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INDIA BUSINESS DEVELOPMENT MISSION

November 29-30 and December 4-5, 2006

China has been justly celebrated during the last decade for its booming economy, but there's another country that has been setting an equally torrid pace. India, the world’s fastest growing free-market democracy, presents lucrative opportunities for all types of businesses, especially U.S. companies. Its economy has posted an average growth rate of more than 7 percent since 1994, and all predictions are that it will continue to grow at a fast pace for the foreseeable future. Poverty has been reduced, and India has become a fertile market for trade goods. If this sounds like an opportunity to you, then the U.S. Commercial Service has just the event for you.
In 2005, U.S. merchandise exports to India were almost $8 billion, nearly double our exports in 2002. To help U.S. firms make or increase sales in this booming market, the U.S. Commercial Service within the U.S. Department of Commerce’s International Trade Administration is coordinating a business development mission to India consisting of a summit and spin-off missions to six cities.
This November, Under Secretary for International Trade Franklin L. Lavin will lead a delegation of U.S.
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individuals and companies to a business summit in Mumbai, India. Summit participants will have access to India’s high-level business, industry, and government representatives. There will also be opportunities to gain insights into the country’s trade and investment climate during strategic breakout sessions. In addition to the Summit, companies can register for spin-off missions to Bangalore, Chennai, Hyderabad, Kolkata, Mumbai, or New Delhi. These spin-off missions will include market briefings; networking receptions; and one-on-one appointments with prospective partners, agents, distributors, and buyers.

For information on scheduled events, registration specifics, and attendance costs, please visit http://www.export.gov/indiamission/.
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NEW! MARKET OF THE MONTH – GEORGIA

Georgia is a regional center in the South Caucasus situated on the Black Sea, neighboring Turkey to the southwest, Armenia to the south, Azerbaijan to the southeast, and Russia to the north. A beautiful country at the crossroads between Asia and Europe, Georgia represents a key transit hub for energy resources and goods through the region. Following the November 2003 Rose Revolution and the January 2004 election of dynamic,  
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U.S.-educated President Mikheil Saakashvili, Georgia is seeking to capitalize on its natural assets and favorable geo-political location to promote democracy and gain stability and prosperity.

Market Overview

Georgia is a small but growing market, with a population of about 4.7 million. Its strengths include a strategic location between Russia, Turkey, and Central Asia, proximity to markets of the Black Sea region, Caucasus and Central Asia, a government committed to democratic and economic reforms, and a reputation as a country with a rich culture, an exciting cuisine, and a friendly people.

The country’s trade turnover has been increasing steadily over the past few years, but it continues to maintain a large trade deficit. The overall level of exports and imports increased from $1.6 billion in 2003 to $2.5 billion in 2004 to $3.37 billion in 2005. The level of both imports and exports grew by approximately 35 percent in 2005. Georgia’s principal trading partners in 
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2005 were Russia, Turkey, the United Kingdom, Azerbaijan,Germany, Ukraine, Turkmenistan, and the United States. Major economic sectors include construction, electrical power, transportation, tourism infrastructure, telecommunications, agribusiness, and food processing and packaging.


For a complete market report with detailed information and numerous resources, please visit http://www.export.gov/articles/Georgia_MoM2.asp.
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TRADE MISSION TO CANADA’S OIL BOOM COUNTRY– 

ALBERTA

November 15-17, 2006

Alberta has the fastest-growing economy in Canada and is one of the world’s most vibrant and competitive markets. With the explosion of investment in the OilSands project, the entire province is in dire need of all types of products and services. The economy is anchored in
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natural resources and is set for another strong year with growth of 4% or more. The province also offers some of Canada’s finest hunting and fishing opportunities. Alberta also leads the nation in overall population growth with an increase of 1.4% in 2004.

	The estimated cost for this mission is $1,000 for 1 day of meetings, or $1,500 for 2 days. It will:

· Prescreen and identify potential business partners (4-10, based upon your requirements)

· Provide custom market information

· Create a two-day customized series of meetings with possible distributors/partners

· Offer networking opportunities with Canadian and other U.S. businesses working in Alberta

· For more information, contact Mark Peters, Montana USEAC, at (406) 542-6656.


Alberta’s Top 5 Imports in 2003 (% of total)
Machinery…………………………………..22%

Electrical Machinery & Equipment
……….12%

Mineral Fuels & Oils
………………………...8%

Aircraft & Parts………………………………8%

Motor Vehicle Parts…………………………6%

Did You Know That…

· 3.2 Million people live in Alberta

· Alberta’s GDP per capita is #1 in Canada at $54,000

· On a per capita basis, Alberta’s retail sales are, by far, the highest in Canada, 25% above the national average.

· Alberta has the lowest taxes in Canada, and is the only Canadian province without a provincial sales tax.

· Alberta’s business costs are among the lowest in the industrialized world.

· Calgary, Alberta, is home to Canada’s energy industry and is a major head-office center second only to Toronto in Canada.

Sponsored by The Montana World Trade Center, Spokane International Trade Alliance, & The U.S. Commercial Service offices of Montana, Idaho, and Washington
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2010 OLYMPIC OPPORTUNITIES NOW – 

A partnering seminar for U.S. and Canadian firms

November 8-9, 2006

The 2010 Winter Olympics are less than four years away. NOW is the time to establish your presence in the local business environment. Canadian companies are beginning to build partnerships with companies who can supply products, such as fencing, portable restrooms, portable seating, flags, banners, accreditation equipment, lockers, tents and other products needed for venues and the athlete’s villages in Vancouver and Whistler.



The U.S. Commercial Service has developed a program that will give U.S. companies an opportunity to build partnerships and collaborate with those Canadian companies preparing for the 2010 Winter Olympic & Paralympic Games in Vancouver, Canada.

Who should participate? 
U.S. suppliers interested in procurement opportunities for the 2010 Winter Olympic & Paralympic Games.
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Benefits of participation:
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One on one appointments with Canadian companies that meet the U.S. participants' objectives (e.g. potential distributors, agents, end-users, strategic alliances, etc.)
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A morning seminar on "Doing Business in Canada," with presentations about legal, tax and shipping/logistics issues relating to exporting to Canada and an overview of the 2010 Winter Olympic & Paralympic Games procurement opportunities.
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A networking reception with key private and public sector contacts to help the U.S. participants successfully export to Canada.

Cost: $1,100.00 per company

To register for this exciting program or to request more details, please contact Commercial Specialist Cheryl Schell at (604) 685-3382.

REGISTER EARLY – Participation is limited to 10 Firms!
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CHINA BUSINESS DEVELOPMENT MISSION –

November 13-17, 2006

China is the fastest-growing major market in the world. It is now the 3rd-largest trading nation and America’s 3rd-largest trading partner. Total bilateral trade with the U.S. in 2005 was $243 billion. Total U.S. exports to China in 2005 were $41 billion, an increase of 19% over 2004. Through May 2006, U.S. exports have grown 37% over the same period last year. As America’s 4th–largest export market, China provides excellent opportunities for U.S. companies in a number of industries. U.S. companies have the chance to make or increase sales in this booming market by joining Commerce Secretary Carlos M. Gutierrez as he leads a delegation of U.S. businesses on the Business Development Mission to China.

Quick Facts

· Dates: November 13-17, 2006

· Cities Visited: Beijing & Shanghai

· Targeted Sectors: China’s Best Prospects
· Participation Fee: $8,500 per company and $3,000 for each additional company representative. Expenses for travel, lodging, and incidentals will be the responsibility of each mission participant.

An Incredible Business Opportunity

This Mission represents an opportunity for experienced
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exporters to explore these opportunities and for U.S. companies that are currently operating in China to receive assistance with participating in a program designed to increase their current level of exports. This Mission aims to:

· Assist U.S. companies that are experienced exporters enter China for the first time;

· Assist U.S. companies already operating in China increase their business there;

· Address obstacles to trade with China, including transparency, intellectual property rights protection, and rule of law;

· Provide information on U.S. Government trade financing programs, through the inclusion of representatives from USTDA, Ex-Im and SBA.

For more information regarding who should apply, the application process and deadline, and who to contact with questions or registration information, please visit http://www.export.gov/chinamission/.
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“COMPLYING WITH U.S. EXPORT CONTROLS”

Presented by The Bureau of Industry and Security and the Utah District Export Council

December 6-7, 2006

This two-day program in Salt Lake City, Utah, is led by BIS's professional counseling staff and provides an in-depth examination of the Export Administration Regulations (EAR). The program will cover the information exporters need to know to comply with U.S. export control requirements on commercial goods. Presenters will conduct a number of "hands-on" exercises that will prepare you to apply the regulations to your own company's export activities and will be available throughout the seminar to answer your questions.

This program is well suited for all companies and individuals who need a comprehensive understanding of how to comply with U.S. Export Controls and is a unique opportunity to receive such in-depth training without traveling out-of-state.

Location / Time / Accommodations

Hilton Hotel, Salt Lake City Center, 255 South West Temple, Salt Lake City, Utah 84103. The program will begin at 8:30 am on December 6, 2006 and end on December 7, 2006 at 4:30 pm. Parking is available at the hotel at the special conference rate of $2.00 each day. Please make your room reservations directly with the Hilton Hotel Salt Lake City Center by calling (801) 328-2000. Please mention “Complying with U.S. Export Controls”, as a select number of sleeping rooms are available December 5-6, 2006, at the special conference rate of $90. Hotel Website: http://www.hilton.com/.

Registration

Advance registration is required and space is limited. Registration will begin at 7:30 am on December 6, 2006.  The registration fee is $295 per person before November 1, 2006, and $320 per person thereafter. The fee includes continental breakfast, breaks, lunch, and training materials both days. All registrations must be received by November 30, 2006. No refunds for cancellations made after December 1, 2006. To register, visit http://www.buyusa.gov/utah/exportcontrolsform.html or contact either David Fiscus at (801) 255-1873 or Chris Quinlivan at (801) 255-1872. You may also fax your registration (include your name, telephone number, and e-mail address) to (801) 255-3147. Make checks payable to: Utah District Export Council and mail them to:

U.S. Department of Commerce; 9690 S. 300 W., Suite 331; Sandy, Utah 84070.
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OTHER IMPORTANT EVENTS & INFORMATION

“Exporting Environmental Technologies/Services” Webinar        November 9, 2006
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Join the U.S. Commercial Service on November 9 from 10:00 am - 11:30 am CST for a very informative web seminar exploring the opportunities and challenges of exporting Environmental Technologies and Services to Europe! Webinar participants can obtain a customized mini market research report                                                                                                          on various countries in Europe! Registration for this webinar ends November 7. Space is limited, so prompt registration is encouraged. The cost is $45.

For more information, visit http://www.buyusa.gov/environmental/webinar.html.

Canada Border Clearance / Customs Requirements Webinar     November 29, 2006
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Learn all you need to know about Canada Border Services Agency Clearance Procedures and Customs Requirements in Canada for Trade Show Booths and Supplies. To register for this FREE online webinar held on Wednesday, November 29, 2006 @ 2:00 p.m. EST, please visit http://www.buyusa.gov/canada/en/cbsaw.html.
ONLINE RESOURCES

· U.S. Export Assistance Center of Boise……………..http://www.buyusa.gov/boise/
· Commercial News USA………………………….………...http://www.thinkglobal.us/
· Export.gov………………………………………………….……http://www.export.gov/
· ITA International Trade Calendar ……………………………………………………… http://www.trade.gov/press/publications/newsletters/ita_1006/trade_calendar_1006.asp
For more information regarding the events mentioned in this publication, 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. Please visit our website and browse through it for answers to your questions before contacting us directly, as we handle a high volume of calls and email. You can also fax us at (208) 334-2783.

	To the best of our knowlege, the information contained in this documents is accurate as of the date published. However, the U.S. Department of Commerce does not take responsibility for actions companies may take based on the information contained herein. Companies should always conduct their due dilligence before entering into business ventures or other commercial arrangements. The U.S. Department of Commerce can assist companies in these endeavors.


