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Meeting notes:

Introduction and Housekeeping: Molly Magee introduced the virtual tech talk hosted by
SENEDIA, highlighting the importance of technology intersections between the US and
Canada. She mentioned the presence of distinguished Canadian officials and outlined
housekeeping rules for the meeting.

Canadian Trade Commissioner Service: Erin Donahue, Trade Commissioner for Defense
and Ocean Technologies at the Canadian Consulate General in Boston, explained the role
of the Canadian Trade Commissioner Service in assisting Canadian companies with
international business development and helping international companies buy from, invest
in, and innovate with Canada.

o Role of Service: Erin Donahue described the dual role of the Canadian Trade
Commissioner Service: assisting Canadian companies in international business
development and helping international companies buy from, invest in, and innovate
with Canada.

o Support for US Companies: Erin explained that the service helps US companies
find Canadian supply chain partners, fulfill offset requirements, and invest in
Canada by providing guidance on opening offices and connecting with local
entities.

o Innovation Collaboration: Erin mentioned that the service also facilitates R&D
collaborations between US companies and Canadian partners, offering referrals
and suggestions for potential partnerships.

Canadian Defense Industry Overview: Erin Donahue provided an overview of the
Canadian defense industry, emphasizing its R&D focus and its support for allied partners
globally. She highlighted key centers of excellence and ongoing projects, including the
national shipbuilding strategy and the recent announcement of Canada's intent to buy 12
Arctic patrol submarines.

o Industry Focus: Erin highlighted the Canadian defense industry's strong focus on
R&D, noting that it is more R&D-intensive than the general manufacturing sector in
Canada.

o Global Support: She emphasized that the Canadian defense industry supports not
only domestic needs but also allied partners globally, contributing to international
defense efforts.

o Centers of Excellence: Erin identified key centers of excellence in Ontario,
Quebec, and both coasts, specializing in areas like vehicle manufacturing, weapons
systems, and naval defense.

o Shipbuilding Strategy: She discussed Canada's national shipbuilding strategy,
which aims to recapitalize the fleet for the Royal Canadian Navy, Coast Guard, and



Transport Canada, involving major projects with companies like Irving Shipbuilding
and C-SPAN.

o Arctic Submarines: Erin mentioned the recent announcement of Canada's intent
to purchase 12 Arctic patrol submarines, highlighting the ongoing and future
opportunities in the marine defense sector.

NATO Diana and Innovation Partners: Erin Donahue discussed NATO Diana's recent
establishment of its North American headquarters in Halifax, NS, and its partnerships with
innovation centers like the Center for Ocean Ventures and Entrepreneurship and
Communitech. These partnerships aim to accelerate the use of dual-use technologies for
defense purposes.

o NATO Diana: Erin explained that NATO Diana (Defense Innovation Accelerator for
the North Atlantic) recently established its North American headquarters in Halifax,
NS, to accelerate the adoption of dual-use technologies for defense.

o Innovation Partners: She highlighted partnerships with innovation centers such as
the Center for Ocean Ventures and Entrepreneurship (COVE) and Communitech,
which will collaborate with NATO Diana to support technology acceleration
programs.

o Test Centers: Erin mentioned that a list of test centers partnering with NATO Diana
would be shared, providing opportunities for both Canadian and US companies to
find test beds for their technologies.

Quebec Aerospace and Defense Ecosystem: David Margolis, Commercial Attache for
Aerospace and Defense at the Quebec Government Office in New York, highlighted
Quebec's strong aerospace and defense ecosystem, including key players like Bombardier,
Boeing, and Pratt & Whitney. He mentioned upcoming events like Aero Mart for B2B
opportunities.

o Industry Overview: David Margolis described Quebec's aerospace and defense
ecosystem as the third largest in the world, supported by major players like
Bombardier, Boeing, and Pratt & Whitney, and over 230 suppliers.

o Key Players: He listed key OEMs and primes in Quebec, including Bell, CAE,
Lockheed Martin, and Pratt & Whitney Canada, emphasizing their contributions to
the industry.

o Upcoming Events: David mentioned Aero Mart, an upcoming event in March 2025,
which will offer B2B opportunities for companies to connect with Quebec's
aerospace and defense ecosystem.

Quebec Maritime Industry: David Margolis elaborated on Quebec's maritime industry,
mentioning key players like Davi, Group Ocean, and Chantier Naval Forillon. He highlighted
recent agreements for building icebreakers and submarines, emphasizing the opportunities
for collaboration with US companies.



o Key Players: David highlighted key players in Quebec's maritime industry, including
Davi, Group Ocean, and Chantier Naval Forillon, noting their expertise in areas like
icebreakers and shipbuilding.

o Recent Agreements: He discussed recent agreements, such as an 8.5 billion CAD
contract for building icebreakers and submarines, and the potential for US
companies to collaborate in these projects.

¢ Canadian Commercial Corporation: Suzanne Wilkinson, Director for US Operations at the
Canadian Commercial Corporation (CCC), explained CCC's role as Canada's foreign
military sales agency and its unique relationship with the US under the Defense Production
Sharing Agreement. She detailed CCC's services, including the global bid opportunity finder
and advisory services.

o Role of CCC: Suzanne Wilkinson explained that CCC acts as Canada's foreign
military sales agency, facilitating Gov-to-Gov agreements and ensuring strong
Canada-US defense relations under the Defense Production Sharing Agreement.

o Services Offered: She detailed CCC's services, including the global bid opportunity
finder, which consolidates requirements from various sources, and advisory
services to help Canadian companies expand into the US market.

o Contracting with DoD: Suzanne mentioned that CCC signed $1.1 billion in
contracts with the US DoD last year, with the Army being their biggest partner,
followed by the Navy, DLA, and Air Force.

e CCC Contracting Process: Suzanne Wilkinson outlined the CCC contracting process,
emphasizing the importance of due diligence and the role of CCC in facilitating Gov-to-Gov
contracts. She explained how CCC ensures the credibility and performance of Canadian
suppliers and the benefits of Gov-to-Gov contracts for US DoD.

o Due Diligence: Suzanne emphasized the importance of due diligence in the CCC
contracting process, ensuring that Canadian suppliers are technically capable and
financially solvent before engaging in contracts.

o Gov-to-Gov Contracts: She explained that CCC facilitates Gov-to-Gov contracts,
which reduce risks and ensure the credibility and performance of Canadian
suppliers, benefiting the US DoD by providing assurance and oversight.

o Contracting Steps: Suzanne outlined the steps in the contracting process, from
industry engagement and due diligence to contract negotiation and execution,
highlighting the collaborative nature of Gov-to-Gov agreements.

¢ Handling Classified Requirements: Suzanne Wilkinson confirmed that CCC can handle
classified requirements from the US DoD, mentioning instances where CCC facilitated the
transfer of classified data packages to Canadian industry partners.



