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U.S. companies interested in expanding their export sales will have the opportunity to learn about new markets in Europe and China at this year’s National Manufacturing Week trade show. 

U.S. Department of Commerce Commercial 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 officers 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:

China
Czech Republic
Germany Italy
Hungary

Poland CAFTA-DR Region

Schedule an Appointment

Appointments are available at either your booth or ours. The sooner you register the more time the Senior Commercial Officers will have to prepare to focus on your needs and objectives.  Please register for appointments at http://www.buyusa.gov/eme/nam.html. 

Advance registration is required, but there is no fee for this service.  Appointment(s) are 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, offering help with export financing, statistics, and export regulations.  The Commerce Department, the Small Business Administration, and the U.S. Export-Import Bank will be represented.  

Registration 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 (free) and find out more about National Manufacturing Week, visit http://www.manufacturingweek.com. (

FTAs Credited for U.S. Export Growth

 The National Association of Manufacturers (NAM) states that in the first seven months of 2005, the U.S. trade deficit with nations with whom the United States has free trade agreements (FTAs) declined by 25%.  NAM reports that manufactured goods deficits with 


NAFTA partners Mexico and Canada dropped, while trade surpluses were registered with three new FTA partners:  Chile, Singapore, and Australia.

Exports to nations covered by NAFTA or other FTAs now constitute 43% of U.S. manufactured goods exports, according to NAM, and account for just 6% of the U.S.’s overall trade deficit. *Reprinted with permission from January 2006 Edition of IOMA's "Managing Exports & Imports". (
CAFTA To Be Implemented on Rolling Basis  

In a December 30 statement, USTR spokesperson Stephen Norton said that the United States will implement the Central American/Dominican Republic Free Trade Agreement (CAFTA-DR) "on a rolling basis" as the signatory countries "make sufficient progress to complete their commitments" under the terms of the trade agreement. 

In the meantime, said Norton, the CAFTA-DR countries "can continue to enjoy existing trade preferences" until full implementation takes place. Norton added, “The United States will continue to work intensively with CAFTA-DR partners to bring them on board as quickly as possible.” (
Three USEAC Staff Members Retire

As of December 2005, three members of the Chicago U.S. Export Assistance Center (USEAC) staff have retired.  

Trade Specialist Bernadine Smith with 31 years of service, Trade Specialist Connie Tinner with 17 years of service, and Export Assistance Specialist Phyllis Bingham with 13 years of service.

We'd like to thank them for their dedication to the mission of the U.S. Commercial Service – we, and the business community they served will miss them.  Please refer to page 8 of this newsletter for the new trade specialist industry assignments. (
IPR Specialist at Chicago USEAC

The Commercial Service recently named four Intellectual Property Rights (IPR) Specialists to develop additional focus and resources for SME counseling. These Specialists, Scott Goddin based in Portland, Ken Mouradian in Orlando, USEAC Director Julie Carducci in Chicago, and Kam Shah in Washington DC, offer years of experience supporting SME and large enterprises in efforts to protect and enforce rights worldwide. 

The four IPR Specialists are working with U.S. Department of Commerce colleagues in Beijing and Washington DC and will work to supplement U.S. Government (USG) efforts and develop practical information for today's small exporter. 

For example, one project underway to help SMEs explore practical options is a step by step schematic and cost analysis on filing a Section 337 investigation - a tool to limit infringing imports. (
China Cuts       Import Tariffs 
China cut import tariffs on more than 900 products and lowered the general level of import tariffs to 9.9 percent as of January 1, 2005.  On December 14, 2005, Xinhua Agency released the news that China will further cut import tariffs on more than 100 categories of products as of January 1, 2006, including vegetable oil, raw chemical materials, automobiles and parts.  

Since China has fulfilled most of its tariff reduction obligations, the latest plan will not have a big impact on China’s overall tariff level.  China’s overall level of import tariffs will remain at 9.9 percent in 2006.  The average import tariff will be 15.2 percent for farm produce and 9.0 percent for industrial goods.  (

Featured Markets: Argentina /Uruguay
The River Plate region, composed of Argentina and Uruguay, offers a strategic location for trade with MERCOSUR (South American Common Market) and the rest of Latin America.  With a population of 42 million inhabitants, the River Plate region is larger than the United States east of the Mississippi River. 

Argentina and Uruguay are founding members of the ALADI (Association for Latin American Integration), created in 1980 with the long-term goal of establishing a Common Market.  Both countries are also members of the MERCOSUR, which includes Brazil and Paraguay.  With some exceptions, MERCOSUR goods are traded duty-free among its members who have also established a common external tariff for products entering the MERCOSUR area. 

Argentina and Uruguay are longstanding stable democracies with robust economic growth and competitive, skilled and highly educated labor forces.  U.S. companies will encounter excellent opportunities to do business successfully in both countries.  For more details, see
http://www.export.gov/comm_svc/press_room/marketofthemonth/RiverPlateRegion/riverplateregion.html (
EU Value Added Tax

Every member state of the European Union has a value added tax (VAT).  The rates vary from 15 to 25 percent among the member states and among certain types of products.  If you do business with Eucountries, you need to know about Value Added Tax.  A good place to get up to speed is the European Union Value Added Tax website.  This site has links to information about VAT rates, legislation, proposals, refund procedures, and more.  See http://europa.eu.int/comm/taxation_customs/taxation/index_en.htm (
Upcoming International Trade Shows and Missions
SHOWS

March 7-9, 2006:  Expo Manufactura - Monterrey, Mexico

This show is certified by the U.S. Department of Commerce under the Trade Fair Certification program, and will include a U.S.A. pavilion.  The 12th edition of Mexico’s largest metalworking/manufacturing exhibition will feature machine tools, automation, assembly technology, quality manufacturing, CAD/CAM robotics, software, coil winding, and welding technologies.  For more information, visit http://ejkrause.com/events/7206.html, http://www.expomanufactura.com.mx,  or  http://www.export.gov/tradeevents.html or contact Ernesto.deKeratry@mail.doc.gov or 011-52-55-5140-2638; or Graylin.Presbury@mail.doc.gov or 202-482-5158. Act now, first time exhibitors at Expo Manufactura may still be eligible for a one-time 10% discount on a turnkey 9-square meter booth in the U.S.A.Pavilion!
April 27, 2006:  Study USA - Tijuana, Baja California, Mexico

Since 2000, the number of Mexican students studying in the United States has increased by approximately 20 percent, making Mexico the 7th largest source of international students. Prospective students from Baja California find study in the United States particularly accessible and attractive. As this Mexican state’s economy is largely internationally focused, a U.S. degree gives students from Baja California an advantage in the local labor market. This event will introduce thousands of high school and college students, as well as business executives, from the Baja Peninsula to a wide range of study opportunities in the United States. The fee for one 10’X 10’ standard booth is US$750.00.  For more information, please contact Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

May 10-13, 2006:  Svyaz Expocomm – Moscow

In its second year as a U.S. Department of Commerce Certified Trade Event, Svyaz Expocomm is the largest telecomm/IT event ever held in Russia.  The U.S. Commercial Service is offering various exhibiting options to U.S. companies including:  Catalog Show - We will display your firm's product literature/catalogs at our Catalog Show at Svyaz Expocomm 2006 and will provide experienced Russian speaking Commercial Service Specialists to respond to inquiries.  After the show, we will send you the contact information of Russian companies that expressed interest in your product or in doing business with your firm.  Cost:  $500.  Gold Key Service – If you plan to attend the show, the U.S. Commercial Service can arrange business meetings for you with pre-screened and qualified potential partners.  Cost: $685.  See http://www.buyusa.gov/russia/en/expocomm.html for complete details.

N0SPAM. 
MISSIONS
April 24 - May 3, 2006:  Environmental Technologies Trade Mission - Malaysia, Thailand, and Philippines

Whether you're seeking new markets for your proven technology or launching a new product line, the U.S. Department of Commerce's Environmental Technologies Trade Mission to Kuala Lumpur, Bangkok, and Manila offers a cost-effective way to meet pre-screened business contacts, prospective agents, distributors, partners, and end-users and to explore new business opportunities in these three fast-growing Southeast Asia nations.  Malaysia's US$800 million environmental market offers attractive potential in the public water supply, sewage treatment, and industrial wastewater treatment sectors.  Thailand will need to invest approximately US$1.2-1.5 billion to attain universal coverage for safe water and sanitation and solid waste management by 2020.  The US$70 million Philippine market for environmental products, technologies, and services offers excellent opportunities, especially in the air pollution and wastewater treatment.  For information and registration, go to the trade mission website at www.buyusa.gov/tennessee/23.html.  Or, contact Bradley Harker, Project Manager, by phone at 615-259-6062 or by e-mail at bradley.harker@mail.doc.gov.

May 14-23 2006:  Illininois Auto Parts Trade Mission to China
The Illinois Trade Office, the Chicago-Cook Business Center,and the Tooling and Manufacturing Association, invite you to join this Auto Parts Trade Mission to Shanghai, Ningbo and Qingdao.  China’s automotive industry has witnessed rapid growth, and is now capable of manufacturing a complete line of automotive products. Currently, domestically-produced motor vehicles have more than 95 percent market share.  This mission will help Illinois small to medium size companies explore opportunities in the booming auto parts and auto care sectors. Participants will receive in-depth business briefings on local laws, in-country market promotion, hospitality and full logistical support, as well as individual meetings with pre-qualified business contacts. There is no charge for this mission. Participants cover their own airfare and lodging.  Application deadline: March 17, 2006.  Contact: Zhigang Ren at 312-814-2335 or zren@N0SPAM.ildceo.net. 


VAT Exemption     for Argentina     Trade Shows

In December 2005, the Argentine Congress approved a law for foreign participation in local events.  Foreigners who wish to rent space and/or participate in local congresses, shows and exhibitions will  now be exempt from paying the 21% “Impuesto al Valor Agregado – IVA” (Value Added Tax.) (
U.S. Ranked 2nd-Most Competitive Global Economy

According to the World Economic Forum (WEF)’s just-released Global Competitiveness Report 2005-2006, the United States is the second most competitive world economy in the world, behind Finland.  Sweden, Denmark, Taiwan, and Singapore—in that order—round out the “top 6.”  The WEF rankings are based on both hard data and an “Executive Opinion Survey” conducted by the organization and its partner institutions.  For the full report, see: http://www.weforum.org

*Reprinted with permission from December 2005 Edition of IOMA’s “Managing Exports & Imports”.
Ex-Im Bank    Names V.P. for  Small Business 
John A. Emens has been named vice president, small business, at the Export-Import Bank of the United States (Ex-Im Bank).  He is responsible for leading all activities to identify and educate U.S. small business exporters about Ex-Im Bank’s products.

Emens manages Ex-Im Bank’s network of regional offices and the business units engaged in outreach to minority- and woman-owned businesses, partner identification and training, as well as small business product development.

“Expanding U.S. small business exports is a critical Ex-Im Bank priority,” said Ex-Im Bank Chairman and President (Acting) James H. Lambright.  “John Emens’ leadership skills and wide-ranging experience in both the government and private banking sectors will be crucial to Ex-Im Bank’s outreach to this important part of the U.S. economy.”

Emens will continue to serve in his current role as deputy head of the Export Finance Group, with a special focus on implementing private sector practices and client service orientation.

Ex-Im Bank this year marks its 71st year of helping finance the sale of U.S. exports, primarily to emerging markets throughout the world, by providing loan guarantees, export credit insurance, and direct loans.  In fiscal year 2005, Ex-Im Bank authorized nearly $14 billion in transactions supporting almost $17.9 billion in U.S. exports.  Over 80% of these transaction directly benefited small businesses.  For more information on Ex-Im Bank, contact its Midwest office in Chicago at 312-353-8081 or visit www.exim.gov. (
Export Trading Companies Can Facilitate Exports

Despite the daily news of declining American manufacturing activity, there are still many companies in the U.S., whose products would enjoy an overseas market.  These same companies may see the obstacles to international sales growth as arduous and time-consuming.  Staffing may also be a serious issue for an undertaking, which could be difficult to justify internally.  Venturing into, literally, unknown territory, is at best risky.

Enter the export trading company.  Often, these companies are small operations, with industry specialization, acting as an international department to manufacturers. Experienced export trading companies have an extensive network of vendors, and an equally extensive network of foreign distributors or end users.  Not only do export trading companies attend trade shows, domestically and abroad; they can offer such “back office” services as export documentation, logistics, resale from vendors to foreign buyers, and handle incoming payments from overseas.  Some assume credit responsibility for export shipments to foreign clients, while relieving the American manufacturer of all the details involved in the export process. 

It is especially important, when selecting an export trading company, to be assured that a manufacturer’s product and image will be well-maintained in markets overseas.  Continuous interaction between manufacturer and export trading company, as well as export trading company and its base of foreign distributors or end users, is of greatest importance.

With the active aid of export trading companies, American manufacturers can not only become exporters without any international efforts on their part; they can also enjoy increases sales without straining their own sales forces.  It is truly a win-win situation that every non-exporting American manufacturing company should seriously explore.

Excerpted from an article by Chicago export trading company, W.R. Magnus.  Reprinted with permission.


Upcoming Illinois Trade Events

February 15, 2006:  Electronic Security Market in Mexico - Webinar

Organized and sponsored by the U.S. Commercial Service, U.S. Department of Commerce, and the Latin American Security Association (ALAS).   Speaker George Fletcher recently finished an in-depth survey of the Electronic Security Market in Mexico for ALAS and has the most up-to-date information on this market.  Join us and find out the size, the opportunities, and the future of the market in Mexico.   Time:  10AM CST.  Venue:  BY PHONE AND WEBSITE  --- NO NEED TO LEAVE YOUR DESK!  Register online at the following link:  https://www.buyusa.gov/mexico/en/electronic_security.html.  By February 13th you will receive information on how to access the phone call and website for the webex.

February 15, 2006:  Profitable Business Opportunities at Home and Abroad - Rolling Meadows

Profitable business opportunities and incentive programs designed for small to mid-size Illinois businesses will be covered at this morning workshop at the Rolling Meadows International Business Center (IBC).  Topics will include "Business Opportunities in Homeland Security,"  "Business Opportunities with Canada - the Busiest Trade Lane in the World," and "Employer Services and Workforce Solutions."  8:00 AM to 11:30 AM at DePaul University, 2525 W. Golf Road, Rolling Meadows, IL.  Fee of $45 includes breakfast.  To register, contact Sarah Rothaar at 847-437-9522, or visit www.internationalbusinesscenter.info.

February 27- March 1, 2006:  European Union International Business Conference - Chicago 

Sponsored by the College of Business and Management of Northeastern Illinois University.   The conference keynote topic will be: “Will the European Dream Replace the American Dream in a Global World: The Business Case”.   Program includes speakers from:  the Delegation of the European Commission to the USA; European Union Centers at the University of Illinois and the University of Wisconsin; World Economy Research Institute of the Warsaw School of Economics; U. S. Department of Commerce Chicago Export Assistance Center; and Loyola University Chicago.  No admission fee.  No registration necessary.  Venue:  Alumni Hall, Student Union, on Bryn Mawr between Pulaski and Kimball.  Contact: Dr. Durward Hofler, d-hofler@neiu.edu, 773-442-6131.

March 2, 2006:  Leveraging Financial Strategies for Success in International Markets – Rosemont, IL  

Sponsored by the Illinois Global Partnership; the U.S. Department of Commerce Chicago Export Assistance Center, Charter One Bank, Virchow Krause & Co., Coface and others.  Expert panelists from the public and private sector will share how best to:  finance overseas operations, fund your export working capital needs, offer more competitive sales terms on international sales, and  reduce your corporate tax liability.    Keynote luncheon address by Robert Mosbacher Jr., President and CEO of Overseas Private Investment Corporation (OPIC).  This conference is designed for the international finance and sales professional.  8:30 AM - 4:00 PM, Hyatt Regency O’Hare.  $60 for members of sponsoring organizations, $75 for non-members.  For information and registration, please contact rsvp@Illinoisglobal.org or (312) 423-9010.

March 21, 2006:  Doing Business in China - Moline
Presentation by the State of Illinois'Illinois Trade and Investment Office.  8:00 AM till noon.  Venue: Black Hawk College, Butterworth Center, 1105 8th Street, Moline, IL.  For more information: email madunica@bhc.edu or phone 309-764-2246.  To register call 309-796-4823.  Fee of $45.00 includes breakfast.

March 22-23, 2006:  March 22 - 23, 2006 Individualized Market Assessments at National Mfg Week - Rosemont

Talk to the experts about your export business and discover potential target markets for your products and services. At this year’s National Manufacturing Week, the U.S Dept of Commerce will have Senior Commercial Officers and industry experts from: China, United Kingdom, Germany, Italy, Czech Republic, Hungary, Poland, and the CAFTA-DR region. Sign up to meet with them individually to discuss export opportunities and strategies for your company.  For information and the registration form, please visit:  http://www.buyusa.gov/eme/nam.html.
April 2, 2006:  Overview of U.S. Government Export Assistance - Naperville

Sponsored by the U.S. Commercial Service in Chicago and the Naperville Chamber of Commerce.  Learn what programs are available from the federal government to help U.S. companies expand their exports.  Hear from an Illinois company how they have successfully used these programs.  Save the date.  Further details TDB.  Contact:  Julie Carducci at 312-353-8490 or Julie.carducci@mail.doc.gov.

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

Gold Key Service Brings Two New Distributors
The Filtration Group of Aurora, IL is a leading manufacturer of filtration products for HVAC, Cleanroom, Paint, & Filter Media used in the residential, commercial, and industrial markets.  Bob Mangiaforte, Regional Director, International Sales, has been a client of Trade Specialist (TS) Robin Mugford in the Libertyville Export Assistance Center since August 2004.  

In January 2005, Mr. Mangiaforte contacted TS Mugford to initiate a Gold Key Service (GKS) for Vietnam.  Mr. Mangiaforte wanted to find two different distributors - one strong in the HVAC filtration industry, and the second, in the industrial industry.  Commercial Specialist Le Son in the U.S. Commercial Service Ho Chi Minh City office conducted market research on the Vietnam filter market and contaced appropriate local companies.  The GKS appointments took place in May 2005 with ten different potential distributors.  

In December 2005, Mr. Mangiaforte reported that he had appointed one of the companies he met during the GKS to represent Filtration Group and develop export sales in the HVAC filter application industry, and another to serve as distributor in the industrial filter application industry.  In a written message, Mr. Mangiaforte stated, "You sold me on the benefits of the Gold Key Service and Son set up the appointments with many potential partners.  He also did an excellent job helping us decide which distributors to choose. . . The Gold Key Service was well worth the time and money we invested, and I would not hesitate to recommend this service or to use it again." (
CS & Partners Facilitate Success in China 

Octagon Resources International is a distributor of scrap metals, ferroalloys and varieties of steel products, headquartered in River Forest, Illinois.  In July, 2005, Mathew Krishnamachari, COO of Octagon, was introduced to the U.S. Commercial Service (CS) Chicago Export Assistance Center by Mary Bullock, President of Global Sourcing, Etc.  Mr. Krishnamachari wanted to identify and meet with representa-tives of steel mills and scrap yards that purchase scrap steel in China.   

Director Julie Carducci, and Senior Trade Specialist Thomas Panek of the CS Chicago worked closely with Ms. Bullock and Mr. Krishnamachari to help prepare for meetings with potential partners through the CS Gold Key Service (GKS). 

In Shanghai, American Trading Center representative Cindy Qian worked with Commercial Officer James Golson, and Sr. Commercial Specialist Janee Pierre-Louis of CS China, and identified the most promising markets for Octagon’s products as Hangzhou and Ningbo.

To facilitate the meetings, a translator was hired to assist Octagon during business meetings.  Mr. Krishnamachari was so impressed with the translator that he retained him for Octagon’s subsequent Gold Key Service in Hangzhou and later hired him as the Company's chief representative in China.  Due to these efforts, Octagon has established business relationships with many prospective customers in Zhejiang Province and obtained a purchase order in excess of $1 million from one of the Ningbo contacts.  (
Sales to Chile Up 50% after GKS

Dukane Corporation is a manu-facturer of plastic assembly equipment for thermoplastics products.  Mr. Nelson Romero of Dukane Corporation contacted Trade Specialist Connie Tinner requesting assistance in expanding sales to the Chilean market. Ms. Tinner arranged for a Gold Key Service to find a distributor for the company with Commercial Specialist Carlos Capurro of the Commercial Service Santiago office. In October 2003 Mr. Romero traveled to Chile to meet with the prospective distributors targeted by the Gold Key Service.   

Mr. Romero recently reported that as a result of the Gold Key Service, Dukane selected OAK S.A., Mr. Federico Margarit, General Manager, as its representative in Chile in November of 2004.  Mr. Romero stated that he was very happy with the Gold Key Service and would recommend it to other companies. The representative has already gone through training with Dukane, and export sales to Chile have increased over 50%."

EXPORT ASSISTANCE PERSONNEL

TRADE SPECIALIST/AGENCY
                         SPECIALIZATION



TEL. NO.________

Julie Carducci – Office Director

Telecommunication Equipment and Services


312-353-8490

julie.carducci@mail.doc.gov


Machine Tools & Metalworking Equipment

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

Thomas Panek



Aerospace, Energy, Iron, Steel & Non-Ferrous Metals

312-353-7711

thomas.panek@mail.doc.gov


Plastics & Rubber Machinery, Computer Hardware & Software






Chemicals, Sporting Goods

Debra Rogers



Construction & Hardware, Tourism, Architectural &

312-353-6988

debra.rogers@mail.doc.gov


Engineering Services, Education & Training Services, 



Franchising, General Industrial Goods

Shari Stout



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


309-671-7815

shari.stout@mail.doc.gov



Monica Toporkiewicz


Consumer Goods, Printing & Graphic Arts, Railroad 

312-353-8059
Monica.toporkiewicz@mail.doc.gov

Equipment & Supplies, Safety & Security Equipment
Thelma Young



Medical and Dental Equipment & Supplies


312-353-5097


thelma.young@mail.doc.gov


Pharmaceuticals and Drugs, Cosmetics, 

Food Processing & Packaging Equipment

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

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

Chicago Network Director


Mary Joyce





312-353-8040
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New Market Research Available


The following are summaries of reports recently generated by our U.S.Commercial Service 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.


South Africa: Agricultural Equipment


Industry Market Insight of January 2006


Changes in agricultural patterns in South Africa, including significant decreases in the acreage of arable land under cultivation in maize and wheat and the reallocation of land to previously disadvantaged communities have had a noticeable impact on the types and quantities of agricultural equipment being imported.


The market for higher-technology and higher powered equipment represents the greatest opportunity for U.S. exporters, as relatively low volumes preclude local manufacture. There also exists a newly forming market of smaller but more aggressive farmers as a result of land reallocation that requires new and/or updated equipment.  5 pages





Germany: The educational Book Market 


Industry Market Insight of January 2006


The German book market is recovering.  Leaders in the market continue to be fiction, children’s and teen literature, and school and educational books. These book categories are also predicted to be the largest growth segments in the 2006 book year. The positive developments and the position of the United States as an important source of books for Germany offer valuable opportunities for U.S. exporters and publishers looking to enter the market or license their catalogs.  7 pp.





Thailand: Telecommunication Market 


Industry Market Insight of January 2006


Thailand’s telecom industry is reconfiguring itself as part of a WTO agreement to open this sector to free competition by 2006.  This is a very attractive market for potential suppliers from abroad. The operations side and the network equipment suppliers are the two focus areas in need. U.S. companies are rapidly gaining market share in Thailand due to advanced U.S. technology.  4 pages





Brazil: Airport Market


Industry Market Insight of January 2006


Brazil has an extensive and well-developed airport sector that will receive very high levels of investment over the next few years. Accordingly, it presents major opportunities for U.S. exporters of security and / or ground support equipment.


Brazil’s airport market is expected to show strong growth in 2006.  8 pages





Mexico:  Health Tourism


Industry Market Insight of January 2006


Health tourism is a relatively new sector that is expected to become an important niche market. Health tourism is comprised of two sub-markets—medical (or healthcare) tourism and wellness tourism. The United States possesses some of the most sophisticated medical facilities worldwide and can definitely compete to attract Mexican travelers. 3 pages 


European Union:  Energy Industry


Industry Market Insight of December 2005 


The European Commission has ambitiously set itself a target of a 20 percent energy savings by 2020 within the European Union. U. S. manufacturers of construction products are advised to evaluate the energy performance of their construction products in line with EU energy saving requirements.  4pages





 





























New Illinois Global Partnership Created








Export Growth – continued from page 1
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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





Programs of the U.S. Commercial Service/ Export Assistance Center in Brief:





Gold Key Service


$700-$800 per country/region


Before you head overseas, we will set up appointments for you to meet with interested potential business partners.  Just be sure to give us   4-6 weeks notice.


International Partner Search


$500-$800 per country/region


We will find the distributors/ strategic partners who are interested in YOUR product or service, and provide you with contact information and a description of their activities in the market.


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 reduced price.


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.)











Meet the Export Experts and 


Get Individualized Market Advice


at National Manufacturing Week





March 22 & 23, 2006, Rosemont Convention Center
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