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U.S. Commercial Service To Expand Presence in 12 World Markets
Expansion links U.S. businesses to developing nations
The U.S. Commercial Service will enter six new markets and expand its presence in six existing markets in an effort to help American businesses reach out to developing economies and help to create a pro-United States trade environment.

The new markets include Brunei, Cyprus, Oman, Sri Lanka, Tunisia and Nicaragua. Services will be offered through State Department Economic Sections at U.S. Embassies and Consulates.

In addition, the Commercial Service will expand its presence in six existing markets by opening its own offices in American Embassies and Consulates. Those markets include Tripoli, Libya; Recife and Porto Alegre, Brazil; Wuhan, China; and Baku, Azerbaijan.   The expansion also includes creating a formal post for a senior commercial officer in the Algiers, Algeria office.

Services at all locations will include counseling, matchmaking, advocacy, customized market research, participation in trade shows and more.

The Commercial Service’s emerging market strategy is to bring together U.S. exporters and international customers, helping to facilitate new business that will lead to economic growth and job creation, both at home and abroad.

The new Commercial Service offices will be opening within the coming year, and services will be offered at the U.S. Embassies as soon as State Department staff completes training. 
Automated Export System Filing Requirements Now Effective 
As of September 30, 2008, U.S. exporters that submit paper Shippers Export Declarations (SEDs) are now in violation of the Foreign Trade Regulations (FTR) and subject to penalties. 
Your export information must be filed electronically through the Automated Export System (AES). In addition, all exporters must adhere to the new filing timeframes determined by the mode of transportation. These new regulations have tougher penalty provisions that will affect all parties involved in the export process. It is important that you understand these new requirements so that you avoid costly penalties. For details, please ttp://www.export.gov/logistics/aes/doc_eg_aes.asp .  
Also, to read an informative article on this subject, see http://www.buyusa.gov/virginia/aesfilingviolationfines.html  ([image: image2.wmf]

New Chicago Staff Member
Cindy Biggs recently joined the Commercial Service – Chicago team as an International Trade Specialist after serving as the Senior Commercial Officer at the U.S. Embassy in Bucharest, Romania from 2005 to 2008. Cindy led a team of six local staff that facilitated some 367 million dollars in U.S. exports during the 2008 fiscal year.   (See Romania article on next page.)

Cindy began her career with the Commercial Service in Monterrey, Mexico where she served as Vice-Consul for Commercial Affairs from 2002 to 2004. Cindy's previous experience includes over two decades spent in Venezuela, Brazil and Queretaro, Mexico while employed by Kellogg’s and ABC News. 

Cindy was raised in the Chicago area and Michigan and has a son and a daughter. She is fluent in Spanish and Romanian.  

While in Chicago, Cindy will assist exporters in the following industries:  Aviation, Plastics & Chemicals, General Industrial Equipment, Machine Tools & Metalworking, and Materials Handling Equipment.  She can be reached at Cindy.biggs@mail.doc.gov or 312-353-4453.  (
Flood Relief for Midwest Exporters
Commercial News USA- Ad Discounts

Reach international buyers in 176 countries for just $395, less than half the regular price!  Commercial News USA, the official export promotion magazine of the U.S. Department of Commerce, is offering discounts on advertising to companies located in federally designated disaster areas in the Midwest.

Thanks to a grant from the Department of Commerce, companies located in qualifying counties will receive a $500 discount on advertising and a free upgrade to color. That means you can advertise in the Commerce Department’s export promotion magazine – and promote your products worldwide – for as little as $395.

Commercial News USA reaches an estimated 400,000 readers in 176 countries worldwide.  Qualifying companies of all sizes are eligible to participate in the special Midwest Flood Relief Section. To find out if your company is eligible, visit www.thinkglobal.us/midwest and enter your zip code. To reserve your space, please call the publisher, Think Global, at 1-800-581-8533.  Act now - only 50 discounts are available! (
World Bank Now More Accessible  

We are pleased to share with you that in February 2008, Illinois Global Partnership (IGP) was selected as the first U.S. Private Sector Liaison Office (PSLO) for the World Bank Group (WBG). IGP has now joined the network of 100 business intermediary organizations in 79 countries around the world working to foster trade and investment between countries with the support of the World Bank Group’s products and services. As the PSLO, IGP’s role is to facilitate companies’ access to WBG business opportunities, services and knowledge, and act as the voice of the private sector in advising the WBG on how to better engage companies on development issues. 

IGP is a private/public enterprise established in August 2005 by the State of Illinois legislature to encourage international business development for Illinois companies by affecting policy and creating partnerships that open markets, access customers and facilitate transactions. With this new partnership Illinois companies now have direct access to $25 billion in contracts that are funded annually by the World Bank. 

Those who are interested in learning more about business opportunities at the WBG are encouraged to contact Ms. Kasia Batorski, the Private Sector Liaison Officer to the World Bank Group, at 312-423-9030 or kbatorski@illinoisglobal.org.  The U.S. Commercial Service also has a liaison at the World Bank – Mr. David Fulton can be reached at 202-482-5549 or david.fulton@mail.doc.gov.  (

Featured Market: Romania
The Best Kept Secret in the EU

Romania’s 22 million consumers represent the second largest market in Central Eastern Europe. Eight years of strong economic growth in a pro-American and politically and economically stable country coupled with pent up demand and European Union funding make for an increasingly compelling business opportunity.

 As of 2007 Romania, a NATO member, can now market itself as part of the EU, with all of the privileges that come with inclusion in this powerful economic club, including harmonized tariffs and the opportunity for US firms to use Romania as an economically advantageous gateway to the EU market.  Add into the mix billions of dollars in EU funding and Romania becomes a market that is too good to miss!     

Romania’s strategic location on the crossroads of trade routes in Southeast Europe and a highly skilled, English-speaking work force have attracted;  3M, Alcoa, Bunge, Cargill, Cisco, Citibank, Coca-Cola, Colgate Palmolive, Delphi, Ernest & Young, FedEx, Ford, GE, Honeywell Garret, HP, IBM, Johnson Controls, Kodak, Kraft, Lockheed Martin, Microsoft, Motorola, Oracle, Proctor and Gamble, Solectron, Timken, UPS, Visa, Xerox...Will your firm be next? 

Best prospects for U.S. exports to Romania include; automotive parts, aviation, construction materials and services, education, energy, environment, franchising, health care, ICT and transportation. 

Contact our in-house Romania expert, Cindy Biggs (see article on page 2), at cindy.biggs@mail.doc.gov  or 312-353-4453 for more information on business opportunities in Romania.  Also, please watch for an upcoming webinar led by Cindy on exporting to Romania.  (
Upcoming Overseas Trade Events
November 4-6, 2008:  Power & Energy 2008 Catalog Show - Ukraine

The U.S. Commercial Service (CS) in Kiev, Ukraine, is pleased to announce to American companies the opportunity to promote themselves at POWER & ENERGY 2008, Ukraine’s major power generation, transmission, distribution and energy efficiency exhibition by sending their catalogs for exhibit and promotion. POWER & ENERGY 2008 (http://www.acco.ua/energy/eng/index.html) will be held at the International Exhibition Center in Kiev, Ukraine on November 4-6, 2008.   The cost of company promotion in the U.S. Product Literature Center is USD 300.  For information on how to participate, please contact Shari Stout at 309 671-7815 or Shari.Stout@mail.doc.gov.
November 6-7, 2008: Ambassador’s Intellectual Property Rights (IPR) Roundtable - Beijing, China
This roundtable discussion will focus on new Chinese IPR legislation and strategies and what they mean for U.S. businesses. Specific topics will include China’s new national IPR strategy; the implementation of its new anti-monopoly law; revisions to its patent, trademark, and copyright laws; and the bilateral IPR Working Group which has restarted in the JCCT. Join this roundtable discussion to learn more about these developments and their impact on doing business in China. To learn more/ register, go to: http://www.buyusa.gov/china/en/iprroundtable.html or contact Richard.Craig@mail.doc.gov 

November 9-15, 2008:  Certified Trade Mission to India
FedEx is sponsoring its first U.S. Department of Commerce-Certified Trade Mission to India, November 9-15, 2008, with stops in New Delhi, Hyderabad, and Mumbai. This trade mission offers a unique opportunity for U.S. firms to launch or expand business in one of the world's most dynamic markets, the mission will put participants in face-to-face contact with Indian business executives, industry decision-makers, government officials, commercial specialists, and others. The U.S. Commercial Service will help participants find partners, distributors, agents and buyers in India.  For more information, please visit the mission website:  http://offer.van.fedex.com/m/p/fdx/ind/trademission.asp
November 11-14, 2008:  Electronica 2008 -  Munich, Germany

Largest trade show for electronic components, systems and applications worldwide.  It showcases the entire complex world of electronics: from semiconductors, electromechanical components, servo technology to printed circuit boards or EMS; from displays, sensors, power supplies, electronic design (ED/EDA) all the way to software for electronics.  Some 3,000 exhibitors from over 40 countries and up to 80,000 trade visitors from over 120 countries are expected.  The U.S. Commercial Service in Munich will provide a range of services to U.S. exhibitors at Electronica 2008 before and during the show.  As part of the Exhibitor Support Program (ESP), we will reach out to potential German partners, informing them about the presence of U.S. exhibitors at the show, provide on-site counseling, market research, ad-hoc interpreting or logistics assistance, and feature their products in the FUSE section of BuyUSA.gov Germany.  This time, we will also offer U.S. exhibitors the opportunity to participate in the International Promotion Program (IPP).  Electronics specialists in various European & global markets will actively promote the IPP participants to their local industry contacts.  IPP includes a focused email promotion in the respective markets; country-specific market briefs as well as country-specific lists of key contacts and distributors.  For more information, contact Monica.Toporkiewicz@mail.doc.gov or 312-353-8059.  To register, go to: http://www.buyusa.gov/germany/en/electronica2008.html   
December 2-5, 2008:  Automotive Industry Trade Mission to Monterrey & Saltillo, Mexico
The U.S. Commercial Service's Global Automotive Team is organizing this mission to Monterrey & Saltillo, two of Mexico's automotive clusters  Following on the success of the 2006 mission, this event offers an opportunity for U.S. firms to tap into fast-growing markets for automotive equipment, technology, and services.  Mexico is the world's eleventh largest automotive producer and is forecasted to rank fifth by 2011.  As such, there is great demand for assembly parts and supplies that are needed in the production process.  In Mexico, post market buyers of auto supplies and parts increasingly demand more sophisticated products - similar to what U.S. buyers now commonly seek.  If you are interested in participating in the Trade Mission, please complete the registration form on the Team website: http://www.buyusa.gov/auto/mission_monterrey_mexico.html  The deadline for submission is October 17, 2008.  For additional information or assistance, please contact Robin.Mugford@mail.doc.gov or Project Manager Lesa Forbes in Miami at 305-526-7425.

February 17-18, 2009: Expo Manufactura 2009  - Mexico
The U.S. Commercial Service’s Manufacturing Team, along with our network of offices and trade experts, invite your firm to be part of the U.S. Pavilion at Expo Manufactura 2009. The trade show, featuring more than an estimated 250 firms representing some 500 national and international brands, will be held at Cintermex International Trade Center in Monterrey, Mexico. Considered as the most complete and important international industrial exhibition of the manufacturing sector in Mexico, Expo Manufactura 2009 will highlight the automotive, plastics, welding, aeronautic, metal-mechanic, medical devices, house appliances and capital goods sectors. For the first time the show will also feature a large plastics machinery and products pavilion as well as the traditional sectors such as manufacturing, pre-casting, cutting, plotting, laser, CNC, automation, welding, Cad Cam, quality control, metal-mechanic, maquiladora, automotive, electronic, aerospace, and the iron and steel  industries. Expo Manufactura, organized by E.J. Krause de Mexico, is certified by the US Commercial Service. Visit:  www.expomanufactura.com.mx . For more information on how you can exhibit or support services during this important trade event, call 312-353-4453 or contact Cindy.Biggs@mail.doc.gov.

Who’s Filing Your SED’s?? 

Many U.S. exporters are using a freight forwarder chosen by the buyer due to their terms of sale. As the U.S. Principal Party in Interest (U.S.P.P.I.), exporters are required by law to file Shipper’s Export Declarations (SED’s) if the value of any one H/S Commodity exceeds $2500.00 on non-controlled commodity shipments.  Are these “Routed” forwarders filing your Shipper’s Export Declaration, and if so, are they filing them correctly via the Automated Export System (AES)? Are you receiving a confirmation of the filing? Many of these routed freight forwarders do not send a confirmation of the filing.

How can you avoid the possibility of being in violation of U.S. Export Regulations?  Easy - find and use a service for all your filings.  These filing services will receive information from the exporter notifying them that there is an export shipment going to a particular freight forwarder.  The filing service will chase the freight forwarder for the necessary information to complete the SED and then file it on behalf of their customer, the exporter.  

After receiving a confirmation via AES from the Bureau of Census that the SED was successfully received, the filing service will pass it on to the exporter to keep on file in case of an Export Compliance Audit.  Your local U.S. Commercial Service Export Assistance Center can help locating these filing services.
Submitted by Ric Frantz, LR International, Inc & Accurate Documentation Services, Inc.,

630-350-7100
ricf@lrinternational.com www.LRInternational.com
Weak Dollar Opens More 

China Sales Opportunities

If you have been considering exporting to China but have never taken the first step, now could be the time for you to take action.  The Dollar/Yuan exchange rate has gone from 7.80 Yuan per dollar a few years ago to 6.80 now.  U.S.-made products are therefore 13% cheaper in the Chinese market.  Chinese import duties also continue to decrease and have already gone to zero for some products. 

China is already the world’s largest market for many products such as cell phones and TV sets, and demand is growing fast (i.e. at least 10% per year) for all types of products.  It is the second largest market in the world for luxury products with U.S. high-end consumer brands in great demand.  Thee is also a growing demand for industrial products - especially medical, construction, and mining products.  It will become a mega market for everything since it contains 20% of the world’s population.  

Every U.S. company needs to at least evaluate the China market.  Don’t try to do it by googling the Web.  There is a saying that, “Doing business in China is like playing chess where some of the pieces move at night when nobody is around”.  Use a U.S.-based, third party to help you get started (so that you have leverage and legal recourse). They have the long-established contacts in China that are needed to avoid the many pitfalls there and they understand China business which is different in many ways from U.S. business practices.                                                                                      

Submitted by Bill Barron,                                                                                           KDC & Associates                                                                                              bbarron@kdcconsultants.com
www.kdcassociates.com

A Basic Guide to Exporting:                Tenth Edition Coming Soon 
Packed with case studies and a new section on e-commerce, the tenth edition of A Basic Guide to Exporting will be available in late October 2008.

A Basic Guide to Exporting is the only U.S. government text currently in print that educates U.S. companies on how to enter overseas markets and navigate the export process. The first edition was published in 1938, and the most recent one in 1998.  

For more than 70 years, A Basic Guide to Exporting has been the resource that businesses have turned to for answers to their questions about how to establish and grow overseas markets for their products and services. Whether your firm is new to exporting or in need of a refresher on the latest ideas and techniques, this comprehensive guide, now completely revised and updated, provides the nuts-and-bolts information you will need to meet the challenges of the world economy by examining:
· How to identify markets for your company’s products and services

· How to finance your export transactions

· The best methods of handling orders and shipments

· Sources of free or low-cost export counseling
	
	


A Basic Guide to Exporting will be available for purchase from retail booksellers and from the Government Printing Office in late October 2008 for $19.95 each.  To read sample chapters, get additional information, and download an order form, please see http://export.gov/basicguide/   (
Upcoming Illinois Trade Events

October 17th, 2008 @ 9:00 am CST:  The Franchise Market in India – Webinar

The U.S. Department of Commerce/Commercial Service is pleased to present a webinar for US franchise companies interested in the Indian market.  India, with a thriving consumer population of over 300 million, coupled with sustained economic growth, is an exciting destination for American franchisors.  During the past 5 years the Indian franchise market has recorded a steady annual growth of 30-35%.  The annual turnover of the Indian franchise industry is $3.3 billion, and is projected to grow higher in the coming years.  Over 700 franchise ventures, including over 70 international franchise operations, successfully operate in India.  In this webinar, Commercial Service representatives and local experts on the Indian franchise sector will provide an overview of franchising in India; discuss best prospects for US franchisors; and  provide a briefing of legal and regulatory issues for the franchise sector in India.  For more information contact: sandra.collazo@mail.doc.gov; tel. (703) 235-0333.  Fee: $35.  To register on-line for this webinar, go to: https://emenuapps.ita.doc.gov/ePublic/newWebinarRegistration.jsp?SmartCode=9Q0U



October 20, 2008 @ 8:00 pm CST:  Recruiting Students from Hong Kong - Webinar
The U.S. remains the top destination for Hong Kong students pursuing overseas education.  This interactive webinar will present strategies for recruiting students from Hong Kong, the educational system and economic overview of this market, Hong Kong student flow trends and projections to the U.S., important Education Fair venues, and assistance from the U.S. Department of Commerce and State in Hong Kong.  Chaired by the U.S. Department of Commerce in Hong Kong and speakers include IIE Hong Kong, Litz - Study USA Service, Maxway Education, Hong Kong Trade Development Council, and the U.S. Department of Commerce in Guangzhou.  To register, see: https://emenuapps.ita.doc.gov/ePublic/newWebinarRegistration.jsp?SmartCode=9Q0D
Fee: $35.00.   Upon receipt of registration, participants will be sent the log-in and dial-in information needed to access the webinar.  

(Those unable to participate live, can purchase a recorded version with PowerPoints the same price.) For questions, please contact: Gabriela Zelaya at Gabriela.Zelaya@mail.doc.gov or (408) 535-2757, ext. 107 or Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

October 22-24, 2008:  Moroccan Agribusiness Mission - Chicago

Sponsored by the U.S. Department of Commerce, a group of Moroccan executives and agribusiness association representatives wish to meet with U.S. firms in the sectors of dairy, biscuits, chocolate, confectionaries, edible oils, and animal feeds. For further information, please call Elif Eroglu at 202/482-9023 or e-mail: eeroglu@doc.gov. 

October 30, 2008:  North American Trade Opportunities – Rolling Meadows, IL

Supported by the Consulates of Canada and Mexico and presented by the World Trade Center Illinois, this conference will inform and educate US-based companies about the North American Free Trade Agreement (NAFTA) and the positive impact it has had since it went into effect in January of 1994. Many of the fallacies and apprehension concerning NAFTA will be addressed, including legal and regulatory considerations and benefits currently enjoyed by U.S. firms under the agreement. This conference, geared toward CEOs, Presidents and other senior management, will help you gain a better understanding of conducting business with companies within the North American Free Trade Area: Canada, Mexico and the United States. The event will be held at the Meadows Club, 2950 West Gold Road, Rolling Meadows, 7:30 a.m.-2:00 p.m. General Admission - $100; Members of WTCI and partnering organizations - $75; Students - $45. Registration required. Sponsorship opportunities available.   For information & registration, visit: http://www.wtcillinois.org/wtcieventsdetails.aspx?id=97&type=E
November 9 - 13, 2008:  Pack Expo 2008 - Chicago
More than 45,000 customers/buyers, including over 6,000 international visitors from more than 125 countries, will participate in PACK EXPO Chicago.  PACK EXPO will focus on the latest developments in packaging technology and will showcase exhibitors' state-of-the-art advances in the packaging industry.  As a certified show under our International Buyer Program (IBP), Commercial Service overseas offices will recruit international buyer delegations from  around the world to attend.  Commercial Service-Chicago can help show exhibitors and attendees meet members and leaders of those delegations.  For additional information and countries represented, contact Jeff Graber at 312-353-7711 or Jeffrey.Graber@mail.doc.gov.  For information on the Pack Expo exhibition itself, see http://pei2008.packexpo.com/index.html

Success Begins at the USEAC
Below are examples of how we at the Commercial Service Illinois work together with our Export Assistance Center partners to assist Illinois companies and organizations in maximizing their export potential.  In 2007, this assistance resulted in 349 export successes for small and medium businesses, generating nearly $95 million dollars in export sales for the Illinois economy.
Local Firm Expands Latin America Exports 
Frain Industries, the world’s leader in pre-owned U.S. packaging and processing equipment, participated in  Gold Key matchmaking meetings arranged by the Commercial Service in Chicago and Costa Rica in August 2007 and in Mexico (Monterrey, Mexico City and Guadalajara) in February 2008.  
Although Frain Industries began exporting pre-owned machinery to Central America and Mexico in the 1990’s, Frain elected to participate in Gold Key Services in an attempt to more proactively market their products and take advantage of increased market opportunities attributed to FTA's.

As a result of the Gold Key Service, Frain signed two ndependent sales organization agreements with partners in Monterrey and Mexico City in the Summer of 2008 prior to jointly participating with them at the Expo Pack show in Mexico City.  
As a result of the increased business development opportunities, Frain hired a new Account Manager based in their Franklin Park corporate headquarters in the Fall of 2008 to support their new business partners in Mexico and further develop opportunities in Central and South America.

Frain has also worked with US Department of Commerce and hosted delegations of business professionals from Iraq, Singapore, India and Easter Europe resulting in several new business projects for food and beverage processing and packaging equipment. An Export Achievement Certificate was awarded to Frain in May 2008 for successful exporting activities in international markets.  (
Small Company Wins Major Contract in Ghana
Weldy-Lamont Associates Inc, a 13-employee engineering firm based in Mount Prospect, IL has won a $350 million rural electrification turnkey contract from the govern-ment of Ghana, and will procure equipment and services from U.S. suppliers around the country to fill the order backed by a $344 million loan from the Export-Import Bank of the United States (Ex-Im Bank).

Weldy-Lamont Associates Inc. overcame foreign competition to win the contract for phase four of Ghana's Self Help Electrification Project (SHEP IV), based on the company's successful performance on phase three of the project (SHEP III). The company will provide procurement, engineering, installation and management services. 

"Not only is Weldy-Lamont Associates a small business, but it won this substantial contract based on its performance on the earlier contract," said Ex-Im Bank Chairman and President James H. Lambright. "This follow-on business is a tremendous endorsement of both the value and quality of goods and services provided by American exporters." 

"We'll be contracting with U.S. suppliers from the Midwest to California to Florida to Georgia," said Weldy-Lamont President Patrick J. Hennelly. "This five-year project is going to help them immensely because normally they are suppliers to the housing industry, which is in a slump. This will help manufacturers avoid layoffs."  An estimated 45 percent of the contract price will go to small businesses.

Weldy-Lamont itself has doubled its business over the last five years and plans to hire two more electrical engineers in the near future. A significant part of the company's growth is due to increased export business in recent years to countries including China and Thailand. 

The government of Ghana sees the ongoing program to bring electrical connectivity to the populace of Ghana as the underpinning for the country's economic growth and poverty reduction. The goal is to connect all communities with a population of 500 or more to the national grid by 2020.

Ex-Im Bank also supported Weldy-Lamont's participation in SHEP III, where the company began as a subcontractor but, based on its excellent performance, was asked to become the primary supply contractor. 

Ex-Im Bank is the official export-credit agency of the United States. The agency, now in its 74th year, helps create and maintain U.S. jobs by financing the sale of U.S. exports,  via loan guarantees, export-credit insurance and direct loans.  For more information, visit www.exim.gov or contact Ex-Im’s Midwest office at 312-353-8081.  (

EXPORT ASSISTANCE PERSONNEL

TRADE SPECIALIST/AGENCY
                         SPECIALIZATION



TEL. NO.________

Cindy Biggs



Aviation,  Plastics & Chemicals, General Industrial Eq.

312-353-4453
Cindy.biggs@mail.doc.gov


Machine Tools & Metalworking, Materials Handling Eq.
Julie Carducci – Office Director

Telecommunication Equipment and Services


312-353-8490

julie.carducci@mail.doc.gov 


 
Jeffrey Graber



Construction Materials & Equipment, 



312-353-7711 jeffrey.graber@mail.doc.gov 


Food Processing & Packaging Equipment

Patrick Hope



All industries in northwestern Illinois



815-316-2380
patrick.hope@mail.doc.gov


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



Environmental Technologies, Products & Services,

847-327-9082

robin.mugford@mail.doc.gov


Automotive Parts & Accessories, Scientific Instruments
Debra Rogers



Tourism, Architectural & Engineering Services,


312-353-6988

debra.rogers@mail.doc.gov


Education & Training Services, Franchising, Power
Shari Stout



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


309-671-7815

shari.stout@mail.doc.gov



Vicki Tolefree



Iron, Steel & Non-Ferrous Metals, Printing & Graphic Arts,

312-353-3748
Vicki.tolefree@mail.doc.gov


and Publishing
Monica Toporkiewicz


Information Technology (hardware & software), Railroad 

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

Equipment, Electronics, Safety & Security Equipment
Thelma Young



Medical and Dental Equipment & Supplies


312-353-5097


thelma.young@mail.doc.gov


Pharmaceuticals and Drugs, Cosmetics, Consumer Goods
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - 

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
Midwest Network Director


Mary N. Joyce





312-353-8040
               _______                                 __________________________________________________________________________________________
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Programs of the U.S. Commercial Service:





Gold Key Service


*$700/$2300 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


*$550/$1400 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.


International Company Profile


*$600/$900 per company


We can provide you with customized reports that evaluate potential or existing trading partners. Reports include background information, reputation, and credit-worthiness.





*Fees listed in format: small company/large company.  Small company = up to 500 employees.  Further discounts offered for new-to-export SME’s.





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.





Taiwan:  Market for U.S. Education – September 2008


Summary:  In 2007, Taiwan was the 5th leading origin of foreign students studying in the U.S., with 29,094 students enrolled in U.S. institutions.  On a per capita basis, Taiwan is the second leading origin of international students, with one in every 789 people in Taiwan studying in the U.S. The U.S. remains the top destination for Taiwanese students that want to study abroad. The AIT Consular Section issued a total of 14,916 new students visas in 2007. The actual number of Taiwanese students going to the U.S. is definitely higher as many people go on tourist visas for short-term ESL programs with less than eighteen hours per week of instruction. With the weakening of the U.S. dollar, it is expected that short-term ESL programs in the U.S. will be especially popular as this market segment is very price sensitive.  7 pages.





Mexico: Fixed, Mobile and VoIP Telecommunications –July 2008


Summary :  The telecommunications industry in Mexico is registering a constant and dynamic growth. There has been an effort by the government and private sector to increase teledensity rates in rural and less privileged communities throughout the country, and without a doubt mobile telephony is the fastest growing telecom segment in Mexico. Total mobile lines reached over 71 million subscribers as of the first quarter of 2008. Some factors that have positively affected the growth in the mobile segment are a clear migration from fixed to mobile lines and a sharp growth in the volume of traffic of voice and data in wireless networks. This report outlines the market demand and best prospects for exporting fixed, mobile and VoIP telecommunications equipment to Mexico and offers expertise on overcoming market issues and obstacles. 10 pages.





Sweden: Travel and Tourism to the U.S. –July 2008


Summary :  The travel and tourism industry is one of the largest in Sweden. Swedes have a legislated five weeks period of paid holiday annually and are ardent travelers. In 2007 over 330,000 Swedes visited the United States, with leisure travel amounting to 70% and business travel accounting for 30%. The same year members of the Swedish Travel Industry Association voted the U.S. the second most favored international travel destination. Best trends in this industry are soft adventure, eco-tourism and all-inclusive packages. This report addresses opportunities and challenges facing U.S. travel and tour services catering to the Swedish market. 6 pages.





Saudi Arabia: Major Construction Projects—July 2008


Summary:   Saudi Arabia is the fastest growing economy in the Middle East. Accounting for almost 11% of the world’s oil production, Saudi Arabia is enjoying an economic boom that is expected to last well into 2010. High oil prices and liquidity, real estate development funds, low-interest credit from commercial banks, and high population growth continue to fuel the construction sector. Saudi Arabia is embarking on a number of new mega projects across a wide range of industries, with investment so far totaling US$ 632 billion. This report lists ongoing and upcoming projects and outlines best prospects for U.S. suppliers interested in the region. Take a look for more information on market entry, distribution and financing in Saudi Arabia’s major construction projects. 9 pages.














Export Experts Corner


With this newsletter issue we’re starting a new column that will allow readers to benefit from the expertise of local export service providers.  Our first two articles are from LR International and KDC & Associates. For more information on these and other export service providers, please see www.buyusa.gov/midwest/bsp.html .


Export Service Providers who would like to be listed on our services provider webpage, should also see above website or contact Cindy Biggs at 312-353-4453.





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 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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