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Building on the Successes of Free Trade in Central America

A four-day visit to Central America by Under Secretary of Commerce Christopher A. Padilla in February was
an opportunity to observe the benefits of free trade between the United States and the region.

BY PIERCE NixoN

.S. trade with Central America has

been growing recently, thanks in

part to the U.S.-Central America-
Dominican Republic Free Trade Agreement
(CAFTA-DR). On February 25-28, 2008,

Under Secretary of Commerce Christopher A.

Padilla visited three CAFTA-DR members—
Costa Rica, Honduras, and Nicaragua—to
discuss the status of the agreement and to
view the benefits that have been realized

since its adoption.

Under Secretary of Commerce Christopher A. Padilla (left) and Costa Rican President
Oscar Arias (right) in San José, Costa Rica, on February 28, 2008, during Padilla’s four-
day visit to Central America. The two officials discussed the final steps that Costa Rica
must take to fully implement CAFTA-DR. (U.S. Department of Commerce photo)

Final Steps to Implementation

In August 2004, Costa Rica, the Dominican
Republic, El Salvador, Guatemala, Honduras,
Nicaragua, and the United States signed
CAFTA-DR. The agreement has been imple-
mented on a rolling basis as the signatories
meet the agreement’s commitments.

On March 1, 2006, El Salvador became
the first CAFTA-DR member to enjoy free trade
with the United States. Honduras and Nicara-
gua followed suit on April 1, 2006; Guatemala
on July 1, 2006; and the Dominican Republic
on March 1, 2007.

CAFTA-DR requires member states to
implement the agreement within two years
after it took effect on March 1, 2006. Despite
approving CAFTA-DR in a public referendum
in October 2007, Costa Rica is still the only
signatory to have not yet implemented the
agreement. On February 28, 2008, the other
CAFTA-DR signatories agreed to give Costa
Rica an extra seven months—until October
1, 2008—so its legislature can complete the

implementing process.
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Increased Trade

Since the adoption of CAFTA-DR, regional trade has
increased dramatically, creating a boon for U.S. ex-
porters. In 2007, the United States exported $22.4 bil-
lion to CAFTA-DR countries, a 14.4 percent increase
from 2006. The U.S. trade surplus with those coun-

tries also enjoyed a dramatic increase, growing from

That increase reversed a U.S. trade deficit of nearly
$1.2 billion in 2005, the year before CAFTA-DR.

Investment, Social Development

Closer trade relationships in Central America have
created an attractive environment for U.S. investors
in the region. From 1997 to 2006, Costa Rica received
twice as much foreign direct investment from U.S.

investors than from the rest of the world combined,

direct investment in Nicaragua totaled $261 million.
While businesses are enjoying success, citizens

of CAFTA-DR countries are realizing the social ben-

efits that increased trade can bring. “CAFTA-DR is an

example of how free trade agreements can boost U.S.

U.S. EXPORTS TO CAFTA-DR COUNTRIES
Merchandise exports reported in 2007 (billions of dollars)

CostaRica: . . ..o vt $4.58
Dominican Republic: . . ... ... $6.09
BlSalvador: ... ... . $2.31
GUatemMala: . ... $4.08
Honduras: . ... ... oo $4.46
NICRIAQUA: . . o o v e ettt e $0.89

......................................... $22.41

Source: U.S. Department of Commerce, Bureau of the Census.
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about $1 billion in 2006 to almost $3.7 billion in 2007.

accounting for $1.6 billion in 2006. Also that year, U.S.

exports and also improve the quality of life for our
partners in the Western Hemisphere,” Padilla noted
in a statement made before his departure.

U.S. firms have made significant contributions
to projects in the region that support economic
prosperity, social development, and environmental
conservation. In 2006, for example, Merck donated
hundreds of thousands of doses of much-needed
medicines to local charities, such as the Catholic
Medical Mission Board. Other popular recipients
of U.S. corporate philanthropy include projects that

support environmental protection and education.

Strengthening Ties
One major goal of Padilla’s recent visit was to
strengthen the trade and investment relationship
between the United States and Central America, as
well as to ensure the completion of CAFTA-DR.

Padilla began his trip in Honduras. He visited
the capital city of Tegucigalpa on February 25 and
the main business city of San Pedro Sula on February
26. He then traveled to Nicaragua on February 27,
visiting the capital city of Managua. Padilla attended
a trade show of leading Nicaraguan exporters and
addressed the American Chamber of Commerce of
Nicaragua, where he outlined many of the benefits
that CAFTA-DR has brought to the country and the
region. He also met with President Daniel Ortega
and other senior Nicaraguan officials to discuss the
importance of a sustained commitment by Nicaragua
to a free market economy and to free trade.

“American companies have made new and
long-term investments, creating jobs and new
opportunities for thousands of Nicaraguans,” said
Padilla in his speech in Managua. “If the world
hears that Nicaragua is committed to democracy
and free markets, the world will come here to invest
and help Nicaragua grow.”

On February 28, Padilla traveled to San José,
Costa Rica, where he met with President Oscar Arias

and senior government leaders and urged swift

continued on page 12



Commercial Dialogues: Paving the Way for

Better Trade Relations

BY JANE SIEGEL

o improve U.S. export competitiveness

and market access, the Department of

Commerce has organized and led bilateral
commercial dialogues with several U.S. trading
partners, including, most recently, Brazil, India,
and Vietnam. The dialogues provide an excellent
opportunity for the United States and its trad-
ing partners to explore one another’s regulatory
systems and business climate and to achieve by
pragmatic means what might otherwise develop
into a trade dispute.

One such dialogue was launched with Brazil
in June 2006. That dialogue has already focused on
several key aspects of the commercial relationship,
including business facilitation, investment, intel-

lectual property rights, and standards.

Franchising Focus of New Working Group

A recent development in the U.S.-Brazil dialogue
was the establishment of a working group on
franchising. Franchising is an important element in
the economies of both countries and is a subset of
the distribution services sector. The United States
and Brazil are, respectively, the world’s largest
and sixth-largest markets for franchising, accord-
ing to the International Franchise Association of
the United States (IFA). The domestic benefits of
franchising include the ability to efficiently start
up a business, to make an up-front investment in
reliable brands, and to stimulate entrepreneurial
and managerial talent. For emerging economies,

franchising can also provide a development boost.

Rio de Janeiro, Brazil (iStock)

Joint White Paper

To advance the objectives of the franchising
working group, the Commerce Department and
Brazil’s Ministry for Development and Interna-
tional Commerce agreed to write a white paper on
franchising. This study, which will be completed in
summer 2008, will research and describe the best
franchising practices from around the world. It will
also address sensitive issues, such as legal frame-
works, protection of intellectual property, and trade
policy, as they affect franchising. The focus on best
practices will enhance competitiveness and im-

prove market access in Brazil for U.S. companies.

Involvement of Business Community
Because of a memorandum of understanding pro-
moted by the Commerce Department between the
IFA and its Brazilian counterpart, the Associacao

Brasileira de Franchising (Association of Brazilian

continued on page 10




U.S. Foreign-Trade Zones Offer Flexibility in a Changing
Environment

BY PIERRE Duy AND ELIZABETH WHITEMAN

FTZs, such as this one in Honolulu, Hawaii, allow U.S. companies to remain competitive in the world market by
allowing foreign components that are used by U.S. manufacturers to be stored duty-free, among other customs
benefits. (U.S. Foreign-Trade Zones Board photo)

4

ompanies large and small—in industries

ranging from oil refining and shipbuilding

to chemicals and electronics—turn to the
U.S. Foreign-Trade Zones (FTZ) program to maxi-
mize the international competitiveness of their
U.S. operations.

Operating in an FTZ provides several customs
benefits for U.S. facilities. Imported merchandise
can be brought into an FTZ, stored or manufac-
tured, and reexported without payment of duty.
Duty is deferred on any merchandise that is
ultimately for sale in the United States. Also, with
FTZ Board approval, duty can be reduced if the
duty rate on a finished product manufactured in
an FTZ is less than the duty rate on the imported
components. This type of savings may be important

to retaining domestic production when key manu-
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facturing components are produced only overseas.
FTZ operators may also qualify for other customs
benefits, such as weekly entry or direct delivery

procedures.

74 Years of Facilitating Trade

The Foreign-Trade Zones Act of 1934 created the
FTZ program. The FTZ Board has the power to des-
ignate specific locations within the United States
where foreign goods can be stored in duty-free
status under the supervisions of U.S. Customs and
Border Protection.

Over the years, the FTZ program has evolved to
encompass manufacturing and other operations at
multiple-user ports and industrial parks (or general-
purpose zone sites), as well as at the individual
facilities of participating companies (or subzones).
Changes in the program maintain the program’s goal
of expediting trade and encouraging activity in the
United States that might otherwise be done abroad.

New Procedures Simplify Participation

In 2004, as part of the Commerce Department’s
Manufacturing Initiative, the FTZ Board reexamined
its procedures and recognized that small and medi-
um-sized enterprises (SMEs) were facing hurdles to
using the program. As a result, a number of improve-
ments were made to upgrade and simplify access to
FTZ procedures. For example, old-style application
guidelines were replaced with a more straightfor-
ward question-and-answer format, the FTZ Board’s
Web site was redesigned to provide more informa-
tion, and outreach and application counseling were

significantly extended and enhanced.



The biggest change was a new application pro-

cess designed to provide manufacturers, especially
SMEs, with faster access to FTZ procedures so they
could respond to quickly changing industry condi-
tions. The new process—temporary/interim manu-
facturing (T/IM) authority—allows any company in
an FTZ to request manufacturing authority similar
to recent FTZ Board approvals and to benefit from a
rapid, 75-day processing time. To facilitate applica-
tions, a searchable database of recent approvals is
available on the FTZ Board’s Web site.

Quick approval of T/IM authority enables a
manufacturer to respond to a new opportunity or
to begin production under FTZ procedures while
awaiting permanent authority from the FTZ Board.
Permanent authority can be requested at the same
time as T/IM authority, and a single application

form eliminates any extra burden.

Supporting U.S. Manufacturing

The advantages offered by FTZ procedures and the
new T/IM authority can provide real benefits to
U.S.-based manufacturers that are competing with
foreign manufacturers. For example, Perkins Shi-
baura Engines LLC, a joint venture between Perkins
Engines (a Caterpillar company) and IHI Shibaura
Machinery Co. Ltd., established a new diesel engine
manufacturing facility that has 130 employees within
an FTZ in Griffin, Georgia.

The Perkins Shibaura plant produces three-
and four-cylinder engines for the U.S. market and
for export to Latin America and Canada. To reduce
production costs at the facility and to make U.S. pro-
duction feasible, the company sought the use of FTZ
procedures—specifically T/IM authority—to reduce
its customs duty costs by up to $500,000 per year.
T/IM authority was subsequently granted and will
help equalize the facility’s customs costs with Per-
kins Shibaura’s overseas plants. Company officials
say that the savings may ultimately help expand the
U.S. plant’s capacity to 60,000 engines per year.

The ABCs of FTZs: A Snapshot of Foreign-Trade Zones (FTZs)

Number of FTZs and Subzones: more than 500
States with Foreign-Trade Zones: 50

Value of merchandise handled by FTZs: $490 billion
Employment at active FTZs: 340,000

Exports from FTZs: $30 billion

Domestic status of incoming FTZ shipments: 60%

Source: U.S. Foreign-Trade Zone Board. Data are for fiscal year 2006.

After almost 75 years, FTZs continue to
“expedite and encourage foreign commerce,” there-
by fulfilling the legislative mandate that established
them in 1934.

Pierre Duy and Elizabeth Whiteman are staff analysts for the
Foreign-Trade Zone Board.

For More Information

The FTZ Board comprises the secretaries of commerce and
treasury, with one alternate member from each agency. The
board’s professional staff is headed by an executive secretary.
Each year, the FTZ Board publishes a report to Congress on its
activities. The 68th report, which covers fiscal year 2006, was
recently published and is available on the FTZ Board’s Web site

at www.trade.qov/ftz.



Takes

News From The International Trade Administration

Commerce Resources for Small and Medium-
Sized Exporters Highlighted at Event

More than 30 representatives from federal agencies
and private-sector organizations met on January 24,
2008, at the Department of Commerce in Washing-
ton, D.C,, to discuss federal resources that are avail-
able to assist U.S. small and medium-sized exporters.
The Interagency Network of Enterprise Assistance
Providers (INEAP) sponsored the meeting.

William (Woody) G. Sutton, the Commerce
Department’s assistant secretary for manufacturing
and services, was one of the featured speakers. In
his remarks, Sutton highlighted some of the valuable
resources that the International Trade Administra-
tion’s Manufacturing and Services unit offers to U.S.
businesses. “Our resources include industry analysis
and data, such as TradeStats Express and the re-
cently released Metro Export data series, as well as
hosting advisory committees, such as the Industry
and Trade Advisory Committees that help formulate
U.S. policy in trade and commercial negotiations,’
noted Sutton.

Other sessions included presentations on the
Department of Commerce’s Market Development
Cooperator Program, federal export assistance and
financing programs, and programs offered by the
Federation of International Trade Associations.
INEAP was started in January 2006 and includes more
than 100 members from 13 government agencies, 12
ancillary organizations, and 43 programs. INEAP’s
monthly meetings, with representatives from various
federal technical assistance programs, are a valu-
able opportunity for exchanging information across
organizational boundaries to leverage public-private
resources and to promote innovative activities that
help accelerate domestic economic development. For
more information about INEAP, visit its Web site at

wwuw.ineap.nist.gov/ineap/home.ineap.
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William (Woody) G. Sutton (center), the Commerce Department’s assistant
secretary for manufacturing and services, with Judith Rivera and LaVensus
Jones of the U.S. Export—Import Bank at a meeting of the Interagency
Network Enterprise Assistance Providers on January 24, 2008. The group
met to discuss federal resources that are available to assist U.S. small and
medium-sized exporters. (U.S. Department of Commerce photo)

Campaign Promoting U.S. Higher Education
Opportunities Extended to India
An initiative to promote higher education op-
portunities in the United States for students from
India—called the U.S. Electronic Education Fair for
India—was launched recently by the U.S. Department
of Commerce and its partners in the private sector.
The initiative is an extension of a campaign launched
in 2006 that was targeted at Chinese students (see
December 2006 issue of International Trade Update).
The centerpiece of the India campaign is a Web
site, www.namastestudyusa.com, that offers informa-
tion on all aspects of higher education in the United
States, including programs of study, financial aid, and
visas. The site also features a number of videos that
describe the experiences of Indian students in the
United States and that were broadcast on television
in India as part of the campaign. In addition to the

television programming, the site also features the



winning submissions from a related student video
contest sponsored by the Department of Commerce.

As part of this partnership, accredited U.S. insti-
tutions were invited to purchase space on the Chi-
nese and Indian Internet landing pages to increase
their visibility and to provide more information
about the institutions. (The Chinese site is located
at www.liuxueusa.cn)

Thus far, 68 universities from 29 states and the
District of Columbia have participated in activities
related to the promotional campaigns in China and
India. A small data sample collected from institutions
that participated in the 2006 China television pro-
gramming shows an average increase of more than 25
percent in Chinese applications for fall 2007, as well
as an increase of more than 20 percent in enrollments
from China for that same period.

The U.S. higher education community and
the U.S. Department of Commerce jointly fund the
program. Also, the program was the beneficiary of a
major gift from Educational Testing Service’s Test of

English as a Foreign Language (TOEFL).

Ministers Meet in Mexico in Preparation for
New Orleans Summit

The ministers responsible for security and prosper-
ity from Canada, Mexico, and the United States met
in Los Cabos, Mexico, on February 27-28, 2008, to
examine the progress of the Security and Prosperity
Partnership (SPP) of North America in preparation
for the upcoming North American Leaders’ Summit
scheduled for April 21-22, 2008, in New Orleans,
Louisiana.

In the meeting, the ministers reiterated their
commitment to the SPP, which was launched in
2005 at a meeting hosted by President George W.
Bush in Waco, Texas (see March 2007 issue of Inter-

national Trade Update).

“This year marks the 15th anniversary of the
implementation of the North American Free Trade
Agreement,” noted the ministers in a statement
released at the close of the two-day meeting.
“NAFTA has been a tremendous success.... The SPP
builds on this dynamic relationship by providing
Canada, Mexico, and the United States a partner-
ship to build a safer, more secure and economi-
cally dynamic North America, while respecting the
sovereignty, laws, unique heritage, and culture of
each country.”

During the meeting, the ministers examined the
progress made in five priority areas: (a) global com-
petitiveness, (b) safe food and products, (c) energy
and environment, (d) smart and secure borders, and
(e) emergency management and preparedness. The
ministers also met with representatives of the North
American Competitiveness Council.

Two senior officials from each country attend-
ed the meeting. Carlos M. Gutierrez, the secretary
of commerce, and Michael Chertoff, secretary of
homeland security, represented the United States.
Eduardo Sojo, secretary of economy, and Juan
Mourifo, secretary of interior, represented Mexico.
And Jim Prentice, minister of industry, and Stock-
well Day, minister of public safety, represented
Canada.

For more information on the SPP, visit its Web

site at www.spp.gov.



International Trade Calendar

Here is a selected list

of international trade
events of interest, includ-
ing ITA-sponsored events,
as well as a selection of
upcoming international
trade fairs. The U.S. and
Foreign Commercial Service
(USFCS) maintains a
comprehensive listing
of industry shows at

www.export.gov

Las Vegas, Nevada
www.iscwest.com

This show features security technology for
urban and public spaces, marketplaces and
commercial properties, and residences. In
2007, roughly 26,000 security professionals
attended. For more information, contact
Ahmed Khayyat of the USFCS, tel.: +966
(1) 488-3800, ext. 4441; e-mail: ahmed.
khayyat@mail doc.gov.

Lisbon, Portugal

www.export.gov/eac/show_detail _
trade_events.asp?EventiD=26168

Demand for infrastructure develop-

ment, consumer goods, technology, and

agricultural equipment is growing in
Portuguese-speaking countries in Africa.
This two-day seminar will focus on the
trade and investment links through
Portugal that can be leveraged for
increased access to those countries. For
more information, contact Ana Vila of
the USFCS, tel.: +351 (21) 770-2532;
e-mail: ana.vila@mail.doc.gov.

Chicago, lllinois
www.export.gov/eac/show_detail _
trade_events.asp?EventiD=27453

This two-day program will cover the
information exporters need to know
to comply with U.S. export control
requirements on commercial goods as
specified in the Export Administration
Regulations. For more information,
contact Jeffrey Graber of the USFCS,
tel.: (312) 353-7711; e-mail:
Jeffrey.graber@mail.doc.gov.

www.export.gov/eac/show_detail_
trade_events.asp?Event|D=27581

This one-hour Webinar will look at best
prospects for U.S. exporters in Greece and
explain the basics of doing business there.
There is a $35 fee to participate. For more
information, contact Dusan Marinkovic of
the USFCS, tel.: (317) 582-2300; e-mail:
dusan.marinkovic@mail.doc.gov.

High Point, North Carolina
www.highpointmarket.org

The High Point Market, a semiannual event,
is the largest trade show for the furniture
and home furnishings industry. Recent
shows have attracted 2,600 exhibitors from
110 countries, with a trade attendance

of about 85,000 (of whom 10 percent are
international buyers). For more information,
contact Eugene Quinn of the USFCS, tel.:
(202) 482-0578; e-mail: eugene.quinn@mail.
doc.gov.

Austin, Texas

www.buyusa.gov/austin/events.
html

This seminar will examine how to make
arrangements to move your product into
foreign markets, and it will look at re-
quired export documents and licenses. For
more information, contact Karen Parker of
the USFCS, tel.: (512) 916-5939; e-mail:
karen.parker@mail.doc.gov.

Singapore
www.export.gov/tradeevents/exp_
licensing_seminars.asp

This seminar is designed for companies
with an interest in U.S. export control laws
and related regulations. It will feature
speakers from the U.S. Department of
Commerce’s Bureau of Industry and
Security. For more information, contact
Hawcheng Ng of the USFCS, tel.: +65
6476-9037; e-mail: hawcheng.ng@mail.
doc.gov.

Washington, D.C.
www.export.gov/eac/show_detail _
trade_events.asp?EventID=26816

Hundreds of top franchise companies are
expected at this show, which covers a vast
array of industries and offers a broad range
of investment levels. Six symposia will be
offered on a variety of franchising topics
and industry trends, such as owning a
single unit, acquiring an area development
venture, and operating a master license.
For more information, contact Amanda
Ayvaz of the USFCS, tel.: (202) 482-0338;
e-mail: amanda.ayvaz@mail.doc.gov.

Kuala Lumpur, Malaysia
www.dsaexhibition.com

This four-day show will focus on the
security needs of Asian governments. It
will feature products from 600 defense
companies from more than 40 countries,
and government guests from more than 60
countries are expected to attend. For more
information, contact Desmond Cheng of
the USFCS, tel.: +60 (3) 2168-4868; e-mail:
desmond.cheng@mail.doc.gov.
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is published monthly by the
Office of Public Affairs of the U.S.
Department of Commerce’s In-
’ ternational Trade Administration
(ITA). You can read or download
the newsletter from ITA's Web
site at www.trade.gov. To receive
notification by e-mail when new
issues are published, visit www.
trade.gov, click on Trade Update,
and scroll to the subscribe link.
For more information and
news, visit ITAs Web site at
www.trade.gov or contact the
Office of Public Affairs, Inter-
national Trade Administration,
1401 Constitution Avenue NW,
Washington, DC 20230; tel.:
(202) 482-3809.

Houston, Texas
www.otcnet.org

This conference is the world's foremost event for the
development of offshore resources in drilling, explora-
tion, production, and environmental protection. It
ranks among the largest 200 trade shows held annually
in the United States. It is also among the 10 largest
meetings in terms of attendance, with more than 2,000
companies from more than 110 countries participating
in the exhibition. For more information, contact Pam

Plagens of the USFCS, tel.: (713)-209-3106; e-mail:
pam.plagens@mail doc.gov. Sub-Saharan Africa, with a burgeoning consumer base of 650

million people, political stability, and economic reforms, has
market potential that is growing. Economic growth in the region
is projected to accelerate in 2008 to 6.7 percent, the highestina
decade, while Africa’s oil-exporting countries will likely see their
economies expand by 10 percent or more.

Moscow, Russia Total U.S. trade with sub-Saharan Africa increased 10 percent
www.export.gov/eac/show_detail_trade_ in the first half of 2007 from the same period in 2006, as both ex- . .
events.asp?EventlD=27329 ports and imports grew. U.S. exports increased by 30 percent, to f/h:;“;phi”\‘ l;a(dllla .
a - : : ; ; ; Inder Secretary of Commerce for
This event s the leading show for telecommuni- f:é:]tblcéz?élgg\;enndmalnIy by increases in parts for oil field equip- ntermationd] T{ade
cations and information technology equipment L parFs, aireraft, .wheat, 'plarforms for offshore
manufacturers and service providers looking to oil Firllllng, r.mn-.crude oil, and medical equipment. Of the Fop five Matt Englehart
meet buyers from Russia and the Commonwealth African destinations for U.S..prO('iucts, exports to South Africa rose Director, Office of Public Affairs
50 U.S. exhibitors. About 675 exhibitors and 30,000 ) i . 9 Editor
attendees are expected during this five-day event. a'nd potential, Ghana, nger!a, a.nd South Africa stand out a.s par-
For more information, contact William Corfitzen ticularly advantageous destinations for U.S. exporters seeking to Web edition and electronic
of the USFCS, tel. (202) 482-0584; e-mail: william. leverage business opportunities in ths region. dissemination:
corfitzen@mail.doc.gov. The U.S. commitment to trade with Africa was underscored Jeremy Caplan
by the enactment of the African Growth and Opportunity Act »
(AGOA) in 2000. The act created tangible incentives for African Copyediting:
countries to implement economic and commercial reform Publications Professionals LLC
policies. Measures taken to conform to AGOA's eligibility provi- Calendar editor:
sions—including poverty reduction, elimination of trade barri- Lorri Crowley
Las Vegas, Nevada ers, and support for the rule of law—contribute to better market
www.tia.org/powwow/future_dates.html opportunities and stronger commercial partners in Africa for U.S. . .
companies. Since 2000, the act has been already helped forge AT AR
This show s the travel industry’s premier international stronger commercial ties between Africa and the United States, Michele Robinson
marketplace and the largest generator of Visit USA while helping integrate Africa into the global economy. It cur- _
travel. During three days of intensive, prescheduled rently applies to 38 countries in the region. thto"él I"tel_msz
business appointments, international delegates will This text has been adapted from “Market of the Month,” a A R
meet with targeted suppliers from more than 1,000 reqular feature of the U.S. government’s export portal, Export.gov. .
U.S. travel organizations from every U.S. region and To read a longer version, with detailed information on countries Material in this newsletterme.ay
market segment. For more information, contact Juan such as Ghana, Nigeria, and South Africa, go to www.export.gov/ be reproduced un.Ies.s otherwise
Carlos Ruiz of the USFCS, tel +52 (55) 5140-2654; articles/Africa_MOM sp. noted, When reprinting,please

credit the U.S. Department of
Commerce, International Trade
Administration.

e-mail: juancarlos.ruiz@mail doc.gov.




Commercial Dialogues

continued from page 3

Franchising, or ABF), Brazil and the United States
also agreed to help engage the franchise business
communities. For example, representatives of the
ABF recently attended the IFA annual conference
in Orlando, Florida, on February 9-12, 2008. The
Commerce Department used the conference to
advance work on the joint paper with its Brazil-
ian counterparts. The Commerce Department’s
assistant secretary for manufacturing and services,
William (Woody) G. Sutton, also attended the con-
ference and held discussions with many top U.S.

franchise companies.

Explaining U.S. Federal and State
Regulations

The Commerce Department has put Brazilian fran-
chise companies in touch with legal and business
experts in the U.S. franchising market to help them

10 International Trade UPDATE
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understand the U.S. federal system. The Federal
Trade Commission, for example, requires that a
prospective franchisee receive disclosure documents
from the franchisor before investing. Those disclo-
sures are required by federal law and must be made
before a transaction. In addition, 15 U.S. states have
their own disclosure and registration requirements.
As with other ongoing commercial dialogues
and their working groups, this commitment by
the United States and Brazil to continued dialogue
on specific areas of their commercial relation-
ship—such as franchising—will, ultimately,
enhance market access for both parties to their

respective markets.

Jane Siegel is an international trade specialist in the
Manufacturing and Services unit of the International
Trade Administration.



U.S. Export Assistance Centers

U.S. Export Assistance Centers (USEACs) are located in more than 100 cities throughout the United States. They are supported by five

federal agencies, and serve as one-stop shops that provide small and medium-sized businesses with hands-on export marketing and

trade finance support. For more information, visit the U.S. government’s export portal, www.export.gov.

ALABAMA
Birmingham: (205) 731-1331

ALASKA
Anchorage: (907) 271-6237

ARIZONA
Phoenix: (602) 640-2513
Tucson: (520) 670-5540

ARKANSAS
Little Rock: (501) 324-5794

CALIFORNIA

Bakersfield: (661) 637-0136

Fresno: (559) 227-6582

Indio/Cabazon: (760) 772-3898

Ontario: (909) 466-4134

Los Angeles (Downtown): (213) 894-4231
Los Angeles (West): (310) 235-7104
Monterey: (831) 641-9850

Newport Beach: (949) 660-1688
Oakland: (510) 273-7350

San Rafael (North Bay): (415) 485-6200
Sacramento: (916) 566-7170

San Diego: (619) 557-5395

San Francisco: (415) 705-2300

San Jose (Silicon Valley): (408) 351-3390
Ventura County: (805) 488-4844

COLORADO
Denver: (303) 844-6001

CONNECTICUT
Middletown: (860) 638-6950

DELAWARE
Served by the Philadelphia, Pennsylvania,
U.S. Export Assistance Center

DISTRICT OF COLUMBIA
Served by the Arlington, Virginia,
Export Assistance Center.

FLORIDA

Clearwater: (727) 893-3738

FT. Lauderdale: (954) 356-6640
Jacksonville: (904) 232-1270
Miami: (305) 526-7425 ext. 27
Orlando: (407) 968-8122
Tallahassee: (850) 942-9635

GEORGIA
Atlanta: (404) 897-6090
Savannah: (912) 652-4204

HAWAII/PACIFIC ISLANDS
Honolulu: (808) 522-8040

IDAHO
Boise: (208) 364-7791

ILLINOIS

Chicago: (312) 353-8040
Libertyville: (847) 327-9082
Peoria: (309) 671-7815
Rockford: (815) 316-2380

INDIANA
Indianapolis: (317) 582-2300

[OWA
Des Moines: (515) 288-8614

KANSAS
Wichita: (316) 263-4067

KENTUCKY
Lexington: (859) 225-7001
Louisville: (502) 582-5066

LOUISIANA
New Orleans: (504) 589-6546
Shreveport: (318) 676-3064

MAINE
Portland: (207) 541-7430

MARYLAND
Baltimore: (410) 962-4539

MASSACHUSETTS
Boston: (617) 424-5990

MICHIGAN

Detroit: (313) 226-3650
Grand Rapids: (616) 458-3564
Pontiac: (248) 975-9600
Ypsilanti: (734) 487-0259

MINNESOTA
Minneapolis: (612) 348-1638

MISSISSIPPI
Mississippi: (601) 965-4130

MISSOURI
St. Louis: (314) 425-3302
Kansas City: (816) 421-1876

MONTANA
Missoula: (406) 542-6656

NEBRASKA
Omaha: (402) 597-0193

NEVADA
Las Vegas: (702) 388-6694
Reno: (775) 784-5203

NEW HAMPSHIRE
Portsmouth: (603) 334-6074

NEW JERSEY
Newark: (973) 645-4682
Trenton: (609) 989-2100

NEW MEXICO
Santa Fe: (505) 231-0075

NEW YORK

Buffalo: (716) 551-4191
Harlem: (212) 860-6200
Long Island: Harlem Export
Assistance Center

New York: (212) 809-2675
Rochester: (585)-263-6480
Westchester: (914) 682-6712

NORTH CAROLINA
Charlotte: (704) 333-4886
Greenshoro: (336) 333-5345
Raleigh: (919) 281-2750

NORTH DAKOTA
Fargo: (701) 239-5080

OHIO

Akron: (330) 237-1264
Cincinnati: (513) 684-2944
Cleveland: (216) 522-4750
Columbus: (614) 365-9510
Toledo: (419) 241-0683

OKLAHOMA
Oklahoma City: (405) 608-5302
Tulsa: (918) 581-7650

OREGON
Portland: (503) 326-3001

PENNSYLVANIA

Harrisburg: (717) 872-4386
Philadelphia: (215) 597-6101
Pittsburgh: (412) 644-2800

PUERTO RICO
San Juan (Guaynabo): (787) 775-1992/1974

RHODE ISLAND
Providence: (401) 528-5104

SOUTH CAROLINA

Charleston: (843) 746-3404
Columbia: (803) 738-1400
Greenville (Upstate): (864) 250-8429

SOUTH DAKOTA
Sioux Falls: (605) 330-4264

TENNESSEE

Knoxville: (865) 545-4637
Memphis: (901) 544-0930
Nashville: (615) 259-6060

TEXAS

Austin: (512) 916-5939

Fort Worth: (817) 392-2673
Houston: (281) 449-9402
Grapevine: (817) 310-3744
San Antonio: (210) 228-9878
South Texas: (956) 661-0238
West Texas: (432) 552-2490

UTAH
Salt Lake City: (801) 255-1871

VERMONT
Montpelier: (802) 828-4508

VIRGINIA
Arlington: (703) 235-0331
Richmond: (804) 771-2246

WASHINGTON

Seattle: (206) 553-5615
Spokane: (509) 353-2625
Tacoma: (206) 553-5615

WEST VIRGINIA
Charleston: (304) 347-5123
Wheeling: (304) 243-5493

WISCONSIN
Milwaukee: (414) 297-3473

WYOMING
Served by the Denver, Colorado,
Export Assistance Center
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passage of several bills needed for that country’s full
inclusion in CAFTA-DR. Among the bills, Costa Rican
legislators are working on measures that would pro-
tect intellectual property rights and make adjustments
to the telecommunications industry so the country

will conform to the agreement.

Extending Success to Peru, Colombia

An immediate goal for CAFTA-DR is the inclusion of
Costa Rica. But CAFTA-DR can also exemplify the suc-
cess of free trade agreements as tools for strengthen-
ing economies and for promoting democracy in other
regions. Many hope that CAFTA-DR'’s accomplish-

ments will be repeated by the recently approved free

trade agreement between the United States and Peru
and the pending free trade agreements with Colom-
bia, Panama, and South Korea—countries that have

seen increases in U.S. trade over the past several years.

Pierce Nixon is an editorial intern with the Office of Public
Affairs of the International Trade Administration. Mark
Siegelman of the Market Access and Compliance unit of the
International Trade Administration contributed to this article.
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