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I t gives me great pleasure, as the new Minister of International Trade, to introduce the March 2004
edition of the CanadExport Women’s Supplement. The Canadian government is  increasing its focus
on international business, in recognition of the vital importance of trade to Canada's economic
prosperity. This renewed focus will permit better synergies among our trade, investment and

innovation objectives, including the building of a knowledge-based economy. 
It is clear that the dynamism, creativity and sheer entrepreneurial drive of Canadian

businesswomen play an important role in the goal of enhancing prosperity. Interestingly, only 9%
of women-owned firms export. This is not enough considering the critical importance of trade for
long term success both for Canadian businesses and Canada’s economy as a whole. 

I encourage women entrepreneurs to take advantage of the many resources that the
Department of Foreign Affairs and International Trade and its partners in Team Canada Inc have
to offer. We are ready to work with and assist you to define and achieve your international
objectives. You will see from the examples of the women featured in this supplement that
exporting can be critical in helping you to build a sustainable long term business. Their stories
offer a wealth of knowledge,  experience and inspiration that I hope can help you to reach your
business goals. 

I am confident that, as we work together, we will add new companies, with women at the
helm, to the ranks of Canada’s world class exporters. I am proud to celebrate the women in these
pages. Next year, I hope your company will be there.

Going Global Women Entrepreneurs in International Markets

James Scott Peterson
Minister of International Trade
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G o i n g  G l o b a l :  W o m e n  E n t r e p r e n e u r s  i n  I n t e r n a t i o n a l  M a r k e t s

Catch the Export Wave:
Open Markets, Resources & Support Await You
The momentum for Canadian women exporters just keeps
growing. Witness the following:

� On October 29, 2003, over 400 Canadian women entrepreneurs,
including many exporters, gathered in Ottawa for the release of the
final report of the Prime MinisterÕs Task Force on Women
Entrepreneurs. The Task Force placed a great deal of importance on
women exporting and received submissions from relevant
businesswomenÕs groups. The Report's recommendations can be
viewed at www.liberal.parl.gc.ca/entrepreneur.

� The heavily-populated Montreal and Toronto markets are
scheduled to see Women's Entreprises Centres open, offering
export assistance similar to that provided by Western
Economic DiversificationÕs (WD) WomenÕs Enterprise Initiative
and by the Atlantic Canada Opportunities AgencyÕs (ACOA)
Women in Business Initiative. 

� Last year, the second Canadian chapter of the Organization of
Women in International Trade (OWIT) was launched to advance
global trade opportunities for women. The new chapter in
Alberta joins its sister chapter in the east in Toronto.  And
Alberta even hosted the organizationÕs Annual Conference in
Calgary in September 2003, the first time this event was held
in Canada. 

� This spring Vancouver will host the Women Trading Globally
Trade Mission and Forum (www.womentradingglobally.com),
sponsored by RBC Financial Group in collaboration with the
Global Banking Alliance for Women. Delegates from the U.S.,
Australia, New Zealand and Ireland will meet Canadian
exporters there from March 31 to April 2 to forge international
business partnerships.  (Additional business matching will
take place in Toronto April 5.)

With the latest statistics revealing that only 9% of Canadian
women business owners export, these developments are helping
to create an even more supportive environment to encourage
more women to expand internationally. Combine them with the
support of existing services offered by the Canadian Trade
Commissioner Service, Export Development Canada, WD, ACOA
and womenÕs business associations across Canada and the
message is clear: there is a host of services to tap into, most of
them even free or low-cost. Take the Virtual Trade Commissioner,

for example. You can log in anytime to view market information
and business leads, make service requests and even update your
companyÕs details after you register at www.infoexport.gc.ca

Even veteran exporters, like Sylvie Boileau, President of Dubo
Electric Ltd., continue to access government resources Ñ 15 years
after she started exporting. ÒEverything is far more organized and
structured now than when I started, so itÕs much easier for
newcomers who want to export.Ó  

And there is more good news for women.  According to
experienced exporters, the gender barrier is coming down around
the world.  

“Absolutely, women are becoming more accepted all over the
place,” adds Sylvie. “Some countries might be at level one,
others at level 10 in terms of evolution, but there’s no question
it is changing.” 

ÒAlthough there are some countries still uncomfortable dealing
with businesswomen, that is changing rapidly,Ó says Lisa Olfman,
President & Co-Founder of award-winning Portfolio Entertainment
Inc. ÒWhen you participate in international shows, for example,
they are truly international Ñ with people of all shapes and sizes,
who are there to do business.Ó

Rosaleen Citron, the no-nonsense CEO of WhiteHat Inc Ñ an IT
security provider Ñ echoes these sentiments: ÒIn preparing to
export and in selling to other countries, it doesnÕt matter if youÕre
a man or woman. Certainly in the North American market and
increasingly in Europe, women are so much more accepted. At
the end of the day, what matters most is not your gender but
whether your goods get shipped to where they belong.Ó 

The bottom line:  Everyone wants women entrepreneurs to
succeed Ð both domestically and globally. As you read through the
profiles of the dynamic Canadian women exporters featured in this
4th annual supplement, remember one thing Ñ you, too, can
succeed on the global stage. ÒWe are a country that is welcomed
almost anywhere!Ó insists Sylvie Boileau.

L E A R N F R O M T H E E X P E R T S
The savvy women entrepreneurs featured in the following pages
have over 50 years of combined exporting expertise.  Here they
share some of the biggest lessons they learned while expanding
their businesses beyond Canada’s borders:

“Since 9/11, we have been keenly aware of the need to use a
sales approach with the U.S. that is non-threatening. We talk
about the favourable exchange rate and that works well.” 
MICHELLEYATES, President, MAD Creations Inc.

“It’s one thing to collect your receivables in Canada.  But what if
a client from another country doesn’t pay their bill?  It can cost
you more to go collect it than its original worth. I've learned that
accounts receivable insurance through EDC (Export Development
Canada) is a must; get it as soon as you can. 
ROSALEENCITRON, CEO, WhiteHat Inc.

“At the beginning, we wasted a great deal of time and energy
pursuing or quoting on everything that came our way, lured into
believing these were all big projects when in fact it was often
just a case of smoke and mirrors.  It’s important to find the right
contacts and right network in order to determine the legitimate
projects and the real decision-makers.”
SYLVIE BOILEAU, President, Dubo Electric Ltd.

“It is better to charge in U.S. dollars if you are marketing to the
U.S.  Americans typically don’t pick up on the fact there is a
price break if you charge in Canadian dollars.  They just see the
price.  You can do this easily by having an e-Commerce storefront
in U.S. dollars on your Web site and setting up a merchant
account with your bank.”
SUSAN SWEENEY, Founder & President, Connex Network Inc.
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As you start on your export path, be sure to tap
into the organizations in your region for
assistance and support. 

Atlantic Canada Opportunities Agency
Women in Business Initiative

WHAT IT IS: The Women in Business Initiative
(WBI), announced in October 2002 by the
Atlantic Canada Opportunities Agency (ACOA), is
a $17 million initiative designed to improve the
growth and competitiveness of women-owned
businesses and their greater representation in
Atlantic CanadaÕs emerging growth sectors.

OBJECTIVES: To strengthen the management
capabilities and business development skills of
women entrepreneurs; to provide women with
improved access to capital and business support
services for business start-up and growth; and to
increase the number of women business owners
selling in international markets and in knowledge-
based industries.

EXPORTING SUPPORT: The WBI includes six
key elements, one of which is the Exposure to
Exporting and Innovation Program. A primary
objective of this Program is to focus on growth
strategies for established women-owned
businesses. These strategies are achieved by
encouraging more women to consider exporting
as a growth option, and to take the initial steps in
planning and establishing sales to export markets. 

The WBI assists women entrepreneurs to identify
and take advantage of international market
opportunities by: helping to ensure that more
women entrepreneurs gain access to exporting
programs and activities delivered by ACOA and
other trade-related departments and organizations;
targeting women-owned firms for participation in
trade missions; and helping women entrepreneurs
access trade training and exporting seminars, and
pre-exporter orientation training.

INFORMATION:
ACOA New Brunswick: 1 800 561-4030 

ACOA Newfoundland 
and Labrador: 1 800 668-1010 

ACOA Nova Scotia: 1 800 565-1228 

ACOA Prince Edward 
Island and Tourism: 1 800 871-2596 

Enterprise Cape Breton 
Corporation: 1 800 705-3926 

or visit 
www.acoa-apeca.gc.ca/e/business/
entrepreneurship/wbi/wbi.shtml

Western Economic Diversification
Canada WomenÕs Enterprise Initiative

WHAT IT IS: Funded by Western Economic
Diversification Canada, the Women's Enterprise
Initiative (WEI) provides business information and
services specifically tailored to the needs of women
in Western provinces. Each province has
established a WEI organization under this initiative.
The non-profit groups offer access to a loan fund
and advisory services, pathfinding to existing
services plus a host of unique products and
services. WEI offices are located in Kelowna,
Calgary, Saskatoon and Winnipeg, with satellite
offices in Vancouver, Edmonton and Regina.

OBJECTIVES: Western Economic Diversification
Canada established the WEI in 1994 to promote
entrepreneurship as a career option for women, and
to identify and fill service and financing gaps facing
women entrepreneurs. Delivered directly or indirectly, 

services are designed to improve access to 
financing, education and training, business advice,
loan care, information, networking and mentoring.

EXPORTING SUPPORT: Generally covers
anything from coaching and providing referrals
about training resources through to supporting
trade-related organizations, like the Organization
of Women in International Trade (OWIT), in order
to help women expand their businesses globally.

INFORMATION: 
WomenÕs Enterprise Society of B.C.
B.C. Toll Free: 1 800 643-7014
Web Site: www.wes.bc.ca 

Alberta Women's Enterprise Initiative Association:
Alberta Toll Free: 1 800 713-3558
Web Site: www.aweia.ab.ca

Women Entrepreneurs of Saskatchewan Inc.:
Saskatchewan Toll Free: 1 800 879-6331
Web Site: www.womenentrepreneurs.sk.ca 

WomenÕs Entreprise Centre of Manitoba:
Manitoba Toll Free: 1 800 203 2343
Web Site: www.wecm.ca 

WD Toll-Free Number (accessible in Western
Canada only)1-888-338-WEST (9378)
Web Site: www.wd.gc.ca   

WomenÕs Enterprise Centres Coming
Soon to Central Canada

As a result of recommendations in the report of
the Prime MinisterÕs Task Force on Women
Entrepreneurs, two new Women's Entreprise
Centres are scheduled to open this year to serve
the large markets in Toronto and Montreal. These
centres will provide some export training,
counselling and information along with other
programs and services to help women
entrepreneurs start and grow their businesses. 

INFORMATION:
TORONTO: 
Candice Rice, International Trade Centre, 
Tel: (416) 973-5157; 
E-mail: rice.candice@ic.gc.ca 

MONTREAL: 
Sylvain Savage, Manager 
Canada Economic Development
Tel: (514) 496-5473
E-mail: sylvain.savage@dec-ced.gc.ca

Community Futures Development Corporation (CFDC)
Tel: (418) 658-1530
E-mail: sadc@ciril.qc.ca 

Organization of Women in International
Trade: OWITÐToronto and OWITÐAlberta 

WHAT IT IS: The Canadian chapters of the
Organization of Women in International Trade, a
non-profit professional organization designed to
promote women doing business in international
trade, which has over 5,000 members worldwide. 

OBJECTIVES: To enhance the status and
interests of women in the field of international
trade through the establishment of a global
network of business contacts. OWIT's goals are to
promote international trade and commerce,
establish and expand international business
contacts, particularly among women, and help
members develop global business skills and stay
current on international issues. 

WHAT YOU GET: Networking through local
chapter meetings and an annual international
conference; access to an international Web site

with global business contacts; education and 
training through topical meetings, workshops and
seminars, and informative newsletters.  

COST: $125 annual membership fee (Toronto);
$75 (Alberta). Open to exporters and importers,
service providers and government representatives
involved in all facets of international trade.

INFORMATION:
TORONTO: 
GAIL MORRIS AT(416) 253-1500 
E-MAil: gail.morris@sympatico.ca 
owww.wito.ca 

ALBERTA: 
Leann Hackman-Carty at (403) 214-0224 
E-MAil: leann@concreteglobal.com 
www.owit.org
www.owit.org/albertapages.html 

Other WomenÕs Business Organizations:
Women Entrepreneurs of Canada
Tel: (416) 388-5586
www.wec.ca

Canadian Association of Women Executives 
& Entrepreneurs
Tel: (416) 756-0000
www.cawee.net

Newfoundland & Labrador Organization 
of Women Entrepreneurs
Toll Free 1 877 754-0555 
www.nlowe.org

Prince Edward Island  
BusinesswomenÕs Association
Toll Free  1 866 892-6040  
www.peibwa.org

Centre for Women in Business, 
Mount Saint Vincent University
Tel: (902) 457-6449  
www.msvu.ca/cwb

New Brunswick Association of Community Business
Development Corporations: To access the Women in
Business Initiative (WBI)'s Business Counselling and
Community Outreach Program, contact the following
number in your area:
Grand Falls: (506) 473-9775 
Shediac: (506) 533-8711 
Bathurst: (506) 548-7793 
Fredericton: (506) 452-3918 
Saint John: (506) 636-3780 
www.nbcbdc.ca/main.htm 

RŽseau des femmes d'affaires du QuŽbec
Toll-Free 1 800 332-2683  
www.rfaq.ca

Women Business Owners of Manitoba-
Winnipeg Chapter
Tel: (204) 775-7981   
www.wbom.mb.ca

Women Trading Globally Trade Mission and
Forum ¥ March 31 Ð April 2, 2004, Vancouver, BC* 
¥ Business Matching ¥ International Speakers 
¥ Roundtable Experts

Join women from the U.S., Australia, New
Zealand, Ireland and Canada. Presented by RBC
Financial Group in collaboration with the Global
Banking Alliance for Women.

Visit www.womentradingglobally.com
or call 1 800 672-0103

*Additional business matching in Toronto April 5, 2004

Where to Go When You Want Help to Grow Globally
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