
Mission Statement

Catalog Show, Discover America Week, Morocco
May 31-June 6, 2009
Event Description

The United States Department of Commerce, International Trade Administration, U.S. Commercial Service is organizing a Catalog Show in Casablanca, Morocco, during Discover America week,  May 31-June 6, 2009, to help U.S. firms find business partners and sell equipment and services in this emerging  market. This event will be led by the Senior Commercial officer in Casablanca. Targeted sectors include, but are not limited to energy, infrastructure projects, information technology, environmental technology, and safety and security. The event’s goal is to provide U.S. participants with exposure among the Moroccan business community, including potential agents, distributors and partners, so that they can position themselves to enter or expand their presence in this market.  
Commercial Setting

Morocco’s strategic location makes it the ideal regional hub in North Africa for transportation, transit, and business to and from the United States, Europe, Africa and the Middle East. With its moderate Mediterranean climate on 2,750 miles of coastline and its developing infrastructure, Morocco offers an attractive location for business and business development.  

In recent years Morocco has followed prudent macroeconomic and fiscal policies, undergone privatization in several sectors (most recently and notably, telecommunications) invested in infrastructure (roads and ports), and committed itself to financial and public sector modernization – efforts that have led to economic stability, low inflation, and increased international trade. The cornerstone of Morocco’s reform program is the Free Trade Agreement (FTA) with the United States, implemented in January 2006, which immediately eliminated tariffs on 95% of bilateral trade in consumer and industrial products. U.S. exports to Morocco rose by nearly 67% in 2006 , by 52.9% in 2007, and by 13% in 2008, primarily sales of aircraft, spacecraft and parts, agricultural products, and fuels. 

There are increasing opportunities for American manufacturers that follow the lead of Fruit of the Loom, Boeing, Delphi, Minco Aviation Electronics,  International Paper, Emerging Capital Partners and Truffle Capital, Dell, and others to expand their business activities into Morocco.

Best Prospect Summaries

Energy:  As Morocco’s industrial and tourism base have expanded extensively in the past several years, the Government has been challenged to meet increased demands for energy.  Rising fuel costs in summer 2007 and 2008 increased Morocco’s interest in exploring and developing alternative energy sources including wind, solar, and nuclear.   This situation has resulted in numerous opportunities for U.S. firms in the energy, renewable energy and related services fields.

Infrastructure projects:  Following the construction boom of 2006, the Moroccan building and construction sector continued its rapid growth in 2007 and 2008.  Government projects in the housing sector, road construction, airport extensions, and extension of the new major port in Tangier (Tanger-Med port), private tourism projects, low cost housing, and resorts that combine villas, hotels, conference centers and shopping malls all contribute to drive the market upward. 

Information technology/telecom:  Morocco is ranked as one of the fastest growing mobile markets in Africa, and one of the world’s most dynamic in terms of fixed line access.  With liberalization reforms, lack of fixed-line infrastructure in remote areas and the illiteracy rate, which defines Morocco as a country of “verbal” communication, the number of mobile users continues to increase at about 25% annually.  The number of subscribers is expected to reach 17 million by 2010.  There are approximately 6.1 million Internet users (Dec. 2006 latest available), including ISP subscriptions, cyber cafes, universities and public administration, and Morocco plans to reach 10 million by 2010 through e-learning, e-government, e-business, and e-medicine.  

Environment:  Two areas of the environment are particularly good prospects for U.S. firms – wastewater treatment and solid waste management.  Plans for increasing water supply capacity in Morocco to meet higher rural population demand and the dominant agricultural sector offer a growing market for U.S. suppliers of water and wastewater equipment.  For the coming five year period, total imports are expected to increase at an average annual rate of 20%.   The Government plans to invest $3.7 billion over the next 15 years to ensure that household waste is properly collected, and large cities are delegating solid waste management to private firms.  

Safety and Security:  Safety and security grew in importance in all key industry sectors in Morocco as a result of increased security incidents and concerns in recent years. The market for equipment and services, which was negligible a few years ago, is expected to increase by 20-25% in the next five years.  As local production is non-existent, imported safety and security products supply nearly 95% of the entire market.  Until now, European firms have dominated the market and have taken advantage of opportunities to provide equipment and services. U.S. imports are increasing steadily in part as a result of reduced or zero customs duties (derived from the U.S.-Morocco Free Trade Agreement, FTA) and a low dollar value (compared to the Euro) that helps to improve the price competitiveness of U.S. goods and services.  Moroccan airports, seaports, border crossings, buildings and national security agencies have started upgrading their security systems.  In addition, agreements with the United States and other countries require upgrades at airports and seaports.  Morocco’s geographic location as a gateway to Europe also requires the protection of borders and checkpoints against illegal immigration, human trafficking and narcotics.

Event GoalS
The goal of the catalog show is to provide U.S. participants with an affordable. cost effective opportunity to present their products and services to the Moroccan business community, including potential agents, distributors and partners, so they can position themselves to enter or expand their presence in the North African market. 
Event Scenario
The US Commercial Service office of Casablanca (CS Casablanca) will have an exhibition space on the venue of Discover America Week, organized in collaboration with the Moroccan American Chamber of Commerce (AmCham) and the U.S. Consulate’s office of Public Diplomacy.   CS Casablanca will staff the space during one week and will use it to meet with Moroccan visitors and learn of their trade interests. Moroccan companies that will visit the CS Casablanca catalog show and will take US companies catalogs will have their contacts information communicated to the participating US companies.
Participation Requirements
All parties interested in participating in the catalog show must complete and submit a Participation Agreement. All applicants will be evaluated on their ability to meet certain conditions and best satisfy the selection criteria as outlined below. A minimum of 8 and a maximum of 30 companies will be selected to participate in the catalog show from the applicant pool. U.S. companies already doing business in the target markets as well as U.S. companies seeking to enter these markets for the first time are encouraged to apply.  
Fees and Expenses: 
After a company has been selected to participate on the catalog show, a payment to the U.S. Department of Commerce in the form of a participation fee is required. The participation fee will be $300. 
Conditions for Participation: 
· An applicant must submit a completed Participation Agreement online, make payment and provide 50 sets of the company’s brochures to the post.  
· Each applicant must also certify that the products and services it seeks to export through the event are either produced in the United States, or, if not, marketed under the name of a U.S. firm and have at least 51 percent U.S. content of the value of the finished product or service.

Selection Criteria for Participation:  
Selection will be based on the following criteria:

· Suitability of the company’s products or services to the targeted markets
· Applicant’s potential for business in the target markets, including likelihood of exports resulting from the event
For More Information Contact:
Rick Ortiz, Commercial Counselor

Morocco and Partner Post Tunisia

American Consulate General, 

Casablanca, Morocco

Ph: +212 522 26 45 50  x 4129

Cell: +212 661178150 

Rick.Ortiz@mail.doc.gov
PAGE  
2

