
I N S I D EU.S. receipts from interna-

tional students studying in 

the United States reached 

$17.8 billion in 2008, the highest 

amount yet recorded. Those U.S. ex-

ports come primarily from travel by 

international students, who then pay 

tuition, fees, and living expenses to 

U.S. institutions. The Department of 

Commerce estimates that the $17.8 

billion represents 40 to 45 percent of 

the global market for education ser-

vices. Thus, the United States is very 

competitive in education services trade. In 

2008, expenses from U.S. students study-

ing abroad were about $5.2 billion, which 

yielded a positive trade balance of about 

$12.6 billion. 

Long-Term Increases

From 1997 to 2008, there have been contin-

ual increases in U.S. receipts—that is,  

exports—and nearly continual increases 

in the trade balance for education services 

(see chart). Some of the increases seem to 

occur because of changes in tuition and fees 

as well as in the number of international  

students. The trend toward higher tuition 

may harm U.S. competitiveness in the  

long run.

Tuition and fees paid by international  

students are valuable revenues for public 

and private institutions. At public institu-

tions, international students typically pay 

out-of-state tuition.

The number of international students 

currently enrolled in U.S. higher educa-

tion institutions is impressive. In 2007/08, 

623,805 international students attended U.S. 

Higher Education Shows a Big  
Trade Surplus for the United States
Recent figures show that the United States posted a healthy trade surplus of $11.2 billion in  
the education sector. Despite the effects of the recent worldwide economic slowdown, a modest 
increase in this vital sector is foreseen.
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institutions of higher learning, which is a 7 per-

cent increase over the preceding school year.  

For the ninth year in a row, the United States has 

had more than half a million foreign students.

Five countries—four from Asia—accounted 

for almost half (49 percent) of all international 

students. India, with 94,563 students, and China, 

with 81,127, came in first and second. 

A Vibrant Industry

The Department of Commerce estimates that 

the worldwide market for international students 

is about $35 billion. The estimated U.S. market 

share is possibly as high as 45 percent. In 2006, 

the Organization for Economic Cooperation 

and Development found that the United States 

attracted 22 percent of international students 

worldwide. 

According to information published by the 

Council on Higher Education Accreditation, there 

are 7,006 degree-granting and non-degree-grant-

ing institutions in the United States. Of that num-

ber, 4,488 (or 64 percent) grant associate’s degrees 

and above. Between 1995 and 2005, enrollment in 

the degree-granting institutions increased from 

14.3 million to 17.5 million, representing a 22.6 

percent increase. International students repre-

sented about 3 percent of students enrolled in 

U.S. higher education. 

Effects of Recession

That bright picture of U.S. trade in education 

services is somewhat dampened by the recent 

recession, which has eroded the economic posi-

tion of U.S. education institutions by reducing the 

value of their endowments and the level of state 

funding of public institutions. Although limited 

data for the first quarter of 2009 reveal no decline 

in U.S. revenues from international students, 

complete data on the number of international 

students enrolled in the 2008/09 academic year 

will not be available until late 2009.

For community colleges, the recent economic 

recession has led to an increase in enrollment, 

continued on page 12

Higher Education

continued from page 1

Source: U.S. Department of Commerce, Bureau of Economic Analysis.

U.S. Trade in Education, 1997–2008 (billions of dollars, quarterly rate)
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Aileen Nandi is responsible for looking af-

ter U.S. business interests in south India, 

which includes Bangalore, Chennai, and 

Hyderabad. Nandi has served in the Chennai post 

since 2008 and has been with the U.S. and Foreign 

Commercial Service since 2002, after postings to 

Kolkata, India, and Mexico City. Doug Barry of the 

Department of Commerce’s Trade Information 

Center talked with Nandi about the south Indian 

market.

Barry: I’m imagining palm fronds nearby and that 

you’re probably dripping perspiration.

Nandi: Pretty much true. It’s very hot—in the mid to 

high 90s.

Barry: What in general are the opportunities for U.S. 

businesses in south India?

Nandi: South India has a wide range of industries: au-

tomobiles, automotive components, textiles, informa-

tion technology, leather, chemicals, financial services, 

food processing, biotechnology, engineering, aero-

space components, pharmaceuticals, and renewable 

energy. We really work a wide gamut of industries and 

sectors to help U.S. companies down here.

Barry: What kinds of businesses are knocking on 

your door? 

Nandi: Right now, we’re working with a number of 

machinery and automotive companies. But every 

day in south India is really different in terms of com-

panies that are coming to us. We see a really wide 

range of industries. The number one thing—and this 

holds true for all of India—is whether a U.S. product 

or service can compete on the basis of price.

Barry: Why leap over New Delhi and Mumbai and go 

directly to the south?

Nandi: Many U.S. companies, especially those 

coming to India for the first time, do choose to go to 

New Delhi and Mumbai. They are the political and 

financial capitals. But in certain industries, it makes 

sense to come straight down to the south. Chennai, 

for example, has a lot of manufacturing and a lot of 

automotive factories, so anything related to machine 

tools, automotive components, textiles, etc.—those 

companies should probably come straight to Chen-

nai and bypass New Delhi and Mumbai. 

Barry: Any other sectors of note?

Nandi: In another sector—energy efficiency and 

renewable energy—U.S. companies have done very 

well in the south. The state of Tamil Nadu (of which 

Aileen Nandi (third from left), U.S. and Foreign Commercial Service’s principal commercial officer 
in Chennai, India. (U.S. Department of Commerce photo)

Palm Fronds, Sweat, and Opportunities for U.S. 
Businesses in South India
With a growing middle class and an English-language business culture, south India offers 
many opportunities for U.S. businesses wanting to expand their exporting horizons. Aileen 
Nandi, principal commercial officer in Chennai, India, talks about what is easy and not so 
easy in this economically vibrant region.				  
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Chennai is the capital) generates more than 32 per-

cent of India’s renewable energy. As this region is also 

a manufacturing hub, companies and builders are 

increasingly devoting resources to make their facilities 

and buildings environmentally friendly. 

Barry: What’s the standard of living in south India? 

And what is the size of the middle class and the 

infrastructure for doing business?

Nandi: Infrastructure is a challenge throughout 

India. The middle class is fairly sizable in Chennai, 

and the quality of living is, by Indian standards, 

very high. You don’t have the same amount of pol-

lution and traffic that you do in other Indian cities. 

Barry: To what extent has the economic downturn 

affected businesses in south India?

Nandi: The economic downturn has not affected 

India in quite the same way as the United States and 

the rest of the world. U.S.–Indian trade went from 

about $17.6 billion in 2007 to around $18.6 billion 

in 2008. And most companies down here are still 

hiring, although not in the quantities that they were 

before. However, I am seeing major companies here 

becoming a little bit more conservative in terms of 

large purchases. 

Barry: Should U.S. companies ride out this economic 

storm before jumping into the Indian market?

Nandi: It depends on the industry. India is still 

growing. The government expects it to grow 7 

percent, but most people think that’s optimistic. 

But the point is that the Indian market is growing, 

whereas the rest of the world seems to be shrinking. 

If U.S. companies do not come here now, they’re 

really missing opportunities because their competi-

tors are very busy.

Barry: What about the business culture in India? If 

there’s a rule of thumb for Americans about doing 

business in India, what would it be?

Nandi: Well, for every rule of thumb, there are 10 rules 

to the contrary. In general, India is a country where 

personal contacts are vital. We often see U.S. compa-

nies trying to do things by videoconference or e-mail, 

but that’s simply not as effective as coming here and 

meeting people. I would also say that this market 

requires a lot of patience. It takes longer to sign deals.

Barry: In the business world in India, it seems you 

can get around very well just speaking English, and 

the legal system is one that Americans would prob-

ably recognize.

Nandi: Correct. In that respect, Indians are very 

Anglo-Saxon in their outlook, which is the result of 

a long period of British rule. Oftentimes, companies 

that have first done business in China find it much 

easier to do business in India for those very reasons. 

Barry: Do you have any parting thoughts? 

Nandi: I would just note that India has a growing 

middle class and a very young population of 1.2 

billion people. While the exact size of the middle 

class is debatable, there are customers here to buy 

products from the United States, and U.S. compa-

nies cannot afford to ignore this market.

U.S.–Indian trade 

went from about 

$17.6 billion in  

2007 to around 

$18.6 billion in 

2008.

South India

continued from page 3

For More Information

A longer version of this interview is posted on the Web at www.

export.gov/india/eg_main_019243.asp. To learn more about 

commercial opportunities in India, contact the Trade Informa-

tion Center’s India Business Center at www.export.gov/india/

eg_main_018042.asp; tel.: 1-800-872-8723.
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After participating in a customs workshop in Lima on July 14–15, 2009, officials of the Department of Commerce and 
the Peruvian customs service visited port facilities in Callao, Peru. (U.S. Department of Commerce photo)

A workshop in Lima, Peru, 

on July 14–15, 2009, 

brought together more 

than 60 public- and private-sector 

officials from throughout South 

America to identify customs clear-

ance efficiency and modernization 

best practices. 

The two-day workshop addressed 

ways in which Peru and other U.S. 

trade partners in the region could 

support their respective free trade 

agreements with the United States. 

Highlights included how to achieve the  

48-hour border clearance timeline called 

for under the agreements, to understand the eco-

nomic benefits of efficient supply chains, and to 

modernize customs procedures. 

Some of the techniques discussed included de-

veloping human capital; instituting more efficient 

procedures; and implementing regimes that focus on 

ethics, integrity, and transparency. The workshop also 

included a roundtable forum that gave participants 

an opportunity to voice their concerns and to discuss 

potential solutions to common customs challenges.

Public- and Private-Sector Cooperation

The workshop was developed in response to 

requests from the U.S. private sector and Peru’s cus-

toms administration for training and a joint public–

private sector forum on trade facilitation.

The Department of Commerce teamed with 

customs experts from the World Bank Group, Peru 

American Chamber of Commerce, Dell, and  

Georgia Tech Supply Chain Institute, as well as with 

government customs officials from Guatemala, Peru, 

the United States, and Uruguay. 

The reactions from participants were overwhelm-

ingly positive. According to Juan Cordara of  

Dell Perú SAC, “The workshop helped us to better 

understand how efficient customs procedures af-

fect our supply chain and impact our customers.”

One of a Series

The July workshop is part of a series of workshops 

organized by the Department of Commerce that 

have focused on critical trade issues, such as sup-

ply chain security and border clearance proce-

dures. In addition to Peru, other customs work-

shops were held in February (in Castries,  

Workshop Looks at Best Practices in Customs 
Procedures in South America
Customs procedures under the free trade agreements that have been signed with  
several South American countries were the focus of a two-day workshop conducted  
in Lima, Peru, this past July. It was one workshop in a series designed to facilitate  
trade throughout the region.

b y  J u d y  L a o

continued on page 10

The workshop 

helped us to better 

understand how 

efficient customs 

procedures affect 

our supply chain 

and impact our 

customers.

—�Juan Cordara  

Dell Peru’  SAC
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Asian–Pacific Firms Make Big Contribu-

tions to U.S. Economy According to New 

Report

According to a report published in August by the 

Department of Commerce, foreign direct invest-

ment (FDI) in the United States by Asian–Pacific 

investors plays an important and growing role 

in the U.S. economy. The report, “Asian–Pacific 

Foreign Direct Investment in the United States,” 

focuses on 10 economies that have a large FDI 

presence in the United States: Australia, China, 

Hong Kong, India, Japan, Malaysia, New Zealand, 

Singapore, South Korea, and Taiwan.

According to the report, Asian–Pacific com-

panies currently employ more than 788,000 U.S. 

workers. That number is equal to the combined 

working population of Boston and San Fran-

cisco. The jobs are high paying and offer, on 

average, annual compensation of $68,000. The 

firms spend $4.6 billion annually on research and 

development in the United States and generate 

$61 billion in U.S. exports.

“Companies invest in the United States because it 

is the largest single-country economy in the world,” 

noted the report, “and its labor pool is one of the best 

educated, most productive, and most innovative.”

Among its conclusions, the report predicts that 

Asian–Pacific FDI will increase in the United States 

during the next 10 years, with China and India likely 

to be significant contributors to that trend.

Aaron Brickman and staff members of the Depart-

ment of Commerce’s Invest in America program 

wrote “Asian–Pacific Foreign Direct Investment in 

the United States.” Invest in America is the primary 

U.S. government mechanism that manages FDI 

promotion at the federal level. To learn more about 

Invest in America, or to obtain a copy of the report, 

visit the office’s Web site at www.

investamerica.gov.

Exporting Basics Focus of 

Webinar Series

A series of seven Webinars on 

the basics of exporting kicks off 

on September 9, 2009, and will 

continue through December 

2, 2009. The biweekly sessions 

are based on the Department of 

Commerce’s popular publica-

tion A Basic Guide to Exporting, 

which was recently revised and 

published in its 10th edition in 

2008. (See the September–Octo-

ber 2008 issue of International 

Trade Update.)

6 International Trade UPDATE 

September 2009

Source: U.S. Department of Commerce, Bureau of Economic Analysis.
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nies (SMMs) struggle to secure adequate lines of credit 

for basic day-to-day operations or investment in their 

facilities and employees,” said the council in its letter. 

“[W]e need to rebalance our manufacturing financ-

ing system to open up credit to those SMMs that are 

traditionally healthy but temporarily impaired.”

The proposals forwarded to the secretary in-

cluded a government-guaranteed loan program, a 

government-guaranteed accounts receivable sales 

program, and a government-guaranteed accounts 

receivable insurance program. 

“Until the federal government takes immediate 

steps to support SMMs, we expect a significant 

disruption in the critical supply chain across all 

industries, from national security to medical device 

production,” said the council in its letter.

According to the Census Bureau, there were 

282,034 SMMs in the United States in 2006.

The Manufacturing Council is a federal adviso-

ry body that was established in 2004. It consists 

of up to 15 private-sector industry leaders who 

are appointed by the secretary of commerce to 

provide a channel of communication between 

the federal government and the manufacturing 

sector. To learn more about the Manufacturing 

Council, or to read the text of the letter that was 

approved at the August 25, 2009, teleconference, 

visit the council’s Web site at www.manufactur-

ing.gov/council.

Contributors to this section include Aaron Brickman of 
Invest in America, Doug Barry of the Trade Information 
Center, and Marc Chittum of the International Trade 
Administration’s Manufacturing and Services unit.

“These Webinars will be an excellent opportunity 

for companies that are not currently exporting—es-

pecially small and medium-sized enterprises— 

to learn the skills they need to sell to international 

buyers,” said Doug Barry of the Department of 

Commerce’s Trade Information Center, which is 

the primary organizer of the Webinar series.

The first session on September 9, 2009, is 

titled “Export Basics: How to Identify Potential 

International Markets for Your Products.” The 

next six Webinars will be held every other week 

throughout the fall and will focus on topics such 

as finding financing, understanding export con-

trols, finding international partners, and using 

opportunities offered by free trade agreements.

Registration can be made for individual sessions 

or for all seven sessions. There is a $40 fee per ses-

sion. Those registering for two or more Webinars 

will receive a complimentary copy of A Basic Guide 

to Exporting.

For more information about the Webinar series, 

or to register, visit Export.gov at www.export.gov/

basicguide/eg_main_020109.asp.

Access to Credit for Small and Medium-

Sized Manufacturers Focus of Manufactur-

ing Council Recommendations

Proposals for several government-backed programs 

to assist small and medium-sized manufacturers 

(SMMs) were forwarded to Secretary of Commerce 

Gary Locke in a letter that was approved by the 

Manufacturing Council at a teleconference held on 

August 25, 2009. Locke requested advice about the 

issue of credit availability at his meeting with the 

council on July 20, 2009.

“[I]n the current global economic crisis, small and 

medium-sized middle market manufacturing compa-
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September 1
Webinar: Energy-Efficiency 
Opportunities in India 
Washington, D.C.
www.buyusa.gov/houston/indiawebinar.
html 
India’s burgeoning $30 billion energy-efficiency market holds 
huge potential for energy-efficient products and energy 
services. This Webinar will show where the opportunities are 
and how to take advantage of them. For more information, 
contact Linda Abbruzzese of the USFCS, tel.: (202) 482-1086; 
e-mail: linda.abbruzzese@mail.doc.gov.

September 7–10
Product Literature Center at 
Asian Aerospace 2009
Hong Kong
www.export.gov/eac/show_detail_trade_
events.asp?EventID=28849
This event is one of the world’s largest single-focus exhibitions 
for the commercial aerospace and civil aviation market. Through 
the display of its literature in the U.S. Department of Commerce’s 
booth, a company can exhibit in a cost-effective manner at the 
show, which is a strictly business-to-business event. For more 
information, contact Deborah Semb of the USFCS, tel.: (202) 
482-0677; e-mail: deborah.semb@mail.doc.gov

September 8–10
MEDTEC China
Shanghai, China
www.export.gov/eac/show_detail_trade_
events.asp?EventID=29032
This show is dedicated to the Chinese medical manufacturing 
marketplace. About 90 percent of the exhibitors will be from 
Europe and the United States. It will be an excellent opportunity 
for U.S. suppliers of medical-grade materials, components, 
electronics, advanced product designs, and manufacturing 
technologies to meet potential Chinese buyers and partners. 
For more information, contact Lisa Huot of the USFCS, tel.: (202) 
482-2796; e-mail: lisa.huot@mail.doc.gov.

September 9
Webinar: How to Identify 
Potential International 
Markets for Your Products
Washington, D.C.
www.export.gov/eac/show_detail_
trade_events.asp?EventID=29647
Identifying market segments for products is critical to the 
success of any business, but especially for exporters. Much 
information must be known about each country market and 
its economic environment. After participating in this Webinar, 
attendees will be able to better identify appropriate potential 
markets for their products. For more information, contact 
Abdul Shaikh of the USFCS, tel.: (202) 482-1619; e-mail: 
abdul.shaikh@mail.doc.gov.

September 9–10
Trade North America 
Conference
Detroit, Michigan
www.export.gov/eac/show_detail_trade_
events.asp?EventID=29436
This two-day conference will feature business experts and 
government officials, who will speak on export opportuni-
ties and regulations in Canada, Mexico, and the United 
States. There will also be one-on-one appointments with 
commercial specialists and a keynote address by John Engler, 
former governor of Michigan and president of the National 
Association of Manufacturers. For more information, including 
registration, hotel information, and a draft agenda, visit www.
tradenorthamerica.com.

September 11–16
PRINT 09
Chicago, Illinois
www.export.gov/industry/paper/index.
asp?EventID=27719
This trade show, which occurs every four years, is for the print-
ing industry, which includes graphic design, digital prepress, 
printing, publishing, and package printing technology. About 
100,000 industry professionals from the United States and 
from more than 100 countries are expected to attend. For more 
information, contact Graylin Presbury of the USFCS, tel.: (202) 
482-5158; e-mail: graylin.presbury@mail.doc.gov.
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September 14–18
U.S. Nuclear Industry 
Program at the IAEA General 
Conference
Vienna, Austria
www.buyusa.gov/austria/en/iaea.html
The International Trade Administration (ITA) will be  
hosting a national exhibition of innovations for the future of 
nuclear energy, featuring U.S. technology, during the 53rd 
general conference of the International Atomic Energy  
Agency. The exhibition will attract senior energy officials  
from countries that are considering expanding their  
nuclear energy infrastructure and starting new projects.  
For more information, contact Sarah Lopp of ITA, tel.: 
(202) 482-3851; e-mail: sara.lopp@mail.doc.gov.

September 23
Webinar: Trade Financing 
and International Payments 
Washington, D.C.
www.export.gov/eac/show_detail_
trade_events.asp?EventID=29648
No export deal can be considered successful until payment 
reaches your account. This Webinar will look at the range 
of payment methods used in export transactions and will 
feature speakers from the Export–Import Bank of the 
United States and the U.S. Small Business Administration. 
For more information, contact Doug Barry of the USFCS, tel.: 
(202) 482-4422; e-mail: doug.barry@mail.doc.gov.

September 30–
October 2
Safety and Security Asia 2009
Singapore
www.export.gov/eac/show_detail_
trade_events.asp?EventID=29197
This show has earned a reputation as a hub for the 
southeast Asian market, where regional distributors and 
systems integrators come to find new suppliers. In 2007, it 
attracted 6,400 trade visitors, with more than a quarter of 
them from overseas. For more information, contact Edward 
Kimmel of the USFCS, tel.: (202) 482-3640; e-mail: edward.
kimmel@mail.doc.gov.

September 2009

Here is a selected list 

of international trade 

events of interest, 

including 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.
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On The Horizon

October 6–November 24
Export University 201
Charlotte, North Carolina
www.buyusa.gov/northcarolina/exportuni201.
html
Every Tuesday morning for eight weeks, this export workshop will provide 
an overview of the tools needed to succeed in the global marketplace. It will 
feature speakers who are experts in their respective fields. There is a $100 
fee for the series. Registration includes morning refreshments and a copy of 
the new edition of A Basic Guide to Exporting. For more information, contact 
Dan Holt of the USFCS, tel.: (704) 333-4886; e-mail: dan.holt@mail.doc.gov.

October 15
Dueling Tigers: Mega Markets of 
China and India
Miami, Florida
www.buyusa.gov/asianow/duelingtigers_florida.
html
This one-day seminar will look at opportunities for U.S. businesses in China 
and India, which are two of the world’s fastest-growing economies. Despite 
large economic gains, China and India remain challenging markets for 
companies of all sizes. The registration fee of $195 includes breakfast, lunch, 
and conference materials. For more information, contact William Lawton 
of the USFCS, tel.: (954) 356-6640, ext. 19; e-mail: william.lawton@mail.
doc.gov.

October 22
Fourth Annual International Trade 
Conference: Selling to the Middle East 
and North Africa
Cincinnati, Ohio
www.buyusa.gov/cincinnati/cincyconference.html
This all-day conference will feature a wide array of experts from business 
and government who will speak on opportunities in the Middle East and 
North Africa. The Department of Commerce, the U.S.–Saudi Arabia Business 
Council, the Export–Import Bank of the United States, the Office of the U.S. 
Trade Representative, Procter & Gamble, FedEx, the U.S. Small Business 
Administration, and others will be represented. The conference will be 
preceded by an evening networking reception on October 21. Registration 
is $75. For more information, contact Marcia Brandstadt of the USFCS, tel. 
(513) 684-2944; e-mail: marcia.brandstadt@mail.doc.gov.

Featured Trade Event
Water and Energy Conservation: 
U.S. Department of Commerce 
Services for Agribusinesses

September 15 and September 17  

Fresno and El Centro, California 

It is estimated that at least one-third of the U.S. gross domestic 
product is climate sensitive, with a potential economic impact of $4 
trillion per year. Many U.S. businesses are already taking steps to fac-
tor climate and sustainability into their business planning, and these 
two one-day conferences on water and energy conservation  
are designed to address those vital issues.

The conferences will focus on services and programs about water 
and energy conservation that the Department of Commerce offers 
companies in the agribusiness sector in California and neighboring 
states. Several sessions will be devoted to topics about manufac-
turing, including the Sustainable Manufacturing Initiative, the 
Manufacturing Extension Partnership, and the Green Suppliers 
Network. Other sessions will focus on climate services offered by the 
National Oceanographic and Atmospheric Administration (NOAA), 
such as the National Integrated Drought Information System.

The keynote luncheon speaker will be Jean Toal Eisen, deputy 
director of the Office of Policy and Strategic Planning at the 
Department of Commerce. She will discuss the upcoming United 
Nations Framework Convention on Climate Change negotiations in 
Copenhagen, Denmark, and their significance for U.S. businesses.

The International Trade Administration and NOAA, with 
California State University–Fresno’s International Center for 
Water Technology and the Imperial Valley Economic Development 
Corporation, have organized this event. Other participants include 
the National Institute of Standards and Technology’s Manufacturing 
Extension Partnership, the Imperial Irrigation District, and the 
California State Department of Water Resources.

There is a $30 registration fee for each one-day conference, 
which includes lunch. For more information, or to register, visit 
www.icwt.net/usdc.htm (for Fresno) or www.ivedc.com/?pid=1188 
(for El Centro).
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Peru is one of the fastest-growing export markets in Latin America for 

the United States. U.S. exports to Peru more than doubled during the 

past three years, from $2.9 billion in 2006 to $6.2 billion in 2008. In 

February 2009, the U.S.–Peru Trade Promotion Agreement officially 

entered into force. The agreement allows immediate duty-free access 

for more than 80 percent of U.S. exports entering Peru. For more 

information on business opportunities in Peru, contact Judy Lao of 

the International Trade Administration, tel.: (202) 482-1536; e-mail: 

judy.lao@trade.gov.

Pe r u :  A  Fa s t - G r o w i n g  M a r k e t  f o r  U. S .  E x p o r t s

St. Lucia), and in March (in San José, Costa Rica). 

Future workshops are in the planning stages for 

late 2009 and early 2010. 

Follow-up efforts at trade facilitation will in-

clude working with Peru and other countries in 

the region to support the customs best practices 

that were identified by workshop participants. 

In addition, the Department of Commerce will 

seek to work with the World Bank Group and 

the American chambers of commerce in the 

region to identify additional opportunities that 

will strengthen trade relationships between the 

United States and Latin America.

Judy Lao is an international trade specialist with the 
International Trade Administration’s Market Access and 
Compliance unit.

Customs Workshop

continued from page 5

For More Information

To obtain more information on the Department of Com-

merce’s customs workshops in the Western Hemisphere, 

contact Tipten Troidl of the International Trade Administration, 

tel.: (202) 482-6294; e-mail: tipten.troidl@trade.gov.



U.S. Export Assistance Centers

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) 342-1310
Ontario: (909) 466-4134
Los Angeles (Downtown): (213) 894-8784
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) 535-2757
Ventura County: (805) 488-4844

COLORADO                                                   
Denver: (303) 844-6623

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) 648-6170 
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

IOWA                                                              
Des Moines: (515) 284-4590 

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) 565-4301

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

MONTANA                                                    
Missoula:  (406) 542-6656 

 

NEBRASKA                                                    
Omaha: (402) 597-0193

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

NEW HAMPSHIRE
Durham: (603) 953-0212

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: (212) 809-2682
New York: (212) 809-2675 
Rochester: (585)-263-6480
Westchester: (914) 682-6712

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

NORTH DAKOTA
Fargo: (701) 239-5080 

OHIO                                                            
Akron: (330) 678-0695
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

RHODE ISLAND                                                
Providence: (401) 528-5104

SOUTH CAROLINA                                            
Charleston: (843) 746-3404
Columbia: (803) 732-5211
Greenville (Upstate): (864) 250-8429

SOUTH DAKOTA                                              
Sioux Falls: (605) 330-4264

TENNESSEE                                                      
Knoxville: (865) 545-4637
Memphis: (901) 544-0930
Nashville: (615) 736-2222

TEXAS                                                            
Austin: (512) 916-5939
Fort Worth: (817) 392-2673
Houston: (713) 209-3104
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

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

WISCONSIN                                                      
Milwaukee: (414) 297-3473

WYOMING                                                        
Served by the Denver, Colorado, 
Export Assistance Center

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. 
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R e c e n t l y  P o s t e d  o n  t h e  I T A  B l o g

The Benefits of Corporate Partnerships: Greg 

Briscoe, commercial officer with the U.S. and Foreign Com-

mercial Service in Memphis, Tennessee, wrote, “I just completed 

another great phone call with a small U.S. company expanding 

its exporting profile as a direct result of cooperation between 

the U.S. [and Foreign] Commercial Service and FedEx, a [Com-

mercial] Service corporate partner. I’ve been following up with 

the 12 small and medium-sized FedEx clients that participated 

in the November 2008 FedEx trade mission to India that was 

certified by the Commercial Service.” (August 3)

The International Conversation on Climate Change: 

Frank Caliva, an international trade specialist in the Office of 

Energy and Environmental Industries, wrote, “Businesses are 

now more commonly implementing ‘green’ strategies to lessen 

their impact on the environment. We are taking steps in the 

right direction, but real change will require a coordinated effort 

on a global level. To achieve this, we at ITA have been working 

with other federal agencies as participants in the United Na-

tions Framework Convention on Climate Change negotiations.” 

(August 20)

To read the full text of these and other postings, visit the 

ITA Blog at http://blog.trade.gov.

Higher Education

continued from page 2

especially of laid-off workers who are seeking 

retraining. The lower cost and the ability for  

students to transfer to four-year colleges have ap-

pealed to cost-conscious students and families. 

That flexibility is not available in many countries 

competing with the United States for foreign stu-

dents. Community colleges, however, have not 

received additional funds from state and county 

governments, which face budget shortfalls.

Outlook for Modest Growth

The worldwide economic crisis contributes to 

the complexity of predicting future trends in the 

number of international students coming to the 

United States. Despite recent success in attracting 

foreign students, the United States will continue to 

face stiff competition in the international market 

from such countries as Australia, Canada, and the 

United Kingdom. Yet, given the sizable increase 

in foreign students coming to the United States in 

2007/08, a modest rate of growth is likely.

John Siegmund is an international trade specialist with 
the International Trade Administration’s Manufactur-
ing and Services unit.


