
SUCCESS STORIES

Carole Sluski, President of
Petrochem, is an expert in
synthetic oven chain lubri-
cants and has been involved
in this market for over
twenty years. She developed and 
now manufactures HT-2000, which 
is a unique oven chain lubricant 
frequently used in bakeries. According
to Ms. Sluski “HT-2000 is different
than any other lubricant presently
being used. It does not form hardened
residue on the chain, liquefies immedi-
ately on a cool chain once it becomes
warm and has added protection for
prevention of metal wear.” Synthetic
lubricants other than HT-2000 break-
down in temperatures approximately
475º F to 500º F and this is the most
common element for causing oven shut-
down. Production stops if the oven has
to be shut down, which decreases pro-
ductivity. Additional costs such as man-
power and equipment are also incurred.

Petrochem currently sells its oven
chain lubricants in the United 
States, England, South Africa, Spain,
Argentina, Israel, Australia, New
Zealand, Germany and Saudi Arabia.
Ms. Sluski has also been approached by
a major lubricant company to be a
master distributor and sell HT-2000
worldwide, which would involve
approximately 200 distributors. She
credits the U.S. Department of
Commerce, Global Diversity Export
Training program in Chicago for assist-
ing her in expanding internationally.
The program is a unique training
opportunity, which is designed to 
prepare women and minority-owned
firms to sell their products and services
internationally. Trade professionals
provide technical expertise, ongoing
consultation and information that will
aid firms in pricing and financing their
products for export. Legal issues, using
the Internet to expand globally, export
documentation and licensing are also
key components of the training. 

Kristen Johnson, of the Women’s
Business Development Center
(WBDC) in Chicago, referred Ms.
Sluski to the U.S. Department of
Commerce. The WBDC provides 
certification to women-owned compa-
nies and refers companies to the 
U.S. Department of Commerce that
have a product or service suitable 
for international business. Lora Baker,
Mideastern Regional Director of the
Global Diversity Initiative, provided
export counseling and encouraged 
Ms. Sluski to enroll in the export 
training program and to participate in
Guadalajara Gold. This trade event pro-
vided ten meetings with pre-qualified
potential distributors or representatives,
or end-users accompanied by an inter-
preter/ facilitator. The event organizers
also provided market research to identify
best contacts, brochures in Spanish, 
a VIP reception with opportunities to
meet top executives and Mexican 
government officials. Through this
event, Commercial Officer Virginia
Krivis was able to assist Petrochem in
finding Javier Noriega, Director
General, Combustibles de Occidente.
This company will now be the 
exclusive distributor of Petrochem’s
products throughout Latin America 
and Spain.                                       ■
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For more information on the Global

Diversity Initiative please contact the

regional directors listed on the oppo-

site page or contact your local export

assistance center, a list of which are

on the back cover of the magazine.
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Lora Milani, President of In-2 Products (left) and Carol Sluski, President 
of Petrochem (right) receive GDI certification from Lora Baker, (center)
Mideastern Regional Director.

by Lora Baker 
Regional Director for the Global Diversity Initiative, U.S. & Foreign Commercial Service
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SSTTAATTEESS CCOOVVEERREEDD

Virginia, West Virginia, Maryland, New Jersey,
New York (Newark, Harlem, Long Island,
Westchester), Delaware, Pennsylvania,
Massachusetts, Connecticut, Vermont, Maine,
New Hampshire, Rhode Island

Michigan, Indiana, Kentucky, Ohio, Georgia,
Alabama, Tennessee, South Carolina, North
Carolina, Florida, Puerto Rico, Illinois

Texas, Oklahoma, Minneapolis, South Dakota,
Mississippi, Arkansas, Louisiana, Wisconsin,
Missouri, Iowa, Nebraska, Kansas

California, Colorado, Utah, New Mexico,
Arizona, Idaho, Oregon, Montana, Hawaii,
Nevada, Alaska, Washington

RREEGGIIOONN

Eastern Region

Mid Eastern Region

Mid Western Region

Western Region

CCOONNTTAACCTT

Linda Belton
World Trade Center
401 E. Pratt Street
Suite 2450
Baltimore, MD 21202
Tel: (410) 962-2839
Fax: (410) 962-2799

Lora Baker
55 West Monroe St. 
Suite 2440
Chicago, IL 60603
Tel: (312) 353-8490
Fax: (312) 353-8120

Nyamusi Igambi
500 Dallas, Suite 1160
Houston, TX 77002
Tel: (713) 718-3067
Fax: (713) 718-3060

Kristin Houston
3300 Irvine Ave., #305
Newport Beach, CA 92660
Tel: (949) 660-1688 x312
Fax: (949) 660-8039

THE GLOBAL DIVERSITY INI-
TATIVE (GDI) capitalizes on America’s 
diversity through international trade by creating
comprehensive and tailored export training programs.
The U.S. Department of Commerce is working to
identify and assist minority owned firms that are eager
or ready to expand their markets internationally.

During the GDI training sessions, there will be 
specialists on site to assist you. Furthermore, an
international trade specialist will be assigned to each
attendee for pre-counseling and assistance during the
entire program.

This market entry program is tailored to the partici-
pating firms’ products or services in order to prepare
them to successfully enter the global markets. At the
conclusion of the program, attendees will have the
opportunity to participate in a trade event, such as
BuyUSA.com, Multi-State/Catalog Exhibitions and
the International Buyer Programs.

SSAAMMPPLLEE TTOOPPIICCSS IINNCCLLUUDDEE:: 

■ The ABCs of Exporting 

■ Market Research 

■ Entry Strategies

■ Negotiating the Sale 

■ Methods of Payment 

■ Legal Issues 

■ Pricing for Export 

Each region will customize the program to address
regional preferences in markets and exports.

EELLIIGGIIBBIILLIITTYY RREEQQUUIIRREEMMEENNTTSS::

■ Have been in business for two years

■ Have a product or service suitable for sales in
international markets

■ Demonstrate a positive net worth by standard
accounting measures

■ Have suitable marketing materials.
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FFoorr mmoorree iinnffoorrmmaatt iioonn::  Selina Marquez, Director of Outreach Programs, Tel: (202) 482-4799, Fax: (202)

482-5013, Email: Selina.Marquez@mail.doc.gov


