


Canada’s New Trade 
Agreements



Canada’s Top Trading Partners

1. United States $752B

2. European Union Nations Combined $94B

($25B UK, $19B Germany)

3. China $60B 

4. Mexico $28B 



Canada’s Top Trading Partners

We know a lot about doing business with the 

USA! 

What do we know about doing business with  

the European Union? 



Part 1: Doing Business with the 
European Union 



About this Presentation
This presentation does not cover potentially relevant topics of:

 Social or other serious cultural taboos

 Religion, politics or other key cultural business influences

 Important historical events or current conflicts in any one country or between EU 

countries

 Languages spoken e.g. likelihood or not of English being common
 BREXIT implications

This presentation is not meant to:

 Stereotype (negative or positive)

 Be a fulsome source of information

This presentation is meant to: 
 Focus generally on business communications and etiquette  
 Get us all thinking about how the CETA will impact our organizations in the 

coming years and decades



What is the European Union (EU)?



About the EU
 Capital City of the Union – Brussels, Belgium

 28 member states

 19 EU countries comprise the Eurozone: Austria, Belgium, Cyprus, Estonia, Finland, 

France, Germany, Greece, Ireland, Italy, Latvia, Lithuania, Luxembourg, Malta, 

the Netherlands, Portugal, Slovakia, Slovenia, and Spain.

 9 countries are EU members but do not use the Euro as their currency: Bulgaria, 

Croatia, Czech Republic, Denmark, Hungary, Poland, Romania, Sweden, and 

the United Kingdom.

 Largest cities – London and Paris

 Total Population over 500 million or 7.3% of the World’s population

 24 OFFICIAL languages (hundreds of unofficial languages)

 2017 GDP of EU $17.1 Trillion, 16.47% of the Global GDP



28 Member States

Name Capital Accession Population Area (km2)

Austria Vienna Jan 1995 8,451,900 83,855

Belgium Brussels Founder 11,161,600 30,528

Bulgaria Sofia Jan 2007 7,284,600 110,994

Croatia Zagreb Jul 2013 4,262,100 56,594

Cyprus Nicosia May 2004 865,900 9,251

Czech Republic Prague May 2004 10,516,100 78,866

Denmark Copenhagen Jan 1973 5,602,600 43,075

Estonia Tallinn May 2004 1,324,800 45,227

Finland Helsinki Jan 1995 5,426,700 338,424

France Paris Founder 65,633,200 640,679



28 Member States

Name Capital Accession Population Area (km2)

Germany Berlin Founder 80,523,700 357,021

Greece Athens Jan 1981 11,062,500 131,990

Hungary Budapest May 2004 9,908,800 93,030

Ireland Dublin Jan 1973 4,591,100 70,273

Italy Rome Founder 59,685,200 301,338

Latvia Riga May 2004 2,023,800 64,589

Lithuania Vilnius May 2004 2,971,900 65,200

Luxembourg Luxembourg Founder 537,000 2,586

Malta Valletta May 2004 421,400 316



28 Member States

Name Capital Accession Population Area (km2)

Netherlands Amsterdam Founder 16,779,600 41,543

Poland Warsaw May 2004 38,533,300 312,685

Portugal Lisbon Jan 1986 10,487,300 92,390

Romania Bucharest Jan 2007 20,057,500 238,391

Slovakia Bratislava May 2004 5,410,800 49,035

Slovenia Ljubljana May 2004 2,058,800 20,273

Spain Madrid Jan 1986 46,704,300 504,030

Sweden Stockholm Jan 1995 9,555,900 449,964

United Kingdom London Jan 1973 63,730,100 243,610



Interesting Facts & Business 
Etiquette (for the 7 most 
populated countries)



1. Germany
Capital: Berlin

Population: 80,523,700

 1000 types of sausages

 300 types of bread
 Beer is considered an official food group

in Bavaria! 



Business Etiquette
• Germans are considered the masters of planning.

• Their work and personal lives are rigidly divided.

• There is a proper time for every activity. When the business day ends, you are 
expected to leave the office. If you must remain after normal closing, it indicates 

that you did not plan your day properly.

• Appointments are mandatory and should be made 1 to 2 weeks in advance.

• Punctuality is taken extremely seriously. If you expect to be delayed, telephone 

immediately and offer an explanation. It is extremely rude to cancel a meeting at 

the last minute and it could jeopardize your business relationship.

• Meetings adhere to strict agendas, including starting and ending times. You must 
be patient and not appear ruffled by the strict adherence to protocol. 



Business Etiquette
• Germans are detail- oriented and want to understand every consideration before coming 

to an agreement.

• Most Germans speak only German. Although English may be spoken, it is a good idea to 

hire an interpreter for large, important verbal or written communications

• Typically prefer to get down to business and only engage in the briefest of small talk, they 

will be direct to the point of bluntness.

• Final decisions are translated into rigorous, comprehensive action steps that you can 

expect will be carried out to the letter.

• Expect a great deal of written communication, both to back up decisions and to 

maintain a record of decisions and discussions.

• Once a decision is made, it will not be changed and contracts are strictly followed.



2. France
Capital: Paris

Population: 65,633,200

 France produces over 400 different types of

cheese!
 It is illegal to kiss on railways in France!  



Business Etiquette
• French business behaviour emphasizes courtesy and a degree of formality.

• Mutual trust and respect are required to get things done.

• Trust is earned through proper behaviour.

• If you do not speak French, an apology for not knowing their language may aid in 

developing a relationship.

• Take some time to learn some key phrases, your efforts will not go unnoticed.

• In business, the French often appear extremely direct because they are not afraid of 

asking probing questions.

• Written communication is formal.

• Appointments are necessary and should be made at least 2 weeks in advance.

• Do not try to schedule meetings during July or August, as this is a common vacation 

period.



Business Etiquette
• If you expect to be delayed, telephone immediately and offer an explanation.

• Do not discuss your family or other personal matters during negotiations.

• Do not be put off by frequent differences in opinion and rigorous debate during business 

negotiations. The French will appreciate your ability to defend your position. 

• Do not rush or display signs of impatience with your French counterparts. The French take 

their time before arriving at a decision.

• Never attempt to be overly friendly. The French generally compartmentalize their business 

and personal lives.

• Discussions may be heated and intense.

• When an agreement is reached, the French may insist it be formalized in an extremely 

comprehensive, precisely worded contract.



3. United Kingdom
Capital: London

Population: 63,730,100

 Composed of four separate countries: England,

Scotland, Wales and Northern Ireland 
 There are over 300 languages spoken in England alone

 Known as having the worst food in the world! 



Business Etiquette
• In a discussion, if everyone is at the same level, there is generally a free flow of ideas and 

opinions.

• If there is a senior ranking person present, that person will do most of the speaking.

• Meetings always have a clearly defined purpose, which may include an agenda.

• There will be a brief amount of small talk before getting down to the business at hand.

• After a meeting, send a letter summarizing what was decided and the next steps to be 

taken.

• Most people use the courtesy titles or Mr, Mrs or Miss and their surname.

• Wait until invited before moving to a first-name basis. People under the age of 35 may 

make this move more rapidly than older British



Business Etiquette
• Most British are masters of understatement and do not use  extravagant language. 

• When communicating with people they see as equal to themselves in rank or class, the 

British are direct, but modest. 

• If communicating with someone they know well, their style may be more informal, 

although they will still be reserved. 

• Written communication follows strict rules of protocol, always addressed using the person's 

title and their surname. 

• First names are not generally used in written communication, unless you know the person 

well.  

• In the UK communication is more formal than in many other countries.

• Most British will not use slang or abbreviations and will think negatively if your 

communication appears overly familiar.



4. Italy
Capital: Rome

Population: 59,685,200

 Almost four-fifths of Italy is either mountainous or hilly.

 The average Italian consumes ½ a pound of bread
per day. 

 No other country in Europe has as many volcanoes

or as many earthquakes.



Business Etiquette
• Your business colleagues will be eager to know something about you as a person before 

conducting business with you.

• Take the time to ask questions about your business colleagues family and personal 

interests, as this helps build the relationship.

• Italians are extremely expressive communicators. They tend to be wordy, eloquent, 

emotional, and demonstrative, often using facial and hand gestures to prove their point. 

Video conferencing may be more effective than teleconference calls.  

• Appointments are mandatory and should be made in writing 2 to 3 weeks in advance. 

Reconfirm the meeting by telephone or email.

• Many companies are closed in August, and if they are open many Italians take vacations 

at this time, so it is best not to try to schedule meetings at that time.

• In the north, punctuality is viewed as a virtue and your business associates will most likely 

be on time, the south is less formal.



Business Etiquette
• Be prepared to hire an interpreter if you are not fluent in Italian.

• It is common to be interrupted while speaking or for several people to speak at once. 

People often raise their voice to be heard over other speakers, not because they are 

angry.

• Although written agendas are frequently provided, they may not be followed. They serve 

as a jumping off point for further discussions.

• In the north, people are direct, see time as money, and get down to business after only a 

brief period of social talk.  

• In the south, people take a more leisurely approach to life and want to get to know the 

people with whom they do business.

• Hierarchy is the cornerstone of Italian business. Italians respect power and age.

• Always adhere to your verbal agreements. Failing to follow through on a commitment will 

destroy a business relationship.



5. Spain
Capital: Madrid

Population: 46,704,300

 Spain is derived from the word Ispania, which 

means the land of rabbits
 Includes over 8000 km of beaches

 Has the most bars of all the countries in the EU.



Business Etiquette
• The Spanish can be described as a cheerful and outgoing people, they appreciate 

people who are dignified yet modest. 

• The ability to be amusing and entertaining is also much prized and humour plays an 

important part even in business meetings and discussions. 

• Banter is acceptable but be sure not to employ sarcasm as it may get lost in translation 

and cause offense.

• Most people can be greeted using Señor (Mr), Señora (Mrs) or Señorita (Miss) followed by 

their surname.  

• Use the appropriate greeting for the time of day - "Buenos dias" (good day), "Buenas

tardes" (good evening) or "Buenas noches" (good night). 

• Professional offices are usually open from 10 to 2, then from 4 to 7, though it is becoming 

more common for businesses to stay open form 9 to 4, could soon mean the end of the 

traditional siesta hours.



Business Etiquette
• Spanish people do not share the same concept of time as other western European 

nations. 

• In Spain being late is usually not considered impolite and deadlines are often considered 

as objectives to be met where possible, but are not viewed as binding. 

• Initial meetings may be more focused on the relationship rather than business. Let your 

Spanish counterpart take the lead. 

• There may be an agenda and a starting time, but they serve more as guidelines rather 

than a rigid timetable. 

• Most people vacation in August.

• Spain has, to some extent, a higher level of corruption than other western European 

countries. Most corruption is found in the public sector! 



6. Netherlands
Capital: Amsterdam

Population: 16,779,600 

 The Netherlands is also known as Holland which 

is a province within the nation.

 Major exporters of flowers, cucumbers and tomatoes

 70% of the world’s bacon comes from the Netherlands

 Invented gin!



Business Etiquette
• Many Dutch are familiar with doing business with foreigners since the Netherlands has a 

long history of international trade. 

• They will want to know your academic credentials, but they appreciate modesty.

• Since the Dutch value their personal time, they do not typically work past their normal 

business hours.

• The Dutch prefer to get down to business quickly and engage in relatively little small talk.

• The Dutch are extremely direct in their communication, they may sound blunt if you come 

from a culture where communication is more indirect and context driven. 

• In general, ideas will be discussed quite openly at meetings, with everyone entitled to their 

opinion. 

• Business is conducted slowly. The Dutch are detail-oriented and want to understand every 

innuendo before coming to an agreement. 



Business Etiquette
• Decision-making is consensus driven. Anyone who might be affected by the decision is 

consulted, which greatly increases the time involved in reaching a final decision. 

• Once a decision is made, it will not be changed.  Contracts are enforced strictly. 

• Do not try to schedule meetings during the summer (June through August), as this is a 

common vacation period.

• Punctuality for meetings is taken extremely seriously.   Being late may mark you as 

untrustworthy and someone who may not meet other deadlines.  

• If you expect to be delayed, telephone immediately and offer an explanation.  

Cancelling a meeting at the last minute could jeopardize your business relationship.

• Meetings are rather formal in nature and adhere to strict agendas, including starting and 

ending times. Do not attempt to deviate from the agenda. 



7. Belgium
Capital: Brussels

Population: 11,161,600 

 There are over 800 kinds of beer made in Belgium
 Each year Belgians consume an average of 150 litres

of beer per person.



Business Etiquette
• Belgians are careful and prudent so take time before they trust others.

• Belgians may look to you to ‘break the ice’. Choose a general topic, avoiding issues like 

language, Belgian politics, or questions about the other party’s family life. A good starting 

point can be a comment on the high quality of Belgian food, beer or chocolate. 

• Business dealings tend to be bureaucratic. There are many procedures and a great deal 

of paperwork.

• Belgians are excellent linguists and many are sufficiently fluent to conduct meetings in 

English.

• Belgians prefer subtlety to directness, believing that subtlety is a reflection of intelligence. 

• Although they are more direct in their communication than many cultures, if a response is 

too direct it may be seen as simplistic.



Business Etiquette
• Belgians often engage in long, critical discussions before reaching a decision so 

that they can be certain that they have considered all the alternatives.

• Appointments are necessary, meeting are usually held mid morning or mid 

afternoon.

• Avoid scheduling meetings during July and August, which are prime vacation 

times; the week before Easter; and the week between Christmas and New Year.

 Everyone is expected to arrive on time, arriving late may brand you as 

unreliable.

• Meetings are formal. First appointments are more socially than business oriented, 

as Belgians prefer to do business with those they know.



Potential Business 
Challenges



Potential Business 
Challenges
 Language Barriers:  day to day communications, contract iterations, translators 

for verbal or written interaction

 Time zones – if regular input required from European office, request that the 

bidder commit to your business’ time zone needs, ask how they intend to do this

 The bidders experience dealing with government: Positive, negative? 

Corruption?

 Cultural do’s and don’ts – be aware

 Service Level Agreements – no different than now, must be able to meet our 

needs

 Training – Language Barriers verbal and documents, need to ensure English is the 

requested language



Potential Business 
Challenges
• Warranties and Tech. support, Security standards re software etc

• Legal issues in the event of a dispute, Contracts governed by the Law of Ontario  

• Legal review of documents by both parties

• Getting support from your community, Board or Council when a foreign 

company wins a major contract 

• Education of coworkers and all stakeholders including politicians, vendors and 

media about CETA



Thank You!



Part 2: CFTA and CETA Overview



Importance of Trade Agreements

• Trade agreements eliminate or reduce tariffs and other 

barriers to trade

• Set the rules and conditions for trade

• Create opportunities for businesses by guaranteeing fair 

and open access to other jurisdiction’s markets



Public procurement contracts

• Worth hundreds of billions of dollars annually

• Offer significant opportunities for vendors of all types

• Are typically covered in a dedicated chapter on 

government procurement

• Traditionally exclude municipal procurement, focused on 

Federal or Provincial/State issued contracts

• EU insisted Municipal Procurement be included in CETA



Rules for Government Procurement 

• Establish transparent and efficient frameworks to ensure 

fair and open access to public procurement 

opportunities 

• Promote transparency and confidence in government 

organizations

• Drive best value for tax-payer money



Canadian Free Trade Agreement 
(CFTA)

• Governs Provincial and Municipal Procurement within 

Canada

• Replaces Canada’s Agreement on Internal Trade

• Generally replicates much of the AIT’s public 

procurement requirements but includes some important 

changes



Canadian Free Trade Agreement 
(CFTA)
• Intended to align Canada’s domestic trade treaty with 

CETA and other international treaties 

• Adds Nunavut as a party

• Provides open, transparent, and non-discriminatory 

access to covered procurement opportunities

• Effective July 1, 2017



Comprehensive Economic Trade 
Agreement (CETA)

• Covers virtually all sectors and aspects of Canada-EU 

trade in order to eliminate or reduce barriers 

• The first international trade agreement that includes 

municipal procurement

• Requires that parties provide open, transparent, and non-

discriminatory access to covered procurement.



Comprehensive Economic Trade 
Agreement (CETA)

• Provides Canadian businesses access to EU’s 

government procurement

• Provides EU businesses access to Canada’s government 

procurement 

• Effective September 21, 2017



Covered Procurement

CFTA 

• Contracts valued at approx. $100K or greater for goods and 

services

• Contracts for construction valued at approx., $250K or greater

CETA 

• Contracts valued at approx. $365K or greater for goods and 

services

• Contracts for construction valued at approx. $9M or greater

*Biennial increases for inflation beginning January 1, 2018 are 

applicable to both CFTA and CETA.



Calculating the value of a given contract must account for the 

maximum total value of the contract (including options), across its 

term for both CFTA and CETA.

• Where a procurement for goods includes installation, operation, 

maintenance, or manufacture of goods these costs must be 

included in the valuation of the opportunity.

• Include all goods and services to be supplied under the 

construction contract in valuation when procuring construction.

Covered Procurement



New and Notable
• A single point of access for procurement opportunities

• More prescriptive notice requirements, including when 

procurement documents are issued and following award of the 

contract

• Detailed requirements regarding technical specifications and other 

tender documentation, including a requirement to disclose all 

evaluation criteria

• Prescriptive requirements related to proposal response times

• A requirement to implement an impartial and independent review 

procedure through which a supplier may challenge a process



Single Point of Access

• The Government of Canada has committed to developing an 

electronic Canada-wide single-point-of-access for all opportunities 

covered by CFTA and CETA.

• Until such time that a single point of access is available, Ontario 

municipalities must post notices to one of the websites designated 

by the Secretariat at https://www.cfta-alec.ca/doing-

business/ontario/

https://www.cfta-alec.ca/doing-business/ontario/


Preparing Specifications
• Specifications cannot be prepared, adopted or applied with the 

purpose of effecting or creating unnecessary obstacles to trade.

• Technical specifications to be based on standards where they exist 

(CFTA) or international standards (CETA).

• Where appropriate, specifications are to be based on 

performance and functional requirements (what the product does) 

rather than design or descriptive characteristics (details of a 

products properties).

• If design or descriptive characteristics are utilized, include a 

statement that submissions for equivalents will be accepted (CETA 

only) 



Preparing Specifications

• Rules prohibit a person who has a commercial interest in a 

procurement from being used in preparing or adopting the 

technical specifications for that procurement – unless relying or 

incorporating that advice would not have the effect of precluding 

competition.

• Specs may be prepared to promote the conservation of natural 

resources or protect the environment, or to protect sensitive 

government information.



Bid Notices
• All bid notices must be available to suppliers free of charge. 

• Notices must be published in a designated location e.g. 

www.bidsandtenders.

• The Ministry of Government and Consumers Services must be 

advised your agency’s bid posting location. 

• Specific information to be included in bid notices e.g. the time-

frame for the delivery or the duration of the contract; a description 

of any options, the language or languages in which bids may be 

submitted



Bid Posting Periods - CFTA

• Requires only a reasonable time for bidders to respond

• No time stated to extend closing date where addenda 

are issued

• Ontario Broader Public Service Procurement Directive 

requirement for posting bid opportunities is a minimum of 

15 calendar days



Bid Posting Periods – CETA 
 40 calendar day posting period

 Reduced by 10 days if using electronic posting of notices and bids

 A further 5 day reduction available when accepting online bid 
submissions

 Bids can be posted for a minimum of 10 days where a state of 
urgency exists and the 40 day time period is impractical

 Where issuing bids to prequalified suppliers, posting is minimum of 
10 days

 Timeline can also be reduced from 40 days to not less than 10 days 
by posting a Notice of Planned Procurement at the beginning of 
the year. (Good planning saves time!)



Supplier Pre-Qualification
• “Selective Tendering” means a situation where only 

qualified suppliers are permitted to participate in a bid 

opportunity (e.g. prequalification of mechanical 

contractors)

• Identified as pre-qualification lists under CFTA 

• Identified as multi-use lists under CETA

• Valid for three years or less

• CETA requires that you publish the list annually and make 

it available continuously



Bid Submission Process
• Responses to request for clarifications and addenda must 

be provided in a manner that is fair, timely, and 

transparent. Achieved by making information available 

to all suppliers at the same time.

• Provide adequate time to allow suppliers to modify and 

re-submit their submissions following clarifications and 

addenda.

• Extend bid closing dates to allow adequate time for 

suppliers to modify and submit responses as appropriate.



Late Bids

• prohibits the procuring entity from penalizing a supplier 

whose bid is late if the delay is due solely to mishandling on 

the part of the procuring entity.



CFTA Prohibits 
• unnecessarily restrictive conditions on a supplier’s 

participation in a procurement process and specifically 

prohibits

• requiring suppliers to have any previous contract awards 

from any Canadian public sector purchaser;

• requiring prior experience in a particular province or 

territory;

• consideration of local preference 



CFTA Prohibits
• evaluating the financial capacity and commercial / 

technical abilities of a supplier based only on its business 

activities within the province or territory of the procuring 

entity; and

• evaluating a supplier based on conditions not specified 

in advance in its tender notices or tender 

documentation.

• Dividing purchases to avoid obligations under the 

agreement



Handling Supplier Challenges
• Seek to resolve a supplier’s complaint through 

consultations

• If unable to resolve move to non-discriminatory 

administrative or judicial review (Ontario to provide 

judicial review party in future)

• Requires rapid interim measures to preserve the supplier’s 

opportunity to participate in the procurement pending 

the resolution of the dispute – which may result in the 

postponement or suspension of the procurement 

process, depending on the circumstances.



Exemptions 

• Both CETA and CFTA provide exemptions for non-

competitive procurement, which are largely consistent 

with the previous exemptions set out in AIT, subject to 

some modifications



Exemptions
The following examples are not subject to CFTA/CETA:

• any form of assistance, such as grants, loans, equity 

infusions, guarantees, and fiscal incentives;

• acquisition or rental of land, existing buildings, or other 

real property 

• measures necessary to protect intellectual property 

• health services or social services (CFTA)



Exemptions  
• financial services respecting the management of 

government financial assets and liabilities (i.e., treasury 

operations), including ancillary advisory and information 

services, whether or not delivered by a financial 

institution (CFTA)

• services that may, under applicable law, only be 

provided by licensed lawyers or notaries; or  services of 

expert witnesses or factual witnesses used in court or 

legal proceedings (CFTA)



Exemptions
• goods or services financed primarily from donations 

• between one government body or enterprise and 

another government body or enterprise (CFTA)

• from philanthropic institutions, non-profit organizations, 

prison labour, or natural persons with disabilities (CFTA)



Limited Tendering 

• Permits the Agency to contact a supplier or suppliers of 

choice provided that it is not for the purpose of avoiding 

competition

• Triggers a requirements to post notice



Limited Tendering 
Can be applied when:

• no tenders were submitted or no suppliers requested 

participation;

• no tenders that conform to the essential requirements of 

the tender documentation were submitted;

• no suppliers satisfied the conditions for participation;

• New - the submitted tenders were collusive, provided 

that the requirements of the tender documentation are 

not substantially modified;



For Further Information

• Procurement Professionals in your agency

• County of Simcoe Procurement Team

• Ontario Public Buyers Association OPBA (Handout)

• Government of Canada

http://www.international.gc.ca/trade-commerce/trade-
agreements-accords-commerciaux/agr-acc/ceta-
aecg/index.aspx?lang=eng

http://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/index.aspx?lang=eng


Questions?



Thank You!


