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Chapter 1 

MAJOR TRENDS AND OUTLOOK 

Market Overview

The United States and Canada share the world’s longest open border. 90 percent of Canada’s 32 million people, a population one-tenth that of the United States, live within 100 miles of the U.S. border. As a result, the U.S. and Canadian economies are closely intertwined. Also, the United States and Canada are each other’s largest trading partner, and the United States is the largest foreign investor in Canada and the most popular destination for Canadian investment. According to official Canadian statistics, in 2006, the two-way trade in goods amounted to approximately US $500 billion, up from US $479 billion in 2005, representing US $1.3 billion of goods crossing the border each day. U.S. exports to Canada have exceeded U.S. exports to the entire European Union for the previous five years, even though the EU has 15 times Canada’s population. The two way trade that crosses the Ambassador Bridge between Michigan and Ontario equals all U.S. exports to Japan.

The trade relationship – and the U.S. trade deficit with Canada – continues to grow. As of 2005 (the last full reporting period), the U.S. goods trade deficit with Canada was $76.4 billion, an increase of $10.0 billion from $66.5 billion in 2004. U.S. goods exports in 2005 were $211.3 billion, up 11.3 percent from the previous year. Corresponding U.S. imports from Canada were $287.9 billion, up 12.3 percent. Canada is currently the largest export market for U.S. goods. Approximately 84% of Canadian exports go to the U.S. while the U.S. share of Canada’s total imports is 56%.

Trade with Canada is facilitated by proximity, common culture, language, similar lifestyle pursuits, and the ease of travel among citizens for business or pleasure. American products have gained an increased competitive edge over goods from other countries as the North American Free Trade Agreement (NAFTA) and geographical proximity gives U.S. exporters an advantage.

A prime reason for the strength of the Canadian dollar is the strength of the Canadian economy. Canada’s Gross Domestic Product in 2005 was CDN $1.06 trillion (approximately US $1 trillion) and 2006 is forecasted to be at CDN $1.09 trillion. The Consumer Price Index for December 2006 was up 1.6 percent over December 2005. 

Unemployment dropped to 6.1 percent. Canada’s other leading economic indicators can be found on the website of Statistics Canada. As is evident from these statistics, Canada is the most receptive market in the world for U.S. goods. U.S. companies new to export should therefore contact U.S. Commercial Service Canada and “Think Big! Think Canada!” when planning their export strategies.

Market Challenges 
Due to NAFTA, American-made products enter Canada almost entirely duty free. The North American Free Trade Agreement (NAFTA) came into force on January 1, 1994 and replaced the U.S.-Canada free trade agreement, which was implemented in 1989. The phase-out of tariffs between Canada and the United States was completed on January 1, 1998, except for tariff-rate quotas (TRQ) that Canada retains on certain supply-managed agricultural products. Canada still maintains some non-tariff barriers of concern at both the federal and provincial levels, impeding access to the Canadian market for U.S. goods and services. However, recent studies show that 99 percent of all trade passes the across the border without incident or without controversial trade restrictions. Many Canadian standards are harmonized with U.S. standards. 

Doing business in Canada is not, however, exactly the same as in the United States, and U.S. companies should beware of the discrepancies (See Chapter 5). While customs documentation, bilingual labeling and packaging requirements and Canadian federal and provincial sales tax accounting may seem onerous at first compared to domestic shipments, most exporters find that, with a little experience, they can master the requirements. There are also many international trade professionals such as customs brokers, freight forwarders and consultants that can, for a fee, handle much of the research and paperwork for smaller exporters without international sales departments.

The key to achieving market penetration for export sales to Canada is making the transaction resemble as much as possible a Canadian domestic transaction for the Canadian customer. One good way to do that is for the U.S. exporter to become a nonresident importer and take the entire importing burden off the shoulders of the Canadian importer.

Market Opportunities 
The best prospect sectors over the 2006-2007 period are expected to be:

1. Automotive Parts and Service Equipment (APS)

2. Electrical Power Systems (EPS)

3. Building Products (BLD)

4. Plastics Materials/Resins (PMR)

5. Oil/Gas Field Machinery (OGM)

6. Computers/Peripherals (CPT)

7. Computer Software (CSF)

8. Medical Equipment (MED

9. Agricultural Machinery and Equipment (AGM)

10. Water Resources Equipment/Services (WRE)

11. Security/Safety Equipment (SEC)

12. Franchising (FRA)

The fastest growing commercial sectors in Canada are medical devices, security/safety equipment, oil and gas field machinery, computer software, and water resources equipment/services. For Canadian companies upgrading their plants and equipment, as well as for those constructing new facilities, the United States is a principal source of new machinery and technology. This is especially true with the current low U.S. dollar. U.S. companies will continue to find Canada an extremely attractive and accessible place to do business.

Major project opportunities recently reported by U.S. Commercial Service Canada in the Market Research Library on the U.S. Export Portal website include:

_ Alberta oil sands development

_ Atlantic Canada renewable energy projects

_ Ontario energy sector and Canada power projects

_ British Columbia construction and port development projects

_ Security projects for maritime and ports

_ Ontario highway infrastructure projects

Market Entry Strategy 

Making direct shipments to Canadian customers may not require a visit to Canada unless pre-sales presentations or post-sales installation are required. However, to expand sales in Canada, it is essential to have a presence in the country, either by setting up an office or by appointing an agent or distributor. It is highly advisable to visit Canada as part of doing due diligence to meet and screen potential agents and distributors, and to establish a trusting business relationship. One of the best ways to meet potential business partners is to visit Canada by participating in U.S. Commercial Service Canada programs to bring American companies together with Canadian firms. 

 


Chapter 2

POLITICAL AND ECONOMIC ENVIRONMENT
Political Environment
Head of State--Queen Elizabeth II
Governor General--Michaelle Jean
Prime Minister--Stephen Harper 
Minister of Foreign Affairs--Peter MacKay
Ambassador to the United States--Michael Wilson
Ambassador to the United Nations--John McNee 

Canada maintains an embassy in the United States at 501 Pennsylvania Avenue, NW, Washington, DC 20001 (tel. 202-682-1740). 

Political Conditions

On February 6, 2006, Stephen Harper was sworn in as Canada's twenty-second Prime Minister, succeeding Liberal Party leader Paul Martin. An admitted "policy specialist," Harper rose from the ranks of conservative political party staffers. Prior to becoming Prime Minister, he sat as a Member of Parliament, including as Leader of the Opposition since 2002 when he became head of the western-based Canadian Alliance. He was elected the first leader of the Conservative Party of Canada when it was created in 2003 through the merger of Canadian Alliance and Peter MacKay's Progressive Conservative Party. The January 23, 2006 election victory by the Conservative Party ended 12 years of Liberal Party rule that, in the end, was tainted by corruption and ethics concerns, despite the economic progress Canada achieved while the Liberals were in power. 

In the January 2006 elections, the Conservatives made unexpected gains in Quebec, winning ten seats. Many observers have noted how a reinvigorated Conservative option in Quebec represents a boost for national unity. Harper's government is in a minority position in the House of Commons, however, and has a slimmer minority than was enjoyed by the preceding Liberal government. The Conservatives now hold 125 seats and the Liberals 98. The separatist Bloc Quebecois (BQ) has a majority (49) of Quebec's 75 seats (the BQ offers candidates only in Quebec). The left-leaning New Democratic Party (NDP) increased its seat count to 29, and three independents also sit in parliament (four seats are vacant). 

Prime Minister Harper's Conservatives began the 39th Parliament in the spring of 2006 with several objectives that were featured during the election campaign: accountability and ethics in government; cutting the federal value-added sales tax; measures to fight crime and urban violence; reducing wait times for medical procedures in Canada's national health system; and providing a tax credit to parents for young children's day care. Harper's Cabinet choices on February 6 included his Quebec advisor and campaign co-chair Michael Fortier, who was appointed to the Senate and given the portfolio for the Department of Public Works and Government Services, and former Liberal Industry Minister David Emerson, who crossed the floor immediately after the election to become the Conservative Government's Minister of International Trade. Former Deputy Opposition leader Peter MacKay was named Foreign Minister. After going out of session in late 2006, parliament returned to work on January 29, 2007, with the environment, Canada's Afghanistan military mission, and budgetary concerns drawing attention during the session that continued until late June. 

In Canada's political system, a key challenge for any federal government is balancing the conflicting interests of Canada's 10 provinces and 3 territories. Recognizing the advantages of a coordinated approach in dealing with the federal government, the provinces and territories created a Council of the Federation in 2003, with their leaders (Canada's premiers) meeting regularly in that forum to develop common positions. 

Quebec, which represents 23% of the national population (and has a similar proportion of seats in the House of Commons), seeks to preserve its distinctive francophone nature, and is perceived by the less-populous western provinces as wielding undue influence on the Federal Government. At least until January 2006's election of Albertan Stephen Harper as Prime Minister, the western provinces had sometimes expressed concern that their interests were not fully attended to by Ottawa. Ontario, for its part, believes that it pays out significantly more to the Federal Government than it gets back in revenues; and the Atlantic Provinces seek to assert greater control over fishing and mineral rights off their shores. The Federal Government, which had been led by the Liberal Party from 1993 until February 2006, has ceded some power in a few areas of provincial jurisdiction, while seeking to strengthen the federal role in many other areas such as inter-provincial trade and the regulation of securities. Former Prime Minister Martin's minority government made significant concessions to the provinces, including a revenue sharing agreement with the Atlantic Provinces over offshore energy earnings, and a revenue transfer agreement with Ontario. In the September 2004 First Minister's conference, Martin made a CN$41 billion (approximately U.S. $37 billion) health care transfer deal to the provinces. This included a separate deal for Quebec that came to be seen as reinforcing "asymmetric federalism," a view that accepts that not all provinces must be treated the same by the Federal Government to be treated equitably. Prior to the health agreement, reduced federal support to the provinces for health care services had been a major point of contention between provincial leaders and the previous Liberal governments, as it was perceived to have contributed to sustained fiscal deficits in many provinces while the Federal Government ran sustained surpluses (the so-called "vertical fiscal imbalance"). 

The average life expectancy of a minority government in Canada is 18 months to 2 years. Earlier in 2007, this led to expectations of a federal election in the spring of 2007 that never materialized. Prospects for a near-term federal vote have since receded. 

U.S.-Canada Relationship

 The relationship between the United States and Canada is probably the closest and most extensive in the world. It is reflected in the staggering volume of bilateral trade--the equivalent of $1.5 billion a day in goods--as well as in people-to-people contact. About 300,000 people cross the shared border every day. Since January 23, 2007, all U.S. citizens traveling by air to and from Canada must have a valid passport to enter or re-enter the United States, or through September 30, 2007, government-issued photo identification and official proof of a passport application. The Departments of Homeland Security and State have proposed that as of January 31, 2008, U.S. citizens traveling between the United States and Canada by land or sea (including ferries) should be required to present a valid passport or government-issued photo identification such as a driver's license and proof of citizenship such as a birth certificate. Children 15 years and under would need to provide certified copies of their birth certificates. Full implementation of the requirement that passports or other documents as determined by the Department of Homeland Security be presented at land and sea crossings could be in place as early as mid-2008, but the exact date will be announced with at least 60 days' notice. 

In fields ranging from law enforcement cooperation to environmental cooperation to free trade, the two countries work closely on multiple levels from federal to local. In addition to their close bilateral ties, Canada and the U.S. work closely through multilateral fora. Canada--a charter signatory to the United Nations and the North Atlantic Treaty Organization (NATO) and a member of the G8--takes an active role in the United Nations, including peacekeeping operations, and participates in the Organization for Security and Cooperation in Europe (OSCE). Canada joined the Organization of American States (OAS) in 1990 and hosted the OAS General Assembly in Windsor in June 2000, and the third Summit of the Americas in Quebec City in April 2001. Canada seeks to expand its ties to Pacific Rim economies through membership in the Asia-Pacific Economic Cooperation forum (APEC), and will host the winter Olympic Games in Vancouver-Whistler, British Columbia in 2010. 

Canada views good relations with the United States as crucial to a wide range of interests, and often looks to the U.S. as a common cause partner promoting democracy, transparency, and good government around the world. That said, it has pursued policies at odds with our own. Canada decided in 2003 not to contribute troops to the U.S.-led military coalition in Iraq (although it later contributed financially to Iraq's reconstruction and provided electoral advice). Other recent examples are Canada's leadership in the creation of the UN-created International Criminal Court (ICC) for war crimes, which the U.S. opposes due to fundamental flaws in the treaty that leave the ICC vulnerable to exploitation and politically motivated prosecutions; its decision in early 2005 not to participate directly in the U.S. missile defense program; and its strong support for the Ottawa Convention to ban anti-personnel mines. The United States, while the world's leading supporter of demining initiatives, declined to sign the treaty due to unmet concerns regarding the protection of its forces and allies, particularly those serving on the Korean Peninsula, as well as the lack of exemptions for mixed munitions. 

U.S. defense arrangements with Canada are more extensive than with any other country. The Permanent Joint Board on Defense, established in 1940, provides policy-level consultation on bilateral defense matters and the United States and Canada share NATO mutual security commitments. In addition, U.S. and Canadian military forces have cooperated since 1958 on continental air defense within the framework of the North American Aerospace Defense Command (NORAD). The military response to the terrorist attacks of September 11, 2001 both tested and strengthened military cooperation between the United States and Canada. The new NORAD Agreement that entered into force on May 12, 2006 added a maritime domain awareness component and is of "indefinite duration," albeit subject to periodic review. Since 2002, Canada has participated in diplomatic, foreign assistance, and joint military actions in Afghanistan. Approximately 2,300 Canadian Forces personnel are deployed in southern Afghanistan under a battle group based at Kandahar airfield and the Canadian-led Multi National Brigade for Regional Command South in Kandahar and as members of the Canadian-led Provincial Reconstruction Team (PRT) at Camp Nathan Smith in Kandahar. Canada has committed to remain active in Afghanistan until at least 2009. Canada has also contributed to stabilization efforts in Haiti, initially with troops and later with civilian police and electoral assistance, and humanitarian and developmental aid. 

The U.S. and Canada also work closely to resolve transboundary environmental issues, an area of increasing importance in the bilateral relationship. A principal instrument of this cooperation is the International Joint Commission (IJC), established as part of the Boundary Waters Treaty of 1909 to resolve differences and promote international cooperation on boundary waters. The Great Lakes Water Quality Agreement of 1972 is another historic example of joint cooperation in controlling transboundary water pollution. The two governments also consult regularly on transboundary air pollution. Under the Air Quality Agreement of 1991, both countries have made substantial progress in coordinating and implementing their acid rain control programs and signed an annex on ground level ozone in 2000. In April 2007, Canada and the U.S. announced their intention to negotiate a new annex to the Air Quality Agreement designed to increase cooperation in combating cross-border air pollution, particularly on particulate matter. Three regional projects have already been completed under the agreement. 

Canada ratified the Kyoto Accord in 2002, despite concern among business groups and others that compliance would place Canada's economy at a lasting competitive disadvantage vis-à-vis the United States. However, Prime Minister Stephen Harper's government announced in 2006 that Canada would not be able to meet its original Kyoto Protocol commitments. In April 2007, the government announced a new regulatory framework for air emissions that, when implemented, should lead to significant decreases in emissions of greenhouse gases and air pollutants as early as 2010. Canada participates in the U.S.-led International Carbon Sequestration Leadership Forum, which researches effective ways to capture and store carbon dioxide. Canada is also a founding member of the International Partnership for the Hydrogen Economy and the Global Earth Observation System of Systems, both of which are designed to address climate change and are supported by the U.S. In early 2005, Canada joined the U.S.-led Methane to Markets initiative, which focuses on transferring technology to developing countries for the capture and use of methane from pipelines, landfills and other sources. Canada is seeking membership in the Asia Pacific Partnership on Clean Development and Climate, which now links the U.S., Japan, Australia, South Korea, China, and India in a broad effort to accelerate the development and deployment of clean energy technologies in major industrial sectors. 

While bilateral law enforcement cooperation and coordination was excellent prior to the September 11, 2001 terrorist attacks on the United States, they have since become even closer through such mechanisms as the Cross Border Crime Forum. Canada, like the United States, has strengthened its laws and realigned resources to fight terrorism. U.S.-Canada security cooperation to create a safe and secure border is exemplary. Canadian and U.S. federal and local law enforcement personnel fight cross-border crime through cooperation on joint International Border Enforcement Teams (IBETs). Companies on both sides of the border have joined governments in highly successful partnerships and made massive investments to secure their own facilities and internal supply chains. Over 70% of Canada-U.S. trade is transported by truck. Commercial drivers crossing the border have volunteered to undergo background security checks under the bilateral Free and Secure Trade (FAST) program and many companies participate in the Customs-Trade Partnership Against Terrorism (C-TPAT). These initiatives have helped secure trade while speeding border processing. 

Canada is a significant source for the United States of marijuana, as well as precursor chemicals and over-the-counter drugs that are used to produce illicit synthetic drugs. Implementation and strengthening of regulations in Canada and increased U.S.-Canadian law enforcement cooperation have had a substantial impact in reducing trafficking of precursor chemicals and synthetic drugs, but cannabis cultivation, because of its profitability and relatively low risk of penalty, remains a thriving industry. Canada increased maximum penalties for methamphetamine offenses in August 2005 and implemented new controls over various precursors in November 2005. Canada is active in international efforts to combat terrorist financing and money laundering. 

Canada is a major foreign aid donor and targets its annual assistance of almost $4 billion toward priority sectors such as good governance; health (including HIV/AIDS); basic education; private-sector development; and environmental sustainability. 

Prime Minister Harper, who entered office stating he intended to bring a new, more positive tone to bilateral relations while still defending Canadian interests, held his first meeting with President Bush at the March 30-31, 2006 Security and Prosperity Partnership of North America (SPP) meeting in Cancun, Mexico. Prime Minister Harper later met with President Bush in Washington, DC in July 2006, and the two leaders are expected to see each other again when President Bush attends a North American leaders meeting in Montebello, Quebec on August 20-21, 2007. 

Chapter 3

MARKETING U.S. PRODUCTS AND SERVICES
Distribution and Sales Channels

Sales to Canadian companies are handled through relatively short marketing channels, and in many cases products move directly from manufacturer to end-user. A large number of Canadian industries are dominated by a handful of companies that are highly concentrated geographically. In many cases, 90 percent or more of the prospective customers for an industrial product are located in or near two or three cities. Canada's consumer goods market, on the other hand, is much more widely dispersed than its industrial market. The use of marketing intermediaries in consumer goods is common practice. Often, complete coverage of the consumer market requires representation in the various regions of Canada. Toronto, the largest metropolitan area and commercial center of the country, is usually the most logical location for establishing a sales agent/representative and/or distributor. From a regional perspective, the country may be divided geographically into six distinct markets, plus the territories. Establishing representation in each of these markets provides optimal coverage and the ability to target promotional programs to suit specialized market needs. 
Using an Agent or Distributor 

Distribution channels in Canada vary greatly according to the products and commodities involved. Large industrial equipment, for example, is usually purchased directly by  end users. In contrast, smaller equipment and industrial supplies are frequently imported by wholesalers, exclusive distributors, or by manufacturers' sales subsidiaries. Many U.S. firms have historically appointed manufacturers' agents that regularly call on potential customers to develop the market.

Many sales agents expect to work on a two-tier commission basis. Agents receive a lower commission for contract shipments and a higher rate when purchases are made from the local agent's own stocks. Consumer goods are purchased by importing wholesalers, department stores, mail-order houses, chain stores, purchasing cooperatives, and many large, single-line retailers. Manufacturers' agents play an important role in the importation and distribution of consumer goods. In addition, the importance of department stores, mail-order houses and cooperative purchasing organizations as direct importers has increased substantially. Many of these groups have their own purchasing agents in the United States.  
 
For assistance in identifying appropriate agents and distributors in Canada, U.S. 
companies new to exporting are advised to first contact the nearest U.S. Export Assistance Center for pre-export counseling. Companies with export experience are also invited to contact U.S. Commercial Service Canada to develop a customized program to find a business partner in Canada.

Direct Marketing 

Canadians are the second largest users of the Internet after Americans. Online sales recorded their fourth consecutive year of strong double-digit growth in 2006. Combined private and public sector online sales increased 38.4 percent to C$39.2 billion. Online sales by private firms increased 37.2 percent to C$36.3 billion, while those by the public sector increased 55.4 percent to C$2.9 billion.

This is the fourth year in a row that the overall value of e-commerce sales in Canada increased by 38 percent or more. To put this into perspective, the increase in online sales was six times the rise in overall retail sales in Canada in 2006. In general, Internet use rises provincially from east to west, although only three provinces have usage rates above the national average of 68 percent – Ontario (72%), Alberta (71%) and British Columbia (69%).

The Canadian Marketing Association and the Direct Marketing News are two leading sources of information about direct marketing in Canada. Tapping into this market can be as easy as placing an advertisement in a magazine or on the Internet. In general, Canadian audiences are targeted using the same techniques that are used in the United States. 

NAFTA Certificate of Origin
 
The NAFTA Certificate of Origin is a legal document and determining origin can be a complex process. Completion of a NAFTA Certificate of Origin is an affirmation that the party signing the document has researched the terms of the NAFTA Agreement and has determined that the goods covered by the Certificate of Origin are “originating goods” as defined by the Agreement.

A NAFTA Certificate of Origin should only be completed for products exported to Canada or Mexico, which meet the NAFTA rules of origin for production in the NAFTA countries.

Inclusion of products that do not qualify is illegal and subject to fines and penalties. A NAFTA Certificate of Origin is not required for shipments to Mexico or Canada. Goods will clear Customs without a NAFTA Certificate. The exporter should only prepare a NAFTA Certificate if the product qualifies for preferential tariff treatment under the NAFTA rules of origin, for the remaining products with tariffs under NAFTA.

Shipping Goods to Canada
Shipping goods to Canadian customers requires customs documentation.

Exports valued at Cdn $1,600 or more
If the value of goods you are exporting is Cdn $1,600 or more, the following documentation is required for the goods to enter Canada:

- bill of lading

- manifest or cargo control document

- Canada Customs Invoice or commercial invoice

- import permits, as required

- any other documents that may be necessary to meet the Canada Border Services

Agency (CBSA) requirements, e.g. NAFTA Certificate of Origin, or those of other

government departments.

Exports valued at less than Cdn $1,600

If the value of goods you are exporting is less than Cdn $1,600, the following documentation is required for the goods to enter Canada:
- bill of lading

- manifest or cargo control document

- commercial invoice

- import permits, as required

- any other documents that may be necessary to meet the CBSA requirements, e.g.

NAFTA Certificate of Origin, or those of other government departments.

Basically, to reduce customs clearance charges, low volume shipments should be sent by air courier or by mail, and not “ground delivery.” Exporters with a sufficient volume of Canadian orders should explore developing a customized shipping program with a courier service, package delivery service, mail consolidator or customs broker/freight forwarder. Many of these companies offer on their websites innovative solutions to cross-border shipment such as combining bulk shipment and customs clearance at the border with individual package delivery to the Canadian consumer. These services can also be combined with Canada’s non-resident importer program, in which the U.S. exporter includes all shipping, customs clearances and duties and taxes in the shipping and handling fees charged to the customer, who could even be charged in Canadian dollars. In this way, the transaction appears to the Canadian consumer as a domestic transaction. This makes the ordering process transparent to the customer, helping build Canadian sales.
It is recommended that individual parcel shipments (internet orders) to Canadian consumers be sent by mail or air courier service. While international shipping to Canada using “ground delivery” may be convenient to the shipper, and the shipping cost itself may be economical, the problem with using “ground delivery” for shipments valued at more than CDN $20 (US $17) is that the ground package delivery service typically must clear the parcel individually through Canadian customs at the border, with the necessary time-consuming paperwork, for which the company charges the Canadian customer the brokerage charges and related fees as well as Canadian customs duties and federal and provincial sales taxes.

 The result is that the total cost to the consumer is much higher than shipment by mail, for which Canada Post charges only CDN $5 for customs clearance of individual parcels of a value in excess of CDN $20 (duties and taxes must still be paid by the customer). Sometimes these fees and charges can exceed the value of the parcel, and they can be an unpleasant and painful surprise to the customer. 
Joint Ventures/Licensing 
In the broadest sense, any arrangement in which two or more businesses combine resources for some definable undertaking is considered a joint venture. The Canadian legal system provides great flexibility and imposes few restrictions as to the form that joint ventures may take, such as equity or non-equity. Some joint ventures require approval from the Government of Canada under the Investment Canada Act. Approval is based on the "net benefit" of the venture to Canada. The "net benefit” criteria include: the level of Canadian participation; the positive impact on productivity; technological development; product innovation; industrial efficiency; and product variety in Canada. In certain key industries, joint ventures with Canadian partners may prove to be the most effective or, in some cases, the only means of market entry for US companies.

There are a variety of reasons that Canada is an attractive market for foreign licensors. Most notably, Canada has no regulatory scheme governing licensing arrangements. Foreign licensors also do not require registration or public disclosure. Moreover, the Investment Canada Act has no direct application to licensing unless it relates in some way to the control of a Canadian enterprise.

Franchising
 
According to the Canadian Franchise Association, Canada's franchising sector is comprised of more than 850 franchises and over 85,000 individual units, ranging from restaurants to non-food retail establishments, from automotive product retailers to purveyors of business services. Annual sales generated by franchises in Canada, which account for only about 5 percent of total businesses in the country, total over US $85 billion, or 12 percent of Canada’s Gross Domestic Product (GDP). However, each province or territory in Canada should be viewed as a unique market. Canada is among the largest foreign markets for U.S. franchisors. U.S. franchisors have the advantage of strong recognition and familiarity with American products and services by Canadian consumers. This facilitates the search for franchise investors. However, each U.S. franchisor should do the necessary market research and financial analysis to determine that its concept will work in Canada, and make sure that all Canadian corporate registrations and other legal requirements are met, as part of its market expansion strategy.

Although there are no federal franchise laws, Ontario, and Alberta do have franchise-specific legislation, aimed at ensuring that small business investors are better able to make informed decisions prior to committing to franchise agreements. Disclosure requirements provide prospective franchisees with information about how sellers plan to approach key contractual issues, such as termination, and afford buyers stronger legal remedies regarding court action. Similar legislation is under consideration in other provinces.

 Pricing

 As in the United States, product pricing is key to remaining competitive. U.S. companies should research whether their products will be price-competitive in Canada as part of their market entry strategy, keeping in mind the high federal and provincial sales taxes that are charged to both domestic and imported goods.

End-user prices of U.S. products and services to Canadian customers can also be substantially affected by exchange rate changes between the U.S. dollar and the Canadian dollar. When the U.S. dollar goes up in value against the Canadian dollar, the

U.S. exporter may be forced to raise its prices to the Canadian importer, or by pricing in Canadian dollars, to absorb the increase and keep its price down. When the Canadian dollar goes up against the U.S. dollar, the U.S. exporter can cut its prices, or by pricing in Canadian dollars, retain the extra profit.

Between 2002 and 2005, the Canadian dollar rose 30 percent against the U.S. dollar: in 2002, the Canadian dollar was worth only about 64 cents, while in 2005, it was worth over 83 cents, and in mid-2006, it reached a high of 90 cents. This potentially gives U.S. exporters a big price advantage. In addition, since the U.S. dollar has fallen against the  euro, the British pound, and the yen, American companies have similar pricing advantages against imports from Europe and Japan as well.

Electronic Commerce 
Canada’s e-commerce infrastructure is highly developed and closely integrated with that of the United States. This starts with the integrated telephone system, in which Canada shares the “001” country code with the United States, and has area codes that are part of the U.S. system. Broadband Internet access is offered throughout Canada using much of the same equipment as in the United States.

Information flows freely across the border, and without difficulty. Data flows are virtually uninhibited. For example, the primary message-processing center for the Blackberry system is located in Ontario, with the messages destined for U.S. destinations passing through Canada on their path. However, U.S. companies including medical equipment manufacturers should be aware that they may need to comply with Canada’s federal data privacy laws, including the Privacy Act and the Personal Information Protection and Electronic Documents Act (PIPEDA), as well as provincial privacy laws, all which can affect their business. In the WTO context, Canada has consistently supported the U.S. initiative for duty-free cyberspace. The Canadian Radio-television and Telecommunications Commission announced in 1999 that it would not attempt to regulate the Internet, a decision that is subject to review after five years (i.e., in 2004) but that review has not yet begun. In 2004, the CRTC decided that telephone communication over the internet (VoIP) should be subject to the same regulatory regime as conventional telephone systems, although no regulations have yet been proposed. Canada’s Personal Information Protection and Electronic Documents Act, which took effect on January 1, 2001, requires persons or firms that collect personal information during the course of commercial activities to inform the subject of all purposes to which the data may be put and to obtain informed consent for its use. 
For Internet transactions, there is often no reason to set up separate websites. Many companies have integrated their websites. Others have links, and maintain a .ca domain separate from their .com site. This is done primarily for marketing purposes. U.S. companies selling to Canadian business and consumer customers over the Internet should have procedures in place to meet Canadian customs requirements and look at ways to reduce expenses and inconvenience to their Canadian customers that cross border shipping can entail.


Selling to the Government 
The Government of Canada buys approximately US $12 billion worth of goods and services every year from thousands of suppliers. There are over 85 departments, agencies, Crown Corporations and Special Operating Agencies. Public Works and Government Services Canada (PWGSC) is the government's largest purchasing organization, averaging 60,000 contracts totaling US $8.5 billion annually. While PWGSC buys goods for most departments of the federal government, the departments buy most services themselves.

Chapter Ten of the North American Free Trade Agreement (NAFTA) provides national treatment in Canada for U.S. companies on Canadian federal government procurement contracts above the following thresholds:

· Contracts of CDN $32,400 (approximately US $27,300) or more offered by a federal entity such as a Department or Agency for goods. The list of these federal entities was expanded to include Communications Canada, Transport Canada, and the Ministry of Fisheries and Oceans.
· Contracts of CDN $84,000 (approximately US$71,000) or more offered by a federal entity for services.
· Contracts of CDN $10.9 million (approximately US $9.2 million) or more offered by a federal entity for construction services.
· Contracts of CDN $420,000 (approximately US $350,000) or more offered by a Crown corporation or other federal government enterprise for goods and services. The list of these corporations includes the St. Lawrence Seaway Authority, The Royal Canadian Mint, the Canadian National Railway, Via Rail, Canada Post, and numerous others.
· Contracts of CDN $13.4 million (approximately US$11.3 million) offered by crown corporations or federal government enterprises for constructions services. 

In addition to NAFTA, the WTO Agreement on Government Procurement (WTO-AGP) applies to most federal government departments. This multilateral agreement aims to secure greater international competition. The WTO-AGP applies to the procurement of goods and services valued at CDN $245,000 (approximately US $207,000) or more, and construction requirements valued at CDN $9.4 million (approximately US $7.9 million) or more.

Provincial and local procurements generally do not offer national treatment opportunities to U.S. companies as they are excluded from Chapter Ten of NAFTA. However, provincial and local government entities such as Ontario may still hold opportunities for U.S. goods and services. PWGSC is responsible for ensuring conformity with Canada's trade obligations under the NAFTA and the WTO-AGP. PWGSC handles the federal government's procurement requirements in the following areas:
· architectural and engineering consulting services 

· construction and maintenance services

· goods and services

The PWGSC website gives valuable information on how to sell to the Canadian government. PWGSC may incorporate terms and conditions contained in the Standard Acquisition Clauses and Conditions (SACC) Manual by reference into procurement documents. Business Access Canada (formerly Contracts Canada) is an  interdepartmental initiative to improve supplier and buyer awareness and simplify access to federal government purchasing information. The Canadian government’s official Internet-based electronic tendering service MERX gives subscribers access to more than 1,500 open tenders from the federal government, provincial governments, and many municipalities, school boards, universities, and hospitals that are subject to Canada’s trade agreements. Approximately 200 new tenders are posted daily.

The MERX system provides U.S. suppliers with easy access and excellent opportunities to sell a wide range of products and services to Canada's public sector. The Basic Subscriber package is free of charge providing U.S. companies with access to Federal Government procurement opportunities. From there, it is possible to search, view and download tender documents at no charge. This package also includes a free delivery of Opportunity Matching results, and one free Opportunity Matching Profile that automatically searches for opportunities of interest to a company’s criteria in the profile it can create. In order to access opportunities, other than federal government opportunities, users must subscribe to one of the fee-based packages. In addition, the Supplier Registration Information (SRI) service is used by federal government buyers to identify potential suppliers for purchases not subject to any of the trade agreements (for which they use MERX).

The Canadian government’s fiscal year is from April 1 to March 31 (like Japan).

More information can be found at U.S. Export Portal in a report entitled Accessing Government Procurement at the Federal and Provincial Levels.

Due Diligence
 
Conducting due diligence in screening prospective business partners in Canada is similar to the procedures used in the United States. While commercial fraud is a tiny part of the $1.3 billion daily U.S.-Canada trade in goods and services, nonetheless some U.S. exporters to Canada have been victimized by unscrupulous buyers. In most cases of fraud, money and goods are never recovered. By implementing a solid credit and collection policy as well as verifying the information submitted by potential business partners, U.S. companies can protect themselves from being victims of fraud and suffering monetary losses. The U.S. Commercial Service in Canada offers guidance on how U.S. companies can avoid fraud, conduct their due diligence with partner background checks and find reputable business partners.

Advertising
 
Business-to-Business Advertising
Like in the United States, the Internet is a prime means of business-to-business advertising. Canada’s national newspapers and regional business newspapers in both English and French are also a means of reaching business customers. Industry-specific trade publications, including trade association journals and newspapers and other magazines sent to their members or to specific audiences without charge, also typically carry a large amount of advertising and serve almost every major industry sector in Canada. The U.S. Commercial Service in Canada can help U.S. companies place advertisements in targeted industry publications under one or more of the U.S. Commercial Service Canada’s customized fee-paid programs. U.S. Commercial Service clients are also featured on the U.S. Commercial Service Canada website. U.S. exporters to Canada can also promote their products and services to Canadian customers and other business partners at both Canadian and U.S. trade shows.

U.S.C.S. Canada also works with Canadian trade fair organizers throughout the country to organize U.S. Pavilions in trade shows. The Canadian Government has a listing of Canadian trade shows, which they promote for export purposes just as the U.S. Commercial Service promotes U.S. trade shows under the International Buyers Program.

Advertising to Consumers
Television advertising accounts for the largest percentage of net advertising revenues, followed by advertising in magazines and newspapers. Over 600 advertising agencies operate throughout Canada and a number of these are subsidiaries of US companies. Canadian advertising rates are generally comparable with those in the United States.

Although a majority of Canadians speak English, the French-speaking areas, concentrated in Quebec province, should be considered a distinct market. Quebec is well served by French-language press, radio and television. Advertising directed toward this market should be specifically tailored to Quebec’s distinct cultural identity, consumer tastes, preferences and styles.

Daily Newspapers
According to the circulation statistics of the Canadian Newspaper Association, there are currently more than 100 daily newspapers in Canada, of which approximately 90 percent are published in English and the remainder in French. Canada’s two daily national newspapers with substantial business sections are The Globe and Mail, published in
Toronto and part of the Bell Globemedia conglomerate which includes the Bell Canada telephone company, and The National Post, also published in Toronto and part of the CanWest media conglomerate based in Winnipeg that also includes The Gazette, Montreal’s main English-language newspaper. The Toronto Star is also available throughout the entire country.

Television and Radio
More than 89 percent of Canadian households have at least two television sets and approximately 98 percent of Canadians have some form of audio equipment (e.g. radio or CD player). Hundreds of public and commercial firms operate cable television and major broadcasting stations in metropolitan areas, though ownership is fairly limited. According to official statistics, over 11 million Canadians subscribed to cable or satellite television.

The Canadian Broadcasting Corporation (CBC) operates both English- and Frenchlanguage national television and radio networks. Both television networks broadcast on two channels, one with regular programming and one with all-news programming. CBC accepts advertising that must meet its advertising standards. There are two private national television networks: CTV, part of the Bell Globemedia conglomerate, broadcasting on two English-language channels (regular programming and all-news) and Global Television, part of the CanWest conglomerate, broadcasting on one English language channel. There are also 105 independent television stations in Canada.

Most of the Canadian cable TV stations carry a wide variety of U.S. television channels, some with U.S. commercials, some with Canadian commercials. Canadian cable TV also carries a number of local TV stations operating in cities near the Canadian border such as Seattle and Burlington that target commercials to their Canadian audiences. Radio advertising is largely local.

Local Professional Services 
Canada has well-established professions of attorneys, accountants, real estate agents and other business service providers to help U.S. companies new to Canada make contracts, investments and business acquisitions. However, the use of attorneys for expediting routine business dealings in Canada is far less common than in the United States, and the tendency to litigate disputes is also less common. Nonetheless, U.S. companies should consult with a local attorney when establishing a corporate investment or other presence, or prior to making contractual commitments related to the marketing of products or services. This requirement becomes even more critical in agreements involving copyright, patent, trademark, or other forms of intellectual property protection.

Most large Canadian law firms have partnerships or strong associations with counterpart firms in the United States and are experienced with international business law. Any legal problems or difficulties with Canadian government agencies are likely to be best handled by an experienced local legal representative. The U.S. Embassy and Consulates in Canada provide lists of local attorneys interested in serving U.S. clients over a wide range of commercial and other legal matters.

Protecting Your Intellectual Property 

The Canadian Intellectual Property Office website has guides to registration in Canada of patents, trademarks, copyrights, industrial designs and integrated circuit topographies. The most important intellectual property rights are patents, trademarks and copyrights.

Patents
The Patent Act and Patent Rules govern patents in Canada. The Act allows for patenting of processes as well as products. Like most of the world, with the exception of the United States, Canada has a "first to file" system. An invention must demonstrate novelty, utility and ingenuity. Patent examination is not automatic; it must be requested separately from the patent application. Patent applications are made public 18 months after their Canadian filing date, or an earlier foreign filing date, if applicable. Provisions exist for payment of maintenance for pending applications and issued patents. Under Article 44 of the Patent Act, the patent term is 20 years from the filing date. An applicant for a patent who does not appear to reside or carry on business at a specified address in Canada shall, on the filing date of the application, appoint as a representative a person or firm residing or carrying on business at a specified address in Canada.

Besides the Paris Convention on the Protection of Industrial Property, which gives priority in time to U.S patent registrants based on their U.S. patent application date, Canada is also signatory of the Patent Cooperation Treaty, which provides for foreign patent protection in Canada for companies of other treaty signatories. From the perspective of the inventor, the treaty standardizes the country's patent practices with those of Canada's principal trading partners and makes it easier for Canadians to acquire foreign patents. Officials from the United States Patent and Trademark Office and the Canadian Intellectual Property Office meet frequently to exchange information and to consider mutually beneficial future joint activities.

Trademarks
Under the Trade-marks Act and Trade-marks Regulations, an applicant may base a trademark application on either actual use or intended use of the trademark in Canada. Under Articles 30 and 31 of the Trade-marks Act, and the Paris Convention for the Protection of Industrial Property, a Canadian trademark application may also be based on a registration of the trademark in the applicant's country of origin and use by the applicant or a licensee in that country, in which case a registration can be obtained without proof of prior use in Canada. 

Accordingly, if there is any likelihood that a market in Canada will exist for the trademarked product, a U.S. exporter should file an application in Canada as soon as possible. This practice will minimize the possibility that someone else, observing the use abroad, will file in Canada first and preclude registration by the true owner of the mark. A Canadian trademark registration can often be obtained within 12 to 15 months of filing and is granted for a term of 15 years. The registration may be renewed for successive 15-year periods on payment of renewal fees. Amendments introduced in implementation of NAFTA strengthen the ability of the owner of a registered trademark to stop the importation of allegedly infringing goods from abroad. It is now possible to obtain a court order requiring Canadian customs officials to detain such infringing goods pending trial. However, the U.S. Government has encouraged Canada to consider further strengthening enforcement by authorizing customs agents to seize shipments of allegedly infringing goods prior to judicial action.

Copyrights
Canada is a member of the World Intellectual Property Organization (WIPO) and a signatory of the WIPO Copyright Treaty and the WIPO Performances and Phonograms Treaty. The two 1996 WIPO Internet treaties (WCT and WPPT) updated international copyright standards for the internet era. Canada has signed the treaties but has not ratified them. In order to ratify the treaties, Canada must amend its copyright act in order to comply. As a NAFTA signatory, Canada also adheres to the Berne Convention for the Protection of Literary and Artistic Works (1971) and the 1952 Universal Copyright Convention (UCC).

Under the Berne Convention, U.S. authors of original works are automatically entitled to the benefits of copyright protection under Canada’s Copyright Act and Copyright Regulations. The general rule is that copyright lasts for the life of the author, the remainder of the calendar year in which the author dies, and for 50 years following the end of the calendar year. Copyright registration can be done online with a credit card and usually takes three weeks. It is not, however, necessary to register a copyright to have protection in Canada, but a registrant receives a certificate of registration to use as evidence that the work is protected by copyright and that the registrant is the owner of the work. In the event of a legal dispute, the registrant does not have to prove ownership; the onus is on the alleged infringer to disprove it. Canada’s international treaty agreements require that Canada provide national treatment with respect to copyright. This Canada generally provides. However, Canada's Copyright Act has two provisions that follow the principles of reciprocity instead of national treatment, which have yet to be resolved to the satisfaction of the United States.

The first calls for a "neighboring rights" royalty, whereby broadcasters pay royalties to domestic recording artists and producers, as well as to those from countries that are signatories of the Rome Convention. As the United States is not a signatory, U.S. artists do not receive royalties. The second is for a "private copying" levy to be paid by manufacturers and importers of recordable blank cassettes, tapes and compact discs, with the proceeds going to domestic artists and artists from countries that extend the same benefits to Canada. The United States does not have such a levy for cassettes and tapes, only for compact discs. Canada's federal Industry Minister has the authority to grant benefits to countries that are currently precluded, but has yet to make a decision with respect to American artists and producers.

Canada’s Copyright Act has been amended several times to harmonize it with the country’s international intellectual property rights agreements. In early 2003, the Act was amended to specifically exclude the Internet from its compulsory licensing regime, aligning its copyright application of the Internet with that of the other G7 countries. Canada is a member of the World Intellectual Property Organization (WIPO) and adheres to several international agreements, including the Paris Convention for the Protection of Industrial Property (1971), the Berne Convention for the Protection of Literary and Artistic Works (1971), and the 1952 Universal Copyright Convention (UCC).

Canada is also a signatory of the WIPO Copyright Treaty and the WIPO Performances and Phonograms Treaty (together the WIPO Treaties), which set standards for intellectual property protection in the digital environment. Canada has not yet ratified either treaty, however. Ratification legislation was expected to be introduced into Canada’s Parliament in 2006, and will not pass until 2007 at the earliest. Canada's Copyright Act contains two provisions under which the country applies reciprocal rather than national treatment. The first provision is for the payment of a neighboring rights royalty to be made by broadcasters to producers and artists. Under Canadian law, those payments are only guaranteed to producers and artists from countries that are signatories of the 1961 Rome Convention. The United States is not a signatory of the Convention, and Canadian authorities have not granted U.S. producers and artists’ national treatment in the distribution of these royalties. The second provision is for the payment of a levy, dubbed the private copy levy, by manufacturers and importers of blank audio recording media to producers and artists from countries that provide an equivalent payment to Canadian artists. The levy covers analog and digital tapes and discs, and was expanded in December 2003 to include MP3 players (although coverage of MP3 players was struck down by a court decision in December 2004).

Canada's copyright law stipulates this reciprocity criterion in the distribution of the private copy levy to foreign producers and artists. The United States does not impose a levy on analog tape, but does impose a levy on digital audio recording media and devices, with proceeds being distributed to applicable producers and artists on a non-discriminatory basis, including to Canadians.

The United States regards Canada's reciprocity requirement for both the neighboring rights royalty and the blank media levy as detrimental to U.S. copyright holders. For this reason (and other reasons including Canada’s delay in implementing the WIPO treaties) USTR has placed Canada on its Special 301 "Watch List" for the past four years. 

Canada is authorized under its statute to grant some or all of the benefits of the two regimes to other countries if it considers that such countries grant or have undertaken to grant substantially equivalent rights to Canadians, but it has not granted these benefits to the United States. A growing coalition of technology and retail companies advocating the elimination of the private copy levy have added the levy to the list of copyright issues that will be examined as a part of the ongoing Parliamentary review of the Copyright Act.

U.S. intellectual property owners are concerned about Canada's lax and deteriorating border measures and general enforcement. The lack of ex officio authority for Canadian Customs officers makes it difficult for Customs to seize shipments of counterfeit goods. To perform a civil seizure of a shipment under the Customs Act, the right holder must obtain a court order, which requires detailed information on the shipment. However, Canada’s Criminal Code allows for a public officer in the course of duty to seize any item discovered to be in violation of the law. For example, Customs can detain suspected counterfeit shipments and contact the Royal Canadian Mounted Police (RCMP), which can then proceed with investigation under criminal law. 
Pirated and counterfeit goods include software, CDs, shampoo, and toys, which are often openly displayed in Canadian malls, department stores and chain stores. Of particular concern is the growing number of counterfeit electrical products that pose a significant health and safety risk, potentially compromising the reputation of the rights holder.

The price differential between pirated and legitimate goods, especially software, is significant. The majority of the pirated products are high quality, factory produced products from Asia. Aside from pirated software, many stores sell and install circumvention devices, also made in Asia, that allow pirated products to be played in a legitimate console. Once pirated and counterfeit products clear Canadian Customs, enforcement is the responsibility of the RCMP and the local police. The RCMP lacks adequate resources, training, and staff. Because Canadian laws are inadequate to address IPR issues, few prosecutors are willing or trained to take on the few cases that come up. Where an infringement case has gone to trial, the penalties imposed can be too weak to act as a deterrent, and jail time is rarely imposed. Border enforcement concerns were a major factor in keeping Canada on the Special 301 “Watch List” and for conducting an Out-of-Cycle Review in 2006. U.S. anti-piracy analysts have estimated that Canadian IPR protection weaknesses cost the U.S. economy between $100 million and 500 million annually.

Chapter 4

TRADE REGULATIONS AND STANDARDS
Import Tariffs

Canada’s Customs Tariff is published by the Canada Border Services Agency. Under the North American Free Trade Agreement (NAFTA), the vast majority of U.S.- made products may be imported into Canada duty-free. 

Trade Barriers 
Canada’s trade barriers against U.S. products are described in the 2006 National Trade Estimate Report on Foreign Trade Barriers of the U.S. Trade Representative. The report describes a number of barriers to U.S. agricultural exports such as dairy products, eggs, poultry, fresh fruits and vegetables and grains. This practice severely limits the ability of U.S. producers to increase exports to Canada above the Tariff Rate Quota (TRQ) levels. Canada’s meager personal duty-free exemption puts a damper on cross-border shopping in the United States. There are provincial market access barriers to the effective marketing of U.S. wine and spirits. Standards barriers affect the fortification of foods such as breakfast cereals, and the size of baby food jars. The U.S. pharmaceutical industry has raised questions about pharmaceutical pricing and patent term protection of drugs. Canada’s Copyright Act restricts broadcast royalties due to U.S. artists. There are also substantial limitations in the telecommunications and media fields. Examples include required labeling on videos and DVDs and Canadian content requirements for broadcasters

Prohibited and Restricted Imports 

Certain goods may be prohibited or controlled, or require special permits, inspections or conditions to be met in order to allow them into Canada. Canada has a number of special attention and approval systems with regards to such goods.

The Export and Import Controls Bureau (EICB) authorizes, under the discretion of the Minister of International Trade, the import and export of goods restricted by quotas and/or tariffs. It also monitors the trade in certain goods and ensures the personal security of Canadians and citizens of other countries by restricting trade in dangerous goods and other materials. The Canadian Export and Import Permits Act contain an Import Control List.

The Canadian Border Services Agency administers Canada’s laws and regulations of other Canadian federal agencies governing prohibited and restricted imports. Further information on Canadian prohibitions and restricted imports for business travelers is available from the U.S. State Department webpage “Tips for Travelers to Canada.”

Customs Regulations and Contact Information 
Canadian customs regulations and further information are available from the Canada 

Border Services Agency.

Import Requirements and Documentation
The Canada Border Services Agency website describes the required documents for import. The most important document required from a U.S. exporter is a properly completed Canada Customs Invoice or its equivalent, which is required for all commercial shipments imported into Canada. The exporter can use its own form if it has the required information on it. At the border, the importer or customs broker also submits Form B3, the customs coding form. Further information on Form B3 can be found in the brochure “Importing Commercial Goods Into Canada – How to complete Form B3 when importing commercial goods.” Other documents that trucking companies will provide for customs clearance may include a cargo control document and bill of lading. Some goods such as food or health-related products may be subject to the requirements of other federal government departments and may need permits, certificates, or examinations.
In addition, to get duty-free status under the NAFTA “rules of origin,” a commercial NAFTA import over CDN $1,600 must be accompanied by a NAFTA Certificate of Origin, while a commercial import less than CDN $1,600 only requires a statement of origin from the exporter that the product is U.S.-made. Canada looks at the origins of the component parts of an item and whether they were transformed in the process of manufacture into another category to determine whether a product is entitled to NAFTA treatment. This can be quite complex so U.S. companies should consult the U.S. Department of Commerce’s NAFTA Certificate of Origin Interactive Tool.

There are many customs brokers that can assist U.S. exporters with the details of the import documentation process, including Canada’s non-resident importer program, in which the U.S. exporter in the United States obtains a “business number” and can then be the “importer of record” for purposes of customs clearance. This offers a number of marketing advantages, in particular the opportunity to remove the burden of customs clearance of commercial shipments from the Canadian customer. In fact, large retailers often demand that an exporter does whatever paperwork is required so that all the retailer needs to do is unload the goods from the truck and pay the exporter for the goods. Many brokers advertise their non-resident importer programs on their websites. For most mail order shipments, the only paperwork needed is a standard business invoice. Companies should indicate the amount paid by the customer for the goods, in either U.S. or Canadian dollars. If goods are shipped on a no-charge basis (samples or demos), companies must indicate the retail value of the shipment. Two copies of the invoice should be attached to the outside of the package.

U.S. Export Controls 

Shipments to Canada do not require a Shipper’s Export Declaration (SED) unless the shipment:

_ Requires a Department of Commerce export license
_ Is subject to the Department of State, International Traffic in Arms

Regulations regardless of license requirements; or

_ Is subject to Department of Justice, Drug Enforcement Administration, export declaration requirements.

For merchandise transshipped from the United States through Canada for ultimate destination to a foreign country, other than Canada, a SED or Automated Export System (AES) record is required.

Temporary Entry 

Canada allows the temporary import free of duty and tax of certain commercial goods and equipment such as brochures, commercial samples, audio-visual equipment and industrial equipment for business meetings, trade shows, product demonstrations and industrial or construction purposes. If the goods are eligible for free entry, a refundable security deposit -- in the form of cash or bond -- may be required. Further information on  Canada’s Form E29B (“temporary entry”) and other requirements is available on the  U.S. Commercial Service webpage “Temporary Import of Goods into Canada” and Canada Border Services Agency Memorandum D8-1-1 “Temporary Import Regulations.”

For information on temporary entry of personal goods and equipment, see the subchapter on Temporary Entry of Materials and Personal Belongings.

Standards

Products shipped to Canada must conform to the relevant Canadian standard. In most instances, Canadian and U.S. standards are very similar, and products designed to conform to U.S. standards will meet Canadian standards with little or no modification. In some product areas, such as air conditioning and refrigeration, U.S and Canadian standards have been harmonized into a single North American standard. Similarities between U.S. and Canadian standards, however, do not relieve the U.S. exporter of the obligation to meet the Canadian standard.

In delineating the precise technical specifications required to ensure safety, both countries often use slightly different standards. This is an area in which standards officials and standards development organizations will find fruitful to explore. The

Canadian view on “the tyranny of small differences” is discussed below in the context of the External Advisory Committee Report on Smart Regulation.

Principles of standards regulation in Canada should be examined in light of the basic rules of the WTO Agreement on Technical Barriers to Trade and of the North American Free Trade Agreement signed by the United States, Canada and Mexico: standards must not create unnecessary barriers to trade. To reduce such barriers, the NAFTA applies basic principles to bilateral trade.

Testing facilities and certification bodies are treated in a nondiscriminatory manner. Federal standards-related measures will be harmonized to the greatest extent possible. Greater openness will be provided in the regulatory process. This report is drawn in large part on information on the Canadian standards-related websites cited below, in particular, the Canadian government’s overview of the Canadian standards system.

National Standards System

Canada’s National Standards System (NSS) is the system for developing, promoting and implementing standards in Canada. The NSS includes more than 400 organizations accredited by the Standards Council of Canada. These organizations are involved in several activities: standards development, product testing and quality (“conformity assessment”), product or service certification, and environmental management and production systems registration. More than 15,000 Canadian members contribute to committees that develop national or international standards. 

The NSS does not include all standards in Canada. Nor is the system static: organizations can and do join and leave the system. Many standards used in Canada that are not National Standards may have been developed by Canadian standards development organizations (SDOs) and not put forward as a National Standard of Canada, often because of the cost of translating the standard into both official languages (English and French). In other cases, international, regional or foreign SDOs, such as the ISO, may have developed the standards. In addition, organizations not accredited by the Standards Council of Canada (SCC) develop some standards. Important non-NSS standards include the Building Code, developed by the National Research Council.

Conformity Assessment

Product testing, known as conformity assessment, is usually carried out by a testing and certification organization or laboratory that has been accredited to conduct that test and certify that product’s conformity with the applicable standard. Regulated products must be tested and certified; there is no legal requirement to test non-regulated products. Certification bodies (CBs) attest, by authorizing the display of their certification mark, that products or services conform to a standard. They regularly inspect and audit processes and products. There are 12 CBs in Canada and 17 U.S.-based organizations that have been SCC accredited. These organizations have registered trademarks or logos giving a visible indication that products or services comply with a standard.

The Standards Council accredits six types of conformity assessment organizations:

testing and calibration laboratories

management systems registration bodies

personnel certification bodies

product certification bodies

inspection bodies

auditor course providers

The most important conformity assessment organizations are discussed in the next section of this chapter.

Product Certification

U.S. manufacturers and exporters should determine what standards are applicable to their products. If certification is required, it generally must be obtained before the goods are imported into Canada. The process can be time-consuming and, therefore, certification should be one of the first steps taken to establish an export market in Canada.

For U.S. exporters unsure of Canadian certification requirements, the first step is to contact the SCC directly in order to determine: (1) what testing is required, and (2) what organizations are accredited to conduct that testing and certification. For many products, U.S. exporters will learn that a U.S. laboratory has been accredited (see next section below) and the manufacturer need only submit the product to one lab instead of spending the time and money to have the product tested by both a U.S. and a Canadian lab. 

CSA International, the conformity assessment and product certification organization in the CSA Group, and the other four standards development organizations, ULC, CGSB and BNQ, are also engaged in conformity assessment and product certification. 

Labeling and Marking 
The Canadian federal Consumer Packaging and Labeling Act and Regulations require consumer product packaging to be bilingual in English and French. However, it does not apply to any product that is a device or drug within the meaning of the Food and Drugs Act. The Canada Food Inspection Agency 2003 Guide to Food Labeling and Advertising discusses the requirements of the Food and Drug Act. 

According to Competition Bureau Canada, the Consumer Packaging and Labeling Act requires that the following information must appear on the package/label of a consumer good sold in Canada:

· Product Identity Declaration: describes a product's common or generic name, or its function. The declaration must be in both English and French. 

· Net Quantity Declaration: must be expressed in metric units of volume when the product is a liquid or a gas, or is viscous; or in metric units of weight when the product is solid or by numerical count. Net quantity may also be expressed in other established trade terms.

· Dealer's Name and Principal Place of Business: where the prepackaged product was manufactured or produced for resale. In general, a name and address sufficient for postal delivery is acceptable. This information can be in either English or French. 

The agency responsible for inspection of imports, the Canada Border Services Agency, also requires an indication of the country of origin, such as "Made in the USA," on several classes of imported goods. Goods not properly marked cannot be released from Canada Customs until suitably marked.

The Province of Quebec requires that all products sold in that province be labeled in French and that the use of French be given equal prominence with other languages on any packages or containers. The Charter of the French Language requires the use of French on product labeling, warranty certificates, product manuals, instructions for use, public signs and written advertising. The Office québécois de la langue française (Quebec Office of the French Language) website provides guidance on these requirements.

U.S. exporters of textile and apparel should check the website of Industry Canada’s

Competition Bureau for specific labeling requirements: Food exporters should check the

Canadian Food Inspection Agency’s Guide to Food Labeling and Advertising.

For example, Canadian requirements for foods fortified with vitamins and minerals have created a costly burden for American food manufacturers who export to Canada. Health Canada restricts marketing of breakfast cereals and other products, such as orange juice, that are fortified with vitamins and/or minerals at certain levels. Canada’s regulatory regime requires that products such as calcium-enhanced orange juice be treated as a drug. This forces manufacturers to label vitamin and mineral fortified breakfast cereals as "meal replacements." These standards impose costs on manufacturers who must make separate production runs for the U.S. and Canadian markets.

In March 2005, the Government of Canada released for public consideration a draft policy on supplemental fortification of food and beverages that reflects the study on Dietary Reference Intakes (DRIs) undertaken by the U.S. Institute of Medicine (IOM). Industry welcomed the draft policy as it may offer more latitude to manufacturers for discretionary fortification of foods and beverages than the current regulatory regime. The new policy may reduce the cross-border discrepancy in fortification rules; however, the final regulations based on it have not yet been submitted for public review. Draft regulations are now expected to be made public in late 2006 and come into force in late 2007. They may still present barriers to efficient cross-border trade.

Also, Canada’s Processed Products Regulations (Canada Agricultural Products Act) prescribe standard container sizes for a wide range of processed fruit and vegetable products. No other NAFTA country imposes such mandatory container size restrictions. The Processed Products Regulations require manufacturers of baby food to sell in only two standardized container sizes: 4.5 ounces (128 ml) and 7.5 ounces (213 ml). The requirement to sell in container sizes that exist only in Canada creates an unnecessary obstacle to trade in baby food between Canada and the United States. Canada claims that the regulations are being rewritten and suggests that U.S. concerns will be addressed. However, it appears that the effort to revise the regulations has stalled, as there has been no progress for the past several years. 

Finally, industry is charged with ensuring that any claims about a product being "environmentally-friendly" are accurate and in compliance with relevant legislation. In general, environmental claims that are ambiguous, misleading or irrelevant, or that cannot be substantiated, should not be used. In all cases, environmental claims should indicate whether they are related to the product itself or to the product's packaging materials. The Canadian government has issued a set of guiding principles governing the use of environmental labeling and advertising, which may be obtained by contacting Industry Canada.

Trade Agreements 
Canada’s main trade agreement of value to U.S. exporters is the North American Free

Trade Agreement (NAFTA). The United States and Canada enjoy an economic partnership unique in the world. The two nations share the world's largest and most comprehensive trading relationship, which supports millions of jobs in each country. In 2006, total trade between the two countries exceeded $500 billion. The two-way trade that crosses the Ambassador Bridge between Detroit, Michigan and Windsor, Ontario equals all U.S. exports to Japan. Canada's importance to the United States is not just a border-state phenomenon: Canada is the leading export market for 39 of the 50 U.S. States, and ranked in the top three for another 8 States. In fact, Canada is a larger market for U.S. goods than all 25 countries of the European Community combined, whose population is more than 15 times that of Canada. The comprehensive U.S.-Canada Free Trade Agreement (FTA), which went into effect in 1989, was superseded by the North American Free Trade Agreement among the United States, Canada and Mexico (NAFTA) in 1994. NAFTA, which embraces the 443 million people of the three North American countries, expanded upon FTA commitments to move toward reducing trade barriers and establishing agreed upon trade rules. It has also resolved long-standing bilateral irritants and liberalized rules in several areas, including agriculture, services, energy, financial services, investment, and government procurement. Since the implementation of NAFTA in 1994, total two-way merchandise trade between the United States and Canada has grown by 250%, creating many new challenges for the bilateral relationship. The Security and Prosperity Partnership of North America, launched by the three NAFTA countries in March 2005, represents an effort to address these challenges and others on a continental basis.

Chapter 5
INVESTMENT CLIMATE

Openness to Foreign Investment 
Strong economic fundamentals, proximity to the U.S. market, highly skilled employees and abundant resources are key attractions for American investors in Canada. With few exceptions, Canada offers foreign investors full national treatment within the context of a developed open market economy operating with democratic principles and institutions. Canada is, however, one of the few OECD countries that still has a formal investment review process. Under the Investment Canada Act, the Broadcasting Act, the Telecommunications Act and standing Canadian regulatory policy, Canada maintains restrictions that inhibit new or expanded foreign investment in the energy and mining, banking, fishing, publishing, telecommunications, transportation, film, music, broadcasting, cable television, and real estate sectors. 

Canada's economic development is, to a significant extent, reliant on foreign investment inflows. The Canadian government estimates that foreign investors control about  one quarter of total Canadian non-financial corporate assets. The stock of global foreign direct investment in Canada in 2005 was CDN $416 billion, with U.S. investment accounting for about 64 percent of total foreign direct investment (FDI) in Canada.

The United States and Canada agree on important foreign investment principles, including right of establishment and national treatment. The 1989 Free Trade Agreement (FTA) recognized that a hospitable and secure investment climate would be necessary to achieve the full benefits of reducing barriers to trade in goods and services.

The agreement established a mutually beneficial framework of investment principles sensitive to the national interests of both countries, with the objective of assuring that investment flowed freely between the two countries and that investors were treated in a fair and equitable manner. The FTA provided higher review thresholds for U.S. investment in Canada than for other foreign investors, but it did not exempt all American investment from review nor did it override specific foreign investment prohibitions, notably in the cultural area.

The 1994 NAFTA incorporated the gains made in the FTA, expanded the coverage of the Investment chapter to several new areas, and broadened the definition of investors' rights. It also created the right to binding investor-state dispute settlement arbitration in specific situations.

Services Trade

Bilateral services trade is largely free of restrictions and the NAFTA ensures that restrictions will not be applied in the future. However, pre-existing restrictions, such as those in the financial sector, were not eliminated by the NAFTA. The NAFTA services agreement is primarily a code of principles that establishes national treatment, right of establishment, right of commercial presence, and transparency for a number of service sectors specifically enumerated in annexes to the NAFTA. The NAFTA also commits both governments to expand the list of covered service sectors (except for the financial services covered by NAFTA Chapter 14).

Federal Procurement

NAFTA grants U.S. firms that operate from the United States national treatment for most Canadian federal procurement opportunities. However, inter-provincial trade barriers exist that often exclude U.S. firms established in one Canadian province from bidding on another province's procurement opportunities. As a first step in the ongoing and difficult process of reducing trade barriers within Canada, the Canadian federal, provincial and territorial governments negotiated an Internal Trade Agreement that came into effect on 

July 1, 1995. The Agreement provides a framework for dealing with intra-Canada trade in ten specific sectors and establishes a formal process for resolving trade disputes. 

Besides the areas described above, the NAFTA includes provisions that enhance the ability of U.S. investors to enforce their rights through international arbitration; prohibit a broad range of performance requirements, including forced technology transfer; and expand coverage of the NAFTA investment chapter to include portfolio and intangible investments as well as direct investment. 

As a party to the WTO Government Procurement Agreement (GPA), Canada allows U.S. suppliers to compete on a non-discriminatory basis for its federal government contracts covered by the GPA. However, Canada has not yet opened "sub-central" government procurement markets (i.e., procurement by provincial governments), despite commitments in the GPA to do so no later than July 1997. Some Canadian provinces maintain "Buy Canada" price preferences and other discriminatory procurement policies that favor Canadian suppliers over U.S. and other foreign suppliers. Because Canada does not cover its provinces in its GPA commitment, Canadian suppliers do not benefit from the United States' GPA commitments with respect to 37 state governments' procurement markets. In recent years, several U.S. states and Canadian provinces have cooperated to make reciprocal changes in their government procurement systems that may enhance U.S. business access to the Canadian sub-federal government procurement market. However, the Administration and a number of U.S. states have expressed concern that Canadian provincial restrictions continue to result in an imbalance of commercial opportunities in bilateral government procurement markets. 

Bilateral Investment Agreements 
While the terms of the FTA and the NAFTA guide investment relations between Canada and the United States, Canada has also negotiated international investment agreements with non- NAFTA parties. These agreements, known as Foreign Investment Protection Agreements (FIPAs), are bilateral treaties that promote and protect foreign investment through a system of legally binding rights and obligations based on the same principles found in the NAFTA. Within Canada's overall foreign investment strategy, FIPAs complement the NAFTA. Canada has negotiated FIPAs with countries in Central Europe, Latin America, Africa and Asia, and has over 100 international tax treaties in force.

Corruption 
Corruption in Canada, on an international scale, is low, and similar to that in the United States. There have been recent investigations into inappropriate expenditure of government funds to support political activities, but this alleged corrupt activity was not related to foreign direct investment. Reports have been received, particularly from Quebec, of alleged mob activity, but again, not to the level that would require undue concern by investors. In general, the type of due diligence that would be required in the U.S. to avoid corrupt practices would be appropriate in Canada. Canada is a signatory to the UN Convention against Corruption.

Political Violence 
Political violence occurs in Canada to about the same extent as in the US. For example, protests at the April 2001 Summit of the Americas in Quebec City sparked violent confrontations that resulted in some property damage.

Performance Requirements and Incentives 
The NAFTA prohibits the United States or Canada from imposing export or domestic content performance requirements and Canada does not explicitly negotiate performance requirements with foreign investors. For investments subject to review, however, the investor's intentions regarding employment, resource processing, domestic content, exports and technology development or transfer can be examined by the Canadian government. Investment reviews often lead to negotiation of a package of specific "undertakings" such as agreement to promote Canadian products. 

Right to Private Ownership and Establishment

Investors have full rights to private ownership.

Protection of Property Rights

Foreign investors have full and fair access to Canada's legal system, with private property rights limited only by the rights of governments to establish monopolies and to expropriate for public purposes. Investors from NAFTA countries have mechanisms available to them for dispute resolution regarding property expropriation by the Government of Canada.

Canada has yet to ratify key treaties that protect copyright works on the Internet (the WIPO "Internet treaties") that the government signed in 1997. (Please refer to the copyright section of this report for more details.) U.S. (and many Canadian) companies have also complained that Canada's enforcement regime against counterfeiting and piracy, both at the border and internally, is cumbersome and ineffective, requiring civil court orders before goods can be formally seized. 

Transparency of Regulatory System 
The transparency of Canada's regulatory system is similar to that of the United States. Proposed legislation is subject to parliamentary debate and public hearings, and regulations are issued in draft form for public comment prior to implementation. While federal and/or provincial licenses or permits may be needed to engage in economic activities, regulation is generally for statistical or tax compliance reasons. The Bureau of Competition Policy and the Competition Tribunal, a quasi-judicial body, enforce Canada's antitrust legislation.

Chapter 6
TRADE AND PROJECT FINANCING

How Do I Get Paid (Methods of Payment) 

Although terms vary from one industry to another and among trading channels, U.S. manufacturers exporting to Canada generally ship on open account, and do not require letters of credit. Typical terms are a discount of 1-2 percent of the invoice if paid within ten days. American firms exporting to department stores tend to offer a discount of 8-10 percent for settlement within ten days. Normal precautions in dealing with a first-time customer should be exercised, and safeguards instituted wherever possible, at least until a satisfactory relationship has been established.

U.S. firms exporting to Canada will not find any strong need for government-backed export insurance against exigencies that may typically be found in many third-country markets. The Export-Import Bank of the United States is moderately active in financing U.S. exports to Canada. With proper application of sound business principles, American firms should be able rely on commercial banks as they do in the U.S. domestic market and to avoid most of the problems that require extensive export financing insurance. 

How Does the Banking System Operate 

According to Canadian Bankers’ Association:

_ Banks play a key role in Canada’s financial system and economic development.

As of May 2005 the banking industry included 19 domestic banks, 49 foreign bank subsidiaries or branches operating in Canada. The top six banks managed nearly $1.8 trillion in assets.

_ Banks account for over 70 per cent of the total assets of the Canadian financial services sector, with the six largest domestic banks accounting for over 90 per cent of the assets of the banking industry.

_ Banks are among Canada’s leading employers. In 2006 the industry employed over 249,000 Canadians and had a Canadian payroll of approximately $18.8 billion. In addition, in 2005 the six largest domestic banks paid $6.1 billion in taxes to all levels of government.

_ Canada’s banks operate through an extensive network that includes over 8,000 branches and close to 16,000 automated banking machines (ABMs) across the country; total ABMs number about 50,000. Canada has the highest number of ABMs per capita in the world and benefits from the highest penetration levels of electronic channels such as debit cards, Internet banking and telephone banking.

_ The six major domestic banks also have a significant presence outside Canada, in areas such as the United States, Latin America, the Caribbean and Asia. International operations accounted for approximately 33 per cent of their gross revenues in 2004.

Under NAFTA, U.S. banks also enjoy a right of establishment and a guarantee of national treatment in Canada.

Foreign-Exchange Controls 

The Canadian dollar is fully convertible. Canada has no restrictions on the movement of funds into or out of the country. Banks, corporations and individuals are able to deal in foreign funds or arrange payments in any currency they choose. 

U.S. Banks and Local Correspondent Banks

All major banks in Canada have the ability to do business with U.S. banks and in U.S. dollars. U.S. banks doing business in Canada are members of the Canadian Bankers Association, to which all major Canadian banks also belong. 
Project Financing 
U.S., Canadian and third-country banks finance large-scale projects. Canada does not qualify for project financing from any of the multilateral development banks, such as the World Bank or the Inter-American Bank for Reconstruction and Development. Overseas Private Investment Corporation (OPIC) and other U.S. Government investment and project financing programs are not available in Canada.

Web Resources 
Export-Import Bank of the United States: http://www.exim.gov

Ex-Im Bank Country Limitation Schedule: http://www.exim.gov/tools/country/country_limits.html
OPIC: http://www.opic.gov

Trade and Development Agency: http://www.tda.gov/

SBA's Office of International Trade: http://www.sba.gov/oit/

USDA Commodity Credit Corporation: http://www.fsa.usda.gov/ccc/default.htm

U.S. Agency for International Development: http://www.usaid.gov

Chapter 7
TRAVEL AND BUSINESS INFORMATION
The U.S. Department of State's Consular Information Program advises Americans traveling and residing abroad through Consular Information Sheets, Public Announcements, and Travel Warnings. Consular Information Sheets exist for all countries and include information on entry and exit requirements, currency regulations, health conditions, safety and security, crime, political disturbances, and the addresses of the U.S. embassies and consulates abroad. Public Announcements are issued to disseminate information quickly about terrorist threats and other relatively short-term conditions overseas that pose significant risks to the security of American travelers. Travel Warnings are issued when the State Department recommends that Americans avoid travel to a certain country because the situation is dangerous or unstable. 
For the latest security information, Americans living and traveling abroad should regularly monitor the Department's Bureau of Consular Affairs Internet web site at http://www.travel.state.gov, where the current Worldwide Caution, Public Announcements, and Travel Warnings can be found. Consular Affairs Publications, which contain information on obtaining passports and planning a safe trip abroad, are also available at http://www.travel.state.gov. For additional information on international travel, see http://www.usa.gov/Citizen/Topics/Travel/International.shtml.

The Department of State encourages all U.S citizens traveling or residing abroad to register via the State Department's travel registration website or at the nearest U.S. embassy or consulate abroad. Registration will make your presence and whereabouts known in case it is necessary to contact you in an emergency and will enable you to receive up-to-date information on security conditions.

Emergency information concerning Americans traveling abroad may be obtained by calling 1-888-407-4747 toll free in the U.S. and Canada or the regular toll line 1-202-501-4444 for callers outside the U.S. and Canada. 

Business Customs 
Business customs in Canada are very similar to those in the United States. For example, an exchange of business cards is expected. However, there are differences. Canadians are generally quite aware of news and cultural developments in the United States, much more so than most U.S. businesspeople are aware of Canadian issues or culture.  Canadians are also very aware that they are not Americans and that Canada is not the United States. Quebeckers in particular are very proud of the 400-year history of French speakers in North America. U.S. business travelers to Canada should be sensitive to these and other cultural and linguistic differences and allow adequate time for the development of personal contacts in business dealings. The most important thing is to make a good first impression in any sales communication, and sell the reliability and honesty of yourself and your company before trying to sell your product or service.

Travel Advisory 
The State Department posts the latest Consular Information Sheet for Canada with information on such matters as the health conditions, crime, unusual currency or entry requirements, any areas of instability, and the location of the nearest U.S. embassy or consulate in the subject country. In addition, travel warnings are issued when the State Department recommends that Americans avoid a certain country.

Visa Requirements 
All persons entering Canada may be required to present proof of citizenship and identity. U.S. citizens are encouraged to show a U.S. passport. If they do not have a passport, they should be prepared to provide a government-issued photo ID (e.g. Driver’s License) and proof of U.S. citizenship such as a birth certificate, naturalization certificate, or expired U.S. passport. U.S. citizens entering Canada from a third country must have a valid U.S. passport. A visa is not required for U.S. citizens to visit Canada for up to 180 days. Legal permanent residents of the United States are advised to carry their I-551 permanent resident card. Business travelers and dependents must also satisfy any other admission requirements of the Canadian Immigration Act. 

Beginning January 23, 2007, under the Western Hemisphere Travel Initiative (WHTI), all visitors, both US and non-US citizens, flying between the US and Canada will be required to present a valid passport. As early as January 2008, this requirement will be extended to the land border. For additional information see the links below. Anyone seeking to enter Canada for any purpose besides a visit, (e.g. to work, study or immigrate) should contact the Canadian Embassy or nearest consulate prior to travel. In addition to other Canadian visa categories, the North American Free Trade Agreement provides for certain professionals, traders and investors, or intra-company transferees who are U.S. or Mexican citizens to be eligible for visas for temporary employment. Anyone with a criminal record (including some misdemeanors such as Driving While Impaired (DWI) charges) may be excluded or removed from Canada, and should contact the Canadian Embassy or nearest Canadian consulate well in advance of any planned travel for further processing, which may take some time.

Further information on Canadian entry requirements for business travelers is available from the U.S. State Department webpage “Tips for Travelers to Canada” and the Government of Canada webpage “Entering Canada – Entry Requirements for Business Visitors.” Business travelers may also check Immigration and Citizenship Canada's website or contact the Embassy of Canada or the nearest Canadian consulate. U.S. companies that require travel of foreign businesspersons to the United States should be advised that security options are handled via an interagency process. Visa applicants should go to the following links.

State Department Visa Website: http://travel.state.gov/visa/index.html

United States Visa information: http://www.unitedstatesvisas.gov/

U.S. Embassy Ottawa Consular Section:

http://www.usembassycanada.gov/content/content.asp?section=travel&document=index

Telecommunications
Telecommunications networks are highly sophisticated in Canada and comparable with those of the United States. Canada is integrated with the U.S. direct-dial long-distance telephone system (dial 1, the area code and the number, just like making a long-distance call in the United States). Most if not all U.S. mobile phones work in Canada, although roaming and long-distance charges may apply. Some U.S. mobile phone plans allow for roaming within Canada. All forms of communication and transmission are possible, including voice, text, data, and video, over regular phone lines, broadband and Voice over Internet Protocol (VoIP).

Transportation 
Except in remote areas of the north, Canada possesses an advanced transportation system comparable to that of the United States. An extensive air network links all major, and many minor, traffic points with adequate connections to the United States and the rest of the world. The transcontinental Canadian National Railway handles freight, while VIA Rail provides passenger service.

An excellent highway and freeway system exists within 200 miles of the U.S. border that connects with major U.S. interstate highways at the border and supports heavy truck, bus and automobile traffic. While all cities have reasonably priced public transport systems, Canada is as much an "automobile society" as is the United States. Gasoline is sold in liters in Canada, and Canadian safety standards for cars are similar to those in the United States. International highway symbols are used in Canada, and distances and speed limits are given in kilometers. Seat belts and infant/child seat restraints are mandatory in all Canadian provinces. Fines are imposed for non-use of seat belts and child restraints. Travelers renting cars in Canada in the winter should make sure that the cars have winter tires on them, since all-season tires start losing traction in cold weather. 

Language 
While Canada is officially bilingual in English and French, English is spoken in every major business center in Canada including the province of Quebec, where French is the official language spoken as a first language by 80 percent of the population. The province of New Brunswick is bilingual, with the largest French-speaking population outside of Quebec. Knowledge of and appreciation of French and of the history of the French-speaking North Americans will be greatly beneficial in helping build relationships with Canadian business partners especially in Quebec.

Canada has attracted a huge influx of immigrants, many of whom speak Spanish, Mandarin, Cantonese, and a variety of Arabic dialects. One recent report indicated that the number of Spanish speakers is now approaching the number of French speakers. Large Chinese communities are found in Toronto and Vancouver that form a sizable market themselves.

Health 
Canada has no special health risks for travelers. Standards of community health and sanitation are comparable to those in the United States. Competent doctors, dentists, and specialists of all types are available, and medical training is equivalent to that in the United States. However, long waits for treatment in hospital emergency rooms, for appointments to see doctors, especially specialists, and for diagnostic tests are the norm. Also, Canadian doctors, hospitals and health providers generally do not accept U.S. health insurance. Travelers should expect to pay in cash or by credit card, obtain a receipt and description of the treatment, and file their own insurance claims. Most food and other consumables available in the United States can be found in Canada.

Local Time, Business Hours, and Holidays 
Canada has six time zones. Newfoundland Time is 4 1/2 hours ahead of Pacific Time. Local business hours are Monday to Friday, with the workday generally starting between 8:00 a.m. and 9:00 a.m. Canadian federal and provincial holidays overlap some, but not all, U.S. holidays, and differ by province. Canadian federal holidays in 2007 are January

1 (New Year’s Day), April 6 (Good Friday), April 9 (Easter Monday), May 21 (Victoria

Day), July 1 (Canada Day), September 3 (Labour Day), October 8 (Thanksgiving Day),

November 11 (Remembrance Day), December 25 (Christmas Day), and December 26

(Boxing Day). In 2008 the holidays are January 1 (New Year’s Day), March 21 (Good

Friday), March 24 (Easter Monday), May 19 (Victoria Day), July 1 (Canada Day),

September 1 (Labour Day), October 13 (Thanksgiving Day), November 11

(Remembrance Day), December 25 (Christmas Day), and December 26 (Boxing Day).

Quebec observes January 2 and its National Day of June 24 as holidays. A holiday that

falls on a Saturday or Sunday is observed the following Monday. Most of Canada will

follow the U.S. with the new dates for daylight savings time beginning in 2007.

Temporary Entry of Materials and Personal Belongings 

Business visitors to Canada may bring certain personal goods into Canada duty and taxfree, provided that all such items are declared to the Canada Border Services Agency upon arrival and are not subject to restriction. Further information on Canadian entry requirements for business travelers is available from the U.S. State Department webpage “Tips for Travelers to Canada” and Canada Border Services Agency Memorandum D2-1-1 “Temporary Importation of Baggage and Conveyances by Non- Residents.”

Chapter 8

U.S. EMBASSY AND CONSULATES IN CANADA
The U.S. Commercial Service Canada's website is: http://www.buyusa.gov/canada. 
The U.S. Commercial Service Canada offices are:

U.S. Embassy Ottawa

U.S. Commercial Service

United States Embassy

PO Box 866, Station "B"

Ottawa, Ontario K1P 5T1

Tel: (613) 688-5217

Fax: (613) 238-5999

Contact: Janice Corbett, DSCO

E-mail: Ottawa.office.box@mail.doc.gov

U.S. Consulate General Calgary

U.S. Commercial Service

615 Macleod Trail SE, Suite 1000

Calgary, Alberta T2G 4T8

Tel: (403) 265-2116

Fax: (403) 266-4743

Contact: Sharon Atkins, Crystal Roberts

E-mail: Calgary.office.box@mail.doc.gov

U.S. Consulate General Halifax

U.S, Commercial Service

Purdy’s Wharf II, Suite 904 – 1969 Upper Water St.,

Halifax, Nova Scotia B3J 3R7

Tel: (902) 429-2482, ext. 102

Fax: (902) 429-7690

Contact: Richard Vinson, Commercial Specialist

E-mail: Halifax.office.box@mail.doc.gov

U.S. Consulate General Montreal

U.S. Commercial Service

Place Felix Martin, 19th Floor

455 Rene Levesque Blvd West

Montreal, Quebec H2Z 1Z2

Tel: 514/398-0673

Fax: 514/398-0711

Contact: Pierre Richer, Senior Commercial Specialist

E-mail: Montreal.office.box@mail.doc.gov

U.S, Consulate General Toronto

U.S. Commercial Service

480 University Avenue, Suite 602

Toronto, Ontario M5G 1V2

Tel: (416) 595-5412, ext. 221

Fax: (416) 595-5419

Contact: Michael Keaveny, Consul for Commercial Affairs

E-mail: Toronto.office.box@mail.doc.gov

U.S. Consulate General Vancouver

U.S. Commercial Service

1095 W. Pender Street, 21st Floor

Vancouver, British Columbia V6E 2M6

Tel: (604) 685-3382 ext. 278

Fax: (604) 687-6095

Contact: Cheryl Schell, Commercial Specialist

E-mail: Vancouver.office.box@mail.doc.gov

Excerpt from:
2007 U.S Country Commercial Guide – Canada http://www.buyusainfo.net/docs/x_1174492.pdf
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