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U.S. Commercial Service invitation to an

IT Security PowerNetworking 

event in Norway and Denmark

March 8-9, 2007
The U.S. Commercial Service of the U.S. Department of Commerce and Maaze.com, a consulting company specializing in marketing and selling of high-technology security products in the Nordic market, would like to invite U.S. vendors in the IT-security enterprise market to meet with approximately 30 pre-qualified, top-50 companies/organizations in Norway and Denmark. U.S. IT-security manufacturers and solution providers will meet potential customers and present a 15-minute sales pitch to each of them.  Interested parties will then have additional time to meet after each session in Oslo and Copenhagen. 

Benefits

· Within a couple of days, your company will be able to speak to approximately 30 of the largest potential customers in Norway and Denmark 

· A cost effective way of introducing your innovative product/service to a very attractive market

· Obtain accurate knowledge of the region and establish relationships with the key players

· U.S. Commercial Service and Maaze.com will help coordinate logistics during your stay, including hotels at U.S. Embassy rates.

Who

U.S. companies should be successful and innovative in the U.S. market, have or seeking a partner in Northern Europe, and targeting the enterprise market with a novelty product/service within IT security, not physical security.  Also, the U.S. company should have specialized IT security solutions, not mainstream client/gateway-based firewalls and anti-virus.

Where & When

Oslo March 8 and Copenhagen March 9, 2007

Cost

US$400, excluding airfare and hotel. Some additional costs at the venue may be included in the hotel bill. This relates to costs such as lunch and share of conference facility. 

About the Nordic ICT-market

The Nordics is a market where buyers have the capital to acquire high quality solutions.  They buy what the U.S. is strong in producing - high technology. The Nordic region is well known as early adaptors of IT- and telecom products. Many American companies (like Microsoft, Citrix, e.g.) look to this region when they introduce new products or solution to the world market. As an example, Microsoft introduced Windows XP in this region just days after the introduction in the U.S. market. The Nordics also have a world-class telecommunication infrastructure and high computer literacy. 

Contact

	Sandra Campbell, US Commercial Service Tampa Bay 

Sandra.Campbell@mail.doc.gov - tel (727)-893-3738
	Heming Bjorna, US Commercial Service Oslo

Heming.Bjorna@mail.doc.gov - tel (47) 21308760


Deadline to register is February 16, 2007.

