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This guide provides a comprehensive look into
Canadian government contracting that can serve
any vendor or supplier looking to break into the
Canadian market or grow their current portfolio of
Canadian contracts.

Overview of the Canadian Public
Sector Market

Public sector procurement spending in Canada is
estimated to be worth at least $200 billion Canadian
Dollars (CAD) annually, or approximately $150 billion U.S.
Dollars (USD) with the current exchange rate. However,
this figure includes the cost of social benefits and fixed
capital, two significant areas of spending that do not

fall under procurement methods traditionally open to
U.S. suppliers. As such, the market value of Canadian
purchasing available to U.S. vendors is more realistically
estimated between $65 and $70 billion CAD ($48 to $52
billion USD).

How Canada
Compares to the U.S.

Canada has three primary levels of government: federal,
provincial and territorial, and municipal. Compared to the
United States, provinces and territories are like states,
while municipalities are like cities and counties. While
provinces and states are similar, the former has more
exclusive power over local commerce than the latter.

It should also be noted that counties exist in Canada,

but they serve as census geographic areas with little
administrative purpose. Procurement is carried out at all
three levels of government to ensure that public services
throughout the country are effective and efficient. While
procurement processes vary from one government entity
to the next, government bodies follow a standard set of
rules to maintain transparency and fairness. To that end,
most purchasing throughout Canada is competitive.

The three tiers of government have their own separate
political authorities, with each tier responsible for
different functions and services. For instance, the
federal government is responsible for national defense,
regulation of trade and commerce, postal services, etc.,
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the provinces and territories for healthcare, education,
natural resources, etc., and the municipalities for public
parks, public transportation, etc. Certain functions

are common across all three levels, such as policing,
real property management, or construction. While the
federal government spends more than its provincial,
territorial, and municipal counterparts, numerous and
varied procurement opportunities exist at all levels of
governmentin Canada.

FEDERAL

The federal government, known as the Government of
Canada, spends $20 to $22 billion CAD ($15 to $16 billion
USD) annually on behalf of federal departments and
agencies. To provide critical government functions, Public
Services and Procurement Canada (PSPC) - the
procurement arm of the federal government - averages
60,000 transactions annually for goods and services
(including construction) ranging from aircrafts to
computers to scientific research services.

PROVINCIAL AND TERRITORIAL

Procurement spending at the provincial and territorial
level accounts for $30 billion CAD ($22 billion USD) each
year. Canada is made up of ten provinces and three
territories, but four provinces make up roughly 80 percent
of total provincial and territorial spending: Ontario,
Quebec, Alberta, and British Columbia. Provinces have
their own unique procurement powers which are exclusive
from those of the Government of Canada.

Territories were created by the federal government and
have authorities that differ from provinces, although they
undertake procurements in many areas common with
provinces. Over time, the federal government has been
handing down more and more powers to the territories
through a process called devolution. While territories have
their own purchasing powers, spending is minimal.

MUNICIPAL

The municipal market includes municipalities, academic
institutions, schools, and hospitals, also known as

the MASH sector. Municipal spending represents $15

to $18 billion CAD ($11 to $13 billion USD) yearly. Like

the provincial and territorial market, most municipal
purchasing comes from a few government entities.

This is mainly because a large percentage of Canada’s
population lives in a relatively small number of cities, most
of them within close proximity of the Canada-U.S. border.


https://www.deltek.com/en/government-contracting/guide/canadian-government-contracts?sourceid=61&utm_source=in-report-link&utm_medium=Download&utm_campaign=Canada-101-Guide&partnerref=Download_in-report-link_Canada-101-Guide
https://www.canada.ca/en/public-services-procurement.html
https://www.canada.ca/en/public-services-procurement.html

Eight cities account for a majority of municipal spending:
Toronto, Montreal, Calgary, Ottawa, Edmonton, Winnipeg,
Mississauga, and Vancouver.

U.S. VENDORS IN CANADA

Procurement processes in Canada are fairly similar to those
inthe U.S., making the Canadian market highly accessible

to U.S. vendors. Canada buys from a significant number

of foreign vendors, with U.S. vendors claiming the largest
part of that business. Approximately 25 to 35 percent of all
Canadian public sector spending goes into the U.S. market.
At the federal level, 16 percent of all contracts were awarded
to U.S. vendors between 2009 and 2019. U.S. companies
are the second biggest recipient of federal awards behind
Canadian companies, in part because Canada outsources
much of its national defense work to U.S. contractors.
Furthermore, a large portion of public purchasing in

Canada is with Canadian subsidiaries of U.S. multinational
companies. While these subsidiaries are not U.S. vendors
per se, they are largely rooted in U.S. corporate cultures.

Canada-U.S.
Procurement Relations

Many vendors based in the U.S. have taken advantage of
Canadian opportunities by doing business in the three
major market sectors - federal, provincial and territorial,
and municipal. Furthermore, many U.S. companies have
expanded their business up north by subcontracting under
a Canadian prime contractor, establishing a legal presence
in Canada, or creating a Canadian subsidiary. Indeed,
Canadian subsidiaries of U.S. multinational companies are
prominent within the Canadian business landscape. While a
U.S. company’s opportunities in Canada will vary depending
on its capabilities and offerings, the current level of trade
sets a strong precedent for the ability of U.S. companies to
expand their business in Canada.
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How Does the Canadian
Federal Government Spend
its Money?

Top PSPC Spending Areas (FY 2022-23)
» Information Processing

» Telecommunications

» Administration and Management

» Data Processing Equipment

» Professional Services

» Personnel Recruitment

» Architecture and Engineering Services
» Instruments and Laboratory Equipment
» Medical Equipment and Supplies

» Communications

Top PSPC Line Items (FY 2022-23)

» Informatics Professional Services

» Translation Services

» Automatic Data Processing Software

» HR, Consulting, and Project
Management Services

» Temporary Help Services

» Building Engineering Services

» Building Architectural Services

» Information Products

» Laboratory Equipment and Supplies

» Drugs and Biologicals

Note: This data is based solely on contracts
awarded by PSPC, including on behalf of other
departments. It does not include contracts
awarded directly to suppliers by any other
federal agencies.




Doing Business with the Canadian Federal Government

The Government of Canada is made up of over 250 departments, agencies, commissions, committees, councils, and
corporations. Included in this group are Crown corporations, government-owned organizations structured like private
or independent companies. The Canadian federal bureaucracy is politically neutral, with little turnover of government
officials following elections, which supports continuity of government
operations. This differs from the federal bureaucracy in the U.S., where key

. senior appointments usually change with each new administration. The two
Canada Fiscal Year countries also differ when it comes to their fiscal years. The Government of
Canada runs from April 1 of one calendar year through March 31 of the next,
while the U.S. federal government runs from October 1through September 30.

Government of

What are Crown corporations? Crown corporations are government organizations with a mixture of commercial and public-
policy objectives. They have greater freedom from direct political control than traditional government departments and

exist at both the federal and provincial levels. Pursuant to trade agreements between Canada and the U.S., ten federal Crown
corporations are open for business to U.S. companies. These organizations are unique to the Canadian bureaucracy, but can be
most closely compared to public-private partnerships in the U.S.

PSPC serves federal departments and agencies as their central purchasing agent and as such is the main buyer of goods
and services, including construction, for the federal government. PSPC also works with departments and agencies

to support effective, open, and transparent procurement processes. PSPC was formerly known as Public Works

and Government Services Canada (PWGSC) and the previous name is still referenced occasionally. Certain types

of purchases are procured by departments and agencies when they have the delegated contracting authorities and
expertise. For example, the Department of National Defence is responsible for acquiring defense construction services.

TOP CANADIAN FEDERAL SPENDERS (FY 2022-23)

The following data showcases how much the top ten spending federal agencies spent during Fiscal Year 2022-23. All
contracts represented in these spending numbers were acquired by PSPC, including on behalf of other departments.

DEPARTMENTS AND AGENCIES TOTAL VALUE OF CONTRACTS (CAD)

Department of National Defence $5,403,200,446
Public Services and Procurement Canada $2 766,692,252
Fisheries and Oceans Canada $656,266,453
Employment and Social Development Canada $474,424,769
Canadian Commercial Corporation $240,545,066
Canada Border Services Agency $210,449,178
Immigration, Refugees and Citizenship Canada $177,339,814
Public Health Agency of Canada $165,296,756
Veterans Affairs Canada $135,060,532
Health Canada $130,828,867
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https://e-gpa.wto.org/en/Annex/Details?Agreement=GPA113&Party=Canada&AnnexNo=3&ContentCulture=en
https://e-gpa.wto.org/en/Annex/Details?Agreement=GPA113&Party=Canada&AnnexNo=3&ContentCulture=en

FEDERAL PROCUREMENT RULES AND METHODS

Federal purchasing is carried out in accordance with a
comprehensive set of rules and regulations. Suppliers
should be familiar with the various policies established
by the Government of Canada, including competitive
thresholds, trade agreements, security requirements,
and more. Please consult the Appendix for a list of core
policies to know.

Thresholds for Competitive Procurement

Under the rules governing federal procurement, thresholds
have been established for competitive purchasing. For
purchases made by PSPC, goods valued over $25,000
CAD, and services and construction contracts valued

over $40,000 CAD, are usually considered bid worthy.

For architecture and engineering services, federal buyers
may enter into a contract without soliciting bids when

the estimated expenditure is less than $100,000 CAD. All
departments have the discretion to make their own non-
competitive purchases under certain dollar limits, which
vary between $25,000 to $100,000 CAD depending on the
requirement and agency. For low dollar value purchases,
contracting officers may work directly with suppliers

and direct procurements to suppliers of their choice.
Vendors are often selected from the Supplier Registration
Information (SRI) system, a registry of companies
interested in selling to the Government of Canada, or pre-
established source lists. Registration in SRl is needed to
bid on competitive contracts, but this database can help
suppliers secure non-competitive contracts too.

Procurement officials may utilize other informal
procurement methods, such as an acquisition card -
compare to a purchasing card (P-Card) inthe U.S.-ora
telephone buy (T-buy), where purchases are made verbally
in-person or over the phone. These types of purchases

are only made on low dollar value goods or services and do
not need to be published on any tendering site. Although
informal buying is more applicable to Canadian suppliers,
Canadian agencies use non-competitive contracts
sparingly. They are most often employed for:

» Pressing emergencies in which delay would be injurious
to the public interest,

» National security requirements,

» Low dollar value requirements, or

» Situations when only one supplier is capable of
performing the contract, for instance due to the
unique nature of the required good or service, or
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other limitations (i.e., the provision of proprietary
replacement parts or spares).

Trade Agreements

All three levels of government are subject to a host of
international and domestic trade agreements. Due to its
mid-size domestic market, Canada currently participates
in 15 free trade agreements with other countries and

is actively pursuing more. These agreements require
Canadian entities to treat foreign suppliers in an open,
transparent, and non-discriminatory manner when they
engage in the procurement process. These agreements
also ensure that Canadian suppliers receive the same
treatment when participating in foreign purchasing.
While navigating Canada’s free trade agreements can be

In addition to suppliers, open procurement
markets benefit governments and
taxpayers by increasing competition,

widening the choice of goods and services
available and, importantly, ensuring best
value for money.

GLOBAL AFFAIRS CANADA

challenging, it is these agreements that make it possible
for foreign suppliers of goods and services to address and
serve the Canadian market.

Although Canada is open for business to many countries,
the agreement relevant to U.S. companies is the

World Trade Organization Agreement on Government
Procurement (WTO GPA). Under this agreement, U.S.
suppliers have access to procurement conducted by
most Canadian federal departments, including ten

Crown corporations, as well as all ten provinces and three
territories. On July 1,2020, the United States-Mexico-
Canada Agreement (USMCA) - known as the Canada-
United States-Mexico Agreement (CUSMA) to Canadians -
came into force, replacing the North American Free Trade
Agreement (NAFTA). However, unlike NAFTA, Canada is
not a party to the government procurement chapterin
USMCA, which pertains only to Mexico and the United
States. Canada will maintain government procurement
commitments with the United States through the

WTO GPA.



https://srisupplier.contractscanada.gc.ca/index-eng.cfm?af=ZnVzZWFjdGlvbj1yZWdpc3Rlci5pbnRybyZpZD0x
https://srisupplier.contractscanada.gc.ca/index-eng.cfm?af=ZnVzZWFjdGlvbj1yZWdpc3Rlci5pbnRybyZpZD0x
https://www.tradecommissioner.gc.ca/fta-ale-canada.aspx?lang=eng
https://www.wto.org/english/tratop_e/gproc_e/gp_gpa_e.htm
https://www.wto.org/english/tratop_e/gproc_e/gp_gpa_e.htm
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cusma-aceum/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cusma-aceum/index.aspx?lang=eng

When a trade agreement applies to a procurement,

the procurement delegation authority must consider

a bid from any vendor based in a country thatis a
signatory to that agreement. The bid must be given equal
consideration as all other qualifying bids submitted.
Where a procurement does not fall under a trade
agreement, a foreign supplier may still submit a bid with
no guarantee their bid will be considered. The monetary
thresholds above which contracts by Canadian entities
are subject to free trade agreements vary by entity as well
as by agreement. These thresholds are usually expressed
inU.S.dollars.

Contracting Vehicles

Procurement processes in Canada are subject to

similar methods and transparency rules as in the U.S.
Competition in federal procurement is achieved through a
combination of advertised public notices, supplier source
lists, and pre-qualified suppliers holding standing offers
and/or supply arrangements. When bids are submitted,
they are evaluated based on the pre-determined
methodology that was outlined in the tender notice. In
Canada, solicitations are often referred to as “tenders” or
“proposals”. Following the evaluation of bids, the winning
proposal is selected and the procurement delegation
authority, usually PSPC, awards the contract on behalf

of the department or agency. The publicis then notified
through an award notice posted on the same tendering
service that was used to advertise the requirement.
Several types of bid notices are utilized in Canadian
procurement (consult the Appendix for definitions).

Many Canadian bid notices will be familiar from the

U.S. market, such as the request for information (RF1).
Suppliers looking to break into the Canadian market
should keep an eye out for RFIs, which are being
employed more frequently at both the federal and
provincial levels. RFls are used to gauge the industry in
question, obtain feedback, and provide initial context
pertaining to requirements early in the procurement
process. This allows for a better understanding of both
government needs and available solutions prior to
drafting requirements and a final solicitation. RFls are
usually used for complex procurements, giving interested
vendors time to discuss the scope and specifications

with the procurement delegation authority. Once a formal
solicitation is issued, vendors will no longer be able to have
such open conversations with procurement officials. With
some procurements taking up to two years, RFls can serve
as a valuable opportunity for foreign suppliers to learn
about the Canadian market.
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Types of Canadian Bid Notices:

KEY CONSIDERATIONS FOR CONTRACTING WITH
THE CANADIAN FEDERAL GOVERNMENT

In 2015, PSPC received authorization to extend access to
federal purchasing tools, such as standing offers and
supply arrangements, to other levels of government.
The Canadian Collaborative Procurement Initiative (CCPI)
was created as one of the mechanisms to execute on

this authority. CCPI enables provincial, territorial, and
municipal entities, as well as Crown corporations, to select
dozens of “off-the-shelf” goods or services. Currently,
there are over 60 types of commodities available to
participating public sector buyers. At the time of this
publication, the only province or territory to not have
joined yetis Quebec. Furthermore, most provinces and
territories have accepted liability for their municipal
users, meaning that those municipalities enjoy CCPI’s full
benefits. Over 300 municipalities currently participate.
The advent of CCPl and the willingness of provincial,
territorial, and municipal entities to join demonstrate

how procurement at the three levels of government is
becoming interconnected. The development of group
purchasing in Canada also has implications for suppliers,
who will need to adapt where and how they market their
goods and services if they have not done so already.

The federal marketplace has also been impacted by

recent trends related to diversity, equity, and inclusion, as
well as sustainability. Social procurement is the practice
of leveraging procurement spending to generate positive


https://www.tpsgc-pwgsc.gc.ca/app-acq/app-collaborat-procur/index-eng.html
https://www.tpsgc-pwgsc.gc.ca/app-acq/app-collaborat-procur/plan-eng.html

societal impacts. Itis carried out by purchasing goods
and services from underrepresented suppliers or social
enterprises, or by incorporating social benefit criteria

into procurements. The aim of social procurement is to
increase the diversity of government suppliers and create
opportunities for all types of business in Canada.

Green procurement is the movement to achieve
sustainability in procurement. Federal departments
and agencies have been directed to incorporate
environmental considerations into the procurement
decision-making process for all goods and services
purchased. The federal government is committed to
reducing its environmental impact and transitioning

to low-carbon, climate-resilient operations. A major
objective is transitioning government operations to net-
zero emissions by 2050, including procurement of goods
and services.

For defense contracting, Canada has a couple of key
defense procurement policies that vendors should
know: the offset policy and the Controlled Goods
Program. Offsets are required by virtue of the Industrial
and Technological Benefits (ITB) Policy. Companies that
receive defense awards are contractually obligated to
undertake business activity in Canada that is equal to the
value of the contracts they have won. This policy applies
to defense contracts over $100 million CAD that are not
subject to trade agreements. Canada’s offset policy is
designed to support the long-term sustainability and
growth of the Canadian defense industry.

Vendors in the defense and security sphere should also be
aware of the Controlled Goods Program, which regulates
and supervises the access of controlled goods in Canada,
including their examination, possession, and transfer.
Controlled goods are primarily defined as goods, including
components and technical data, which have military

or national security significance. The current program
involves a reciprocal agreement with the U.S. that allows
both countries to leverage each other’s defense markets.
Canada is committed to strengthening this agreement,
thereby maintaining its privileged access to the U.S. market
and safeguarding the North American bloc.

Bidding or working on a government contract that
involves sensitive information, assets, or infrastructure
requires security screening and compliance with security
requirements. These measures can be required

for personnel, organizations, work sites, information
technology, and other assets or infrastructure. Security

Deltek  GUIDE: Canadian Government Contracting 101

Examples of Goods and
Services Offered Through CCPI:

requirements can be applied to any contract, not just
defense-related ones. Several levels of security exist which
vary depending on the contract and its scope, but can be
grouped into requirements for personnel, organizations,

or information and assets. The Contract Security Program
(CSP), administered by PSPC, can help suppliers navigate
security requirements and obtain the proper screenings
and clearances.

A unique aspect of Canadian procurement is its official
language requirements. Canada has two official
languages - English and French - so tenders from the
Government of Canada are published in both languages.
Bidders may respond in the language of their choosing.
When it comes to goods and, notably, services that are
citizen-facing, Canada’s official language requirements
stipulate that they must be provided in both English and
French. On the other hand, Quebec only publishes its
tenders in French, as that is the only official language

of the province. Language requirements can vary by
municipality as well. More information on provincial and
municipal language requirements can be found in the next
two chapters of this guide.

Similar to a protest in the U.S,, the challenge process

in Canada allows suppliers to seek recourse when they
feel that they should have been awarded a particular
contract, or that their proposal was wrongly rejected. For
Canadian suppliers, challenges can be brought to the
Office of the Procurement Ombudsman (OPO). A foreign


https://www.ic.gc.ca/eic/site/086.nsf/eng/home
https://www.ic.gc.ca/eic/site/086.nsf/eng/home
https://www.tpsgc-pwgsc.gc.ca/pmc-cgp/index-eng.html
https://www.tpsgc-pwgsc.gc.ca/esc-src/documents/levels-of-security.pdf
https://www.tpsgc-pwgsc.gc.ca/esc-src/index-eng.html
https://www.tpsgc-pwgsc.gc.ca/esc-src/index-eng.html

supplier can legitimately challenge a procurement when a
relevant trade agreement applies by filing a complaint to
the Canadian International Trade Tribunal (CITT). When a
procurement is not subject to a trade agreement, foreign
suppliers can also complain directly to the procurement
delegation authority or procurement official(s).

How Canada Compares
to the U.S.

An access to information and privacy (ATIP) request
gives Canadian citizens, permanent residents, and any
person or corporation present in Canada the right to
access records of government institutions, including
personal information. This right is enshrined in the Access
to Information Act — which can be compared to the
Freedom of Information Act (FOIA) inthe U.S. - and in the
Privacy Act. While the structure of this law prevents non-
Canadian persons or businesses from directly requesting
information, information can be requested indirectly via
other channels, for instance by consulting with a Canadian
firm. Before requesting information, be sure to check if the
information has not already been published in the Open
Government portal.

The Government of Canada’s online procurement
services have transitioned to a new website entitled
CanadaBuys, replacing the former Buyandsell portal.
Notices of procurement opportunities are posted to
CanadaBuys, with SAP Ariba linked as the tendering
platform. Although modifications are still being made
to CanadaBuys, given its recent launch, itis now the
designated website for suppliers to submit their federal
bids and tenders.

GovWin IQ subscribers: If you are interested in requesting
information from the Canadian government, please contact
your customer success manager.

Not a GovWin IQ subscriber? Try GovWin IQ Canada for Free »
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Doing Business with Provinces
and Territories

The provinces and territories operate independently from
each other, including for purchasing. The specific rules
governing procurement vary by province and by territory,
but principles of fairness and open competition generally
apply across the country. In each province or territory,
departments, organizations, and certain government
funded entities are required to comply with binding
procurement policies established by the provincial or
territorial government. These policies outline thresholds
above which competitive procurements must be used,
as well as requirements for the conduct and content of
procurements. Generally, each province or territory has
a primary department that manages the procurement of
goods and services. Purchasing is centralized in Ontario,
Saskatchewan, New Brunswick, and Newfoundland

and Labrador. In each of these provinces, one agency
conducts procurement on behalf of all other agencies.

In other provinces, departments can manage their own
purchasing. The provinces and territories share a fiscal
year with the federal government, April 1 of one calendar
year through March 31 of the next.


https://open.canada.ca/en
https://open.canada.ca/en
https://canadabuys.canada.ca/en
https://canadabuys.canada.ca/en/resources/registering-on-sap-ariba-guide-for-businesses
https://info.deltek.com/Try-GovWin-IQ-Canada?sourceid=61&utm_source=in-report-link&utm_medium=Download&utm_campaign=Canada-101-Guide&partnerref=Download_in-report-link_Canada-101-Guide

PROCUREMENT SPEND BY PROVINCE

PROVINCES AVERAGE ANNUAL PROCUREMENT SPEND (CAD)

Ontario

Quebec

Alberta

British Columbia

Manitoba

New Brunswick
Saskatchewan

Nova Scotia

Newfoundland and Labrador

Prince Edward Island

KEY CONSIDERATIONS FOR DOING BUSINESS WITH
PROVINCES AND TERRITORIES

On the supplier side, those looking to do business with

the provinces or territories should be familiar with each
government’s individual policies. A regional division is
helpful when approaching this market — Atlantic (New
Brunswick, Newfoundland and Labrador, Nova Scotia, and
Prince Edward Island), Western (Alberta, British Columbia,
Manitoba, and Saskatchewan), Ontario, Quebec, and the
territories (Northwest Territories, Nunavut, and Yukon).

The provinces and territories are subject to certain, but
not all, trade agreements. Most are party to the WTO
GPA, the Canada-European Union Comprehensive
Economic and Trade Agreement (CETA), the
Comprehensive and Progressive Agreement for Trans-
Pacific Partnership (CPTPP), and the Canadian Free Trade
Agreement (CFTA). CFTAis a domestic agreement that
regulates trade between the provinces and territories

to ensure equal access to government procurement for
Canadian suppliers. The Western provinces participate

in the New West Partnership Trade Agreement (NWPTA),
aregional economic alliance. In general, the rules and
regulations stemming from trade agreements apply evenly
to all levels of government.

Although the provinces and territories procure
independently from each other, they sometimes engage
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$29,776,000,000
$17,815,000,000
$14,501,000,000
$12,503,000,000
$3,371,000,000
$2,807,000,000
$2,801,000,000
$2,780,000,000
$1,210,000,000

$270,000,000

in cooperative purchasing. The Western bloc is heavily
invested in this type of purchasing through NWPTA. The
Atlantic provinces have also established the Atlantic
Trade and Procurement Partnership (ATPP), an alliance
designed to increase the harmonization of practices for
procurement within the Atlantic provinces. One of its
main goals is to identify new areas to procure goods or
services on a joint basis. Additionally, CCPl has managed
to secure membership from every province and territory
except Quebec. Other notable purchasing cooperatives
based in Canadainclude Canoe Procurement Group

of Canada and Kinetic GPO, both of which have grown
substantially over the past few years and now operate in
nearly every province.

Itisimportant to understand how official language
requirements have been adopted in the provinces and
territories. For English-speaking suppliers, the most
notable requirement is in Quebec, where Frenchis the
official language. French is used there for conducting
procurement and providing government services.
Suppliers interested in responding to a tender in
Quebec must submit their bids in French as well. New
Brunswick and Manitoba are both officially bilingual. In
these provinces, suppliers may respond to tenders in
the language of their choosing, but depending on the
requirement, they may have to provide services in both
official languages.


https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/toc-tdm.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/toc-tdm.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/text-texte/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/text-texte/index.aspx?lang=eng
https://www.cfta-alec.ca/canadian-free-trade-agreement/
https://www.cfta-alec.ca/canadian-free-trade-agreement/
http://www.newwestpartnershiptrade.ca/
https://cap-cpma.ca/atlantic-trade-and-procurement-partnership/
https://cap-cpma.ca/atlantic-trade-and-procurement-partnership/
https://canoeprocurement.ca/
https://canoeprocurement.ca/
https://www.kineticgpo.ca/

For the other provinces, procurement is generally
conducted in English and most contracts only require
services to be provided in English. Ontario has a
regionalized language policy, where a portion of the
province is English-only and other areas are bilingual.
Alberta, Nova Scotia, Prince Edward Island, and
Saskatchewan are officially English-speaking, but do
permit services in French or other languages. British
Columbia and Newfoundland and Labrador are English-
only. In the territories, multiple official languages have
been adopted to reflect and accommodate Indigenous
populations. Depending on the service, specific language
requirements are outlined in each tender opportunity.

The challenge process varies by province or territory, with
some governments maintaining more formal procedures
than others. Atlantic provinces have not established any
official specialized tribunals or courts to enforce trade
treaty obligations, so disputes fall to provincial courts

or more informal avenues. However, through ATPP, the
Atlantic provinces are committed to examining the merits
of acommon bid challenge mechanism. The Western
provinces have a formal challenge process to ensure they
are fulfilling their trade agreement obligations. In Ontario,
suppliers can engage in a dispute resolution process
when a procurement falls under the trade agreements,

or they can file a complaint. In Quebec, a supplier’s first
step should be to file a complaint with the appropriate
procurement delegation authority. The decision or lack
of decision by that department can then be appealed to
the Autorité des marchés publics (AMP), an independent
oversight body mandated to deal with complaints.
Suppliers can also request government records and
other information in each province or territory, although
the name and steps of that process vary depending on
the government.

DOING BUSINESS WITH QUEBEC

In Quebec, in addition to complying with the standard
requirements that govern public sector purchasing,
suppliers must also receive authority from AMP to
participate in procurements above a certain threshold.
AMP is an independent agency that oversees all public
contracts and the registry of suppliers, as well as ensuring
compliance with tendering and award rules. All companies
seeking authority from AMP are investigated for potential
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transparency, conflict, or integrity issues. Suppliers

are encouraged to apply early to AMP if they intend to
participate in Quebec procurements, as the process can
take around six to twelve weeks, or longer for complex
applications. The approval process cannot be expedited.
Suppliers should also note that conditional approvals are
valid for three years and that they must apply for a renewal
no later than 90 days before the end of the approval
validity period.

Doing Business with Municipalities

Municipalities, academic institutions, schools, and
hospitals — MASH sector organizations - operate
independently from federal, provincial, or territorial
government control. These organizations have their

own procurement delegation authorities which manage
purchasing and establish procurement rules and methods.
However, in some provinces and territories, municipalities
are required to comply with binding provincial and
territorial rules related to procurement. For instance, the
Ontario Municipal Act requires municipalities to maintain
policies related to the procurement of goods and services.
Similarly, some entities in Montreal are governed by
Quebec’s purchasing oversight body, AMP.
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PROCUREMENT SPEND BY MUNICIPALITY

MUNICIPALITIES AVERAGE ANNUAL PROCUREMENT SPEND (CAD)

Toronto
Montreal
Calgary
Ottawa
Edmonton
Winnipeg
Mississauga

Vancouver

KEY CONSIDERATIONS FOR CONTRACTING
WITH MUNICIPALITIES

Overall, the municipal purchasing process is similar to

that of the federal government and provinces. Most
municipalities follow the April 1 through March 31 fiscal
year. They are subject to the trade agreements above
certain thresholds. They maintain their own bid challenge
and record request processes, although these vary in
formality and complexity. Cooperative purchasing has also
become more prevalent among the municipalities. Aside
from CCPI, which includes over 300 municipal

users, other municipal buying groups are popping up
across the country. Municipal buyers can also take
advantage of cooperative contracts offered through larger
organizations like Canoe Procurement Group of Canada
and Kinetic GPO.

Suppliers working with municipalities in Quebec, New
Brunswick, Manitoba, or other areas of the country where
French is an official language will need to be aware of how
official language requirements impact the procurement
process. These requirements have three dimensions that
suppliers should consider. First, the language(s) in which
citizen-facing services will need to be provided. Second,
the language(s) in which government employees will need
to be served. Finally, the language(s) in which business

is conducted. Will question and answer exchanges take
place in French? Will suppliers need to present their
business case in both English and French? Depending on
the municipality, language requirements may include other
languages aside from English or French.
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$3,100,000,000
$3,000,000,000
$2,539,800,000
$1,000,000,000
$1,000,000,000
$429,939,000
$374,340,439

$107,386,350

Next Steps for Selling to
Canadian Governments

Before your company can bid on Canadian government
contracts, there are a few key steps you need to follow to
best position yourself to make a winning bid.

UNDERSTANDING THE CANADIAN PUBLIC
SECTOR MARKET

The first step to doing business in Canadais
understanding the market and where your business is likely
to be successful by answering the following questions:

»  Which governments buy which goods or services?
»  How much have these government bought before?

»  How do these governments buy goods or services
of interest?

»  Whatare these governments’ plans for buying?

»  Which regions or jurisdictions are attractive to
your company?

The answer to these and other similar questions can be
determined by getting a holistic view of the Canadian
market and comparing what each government needs or is
likely to buy. That type of information is gained by analyzing
tender and contract data, combing through budget and
planning documents, and identifying market trends.
Deltek’s GovWin IQ now offers access to these and other

key insights for all three levels of government in Canada.
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With a GovWin IQ subscription, the information you need
to build out your pipeline and make critical decisions is
consolidated in one easy-to-use platform.

REGISTERING YOUR BUSINESS IN CANADA

To do business at any level of government in Canada, your
second step should be registering your business. At the
federal level, you should follow these steps:

1. Beprepared with your Business Number (BN) from
the Canada Revenue Agency (CRA). If you do not have
a BN and your business is based in Canada, you can
register online, by mail, by fax, or by phone. If your
business is based outside of Canada, contact a Tax.
Service Office (TSO) to apply for your BN. The TSO
is based on the physical location of your business
outside of Canada.

2. Registerasasupplierin SRI. Registration in SRI
provides your business with its Procurement Business
Number (PBN), your unique supplier identifierand a
prerequisite for doing business with the Government
of Canada.

3. Signup for SAP Ariba. Before signing up for this
platform, double check that your company does
not already have an account. If you do not have an
account, follow the steps to create your profile. If you
do have an account, fill out additional information and
a questionnaire required by the federal government
to be eligible for bidding, and make sure your payment
information is up to date. You will need to provide your
BN here as well.

4. Registerin procurement databases and/or methods
of supply relevant to your company. Your PBN will be
required. Other platforms are industry-specific and
serve as additional forums to promote your company.
Many of them will eventually be brought under
CanadaBuys but are still active until that transition
occurs. To learn more about commodity-specific
opportunities, click here. While there are a handful
of platforms, two of them are identified in Canada’s
trade agreements, including the WTO GPA: Task and
solutions professional services (TSPS) and Task-
Based Informatics Professional Services (TBIPS).

At the provincial and municipal levels, you will need to
register with each individual government you intend to
do business with. While the registration process varies
slightly by government, you will generally be prompted to
complete similar steps and provide similar information,
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including your BN, business name, contact information,
ownership, location, etc.

FINDING OPPORTUNITIES IN CANADA

The third step to doing business in Canada is knowing
where and how to locate opportunities. CanadaBuys

is the designated public platform for federal bids and
tenders. Searches can be filtered by a few features, such
as keyword(s), tender notice status, or location. When
searching for bids, take note of the corresponding United
Nations Standard Products and Services Code (UNSPSC)
tags and Goods and Services Identification Number
(GSIN) codes. The Government of Canada references
both UNSPSC and GSIN codes quite extensively. Suppliers
should become familiar with their taxonomy and how
goods or services fit within it to help them search and
monitor for opportunities. Provinces, territories, and
municipalities usually have their own online tendering
platforms as well, although they differ in their capabilities
and search features. For all levels of government, GovWin
IQ’s advanced search features allow to you to customize
your searches and narrow down the information you want
through dozens of filters that include UNSPSC and GSIN
codes, Smart Tags, key milestones, trade agreements, and
much more.

GovWin IQ monitors approximately 2,500 tendering sites for
you, helping you find the right opportunities and save time.
You can even create and save personalized searches that
will notify you on a daily or weekly basis about opportunities
tailored to your business.

BIDDING ON OPPORTUNITIES

Once your company has completed the necessary
steps to understand the market, register, and find
opportunities, you will be ready to make informed and
successful bids. While bidding terms vary by government,
requirements for bidders are usually outlined in
procurement documents. In general, once a bid
documentisreleased, there s little flexibility to change
the requirements, so bidders should fully respond and
demonstrate they can meet the requirements in their
responses. The process of bidding is highly regimented
in Canada and usually follows a similar process at all
levels of government: publication, evaluation, and
vendor selection. First, a solicitation is published and
posted, and suppliers submit their bids. Following the
COVID-19 pandemic, most purchasing delegation
authorities across the country are only accepting online
bids and will not be going back to paper bidding. Second,
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the procurement delegation authority evaluates the
submitted bids. During the evaluation period, suppliers
may be asked to demonstrate their products, provide
additional information, or attend a meeting with
procurement officials. Finally, a vendor is selected, and
contract negotiations and execution take place.

Strategies for Winning Canadian
Government Contracts

For suppliers looking to break into the Canadian market,
there are a few ways to get your name out there and

start winning your first contracts. One way to do this is by
establishing connections with Canadian officials within
key departments. The federal government, along with
several localities, offers a directory of government officials
with contact information. The federal directory is entitled
Government Electronic Directory Services (GEDS). By
proactively reaching out to key decision makers, you can
promote your business and learn about buyer operations.
Responding to requests for information is also a great way
to open discussions and have targeted conversations

with officials.

Over 240,000 decision maker contacts from all levels of
Canadian government are available in GovWin IQ!

Another strategy for suppliers that are new to the
Canadian market is to subcontract under a Canadian
prime contractor. This approach also works well for
small- to medium-sized companies that can provide
certain requirements, but not all, under a contract.
Subcontracting is a widely used practice throughout
Canada, and the process of becoming a subcontractor
can be very similar to that of contracting directly with
the government. If your business is interested ina
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subcontracting opportunity, you should be prepared to
create a proposal and submit it to the prime contractor

on the project. Consult GovWin IQ’s registries of company
profiles and contacts to find potential teaming partners.
Additionally, if your company has a branch or another form
of legal presence in Canada, leverage your Canadian
presence to be considered as a Canadian company when
bidding. This will eliminate any restrictions imposed on
foreign suppliers by the trade agreements.

All suppliers involved in the Canadian market can benefit
from joining group purchasing initiatives, such as CCPI.
These initiatives are proliferating across the country ata
rapid rate. Group purchasing generally benefits buyers,
so many buyers are eager to reap the benefits. Given

the growing popularity of these initiatives, suppliers
should consider joining one or more groups, whether itis
an informal information sharing network or a provincial
vendor-of-record arrangement. Suppliers involved in
these initiatives can expand their opportunities and
benefit from more direct access to buyers. Furthermore,
participating in contracting vehicles like supply
arrangements and standing offers creates similar benefits
for suppliers.
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Gain a Competitive Edge with
GovWin IQ

GovWin IQ offers access to comprehensive, centralized

coverage of the Canadian federal, provincial and territorial,

and municipal markets in one single platform. As the
leading provider of U.S. contracting market intelligence,
Deltek’'s GovWin IQis now applying its tried-and-true
methods to the Canadian market. From bids to contracts
to market insights, everything your company needs to
successfully do business in Canada is available on the
user-friendly GovWin |Q platform. With its library of over
50,000 Lead Alerts, GovWin IQ is the only provider of
pre-RFP intelligence for the entire Canadian market.
Additionally, it is the only platform that collects and
maintains historical contract records from all levels of
government, with new records added every day.

Whether your company is already doing business in
Canada or is new to the market, GovWin IQ can help you
find the right opportunities, connect with procurement
officials or teaming partners, learn about the market, and,
most importantly, win contracts. Ready to get started?
Click here to Try GovWin IQ Canada for Free Today »

Learn more about GovWin IQ

Deltek.

Insights Available on
GovWin IQ:

» Agency and Government Profiles
» Amendments

» Bids, Tenders, and RFPs

» Bit Tabulations and Planholder Lists

» Budgets and Capital Improvement Plans

» Connectors to ’ ;
and Salesforce

» Contract Awards

» Decision Maker Contacts

» Lead Alerts

» Market Intelligence Reports

» Records and Information Requests (ATIP)

» Vendor Profiles
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Appendix

GLOSSARY

Access to information and privacy (ATIP):

ATIP gives Canadian citizens, permanent residents,
and any person or corporation present in Canada
the right to access records under the control of
federal government institutions, including personal
information. Provinces and territories have their own
access and privacy legislation.

Challenge: The challenge process allows suppliers

to seek recourse when they feel that they should
have been awarded a particular contract, or that their
proposal was wrongly rejected.

County: Counties serve as census geographic
regions. They exist solely for the purposes of
statistical analysis and presentation, with no
government of their own.

Crown corporation: Crown corporations are
government organizations with a mixture of
commercial and public-policy objectives. They have
greater freedom from direct political control than
traditional government departments and exist at both
the federal and provincial levels. These organizations
are unique to the Canadian bureaucracy.

First Nations: Also known as bands, First Nations

are the government bodies for native and Indigenous
populations. Throughout Canada, there are over

630 First Nations communities, representing over

50 Nations and 50 Indigenous languages. They are
governed by band councils, which are similar to
municipal governments. Band members elect the
band council, which makes decisions that affect their
local community.

MASH: MASH refers to municipalities, academic
institutions, schools, and hospitals, entities which
operate independently from federal, provincial, or
territorial government control.
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Municipality: Municipal governments are local
elected authorities. They include cities, towns and
villages, and rural or metropolitan municipalities.

Province: Provinces are sub-national divisions that
exercise their own constitutional powers.

Standing offer: A standing offer is an offer from a
potential supplier to provide goods and/or services at
pre-arranged prices, under set terms and conditions,
when and if required. It becomes a contract once

the government issues a “call up” against it. Until that
time, the government is under no actual obligation to
purchase.

Supply arrangement: Supply arrangements allow
agencies to solicit bids from a pool of pre-qualified
suppliers for specific requirements. A supply
arrangement includes a set of predetermined
conditions that will apply to bid solicitations and
resulting contracts. Neither party is legally bound as
aresult of signing a supply arrangement alone, and
prices established as a result of supply arrangements
are negotiable.

Tender: Tenders are used in addition to bids

in Canada but are more focused on price. With
tenders, vendor selection is based solely on price
and negotiation is not permitted. They are used for
specific goods and services.

Territory: Territories exercise delegated powers
under the authority of the Parliament of Canada and
do not have constitutional powers in their own right.
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TYPES OF BID NOTICES
« Advance Contract Award Notice (ACAN):

A public notice indicating to the supplier community

that a department or agency intends to award a
good, service, or construction contract to a pre-
identified supplier.

o Invitation to Tender (ITT): Used where selection is
based on the lowest price.

o Notice of Proposed Procurement (NPP): A
summary of an upcoming solicitation that briefly
describes the requirement and provides pertinent

information that will assist suppliers to determine their
interest in fulfilling the requirement and their ability to
successfully meet any key conditions for participating.

o Price and Availability (P&A): A request sent to
suppliers for information concerning approximate
prices and availability of specific goods or services.
Used for program planning or budgetary purposes.

FEDERAL PROCUREMENT POLICIES

Request for Information (RF1) or Letter of Interest
(LOI): Used when detailed information and feedback
are required from suppliers. Such requests may be
used to inform future bid solicitations.

Request for Proposal (RFP): Used when bidder
selection is based on best value rather than on
price alone.

Request for Quotation (RFQ): Used to solicit bids for
low dollar value commmercial goods and/or services.

Request for Standing Offer (RFSO): Used to solicit
offers for standing offer methods of supply.

Request for Supply Arrangement (RFSA): Used
to solicit arrangements from suppliers for the
establishment of supply arrangements.

Federal purchasing is carried out in accordance with a comprehensive set of rules and regulations. All federal contracts
are subject to standard terms and conditions set out in the Standard Acquisition Clauses and Conditions (SACC)

Manual. Other key rules and regulations include:

The Financial Administration Act,

«  The Government Contract Regulations,

+  The Treasury Board Directive on the Management
of Procurement,
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The Department of Public Works and Government
Services Act,

The Integrity Regime, and

The Canadian International Trade Tribunal Act.
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