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 Mandate: CCC is a Crown corporation established in 1946 for the purpose of 
assisting in the development of trade between Canada and other nations. 

 Mission: CCC supports the development of trade by helping Canadian exporters 
access government procurement markets of other nations through government to 
government (G to G) contracting. 

 Commitment to Our Clients: CCC is committed to being a trusted partner for 
acquisitions from Canada on a G to G basis. CCC offers its contracting services where 
access, risk mitigation and competitiveness benefit from a G to G arrangement.

 Role As Prime Contractor: CCC takes the role as prime contractor and offers a 
Government of Canada guarantee of contract performance. Contracts signed by CCC 
have the legal effect of being signed in the name of the Government of Canada.

CCC Mandate and Mission
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CCC Engagement Worldwide

Active Contracts
and Pursuits
Signed MOUs

3

Presenter
Presentation Notes
Contracts signed with purchasing governments: $15.7 billion
Managed contract delivery of: $1.7 billion
Active contracts in 57 countries
Active contracts with 183 Canadian exporters
GDS and ICB value of contracts signed (less ABP): approximately $329 million
Total number of active defence MOUs: 14

Countries in which CCC was active (including actively pursuing contracts):
Afghanistan
Argentina 
Australia
Austria 
Bahamas
Bahrain
Bangladesh
Barbados
Belize
Cameroon
Chile
Colombia
Cuba
Dominican Republic
Ecuador
Egypt
El Salvador
Gabon
Ghana 
Guatemala
Haiti
Honduras 
Indonesia 
Jamaica
Jordan 
Kenya
Kuwait
Lebanon
Malaysia
Mexico
Mongolia
Morocco
Nicaragua
Nigeria
Norway
Oman
Paraguay
Peru 
Philippines
Qatar
Saudi Arabia 
Senegal
Somalia
South Africa
Tanzania
Trinidad and Tobago
UAE
Uganda
United States
Uruguay



CCC Country Strategy

Tier 1
• Saudi Arabia
• Kuwait
• UAE
• Mexico
• Peru
• Colombia

Tier 2
• Philippines
• Qatar
• Oman
• Chile

Tier 3
• Bahrain
• Norway
• Argentina
• Malaysia

Creating Opportunities for Canadian Companies 
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Presentation Notes
Tiers are defined and established based on the following criteria:
Tier 1:
CCC has had previous success - contracts signed
Tier 1 & 2 Exporter interest in the country
Possibility of several large value ($50M) contracts

Tier 2:
Exporter interest in the country
Possibility of several contracts
Strong Canadian Embassy support exists

Tier 3:
Exporter interest in the country

Some ongoing activities in CCC’s target markets include:
Gathering market intelligence
Coordinating with trade development partners 
Developing Country/Region-specific marketing material
Attending/planning Missions 
Attending at conferences/events
Dedicating Account Executive with regional focus
Traveling on project-by-project basis



• Global defence spending reached $1.7 trillion in 2013
• World’s top 15 spenders account for $1.4 billion
• Developed nations strategically reducing defence 

expenditures
• Rise of international terrorism
• Organized crime creating global networks for illicit activity
• Increasing competition for defence business

Trends Affecting Global 
Defence Expenditure
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Overall Spending:
Global defence spending reached $1.7 trillion in 2013
Expenditure is forecasted to decline marginally in 2015
World’s top 15 spenders account for $1.4 billion
The following 15 countries were among the world’s top spenders: 
USA, China, Russia, Saudi Arabia (tier 1), France, UK, Germany, Japan, India, South Korea, Italy, Brazil, Australia, Turkey, UAE (tier 1)
The following are the top 10 defence importing countries:
Saudi Arabia (tier 1), India, China, UAE (tier 1), Taiwan, Australia, South Korea, Indonesia, Turkey, Pakistan

Developed nations strategically reducing spending:
It is anticipated that most developed nations will strategically reduce their defence expenditures and seek to shift the level of military engagement more towards limited interventions and burden-sharing through participation in alliances, conflict prevention and contracted security services
At the same time, it is expected that emerging market countries will move to grow their defence and security capacity
Military budgets among many of the major NATO nations due to continue to contract over the next 12 months
Spending goal for member nations is  2% of GDP on defence – only Estonia is set to meet this goal
Expenditure is expected to continue to shift south and east, following the trend of global economic expansion. Russia, Asia and the Middle East will provide the impetus behind the growth in global military spending expected this year and will drive the recovery projected from 2016 onwards
Defence spending in the US has decreased due to constrained budgets, winding down of action in Iraq and Afghanistan, and changing domestic priorities
In 2013, US defence spending declined by $52 billion to $619 billion, representing approximately 3.8% of GDP
Along with this reduction in defence spending, the US may adopt a new type of diplomacy wherein the US will provide leadership while not actively participating in military missions.

Terrorism:
The rise of international terrorism, especially radical Islamism, is viewed as a threat to global security. 
The rise of the Islamic State of Iraq and the Levant (ISIL) in 2014 has heightened security concerns all over the world and has focused the eyes of the international community on creating effective coalitions to combat terrorism. 
Indeed, in every country where a material rise in defence spending has occurred since 2004, one of the identified drivers of the increase in spending has been attributed to the involvement of that nation in significant armed conflict or other violence. 

Organized crime:
Organized crime has restructured itself by creating global networks supporting international operations for drug trafficking, the movement of illicit firearms, money laundering and kidnapping
With the world financial and market systems becoming more interconnected and technology dependent, cybercrime, cyber espionage and other malicious cyber activities are also seen as worrisome security threats
Countries will need to prepare by modernizing, repairing and overhauling equipment, and invest in new technologies, particularly in cyber-security and electronic intelligence gathering to support anti-crime efforts

Competition:
Globally, competition for defence business is steadily increasing
Several countries, including Canada and the UK, have introduced strategic policy tools designed to strengthen their domestic defence and security industries. Canada’s Defence Procurement Strategy and the UK’s Defence Growth Partnership are examples of such policy tools which recognize the critical importance of the domestic defence industrial base and which seek to leverage and nurture technology and skills development, and to maximize innovation and collaboration through fostering targeted investment in the defence and security industry for the benefit of the economy.
Countries with “CCC-like” agencies include:
United States, Defense Security Cooperation Agency (DSCA)
Russia, Rosoboronexport State Corporation
France, ODAS
United Kingdom, the Defence and Security Organization
Israel, SIBAT 
South Korea, Defense Industry Promotion Bureau 
Australia, Defence Export Unit



What this Means for 
Canadian Companies

• Looking to non-traditional markets for opportunities
• Rapid acceleration of Middle East defence budgets
• Exploring opportunities in Latin America, Central America 

and the Caribbean
• Exploring opportunities in South East Asia
• US DoD remains important – over $500 million annual sales
• Opportunities for modernization, repair and overhaul
• Significant demand for niche technologies
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Looking to non-traditional markets for opportunities:
Non-NATO spending is forecast to overtake NATO spend in 2021

Rapid acceleration of Middle East defence budgets:
Seeing growth in budgets and spending in the Middle East, particularly Saudi Arabia and UAE
Saudi Arabia’s budget has tripled in 10 years; 2013 marked its largest rise since 2007
Saudi Arabia is now the world’s largest defence importer

Exploring opportunities in Latin America, Central America and the Caribbean:
Military expenditure in Latin America increased by 2.2% in real terms in 2013 and by 61% between 2004 and 2013
In Central America and the Caribbean, military spending continued to grow rapidly, especially in Honduras (22%), Nicaragua (18%) and Guatemala (11%), in the wake of continuing drug cartel-related violence. 
Mexico also increased spending by 5.1%, despite weaker economic growth

Exploring opportunities in South East Asia:
Military expenditure in South East Asia rose by 5.0%, led by increases in Indonesia, the Philippines and Vietnam, the latter two prompted to a significant extent by tensions with China over territorial disputes in the South China Sea.
CCC exploring opportunities in Philippines, Malaysia, Indonesia, and Thailand

US DoD remains important:
The relationships CCC has built with the U.S. DoD, the U.S. buying commands, and with key stakeholders at the Pentagon, have heightened in importance in the context of declining defence budgets and a sustained ability to maintain a foothold on the important U.S. DoD market.
CCC maintains annual sales of over $500 million to the U.S. DoD

Opportunities for modernization, repair and overhaul:
Ongoing geopolitical tension in certain regions could encourage certain countries to modernize, repair and overhaul defence and security equipment, and to invest in unmanned defence and cyber-security technologies, representing an opportunity to export Canadian capability and solutions to allied and like-minded nations.

Significant demand for niche technologies:
Niche technologie – ie, wearable computers, cyber-security and electronic intelligence technology and equipment, surveillance and reconnaissance systems, interactive trainers



All of Government Approach 
to Support Defence Exports

• DND supporting defence trade promotion
• DFATD working toward streamlined export controls
• Using economic diplomacy to position Canadian companies 

for export wins
• Building relationships with foreign governments
• Exercising an all of government approach to participation at 

international trade shows

7

Presenter
Presentation Notes
DND supporting defence trade promotion:
Trade promotion via Canadian Defence Attachés, Director General International and Industry Programs (DGIIP), through heads of Army, Navy and Air Force
Enhancing cooperation in areas including: General support to Canadian firms; expanding Trade Commissioner-Canadian Defence Attaché cooperation in all Embassies; joint outreach and promotion activities; coordinated approaches to specific export opportunities; sharing information obtained from foreign contacts; sharing and analyzing information about requests for Canadian-made or surplus goods; negotiating key military to military bilateral arrangements which also facilitate defence market access; and, attracting foreign military delegations to key Canadian defence industry events

DFATD streamlining export controls:
Taking into account established Canadian defence and foreign policy, DFATD is working towards introducing administratively streamlined procedures for Canada’s export controls regime.  DFATD will be introducing new general export permits (GEPs) and use of multiple destination permits for certain items to certain end-destinations (e.g. NATO allies or members of four export control regimes) for lower risk transactions, in order to enable us to focus on the higher risk exports

Using economic diplomacy to position Canadian companies for export wins:
The GoC made economic diplomacy a central component of the 2013 Global Markets Action Plan
Under the DPS, key departments and agencies will recommend the presence of Canadian elected, government or military officials when it will help with key industry events or opportunities
In addition, the government will promote visits to Canada by foreign defence officials for meetings with industry or to attend key industry events.

Building relationships with foreign governments:
In 2014, Minister Fast undertook 12 visits to countries/regions including Peru, Colombia, Philippines, and the U.S. to discuss trade and economic relationships and to promote greater trade between Canada and these nations.
Certain types of bilateral arrangements are particularly important to defence market access, as they help open markets and reduce barriers for Canadian exporters. These arrangements include:
DND-negotiated Defence Cooperation and Defence Materiel Cooperation arrangements that are a precursor to DFATD being able to add a country onto the Automatic Firearms Country Control List, a key part of Canada’s export controls regime
PWGSC-negotiated Industrial Security Instruments (Arrangements/Agreements) that facilitate the exchange of protected and classified information for sensitive government contracts between Canada and the other countries

All of government approach to international trade shows:
Through an all of government approach to coordination and participation at major international defence and security trade shows and exhibitions, the GoC is better able to represent Canadian companies and ensure that they have access to the right contacts
Collaboration with DFATD, Western Economic Diversification, and regional agencies to have “Canada Pavilion” presence at major events



All of Government Approach 
to Support Defence Exports

CCC’s Activities Include:
• Promoting foreign defence officials’ visits to Canada
• Building relationships and influence with foreign 

governments
• Focusing existing resources on key trade shows
• Increasing pursuit of MOUs with governments to open up 

government procurement markets
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Promoting foreign defence officials’ visits to Canada:
Make recommendations on key events or opportunities where senior political, government or military participation should be considered
Promote foreign defence official visits to Canada to meet with industry, including through key industry events like CANSEC

Building relationships with foreign governments:
Establishing MOUs, participating in trade missions with Minister Fast, meeting key defence officials from target markets to better understand defence and security needs
More effective collaboration for building relationships and influence with foreign governments, prime contractors and suppliers to identify opportunities and position Canadian firms for contract wins

Focusing existing resources on key trade shows:
Focus of existing resources on a few key trade shows in collaboration with key Canadian defence industry associations, to create a more prominent Canadian presence and raise awareness about the capabilities of its defence industry
Led all of government approach for Government of Canada participation at DSEI, CANSEC, and IDEX and was able to deliver a Government of Canada package that offered meaningful business and networking activities for Canadian companies

Increasing pursuit of MOUs:
CCC-negotiated Memoranda of Understanding for Defence Acquisition from Canada that provide a mechanism under which foreign governments can explore government to government directed contracting for defence acquisitions from Canada



MOD MOI Navy Army Air Force National Police Coast Guard

Bahrain X
Kuwait X
Oman X X
Qatar X

Saudi Arabia
Royal Guard National 

Guard X X

Argentina X X
Chile X
Colombia X X X
Mexico X X
Peru X X X

Australia X
Malaysia X X
New Zealand X
Philippines X X

Norway X

CCC Relationships
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Examples of CCC MOUs with governments – those areas highlighted in blue have MOUs
CCC is becoming increasingly aggressive in its pursuit of MOUs with foreign governments in order to open up access to foreign government procurement markets.
CCC has established relationships with many foreign government defence organizations in its target markets.
CCC can assist in the sale of any defence and security goods that are manufactured in Canada or services provided in Canada and that are available for export from Canada to foreign government buyers.

When considering markets of interest, CCC considers:
Defence Budget forecasts
Motivators for spending
Internal/External Threats
Spending Power
Equipment Modernization
Defence Expenditure as % of GDP
Analysis of Budget Allocation 
Revenue vs Capital Spending
Homeland Security
Comparison of defence spending against other major players
Competitive Landscape
Recent Acquisitions
Potential Opportunities




Conclusion

Let’s explore working together

Canadian Commercial Corporation
Jacques Greffe

Vice-President, Business Development and Sales

50 O’Connor Street, 11th Floor
Ottawa, Ontario, Canada

K1A 0S6
www.ccc.ca
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http://www.ccc.ca/
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