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ELECTRONIC COMMERCE BUSINESS-TO-BUSINESS:
PIPE DREAM OR REALITY?

BY JOELLE GANGUILLET

lectronic  com-
merce: two words
that are on every-
body's lips these
days. According
to some, this is the year elec-
tronic commerce will come
into its own. But is this really
the case? Are businesses
adopting this new technology?
Consulting firms offer differing
opinions. With the emergence
of new technologies and the
popularity of the Internet, the
intranet, and the most recent
arrival - the extranet - the stage
seems to be set for the rapid
expansion of electronic com-
merce and, more specifically,
inter-company commerce. But
it's always wise to look before
you leap, and an effective elec-
tronic commerce strategy is
based first and foremost on an
effective business strategy.

What exactly is electronic
commerce? In simple terms,
electronic commerce involves
the exchange of business infor-
mation by means of computers.

Just a few vears ago, electronic

commerce meant electronic
data interchange (EDI)-see EDI
box on page 11.

A new beginning

“With the proliferation of
new technologies and, in par-
ticular, the development of the
Internet - a public, universally
accessible tool - EDI is no
longer the only game in town as
far as electronic commerce is

concerned,” notes Dominique
Levesque, president and gener-
al manager of the Electronic
Commerce Institute. Electron-
ic commerce integrates many
technologies including EDI, bar
codes, imaging, smart cards,
the Internet, intranets, and
extranets.

“Electronic commerce
should be viewed as a lever for
the economic development of
businesses, and Quebec lags

behind the rest of Canada and
the United States in this
regard. According to the Elec-
tronic Commerce Research
Project, 70% of Manitoba and
Ontario companies use at least
one electronic commerce tech-
nology, compared to only 35%
in Quebec.” The mission of the
Electronic Commerce Insti-
tute, which was created in
1990 by the Board of Trade of
Metropolitan Montreal, is to
promote the use of electronic
commerce by Quebec compa-
nies.

“If they are to reap the ben-
efits of the new electronic mar-
ket - a market that is develop-
ing at an exponential rate -
Quebec companies must climb
aboard the electronic com-
merce bandwagon. According
to a U.S. study carried out by
the International Data Corpo-
ration in December 1997,

Continued on page 3
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MONTREAL SAVOIR-FAIRE TAKES THE WORLD
MANAGEMENT CONSULTANTS HELP MAKE SENSE OF OUR GLOBAL,

EVER-CHANGING WORLD OF BUSINESS

BY EILEEN MURPHY

he terms re-engi-
neering, strategic
planning and
change manage-
ment are music
to the ears of management con-
sultants. These white-shirted
individuals behind their stud-
ies, plans, advice and guidance
are grinning as they are part of
a booming industry. In this
global, technological world of
change, we are most definitely
playing their song. Though
very little data is found con-
cerning this sector, we do know
that, according to Industry
Canada, in 1995 more than
20,000 consultants were work-
ing in the field with estimated
revenues of between $2.3 and
83 billion. And growth is
expected to increase by 10%
each year until the year 2001.
At which point revenues could
climb to 85 billion.

This sector is being driven
by an invisible hand of sorts.
That of the push for companies
to adapt to the changing ways
of the multi-faceted market-
place. The ability to change
individual’s behavior to maxi-
mize human performance is
the ticket. Tomorrows leaders
are those who can help maxi-

mize the full potential of their
employees’ talents in order to
create value through a high-
performance organization.

Montreal, as compared to
most other major world cities,
has an extremely low cost of
living. Half of consultants fees
are based on salary and salary

MANAGEMENT, CONSULTANTS]

Revenve in
5 mitlipns.

NumBeroff companies

is greatly effected by the cost of
living. “In number terms, the
average American MBA gradu-
ate with two years experience
can pull in a salary of anywhere
between US8160,000 to
$200,000. In Canada that same
person would earn US880,000,”
explains Raoul Elias, president
of Isogroup. In other words, we
are half price of American con-
sultants. More MBA students
have entered this field than
any other industry. The princi-
pal areas of practice are infor-

mation technology, human
resources, operations and cor-
porate strategy. Corporate

strategy being the sector that
collects the most consulting
revenues on a per consultant
basis.

Continued on page 3
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Continued from page 1
Electronic commerce

business transactions on the Internet will
total $227 billion by the year 2000. Busi-
ness-to-business  transactions  will
account for 80% of this amount, with only
20% related to consumer purchases,”
explains Levesque. She adds that despite
the popular misconception that people
are lined up on the Internet to buy prod-
ucts, it is companies that are becoming
more and more aware of the enormous
benefits to be reaped by using the Inter-

Partial implementation

A recent study of how technologies
are used in Canada’s service sector
revealed that only 41% of service com-
panies use one or more electronic com-
merce technologies, and the rate of use
by companies is directly proportional to
their size. When asked why they hesi-
tate to adopt electronic commerce tech-
nologies, 65% of companies surveyed

.arochelle Gratton is a Montreal con-
sulting firm with 125 employees; it spe-
cializes in the development of computer
systems and the integration of technolo-
gies. “Our clientele is composed largely
of major corporations such as Gaz mét-
ropolitain, Lévesque Beaubien Geof-
frion, and the Montreal Urban Commu-
nity,” explains Pierre Miron, vice-presi-
dent, finance.

President net to facilitate business transactions and report that cost is the major dissuading

André D. Godbout improve business procedures. factor. At the top of the list of reported Miron adds that electronic commerce

Editorinchiat benefits is a reduction in the number of can be used at two levels - for consumer
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Continued from page 1
Management consultants

Does size matter?

Consultants can be found in the big
accounting firms like Deloitte & Touche,
Price Waterhouse, KPMG, Coopers &
Lybrand, Ernst & Young and Arthur
Andersen as well as American-based
consulting firms like McKinsey, the
Boston Consulting Group, Bain & Com-
pany and Booz Allen and Hamilton.
Then there are Montreal-based consult-
ing firms like Isogroup and SECOR. The
thirty larger firms in Canada, having
fifty or more consultants, account for
61% of the industry revenues amounting
to over $15 million each. Medium-sized
firms, with between 10 and 49 employ-
ees, see between $1 and $15 million in
revenues. And finally, the less than nine
consultants firm-size category, reaches
average annual profits of $1 million.

The smaller-sized firms, according to a
1995 survey by the Institute of Certified
Management Consultants of Canada
(ICMCC), are growing at a rapid pace.
These smaller boutiques respond to niche
markets. Contracts with smaller firms
usually provide goods and services for
825,000 or less whereas in the larger
firms, average contracts are for $100,000.

Continued on page 11

Isogroup of Montreal is one such spe-
cialized firm that has grown internation-
ally. Since its 1975 roots, it has opened
offices in New York, Paris, London and
Heidelberg. Its niche is in the pharma-
ceutical industry with strategic planning
accounting for 88% of its business. Strat-
egy meaning knowing where you are
going over the long term. “At Isogroup
we take the whole team and bring up the
level of strategic thinking,” explains
Raoul Elias, president of the firm.

How do companies know when they
need help? According to Elias, there are
two main triggers. “When a new CEO
comes into a company, they need to
build a team and structure information
to make decisions. Consultants act as
external catalysts by challenging and
advising them.” Elias provides a formula
of three-day sessions outside the office
environment. These sessions deal with
understanding the problems, developing
strategies and creating an action plan.
Then from that information gathering, a
document, the strategic plan, is pro-
duced.

The second most common reason for
soliciting the services of a consultant is
that a company realizes that it is not
doing as well as its competition. “Com-
panies ask themselves where they are
going and how they are going to get
there. If they do not know where they

are going, they left

behind,"says Elias.

can easily be

But as companies are running on a far
leaner corporate structure than before,
they periodically need help in dealing
with what downsizing has done to their

“Do

Lili de Grandpré
Vice-president of Mercer
Management Consulting

company. “Downsizing has a short-term
focus. You cannot shrink yourself to
greatness or mortgage your future,”
stresses Lili de Grandpré, vice-presi-
dent, Mercer Management Consulting.
The Montreal office of Mercer was
opened in 1995 and has grown from a
staff of five to twelve. “When you are too
close to a situation, it helps to get
an outside, objective opinion,” says
de Grandpré.

wnsizing has a short term focus. You can-
not shrink yourself to greatness or mortgage
your future,” stresses Lili de Grandpré, vice-
president, Mercer Management Consulting.

sontinued on page 7

“WhenanewC.EO comes into a com-
pany, they need to builg ,,teamand
structure information to make deci-

sions. Consultants act as external cat-

alysts by ehallengmg and advising
them,” explain s Raoul Elias,

president of Isogroup.
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editorial

MONTREAL'S NEXT MAYOR

Wanted: a strong, exacting

manager who will improve the city’s
administration and finances

- beware of costly projects and expen-
sive “visions”

Montreal’s municipal election will be held in
November 1998. From all appearances, however,
the political gambits that will determine the name
of the person who will become the next mayor of
Quebec’s largest city are being played out right
now. Remember - this is the elected position requiring the largest direct democra-
tic support, in terms of votes and voters, in Quebec.

This election is critical to Quebec and the metropolitan area. For the sake of
our city’s future and the quality of our democracy, it is hoped that the next mayor
will enjoy strong public support and enough backing in city council to present
strong positions to the provincial government.

We know very well that Greater Montreal, with 47% of the provinee's total pop-
ulation, aceounts for almost 34% of its production (GDP) and more than 80% of its
high-tech industries. Yet Montrealers, who produce 54% of Quebec’s sross domes-
tic product, are represented by only 38% of seats in the national assembly (com-
pared to 47% for Ottawa).

Under-represented and under-equipped with regard to the provincial capital,
the metropolis must be given more political clout. This will inevitably mean rein-
foreing the City of Montreal, which is home to one third of the region’s inhabitants
and one out of every seven Quebecers. Montreal therefore needs a strong mayor
who, once elected, will be able to generate broad consensus surrounding his gov-
ernment.

Our priorities: a realistic vision, stringent management, a lighter tax burden

The next mayor of Montreal must possess and skilfully communicate a realistic
image of his or her role and a clear, stimulating vision of the metropolis as it will
look in the year 2000 - in just two years! But vision does not mean revolution. In
the current situation, costly changes would be inadvisable. Above all, the next
mayor must ensure that public services are improved and delivered at the lowest
cost possible.

Of course, Montreal is a city on the move. In three years, projects such as the
expansion of the Montréal convention centre, the development of the interna-
tional city, the building of the new YMCA, the renovation of St. Catherine Street,
the creation of the “super library,” and the restoration of the Lachine Canal will
have changed the face of our downtown core.

In addition, the new economy is flourishing here and dozens of high-tech com-
panies are founded every year. The mayor of Montreal must highlight these posi-
tive changes, energize Montrealers, and foster renewed confidence in our city.

For its part, the municipal government must promote economic development
through an open attitude and a competitive tax system. We need a mayor who will
generate domestic and international trade and thus reconstitute the city’s tax
base, which has been seriously eroded in recent years.

To lighten the tax burden and provide improved services at a lower cost, the
next mayor of Montreal must support economic growth and, above all, manage
the city with an iron hand. He must work ceaselessly and without granting polit-
ical concessions to carry out the administrative reorganization that is incumbent
upon the city’s top public official and his team, in close cooperation with the
executive.

He must also deal firmly with Quebec City, the city’s primary external fund
provider, and conclude the fiscal pact that government after government has
promised and then placed on hold for yet another year.

He must study every possible opportunity to provide municipal services in con-
junction with other cities in the MUC and the metropolitan area. In its on-going
efforts to save money and improve efficiency, Montreal should also continue to
explore and implement partnerships with private companies. Let us remember
that such partnerships are possible and are not opposed by unions as long as they
are consulted and included in the implementation process.

Finally, our next mayor should be capable of promoting a truly metropolitan
vision of Montreal - a vision that will be supported by all citizens and elected offi-
cials. To this end, he must first prove that he can effectively manage his own city,
thereby demonstrating to other municipalities in the region and on the Island of
Montreal that our city can be a solid, reliable partner with which to build a more
integrated metropolitan region.

What Montreal needs, in short, is not a charismatie, grandiloquent mavor but
a serious, pragmatic, and determined leader who will manage the city with the
concrete interests of its taxpayers in mind. On this foundation, we can work
together to build not only a more dynamic city but also a vibrant metropolitan
spirit.

M, M

André D. Godbout
President

column

AN ON-RAMP TO THE INFORMATION HIGHWAY

Putting Info Entrepreneurs to work for you

Information is power; time is money;
and we're moving from the industrial to
the information age. How many of these
expressions or “paradigms” form part of
your daily life? How many of them truly
apply to your business environment? In
large and medium-sized companies,
resources are often earmarked for infor-
mation retrieval, enabling managers to
make enlightened decisions quickly and
effectively. Self-employed workers,
micro-businesses, and small companies
are in a very different position. And yet...

* Thanks to the Internet and CD-ROM
data storage, information about an
incredibly wide range of subjects is
now easily available. You can be sure
that if information is not found on a
given topic, it is either confidential or
non-existent.

e Access to information is almost uni-
versal. If, for some reason, vou can’t
use the information in your field,
someone else will use it to their
advantage.

e The challenge is to find the informa-
tion you need when you need it.

The Info Entrepreneurs information
centre was founded in 1994 to provide

information to businesspeople about
government programs and services. Its
library has always been open to users. At
first this library was of a traditional
nature, but in the last year. we have
added a more “virtual” component, with
computerized work stations, Internet
access, and CD-ROM data bases - all
available free of charge. In addition, we
are now offering the services of our most
valuable resource - our employees - in a
whole new way. You can now ask our
researchers to cruise the information
highway in your place and find the infor-
mation you need - if it exists - on your
behalf. While this service is not free, it
gives you access to specialized business
resources without taking time and ener-
gy away from your business.

Do you want to learn more about
recent developments in your field? Do
you need to prepare an export plan or
locate potential partners? These are all
areas in which we can help vou find
important information that can be
adapted to your specific needs.

Under these conditions, it is perhaps
true to say that information is power,
time is money, and we are moving from
the industrial to the information age. m

You can reach the Info Entrepreneurs documentation centre
at (514) 496-4636 or at 1-800-322-INFO

FORUM ON SOCIAL DEVELOPMENT

The Board of Trade: ambassador for the business community

By Martine Plaziac

In early 1997, the Conseil de la santé
et du bien-étre invited every Quebec
region to undertake an in-depth analysis
of the following question: With regard to
changing social values, social develop-
ment, the political and economic con-
text, and the evolving job market, what
kind of society do we want to live in?
This led to the launching of an exhaus-
tive inquiry into social development in
Quebec.

On the Island of Montreal, this
inquiry, organized by the Conseil
régional de développement de l'ile de
Montréal, involved the participation of
numerous players in various fields. The
forum on social development took place
in four stages:

- a discussion of the themes proposed
by the Conseil de la santé et du bien-
étre social: poverty, basic needs, inte-
gration, and social participation;

- the holding of 17 local forums
throughout the Island of Montreal;

- the sharing of a communal vision of
social development by more than 200
people representing various organiza-
tions on December 5, 1997;

- Discussion and agreement on 8 major
issues and 41 objectives by all of the
above representatives on April 3
and 4, 1998.

Finally, the Conseil de la santé et du
bien-étre organized a provincial forum
on social development in Quebec City
on April 26, 27, and 28. Delegates repre-
senting every sector and every region

4

(including 104 representatives from the

Island of Montreal) were invited to

attend this forum and discuss overall

issues and objectives with the other
regions.

The challenge now faced by Island
representatives is to agree upon an
action plan to implement the strategic
plan for social development. Represen-
tatives of the public and private sectors
(community, labour, and municipal),
local forums, government departments,
and other organizations belonging to the
Conseil régional de développement de
Iile de Montréal (CRDIM) have agreed
on the importance of the following
issues:

* Promotion of synergy and democracy
at the local level;

¢ Acknowledgement of and support for
the community sector;

e The reaffirmation and fulfilment of the
major role played by government in
ensuring that the basic rights of the
individual are respected;

* Sustaining and developing employ-
ment in the region;

* Coordination of social and economic
development;

* Promotion of accessible, high-quality
education and training by means of
appropriate administrative and teach-
ing practices;

¢ Taking into account the unique role of
Montreal as central city that wel-
comes and integrates newcomers;

e Improvement of the health and well-
being of all Montrealers. m
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MONTREAL TECHNOVISION WILL WORK WITH THE INDUSTRY

TO REDUCE THE SHORTAGE OF QUALIFIED WORKERS IN HIGH TECH SECTORS

Many people in the industry, profes-
sional associations and various min-
istries responsible for the industry are
sounding the alarm with respect to the
shortage of specialized workers in high
tech sectors. A recent study by the U.S.
Department of Commerce on the infor-
mation technology shortage made the
front page of many newspapers. Compa-
rable studies have been published in
Europe. Recently, an ADRIQ symposium
in Montreal, in which Montréal Techno-
Vision took part, reported the same con-
cerns and also highlighted the stagna-
tion or a very weak number of registra-
tions and graduates in the scientific
fields of study, which does not augur well
for the future.

The governors of MTI in the biophar-
maceutical and information technology
sectors harbour the same fears. During
recent meetings, many of them indicat-
ed that these shortage problems were
more and more pressing and were begin-
ning to have negative effects on their
company’s development outlook in the
Montreal area, such as extending and
relocating investments. They asked MTI

to come up with proposals which could
lead to conerete solutions, starting with
the biopharmaceutical sector, where
mobilization around MTI is the most
advanced.

[Towever, the task is far from easy.
Seemingly simple to formulate, these
worker shortage matters are, in fact,
among the most difficult to define in an
operational manner. In November
1996, a document published by Human
Resources Canada, which should know
a few things about the issue, concluded
that “even if we complain often and
forcefully about the shortage of quali-
fied workers, we have little definite and
dependable information on the current
and future imbalance in various profes-
sional markets. At the present time, we
simply do not know whether the short-
age of qualified workers on the job mar-
ket constitutes a serious problem in
Canada.”! Shortages have a strong
cyclical component; therefore, it is dif-
ficult to pinpoint the structural prob-
lems which, individually, require specif-
ic measures. Furthermore, only those

companies where such difficulties

might imply a slow-down or loss of pro-
duction, an increase in overtime or an
increase in the wage rate can be consid-
ered in a shortage situation, a situation
which needs specific intervention. Sur-
veys reveal that fewer than 10 % of com-
panies which assert that they have
experienced recruiting difficulties
reported such situations. Finally, these
shortages must be analyzed subtly, at
the specialty level. The specialties
which are in strongest demand change
rapidly.

Canada is not the only country hav-
ing difficulty pinpointing the problem.
The General Accounting Office has
reviewed the above-mentioned Depart-
ment of Commerce report and conclud-
ed that “In summary, Commerce’s
report has serious analytical and
methodological weaknesses that under-
mine the credibility of its conclusion
that a shortage of IT workers exists....
The report appears to appropriately
establish that the demand for IT work-
ers is expected to grow, but it does not
adequately describe the likely supply of
IT workers... As a result, rather than

Montréal TechnoVision inc.

supporting its conclusion that a short-
age of IT workers exists, the data and
analysis support the report’s observa-
tion that more needs to be known about
the supply and demand for IT workers.”

Taking the mandate given to it by the
governors seriously, while avoiding the
pitfalls, Montréal TechnoVision is ready
to work closely with the governors and
the industry, on the one hand, and with
universities and individuals in charge of
the strategic workers issue on the other
hand, in order to pinpoint the dynamics
of the supply and demand for special-
ized workers in these sectors and come
up with new ideas which would allow all
parties to work together to find concrete
solutions.

(I R.Roy, H. Hanson and C Luvole, Lack of qualificd manpoteer in
Canada: elementary notions, November 1996, p.od)
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THE BACK TO SCHOOL PROGRAM:

SECOND YEAR SEES OVER 50% GROWTH

by Martine Plaziac

The Back to School program, which
was held this year from March 31 to
April 24, was enthusiastically received
by businesspeople. By discussing their
life experience and personal growth,
businesspeople, some of them dropouts
who went back to school, encourage
young people to stay in school. Finally,
the program allows these professionals
to develop closer relationships with the
school environment.

For the second consecutive year, the
Board of Trade has launched this pro-
gram to motivate its members, and it
has been a major success. The results
speak for themselves: 298 business peo-
ple met 334 classes, i.e., 11,000 grade
nine, ten and eleven students in 50
French schools and 20 English schools
in the metropolitan area. Among the
participants, there were 98 women, a
total of 33% compared to 31% with
respect to the Board of Trade’s member-
ship. The fact that over 400 business-
people registered was one of the main
reasons for the program’s success and
shows their concrete implication in the
community.

The communications campaign

In association with the Board of
Trade, Cossette Communications put
together a communications campaign
based on the theme Can you read
between the lines? Published in La
Presse, Le Devoir and The Gasette and
broadeast on television on the TVA net-
work, the campaign obtained significant
visibility. Like last year, a telephone
card was given to the students by the
visiting businesspeople. This card, with
two free calls, contains the telephone
numbers of two organizations - the Cen-
tre de décrochage scolaire and Tel-
jeunes, a hot-line for young people aged
5 to 20. This card was much appreciat-
ed by the young people.

How students benefit

This year, Mr. Sylvain Larose, nation-
al sales director, CCM-Sport Maska inc.,
took part in the Back to School program
for the first time, after hearing about it
through a friend. Following a visit of the
Sésame school on the South shore, Mr.

BACK TO SCHOOL PROGRAM

Quantitative results

Number of registrations

Number of groups of students

Number of students met

Businesspeople who met at least one class

1997 | 1998
320 403
179 298
204 334

7,000 11,000

Larose decided to invite the students to
visit his company’s hockey skate and
roller-hockey skate plant in Saint-Jean-
sur-Richelieu. In addition, CCM-Sport
Maska will offer summer training ses-
sions at its plant: two related to skate
and protective equipment production
and a third, to office work. “For these
youngsters, this first job gives them self-
confidence. Afterwards, they can say
that they have some work experience.
This is a welcome change from being
turned down for jobs, and students see
this training as a first chance”, declared
Mr. Larose.

Innovation in Program 98 comes
from the businesspeople’s desire to go
further, to get more involved with
schools and young people. This is why
the Board of Trade asked businesspeo-
ple to inform it of any concrete results
following their presentations. If you are
pursuing a relationship between the
school and your company, or if you are
currently developing a rapport with a
particular class, please contact the
Board of Trade, so that we may draw up
a list of these partnerships that is as
complete as possible.

The Board of Trade wishes to thank
Mr. Serge Tremblay, chairman of the
event’s organizing committee, all the
committee members for their dedica-
tion and all of the sponsors for their
support: Bell Canada, Cossette Commu-
nication - Marketing, Human Resources
Canada, Ecole Calixa Lavallée (Montre-
al Catholie School Board), Fonds Ville-
Marie, Health Canada and Xerox Cana-
da Ltd. m

(I'm worthless.)

Read between the lines

What if talking out could
prevent dropping out ?

%)
[ B

Chambre de commerce
du Montréal métropolitain
Board of Trade

of Metropolitan Montreal
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partners

A DAY OF EXCHANGE ON
ELECTRONIC COMMERCE

INSTITUZ DU COMMERCE SLECTRONIGQUE

Some seventy partic-
ipants, ranging from
end users and suppliers
as well as government

ARG G CONAIRER sTITuTY
and industry represen-
tatives attended the April 29 electronic
commerce “study day”. This one-day
affair focused on the main issues that
surround this fast-growing industry. The
ministére de la Culture et de Communi-
cations, the ministere de I'Industrie, du
Commerce, de la Science et de la Tech-
nologie, in collaboration with the Elec-
tronic Commerce Institute of Quebec
organized this study day whereby ideas
were exchanged on how the industry
can further facilitate the development of
electronic commerce within companies.

Lyne Bouchard, senior counsellor
with the LGS Group Inc. started off the
days events with a reality check. “I
imagine that for many of you a study day
on electronic commerce may seem
strange. After all, we often have the
impression that the entire world is uti-
lizing electronic commerce. Internet

here - Internet there. One would be
embarrassed not to have E-mail. But
reality tells another story. We are soon
to be in the year 2000 and the number of
companies using EDI has plateaued over
the last several vyears,” explained
Bouchard.

Surveys tell us that about 30-35% of
Quebecers have Internet access. And
most people do not want to provide their
credit card number via the Internet.

Dominique Levesque, president and
general manager of the Electronic Insti-
tute of Quebee, reinforced the impor-
tance of the implementation of this
industry in her welcoming speech.
“Electronic commerce is not merely a
fashion or a luxury. It is a deep mutation
in the way we exchange and do business.
And for Quebec companies the stakes
are high. Electronic commerce promises
substantial growth”. Also, Levesque
went on to say, “our government has
reaffirmed its desire to develop electron-
ic commerce by their positions taken as

June 1998 Training program

2 (a.m.) Le CE : Une réalité du mondejd.es aff;ires

2 (p.m.) Introduction x 'EDI

3 Implantation de 'EDI

9 Aspects techniques 1 : Norme X12 et réagencement

10-11 Aspects techniques Il : Composantes et intégration aux
systemes d'information de gestion

16 (a.m.) Implantation de 'EDI financier

16 (p.m.) Implantation du préavis de livraison (856)

17 (a.m.) EDI, Internet et Extranet

17 (p.m.) Implantation de 'EDI sur Internet

18 (a.m.) Introduction  la norme EDIFAGT

For information: (514) 288-3736

June program offered only in French

well as by being end users of electronie
commerce.

Where ideas grow

Four workshops were held on the top-
ics of: electronic interchange security;
business practices and techno-watch;
sensitizing, training and follow-up to
ensure prompt implementation of elec-
tronic commerce; and marketing, inter-
nationalization and competition. During
these workshops a series of questions
were addressed. Questions that put to
task the entire being of the industry. The
how’s, the why’s, the what'’s, the when’s
and the who's of each and every corner
of the industry.

Workshop discussions included: how
to harmonize all initiatives, the evolu-
tion of standardization, how to promote
the sector, how to target clientele, the
role that organizations government and
associations play, how to broaden the
awareness of small- and medium-sized
companies (SMBs) and so on. Stemming
from these discussions came some con-
crete conclusions. The need to: form dis-
cussion groups, identify and develop
commercial practices, place the focus on
sensitization and providing ways in
which to help SMBs.

Adélard juillemette,  Assistant
Deputy Minister, Communiecations and
the Information Highway at the min-
istere de la Culture et des Communica-
tions, wrapped-up the days events with a
speech focussing on the deployment of
electronic commerce within Quebec
companies and the role of the Quebec
government. There are two conditions
that must be met for electronic com-
merce to be used by a great many com-
panies. First, we have to increase the
computer environment knowhow of
SMBs. And secondly, companies must
have staff competent not only in techni-

cal and computer operations but as well
as other areas like marketing, sales and
clients services.

In order to meet the challenges of
continuing to propel this industry, the
role of the Electronic Commerce Insti-
tute was confirmed. The ministere de
I'Industrie, du Commerce, de la Science
et de la Technologie will take the appro-
priate steps in ensuring that the Elec-
tronic Commerce Institute becomes the
core network in the promotion and
deployment of electronic commerce
within Quebec companies. Therefore,
the Institute’s mission is to offer a vari-
ety of services that will lead to “better
practices” and commercial success, con-
tinuing education as well as a directory
of regulations and consulting services,
providing help and training for business-
people especially SMBs and economic
agents. ®

ACNeilsen Canada’s vice-president,
interactive services, Randy Carr spoke,
during the luncheon, about electronic
commerce in Quebec based on their
fall 1997 Internet survey. In Quebec,
26% of the population uses the Internet
of which 14% is used at home, 8% at
work, 6% at school and 7% elsewhere.
Regarding frequency, 40% are casual
users (less often than weekly) , 31% are
heavy (daily access) and 29% are fre-
quent (at least weekly access). Ten per-
cent of Quebec Internet users have
made a purchase on the Internet as
compared to 13% in Canada and 17% in
the United States. And in Quebee, of
that 10%, 82% would most probably
make an electronic purchase again.
Regarding credit card payment over the
Internet, 60% of Canadian users are very
concerned. For more information on the
survey, consult their Web site at
www.acnielsen.ca/survey.
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TRADE MISSIONS WITH INTERNATIONAL FINANCIAL INSTITUTIONS:

A WINNING COMBINATION!

By Marie Galibois

What do the Centre hospitalier de
I’'Université de Montréal and SECOR
have in common?

They were 2 of the 19 participants to
the trade mission organized by the
World Trade Centre Montréal (WTCM)
and Team Canada for the health sector.
The trade mission was held at the World
Bank (WB) and the Inter-American
Development Bank (IADB) in Washing-
ton from April 1 to 3, 1998.

The mission followed a recommenda-
tion in the Rapport sur Uindustrie de la
santé dans la résion métropolitaine de
Montréal, filed on August 19, 1997, by
the Comité sur I'industrie de la santé.

The committee, chaired by Hélene
Desmarais, president of the Centre d’en-
treprises et d’innovation de Montréal,
highlighted that the health sector’s
development in the metropolitan Mon-
treal area should place more emphasis
on international development, particu-
larly as regards International Financial
Institutions (IFIs). The committee also
recommended maximum collaboration
between the health sector and the pri-
vate sector in order to facilitate the
export of our management expertise in
this leading sector.

This recommendation led to three
major objectives for the WTCM and
Team Canada in their organization of
the mission:

1. To introduce participants to the
workings of TFIs;

(8%}

. To explain to participants the poten-
tial and corporate culture of IFIs;

3. To make participants aware of the
importance of vertical integration and
information flow between various
interveners in the health sector.

In order to reach these objectives, the
WTCM and Team Canada oriented their
efforts to encourage the best possible
synergy between the participants from
the private, institutional and public sec-
tors by opting for a flexible organization,
which is attentive to participants’ needs.

This three-day trade mission at the
WB and IADB was, without question, a
success, as related by two participants:

“SECOR benefited greatly from the
trade mission organized by the World
Trade Centre Montréal at the World
Bank and the Inter-American Develop-
ment Bank. The mission helped SECOR
expand its network of contacts and
speed up certain matters at the World
Bank.

“From our point of view, the mission
was a success, because of: the organiza-
tion’s flexibility and the close collabora-
tion between the World Trade Centre’s
personnel and Industry Canada-which
helped modulate the mission according
to participants’ specific needs the com-

7T C
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position of the mission, along with the
participation of representatives mostly
from the greater metropolitan area-
which stimulated discussions among par-
ticipants and encouraged the emergence
of constructive synergy between part-
ners in the health sector.

“In many respects, this is a winning
combination, of which SECOR hopes to
take advantage again in the future.”

Michel Leblanc, economist
SECOR, Montreal
Health mission - April 1-3, 1998

“The Centre hospitalier de I'Univer-
sité de Montréal (CHUM), aware of the
importance of strategic positioning on
the international scene, took part in the
trade mission at the World Bank and
Inter-American Development Bank in
Washington, which was organized by the
World Trade Centre Montréal and Team
Canada.

“First, through workshops with sector
representatives, this exploratory mis-
sion helped the CHUM develop a better
understanding of opportunities emerg-
ing in the health sector within interna-
tional financial institutions and get a
concrete idea of the possibilities for
exporting Quebec expertise in the area
of health.

“In addition, the composition of the
mission, which integrated influential
decision-makers from the public and

private sectors, encouraged very inter-
esting business discussions and helped
germinate the idea of future partnerships
in order to promote Quebec expertise.

“Although the effects will be felt only
in the medium term, I can now attribute
the mission’s success to the excellent
organization marked with flexibility and
understanding with respect to our
needs. I strongly recommend that pri-
vate and public organizations wishing to
carve a place for themselves on the
international financial institution mar-
ket take part in these trade missions.”

Cécile Cléroux, executive director
Centre hospitalier de

I'Université de Montréal

Health mission - April 1-3, 1998

Those who attended were very satis-
fied with their participation in this mis-
sion because of the quality and the sig-
nificance of the contacts they developed
with official representatives working
within IFIs, as well as the great synergy
which emerged among the participants.

In fact, several participants expressed
a desire to form one or several consor-
tiums to help the expansion of Quebec
exports in the health sector, more
specifically to IFIs.

For more information concerning
WTCM and Team Canada trade missions
with IFIs, contact Marie-Claude Lemire,
trade mission coordinator / Internation-
al Financial Institutions at (514) 849-
6647, by fax at (514) 849-3813 or by
email at the following address:
melemire@wte-mtl.com.
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Trends in demand 1‘)‘)1 2001 (1mp.lctmg management consulting)

MONTREAL SAVOIR-FAIRE
TAKES THE WORLD

Going global

The continued demand for consult-
ing services is directly correlated to the
clients ability to pay consulting fees and AT e M ’
to the economic growth of the indus- Rl ¢ Sl N .j._Signiﬁmnt growth M&As
tries. Also, as governments look into the ke RS
private sector for strategic alliances,

Private sector, manufacturing

they will require the guidance of con- Manufacturing Continued restructuring for growth and cross-
sultants in the development of partner- border migration
ships. i ;

It was in 1992 that the Board of 'Rescructuring, cost eontainment, pnvanzatxon
Trade of Metropolitan Montreal spear-
headed the privatization of Montreal’s
airports by promoting the creation of
the company - Aéroports de Montréal. It
was under the lead of Jacques Auger
that this project took flight. Today, Mr.
Auger is exporting his airport-privatiza-

ol (ppps)
G ost containment, need for productwity ixnproveo- ' Qontinulng _demﬂﬂd

{ downslzlng and outsourelng opportuni—
hum n resources concems foremployees '

Public-private partnerships

Hor Froihos 4 a cohenltanbide SNC Enerdy SICIW partnerships likely as part of privatization Note: these examples are provided for illustrative
B et AR e rive purposes only. In each instance, management
Lavalin, to faraway lands like Uruguay, Environment consultants are expected to be on teams led by
and Costa-Rica, With 860 million equi- Joint operation of water and sewage facililties private investors.
s R ional faciliti e
ty, management knowledge and opera- goreationa) facllites |
tion competency one has the winning Ridl aasiiee Park management and maintenance
g . 3 = Svati air- .
ingredients needed to privatize an air Design, build, own and lease back arrangements
port. Transport
Possible introduction of system amangement
The potential need for Auger’s savvy contracts y
is high as less than 15% of the worlds’ : y I ) . A I
'lirp(;rt% are private. SNC-La alin’s Source: Industry Canada, with assistance from B. Helm Associates Ltd., Toronto, Ontario,
ks o 2 « . o « < -

descriptions, hiring staff, selecting soft-
ware, helping to implement the comput-
er system and staff training. “Our
African and Algerian clients appreciate
the fact that we can work in French and
have American knowhow. But there is
an international way of doing business
whereby more and more business prac-
tices have become uniform,” explains
Cloutier.

newly formed airport-privatization
group aims at being the world leader in
this sector, And Canadian companies
sell well due to their positive reputation
coupled with the low dollar. “Overall, in
the industry, one out of ten projects
that you bid on you will get. However,
we are currently getting one in four pro-
jeets that we bid on,” says Auger.

Specialized expertise is what makes
certain companies stand out. In the last
five years Coopers & Lybrand Laliberté
Lanctét have taken on fifteen projects
within the capital market sectors. Take
William Cloutier, director with Coopers
& Lybrand Laliberté Lanctot. He and
his team help setup stock exchanges
with the help of the Montreal Exchange
and the Quebec Securities Commission.
The Canadian International Develop-
ment Agency, the United Nations and
the World Bank configure into their
client list for assignments as far afield
as Algers, Algeria as well as Abidjan,
Lomé and Dakar, in Africa. For these
mandates, Cloutier’s team would be
responsible for tasks including job

Adapting to technology

A lot of money is invested in comput-
er replacement. Fernande Poulin,
senior manager, change leadership ser-
vice line with Deloitte & Touche, deals
with all that is involved with informa-
tion-technology (IT) adapting every day
as 90% of the divisions dealings is in
technology implementation. “When a
company replaces its mainframe sys-
tem, they are ultimately changing the
nature of their employees jobs, the way
in which functions are carried out, how
information is obtained, the organiza-
tional chart and so on. And that is a lot
to deal with at one time,” elaborates
Poulin. And both the organizational and
human aspects needs to be analyzed by
the firms “project team”. Teams that
are comprised of two thirds clients and

one third consultants. In Canada, these A PRO F ESSIONAL COMMITMENT

teams bring together around twenty to o

fifty people. BUSINESS SOLUTIONS THROUGH INFORMATION TECHNOLOGY
“One of our biggest challenges is to CGI offers you a firm commitment. No compromises. That’s why our

maintain executive interest and to keep
then involved in the decision-making.
Also, delivery never happens as planned. meeting your objectives. CGI partners with you in the implementation
Therefore you have to be flexible and
fast,” say Poulin. Most of Deloitte &
Touche’s clients, stemming from the in the marketplace.
Montreal offices, are from companies
whose head offices are in Montreal.

professionals and managers put all the strength of their experience into

of electronic commerce, thus allowing you to achieve a strategic advantage

[ISO 9001 CERTIFIED)] CG'

Montreal; (514) 841-3210
Internet: wwiw.cgi.ca THE STRENGTH OF COMMITMENT

Jontinued on page 8

-oo-ococooo.o.o-.--.--..-.c-.o--.n--uaaoo-uo-o-c--ooc--.--ono.---c--o.-oon-u--oo--ooo.ooooooo----oo-noco---ao-o-oooo-nnouc.-o-ooon--.....----nnc...n-u----aouoo.no-o-o---.-oo-o-o-

Leadership Montréal 7 June 1998


http://www.cgi.ca

Continued from page 7
Management consultants

Fernande Poulin
Senior manager, change
leadership service line,

Deloitte & Touche

The human element

When companies live through
major changes, they have to
take care of their employees.
Companies like Richard-
son Management Associ-
ates Ltd. focus on the
human element in man-
aging through their spe-
cialized consulting and
workshops. This Montre-
al company has clients
around the globe and aims
to “reduce the emotional and
physical wear-and-tear on the
decision-makers without any loss of
professional potency or performance”.
Workshop topies include facilitating the
transition from one boss to another,
helping the survivors of downsizing,
mergers or restructuring, intervention
in family-owned companies and the list
goes on. These workshops are offered to
clients in North America, South Ameri-
ca, Europe, the Far East and Africa.

dossier +

Their roster of clients include Hongkong
& Shanghai Banking Corp., The World
Bank, SouthWest Airlines and Metropol-
itano do Sao Paulo.

Coaching is another source of support
and has recently gained ground in Que-
bee. This year the Coaching de Gestion
ine. school was founded by Jean-Pierre
Fortin. “When a coach sees a runner,
they look at their legs, arms and sprint
method to determine what is missing so
that they may provide tips in order to
improve the athletes performance.
Coaching within a company can be seen
in the same way,” says Fortin. Managers
spend some 60 to 90% of their time in
meetings. Fortin and his team work with
managers who want to change their
style, improve their communication or
modify the way in which they work. Via
special exercises that focus on role play-
ing, whereby participants are filmed,
problem areas are identified and worked
upon.

Henry Mintzberg of McGill University,
is our management guru. His ideas on
management, that are meant to rile
everyone, can be found in all major jour-
nals including the Harvard Business
Review and The Economist. He gives us
a reality check into management. Man-
agement problems, says Mintzberg, grow

out of the disconnection between
management and the man-
aged. The trick is to con-

nect the two. The discon-

Management problems. nection oceurs when
says Henry Mintzberg,
grow out of the disconnection as an end in itself
between management and the instead of as a service
managed. The trick is to
connect the two.

management is treated

to organizations and
their customers.

And to make changes,

says Daniel Denis, president

of the Groupe SECOR, vou have

to know what you want. “You have to
ask yourself what effort. in terms of time
availabilitv and capacity, you want to
place into a project and secondly, you
have to define what result you want to
achieve.” SECOR, founded in 1976, has
shown that it knows what it wants. Over
the years, the firm has proved its
strength in strategic planning, gover-
nance and service management to

clients in Paris, Prague, Casablanca,
Dakar and Moscow.

Montreal-made management acumen
has climbed its way to world markets.
Through our brain power, multicultural-
ism and our desire to conquer external
markets, dozens of Montrealers have

‘Technnlngv
-is advancing

been planted around the world so as to
be instrumental in helping others grow
and succeed in their business endeav-
ours. This is truly a case of exporting
knowledge within today’s knowledge-
based economy. ®

ata sunersomc rate'
Vnu can manage

technological
change

mrwhéue Gratton 5 team <
of visionaries thrives on cho"enge

The team excels on Intermet

technology and elertromr trcxdt»

“As o project l@oder
each member
of the team

“knowledge
-and even
adventure.
:Togmh@r they
strive for harmony in =~
technological integtation.

Change that foels good,
Networks that develop.
Te:hnalogy wsth o vision.

Our clients and consu!tonts-

workmg in unison.

That’s service af
loroche!le Grotton.

as in business, performance stands out...

Williams, Ferrari and McLaren make their first pit stop here.

They are the elite of the auto racing world. Eleven state-of-the art racing teams, 33 dream cars, 30,000 kilograms of sheer power and leading-edge
technology. And between May 28th and June 1st, just one week before the start of the Canadian Grand Prix, they will be taking the pole position
at the Montreal International Airport — Mirabel aboard Boeing 747 freighters, ready to be unloaded and eager to race to victory. In Formula One,

and Mirabel is proud to play its role as an engine of the Greater Montreal region economy.

( 4

AEROPORTSé{iMONTRSAL

Montreal International Airport — Mirabel

Commitment to cargo excellence
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Certain conditions apply.

first you have to do a little number.

1877 WEB-BELL

If your business long distance service is with Bell,
you can get one year of Internet, free:

75 hours of access per month

An E-mail address

No installation fees

www.bell.ca/advantageinternet

To get
Internet free,

(toll-free)

La maitrise des intangibles

LEGER ROBIC RICHARD

Depuis 1892

Avocats
Agents de brevets et marques

Protection des droits de propriété intellectuelle et droit des affaires

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

Téléphone : 98 ROBIC Fax: (514) 845 7874

FASHION
SAVVY

THE CRDIM
INJECTS
$250,000 INTO
NEW TASK FORCE

As forcasted in the April issue of
Leadership Montréal, the conseil
régional de développement de T'ile de
Montréal (CRDIM) recently announced
the creation of the Fashion and Apparel
Industry Task Force which is mandated
to promote Montreal as an international
fashion and apparel centre. The task
force will work together on various fash-
ion-promotion activities in Montreal
and abroad. The first, on April 30, was
the North American Fur and Fashion
Exposition in Montreal (NAFFEM 98).
“The industry players have demonstrat-
ed a genuine desire to work together,
which is essential in ensuring the suc-
cess of such an alliance,” says Patrice
Simard, FCA, executive committee
chairman of the GRDIM.

The task force is made up of the five
industry heavy weights who have joined
forces in a concerted effort to propel
Montreal’s fashion savvy. They are: the
Quebec Clothing Contractors Associa-
tion (QCCA), Children’s Apparel Manu-
facturers’ Association (CAMA), Associa-
tion professionnelle des designers de
mode du Québec (APDMQ), Fur Couneil
of Canada (FCC) and the Apparel Manu-
facturers Institute of Quebec (AMIQ).

“This traditional Montreal industry
has undergone a major restructuring
over the past decade to maintain and
enhance its competitive stance. The
result: this industry, largely concentrat-
ed in the Montreal region, is once again
competitive. Following the 1990 lows,
Quebee clothing exports grew 408.5% in
1997, as compared to 99.7% for all the
manufacturing industries. This growth
has translated into 6,500 jobs in Mon-
treal in the clothing sector alone,” elab-
orates Robert Perreault, Minister of
State for Greater Montreal. m

montreéal
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ELECTRONIC COMMERCE BUSINESS TO BUSINESS:
PIPE DREAM OR REALITY?

Jomplex but less costly sites

The LGS Group Inc. is a Montreal-
based international organization spe-
cialized in management and systems
integration. The company offers con-
sulting services in information technolo-
gies as well as software products that it
has purchased or developed. LGS has
1,500 consultants located in fifteen
offices throughout Canada and France.

The range of products offered by LGS
includes needs analysis, technology
selection, technology implementation,
training, and support. “We emphasize
security mechanisms to guarantee the
viability of business transactions,” notes
Michel Laflamme, vice-president, Inter-
net and electronic commerce practice.

Rather than speak of electronic com-
merce, Laflamme prefers to talk about
transactional systems. He cites the
example of package delivery services
such as Federal Express and Purolator in
the United States, which give customers
direet aceess to their company’s com-
puter systems. Customers can place
orders and check the status of their
delivery without contacting a call cen-
tre. “The entire system is computerized.
In fact, we consider that the less human
intervention that is required, the more
added value electronic commerce will
provide.”

According to Laflamme, the costs
associated with implementing an elec-
tronic commerce system are related to
the creation of software interfaces with
the company’s management systems
and the required overhaul of its business
procedures. The operation becomes
much more complex when it involves
the electronic transfer of funds requiring
the participation of banking institutions.
Laflamme notes, however, that using the
Internet as a communications medium
for electronic commerce applications
now results in considerable savings
compared to the use of more costly pri-

Repercussions of electronic commerce on customer service
(%, national, electronic commerce users only)

0 10 20 30

40

vate VAN networks. “In addition, the
technology is becoming more and more
accessible as the costs go down. For
example, a basic “informational-type
corporate Web site that would have cost
$100,000 a few years ago can now be
constructed for just $§20,000.”

&

A cost-effective implementation
strategy

“An implementation strategy for an
electronic comni-
merce system
begins with the
mapping out of a
business strategy
and often involves a
major reorganiza-
tion of a company’s
business proce-
dures,”  explains
Jean Lanoix, vice-
president, interac-
tive
MétaLink, DMR’s
multimedia  sub-
sidiary. Montreal-
based DMR is the head office of the U.S.
company Amhdal, which has 50 offices
worldwide and 1,200 employees in Que-
bec.

Jean Lanoix
Vice-president,
interactive strategies
MétaLink

Lanoix is an ardent proponent of
Internet, intranet, and extranet business
solutions. According to Lanoix, compa-
nies can benefit from the following three
components. The first is an “informa-
tional-type” Web site that provides a
showease for the company. The second
is an intranet - a private network posting
strategic, confidential information about
the company for use by employees. The
third is a controlled-access extranet that
enables the company to share specific
types of information with business part-
ners and other interested parties.
“Unfortunately, many companies expe-
rience ‘false starts’ in their haste to start
doing business on the Net. They design
Web sites without looking ahead to
future expansion needs,” observes
Lanoix. This lack
of planning results
in increased costs,
overlapping appli-
cations, and wast-
500 60 70 ed resources. The
+ " ; guidance of a rep-

Fewer errors
in data transfer

Faster receipt of payments

Close relationshi
with trading pariners

{usler markefing rafe
or new producls

utable consulting
firm is necessary if
companies are to
develop strategies
that will meet
their objectives.

Despite the
enormous poten-
tial of the Inter-
net's open net-
work, which serves
tens of millions of
users throughout
the world, Lanoix

D Very negative or negative repercussions
. Very positive or positive repercussions

Source: Industry Canada, 1997

does not expect to
see  ‘“explosive”
growth in the field
of electronic com-
merce. “We read
about it in the

strategies, of

papers, and perhaps it’s true in the Unit-
ed States, where corporate profits are
higher. For them, a 81 or 82 million
investment in an Internet system is no
big deal.” He notes, moreover, that 80%
of Fortune 500 companies had Web sites
in 1997, but only 5% of those used the
Internet to conduct business.

In Lanoix's view, Canadian compa-
nies are only beginning to take a serious
interest in electronic commerce. “Only
large corporations have the means to
create multi-application sites. The
major concern of clients such as Imas-
co, Radio-Canada, and SNC-Lavalin is to
implement broad-based intranets.

Electronic commerce:
a business decision

CGI, the Canadian leader in the field
of information technology services, is
one of the top consultants in the coun-
try; it has been creating electronic com-
merce solutions for the past two years.
CGI has almost 4,000 employees and
serves more than 2,000 companies in

lanada and the United States.

Jean-Francois Coulonval
CGI's vice-president,
consulting services,

electronic business solutions

“More than a technology, electronic
commerce is a way to do business ‘elec-
tronically.” We take our clients through
every step of the operation, proposing
appropriate solutions.” According to
Jean-Francois Coulonval, CGI's vice-
president, consulting services, electron-
ic business solutions, an effective imple-
mentation strategy must be based on a
needs analysis and profitability studies.
“We generally expect to see a 30%
reduction in paper costs and time devot-
ed to the transaction cyecle, which
includes order placement, production,
delivery, and payment.”

Coulonval explains that a successful
implementation process will require
everyone concerned (managers, users of
the technology, and partners with whom
the business transactions will be carried
out) to sit down at the same table. “It’s
important to remember the interactive
component of electronic solutions and
the need for applications to be user
friendly. From the start, it is important
to create a prototype with users and
potential clients to ensure the viability
of the system,” he adds.

A dramatic impact on economic
cycles

Experts tell us that widespread use of

business-to-business electronic com-
merce will shorten economic cycles,
since electronic transactions will reduce
time lags between production, delivery,
and payment. “Electronic commerce
will have a growing impact on the pur-
chasing cycle and the merchandising
chain. The crowning achievement of
electronic commerce will be when
everything is done “just in time.” We
can picture the day when suppliers will
all be connected to a company’s com-
puter system and supply the products it
needs just in time for it to fill orders.
The client will no longer have to keep
inventory in stock. Moreover, its elec-
tronic commerce network will enable it
to distribute its products directly to cus-
tomers, bypassing intermediaries in the
merchandising chain. That would truly
be “just in time.” We're not there yet,
but we're heading in that direction,”
concludes Coulonval.

EDI: A TECHNOLOGY THAT
HAS PROVEN ITSELF

Almost 1,500 Quebec companies now
use EDI to exchange documents such as

purchase orders, bills and so on. This

figure jumps to 5,000 in Canada and
44,000 in the United States. The retail
and grocery sectors report the largest
number of users, followed by the textile
and transportation sectors. Companies
generally make the transition to EDI
when they are asked to do so by a major
client.

A “relatively simple” environment

While costly, conventional EDI tech-
nology is based on telecommunications
and data processing principles that are
relatively easy to apply. EDI conversion
software is simply added to a company’s
basic computer applications. The con-
version software makes it possible to
traﬁsléte -data ﬁ'om an applic'ation' pro-

Continued on page 12
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FINANCIAL INSTITUTIONS:
FRONT-LINE PLAYERS

In addition to offering regular trans-
actional services to their customers,
banking institutions aim to play an
important role in electronic commerce.
The Internet is a new vehicle that
enables them to expand their range of
services. As well, financial institutions
are exploring several different ways to
become involved in inter-company elec-
tronic commerce.

Richard Carter
senior vice-president,
National Bank of Canada

The reluctance of consumers to shop
on the Internet - the most recent AC
Nielsen study reveals that only 10% of
Quebecers have used the Internet to
make a purchase - is compensated by
the growing popularity of intranets and
extranets, which offer tools facilitating
the launch of electronic commerce. The
National Bank of Canada plans to
explore several different avenues,
including the certification of parties to
finanecial transactions. “Uncertainty
regarding the security of financial trans-
actions concluded on the Net leads
organizations to look to us for reassur-
ance. We are committed to developing
electronie solutions that will guarantee
the certification of parties to financial
transactions. In cooperation with other
financial institutions, we are working to
perfect an Interac-type solution for on-
line transactions,” explains Richard
Carter, senior vice-president, National
Bank of Canada. Banks are also working
to develop ways to enable companies to
pay their sales and other taxes “elec-
tronically.”

The age of alliances

Convergence and the complexity of
technologies are leading key players in
the computer, telecommunications, and
financial-institution sectors to forge
alliances based on their respective fields
of expertise. Bell has just struck an
alliance with CGI to set up a transac-
tional office service; the Royal Bank and
AT&T have formed a partnership to
offer the same type of integrated ser-
vices; and the National Bank has con-
cluded an agreement with SAP, a Ger-
man company specialized in corporate
management systems.

The Gartner Group estimates that by
the year 2000, 73% of electronic trans-
actions will be outsourced. Difficulties
with security management and the inte-
gration of transactional applications
with management systems will lead
many companies to contract out their

technological resources. By creating
alliances with companies that provide
complementary expertise, financial
institutions can better meet the needs
of their business clients and guarantee
the security of their business transac-
tions. “Anything that is peripheral to
electronic commerce is of interest to us;
hence our agreement with SAP. As a
bank, we focus on administrative sup-
port, and that is the heart of the trans-
actional office service, a management
system integrating all computerized
applications, such as accounting, pay-
roll, and human resources. Some of our
clients, such as Bombardier, are in the
process of implementing this service.
The Quebec government will soon be
making a decision to use our service for
its health-services network.”

The role of governments: walking
the talk

On April 28, the Quebec government
announced its new policy regarding the
information highway - a policy designed
to encourage more widespread use of
this technology. Among other things, it
includes measures promoting the use of
electronic commerce. In addition, it
aims to make the Electronic Commerce
Institute the nerve centre of a network
promoting electronic commerce use
among Quebecers. “We are very pleased
that the government has developed
clear policies regarding its use of elee-
tronic commerce and has highlighted
the role we play,” affirms Dominique
Levesque, president and general manag-
er of the institute. “I believe that all
Quebee companies should establish a
presence on the Internet and take
advantage of electronic commerce tech-
nologies to improve their competitive
edge both here and abroad. Moreover, 1
think the government can play an
important role by using electronic com-
merce in its dealings with companies
and individuals,” she adds.

‘Governments must lead the way,”
says Richard Carter of the National
Bank. The government is a very large
employer and has dealings with many
different companies and organizations.
It is critical that it take the lead and
adopt the most advanced management
methods made possible by electronie
commerce.”

Quebec’s  health-care  network
(RAMQ) is currently working to imple-
ment electronic data interchange (EDI)
within every organization providing
health and social services in the
provinee, a program supervised by the
Electronic Commerce Institute (see
Leadership Montréal, May 1998, p. 19).
Another major project is being carried
out by the CSST (Commission de la
Santé et de la Sécurité du travail) in
cooperation with a National Bank, Mou-
vement Desjardins, and Bell Canada
consortium, the CGI Group, the DMR
Group, the LGS Group, and MLLA and
Associates. The goal of the project is to
link the CSST with some 11,500
employers, 875 medical clinics and
health-care establishments, and 7,600
physicians throughout Quebec. m

column

THE MONTREAL INTERNATIONAL
AIRPORT - MIRABEL

RECEIVES THE NORTH AMERICAN CARGO AIRPORT
1998 AWARD OF EXCELLENCE

A leading cargo airport, located in the heart of a
market of more than 100 million consumers, Mon-
treal International Airport - Mirabel was named
North American Cargo Airport by the renowned
Institute of Transport Mangement. This award of
excellence underlines the continuing efforts of Aéro-
ports de Montréal's management in its quest for
excellence in customer service and its commitment
to an efficient, profitable operation for international
air cargo customers.

“We are delighted to receive this prestigious award,” said Serge Larue, general
manager, cargo development. “The challenge of adapting our airport services to the
needs of air cargo clients is of the utmost importance. We are committed to the cargo
product offered at Mirabel and this award recognizes the efforts of the entire team at
Aéroports de Montréal.”

Open 24 hours a day, 365 days a year, with no curfew, the Montreal International
Airport - Mirabel is free from air traffic congestion and offers carriers competitive
landing fees. The close proximity of customs offices and warehouse facilities adds
another benetfit for airlines, trucking companies and customs agents. In addition, the
intermodal network of the Greater Montreal region is complemented by the Port of
Montreal - the second largest on the East coast of North America for container traffic
- and an extensive rail system operated by St. Lawrence & Hudson and Canadian
National.

During the past vear, the mandate to position the Montreal International Airport -
Mirabel namely as an airport specialized in the sector of logistics and cargo services
has necessitated investments in order to modernize its infrastructure and better serve
the diverse needs of its cargo customers.

Thus, the airport is equipped with a system of loading bridges which are unique in
their ability to adapt to all types of cargo aircrafts. This allows for the direct transfer
of freight from the aircraft to storage areas, sheltered from natural elements. Soon the
airport will introduce a brand new, climate-controlled, perishable cargo centre.

With more than 1,500 sq. metres of refrigerated space, this state-of-the-art facility
will cater to the needs of diverse clients by offering customized service, temperature-
controlled warehouses as well as a complete range of distribution and storage-related
services, including freight monitoring and a customer service counter.

With its focus on cargo excellence and with the launch of a new perishable centre,
it is clear that the Montreal International Airport - Mirabel is in business to serve a
wide range of customers and play a major role as an economic partner with the
Greater Montreal region.

 Montreal International Ai
Commitment to cargo ' :
IN PARTNERSHIP WITH &l
= THE BOARD OF TRADE OF A
| METROPOLITAN MONTREAL .

The Electronic Commerce Institute, in collaboration with the Board of Trade
of Metropolitan Montreal, is organizing a symposium on electronic
commerce and computer security. You will have the opportunity to
hear guest speakers of high calibre. The symposium will
take place on June 9 from 7:30 a.m. to 12:15 p.m.

LGS 8

To reserve, call Ghislaine Larose at: (514) 871-4000, ext. 4001
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WHERE WERE YOU IN 19882 AND | ouwrissvearsor
WHERE WILL YOU BE IN 2008? HISTORI::\):DD:.::II.)AE;!SHIP...

[t was ten years ago that the Busi-
nesswomen in Action committee of the
Board of Trade started its Networking
Dinner tradition. This important event
brings together women to pay homage to
those have taken great strides in their
given fields. This year, a special touch
was added. The evening, held on April
16, was animated by the comedian
>auline Martin and CJAD radio person-
ality Trudy Mason. This made for quite a
lively occasion.

Lise Thibault. Lieutenant Gov-
ernor for Quebec (honoured in
the category of mentors) congrat-
ulates the honoured guests for
their outstanding achievements.

%3

This year’s theme “where were you in
19887 And where will you be in 2008%”
provided for fruitful discussion among
the more than 300 women who attended
this popular event. So popular that it
was sold out long before.

Banque Scotla

We are pleased to invite you to pay a
visit to some of our archives which are
on display in the Sun Life building. The
glassed-in room is facing Café Supréme,

Women from all sectors came to
meet, network and pay homage to forty
three professionals who where honoured

according to three original categories: BDG - ] X i and contains several sems which illus-
the muses - the guides (those who Laura Urtnowski, president. Les Brasseurs il ? : =AY S 5 L“' An 'ir
founded the Networking Dinner and the du Nord (honoured in the category of ama- trave ()ur‘ “&.t‘mj}" y un. 1’te gePLr()llh )
Businesswomen in Action committes), 1 zons) speaks with Gretta Chambers, chancel- 0“‘-’““]‘“3 [h'b_ Space ‘:h‘ well as the Fﬂl‘
the mentors - the role models (honoured < S E > lor, McGill University (honoured, again this el}ts 0.’ 4 d\esxng(fr‘ i h(') ’n?od(;'-.llledl‘ the
for their achievements in the past) and —""d year, as a mentor) during the cocktail recep- rf):)fntlt(?rqus, E]‘“\l slhl()\'\ C'L\?l \Tlll (_ t:C()__
the amazons - the inspirations (hon- Be” tion prior to the dinner. lrnl 'Lm lul { llt] ife lobby until sometime
d-June.

oured this year for the first time).

Be a part of next year’s celebration. (oMM=R<-
Mark April 15, 1999, in your agenda for = M
the 11th Networking Dinner! To learn
more about this event or the Business-
women in Action committee, please call

(] @
Isabelle Scaffidi at (514) 871-4000, SWlssalr

extension 4022.

¢ ol ¢
383, St-Jacques
Centre de commerce

mondial de Montréal
281-7999

D R R R

THE NEW MEMBERS RECEPTIONS AT THE
BOARD OF TRADE

5107, ave, du Parc
277-7558

277, rue Laurier Ouest
270-6154

KEEPING IN TOUCH!

413, St-Jacques
Centre de commerce
mondial de Montréal
844-9125

The key to networking:

1) Show up at functions. Being a mem-
ber is not enough, you have to partic-
ipate in activities.

2) Prepare yvourself. In order to ease

The New Members Receptions, held communication, have an idea of what
on November 26, 1997 and April 29, vou would like to share with others.
1998 were opportunities to renew con-
tacts, network, meet new clients, or see 3) Be friendly. Your objective is to meet
those with whom we have lost contact. people. Find out about others by ask-

ing questions. Monthly Depreciation Chart Resale Club
L]

L]
) . S : | Custom Contract Vehicles at Fleet Prices
4) Listen. Maintain a balance in the con-

o L ]
‘ versation, don’t do all the talking. V.L.P Service All Makes and Models

5) Move on. Know how to end a conver-
.) 800 AM sation by, for example, refreshing

your drink.

artners for g
‘:_:,t 5 years w"he q

Source: Survival strategies for volatile times by

COM M : R( = Anne Baber and Lynne Wayton
=a -

' Blvd. E., Montreal H1S

[514) 376-27

mls 4) 376-0883 « Toll Free: 1 888 414-2777+ htip:
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1998 OUTSTANDING STUDENT AWARDS

- SECONDARY V AND VOCATIONAL PROGRAM STUDENTS

The Board of Trade of Metropolitan Montreal is proud to present, for the sixteenth
year, the 74 finalists and the 12 winners of the Outstanding Student Awards - sec-
ondary V and vocational program students. The high caliber of participating stu-
dents made the selection process an arduous task for the jury.

The names of the winners were announced at a May 12 business luncheon at
which Bernard Coupal, president of T2C2, was the guest speaker.

Sponsors: Top row, from left to right: Paul Payette, molecular biologist at Merck
Frosst’s research laboratory, René Ricard, president of GEC Alsthom Canada, Louise
Dostie, development director at the Fédération des caisses populaires Desjardins de
Mtl et de 'Ouest-du-Québec, Terry, Harron, vice-president, sales at Nortel, Jean Mar-
tin, first vice-president at the Solidarity Fund (FTQ), Kathleen Grant, director, com-
munications, liaison and student career services at I'Ecole des Hautes Etudes Com-
merciales and Madeleine Dopheide, agent at Celanese.

Second row, left to right: Malcolm Andrews, senior advisor, external communica-
tions at VIA Rail Canada (sponsor), the winners: Peter Katz, “bronze”, Sciences-Math-
ematics, Ecole secondaire Pointe-Claire, Andrew Wieczorek, “silver”, Sciences-Math-
ematics, Laurier Macdonald High School, Joseph Maciejko, “gold”, Arts, College
Beaubois, Joseph Tyo, “bronze”, vocational education, Rosemount Technology Cen-
tre, Philippe Larochelle, “gold”, Social Sciences-Languages, St. Thomas High School,
Shalini Melwani, “silver”, Social Sciences-Languages, Ecole secondaire La Voie, Paule
Doré, executive vice-president, corporative affairs, at CGI (sponsor).

First row, left to right: Sophie Boisselle, “silver”, Arts, College Sainte-Marcelline,
Mélanie Grenier,”silver”, vocational education, Ecole des Métiers de I'’Aérospatiale de
Montréal, Tommy Provias,”’gold”, vocational education, St.Pius X Comprehensive

High School, Adrian Kaats, “bronze”, arts, Lindsay Place High School and Devorah
Ritter, “bronze”, Social Sciences-Languages, The Sacred Heart School of Montreal.
Suag
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7.  MONTREAL

IN PARTNERSHIP WITH
THE BOARD OF TRADE OF 4
METROPOLITAN MONTREAL g Y

On Wednesday, April 29, the World
Trade Centre Montréal, the Board of
Trade of Metropolitan Montreal, and
Montréal International welcomed Pierre
Bourque, Mayor of Montreal, and Xu
Kuangdi, Mayor of Shanghai.

e
o
BOMBARDIER

On Wednesday, May 6, the World
Trade Centre Montréal and the Board of
Trade of Metropolitan Montreal wel-
comed the Honourable Sergio Marchi,
Minister for International Trade, Depart-
ment of Foreign Affairs and Internation-
al Trade, Government of Canada.

During the business luncheon, which
was attended by more than 175 people,
Mr. Marchi announced that he and the
Prime Minister would be attending cere-
monies at a May conference hosted by
the World Trade Organization in Geneva
to celebrate the fiftieth anniversary of

VIA Rail Canada

In collaboration with:

Scholarships

Arts: Hoechst Celanese

Vocational education programs: CGI
Sciences - Mathematics: Nortel

Social sciences - Languages: Ecole des
Hautes Etudes commerciales

Summer employment

~

Byers Casgrain

Federal Development Bank
Hétel InterContinental
Info Entrepreneur Centre
The Queen Elizabeth Hotel

Winner of the first, in 1983, Out-
standing Student Awards in the Sci-

Goods and services
ences-Mathematics category, Eva
Carissimi, engineer and technical
superintendent at Noranda Metallurgy
Inc. and Horne Smelter, explained to

Ecole des métiers de I'aérospatiale
de Montréal
Ecole des métiers de la construction

MONTREAL AND SHANGHAI:
TWO CITIES ON THE VERGE OF THE 21ST CENTURY

GOODMAN PHILLIPS & VINEBERG

PLAYING TO WIN:
CANADA AND THE WORLD TRADE ORGANIZATION

More than 350 people attended this
business luncheon, at which the two
mayors spoke about their respective
cities and the ties that unite them. The
Mayor of Shanghai also discussed the
future of his city and available business
opportunities.

)

SNC+LAVALIN

the General Agreement on Tariffs and
Trade (GATT). One of the most promis-
ing initiatives of the conference, to be
attended by trading nations, will be the
start of negociations to create a free-
trade area for the Americas, a process
that Canada will moderate for the first
eighteen months. To this end, it will
host the next Summit of the Americas at
the turn of the millennium.

BYERS CASGRAIN

AVOCATS ET CONSEILLERS D'AFFAIRES

) >, responsible and you
interests as you and
, outings and trips,

from Old Montréal, the business district,

theatres and cafés-terrasses
* 345 rooms and 7 luxurious suites

* Le Vignoble restaurant

* Latin Quarter Bistro-bar
* Indoor pool, sauna

* Indoor parking

* Club Gouverneur (free local calls,
continental breakfast included,

* Aeroplan miles

D

Hotel Gouverneur Place Dupuis
welcomes you with a host of advantages!

* Located in the heart of Montréal just minutes away

the Convention Centre and downtown shops,

* 14 meeting rooms which can accommodate 10 to 400 persons

tenth night free and many other advantages!)

1415 Saint-Hubert Street
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Editions Ma Carriere the finalists how the contest gave way GOUXngi[QEUR Telephone:  (514) 842-4881
Fax: (514) 842-1584

Royal Bank of Canada to many opportunities for her.

The Gazette

No charge: 1-888-910-1111

PLACE DUPUIS MONTREAL
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“ONE MEMBER TO ANOTHER" SERVICE

2 11:30'a.m. to 2 p.m. 11 6 to 10 p.m. The power of your network at your service
Business luncheon Great Montrealers' Gala
Lactualité Windsor Ballroom
Profit 100
Westin r\'lont-Royzfl 3 12 8:30 a.m. to noon With its 7,000 members, the Board of Trade is the largest network of businesspeo-
:?:rﬂlxi;her ;:8 ?:;‘;f;ri:;}téi;‘:;:(:‘i};zpnmna - — ple and decision makers in the metropolitain area. These members represent a wide
> e oIS BCHe spectrum of economic activity, and many of them need the services you offer. That
10 30 10.7:30 B0, Boatdiof Trades Via Rl and Port is why the Board of Trade offers you the opportunity to promote your products and ser-
Cocktail of Montreal rooms vices, by either mail or fax, to a targeted clientele, using its“one member to another”
Businesswomen in member $57.51 service.
Action committee non-member $586.27
’[]l::jf‘;)r;du N)m’;‘;‘; Monde For more information, contact membership services at (514) 871-4000,
non-member 837 *18 8:30 a.m. to noon extension 4022.
Training workshop
10 7:30 to 9:45 a.m. Contacts-Export
Contact Club member 857.51
Board of Trade’s Hydro-Québec non-member 886.27
room

Breakfast meeting Contacts-Export

A PROGRAM
*10 7:30 to 9 a.m, Training workshop

Uruguay: les zones franches (Activity in English only) WI I H GREAT
Intercontinental Hotel member 857.51
member 825 non-member $86.27

non-member 830

% g Most of our activities are
'//§% g’ ) TH @ eligible under Bill 90.
NN \‘;,

NS N o’

SPINOFFS

MONTREAL Look for this logo.

AVATE
COMPANIES

"N F O'R M AT I ON

; _ This program recognizes the 50 best managed private
Information and reservations

Chislainedarose companies in Canada. Organized jointly by Le (.Er'oupe
(514) 871-4000. ext. 4001 Marlleuc Maheu, Arthur Andersen, Canadian Airlines,
CIBC Bank and the Financial Post, this Canada-wide
Contact Club competition is in its sixth edition.
Nathalie Geoffroy:(514) 871-4000, ext. 4021
ECI:(514) 288-3736 The award offers many strategic advantages to the win-

Fax:(514) 871-1255 ners and finalists alike, to help them maintain their
momentum. Over the past few years, several Montreal-
based firms have won this honour.

The selection criteria are as follows:

A
Bell

Commanditaire principal

BYERS CASGRAIN
Excellent products or services
* Motivated personnel

e Outstanding customer service

AVOCATS

Samson Bélair e Innovative use of technology
£ ] Delpitte & ¢ Implementation of the right business strategy
O P 2 Pratt & Whitney Canada Touche
_enRoute A

To register your company, or to nominate another com-
pany you consider a contender, contact Nicole D’Arcy at

@ (514) 871-1850.
9 sSSQ

SNC+LAVALIN ERVIE BN TELEGLOBE Registration deadline: September 12, 1998.

Development Economic Canada ® Concordia Communications and public affairs ¢ Meloche
Monnex ¢ Merck Frosst Canada inc. ® Revue Commerce ® Standard Life ® VIA Rail Canada

YOur be S‘t C U Stome r S Now there are more of them.

We are delighted to report that according to PMB 1998,

our weekday readership is up 9.1 per cent and Saturday
ave a Ways re a readership is up 12.3 per cent. That means more people

than ever are reading The Globe and Malil. Seeing your

d IVl 3 | ads. Buying your products. The numbers say it all.
e O e a n a l " To place your ad in Canada’s National Newspaper, call
Montreal (514) 982-3050.

PMB 1891 r study, Adults 184, English Canada

CANADA'S NATIONAL NEWSPAPER

THE GLOBE AND MAIL
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Montreal has many merits. But the
most outstanding is her people and how
they, through their work and achieve-
ments, contribute to the greatness of our
city. It was in that spirit that, in 1978,
the Académie des Grands Montréalais
brought some of Montreal’s finest into
focus. Then in 1984, the Board of Trade
of Metropolitan Montreal and Canadian
National joined forces so as to ensure the
continuation of this worthy tribute. Lau-
rent Beaudoin, Charles Bronfman, Gret-
ta Chambers, J.V. Raymond Cyr, Charles
Dutoit, Alan B. Gold, Maryvonne Kender-
gi, Phyllis Lambert, Bernard Lamarre
and Serge Saucier are just a sampling of
the academicians who have been select-
ed, by the Nominating committee, for
their exceptional contributions to the life
and prestige of our city. The Académie
currently has forty six members.

June 11 marks the Great Montrealers’
Gala where our three new nominees will
be paid tribute to with panache. This
black tie event may be attended by call-
ing, (514) 871-4000, extension 4001.

PAUL TELLIER

President. chief executive officer and mem-

ber of the board of directors of the Canadian
National Railway Company

Paul Tellier is undoubtedly one of the
most prominent and highly regarded cor-
porate executives in Canada today. And
justifiably so, since he was brilliant at
overseeing the privatization of CN in
1995 and putting the former Crown cor-
poration back on the track to profitabili-
ty. Experts agree that this was one of the
most impressive corporate recoveries
ever achieved in this country.

Named North American Railroader of
the Year by the prestigious magazine
Railway Age in 1997 and selected Trans-
portation Person of the Year during
National Transportation Week that same
year, Paul Tellier set the objective of
making CN one of the best and largest

uctivijies
and services

G OUR 1998 GREAT MONTREALERS
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DANIEL GAUTHIER
President of Cirque du Soleil

Under his aegis, Cirque du Soleil has
become a major cultural enterprise,
respected and admired internationally.
Acclaimed in Tokyo, London, Munich,
Amsterdam, Berlin, San Francisco and
countless other locations, the Cirque
employs some 1,300 professionals and
generates revenue totalling more than
$150 million.

Daniel Gauthier’s first contact with
the circus and acrobats dates back to
1982, in Charlevoix, when he was
responsible for the accounting activities
of the Féte foraine de Charlevoix, show-
case for the Club des talons hauts, per-
formers on stilts, some of whom later
became the nucleus of Cirque du Soleil.
Only 23 at the time, Mr. Gauthier was a
computer consultant working for his
own firm, Gesco, the first company of its
type in the Charlevoix region. When
Cirque du Soleil was founded in 1984,
Daniel Gauthier was appointed its direc-
tor of administrative and computer ser-

vices. The following year, as secretary-
treasurer, he was involved in setting up
the Fondation du Grand Chapiteau, a
nonprofit organization dedicated to
teaching, promoting and supporting cir-
cus and street performing arts. Long the
Cirque’s “one-man band”, Daniel Gau-
thier became a shareholder of the cul-
tural enterprise in 1987, agreeing to
serve as vice-president of Productions
Cirque du Soleil. The same year also
marked the first series of North Ameri-
can tours.

In 1988, Mr. Gauthier joined forces
with Jean-Frangoys Brousseau and
became vice-president of Concept élec-
tronique Microflex, a company special-
ized in automated ticketing systems.
That same year, the two partners found-
ed the Admission ticketing network and
within four year, it captured 85% of the
Quebec ticketing market. In 1990,
Daniel Gauthier became president of
Cirque du Soleil. At the age of 31, the
young executive spotlighted his 2,500-
seat Big Top for the very first time, at the
Montreal world premiere of Nouvelle
Expérience, a brand new production.
The Cirque garnered unprecedented
success, breaking all of the previous
year’s records for ticket sales. At the
same time the enterprise made its first
foray into Europe, presenting Cirque
réinventé in Paris and London.

Subsequently, Cirque du Soleil trav-
elled to Japan (1992) to present Fasci-
nation, a production inecluding the best

Relas?

WE HAVE TOTAL NETWORKING
SOLUTIONS FOR YoOuU |

SN Supre

- Additional E-mail accounts

- Dedicated access with PPR ISDN

- Leased lines access

- Dial-up access with ISDN, modem

- Web advertising, design and conception

- Intermnet / Infranet development

- Domain name registration and maintenance
- Multilingual Web hosting

- Corporate Web / FIP hosting

Ink.NET

numbers from previous shows. Then
came the European, North American
and Asian tours of Saltimbanco, Alegria
and lastly, Quidam, which highlights the
frailties and anxieties of humanity at the
dawn of a new century.

ALEXANDER KENNEDY PATERSON
Partner, McMaster Gervais Law Firm

Alexander Kennedy Paterson
obtained a B.A. from Bishop's University
in 1952 and a B.C.L. from MeGill Uni-
versity in 1956. After being admitted to
the Bar of Quebec in 1957, he joined the
McMaster Gervais law firm, becoming a
partner in 1969 and a senior partner in
1993.

Mr. Paterson is also committed to the
educational sector. Most notably, he has
served as president of the Mackay Cen-
ter for the past 15 years and also cur-
rently serves as the president of the
Center’s Foundation. He was also
appointed chairman of the Board of
Governors (1990 to 1994) of McGill Uni-
versity and a member of its Executive
Committee (1988 to 1994), and chair-
man of the Consultative Committee and
president of the Corporation of Bishop’s
University (1974 to 1979). An attorney
for the McGill University teaching hospi-
tals since 1972, he taught medical law at
MeGill from 1973 to 1979 and served as
chairman of the Steering Committee
responsible for setting up the McGill
University Hospital Centre, where he
was interim chairman of the board of
directors from 1994 to 1995. The Gov-
ernment of Quebee also called upon him
to act as head negotiator during the Oka
crisis.

In 1996, Alexander Paterson was
awarded the Medal of Honour of the Bar
of Montreal and the Distinguished
Friends of Education Award, presented
by CASE District 1 in Boston. Appointed
Officer of the Order of Canada in 1982,
Mr. Paterson was appointed Officer of

- Infernet database design and integration

- CGl, Perl, Java and JavaScript programming
- Internet network instaliation and integration

- Infemet marketing

the Order of Quebec in 1993.Dawson
College awarded him an Honorary
Diploma in recognition of his public ser-
vice (1991), he was presented the Award

railway companies on the North Ameri-
can continent. An experienced strategist
and administrator, for close to eight
years Paul Tellier served in the position - Web / FIP Site promotion ;
of clerk of the Privv Council and secre- - Infemet Fax service of Merit by the McGill University Alum-
tary to the Cabinet of the Government of nae Association (1986), and has

Canada - the top Canadian public service received an Award of Merit (1996) and
SOLUTIONS

position - before joining CN in 1992. an L.L.D. (1994) from McGill University,
NETWORK COMPUTING & INFORMATION SYSTEMS

and an Honourary D.C.L. from Bishop’s

Paul Tellier joined the Public Service University (1974).

in 1967, as assistant to the minister of
Energy, Mines and Resources. He later
served in many executive positions,
including deputy minister of Indian
Affairs and Northern Development in

SOLETIONS

Alexander Kennedy Paterson is cur-
rently a director of APV-Hall Crepaco
Inc., The Laurentian Bank of Canada,
and The Laurentian Trust of Canada. m

- CA - ACCPAC PLUS & CA - ACCPAC FOR WINDOWS
- ACCESS C - VISUAL BASIC & CA - CLIPPER DEVELOPER

; - CUSTOM PROGRAMMING
1979 and deputy minister of Energy, - DATA REPAIR
Mines and Resources in 1982. - DOWNSIZING MAIN / MINI TO LA.N.
: The man lm.o“.'n as CN’s “loco.mo.ti\-'e"’ ::??Veg:}gENQOFMARE C/—
is a highly disciplined and principled - SYSTEM REQUIREMENTS ANALYSIS

Beill

individual, eapable of finding solutions to
the most complex problems. A great
humanitarian, he has contributed and
continues to contribute to the furthering
of a number of charitable causes, notably
the Ottawa General Hospital from 1984
to 1992. In 1995, he served as co-chair of
the Centraide Campaign of Greater
Montreal.

- EDI INTEGRATION

CN

l*l Développement Canada Economic
économique Canada Development
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You can contact us at:

835 Mc Caffrey Street, St-Laurent, Quebec, Canada H4T IN3

Solutions: (514) 345-1234 SupraLink: (514) 735-8989 Fax: (514) 345-0123
URL: http://www.supralink.net/ E-mail: info@supralink.net

URL: http:/www.solutionsnetwork.ca/ E-mail: info@solutionsnetwork.ca
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