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The Board of Trade would
like to thank all those who
were able to work on the
first issue of Leadership
Montréal, in spite of the dif-
ficulties associated with the
ice storm. Please note that
given the circumstances,
some of our advertisers were
unable to deliver their adver-
tising material in both lan-
guages.
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FOR A WORLD-CLASS CITY-REGION

“" | ver the past year,
£ B the Board of
B8 B B Trade of Metro-
: -4 politan Montreal
Y has carried out
an intensive strategic planning
exercise involving the partici-
pation of more than 150 mem-
bers, volunteers, administra-
tors, employees, partners, for-
mer presidents, directors, and
opinion leaders.

The goal of the exercise,
called Vision 2001, was to
develop a five-year strategic
plan.

This strategic-planning exer-
cise enabled us to fine-tune our
vision and rework our mission.
Since the Board of Trade is
committed to the economic
success of all Montrealers, we
also recognized a need to visu-
alize the winning city-region
we want to help build by exer-
cising strong leadership on
behalf of the 7,000 members
and 450,000 jobs we represent.

An economic manifesto,
a project involving all
socio-economic players

Drawing on the help of
numerous resources, we there-
fore created an “Economic
Manifesto” that reformulates
the objectives of the business
community and expresses
them in the form of a clear and
succinet vision.

We weren’t looking to rein-
vent the wheel, so our Econom-
ic Manifesto includes many of
the objectives appearing in the
Picard Report, the Board of
Trade’s 1989 economic orienta-

TR ARG < 3 By VL 8T B
A O oy -

w

tions, and documents prepared
for the 1996 Summit on
Employment and the Econo-
my.

We aim to work more close-
ly than ever with organizations
and partners in our economic
community to ensure that the
goals outlined in this program
are actively pursued as part of
a concerted effort - a sort of
“permanent fast track” for the
socio-economic development
of our city.

Photo: Johanne Ps

MANIFEST LEADERSHIP

Leadership Montréal, the
Board of Trade’s new journal, is
offering you an insider’s look at
this action program. A more
detailed version will be submit-
ted to our partners in the com-
ing days with a request for
their comments and sugges-
tions.

The Board of Trade has no
illusions about its ability to
carry out such an ambitious
plan by itself, but it intends to
channel all its efforts and those
of its members in the same
direction. We believe that our
enthusiasm and determination
to act cannot help but translate
into strong and effective lead-
ership.

André D. Godbout

Continued on page 4 B

AN INDUSTRY

IN FULL

FLIGHT

Greater Montreal -
an aeronavutics hub

BY JOELLE GANGUILLET

f there is one
| Canadian sector
or industry that
is outpacing its
U.S. counterpart
by a wide margin, it is the
aerospace industry. In fact,
from 1986 to 1996, the Cana-
dian aerospace industry grew
by a phenomenal 140%, com-
pared to the relatively low 6%
posted south of the border.
What is behind this achieve-
ment? What has made Montre-
al an aerospace capital of the
world? How is the industry
structured? And what are the
major factors underlying its
success? These questions and
more will be answered in the
following pages, as we take an
in-depth look at this high-
growth industrial sector.

Canada’s objective: rank
fourth in the world by the
vear 2000

The economic strategies of
the world’s most advanced
industrial nations have one
thing in common: they are all
based on the technologies dri-
ving the “new economy.” In
this regard, Canada occupies
an enviable position among G7
countries. With annual sales of
12.5 billion in 1996, Canada’s
aerospace industry is the sixth
largest in the world, behind
Japan, Germany, France, Eng-
land, and the U.S.

There are many factors
underlying the rapid expan-
sion of Canada’s aerospace
industry. A stable economic
climate, a weak Canadian dol-
lar, a qualified work force, and

major R & D investments are
among those cited by the Aero-
space Industries Association of
Canada (AIAC). “All of these
elements contribute to the
success of our industry. The
weakness of the Canadian dol-
lar certainly helps our exports,
but our competitive ability is
also related to our exceptional
productivity,” explains Car-
men Lloyd, president and chief
executive officer of Marconi
Canada.

L. David Caplan, president
of Pratt & Whitney Canada,
agrees that Canada’s aerospace
industry is a past master at the

$ BILLIONS
150 £

146

120

90 i

game. “Our current and future
successes are tied to our abili-
ty to innovate and capitalize
on the niche approach,” he
notes. In fact, the industry now
targets high-growth commer-
cial markets for which it has
developed unique products:
corporate and regional jets,
civil helicopters, gas turbines,
and flight simulators.

The industry focusses on
external markets, now export-
ing 72% of its production - pri-
marily to the United States.
Since 1990, exports to the U.S.

Continued on page 3

Sales of the world’s 6 largest aerospace industries 1997

Source: Aerospace Industries Association of Canada
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have increased by 21%, while exports
to other foreign markets have jumped
by 91%. According to the AIAC, com-

AEROSPACE

also in Quebec - Greater Montreal, to be
exact - that 70% of Canadian aerospace
R & D is carried out. Some $600 million

An essential ally
“The Canadian government’s com-
mitment to supporting research and

President bined industry sales should approach is invested here each year, representing development in the aerospace industry

André D. Godbout $17 billion by the turn of the century, more than 10% of the total sales posted has encouraged us to increase our own
putting Canada in fourth place in the by Canada’s aerospace industry. participation by more than 50% over the

Publisher world, ahead of Germany and Japan. past two years,” explains David Caplan

Frangoy Roberge 2 R & D: the name of the game of Pratt & Whitney Canada.

Editor Quebec - the industry hot spot The Canadian aerospace industry Technology Partnership Canada has

Manon Gravel

Editorial assistant
Eileen Murphy

Production and

In the past ten years, the aerospace
industry has made giant strides in
Quebec. In 1985, the province account-
ed for 43% of aerospace activity in Cana-
da; it now accounts for almost 56% of
that activity.

owes its leadership position to its on-
going investments in research and
development. These investments are
essential to the design and development
of new products and the penetration of
new markets. Pratt & Whitney sets an

supported some twenty programs since
April 1996. Bombardier received 887
million to develop the CRJ-700, a 70-
passenger regional airliner; Pratt &
Whitney Canada received $147 million
(25% of the total development costs for

adve.rtlsing asIstart Quebec is the home of industry lead- impressive example in this regard, rein- its new motor, the P W150); and CAE
Sylvie Paquette ers such as Bombardier Canadair, man- vesting 22% of its sales. “The develop- Electronics was granted $32 million for
Publicity ufacturer.' of corpora'te and re%ional Jets; ment of an aircraft motor requires a new visual system, the VISTEC, used
Johanne Gagné Bell Helicopter Textron, designer and Tavesthienis o between 2300 aud £500 in its flight simulators.

Design and production
Communication SRVA
international inc.

manufacturer of helicopters; Pratt &
Whitney Canada, manufacturer of air-
craft motors; and CAE Electronics, man-
ufacturer of aircraft simulators. And it is

million. It takes three or four years to
reach the market and does not begin to
earn a profit for another ten or fifteen
years,” explains Jose L. Jacome, the

Quebec’s $10 million Fonds d’in-
vestissement du secteur aérospatial was
created last October to speed up the
completion of certain projects. For

Pre-press company’s public example, AlliedSignal Aérospatiale

i Mé&di = relations manag- Canada was granted a $4-million loan to
BRILEHccia Sules by region Illld % 0' 'Ofﬂl Cﬂllﬂdiﬂll snles er, illustrating the modernize its factory in St. Laurent, a
Printer - importance  of five-year project that will cost a total of
Imprimeries Transcontinental Quebec Ontario such investments. $20 million.

S S T Bombardier Industry representatives agree that
Subscnp.txon fee 1985 $1.9 billion (43 %) $2 billion (47 %) Gl A e T
Reoi0iismnn) oten er company that tial if the industry is to continue to
ISSN 1480-4638 invests enormous expand, pointing out that Technology

1996 $6.3 billion (56 %) $4 billion (35 %) sums in develop- Partnership Canada supports only one
Legal deposit

National Library of Quebec
National Library of Canada

Source: Aerospace Industries Association of Canada

THE GREATER MONTREAL LEADERSHIP NETWORK

A POOLING OF OUTSTANDING

ment. It has spent
$400 million on
the Global Express,

third of all R & D projects. “The aero-
space industry is evolving rapidly. Some
foreign governments allocate billions of

Global commercial market share of industry leaders

Bombardier
Bombardier

Bell Helicopter Textron

35% heavy business aircraft
42% regional aircraft

50% helicopters

BENEFITS FOR MEMBERS

Pratt & Whitney 35% turbines
Since January 1998, the membership cards of the Board of Trade of Metropol- CAE 75% simulators
itan Montreal, of the Electronic Commerce Institute of Quebec and of the World : :
Trade Centre Montréal open many doors. This is the result of an agreement Messier-Dowty 60% landing gear

whereby the Board of Trade and its affiliates, while remaining distinet, now offer

a common membership yet the fee remains unchanged. Source: Presentation by Pratt & Whitney Canada

The Network created by the three organizations will be referred to as the
Greater Montreal Leadership Network. A joint promotional brochure will become
available over the next few days to promote these organizations and enhance the
perception of their value and usefulness.

Offer of services is unique in Quebec and Canada

The Network will become the largest regrouping of business interests in the
metropolitan area. It will offer its members a unique range of services without
parallel in Quebec or Canada. These services include many privileges such as:
discounts on car rentals and hotel reservations in Quebec and throughout the
world, group insurance and disability insurance for SMB’s and the self-employed
workers, discounts on gasoline, top-notch business luncheons, contact clubs,
conferences, seminars, breakfast meetings, golf tournament, training in tech-
nologies and exports, electronic trade and transactions, access to computer net-
works and the list goes on.

The Network will give its support to all economic activities in the metropoli-
tan area and, specifically, it is committed to help its members in matters of tech-
nological evolution and achieving success on international markets.

The three organizations working together within the Network will remain
independent and individuals or companies may participate in the activities of
only one of these organizations if they so desire. However, adding up the benefits

provided by each of these organizations translates into a size-
able advantage for companies and especially SMB’s, micro-
4 companies and the self-employed workers.

q ]

Cnamopte de commerce
du Mantiéal mélropoiitan
Board of Trade

al Met-opolitan Montreal

INSTITUT

a business airplane that will hit the mar-
ket in 1998. CAE Electronics invests
16% of its income in R&D, an activity
that employs almost one quarter of its
staff.

dollars to companies in this sector. Gov-
ernment funding is absolutely essential
to counterbalance the grants awarded
our competitors,” insists Jacome. ®
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editorial

LEADERSHIP
MONTREAL

STRONGER LEADERSHIP FOR THE
BUSINESS COMMUNITY:

THE BOARD OF TRADE ACQUIRES
NEW TOOLS

You are holding in your hands the first edition of the Board of Trade of Met-
ropolitan Montreal’s new information tool. This monthly journal (which may be
published more frequently in the future) is called Leadership Montréal - a
name chosen to reflect our commitment to providing strong leadership for all
members of the business community and other economic players working to
enhance the well-being and prosperity of our city-region - a dynamic metropo-
lis facing unrelenting competition from city-regions throughout the world - not
least Toronto, the new super-city to the west.

Every month, Leadership Montréal will provide about 150 % more editorial
content than did its predecessor, Montréal Plus. You will find more information
about the region’s economy as well as news from the Board of Trade, its com-
mittees, and our economic partners.

Leadership Montréal will be known as the voice of the Greater Montreal
Leadership Network.

A network of concrete alliances

The Greater Montreal Leadership Network is first and foremost the Board of
Trade and its affiliates. The Board of Trade, the Electronic Commerce Institute
of Quebec, and the World Trade Centre Montréal now offer combined mem-
berships. Joining one of these organizations automatically provides access to
the other two and their services.

For our members, this means additional services in the areas of exports,
international trade, and technological advancement as well as access to a larg-
er network providing pertinent information, activities, missions, specialized
training, and international financial privileges.

Naturally, this new network also incorporates Board of Trade services and
affiliates: Parking Montreal, the Fonds Ville-Marie, and Info Entrepreneurs, a
business-information centre providing companies with first- and second-line
information about all government programs available to them.

Leadership Montréal will also provide information about Board of Trade
allies and partners such as Montréal International, Montréal TechnoVision, the
Institute of Design Montréal, Aéroports de Montréal, COPIMM, the CRDIM, and
the Hellenic Board of Trade of Greater Montreal. Our journal will be distributed
to more than 15,000 decision makers throughout the Greater Montreal area
and will also be available at some local financial institutions.

Economic leadership
A manifesto, a forum, and a trend chart

The Board of Trade of Metropolitan Montreal is committed to fulfilling its
role as a driving force for action and change in the region. To maximize the
input of the economic community into the creation of our collective future, we
will establish an informal forum at which our partners will be invited to help
accelerate the rate at which issues with a major impact on our region’s eco-
nomic well-being are resolved.

This forum will be called Leadership Montréal. Many of our partners and
allies have already indicated their interest in participating in such a consensus-
building initiative at the regional level.

We also plan to create a trend chart monitoring the quality of life and eco-
nomic vitality of our metropolis; from time to time we will publish key data
indicating the progress made toward achieving certain goals.

These goals, which the Board of Trade hopes and believes will be shared by
its partners, are outlined in its Economic Manifesto, which is summarized in
the following pages.

This year, and in the years to come, the Board of Trade will become increas-
ingly active, encouraging its members to provide strong leadership within the
community and work towards the achievement of sound goals that politicians
alone cannot always reach or pursue with the necessary boldness and deter-
mination.

Leadership Montréal is the continuous current we plan to generate without
interruption and distribute throughout our economic community.

In many ways, this journal will be the voice of the business community, of
the entrepreneurs who create jobs and prosperity, and of a community con-
cerned about its future - in short, of each and every one of us!

André D. Godbout

= Leadership Montréal

MANIFEST

Continued from page 1

THE FIVE PILLARS OF GROWTH:

1. Support the development and
upgrading of human resources

In today’s knowledge-based economy,
the quality and relevance of our popula-
tion’s education and training will play a
crucial role in the success and econom-
ic development of our society.

The metropolitan area must provide
an open, stimulating environment if it is
to become a permanent international
growth centre for workers and
researchers in strategic fields.

We must therefore:

e ensure an optimal flow of graduates,
particularly into high-tech and scien-
tific sectors;

e promote closer cooperation among
the education and training sectors
and the workplace;

e improve our ability to attract and
retain workers in strategic fields;

e increase the effectiveness of pro-
grams to train the unemployed and
integrate them into the job market.

2. Strengthen our innovative
economy

The metropolitan area boasts numer-
ous universities, public and private
research laboratories, and high-tech
companies.

Our academic and fiscal frameworks
are still very favourable to the develop-
ment of innovation. But we must ensure
that our innovative economy is not
allowed to deteriorate and strive to
make it even more dynamic.

We must therefore:

e educate researchers about the com-
mercial potential of their research;

e facilitate technological transfers
between research institutions and
companies;

e promote the expansion of companies
in the new economy and the modern-
ization of traditional industries;

°* make high-tech research equipment
and infrastructures more readily
available;

e improve the trust relationship
between workers and managers to
facilitate rapid technological evolu-
tion.

3. Promote Montreal’s integration
into major international
business networks

The Free Trade Agreement between
the Americas will take effect in 2005.
Montreal is home to 53 international
organizations, and we must stress its
international character.

We must therefore:

e work steadfastly to reposition the
metropolitan area in business net-
works involving our most dynamic
industries, both locally and interna-
tionally;

* bring together the various communi-
ties that form our city’s rich cultural
tapestry and benefit from their inter-
national connections and influence;

e strengthen ties with expatriate Mon-
trealers;

1

e capitalize on the city’s bilingual and
multicultural character;

e work to improve Montreal’s image on
the international stage.

4. Create a positive socio-
economic environment

To compete with other major city-
regions around the world, Greater Mon-
treal must offer all the benefits of a great
metropolis: an exciting cultural scene,
institutions of higher learning, quality
health care, a clean, safe environment,
and world-class entertainment.

We must therefore:

e establish a competitive fiscal and reg-
ulatory environment;

e provide high quality municipal ser-
vices at competitive prices;

o develop and consolidate transporta-
tion, communications, and telecom-
munications infrastructures;

e support the development of sports
and cultural activities;

e revitalize the downtown core and the
central city;

o streamline the administrative frame-
work to better focus initiatives.

5. Encourage key public and
private players to work
together constructively

All of the players working for the eco-
nomic development and success of the
metropolitan area must coordinate their
efforts and strive harder to enhance its
competitive edge and ability to attract
workers and businesses.

We must therefore:

e ensure that economic players work
together closely to crown major ini-
tiatives with success;

e ensure greater cooperation and con-
sensus in neglected sectors of our
economy;

e reinforce the contributions of our
leaders;

e ensure that the greatest possible
number of people are working togeth-
er systematically and on an on-going
basis to meet the fundamental needs
of our region.

The Board of Trade submits these
objectives to its partners. It is ready to
work with them to support each and
every effort aimed at meeting these goals
in the coming years.

A socio-economic trend chart

To help ensure that these objectives
are translated into action, the Board of
Trade will publish a trend chart to mea-
sure key indicators of Greater Montreal’s
economic vitality and quality of life.
Over the next few months, we will mon-
itor these indicators and compare them
with those of successful city-regions
around the world. ®
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THE EDI INSTITUTE OF QUEBEC BECOMES
THE ELECTRONIC COMMERCE INSTITUTE

This January, the EDI INSTITUTE OF
QUEBEQ changed its name to the ELEC-
TRONIC COMMERCE INSTITUTE OF
QUEBEC. The Internet and electronic
commerce are international phenome-
na, affecting the way business is done
around the world. If Quebec is to main-
tain its position in the global market-
place in the next century, our compa-
nies and organisations must keep pace
with emerging technologies. It is essen-
tial that SMB’s in Greater Montreal and
the rest of Quebec take full advantage of
these technologies and use them to
leverage their economic, cultural, and
social development. The Institute is an
acknowledged leader in the field of EDI,
providing a wide range of awareness,
training, research, and implementation
programs. It began promoting the shift
to electronic commerce last spring and
plans to redouble its efforts in this area
in the coming year.

A must for all companies

Until very recently, electronic com-
merce (EC) basically meant EDI - or
Electronic Data Interchange. Its main
purpose was to simplify the transfer of
funds. administrative documents, and
other information from one commercial
partner to another.

But the scope of electronic commerce
has broadened considerably. With the
advent of networks - such as the Inter-
net - that are easily accessible to the
general publie, electronic commerce has
expanded to include not just companies
but all consumers.

In many sectors, the most forward-
looking companies are developing appli-
cations allowing them to offer their cus-
tomers a wide range of services elec-
tronically. These include catalogue
sales, banking and financial services,
and the sale of products in digital form
(software and reference documents).

The electronic market - a new market
composed of consumers who buy prod-
ucts and services electronically - is
emerging. The most striking characteris-
tic of this market is the exponential rate
at which it is growing. When transac-
tions between companies are factored
in, many analysts believe this market
will reach the very respectable size of
USS600 billion by the year 2000. In fact
the research firm Input estimates that
Internet catalogue sales alone will total
USS8165 billion by that same year.

Of course, the electronic market will
grow at the expense of more traditional
venues, and suppliers of products and
services should consider how these new
“cyberstores” will affect their own busi-
nesses. In most cases, they would do
well to see how they can use this new
market to maintain and enlarge their
own customer base. No-one expects the
electronic market to completely replace
other distribution methods, but it will
clearly play an expanding role.

The rapid growth of the electronic
market will have an especially strong
impact in Quebec, where exports - par-
ticularly to the U.S. - are an important
economic factor.

Electronic commerce applications
should definitely be an integral part of
every company’s long-term strategy.

partners

The situation in Canada

In Canada, electronic commerce
applications are used primarily by major
corporations. In a recent survey, 88% of

Dominique Levesque,
President and general manager

companies with more than 500 employ-
ees reported using one or more tech-
nologies associated with electronic com-
merce. On the other hand, only 28% of
companies with fewer than 20 employ-

ees rely regularly on such technologies,
and this figure is even lower in Quebec.
(Electronic Commerce Research Pro-
ject).

Experts agree that Canada is lagging
behind the U.S. when it comes to elec-
tronic commerce, with most noting a
delay of between 12 and 18 months.

Continued on page 19
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A BUSINESS COMMITMENT

BUSINESS SOLUTIONS THROUGH INFORMATION TECHNOLOGY' "

CGI offers you a firm commitment. No compromises. That’s why we put
as much energy into understanding the industry in which you operate as
we do in keeping up-to-date with the latest technology. This means that
you work with professionals who understand your industry, who are part

of it, and who are always aware of the latest developments.

CGl

Montreal: (514) 841-3210
THE STRENGTH OF COMMITMENT
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Institute of Design Montréal

- MORE THAN A MILLION AND A HALF
DOLLARS INVESTED ANNUALLY IN MONTREAL
DESIGN SINCE 1993

Since September 1993, the Institute
of Design Montréal, (IDM) has offered
over 81.5 million a year through contri-
bution programs to stimulate applied
research in design to designers and com-
panies primarily in the Greater Montre-
al region. The IDM founded with the
constant support of the Board of Trade
of Metropolitan Montreal, was officially
inaugurated in 1993. Also, it dissemi-
nates the research results through publi-
cations and through supporting exhibi-
tions. These include travelling exhibi-
tions designed to showease Quebec cre-
ations abroad. The IDM also awards
prizes for design excellence and has cre-
ated an apprenticeship program for uni-
versity graduates in design. Lastly, the
IDM works to form strategic internation-
al alliances for organizing joint activi-
ties, conferences and international com-
petitions.

A million dollars to stimulate
applied research annually, 131
jobs created

Part [ of the Program to Stimulate
Applied Research in Design (SARD) is
exclusively for designers, partnerships
between designers and companies, and
companies with an integrated design
service. Its aim is to encourage the real-
ization of projects focused on the design
and development of innovative products
or the improvement of existing products
through design quality (including design
tools) primarily by small- and-medium-
sized companies in the Greater Montre-
al region. Contributions may amount to
50% of the project’s eligible costs, to a
maximum of 8100,000. Projects may
last up to one vear.

This program targets design products
in the industrial and fashion domains
primarily but may also cover design
products associated with architecture,
landscape architecture, interior design,
graphic arts, multimedia production and
city planning.

Each year, there are three invitations
for proposals, one each in March, Sep-
tember and December.

The objective of the SARD program’s
second section is to stimulate and foster
multidisciplinary applied research in
design projects. These projects require
not only the involvement of several
stakeholders in design and related disci-
plines but also in-depth studies of com-
plex issues. Depending on the nature of
the research, a pilot project may be
included in the process to help deter-
mine the project’s feasibility and better
define the issue. Although assistance in
the form of a financial contribution may
reach up to $150,000 it may not exceed
50% of the project’s eligible costs. Up to
10% of the Institute’s total contribution
may be allocated to conducting the pilot
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project, but may not exceed 50% of the
eligible costs of the pilot project. The
maximum duration of this type of pro-
ject is two years.

This part of the program is for univer-
sity professors and partnerships
between designers and companies who

-

are interested in investing in applied
research in design and being involved in
large-scale projects requiring multidisci-
plinary input and, if need be, collabora-
tion between the public and/or private
sectors and the educational institutions.
It addresses primarily small- and-medi-
um-sized companies in the Greater
Montreal region in particular.

Only one annual invitation for pro-
posals is issued in September.

IDM prizes: up to $80.000 each
year

These prizes are awarded for design
products that highlight the excellence
achieved by Quebec designers and com-
panies. Prizes of 85,000 are awarded to
the winners in each of the six different
design product categories and a Grand
Prize of 825,000 is given for the best
overall product chosen from among the

six laureates. An additional prize of

825,000 is awarded to the winner in the
best research project category, for a
total of 880,000 in prizes. All laureates
also receive a trophy and the right, when
advertising their product and company,
to use the Institute of Design Montréal
Award in the form of an official seal indi-
cating the nature of the prize.

All the finalists and laureates are the
subject of an article in a special supple-
ment to the magazine L'actualité. To fur-
ther enhance the visibility of the com-
petition and its winners, the Institute
has made an agreement with the TVA
television network to broadcast a spe-
cial program presenting the finalists and
announcing the name of the Grand Prize
laureate. In 1996, this event was fol-
lowed by an exhibition of the winners’
and the laureate’s projects at the
McCord Museum in Montreal.

These Awards of Excellence are open
to all design products marketed within
the two years preceding the announce-
ment of the competition that were
designed in Quebec by a designer, a
partnership between a designer and a
company, or by a company with an inte-
srated design service. Products are eval-
uated by a jury composed of accom-

plished members of the international
design and business communities.

Apprenticeship program for uni-
versity graduates in design

$620,000 in grants to employers, 116
jobs created

Since 1995, the IDM. in collaboration
with Human Resources Development
Canada, has offered an apprenticeship
program for university graduates in
design. This program has multiple aims:
first, to stimulate the creation of perma-
nent jobs in the design sector; second, to
offer university graduates the opportuni-

ty of gaining solid work experience; and
third, to foster the development of a
design culture in all types of businesses
by enabling them to experience the sig-
nificant advantages of added value and
enhanced competitiveness through the
use of design. The Institute offers the
emplover a contribution equal to 35% of
the apprentice salary.

In that first year, the Institute’s pro-
gram created 15 apprenticeships and in
1996, another 29. In 1997, the number
of apprenticeships created by the Insti-
tute rose to 72. More than half the
emplovers tend to retain the services of
the trainee after the apprenticeship
period, =
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SOUTHEAST ASIA FINANCIAL CRISIS TO
HAVE AN IMPACT ON YOUR INVESTMENTS

1998 WON'T BE A YEAR FOR STOCK MARKET MIRACLES

BY ALAIN KRADOLFER

North American stock markets most-
ly remained on a rising trend throughout
1997, although recent months saw some
setbacks. According to prominent mem-
bers of our investment community
reached by Leadership Montréal, the
economic situation will remain favour-
able in 1998, but this will not be a year
for stock market miracles.

The financial crisis that spread like
wildfire throughout Southeast Asia's
financial markets this last fall is beyond
any doubt the year’s most significant
event for our stock markets, even
though it took investors and portfolio
managers by surprise. It was understood
that stock markets in Hong Kong or Sin-
gapore were volatile; it was known that
Tokyo’s Nikkei Index reflected Japan's
economic malaise; but neither Ameri-
cans nor Canadians were prepared for
Asian stock market crashes and accom-
panying steep currency devaluation.
“We did not know Asia enough,” says
brokerage firm Lévesque Beaubien
Geoffrion's chief economist Robert Nor-
mand. “We were more preoccupied by
government deficits and by European
economic integration, the Maastricht
Agreement and the new Euro currency”.

It appears now that the financial tur-
moil in Southeast Asia is seen by the
investment community as a new ele-
ment and analysts place it at the top of
their concerns. “We are increasingly
becoming aware of the significance this
crisis has for our investments markets”
continues Robert Normand, “and its
impact is more serious than we thought
initially.” He goes on to explain that, for
the past five years, fully one-half of the
world’s growth was achieved in Asia and
in the United States: “These areas were
the world’s economic engine; and now,
half of that engine is experiencing a seri-
ous breakdown.” Fast-paced Asian eco-
nomic growth was largely based on
investment in production capacity. But
at the same time, domestic consumer
demand always remained weak and,
therefore, in order to sustain the high
rate of growth, the only way was to
export massively.

Quite naturally, North American mar-
kets became the preferred landing place
for these exports. Simultaneously, the
same exporters were heavy consumers
of raw materials. And as Asian econom-
ic activity has very suddenly and sub-
stantially slowed down, the ensuing
weakening of demand for raw materials
is the first consequence we feel here.

At the same time, according to
Lévesque Beaubien Geoffrion’s chief
economist, importing Southeast Asian
manufactured products to North Ameri-
ca is made easier by the devaluation of
Asian currencies. This is the second
consequence, which means increased
competition in North American mar-
kets.

“For the time being, we still ride the
favourable economic momentum, but
the devaluation is not yet being felt
here, and at some point we will feel the

pressure,” explains Robert Normand.

“We're not contemplating any risk of
a recession,” quickly adds Normand,
“but a slowdown in economic growth is
what we must be prepared for; US
growth will slip to about 2.8% while
inflation will remain below 2% and cor-
porate profits growth will ease to 4%.”
This reduction in corporate profits
growth will be a consequence of the very
low level of US unemployment, current-
ly at 4.6% only, which means there is a
looming labour shortage and this is
bound to create upward pressures on
wages.

Canadian dollar hit hard
Just before the holidays, the Canadi-

an dollar dropped below 70 cents US to
a level never seen for over ten years

“This fall is a consequence of the Asian
crisis,” states Robert Normand. The eri-
sis caused a drop in both the value of
and the demand for our natural
resources. Therefore, the value of our
exports is diminishing, while our raw
materials deliveries to the former USSR
remain below normal levels. Moreover,
the Bank of Canada remains quite weary
of inflation, and this, too, puts down-
ward pressure on our dollar.

“Therefore, the impact of the Asian
crisis in Canada is not negligible, espe-
cially where the fall in natural resources
prices is concerned,” continues the
economist. Globally, this impact will
cause the Canadian economy to grow at
a slower rate, or around 3.4% which,

underlines Robert Normand, “is not bad,
especially with the current environment
of zero deficits and practically no infla-
tion.”

Will expected corporate profits
materialize?

“The corporate profit expectations
reflected by the stock market are too
high,” warns Lévesque Beaubien Geof-
frion’s chief economist, In his opinion,
this is the major roadblock for the stock
market in 1998. He does not think the
profit levels expected by analysts will be
reached and he offers the banks’ huge-
profits growth as an example: “It will be

very difficult to sustain such a rate of

growth,” says he.
But all market watchers are not unan-
imous. In Toronto, Dunnery Best, senior

vice-president and co-chair of the
Investment Strategy committee at Mid-
land Walwyn, sees things differently.
“We still have pretty good values in the
stock market,” he explains, adding that
Canadian economic growth will contin-
ue, although at a slower pace than 1997.

For Dunnery Best, the Asian crisis
impact will be much milder than cur-
rently anticipated. He points out that
domestic consumption growth is posi-
tive and that if 43% of our Gross Domes-
tic Product is made up of trade, 83 per-
cent of our trade is with the United
States versus only 3.2% with Japan, plus
a similar percentage for all other South-
east Asia countries combined. “There-
fore,” states Midland Walwyn’s senior

vice-president, “the impact of the
Southeast Asia crisis is much smaller
than we think.”

e also expects corporate profits to
rise in 1998. “For the time being, stock
prices are not as extravagant as they
were a few months ago.” And he points
out that inflation is virtually non-exis-
tent.

“The prospects may not be as bright
as they were six months ago,” adds Dun-
nery Best, “but they are still good. Also,
the low Canadian dollar is good news for
our exports; there are no longer worries
the dollar is too high. This is extremely
positive,” asserts the expert.

“Almost every possible measurement
of the economy is positive and the low
commodity prices are good for our man-
ufacturers - but not for the producers.
Anyway, | feel commodity prices are at
the bottom now,” explains Midland Wal-

wyn'’s strategist.

In such an environment, Dunnery
Best sees a target level of 7,800 for the
TSE stock index in 1998, and he gives
emphasis to financial sector stocks, giv-
ing as an example the Royal Bank,
whose shares are traded at 11.7 times
estimated 1998 profits. He adds:
“National Bank shares are also very
cheap at 10,8 times estimated 1998
profits.” His other favourites include
Baton Broadecasting in the communica-
tions sector, Abitibi Consolidated in nat-
ural resources and in the retail sector,

Continued on page 8

I I IImmmmmmmmmmIIIImIIII YOO e N e ., .,  "mMmMmMmMMmmmmmMmMmmmmmmMmmTT™™Tr

Leadership Montréal

7

February 1998

Photo: Montreal Ex



{:OI'UIT\

Continued from page 7

Provigo, which he describes as another
very cheap stock to buy.

Dunnery Best’s optimism is in con-
trast with the defensive attitude of
Lévesque Beaubien Geoffrion: Robert
Normand recommends that portfolios be
diversified with 40% in bonds and
debentures, 40% (instead of the usual
55%) in stocks, with a 20% cash reserve
to be used to scoop up more bonds at

bargain prices in case of a market upset
or if a correction happens.

Quebec stocks under the spotlight

Valeurs mobiliéres Desjardins, explains
analyst Louis Wermenlinger, mainly fol-
lows Quebec growth stocks. He agrees
that the Southeast Asia crisis has an
impact on raw materials prices and he

also thinks Ottawa will continue to
apply its anti-inflation preventive medi-
cine by increasing the short-term inter-
est rates. “This will mean long-term
rates will experience a drop, because an
influx of capital toward longer maturi-
ties will depress the rates,” says Louis
Wermenlinger.

But the Valeurs mobilieéres Desjardins
analyst’s primary interest is the Quebec

concurrentielles.
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new economy companies. ‘One must
use slightly different criteria when look-
ing at these companies from an invest-
ment point of view. In traditional sec-
tors, what mostly counts is good profit
ratios and strong book values, but in the
new economy, you want to look for good
sales and market growth prospects and
vou must understand the specifications
of the products or services.”

For example, in the case of biotech-
nology stocks, one must understand
there is a very long development lead
time as product approval, for instance
with preseription drugs, requires 6 to 10
years. Therefore, the potential investor
has to find out at what stage of the
approval process a product is, he must
assess the target market and its size,
evaluate the quality of the scientific
team and of management, and deter-
mine the probabilities of the new drug
finally reaching the marketing stage.
Then, it is a matter of figuring out what
the overall chances are. “But, in the
meantime, these companies operate at a
loss,” warns Louis Wermenlinger.

In the information technologies
industry, one must look for the capaci-
ty to renew the product line, because
their life eyeles are very short, or any-
where between 6 months to a year and a
half. The sector of services and out-
sourcing is very strong. In fact, one of
1997 stellar performers in the stock
market is an information technologies
services and outsourcing leader, The
CGI Group, where BCE is now a major
shareholder and will gradually increase
its stake to a controlling interest. “Such
explosion in the price of a stock, as hap-
pened with CGI, is difficult to foresee,”
admits the Valeurs mobilieres Des-
jardins analyst. “This company had a
good - though not steady growth rate;
then there was a move by CGI to enter a
strategic alliance with Bell Canada and
other partners, as well as a number of
acquisitions. Anyway, the growth in the
outsourcing sector was quite pre-
dictable, and it is not over yet,” says
Louis Wermenlinger who, however, has
not vet identified who the next CGI
Group will be in 1998.

The analyst’s favourite stocks is a
pick of Quebec’s best companies that
includes Groupe Jean Coutu, Richelieu
Hardware, Shermag, CGIl, Groupe
Laperriere & Verrault, Transat, Bom-
bardier, ADS, IPL. And for the biotech
sector he adds: Diagnocure, Haemacure
and Ibex.

Carefully choosing where to invest

The year 1998 is starting off as a good
year for investors who will carefully
choose the type of investment likely to
offer attractive returns and capital gains
in the context of a positive but slower-
growing economy.

There is no expectation of a 1998
stock market or interest rates surge.
Therefore, the wise investor will be
selective, avoid over-valued situations
where profit expectations are too high,
and carefully choose growth opportuni-
ties and invest in companies that have
little to suffer from the financial turmoil
in Asia or its impact here. ®
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INVESTING WITH A VIEW TO THE LONG-TERM
IS THE PATH TO FINANCIAL SECURITY

By ALAIN KRADOLFER

Securing a financial worry-free
future through investing: this
objective is within reach if you
manage your personal affairs
carefully and if you think long-
term.

Investing is not merely “playing the
stock market.” Rather, it is a question of
strategy, of planning, that requires a
sturdy foundation to build upon. “The
first step is to get your personal financial
matters fully under control,” says
Hélene Gagné, registered financial plan-
ner and mutual funds representative
with Gagné Morin & Associés, affiliated
with the Courvie group. “One should
manage his or her personal financial
affairs the same way a business is man-
aged, with a business plan!”

The beginning of the year is the per-
fect moment to assess whether you have

gained ground during the preceding
year. Also, it is time to re-balance your
portfolio: for example, the proportion of
stocks in your portfolio may have
become too heavy due to the rising
stock market in 1997. This may increase
the overall risk level of your portfolio
and you should then readjust the pro-
portions of the various types of invest-
ment you hold.

Step one: repay your debts

“Repay your debts,” urges [éléne
Gagné, “and find out now how much you
will contribute to your RRSP and other
types of investments; then, start invest-
ing immediately. Do not wait for the end
of the year because, in most cases, you
will not then have the cash at hand.
After all, it is so true, one spends and
suddenly finds a shortage of cash flow to
make a full RRSP contribution,” warns
Héleéne Gagné.

Step two: protect your main asset

“Your main asset,” explains Héléne
Gagné, “is your capacity to generate
income from your work.” This income
is your primary source of funds to be set
aside for investment, and the best pro-
tection for this main asset is disability
insurance. “Of course, it is expensive,”
concedes Héléne Gagné, “but you must
keep in mind that group disability insur-
ance benefits are limited by a ceiling
which is low and totally inadequate for
upper level management - people whose
lifestyle is often expensive.”

And then, universal life insurance

Once you have planned your RRSP
contributions to the allowed maximum,
you may well consider universal life
insurance. In this type of contract, the
premium is split in two portions, one to
pay for the life insurance coverage, the

other to accumulate capital - the cash
surrender value. The income from this
capital is non-taxable. This advantage
becomes even more attractive when you
transform this accumulated capital in a
rather creative way. Once the insurance
policy has been in force for some 14
years, according to Héléene Gagné, you
can ask the insurance company to trans-
fer it to a financial institution that will
give you a loan where the interest is cap-
italized, with your cash surrender value
as a guarantee. You may then take the
entire amount at once, or get monthly
payments. Of course, this is tax-free:
you do not pay taxes on money you get
from a loan!

When the policyholder dies, the ben-
eficiaries receive the insured capital and
the financial institution uses the cash
value to repay the loan, then pays out
the balance, if any, to the rightful heirs.

“Reaching financial freedom requires
planning,” insists Hélene Gagné. High
income alone is not a guarantee for
financial security; you must protect that
income and invest your cash flow for the
long-term - especially when you do not
contribute to a company pension plan. B

MORE BREAKFAST
MEETINGS ON
THE HORIZON

On February 19, the Board of Trade’s
SMB committee will host a special pre-
sentation at the Saint James’s Club as
part of the Perspectives breakfast series.
As we all know, Montreal is becoming
increasingly popular as a location for
local and foreign producers of both film
and television. On this occasion, two
experts in the field - Pierre Lampron,
president of SODEC, and Francois
Macerola, executive director of Telefilm
Canada - will discuss the implications
for our city and how SMB’s can benefit
from this situation.

On March 12, the Urban Develop-
ment and Housing committee will host
Carole Robert, president of Construct
Québec International, at the Mount
Stephen Club. Exports represent a sig-
nificant economie growth vector for the
Montreal economy, and Ms. Robert will
discuss the true export challenges faced
by SMB’s in the housing and construc-
tion industries.

Two fascinating presentations you
won’t want to miss. M

Our sponsors:
3M
Bell

Brouillette Charpentier Fournier
Dozois Fortin

Commerce

Federal Office of Regional
Development (Québec)

Ilydro-Québec
Lévesque Beaubien Geoffrion

Royal Bank

FURTHER TO VISION 2001

NEW BOARD OF TRADE
FEE STRUCTURE

In March 1998, the Board of Trade of
Metropolitan Montreal will modify its
new membership fee structure as part of
the new strategic direction taken this
January. These modifications take into
account the changing business world
particularly the growing number of
microbusinesses and self-employed
workers. The goal is to offer a uniform
fee structure that is fairer for everyone
and still much lower than the member-
ship fees posted by similar organisations
in Toronto, Vancouver, Calgary or else-
where in large American urban areas.

During the Board of Trade’s strategic
planning process, much attention was
paid to studying its fee structure. We
came to several conclusions, especially
regarding the cost per individual dele-
gate and the ratio between small -and-
medium-sized businesses.

“We will use this new fee structure as
a tool to develop specific benefits for the
various categories of members of the
Board of Trade,” points out André God-
bout, senior executive vice-president,
Lévesque Beaubien Geoffrion and presi-
dent of the Board of Trade. “Our mem-
bers have big expectations and as we
gear ourselves to meet them, we are now
implementing these changes. Also, con-
tributing to the development of our
7,000 members means we support at the
same time the economic development of
the Greater Montreal area.”

Also, please note that the Board of
Trade has many new plans for 1998. In
addition to its Economic Manifesto, the
Board of Trade intends to strengthen its
bonds with the Electronic Commerce
[nstitute of Quebee and the World Trade
Centre Montréal. Furthermore, it will
distribute to all members its new journal
Leadership Montréal, a current affairs

newspaper published ten times a year.
Also, all existing privileges enjoyed by
members will be scrutinized and upgrad-
ed as necessary and a major survey is in
the works and will give members an
opportunity to actively contribute to the
implementation of their association’s
broad aims and objectives.

Membership fees for corporate mem-
bers are calculated based on a charge of
$160 per delegate. Those for other mem-
bership categories take the company’s
size and number of employees - and thus
its economic status - into account.

The “major partners” category, which
many of our finest companies have
already chosen to join, will be particu-
larly attractive given that leaders natu-
rally choose to ally with leaders. What-
ever the size of their staff, companies
that choose to take advantage of this
rategory because of their size, promi-
nence in the community, or social com-
mitment, will discover a wide range of

benefits fully justifying their level of
contribution.

Despite the many advantages avail-
able through membership, however -
advantages that we will strive to make
known - the main advantage to members
is, of course the quality of our network
and its credibility as the voice of the
Greater Montreal business community.

In the course of the recent years, the
Board of Trade has been very actively
involved in major public affairs issues
including government deficits, taxation,
legislation on pharmaceutical patents,
sponsorship by tobacco manufacturers,
the issue of the transfer of flights from
Mirabel to Dorval, and many others. In
many respects because of its member-
ship that includes 7,000 business lead-
ers representing over 450,000 jobs, the
Board of Trade is listened to and its
opinion is sought after; this is yet anoth-
er benefit to members and indeed the
entire population. |

Corporate members

Major partners
Flat fee for 10 delegates
$2.100

250 + employees
Flat fee for 8§ delegates
81,280 8320

50 to 249 employees
Flat fee for 3 delegates
8480

5 to 49 employees
Flat fee for 2 delegates

Microbusinesses
(0 to 4 employees)
and self-employed workers
Flat fee for 1 delegate
$160

Associations/Institutional
Flat fee for 2 delegates
$320 8200

Individual members
Flat fee for 1 delegate
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WTC MONTREAL PAVES THE WAY

They say that networking does won-
ders for business. But nothing beats
being put into contact with people.
When it comes to international trade,
the World Trade Centre Montréal
(WTCM) is your ticket. Inaugurated in
1984, it promotes international trade
and encourages commercial exchanges
and business opportunities through its
powerful network which links over 320
cities in nearly 100 countries.

Most recently the WTCM changed its
corporate image and mandate. The new
logo focuses on three elements as
expressed through the layout of the logo
design. They are flexibility, dynamism
and strength. “Due to our unique inter-
national network, the world trade centre
is an obligatory passage for internation-
al business,” declares Benoit Labonté,
president and CEO of the WTCM.

Tapping into forty billion US$

Did you know that forty billion USS$ is
available from international financial
institutions for investment in projects
within emerging economies? Unfortu-
nately, this business opportunity is little
known by Canadian SMB’s exporting
products and services. For example, for
each dollar invested in international
financial institutions, only eighty five
cents in contracts are awarded back to
Canadian companies. Whereas in
France, for example, each dollar invest-
ed generates seven dollars worth of con-
tracts.

In order to increase the benefits that
Quebec-based companies could receive,
companies need to learn of the proce-
dures and functioning of international
financial institutions. Trade missions are
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a way of learning how to do business
with these institutions. Starting in Octo-
ber 1997, the WTCM organised in col-
laboration with Team Canada, its first
trade mission to the World Bank and the
Inter-American Development Bank in
Washington. The objective of this pilot
project is to get more Quebec-based
companies known by increasing their
contacts with the decision-makers of
these institutions.

These trade missions are geared at
introducing entrepreneurs to an other-
wise impossible to meet group of people.
“Being part of our trade mission means
that you will be put into contact with a
select group of people. And in three days
you will cover a lot of ground. This is
something that you could not necessari-
ly do on your own,” says Labonté.

For each trade mission a sector of
activity is chosen and SMB’s and consul-
tants within this sector are invited to
take part in a three-day mission. In early
December, telecommunications, infor-
mation technologies and computers

of high technology.

Wednesday, February 11, 1998

Come and explore the exciting world

Thursday, February 5, 1998

Normand Balthazard, president of Bio-
Capital - also known as the “searcher for
researchers.” According to the April 1997
issue of Commerce magazine, “sooner or
later, anyone in Quebec’s biotechnology
sector needing money ends up meeting
Normand Balthazard.” BioCapital is the
leading venture-capital company in Que- Cost:
bec specialized in biotechnology. Did you know that more than
40% of Canada’s biotechnology industry is centred here and
that BioCapital attracts Americans to Montreal?

Thomas Brzustowski, chairman of the Natural Sciences and
Engineering Research Council of Canada. This year, the
NSERC is celebrating its twentieth anniversary, and its chair- Gl
Le Groupe Mallette Maheu

man will be delivering his “report to the nation” in Montreal.
Mr. Brzustowski will discuss the impact that twenty vears of
scientific and technological research has had on our lives and
encourage his audience to prepare for an increasingly high-

tech future.

N.B. This talk will be given at the Montréal Bonaventure

Hilton hotel.

Wednesday, March 18, 1998

Jacques Marois, Cirque du Soleil’s vice-
president, technical services, and general
manager for North America. At the Cirque
du Soleil - Quebec’s national treasure -
technology yields the spotlight to more
“human” achievements. Mr. Marois’s talk is
entitled Technology at the service of the

imagination.

Our sponsors

Bank of Canada

members: $28
non-members 837 (plus taxes)
table of 10 members - $250

For information and reservations:
Ghislaine Larose, 871-4000, extension 4001.

Business Development

Lévesque Beaubien Geoffrion
Ogilvy Renault Lawyers
Royal Bank

Bell

were the sectors chosen. Once individu-
als have registered, they are contacted
and an information session is setup,
based on the needs of all participants,
s0 as to enable them to obtain the max-
imum benefits from the trip.

Fernand Croisetiére, representative
for Transcontinental Printing Inc., par-
ticipated in the telecommunications
mission. For him it was important to do
research beforehand in order to learn
about the intricate structure of these
international financial institutions. “The
mission proved to be very fruitful as I
left with many new contacts,” explains
Croisetiére.

Forty percent of the Gross National
Product of Quebec and Canada is in
exports which is the double of most
industrial countries. It is a matter of
putting businesses in touch with coun-
tries that need their expertise. The
WTCM is working on many trade mis-
sion projects throughout the world in an
attempt to showecase our companies
while at the same time meeting a need.
Labonté hopes to see 10 to 12 special
trade missions per year.

“Quebec-based companies have the
desire and the capacity to export,” says
Labonté. And the WTCM offers a helping
hand and an international network that
is already in place. Being a member of
the WTCM offers a multitude of benefits
including a free one-hour individual
consultation with a group of fifteen spe-
cialists within the field of international
trade.

The cyber-link

Through its WTCA on-line, members
of the world trade centres can connect
to a basin of 500,000 world-wide mem-
bers to do import-export business. By
obtaining a special password for the New
York headquarters, you are able to list,
free of charge, an unlimited amount of
notices on a bulletin board so as to sell
your products or services world-wide.
Also of great benefit is the virtual trade
fair which lists a profile of all members
thus publicising your company.

To learn how you can benefit from
what the WTCM has to offer, please call
(514) 849-1999 or consult their Web site
at www.wte-mtl.com. ®

Gouvernement du Québec
Q!p Ministére des Relations avec les citoyens
et de I'lmmigration
‘ Chambre de commerce
. du Montréal métropolitain
Board of Trade
of Metropolitan Montreal

Le ministere des Relations avec les citoyens et de
I'Immigration vous souhaite une trés heureuse année 1998 !

VIA Rail Canada

Become a member of the Board of Trade of Metropolitan Montreal before
- February 28, 1998 and you will be eligible to win a pair of return train tickets
valid for travel anywhere within the Quebec City-Windsor Corridor

Un programme
gratuit pour toutes
les entreprises!

To participate, simply complete and submit this coupon when you join the Board
of Trade. The draw will be held by the Board of Trade on March 8, 1998.

Name: (514) 873-3930
Company: pierrette.giguere@mrci.
(ompuny address: gouv.qc.ca

City: Postal code:

Telephone: Fax:

VIA Rail Canada, partner with the Board of Trade of Metropolitan Montreal.

Québec
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SUBCONTRACTORS

BY JOELLE GANGUILLET

Quebec’s aerospace industry incorpo-
rates some 230 different companies,
which can be divided into three cate-
gories: principal contractors, manufac-
turers, and subcontractors. The majori-
ty of these are affiliated with foreign
companies, with the exceptions to this
rule being Bombardier Canadair, CAE
Electronics, and Spar (principal con-
tractors) and ATS Aerospace (a manu-
facturer).

Principal contractors

In Quebec, there are four principal
contractors that design, manufacture,
and deliver a finished product; these are
Bell Helicopter, Bombardier Canadair,
CAE Electronics, and Spar Aerospace.
Companies such as Pratt & Whitney
(Canada and Rolls-Royce Canada, which
manufacture aerospace products and
market them under their own brand
names, are also principal contractors. In
1996 they posted total sales of almost
$5 billion and employed 21,000 workers
in Quebec.

The government’s gradual withdrawal
from its commitment to funding the
Canadian aerospace industry has forced
it to undergo a restructuring process,
creating partnerships with foreign com-
panies that share risks and development
costs. Bombardier’s Global Express pro-
jeet is an example of the type of consor-
tium now being formed. Bombardier’s
four affiliates - Canadair, Shorts (Ire-
land), de Havilland (Ontario), and Lear-
jet (U.S.) shared the development costs

—

BELL HELICOPTER-
TEXTRON

80% of the world market

Some of the helicopters manu-
factured entirely in Greater Montre-
al by Bell-Textron dominate their
market niche around the world.
This is true, for example, of Bell’s
407 light helicopters, which have
captured 80% of the international
market in their category. Bell
designs and manufactures about
twenty different helicopter models
in North America. Its Montreal
facility is one of its largest in the
world.

‘dossier+

FEATURE ON AEROSPACE

AEROSPACE:
AN INDUSTRY IN FULL FLIGHT

Greater Montreal - an aeronautics hub

THE THREE MAJOR COMPONENTS OF MONTREAL'S AEROSPACE
INDUSTRY: PRINCIPAL CONTRACTORS, MANUFACTURERS, AND

for this new regional jet. Other manu-
facturers also lent a hand to the project:
Mitsubishi designed the wings for the
aireraft and the European duo Rolls-
Royce/BMW provided the power plant.

Manufacturers - indispensable
partners

Principal contractors work closely
with manufacturers that supply special-
ized components and services. These
include AlliedSignal and GE Canada,
which supply engine componentry;
Messier-Dowty and Héroux, which man-
ufacture landing gear; and EG & G, Mar-
coni Canada, and Lockeed-Martin,
which produce electronic components
and integrated systems.

These companies are somewhat
smaller than the principal contractors,
employing between 100 and 1,000 peo-
ple, and they operate their own design
and manufacturing facilities.

Like principal contractors, manufac-
turers also create alliances with other
companies. Marconi Canada, a company
specialized in the manufacture of elec-
tronic components, recently underwent
a restructuring to reorient its operations
toward the commercial sector and begin
developing satellite navigation systems
and satellite antennae.

“In the past two years, our strategy
has entailed sharing technology with our
partners to penetrate new markets. To
remain competitive, we must develop
new produets quickly, and alliances with
smaller, more entrepreneurial compa-
nies can help us achieve that goal,”
affirms Carmen Lloyd, Marconi’s presi-
dent and chief executive officer.

Subcontractors
In Quebec, there are about 200 small-

and medium-sized businesses producing
materials needed by the other two

PRATT & WHITNEY
CANADA

Canada’s engine
builder

Pratt & Whitney has been building
a wide range of motors of its own
design in Longueuil since the Second
World War, These are low- and medi-
um-power gas turbine engines for
small planes, helicopters, and indus-
trial use. The current line-up includes
the PT6 (turboprop and turboshaft),
the JT15D (turbofan), the PW 100
and soon 150 (turboprop), the PW
200 (turboshaft), the PW300 and 500
(turbofan), and the PW 901 auxiliary
power units. The majority of 50- to
100- passenger regional transport air-
craft in the world are powered by
Pratt & Whitney’s PW 100 family of
engines.

groups. These companies are found in
high-tech sectors such as metal machin-
ing, metal covering, heat treatment of
metals, precision casting, and composite
materials. Together, they represent
approximately 153% of all Quebec aero-
space consignments. Of the 35,000 aero-
space-related jobs in Quebee, 10,000 are
created by industry subcontractors.

A demanding situation

In the early 1990’s, contract givers
would provide their subcontractors with
the necessary plans, materials, and
process charts. Times have changed,
however, and subcontractors are now
expected to obtain their own materials,
handle their own quality control, and
provide a fully processed product to the

principal contractor. “It’s true,” con-

Photo: Pratt & Whitney

firms Gilles Demers, president of Aéro, a
metal-machining company with sales of
approximately 88 million. The principal
contractors want finished, pre-engi-
neered parts, and they want them with-
in very tight deadlines. The fact that we
have to obtain our own materials often
creates problems. We sometimes have to
wait up to sixty weeks for the raw mate-
rial - the metal - which comes from the
United States.”

One of the difficulties mentioned by
subcontractors concerns a new type of
“risk partnership” required by principal
contractors. Gilles Roy, president of
Aérotech, a welding company special-
ized in the aerospace industry, notes
that suppliers must now participate in
the investment required to get new pro-
jects off the ground. “For example, I'm
working with my client, Bell Helicopter,
to develop their new 427 model. As the
subcontractor, my company must pro-
vide the first four parts for each model
free of charge. That's very hard on the
pocketbook,” he admits. Unlike the
industry giants, SMB’s do not receive
government grants, a fact deplored by
Roy:.

Projects resulting from international
ventures place Quebec-based subcon-
tractors in direct competition with their
foreign counterparts. “If we don't invest
in the development of projects alongside
the principal contractors - if we don’t do
R & D - welll be swallowed up by the
global marketplace. We spend huge
amounts on R & D just to protect our
futures,” explains the president of Aéro,
which invests between $100,000 and
$250,000 annually in R & D - on new
machining techniques, among other
things.

A critical alliance

Subcontractors who felt an urgent
need to create an organization that
would represent the interests of SMB’s in
the aerospace industry - both here and
abroad - created the Association québé-
coise de l'aérospatiale (AQA). Its presi-
dent, André Farkas, who is also presi-
dent of Techniprodec, believes the asso-
ciation will enable industry SMB’s to
learn more about each other and collab-
orate on certain projects. “By joining
forces, we can bid on larger projects,” he
explains. “To penetrate global markets,
we must know what resources are at our
disposal.” Gilles Demers, vice-president
of the AQA, adds that our governments’
primary mandate is to represent major
corporations such as Bombardier and
Pratt & Whitney: “The AQA will help us
make ourselves known to the industry’s
international giants and promote the

»

know-how of SMB’s.” ®
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Telecommunication and Information —
Montreal: a hub of

Services. Montreal is also home to

1 MeGill University’s Institute of Air and
aerospace and air el CAE ELECTRONICS
transport activities

An exemplary education system Almost 70% of

Montreal is one of the very few cities the world
in the world where builders of all major Amons industry: ‘plavers: fhere is 2
R B ‘ simulator market

%ompc-)nu?ts used in the i}‘rcmtl manu- unanimous agreement on one point:
facturing industry can be found within a Montreal’s schools

30-kilometre radius. More than half of are a major draw- CAE Electronics is one of the
Canada’s aerospace industry production ing card, helping flagships of Canada’s aerospace
originates in this region. make our city the industry. The majority of its simu-
Greater Montreal also provides a habliot iGarnadars lators, which monopolize almost
highly stimulating environment for the aerospace indus- 70% of the world market, are pro-
aerospace industry. It is home to the try. “A strong in- duced in Greater Montreal. Origi-
head offices of many international orga- b aatracture and nally designed to train pilots, its
nizations including the Canadian Space a network of high- simulators are now also used to
Agency, the International Civil Aviation S | quality education- train air traffic controllers and to
Organization (ICAO), the International Sergedremblay Al ristifitions dar monitor networks and equipment
Air Transport Association (IATA), the initely attract companies to our region,” such as dams and power stations.

International Aviation Management

R ] ; notes Alan Smith, general manager of
Iraining Institute (IAMTI), and Airline

Rolls-Royce

Rolls-Royce est un leader mondial
en matiére de systémes de génératrices,
oeuvrant dans les marchés de |'aérospatiale
et des groupes moteurs.

En 1947, Montreéal a été choisie pour
devenir le site d’'une nouvelle entreprise
— Rolls-Royce Canada Limitée — pour
assurer l'entretien des moteurs Merlin de
Trans Canada Airlines (aujourd’hui Air Cana-
da) et du Commandement du transport
aérien de |'Aviation royale du Canada.

Célébrant son 50° anniversaire en
1997, Rolls-Royce Canada Limitée est aujour-
d'hui reconnue comme l'un des meilleurs
centres d'entretien en Amérique du Nord.
Dans un récent sondage, des lecteurs de la
revue américaine réputée Professional Pilot,
Rolls-Royce Canada a été votée le meilleur
centre de réparation de turbines en
Ameérique du Nord.

Rolls-Royce Canada assure le sou-

Rolls-Royce is one of the world's
leading power systems companies, operating
in aerospace and industrial power markets.

In 1947, Montreal was chosen as
the site of a new business venture, Rolls-
Royce Canada Limited, to perform mainte-
nance on the Merlin engines for Trans Cana-
da Airlines (now Air Canada) and the Royal
Canadian Air Force's Air Transport Command.

Celebrating 50 years of operation
in 1997, today Rolls-Royce Canada is recog-
nised as one of the top North-American
maintenance bases. In a recent survey of the
readers of the well-known American maga-
zine, Professional Pilot, Rolls-Royce Canada
was voted the Number One Turbine Engine
Overhaul Base in North America.

Rolls-Royce Canada provides ser-
tien de plus de 12 moteurs différents,y com- vice for more than 12 different engines,
pris certains des moteurs Rolls-Royce les including some of the most technologically
plus évolués propulsant les plus gros et les advanced Rolls-Royce engines powering the
plus puissants aéronefs du monde utilisés world's largest and most recent aircraft in
par les lignes aériennes, les clients mili- use by commercial airlines as well as
taires et les opérateurs d'avions corporate and military operators.
d'affaires. Rolls-Royce Canada

Rolls-Royce Canada Limited is also involved in the
s‘occupe aussi de réparer et repair and assembly of Rolls-
d'assembler des turbines a Royce industrial gas tur-

gaz industrielles Rolls- bine engines. In 1997, the
Royce. En 1997, la société company was designat-
a été pommée le centre ed the worldwide new
d'essai et de mont'age production assembly
pour la production and test centre for all
Sr;:g:;jeujlfuc:si;zgtéesglae; large Rolls Royce aero-

derivative industrial
industrielles dérivées gas turbine engines,
de moteurs aéro Rolls- namely: the 17MW

Royce, notamment : industrial Avon; the

:‘AVO” i”dUSt'i?|;7MW'I 28MW industrial RB211
e RBN: 35! l{St(';'e and the 50MW industri-
2§!\:|W ;:N e Trent indus- al Trent.
tneSOL A s The facilities in
(s £ '”Sdzf atlonts € Lachine, adjacen to Mon-
I’Z’C ”:)et’ iantjancaiiznzls Z treal International Airport at
ero? 2 &l ; < 5 Dorval, have grown along with
Montréal, a Dorval, ont évolué 2
: T the business and today encom-
avec le chiffre d'affaires et
% . pass some 510,000 square feet,
comptent a présent 51 000 m’, ce qui : s
> y 2 . S : including five state-of-the-art test cells
inclut cing bancs d'essai a la fine pointe : ;
: / T and the latest in component refurbish-
et la plus récente technologie de remise a antitechriol Th KF ﬂ
neuf de composants. Mille cent personnes y o 00y, LIcwordarce curren Y
stands at some 1,100 people, drawn primari-

oeuvrent, principalement recrutées parmi la : )
main-d‘oeuvre techniquement spécialisée et ly from the highly educated and technically
specialised manpower available in the

trés instruite, disponible dans la région de \
greater Montreal region.

Montréal.
Aprés plus de 50 ans, Rolls-Royce After more than 50 years, Rolls-
Royce Canada Limited remains:

Canada Limitée : : )
+ continue de jouer un réle de premier ROk player in the Quebec aerospace
plan dans l'industrie aérospatiale du industry;
+ one of the largest investments of Rolls-

Québec;
« représente 'un des principaux investisse- Royce plc outside of the United Kingdom;
* an integral part of Rolls-Royce North

ments de Rolls-Royce plc a I'extérieur du
America, Inc., which brings together all

Royaume-Uni;

- fait partie intégrante de Rolls-Royce North Rolls-Royce operations on the North-
America, inc., laquelle réunit toutes les com- American continent.
pagnies de Rolls-Royce sur le continent

nord-américain.

Rolls-Royce Canada Limitée

9500 Cote de Liesse, Lachine, Québec H8T 1A2 Canada
Tél.: (514) 631-3541 / FAX (514) 828-1659

AlliedSignal Aérospatiale Canada.

The Centre d'adaptation de la main-
d'oeuvre aérospatiale du Québec
(CAMAQ). an organization established
by the Quebec government to forge links
between industry representatives and
educational institutions, works to deter-
mine industry needs in terms of human
resources and training.

Serge Tremblay, president of CAMAQ
and general director of the AQA, con-
firms that Montreal has an exceptional
network of educational institutions. “At
the university level, there is an out-
standing Master’s program in aerospace
engineering involving Concordia, MeGill,
Laval, and Sherbrooke universities as
well as the Ecole Polytechnique. In addi-
tion, the Université du Québec’s Ecole
de technologie supérieure (ETS) is the
only school to offer a B.A. in aeronautics
with professional training. We also have
the Ecole nationale d’aérotechnique
(ENA) at the collége Edouard-Montpetit,
which trains technicians in the fields of
aircraft construction and maintenance.
The Ecole des métiers de 1'aérospatiale
de Montréal (EMAM) is another unique
training institute - a combination
school/factory which developed every
aspect of its program in consultation
with industry representatives,” explains
Tremblay.

Training: an on-going challenge

Despite the high calibre of graduates
turned out by Montreal institutions, the
industry must make significant invest-
ments in training - on average, more
than twice those required by other Que-
bec industries. “In the past six months,
just about every major company in the
industry - particularly those in the U.S. -
have come knocking on our doors, try-
ing to lure away our staff,” complains
Marie Letellier, director, training and
organizational development, with CAE
Electronies. “To keep qualified employ-
ees, we must offer technical challenges
equal or superior to those offered else-
where in the world. That is one reason
our training budget is five times that
required by the government. This year,
our company will invest 85 million in
training.”

P L TR R

ROLLS-ROYCE
CANADA LTD.

A Montreal company
for 50 years!

Fifty years ago, Rolls-Royce came
to Greater Montreal, where it ser-
vices airplane engines and industri-
al turbines for over 500 customers
throughout the world. In particular,
it handles major maintenance for
BMW/Rolls-Royce BR710 engines
for all of North America. The com-
pany also produces powerful and
environmentally friendly industrial
gas turbines such as the Trent for
international markets.

And it’s not just industry leaders who
must worry about training, Gilles Roy,
president of Aérotech, notes that the
principal contractors are delegating
more and more manufacturing steps to
their suppliers, forcing them to offer a
higher level of training to their employ-
ees. “Some of the work that used to be
done internally by our client Bell Heli-
copter is now done by us, so we have to
train our employees to carry out more
complex operations. Our company spe-
cializes in tube bending. During its four-
year program, the Ecole nationale
d’aéronautique spends just half a day on
this subject! Training is not a luxury;
it'’s a necessity,” concludes Roy.
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Open season on skilled labour

Despite Montreal’s network of first-
class educational institutions, its pool of
skilled labour, and its major investments
in training, there were 850 unfilled posi-
tions in Quebec’s aerospace industry
last June, most of which called for a sci-
entific background.

Many companies in this sector must
constantly recruit personnel. Jim
Cherry, president of CAE Electronics,
revealed recently that his company has
300 well-paid positions that it has been
unable to fill. “Up till now, the quality of
skilled labour in Montreal has supported
the growth of the aerospace industry,
but we have reached a turning point.
What used to be a strength could now be
our downfall. I don’t think there will
ever be enough qualified programmers
to meet the needs of CAE, Nortel, and
others. Recently, we've had to look as far
afield as the U.K. to recruit personnel,”
he lamented.

“There is stiff competition for new
graduates, particularly among medium-
sized companies like Marconi Canada.
We're even competing with companies
in the telecommunications sector. Not
only do we have to attract, motivate, and
train employees, but we also have to
keep them,” notes Carmen Lloyd, Mar-
coni’s president and chief executive
officer.

Faster! Faster!

“The best technology at the best price
with deadlines that are constantly
shrinking - that’s what all our customers
demand,” affirms Magg Graham, public
affairs director at Spar Aerospace. “In
just a few years, we have reduced the
time needed to manufacture satellite
antennas by two-thirds. We went from
40 months, to 25 months, 16 months,
and soon 8 months, all in a matter of a
few years,” he explains.

Major airline companies, the aero-
space industry’s biggest customers, must
also deal with significant changes in
their environment. Shorter planning
deadlines, the need to cut costs, and
higher safety standards all demand extra
effort from their suppliers. “We work as
hard on design and manufacturing as on
cost reduction. In five years, our compa-
ny has also managed to reduce the time
needed to develop a new motor from 60
to 36 months. Our goal for the year 2000
is 30 months,” explains Pratt &
Whitney’s Jose L. Jacome.

Four years ago, Bombardier delivered
about 100 planes per fiscal year. In
1997, the company delivered almost 200
planes. “In 1998, with the market
launch of our Learjet 45 and Global
Express models, we expect a significant
increase in the number of planes deliv-

ered. The amount of individual effort
demanded of our employees, the level of
cooperation among all our production
centres, and the logistical challenges
faced by our partners and ourselves are
all eritical factors,” affirms Ahmed Gali-
peau, public relations manager with
Bombardier Aerospace.

A promising future

Having developed unique products in
very promising market niches, the Mon-
treal aerospace industry is well posi-
tioned to take full advantage of emerging
demand. Steady R & D investment will
support this growth and enable the
industry to maintain its leadership posi-
tion. “But,” warns Carmen Lloyd, of
Marconi Canada, “we must invest in
areas that will quickly yield practical
applications.” In addition to R & D, the
training of a qualified work force should
remain at the forefront of the industry’s
concerns. “We must increase the num-
ber of Quebec university graduates. To
achieve this goal, the business commu-
nity should cooperate more fully with
our universities and technical schools,”
claims Jim Cherry, president of CAE
Electronics.

“Qanada’s aerospace industry has
attained an enviable status on the inter-
national stage. To maximize our compet-

itive edge in the global marketplace, we
must continue to innovate and seize
every opportunity that is presented
to us,” concludes Alan Smith, general
manager of AlliedSignal Aérospatiale
Canada. m

BOMBARDIER
CANADAIR:

Success breeds
suceess

Although Canadair was once
known for its CL 215 firefighting
aircraft, these have been replaced
by the powerful CL 413 series. The
Challenger, Global Express, Learjet,
and Regional Jet are the company’s
rising stars in major commercial
markets. De Havilland’s Dash 8 is
another successful Bombardier
Canada aireraft. The company’s
Regional Jets have now cornered
65% of the global market for region-
al air carriers, making it the third
largest commercial aircraft manu-
facturer in the world, after Boeing
and Airbus.

WE KNOW YOU STRIVE
FOR THE BEST.

(That’s why we do too!)

TEICAV

AUDIO VISUAL SERVICES

Providing professional personnel, quality equipment
and attention to every detail, all backed by
Canada’s largest audio visual inventory.

Audio Visual Equipment
Video Equipment

Data Dispiay Monitors
Video Projection

Data Projection
Graphics Projection
Large Screen Data/
Video Projection

Voting System

Simultaneous

Set De:

Interpretation Equipment
Multi-Microphone

Discussion Equipment

gn & Construction
Design/Engineering and Installation
of Permanent Audio Visual Systems
Sound Reinforcement

Verbatim Reporting Services
Audience Response System

MONTREAL (514) 340-1821 MONT-TREMBLANT (819} 425-3265 QUEBEC (418) 687-9055
E-Mail: info@telav.com Web Site: www.telav.com

WOMEN
AND WORK

The Businesswomen
in Action committee
invites businesswomen
of the Board of Trade to
their forum “Spotlight
on women in the work-
place: new choices -
new career paths.”

The speakers:

Claire Richer, lawyer,
decided to leave her
position and devote
more time to her per-
sonal and family life.
She will talk about her
career path, the choic-
es she has made, and
her feelings about her

VANCOUVER WHISTLER BANFF CALGARY WINNIPEG LONDON HAMILTON TORONTO OTTAWA
MONTREAL ~ MONT-TREMBLANT QUEBEC FREDERICTON SAINT JOHN MONCTON  HALIFAX

Affiliated with @ LST-S. The si 1

work as a woman.

Karen Messing, pro-

fessor, Université du
Québec a Montréal, has spent several
years studying the health of women in
the workplace. Her work with scholars
in many different fields has served to
highlight the complex nature of women’s
work and their determination to play an
active role in the workplace.

WINE AND CHEESE WILL BE
SERVED FOLLOWING THE
INFORMATION SESSION.

Date:
Thursday, February 19, 1998

Registration: 5:30 p.m.
Conference and cocktail: 6 to 8 p.m.

Location:
Board of Trade of Metropolitan
Montreal, Hydro-Québec room

Cost:
$23 - member / $29 - non-member
(plus taxes)

Information:

Ghislaine Larose
tel. (514) 871-4000, ext. 4001

(OMM=R(=A

l*l Industry  Industrie

Canada Canada

Bel Cnbeemmen  Canad@
(Québec)

¢ ol ¢
383, St-Jacques
Centre de commerce

mondial de Montréal
281-7999

5107, ave. du Parc
277-7558

277, rue Laurier Ouest
270-6154

413, St-dacques
Centre de commerce
mondial de Montréal
844-9125
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| MEARE B T HEES S H O W

Imagine the atmosphere! Imagine the thrill as
you take your seat on a beautiful summer night!
Imagine the spectacular view of Montreal's down-
town lights! Imagine the PA announcer’'s voice
ringing out over the loudspeakers! Imagine the
crowd at the end of an exciting game or watching
the Expos make a sensational comeback! Imagine
baseball fever finally returning to Montreal!

Now, imagine that as of today, you can help make
this beautiful dream happen. Imagine that, like
many other companies and individuals, you can
ensure having a great seat, right at the heart of
the action.

Do we share the same dream? Then let's take up
this challenge together and commit ourselves to a
project that will benefit both the people and the
economy of Montreal for years to come. Together
we can make the Expos' new ballpark an achieve-
ment we can all be proud of.

THE EXPOS' DOWNTOWN BALLPARK. LET’S MAKE IT HAPPEN.

Become a Founding Member of the Expos’
new downtown ballpark. Reserve your
seats today!

For more information, call
(514) 8GO-EXPOS

or 1-800-GO-EXPOS.

Leadership Montréal

14

QL XA IOUOCOUUEOCUUCOCEX SUOUCL UL DA VLA QO SR VOO OO DU S O N ICOOCE R X L XA 0, JOC OGO O N S Y 0y O X It K B T S S A

February 1998




ASSISTEZ

partners
R S s (I SR S PO Bt

SANS FRAIS A
NOS SEMINAIRES!

SIXTEEN BITS FOR A PARKING
SPOT - AND THE ECONOMIC
DEVELOPMENT OF MONTREAL

Montreal without parking meters - a shopper’s paradise,
you say? Just take a walk down St. Catherine or St. Denis
streets on a typical Sunday afternoon: bumper to bumper
traffic from the moment the shops open to the time they
close - and offices aren’t even open! If you take a close look,
you'll notice something else, too: cars monopolising a single
parking spot all afternoon. Just imagine a weekday morning!

Store owners are well aware of this problem; that’s why
they have welcomed the installation of some 3,400 new park-
ing meters since Parking Montreal took over the administra-
tion of public on-street parking in January 1995. “Ask any
business owner what he or she thinks,” says André David,
the company’s president and chief executive officer; “it’s like
they each have their own parking lot in front of their own
store or restaurant.” The city had installed just a few hun-
dred meters since the mid 1980’%. If parking meters are an
indication of a city’s economic development, then these new
city-authorized meters are a sign that Montreal’s business
district has grown.

Of course this doesn’t mean that parking meters have a
rosy future. Times change, and one day our children will, no
doubt, find them as quaint as rabbit ears on a television set.
Relics from days gone by, they'll say, as they commandeer
the rusting antiques for use as piggy banks. And who knows?
With the advent of smart cards, coins themselves could one
day be collectors’ items.

Like any company, Parking Montreal strives to meet the
needs of its clientele: merchants, businesspeople, and con-
sumers - drivers in the Greater Montreal area. Its agreement
with the City of Montreal stipulates that Parking Montreal
must provide “optimal management” of public parking in the
city. “Optimal management means paying attention to
details affecting daily operations and offering unparalleled
customer service,” affirms André David, “but it also means
keeping track of new technological developments.” Here are
a few examples:

On the technology
front: Parcoflex
and Automated
Parking

A computerized
parking meter and
much more - that’s
what Parcoflex, a
Parking Montreal ini-
tiative, will offer Mon-
treal drivers under a
pilot project this
spring. One “smart
meter” will replace all
the coin-operated me-
ters on one side of a
street, accepting several modes of payment - including smart
cards - and delivering a receipt in return. If you discover you
need more time, you can always buy additional minutes
(within a two-hour maximum) from any Parcofiex you pass
along the way - as though your parking meter were following
vou around. The new meter will be manufactured here for

Automated parking

the export market, further stimulating economic develop-
ment. A very promising initiative!

The concept of automated parking lots comes to us from
Europe, where it has been tested successfully in business dis-
tricts where parking space is at a premium. These are verti-
cal parking lots that may be built between two office build-
ings, for example, and where cars are parked using automat-
ic lifts. The lots make maximum use of available space while
providing a safe environment for motorists. A few locations
have already been earmarked for this new technology. Keep
your eyes peeled!

Daily operations

At Parking Montreal, optimal management includes pre-
ventive maintenance of parking meters to minimize break-
downs, landscaping parking lots to fully integrate them with-
in their environments, and building underground parking
lots to make them as safe as possible for users. “I encourage
Montreal drivers to come and check out the merchandise for
themselves,” challenged André David. “They may be sur-
prised at what they find!”

Ultimately, economic development is the goal underlying
every other objective - better customer service, improved
access to the downtown core, optimal use of space, and state-
of-the-art technologies. The community also benefits from
the activities of the Fonds Ville-Marie, into which 14% of the
company’s profits are paid.

The Fonds Ville-Marie is a local economic-development
fund administered by the Board of Trade. It finances projects
that help young people aged 18-35 to enter the job market or
develop their entrepreneurial skills. As Parking Montreal
prospers, its contribution to the Fonds Ville-Marie will also
increase.

Easier access to parking and the economic development of
our city - a modest objective linked to a very ambitious goal.
The Board of Trade, Parking Montreal, the parking industry,
and the transport sector - all working together in partnership
with other economic players and in the spirit of Leadership
Montréal to revitalise our metropolis.

Parking Montreal in a nutshell

% A Board of Trade subsidiary
¢ Administers public on- and off-street parking
(15,000 parking meters and 65 parking lots)
# Employees: 71
% 1997 revenue budget: $23.4 million
< Profit distribution:

% City of Montreal: 80%

% Fonds Ville-Marie: 14%

% Investment Fund: 6%

La maitrise des intangibles

Avocats

Depuis 1892

Agents de brevets et marques
Protection des droits de propriété intellectuelle et droit des affaires

+
INDEMNITE DE DEPART,
MODALITES 1998 SUR LES
CRI/FRV:

TOUT SUR LES DECISIONS
FINANCIERES QUAND VOUS
QUITTEZ VOTRE EMPLOI

+

VOTRE RETRAITE: A 10 ANS
OU MOINS DE L’OBJECTIF

+

ENcAISSER LE REER:
VOS BESOINS, VOS OPTIONS

&

8 STRATEGIES GAGNANTES
FACE AUX FLUCTUATIONS DE
MARCHE

Pour recevoir I’horaire
de nos séminaires et en
connaitre davantage sur nos
services en planification de
retraite, investissements et
assurance de personnes,
contactez Louise Gagné au

848-0393 ou au 1-800-0393

Hélene Gagné, Adm.A

Planificateur financier certifié

Gagné,

une \HI!‘III' sure

OFin-—
é%.ﬁorit‘s

1010, rue Sherbrooke Ouest
Bureau 2310
Montréal (Québec)
H3A 2R7

Représentante en épargne collective,
Investissements Courvie inc.

55 St-Jacques, Montréal (Québec) H2Y 3X2

Téléphone : 98 ROBIC Fax: (514) 845 7874
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Devenez entrepreneur-e

FOR THOSE WANTING
TO START A BUSINESS!

So you would like to start a company.
Why not put your business plan to the
test by entering the Devenez-entrepre-
neur-e contest. It was in the spirit of
encouraging as well as promoting entre-
preneurship in Montreal, that this con-
test was born. And Montreal provides
fertile ground for budding entrepreneurs
as we see hundreds of companies come
to life, set-up shop and play a vital role
in our economy. “We have the tools nec-
essary and room to grow in a city like
Montreal,” says Robert Nault, president
of the contest’s 1996-97 regional jury.

Nault believes that there are three

important questions to ask yourself
before taking the steps to launch your
own company. “Does your product or
service have a niche, do your finances
add up and do you have what it takes to
be an entrepreneur”, explains Nault.
Having a “good idea,” is simply not
enough.

But when a good idea grows into a
sturdy business plan that brings life to a
company, then jobs are created and that
has a direct impact on the economy,
explains Robert Nault, who also chairs
one of the committees of the Conseil
régional de développement de I'ile de

Montréal (CRDIM) on the behalf of the
Board of Trade. The CRDIM has injected
850,000 into both the 1998 and the
1999 editions of the contest thus keep-
ing in tune with its goal of modernizing
the economy.

"Though there can be up to some 300
business plans submitted for the jury's
analytical eye, each contestant can gain
from this exercise. “You are guided along
the process and given feedback on your
business plan which everyone needs,”
says Rino N. Camato, president and
CEO of Geneka Biotechnology Inc. and
1995-96 contest winner.

At one time Rino Camato was a
researcher thinking about embarking on
an adventure. That of starting his own
business. His first stop was a CEGEP
that offered courses on how to start a
business. It was there that he spotted
the Devenez-entrepreneur-e contest. His
idea was to provide tools that were
instrumental in the identification of

St. Mary’s Hospital Foundation

Sean Finn
Canadien National

~ Jim Cherry
CAE Electronique Ltée

Mr. Sean Finn, President of the St. Mary’s Hospital Foundation
is proud to introduce Mr. Jim Cherry, President and Chief Operating Officer of

CAE Electronics Ltd., as Honorary Chairman of the 1998 Corporate Fundraising Campaign.

Mr. Cherry will lead a dedicated group of business leaders working to raise funds for the

Radiology Department in an effort to purchase much needed new ultrasound equipment.

St. Mary's Hospital, founded in 1924, offers over 300 beds, receives over 13,000 patients a
year and performs over 8,000 surgical operations every year. More babies are delivered at
St Mary's than at any other Hospital on the Island of Montreal. In 1997, the St. Mary’s

Hospital Foundation raised over $1,000,00 from private sources.

Mr. Rino N. Camato

molecules that control genes (gene regu-
lation). Today, two years after winning
the contest (both the national and
regional prizes) his company has grown
to 23 employees offering 300 different
products. “The 820,000 win, the media
coverage and the field placement in
France all had a snowball effect that
enormously increased my contacts,”
explains Camato. “But,” adds Camato
“I'm not interested in having a big com-
pany, but rather, a great company.” And
his secret? His company is made up of
dynamic individuals who thrive on chal-
lenges.

Everyone over the age of eighteen
who has an original, viable and coherent
project is invited to register for the
Devenez-entrepreneur-e  contest by
March 2 at 4 p.m. and is required to
submit their business plan by March 31
at 4 p.m. to a participating CEGEP con-
test coordinator. The contest is orga-
nized by the Regroupement des colleges
du Montréal métropolitain (RCMM) with
the collaboration of several public and
private partners. There are four compa-
ny categories in which the business
plans fall - development, transformation
and production, service industries, retail
and technological industries.

For more information, please call
one of the participating CEGEPS:

College Ahuntsic
(514) 398-5921, ext. 2640

CEGEP André-Laurendeau
(514) 364-3320, ext. 201

Jollege de Rosemont
(514) 376-1620, ext. 298

TRANSLATION &
LANGUAGE TRAINING

FOR COMPANIES AND THE
PUBLIC SECTOR

Internet: http://www.bli.ca
Bouchereau Lingua International
Tel.: (514) 842-3847

Fax: (514) 842-3840

WEAVE THROUGH THE
BOARD OF TRADE’S WEB
SITE

Press releases, publications,
speeches as well as the Board of
Trade’s schedule of activities are
available on our Web site at the
following address: .
www.btmm.qe.ca
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TWO BOARD OF TRADE COMMITTEES SUPPORT
PLANS TO MOVE THE EXPOS DOWNTOWN

Two of the Board of Trade’s very busy
public affairs committees - Urban Devel-
opment and Housing and Tourism - have
studied the question of building a new
home for the Expos baseball club in a
downtown stadium.

Bach committee studied the proposal
from its own particular vantage point,
evaluating the project’s impact on
Greater Montreal's urban fabric and
tourism industry. Together, they struck
a joint committee that met several times
in December and January.

The committee’s recommendations
offer full support to the Expos project,
for the following reasons:

e the Expos’ departure would be
costly to Montreal’s reputation and
harm both its socio-economic climate
and the quality of its tourism prod-
ucts;

¢ moving the Expos to the downtown
core would not harm the Olympic
Stadium; in fact it might even be ben-
eficial to it;

e the Expos generate
spinoffs for Montreal;

e moving the Expos to a new downtown
stadium would promote the integra-
tion of tourism products related to
Montreal’s historical heritage and cul-
tural, sporting, and entertainment
events located near the Old Port, Old
Montreal, and the Lachine Canal as
well as festival and cultural sites such
as Place des Arts;

e the creation of a new sports axis in

downtown Montreal incorporating the

Molson Centre and the proposed base-
ball stadium would promote the revitali-
sation and urban redevelopment of the
downtown core in partnership with the
expansion of the Montréal Convention
Centre, the development of the Interna-
tional City and the Ecole de technologie
supérieure, the redevelopment of the
Faubourg des Récollets, and the work
carried out along the Lachine Canal as
part of Montreal’s Blue and Green Plan.

Joalition to support the Expos

In 1997, the Board of Trade noted
that it was up to the business communi-
ty to provide financial backing for the

plan and ensure its viability. In the
coming months, our business associa-
tion will continue to work with partners
such as the Greater Montreal Tourism
and Convention Bureau and Montréal
International to encourage the business
community to support plans to build a
new stadium in downtown Montreal.

In addition to providing the above-
mentioned benefits, such a project
would create a new gathering place in
the heart of Montreal where members of
the various communities forming our
city’s rich cultural fabric could meet in a
congenial environment and share a
common interest.

The Board of Trade fully endorses the
Expos’ project, believing that the leader-
ship of the business community is cru-
cial to its success. Of course public sup-
port is also essential to the project.

Finally, the Board of Trade believes
that this project should be carried out
without the financial involvement of
public administrations, except through
regular programs available to support
any investment of general interest in
Quebec. W

1998 ANNUAL BENEFIT
GOLF TOURNAMENT

To be noted in your agenda:

Thursday, May 28, 1998
Lachute Golf Club

A memorable day with almost
300 fellow golfers

Shotgun and Vegas Formula
Gifts for everyone, prizes,
trophies, ete.

Price: member $195
non-member $245
(Plus GST 7% and QST 7.5%)

For information and reservations:
Ghislaine Larose
(514) 871-4000, ext. 4001

Would you like to be involved with
this successful event as a sponsor?

Different types of sponsorships
are available:

e brunch

e door prizes

e trophies
e holes

Please contact Johanne Gagné at:
(514) 871-4000, ext. 4016

A VIE I

Chambre da commerce
du Montréal métropolitain
Board of Trade

of Metropoiitan Montreal

Recommended to
the Board of Trade of Metropolitan Montreal
for the relief of heartburn caused by fire

There’s nothing more distressing than fire. And nothing more
soothing than knowing you're insured with Meloche. We know how
to quickly set things right. That's because we truly understand the
Y needs of professionals. We've created a special package combining
automobile, home and small business insurance just for you. It's
competitively priced and includes the exceptional service of Meloche
— Canada’s leader in insurance programs dedicated to professionals
as well as university alumni and students.

MELOCHE-MONNEX

Calgary - Edmonton - Halifax - Montréal - Toronto

For a fast
no-obligation consultation, call:

(514) 384-1112
| 800-361-3821

MELOCHE

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

www.meloche-monnex.com
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INFO ENTREPRENEURS
EXTENDS ITS REACH

Info Entrepreneurs, the Board of
Trade’s information centre, has
branched out by offering vet another
service. And starting this March, this
new twist will be added. The documen-
tation centre, which is home to many a
data base, and houses copious amounts
of documentation, can now provide you
with specialists who will do the research
for you. “Information is power and
SMB’s don’t always have the time
required to do research in order to
obtain valuable information. We are
therefore providing them with time that
can be used to focus on other compo-
nents of building their companies,”
explains Yvan Deslauriers, director
general of the centre.

[t was the Board of Trade that con-
tracted out Info Entrepreneurs to pro-
vide this additional service. A service
which has preferred rates for members

of the Board of Trade. Fees range from
855 to 880 per hour for research of more
than 15 minutes. Deslauriers envisions
two types of clients, consultants that will
use this raw material to analyze for their
clients and SMB's who are looking for
economical ways of getting information.
“We have the expertise, the information
and the infrastructure to get to the root
of a specific research task and to do the
‘dirty work’ necessary,” says Des-
lauriers.

The first step is to either drop by or
call the centre. Then speak with an
information research officer who will

assess your specific business needs.
Depending on what kind of information
you need and how long the research
process will take, you may choose to
either do the research yourself or they
can do it for you for a fee. Information
requests often call for a list of companies
within a given sector, associations and
trade shows affiliated with that sector
and studies done within that particular
field.

It will soon be four years that the cen-
tre has been providing business informa-
tion about government and private
sector programs and services available

We're all ears

THE BOARD OF
TRADE NEEDS
YOUR FEEDBACK

Our quest is to learn of what our
members think of their business associ-
ation. We look forward to knowing how
we can better meet your needs. By early
February, we will be mailing out ques-
tionnaires to a sample of our member-
ship. And of the group selected to
respond, one individual, thanks to a gen-
erous gift from VIA Rail Canada, will win
a pass for two to travel within the Que-
bec City-Windsor Corridor.

The second phase of our evaluation,
starting in March, calls for interaction of
a different sort. Throughout our activi-
ties we will be inviting everyone to deliv-
er their comments to a talk-back booth.
The CLIP machine, from the firm
expression CLIP, is designed to obtain
unedited comments in a quick and effec-
tive manner. Thank you to all those who
will be giving us valuable feedback
which will then be transformed into
enhancing your association. W

The 3 Faces of the
Montreal Exchange

ed in 1997.

The Montreal Exchange, the only physical trading

floor in Canada, offers three of the most dynamic markets
in America - stocks, options and futures - 577 listed compa-
nies, a market capitalization of $751 billion and O
direct access to highly experienced professional traders.

The Montreal Exchange is also the Canadian leader

in financial derivatives with 5.5 million futures contracts

and some 1.1 million equity and bond options contracts trad-

Telephone: (514) 871-2424
or toll-free in Canada at 1 800 361-5353
Website: www.me.org

to companies. Among the various ser-
vices provided, the documentation cen-
tre can be consulted free of charge and
is located at the Plaza Level of 5 Place
Ville Marie. The centre receives some
150,000 information requests per year.
Typical users are those who are starting
their own companies and those who
want to export and learn of the logistics
involved.

To learn how you can benefit from
this new service, please call 496-INFO,
or toll free at 1 (800) 322-4636. You may
also  consult their Web site at
www.cbsc.org/quebec. m

Three faces under one roof.

R P
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Jontinued from page 5

ELECTRONIC COMMERCE
INSTITUTE OF QUEBEC

THE SITUATION
IN QUEBEC

It's not unusual for Canada to trail
behind the U.S. in the field of informa-
tion technologies and for Quebec to be
slightly behind the rest of Canada. In the
case of electronic commerce, however,
Quebec has fallen further behind than
usual. While about 70% of Ontario and
Manitoba companies use at least one EC
technology, only 35% of Quebec compa-
nies can say the same thing. (Electronic
Commerce Research Project).

Forty percent of the 500 largest com-
panies in Quebec have their own Web
site, compared to 73% of the 500 largest
companies in the U.S. This figure falls to
only 26% for Quebec-owned companies
compared to 57% of Canadian-owned
firms and 63% of U.S.-owned businesses.

SMB’s, which represent a large seg-
ment of the Quebec economy, are par-
ticularly slow in making the transition to
electronic commerce. According to
recent studies, their hesitation to adopt
this new technology is due primarily to a
lack of information about available prod-

Maryse Boucher,
directeur général

Services Conseils en
Santé Sécurité au travail

2600, rue Neuville, #6
Brossard

(Qc)

J4aY 1E8

Tel: (514) 678-6139
Fax: (514) 678-4526

ucts and their commercial applications
as well as to limited financial means.

A 1996 study of the penetration of
EDI and electronic commerce in Quebee
showed that usage levels for these tech-
nologies vary greatly from one economic
sector to another. While they are very
high in sectors such as food (17.6% of
companies surveyed) and textiles
(13.5%), they are very low in key sectors
such as information technologies (3.7%)
and books and printing (1.8%) (1996
survey).

If they are to survive, it is essential for
Quebec companies to adopt electronic
commerce technologies. The Institute is
available to provide the information and
training they need to make this impor-
tant transition and to deal effectively
with the realities of the global market-
place. m

Technologies are generally
intangible assets and, in some

...exclusive features!

The only one to offer you
Unlimited Mileage

@
Monthly Depreciation Chart

Custom bontract
@
V.1.P Service
@

Resale Club

Vehicles at Fleet Prices
®

All Makes and Models

\ast 3 Vears wig, €

‘ Chambre de commerce
du Montréal métropolitain
Board of Trade
of Metropolitain Montreal

5000, Jean-Talon E., Montreal Hi.S{izfl(G',:

Tel.: (514) 376-2777

Fax: (514) 376-0883 » Toll Free: 1 888 414-2777¢ http://www.pal.qc.ca

There are three traditional approaches used to
value assets, including technologies. These are:

cases, may be the most valuable

asset of a corporation.

Valuing technologies is particular
as it entails various facets which
differ from other assets or busi-
nesses. Some aspects which
must be analyzed with greater
attention include:

¥

Line Racetle

CA, CVB, ASA, CFI
Partner in charge,
Financial consulting

The Technology
Is the technology protected?

Does the company own all rights or only the

exploitation rights?

Are strategic alliances necessary? Are they

formed?

What are the competitive advantages,

disadvantages of the technology?

The Market

» s the market potential large? Is it known?
» What is the potential market share given the

existing and potential competitors?

« Is the marketing strategy viable? Is it targeted

adequately?

The Management

» [s the management team well suited, properly

diversified and experienced?
* Is the management vision realistic?

The Financing and financial situation

« What is the stage of development of the technology?

® The cost approach, where the valuator determines
the replacement cost of the technology or the total
costs which would have to be incurred to duplicate
or reproduce the technology. A depreciation factor is
then applied to this replacement cost to reflect the
technical, functional and economic obsolescence of
the asset. Unfortunately, with many technologies, his-
torical costs bear little relationship to intrinsic values.

The market approach, which basically entails identifying
other transactions involving similar or comparable

technologies. However, since intellectual prop-
erties tend to be highly specialized and guarded

These questions S
1T with secrecy, it is often difficult to find relevant

and many mote information on truly comparable transactions.
need to be
addressed pﬁor * The income approach, which is the most
to-selectingthe common valuation methodology and is based
appropriate on the premise that the value of an asset is the
I

valuation
approach and
will assist in
performing the
valuation.

present value of all future monetary benefits
to be derived from such an asset. In order to
calculate the present value of the monetary
benefits, the valuator must determine an
appropriate capitalization or discount rate in
relation to the risk-free cost of capital and a
premium for the risk and uncertainty of realizing
the future benefits. Such premium is established in
relation to various factors, both internal and external
to the technology. Under the income approach, vari-
ous methods have been developed for the valuation of
technologies, including the super or premium profits
method, the discounted cash flow method, the royalty
method and the analytical method.

« What investments have been made in research
and development and what are the financing
requirements?

+ Are the financial projections in line with the market
study and the availability of financing?

Raymond Chabot Martin Paré &
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Montréal TechnoVision

FOR MONTREAL'S TECHNOLOGY SECTOR EXPANSION

Montréal TechnoVision will hold an
initial industry seminar for companies
active in the pharmaceutical research
and the biotechnologies sectors within
Greater Montreal. This event is designed
to plot the optimal conditions and chart
the course to achieve rapid growth dur-
ing the coming years. It is estimated that
the biosciences sector alone, which
numbered close to 70 companies in
1997, will grow to some 250 by the year
2000.

Since its inception in September
1997, Montréal TechnoVision, whose
mission is to “Mobilize the community
in a common vision and action plan
designed to accelerate Montreal’s devel-
opment as a technology hub,” has made

good progress as its Board and the vari-
ous linkage points of the technology
community worked together to define
its role and the nature of its course of
action, to start in 1998.

The role of Montréal TechnoVision

Among the technology hubs that suc-
ceed, it appears that the key to such a
success is the ability to move from a
vague understanding of current deficien-
cies and problems to a clear and articu-
late vision of the challenges ahead, and
then the ability to create leadership
within the community in order to imple-
ment solutions.

Montréal TechnoVision is a mobi-
lizing force:

¢ interacting with the technology community,
it builds a vision of the opportunities that are
open to Montreal as a technology hub and it
identifies the challenges to be mert;

e it calls upon community leaders to become
involved, and to take the initiative in meeting
the challenges;

¢ interacting with the leaders, it helps when
creating these initiatives and when launching
them.

Montréal TechnoVision is a catalyst:
e it follows up the on-going projects geared to
reinforce Montreal's strengths as a technology
hub;
« it is a bridge linking good ideas together and
with the people who are in the best position
to encourage them to become a reality.
Another of the essential ingredients
needed to support the development of a
technology hub is networking. The stim-
ulation and cross-distribution of ideas so
they can mature into business growth
and new companies being created, and

~ Stationnement de Montréal

parking in town,

Spare
change
for spare
space.

The cheapest short-term

00 St-Jacques St., Suite 100, Montreal, Quebec H3C 1E9 Tel.: (514) 868-3731

into new and innovative solutions to the
problems the technology community is
confronted with.

Montréal TechnoVision is the heart

and spirit of a network:

e it promotes the exchange of information on

and within the technology community;

* it supports initiatives that make networking

within the technological community easier;

e it identifies problems and challenges com-

mon to various sectors and promotes cross-

pollination between sectors and initiatives.
Mobilizing energies toward fast-

forwarding the development of Montreal

as a technology hub can only proceed if

measurable results are obtained.

The third role of Montréal Techno-
Vision is monitoring:

¢ to develop indicators that will point out the
challenges to be met and help set goals and
measure results;

¢ to become a trustworthy source of informa-
tion on the technology sectors in the Montre-
al region;

* to follow-up the initiatives.

Finally, it appears that Montreal’s
potential as a technology hub is largely
ignored, both within Quebec and out-
side. Quebecers as well and Montrealers
underestimate the prospects these sec-
tors can open up, both in terms of career
opportunities and economic benefits.
Too often, people from the outside lack
any knowledge and understanding of the
benefits Montreal has to offer to high
technology companies.

Montréal TechnoVision’s fourth
role is to highlight and promote
Montreal as a technology hub and
explain:

e its advantages, its achievements, its poten-
tial

* and create among the local community an
awareness of that potential and how impor-
tant it is to capitalize on it. W

Coaching de gestion

LA GESTION
NOUVELLE
GENERATION

Coaching de gestion inc. est la
premiere école de coaching au
Québec a offrir une formation
pratique sur cette nouvelle
technique, qui transforme le
patron en véritable «coach»

en lui permettant de développer
un leadership mobilisateur.

Notre programme exclusif,

inspiré d'une approche améri-
caineadaptée pour le Québec

par un spécialiste du manage- s
ment, s'adresse a tout personnel
d’encadrement, du superviseur

de premiére ligne au pdg, peu
importe la taille de |I'entreprise.

 La formation est donnée en
_trois journées ou six demi-
journées non consécutives,
le jour ou le soir, a notre école
ou dans votre entreprise.

Inscrivez-vous. Vous consoliderez
votre leadership et paverez la
voie & une organisation
nettement plus performante.

Accreditation
SQDM N°693

COACH G

DE GESTION INC.

425, rue Sherbrooke Est
Bureau 12, Montréal (Québec)
Téléphone : (514) 840-0404 « 1 888 764-3623
Télécopieur :(514) 840-0405
coaching@total.net
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Rzl lIRs=d ¢/o Board of Trade of Metropolitan Montreal

HEEE NN 5 Place Ville Marie, Plaza Level 12500,
===.|##==== Montreal (Quebec) Canada H3B 4M9

Phone: 514-871-4000 Fax: 514-871-1255
Mission:

Montreal business community.

are undertaken.

A HELLENIC BOARD OF TRADE
aimuizsszs| OF GREATER MONTREAL (HBOT)

ail: info@hbot.ca

The Hellenic Board of Trade of Greater Montreal shall promote trade, commerce and other business activities and develop the
entrepreneurial spirit in the community by encouraging its membership’s active participation and leadership within the

Activities: Among our many activities, we are proud to hold two prestigious events each year:
* The Graduates’ Awards, to honor recent university graduates who have excelled in various disciplines;
* The AEKA Awards, in recognition of the outstanding performance of businesses and entrepreneurs.

Services: HBOT was created under the aegis of the Board of Trade of Metropolitan Montreal which extends the benefits of its services to
our members.
Links: HBOT provides a link between Quebec firms and the business community in Greece to identify and pursue opportunities of

networking, partnering and representation. Greek firms are well connected in ex-East bloc countries w here numerous projects

The Quebec Association
of Export Trading Houses
and
the World Federation
of Trading House Associations
congratulate
the Hellenic Board of Trade of Greater Montreal
on its fifth anniversary
and offer their continued support and co-operation

on the Board’s projects

th

Anniversary

PLANIFICATION FINANCIERE
FINANCIAL PLANNING

“For all your
Financial Planning needs”

100 Alexis Nihon, Suite 595
Ville St. Laurent, Qc. H4M 2P1
Tel.: (514) 855-0505 Fax.: (514) 855-0145
1-888-855-KPLV www.kplv.com

IN A WORLD OF...

DOLLARS AND YEN,
Escubpos AND FRANCS,
GUILDERS, KRONOR, LIRE,
AND MARKS.

PESETAS AND PESOS,

POUNDS AND PUNTS,

DINARS, MARKKAA, S( HILLINGS,

AND DRACHMAS...

Leadership Montréal
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...WE OFFER OUR
CoRPORATE CLIENTS

HigHLY COMPETITIVE RATES AND
DIRECT-TO-YOUR-OFFICE
PICK-UP AND DELIVERY SERVICE.

OUR INTERNATIONAL SERVICES INCLUDE:

« Bank Notes of 24 Countries

« Travellers Cheques in 7 Currencies

* International Bank Drafts
« Worldwide Electronic Transfers (via SWIFT/Telex)

« U.S. Dollar Term Deposits

* Spot / Forward Currency Contracts
e Margins and Lines of Credit

» Documentary and Stand-by Letters of Credit

NATIONAL BANK OF GREECE
(CANADA)

1170 Place du Frére André (corner René Lévesque Blvd. West), Montréal
Corporate Foreign Exchange Direct Line: (514) 866-0877

--------------------------------------------------------------------------------
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Back to School

THE BOARD OF TRADE AND THE

FONDS VILLE-MARIE JOIN FORCES

A $300,000 investment in 1998-99 to keep teens in school

In April 1998, the Board of Trade of
Metropolitan Montreal will hold the sec-
ond edition of its Operation Back to
School. Launched in 1997, this program
has enabled hundreds of leaders from
the Greater Montreal business commu-
nity to speak directly to almost 7,000
students in secondary III classrooms.

In its first year of operation, 300 deci-
sion makers registered in the program,
but given the limited number of avail-
able classes, just less than 200 were
actually able to speak to students.

The goal of the program, initiated by
Paule Doré, former president of the
Board of Trade, along with Education
Minister Pauline Marois, was to strength-
en ties between schools and businesses
and improve communication between
the two communities.

“We firmly believe that businesspeo-
ple are enterprising men and women of
action; once they fully understand the
needs of our schools and young people,
they will set to work finding solutions to
their problems,” affirmed Doré.

Last year, more than 95% of partici-
pants reported being completely delight-
ed with their visit to some 120 compre-
hensive schools in the region. An even
higher percentage of students visited
indicated complete satisfaction with
their experience.

In the walke of the Back to School pro-
gram, many projects have been initiat-
ed, with companies or executives decid-
ing to offer apprenticeships, bursaries,

or summer jobs, or to assume responsi-
bility for certain dedicated students.

In launching this program, which will
be repeated in coming years, the Board
of Trade hopes to make a significant
contribution to reducing the number of
school dropouts by 30% by the year
2001. Achieving this objective would
bring Montreal’s dropout rate to slightly
under that reported, on average, by
other major North American cities.

Concerted action

In 1998, Operation Back to School
will be renewed in a loosely structured
form under the administration of the
Back to School committee, one of the
Board of Trade’s public affairs commit-
tees.

André D. Godbout, president of the
Board of Trade, and others in charge of
the operation will coordinate the activi-
ties of companies with those of several
other organisations working specifically
to fight poverty and teenage delinquen-
cy and reduce school dropout rates.

Companies wishing to contribute in
some way are encouraged to do so with-
in the context of the Back to School pro-
gram, thereby maximizing the impact of
the operation, which will run through-
out the month of April. They may offer
high-tech resources (equipment, soft-
ware, Internet links, industrial equip-
ment) or any other type of assistance
(apprenticeships, bursaries, financial or
food aid to schools in underprivileged

neighbourhoods, clothing, books, or
sports equipment). They may even
choose to sponsor a school by becoming
its “twin.”

A major contribution from the
Fonds Ville-Marie

Back to School will receive major
support this year from the Fonds Ville-
Marie, a Board of Trade subsidiary
whose mission is to support economic
development, boost employment, and
promote entrepreneurship in Montreal
using a portion of the profits generated
by Parking Montreal.

The Fonds Ville-Marie will also pro-
vide direct support to two Montreal sec-
ondary schools. Following an in-depth
study of the “poverty map” of the met-
ropolitan area, the fund selected six
schools with particularly alarming
dropout rates of almost 50%.

After contacting the schools to deter-
mine which ones would benefit most
from a close collaborative effort, the
fund selected two with which to set up a
direct, on-going support program involv-
ing the Montreal business community,
social and economie players in the met-
ropolitan area, and the school’s own
neighbourhood: merchants, restaurant
owners, convenience stores, profession-
als, and individuals.

The Fonds Ville-Marie, which has
already invested in several projects in
the downtown area - including the First
Job program - will pour $300,000 into
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7:30 to 9:45 a.m.
Contact Club
Board of Trade’s
Hydro-Québec room

February 1998

7:30 to 9 a.m.
High Technology series
Mr. Normand Balthazard
President and chief executive officer
BioCapital
La Plasa (Holiday Inn)

7:30 to 9 a.m.
High Technology series
Mr. Thomas Brzustowski
President
Natural Sciences and Engineering
Research Council of Canada
Montréal Bonaventure Hilton

7:30 to 9:45 a.m,
Contact Club
Board of Trade’s
Hydro-Québec room

18

7:30 to 9 a.m.
Perspectives - Small- and medium- sized
Business committee
Mr. Pierre Lampron, president, SODEC
and
Mr. Frangois Macerola, executive director
Téléfilm Canada - Club Saint-Denis

19

5:30 to 7:30 p.m.

Forum -
Businesswomen in Action committee
Board of Trade’s
Devencore room

Noon to 2 p.m.

Business luncheon

Mr. Jocelyn Proteau
President and chief executive officer

Fédération des caisses populaires
Desjardins de Montréal et
de I'Ouest-du-Québec

Montréal Bonaventure Hiltonlo

7:30 to 9 am.
Perspectives - Urban Development
and Housing committee
Ms. Carole Robert
Presidente
ConstructQuébec International Ine.
Mount Stephen Club

12

Information and reservations:
Ghislaine Larose
Tel.: (514) 871-4000, ext. 4001
Contact Clubs
Nathalie Geoffroy
Tel.: (514) 871-4000, ext. 4021

Mr. André D. Godbout

the Back to School program over a 20-
month period, both to sponsor the class-
room visits of local businesspeople and
to provide direct support to the two
above-mentioned schools.

The Board of Trade and the Fonds
Ville-Marie encourage you to demon-
strate your support for this vital opera-
tion by registering to visit a secondary
IIT classroom or by sponsoring one or
more activities. ®

Electronic Commerce Institute of Quebec

TRAINING PROGRAM
March 1998

10 Introduction to EDI

11 Implementing EDI

17  Technical aspects [: X12

standards and mapping

Technical aspeets II: compo-

nents and integration to

management information

systems11-12

24  Implementing and advance
ship notice — 856

25 EDI, the Internet, Extranet

25 Implantation EDI over the
Internet

18-19

Information: (514) 288-3736

SEMINARS ON ELECTRONIC
COMMERCE

(Part of the Quebec Internet Forum)

When: February 26 ,1998
Where: Montréal Convention Centre

Presented by the Electronic Commerce
Institute of Quebec

1) Electronic commerce: electronic
commerce technologies that simplify
business transactions. An expert will
explain each of these technologies, out-
lining their uses, benefits, and limita-
tions.

11 19 2) Electronic commerce: EDI, the
Internet, and Extranets
: ’ et ol Businesses can use the Internet in
Noon'to 2 p.m, @D 19040 9:45 a.m, many ways to exchange form-type busi-
Business luncheon N Contact Club ‘ aosstd A ts with: oth M
Mr. Robert Chevrier a Board of Trade’s C/ D Y ocumc.n S '“l LIOLRES cc‘)mpdmes.
Chairman, president and Hydro-Québec room ——-—j 1}" exple'rt will explain the various solu-
chief executive officer = B " tions offered.
Westburne ine. g e - = 5
The Queen Elizabeth Hotel 2 Oln February 25, 26, and 27, the
17 4 . Quebec Internet Forum will present
Ma]or sponsor other activities.
s Pratt & Whitney Canada For information: Groupe Promexpo
BYERS CASGRAIN (D Jreed g e .cr' inc., tel.: (514) 527-9221
_enRoute
AYOCATS s
Samgon Bélair @
Deloitte & D)
Touche S TELEGLOBE
A} SNC+LAVALIN

Federal Office of Regional Development (Québec) » Meloche Monnex ¢ Merck Frosst Canada inc. » Revue Commerce o Standard Life » VIA Rail Ganada

ctoc.o.-ooo.--------o---o--cc--'-ooo-.---oo---noco.......-o-.--.-oo-o-.----ooooo-.t'occ--o-o-o--.-o-----ooooo.o--o----.o.oo-------.c.-u.cc-o-..-----.-.noo....--.--.--c--ooo-oo---
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DESJARDINS

PRIVAIE

MANAGEMENT

Desjardins
Trust

MOl CONCERNS

You have accumulated significant assets that you
would like to put to work.

However, you may not have the time, or more
importantly, the expertise required to manage
your portfolio aggressively enough to take full
advantage of market opportunities.

SOLUTION

Discretionary portfolio management

This Desjardins Private Management service is
designed to make your capital grow through
high-quality professional management.

Your situation is analysed and a personalized
investment strategy is developed according to
your objectives.

BENEFITS

» Administration of your portfolio according
to your investment objectives

» Daily portfolio monitoring

e Detailed information in the monthly
management report sent to you

Discretionary portfolio management is one of
the many specialized services offered as part
of Desjardins Private Management:

» Asset administration

e Strategic asset management

 Estate liquidation

» Financial planning

o Testamentary services

FOR MORE INFORMATION

Contact one of Desjardins Trust’s Private Manage-
ment Centres or dial (514) 286-3225

or 1 800 361-2680.

Desjardins Helping you do it your way

“esssssscsssnnse esccscsnne sesssscsnse esssssnee GessssssasssIssRssnnnEe Sesscsssnsssassne sssssceen Wssssssssssssasssnenns R Sessssssnaananane
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THE INCREASINGLY DYNAMIC
MULTIMEDIA SECTOR

Quebec’s multimedia industry is
undergoing a period of unprecedented
growth, and Montreal continues to be a
(lanadian and American hub for this
vital sector. Multimedia technology has
become a major asset to be added to
Montreal’s already long list of strengths,

In response to this situation and the
interest evoked by the multimedia event
held last May, the Board of Trade is
organising a follow-up activity with the
CESAM multimedia consortium (Centre
d’expertise et de services en applications
multimédia). Our goal is to keep our
members informed about the impor-
tance of this sector, advise them of the
latest innovations and the most recent
trends, and introduce them to the cre-

ators of multimedia products and solu-
tions.

Whether used as a promotional or
staff-training tool, for direct marketing,
for the presentation of annual reports,
for virtual telecommunications, or for a
myriad of other purposes, multimedia is
a tool that may be integrated with a
company’s business processes to create
added value it cannot afford to ignore.

When?

Monday, March 23, 4 to 8 p.m.

Where?
Usine C, 1345 Lalonde Avenue

For who?

For self-employed workers and all
decision makers in SMB’s and major
corporations who are familiar with mul-
timedia or want to learn more.

Come and find out for yourself - mul-
timedia is much more than just a high-
tech toy. Full details and a registration
form will be mailed to you soon. ®

— }:7
Bell

Major sponsor

l* Fodoral Office of
Regional Development
(Québec)

Canadi

Société d'information
Banque Nationale Inc.

Etudes supérieures
en aménagement

l'aménagement est un champ
multidisciplinaire qui recouvre a la
fois des pratiques professionnelles,
des disciplines scientifiques et des
secteurs d’expertise variés touchant
a I'architecture, |'architecture de
paysage, le design industriel et
I'urbanisme. En plus des program-
mes professionnels de premier
cycle, la Faculté de I'aménagement
de I'Université de Montréal offre
des programmes de deuxiéme et
de troisiéme cycle ouverts sur les
problématiques mondiales.

N ORp—

In business
since 1902!

Maitrise et doctorat
en aménagement
(M.Sc.A. et Ph.D.)

Domaines de recherche :
. Planification et environnement
. Habitat et cadre bati
. Histoire et théorie
. Innovations technologiques et
informatique

Maitrise en aménagement
(M.Sc.A.)

Options :

. Aménagement

. Paysage

. Conservation de
I'environnement bati

. Conception, modélisation et
fabrication assistées par
ordinateur (C.M.FA.O.)

. Montage et gestion de projets
d’aménagement (M.G.P.A)

Maitrise en urbanisme
(M.Urb.)
Options :
. Aménagement et gestion des
services urbains
Design urbain
Environnement et cadre de vie
Habitat et stratégies urbaines

Diplome d’études supérieures
spécialisées en montage et ges-
tion de projets d’aménagement

(DES.S)
(La maitrise M.G.P.A. et le
D.E.S.S/M.G.PA. sont offerts
conjointement par la Faculté de
I'aménagement et 'Ecole des
Hautes Etudes Commerciales)

ounded in Montreal in 1902, Lévesque Beaubien

Geoffrion is the largest Canadian investment dealer
with its head office in Quebec. The firm is fully integrated
and provides services to institutions, corporations, govern-
ments and individual investors.

Lévesque Beaubien Geoffrion has 650 Investment
Advisors located in 66 offices across Canada, managing
assets for 260,000 individual investors, of which more than
180,000 are in Quebec.

Lévesque Beaubien Geoffrion has achieved significant
growth in the institutional sector in Canada, the United
States and Europe through offices in Toronto, Montreal,
New York, Vancouver, London and Geneva. The firm pos-
sesses a strategic comprehension that is best defined by the

LEVESQUE
BEAUBIEN
GEOFFRION

5 billion dollars in transactions passing daily through its
Trading Hall in Montreal.

Lévesque Beaubien Geoffrion’s Investment Banking group
focuses on developing close working relationships with
clients on an ongoing basis and on reinforcing the group’s
specialized expertise in a wide range of industries. Its
strength lies in its organizational structure, which favors
multidisciplinary teams.

As rich in history as it is, Lévesque Beaubien Geoffrion's
assured continued success lies squarely on an ongoing com-
mitment to providing only first quality comprehensive ser-
vices to clients.

Lévesque Beaubien Geoffrion is a subsidiary of the
National Bank of Canada.

Head Office
1155 Metcalfe Street, Montreal (Quebec)
Canada H3B 4S9 Tel.: (514) 879-2222
hetp://www.lbg.ca

Diplome d'études supérieures
spécialisées en Gestion urbaine
pour les pays en développement
(DEESS)

Renseignements

Secrétariat des
études supérieures

Faculté de |"aménagement

Université de Montréal
C.P. 6128, succ. Centre-ville
Montréal (Québec)

Canada H3C 3J7

Téléphone
Télecopieur

(514) 3432044
(514) 3432183

Courrier électronique:
larivien@ere.umontreal.ca

Site Internet:
http://www.ame.umontreal.ca

Dates limites dinscription
Premiére cohorte: 1€ février 1998
Deuxiéme cohorte: 1€T juin 1998
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