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North Texas US Export Assistance Center

International Business Newsletter – March 2009

WATCH FOR SUSPICIOUS BUSINESS PRACTICES

While many U.S. businesses successfully do business internationally, a minority experience problems. To reduce the number of U.S. businesses experiencing such problems, the following “red flags” warrant caution and more thorough partner and/or transaction due diligence.

• Unfamiliarity with the product application.

• Limited details or unwillingness to provide information on the project in which the materials will be applied or the end user.

• Discrepancies on business cards that cannot be clarified.

• Incomplete information on the purpose of the ‘fees’ outlined in the contract

• Inability to specifically explain the regulations or government entities that are allegedly imposing certain fees.

• Offers to sell certain internal government information or sensitive commercial information

• Rented cell phones.

• Location of office space in residential areas.

• Less than one year of operation history with very young leadership.

• Insistence on advance payment to the foreign entity prior to concluding contract.

• Unusually large product volume or urgency to purchase.

• Requests for an invitation letter to visit the U.S. facility prior to any substantive

communication about purchase terms or exchange of company background information.

Other Red Flag indicators provided by the Bureau of Industry and Security can be viewed at: http://www.bis.doc.gov/enforcement/redflags.htm
U.S. FREE TRADE AGREEMENTS IMPLEMENTED WITH COSTA RICA, OMAN, AND PERU

 Since December 2008, Free Trade Agreements (FTAs) have been implemented with Costa Rica, Oman and Peru. Free trade agreements are critical to lowering barriers to American exports and creating better-paying American jobs. Today, we have FTAs in effect with: Israel, Canada, Mexico, Jordan, Chile, Singapore, Australia, Morocco, the Dominican Republic, El Salvador, Guatemala, Honduras, Nicaragua, Bahrain and now with Costa Rica, Oman and Peru. For more information on how your company can benefits from the FTAs, please visit: http://www.export.gov/fta/index.asp4
VISA WAIVER PROGRAM TRAVELERS NOW REQUIRE ELECTRONIC AUTHORIZATION

As of January 12, 2009, all Visa Waiver Program (VWP) travelers are now required to obtain a travel authorization via the Electronic System for Travel Authorization (ESTA) prior to traveling to the U.S. under the VWP. The VWP allows visitors from participating countries to travel to the U.S. for business or pleasure for 90 days or less without first obtaining a visa. For more details, please visit: http://cbp.gov/xp/cgov/travel/id_visa/esta/about_esta/1
Commercial News USA Celebrates 30th Anniversary with Discounted Rates   
Commercial News USA, the official export promotion magazine of the U.S. Department of Commerce, is celebrating 30 years of success in helping U.S. companies increase their exports by offering 30 percent discounts on all display advertising rates for 2009, beginning with the May–June edition. In addition, listing ads (except in the new USA Product Showcase section) will be discounted by $100. For more information, contact your local trade specialist, call 1-800-581-8533, or click on the “Rates and Information” link at http://www.thinkglobal.us/. 

New Edition of A Basic Guide to Exporting Available Now! 

Looking for a comprehensive overview of how to export? For more than 70 years, A Basic Guide to Exporting has been the resource that businesses turn to for answers on 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. Available now for $19.95, it can be ordered from the U.S. Government Bookstore at http://bookstore.gpo.gov/collections/basic-guide.jsp. 

The U.S. Commercial Service - Your Global Business Partner. With offices across the United States and in more than 75 countries, the U.S. Commercial Service of the U.S. Department of Commerce's International Trade Administration uses its global Network and international resources to connect U.S companies with international buyers worldwide. If you have any questions about these initiatives, please contact your local U.S. Commercial Service trade specialist. To find the trade specialist nearest you please visit http://www.buyusa.gov/home/us.html. 

Saudi Arabia Marking Requirements
Effective February 1, 2009 the Saudi Customs Authority issued a strict directive stating that the "Country of Origin/Made in…" mark must be identified (engraved or affixed – non-removable sticker) on each item of a shipment. The mark must also be printed on any boxes or cartons.

The Certificate of Origin must mention the same details.

If the shipment originates from a European country, the exact country of origin (instead of "European Union") of the manufactured or produced item must be identified in the Certificate of Origin. If one package or carton contains shipments from various countries, each item should reflect its specific origin. Any shipments or items arriving without the proper "Country of Origin/Made in…" mark will be refused entry and returned (re-exported), without prior notice, to its origin at the shipper's or consignee's expense. 

These regulations are effective February 1 for all shipments arriving at the ports and airports of Jeddah, Dammam, and Riyadh.

Failure to follow these new regulations will be treated as a serious offense. The importer of record will be fully responsible for any delays and cost incurred against port penalties, demurrage, detention charges, extra manpower, and related charges. 
For details, go to http://www.iccp.com/newsroom/lastestnews/
European Port Infrastructure and Security Trade Mission to Germany, Belgium and Italy

May 4-8, 2009 

Apply by March 23, 3009

Learn more/Apply: http://www.buyusa.gov/europe/security_events.html#_section1
This event is intended to tap immediate opportunities in port infrastructure, and security, logistics and environment in Hamburg, Germany; Antwerp, Belgium; and Genoa, Italy. Because these ports are key gateways to the Western European market, companies from countries beyond Germany, Belgium, and Italy will be informed about the mission and encouraged to meet with the U.S. participants. 

In addition, commercial specialists have written four new market research reports detailing the opportunities at the ports.  Please go to http://www.buyusa.gov/europe/security_events.html to download the reports.

AVOID CHINA BUSINESS SCAMS

 In speaking with US and China-based colleagues, there seems to be a recent increase in the number of unsolicited buyer requests from China.  Are unsolicited inquiries from China common for your company? Common scams follow this pattern: 

· The Chinese company contacted you, unsolicited, via the web 

· The Chinese company has "Import - Export" in their name 

· They want to purchase an unusually large volume of goods 

· They insist that your senior executive travel to China to sign the contract   

· They request money prior to signing the contract to pay for a reception or as part of contract administrative fees 

· They have been in business for less than one year and/ or have very young management 

· They can provide no verifiable references 

Regarding self initiated due diligence, we advise companies to ask for trade references, i.e., the names and contact information of American companies with which the Chinese company has successfully partnered in the past. We also strongly urge the US company to follow up on those references. If the Chinese company has never successfully partnered with an American company, it is obviously risky.  If the Chinese company cannot provide trade references, then it involves more risk. 

Additionally, we advise American companies to ask for a copy of the current and valid Chinese company's business license (issuing authority:  Administration of Industry and Commerce.) The business license is a public document that is available for inspection at the local government authority. The Chinese company would certainly have a copy on file at their offices, and it should not be a problem for them to fax a copy with very little turn around time.  If the Chinese company is hesitant to provide its business license, then it is suspicious. The Chinese company should provide this in Chinese and English.

If your firm believes you have credible export opportunities in China and elsewhere, you can order a due diligence report on prospective buyers and distributors through the Commercial Service. Details on this International Company Profile report can be found at: http://www.buyusa.gov/china/en/icp.html
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We hope you’ve enjoyed our newsletter!


To contact our office:


By phone: (817) 310-3744


By fax:     (817) 310-3757


By email:  north.texas.office.box@mail.doc.gov


Or visit us on the web at:


� HYPERLINK "http://www.buyusa.gov/northtexas/" �http://www.buyusa.gov/northtexas/�











