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UN group evicts
‘cybersquatters’

INTERNET ¢ The World Intel-
lectual Property Organization
ousted a record number of
“cybersquatters” from web-
sites with domain names re-
ferring to trademarked com-
panies, foundations and
celebrities in 2007.

The UN agency, based in
Geneva, received 2,156 com-
plaints alleging “abusive reg-
istration of trademarks on the
Internet” last year, up
18 per cent from 2006 and
48 per cent more than the fil-
ings lodged in 2005.

“These increases confirm
that ‘cybersquatting’ remains
a significant issue for rights
holders,” said Frances Gurry,
the agency’s deputy director
general, on Thursday.

Last year’'s domain name
disputes involved a wide
range of products, events and
people — including Airbus’s
A380 jet, the 2010 FIFA World
Cup, Harvard business school,
Lance Armstrong'’s Livestrong
foundation, talk-show host
Oprah Winfrey, and television
show The Simpsons.

Used car market
feels price pinch
AUTO SALES ° The deep dis-
counts automakers are offer-
ing on new cars in Canada are
triggering trouble in the used-
car market and leading to ma-
jor financial losses, a leading
auto broker warns.

Mark Derry, owner of
CarSense, said Thursday that
what began last summer as a
highly publicized comparison
of vehicle prices in Canada
and the United States has
turned into a nightmare.

Auto financing companies
and dealers have seen the
value of used cars and trucks
plummet, said Derry, whose
Toronto company helps clients
locate and buy vehicles.

“Dealers are losing huge
amounts of money on used ve-
hicles right now,” he told anin-
dustry forum on auto pricing
organized by G7Research and
the National Post. “They’re ter-
rified of carrying inventory.”

Automakers are offering
thousands of dollars worth of
rebates to better reflect the
strength of the Canadian dollar.

In cutting the price of new
vehicles, manufacturers have
also cut their resale value,
and many used car dealers
now find themselves stuck
with vehicles for which they
paid more than they’re worth.
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WEAK DEMAND CUTSINTO SALES
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Lower product prices and surging costs have contributed to a 16.2-per-cent slide in sales
in 2007 for Alberta’s lumber, panel board and pulp and paper makers.

Alberta forest sector
faces ‘nasty situation’

Industry sees
worst results
in 15 years

GEOFFREY SCOTTON
CALGARY HERALD

queezed on one side by
Stoppling prices and de-

mand, the impact of an ex-
port levy and a strong loonie,
and on the other, surging
labour, material, energy costs
and environmental pressures,
Alberta’s forestry sector faces
the worst results in at least 15
years — with no relief in sight.

“Alberta’s forest industry is in
crisis,” Brady Whittaker, execu-
tive director of the Alberta For-
est Products Association, said
Thursday.

Whittaker’s comments came
as the province’s lumber, panel
board and pulp and paper mak-
ers announced their sales
dropped 16.2 per cent in 2007 to
$2.7 billion.

Operators say the situation is
dire — and may be unprece-
dented.

“It’s a nasty situation,” Spray
Lakes Sawmills (19080) Ltd.
woodlands manager Gord Lehn

Alberta
forestry industry

annual revenue
(ALL SECTORS,
VALUE IN BILLIONS)
2004 $4.3
2005 $3.8
2006 $3.2
2007 $2.7

Source: Alberta Forest
Products Association

said of the industry, which reg-
ularly goes through cycles of
prosperity and downturn.

“We've got a deeper low and
it’s lasting for a much longer
time than what I've ever seen
before,” added Lehn, a more
than 30-year industry veteran.

“There are going to be casual-
ties before this thing turns
around, because people can
only hold on to losses so long
before they have to take some
drastic measures and close the
doors,” said Lehn. “I don’t know
any company that’s not losing
money right now — it’s just a
question of how much.”

Over two years, the indus-
try’s sales have dropped more
than 36 per cent — a decline of
more than $1 billion — and in
2007 the industry shed more
than 3,000 employees. That has
produced dark days for an in-
dustry that is among the
province’s top five and that
produces direct and indirect
economic output in the vicinity
of ¢11 billion annually.

SEE FORESTRY, PAGE D6

Calgary
surpasses
‘Toronto
for costs

Price of doing
business
edges higher

GINA TEEL
CALGARY HERALD

he cost of doing
business in Calgary
just got a little
higher, with the
city now ranked
Canada’s second-priciest
place to run a business.
Calgary edged past Toronto
to take second-place honours,
behind only Vancouver as
Canada’s costliest city for
business, according to
KPMG’s 2008 Competitive
Alternatives study, released

Thursday.
Last time around, in 2006,
Calgary was ranked the

fourth-most expensive Cana-
dian city by the study in terms
of business costs, behind Van-
couver, Toronto and Ottawa.

In 2008, Toronto fell to
fourth spot, behind Vancou-
ver, Calgary and Chilliwack,
B.C. Edmonton ranked fifth.

Calgary’s jump to second
spot among Canadian cities
didn’t come as a surprise to
Mel Svendsen, chief executive
of locally based auto parts-
maker Standen’s Ltd.

The company is seeing the
greatest pressure in Alberta —
and Calgary, in particular —
compared with its operations
in Quebec, Ontario and B.C,,
he said.

“It certainly presents its
challenges and obviously we
have to be more innovative
and work harder to add value
to our products and services
in order to be globally com-
petitive,” Svendsen said.

KPMG’s 2008 study com-
pared business costs in 136
cities in 10 countries, using U.S.
average costs as a baseline.

The study measured 27 sig-
nificant cost components, in-
cluding labour, taxes, real es-
tate and utilities, which were
then applied to 17 business op-
erations over a I10-year plan-
ning horizon.

Nationally, Canada ranked
second for cost competitive-

ness, just behind Mexico.

Canada-wide, the study also
found the weaker U.S. dollar is
threatening Canada’s compet-
itive edge.

The 2008 results for Calgary
reflect the significant eco-
nomic success the city has ex-
perienced in the past few
years, said Mark MacDonald,
KPMG’s global director of
competitive alternatives.

With that success comes in-
creases on the cost side, how-
ever, with inflationary pres-
sures in labour, property and
facilities.

“Youre not one of the
fastest-growing economic
centres in North America for
nothing,” MacDonald noted.

In the big-picture view,
however, there are other juris-
dictions that are less cost-
competitive than Calgary,
such as Vancouver and points
in the United States, he said.

And while Calgary may be
more expensive than average
from a pure cost perspective,
most companies will measure
that against the opportunity or
revenue side of the equation.

“Ultimately you’re going to
be looking at the opportunity,
the size of the prize, against
the cost of achieving that,”
MacDonald said.

It’'s no secret there’s been
significant cost escalation in
the province in the past few
years, said Adam Legge, vice-
president and chief economist
for Calgary Economic Devel-
opment.

He doubts it’s enough to
scare off new business from
coming to town, however, as
there’s much more to business
decisions than price.

It’s about Calgary’s clout as a
global city, particularly in en-
ergy, and about being in the
centre of the action, Legge said.

“We aren’t hearing of com-
Ppanies saying they’re not com-
ing to Calgary because it’s too
expensive; we're hearing them
say, ‘We need to be in the busi-
ness and financial hub of the
energy industry, and increas-
ingly more so of Canada over-
all, and that place is Calgary,
and we will bear the cost, ”
he said.

SEE KPMG, PAGEDO

COST INDEXES AMONG
MAJOR CANADIAN CITIES

CITY 2008 2006 CHANGE
1. Vancouver 104.2 96.9 73
2. Calgary 102.0 94.7 73
3. Chilliwack, B.C. 101.6 94.0 7.6
4, Toronto 101.5 96.5 5.0
5. Edmonton 999 95.1 6.6
6. Ottawa 99.9 95.1 4.8
11. Saskatoon 96.7 92.8 39

Source: KPMG

Visit Mercedes-Benz for a better class of sale. SLK, CLS and SL-Class, to be precise.
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Mercedes-Benz

Thanks to the strong Canadian dollar, and these financial incentives, there’s no better time to purchase.

B Cash purchase incentives up to $15,000 or monthly payments as low as $699, and lease rates as low as 3.9%*.
B SLK280 and SLK350 complimentary Sport Package giving you almost $3,000 of additional equipment at no extra cost.

SPRING BREAK EVENT

Lone Star Inc. 253-1333

10 Heritage Meadows Rd. S.E.
Corner of Deerfoot Tr. & Heritage Dr.
Mercedes-|
1993, 1999, 2000, 2001, 2005 & 2006

Benz Dealer Of The Year

www.lonestarcalgary.mercedes-benz.ca

© 2008 Mercedes-Benz Canada Inc. *For specific cash purchase incentives on a specific model, please visit your local Mercedes-Benz dealer for details. Cash purchase incentives available on all models with the exception of the C-Class and G-Class. Any alternative cash purchase incentives and the A.L.R rate cannot be combined.
The APR rate is based on the alternative cash purchase incentive added to the base rate A.L.R. which provides the true APR rate. Offers may change without notice and cannot be combined with any other offers. Offer ends March 31, 2008. SL550 lease example: Lease offer based on a new SL550 available only through Mercedes-Benz
Financial on approved credit for a limited time. $1,918 per month for 24 months. Down payment or equivalent trade of $0 plus first monthly payment and security deposit of $2,300 and applicable taxes due at lease inception. MSRP starting at $135,000. A.L.R. of 3.9% applies. Total obligation is $48,332. 12,000 km/year allowance
($0.35/km for excess kilometres applies). APR rate of 12.28% is based on the alternative cash purchase incentive of $15,000 added to the base rate of 3.9% which provides the true APR rate. The alternative cash purchase incentive of $15,000 and the 3.9% rate cannot be combined. Freight/PDI (up to $1,895 - dealer may charge less),
license, insurance, registration, taxes and PPSA are extra.
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