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The Reality of Doing Business in Iraq

By Rick Ortiz

If the horrifying images in the news media and the reports of demonstrations and unrest have not scared you away from considering business opportunities in Iraq, then you can read on.  It is not my intent to change your perception of the events in Iraq, but rather to help identify good business leads, establish contacts, and develop strategies for working within your own experience and comfort level in this non-traditional marketplace.

As the first commercial officer that arrived into Baghdad after the official end of the war, I arrived in Iraq in the middle of May 2003; I was surprised at the large number of international companies already working in Baghdad.  Certainly all the prime contractors, like Bechtel, Kellog, Brown and Root (KBR), Raytheon, and SAIC were there.  In addition, a large number of smaller US companies, and third-country firms were involved in doing business in the post-war Iraq.  The number of firms seeking business opportunities in Iraq seemed to grow exponentially through the long and hot summer months despite the numerous difficult challenges.
Security was, is, and will continue to be the major challenge in the months and years to come.   For this reason, I do not advise companies that have never exported or have limited exporting experience to target Iraq as their next market to explore.  Experienced and 

more mature companies, on the other hand, should target contracts and projects that will allow them to limit their in-country exposure, and identify partners who have the experience and know-how to complete projects in areas that are considered high risk.  

One way to do this is to go after subcontracts and tenders that only require the sale of goods.  Firms should register their companies on the Coalition Provisional Authority (CPA’s) Program Management Office (PMO) website:  www.rebuilding-iraq.net. 
On this same website, you can register to receive updates on specific requests for proposals (RFPs) and view the status of prime contracts currently awarded for major reconstruction projects.  In addition, the US military procures basic materials such as water for the troops through centralized procurement – register at www.ccr.gov.

All news in Iraq is not bad.  In fact, if you would like to get a true sense of the extensive progress accomplished by the CPA and its Iraqi partners, visit the CPA website (www.cpa-iraq.org) or USAID’s site (www.usaid.gov/iraq). (
EU Imposes Trade Sanctions on Some U.S. Products


 On March 1, 2004, the EU began to impose retaliatory trade sanctions on a number of U.S. products.  This is a result of the World Trade Organization (WTO) ruling that the Foreign Sales Corporation/Extraterritorial Income 

[image: image2.wmf](FSC/ET) provisions of the U.S. Internal


Revenue Code constitute a prohibited export subsidy and are in violation of WTO rules.  After years of litigation, in May 2003, the WTO Dispute Settlement Body authorized the EU to impose sanctions on $4.043 billion worth of U.S. exports if the United States fails to comply with the WTO decision.  The Administration and Congress continue to work towards repealing the FSC/ETI provisions in order to achieve U.S. compliance with the WTO ruling.  Initially, the EU will impose an additional duty of 5 percent on 1,608 U.S. products.  The duty will rise automatically by 1 percentage point each month until it reaches a ceiling of 17 percent in March 2005.  For additional information and a list of U.S. products that will face sanctions, go to: http://www.export.gov/eu_tsatus.html.(
Costa Rica:  New Export Document Required 

Costa Rica recently established a new rule requiring an Official Customs Declaration from the exporting country for imports.  Here is a simple way U.S. exporters (to Costa Rica) can conform with this regulation.  Under Costa Rican Law 8373, a modification to Law 171, effective March 5, 2004, Costa Rica Customs is requiring an additional document – an official Custom Declaration from Exporter’s Country - for items being shipped to Costa Rica.  

U.S. Customs DOES NOT issue an official customs declaration.  The SED is confidential and NOT for the use of foreign governments.  There is a provision in the regulation for countries where customs does not offer official export declarations.  The provision states that it should be documented on the commercial invoice or elsewhere that no official customs declaration exists for export from the U.S.  Companies should not send a copy of their SED, but should simply note in documentation that the U.S. government does not issue any customs export declaration.  (
Get Electronic Updates on Free Trade Agreements

The U.S. Commercial Service, U.S. Department of Commerce is pleased to present TradeWise, a free email newsletter that is published periodically.  TradeWise gives you the opportunity to learn more about the Free Trade Agreements of which the United States is a part.  For example, the current issue focuses on the recent U.S.-Chile and U.S.-Singapore Free Trade Agreements. Though culturally and economically different, Chile and Singapore do have something in common: it is now easier than ever for U.S. exporters to enter these markets and expand their international sales. 

 Some of the headlines in the current TradeWise include: U.S.-Chile FTA Heats Things Up for Exporters, Making History with the U.S.-Singapore FTA, Chile and Singapore Ambassadors Talk Trade, and The Exporters Guide to the U.S.-Chile FTA.  If you would like to begin receiving issues of TradeWise, please visit the following web link: http://www.mailermailer.com/x?oid=05056u.  An archive of TradeWise ™ issues can be found at http://www.USATrade.gov/TradeWise/archive.html. (
Defense Trade Electronic Licensing System
D-Trade is a new export licensing program at the State Department that allows electronic submission of export license requests, including those that needed original documents in the past!  It is provided to U.S. persons who seek to export or temporarily import defense articles or defense services regulated by the International Traffic In Arms Regulations (ITAR).  Companies in aerospace and with defense controlled items should look to the website at http://www.pmdtc.org for more information.  (
May is             World Trade Month

Did You Know…

Exports mean new customers. 

More than 95 percent of the world’s consumers  live outside of the United States.

Exports mean jobs.  

About one of every five factory jobs depends on exports.  U.S. exports account for a quarter of our economic growth and about 12 million U.S. jobs depend upon exports.  

Exports mean higher wages. Workers in jobs supported by exports receive wages 13 to 18 percent higher than the national average. High tech industry jobs supported by exports pay even more. 
Small and medium-sized companies benefit most from trade. 

97 percent of U.S. merchandise exporters are small and medium-sized firms, employing fewer than 500 people.  Small and medium-sized firms account for 98 percent of growth in new exporters. (
Kuwait Visas      Now Easier
According to official sources, as confirmed later by the Minister of Interior, General Department of Passports and Immigration at Kuwait's Ministry of Interior sent circulars to all international airlines with operating service to Kuwait Airport informing them that visit visas to citizens of 30 countries from the Americas, Europe and Asia will be issued upon arrival at the airport or any other point of entry. Citizens of these countries no longer need to get a visa prior to arrival.

This procedure is being applied for the first time and is both official and permanent. (
Upcoming International Trade Shows and Missions
SHOWS

May 22-25, 2004:  National Restaurant Association Hotel-Motel Show (NRA 2004) - Chicago
Since this is a certified International Buyer Program (IBP) show, U.S. Commercial Service overseas offices are recruiting foreign buyer delegations from all over the world to attend this show.  Chicago USEAC staff can help you meet members of those delegations and will be available for export counseling in the show’s International Business Center.  For more information, please contact Bernadine Smith at 312-353-5096 or bernadine.smith@mail.doc.gov.

June 13-17, 2004:  American Water Works Association (AAWWA) Annual Conference & Expo (ACE 2004) - Orlando 

ACE 2004 is the world’s premier total water quality conference and exposition. It is sponsored and managed by the AWWA.  Attendance is open to all individuals working the water and wastewater industry. ACE 2004 will feature over 500 exhibitors.  The Department of Commerce Environmental Technologies Team will be scheduling Showtime meetings and one-on-one matchmaking appointments with international delegates for interested U.S. clients.   Export seminars will also be conducted at ACE 2004.  Contact:  Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.

September 14-19, 2004:  Automechanika 2004 – Frankfurt
Product Categories:  Automotive spare parts and accessories; workshop equipment and services, OEM

The Department of Commerce is organizing a U.S. pavilion.  US. Exhibitors can benefit from package deals, a range of free commercial services, including pre-scheduled appointments; and visitors from over 130 countries.  For more information, please contact Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.

September 28-30, 2004:  Plastics USA – Chicago

Since this is a certified International Buyer Program (IBP) show, U.S. Commercial Service overseas offices are recruiting foreign buyer delegations from all over the world to attend this show.  Chicago USEAC staff can help you meet members of those delegations and will be available for export counseling in the show’s International Business Center.  For more information, please contact:  Connie Tinner at 312-353-4453 or connie.tinner@mail.doc.gov.

October 27-29, 2004:  Worlddidac 2004, Basel, Switzerland 

Product Categories:  Educational hardware, software, models & toys; computer-based training & e-learning; etc. Effective platform to develop international business worldwide. 2004 show will feature 450 exhibitors from 35 countries, an e-learning campus, and an international education conference.  The U.S. Commercial Service will again organize an official U.S. Pavillion at Worlddidac 2004, in order to allow U.S. companies to participate cost-effectively.  Exhibitors will receive a full package of services, including ready-to-move-in booths, official catalog listing, highly visible decoration and exhibitors name as well as a common area with an Information Desk & free refreshments.  A special airfare for U.S. exhibitors is in preparation.  For more information, contact Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov, or see http://www.buyusa.gov/ switzerland/en/page81.html.
MISSIONS
September 19-22, 2004:  Automotive Supply Chain Mission to Mexico
Mission will visit automotive parts manufacturing hubs of Monterrey and Saltillo to explore opportunities for U.S. suppliers to develop partners and customers  in engineering design, sub-assembly, stamping, cutting tools, tool & dies, plastic components, etc.  Includes gold key matchmaking meetings and automotive plant tours.  For more information, please contact Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.
September 26- October 1, 2004:  Tourism Infrastructure Mission to Turkey, Bulgaria, & Croatia

Architects, engineers, real estate developers, and investors are invited to join this mission led by the Deputy Assistant Secretary of Commerce.  These three markets offer excellent opportunties for U.S. firms providing development and operations management of resorts, hotels, marinas, golf courses, telecommunications & IT for tourism infrastructure, and construction & redevelopment of airports.  For more information, contact Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

Featured Market: South Africa
With a stable political system, robust civil institutions, a consistent growth rate and very respectable investment ratings, South Africa has enjoyed due attention by US businesses. Now is the time for US companies to prepare their business development plans in southern Africa, before the US - SACU Free Trade Agreement (FTA) due to be signed in 2005, opens up the market for even more US exports.

Accessing the South African market is also a cost-effective means of gaining entry to the SACU (Southern African Customs Union: South Africa, Namibia, Botswana, Lesotho and Swaziland) as well as SADC (Southern African Development Community: Angola, Botswana, Democratic Republic of Congo (DRC), Lesotho, Malawi, Mauritius, Mozambique, Namibia, Seychelles, South Africa, Swaziland, Tanzania, Zambia and Zimbabwe) markets. With its financial, management and transportation infrastructure, South Africa is the logical conduit for most commercial activities in the region. 

South Africa’s Best Prospects for U.S. Exports:

●
Petroleum

●
Aircraft

●
Information  & Communication Technology (ICT)

●
Transportation

●
Power generation & transmission equipment 

●
Organic chemicals

●
Pharmaceutical products

●
Environmental technologies

●
Safety and security

●
Motor vehicles

For more information on South Africa, go to http://www.export.gov/comm_svc/ press_room/marketofthemonth/SoAfrica/SoAfrica.html

Foreign Corrupt Practices Act

U.S. firms seeking to do business in foreign markets must be familiar with the Foreign Corrupt Practices Act (FCPA). The FCPA prohibits U.S. companies from making corrupt payments to foreign officials for the purpose of obtaining or keeping business. Criminal or civil penalties may be imposed for violations of the FCPA's anti-bribery provisions. In addition, a person or firm found in violation may be barred from doing business with the Federal government, may be ruled ineligible to receive export licenses.  For more information, visit www.bisnis.doc.gov/bisnis/fcp1.htm.

Protecting IPR In China

The U.S. Embassy in China recently launched the IPR Toolkit to guide American companies, particularly small and medium-enterprises, on the protection and enforcement of intellectual property rights in China. The goal of the guide is to provide practical information to U.S. companies doing business in China or thinking about entering the China market. It includes chapters on Protecting Intellectual Property Rights, Copyrights, Patents, Trademarks and Industry Specific Issues. To view the tool kit, visit www.usembassy-china.org.cn/ipr.

It's Easy To Outsource To India But Are You Selling There?

If you follow the gold rush to new opportunities and untapped markets, China leads the pack. In second place and closing is India. With a population of over one billion people, India possesses a very large and attractive market. Much like China, distance, cultural differences and other factors have limited success in developing the market. India is famed for its outsourcing capability. Call centers for U.S. firms have put India on the map. The outsourcing to India trend is evolving into outsourcing for a variety of technical business functions outside of the call center industry.  Successful selling into the Indian market has not been nearly as widespread.  How can you obtain a foothold in India? A new article on the U.S. Commercial Service web site is dedicated to helping you understand how and who can help you.  For the complete article please go to “News Features” on www.export.gov/cs.

Doing Business With The IDB

Primer for U.S. businesses

The Inter-American Development Bank (IDB) is a multi-lateral financial institution created to help accelerate the economic growth and social development of its 26 borrowers (Latin America and Caribbean Countries). Twenty non-borrowing nations, including the U.S., are also members of the IDB. A new article on the U.S. Commercial Service web site is dedicated to helping you understand how to do business with the IDB. For more information, please go to www.export.gov/cs (Press and Commercial Briefs).  (

Upcoming Illinois Trade Events

May 17, 2004:  Attracting International Students from Asia and Europe - Chicago

Morning seminar organized by Study Illinois, the Illinois international education consortium; & co-sponsored by the Chicago Export Assistance Center, the Illinois Trade Office, and the Int'l Trade Association of Greater Chicago.  Overseas education advisors from State Department-supported EducationUSA offices in Croatia, India, Malaysia, and Thailand will provide insights into the education markets and current trends in the demand for U.S. education in their home countries.  DePaul University - Loop Campus, DePaul Center, Room 8010, 1 E. Jackson.  8:00 a.m. - 12:00 noon.  Continental breakfast included.  Study Illinois members free; $10.00 for non-members.  Register by  May 12, 2004 with Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

June 8, 2004:  North Shore Exporters Get-Together - Northbrook
7:30-9:00 a.m. at the Northbrook Chamber of Commerce.  Topic TBD.  Contact:  Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.
June 9, 2004:  Austria – Your Business & Investment Partner in an Enlarged Europe - Chicago
Austria has long been a gateway to Eastern Europe, and with the addition of 10 eastern European countries to the EU, the importance of this role is now significantly increased.  Join the Austrian Ambassador to the U.S. and the Austrian Trade Commission as well as other dignitaries and business leaders at a business luncheon to celebrate EU enlargement and to hear about how partnering with Austrian firms can help your company access the markets of the new enlarged EU.  11:30- 2:00 at the Swissotel Chicago, 3rd floor, 323 E. Wacker Dr.  For more information contact Elisabeth Bartky at 312-644-5556 or Chicago@austriantrade.org.  To RSVP, call 312-644-5556, x500.

June 16, 2004:  Business Opportunities in Russia - Chicago
Marina Parshukova, Commercial Specialist at the U.S. Commercial Service in Moscow will be available for individual appointments with U.S. exporters interested in learning more about business opportunities in Russia, especially in the consumer goods, textile/apparel and machinery sectors.  Contact: Stuart Schaag at 312-353-7711 or stuart.schaag@mail.doc.gov.

June 16-17, 2004:  South Africa Trade & Investment Mission to the U.S. - Chicago

Meet leading South African companies and Black Empowerment Enterprises interested in doing business with the U.S.  Delegates are interested in importing and exporting, as well as investment projects in South Africa.  This mission is supported by Governor Blagojevich and Mayor Daley.  Contact:  Thelma Young at 312-353-5097 or thelma.young@mail.doc.gov.

June 20-24, 2004:  SuperComm - Chicago

The U.S. Department of Commerce will support exporters in the Information and Communication Technology sectors at SuperComm 2004 in Chicago, June 20 - 24.  U.S. companies will have the chance to meet with Commercial Service industry specialists stationed at the U.S. embassies in Saudi Arabia, Russia, China, Peru, and in other markets, as well as meet with  international buyers accompanying them.  Contact Julie Carducci at 312-353-8490 or julie.carducci@mail.doc.gov.

July 1, 2004:  International Trade Business Forum – Des Plaines
This half-day seminar will provide information on identifying new markets and business partners and using SBA and Ex-Im Banks trade finance and export credit insurance programs.  Congressman Henry Hyde will speak on the importance of trade to the U.S. economy and will present an export achievement certificate to a local firm.  8:00 a.m. - 12:00 noon at the Gas Technology Institute, 1700 S. Mt. Prospect Rd., Des Plaines.   Contact Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.
August 23-27, 2004:  Individualized China Market Assessments – Chicago

Get an expert assessment of the Chinese market for your products and/or services, as well individualized advice on marketing and sales strategies.  Commercial Specialist Merry Cao is a Chinese national who has worked for the U.S. Commercial Service in Beijing for seven years and specializes in information technology, electronics, franchising, and consumer goods, among others.  She will be available to meet with Illinois companies during the week of August 23.  To schedule an appointment with her, please visit www.buyusa.gov/uppermidwest or call Julie Carducci at 312-353-8490.

August 23-27,2004:  Minority Enterprise Development Week - Chicago

Sponsored by the U.S. Department of Commerce, the Chicago Minority Enterprise Development Council, and the U.S. Small Busi-ness Administration.  Conference highlights include a procurement workshop, access to capital roundtable, networking reception, access to markets seminar, and a global trade workshop.  Visit www.medweek.gov or call 312-755-8888 or 312-353-0182.

Success Begins at the USEAC
Below are some examples of how we at the Chicago U.S. Export Assistance Center (the U.S. Department of Commerce, the Export Import Bank, U.S. Agency for International Development, and the Small Business Administration) work together with our colleagues and partners to assist Illinois companies in maximizing their export potential.  Call us today and let us help you, too!

Frozen Dog Treats in the Frozen North

The Chicago Export Assistance Center began working with Northbrook - based New Dawn Supply in October 2003.  New Dawn, a new export management company, is the international distributor of a new freeze-at-home pet product called Pooch Pops.  

Trade Specialists Stuart Schaag in Chicago and Crystal Roberts in Calgary worked with New Dawn on a number of issues, including HTS classification, veterinary concerns and specifics about the Canadian pet market.  New Dawn also utilized the Commercial Service's International Partner Search, with Roberts contacting major Canadian distributors, delivering samples, and providing follow-up.  As a result of Commercial Service assistance, New Dawn exported an initial shipment of 168 cases to Kane Veterinary Supplies, a Canadian distributor that resells mainly to the Petland chain of pet supply stores.  New Dawn's initial shipment will hit the Canad-ian market in May 2004, and will be used to measure the market for future shipments of Pooch Pops.  (
QuickSet Expands to Scandinavia 

QuickSet International of Northbrook, Illinois was founded in 1933 and has been a leader in tripod, head, and electro-mechanical pan and tilt technology.  Its products are used in the surveillance and communication industries in applications such as electronic & satellite news gathering and night vision equipment.  

Through the efforts of the Chicago Export Assistance Center and its network office at the U.S. Embassy in Sweden, QuickSet International located a distributor in Sweden and sold an initial $10,000 of demonstra-tion equipment in late 2003.  This small company (65 employees) credits the U.S. Commercial Service with its success in locating a partner in Sweden who will introduce QuickSet's equipment into seven Scandinavian and Baltic counties.  QuickSet has been working with Trade Specialist Julie Carducci since April 2003, when they met at the National Broadcasting Show.  (
Firm Succeeds in Collecting  Receivable

Mitchell Aircraft was able to collect its outstanding payment of $124,000 from its customer in China with the assistance of the Chicago and Rockford Export Assistance Centers and their network office at the U.S. Embassy in Beijing.  

When Chris Blatner, Mitchell’s Regional Sales Manager, first asked Trade Specialist Julie Carducci for help in the collection of its outstanding balance with a domestic Chinese airline, the firm faced a black hole, not knowing if the hold-up related to its agent in Beijing, the airline, its new parent company, or the trading company that had facilitated the original sale.   

This small aircraft parts supplier in Cary, IL credits this federal government months-long advocacy and support with sorting all this out and successfully resolving the non-payment issue with its customer.  (

USEAC Staff Members Visits Singapore

Following up on the new U.S.-Singapore Free Trade Agreement, the Government of Singapore invited U.S. Commercial Service Specialists and Officers based in key cities around the U.S., including our own Bernadine Smith, to represent U.S. suppliers on a familiarization tour of Singapore, April 18-24.  The U.S. delegation met with high-level government officials, economic development organizations, business incubators and other important contacts.  In addition, the team met one-on-one with Singapore companies; gave presentations on various U.S. industry sectors; and met with U.S. exhibitors at the Food and Hotel Asia Show. Now the U.S. delegates are passing on the know-ledge they gained to U.S. exporters, Department of Commerce colleagues, and other trade promotion organizations, with the goal of expanding trade between the U.S and Singapore.

Bernadine says, Singapore is not only ready and waiting, but actively getting the word out.  Knock on the door of Singapore and enter Asia.  Singapore is the gateway.  Bernadine would like to talk with companies interested in trade with Singapore.  You can reach her at 312-353-5096.  
EXPORT ASSISTANCE PERSONNEL 

TRADE SPECIALIST/AGENCY
                         SPECIALIZATION



TEL. NO.________

Julie Carducci



Telecommunication Equipment and Services
, Computer 
312-353-8490

julie.carducci@mail.doc.gov

Hardware & Software
Stuart Schaag



Consumer Goods, Sporting Goods, Aerospace, Energy,
312-353-7711

stuart.schaag@mail.doc.gov

Iron, Steel & Non-Ferrous Metals

Connie Tinner



Machine Tools & Metalworking Equipment, Materials 
312-353-3748

connie.tinner@mail.doc.gov

Handling Equip., Plastics & Rubber Machinery, Chemicals

Vacant




All industries in downstate Illinois (south of I-80)








Contact the Chicago Office at 312-353-8040

Patrick Hope



All industries in northwestern Illinois


815-987-8123

patrick.hope@mail.doc.gov

(McHenry County to the Quad Cities, north of I-80)

Robin Mugford



Environmental Products/Technology/Services

847-327-9082

robin.mugford@mail.doc.gov

Automotive Parts & Accessories, Scientific Instruments

Debra Rogers



Construction Industry (incl. tools & materials), Tourism
312-353-6988

debra.rogers@mail.doc.gov

Education & Training Services, Printing & Graphic Arts



Architectural & Engineering Services, Franchising

Bernadine Smith


Electrical Components, Safety & Security Equipment,
312-353-5096

bernadine.smith@mail.doc.gov

Food Processing and Packaging Equipment, Hotel, 

Restaurant, and Amusement Equipment

Thelma Young



Medical and Dental Equipment & Supplies


312-353-5097


Thelma.young@mail.doc.gov

Pharmaceuticals and Drugs, Cosmetics

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - 

U.S. Export-Import Bank

Export Credit Insurance, Trade Finance Solutions

312-353-8081

Small Business Administration

Export Working Capital, Export Express Loans

312-353-8065

Director, Export Assistance Center
Mary N. Joyce





312-353-8040

               _______                                 ________________________________________________________________________
​​​
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New Market Research Available


The following are summaries of reports that have come in recently from our overseas offices.  If you find a particular report of interest, please call us at 312-353-8040 and we will be happy to send you the full text FREE OF CHARGE.  


To find out what else is new in your specific industry sector, please call the appropriate industry specialist listed on the back page of this newsletter.


Poland:  Housing Industry


Industry Sector Analysis of April 8, 2004


Summary:  The Polish housing industry is recovering, partly because it is becoming more affordable for the average citizen.  The Polish housing market should become more accessible now that Poland has officially joined the EU and standards, certification, and import regulations will be harmonized with those of the EU.  6 pp.


Germany:  Franchising Market


Industry Sector Analysis of February 18, 2004


Summary:  Germany is a mature franchise market with over 770 franchise systems and 41,000 franchised units.  American concepts hold a 10% share of the market.  Annual near-term growth of 3-6% is predicted.  Report contains detailed statistics, market highlights and best prospect for future growth.  12 pages.





Saudi Arabia:  Technical Training


Industry Sector Analysis of February 22, 2004


Summary:  Training is a hot topic in Saudi Arabia, with Saudis gradually replacing foreign workers under the government’s Saudization program and demand for trained Saudis far outstrips supply.  Best prospects are in business/management, technical areas, and English language training.  Online/distance delivery is expanding rapidly.  8 pages.


Korea:  Faucet and Sanitary Ware


Industry Sector Analysis of March 10, 2004


Summary:  New residential construction has slowed, but the renovation and remodeling market remains positive.  Growth prospects are good for bidets, and high-end faucets and sanitary ware.  Report contains sections on market highlights,  competitive analysis, statistics, and end-user analysis.  7 pages.


Finland:  Air Pollution Control Equipment


Industry Sector Analysis of May 4, 2004


Summary:  Demand for air pollution control equipment is strong in Finland, in part due to environmental concerns about the surrounding countries (Russia, Baltics).  The best sales prospects for U.S. companies include monitoring and measuring instruments for air pollutions, sulphur and dioxide and nitrogen oxide emission removal and protective technology.  Yet another strong area for U.S. companies is the emerging Baltic and northwest Russia markets, which are most easily accessed through Finland.  5 pages.


Israel:  Building Products Market


Industry Sector Analysis of January 10, 2004


Summary:  Israel’s building materials market is a $2billion sector that has been heavily focused on home renovation.  Industrial, commercial, and infrastructure projects are expected to be the focus of the future.  New labor-saving methods and technologies that help speed up the building process, including pre-fabricated structures, dry-wall, and ready-made materials, are in high demand.   U.S. exporters have the best prospects in providing innovative, top-of-the-line, and technologically advanced building materials.  13 pages.


























Continued on page 2








Programs of the U.S.E.A.C. in Brief:





Trade Shows/Catalog Shows


Various Locations/Costs


We can assist you with identifying international trade shows in your industry sector. For many of these shows, the Commercial Service organizes a U.S. Pavilion or staffs a catalog booth for a greatly reduced price.


International Partner Search


$300-$600 per country/region


We will find the distributors/strategic partners who are interested in YOUR product or service, and provide you with contact information 15 days from receipt of your materials.


Gold Key Service


$300-$900 per country/region


Before you head overseas, we will set up appointments for you to meet with interested potential business partners.


International Market Research


Free!  Just call us!


Give us a call to see what new reports have been sent to us by our Commercial Officers overseas.  (See examples on page 3 or visit www.export.gov.)



































Continued from page 1





_______________________________________________________________





We hope enjoy this edition of our newsletter!





The U.S. Government does not endorse any product, service, or company herein and assumes no responsibility for the accuracy of this data or for the outcome of any business transaction resulting from this publication.  





If you would like to see a particular subject on international business covered in this publication, please contact Debra Rogers at 312-353-6988, or fax 312-353-8120, or email debra.rogers@mail.doc.gov
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