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i Export Profiles For the last ten years, Arrowhead Credit Union (ACU)  the company provides its clients

and the Inland Empire Export Assistance Center (EAC)  with risk management, insur-
The “E” Award have enjoyed working in close partnership to promote ~ ance consultation, bank invest-
and facilitate international trade. Larry Sharp, Presi- ment, financial planning, tax
Record Exports in dent and CEO of ACU, is the current chairman of the  services, and business loans.

2006 Inland Empire District Export Council.

4 ARROWHEAD Together with the
@, » \RROWHEAD |nland Empire EAC, ACU
World Trade ' CAEDIT UNIGON has helped bring U.S. am-

Month Events It's All Good bassadors and foreign
com- Www-arrowheadcuorg mereial officers into close
Rebuilding Iraq contact with local businesses to encourage foreign
trade. Most recently, ACU hosted a market briefing for
. ] Saudi Arabia to support an upcoming trade mission to
Visit Saudi Ara- the country.
bia Aside from aiding in trade events, ACU helps
companies put their exporting plans into practice.
Through Sawyer Cook Insurance, a wholly owned sub-
sidiary of ACU located in San Bernardino, California,

Energy Power Generation: Combustion Associates
2006 MBDA National Exporter of the Year: Corona, California

California Inland Empire District Export Coun-
cil (CIEDEC) member Kusum Kavia and her
husband, Mr. Mukund Kavia, an Asian Indian
Entrepreneurs and founder of Combustion As-
sociates, Inc. (CAl), were recognized by the
Minority Business Development Agency’s Na-
tional Director Ronal N. Langston as MBDA's
2006 National Minority Exporter of the Year
Award winner during the 24th National Minor-
ity Enterprise Development (MED) Week con-
e August 15, 2007 " : : fg:ence pin Washingecon D(.C. )Conference
r. Mukund Kavia, founder of Combustion .
e November 14’ 2007 Associates, Inc. and his wife Kusum (CIEDEC speakers included U.S. Cgmmerce Secretary of
member), are the winners of the 2006 Na- Commerce Carlos M. Guitierez, U.S. Secretary
tional Minority Exporter of the Year Award.

2007
CIEDEC Meetings

e February 22, 2007
o April 10,2007
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“to contribute lead-
ership & business
experience in export
expansion”

Going International?

WE'RE HERE TO HELP!

The California Inland Empire District Export Council (CIEDEC) is an organization of local leaders,
appointed by the U.S. Secretary of Commerce, whose knowledge of international business pro-
vides a source of professional advice for local firms. The current network of District Export Council
members in the United States includes over 1,500 volunteers.
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DEC: Public-Private Program for Exports

A common misconception is
that America’s small compa-
nies can’t sell in world mar-
kets, and only large multina-
tionals can. Yet, in 2001, the
latest year for which data is
available, 97 percent of all U.
S. exporters were small and
medium-sized firms, account-
ing for nearly one in every
three dollars of U.S. exports.
America’s small and
medium manufacturers
(SMMs) can compete in the
global economy if the playing
field is fair and level, and

that’s why free trade agree-
ments (FTAS) are so impor-
tant. Since 2001, Congress
has approved FTAs with 15
countries. Export growth to
partners where FTAs were
implemented between 2001
and 2005 was twice as fast as
U.S. export growth to the
world. The United States ran
a $12 billion goods surplus
with these FTA partners in
2005, with total goods ex-
ports of $42.3 hillion.

To promote small-
and medium-sized company

exporting, the National DEC
Steering Committee develops
and evaluates strategies to
facilitate international trade
beginning at the local level.
The California Inland Empire
District Export Council has
five subcommittees each
dedicated to enhancing a par-
ticular aspect of exporting.
All  subcommittee
chairs are under the guidance
of the National DEC Steering
Committee Chair and will
coordinate and distribute in-
formation to all DEC’s.
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The CIEDEC Committees
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Trade Policy: CIEDEC Chair Roy Paulson

The Trade Policy subcommittee is responsible for addressing trade policy matters that are consid-
ered to be of strategic national importance, that will contribute to the creation of a strong national
economy within the global economic society in which we operate, and that can be affected posi-
tively through the activities of the DEC’s. Some of these issues may fall into the sphere of current
legislative activity while others may not.

Legislative Affairs: CIEDEC Chair Don Driftmier

The Legislative Affairs subcommittee is responsible for addressing all legislative issues that are of
importance to Commerce and/or the DEC's in general. These issues may be at the federal level, or
at the state level.

Commercial Resources: CIEDEC Chair Norm Martin

The Commercial Resources subcommittee is responsible for addressing all resources such as
Power Points, reports, graphs, miscellaneous information, etc., needed by any Steering Committee
subcommittee or any DEC in general. This subcommittee is also responsible for the communica-
tions infrastructure, ensuring the proper communications resources are in place.

Education/Outreach: CIEDEC Chair Karen Bowerman

The Education/Outreach subcommittee is responsible for addressing all education and outreach
issues that are of importance to commerce and any DEC in general. This subcommittee will evalu-
ate outreach programs needed to address all relative issues both within Commerce and the DEC's.
These programs will be developed with the help of Commerce’s Education Outreach designee, for
distribution to each DEC. This committee will also evaluate “Best Practices” education and out-
reach programs that various DEC's have in place and pass this information to the other DEC's for
their use.

Electronic Communications: CIEDEC Chair Mark Stanley

The Electronic Communications subcommittee is responsible for addressing all electronic commu-
nications issues that are of importance to commerce and any DEC in general. This subcommittee
will coordinate and distribute information to all DEC's through the National DEC Web Site. It will
ensure that website content is current and applicable to the requirements of the DEC’s. The Chair
will work closely with the Electronic Communications designate at the Department of Commerce.

To learn more

about DEC issues,
visit
www.decissues.

com

-aT OF ~

Us.
COMMERCIAL
SERVICE

United States of America
Department of Commerce
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Company Export Profiles

was awarded the
Inland Empire
International

Business Exporter

of the Year Award.

Bluefield
Associates, Inc.
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TRADE

ADMINISTRATION

Native American Tribe: San Manuel Band of Serrano
Mission Indians, San Bernardino, California

A Native American Success Story

wanse 10 S AN Q MANUEL

1" MISSION INDIANE

of Los Angeles BAND OF '*

and you will

find yourself at San Manuel
Indian Bingo & Casino. One
of several clans of the
Serrano Indians, the San
Manuel Band of Serrano Mis-
sion Indians, named after its
great leader — Santos Manuel,
is a 200-member, federally-
recognized Indian tribe lo-
cated near the city of High-
land, California. The San
Manuel Reservation was es-
tablished in 1891, at which
time it was recognized as a
sovereign nation. The reser-
vation is nestled along the
foothills of the San Bernar-
dino Mountains.

Since first opening for bingo

in 1986, the casino has grown
substantially over the years.
But do not let all the slot ma-
chines and black jack tables
fool you. As Vincent Duro,
Vice Chairman of the tribe,
describes, “People see a ca-
sino and think it’s a bunch of
rich Indians, but that’s not

Manuel is one of the largest
employers in the Inland Em-
pire, employing more than
3,300 locals, and donates
generously to charity each
year. In an effort to safe-
guard the people of San Ber-
nardino, the tribe made a $2
million donation of three fire
engines and one hazardous
materials vehicle to the city
in 2000, followed by another
donation of 10 thermal imag-

what we’ve ing cameras
done  with in 2002 to
the money.” various
Believe it or ™ Inland Em-
not, this pire fire sta-
characteri- B8 tions. To
zation is B encourage
right on the education,
money. San Manuel Band of Mission San Manuel

San Indians

Continued on page 19

Bluefield Associates Inc.: Ontario, California

CLEAR ESSENCE.
CALIFORNIA
WELLNESS CENTER

mmm——. & SPA RESORT

Bluefield Associates, Inc., a LS

minority-owned company
located in Ontario, Califor-
nia, is a manufacturer
of high quality beauty
products, specifically
Clear Essence Beauty
Skin Care System, a

unique line of
skin care prod-
ucts  specially
b formulated for
people of
color. As a

valued client of
US Foreign Commercial Ser-
vice, Bluefield has effectively
participated in Department of
Commerce-certified trade
shows and has successfully
utilized the Gold Key and

3l International

Company
& Profile  pro-
f grams  and

other Commerce data re-
sources. Bluefield has been a
client of the Ontario office
since January 1998 and began
working with Trade Special-
ist Evelyn Coloma in 2001.
Since then, Blue-
field has captured practically
the entire market region of
Africa with their aggressive
use of the Gold Key Match-
ing service program and the
professional assistance pro-
vided by the Lagos Post.
Capitalizing on its
knowledge of the market-

Continued on page 8
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Company Export Profiles

Safety and Security: Paulson Manufacturing, Temecula,

California

Since 1947, Paulson Manu-
facturing specializes in
equipment for eye and face
protection. The company
provides innovative products
for the public safety agencies
(police, fire, medical), indus-
trial workers, and US mili-
tary. It conducts research and
development for the Depart-
ment of Defense in state of
the art abilities. All design,
manufacturing and inspection
of their products is done at
their facilities in California.
In 2004, Congressman Darryl
Issa presented the company
with the CIEIBA Exporter
Achievement.

Director Fred Latu-

perissa has been working
with Paulson Manufacturing

Roy Paulson is the President of
Paulson Manufacturing and a
CIEDEC member. His company
specializes in Safety Equipment.

President Roy Paulson since
2002 on company inquiries
for their products and engi-
neering services from over-
seas customers. Through a
combination of market re-
search, trade leads, and trade
show events, the Inland Em-
pire Export Assistance Center
has helped Paulson Manufac-
turing expand their business
internationally.  The com-
pany now conducts business
on six continents.

To learn more about
Paulson Manufacturing , visit
the company’s website at
http://www.paulsonmfg.
com/.
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K&N Engineering: Riverside, California

K&N Engineering is a multi-
national corporation with
headquarters located in Riv-
erside, California. The com-
pany is well-known world-
wide as one of the leading
manufacturers of automotive
filters for over 35 years. It
employs about 800 people
and exports to over 100 coun-
tries. Despite its corporate
success, the company contin-
ues to exist as a family-
owned business with an en-
thusiastic mindset and a di-
rect connection with motor
sports that carries over
throughout all levels of man-
agement.

K&N  Engineering
has been an active client of
Inland Empire U.S. Export
Assistance Center for over

eight years and has been
counseled by Trade Specialist
Eduard Roytberg since 2001.

tive
E-Market
# Express

THE WORLD'S BEST AIR FILTER

K&N is the recipient
of many awards, including
the US Commercial Export
Achievement Certificate
(2003) and the Inland Empire
International Business Asso-
ciation's Exporter of the Year
Award (2002). Through the
years of active relationship
with the U.S. Commercial
Service, K&N Engineering

was provided with a variety
of export assistance, which
included market research re-
ports and
trade leads
forwarded
via Automo-

Team's

newsletter, a
number  of
market brief-

international
ings, featured U.S. exporter
registration in over 20 coun-

tries, participation in the
USEAC-organized seminars,
Gold Key service, etc.

Most recently, K&N
participated in the U.S. De-
partment of Commerce’s In-
ternational Buyer Program at

Continued on page 21

Certificate and the
Inland Empire
Business
Association’s
Exporter of the Year
Award.

=T OF -

K&N is the recipient
of the US Commercial
Export Achievement I

SERVICE

United States of America

Department of Commerce
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Israel Hernandez
will be the

Keynote Speaker
at the Pacific
Southwest Joint
DEC Conference
at Cal Poly
Pomona on March
29, 2007.
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Services Help Firms Go Global

U.S. Exporters are Competing and Winning in International Markets

by Israel Hernandez

A solutions-based organiza-
tion that helps U.S. compa-
nies export and looks out for
American business interests
abroad, the Commercial Ser-
vice has a seamless network
of trade specialists in 109
cities and at American em-
bassies and consulates in
nearly 80 countries (visit
www.export.gov to locate the
nearest office).

The Commercial
Service also anchors an en-
ergy team with expertise in
power generation, renewable
energies, coal, and oil and
gas. And our trade specialists
work with many U.S. compa-
nies to help them explore
global opportunities.

The importance of
exporting is well known, as it
helps companies to diversify
their portfolios in world mar-
kets and stay competitive,
contributing to the U.S. econ-
omy and job growth. Yet,
while many smaller suppliers
are successful at reactively
meeting the demands of lar-
ger oil and gas equipment
and refining companies, we
often find that smaller firms
have not given serious
thought about becoming
“proactive exporters.” By
this, we mean developing an
ongoing outreach export
strategy supported by the
company’s top management.

Many times, this
does not happen because
companies believe that ex-
porting is too burdensome or
they have not been previously
exposed to government ex-
port resources such as the U.
S. Commercial Service and

financing agencies. Com-
pounded with the extensive
global diversity of the oil and
gas sector, it is easy to under-
stand why smaller U.S. firms
might find the export process
time-consuming and chal-
lenging.

However, the reality
is that while there is always
some inherent risk to export-
ing, one of the greatest risks
to business growth and sur-
vival is not exploring a com-
pany’s full business potential
by looking beyond U.S. bor-
ders—where more than 70 per-
cent of the world’s purchas-
ing power exists—in today’s
competitive global economy.

Excellent Opportunities
Highly respected
worldwide for its technologi-
cal innovation, engineering
and reliability, U.S. oil and
gas technologies have a
strong competitive niche, and
will be in growing demand to
meet the needs of the world-
wide oil and gas markets.
And while there are
many companies that have
yet to take advantage of ex-
port opportunities, many oth-
ers are well on their way to
achieving their export goals
with help from the U.S. Com-
mercial Service network.
There are a number of suc-
cess stories of U.S. compa-
nies from all parts of the
country that are exporting an
array of oil and gas technolo-
gies around the world. One
of many examples includes a
MicroCool, a California busi-
ness from the Inland Empire
engaged in cooling and hu-
midification systems.

e

Israel Hernandez is assistant
secretary for trade promotion
and director general of the U.S.
Commercial Service, which was
created by Congress to help U.
S. companies-particularly
small and medium-sized busi-
nesses-make sales in interna-
tional markets. As the single
point of contact in the U.S. gov-
ernment for trade promotion
and business advocacy assis-
tance, Hernandez oversees a
global operation of more than
1,700 employees operating in
47 states and 80 countries. In
fiscal 2005, the U.S. Commer-
cial Service helped facilitate
nearly 12,500 business export
successes worth billions of dol-
lars in U.S. export sales, and
conducted tens of thousands
of counseling sessions with U.
S. companies. Prior to his con-
firmation, Hernandez served as
a senior advisor to U.S. Secre-
tary of Commerce Carlos
Gutierrez, and to the acting
under secretary for interna-
tional trade. Before joining the
Commerce Department, he
served as deputy assistant to
President George W. Bush and
as a deputy to Senior Advisor
Karl Rove. Hernandez holds an
M.P.A. from the George Bush
School of Government and
Public Service at Texas A&M
University.
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Oil and Gas Technologies: MicroCool, Thousand Palms, Ca

Cooling an LNG Complex in Trinidad and Tobago

by Israel Hernandez

Mark Stanley likes to keep
things cool for his customers.
As export sales manager for
MicroCool Engineering Con-
cepts of Thousand Palms,
Ca., he markets a line of in-
dustrial humidifiers and out-
side high pressure water mist-
ing systems for use in a wide
variety of industries, includ-
ing precooling for turbines,
air conditioners and plant fa-
cilities. Among his pursuits
was to outfit a liquefied natu-
ral gas facility in Trinidad
and Tobago with a nearly
$500,000, six-ton misting
machine that will cool the
industrial complex by pump-
ing 200 gallons of water a
minute. “It is the biggest sale
we have ever done,” says
Stanley. “We have not built
something like this before.”
Powered by a pump module,
the water flows through
8,000 nozzles mounted on
6,000 feet of stainless steel
tubing, thereby increasing the
cooling efficiency of radia-
tors and air coils in the facil-
ity and lowering the tempera-
ture. The cooler the liquefied
gas, the more easily it is com-
pressed and stored in tank-
ers—saving time and cost, and
enabling the gas to be
shipped faster to destinations
such as the eastern United
States. According to Stanley,
the technology also saves
companies up to 15 percent
in energy costs. Stanley says
his company had developed
the initial lead, but was con-
cerned about completing sev-
eral aspects that might delay
or impede a successful sale.
“We were not sure if an ex-
port license was required,
how much the duty rates

S

MicroCool Engineering Concepts of Thousand Palms, Ca., has
worked closely with the Inland Empire USEAC. Shown here, from left
to right, are Mike Lemche, general manager of MicroCool; Fred Latu-
perissa, director of the U.S. Commercial Service’s Inland Empire Ex-
port Assistance Center; and Mark Stanley, export sales manager for

MicroCool.

might be, and had certain
questions about the writing of
the contract,” Stanley says.
“l have been around long
enough to know that running
into roadblocks and mistakes
in the process could prove
very costly to our firm in
time, money and resources,
but I also knew where to go
for help.” Stanley is referring
to his long-term relationship
with the Commercial Ser-
vice’s Inland Empire U.S.
Export Assistance Center,
where, since 1993, Micro-
Cool has received export
counseling, market research,
information on trade events
and the Commercial News
USA catalog magazine that is
distributed to thousands of
potential buyers through U.S.
embassies abroad-all of
which have enabled him to
export to several countries.
While working his export
deal in Trinidad and Tobago,
Stanley once again sat down
with the local trade specialist

for export counseling and
was taken through a review
of the entire export process,
covering issues such as docu-
mentation, customs and logis-
tics. For example, the Com-
mercial Service worked with
Stanley in contacting the Bu-
reau of Industry and Security
and determining that no ex-
port license was required, and
after resolving several other
issues, Stanley was encour-
aged to put the export process
in motion. Stanley says his
firm sold a similar unit to an
energy facility in Saudi Ara-
bia, and expects to utilize
Commercial Service assis-
tance to tap growing opportu-
nities in this fast-growing
export market as well. “As a
small company, the Commer-
cial Service has been invalu-
able to our export growth
over the years, and particu-
larly when it comes to help-
ing us make and validate con-
tacts,” Stanley says. “This is

Continued on page 13
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export growth over
the years, and
particularly when it
comes to helping
us make and
validate contacts.”

-Mark Stanley,
export sales
manager for

MicroCool

“As a small
company, the
Commercial
Service has been
invaluable to our

SERVICE

United States of America

Department of Commerce
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To learn

more about
Economics &
Politics, Inc.,
visit
www.johnhusing.

com
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Economics & Politics: CIEDEC Exclusive

2006 Inland Empire Job Growth Figures are Strong

By John Husing, Ph.D.
On March 2", the California
Employment Development
Department (EDD) released
its revised 2006 job growth
numbers for the Inland Em-
pire and the results were ex-
traordinarily strong. Where
EDD had originally estimated
that the region’s job growth
had slowed to 30,000 jobs in
2006, they found that the
growth was actually 48,200
jobs or a powerful 3.7%. In
fact, the region’s growth was
more than the 47,100 jobs
created by San Diego and
Orange counties combined.
Looking at growth
by sector, several themes
jumped out of the data. Im-
portantly, the third greatest
increase, 5,800 jobs, was in
the professional, scientific
and technical sector. This is
the highest paying portion of
the economy. It represented

12.1% of the new jobs
added and an annual
growth rate of 16.6% for
the category. This in-
crease was consistent
with the recent surge in
office construction in a
area that is requiring
more and more profes-
sionals to serve its 4.1
million residents and an
economy with 1.3 mil-
lion jobs.

Showing the
importance of trade to
the region, the logistics g
sector (wholesale trade
plus transportation and
warehousing) was had
the most job growth,
adding 7,200 jobs or
15.0% of the 48,200 in-
crease. The sector’s

growth was a strong Dr. John Husing, CIEDEC member and

6.4% above
level. Of similar impor-

; founder of Economics & Politics, Inc.,
its 2005

was named one of the 100 most power-
ful people in Southern California by the

Continued on page 20 L.A. Times Magazine in 2006.

Bluefield Associates Inc., continued from page 4

place, Bluefield has diversi-
fied its business sectors to
include food franchising,
theme parks, shopping cen-
ters and spa resorts. The
company is currently work-
ing in partnership with Diplo-
mat Investments Nigeria
Limited to build a multi-
million dollar five-star resort
and spa in lkoyi Island, La-
gos, Nigeria. The project,
called Clear Essence Well-
ness Center and Spa Resort,
is scheduled for completion
in October 2007. To date the
project has brought over $1
million USD of business to
numerous companies from

Mr. K.C. Obioha, President of
Clear Essence Cosmetics USA,
Inc. is a member of CIEDEC.

the Inland Empire represent-
ing the technology, construc-
tion and equipment indus-
tries. The main theme of this

resort will be the total relaxa-
tion and rejuvenation of the
mind, soul and body for the
hardworking citizens and ex-
patriates of Nigeria, a country
of about 120 million people.

At the recent World
of Color Beauty Expo held in
Oakland, California, Clear
Essence was awarded “Best
Package Design”. In 2004,
Bluefield Associates, Inc.
was awarded the Inland Em-
pire International Business
(IEIBA) Exporter of the Year
and named EX-IM BANK'S
Small Business Exporter of
the year.



VOLUME 4, IssuEe 1

Inland Empire Region of S. California

A fundamental shift has taken
place in the world economy.
Competition in the interna-
tional market no longer lies
on the assembly line, rather,
economic might is increas-
ingly determined by the pro-
ductivity, application, and
utilization of information.
The Inland Empire region of
southern California is well
poised to launch itself into
the challenges of the new
millennia.

The Inland Empire
is defined as San Bernardino
and Riverside counties, and a
portion of eastern Los Ange-
les County. The two-county
area forms the largest Metro-
politan Statistical Area
(MSA) in the nation, and
ranks as the 14th most popu-
lous in the United States with
approximately 28,000 square

miles. If the Inland Empire
was a state, it would rank
o e B
oo Gl

30th largest in terms of popu-
lation at 3 million, and 32nd
largest in terms of total in-
come at $52 billion.

The U.S. Depart-
ment of Commerce, Inland
Empire Export Assistance
Center, Ontario, CA, supports
businesses from Pomona to
Palm Springs to Temecula
and Barstow. The region
supports over 3,000 manufac-
turers in manufacturing of

automotive and related equip-
ment, housing, recreational
vehicles, medical devices,
and wastewater treatment.
The region is among the na-
tion’s best suited areas for
international trade. The ex-
cellent locale and distribution
infrastructure facilitates the
process of bringing goods
into and out of the area. With
a dollar value increase in ex-
ports of $767 million from
1993 to 1998, the area has an
astounding 70.2% growth
rate. Ranked in terms of ex-
port dollar increases, the re-
gion stands 51st in the nation,
placing the IE in the top 20%
of the fastest growing US
metropolitan centers. At
$680 billion in total export
sales for 1998, the region
ranked 59th in the nation.
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President’s “E” Award

The President's "E" Award
was created by Executive Or-
der of the President on De-
cember 5, 1961, to afford
suitable recognition to per-
sons, firms, or organizations
which contribute significantly
in the effort to increase
United States exports.

The President's "E
Star" Award, which was au-
thorized by the Secretary of
Commerce on August 4,
1969, affords continuing rec-
ognition of noteworthy ex-
port promotion efforts.

During World War
I, more than 4,000 "E Pen-
nants" were presented to war
plants in recognition of pro-
duction excellence. The fa-

mous flag with the big "E"
emblazoned on it became a
badge of patriotism in action.
President Kennedy revived
the World War Il "E" symbol
of excellence to honor and
provide recognition to Amer-
ica's exporters. Thus, the "E"
Award Program was estab-
lished by Executive Order
10978 on December 5, 196l.
The "E Star" was authorized
in 1969 to recognize
"E" Award win-
ners for contin-
ued efforts in
export  expan-
sion.

Winners
of the "E" and "E
Star" Award are au-

thorized to fly the blue and
white banner, to display the
accompanying certificate of
commendation which is

signed by the Secretary of
Commerce in the name and
by the authority of the Presi-
dent, to wear and issue to
employees an "E" lapel pin,
and to refer to the award in
their advertising.

how to apply for
the “E” Award,
visit
www.buyusa.gov/
inlandempire/

news.html
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For more news on
what’s new in

exporting,

Visit
the new face of
commerce at

www.commerce.gov
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New Delhi, India - With
today’s release of the 2006
annual trade numbers, U.S.
Commerce Secretary Carlos
M. Gutierrez issued the fol-
lowing statement praising
American companies and
workers for making 2006 a
record year in exports, and
encouraged Congress to
support the President's trade
agenda.

“In 2006, Ameri-
can workers and businesses
had a banner export year
with an all time record high
of over $1.4 trillion in ex-
ports of goods and services.
For the first time in nearly a
decade, the growth rate of
exports outpaced the growth
rate of imports.

“Our booming ex-

port numbers show the

THE CIEDEC QUARTERLY

Record Exports in 2006

competitiveness of American
workers and companies. Our
companies send more U.S.
products to more interna-
tional markets than ever.
Here in India, for example,
we have seen American ex-
ports growing rapidly, up 26
percent last year with growth
in a range of industries from

Carlos M. Gutierrez was sworn
in on February 7th, 2005.

medical devices to energy.
Our nation’s prosperity is
dependent on engaging and
winning in international mar-
kets.

“Today’s numbers
show significant export
growth to almost all of Amer-
ica’s key trading partners,
with American exports rising
to 29 out of 30 of our largest
trading partners, including
export growth of more than
20 percent to countries di-
verse as Germany (21%),
Brazil (25%), China (32%),
and Chile (30%).

"While these record
numbers show tremendous
progress, we still need to do
more to grow our exports,
open new markets, promote

Continued on page 22

Thinking of Exporting?

Your Local U.S. Export Assistance Center is Ready to Help You!
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For export assistance, visit
www.buyusa.gov/

inlandempire

ULS.
COMMERCIAL
SERVICE

Uiited States af America
Diepartment af Cormmierce

Our staff is ready to help you with
our extensive coverage of industries located in

Eastern Los Angeles, Riverside, and San Bernar-
dino Counties.

Inland Empire U.S. Export Assistance
Center
Ontario, California

(909) 466-4134
Fred Latuperissa
Evelyn Coloma
Eduard Roytberg

Cabazon U.S. Export Assistance Center
Indio, California

(760) 342-4455
Cynthia Torres
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World Trade Month Events
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World Trade Conferences, Inland Empire Region of S. California

May 9 Riverside

May 16 Riverside

May 22 Rancho Cucamonga
May 23 Ontario

May 31 Ontario

For more information, call
the Inland Empire USEAC
at (909) 466-4134 or check
our website for updates at
www.buyusa.gov/
inlandempire

2007 Asia Pacific Business Outlook Conference: Los Angeles

The 20" Annual Asia Pacific
Business Outlook (APBO) is
North  America’s premier
event for executives who
want to develop and improve
their trade and investment
opportunities in the Asia/
Pacific region. This year’s
conference is produced by the
Center for Global Business
Excellence at the USC Mar-
shall School of Business to-
gether with the U.S. Depart-

ment of Commerce. Atten-
dees will hear from over 50
Asia business experts and
have ample time for Q&A as
well as private consultations.

Vi )
i

March 26-27
University of Southern
California, Davidson
Conference Center
Register now at
www.apbo2007.com

or call (213) 740-7130
Early registration (until
Feb. 26): $775

Regular  Registration:
$925

VISIT
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CIEDEC's
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Save the Date: 2007 National DEC Conference: Florida

Join us to discuss conducting business
throughout the world in a period of in-

creased risk.

November 7-9 in Tampa, Florida
Downtown Hyatt Regency
Registration Opening Soon

For more information, visit:
http://www.floridaexporter.com

The Great Debate:
The Future of U.S.

Sponsorship
Opportunities
Available

Trade

Visit
floridaex-
porter.com

Call
(813) 864-
6508

Hyatt Regency, Downtown Tampa

Save the Date: 2008 National DEC Conference: California

CIEDEC will be the host for
the 2008 National DEC Con-
ference in the Inland Empire
region of Southern Califor-
nia. The event will be held at
the Wyndham Hotel in Palm
Springs from October 15-18,
2008.

Wyndham Hotel, Palm Springs !

For more information, please

call (909) 466-4146.

Visit www.ciedec.org.

&7

To contribute to
The CIEDEC
Quarterly,

Please call
(909) 466-4146

or write to:

CIEDEC Quarterly
2940 Inland
Empire Blvd., Ste.
121
Ontario, California
91764

Us.
COMMERCIAL
SERVICE

United States of America
Department of Commerce
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For more
information on
the Trade Winds
Forum,
visit
WWW.

tradewindsforum.

com
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x A Trade Winds:

May 15 -16, 2007

Hyatt Regency Arlington, VA

Profitable Crossroads of Trade - All in One Location!

Trade Winds Forum, pre-
sented by the U.S. Depart-
ment of Commerce, will fea-
ture 33 U.S. Senior Com-
mercial Service Officers
arriving from U.S. Embassies
across Europe, Africa and
India.  Currently stationed
overseas, each of these Sen-
ior Commercial Officers
(SCO) is in a unique position
to deliver the most up-to-date
information on developing
opportunities for U.S. busi-

ness. Trade Winds Forum
will also feature leading ex-
perts from the private sector
and key U.S. government of-
ficials addressing important
industry trends and trade top-
ics critical to all successful U.
S. exporters.

This two-day event
will feature plenty of net-
working opportunities with
all panel speakers as well as
several keynote addressees
on the opportunities and chal-

lenges globalization presents
to the U.S. international busi-
ness community.

Whether you have
been exporting for decades or
are just preparing a market-
entry strategy, you can't miss
this opportunity to get the
latest market information and
advice your company needs
to grow your international
business.

Register now at
www.tradewindsforum.

Cross Border Truck Safety Inspection
Program: NAFTA Trucking Provision Activated

Since 1982, trucks from
Mexico have been able to
drive only in the roughly 25-
mile commercial zone along
the U.S. border and can make
deliveries in U.S. cities like
San Diego, ElI Paso and
Brownsville. Cargo destined
beyond the commercial zone
must be off-loaded and trans-
ferred, which has given rise
to a highly inefficient interna-
tional supply chain on our
southern border.

Every day, nearly
$2.4 billion in trade flows
between the United States,

Mexico and Canada. The
economies of all three coun-
tries have grown by more
than 40 percent since
NAFTA was signed. 75 per-
cent of this commerce is car-
ried by commercial trucks,
but the current system of
transferring products from
the truck of one country to
that of the other costs con-
sumers $400 million a year.
Long-haul trucking to and
from Mexico will allow
goods to get to the market-
place as efficiently as possi-
ble on both sides of the bor-

der which translates into cost
savings to the consumer.

The Cross Border Truck
Safety Inspection Program is
a limited, year-long demon-
stration program that will
permit up to 100 Mexican
trucking companies to make
deliveries beyond the com-
mercial zones. An equal
number of U.S. trucking
companies will be able to
cross the border and compete
in the Mexican marketplace
for the first time ever.

MicroCool Engineering Concepts, continued from page 7

just one more example of
how having someone with the
working knowledge of export

resources and on-the-ground
contacts can help minimize
any potential obstacles in the

export process, and now we
just completed a $500,000
sale to Trinidad and Tobago.”
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Middle East Free Trade Area (MEFTA)
Trade and Investment Conference

Sponsored by the U.S.

The U.S. Department of State
along with the kingdoms of
Bahrain, Jordan, Morocco
and Oman invite you to par-
ticipate in the Middle East
Free Trade Agreement
(MEFTA) Trade and Invest-
ment Conference, which will
highlight the accelerating in-
vestment and dynamic busi-
ness climates created by re-
cent U.S. Free Trade Agree-
ments with Bahrain, Jordan,
Morocco and Oman.

The MEFTA Trade

and Investment Conference,
to be held in London on
Thursday, March 29, 2007,
will provide a unique forum
for U.S. and Arab business
leaders to identify strategic
business opportunities and
partnerships in some of the
most rapidly growing econo-
mies of the Middle East and
North Africa. Government
leaders, including the Prime
Minister of Morocco, Minis-
ter of Trade and Industry of
Jordan and the Chief Execu-

t of Commerce

tive of the Economic Devel-
opment Board of Bahrain will
join us to address the boom-
ing commercial landscape
and promote business oppor-
tunities.  Further, executives
of U.S. enterprises operating
in the region will provide
first-hand accounts of their
companies’ experience.

For more informa-
tion, including registration,
please visit the website
www.trademeetings.com.
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American Real Estate and Services

AREAS Exhibition in Hong Kong Attracts Foreign Investment to the U.S.

by Stewart Ballard, Chief
Commercial Consul
On September 26 - 29, 2006,
CS Hong Kong implemented
the American Real Estate and
Services (AREAS) program,
the first-ever Federal-State
public-private partnership of
its kind to promote American
real estate and related ser-
vices to Asia-based buyers.
The goal of this pioneering
effort was to connect partici-
pating smaller U.S. firms
with qualified business con-
tacts and potential buyers.
The four-day, multi-
faceted AREAS program in-
cluded a 21-booth exhibition
featuring 7 State Govern-

ments and 14 small-to-
medium, size enterprises, a
two-day business seminar
with 22 speakers and 60-

dustry sector, generate ser-
vices export successes, gener-
ate revenue, foster teamwork
among CS Hong Kong staff

“This event was more than incredible. Your AREAS event
is probably one of the most important things that you could
do for the USA.” —Leon Katz, Commercial Brokers, Inc.

attendees, a 60-person VIP
dinner, a 200-person cocktail
reception, two networking
lunches, a press conference
and 80 one-on-one appoint-
ments tailored for 10 differ-
ent visiting U.S. companies.
AREAS was the

culmination of a one-year,
office-wide effort designed
to break ground in a new in-

an increase cooperation with
other CS posts and USEAC's.
The feedback from participat-
ing firms was overwhelm-
ingly positive, many noting
excellent leads and new busi-
ness relationships that re-
sulted from their participation
in AREAS, and many noting
that they would participate in
future AREAS events.

and Investment
Conference,

visit
WWW.

trademeetings.

(o]
o
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For more
information on
the Middle East
Free Trade Area
(MEFTA) Trade
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In 2006, ITA assisted
tens of thousands of

U.S. companies to
pursue their
international

business strategies
through its network

of more than 109

domestic and 80

international offices.
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by David Levey
Fast-Growing Export Sec-
tors

Among the fastest-growing
sectors in manufacturing ex-
ports

THE CIEDEC QUARTERLY

What Made 2006 a Record Export Year

U.S. Exporters are Competing and Winning in International Markets

greater than exports to Ar-
gentina, France, Italy, Russia,
and Spain combined.

U.S. exports to India in-
creased by 26.3 percent in
2006, while ex-

to Brazil

w e . re Growth in U.S. Exports to Free Trade POFtS
capital Partners, 2005-2006 increased by

g o O d S 1] percent change

nearly as much to

such as 25.1  percent.
air - sl Among the indus-
planes, . [ tries that made
semicon- C headway last year
ductors, in those challeng-
and in- "o ing markets were
dustrial s [ the energy sector
m a - e [ (such as civilian
ph ines; ... T O nuclear techr_10|—
indus- ogy), electrical
- Chile _}DD".c .
trial sup- machinery, or-
plies, = [NGG_—_—— ganic chemicals,
such as v [N <~ and aircraft and
petro- o w ow w w w o n»n « medical equip-
I € UM sorceus ooparmentorcommerce ment.
prod-

ucts, organic chemicals, and
precious metals; and automo-
tive vehicles, parts, and en-
gines. In services, travel and
passenger fares stood out,
with a record $107.4 billion
in receipts last year.

Exports to China and Other
Developing Markets

In 2006, one of the most im-
portant export trends was the
continued boom in trade with
advanced developing coun-
tries such as China, India,
and Brazil. Ten years ago,
exports to China were $12.0
billion. Today, China is the
fourth-largest export market
for the United States, as well
as the second-largest trading
partner. Exports to China
grew by 31.7 percent to $55.2
billion in 2006. In context, U.
S. exports to China were

Significance of Free Trade
Agreements

Free trade agreements
(FTAs) have proved to be
one of the best ways to open
up foreign markets to U.S.
exporters. Today, the United
States has FTAs with 13
countries. In 2006, six new
FTAs were implemented:
with Bahrain, El Salvador,
Guatemala, Honduras, Mo-
rocco, and Nicaragua. Last
year, trade with countries that
the United States has FTAs
was significantly greater than
their relative share of the
global economy. Although
comprising 7.3 percent of
global GDP (not including
the United States), those FTA
countries accounted for 42
percent of U.S. exports.

U.S. trade with Chile pro-
vides a great example of the

benefits of an FTA. Before
the agreement with Chile in
2003, U.S. exports were $2.7
billion. Liberalizing trade in
the intervening years has had
a dramatic effect on trade
volumes. By 2006, Chile be-
came one of the top 30 U.S.
export destinations, with
nearly $6.8 billion in exports,
a 30 percent increase over
2005 and a 150.1 percent in-
crease since the FTA went
into force.

Not only has the volume of
exports to Chile increased,
but so has the U.S. share of
Chile’s overall import mar-
ket, which has risen from
14.5 percent in 2003 to 16.0
percent in 2006. Several U.S.
industries have benefited
from the trade growth with

Chile, including high-tech,
commodity, and finished
goods, such as surgical

equipment, airplanes, petro-
leum derivatives, and earth-
moving equipment.

Other Areas of Significant
Export Growth

FTA partners and advanced
developing countries were
significant sources of U.S.
export growth in 2006, but
they were not the only coun-
tries where U.S. exporters
found new markets.

Many traditional trading part-
ners saw more U.S. products
at their docks and in their
warehouses, with export
growth seen in 29 of the top
30 U.S. export partners in
2006. For example, U.S. ex-
ports to Germany were up
20.9 percent, while exports to
the United Kingdom, the
largest European trading part-
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ner for the Free Trade Agreement Partners prom ises
United States and the U.S, Trade Balance, 2006 to be an-

increased  17.6  vaweotuzdein bilions of dolrs other
percent.  Swit- - great
zerland saw a year for
34.1 percent —— i u.s.
increase, and "7~ o trade
Turkey entered abroad.
the top 30 mar- - As Presi-
kets with 34.2 dent
percent growth. - s George

W. Bush

442

Prospects  for remarked
Future Growth s - when he
With the favor- visited a
able exporting Caterpil-
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Source: US. Department of Commerce,

plant in East Peoria, lllinois,
on January 30, 2007, “The
United States is 5 percent of
the people in the world; that
means 95 percent live outside
of America. Shouldn’t we try
to put ourselves in a position
where we can sell goods and
services to those 95 percent?
I think it makes sense to do
s0.”

David Levey is a writer in the
Office of Public Affairs in the
International Trade Admini-
stration.
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Forum to Focus on Economic Growth,
Regional Cooperation in the Americas

by David Weems

Progress continues in orga-
nizing the topics that will be
the focus of this June’s inau-
gural Americas Competitive-
ness Forum in Atlanta, Geor-
gia. U.S. Secretary of Com-
merce Carlos M. Gutierrez
will host the forum on June
11-12, 2007. The forum will

B

s

provide a venue for govern-
ment ministers, leaders from
the private sector, academics,
and representatives of non-
governmental organizations
from the Western Hemi-
sphere’s democratic countries
to explore cutting-edge ideas
and to highlight best practices
for sparking innovation, eco-

nomic growth, and regional
cooperation in competitive-
ness.

Outgrowth of Argentina
Summit

The Americas Competitive-
ness Forum is an outgrowth
of the November 2005 Sum-
mit of the Americas, which

"%‘m Eﬁmﬁlcﬁu SS
£t TIVENE
% Eﬁ:j FORU

" JUMNE 11-12 2007 | ATLANTA, CEDRCIA | USA

Promoting Prosperity
and Exonomic Opportunity

was held in Mar del Plata,
Argentina. At that meeting,
President George W. Bush
recommended that a high-
level meeting be convened to
focus on improving the re-
gion’s competitiveness.

Growth in Latin America has
been robust during the past
several years. In 2004, for-

eign direct investment in
Latin America was more than
$54 billion, a 46 percent in-
crease over 2003. The Inter-
national Monetary Fund re-
ports that Latin American
economies grew, on average,
4.3 percent in 2005, fueled by
demand for commodities.

Need for Entrepreneurial
Growth

The World Bank’s 2007 Do-
ing Business database found
that most Latin American
countries have been much
slower than the rest of the
emerging world to implement
business-friendly  reforms.
Such reforms foster competi-
tiveness, which is a driving
factor in economic growth.
Similarly, the World Eco-
nomic Forum’s Global Com-
petitiveness Report 2006-
2007 concluded that of the 22
Latin American and Carib-
bean countries ranked in the
report, only 9 had improved
their competitiveness ranking

Continued on page 16

Competitiveness
Forum,
visit
http://trade.gov/
competitiveness/
ACF
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Regional Cooperation in the Americas Forum, continued from page 15

from the previous year. Both
the database and the report
highlighted steps that govern-
ments could take to unleash
the full potential of entrepre-
neurs.

VISIT

Enhancing the com-
petitiveness of the region—
thereby spurring job growth
and increasing prosperity and
security—is one of the top
priorities for the Department
of Commerce’s International
Trade Administration, which,
with support from other U.S.
government agencies, is orga-
nizing the forum.

CIEDEC's
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Four Main Topics of Dis-
cussion

Four topics have been identi-
fied for the forum: (1) spark-

ing and sustaining innova-
tion, (2) creating solutions in
education and workforce de-
velopment, (3) designing suc-
cessful global supply-chain
strategies, and (4) fostering
small business development
and growth.

The innovation track
will examine the growth in
innovative service industries
and trends in alternative en-
ergy technology, biosciences
research, and national inno-
vation management. The edu-
cation and workforce devel-
opment track will examine
how education and training
relate to workforce develop-
ment. It will also look at the
crucial role those combined
factors play in strengthening

competitiveness. The global
supply-chain strategies track
will explore how supply-
chain efficiency has become
a key factor in creating a
competitive advantage in the
global economy. Finally, the
small business development
and growth track will discuss
ways to facilitate business
creation and to foster the en-
trepreneurial spirit through
trade financing, effective
branding and marketing, and
reducing regulatory barriers
and obstacles to starting and
operating a business.

David Weems is an interna-
tional trade specialist in the
Market Access and Compli-
ance unit of the International
Trade Administration.

in the 2006
Rebuilding Ir The fourth annual Rebuild
ebuilding lraq Iraq trade exhibition and con-

Trade Expo made

sales during the

show.

About 71 percent
of the exhibitors
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This event is a certified Com-
merce Department trade fair
and will feature a U.S. pavil-
ion. Last year’s event at-

INTERNATIONAL

TRADE

ADMINISTRATION

ference will be held May 7- and more than 13,000 trade

tracted more than 1,000 ex-
hibitors from 48 countries

The U.S. Pavilion at Rebuilding Iraq 2006. (U.S. Department of Com-

visitors, including 4,000
Iragis. About 71 percent of
the exhibitors in 2006 made
sales during the show. The
leading industry sectors will

Featured Trade Show: Rebuilding Iraq

May 7-10, 2007 in Amman, Jordan

be building and construction,
electricity, water resources,
oil and gas, healthcare, and
information and communica-
tions technology. For exhib-
iting opportunities through

= the Commerce Department’s
= U.S. pavilion, U.S. compa-

nies and their agents or dis-
tributors should review the
exhibitor package that is

- : available on the Web.

S For more information:
. Contact William Corfitzen
il of the USFCS

tel.: (202) 482-0584
e-mail: william.
corfitzen@mail.doc.gov,

Or contact Giles Hazel of
Kallman International

tel.: (201) 251-2600, ext. 119
e-mail: gilesh@kallman.com.
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Mexico: Newest Market of the Month

Trade Expos in Monterrey, Mexico 2007

Last November, Governor
Schwarzenegger led a Cali-
fornia trade delegation to par-
ticipate in the first ever
"California Environmental &
Energy Trade Expo™ in Mon-
terrey, Mexico. During this
trade show, the California
delegation promoted a better
understanding of environ-
mental responsibilities at all
levels of production and
manufacturing.  The event
featured nearly 30 California
companies and other employ-
ers. It follows a similar suc-
cessful trade expo that the
California Jobs Commission
produced in China last year.
Over the past two
decades, Mexico has focused
increasingly on reducing the
adverse environmental effects
of economic and population
growth. Its participation in

NAFTA has provided further
impetus for implementing
tougher environmental regu-
lations.

Inland
Empire USEAC
supported  the
event by recruit-
ing Interna-
tional Environ-
mental  Solu-
tions (IES), a
company  spe-
cializing in pol-
lution  control
equipment, to
participate  in
the trade mis-
sion. Carlos J. Valderrama,

California Inland Empire
District Export Council
(CIEDEC) Member, trav-

eled to Mexico with Gover-
nor Schwarzenegger for the
trade expo and served as
event moderator.
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Governor Arnold Schwarzenegger

Another trade expo
will be held in Monterrey,
Mexico from March 13-15.
The Expo
Manufac-
tura show
is Mexico's
largest
metalwork-
ing and
manufac-
turing exhi-
bition. It
will feature
a U.S. pa-
vilion for
60 u.S.
exhibitors. The organizer will
also provide a fully furnished
booth for the U.S. embassy's
Business Information Office.
Two hundred exhibitors from
more than 12 countries are
expected, with 7,500 trade-
only visitors.
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Clean-Energy Technologies in Asia

Department of Commerce to Lead Trade Mission to India and China, April 2007

Washington — The U.S. De-
partment of Commerce’s In-
ternational
Trade Admini- |
stration  will
lead a Clean-
Energy Tech-[
nologies Trade |
Mission to In-
dia and China
in  April of %
2007. This gl
mission  aims
to match par-
ticipating U.S.

Targeted products for the trade
mission are renewable energy, en-
- ergy efficiency, clean coal and dis-
companles triputed generation.

with opportunities in these
fast-growing markets, where
American
clean tech-
nology
goods and
services can
help im-
prove the
environ-
ment.

In his State
of the Union
Address,
President
Bush empha-

sized the critical role Ameri-
can technology and innova-
tion must play to reduce
greenhouse gas emissions.
Commerce Assistant Secre-
tary David Bohigian, who
will lead the Clean-Energy
Technologies Trade Mission,
said both the environment
and U.S. industry will benefit
from this commercial ex-
change.

“We have seen
amazing growth in the econo-
mies of both India and China

Continued on page 19

Climate

Visit
http://www.
asiapacificpartner
ship.org

For more
information on
the Asia
Partnership for
Clean
Development and I
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U.S. increases for
the eighth straight

month

International
I visitation to the
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Saudi Arabia is the top trad-
ing and investment partner
for U.S. companies doing
business in the Middle East.
The U.S. is the Kingdom’s
largest trading partner, and
Saudi Arabia is one of Amer-
ica’s largest trading partners.
The U.S. is the number one
investor in Saudi Arabia. To-
tal bilateral trade with the U.
S. in 2006 is estimated at al-
most $40 billion. As Amer-
ica’s 17" largest export mar-
ket, Saudi Arabia provides
excellent growth opportuni-
ties for U.S. companies in a
number of diverse industries.
With a burgeoning economy,
low inflation, WTO member-
ship, an expanding domestic
market, and large cash re-
serves, Saudi Arabia plans to
invest heavily in its future as
it further privatizes its econ-
omy.

Over the next few
years, Saudi Arabia will in-
vest $69 billion in oil and gas

THE CIEDEC QUARTERLY

Visit Saudi Arabia: March 2007

Come Join Us on a Trade Mission

and over $40 billion in de-
fense and security, petro-
chemicals, and infrastructure.
Other top industry sectors
include: real estate, mining
and minerals, electricity and
water, health and education,
transportation, and housing.
Additionally, because Saudi
Arabia generates most of its
energy from burning oil, de-
mand for clean technologies
is high.

Saudi Arabia remains the U.S.
largest trading partner in the
ANESA and the 16th largest
worldwide. Total bilateral trade
between the United States and
Saudi Arabia in 2006 was esti-
mated at $38.4 billion.

Saudi Arabia ac-
counts for one-fourth of total
Arab GDP and has no restric-
tions on foreign exchange or
repatriation of capital and
profits. It occupies a strate-
gic location politically as
well as economically. Entry
into the Saudi Arabian mar-
ket will poise companies to
export throughout the Middle
East and the U.S. Department
of Commerce stands ready to
help facilitate that market
entry.

U.S. companies
have the opportunity to make
or increase sales and generate
new revenues in this booming
market by joining the U.S.—
Saudi Arabian Business
Council (USSABC) and the
U.S. Department of Com-
merce Assistant Secretary
and USFCS Director General
Israel Hernandez as we lead a
delegation of U.S. businesses
on the Business Development
Mission to Saudi Arabia.

Date: March 16-21, 2007

Targeted Sectors: Multi-sector mission

Visit http://www.us-saudi-business.org/Files/2007DOCMissionApplication.doc to sign up now!

Cities to be Visited: Riyadh, Jeddah and Dammam
Participation Fee: $1,000

Travel and Tourism

International Visitation to U.S. is Up

The U.S. Department of
Commerce announced that
3.3 million international visi-
tors traveled to the United
States in November 2006, an
increase of 11 percent over
November 2005. Interna-
tional visitors also spent $9.3
billion (receipts and passen-
ger fares), up 11 percent.
Visitation for the first eleven
months of 2006 was up 6 per-

cent compared to
2005 with spending ¥
up 4 percent year-
to-date.

“It is encouraging
to see a continued
increase in Vvisita-
tion to the United
States from emerg-
ing countries and
travelers  from
countries requiring

US visas,” said Dep-
uty Assistant Secre-
tary for Services
Ana Guevara. “The
United States re-
mains an attractive
destination for for-
eign visitors, which
is good news for the
U.S. economy.”

Ana M. Guevara
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San Manuel, continued from page 4

made a $3 million gift to
California State University,
San Bernardino, providing
for physical expansion of the
student union and an endow-
ment for scholarship and in-
ternship  programs.

This was followed by | their native language, they call
themselves “Yuhaviatam,” or “People
of the Pines”.

a $4 million gift to
UCLA to support
their educational ef-
forts with the Native
Studies Program.

In June of 1999, San
Manuel signed a Memoran-
dum of Understanding
(MOU) with the U.S. Depart-
ment of Commerce
(USDOC), a truly history
agreement. The agreement
was the first of its kind be-

tween a tribal government
and the Commerce Depart-
ment’s International Trade
Administration, and made
San Manuel the first tribe in
the country to form a partner-

ship, providing office space
and support to open an Ex-
port Assistance Center on
tribal property.

Under the MOU,
San Manuel and Director
Fred Latuperissa of the
Inland Empire USEAC agree
to work together to promote

international trade for busi-
nesses in the Inland Empire.
As former California Con-
gressman George Brown ex-
pressed, “this joint venture is
representative of the emerg-
ing international eco-
nomic force that will
make San Bernardino
an international trade
leader in California.”
Since signing the
agreement, San Manuel have
remained a business and
community leader and contin-
ues to recognize the impor-
tance of encouraging further
international activities and
desires to develop an aggres-
sive export assistance func-
tion.
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Clean-Energy Technologies in Asia, continued from

that has led to a great need
for additional energy in these
countries, and we expect this
trend to continue,” said Bo-
higian. “At the same time, U.
S. companies have developed

Development and Climate
(APP). The APP is a Presi-
dential initiative to achieve a
reduction in the intensity of
carbon dioxide and other
greenhouse gas emissions and

page 17

hance energy security.

India plans 100 gigawatts
(GW) of new power over the
next ten years, including 10
GW from renewable sources.
This includes the electrifica-

innovative clean-energy enhance energy security, in tion of 18,000 remote vil-
products, lages.
and  their Eol==® * | =%

deployment ”*m' -~ D) . . o

in India and i | PN

China  will Asia Partnership on Clean Development and Climate

have dra-

matic effects on the environ-  the context of sustained eco- By 2020, China

ment not only in these coun-
tries, but around the world. It
is important to reduce air pol-
lution without hindering
world economic growth, and
the United States is poised to
be a leader in this effort.”
The mission will
target a broad range of clean
energy technologies such as
renewable energy, energy
efficiency, clean coal and dis-
tributed generation. All are
industries related to the Asia
Pacific Partnership on Clean

nomic growth.

The APP is a public-
private partnership including
six partner countries, repre-
senting half of the world’s
economy, population and en-
ergy consumption: Australia,
China, India, Japan, South
Korea and the United States.
Member countries work to-
gether to break down policy
barriers and facilitate com-
mercial deployment of tech-
nologies that reduce green-
house gas emissions and en-

plans to spend nearly $200
billion to increase renewable
energy use to 15 percent of
total supply as well as reduce
the energy that its buildings
consume by 65 percent.
China also plans to provide
electricity for its remaining
25-30 million people without
power.

For additional information
regarding the Clean-Energy
Technologies Trade Mission,
visit www.export.gov/
cleanenergymission.

the San Manuel
Band of Serrano
Mission Indians,
Visit
www.sanmanuel-

nsn.gov/

=T OF -

For more
information on

United States of America

A \Department of Commerce
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The In vest in
America Initiative
will focus on:

eQutreach to
Foreign
Governments and
Investor
eQutreach to
State and Local
Governments
eAddressing
Business Climate
Concerns
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Economics and Politics, Inc., continued from page 8

tance was the fact that the
Inland Empire’s manufactur-
ing sector added 3,000 posi-
tions in 2006, a 3.0% in-
crease. This was done in a
state that, on a net basis, lost
9,900 manufacturing jobs
during the year.
Surprisingly, the
sector that added the second
largest number of jobs during
2006 was the Inland Empire’s
construction group, up 5.0%
from 2005. The sector ac-
counted for 12.9% of the
area’s new positions. There
were two reasons for this.
Early in the year, the home
construction sector continued
growing. When it began to
slow by mid-year, a good
deal of the slack was taken up
by the addition of workers
constructing office buildings,
industrial facilities, shopping
centers and infrastructure

THE CIEDEC QUARTERLY

projects. In 2007, the sector
will likely slow due to the
housing slump, but the reduc-
tion will be less than antici-
pated due to the continued
strength of these non-
residential activities.

Tied with high-end
job growth was a 5,800 job
increase in retailing during
2006. This also represented
12.1% of the new jobs cre-
ated. The growth of the sec-
tor was 3.5%. This expan-
sion is consistent with the
continued growth of the
Inland Empire’s population
and the fact that its median
income has risen. According
to HUD, the area’s $57,500
median household income in
2006 is now higher than Los
Angeles County’s $56,200.
Retail malls are thus being
added in high growth areas
like the Victor Valley, the

Pass Area, the Perris-Hemet
area and the eastern portion
of the Coachella Valley. In
addition, upscale shopping is
being added to existing and
new facilities in the more de-
veloped portion of the region.

While the 48,200
jobs added in 2006 were less
than the 59,300 added in
2004 or the 61,500 in 2005,
in many respects the 2006
increase revealed a stronger
economy because of the
surge in growth in the Inland
Empire’s higher paying sec-
tors.  Now that this has
started, it is not likely to stop
simply because high-end ser-
vice companies are starting to
figure out that they have to be
inside the huge inland econ-
omy if they are to compete to
serve its firms and house-
holds.

The Invest in America Initiative

U.S. Commerce Under Secre-
tary for International Trade
Frank Lavin announced the
creation of a new U.S. Gov-
ernment Invest in America
initiative, housed in the Inter-
national Trade Administration
(ITA), which will promote the
United States as a destination
for foreign investment. This
initiative will be the primary
U.S. Government mechanism
to manage inward investment
promotion.

“The United States
welcomes foreign investment
and the jobs and prosperity it
creates here,” said Lavin. “We
are seeing increasing global
competition for investment
flows and we need to make
sure that international inves-
tors understand the unique
advantages of the United

States, including the best
workforce in the world.”
Inward  investment
into the United States is a
driving force in the U.S.
economy. Foreign investors
employ 5.1 million Ameri-
cans, pay on average 32%
higher wages than the na-
tional average, support 19%
of U.S. exports, and in 2005
reinvested $59 billion in prof-
its back into the U.S. econ-
omy. The Cumulative value
of inward direct investment at
the end of 2005 was $1.874
trillion.  Although the U.S.
has historically been the
world’s largest recipient of
inward investment with 17
percent of the global share, in
recent years competition for
inward investment has inten-
sified. Inward investment is

too important to the U.S.
economy for us not to act.
The United States
has always provided foreign
investors a stable and wel-
coming market. The Ameri-
can workforce is the best
educated, most productive,
and most innovative in the
world. As a place to do busi-
ness, the U.S. offers a pre-
dictable and transparent legal
system, low taxes, out-
standing infrastructure, and
access to the world’s most
lucrative consumer market.
Historically, the U.
S. has been the most attrac-
tive destination in the world
for foreign direct investment
(FDI), but that leadership po-
sition can no longer be taken
for granted. China and the U.
K. each attracted more FDI in
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2003 and 2005, respectively,
although the U.S. regained its
lead position in 2006. Over-
all, the U.S. share of FDI has
declined from 22% of global
FDI in 1980, to 16% in 2005.

In an increasingly
competitive global economy,
ITA can help ensure that the
U.S. remains the primary
world market for inward in-
vestment. Both here in the
United States and around the
globe, ITA is well suited to
educate business, policy, and
government leaders on the
importance of inward invest-
ment to the U.S. economy,
and to promote the United
States to responsible inves-
tors globally. This initiative
will in no way affect the
CFIUS process, which is an
important safeguard of U.S.

national security. The Invest
in  America initiative will
have three key responsibili-
ties: (1) international out-
reach to investors, (2) policy
enhancement for investment,
and support of state and (3)
local government agencies
engaged in foreign invest-
ment promotion.

The initiative will
also include the creation of a
task force within the Interna-
tional Trade Administration
charged with the responsibil-
ity of educating and coordi-
nating the efforts of the 2,300
ITA employees in offices
around the world on inward
foreign investment.

Cross unit ITA col-
laboration will be critical to
the success of this new, pro-
active inward investment ini-

tiative. This effort will be led
from my office in close coop-
eration with all ITA units.
Over the coming weeks, your
office may be engaged in
support of this important ini-
tiative.

The Commerce De-
partment’s International
Trade Administration is re-
sponsible for developing U.S.
trade policy, identifying and
resolving market access is-
sues, administering U.S. trade
laws, enhancing the global
competitiveness of the U.S.
manufacturing and services
sectors, and coordinating U.
S. trade advocacy efforts on
behalf of U.S. business.

For additional infor-
mation regarding the Invest
in America initiative, please
visit www.investamerica.gov.
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Combustion Associates Inc., continued from page 1

of Labor Secretary Elaine L.
Choa. The couple was also
one of the two finalists for

the 2006
Spirit of the
Entrepreneur.
In the past,
CAI has been
awarded the
Export
Achievement
Certificate.

CAI Combustion Associates specializes  has
manufactures i, manufacturing power generators.

electrical

power generation
systems ranging from one to
25 megawatts as well as gen-
eral indus-
trial and
pollution
““control

.equipment.
Initially em-
’ ploying just
'=a two employ-
ees, the

company
grown

to employ 20 full-time em-
ployees and 40 specialty con-
sultants while increasing their
sales nearly 100 fold. Based
in Corona, California CAI
has been a long-time client of
Director Latuperissa at the
Inland Empire Export Assis-
tance Center of the U.S.
Commercial Service.

For more informa-
tion on Combustion Associ-
ates, Inc., visit www.cai3.
com.

K&N Engineering, continued from page 5

the AAIW 2006 show in Las
Vegas, where the company
was introduced to over 25
foreign buyers delegations.
To date, the Inland
Empire USEAC has helped
K&N export its products to
nine different countries, thus

contributing  to
the  company’s
international suc-
cess as well as the
local economy.
To learn
more about K&N
Engineering, visit

their website at http://
www.knfilters.com/
default.htm.

|| K&N specializes in

manufacturing  high
performance air filters
and air intakes .

Invest in America
initiative, please
visit
WWW.

investamerica.

gov.

For additional
information
regarding the

Us.
COMMERCIAL
SERVICE

United States of America
Department of Commerce
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“This mission was
a success on every
level, and | believe
its dividends will
be paid with an
expanded
economic
relationship long

into the future.”
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India Trade Mission

A “Success on Every Level”

More than 250 executives
from 200 U.S. companies
joined Franklin L. Lavin, Un-
der Secretary of Commerce
for international trade, this
past December on a business
development mission to In-
dia. The mission began with a
two-day business summit in
Mumbai on November 29
and 30. On December 4 and
5, 2006, the summit contin-
ued with spin-off missions in
Bangalore, Chennai, Hydera-
bad, Kolkata, Mumbai, and
New Delhi. The mission gave
participating companies the
chance to fully explore busi-
ness opportunities in India.

India has the 10th-
largest economy in the world
and has been enjoying high
rates of economic growth
during the past several
years—about eight percent
per year from 2002 to 2005.
Two-way trade between the
United States and India has
also been growing. In 2005,
total bilateral trade was
$26.77 billion. That same
year, U.S. exports to India
were $7.96 billion, a 30.3
percent increase over 2004.
Also in 2005, imports from
India were $18.81 billion, a
20.8 percent increase over the
previous year. India now
ranks as the 22nd-largest ex-

port market for the United
States.

Among the high-
lights of the five-day mission
were the 600 matchmaker
events organized by U.S. and

Under Secretary for Interna-
tional Trade Franklin L. Lavin

Foreign Commercial Service
staff members in the spin-off
cities. Those events were
nearly identical to the Com-
mercial Service’s Gold Key
Service, which arranges one-
to-one meetings with pre-
screened distributors, profes-
sional associations, govern-
ment contacts, and licensing
or joint venture partners.
According to partici-
pants, the matchmaker events
were especially fruitful in
establishing business contacts
in India. Malcolm Butters of

Butters Construction and De-
velopment (an industrial de-
veloper in Coconut Creek,
Florida) participated in one
such event held in Hyderabad
on December 4. He noted,
“[I] couldn't have gotten a
better meeting schedule if I
had been here for 30 years."

Although there are
many trade opportunities in
India, U.S companies can
face several challenges.
Limitations on foreign own-
ership and investment, high
tariffs, and lack of adequate
intellectual property rights
protection all present trade
hurdles that are being ad-
dressed in negotiations held
under the auspices of the U.
S.—India Commercial Dia-
logue, the main mechanism
for negotiating trade policy
matters.

Participants agreed
that many good business con-
tacts were made during the
mission. The Department of
Commerce will be tracking
the results and following up
with the participating compa-
nies. According to Lavin,
“This mission was a success
on every level, and | believe
its dividends will be paid
with an expanded economic
relationship long into the fu-
ture.”

Record Year for Exporting, continued from page 10

U.S. exports and support the
President's trade agenda.
"The President’s
trade agenda, including suc-
cessful conclusion of the
Doha Round and passage of
Free Trade Agreements with
Peru, Colombia and Panama,
will open markets for Ameri-

can products and enhance our
nation’s prosperity. This
makes extension of the Presi-
dent’s Trade Promotion Au-
thority all the more essential
as we move forward.”
Secretary Gutierrez
is in India for discussions
with government officials to

explore opportunities to fur-
ther invigorate commercial
relations between the U.S.
and India through the mecha-
nisms provided by the U.S.-
India Commercial Dialogue,
the High Technology Coop-
eration Group, and the CEO
Forum.
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Approaching U.S. Export Controls

The Four Questions that Need Answers

by Robert Bowen

For U.S. exporters of nearly
any stage of experience, com-
plying with U.S. export con-
trols for commercial prod-
ucts or technology has never
been easy. Better, however,
to undergo the legally re-
quired due diligence before-
hand rather than discover that
a past shipment was (or,
worse still, multiple past
shipments were) impermissi-
bly exported from the United
States. What follows below
is a brief primer on reviewing
potential exports to determine
whether those exports meet
U.S. legal requirements.

A helpful starting point for
approaching U.S. export con-
trols for commercial items is
to break up the potential ex-
port transaction into seg-
ments for consideration. The
following four inquiries
(What, Where, Who, and
Why) capture this approach.

WHAT: Some U.S. export
controls apply to specific

types of products and tech-
nologies.

It is very important that a
commercial product or tech-
nology be correctly classified
and assigned the proper Ex-
port Control Classification
Number (ECCN) prior to ex-
port.

WHERE: Some U.S. export
controls apply to transactions
involving persons in specific
countries.  These controls
may impose an export license
requirement or may prohibit
the transaction altogether.
The U.S. maintains complete
or nearly complete embar-
goes on trade with Cuba,
Syria, Sudan, Iran, and North
Korea.

WHO: U.S. persons are pro-
hibited from doing business
with persons who have been
placed on denied or prohib-
ited party lists maintained by
the U.S. Government. Parties
to an export transaction must
be screened against these lists
prior to the transaction.

WHY: Certain U.S. export
controls apply to particular
end uses to which the product
or technology will be applied
overseas. It must be deter-
mined why the product or
technology is being sought, e.
g., what is the end usage of
the product or technology.
Certain end usages, such as
those related to weapons of
mass destruction, either re-
quire U.S. export licenses or
are outright prohibited.

Asking these questions is
only the beginning but, nev-
ertheless, it is a good begin-
ning. A helpful resource is
the website for the Bureau of
Industry and Security in the
U.S. Department of Com-
merce (www.bis.doc.gov).

Robert Bowen is a member of
the California Inland Empire
District Export Council. The
opinions expressed are solely
his own.
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Inside the International Trade Admin.

Meeting Ms. Colleen Litkenhaus

Colleen Litkenhaus was ap-
pointed by President Bush to
serve as the Deputy Assistant
Secretary for Domestic Op-
erations of the United States
and Foreign Commercial Ser-
vice, International Trade Ad-
ministration at the United
States Department of Com-
merce. The U.S. and For-
eign Commercial Service is
the key export promotion
agency of the federal govern-

ment.

In this ca-
pacity, Ms. Litken-
haus is responsible
for managing a num-
ber of mission-
critical initiatives,
including overseeing
the domestic opera-
tions of 109 U.S.§
Export  Assistance
Centers operating in
47 different states.

In addition, Ms.
Litkenhaus is re-
sponsible  for a
number of

trade  promotion
programs, the
Trade Information

Center, and the de-
velopment and exe-
cution of marketing
and communica-
tions strategies.

Colleen Litkenhaus

For additional
information on
U.S. Export
Controls, call the
Inland Empire
Export Assistance

Center at
(909) 466-4134.

Us.
COMMERCIAL
SERVICE

United States of America
Department of Commerce




Thinking of Exporting?

Your Local U.S. Export Assistance Center is Ready to Help You!

Our staff is ready to help you with
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ADMINISTRATION (909) 466-4134
Department of Commerce
Fred Latuperissa

Evelyn Coloma
Eduard Roytberg

Cabazon U.S. Export Assistance Center
Indio, California

(760) 342-4455
Cynthia Torres

TOP 10: U.S. Commercial
Service’s Exporting Tips

-Dedicate top-level management and develop a clear  -Create payment terms and conditions that meet the

export strategy; market’s needs standards (You can offer terms to for-
-1dentify potential market(s) and conduct research eign
and a risk/reward assessment; buyers. Meet competitors head-on by

-Be patient and realistic when g using the Export-Import Bank
going international (Take a long- ME”W“‘W‘ and the
term approach and allow suffi- of Souhem Colfomia Small Business Administration’s
cient time for due diligence.); Offes: export

-Seek professional help from the + Onfario programs.);

U.S. Commercial Service, Dis- * Indio -Design your company’s Web
trict Export Council, bankers, site

international legal firms, or ; : to be attractive and responsive to
freight forwarders; & AAL foreign buyers; and
-Make sure the product is export Fater neipoty -Take advantage of U.S. govern-
ready mameuhl'{it%rfnd ment
T prTay

(standards compliance, regula- i export promotion services—
tions, labeling, licensing, etc.); everything

-Understand and select the best from export counseling, financ-
distribution channel for each ing

country (research all potential distribution partners); — and market research to advocating
-1dentify sources of finance before beginning nego-  for your products in overseas markets.

tiations to ensure you are not caught flat-footed in (They are affordable and effective, re-
business meetings (Trade financing is crucial to gardless of the size of the company.) C
SUCCESS OVerseas.); FedEx KlﬂkOS.«*
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