ouimet Cordon Bleu inc. • 
Parmalat Canada • Petro-Canada • Pfizer Canada Inc. • Pitney 
Bowes du Canada Itée • Pomerleau • Port de Montréal • Postes 
Canada • Power Corporation du Canada • Pratt & Whitney 
Canada • PricewaterhouseCoopers • Produits forestiers 
Alliance inc. • Provigo inc. • Québécor Media inc. • Raymond, 
Chabot, Grant, Thornton • Regroupement des collèges du 
Montréal métropolitain • Réno-Dépôt inc. • Restaurants 
McDonald du Canada Itée • Richter, Usher & Vineberg • Robert 
Half International inc. • Rolls Royce Canada Ltd. • RONA inc. • 
Samson Bélair/Deloitte & Touche • Schering Canada inc. • 
Scotia Capitaux inc. • Shire BioChem inc. • SITQ immobilier • 
Sobeys Québec • Société Compaq Canada inc. • Société con­
seil Mercer Itée • Société de transport de la C.U.M. • Société 
des Alcools du Québec • Société du Groupe d'embouteillage 
Pepsi • Société du Palais des Congrès de Montréal • *Société 
du Vieux-Port de Montréal • Société générale de financement 
du Québec • *Sprint Canada • *SSQ Groupe Financier • 
*Stikeman Elliott • Sucre Lantic Itée • Système M3i inc. • Tecsult 
inc. • TELUS Mobilité • The Gazette • Transat A.T. inc. • UAP 
inc. • *UBI Soft Divertissement Inc. • Université Concordia • 
Université de Montréal • Université du Québec à Montréal • 
Van Houtte inc. • VIA RAIL Canada inc. • Velan Inc. • Versalys • 
Ville de Montréal - Service du développement économique • 
Wyeth-Ayerst Canada Inc.

*WELCOME TO THE MAJOR PARTNERS CIRCLE BECOME A MAJOR PARTNER
CALL US AT (514) 871-4000, EXT 4067


