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[image: image2.wmf]Find Foreign Buyers and Meet the Export Experts at National Manufacturing Week

February 23-26, 2004 at McCormick Place, Chicago

U.S. companies interested in expanding their export sales will have the opportunity to learn about new markets in Asia, Africa and the Near East at this year’s National Manufacturing Week trade show.  U.S. Department of Commerce Foreign Service Officers will be on hand to discuss the current market situations, export issues important to your firm, and export opportunities in their respective markets.  These officer head the commercial sections at U.S. Embassies around the world and are your U.S. representatives and business advocates in their host countries.  Appointments with officers from the following countries will be available:
	Australia

China
Egypt
Hong Kong
India
Indonesia

	Iraq
Israel
Japan

Korea
Kuwait
Malaysia
Philippines
	Morocco
New Zealand
Nigeria
Pakistan
Saudi Arabia

Singapore
South Africa
	Taiwan
Thailand
United Arab Emirates
Vietnam
APEC
Asian Development Bank
World Bank


Schedule an appointment

U.S. companies interested in one-on-one meetings with these Commercial    Officers may schedule appointments by registering online at http://www.buyusa.gov/eme/nmw.html .  Appointments are available at either your booth or ours --booth 4851. The sooner you register on-line the more time the Senior Commercial Officers will have to prepare to focus on your needs and objectives.   Advance registration is required, and there is no fee for this service.  Appointment(s) available on a first-come, first-served basis.   As we get closer to the show, you will receive confirmation of your appointment(s).

Visit the U.S. Export Pavilion

The Officers’ export counseling is joined by the U.S. Export Pavilion, a multi-agency exhibit at booth 4857 offers help with export financing, shipping, and export regulations.   The Commerce Department, the Small Business Administration, and the U.S. Export-Import Bank will be represented.  

Register for National Manufacturing Week

You will need to be a registered show attendee (or exhibitor) in order to access the meeting venue and export pavilion.   To register online and find out more about National Manufacturing Week, visit www.manufacturingweek.com.  Attendee registration (exhibition halls only) is free through February 22, 2004. (
New CE Mark Guide On-Line

The U.S. Department of Commerce International Trade Administration has produced a web-enabled guide to help U.S. exports comply with the requirements of the European Union’s CE mark.  The CE mark shows that a company has met the health and safety requirements for a product to be sold in much of Europe.  The CE mark affects about half of U.S. exports to the EU, or approximately $80 billion worth of merchandise.

The CE mark guide provides step-by-step instructions for U.S. manufacturers and exporters to navigate the CE mark certification process, as well as other useful information for companies complying with CE mark requirements.  The CE mark guide is available at www.export.gov/tic or www.ita.doc.gov/ td/tic/ce_mark/ceindex1.htm.  (
Ghana Credit Card Fraud Alert

U.S. exporters are advised not to proceed without payment in full prior to shipping to Ghana. There have been numerous reports by U.S. companies of receiving fraudulent credit card numbers for transactions from this country. Additionally, the U.S. Embassy advises all government and private sector visitors not to use credit cards for any purpose while visiting the country. The U.S. Commercial Service in Accra can provide a background check on the “legitimacy” of local companies via its “Due Diligence Search”. The report was developed specifically in response to the large number of requests inquiring about the legitimacy or existence of a local company or which the contract has usually been exclusively confined to e-mail or fax messages. Companies are not advised to pursue this opting for routing export transactions since the “Due Diligence Search” does not provide financial background information. Cost of the search is $65. Contact our office for assistance.  (
Asia Now Online Service

The U.S. Commercial Service (USCS) invites U.S. firms to visit its "Asia Now" online resource center. The site brings together the resources of USCS offices in 14 Asian countries and its Export Assistance Centers across the U.S. to provide firms information on regional trade events, USCS services, and market research. Log on to www.buyusa.gov/asianow/ for the following export markets: Australia, Indonesia, Philippines, Thailand, China, Japan, New Zealand, Vietnam, Hong Kong, Korea, Singapore, India, Malaysia, and Taiwan.
Higher Fines for U.S. Export Violations

Under the Trading with the Enemy Act (TWEA) the U.S. Treasury’s Office of Foreign Assets Control proposes stiffer penalties for trade with Cuba, North Korea, and for trading certain strategic goods with Cuba, Iran, and members of the Organization of Independent States (former Soviet Union). If adopted, TWEA violation fines will be $1 million for companies and $55,000 for individuals, with higher fines and prison time if criminal penalties are warranted. Call the Office of Foreign Assets Control at (202) 622-6140 for a copy of the rule.   (
New SED Form Now Required

As of January 18, 2004, the U.S. Customs and Border Protection (USCBP) will require a new version of the SED.  The old version of the SED could be used until January 17, 2004, but starting on January 18, 2004 only the new version of the SED (Form7525-V) will be accepted. Old versions of the SED will be rejected by the USCBP after January 17, 2004. The new SED (Form 7525-V,dated 7-18-2003) is now available at www.census.gov/foreign-trade/ regulations/forms.  (
Venezuela Institutes           Pre-Shipment Inspections
As of September 1, 2003, all merchan-dise exported to Venezuela must be inspected at the port of exit.  The purpose of such measures is to deter customs fraud, ease tax collection and expedite the nationalization of merchan-dise once at the port of entry.  (

Featured Market:  Singapore

Today, Singapore looks better than ever to American firms with an eye on Asian markets.  Singapore is the 11th largest export market and 12th largest trading partner of the United States, with nearly $31 billion in bilateral goods traded in 2002. It is the home to more than 1500 American firms, a testament to Singapore’s role as the core of the Southeast Asian region. 

On January 1, 2004, the bilateral Free Trade Agreement (FTA) between the United States and Singapore went into force. The FTA will greatly expand opportunities for American businesses in Singapore. All U.S. exports to Singapore enjoy a zero percent tariff rate, and for Singapore exports, 80 percent of existing U.S. tariffs have been eliminated, with the remaining 20 percent being phased out over a period of 12 years. 

The FTA also includes extensive enhancements to the protection of Intellectual Property Rights (IPR). There is state-of-the-art protection for trademarks, including government involvement in resolving disputes between trademark and Internet domain names. 

The agreement provides for patent protection for biotech plants and animals; extended terms for copyright protection; strong anti-circumvention provisions to prohibit tampering with technologies that are designed to prevent piracy; criminal penalties for companies that use unlicensed software; protection for encrypted program -carrying satellite signals; and limited liability for Internet Service Providers. 

For more information on the U.S.-Singapore FTA, go to http://www.buyusa.gov/singapore/en/ ussfta.html . (
Upcoming International Trade Shows and Missions
SHOWS

March 5-13, 2004:  EXPOBELTA 2004, Sao Paulo & Rio de Janeiro, Brazil
Product Categories:  Education and Training Services

U.S educational institutions are invited to join the U.S. pavilion organized by the U.S. Commercial Service.  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.

March 22-April 22, 2004:  CAFTA Marketplace Catalog Show 

To capitalize on opportunities for U.S. business stemming from the U.S.-Central America Free Trade Agreement (CAFTA), the U.S.Department of Commerce has organized an official U.S. Catalog Show in the five markets covered by CAFTA, plus an additional show in Panama. CAFTA Marketplace will take place from March 22 to April 22, 2004.  The Illinois Trade Office will exhibit catalogs from participating companies and screen local agents, distributors, joint- venture partners and licensees. For information, please call Mary Anne Rogerio at 312/814-2089 or e-mail: maryanne_rogerio@commerce.state.il.us.
April 20-24, 2004:  ENVI BRNO 2004, Brno, Czech Republic
This is one of the most important environmental trade shows in Central Europe and will open doors to the rest of Europe and Euroasia.  For additional information, contact Veronika Lukesova, Ecolinks Representative, U.S. Commercial Service, American Embassy Prague, at veronika.lukesova@mail.doc.gov or Robin Mugford at 847-327-9082 or robin.mugford@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
March 21-27, 2004:  Tourism Infrastructure Mission to Turkey, Bulgaria, and Croatia

This mission will be led by the U.S. Dept. of Commerce Deputy Assistant Secretary for Services Industries.  Turkey needs additional tourism facilities in order to meet visitor demand.  Bulgaria’s tourism market has been growing at 10-15% annually, & the country seeks to diversify into eco-, cultural, & rural tourism; and to add more upscale and business/convention facilities.  Croatia’s tourism sector is underdeveloped & war-damaged, but has enormous potential once infrastructure improvements & privatization take place.  Opportunities exist for U.S. companies in resort/golf course/hotel development & operations, construction & redevelop-ment of airports, & tourism-related telecom and IT.  Contact:  Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

May 17-26, 2004:   Illinois Infrastructure Mission to China

The Illinois Trade Office will lead a senior-level business development mission to Beijing, Shanghai and Chengdu for Illinois firms in architectural design, environmental technology, engineering services, and construction materials.  The mission will explore business opportunities resulting from the 2008 Olympics, China’s accession to the WTO, and other economic developments.  Application deadline:  March 15, 2004.  For complete information, contact Zhigang Ren at 312-814-2335 or zhigang_ren@commerce.state.il.us.

WTO Wood Packaging Regulations

The World Trade Organization (WTO) Solid Sawn Wood Packaging Standard or International Standards for Phytosanitary Measure 15 (ISPM 15) has been approved for implementation by any participating country.  The ISPM 15 standard requires softwood and hardwood packaging to be heat treated or fumigated to kill insects or fungus prior to export.

All shipments using any species of solid sawn wood packaging must be heat treated (or fumigated if allowed) by the final assembler and stamped with the approved ALSC stamp before being allowed entry to or crossing through a participating country.  Shipments can be stopped at the border if they do not have the proper stamps on the unit. The stamps show customs that all solid wood packaging material has been treated to meet the new global ISPM 15 requirements. 

Non-compliance can be a serious problem.  Foreign as well as U.S. customs agencies have said they can turn back, repackage or destroy items that do not meet the new standards. Delays and costs will be the responsibility of the shipper of record.  The United States standard requires immediate re-export of non-compliant products with no exceptions. 

A number of countries have announced their use of the standard and have specified deadline dates for compliance.  

Carr Lumber is a local provider of heat-treating services for new and pre-existing wood packaging materials and maintains links to updated information on this topic on its website at www.carrlumber.com (see “heat treating & export compliance”).  Thanks to Randy Carr for providing us with this information. (
Access Eastern Mediterranean Program Launched

Markets Covered: Turkey, Egypt, Israel, Jordan, Lebanon, West Bank/Gaza

It just got easier to sell to this region via the Access Eastern Mediterranean Program, a new and innovative, regional export promotion program offered by the U.S. Commercial Service in Turkey, Egypt, Israel, Jordan, Lebanon and West Bank/Gaza. 

Our experienced Commercial Specialists in each of these six markets will combine and coordinate their efforts to proactively market your products or service in their respective countries between April 15 and June 21. Focus industry sectors are construction, telecommunications/IT, health care, environmental, and energy.  Please visit the website for Market Briefs on all countries, full program details, program registration on-line at http://www.buyusa.gov/eastermmed . (
U.S. & Central America Conclude Trade Agreement
On December 17, the U.S. and four Central American nations concluded an historic and comprehensive Free Trade Agreement (CAFTA) that will strip away barriers to trade, eliminate tariffs, open markets, and promote investment, economic growth and opportunity for these countries; El Salvador, Guatemala, Honduras, and Nicaragua.  Further talks to include Costa Rica are underway. 

The culmination of a year of intense negotiations, CAFTA fulfills a key U.S. objective of opening markets with free trade partners, while continuing to push trade liberalization hemispherically through the Free Trade Area of the Americas (FTAA) and globally in the Doha talks in the WTO.  

CAFTA Market Facts

1. In 2002, U.S. exports to the CAFTA countries totaled $9.8 billion making Central America the third largest market in Latin America for U.S. goods and services behind only Mexico and Brazil. During the first 6 months of 2003 U.S. exports to the region were up a 17.2% over the same period in 2002.

2. Imports from the U.S. are diverse and have steadily increased in market share and dollar value over the past 10 years. U.S. firms now enjoy close to a 50% market share in Central America. 

3. The Central American market is steady and reliable. Remittances from family in the U.S. and the close proximity of Central America to the U.S. (2-2.5 hours from either Miami or Houston) guarantee continued market strength. CAFTA will enable the legal protections, market harmonization and access companies demand.

If you are interested in market oppor-tunities in CAFTA countries, there will be a catalog show in March. For more information on this event, see page 4.  (

Upcoming Illinois Trade Events

February 17, 2004:  Rebuilding Iraq:  Small Business Subcontracting Opportunities – Rosemont

Six prime contractors (including Bechtel and Halliburton), with contracts worth several billion dollars, will join small business leaders from throughout the Midwest and Iraqi businessmen to explore partnerships for a wide range of economic opportunities in Iraq.  Sponsored by the Small Business Administration.  Venue: Hyatt Regency O’Hare.  Register at www.new-fields.com/chicago/ index.htm or contact Hannelore Quigley at 202-496-4976, x221 or hquigley@newfields.com.  Fee: $185.00

February 18, 2004:  NAFTA Certificate of Origin Seminar- Chicago
Customs officials estimate that over half of all NAFTA Certificates of Origin are completed incorrectly, resulting in the loss of time & money due to border delays, customs audits, & related fines.  Get detailed guidance on gathering and calculating the information needed to fill out the certificate correctly.  Speaker:  Louisa Elder, Director, NAFTA Opportunity Center.  8:30-12:00, Wright College, Rm S-247, 4300 N. Narragansett Ave.  Fee:  $50, NORBIC members: $35.  Contact: 773-594-9292 or abertolo@norbic.org.

February 19, 2004:  Export Essentials – Park Ridge

Seminar sponsored by NORBIC, Tooling & Manufacturing Association, and International Trade Club of Chicago. Presentation by Ric Frantz, CEO and Co-founder, LR International Inc. 8:30 a.m. – 3:00 p.m., Tooling & Manufacturing Association, 1177 South Dee Rd, Park Ridge, IL. Members of sponsoring organizations: $35; Non-members: $45; On-site: $60.  Contact: 773/594-9292.

February 20, 2004:  Manufacturing in America:  Meeting the Global Competition - Rosemont
Luncheon program with Grant Aldonas, Under Secretary of Commerce for International Trade, who will discuss the key recommendations of the report “Manufacturing in America:  A Comprehensive Strategy to Address the Challenges of U.S. Manufacturers”, released on January 16, 2004.  Contact:  International Trade Association of Greater Chicago (ITAGC) at rsvp@itagc.org or 773-725-1106.  Fee:  $50, ITAGC members: $40.  Rosewood Restaurant, 9421 W. Higgins Rd., Rosemont.

February 23-25, 2004: Senior Commercial Officers at National Manufacturing Show - Chicago
U.S. Department of Commerce Senior Commercial Officers from Asia/Pacific, Africa, and the Near East will be attending the National Manufacturing Show and will be available for one-on-one meetings with U.S. firms interested in exporting to those regions.  Appointments can be made online at http://www.buyusa.gov/eme/nmw.html . Participants must register as show attendees at www.manufacturingweek.com in order to access the meeting venue (free in advance or $50 on-site). Contact:  Bernadine Smith at 312-353-5096 or bernadine.smith@mail.doc.gov.

February 24, 2004: Partnering For Success: The  Mechanics Of Collaborative Strategies - Chicago 

Part of Global Manufacturing series sponsored by the International Trade Club of Chicago and the Tooling & Manufacturing  Association. Topic: Details and mechanics of collaborative strategies, including JVs, alliances and consortia. Speakers: Mike Chester, President, Buhrke Industries. 8:00-12:00, Northwestern University Thorne Auditorium, 750 North Lake Shore Dr., Chicago. ITCC/TMA members - $75; Non-members - $100. Contact:  www.itcc-tma.org or Aldo Caronia at 312/368-9197 or execdir@itcc.org.
February 26, 2004:  New European Environmental Laws and Your International Business– Schaumburg

The American Electronics Association and Motorola will host this half-day seminar to educate U.S. companies on new EU laws that require manufacturers to finance the recycling and disposal of most electronics waste and eliminate the use of six hazardous materials including lead (Pb). 1303 E. Algonquin Road, 8:00–11:30; $250 for AeA members and $325 for nonmembers.  Contact: Stuart Schaag at 312-353-7711 or stuart.schaag@mail.doc.gov.

March 3-4, 2004:  Complying With U.S. Export Controls - Rosemont, IL

This two-day program will cover what exporters need to know to comply with U.S. export control requirements on commercial goods.  Venue: O’Hare Embassy Suites Hotel in Rosemont, IL near Chicago’s O’Hare Airport.  $300 fee includes course materials, breakfast, lunch and coffee breaks. Discount for firms with three or more participants.  Information/ registration: Stuart Schaag at 312-353-7711 or stuart.schaag@mail.doc.gov or visit www.buyusa.gov/uppermidwest/events.html.
March 4, 2004:  Individualized Korean Market Assessments - Chicago

Get an expert assessment of the Korean market for your products and/or services, as well individualized advice on marketing and sales strategies.  U.S. Commercial Officer Greg O’Connor has lived in Korea for over four years and has extensive knowledge of the Korean culture and business climate.  He will be available for one-on-one appointments with interested U.S firms on Thursday, March 4 at the Chicago U.S. Export Assistance Center.  Contact:  Debra Rogers at 312-353-6988 debra.rogers@mail.doc.gov.

Services Firms Achieve Export Success
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!

Duraclean Signs China Franchisee 

Duraclean International, Inc.  of Arlington Heights, Illinois is a service franchise providing a wide range of commercial and residential cleaning services, including mold remediation, water and fire restora-tion, ultrasonic cleaning, and more. 

Duraclean recently announced the licensing of their first Master Franchise in China.  The Qingdao Sen Industrial Company Ltd of Quingdao, China (Sen) purchased the Duraclean Master Franchise and will sub-franchise the Duraclean system throughout the Shandong Province/ According to the company's presi-dent, Vince Caffarello, "I don't think it would have happened without the U.S. Commercial Service."

Duraclean has been an active client of Trade Specialist Debra Rogers of the Chicago Export Assistance Center since 1998.  They first made contact with Sen through their advertisement in the Commercial Service catalog/magazine Commercial News USA in March 2002.   Mr. Caffarello went to China to meet them in November 2002.  At that time he also made contact with Commercial Specialist Shen Yan of the U.S. Commercial Service in Beijing, who was key in counseling Duraclean throughout the process of putting the deal together.

Sen representatives came to the U.S. in April 2003, met with Duraclean at the International Franchise Expo (IFE), and visited Duraclean's facility.  A few months later, Sen Industrial Company signed the contract and paid Duraclean the agreed-upon $80,000 franchising fee.    Duraclean is currently getting ready to ship Sen $100,000 worth of equipment, and expects further revenues from royalties and sales of other supplies in the future.(
ISU Trains Saudi Arabians

Illinois State University (ISU) in Normal, Illinois is an educational institution that is interested in connecting students around the world with its educational services.  ISU has been a client of Trade Specialist Debra Rogers at Chicago USEAC since April 2001.

In April 2003, Ms. Rogers received a trade lead from the Commercial Service office in Jeddah, Saudi Arabia regarding a center for professional training that was looking for U.S. partners to offer training programs.  TS Rogers sent the lead to her education client database the same day, and received an interested reply from Dr. Alberto Pena, Associate Director of International Studies and Programs at Illinois State University.  After an initial phone conversation, Dr. Pena was in almost daily e-mail contact with Mr. Memem Addas of the Professional Institute for Training and Development (PITD).  

They decided on a "dry run" in which an ISU Adjunct Professor offered a course on "Fundamentals of Human Resource Management" at the train-ing center in Jeddah.  The Manage-ment Development International division of ISU's Office of Interna-tional Studies and Programs received a flat fee for the course.  In addition, PITD provided the instructor with airfare, lodging, and local transport.  The course ran August 2-27, 2003 and was a big success.  The two educational institutions feel that this is the beginning of a long and fruitful partnership.  A number of courses are being planned for 2004, including sales management, customer relations, and IT management. (
Designing   Airports in China
Landrum and Brown of Chicago is an architecture and engineering company specializing in airport plan-ning services, and has been a client of the Chicago USEAC since May 2000.  The firm's China Projects Consultant, Willie Moy, is a subscri-ber to the China Commercial Brief and also takes advantage of the Aerospace E-Market Express news-letter.  Trade Specialist Rogers put him in touch with industry specialists in our China and Hong Kong offices, and he often consults with them on his frequent trips to the region.  

In April 2003, Mr. Moy reported:  "Landrum and Brown received a lot of help from the Commercial Office in Beijing last year.  They helped monitor project development and advised us on the new masterplan for the Beijing Capital International Airport expansion projection.  Our company was recognized by the Beijing Capital International Airport for our contribution on the project and awarded US$50,000.00 for our services.  Without the help from your Commercial Office in Beijing, we might have encountered a lot of difficulties…The help that we received also gave us big name recognition as an important consultant to work with on the Beijing Capital International Airport.”  Landrum and Brown was subsequently invited to work on the design of the new Terminal 3 project for the Beijing Capital International Airport.(
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.


Germany: Online Advertising


Industry Sector Analysis of January 4, 2004


Summary: Even though Germany’s overall advertising market has been decreasing, its online advertising has had a substantial increase of twenty-two percent in the past year. The best potential is in creative work (design, programming, e-commerce solutions) as well as income prospects on popular websites (banner advertisements, pay-per-click). This report includes overall information on advertising and media, best sales prospects, market access and trade promotion opportunities. 25 pages.





Turkey: Roofing and Siding Materials


Industry Sector Analysis of December 30, 2003


Summary: The Turkish construction industry ranks as the third most critical business sector in the Republic. With rapid urban expansion, the need for more commercial/office/professional buildings, and a large gap in meeting the demand for housing, experts expect ten percent annual growth in the market over the next three years.  Aluminum siding and roofing shingles offer good prospects. 15 pages.





Mexico:  Maquiladora Manufacturing in the Border Regions


Industry Sector Analysis of December 13, 2003


Summary:  Electronic products assemby (208 plants) and automotive manu-facturing  (182 plants) are the two dominant maquiladora activities.  This report reviews the opportunities for U.S. firms to sell products and services to the maquiladora (export manufacturing) industry in Mexico’s border regions.  Report includes listing of the most important maquiladora plants in each border region.  


24 pages.





Norway: Construction Machinery


Industry Sector Analysis of November 21, 2003


Summary: The best prospects for U.S. exports are machinery used for road construction, tunneling, energy development projects, and commercial and residential building projects. Even though the market is very competitive, Norway continuously seeks new and proven technologies for construction and building projects in its mountainous and challenging geography.  10  pages.





China: Architecture and Engineering Services


Industry Sector Analysis of October 1, 2003


Summary: One of the main components of China’s Tenth Five Year Plan is infrastructure investment. New buildings and infrastructure projects provide enormous opportunities for foreign companies. Foreign building projects and foreign ACE services are seen as superior to local substitutes. The booming real estate market also offers great potential for foreign investment. The report includes information on 2008 Beijing Olympics opportunities and more specifics on real estate opportunities. 7 pages. 


























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.)









































We hope you 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 export topic covered in this publication, please contact Debra Rogers at debra.rogers@mail.doc.gov  or 


312-353-6988.





If you want to ensure that you stay up-to-date in between issues of this hardcopy newsletter, please make sure we have your correct e-mail address!
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