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EDC Overview of Facts and Figures 

Stephen Tapp – Deputy Chief Economist and Director, Economic Research and Analysis 
Department, EDC 

The market and Canadian trade have gone through hurdles since the spring of 2019. The repeated 
assaults on the global trade system from the Trump administration has had cumulative impacts 
on Canada. Trade wars are costly and long, have more losers than winners, and are hard to end. 
And Canada has been on the losing side of the U.S.-China trade war, due to its reliance on exports 
to the U.S. But there are reprieves; U.S.-China trade is only 5% of the global market, and CUSMA 
has reduced a number of uncertainties for exporters. That being said, and despite the relative 
strength of the financial market before the COVID-19 pandemic, exporters confidence has been 
at its lowest point since 2012. The pandemic will not improve the situation: it created a shock on 
both the supply chain and demand, and it is services that will bear most of the costs. Additionally, 
the March 2020 drop in oil price added difficulties for the energy sector. Despite painting a grim 
outlook for global trade, Stephen Tapp outlined opportunities for Canadian manufacturers. The 
nature of exports has changed, shifting from the U.S. to the European Union, and taking the form 
of foreign direct investments. Canadian entrepreneurs are taking advantage of the European 
Union-Canada free trade agreement. Canada remains nervous about the current trade 
environment; but it needs to remain persistent, as its persistence pays off.  

 

Looking at Canadian Trade 

John Hannaford – Deputy Minister of International Trade, Global Affairs Canada 

In his presentation, John Hannaford emphasized that the current time was critical for Canada’s 
trade policy. At the time of the conference (March 10th, 2020) the NAFTA renegotiations had 
concluded and was to be approved by the Canadian Parliament. The current negotiations of the 
Comprehensive and Progressive Trans-Pacific Partnership and the Comprehensive Economic and 
Trade Agreement (with the European Union) offer an opportunity for Canada to access markets 
that represent two thirds of the global GDP. As such, small and medium-sized enterprises can 
take advantage of unprecedented trade opportunities. However, these new opportunities come 
with a challenge. The WTO, the World Trade Organization, (and especially its appellate court) is 
in dire need of modernization. Canada has been at the forefront of overcoming the current 
blockage within the WTO. The government has encouraged the formation of the “Ottawa Group” 
in order to come up with reforms and has proposed the creation of a dispute-settlement body in 
the interim. To Hannaford, Canada’s trade policy priority should be the WTO and safeguarding 
the multilateral global trade system.    



 

 

Third Annual Canada’s State of Trade Conference 
by Sarah Hurnard and Ajit Kalsi 
March 2020 

Page 2 

 

Third Annual Canada’s State of Trade Conference 

Panel I – Can Canada Compete? 

Goldy Hyder – President and CEO, Business Council of Canada  

Dennis Darby – President and CEO, Canadian Manufacturers and Exporters 

Corinne Pohlmann – Senior Vice President, National Affairs and Partnerships, Canadian 
Federation of Independent Business 

Moderator: Colin Robertson – Vice President and Fellow, Canadian Global Affairs Institute 

 

In their discussion of Canada’s ability to compete in international trade, Hyder, Darby, and 
Pohlmann emphasized the importance of creating a united Canadian economy capable of utilizing 
free trade agreements to their fullest.  In particular, the panelists underlined the concern of 
interprovincial trade barriers effectively dividing Canada into multiple small economies, 
preventing businesses in one province from accessing consumers in another. Varying 
environmental regulations, certification requirements, and safety standards are only some of the 
technical barriers to trade that exist between provinces preventing the flow of goods and workers 
across the country. The panelists agreed that lowering these barriers and improving domestic 
trade is imperative to allow Canadian businesses to compete in the global market – because if it 
is difficult for businesses to expand across provinces, these businesses will not likely feel 
empowered to expand internationally.  When asked what Canadian sectors have the most 
potential to compete abroad, Hyder argued for the importance of the natural resources sector, 
while Darby and Pohlmann emphasized the importance of supporting the growth of business and 
entrepreneurship in all aspects of the economy.  Hyder, Darby, and Pohlmann concluded by 
calling for a more all-encompassing approach to Canadian trade both domestically and 
internationally, emphasizing the necessity for a concrete strategy or framework for investment 
and development across the country. 

 

Panel II - Addressing Environment Social and Government: Can we be sustainable, 
socially responsible and still profitable? 

Christopher Pullen – Director, Environmental and Social Risk Management, Exports and 
Development Canada 

Geoff Smith – Vice President, Government Relations, Mining Association of Canada 

Penny Naas – Vice President and District Manager for International Public Affairs and 
Sustainability, UPS 

Moderator: Andrew McAlister – President and CEO, McAlister Consulting Corporation 
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The general consensus among the panel was that sustainability is profitable over the long term 
and can serve multiple purposes. Naas made the point that increasing trade with women abroad 
is both profitable and beneficial to the social status of those women domestically. Government, 
however, needs to have a role in balancing up-front costs of sustainability against the long-term 
benefits. With individual markets now being less important than the global market, Pullen made 
the argument that governments have a good role to play in working with other countries to raise 
their environmental standards. This can level the playing field and make Canadian businesses 
more profitable on the global stage, while raising global environmental standards. On the 
domestic level, influencing companies to be more sustainable is done better through incentives 
and support than penalties for disfavoured action. Smith paid particular attention to the mining 
sector, saying that the “Made in Canada” label has become very important as mined goods have 
become more, if not too much, politicized. In contrast to the other panelists’ opinions that 
government must lead the charge on helping sustainability become common business practice, 
Smith made the case that consumers must adjust their preferences for anything to change. The 
panelists all concluded with the thought that there is now an opportunity for both corporations 
and government to involve themselves in technological innovation, improving sustainability 
across borders, and increasing profits.  

 

Panel III – Managing Complex Partners: U.S. and China 

John Manley, P.C., O.C.  

John Weekes – Senior Business Advisor, Bennett Jones LLP. 

Ailish Campbell – Chief Trade Commissioner, Global Affairs Canada 

Moderator: Sarah Goldfeder – Principal, Earnscliffe Strategy Group 

 

In this discussion, Manley, Weekes, and Campbell focused on the difficulty of diversifying 
Canadian exports away from the U.S. and the challenge of penetrating a historically aggressive 
and protected Chinese market.  The panelists emphasized the importance of multilateral trade 
agreements, such as the Comprehensive and Progressive Trans-Pacific Partnership (CPTPP), that 
open up new opportunities for Canadian goods outside of the U.S. and China. When discussing 
avenues for Canadian success in these new markets, Weekes outlined the importance of creating 
a stable and effective international trading system, specifically calling for the modernization and 
strengthening of the World Trade Organization.  Furthering that discussion, Campbell stressed 
the importance of digitization and e-commerce in Asia and the necessity for Canadian companies 
to continue innovating and expanding to meet consumer demand in newly opened markets. 
Manley emphasized a similar point. He stated that Canadian businesses need to continue to 
pursue opportunities abroad and that marketing the skills Canadian workers can bring to the 
global marketplace is imperative to the successful expansion of Canadian exports.  The panelists 
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concluded their discussion by reiterating the importance of multilateralism in Canada’s economic 
success, agreeing that one of Canada’s greatest strengths in the global market is its deep 
commitment to international cooperation. 

 

Panel IV – Selling Canadian Services Abroad: What obstacles do we need to 
overcome to do better? 

Pierre Seïn Pyun – Vice President, Government Affairs, Bombardier Inc. 

Sam Boutziouvis – Vice President, Government Relations and Multilateral Development 
Institutions, SNC-Lavalin Group Inc.  

Paul Davidson – President and CEO, Universities Canada 

Eric Miller – President, Rideau Potomac Strategy Group 

Moderator: Adriana Vega – Senior Manager, International Government Affairs, Scotiabank 

 

Davidson and Miller both discussed the role of international students in the economy. 
International students not only bring their business to Canada, buying consumer goods, paying 
rent and tuition, but also serve as marketing for Canada abroad. Canada is competing with other 
states for the business of international students, and though international students want to come 
to Canada, Canada is not doing enough to attract them. Particular attention was paid to the 
Australian marketing effort in Vietnam, using various methods of marketing, including postcards 
in local shops, to try and attract Vietnamese students to Australia. If Canada wants to compete in 
this market, Canada needs to get creative with its marketing. Boutziouvis discussed the changing 
role of SNC-Lavalin, both nationally and internationally. In the context of the former, SNC now 
has more competition for infrastructure development from international firms and has had to 
innovate to keep up. Virtual Reality technology has been incorporated to project future plans and 
conduct site evaluations, which helps in this race. Pyun echoed the point on the use of virtual 
simulations as a way to make development projects easier, even if physical models and inspections 
still hold primacy. For all businesses, diversification is important, especially into data 
management.  

 

Panel V – Selling Our Agri-Food: How Do We Do Better? 

Claire Citeau – Executive Director, Canadian Agri-Food Trade Alliance 

Fawn Jackson – Senior Manager, Government and International Relations, Canadian Cattlemen’s 
Association 
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Ted Bilyea – President and CEO, Ted Bilyea And Associates Co. 

Moderator: Mark Agnew – Senior Director, International Policy, Canadian Chamber of 
Commerce 

 

Citeau, Jackson, and Bilyea agreed that Canada has a distinct advantage in the production of agri-
food goods. International exports are integral to the continued success of the industry, as Canada’s 
domestic population is too small to consume everything the industry produces.  However, they 
also agreed that despite this advantage and the necessity of exports, Canada fails to utilize free 
trade agreements to their fullest.  The panelists discussed many reasons for this failure, the most 
important of which they believe to be the extensive protectionist measures and technical barriers 
to trade that continue to exist in agricultural sectors.  The panelists emphasized that Canada needs 
to develop a concrete strategy to address and mitigate these barriers both under pre-existing 
agreements as well as newly negotiated ones.  When asked about the importance of China in the 
future of Canadian agriculture, Jackson and Bilyea agreed that establishing relationships, 
networks, and means of cooperation will be essential while Canada pursues a greater agricultural 
trade relationship with China.  Citeau concurred that China will be an important agricultural 
trading partner in the future, however also highlighted the diversification of trade across Asia as 
a means for expanding long-term Canadian agri-food exports. 

 

Panel VI – Selling Canadian Defence and Security Abroad 

Lorna Prosper – Senior Director, USA Operations, Canadian Commercial Corporation 

Nicolas Todd – Vice President, Government Relations and Communications, Canadian 
Association of Defence and Security Industries 

Greg Peterson – Assistant Chief Statistician, Economic Statistics Field, Statistics Canada 

Jay Johnson – Director, Contract and Industrial Development, Lockheed Martin Canada RMS 

Michael Petric – Head, Ottawa Office, Avascent 

Moderator: David Perry – Vice President and Senior Analyst, Canadian Global Affairs Institute   

 

Peterson began the panel by outlining the difficulty in measuring what the defence industry is. 
There are about $10 Billion in sales, but this is a number that has to be teased out through effort. 
One of the biggest difficulties about selling defence products is that firms are often competing not 
only with other firms, but governments themselves. In a market where companies bid based on 
whether or not they believe can win the bid, government advocacy and support is key in making 
the process work. The caveat is that this support needs to be predictable and clear cut, both from 
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a commerce perspective and a foreign affairs perspective. Cases like the Saudi Arabia contract are 
easily avoidable, with clearly defined rules and processes. Emerging markets provide good 
opportunities to set up these long-term predictable contracts and relationships with other 
countries. This serves the dual purpose of exerting demonstrable influence abroad, and showing 
Canadian autonomy in international affairs. The panelists agreed that, going into the future, 
Canadian businesses and government need more data on what the defence industry is and how it 
is innovating. This will help the aforementioned predictability problem, as well as help businesses 
showcase Canadian innovation abroad.   

 

Armchair Discussion – How is Canada doing? A conversation with the Economists 

Glen Hodgson – Economist and Financial Consultant 

Aaron Sydor – Director, Trade and Economic Analysis Division, Global Affairs Canada  

Patrick Leblond – CN-Paul M. Tellier Chair, University of Ottawa 

Moderator: Brian Kingston – Vice-President, Policy, International and Fiscal Issues, Business 
Council of Canada  

 

This discussion focused on the current state of Canada’s trade, the impact of climate change on 
Canada’s exports, and the economic crisis COVID-19 will cause. Before the 2020 pandemic, global 
trade was already slowing down, growing about 1% in 2019. It is highly problematic, considering 
Canada’s economy heavily relies on trade. Firms are struggling to diversify. The U.S.’s attitude 
towards trade agreements does not help Canada, as they removed Canada’s access to U.S. 
procurement under CUSMA and have signed a trade agreement with China. While the impact of 
the latter is unknown, this U.S.-China agreement may be detrimental to Canada’s exports. 
Another challenge the economists have identified is climate change. Canada’s two biggest exports 
are oil and automobiles; there needs to be a transition that mobilizes all levels of governments 
and the private sector. Immediate action is critical, but the economic outcomes are uncertain. 
More pressing is the current COVID-19 global pandemic. Markets need to be reassured, and the 
federal government has to act in a strategically targeted fashion if it wants to keep the Canadian 
economy afloat. Cooperation is essential, but rarely happens. Canada is facing challenging times, 
and COVID-19 is only but one factor.   

 

Wrap-Up Armchair Discussion 

Rachel Bendayan – Member of Parliament, Liberal Party of Canada 

Randy Hoback – Member of Parliament, Conservative Party of Canada 
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Brian Masse – Member of Parliament, New Democratic Party 

Moderator: Allison Gifford – Director of Public Affairs, UPS 

 

In this discussion, the three panellists agree that, to better empower Canadian entrepreneurs, 
there needs to be less trade and regulatory barriers. Free trade agreements often help with those, 
but they entail complex processes. Consultations and stakeholder engagement are key in the 
drafting process. But, once an agreement has been signed, entrepreneurs have yet to benefit from 
it. It is a long-term priority for the current government. Free trade agreements bring forward the 
question of borders as well. Brian Masse voiced his concern over customs and circulation of goods 
– the Canada Border Services Agency is under-funded, under-resourced, and understaffed. It is 
problematic, as free trade agreements encourage the free circulation of people and goods across 
borders. Another area of concern is the digital economy. While it harnesses the power of 
technology to further trade, it also creates issue of privacy. Protecting the data and information of 
Canadians becomes a critical concern that free trade agreements are to address. Finally, the 
panelists addressed the COVID-19 crisis and its impact on the economy. They expect a serious 
downturn and higher rates of unemployment, which the government is not necessarily ready to 
absorb. The opposition members of Parliament called for more transparency and consultation to 
help handle the crisis.  
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