ITS = STI

CANADA

INTERNATIONAL BUSINESS DEVELOPMENT STRATEGY
FY 2017-18 and beyond

Executive Summary

Canada has a great heritage and strength in Intelligent Transportation, and our ITS industry has
quite a number of niche technologies which are in high demand around the world. However, it
relies on export for growth and most of our commercial members are Small and Medium Sized
Enterprises (SMEs) and need help and assistance to move into and prosper in the international
market. It is therefore important for ITS Canada to place a focus on International Business
Development.

Based on the goals and objectives outlined in ITS Canada’s new Strategic Plan
(https://goo.gl/Ru5Teu) an ‘International Business Development Committee’ was struck by our
Board of Directors to develop and execute an IBD Strategy on a yearly basis.

The mission of the IBD Committee is to develop and execute activities to foster and develop
partnerships and business linkages between ITS Canada Members and those of our sister
organizations/societies around the world, with priority on ITS-growing economies. By
monitoring ITS trends around the world, the Committee also provides information to our
members on the latest ITS technology trends, markets and opportunities for their
consideration.

The Committee is chaired by Mr. Joe Lam, who has years of ITS export experience, and is comprised
of government and industry members who have a direct stake in our export marketing efforts. This
IBD Committee will be responsible for the development and update of the IBD Strategy annually
and will oversee its execution once it is approved by the ITS Canada Board.

The current IBD Strategy was approved by the Board of Directors of ITS Canada on January 5, 2017
and covers a period of 5 years from Fiscal Years 2017/18 through 2021/2, with decreasing
granularity as we move towards the future.

It is designed to cover all areas of the globe where we believe there are markets for our members.
However, due to limited resources, we cannot cover the entire world all at once. We therefore use
the annual ITS World Congress as our centrepiece, starting from Asia where we already have some
success and diversifying geographically to ITS markets in Europe, Latin America and the Middle East,
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while incrementally enhancing our activities in Asia. The US ITS market is huge and a lot of our
members are already quite active in it. However, some of our SME members venturing into this
market may need our help from time to time.

As new ITS trends emerge and innovations are developed in subsequent years, export opportunities
for our members will change and our IBD Strategy will be modified accordingly. As with any active
strategic plan, opportunities shift, markets emerge, and plans adapt. Thus, our priorities may shift as
new opportunities emerge. Each opportunity will be evaluated on the potential returns it provides
to our industry in both the medium and long term.

The current IBD Strategy will be followed closely by the development of the 2017-2018 Annual
Operating Plan (AOP) with an appropriate budget for the association, and as the IBD Strategy is
modified in subsequent years, new AOPs will be developed. These AOPs will contain annual
objectives and specific activities planned to achieve the strategic goals, as well as the budgets,
specific resourcing plans, project descriptions and business cases to support project activities.

In 2016, we were successful in a number of fronts. In February 2016, we invited 2 experts from
Finland to conduct seminars on MAAS (Mobility as a Service) in Toronto, Montreal and Vancouver.
Judging from the turn-outs, the events were well received.

In May, an ITS Taiwan and ITS Malaysia delegations were invited to attend our Annual Meeting in
Calgary. They were able to obtain an overview of the Canadian ITS Technologies and we got a
better understanding of their priorities.

A number of our members attended the ITS World Congress in Melbourne in October, 2016 and we
had a number of effective business meetings with many of our sister organizations.

In November, we attended the ITS China Annual Conference at their invitation and this further
enhanced our relationship with the ITS industry in China.

Contacts with Asia are maintained and refreshed through our IBD Chair, and now we can devote
more attention to Europe and perhaps South America while maintaining our momentum in Asia.

During 2016, ITS Canada took a hard look at the objectives of our association and streamlined our

operation in many areas. As a result, the IBD Committee received a stronger mandate to assist our

members in IBD and at the same time was asked “do more with less”. We therefore aim to be more
focussed and cost-effective in undertaking future IBD activities.
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The IBD Strategy for the next fiscal year (2017-2018) is based on what we have achieved last year
and the fact that the 2017 ITS World Congress is to be held in Montreal, Canada. The following
activities are being contemplated.

1. IBD Committee conference calls and meetings throughout the year to utilize the
international experience of the committee members and obtain input from our
membership.

2. Outgoing mission to Asia Pacific ITS Forum in Hong Kong (June 26-29) together with the ITS
Shenzhen Expo (June 23-25) to promote the Montreal World Congress and solidify our
relationships with our Asian counterparts, moving our members incrementally towards
project realities.

3. Incoming mission from several countries to the Montreal ITS World Congress, using the
event as an international trade forum.

4. Outgoing mission to the Intertraffic Exhibition in Amsterdam, a platform with over 25,000
delegates from around the world for intelligence on job prospects and partnerships for trade
and product distribution. A side trip to Finland is contemplated to follow up on the MaaS
movement in Europe.

5. Workshop on Export Assistance to provide our SME members information on the types of
financial, technical and logistical support they can obtain from agencies such as Transport
Canada, Global Affairs Canada, CCC, EDC, etc. This activity will be funded by ITS Canada and
its members.

ITS Canada will communicate our objectives, plans, mission details and results of our activities
regularly by direct emails to all members and also through our newsletter. Direct personal contacts
will also be maintained between the IBD Committee and members of the association.

Our IBD plans are aimed to provide the maximum benefit to our members in a cost-effective
manner. As such, their performance will be evaluated for lessons learned and subsequent
improvement. Our end game is to help our exporting members win overseas projects and increase
their revenues but intermediate performance also has to be measured, including the number of
contacts made, partnerships obtained and job prospects.
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Sector Overview

Canada has a great heritage and strengths in many aspects of intelligent transportation, including
tolling technologies, traffic management systems, roadside ITS infrastructures and planning and
integration of ITS technologies. More recently, with the advances in smart cities, intelligent mobility,
location-based services and the accompanying ‘big data’ requirements, the focus of ITS Canada has
moved to a broader base of applications and software-based technologies, rather than just our
traditional traffic and transit design and hardware supply businesses.

The ITS industry in Canada consists of (1) a handful of large, integrated firms, some of which are
subsidiaries of foreign or multi-national firms, (2) a secondary tier of 100 or more SME'’s that are
hardware manufacturers, software integrators and engineering and consulting firms that develop
the technologies and/or assist end users in planning and designing ITS systems, and (3) the
academic and research organizations that conceptualize the technologies that are subsequently
commercialized by the firms.

Many of our commercial members, and much of the ITS industry in Canada, rely more on
international than domestic revenues. Despite its size, the population of Canada is significantly
smaller than many global markets, unlike the USA. The total addressable ITS market outside Canada
is significantly larger than within Canada. Quite simply, the USA and other international markets
spend vastly more than Canada on transportation and its automation, and many of our members
must market abroad to remain sustainable.

While our ITS industry has a large number of niche technologies which are quite in demand around
the world, many of our commercial members are SMEs and we lack the large ITS contractors or
systems houses to spearhead our exporting effort, unlike Europe for example. The role of ITS
Canada as facilitator is therefore a very important one. Also, instead of direct marketing to the end
users, Canadian firms often have to partner with large firms in a foreign country in order to increase
our market share in that country and better still, in a third country.
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According to a study carried out by ITS America in 2013 based on surveys of governmental agencies
(http://www.itsa.org/businessdevelopment/its-market-data-analysis, the private sector and academic
organizations, the North America ITS market will grow from $48B in 2009 to $67B in 2015 in terms of
end use revenue. The ITS sector is a well-paying industry, employing some $183K end use
employees ($445K in the value chain) in 2009, rising to $208K in 2015.

Many private studies have also been done on ITS markets around the world with similar results
(although the actual numbers may vary depending on the definition of ITS and the inclusion of
secondary markets). In any case, it is safe to assume that the ITS market is huge and the Canadian
ITS Sector stands to gain significantly from the ITS expenditures in many economies. In fact, the ITS
market is expected to be significant bigger than what was estimated earlier because of the
increased emphasis on connected and automated vehicles.

The ITS industry is also a very innovative one, with ITS patents growing 17% a year compared to no
or little growth in other sectors. ITS applications follow IT trends closely and therefore their
requirements and markets shift quickly. For example, the “Connected and Automated Vehicle”
awareness and development is progressing rapidly, and the Connected/Automated Vehicles is a
multi-billion dollar revolution in the vehicular market, whereby vehicles will be connected in real
time to each other and the infrastructure that surrounds them.

Vehicle-to-vehicle technologies are now emerging that enable vehicles to automatically warn
others in close proximity that they are approaching, turning, braking, decelerating or taking
emergency/evasive actions. The next wave will be vehicle-to-infrastructure applications and
technologies that enable the vehicle to automatically communicate with local infrastructure
(signals, traffic meters, speed and congestion detectors, etc.) and between these local infrastructure
elements and the central traffic control centers in each region.

The emergence of automated vehicles, where the driver turns control of the vehicle over to an on-
board computerized control system, will begin to be commercialized during the span of this
strategy and Canadian research institutes and software firms have already positioned themselves to
become significant contributors to this revolution. The Active Aurora Testbed in UBC supported by
Transport Canada, initiatives in the University of Alberta and WATCAR in Waterloo are good
examples of this.

Additionally, as “Mobility as a Service” ( MaaS ) becomes a commercial reality, the demographics of
vehicle ownership, vehicle sharing and basic social interaction will undergo significant changes.
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The significance of the ‘limitless’ data generated by these connected/automated vehicles cannot be
underestimated. Not only will these ‘big data’ streams require sophisticated automation to
effectively manage but also their commercial value will be immense. The growth of analytics for big
data becomes inevitable.

These emerging connected and automated vehicle technologies are projected to be the areas of
most rapid growth worldwide over the next ten years, and Canadian technology firms and
institutions are poised to be a major part of such research, development and deployment initiatives.
At the same time, these new technologies will impact how the “traditional technologies” are
perceived, interfaced and integrated.

Notwithstanding the aggressive growth projected for this new market segment, ITS Canada must
not forget its traditional markets and must also facilitate the better understanding of the technical
challenges and potential regulatory hurdles that this new wave of technologies will precipitate and
thereby provide an appropriately balanced leadership in all aspects of this change.

Recent Progress

ITS Canada has been quite respected in the world because of our heritage in ITS. We invented ITS
way back in 1959 when Toronto started to experiment with computerized traffic control and
throughout the years, we have established various milestones in ITS achievement. We are less
occupied with the domestic market as our southern neighbour and many of our members are
export savvy.

We have good relationship with many of our sister societies around the world and have signed
bilateral cooperation agreements with many of them, including Malaysia, Hong Kong, France,
Ireland, Australia, India, the Netherlands and the USA. Through these international partners, our
exporting members have been able to market our technology effectively.

Traditionally, we attend the ITS World Congress every Fall and have been able to make an impact
there with our presence, although we have learned that not all our members travelling with us
require a booth at the exhibition and therefore we should provide “walk the floor” options in the
future. With the establishment of an IBD Committee, we are now more active in the international
arena based on input from our members and expect that this will yield an improved result.

In 2016, we were successful in a number of fronts.
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We have had regular exchanges with a number of European countries and were able to identify
recently a number of Connected Mobility Initiatives, including Mobility as a Service (MaaS) in
Scandinavia and a similar one in the Netherlands. In early 2016, we invited two experts from Finland
to introduce the Maa$S concept in seminars across Canada, in Toronto, Montreal and Vancouver.
Judging from the turn-outs, the events were well received.

It is interesting to note that many of our Canadian ITS Technologies can be packaged as part of
MaaS and marketed to Europe and other places and therefore further follow ups is necessary and
will be beneficial to our members.

With support from GOA, delegations from ITS Taiwan and ITS Malaysia were invited to attend our
Annual Meeting in Calgary last May. They had an opportunity to meet exhibitors at our conference
and obtain an overview of the Canadian ITS Technologies. At the same time, we became more
aware of their interest and priorities, which will be useful for our marketing efforts in the near
future.

A number of our members took part in the ITS Canada mission to Australia which ran concurrently
with the ITS World Congress in Melbourne in October, 2016. Quite a number of effective business
meetings with many of our sister organizations were organized. The mission was facilitated by the
Canadian Consulate General in Sydney and the TCS in New-Zealand.

At the invitation of ITS China, we attended their Annual Conference in Chonging in November. At
the conference, we were able to network with quite a number of Chinese ITS professionals,
including many from the automobile industry in the City. We also travelled to Chengdu, the capital
of Sichuan, to meet with the Provincial Transportation Agency there. They expressed a strong
interest in cooperation with ITS Canada on training and obtaining information on Canadian ITS best
practices.

Contacts need to be maintained and this is done through our IBD Chair. Now that we have secured
a satisfactory profile in Asia, we can devote more attention to Europe and perhaps South America
while maintaining our momentum in Asia. When necessary, we will support our SME members in
their export attempts into the US market.

In response to changes in many areas, ITS Canada decided to take a hard look at our objectives
during the year and moved to streamline our operation. As a result, the IBD Committee received a
stronger mandate to assist our members in IBD but at the same time, we have to “do more with
less”. Providing maximum benefits to our members with a cost-effective approach will be the key in
our future IBD activities. For example, we will attempt to have only one staff member participating
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in outgoing missions to reduce cost and provide more participation opportunities to our members.
We have also improved our communications framewaork with our members so that we can appraise
them of our IBD activities, among other things, in a more detailed and timely fashion.

Subsectors

Traditionally, Canada has been very strong in the provision of consulting services in planning and
designing ITS as well as supplying traffic management software and roadside ITS hardware. Our
strongest markets are in the US and many countries in Asia and South America. However, we have
not been as successful in Europe since they have similar technologies of their own, not to mention
the special tariff advantages among European countries.

Recently, our members have developed an assortment of mobile technologies for traffic incident
detection, congestion management and traffic flow performance measurement, and these are very
suitable for the European market. The recent emphasis on Connected Mobility in Europe including
Maas, coupled with the rise of connected and autonomous vehicles should be a very favorable
situation to our mobile technology developers.

At the same time, we should review the free trade agreement recently signed between Canada and
the European Union to see what advantages we can derive from it for our exporting members.

ITS Canada will therefore continue to help and support our members to market their traditional ITS
products. At the same time, we must monitor the ever-changing technology trends and their
related market shifts in various countries, and based on our members’ input, help them to secure a
fair share of the market in the appropriate region of the world.

Target Markets

Traditionally, ITS Canada’s export marketing efforts have been focused on those international
markets where large infrastructure projects are being planned in the road construction, public
transport, rail, marine, commercial vehicle and air cargo sectors. By their nature, such traditional ITS
technologies must be “designed in” to these large infrastructure initiatives, often several years in
advance of commencing construction, rather than being “added on” later. That means that our
members’ export marketing focus has typically been opportunistic in nature. Of course, once each
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of our members has successfully established a beachhead in these countries of opportunity, then
they can expand their ‘in-country’ potential on an incremental basis.

ITS Canada, in support of those traditional markets, has also been “opportunistic” in its export
market development efforts, typically attending conferences in the regions where reasonable
potential is deemed to exist in any given year. Our goal is to establish good relationships with the
local governments and our sister organizations, while always promoting the capabilities of our
member firms. We do not however take a role in the contracting for services in those international
markets, leaving the true business development efforts to our member firms.

While we continue our focus on the rapidly developing Indo-Asian markets and Europe, the Middle
East and Latin America also present significant opportunities. Mexico is the most successful
example ‘down south’ and the UAE and Saudi Arabia continue to spend large amounts on
transportation infrastructure with significant intelligence features. In addition, our continued drive
into the USA, which represents by far the single largest market for the Canadian ITS sector, will
continue to be supported.

The biggest marketing opportunity for our members is presented by the annual ITS World Congress
which rotates among North America, Europe and Asia-Pacific. ITS Canada has secured the right to
hold the 24th ITS World Congress in Montreal in 2017 and all IBD activities planned over the course
of the next few years will be closely linked to enhancing this event, its follow ups and the trade
opportunities derived from it. This important conference will provide visibility for the Society both
nationally and internationally and for its members and other Canadian SME participants. As such, it
will be a tremendous opportunity for our members to market their ITS products and services,
conduct trade activities and develop international partnerships. It is also important to carry out
follow up activities afterwards.

While the Montreal event provides a great opportunity for trade activities between our members
and ITS delegates from some 60 countries from around the word, ITS Canada has identified other
opportunities which require attention. These include for example what is commonly called
Connected Mobility in European countries, one of which is the MaasS initiative in Scandinavia. Effort
will therefore be dedicated toward these opportunities while monitoring ITS developments in
countries in Latin America, the Middle East and parts of Africa.

We anticipate a significant increase in the number of Canadian software firms making
transportation-related ‘apps’ for mobile devices and for in-vehicle applications. These types of
software companies may not have to market their products along geographic lines but rather focus
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on selling to consumers through other channels such as App Stores, to automotive OEMs and to
public transportation agencies who integrate these applications into their customer offerings. The
business model may also be more flexible and in many cases, a Software as a Service (SaaS) model
may be more appropriate. This may also mean that we have to start attending conferences not
designed for traditional transportation clients.

The recent development of connecting mobility in Europe, such as the Maas initiative, is timely for
these companies, many of whom are currently not members of ITS Canada. Cooperation with local
chambers of commerce and technology alliances in various regions of Canada is therefore essential
if we are to attack this market effectively. While this will contribute to our export capability, ITS
Canada will indirectly gain new members through this exercise.

During the 2015 ITS World Congress in Bordeaux, France, we learned of the Maas Initiative in
Scandinavia. In a recent trip to the Netherlands, a similar initiative was also identified. We will
continue to monitor these initiatives for the benefit of our members. The next stage is to identify
marketing and partnership opportunities so that Canadian companies specializing in mobile
technologies for transportation applications can eventually gain a foothold in the European market.

At the same time, the Chinese have started initiatives in developing transportation infrastructures
along the land and the sea Silk Routes. Many of the projects involved are expected to contain
significant ITS elements although the technologies required will be more traditional compared to
the European opportunities.

Our primary objective is to strengthen our linkages into major supply chain networks in the target
market areas, emphasizing the sustainable element of ITS technologies, particularly important in
rapidly developing economies with congestion and environmental issues.

Strategic Priorities

In summary, the strength of the Canadian ITS industry lies in the fact that we are an extremely
innovative sector and we produce many niche products which are in the forefront of ITS
technologies. However, most of our members are SMEs and we lack the multi-national system
contractors to spearhead marketing efforts and provide the needed financial leadership. The role of
ITS Canada, along with support from the Global Opportunities for Associations (GOA) program and
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other Canadian governmental agencies, is absolutely essential if we are going to succeed in
inserting ourselves into the ITS global supply chain. The key here is obviously partnership.

ITS Canada has been successful in identifying and securing partners for our members but we can do
more. Going through our sister societies in many economies to reach their members has been quite
effective. Because of increasingly restrictive tendering processes, it has become more difficult for
our members to access their potential buyers directly. By partnering with the local ITS societies
(through the signing of MOUs in many cases), we have been able to present our members to the
appropriate governmental agencies with greater success.

Another concern we have is that not all technology companies, who may be able to help us in or
benefit from our marketing effort, are our members. We should therefore reach out to local
technology alliances in the various regions of Canada and make them partners in our IBD activities.

Based on the above, we will improve our IBD process in many aspects. We will continue to look for
ITS society partners in economies with promising ITS markets and seek to enhance positions of our
members through the signing of MOUs. Through conference attendance and incoming missions, we
will render our members “easy to market.”

Through the IBD Committee, we will continuously seek input from our members and other
interested parties. At the same time, the Committee can provide valuable information to our
members in various ways. With the help of foreign experts and Canadian trade commissioners we
can appraise our members of the latest ITS technology trends, markets, activities and potential
funding opportunities. By partnering with Canadian agencies such as the EDC and CCC and foreign
organizations such as the Hong Kong Trade Development Council, we can assist new entrants into
the export market in terms of project funding, risk assessment and foreign tendering regulations.
Meanwhile, we will enlarge our IBD scope to include partners from other Canadian groups who may
be interested in our IBD activities. These may include local chambers of commerce and technology
associations, such as Techno Montreal.

As previously stated, partnership is the key to our future and we have to educate our exporting

members to understand that investments in export marketing and securing partners from foreign
countries to market in a third country will have a significant place in our IBD plan.
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It should be recognized that it is not enough to work with the private sector alone. We have to seek
ways and means to educate the public sector in the various economies where they can provide
support and in turn end up with better systems and technologies. The Canadian public sector can
showcase our strategic projects in this country to our foreign buyers while their foreign
counterparts can help us by reducing protectionism and project risk by adopting proven
technologies from Canada instead of asking a local firm to develop a similar one. For example, a
demonstration of an integrated traffic management system from four jurisdictions across Canada in
our Annual Meeting in Calgary last spring impressed a large number of the delegates there,
including our foreign guests. We are now planning to demonstrate a similar system in the Montreal
ITS World Congress.

In the end, of course, the IBD tactical plans have to be coordinated with other ITS Canada activities,
in terms of policy, objectives, technical and financial considerations. In general, ITS Canada will
pursue those trade shows where we have members who are already registered on their own. In
addition, those missions and other activities that receive GOA funding will be a priority as well. The
aim is to execute our IBD Strategy cost-effectively.

The short and medium term objectives of our international strategy (in order of priority) are to:

1. Enhance our international reputation as a centre of excellence for the design and
manufacture of advanced ITS systems and technologies (ITS sourcing)

2. Enable our exporting member companies to obtain more sustained business abroad

3. Work more closely with our colleague associations and Global Affairs Canada offices around
the world to raise awareness of Canadian expertise to our counterparts in the host nations,
and to collect intelligence on upcoming prospects for our members,

4. Encourage other countries to leverage Canadian ITS technologies and best practices.
5. Enable our budding exporters to have a sustained and successful IBD strategy.

6. Assist more of our members and SME’s who currently are domestically-focused to transition
into their selected international markets.

7. Recruit new members for ITS Canada through cooperation with technology associations and
local chambers of commerce and involving their members in our export activities

ITS Canada IBD Strategy FY 2017-18 and Beyond 12/21



ITS = STI

CANADA

Tactical Actions

ITS Canada’s 5-year IBD Strategy is designed to cover all areas of the globe where we believe there
are markets for our members, but due to limited resources, we plan to incrementally diversify our
activities geographically and technically across the world. Using the annual ITS World Congress as
our centrepiece, we start from Asia where we already have some success and move to ITS markets
in Europe, Latin America and the Middle East, while incrementally enhancing our activities in each
region. At the same time, we have to organize activities to assist our SME members who are
venturing into the US market for the first time.

In general, our conference attendance activities in each area are incrementally enhanced in the
following manner:

e Exploratory missions by our staff, directors and/or members to network with the local ITS
community to see if further contacts are beneficial. These activities are usually funded by ITS
Canada itself or its members.

e Attendances at local conferences with small walk-the-floor contingent to gather intelligence
on market prospects, potential partners, and strength of competitors.

e Full attendance with in-booth exhibitions with concurrent or subsequent meetings with
government officials and for business matching. In some cases, a workshop on Canadian ITS
product and services may be held during the same year or in a subsequent year.

The following international meetings, trade shows and missions have been proposed by the IBD
Committee over the next 5 years, in reducing degrees of granularity. It should be noted that we do
not intend to seek funding from GOA for all the activities listed. Some of the following will be
funded by ITS Canada and/or our members.

1. FY 2017-18 - Participate in Export Activities in Asia and Europe while using the 2017 ITS
World Congress in Montreal as an Opportunity for IBD Activities

a. IBD Committee Meetings. This committee is the major channel for soliciting input

from our members. It is anticipated to participate in conference calls 5 Or 6 times a
year and meet face to face at least once a year. The Montreal ITS World Congress will
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be an ideal venue for this. When appropriate, members participating in upcoming
missions will be invited to participate to provide their comments and suggestions.
This activity will be funded by ITS Canada.

ITS Asia-Pacific Forum, Hong Kong and ITS Shenzhen Expo, Shenzhen, June
2017. These two conferences will be held in close proximity and during the same
week. We will be able to network with Chinese and Hong Kong and other Asian
clients and partners cost-effectively. Also, these events will be our last chance to
promote the Montreal event in Asia and attract Asian delegates to Montreal to
discuss trade and partnership.

With the help and support of the local trade commissioners, business matching
activities and meetings with governmental officials will be held both in Hong Kong
and in Shenzhen. ITS Canada and its members will be able to collect intelligence on
upcoming ITS prospects in the region, discuss opportunities with potential partners
and impress our Asian clients on our technologies.

Both ITS HK and ITS SZ officials are working hard to ensure our visit would be a fruitful
one. For example, ITS SZ is providing us a booth unit on a complimentary basis while
various deadlines have been extended by both organizations, so that we do not have
to make any financial commitment before the next fiscal year.

ITS World Congress, Montreal, Canada, October 28 — November2, 2017. While
this important conference is held in Canada, it will provide significant opportunities
for Canadian manufacturers, consultants, researchers and other ITS industry players
to interact with a very large audience (projected to be in the 7,000-10,000 range).
Not only will delegates see traditional booth exhibits, there will also be opportunities
for Canadian firms to participate in joint-venture teams to demonstrate their
capabilities at the popular Technology Showcase events planned throughout the
conference.

As thousands of private and public sector professionals involved in ITS gather in
Montreal, we can turn this event into a major hub for ITS trade and economic
activities. It is our hope that the Government of Canada, through Global Affairs
Canada, Industry Canada, Transport Canada and Infrastructure Canada, as well as the
provincial governments, will take a strong position in the 2017 World Congress, not
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only as hosts, sponsors and exhibitors, to ensure that Canadian businesses gain
maximum exposure, but also as engaged participants in the related trade and
partnership activities.

Eight international guests will be invited from economies with strong ITS prospects
to attend the congress and participate in the related trade and promotion activities.
Their attendance will contribute greatly to successful interaction with their respective
local ITS community and also attract their colleagues to join them in Montreal.

Based on information to-date, we intend to invite 3 from China including Hong Kong,
2 from India, and one each from Mexico, Chile and Romania. It may be beneficial to
pair these invitees with our commercial members to ensure that they have maximum
exposure to our technologies.

Intertraffic, Amsterdam, the Netherlands, March 20-23, 2018. This show, held in
Amsterdam biannually, represents one of the biggest in the world, with expected
attendance of over 30,000 from over 130 countries and over 800 exhibitors. ITS
representatives from all Europe and many other countries will be present. We
anticipate having a booth to house 4 to 5 member companies interested in
exhibition and allow a budget for up to 3 members to walk the floor in search of
partners and to learn about the latest in ITS development, particularly that in Europe.
Business meetings will be held for partnership discussions for project cooperation
and product distribution. Special attention will be paid to projects and markets
related to Maa$S and similar opportunities in Connected Mobility as well as more
traditional opportunities in Eastern Europe.

Aside trip to Finland will be taken by our staff and one member to investigate the
current status of MaaS development there and the potential of local partnership.

ITS Canada will look for other opportunities to attend international ITS conferences
on an “exploratory” basis. It is our ongoing strategy to identify conferences that our
Board, members and former Directors may attend in an exploratory role and ask
them to represent us at these events to develop industry contacts, identify job
opportunities and collect the related intelligence for our members. Ideally, the
selected event will include a keynote address that will allow our representative to
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present on behalf of the Canadian ITS industry. The Gulf Traffic Exhibition and
Conference in Dubai is targeted for 2017 and this activity will be funded by ITS
Canada and its members.

A Workshop on Export Assistance will be held in 2017 to provide our SME members
information on exporting tools and funds which may be available to them. Guest
speakers will be invited from Global Affairs Canada and its provincial counterparts,
CCC, EDC and Transport Canada. This activity will be funded by ITS Canada.

2. 2018-19 - Follow up on IBD from Montreal and activities for Traditional ITS Initiatives
in Asia and Connecting Mobility in Europe

ITS Canada

IBD Committee Meetings, as in FY2017-18

. Follow up activities for Montreal. ITS Canada will assist our members to conduct

follow-up activities resulting from the Montreal ITS World Congress. This may include
technical workshops, further missions and/or meetings with foreign government
officials. Support will be sought from our sister societies as well as Canadian trade
commissioners in the countries involved. Assistance from EDC and CCC may also be
required in some cases. With our own funding, our IBD Chair may visit some of these
countries to investigate and identify ITS opportunities. The economies involved
include China, Taiwan and Hong Kong since they are not covered by any activity in
this fiscal year’s program.

ITS World Congress, Copenhagen, October, 2018. Again, ITS Canada will lead an
export mission to the 25" ITS World Congress to be held in Copenhagen in October
2018. We estimate that travelling with us will be 5 members who require booth space
and 3 walk the floor participants. It is expected that by this time, the Connected
Mobility (including MaaS) market in Europe and Canada will start to mature and our
presence there will not only be timely but also vital. Business matching activities will
be conducted to solicit European partners for opportunities there.

. Alarge number of American ITS users, suppliers and systems integrators are

expected to attend the 2017 ITS World Congress in Montreal. In support of our SME
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members, a follow-up mission to the 2018 ITS America Annual Meeting (in a city yet
to be named) is planned to enable our interested members to conduct additional
marketing activities with a larger group of American public and private sectors.

With monitoring of the ITS market in Latin America since 2016 by the IBD Committee
and feedback from the Latin American invitees to Montreal, there will be adequate
information based on which we can mount a “walk-the-floor” mission to Mexico. The
Intertraffic Mexico Exhibition is targeted at this time. Mexico is the gateway to South
America as a large group of Mexican distributors and contractors are already active
in the rest of Latin America and this exhibition will be a good venue in which to seek
potential partners and clients for projects down south.

The Chairman and a director of ITS Canada visited India recently to explore the
potential of the ITS market there. In this fiscal year, we are ready to send a full mission
to the India subcontinent, based on the information collected and also rapport built
up through the attendance of the Indian delegates at the Montreal ITS World
congress.

. Again, as an exploratory mission, our staff, director and/or members will visit an

international ITS conference in an east European country, with funding provided by
ITS Canada or its members.

h. A workshop on export assistance will be held as in 2017.

3. FY 2019-20 - as follow up activities for Montreal winds downs, increase efforts in the
Middle East and the Asean regions

ITS Canada

IBD Committee Meetings, as in FY2017-18

b. 26" TS World Congress, Singapore, Fall, 2019. We will take a trade mission to

Singapore for the ITS World Congress this year, with 4 or 5 exhibitors and 3 Or 4 “walk
the floor” members. This congress will provide us with a great opportunity to
increase our focus on the Asean Region. Special business matching activities and
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f.

workshops will be held for an Asean audience and side trips to Thailand and
Indonesia will be taken to assess the market potential there.

Incoming Mission from Europe — Winter 2020. Many European trade groups are
interested in the ITS Canadian market but more so in partnering with Canadian firms
to access the US market. We would like to invite a group from Europe to visit Canada
in late 2019 or early 2020. We will organize bilateral technology workshops in major
cities of Canada, in conjunction with business matching activities. We have so far
identified a trade group from Germany and arrangements will be made in
cooperation with Ertico (ITS Europe) with support from the local trade commissioner
and our sister organization in Berlin.

We have scouted for prospects in the Middle East ITS market in previous years and
are now ready to mount a mission to attend the Gulf Traffic Exhibition and
Conference in Dubai. This venue is chosen because the UAE is a good ITS market in
itself and Dubai is politically safe and stable. The said conference has been known to
draw many attendees from all of the Middle East region as well as parts of Europe and
Asia.

Our directors, staff and/or members will continue to attend international ITS
conferences on an exploratory basis to see if any of them would benefit our
exporting members and warrant further contacts for business development
purposes. Columbia and Chile are targeted this fiscal year. Again, this will be funded
by ITS Canada and its members.

A workshop on export assistance will be held as in 2017

4. FY 2020-21 - Continue activities for the Asean intiative above, while developing new
efforts for emerging technologies in the US market.

a.

IBD Committee Meetings, asin FY2017-18

b. 27" ITS World Congress, North America, Fall, 2020 (City to be named. As most of

ITS Canada

our members are quite familiar with the US market and may have their own booths in
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this show, only a small walk-the-floor contingent is required for this event for
intelligence collection, technology review and general networking. Special
considerations will be given to SMEs who are involved in the US market for the first
time.

A trade mission with “walk-the-floor” participants will be dispatched to an ITS
Conference in Indonesia as part of our Asean strategy based on information collected
previously, including from the ITS World Congress in Singapore the year before. In
addition, we will deliver a workshop on Canadian ITS Technologies, through help and
support from our local consulate.

. Through the invitee to the Montreal event in 2017 and our exploratory mission in

2018, sufficient market information will be available for us to plan a trade mission to
Eastern Europe this year. However, the venue is still to be decided. It could be in
Romania, a neighbouring country or Austria, the gateway to Eastern Europe.

It is also appropriate for us to invite several potential ITS customers and/or partners
from South America, particularly Chile and Columbia.

We will continue to explore new markets by relying on the voluntary help from our
directors and members.

. A workshop on export assistance will be held as in 2017

5. FY 2021-22 - Continue activities in Asia and Europe with emphases on new
technologies and partnerships, while developing new efforts for the Middle East
market.

ITS Canada

IBD Committee Meetings, asin FY2017-18

. 28™ ITS World Congress, Europe, Fall, 2021 (City yet to be determined)

By this time, we would have followed the MaaS development in Europe for some
years and should have a good knowledge of the prospects technically and
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geographically. We will use this world congress to further enhance relationships with
our European partners and clients.

c. During this fiscal year, we will circle back to Asia, this time focussing on Korea, with a
side trip to Japan. A two way approach will be adopted in this case. Seminars will be
conducted to share information and business matching meetings will; be organized,
with the objective of forming partnership to attack ITS markets in the rest of Asia.

d. With information collected through previous contacts, we will invite a group of
potential buyers from Saudi Arabia and the UAE to travel to Canada to meet our ITS
suppliers, visit our government officials and witness real-life operation of our ITS
systems.

e. We will continue to explore new markets geographically and technically as before.

f. Aworkshop on export assistance will be held as in 2017

Measurement of Results

Our end game is to help our members realize international projects and increase their revenue. This
performance will be tracked for lessons learned and evaluation of our IBD Strategy. However, as an
association, we do not have control over our members’ international business practice and their go
and no go decisions but we can assist them incrementally in intermediate steps, including
networking, partnership building and job prospecting. It is therefore important to evaluate our
performance for every incremental step of our IBD activities. The performance measures include but
are limited to the following:

Number of people networked

Number of potential clients contacted

Number of potential partners approached and secured
Number of distributors sought and contracted
Amount of job prospects
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During each IBD activity, the participating members will be asked to keep track of performance
measures such as the above and these data will be merged with those collected by the IBD
Committee to enable us to continue to evaluate our performance , benefit from the lessons learned
and improve our subsequent activities accordingly.

In addition to standard measurements of international success discussed above, ITS Canada expects
success in the following ways, as an association:

1. Increased international membership

2. Increase in the number of ITS Canada members that upgrade from Corporate to Sustaining
Corporate memberships

3. Growth in overall membership

4. International initiatives with Transport Canada, Industry Canada, Infrastructure Canada,
other federal departments

5. International ventures with provincial agencies and ministries

6. Recognition internationally through attendance by foreign entities at our Annual
Conference and exhibition

These successes, once achieved, will return additional value to the membership at large, increase
the revenue potential for member firms and strengthen ITS Canada’s international reputation.

Given the significant effort to mount export missions, it is very important for ITS Canada to carefully
track the results and benefits of our IBD activities so that we can better judge its effectiveness and
assess its value to not only our exporting members but also to our membership as a whole.
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