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INTERNATIONAL BUSINESS NEWS – JANUARY 2009

MARKET OF THE MONTH – POLAND
Poland is a highly favorable place for trade and investment despite the deceleration taking place in global markets. Poland has enjoyed nearly 18 straight years of economic growth, with an increase of over six percent in 2007. Poland’s stable economy and strong financial system stand out in sharp contrast to many other EU economies. In addition, the economy will be bolstered by new stringent financial regulations as Poland readies itself for adopting the Euro in the next few years. Poland’s accession into the EU in 2004 and its entrance into the European-wide free transit zone (Schengen) in 2007 have eliminated all border checks along intra-EU frontiers. With a geographical location in the heart of Europe, Poland is the ideal location for doing business with the entire European continent.

Although Poland has boasted positive growth for the last 18 years, the country remains one of the EU’s lesser developed countries with limited individual purchasing capacity. In addition, Poland remains saddled with an outdated road and air transportation network. For U.S. companies, this increases the costs of doing business, limits ready access to markets within Poland and impacts the country’s potential as a regional distribution hub.

The Polish market is characterized by wide population dispersion, with 25 percent living in rural areas and urban dwellers spread among a number of cities. Urban consumers generally have greater purchasing power than their rural counterparts. 

Communication in Polish is recommended in order to elicit prompt responses to offers and inquiries and to facilitate negotiations. Poland’s communication network is relatively well-developed and email communications and Web site offerings are an increasingly effective means of reaching local buyers. Pricing is the most critical factor in positioning a product or service for sale in Poland. Access to capital is difficult for most Polish firms and business transactions are typically self-financed. U.S. firms that can arrange financing will have a competitive edge. Personal contact with the customer is critical and final purchasing decisions typically require a face-to-face meeting. Success in this market normally requires an in-country presence such as an agent, distributor or representative office.

For U.S. companies that are ready to explore in detail what the European market has to offer, the U.S. Commercial Service presents Trade Winds III, a Pan-European Business Forum in Warsaw, Poland on
April 20-22, 2009. This program will offer attendees the opportunity for one-on-one client consultations with senior commercial officers representing opportunities from 27 Western, Central and Eastern European markets. 

Market Opportunities and Best Prospects:

Automobile Parts and Components
Defense
Safety and Security
Computer Services
Computer Software
Computer and Peripherals
Construction Materials and Equipment
Water and Wastewater
Treatment Equipment

Plastics Processing

Useful Link:










U.S. Commercial Service in Poland
INVEST IN AMERICA

As part of the International Trade Administration, Invest in America is the primary U.S. Government mechanism to manage foreign direct investment promotion. Efforts are focused on outreach to foreign governments and investors, support for state governments’ investment promotion efforts, and addressing business climate concerns by serving as ombudsman in Washington for the international investment community.  Foreign direct investment (FDI) plays a major role in the U.S. economy, both as a key driver of the economy and an important source of innovation, exports and jobs. The United States has always provided foreign investors a stable and welcoming market. As a place to do business, the United States offers a predictable and transparent legal system, low taxes, outstanding infrastructure, and access to the world’s most lucrative consumer market. For more information, go to http://www.trade.gov/investamerica/
VALIDATED END USER PROGRAM FOR CHINA
Under Secretary of Commerce Mario Mancuso made the following statement on December 17, 2008 in response to inaccuracies in the Dec. 17 Washington Times article, “U.S. to Tighten Export Rules on 5 Firms in China:”

"First, the Validated End User (VEU) program was designed to ensure that U.S. products are used for commercial purposes consistent with our broader foreign policy towards China.  It does not provide companies with access to ‘strategic military equipment.’  The items approved for export under VEU are dual-use in nature and are used for strictly commercial purposes.

"Second, VEU does not allow companies to obtain U.S. technology without the formal security checks required for an export license.  In fact, companies approved for VEU undergo a much more rigorous and demanding interagency review than that required for an individual export license.

"Third, it is incorrect to report that the Commerce Department has been unable to conduct checks of facilities in China.  Commerce does have the ability to conduct checks and recently conducted such checks under a pre-existing framework.

"The five VEU companies currently authorized have an established licensing history and a proven track record of using U.S. products for commercial purposes.  Among other requirements, VEU companies must maintain comprehensive compliance programs and agree to allow on-site reviews.

"We continue to work on an agreement that would formalize procedures for VEU-specific on-site reviews.  The absence of such procedures does not pose a security risk.  However, the lack of an agreement diminishes VEU’s trade enhancing benefits, and Commerce is evaluating all options related to the program for China, including suspension.

"The U.S.-China relationship is critical to the prosperity of both countries, and Commerce will continue to consider ways to expand commercial high technology trade with China consistent with our national security interests."

           
MEXICO BANKING TECHNOLOGY REPORT

NAFTA caused Mexican banks to modernize and upgrade banking technology in order to increase and improve their services and compete against U.S. and Canadian banks. In order to become more competitive Mexican  banks are investing in technology to achieve cost savings. As new financial players and banks are in the banking industry the challenge of technological integration is bigger.

An effective employment of technology is an advantage over competitors as the lender will be better positioned to serve their customers and lower their costs. For this reason, technology is changing the efficiency of financial institutions that are constantly looking for technology consolidation by combining platforms and software integrators. For an overview of the current Mexican banking platform in order to explore business opportunities for U.S exporters seeking to penetrate this market, go to http://www.buyusa.gov/arkansas/mexbank09.pdf
.
VIETNAM BANKING SECTOR

The banking and financial sector in Vietnam, which has developed very quickly in the last few years, is playing an ever-increasing role in the country’s economic growth and development. Though it does not yet fully meet international standards in all aspects, the banking industry is gradually becoming a more modern and efficient system. A growing number of private banks have emerged and equitization (partial privatization) of state-owned banks is taking place gradually. Meanwhile, the banking sector’s regulatory body – the State Bank of Vietnam- continues to improve itself. From late 2007 and throughout 2008, Vietnam experienced economic overheating characterized by high inflation, currency depression, and a high trade deficit. The government therefore reversed its economic position to give macroeconomic stability priority over rapid growth. The government’s “macro plus” economic package includes tightening public expenditures, reallocating government resources out of the banking system, and stopping inefficient investment projects. These steps helped to significantly reduce inflation in the final quarter of 2008. To learn more to go http://www.buyusa.gov/arkansas/vietbank09.pdf
GUIDANCE ON REEXPORTS AND OTHER OFFSHORE TRANSACTIONS INVOLVING U.S.-ORIGIN ITEMS

The United States Department of Commerce regulates exports and reexports of "dual-use" items, i.e., goods, software and technologies with commercial and proliferation/ military applications, through its Export Administration Regulations (EAR). If you are outside the United States and wish to export or reexport an item that is of U.S. origin or that has a U.S. connection (as described in more detail in Parts B-D below), your product may require a license from the U.S. Department of Commerce's Bureau of Industry and Security (BIS). To learn more, go to http://www.bis.doc.gov/licensing/reexportguidance.htm
USEFUL WEBSITE

Latest WTO World Tariff Profiles

In October 2008, the World Trade Organization (WTO) published the 2008 edition of World Tariff Profiles. This free, valuable resource provides a full, up-to-date listing of the principal tariff indicators for WTO member nations plus other countries and customs territories. The 2008 edition features more detailed data on “exports to major trading partners and duties faced” broken down by agricultural and nonagricultural products. Two new technical annexes discuss the new Harmonized System and concessions on other duties and charges for WTO members.

The publication, which can be downloaded from the WTO Web site, is a joint publication of the WTO, the U.N. Conference on Trade and Development (UN CTAD), and the International Trade Centre (ITC). To download, free, this 250-page publication, visit www.wto.org/english/news_e/news08_e/world_tariff_profiles_1sep08_e.htm and click on “PDF Download” link.

UPCOMING WEBINARS

2009 GLOBAL MARKETPLACE WEBINAR SERIES

All programs will run from 10:00 – 11:15AM CST.

$40 Fee for each live event

Interactive format allows you to ask questions

Participate from your office or home computer

Can't attend the live event? Order the audio/visual recording
January 14, 2009: Classifying your Product for Import /Export (HS#): 
Are you aware of the implications of classifying products correctly? How are you working through product classification? This web-based seminar offers a checklist for ensuring proper classification. 
January 28, 2009: Export Documentation Fundamentals:
Are you familiar with international trade terminology and the documents required to ship products overseas? During this web-based seminar, you will learn the roles that each party has in the export transaction, learn what documents are required to minimize the risk of delays and how to complete them, and export clearance filing requirements through AES (formerly the SED). 

February 11, 2009: Incoterms 2000–Transportation Obligations, Costs and Risks Incoterms 2000: 
define seller-buyer responsibilities, costs and risks used in international sales of goods. Do you properly use Incoterms? This web-based seminar will profile all 13 Incoterms with an emphasis on minimizing your costs and risks as an exporter. 

February 18, 2009: Ensuring Payment for International Sales: 
Do you know how to safely get paid for an international sale? This web-based seminar will outline the common international methods of payment used in global trade and risk mitigation tools. 

March 4, 2009: Increasing Your Global Sales Using the Internet:
The Internet can be a powerful global marketing tool to showcase your company to a world of new customers. Are you harnessing the Internet’s full potential for increasing export sales and reducing costs? This web-based seminar will outline the tools available to increase site visibility and usability to foreign buyers, and key issues to consider when trying to internationalize your website. 

March 18, 2009: Exporter Obligations/Export Control Update: 
 Do you know your obligations as an exporter? Are you aware of the latest export controls? This web-based seminar will outline the exporter’s responsibilities in a transaction, minimum filing and record keeping obligations and tips on a compliance manual. Also find out about the latest export controls and if they affect your transaction.

COMMERCIAL NEWS USA (CNUSA)

The May-June 2009 issue of “Commercial New USA,” will feature the Exporter of the Year Awards, Business Services, Hotel/Restaurant Food Processing, and Information Technology. Deadlines for the edition are March 6, 2009 for space, and March 16, 2009 for materials. CNUSA, the official export promotion magazine of the U.S. Department of Commerce, reaches 400,000 readers in 176 countries worldwide. For advertising information and to view current and past issues, visit: http://thinkglobal.us/

We Hope You've Enjoyed This Edition of our Newsletter

Contact us at: little.rock.office.box@mail.doc.gov  http://www.buyusa.gov/arkansas
Phone: 501-324-5794, Fax 7380
For a list of our upcoming Webinars and other programs, click here.
(Any mention of non-government sources does not constitute endorsement.)
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