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U.S.-CANADA TRUSTED TRAVELER PROGRAM UPGRADED, EXPANDED

Washington, D.C, Dec. 14, 2006: U.S. Customs and Border Protection announced today that three NEXUS trusted traveler programs have been integrated into a single program. This integration means that there will be one application form and fee to participate in all modes of the NEXUS program - air, land and marine. In addition, NEXUS will provide processing locations at additional airports in Canada throughout 2007. NEXUS is a joint program with the Canada Border Services Agency that allows pre-screened and approved travelers faster processing at designated highway lanes in high-volume border crossing locations, at a NEXUS kiosk at Vancouver International Airport, and at certain marine reporting locations in the Great Lakes and Seattle regions. This expansion of the program means that there will be one application form and fee to participate in all modes of the Nexus program.

NEXUS membership also fulfills the travel document requirements of the Western Hemisphere Travel Initiative, which will require a passport or other secure travel document by all U.S. and Canadian citizens seeking entry or re-entry into the U.S. by air beginning January 23, 2007. It is anticipated that NEXUS membership also will be acceptable when the requirement is extended to land and sea travel. For a list of frequently asked questions and information about other CBP trusted traveler programs, please visit cbp.gov’s Frequently Asked Questions About NEXUS
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SAFE HARBOR FRAMEWORK

The United States and the European Union share the goal of enhancing privacy protection for their citizens, but each takes a different approach to privacy. The United States uses a sectoral approach that relies on a mix of legislation, regulation, and self-regulation. The EU relies on comprehensive legislation. In an effort to bridge these different privacy approaches and provide a streamlined means for U.S. organizations to comply with the EU directive, the U.S. Department of Commerce in consultation with the European Commission developed a "Safe Harbor" framework that was approved by the EU in July 2000. Being certified under its provisions is an important way for U.S. companies to avoid experiencing interruptions in their business dealings with the EU or facing prosecution by European authorities under European privacy laws. For details go to Safe Harbor Web site.
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TOP 10 QUESTIONS ABOUT THE NAFTA CERTIFICATE OF ORIGIN

Thanks to Eduard Roytberg of our Ontario, CA. office for providing this information. To read the article go to: http://www.buyusa.gov/arkansas/naftatop10.pdf
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WHAT TO INCLUDE ON A COMMERCIAL INVOICE

Thanks to Eduard Roytberg, International Trade Specialist

U.S. Department of Commerce Office, Ontario, California

For providing this information

Source: www.shipsolutions.com

(Article copied with permission from the publisher)

The commercial invoice is one of the most important documents in international trade and is reviewed by customs, freight forwarders, international bankers, and transport and insurance companies. This document reflects the complete details evidencing fulfillment of the sales contract and provides necessary information for third parties, listed above, of the transaction. 

The Bureau of National Affairs (BNA), Export Shipping Manual, and Exporter’s Encyclopedia are all excellent references that provide specific document content required by destination country.

Invoices commonly include the following information: 

· Invoice number and date: The exporter provides the invoice number for ease of reference. 

· Name and address of buyer: This is required for customs purposes. 

· Buyer’s reference number: Provided for ease of reference. 

· Method of payment: Provided to the buyer when payment is due. 

· Term of sale: Incoterms specify which party has responsibility for the cargo and at what point that responsibility transfers from the buyer to the seller. The Incoterms provide thirteen terms of sale established to create a common set of rules to govern the basic buy/sell transaction. 

· Product number, description of merchandise, unit price and total price: When shipping products to Mexico, the customs process should be expedited by providing your product description in both English and Spanish. Always include the product number and correct calculation of the per unit price and total price. 

· Harmonized System Classification Number (HTS): You should include the first six digits of the HTS number on the invoice. 

· Country of origin of products: Custom duties are assessed based on the product’s country of origin. 

· Mode of transportation: Provides the buyer with shipping information. 

· Currency of invoice: When invoicing in United States dollars, USD should clearly be stated on the invoice next to the amount. When using a currency other than USD, use the ISO code for that currency. 

· Type of insurance coverage and party insuring: In case of damage or loss, this information provides the buyer with which party is responsible. 

· Signature: Most companies sign the commercial invoice. The signatory should be someone with responsibility and knowledge of the shipment. 

The commercial invoice is a bill or record of transaction between the seller and buyer. It is the basis for foreign customs' identification, classification, duty/tax assessment, and final approval of entry of the goods. Accurate descriptions help expedite the clearance process for the border brokers to make customs entry, and help Customs quickly identify your commodity.
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