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Assistance for Import-Impacted Manufacturers

Trade Adjustment Assistance (TAA) is a U.S. Department of Commerce program designed for manufacturers adversely affected by imports.  This program offers 50/50 cost sharing of projects aimed at improving a firm's competitive position, up to a total of $100,000 in projects with a maximum TAA cost share of $50,000.  

Specifically, funds are applied toward the cost of consultants, engineers, or other outside professional service providers a firm chooses.  Projects may fall into any one of four categories:  Manufacturing, Marketing, Financial & General Management, and Information Technologies.  Project examples include:

MANUFACTURING

(   Product Certification (CE, UL etc.)

(   Operations Analysis

(   Manufacturing Technology Review

(   Productivity Improvement

MARKETING

(   Market Research

(   Advertising/Sales 

(   Promotion/Brochure Design

(   Distributor /Sales Rep. Search

(   Analysis of Competition

(   Export Development

information technology
(   Hardware/Software Evaluation & 

     Recommendation
(   System Conversion & Enhancements
(   E-Commerce
financial & general management
(   Strategic Planning

(   Compensation & Incentive Programs

(   Organizational Analysis
What are the eligibility requirements for Trade Adjustment Assistance?

To qualify, a manufacturing firm must have lost some domestic business to imports, and experienced sales and employment declines over the last two years. 

How does a firm apply?

Interested firms should contact their local Trade Adjustment Assistance Center (TAAC) to get started.  A TAAC professional will initially assess eligibility and prepare an application on a firm’s behalf.  For additional program information and a list of TAACs, visit www.taacenters.org. (
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Export Document Certification

Offered by Chicagoland Chamber 

As a service to the local business community, the Chicagoland Chamber of Commerce certifies documents required in the sale of goods and services to foreign countries.  The certification is officially recognized by overseas customs officials, foreign governments and international businesses.

The Chamber provides Document Certification (Secretary signature and Chamber seal) for:


· Certificate of Origin Letters

· Certificates of Business Activity

· Certificates of Conformity

· Certificates of Free Sale

· Certificates of Origin

· Commercial Invoices

· Price Lists

A company representative must sign each document and secure notarization before the Chamber can grant certification. A copy of each document and supporting evidence is required for Chamber records.  The cost is $10 for each document certification up to five copies; $20 for non-members, $35 for rush service.   More information can be found at www.chicagolandchamber.org/ sub/export_documentation.asp, or contact Rachel Roemke at (312) 494-6792 or rroemke@chicagolandchamber. org. (
Japan:  Free Market Assessments Offered
The U.S. Commercial Service office in Osaka, Japan is now offering a free initial analysis of U.S. companies’ goods or services in terms of potential in the Japanese market, as well as a preliminary market entry plan.  

This offer is limited to firms in the following industries:  sporting goods & recreation equipment, residential building materials, textiles, and apparel.  For more information, please call Debra Rogers (building materials) at 312-353-6988 or Stuart Schaag (other noted industries) at 312-353-7711. (
U.S. Visa Website
The U.S. State Department recently launched an initiative called “Secure Borders. Open Doors.” The new website at www.UnitedStatesVisas.gov is the official source of information on U.S. visa policy and procedures, launched in an effort to better communicate U.S. visa procedures.  (
U.S. Joins International Trade-mark Filing System

 U.S. companies will soon have a new option for registering their trademarks overseas, using an  international filing system that will cost significantly less than the present country-to-country method.  Recent federal legislation implemented an agreement for the U.S. to join the Madrid Protocol, an international treaty that facilitates procuring and maintaining international registrations in the participating countries through a centralized and cost-effective system. 

The protocol will allow U.S. applicants to file a single international trademark application (based on a home “basic” application or registration) that designates the member countries where trademark registration is sought. U.S. participation in the Madrid Protocol will begin once the necessary rules and procedures are in place, but no sooner than November 2, 2003.  (
U.S.-Chile Trade Agreement Ratified 

On June 6, 2003, the U.S. and Chile signed a bilateral Free Trade Agreement (FTA) in Miami. U.S. Trade Representative Robert Zoellick  signed the agreement on behalf of the United States, and Chilean Foreign Minister Soledad Alvear  signed for Chile.   The agreement will go into effect as soon as the congresses of both countries have ratified it  The U.S. Congress ratified the agreement in July.  

The agreement will reduce import duties for U.S. goods entering Chile from the current 6% to 0%, giving U.S. goods a significant price advantage over goods from countries that do not have FTA’s with Chile (especially in combination with the current favorable exchange rate). 

The U.S.-Free Trade Agreement with Singapore was signed in late 2002 and was also passed by Congress in July 2003.  Negotiations on an FTA with Australia began in March of this year.  For more information on these and other FTA’s, visit www.ustr.gov. (

Twelve Most Common Exporting Mistakes

Don’t you make them too!

1. Failure to obtain qualified export counseling and to develop a master marketing plan before starting an export business

2. Insufficient commitment of top management

3. Insufficient care in selecting overseas agents or distributors

4. Chasing orders from around the world instead of establishing a basis for profitable operations and orderly growth

5. Neglecting the export business when the U.S. economy booms

6. Failure to treat foreign distributors on an equal basis with domestic counterparts

7. Unwillingness to modify products to meet regulations or cultural preferences of other countries

8. Failure to print services, sales, and warranty messages in locally understood language

9. Failure to learn about risk protection products available from the U.S. government

10. Failure to learn which financial institution excels in providing the services needed for business overseas

11. Failure to consider use of an export management company or any other marketing intermediary

12. Failure to consider licensing or joint venture agreements

Source: Richard Uss, Florida Export Finance Corporation , compliments of the North Texas USEAC. (

Upcoming International Trade Shows and Missions
SHOWS

November 6-9, 2003:  Study USA Pavilion at Universitarea, Mexico City

The U.S. Commercial Service in Mexico City is organizing a pavilion at the Universitarea education fair.  Mexico is the 7th largest source of international students in the U.S.  Mexican enrollment has grown at all types of U.S. schools, but especially community colleges.  Catalog Show deadline October 10, 2003.  For more information, contact Debra Rogers at 312/353-6988 or debra.rogers@mail.doc.gov.

November 18-20, 2003:  24th Annual International Irrigation Show, San Diego
The Irrigation Association received certification from the U.S. Dept. of Commerce as an International Buyer Program meaning that Commercial Specialists from all over the world will be leading delegations to the show.  It’s scheduled to take place on November 18-20, 2003 at the San Diego Convention Center in San Diego, CA.  The show covers agriculture, turf grass, landscape, and golf course irrigation equipment and services, as well as, water management, water features and landscape lighting.  For additional information, visit the show website at www.irrigation.org/ia_show.htm or call Mark Wells at 202-482-0904 or by e-mail at mark.wells@mail.doc.gov. 

November 25-29, 2003:  Aqua Therm Prague, Czech Republic  

This is the 10th International Trade Fair of Heating Technology, Air Conditioning, Sanitary, Environment Protection Technology, Measurement and Regulation.   In addition to the exhibition, there will be the opportunity to arrange one-one-meetings through the Gold Key Service.  For more details, contact Veronika Lukesova, Ecolinks Representative, U.S. Commercial Service, American Embassy Prague, at veronica.lukesova@mail.doc.gov. 

February 8-24, 2004:  Study USA Asia Tour – Indonesia, Philippines,Thailand, India

Product Categories:  Education and Training Services

U.S educational institutions are invited to join the tour in all countries, just one, or a combination.  The fairs in each country focus on recruiting new students to attend U.S. campuses.  For more information, contact:  Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

March 10-17, 2004:  CeBIT '04, Hannover, Germany

CeBIT ranks as the world’s number one event for the ICT sector. It is the only trade fair where representatives of business, science, politics and media can see all the latest trends in a single location!  The Commercial Service is organizing a variety of events, including a CEO office, a U.S. Product Literature Center, and our popular Showcase Europe Showtime appointments.  For more information, contact Julie Carducci at julie.carducci@mail.doc.gov or Stuart Schaag at stuart.schaag@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 for 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 in the educational sector 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
March 8-12, 2004:  Chicago Sister Cities Business Mission to Morocco

The Chicago Sister Cities Casablanca Committee is planning a Business Development Mission to Morocco in early March 2004.  The Commercial Service staff in Casablanca will offer the Gold Key Service to set up appointments for participating companies.  Morocco has identified the following industries as the best prospects for U.S. business to sell their products and services: seawater desalination, wastewater treatment, tourism infrastructure, renewable energy, environmental, airport/aviation, telecommunications equipment and services, housing and construction and food processing and packaging.  To indicate your interest or get more information, please contact Thelma Young, International Trade Specialist at 312/353-5097 or thelma.young@mail.doc.gov.  

Exporting in Tough Times

By Bill McNamara

Sure the dollar has come down from its peaks, but much of the world’s economy is still in a low-growth mode.  Yet, there is work to be done, and there is money being spent out in the market. In these times, it is important to concentrate on the fundamentals of the business, bring in what sales you can, and position your company so it’s ready  when conditions improve.  Some ideas from the perspective of a company exporting via distributors:

Emphasize the Structure of Your Business: Concentrate on improving current distribution, and/or appointing new distribution in markets/segments not now represented. Upgrade your business infrastructure and position your company for the long-term. 

Be Flexible with pricing, extended terms. Give and take. Top up orders/ containers and introduce new-to-market products for better pricing. Consider better credit terms on bigger orders. Try tying discounts to exchange rate.  

Emphasize Relationships: Stress that you are with your distributors for the long- term and will help them through tough times. 

Communicate more/better: Be in touch more than usual with distributors. Need to be aware of any sizeable potential opportunity. Work closely on each deal; “hand carry” each deal to its conclusion.

Focus on Training: Train distributors now, when times are slow. Then they will be in the market, educated, and prepared, when business improves.

Work the Exchange Rate: If competing against U.S/ competitors, they face the same currency/business environment. If they falter – with pricing, delivery, support, be there to step in as needed. Focus and take their market share. If the dollar moves in your favor, particularly against your European competitors, target their business.

Find Opportunities/ Go Where the Money Is: There are some corners of the world less affected by the global slowdown: China, parts of Mexico, healthcare markets, government markets….

Defend Your Distribution Network: Be aware that they may be tempted to look elsewhere. Stay in touch to prevent losing them and avoid the consequent problems.

You Can Always Improve the Process: Your sales and order fulfillment procedures are ever evolving processes, and you can always find room for upgrading. For example, could you improve your sales prospecting? Start a dialogue with a potential new distributor now ( and develop some history with them before the market takes off)? Negotiate better freight rates?….. 

It’s A Cycle: The dollar won’t stay where it is.  As the economic environment changes, so will FX rates. Keep this in your mind as well as your distributor’s. Emphasize working together over the long-term, through the ups & downs. This is consistent with the relationship-based perspective advocated above.

Bill McNamara is Director of International Sales at 
Minuteman International of Addison, Illinois and a member of the Illinois District Export Council.

Iraq Reconstruction Information

U.S. Department of Commerce Secretary Donald Evans has made Iraq Reconstructions a priority within the Department of Commerce. An “Iraq Reconstruction Task Force” comprised of experts throughout the department dedicated to assisting in the Iraq rebuilding efforts has been created. The International Trade Administration (ITA) is responding to U.S. companies seeking information on how to participate in the rebuilding of Iraq. The goal is to provide U.S. companies with the latest information on the reconstruction efforts and the related projects that they can participate in. The Task Force serves as an information-clearinghouse for the U.S. business community. 

The following resources are available to assist U.S. companies:

(1.) A new website: www.export.gov/Iraq 

(2.) An address for receiving e-mail inquiries: IraqInfo@mail.doc.gov. 

(3.) A hot line has been activated at 1-866-352-IRAQ (4727) 

(4.) To view commercial opportunities under contract solicitation and awards, go to the U.S. Agency for International Development, www.usaid.gov/iraq/activities.html. 

To view the latest information on Iraq Sanctions Guidelines, go to office of Foreign Asset Controls at www.treas.gov/offices/enforcement/ofac/sanctions/sanctguide-iraq.html.

Ex-Im Bank Can Now Back Some U.S. Exports to Iraq

The Export-Import Bank of the United States (Ex-Im Bank) has determined that it is no longer legally prohibited from supporting U.S. exports to Iraq.  While it is still closed for routine trade finance transactions, Ex-Im Bank is now prepared to process applications for exports to Iraq that involve buyers or letters of credit from banks located in third countries.  Ex-Im Bank is also ready to consider applications under its Working Capital Guarantee Program (WCGP) for sub-contractors providing goods & services to Iraq under USAID contracts.  The Bank can now also consider support for trade finance facilities established in connection with the reconstruction of Iraq.  (
Upcoming Illinois Trade Events

October 16, 2003:  Water Treatment Sector In The Chinese Market - Chicago 

Good Morning Asia video conference sponsored by the Illinois Trade Office of the Illinois Department of Commerce & Economic Opportunity and the U.S. Export Assistance Center Chicago. Speakers from the U.S. Commercial Service at the U.S. Embassy in Beijing will discuss business opportunities in the rapidly growing Chinese market. 8:00 a.m. at the State of Illinois building.  For information and registration, call Zhigang Ren at 312/814-7176.

October 17, 2003:  U.S. Immigration Changes Affecting The Ability Of Companies To Employ Foreign Nationals - Chicago       Seminar sponsored by Masuda, Funai, Eifert & Mitchell. Topics include: Reducing the Availability of H-1B Visas; L-1 Visa under Attack; Other Visa Options for Canadians and Mexicans; Border and Admission Issues as Analyzed by Former Immigration Inspector; Visa Options to Train Foreign Nationals; Recent Challenges in All States of Green Card Process. 7:45 a.m. – 12:30 p.m., Doubletree Hotel Chicago O’Hare Airport, 5460 North River Road, Rosemont. No charge. For information and registration, please call 847/292-9100 or visit:  www.masudafunai.com.

October 29, 2003:   Doing Business In China: Lessons Learned By Small & Mid-Sized U.S. Manufacturers - Madison Program organized and sponsored by the Erdman Center for Manufacturing and Technology Management, School of Business, University of Wisconsin-Madison. Topics include: Better, Cheaper, Slower: Custom Manufacturing in China; Managing Joint Ventures in China; Establishing and Operating a Wholly-owned Plant in China; Developing and Understanding Business Relationships in China – A Chinese Perspective; The Expanding Role of China in the U.S. (and the World’s) Economy: Magnitude, Trends and Industries Involved; The Hollowing of U.S. Manufacturing Firms. 8:00 a.m. – 4:30 p.m., Fluno Center for Executive Education, 601 University Avenue, Madison, WI. Fee: $150. For information and registration, please call 608/263-2563 or visit: http://wiscinfo.doit.wisc.edu/erdman/.

October 29- November 1, 2003:  Worldwide Food Expo – Chicago
Since this is a certified International Buyer Program (IBP) Show, 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. Contact:  Bernadine Smith at 312/353-5096.

October 30, 2003:  Corporate  Security & International Operations:  Threat, Prevention, Intervention - Oak Brook/ Chicago This conference is organized  by the Center for International Business Education and Research (CIBER) at the  University of Illinois. This conference brings together panels of experts from industry and government to address key corporate security concerns  in international operations, focusing on threat assessment, prevention, and  intervention.  Presentations will provide real-life case examples, personal insights, and practical advice on how to protect your company's assets and  operations in an increasingly threatening global environment.   $250 registration fee includes lunch, refreshment break, and networking reception. For additional information and registration:  www.ciber.uiuc.edu/securityconference/  or Lynnea Johnson (217) 333-8335.

October 30, 2003:  Harmonized Tariff Schedule Classification for Exports – River Grove
Correct classification of your export products is essential to avoid both domestic and foreign customs problems, as well as to qualify your products for NAFTA exemptions.  Paul Coulombe of Canada Customs is one of today’s best and funniest trainers on this important trade topic.  Location:  Bldg 1, Room 106, Triton College, 2000 5th Ave., River Grove.  Fee:  $40 for NORBIC members; $60 for non-members.  For more information, call 773-594-9518 or download registration form at www.norbic.org.

November 12, 2003:  NAFTA Certificate of Origin Workshop – Park Ridge 

Over 50% of NAFTA Certificates of Origin are completed incorrectly, resulting in border delays, customs audits, and loss of money.  This seminar will include step-by-step directions for completing the document, including related topics such as rules of origin and required record-keeping.  Louisa Elder, Director of the NAFTA Opportunity Center at NORBIC will conduct the seminar.  Registration fee:  $35 for NORBIC or TMA members, $50 for non-members.  8:30-11:00 a.m. at the TMA Conference Center, 1177 S. Dee Rd., Park Ridge, IL 60068.  Register online at www.tmanet.com or contact rmorales@tmanet.com.

November 17, 2003:  Seminar on Eastern Europe and the EU - Chicago 

The World Trade Center Chicago and the U.S. Export Assistance Center will host a seminar featuring senior U.S. commercial officers from Hungary, the Czech Republic, Slovakia, and Croatia/Bosnia and Herzegovina.  Find out what business opportunities might exist for your firm as these countries prepare to join the EU in 2004.  Following the seminar, the officers will be available for one-on-one meetings.  For more information, contact Stuart Schaag at 312-353-7711 or stuart.schaag@mail.doc.gov.

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!

Gold Key Service Helps Open First Foreign Office

Telemotive Industrial Controls of Glendale Heights, Illinois ( a Magnetek, Inc. (NYSE: MAG) company), is a pioneer in radio remote controls and anti-collision systems for the overhead crane industry.  The firm has been an active client of the Chicago USEAC since early 2001.

In late 2001, the firm's Vice President of International Sales conducted a 5-day Gold Key in Sao Paulo followed by a 3-day Gold Key in Rio de Janiero.  Telemotive’s objective with the Gold Keys was not to meet with potential sales partners or to make sales, but to interview end-users of industrial overhead cranes to gather "first-hand" market research on what the end users were looking for in terms of solutions, service, and pricing; and to find out who the major players in the market were. This market research process also resulted in generating a lot of interest in Telemotive's products.

Samuel F. Bello, in charge of International Business Development, said that "Since Telemotive had no experience in international business, the Gold Key was a very efficient tool to help us make our first inroads into uncharted territory.  As we grow internationally, we will continue to use the Gold Key as an important vehicle to implement our strategy."

The Gold Keys that Commercial Specialists Paulo Rodrigues, Patrick Levy, and Genard Burity arranged provided reliable market information that helped Telemotive open a cost-effective and efficient sales and service office in Brazil. This office is Telemotive's first ever outside of the Chicago metropolitan area.  Because of the firm's new presence in the country, Mr. Bello expects sales to Brazil to grow rapidly over the next three years.  (
International Partner Search Yields Sales

The Hose Division of Senior Flexonics, Inc. in Romeoville, Illinois manufactures industrial flexible hoses and hose assemblies such as corrugated stainless steel flexible metal hoses with braid (used in high pressure, high temperature applications such as the steel industry), wire reinforced thermoplastic hose (used in the petro-chemical industry), and flexible hoses of teflon (used in the cryogenic compressed gas industry).  

The firm has been a client of the Chicago USEAC since April 2002, when its International Sales Manager, Andy Harrington, attended the Asia/Pacific conference hosted and organized by the Chicago USEAC and the Illinois District Export Council.  At the conference, Mr. Harrington met individually with Senior Commercial Officers from Taiwan, Vietnam, and the Russian Far East.  He also met Trade Specialist Debra Rogers there and learned about CS services.  Mr. Harrington subsequently expressed an interested in doing International Partner Searches (IPS) in Asia.

In May 2003 Commercial Specialist Cindy Chang conducted an International Partner Search for the firm in Taiwan.  

One of the Taiwanese firms that Cindy contacted was already sending inquiries before Senior Flexonics received the IPS report with their contact information.  Senior Flexonics secured its first order from them, worth $10,000, and shipped it at the end of July 2003.  Mr. Harrington commented, "I am happy to say the IPS has worked out well for us,…[and]..I am proposing to select South Korea next.”(
CS Delivers Buyers to Show Booths

The U.S. Commercial Service offices in Chicago and Seoul recently collaborated to bring members of a Korea international buyer delegation right to the National Hardware Show

booths of Chicago Export Assistance Center clients interested in the Korean market.  Several site visits were arranged, and two of the U.S. companies believe sales will result.


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

USAID/Global Technology Network
Trade Lead Matching Program
(vacant)


312-353-8059

               _______                                 ________________________________________________________________________
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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.


United Kingdom:  Orthopedic and Rehabilitation Equipment


Industry Sector Analysis of September 22, 2003


Summary:  With demand and funding for orthopedic and rehabilitation equipment expected to continue to increase, the UK market promising for U.S. manufacturers. The best prospects for this sector include: equipment made of state-of-the-art materials, especially in the orthotics and prosthetics sectors; high-tech equipment, such as powered wheelchairs and digital hearing aids; sectors in which UK provision lags demand, such as hearing aids; and equipment that promote s independence in the elderly and disabled communities, such as daily living aids.





Taiwan:  Power Tools Market


Industry Sector Analysis of August 29, 2003


Summary:  Although Taiwan produces large quantities of power tools itself, it still relies on imports for high-end, sophisticated power tools.  Growth in demand for power tools will come from the DIY, decorating and remodeling segments.  New innovative and easy-to-use products, such as cordless & pneumatic power tools offer potential.  7 pages.





United Arab Emirates:  Building Products Market


Industry Sector Analysis of June 22, 2003


Summary:  $20 billion in infrastructure, and commercial and residential building projects are planned for the next 5 years.  Construction & Tourism infrastructure projects will drive high demand for building products.   Report includes description of upcoming construction projects and contacts.  13 pages.





Singapore:  Demand for Corporate Training


Industry Sector Analysis of August 28, 2003


Summary:  In Singapore, the public sector, multinational companies, and government-linked companies in particular, all invest heavily in their employees.  The new Ministry of Manpower “Skills Redevelopment Program”  is spurring demand for accredited courses in diverse categories such as accounting, security, and tourism.  14 pages.





Israel:  Do-It-Yourself (DIY) Hand Tools


Industry Sector Analysis of June 18, 2003


Summary:  The biggest growth area in construction is in home renovation.  More & more homeowners are turning to DIY to save money.  Superstores dominate the market.  Hand tools and gardening equipment offer the best prospects.  8 pages.





Spain:  Railroad Components and Services


Industry Sector Analyses of June 5, 2003


Summary:  Spain wants rail to be THE public transportation mode of the future; and has plans to spend millions on construction of new high-speed railways, improve-ments to the basic railway network, & expansion of its subway systems.  14 pp.





South Africa:  Tertiary Education


Industry Sector Analysis of August 26, 2003


Summary:   South Africa spends 7% of its GDP on education, one of the highest rates for middle-income developing countries, yet over 7 million of its citizens are functionally illiterate.  As most South Africans cannot afford an education in the U.S., distance learning and computer-based training offer the best export opportunities.  7 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


$400-$800 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.)



































Continued from page 1








We hope have enjoyed 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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