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“OPPORTUNITIES IN THE CHILEAN AGRIBUSINESS MARKET” WEBINAR

You are invited to join the U.S. Commercial Service Agribusiness Team in an online seminar explaining the market for U.S. agribusiness companies in Chile
Tuesday, July 17, 2007 -- 11 am PST / 2 pm EST

The Chilean agricultural sector grew by 6.7% in 2006, surpassing the country's total economic growth, which reached 4.3%. Future growth is expected to continue increasing as a result from Chile’s economic and political stability, as well as the large export market, which includes the countries and regions with which Chile holds free trade agreements (Canada, Mexico, U.S., E.U., China, Japan, etc.).

Growth in this sector is directly tied to Chile's booming food production such as wine, fresh fruit, salmon and aquaculture, pork, poultry, dairy and other products. Chile's exceptional geographic and climatic characteristics provide excellent conditions for agriculture, agroindustiral and food production. There are many integrated point to point production chains (e.g. pork production), which include genetics, production, slaughter processes, pork meat processing and packaging.
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The U.S. Chile Free Trade Agreement (FTA) came into force January 1, 2004. Since then, 97% of U.S. exports to Chile enter duty free, will all remaining tariffs to be phased out by 2015. Bilateral trade between the United States and Chile totaled $16.35 billion in 2006, an impressive increase of 154 percent over bilateral trade in 2003, before the FTA took effect, which totaled $6.43 billion.

(Continued)

Are you taking advantage of Chile's vibrant and growing Agribusiness sector? Join the U.S. Commercial Service Agribusiness Team on Tuesday, July 17, 2007, for a webinar on opportunities for your company in the Chilean market. This webinar will cover several important industries within the Agribusiness sector – everything from putting a crop in the ground to packaging it for retail. Specific areas include:

· Agricultural Machinery and Equipment 

· Food Processing and Packaging Equipment 

· Agricultural Chemicals 

Topics to be covered in addition to these industries include: 

· Current market conditions in Chile for Agribusiness 

· Customs and tariffs issues 

· Opportunities and challenges in this market 

· Getting to know the local business culture 

· Answers to your specific questions from an in-country industry specialist 
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Speakers 

· Mary Lou Lathrop – Agribusiness and Food Processing/Packaging Equipment industry specialist – US Commercial Service Chile 

· To be announced 

Registration 

Cost: $30 per person 

This webinar is open to all U.S. companies interested in the Chilean Agribusiness market. If you would like to attend this webinar, please register by visiting https://emenuapps.ita.doc.gov/ePublic/newWebinarRegistration.jsp?SmartCode=7Q3H. After you submit registration and payment information, you will be provided with audio and visual log-in details for the webinar. 

The Agribusiness Team looks forward to your participation in this exciting webinar! If you have any questions or would like more information, please contact Janet Bauermeister, Agribusiness Team Leader, at 509-353-2625 or Janet.Bauermeister@N0SPAM.mail.doc.gov . 
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TRADE MISSION TO TURKEY, JORDAN, AND EGYPT

You are invited to join the U.S. Dept. of Commerce’s Healthcare Technologies Trade Mission to Istanbul, Turkey; Amman, Jordan; and Cairo, Egypt
October 24 – November 1, 2007
Unique Opportunities

The markets of Turkey, Jordan, and Egypt offer exceptional prospects for U.S. suppliers of medical products, services, and technologies.
Customized Options

Choose the markets where you wish to participate. First preference will be given to companies who take advantage of 2 or more stops.
Cost Effective

Gain market access and results through pre-screened appointments tailored to your company’s needs.
Market Overview

Access how your products fit into the local markets through commercial briefings, site visits, and discussions.

Valuable Introductions

Meet face-to-face with potential distributors and agents, facility administrators, and purchasing managers through group events.
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Costs

The cost of this trade mission will be $3,500 for two stops or $4,300 for all three stops for a company’s first representative. Each additional representative will cost $500. Fees do not include airfare, lodging, or other travel expenses.

Register at http://www.buyusa.gov/healthcare/me_trademission.html. For more information, contact Lisa Huot at Lisa.Huot@mail.doc.gov or at 202-482-2796.
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TRADE COMPLIANCE CENTER ONLINE RESOURCES

The following new items have been added to TCC On-Line:

Country Market Research

Trade Policy Review Summary: India
Trade Compliance News

WTO Begins Negotiations with Iraq for Membership (05/29)
Eleven American Companies Honored with Presidential Awards for Exporting Success (05/25)

USPTO Official Speaks on Intellectual Property Counterfeiting and Piracy at Small Business Summit (05/25)
U.S.-Korea FTA: Opportunities for Agriculture (05/25)
U.S. and China Make Some Progress During Strategic Economic Dialogue (05/24)
Intellectual Property

To learn how your company can protect its trademarks, patents and copyrights overseas, or to file an intellectual property-related trade complaint, visit Commerce's one-stop-shop for information on registering and enforcing intellectual property rights. Call 1-866-999-HALT or visit http://www.Stopfakes.gov.
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Participate in Federal Rulemaking
To find, review, and submit comments on Federal documents that are open for comment and published in the Federal Register – the U.S. Government's legal newspaper – visit the one-stop shop on Federal government regulations at http://www.regulations.gov.

Standards Notifications

Sign up here to have notifications of drafts or amendments to domestic and foreign technical regulations – mandatory regulations that could affect your products – by country or industry, emailed to you directly! To make it easier to make your members or clients aware of this valuable free resource, click here for a flyer which can be used as a handout, describing the benefits of signing up.

Please contact support@govdelivery.com with any problems or questions you have.
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5TH ANNUAL SMARTMAP EXPO 2007

October 3-4, 2007 – Three Rivers Convention Center – Kennewick, WA
Grow your manufacturing business through successful networking at the premier manufacturing networking event in the Pacific Northwest! If you are a manufacturer or sell products or services to manufacturers this is a must attend event! The Smartmap Expo has seen phenomenal growth since its beginning in 2003. Following is an agenda which outlines the events on October 4th:
Manufacturing Success Seminars
Meeting Rooms A & B – Presented by Washington Manufacturing Services
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A series of presentations will take place from 9:00-11:45 AM, beginning with registration and beverages. Presentation topics include: An Overview of Lean Manufacturing…What, Why & How (Michael Schneider, Washington Manufacturing Services); Strategic Management (Patrick Ryan, RCG Strategies); and Business Systems (Patrick Ryan, RCG Strategies).

Export Success Seminars
Meeting Room C – Presented by the U.S. Commercial Service and FedEx

At 9:00 AM, registration will begin and beverages will be provided. Following introductions and a welcoming presentation, Rommel Alcantara (Commercial Specialist, U.S. Foreign Commercial Service, Tegucigalpa, Honduras) will give a presentation called Central America and CAFTA – A Regional Approach. Following will be a presentation titled Marketing to Canada – Taking Advantage of NAFTA. At 11:00 AM, Judy Haggin, President of J.L. Haggin & Associates Co., will give a presentation titled Crossing Your T’s and Dotting Your I’s in International Trade.
Manufacturers! This is an event you won’t want to miss, so register now by dowloading the following registration form. Please follow the mail-in instructions provided on the form.

Smartmap Expo 2007 Registration Form and Flyer.
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DOUBLE DUTCH eNEWSLETTER – CS NETHERLANDS
The following excerpts have been borrowed from our CS The Netherlands office’s Double Dutch eNewsletter, a monthly publication with information about trade shows, the Dutch economy, and export opportunities for U.S. firms.

DUTCH ECONOMIC NEWS
The Netherlands is still the most popular location for European Distribution Centers (EDC’s)
Traditionally regarded as the Gateway to Europe in logistics due to the presence of the Port of Rotterdam and Schiphol Airport, the Netherlands continues to attract EDC’s. Currently, 1,000 of these EDC’s are located in the Netherlands. In a recent survey management consultants Cap Gemini and property manager Prologis polled 100 international manufacturers on their choices for EDC locations in 2006. Nineteen had chosen the set up an EDC in the Netherlands. In second place was Belgium, with 10 EDC’s, and in third place Germany, with 8 EDC’s. For more information on EDC’s, click here.
IBC 2007, September 7-11, 2007, RAI, Amsterdam, the Netherlands
CS The Netherlands will again be represented this year at the IBC International Broadcasting Convention (http://www.ibc.org). U.S. Commercial Service staff will have a booth to assist and counsel U.S. exhibitors and potential representatives. Our CS booth will be located in the IBC Business Club Lounge. Further information: Carlanda.Hassoldt@mail.doc.gov, telephone: +31-20-5755351.
For more information about the U.S. Commercial Service The Netherlands, please visit http://www.buyusa.gov/netherlands/en.
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MARKET OF THE MONTH - SINGAPORE
Singapore is the easiest place to do business in Asia. It is the market most similar to that of the United States, corruption free, with the legacy of the British commercial code, and English as a first language making it a natural entry point into the region. The Singapore marketplace is very receptive to U.S. manufactured goods and services, which require little or no alteration by the exporting company to make them marketplace here. Moreover, the island city-state is home to 1500 U.S. firms, many of which are running their regional operations from here. 

Singapore At A Glance 

· Population (2006): 4.48 million (including permanent residents, foreign workers) 

· Literacy Rate: 95% 

· GDP (at current market prices): $137.5 Billion 

· Annual real growth rate (2005) : 7.9% (2006), 5.5% (2007, estimated) 

· Per capita GNP (2006): $29,454 
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· Trade (2006): Exports - $271.4 billion, Imports - $238.3 billion 

· 2006 U.S. exports to Singapore: US$24.7 billion 

Market Overview 
Singapore was the United States' ninth largest export market for manufactured goods in 2006 ($24.7 billion), and it remained our fifteenth largest trading partner during the same period. Two-way trade increased 19 percent to $42.5 billion in 2006, the second highest rate of growth among major trading partners after China (20.2 percent). U.S. exports to Singapore in 2006 increased 19.9 percent to $24.7 billion. With a per capita GDP of nearly US$30,000, Singapore is an excellent market for a wide variety of US products and services. The U.S.-Singapore Free Trade Agreement that came into effect on January 1, 2004, expanded U.S. market access in goods, services, investment, and government procurement. It also enhanced intellectual property protection and provided for cooperation in promoting labor rights and the environment. (Continued…)
Primary U.S. exports consisted of machinery ($6.4 billion); electrical machinery ($6.2 billion); aircraft/aircraft parts ($3.6 billion); and optical/medical instruments ($1.8 billion). 

Prominent worldwide surveys rank Singapore as one of the best places in the world to conduct business and one of the most conducive
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environments for investment. Its high standard of living and comfortable, safe environment combined with transport facilities that put nearly half of the world's population within seven travel hours have mad Singapore a key regional hub. The island city-state has an excellent infrastructure, including an airport and seaport that are among the best in the world, an extensive road network and subway system, state-of the-art telecommunications facilities and reliable public utilities. 

Best Prospect Sectors 

· Aircraft and Parts (AIR) 

· Laboratory & Scientific Instruments (LAB) 

· Telecommunication Equipment (TEL) 

· Oil & Gas Equipment (OGS) 

· Medical Devices (MED) 

· Pollution Control Equipment (POL) 

· Construction Equipment (CON) 

· Electronic Industry Production / Testing Equipment and Electronics Components 

· Education 

· Franchising 
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Other Best Prospect Sectors 

· Electrical Power systems (ELP)

· Computer Hardware & Software (CPT/CSF)

· Pumps, Valves, & Compressors (PVC)

· Building Products
For more information about the Singapore Market of the Month Report, please visit http://www.export.gov/articles/mom_sing.asp. 
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NOVA EQUIPOTEL 2007
September 11-14, 2007 – Sao Paulo, Brazil
The U.S. Commercial Service Brazil will promote U.S. products and services at the show, providing U.S. companies with special assistance including interpretation services, meeting space, and all the support necessary for a successful debut at the show. For the U.S. companies looking to expand their business, this is a cost-effective tool that can help expose U.S. products to the Brazilian market!
On its 45th anniversary in 2006, Grupo Equipotel presented Nova Equipotel to the market, the largest and most important hospitality and food trade fair in South America and fifth in the world. It offers all the important elements to create a complete structure in one event. It combines all necessary factors for the success of your company, bringing together main 
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launches, trends, and services developed with the latest technology for hotels, restaurants, and related companies.
In 2006, over 45,000 visitors attended the fair, which has an exhibition space of almost 50,000 m2. They observed the launches of 1,023 exhibitors serving businessmen, purchasers, professionals coming from the food and hospitality industries.
USCS Brazil will provide your company with the broad exposure you need for a cost-recovery fee of $2,600. This fee will include:
· Market counseling

· Interpreters

· Briefing breakfast (market overview, market counseling)

· One shuttle service between the hotel and the show

· Follow-up after the show with possible business partners

· Hotel reservations – Hyatt Hotel - $125.00 + tax (breakfast included)

· Gold Key Service to identify potential representatives, distributors, and clients for your products and services. This service will include appointments during the show.

If you choose to participate in the program, USCS Brazil staff will present your company’s catalogs at their booth. In addition, they will have staff available to field inquiries and to compile and forward to you a list of all the visitors who expressed interest in your products. This list, with complete contact information, will be sent to you within two weeks of the end of the show.

As an additional service, they will include a brief summary of your company profile, translated into Portugese on their Brazilian website (http://www.focusbrazil.org.br) for a period of six months. Your company information will also be sent ot their NUSA (Network USA) partners, reaching a potential audience of over 3.5 Brazilian entrepreneurs interested in doing business with U.S. companies.
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For further clarification on this program, U.S. companies can contact the following Commercial Specialists involved in the event:
Ruy Baptista

Phone: 55-31-3213-1574

Ruy.Baptista@mail.doc.gov
Denise Barbosa

Phone: 55-11-5186-7390

Denise.Barbosa@mail.doc.gov
You may also contact contact Amy Benson, Director of the Boise Export Assistance Center, at (208) 364-7791 or by email at Amy.Benson@mail.doc.gov.
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OTHER IMPORTANT EVENTS & INFORMATION
Advocacy Center of Inter-American Development Bank projects
The U.S. Advocacy Center staff at the Inter-American Development Bank provides support and assistance to U.S. firms seeking commercial opportunities created by IDB projects. We would like to notify you of the business opportunities that are currently in the IDB pipeline: https://tms.buyusa.gov/boise/admin/idbprocurements.doc.

---------------------------------------------------------------------------------------------------------------------
Accessing the Post-WTO Accession Vietnam Market Place: How the U.S. Department of Commerce Can Help Address Your Trade Barriers

The implementation of the U.S.-Vietnam Bilateral Trade Agreement (BTA) in December 2001 opened up a new era for U.S. companies doing business in Vietnam. Since then, bilateral trade has skyrocketed from $1.5 billion in 2001 to $9.7 billion in 2006, when Vietnamese exports to the United States were almost 8 times greater than U.S. exports to Vietnam. Vietnam’s accession to the WTO in January this year, along with its healthy economic growth, at 7.8% in 2006, is expected to spur trade growth at an even faster clip. Such rapid growth can result in trade issues. This article highlights U.S. Department of Commerce resources that can help address problems that are limiting your company’s ability to sell or invest in Vietnam.
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The U.S. Department of Commerce’s International Trade Administration’s (ITA) mission is to create market opportunity for U.S. workers and firms by promoting international trade, opening foreign markets, ensuring compliance with international trade laws and agreements, and supporting U.S. commercial interests at home and abroad. More... 
---------------------------------------------------------------------------------------------------------------------

For more information regarding the above events, or if you are a small business seriously interested in exporting, please contact Amy Benson, Director of the Boise Export Assistance Center, at (208) 364-7791 or by email at Amy.Benson@mail.doc.gov. Please visit the Boise USEAC website to learn more about how the U.S. Commercial Service can assist your business.



























SBA Loans to Small Business Exporters Surpass $1 Billion


 Record Lending Doubles Number of Loans Since 2003





The U.S. Small Business Administration made a record number of export loans in FY 2006 and


surpassed the $1 billion mark in national export lending for the first time in the history of the program.


The SBA Office of International Trade reported 3,302 loans for $1.03 billion to small business exporters in FY 2006, doubling the number of export loans made in FY 2003. 
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U.S. Export Assistance Center of Spokane

801 W. Riverside Ave.

Spokane, WA 99201

(509) 353-2625
http://www.buyusa.gov/spokane
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  The SBA can help exporters seeking financing with two  specialized export loan  guarantee  programs.     The  Ex port Express  program which provides loans up to  $250,000 for export financing and is most useful to  exporters just getting started.      The  Export Working Capital Program   can be used only  to support export transactions / sales but its maximum is  substantiall y higher at $2 million per exporter, thanks to a  co - guarantee program with the Export - Import Bank that  extends financing when the SBA's loan limit is reached.    
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Through its Export Assistance Program, the SBA has played an important role in helping more small  businesses grow and expand their export operations or break into the international trade game.      Not only did the SBA set a record in export financing, it als o:      supported $2.1 billion in export sales;      counseled and trained close to 10,000 small businesses; and        trained 2,853 export lenders.      Working hand - in - hand with trade specialists in the Commerce Department's U.S. Export Assistance  Centers, SBA staff contr ibute the export finance expertise for a seamless delivery of federal export  services.  They understand SBA’s banking relationships and are knowledgeable in transaction financing,  risk insur ance and other trade finance related programs.       During 2006, sma ll businesses exported a record $375 billion, more than $1 billion a day, which means  exports grew three times as fast as the overall economy. With exports  growing faster than the economy,  U.S. production is shifting to the export sector. This will continu e to be an important source of growth and  job creation for small business.  As much as one - quarter of U.S. growth is now attributable to exports .    
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WEB REFERENCES     Export Working Capital Program   http://www.sba.gov/services/financialassistance/SpecialPurposeLoans/ewcp/index.html   Export Express         http://www.sba.gov/services/financialassistance/SpecialPurposeLoans/exportexpress/index.html     FINANCING ASSISTANCE online:      www.buyusa.gov/boise/sba.html    
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Inga Fisher Williams is the Small B usiness Administration's regional export finance manager at the U.  S.  Export Assistance Center  in Portland, Ore. She covers Idaho, Montana,  Oregon and SW Washington and can be reached at (503)  326 - 5498,  or at  inga.fisherwilliams@sba.gov.  

