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G

reetings from Cancham Bangladesh
We are extremely happy to witness that
Bangladesh and Canada enjoy excellent
commercial as well as cultural relations.
Bangladesh has proven to be a resilient and attractive
destination for trade and investment, even during the
global economic recession. Bangladesh has maintained a
steady robust economic growth (Annual growth rate of
approximately 6%) for nearly two decades resulting in
great deal of interest from Canada to work with their
Bangladeshi partners and increasing opportunities for
Canadian exporters. Trade has been a notable success
story in our bilateral relations that almost increased
tenfold to nearly $2 billion in 2014 since 2004. Canada
has invested over $300 million in Bangladesh and
Canadian firms are increasingly getting involved in ICT,
renewable energy and energy projects of the country.
Other sectors of their interest are agri-food,
transportation, telecommunications, engineering and
project management, healthcare, among many others.
The regulatory regime of Bangladesh vigorously supports
private sector investment, with incentives of 100 per cent
foreign ownership, repatriation of dividend, and the
foreign investment protection act. The government has
identified public-private partnership as one of its key focal
areas, and is committed to attracting foreign investors to
its thrust sectors. It is constantly upgrading the
investment regulations to attract new investments.
For any business, the market of Bangladesh of around 160
million people is very hard to ignore. Moreover, the
middle class country is now larger than the total
population of Malaysia, Singapore and Thailand, and a
growing middle class means a large section of the
population is becoming more inclined to embrace more
03
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sophisticated business solutions.
Bangladesh's most promising sectors where
investors are already taking interest are
telecoms (where the future investments will
grow in data-based and value-added services),
gradually expanding healthcare services, and
an education sector that has been witnessing
significant expansion for more than a decade.
Pharmaceuticals have also experienced a
radical shift from being an import-based
industry to a self-manufacturing one. FMCG
sector is favored by the progressive rise in the
purchasing capacity of many people and will
see a shift from an unbranded market to
brands that will be triggered by consumers,
solar energy, battery technology, and the
services sectors that are seeing a lot of
activities recently along with a number of
traditional sectors such as jute, leather, frozen
foods, plastics and RMG miracles are well
known.
Bangladesh possesses an enthusiastic,
hardworking, and low-cost (even by regional
standards) workforce; 57.3% of the population
is under 25, providing a youthful group for
recruitment. The country has consistently
developed a skilled workforce catering to
investors’ needs. It also has a strong
entrepreneurial spirit that leaps ahead to break
into markets and opportunities.
The positioning of a country is usually based
on a mix of objective measures and stakeholder
perceptions. The fundamental pre-requisite for
changing perceptions about Bangladesh is to
change the disadvantageous realities prevailing
in the country to a favorable one. However,
this needs to be supplemented by an effective
communication strategy which will adequately
transmit the primary strength of the country
to the world at large.
In order to bring Bangladesh's huge potentials
to the surface and present it before world
leaders, CanCham Bangladesh will be holding
an International Conference in February 2016
titled Canada Asia Business Summit to
celebrate 10 years of CanCham and to make
the country's policy and decision-makers and
world leaders in trade and commerce aware of
the huge unexplored potentials of Bangladesh.
Finally, I would like to congratulate all the
general members of CanCham for their trust
in CanCham, interest about its activities and
for active participation. CanCham is a
member-driven organization and it has come
to this stage with the collective efforts and
co-operations of the members.

Masud Rahman
President, CanCham

COVER STORY

SHOW
CASE

C A N A D A 2015
By Md. Emdadul Haque

Background

C

anada Bangladesh Chamber of Commerce and
Industry (CanCham) Bangladesh considers
Showcase Canada as a powerful tool to sensitize
both the Bangladeshi as well as Canadian
business community about further scope to enhance
bi-lateral trade and investment between Bangladesh and
Canada. Bangladesh and Canada enjoy excellent
commercial as well as cultural relations. Canada is the
destination of a large part of Bangladesh exports. There
remain ample opportunities to take the relationship to the
next level for the mutual benefit of both the nations.
Canada’s trade and commerce relationship with
Bangladesh has grown dramatically over the last ten years.
The value of bilateral merchandise trade has more than
tripled from Can $600.5 million in 2004 to over Can $1.8
billion in 2013. During this period, Canadian
merchandise exports to Bangladesh have more than
quadrupled and Bangladesh has become the second
largest source of Canadian merchandise imports from
South Asia after India. Canadian merchandise exports to
Bangladesh were Can $660.7 million in 2013 up from
Can $525.8 million in 2012. Canadian merchandise
imports from Bangladesh were Can $1.2 billion in 2013
up from Can $1.1 billion in 2012 from Bangladesh.
Canada’s main exports to Bangladesh in 2013 included
cereals, vegetables, iron and steel, oilseeds and oleaginous
fruits and precision and technical instruments.
Bangladesh was the third largest pulse export market (dry
peas, lentils, chickpeas) of Canada in 2013, and a major
market for wheat. Agri-food was the leading export sector
from Canada to South Asia in 2013, making Bangladesh
the second largest Canadian agri-food buyer in South
Asia after India. Bangladesh has enjoyed duty-free market
access to Canada since 2003. Potential trading
opportunities to explore include expanding Canadian
imports of ready-made garments (RMG), porcelain, jute
and quality jute goods, ceramic tableware and
04
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kitchenware. Bangladesh exported over
Can $1 billion worth of garments to
Canada last year.
Taking advantage of the present
economic environment, CanCham
Bangladesh would like to work
intensively to achieve the US$ 2 Billion
milestone in both way trade between
Bangladesh and Canada by the end of
2016.
Bangladesh wants to focus on
increasing Ready Made Garments
(RMG) export to Canada from its
current figure of over Can $1.00 billion.
In addition, Bangladesh also plans to
increase the export of pharmaceutical
products along with other Bangladeshi
export products to Canada. On the
other hand, in view of the robust and
steady growth of Bangladesh economy,
Bangladesh encourages more Canadian
investments to its economy from the
current investment of more than USD
300 million by the Canadian investors.
The country also seeks to promote
Canadian education programs to the
Bangladeshi students willing to achieve
Canadian degrees which will certainly
strengthen Bangladeshi student’s
capability to compete in the
international job market.
With this end in view, CanCham
organized the first trade fair in
Bangladesh in association with the
High Commission of Canada in
Bangladesh in 2011 entitled Canada
Showcase 2011. It was a day-long fair
which attempted to attract Canadian
investment in the sectors like power,
energy including renewable energy, IT
transport and aviation. Nineteen
companies participated in the fair.
Observing the success in 2011,
CanCham in association with the
High Commission of Canada in
Bangladesh organized the second fair in
2012 in which a total of 29 companies,
including three educational institutes,
participated. Branding Bangladesh to
attract investors and enhance
inter-trade was the message of the
Showcase 2012.
After 2 years’ interval, CanCham
organized the third fair entitled Showcase
Canada 2015 (Trade and Education Fair)
on 14-15 February at the Pan Pacific
Sonargaon in a very comprehensive
manner. The main thrust of the fair had
always been to bring to the interested
Bangladeshi people a wide range of

Canadian products and services. Canada
is a leading as well as growing trade
partner of Bangladesh providing the
marketing opportunities for Ready
Made Garments, Porcelain, Jute and
quality Jute Goods, Ceramic Tableware,
Kitchen Tableware, Leather Goods,
Frozen Food, Pharmaceuticals, Bicycle,
ICT and Plastic Products. Bangladesh’s
exports to Canada and imports from
Canada also show rising trend.
Therefore, such fairs are necessary to
strengthen the economic relationship
between Canada and Bangladesh. The
Showcase Canada 2015 was successful
as a good number of exhibitors (31
Companies) kept trust in the CanCham
and actively participated in the fair to
achieve respective business endeavors.

Main Features of
Showcase Canada 2015

• Three dimensional events which
covered exhibition, seminars and
B2b meetings.
• The seminars focused on trade and
investment relation, education,
RMG, IT and agriculture.
• Open to public with fast track
entrance for business persons.
• Provision of factories as well as
educational institutes visits.
• Welcome reception, inaugural as
well as closing ceremony.
• A considerable number of visitors.

Inauguration

After the national anthems of
Bangladesh and Canada by the
children of Canadian International
School, the inauguration ceremony
started.
Honorable Commerce Minister of the
Government of Bangladesh Mr. Tofail
Ahmed, MP, inaugurated the 2-day
Showcase Canada 2015. The
Commerce Minister lauded the role of
CanCham for organizing the fair. He
also thanked the Canadian High
Commissioner for maintaining good
commercial ties with Bangladesh.
FBCCI President Mr. Kazi Akram
Uddin Ahmed also spoke on the
occasion while H.E. Benoit Pierre
Laramee, High Commissioner of
Canada to Bangladesh and CanCham
President Mr. Masud Rahman
proposed welcome addresses.
After the formal inaugural session, Mr.
Tofail Ahmed visited the fair venue
and talked with the exhibitors.

Commerce Minister Mr. Tofail Ahmed, MP, along with other distinguished guests are seen cutting the ribbon of the Showcase
Canada 2015.

Outcomes of Showcase Canada 2015

Due to political turmoil -- hartals and blockades -- the fair venue was not as crowded as it
was expected. However, the fair increased networking through exchange of views amongst
the exhibitors. The exhibitors also got opportunity to contact the booth of the CHC. The
CHC met the different trade queries of the exhibitors.
Overall, the exhibitors were happy and the CanCham’s endeavor was successful.

Conclusion

Since its inception in 2005, CanCham Bangladesh has attached greater importance to
private sector as it is the prime mover of the economy. Commensurate to the export-led
economic growth policy of the government, CanCham acts as complementary force to add
value to the initiative of the former. CanCham thrives to reinforce and create multiple
channels for enhancing linkages with the government as well as with the private sector. As
a private sector driven organization, its mandate is to facilitate trade between Canada and
Bangladesh. The priority areas are to increase people to people contact, increase export
diversification, IT and IT outsourcing access and also involve Bangladeshi diasporas in
Canada for investment here at home. So, the Showcase Canada 2015 is not an end itself
rather it is a means to an end. The end is to establish CanCham as a credible organization
to cater to the needs of the business community. CanCham will move forward with more
pragmatic events to enhance trade and investment in between Canada and Bangladesh.
The writer works as a Consultant at CanCham Bangladesh.

Glimpse of a stall of CanCham Bangladesh at Showcase Canada 2015.
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SHOW
CASE

C A N A D A 2015

SEMINARS

FIVE INFORMATIVE
SEMINARS TOOK
PLACE AT THE
SHOWCASE
CANADA 2015.

Seminar 1
Canada Bangladesh Bilateral Trade:
Opportunities and Challenges
Commerce Minister Mr. Tofail
Ahmed, MP, graced the seminar as
the Chief Guest while Dr.
Khondakar Golam Moazzem,
Additional Director, CPD
presented the keynote paper.
Mr. Zaki Munshi, Project Manager-Asia, TFO, Canada, Dr.
Mozibur Rahman, CEO, BFTI,
Mr. Kazi AkramUddin Ahmed,
President of FBCCI, Mr. Mahbub
Alam, President of CCCI, and Mr.
Hossain Khaled, President of
DCCI, participated in the seminar
as discussants.
A good number of participants
from private as well as public sector
attended the seminar.

06
Can Cham r e v i e w

SHOW
CASE

C A N A D A 2015

Seminar 2
Greening RMG

Mr. Hedayetullah Al Mamoon,
ndc, Senior Secretary, Ministry
of Commerce chaired the
seminar. Two papers were
presented -- one by Mr.
Rodney Reed, Chairman of
Reed Consulting Ltd, and the
other by Mr. Fazlul Hoque,
Managing Director of Plummy
Fashions Ltd and former
President of Bangladesh
Knitwear Manufacturers and
Exporters Association
(BKMEA).
Country Director of ILO,
Bangladesh Mr. Srinivasa
Reddy participated in the
seminar as a discussant.

Seminar 3
Study Canada

Vice-Chancellor of North
South University, Dr.
Amin U Sarkar chaired the
session. Mr. Gulam Farhad
Quazi from CHC
presented the keynote
paper. Professor Syed
Ferhat Anwar from IBA,
Jeffrey Pugh from CIS and
Mr. Roumee Tareque
Moudud from EWU
participated in the seminar
as discussants.
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C A N A D A 2015

Seminar 4
Opportunities of Canadian
Agriculture in Bangladesh

Dr. A. K. Enamul Hoque of
EWU chaired the session.
Mr. Mortoza Tarafder from
STEP Canada presented the
keynote paper. The discussants were Ms. Uzma
Chowdhury from PRAN,
Dr. F H Anseray from ACI
Limited and Mr. Kazi
Akram Uddin Ahmed from
FBCCI.

Seminar 5
IT Infrastructure & E Commerce

Mr. Shyama Prasad Bepari,
Additional Secretary of ICT
Division of Bangladesh,
chaired the session. Mr.
Rusell T Ahmed from BASIS
presented the keynote paper
in the seminar while
discussants were Mr. Don
JOYCE from Sogema
Technologies Inc, Mr.
Mustafa Rafiqul Islam from
Flora Telecom, Mr. Anir
Chowdhury from a2i
Program and Mr.
ShameemAhsan from BASIS.
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SHOW
CASE

show at a glance

C A N A D A 2015

Mr. Tofail Ahmed, MP,
Commerce Minister of
the Govt of People’s
Republic of Bangladesh,
is seen delivering the
inaugural speech at the
Showcase Canada 2015.

H.E. Benoit Pierre
Laramee, High
Commissioner of
Canada in Bangladesh,
is seen delivering his
speech at the inaugural
ceremony of the
Showcase Canada 2015.
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SHOW
CASE

show at a glance

C A N A D A 2015

Mr. Masud Rahman,
President, Canada
Bangladesh Chamber
of Commerce and
Industry, is seen
delivering his speech at
the inauguration of the
Showcase Canada 2015.

(From Right) Mr. Ali
Bakhtiar Mahmud,
Vice President of
CanCham, Mr. Syed
Mastafizur Rahman,
Treasurer of CanCham,
Mr. Mohammad Kamal
Uddin, Director of
CanCham, and Mr.
Mustafa Rafiqul Islam,
Director of CanCham, are
seen at a special moment
during the Canada
Showcase 2015.
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SHOW
CASE

show at a glance

C A N A D A 2015

Commerce Minister
Mr. Tofail Ahmed, MP,
is seen receiving the
Showcase Memento
from Mr. Masud
Rahman, President,
Canada Bangladesh
Chamber of Commerce
and Industry.

Mr. Masud Rahman,
President, Canada
Bangladesh Chamber
of Commerce and
Industry, addressing at
the press conference of
Showcase Canada 2015
while H.E. Benoit
Pierre Laramee, High
Commissioner of
Canada in Bangladesh,
was also present.
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SHOW
CASE

show at a glance

C A N A D A 2015

Exhibitors of the
Showcase Canada 2015
posed with H.E. Benoit
Pierre Laramee, High
Commissioner of
Canada in Bangladesh,
and Mr. Masud
Rahman, President,
Canada Bangladesh
Chamber of Commerce
and Industry.

Mr. Masud Rahman,
President, Canada
Bangladesh Chamber
of Commerce and
Industry, is seen
delivering thanks giving
speech at the closing
dinner speech of
Showcase Canada 2015.
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SHOW
CASE

show at a glance

C A N A D A 2015

H.E. Shiro Sadoshima,
Ambassador of Japan
(Center) is seen with
distinguished guests at
the closing dinner of
Showcase Canada 2015.

Distinguished
guests present at the
closing ceremony of
the Showcase
Canada 2015.
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SHOW
CASE

show at a glance

C A N A D A 2015

CanCham President
Mr. Masud Rahman is
seen handing over
Showcase Canada 2015
Crest to Dr. Syed Abdus
Samad (Middle),
Executive Chairman
(Minister) of BoI and
Chief Guest of the
closing ceremony of the
Showcase Canada 2015.
H. E. Benoit Pieree
Laramee (E-L), High
Commissioner of
Canada in Bangladesh,
also looks on.

Turkish Airlines,
Regional Cargo
Manager Mr. Ramazan
Ersin COLO (right)
handing over raffle draw
prize air ticket
(Bangladesh-Canada
both way) to CEO, Citi
Bank NA Mr. Khd.
Rashed Maqsood at the
closing dinner of
Showcase Canada 2015.
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Spotlight

EXPORTING
TO CANADA

C

By Zaki Munshi

Canadian Geography and Governance
Canada is the second largest country in the world by its
size and is organized into 6 geographic regions, 10
provinces and three territories. There are three levels of
government in Canada: federal, provincial/territorial and
municipal. Canada is a parliamentary democracy, a
federation and a constitutional monarchy. In 2013, the
GDP was 1.8 trillion dollars. These are important
information for SME exporters to note as (i) transportation /logistics plays a big role in pricing of products (since
Canada is such a big country); and (ii) regulations for
goods and services may vary by province.

Demographic Trends and Canadian
Consumers

The two most important demographic factors for SME
exporters to keep in mind are
1. Immigrant population: 1 in 5 Canadians are immigrants
2. Aging population: 1 in 7 Canadians are 65+
Canadian consumers spend close to 50% of their income
on two things: taxes and their home. The rest of their
income is spent on food and discretionary spending (and
15
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savings). The shopping for the average
Canadian includes lots of spending on
food and beverages, including fresh
vegetables, junk food, restaurants, fish,
alcohol and coffee and tea. Spending
on home entertainment equipment,
clothing, lottery tickets and pets are
some of the other kinds of spending.
This translates into a number of trends
and opportunities that exporters should
be aware of:
• The immigration trends can be
linked to a demand for what we call
ethnic products, including foods,
specially certified foods such as
halal and personal care products
and cosmetics.
• The ageing population can be linked
in part to demand for personal care
and natural health products.
Growth in this sector is expected to
reach $2 billion in the next 5 years.
• Fast moving consumer goods are in
demand, along with the opposite
trend: nice and specialty products
such as gourmet foods, exclusive
goods and premium goods.
• Given the large amount of spending
on accommodation, it is easy to
understand the demand for household products, including home décor
and renovation materials.
• Canadians spend on hobbies and
these spending changes depending
on the season (e.g. weather).
Holiday and seasonal demand for
goods is also high.
• Canadian consumers are demanding and well-informed. As a highly
educated population, they want to
know about the origin of what they
eat, they wear and they purchase.

Importance of Corporate
Social Responsibility
(CSR)

CSR is important for SMEs when
doing business with a growing number
of Canadian businesses. For exporters, it
is important that they are aware of
CSR’s growing importance in Canada
and that they are prepared to respond to
questions about their social responsibility practices and track record. TFO
Canada has prepared a reference guide
for exporters who would like to know
more about how to embed best
practices into their businesses.

Environmental Considerations

Canadian businesses (importers) are subject to government
environmental regulation. Directors and officers of Canadian
corporations can be personally liable to orders, charges, fines (and
in extreme cases) imprisonment for causing or permitting damage
to the environment So, doing business with Canada requires
knowing the regulations and legislative contexts related to
environmental considerations.

Canadian Market
Total Canadian Imports
in $CAD Billions (2009-2013)
$365 B

$404 B

$447 B

$462 B

$476 B

2009

2010

2011

2012

2013

There are many reasons to consider Canada as a new export
market. Imports represent 32% of the GDP of Canada.
• $3 billion more goods imported than exported
• 7% average yearly growth in imports over the past 5 years
• 13th largest import market in the world

Diversification of Trade Partners

Canada is actively seeking to diversify its trading partners,
including signing new Free Trade Agreements. So, this is an
opportunity and an invitation to exports from developing
countries.

Total Imports Worldwide
in $CAD Billions (2013)
$2,397 B
$2,007 B
$1,230 B
$858 B $725 B
$688 B $675 B $608 B
$531 B $503 B $491 B $480 B $475 B

Overview of Exports from
Bangladesh to Canada

Imports into Canada from Bangladesh totaled CA $1,191 million
in 2013 and are growing rapidly at a rate of 13% over the past 5
years.
Bangladesh’s exports to Canada are mostly in the following 03
sectors:
• Woven clothing and apparel: $570 million (around 48%)
• Knitted and crocheted articles of clothing: $492 million
(around 41%)
• Other textiles & clothing: $73 million (around 6%)

Export Market Analysis
•
•
•
•

Canada is Bangladesh’s 6th largest export market.
Canada accounts for 4.1% of Bangladesh’s exports.
Bangladesh’s major exports to Canada are the same as its
exports overall, largely comprising clothing textiles and
knitwear.
Bangladesh’s share of both clothing related markets has been
growing faster than the overall addressable market.

•
•

Bangladesh is a leader in both knitted and crocheted
clothing, and woven clothing; and ranks 2nd behind only
China in Canada’s addressable import market.
Bangladesh faces emerging competition from Cambodia and
Vietnam.

In Order to Increase Trade with Canada,
Bangladesh Must:

1) Seek to maintain competitive advantages and make greater
efforts to explore the full potential in the top export
categories to Canada i.e. knitted and woven apparel.
2) Identify other exportable products and services with
potential in Canada, such as fish and crustacean segment,
furniture and ceramics.
3) Register SME exporters’ business profiles and export offers
on TFO Canada’s website.

16
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Accessing the Canadian
Market

TFO Canada recommends following
four-step plan to determine if exporting
to Canada is for you.
1. Market Intelligence to create market
entry strategy.
2. Classification of goods to determine
rate of duties and taxes.
3. Documentation to get goods across
the border.
4. Transportation of goods to importer.

Step 1
Gather Market Intelligence:
The first step is the most important for
newcomers to the Canadian market. A
lot of research must be done to determine
the potential for your company and
product in Canada. This includes
knowing the demand, trends, and
competition for your product in the
Canadian market. You must also be aware
of Canadian regulations that apply to
your product, including quality standards
and labelling.

Step 3
Prepare Your Export Documents
The following documentation is required
to get your goods through the Canadian
border:
•

Step 2
Classify Goods and Determine Tariffs
Canadian Tariff Treatment (Rules of
Origin)
•
•

•
•

•

•

Very complex and vary by products
and trade agreements.

It is the exporter, not the certifying
agency i.e. Chamber of Commerce or
Ministry of Trade designate (varies
by country), that signs the Certificate
of Origin.
Bangladesh has MFN, GPT and
LDCT status.

In Canada, most goods are subject to
a General Sales Tax (GST) of 5% at
the time of importation (ultimately
paid by the consumer on all goods,
not just imports). Some goods are
exempt from GST (e.g. prescription
drugs, medical & assistive devices,
basic groceries, agriculture & fishing
goods).

Canada applies the MFNTT, as a
default tariff to goods originating
from all countries which are members
of the WTO.
Canada has its own Customs Tariﬀ
Structure based on the Harmonized
Tariff System (HS Codes).

•

•

Certificate of Origin (Form A): is
needed to ensure that goods qualify
for preferential rates of duty on
qualified imports. This has to be
verified by a designated official of the
Ministry of Trade or of the Chamber
of Commerce where applicable

Customs Invoice: is a legal document
required by customs officials to verify
the value, quantity and nature of a
shipment.
Bill of Lading: is a legal document
between the shipper of a particular
good and the carrier detailing the
type, quantity and destination of the
good being carried.

Step 4

•

•

•

trucks that the small business owner
may utilize. Transshipment modes of
transportation

Airports (13 international airports):
At airports, commercial goods can
arrive on commercial airliners such as
Air Canada, on charter flights such as
Air Transat, or on dedicated parcel
delivery airliners such as Purolator
Couriers. Major Airports are Pearson
International (Toronto), Pierre Elliot
Trudeau International (Montreal) and
Vancouver International.
Railways (9,422 km): At train
stations or rail yards, commercial
goods can arrive in box cars, flat cars,
hopper cars, or tank cars. Transshipment modes of transportation.

Seaports (18): At seaports, goods can
arrive in cargo containers, which are
then transferred onto rail cars or
tractor units. Major seaports are
Montreal Port, Halifax Seaport and
Vancouver Fraser Port.

Identify the Best Modes of Transport
Canada is the second largest country by
its geography, therefore it is important for
you to be aware of the challenge of
logistics within Canada. We have 13
international airports, 18 port authorities,
over 9,000km of railway and 16,000km
of highways. Ensure that your logistics
plan is discussed with importers.
There are a number of ways commercial
goods can enter Canada, depending on
how the goods are being shipped:
•

Highways(16,900 km): At highway
border crossings, goods can arrive in
conveyances such as tractor-trailer
units hauling goods for multi-national companies and cars, vans, or pickup
17
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This article has been adapted from the
presentation titled “Exporting to Canada’
that was provided by Zaki Munshi, Project
Manager-Asia of TFO Canada at the
Showcase Canada 2015.

Column

Accelerating PPP in
non-traditional sectors
of Bangladesh
PPP and Its Applicability

By Md. Mohasin Kabir

B

angladesh was marked as one of the fifty least
developed countries since 1975. Economic
growth of the country started gaining
momentum since 1991 when parliamentary
democracy was restored. Since then, average GDP growth
rate of the country experienced an upward trend and
never fell below 5% since 1996-1997 (Hasan, 2012).
Bangladesh started the twenty first century with an
ambitious promise of sustaining 6% GDP growth. Later
when the present government came into the government
in 2008, it promised to raise GDP growth rate to 8% by
2013 and to the magical double digit growth of 10% by
2017 (Vision 2021 of Bangladesh Awami League).
Achieving such an ambitious economic growth requires
combating many development challenges. To overcome
some of these challenges, Bangladesh requires significant
investment in transport, energy, infrastructure and several
other sectors. Therefore, the Government of the People’s
Republic of Bangladesh has been putting renewed
emphasis on introducing Public Private Partnership
(PPP) in traditional PPP sectors i.e., transport, energy,
infrastructure sectors. However, there are other sectors,
which non-traditional in nature, where PPP can also be
applied and thus, achieve development goals.
18
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The Policy and Strategy for
Public-Private Partnership (PPP), 2010
provides the following definition of
PPP:
Public-private partnership (PPP)
projects normally cover public good
provisions characterized by indivisibility
and non-excludability, natural
monopoly characterized by declining
marginal cost (and associated average
cost), and lumpy investment
characterized by long gestation period.
PPP is a win-win relationship between
the government and various private
sector players for the purpose of
delivering a service by sharing the risks
and rewards of the venture under a
contractual obligation.
GoB’s definition of PPP also highlights
the key characteristics of standard
PPPs. Traditionally, PPP allows private
sector to intervene in the areas of
business where the government usually
has control over (e.g., infrastructure and
related services). According to the
Policy and Strategy for PPP, 2010,
public-private partnership models can
be considered for any project that
generates public goods and services if at
least one of the following situations
exists:
• The implementation of the project is
difficult with the financial resources
or expertise of the government alone;
• Private investment would increase
the quality or level of service or
reduce the time to implement
compared to what the government
could accomplish on its own;
• There is an opportunity for
competition, where possible, among
prospective private investors, which
may reduce the cost of providing a
public service;
• Private investment in public service
provides an opportunity for
innovation; and
• There are no regulatory or legislative

restrictions on private investment in
the delivery of the public service.
Apparently, GoB’s Policy and Strategy for
Public-Private Partnership (PPP), 2010
identified the traditional sectors i.e.,
infrastructure and related services for its
PPP initiative. It is also evident from
GoB’s on-going and completed PPP
projects. Most of the projects are in the
areas of housing, power and energy, port
infrastructure, transport, information and
communication sector. The evolution of
PPP projects in Indian sub-continent also
reveals that all of the PPP projects were
taken in infrastructure development i.e.,
building roads, bridges and railways
(ADB, 2006). These evidences show that
the inherent focus of PPP is on
infrastructure development, particularly
on the transport, energy, housing,
information and communication
development. However, use of PPP
model in non-traditional sectors like
education, health, agriculture is emerging
in different parts of the world. Zhang
(2006) found that PPP can promote local
economic growth and employment
opportunities. Korea uses PPP models to
build hospitals, develop education system
and to offer public housing. In
Philippines, government invites PPP
projects to develop regional agriculture
and rehabilitation system (‘Public Private
Partnership Projects’, the republic of
Philippine, 2011). While around 7% of
Indian PPP projects are in tourism sector,
around 2.2% are being implemented in
education sector (Accelerating PPP in
India, ERNST and Young, 2012). Similar
initiative can also benefit Bangladesh in
achieving its development goals.

Prospect of PPP in
Non-traditional Sector

Developing countries like Bangladesh can
minimize its dependency on donors for
developing some crucial areas like
education, agriculture, health and
environment. Bangladesh can use annuity
based ‘build-operate-transfer (BOT)’
model to develop the education sector. In
the phase of global warming and
environmental degradation, PPP can be a
good tool to restore coastal infrastructure.
To meet the Millennium Development
Goal (MDG) target of 25% forest,
community forestry and coastal forestry
can be developed through PPP model.
Experience of Australia and Nepal in this
respect can be the guiding force for
Bangladesh (Hasan, 2012). With the
growing number of agriculture based

private companies, GoB can initiate PPP
for agricultural research. Public
agriculture research agencies possess huge
research facilities including land and
human resources. These research facilities
could be further utilized by engaging
private sector with public research
agencies. Both parties can jointly plan for
demand-led research and disseminate
research outcomes. Over-burdened
extension officials and lack of logistical
support for public extension offices could
be addressed through collaboration with
private sector actors. Public private
collaboration can make win-win situation
as both public and private sector have
vested interest in reaching more farmers
effectively.

Making PPP Work in
Non-traditional Sectors

PPP principles: Partnering in
non-traditional sectors is more
challenging than partnering in traditional
sectors. In non-traditional sectors, it is
often difficult to showcase tangible
benefits, which is not a case for
traditional sector where financial benefit
is visible. Good partnerships in
non-traditional sectors are based on three
core principles: equity, transparency and
mutual benefit (International business
leaders forum, 2009). In a successful and
functioning partnership, everyone’s
contribution is valued and respected.
Contribution may have different formmonitory or in-kind; however, key here is
to value and respect the contribution, and
share benefit accordingly. Transparency
means dealing with each other in an open
and honest manner. This is crucial because
this builds the trust among partners,
which is key block of sustainable
partnership. It is legitimate for all
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partners to expect a ‘return’ for their own
contribution. Without a business case, no
partner will contribute and partnership
will not sustain.
Challenges: Major challenge for a
functioning PPP in both traditional and
non-traditional sectors is political will of
government. Unless government shows a
strong will and commitment to work with
private sector, market actors will deem it
as risky venture. Other prominent
challenges include- ensuring a free
market economy, existence of capable and
motivate private sector, availability of
information, trained human resource to
develop PPP models, and effective
monitoring and evaluation system. For
Bangladesh, lack of vibrant civil society
organization poses another challenge in
taking PPP projects. Civil society does
not have incentive, but it plays a neutral
role in promoting voice and interest of
common people.
To date, success in PPP is not something
to cheer about in Bangladesh. However,
GoB’s renewed emphasis on PPP
certainly shows its commitment to
succeed in making PPP works for
infrastructural development. With the
increased emphasis on traditional sector,
time has come to initiate similar
interventions in non-traditional sectors.
To foster this, several policy level
interventions, including separate
guideline for non-traditional PPP, need
to be taken. Here, learning and
experiences of SAARC and ASEAN
countries would be an asset for
Bangladesh. Like other countries, the
GoB has to ensure a vibrant civil society
to raise voices and interests of destitute
community while implementing PPPs in
non-traditional sector.
The writer is Manager, Swisscontact -- Katalyst.

Focus of the Month

Making it with
ICT - for emerging
entrepreneurs
20
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media software or SAP, a leading ERP
software always offer opportunities in that
improvements through add-ons to add new
features or enhance user experience are
always good business proposition. Content
creation by those suitably qualified
(knowledge, language and expression wise)
will continue to be in demand. Web analytics
(analyzing web site traffic data, market
research information generated from sites),
Social media optimization (such as
designing/maintaining Facebook page for
corporate bodies) are also new areas for
emerging entrepreneurs. Couple of suitably
qualified friends armed with PCs, Internet
and some tools can start off an Application
Software or some IT Services company from
their own homes.

Software and ICT is Taking
Over the World

By K Atique –e- Rabbani, FCA

I

CT (Information and Communication
Technology) offers an ocean of opportunity.
One, however, needs to be patient, do his own
study/ research to be aware of this vast universe.
Entrepreneur must also identify his/her chosen area to
focus on. Any emerging entrepreneur should also realize
that any window of opportunity is transient. Nevertheless
with right and sustained determination and focus one can
find success along the way.
The universe of ICT comprises on a broad brush of
hardware and software. Hardware manufacturing/
assembly is generally capital intensive and it is the domain
of few big to mega corporations in the world. Within
Software, application software (or apps on mobile phones)
and IT related services pose greater opportunity for
emerging entrepreneurs. Application Software abound
and one must creatively find a particular application area
for which one wants to provide a solution. IT related
services again have a very wide canvas and one must
choose carefully a niche to focus on. One must also keep
abreast of newer areas of opportunity/ activity evolving
continually within the IT Universe. One must be nimble
and agile and re-strategize often as market shifts. Existing
popular application software such as Facebook social
21
Can Cham r e v i e w

Software is taking over the world and good
programmers will be the super stars of this
universe. Software development and
marketing companies will proliferate.
Software companies are poised to take over
large swathes of the economy. Apple in 2012
became the biggest company in the world in
market valuation surpassing Exxon Mobil
followed by Microsoft and Google. More
and more businesses and industries are being
run on software and being delivered as
online services from movies to banks to
national defense. Software has matured over
years and now can be said to work after four
decades since the invention of the
microprocessor and two decades into the rise
of internet. More and more disruptions of
traditional industry by software will happen
in the coming days. Borders, a traditional
mega book store (started by two brothers in
1971 in Ann Arbor, Michigan, USA) filed
for bankruptcy while Amazon.com, an
online BVM (books, video and music) outlet
to start with (founded about 20 years later in
1994 by Jeff Bezos in Seattle, Washington,
USA) grows from strength to strength.
Amazon.com sells everything online and has
‘Kindle’ digital book replacing physical
books. Books are now software too.
Amazon.com continues to threaten Barnes
& Noble, a Fortune 500 company and the
largest retail bookseller in US. The
underlying theme in all above is
Amazon.com and such company’s ability to
remain agile and improve customer
experience almost on a day to day basis.
Customers will expect nothing less and
ruthlessly reject slow movers. Thus for most
companies failure to acquire digital agility
will become an existential threat. Acquiring
digital agility through heightened use of

Software and ICT is thus a strategic
necessity. Here lies rainbow of
opportunity for emerging ICT
entrepreneurs.

Barriers to Entry are Low and
Getting Lower but Barrier to
Success is Still High

Bangladesh is a
fertile place for
emerging
entrepreneurs in
Software and ICT
field in general. There
are already estimated
250,000 technical
people working in
this sector.

It is generally true that setting up to be an
ICT / Software entrepreneur is easy.
Development tools are mostly free. Sales
and Marketing tools, customer support
tools, social media management tools and
tools in almost all product categories are
free or next to free. One can turn to blogs,
mentoring programs, meet-ups and other
educational opportunities that did not
quite exist in pre internet days. One can
ask ‘Stack Overflow’ if one has a technical
question. But expectations from
customers are set by likes of Apple,
Facebook, Google. Unfortunately
customers expect the same from even the
small startups. Thus while entry barriers
may be low success is for those with most
determination and focus.

Bangladesh Perspectives

Bangladesh is a fertile place for emerging
entrepreneurs in Software and ICT field
in general. There are already estimated
250,000 technical people working in this
sector. BASIS (Bangladesh Association of
Software and Information Services)
formed in 1997 with 17 charter members
in Software and ITES industry (author is
one of the founder charter members) now
has over 800 members. There are also over
60,000 freelancers providing all kinds of
IT and non IT related services using
freelancing websites. These individual
freelancers have also banded together to
form ICT companies. BASIS member
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companies are involved amongst others in
Software Development, Web Application
Development, Web Site designing and
maintenance, E Commerce, Content
Development, Graphics Design, 3D
Animation, Games development, Mobile
Apps development and ICT Training.
ICT industry in Bangladesh has grown
over 20-30% consistently in recent years.
Favorable demographic and
macro-economic trends, high growth rate
and a relatively liberal investment climate
have convinced Goldman Sachs and JP
Morgan to identify Bangladesh as one of
the most attractive emerging economies.
World Bank funded LICT (Leveraging
ICT for growth, employment and
Governance) project of BCC (Bangladesh
Computer Council) under ICT division
launched in early 2014 aims to train
34000 male (70%) and female (30%)
graduates. Training will be for 10,000
graduates in Top up IT specialized
training, for 20,000 graduates in ITES
Foundation training and for 4000
graduates in FTFL (Fast Track Future
Leaders) (3 months training course) for
employment in IT/ITES industry. SME
loans for Software and IT Companies,
introducing PayPal in Bangladesh,
increasing limit of money repatriation for
Software companies, abolition of
obstacles in software import are some of
the areas where Bangladesh Bank are
working. Fenox Venture Capital has
already invested in Bangladesh. Moreover,
AB Kinnevik of Switzerland, SNT
Classified, Roket Internet of Norway and
many other renowned companies of the
world have invested in the ICT sector of
Bangladesh. One of the world’s largest
Online Payment Gateway Service (OPG)
providers ‘Payoneer Inc., USA’ has opened
shop in Bangladesh. This has been a relief
for growing freelancers in Bangladesh
earning and bringing lot of foreign
currencies into the country.
Above are indicative of a Bangladesh that
should be brimming with activities in
Software an ICT field in the coming
days. These are signs of opportunities
knocking for emerging Software and ICT
entrepreneurs in Bangladesh. They must
go and grab them, and in the process do
themselves and the country proud.

The writer is the Managing Director of The Computers
Ltd (TCL) and a Director of Dhaka Chambers of
Commerce and Industry (DCCI).

Special Feature

A green garments
in every sense

system reusing the rainwater and surface
water properly. A natural water body located
inside the factory premises not only ensured
the balanced eco system but also assured a
complete tranquility in the area.

Environmental
Features in PFL
Sustainable Site:

By Fazlul Hoque

P

lummy Fashions Limited (PFL) sets forth its
groundbreaking project --a Green Knit Apparel
manufacturing unit with “LEED Platinum”
standard as per the guidelines of the U.S. Green
Building Council (USGBC). PFL envisions sustainable
and accountable business in Bangladesh thus leaves its
path to be paved by others.
This spectacular manufacturing unit is located in
Narayanganj, 20 kilometers south from Dhaka city center,
having an area of 6 acres land, ideally organized with a
combination of several beautiful buildings and more than
combination of several beautiful buildings and more than
50% open area with lush greeneries. Besides, PFL has
ensured the most efficient natural water management
23
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The entrepreneurs have selected the site for
PFL very carefully. All facilities including
market, school, mosque, bus stops are within
a radius of 500 meter from the factory.
Factory also provided bicycle parking
facilities for the workers to discourage use of
fossil fuel using vehicles.

Adequate Open Area:

More than 50% of the total area kept as open
space to restrict the footprint of the factory.
Lush green environment enhance the natural
beauty and provide mental comfort.

CO2 Monitoring System:

PFL has installed carbon dioxide sensor to
monitor the level of C02 in the occupied
areas. Depending on the CO2 level, feedback
provides to the fans to regulate fresh air flow
quantity.

Maximum Day Lighting:

Rainwater Harvesting:

Every drop of water that enters the factory
site carefully managed. A rainwater
management plant prevents rainwater from
leaving the site. Rainwater is collected in a
harvesting tank and used for toilet flushing
and irrigation purpose.

Reduce Ozone Depletion:

This spectacular
manufacturing
unit is located in
Narayanganj, 20
kilometers south
from Dhaka city
center, having
an area of 6
acres land,
ideally organized
with a
combination of
several beautiful
buildings and
more than
combination of
several beautiful
buildings and
more than 50%
open area with
lush greeneries.

PFL has installed CFC free refrigerants for
chillers and cooling system. CFC contains
ozone depleting substances that contribute to
global warming.

Reduce Heat Islands Effect:

To reduce heat islands (thermal gradient
differences between developed and
undeveloped areas) for minimizing impact on
microclimate and human and wildlife habitats,
PFL has installed roofing materials having
Solar Reflecting Index 79 and Hardscape with
light color paving blocks.

The factory has designed the windows and
louvers in a way to use maximum daylight.
Moreover, 44 signature series prismatic dome
skylights by Sun optics, USA, have been
installed for ambient lighting during the day
time.

Efficient Water Fixtures:

PFL has installed most efficient water fixtures
to reduce use of water up to 60%. Auto sensor
for urinals, dual flush water closets and faucets
with flow rate of 1.5 liter/ minute has been
installed to comply with US-EPA (US Energy
Policy Act).

Certified Woods and Paints:

FSC certified wood and low VOC paints have
been used to minimize impact on
environment.

Onsite Renewable Energy:

A 65 KW capacity solar power plant with
highly efficient mono crystalline panels has
been installed in this factory. It will produce at
least 110 mw/ hour energy every year which
will meet at least 13% of total power required.

Energy Efficient Sewing
Machineries:
Water Efficient Landscape:

To reduce irrigation water demand up to 60% to
80%, landscaping has done by locally adapted
plant species which does not require permanent
irrigation system. If there any need of irrigate
water that is met by non- potable water.

PFL uses machineries with very low energy
consuming servo motors (brand new fully
automatic Juki sewing machines) to reduce
energy requirement up to 50% than
conventional factories.

Use of Local Materials for
Construction:

More than 20% (by cost) of local materials has
been used for construction to support the local
economy and to reduce the environmental
impact resulting from transportation.

Use of Recyclable Contents in
Construction Materials:

More than 20% materials used for
construction of this project have recyclable
contents. It has done to reduce the
environmental impact resulting from
extraction of new virgin materials.
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ETP Plant:

A 50 M3/Hr capacity ETP plant has been
installed in the factory.
The article is prepared from a presentation made
by Mr. Fazlul Hoque, Former President of
Bangladesh Knitwear Manufacturers and
Exporters Association (BKMEA) at a seminar
during the Showcase Canada 2015.

Feature of the Month

STEP- Connecting
Saskatchewan Business
to the World
By Mortoza Tarafdar

I

n February 2015, Mr. Mortoza Tarafdar, Director,
Trade Development - Agri-value with
Saskatchewan Trade and Export Partnership
(STEP) led a delegation to Bangladesh during the
Canada Showcase and presented at the Canadian
Agriculture Seminar.
Following is an excerpt of the presentation and an outline
of the services and delivery model for STEP.
Saskatchewan Trade & Export Partnership (STEP) works
in partnership with Saskatchewan businesses to maximize
commercial success in global ventures. STEP’s team of
professionals delivers custom export solutions and market
intelligence to member companies across the Province.
STEP’s key offerings include trade development, custom
market research and access to export financing for
exporters in the Province of Saskatchewan. STEP’s role is
that of an export catalyst. The organization develops
opportunities for interaction between Saskatchewan
companies and potential partners in the international
marketplace.
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Overview of STEP

• Founded in 1996.
• Unique public-private partnership.
• Offices in Regina and Saskatoon with
members across the province.
• Governed by a 15 member Board of
Directors.
• Member-based organization with over
400 members.

Membership Demographics:
• Small, medium and large companies.
• Existing exporters & export-ready
companies.
• Oﬀering an exportable product/service
and;
• Strategy is to pursue export markets
(anywhere outside of Saskatchewan).

STEP Membership
Categories:

• Regular Members - Companies currently
exporting or getting ready to export a
product/service
• Associate Members - Companies
providing services to exporters or an
interest in international trade.

STEP Service Delivery Model
- Trade Development
Success in international markets requires
customized approaches and marketing savvy.
Different countries require different
approaches to conclude sales, contracts and
projects. STEP’s Trade Development Team
assists exporters in finding creative and
effective ways to maximize their export
potential. STEP's Trade Development Team
delivers:
• Customized advice on commercial and
project opportunities.
• Targeted business development missions to
strategic markets.
• Programs for incoming buyers assisting
exporters in further developing
opportunities in priority and new markets.
• In-market support of exporters on trade
and business development missions.

STEP Service Delivery Model
- Market Intelligence

Our focus on market intelligence and custom
market research recognizes what our members
continue to tell us. In today’s competitive
environment, knowledge creates success.
Mobilizing a number of information sources
including our own Trade Development and
International Finance Teams, the MI Team
develops and delivers the intelligence
exporters need to be successful globally
including:
• Qualified trade leads, including potential
customers, distributors, and agents.
• Customized market and sector reports,
focused on the needs of individual
members.
• Strategic intelligence on our member’s
competitors that will give Saskatchewan
exporters an edge in international markets.

STEP Service Delivery Model
- International Finance and
Logistics

Exporting exposes Saskatchewan firms to new
risks and liabilities; with the right tools and
strategies all of these risks can be mitigated.
Our specialists link exporting members with
solutions provided by our Associate members,
saving time and money for everybody. STEP's
international finance and logistics team offers:
• Advice and guidance on international
finance strategies.
• Advice and guidance on transportation and
logistics.
• Opportunities with the International
Financial Institutions.
• Finance and logistics reference tools.

Saskatchewan Exports Abroad
Year
1996
2011
2012
2013
2014

Value in CAD
$9.353B
$29.562B
$31.760B
$32.376B
$35.308B

Where Saskatchewan
Exported in 2013
(Top 10)

Where Saskatchewan Exported - 2014 (Top 10 Destinations)
Country
United States
China
India
Japan
Indonesia
Mexico
Brazil
Italy (including Vatican
City State)
Bangladesh
Belgium

Value in ‘000 CAD
22,692,505
2,824,369
1,172,369
967,277
693,373
609,682
577,803

Percentage
64.3%
8.0%
3.3%
2.7%
2.0%
1.7%
1.6%

537,777

1.5%

412,500
328,128

1.2%
0.9%

Saskatchewan’s Trade with Bangladesh - 2010 - 2014
YEAR
2010
2011
2012
2013
2014

SASK EXPORTS (CDN$ - 000’s)
311,271
229,284
279,014
326,720
412,500

Saskatchewan’s Trade with Bangladesh- 2014
Items
Peas - Dried and Shelled
Maslin and Wheat nes: other
Potassium Chloride
Lentils - Dried and Shelled
Durum Wheat: other
Sub-total
Others
Total (All Products)

Value in ‘000 CAD
202,604,100
113,017,683
48,278,129
35,291,162
13,308,999
412,500,073
-412,500,073

Saskatchewan’s Trade Mission to Bangladesh

March 2011 - STEP, Enterprise Saskatchewan, Ministry of Agriculture and
Saskatchewan Pulse Growers. Mission included 32 delegates and 6 government
officials including the Premier of Saskatchewan.
February 2012 - STEP participation at Showcase Canada 2012.
February 2015 - STEP participation at the Showcase Canada 2015.

Saskatchewan Agriculture

Saskatchewan is known worldwide as a consistent and reliable supplier of safe,
high-quality grains, oilseeds, pulses and livestock. In 2013, Saskatchewan was
responsible for:
• 65 per cent of the world's lentil exports.
• 54 per cent of the world's pea exports.
• 32 per cent of the world's flaxseed exports.
• 34 per cent of the world's durum exports.
• 16 per cent of the world's canola seed exports.
• 27 per cent of the world's mustard seed exports.
• 17 per cent of the world's canola oil exports.
The write is Director, Trade Development - Agri-value with Saskatchewan Trade and Export Partnership (STEP).
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CANCHAM IN ACTION

A Glimpse of Thank You Dinner Party.

Dinner in Honor of Showcase
Canada Participants

Canada Bangladesh Chamber of Commerce and Industry
(CanCham) Bangladesh organized a ‘Thank You’ Dinner in
honor of the participants of the Showcase Canada 2015 (Trade
and Education Fair) on 25 March 2015 at the Canadian Club,
Baridhara, Dhaka. The purpose of the dinner was to strengthen
networking of CanCham with the Showcase Canada
participating companies. His Excellency Benoit Pierre Laramee,
the High Commissioner of Canada in Bangladesh, was present
as the Chief Guest at the event.
Mr. Masud Rahman, President, CanCham in his address of
welcome extended heartiest thanks to the participants of the
Showcase Canada 2015 for their active present in the Trade and
Education Fair. He termed this as a testimony of trust of the
companies to CanCham entrusted with the responsibility to
expand trade and investment in between Canada and
Bangladesh. Mr. Rahman expressed his hope that the companies
will come forward to participate in the up-coming different
events of CanCham as well for the greater economic interest of
the country.
H.E. Mr. Laramee lauded the role of CanCham in organizing
the trade show in association with High Commission of Canada
in Bangladesh. He stated that the trade show was successful to
bring to the interested Bangladeshi people a range of Canadian
products and services in Bangladesh.
The representatives of the participating companies appreciated
the role of CanCham to act as a bridge between Bangladeshi
Business Community with that of Canada.
Among others, CanCham Board of Directors, Chairman of
Dhaka Bank Ltd Mr. Abdul Hai Sarker and Managing Director
of Meghna Bank Mr. M. Nurul Amin attended the Thank You
Dinner.

Meeting with BEZA

Bangladesh Economic Zones Authority has already acquired 510
acres of land at Sreepurupazila in Gazipur for Japanese investors
and 774 acres at Anwaraupazila in Chittagong for Chinese
entrepreneurs, said BEZA Executive Chairman Mr. Paban

Chowdhury.
The government is in talks with Indian investors for selecting a
site for their economic zone, he said, adding that lands will be
handed over to the investors of the three countries soon. The
investors will then develop the lands into economic zones, he
said. Mr. Chowdhury shared these at a discussion at the office of
Canada Bangladesh Chamber of Commerce and Industry
(CanCham) in Dhaka.
He said Bangladesh needs investment worth $35 billion a year to
attain an 8 percent year-on-year economic growth and graduate
to a middle-income country by 2021. “This is why the
government has taken the initiative to build the economic zones
to attract more foreign investment.”
“We will provide various services to the foreign investors in the
economic zones, who will be allowed to sell 10-20 percent of
their products in the local market,” he said.
At the discussion, CanCham President Mr. Masud Rahman
suggested appointing public operators at the economic zones for
effective management.
“The BEZA should fast-track construction work as it is really
difficult to get back a foreign investor if he leaves the country for
not getting desired services to implement a project,” the
CanCham President said.

BEZA Executive Chairman Mr. Paban Chowdhury, right, speaks at a
discussion at the CanCham office in Dhaka, while CanCham President
Mr. Masud Rahman looks on.

The government should also hold roadshows abroad to attract
more foreign investors in the economic zones, he added.
Bangladesh has eight export processing zones (EPZs), which
attracted investment worth only $3 billion in the last three
decades. Annual exports from these EPZs are worth $5 billion,
he added.
The EPZs are run by the government, while the economic zones
will operate under public-private partnership.

Canada will be key in
achieving $50 billion apparel
export

Canada will be a key garment export destination for Bangladesh
in achieving the $50 billion overseas sales target by the end of
2021, said Canadian High Commissioner in Bangladesh
Benoît-Pierre Laramée.
“Canada has been providing support to Bangladesh to develop
workers' skills and improve working conditions in the sector for
higher export of garment items,” Laramee told a group of
journalists at the first RMG Meet Up, a regular discussion by the
Canada Bangladesh Chamber of Commerce and Industry
(CanCham) with leading North American retailers and garment
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Discussion on PPP at
CanCham office

From left, H.E. Benoît-Pierre Laramée, Canadian High Commissioner in
Bangladesh; Mr. Masud Rahman, President of Canada Bangladesh Chamber
of Commerce and Industry; and President of Bangladesh Garment
Manufacturers and Exporters Association (BGMEA) Mr. Md. Atiqul Islam,
attended the discussion on garment exports at a hotel in Dhaka.

exporters at Westin Hotel in Dhaka.
Riding on duty-free benefits to Bangladesh since January 2003,
garment exports to Canada have been on the rise in the last
decade. Of Bangladesh's exports to Canada, 96 percent are
apparel items.
Currently, Bangladesh is the second largest garment exporting
nation after China with shipments of $24.5 billion in the last
fiscal year.
Between July and March, Bangladesh exported goods worth
$734.02 million to Canada; it imported goods worth $495.80
million in July-February of the same fiscal year, according to data
from the Export Promotion Bureau.
In fiscal 2013-14, Bangladesh's exports to Canada were worth
$1.1 billion, while imports were $585.5 million.
“A lot of progress in terms of inspection, progress in terms of
remediation and transparency has been made in the garment
sector after the Rana Plaza building collapse. We see major
progress, but the momentum should be maintained,” Laramee
said.
Bangladesh needs to take ownership of safety measure after the
departure of the Accord and Alliance, the two foreign garment
factory inspection agencies in the country.
President of Bangladesh Garment Manufacturers and Exporters
Association (BGMEA) Md. Atiqul Islam said that the garment
makers have been facing the challenges of poor infrastructure,
political crisis, lower worker productivity and a lack of experience
of mid-level management.
“An inadequate supply of gas and a ban on new gas connections
to the factories are the biggest challenges for the garment sector
now,” Islam added.
The rising cost of production and politicization of trade unions
are other major challenges for the sector, he added. “We are still
confident that we will achieve the apparel export target of $50
billion by 2021”, the BGMEA President said.
CanCham President Mr. Masud Rahman said the chamber has
started its new initiative to hold quarterly discussions on 'Journey
to the Next Milestone: Strategy for the RMG Sector' as garment
exports to Canada are on the rise.

Some 42 projects worth more than US$14 billion under publicprivate partnership (PPP) are now in the pipeline for
development and implementation, said Mr. Syed Afsor H.
Uddin, Chief executive officer (CEO) of PPP Office.
"Most of them are at the implementation level. Some are still at
evaluation level and awaiting appointment of consultants," he
said while speaking at a discussion meeting organized by
Canadian Chamber of Commerce and Industry (CanCham) at
its office.
CanCham President Mr. Masud Rahman gave introductory
speech at the meeting in presence of the CanCham board
members.
Syed Afsor H. Uddin said: “The PPP model will not be
implemented in a short period of time. This is great challenge to
make people understand that the PPP is not something to be
executed in a day or two.” “No country has done PPP
implementation overnight as the process is quite lengthy.”
He said PPP programmes require substantial policy and
procedural reforms, capacity enhancement and clear regulatory
mandate to ensure success.
"Sustained long-term policy commitment is vital to provide
platform for delivery and success," he said.
He further said a number of entrepreneurs are responding to
PPP projects and their number is growing day by day.
CanCham President Mr. Masud Rahman said his chamber
together with the PPP office will undertake events in the
up-coming financial year to attract investors to come up with
projects under PPP.
“That’s why, CanCham is interested to know details of PPP in
Bangladesh so that we could disseminate it to the potential
investors of Bangladesh, Canada and North America,” he said.
The CanCham President said that PPP could be a prime mover
of economic growth and job creation and could be a major factor
in lifting Bangladesh into a middle-income country status by
2021.
“The PPP programme is a part of the government's Vision 2021
goal to ensure a more rapid, inclusive growth trajectory, and to
meet the need for enhanced, high quality public services in a
sustainable manner,” he added.

Mr. Syed Afsor H Uddin, Chief Executive Officer (right), Public Private
Partnership Office is seen delivering a presentation on different issues of PPP
at CanCham Bangladesh Secretariat while CanCham President Mr. Masud
Rahman (left) looks on.
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Further out, demographic trends in emerging markets will
undoubtedly fuel greater South-South trade.”
The report said the potential for Bangladesh to attract more
foreign direct investment inflows is large.

Newsflash

Textile and Ready
Made Garments

Source: The Daily Star

HSBC bullish on Bangladesh

Bangladesh will post strong economic growth and see a bullish
trend in exports up to 2030, according to a forecast by UK-based
banking giant HSBC.
The HSBC Global Connections Trade Forecast Report said the
country's economy has
grown by around 6
percent annually over the
past decade, and it will
continue to grow at a
similar rate over the next
ten years.
“Robust growth is
expected over the
medium-term, with
GDP expanding by 5.5 percent a year in the decade to 2030.”
It said that the country's trade prospects are bright, particularly
in the textiles sector, and trade liberalization efforts with its
neighbors in Asia should boost prospects further, encouraging
more diversification of the export base.
The HSBC Trade Forecast examines prospects for exporters in
25 countries and territories. It shows that the short-term outlook
for emerging economies is patchy, in part, because of relatively
low commodity prices and a moderation in Chinese growth.
Over the medium term, however, patterns of global trade will be
increasingly influenced by rapidly-growing Asian economies
with rising average incomes. Trade between emerging markets
will become more significant as their middle classes expand.
Among the countries covered in the Trade Forecast, Vietnam,
India, China, Turkey and Bangladesh are expected to experience
the strongest trade growth.
Each is predicted to increase merchandise exports by an average
of 8 percent or more per year between 2015 and 2030.
Bangladesh has a strong foothold in the global market for
garments, and HSBC expects this to continue, with around 80
percent of export growth from 2015-30 coming from clothing
and apparel.
Although the importance of agriculture will gradually decline as
more of the population moves into urban areas, agriculture will
continue to be Bangladesh's second largest export sector out to
2030, contributing around 7 percent of the forecast increase in
exports.
In recent years, Bangladesh has made good progress towards
macroeconomic stability under the guidance of the International
Monetary Fund, but major infrastructure investment remains
essential, the report said.
The report said positive progress towards liberalizing trade flows
with neighbors in recent years is expected to help maintain
competitive advantages in clothing and apparel sector. But rising
incomes will encourage a gradual move towards higher value
sectors, potentially including the assembly of electronic products,
and boosting the sector.
Simon Cooper, chief executive of global commercial banking at
HSBC, said: “In the short-term an increasingly robust US
economy, aided by cyclical upturns in Europe and Japan, is likely
to provide the greatest cross-border opportunities for businesses.

Centre to fix skills gap in
garment sector CEBAI unveils logo

The newly launched Centre of Excellence for Bangladesh
Apparel Industries (CEBAI) will enhance competitiveness in the
garment sector by fixing skill shortages, Commerce Minister
Tofail Ahmed said on 21 April 2015. CEBAI is an initiative
supported by International Labor Organization, the Swedish
government, leading Swedish retailer H&M, Bangladesh
Garment Manufacturers and Exporters Association and the
Bangladesh government. Based in the garment manufacturing
hub of Ashulia, the center will provide need-based certified
training and research the socio-economic aspects of the garment
industry. In December last year, Prime Minister Sheikh Hasina
opened the center at Dhaka Apparel Summit. CEBAI will work
as an independent center and protect the interests of millions of
workers and value chain partners. CEBAI will be operated under
a three-year project that will end in December 2016.
Source: The Daily Star

JICA to provide assistance
for making vulnerable RMG
buildings safe

The Japanese government has taken an
initiative to make vulnerable building of
the country's garments factories safe for
the RMG workers through conducting
retrofitting, a technology to make
vulnerable building jolt resistant.
'Japanese technology and experience to
make building earthquake resistant can
help Bangladesh to strengthen its vulnerable RMG buildings for
avoiding any tragic incident like Rana plaza in future’, said Japan
International Cooperation ( JICA). According to a JICA senior
official, Japanese experts had already started their work to do
retrofit to two RMG factories initially and JICA would implement a large project soon to cover more vulnerable RMG
buildings of the country.

Source: The New Age
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Foreign bidders vying for
satellite contract

Garment exporters going
green to grab more orders

Bangladesh's garment sector is moving towards green building
initiatives to impress the growing tribe of eco- minded international retailers, and in the process, grab more work orders. So far,
14 garment factories from Bangladesh have received LEED
(Leadership in Energy and Environmental Design) certification
from the United States Green Building Council, according to
Bangladesh Garment Manufacturers and Exporters Association.
Fifty more factories are in queue to receive the LEED certification, as they have already passed the selection criteria, according
to BGMEA. LEED is a green building certification program
that recognizes the best-in-class building strategies and practices.
Source: The Daily Star

The telecom regulator
has drawn positive
response from foreign
companies as they bid for
a Tk.30 billion contract
for the country's first
satellite, officials said.
Four companies (from
USA, China, Canada
and France) have already collected necessary documents to
participate in the international tender floated by the Bangladesh
Telecommunication Regulatory Commission (BTRC) on 24
March 2015. Earlier BTRC, the project implementing body, had
floated international tender to implement a geosynchronous
satellite system with 40 transponders to provide quality communications and broadcasting services in the country. The government is set to build the country's own satellite to 119.1 degree
east longitude under the Bangabandhu Satellite Project by late
2017.

Source: The Financial Express

Railway - China offers
Bangladesh soft loans
of $15-20b

Infrastructure

Rampal Power Plant -- Govt to
issue US$ 1.17b sovereign
guarantee

The government has
decided to issue
sovereign guarantee
amounting US$ 1.17
billion to foreign
funding agencies to
source the lion's share
of the estimated cost
to construct the
country's largest 1320 megawatt Rampal coal-based power plant.
The state guarantee that assures overseas lending agencies of getting
back their investment in case the implementing agency fails to repay.
This will be the largest ever guarantee the finance ministry is going
to issue so far against any project in the country, a senior finance
ministry official said. 'The US$ 1.17 billion guarantee accounts for
70 per cent of the total estimated cost of the power plant,' he said.
The cost for the project has been estimated at US$ 1.68 billion,
while the debt- equity ratio for the project stands at 70:30, sources
said. The project is a joint partnership between India's state-owned
National Thermal Power Corporation and Bangladesh Power
Development Board.

China has offered Bangladesh soft loans of $15-20 billion to
help it expand railway networks across the country. Officials of
the Chinese embassy in Dhaka placed the loan proposal at a
high-level meeting with Bangladesh officials at the Prime
Minister's Office (PMO) in January, according to Railways
Ministry sources. Later, the PMO formed a three-member
committee, headed by an additional secretary of the Railways
ministry, which primarily identified eight projects involving
$10.79 billion. Railways Ministry officials said that they have
sent a list of the projects to the Economic Relations Division of
the finance ministry last month for holding discussions with the
Chinese government. Projects are Padma bridge rail link
(Dhaka-Mawa-Bhanga) involving $2.18 billion; Padma bridge
rail link (Bhanga- Jessore) costing $1.14 billion; double line
( Joydevpur-Ishwardi) involving $897 million; and double track
line ( Joydevpur-Mymensingh) costing $331 million.

Source: The New Age

Source: The New Age

30
Can Cham r e v i e w

Petrobangla ready to set up
JV to run hydrocarbon
exploration
Joint venture to construct
2nd submarine cable station
in Bangladesh

A joint venture of two companies from France and Japan will
construct the second submarine cable station in Kuakata of
Patuakhali, which will serve as an alternative to the existing
submarine cable and ensure uninterrupted and secure ICT
services. Apart from increasing the country's internet bandwidth,
the second submarine cable, known as SEA-ME-WE-5, will
help the country earn additional revenue by providing restorable
circuits to the clients. French company Alcatel Lucent and
Japanese NEC have been selected for setting up the landing
station and doing other associated works. The Post and Telecommunication Division recently submitted a proposal to the cabinet
committee on economic affairs, seeking approval of the project to
connect the nation to a second submarine cable. The installation
of the second cable station will be completed by 2016.

Petrobangla is ready to establish a joint venture ( JV) firm with
Russian oil major Gazprom to run hydrocarbon exploration
operations at home and abroad, said officials. The state-owned
petroleum corporation sent its wish letter, 21 April 2015, to
Managing Director and Chief Executive Officer (CEO) of the
Gazprom EP International BV Valery Gulev, in response to a
desire from the Russian side. Its reply letter contains coinage of
comments over the planned JV between Gazprom and Bangladesh Petroleum Exploration and Production Company Ltd
(BAPEX). The letter was sent after reviewing the draft
agreement on the basic principles of JV. Through this letter,
Petrobangla also invited Gazprom for any further discussion in
relation to finalization of the agreement. Sources said Gazprom
is eyeing a big role in Bangladesh's hydrocarbon sector under the
planned JV with the Petrobangla subsidiary, BAPEX, on a
government-to-government basis. The Russian firm had
submitted a formal proposal to Petrobangla on February 26 this
year in response to a July 17, 2014 initial letter from the latter
wishing to establish such joint venture.
Source: The Financial Express

Source: The Daily Star

Oil, Gas & Energy

ADB listing out right fields
for funding BD energy
development

The Asian Development Bank (ADB) is doing spadework to
enhance financial support for Bangladesh to help the latter meet
its mounting energy demand, competent sources said. ADB is
now searching out necessary fields where its funding could better
help the energy sector. It has appointed a consultant to help in
selecting the potential energy sectors for assistance. ADB is keen
on bankrolling projects related to installation of compression
stations, and gas- transmission pipelines to help carry natural gas
to the user-end. It has already provided funds for implementing a
project involving import of electricity into Bangladesh from
India. It has also shown interest in assisting import of re-gasified
LNG from India for feeding a 750-to 800mw combined-cycle
power-plant project, costing US$ 550 million, in Khulna.
Source: The Financial Express
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