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Changes at the                                      Illinois Export Assistance Centers 

Chicago Office Move

In July, the Chicago Export Assistance Center office moved three blocks west to 200 West Adams.  We’re still on the 24th floor, this time in suite 2450.  Our zip code changed to 60606, but our phone numbers and e-mails remain the same.

Promotion of Julie Carducci

Julie Carducci, who joined us two years ago from our Beijing office, has now been promoted to the new position of Director of the Chicago Export Assistance Center.  Mary Joyce continues to oversee all the Chicago Network offices, which include Minneapolis, Milwaukee, Indianapolis, Rockford, Peoria, Chicago, and Libertyville.

Goodbye to Stuart Schaag

Trade Specialist Stuart Schaag who covered Iron/Steel, Consumer & sporting goods in the Chicago office, has moved on to Kuala Lampur, Malaysia, where he now serves as Deputy Senior Commercial Officer.

Welcome to Thomas Panek

Thomas was an International Trade Specialist with the Commercial Service headquarters in D.C. during the past five years and primarily focused on information technology initiatives for the Office of the Director General.  Prior to joining the Commercial Service, Thomas was an Advisor to the Embassy of Poland in Washington, DC and an Economic Analyst for the Chicago Board of Trade. He earned a Masters of International Law and Organization from American University School of International Service and Washington College of Law, with undergraduate studies at Ritsumeikan University in Kyoto, Japan and DePaul University College of Commerce in Chicago.   Thomas will be working with Stuart’s former clients in Iron/Steel and Consumer/Sporting Goods, as well as assisting companies in the information technology sector.

Return of Shari Stout

After a year’s absence working in the international travel and tourism industry, Shari has returned to Peoria to run our Export Assistance Center there.  We are very happy to have her back!

Please see the last page of this newsletter for a full listing of our export assistance staff and their sector responsibilities.(
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U.S. Commercial Service Opens Baghdad Office

The U.S. Commercial Service recently opened an office in Baghdad to assist U.S. businesses in Iraq. A wide range of products and services are needed in Iraq as the country strives to recover after nearly 20 years of economic stagnation. U.S. companies interested in doing business in Iraq should log on to www.export.gov/iraq. (
Train Your Central/Eastern European/NIS Partners & Distributors

SABIT offers competitive grants to cover a share of the costs of hosting mid-to-senior level Eurasian managers and scientists for three to six months of hands-on professional training in U.S. business, research, and technology development practices. $1.5 million in grant funding is available to U.S. companies and organizations. The SABIT Grants Program encourages U.S. exports and investment into Eurasia and assists economic restructuring by facilitating public-private partnerships between the U.S. and Eurasian scientific and business communities. Applications for the 2005 SABIT Grant Program will be available the first week in February.  For further information please contact Patrick Brennan at 202-482-2077 or  Patrick_Brennan@ita.doc.gov. (
Egypt:  Special Financing for U.S. Exports

The U.S. Agency for International Development’s (USAID) Private Sector Commodity Import Program provides short/medium credit terms to Egyptian private sector firms to finance the importation of U.S. manufactured goods.  For the U.S. seller it means immediate payment for products shipped to a qualified Egyptian buyer.  Presently in excess of 5.4 billion dollars in U.S. goods have been purchased using this program.  For details, visit USAID website at: http://www.usaid.gov/procurement_bus_opp/import/comm.html.(
President Signs the African Growth and Opportunity Acceleration Act 

AGOA offers eligible countries the most liberal access to the U.S. market available to any countries other than those with which the U.S. has free trade agreements.  Besides expanding trade preferences, AGOA supports U.S. business by encouraging reform of Africa’s economic and commercial regimes.  It offers tangible incentives for African countries to continue their efforts to reopen their economies and build free markets, which will build stronger markets and more effective partners for U.S. firms.  The Commerce Department participates in the annual AGOA eligibility review in which the U.S. Government assesses the progress that the Sub-Saharan African countries have made in terms of their reforms—including the elimination of barriers to U.S. trade and investment.  If U.S. companies experience difficulties resolving disputes, receiving national treatment or protecting their intellectual property rights, the AGOA eligibility review can be used as a tool to address these problems.  More information on AGOA, including a copy of the legislation and a list of eligible countries, can be found at http://www.agoa.gov.(
New OPIC Business Insurance 
The Overseas Private Investment Corporation (OPIC) recently announced two new insurance products designed to protect American businesses as they grow and invest overseas.  Small Business Insurance Wrap is for companies with annual revenues under $35 million, and offers clients a reduced rate for political risk insurance with a one-time fee for the life of the loan.  Stand-Alone Terrorism Insurance is available to companies of any size and is designed to cover loss resulting from violent acts that are intended to achieve a political objective including threats posed by weapons of mass destruction.  For more information, please see http://www.opic.gov/.(

Market of the Month: Portugal
Portugal has become a diversified and increasingly service-based economy since joining the European Community in 1986.  Although Portugal is a European country it looks towards the Atlantic and to trade with others.  

U.S. exporters have increasingly found this market to be receptive and eager for their goods.  Best prospects for U.S. exporters include telecommunications, computer and software, Internet and e-commerce, medical equipment, and more. Learn more about this market at: http:://www.export.gov/comm_svc/press_room/marketofthemonth/portugal/portugal.html.(
Restrictions on Exports to Libya Lifted

On September 20, 2004, President Bush issued a determination waiving the prohibition on U.S. Government assistance for commercial exports to Libya found in the Trade Sanctions Reform and Export Enhancement Act of 2000 (TSRA) The White House press release is available at http://www.whitehouse.gov/news/releases/2004/09/20040920-3.html 
Therefore, U.S. Government assistance, including U.S. Government export assistance, for commercial exports to Libya is now generally permissible in accordance with usual Department policies and U.S. laws. 
Exporters should bear in mind, however, that exports of certain goods, services, and technologies from the United States to Libya still remain restricted and may require an export license from the Bureau of Industry and Security (BIS). (
Upcoming International Trade Shows and Missions
SHOWS
Nov 30 – Dec 3, 2004: Pollutec 2004 – Lyon, France
The U.S. Department of Commerce is inviting companies to participate in the U.S. Pavilion at Pollutec in Lyon, France.  Pollutec is the only comprehensive exhibition that covers the major environmental technology sectors including water, air, waste, recycling, energy, noise, and engineering.  Please visit the following website and fill out the on-line interest form at www.buyusa.gov/eme/pollutec04.html or contact Commercial Specialist Everett Wakai , U.S. Commercial Service Paris, by e-mail at everett.wakai@mail.doc.gov.
March 2-5, 2005:  Tau-Expo – Milan, Italy

Tau-Expo, held every two years, is Italy’s number one and one of Europe’s largest trade shows in the environmental sector. The Italian market for environmental protection products, technologies, and services was estimated at $4.2 billion in 2002.  The market is largely dependent on foreign technology and is one of the best prospects for innovative U.S. companies.  For additional information, contact Commercial Specialist Nicoletta Postiglione, U.S. Commercial Service Milan, by e-mail at nicoletta.postiglione@mail.doc.gov. 

Feb 10 - Mar 15, 2005:  Access Eastern Mediterranean Healthcare - Medical Equipment & Services Program
The program is designed to explore opportunities in six regional markets:  Egypt, Israel, Jordan, Lebanon, Turkey and West Bank/Gaza. For a fee of $1000 program will provide you with:

· One-time registration to explore opportunities in all six markets.

· On-line registration at: http://www.buyusa.gov/easternmed/healthcare.html
· Promotion by Commercial Specialist of Partner/Customer Search, tailored  to your objectives. (5 IPSs)

· Featuring your products/services on the Access Eastern Mediterranean website for one month. http://www.buyusa.gov/easternmed              

· Promotion at major industry trade Shows, such as Arab Health in Dubai, Medica in Germany and Medtrade in USA.

· Coordinated results report of vetted local companies capable of representing product/service.

· Follow-on Gold Keys and Company Profiles at 50% normal fee (within six months)

· Exposure though the Catalog Show booth at BioAnaliza in Israel ($200.00 more) 

Product Categories:   medical, dental, clinical laboratory equipment, supplies and healthcare services. 

Excluded products/services:  veterinary, pharmaceuticals, nutritional supplements, consulting and insurance services
MISSIONS
December 6-14, 2004: Oil & Gas Trade Mission to South East Asia - Malaysia, Singapore, Vietnam
Prospects are excellent for American firms – especially suppliers of pipeline and tubular goods, drilling machinery and equipment, surveying technology, and safety products. Malaysia offers a growing $575 million oil and gas market, with vast areas ripe for exploration. More than 60% of imported equipment comes from the U.S. Singapore (OSEA 2004), the world’s third largest oil refining and trading center, will open more doors to U.S. firms with the U.S.-Singapore Free Trade Agreement. Vietnam will require a $19-$20 billion investment by 2010 to sustain the 10%-15% annual growth in its oil and gas industry projected for this period. For more information on this trade mission please contact Debra Rogers at 312-353-6988 or debra.rogers@mail.doc.gov.

February 22-24, 2005: Illinois Trade Mission to Expo Manufactura ’2005 -  Monterrey, Mexico
Expo Manufactura’2005 is the leading trade show in Latin America for Manufacturing and Metal Cutting.  Monterrey is the heart of Mexico’s manufacturing community, with more than 15,000 manufacturing companies, including leading industrial conglomerates.  There is great demand among plants and maquiladoras for new equipment, better services and technologically advanced products.  Illinois participants in trade mission to Expo Manufactura’2005 will receive matchmaking services and a fully furnished trade show booth.  Over a $4500 value, this package is available to qualified Illinois companies for the discounted price of $500. Space is limited with registration on a first-come, first-serve basis.  To receive additional information, please contact: Mary Anne B. Rogerio, Tel: 312/814-2089 E-mail: maryanne_rogerio@commerce.state.il.us

New Tools to Help Access China’s Growing Market

On September 14, Under Secretary of Commerce for International Trade Grant Aldonas unveiled three new tools to help U.S. companies expand exports to China’s growing market: 

1) The China Business Information Center

2) The American Trade Centers

3) The Global Supply Chain Initiative

The China Business Information Center (BIC) is the first comprehensive U.S. federal government resource aimed at helping American businesses take advantage of China’s rapid integration into the global economy.  The BIC at http://www.export.gov/china is located within Commerce’s U.S. Commercial Service (USCS) and features practical information that the American exporter can use to achieve tangible commercial results including: country and industry-specific information, exporting steps and tips, current market research, timely export leads, upcoming trade events, and vital regulatory information. 

The American Trade Centers program will increase the Commerce Department’s ability to help U.S. companies tap into export markets in second-tier but very large commercial centers in China, such as Wuhan, Nanjing, Dalian, Chongqing, and Xiamen.  The program will devote increased resources, including personnel, to promoting U.S. business exports to China, where USCS already has the largest staff of any USCS Section in the world.  The American Trade Centers program will link U.S. firms with regional and local authorities and the Chinese business community in these commercial hubs.  This will help U.S. firms take advantage of opportunities to compete for major infrastructure projects and sell directly to Chinese importers by providing targeted market research, counseling, introductions, and representation at trade shows. 

The Global Supply Chain Initiative is aimed to help U.S. small businesses identify global supply chains that will take American manufactured goods overseas.  As part of this initiative, USCS will conduct a series of sector specific trade missions involving tier 2 and tier 3 suppliers to major manufacturing centers around the world.  The first will be an auto parts trade mission this spring to China.  In addition, USCS officers in key manufacturing cities will reach out to large non-U.S. multinational companies to identify the companies’ needs and inform U.S. small businesses of these potential opportunities.  Since most small businesses only have one or two companies they supply, the Commercial Service is developing a CD and seminar program on how to access global supply chains in conjunction with the Department’s Manufacturing Extension Partnership program.  

 To highlight these new tools and encourage U.S. small businesses to consider exporting to China, The Commerce Department is holding a series of outreach events throughout the United States in the coming months. For more information on the China BIC, please visit http://www.export.gov/china or call 800-872-8723.  Information about China BIC outreach events can be found on the Trade Events section of http://www.export.gov/china. (
Major Projects in Hong Kong 

The U.S. Commercial Service office in Hong Kong has recently published an updated “Major Projects in Hong Kong” booklet.  This 22-page publication provides an overview of Hong Kong and planned projects of interest to U.S. firms.  To request a copy, email felicia.snyder@mail.doc.gov or call 312-353-3749.(
China: Protecting Your Intellectual Property 

The U.S. Government understands the scope and gravity of continuing Intellectual Property Rights (IPR)

infringement in China and just how significant a problem this is for American business. To assist Americans in understanding and addressing this issue, the U.S. Embassy in Beijing has created an IPR Toolkit. The Toolkit contains materials describing the scope of the IPR problem in China, suggestions on what American companies can do to protect their IPR and steps to consider after an infringement is identified.  To view the IPR Toolkit, visit the new China Business Information Center site noted above or go directly to http://www.usembassy-china.org.cn/ipr/.(
Sell To The World 

Published six times a year, Commercial News USA is official U.S. Commerce Department’s exporters’ marketing magazine.  In 2003, advertising in CNUSA generated $109 million in exports for U.S. companies. 

The deadline to advertise in the Jan/Feb2005 issue is Nov 5, 2004. 

For information and details, call 1-800-581-8533, or visit http://www.export.gov/cnusa 


Upcoming Illinois Trade Events

October 25, 2004:  Briefing on Canada Market Analysis Program - Chicago
To learn more about this new initiative of the U.S. Commercial Service in Canada to help new-to-export U.S. firms assess the potential for their products and services in the Canadian market, join a briefing by the US government's top diplomat in Canada on commercial issues, Minister Counselor Thomas Lee Boam.   Why Canada?   Canada is ideally suited for new exporters due to advantages such as transparent business practices, efficient marketing channels, geographic proximity, amd familiarity with U.S. products and services. And NAFTA enables tariff-free access for most products. 2:00 pm at Chicago Export Assistance Center.  No Charge. Space is limited.  To RSVP, please visit http://www.buyusa.gov/uppermidwest/events.html or email phyllis.bingham@mail.doc.gov .  Please include a brief description of your company and interest/goals in Canada. 

October 26, 2004:  Chile-U.S. Steel Bridge Technology Orientation Visit - Chicago

USTDA is sponsoring an orientation visit for a delegation of steel bridge construction officials from Chile's Ministry of Public Works and the private sector.  They are interested in meeting Engineering Companies, Construction Firms, Rehabilitation Specialists, Steel Manufacturers and Suppliers, Seismic and Geological Specialists, Technical Assistance Providers with expertise in standards development and Industry Leaders in Steel Technology. This business briefing is an excellent opportunity for American businesses to showcase their products and services to key players and decision makers in the Chilean market. It will be held at the Radisson Hotel  & Suites in Chicago, Illinois.  For more information, visit  http:// www.tech-res-intl.com/ustda/steelbridges or contact Barbara Hutchison of Technical Resources International, Inc by telephone at (310) 897-7424 or by email at bhutchison@tech-res.com.
October 27, 2004:  Strategic Approaches to China for U.S. Small & Medium Exporters - Rosemont

Co-sponsored by the Chicago Export Assistance Center, Illinois District Export Council, & the International Trade Association of Greater Chicago. Keynote speaker Russ Miller, presents "A View From The Other Side" - the viewpoint of Chinese SMEs looking for opportunities with foreign SMEs. Mr. Miller is Managing Director – OCCXOR Business Advisory; Partner and Senior Consultant – JPI Consulting; and Chief Advisor – Beijing Foreign Enterprise Service Group Co., Ltd.  Panel presentation by three midwestern SMEs thriving in China, the U.S. PTO on steps to help protect intellectual property, and an overview of U.S. government export assistance.  Rosewood Restaurant, 9421 Higgins Road, Rosemont, IL, 12:00pm-5:45pm. Fee: $60 (includes lunch). For info & registration, contact felicia.snyder@mail.doc.gov, 312-353-3749 or see http://www.buyusa.gov/uppermidwest/events.html.
October 28, 2004:  How to Use International Trade Agreements to Compete Internationally - Aurora

Learn how to use increase your global price competitiveness using NAFTA, US/Chile and US/Singapore Free Trade Agreements. Speaker Louisa Elder, Director of the State of Illinois International Trade & NAFTA Opportunity Center at NORBIC, will teach you the do’s and don’t of completing necessary certificates to take advantage of these free trade agreements. Louisa has extensive experience in international trade programs and services as an advocate to small and mid-size U.S. manufacturing companies encouraging the federal government to help them compete in the international marketplace. Venue: Valley Industrial Association, Suite 372, 2111Plum Street, Aurora, IL, 9:00am-12:00pm. Fee: $45 for members, $55 for non-members (Includes breakfast, materials, and certificate). For more information on how to register please email events@valleyindustrialassociation.org

November 9, 2004:  "Learn from the Experts" Export Seminar - Chicago

The International Trade Committee of the Cosmopolitan Chamber of Commerce will host an export seminar on from 8:30 a.m. to 12:00 p.m. at 560 West Lake Street, Chicago.   Companies who have entered the international trade arena will share their tips on getting product to market and getting paid. You will also hear from specialists from the U.S. Export Assistance Center representing the U.S. Department of Commerce, U.S. Small Business Administration and the Export-Import Bank.    For details on how to register, please contact Ms. Miriam Cleray of the Chamber at 312-786-0212 or via email at: imim572004@yahoo.com
November 9, 2004: “Techniques for Virtual Communication Across Cultures”— North Shore Exporters Get-Together

Hosted by the Libertyville Export Assistance Center, Illinois District Export Council, and Northbrook Chamber of Commerce & Industry.  Learn methods for obtaining better results via e-mail, as well as, voice effectiveness in communicating long distance across cultures.  Our guest speaker will be Noel Kreicker, founder of IOR Global Services of Northbrook.  IOR provides services to help Fortune 100 companies prepare their employees and families for international assignments.  7:30 a.m. to 9:00 a.m. at 2002 Walters, Northbrook.  Contac: Robin Mugford at 847-327-9082 or robin.mugford@mail.doc.gov.

November 7-11, 2004: PACK Expo International – Chicago

Since this is a certified International Buyer Program (IBP) Show, Commercial Service overseas offices are recruiting foreign buyer delegations from all over the world to attend this show. Chicago USEAC staff can help you meet members of those delegations and will be available for export counseling in the show’s International Business Center. Contact: Bernadine Smith at 312-353-5096 or bernadine.smith@mail.doc.gov.
November 18, 2004:  Using the Internet to Reach New Customers - Chicago

The Better Business Bureau and the U.S. Department of Commerce offer a workshop on the nuts and bolts of e-Exporting.  As fast as electronic commerce is growing in the United States, it is growing even faster beyond our borders.  Expand your business by learning how to attract and do business across borders.  In the afternoon, you can also attend a Department of Commerce workshop at no additional cost on "Compliance with European Union Data Protection Requirements".  8:30 am - 12:30 pm at the Holiday Inn Chicago.  Register at conferences@cbbb.bbb.org or contact Thomas Panek at 312-353-7711.

NOW Foods, Inc. Honored for Export Gains

On August 25, Jim Jochum, U.S. Department of Commerce Assistant Secretary for Import Administration, toured NOW Foods' GMP certified manufacturing facility in Bloomingdale, IL, and presented President Richard Elwood and International Sales Manager Philip Pittsford with an Export Achievement Certificate.  NOW Foods is a family-owned and operated natural products manufacturer/distributor with a 35-year legacy of providing high quality nutritional supplements at affordable prices. Since it began working with Chicago USEAC Trade Specialist Thelma Young in 2001, NOW Foods has increased its international sales 78%.  Mr. Pittsford noted that 2004 YTD sales are 21% above the same period for 2003, and that the "Commerce Department's programs have been extremely helpful in our expanding our international customer bases..." in Brazil, Taiwan, Singapore, Venezuela, Holland and Israel. (
Access Eastern Mediterranean Program
The U.S. Commercial Service has a new, cost-effective and coordinated way to promote your products and services to a regional market of 180 million consumers in seven countries. The  Access Eastern Mediterranean (AEM) Program is a U.S. Department of Commerce initiative, created and managed by the U.S. Commercial Service offices in Egypt, Israel, Jordan, Lebanon, Turkey and West Bank/Gaza (with options for Morocco). 

The basic service is a roughly month-long business partner search undertaken simultaneously in these six (or seven) markets by Embassy-based Commercial Specialists, who actively promote your products to literally hundreds of local importers, buyers and distributors. Information about your company and your products/services are also featured on the AEM website. To maximize exposure in the market, some of the events include Catalog Show booths at local industry trades shows.  All clients receive a single, combined Results Report listing all of the vetted contacts from each country that have expressed an interest in learning more about your products or services. 

To make it as easy as possible to follow-up on these leads, the participating Commerical Service offices offer the Gold Key Matching Service and the International Company Profile at half the usual fee for six months following participating in an AEM activity.

In the months ahead, AEM events are planned in the following sectors:   

· Telecommunications Eq. & Services (Nov-Dec 2004) 

· Healthcare/Medical Eq. & Services (Feb 2005)

· Automotive Aftermarket Products, (April 2005) 
· Safety and Security Eq. & Services (June 2005)
For more information on the AEM program go to:

http://www.buyusa.gov/easternmd.(
Australia and Morocco:        New Free Trade Agreements

The Australia and Morocco FTAs, expected to go into effect on January 1, 2005, offer the most significant immediate reduction of industrial tariffs ever achieved in free trade agreements with a developed and a developing country, respectively.  They will provide immediate benefits for America’s manufacturing workers and companies and substantial benefits in a broad range of other sectors as well.  Markets for services such as life insurance and express delivery will be opened; intellectual property will be better protected; American investment will be facilitated through predictable access and a stable business environment.  

American firms will be allowed to compete for Australia’s and Morocco’s government purchases on a nondiscriminatory basis for the first time.  Statements of Interests will help companies better understand the impact these agreements will have on trade with these countries.  To request a copy of the Australia and/or Morocco Statement of Interest, email connie.green@mail.doc.gov or call 312-353-8040. (
Recovering EU Value Added Tax 

Every European Union member state has a value-added tax (VAT). The rates vary from 15 - 25% and

apply to certain types of products. VAT recovery claims may be filed at least every 3 months or annually,

subject to country-specific restrictions. Companies may reclaim most of their VAT expenses such as

those paid on:

· Business travel costs (car rentals, hotel lodging, meals, gas expenses, telephone expenses, etc.)

· Business operating expenses (trade fairs, jet fuel, maintenance costs)

· Marketing/advertising and professional advice

· Goods, machines and equipment

· Exports into Europe and inter-European transfers of goods

Two websites with information on VAT are the EU VAT at www.eurunion.org/legislat/VATweb.htm, and the Federation of International Trade Associations at www.fita.org/marketplace/vat.html.(
EXPORT ASSISTANCE PERSONNEL 

TRADE SPECIALIST/AGENCY
                         SPECIALIZATION



TEL. NO.________

Julie Carducci – Office Director

Telecommunication Equipment and Services


312-353-8490

julie.carducci@mail.doc.gov


Thomas Panek



Consumer Goods, Sporting Goods, Aerospace, Energy,
312-353-7711

thomas.panek@mail.doc.gov

Iron, Steel & Non-Ferrous Metals, Computer Hardware & 

Software

Connie Tinner



Machine Tools & Metalworking Equipment, Materials 
312-353-3748

connie.tinner@mail.doc.gov

Handling Equip., Plastics & Rubber Machinery, Chemicals

Shari Stout



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

309-671-7815

shari.stout@mail.doc.gov



Patrick Hope



All industries in northwestern Illinois


815-987-8123

patrick.hope@mail.doc.gov

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

Robin Mugford



Environmental Products/Technology/Services

847-327-9082

robin.mugford@mail.doc.gov

Automotive Parts & Accessories, Scientific Instruments

Debra Rogers



Construction Industry (incl. tools & materials), Tourism
312-353-6988

debra.rogers@mail.doc.gov

Education & Training Services, Printing & Graphic Arts



Architectural & Engineering Services, Franchising

Bernadine Smith


Electrical Components, Safety & Security Equipment,
312-353-5096

bernadine.smith@mail.doc.gov

Food Processing and Packaging Equipment, Hotel, 

Restaurant, and Amusement Equipment

Thelma Young



Medical and Dental Equipment & Supplies


312-353-5097


thelma.young@mail.doc.gov

Pharmaceuticals and Drugs, Cosmetics

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - 

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

Chicago Network Director

Mary Joyce





312-353-8040

               _______                                 ________________________________________________________________________
	​​​
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New Market Research Available


The following are summaries of reports that have come in recently from our 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.


Saudi Arabia: Medical Equipment


Industry Sector Analysis of August 18, 2004


Summary:  The largest market for health care and services in the Arabian Gulf is rapidly expanding. Both the public and private health care providers in Saudi Arabia have announced plans to build new hospitals and expand existing healthcare facilities. The potential for U.S. firms to take part in the expansion of this sector will be enhanced with the enactment of a new foreign investment law.  The law gives foreign companies the ability to own 100 percent of their investment, while enjoying the same incentives given to Saudi companies.    6 pages





France:  Security Software


Industry Sector Analysis of September 9, 2004


Summary:  France, Europe's second largest economy, has an urgent need to implement security solutions for its networks. Thanks to the expansion of E-business and wireless applications, the $50 billion IT sector is anticipated to grow. Already controlling 70% of this market, U.S. firms are in a strong position to benefit from these positive trends. Report contains sections on market trends, competitive analysis, market entry information, and end-user analysis.    11 pages





Chile:  Food Processing Equipment


Industry Sector Analysis of September 30, 2004


Summary:  Historically, European exports have dominated the food processing equipment market in Chile. However, now that Chile has a number of Free Trade Agreements in place expectations are that Chile’s exports of fish/seafood and meat/poultry, will increase, thus generating more domestic expenditure on the equipment and machinery needed to achieve higher production levels. As a result of this, U.S. manufacturers have a new opportunity to enter this marketplace.  10 pp 


South Africa:  Defense and Aerospace Equipment


Industry Sector Analysis of September 30, 2004


Summary:  In depth report on the well-developed defense and aerospace sector in South Africa. Includes section on major end-users in the South African defense and aerospace field, many of which are potentially logical partners for US suppliers.    Also includes analysis of lucrative opportunities for small and medium sized US firms to access third country markets by piggy backing off South African defense exports.    25 pages 


Brazil:  Financial Services


Industry Sector Analysis of September 30, 2004


Summary:  Brazil’s banking system is highly developed, efficient, and the largest in South America. Business opportunities for US companies highlighted in this report include: forming a partnership with Brazilian banks, ATMs, Microcredit, Smart Cards, E-Banking, T-Banking, Leasing, and Insurance. Report includes a market overview, statistics, and description of regulatory agencies.    10 pages
































Programs of the U.S.E.A.C. in Brief:





Trade Shows/Catalog Shows


Various Locations/Costs


We can assist you with identifying international trade shows in your industry sector. For many of these shows, the Commercial Service organizes a U.S. Pavilion or staffs a catalog booth for a greatly reduced price.


International Partner Search


$300-$600 per country/region


We will find the distributors/strategic partners who are interested in YOUR product or service, and provide you with contact information 15 days from receipt of your materials.


Gold Key Service


$300-$900 per country/region


Before you head overseas, we will set up appointments for you to meet with interested potential business partners.


International Market Research


Free!  Just call us!


Give us a call to see what new reports have been sent to us by our Commercial Officers overseas.  (See examples on page 3 or visit www.export.gov.)









































We hope 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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