
 We are entering the 4th Quarter of 

2009 and the Great Recession has finally bot-

tomed. With the tumultuous times came op-

portunity and many businesses realized that 

the time to export is now.  At the many events 

that I have participated in this year, I heard 

from many peo-

ple that they are 

interested in 

exporting.  Only 

a portion of the 

small/medium 

businesses 

(SMEs) export 

in this country 

and typically to 

only a couple of 

countries.  Think 

of the economic 

stimulus that the 

SMEs could 
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tic shipments by barge on inland waterways. 

We provide protection for both importers and 

exporters. Our carriers have international net-

works with representatives in many countries. 

We also offer Employee Benefits, Workersô 

Compensation, EPLI, 

and other products and 

services for you and 

your business. (CA 

License #0207713) 

Whatever you ship, 

wherever it goesé

Sawyer, Cook & Com-

pany will help you pro-

tect it, insure it and 

recover against any 

losses! 

Darrel Olson, President & 

CEO of Sawyer Cook. 

create, by increasing exports! 

 Exports remain the fastest growing 

segment of the economy and one in five factory 

workers in the U.S. owes their job to exports.  

This proven method to add profits and sales does 

have a learning curve.  I speak on this subject 

regularly and I always recommend the U.S. 

Commercial Service as a key partner to begin 

and expand an export business plan.  The District 

Export Councils around the country have a role 

and can provide the personal experience and 

executive wisdom to guide exporters in develop-

ing their plans or to solve a difficult export prob-

lem.   

 Together we will rebuild the economy 

and develop the solid base and stability that we 

desire.  An Export Strategy is a large part of my 

Business Plan, make it part of yours! 

 Sawyer, Cook & Co. Insurance pro-

fessionals assist District Export Council ex-

porters with insurance services to protect 

products worldwide. We offer coverage for 

heavy hull, cargo, ship repairers, boat yards, 

charter vessels, tour vessels, fishing guides, 

and marine boat dealerships. Cargo Insurance 

is a specialty of ours. Whether coverage is 

required for a Fortune 100 account or a new 

venture, Sawyer Cook can provide the neces-

sary coverage.  

 Our policies cover overseas shipment 

aboard vessels or aircraft, including inland 

transit when part of the through movement. 

We can also provide insurance for the domes-

The 
CIEDEC 
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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 provides 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. 

ñTo contribute lead-
ership & business 
experience in export 
expansionò 
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 Nimbus Water Systems 
manufactures Reverse Osmosis 
and Ultrafiltration water treat-
ment equipment for homes and 
business globally.  Nimbus of-
fers a wide range of quality 
products from 10 gallons per day 
(GPD) portable units to 50,000 

GPD commercial systems.   

 President Anthony Ca-
pone has served as president of 
Nimbus Water Systems since 
2003.  Under his leadership, 
Nimbus has focused on innova-
tive product development includ-
ing eco-friendly residential and 
commercial systems under the 
Green by Design ® label.  He is 

a nominee of the California 
Inland Empire District Export 

Council and an active exporter. 

 Director Fred Latuper-
issa started working with the 
company in January, 2009.  At 
the request of president Capone, 
Director Fred Latuperissa pro-

Education/Outreach: CIEDEC Chair Karen Bowerman 
The Education/Outreach subcommittee is responsible for addressing all education and outreach is-
sues that are of importance to commerce and any DEC in general. This subcommittee will evaluate 
outreach programs needed to address all relative issues both within Commerce and the DEC's. These 
programs will be developed with the help of Commerceôs Education Outreach designee, for distribu-
tion to each DEC.  This committee will also evaluate ñBest Practicesò education and outreach pro-

grams that various DEC's have in place and pass this information to the other DEC's for their use. 

Legislative Affaires: 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.  

Electronic Communications: CIEDEC Chair   
The Electronic Communications subcommittee is responsible for addressing all electronic communi-
cations 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 DECôs. The Chair will work 

closely with the Electronic Communications designate at the Department of Commerce. 

Export Successes: Nimbus Water Systems 

Partnership Outreach: CIEDEC Chair Uwe Janssen  
The Partnership Outreach subcommittee is responsible for addressing all conferences and trade 

events within the community that are of importance to Commerce and/or the DEC in general. 

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 positively 
through the activities of the DECôs. Some of these issues may fall into the sphere of current legisla-

tive activity while others may not.   

The CIEDEC Committees 

With assistance from 

the U.S. Commercial 

Service Ontario 

office, Nimbus 

Water Systems 

produced new to 

market export sales 

of over $385,000  

CIEDECôs  

website at: 
www.ciedec.org 

VISIT vided information on foreign 
competitors based on U.S. 
Commercial Service reports 
for the Pacific Region, Mid-
dle East, Central America, 
North America, and Euro-

pean Countries.   

 With the assistance 
of the U.S. Commercial Ser-
vice, the client has exported 
to; Belize, Canada, Germany, 
Mexico, Norway, Turkey, 
and the United Kingdom and 
produced new-to-market ex-
port sales of over $385,000.  
Nimbus Water Systems was 
founded in 1968 and is pri-
vately held by Donald T. 

Bray. 
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 One of the major 

issues facing the Inland Empire 
and Southern California has 
been the demise of a large share 
of its manufacturing base as 
overseas firms have been able 
to produce goods for less 
money. From 1990-2007, 
Southern Californiaôs manufac-
turing employment dropped 
from 1,279,600 to 888,800 jobs, 

down 241,400 or 21.4%. 

 The inland counties 
fared better, adding 41,000 in 
this period. However, the area 
lost 4,500 in 2007 and are down 
another 6,500 in 2008. In part, 
this is the reason why import 

volumes have soared. 

 One part of a remedy 
for this situation is for the cost 
of U.S. exported goods to go 
down for the rest of the world. 
This has, in fact, begun to hap-
pen with decline in the value of 

the dollar. Turning around the 

logic stated earlier, the drop in 
the value of the dollar means 
that U.S. goods costing a for-
eign buyer $100.00 in February 
2002 can be purchased for 
$73.65 today. That is a 26.35% 

decline in cost. 

 This fact is showing 

up in the export volumes at the 
ports of Los Angeles and Long 
Beach with outbound loaded 
containers up 199,000 in 2006, 
up another 366,000 in 2007 and 
an increase of 585,000 in 2008. 
At the moment, the problem is 
that much of this exported 
cargo is scrap steel, paper prod-
ucts, and agricultural goods, not 

produced goods. As yet, the 

Southern California economy 

is not taking advantage of 

this new found international 

competitiveness. 

 To a large extent, 

this is likely because the 

Inland Empireôs manufacturers 

are largely not used to 

competing in the world econ-

omy. Those whose business 

grew up in the Cold War era 

were used to selling domesti-

cally without much foreign 

competition. They thus had 

no need to learn about interna-

tional trade. 

 Those whose firms 

have evolved more recently 

were not able to compete 

internationally until now be-

cause their goods were too 

expensive for foreigners. In 

addition, the vast majority of 

the Inland Empireôs producers 

are small firms. 

   

 In 2007, there were 

3,579 manufacturers of whom 
only 585 had 50 or more em-
ployees. Many of the firms do 
not know how to find foreign 
customers.  For the Inland Em-
pire, international trade has 
become a crucial part of its 
economy. This has been par-

ticularly true for imports. 

 Some 43.2% of con-

tainers entering the U.S. do 

so through Southern Califor-

niaôs ports with much of the 

cargo contained in them being 
processed in inland warehouses. 
Export trade has not been as 
strong in the inland region, 
however with the dollar down 
in value, the opportunity for 
local producers to sell abroad 
has increased. In 2007, $4.2 
billion in exports originated 
from the Inland Empire.      
Numerous organizations are 
now working with local manu-
facturers to help increase that 

number. 

John Husing on Inland Empire Exports 

Excerpts from Husingôs International Trade and The Inland 

Empire 

CIEDECôs  

website at: 
www.ciedec.org 

VISIT 

ñExport volumes at 

the ports of Los 

Angeles and Long 

Beach have increased 

193% from 2006 to 

2008ò 
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 The United Arab Emir-

ates (UAE), a confederation of 

seven emirates, is highly cosmo-

politan and features a large expa-

triate workforce. The most well-

known emirate is the business 

center of Dubai, while the larg-

est, Abu Dhabi, covers 80 per-

cent of the landmass and holds 

most of the UAEôs 

vast oil and gas 

reserves. In recent 

years, the UAE has 

emerged as one of 

the top markets for 

U.S. exports in the 

Middle East and 

North Africa. In 

2000, U.S. exports 

to the UAE were 

only $2 billion, but 

they now exceed 

$13 billion. 

 The vast oil wealth in 

Abu Dhabi, the business acu-

men of Dubai, and the govern-

mentôs desire to rapidly de-

velop the country has resulted 

in a sustained boom in busi-

ness opportunities. Despite 

current problems caused by 

the global financial crisis, the 

UAE remains a good market 

for U.S. firms dealing in infra-

structure, oil and gas, defense, 

green building technologies and 

services, solar energy, and health 

care products and services. 

A Business Hub for the 

Middle East 

Dubai is the financial and logis-

tics hub for the 

Middle East. 

Abu Dhabi has 

emerged as the 

strongest link 

in the econ-

omy because it 

controls nearly 

all of the coun-

tryôs oil and 

gas revenue. 

The other five 

grat, who had just flown in 
from the Indonesian Embassy 
in Washington, D.C. spoke op-
timistically about potential 
trade opportunities for US com-
panies in the fields of engineer-
ing, aerospace, and security, 
among others. The Ambassador 

also addressed concerns about   
financial stability in the wake of 
the current international finan-
cial crisis, making favorable 
comparisons to his countryôs 
current position versus during 

 The Indonesian  cultural 
entertainment featured at the 
National DEC Conference in 
Palm Springs this fall marked the 
beginning of what has become a 
full -fledged effort to bring about 
a business mission to Indonesia 

in 2009. 

 On December 16th, 
L.A. Consul General Subijack-
sono Sujono of Indonesia wel-
comed CIEDEC members and 
Inland Empire businesspeople 
to his residence for a dinner 
party to discuss future trade 
cooperation, including the 
possibility of an Inland Empire 

trade mission to Indonesia. 

 Speakers at the occa-
sion included the Hon. Sudjad-
nan Parnohadiningrat, Indone-
sian Ambassador to the United 
States, Consul General Subijack-
sono Sujono, and CIEDEC Ex-
ecutive Secretary Fred Latuper-
issa. Ambassador Parnohadinin-

the 1997 Asian financial crisis. 

 According to Ambassa-
dor Parnohadiningrat, Indonesia is 
currently using some of its 50+ 
billion US dollars of foreign ex-
change reserves to stabilize its 
currency, but also has the support 
of China, Japan, and South Korea 

via the Chiang Mai Initiative 
($80 billion US),  as well as 
bilateral agreements with 

Australia and Malaysia.  

 Fred Latuperissa 
highlighted a desire for re-
sults-oriented dialogue be-
tween American and Indo-
nesian companies that 
would lead to new contrac-
tual agreements and a mutu-
ally beneficial cooperation 

of the two countries. His speech 
was met with enthusiasm and 
willingness by attending members 
of the Los Angeles Indonesian 
Consulate, as well as Ambassador 

Parnohadiningrat. 

New Market of the Month: 

A Business Mission to Indonesia 

CIEDECôs  

website at: 
www.ciedec.org 

VISIT 

Continued on page 11  

Indonesia Fast Facts 

¶  Indonesia has the 

worlds 4th largest 

economy 

¶  GDP is growing at 

over 6% annually 

¶  Has the largest 

economy in 

Southeast Asia 

United Arab Emirates 

Burj Dubai -Worlds tallest building  



Michelle O'Neill has been serving as Acting Under Secretary for International Trade since 

November 2008.  She is responsible for leading the International Trade Administration (ITA), 

which participates in the development of U.S. trade policy; identifies and resolves market 

access and compliance issues; promotes American competitiveness and the strength of U.S. 

companies in the global economy; administers U.S. trade laws; and undertakes a range of 

trade promotion and trade advocacy efforts.  O'Neill received her B.A. degree from Sweet 

Briar College in 1985, and her M.A. from the LBJ School of Public Affairs in 1987. 
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CIEDEC Welcomes Secretary of Commerce 

Deputy Assistant Secretary International Operations: Karen L. Zens 

 On March 24th, United 
States Senate confirmed Gary 
Locke as the nationôs 36th Com-

merce Secretary by unanimous 

consent. Secretary Locke will 
be a key member of President 

Obamaôs economic team and 

will be an influential ambassa-
dor for American business and 
industry abroad. Locke is the 
first Chinese American to 

serve as Commerce Secretary. 

 Locke will oversee a 

department that, under the 
American Recovery and Rein-

vestment Act, is charged with expand-
ing the countryôs broadband infrastruc-
ture, bringing economic development 
to communities hardest hit by the   

recession and 
putting Ameri-
cans to work 
under programs 
run by the Cen-
sus, NOAA and 
the National Insti-
tute of Standards 

and Technology. 

 To open 
doors for Wash-
ington State busi-

nesses, Locke led 10 productive 
trade missions to Asia, Mexico and 
Europe, significantly expanding 
the sales of Washington products 
and services. He also opened a 
Washington State trade office in 
Germany to advance trade rela-

tions with European countries. 

 CIEDEC works in 

close connection with the Depart-
ment of Commerce, Commercial 
Service and looks forward to a 
fruitful partnership with Secretary 

Lockeôs administration. 

Karen Zens is a career diplomat with the U.S. Commercial Service of the Department of Com-

merce.  In August 2009, Karen assumed the position of Deputy Assistant Secretary for Interna-

tional Operations at the U.S. Commercial Service in Washington, D.C..  She manages a world-

wide network of more than 125 offices located in over 75 countries that provide export assis-

tance to American companies.  She is a graduate of Smith College and has a Masters degree in 

International Affairs from Columbia University. 

Deputy Assistant Secretary Domestic Operations: Ro Khanna 

Ro Khanna was appointed by President Obama to serve as the Deputy Assistant Secretary for 

Domestic Operations of the United States and Foreign Commercial Service, International 

Trade Administration at the United States Department of Commerce.  Mr. Khanna is respon-

sible for overseeing the domestic operations of 109 U.S. Export Assistance Centers operating 

in 48 states.  Mr. Khanna will also be involved with planning and executing a number of 

critical trade missions for the Department.  Prior to joining the Department of Commerce, 

Mr. Khanna was counsel at OôMelveny & Myers where he practiced intellectual property and 

complex business litigation.  He is a Phi Beta graduate of the University of Chicago in Eco-

nomics, and a graduate of Yale Law School. 

CIEDECôs  

website at: 
www.ciedec.org 

VISIT 

Francisco J. 

Sánchez is 

President Obamaôs 

nominee for Under 

Secretary for 

International 

Trade at the 

Department of 

Commerce, he is 

awaiting 

confirmation by the 

U.S. Senate 

Acting Under Secretary for International Trade: Michelle OôNeill 

Deputy Director General: Rochelle J. Lipsitz 
Rochelle J. Lipsitz joined the U.S. and Foreign Commercial Service in October 2007 as Deputy Director Gen-

eral. Prior to the Commercial Service, she served in the Transportation Security Administration (TSA)/

Department of Homeland Security as Deputy Assistant Administrator for the Office of International Programs. A 

native of St. Louis, Missouri, Ms. Lipsitz holds a M.S. in International Business from American University and a 

B.A. in Spanish and German Literature and Language form the University of Missouri. Ms. Lipsitz is a member 

of the Council of Foreign Relations. 
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Upcoming International Trade Events 
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Å      2010 Trade Mission to Indonesia 

 To promote firms offering innovative products,         
services and technologies and who are interested in position-
ing themselves for long-term business in the world's fourth 

largest country 

January 11-15, 2010 

www.buyusa.gov/inlandempire/indonesiabusinessmission.html 

 

Å   2010 Singapore Air Show 

 Asiaôs largest aerospace and defense event is one of 

  the top three air shows in the world 

February 2-7, 2010 

www.singaporeairshow.com/ 

www.export.gov/eac/show_detail_trade_events.asp?EventID=29665 

 

Å    2nd Solar Energy Trade Mission to India 

 The goal of the second solar energy trade mission is 
 to help U.S. solar technology firms initiate or expand 

their exports to India 

Feburary 14-19, 2010 

www.buyusa.gov/pacificsouth/indiatrademission.html    

 

Å      Franchise Trade Mission to Mexico 

Trade Mission will put U.S. franchisors in touch with key in-

dustry contacts and potential local/regional franchisees 

March 3-9, 2010 

www.export.gov/eac/show_detail_trade_events.asp?EventID=29707 
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San Manuel Band of Mission Indians 

Singapore City 

 In June of 1999, San 

Manuel signed a Memorandum 

of Understanding (MOU) with 
the U.S. Department 
of Commerce 
(USDOC), a truly 
historic agreement. 
The agreement was 
the first of its kind 
between a tribal gov-
ernment and the Com-
merce Departmentôs 
International Trade 
Administration, and 
made San Manuel the 
first tribe in the coun-
try to form a partner-
ship, providing office 
space and support to 
open an Export Assis-
tance Center on tribal 
property. Under the 
MOU, San Manuel 
and Director Fred La-
tuperissa of the Inland 
Empire USEAC 
agreed to work to-
gether to promote international 
trade for businesses in the Inland 

Empire. 

 As former California 
Congressman George Brown 

expressed, ñthis joint venture is 
representative of the emerging 
international economic force 
that will make San Bernardino 

an international trade leader in 
California.ò Since signing the 
agreement, San Manuel has re-
mained a business and commu-
nity leader and continues to rec-
ognize the importance of en-

couraging further international 
activities and desires to develop an 
aggressive export assistance func-

tion.  

 San 
Manuel is one 
of the largest 
employers in 
the Inland 
Empire, Em-
ploying more 
than 3,300 
locals, and 
donates      
generously to 
charities each 
year. In an 
effort to safe-
guard the peo-

ple of San 

Bernardino, 
the tribe made 
a $2 million 
donation of 
three fire en-
gines and one 
hazardous 

materials vehicle to the city in 
2000, followed by another dona-
tion of 10 thermal imaging cam-
eras in 2002 to various Inland Em-

pire fire stations. 

San Manual Native American Tribe Perspective 

 As we contemplate the erratic treatment of Native Ameri-
cans in U.S. history, we occasionally (and all-too infrequently) see 

glimmers of hope such as this new administration. 

 The challenge of on-going administrations and Congress 
is to execute on a consistent policy toward tribes which supports 

self -sufficiency not only from an economic perspective but also 

from a governance perspective. 

 The tax code and other provisions of law continue to treat 
tribes in a bi-polar manner and do not consistently treat tribes as 

governments. In many cases, treatment of tribes by states is even 

worse. 

 The testimony of Dan McLaughlin in 1998 before the 
Senate Committee on Indian Affairs begins to encapsulate that full 

and complete understanding of interaction in Indian Country. The 

actions of the Commerce Department, in particular, by executing 

the MOU with the San Manuel Band of Mission Indians is to 

be applauded for its insight, vision, and spirit of cooperation a 

mission of mutual import to both parties. 

Singapore: The Gateway to Southeast Asia 
 Singapore is one of the 
most highly developed and so-
phisticated industrial and com-
mercial , financial and consumer 
economies in the world.  
Despite the current eco-
nomic turmoil Singapore 
offers a stable, yet dynamic, 
market for U.S. exporters 
and is a key regional trade 

center.   

 The World Bankôs 
ñDoing Business 2009ò re-
port ranked Singapore as the 
easiest country in which to 
do business.  U.S. compa-

nies feel comfortable in Singa-
pore.  English is the language of 
business and government.  The 
rule of law and intellectual 

property rights are respected.  
Singapore was the 12th largest 
export market and the 17th larg-
est trading partner with the 

United States in 2008.  
Despite being halfway 
around the world, the 
United States was Singa-
poreôs largest import 

source, behind Malaysia.   

 The Singapore 
government encourages 
American firms to export 
to Singapore and then use 
Singapore as a distribu-

Celebrating 10th Year Partnership with USDC 

Continued on page 13  

ñSan Manuel is one of 

the largest employers 

in the Inland Empire, 

Employing more than 

3,300 locals, and 

donates generously to 

charities each year.ò 
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the big "E" emblazoned on it 
became a badge of patriotism in 

action. 

 President Kennedy 
revived the World War II "E" 
symbol of excellence to honor 
and provide recognition to 
America's exporters. Thus, the 
"E" Award Program was estab-
lished by Executive Order 
l0978 on December 5, l96l. The 
"E Star" was authorized in l969 
to recognize "E" Award 
winners for contin-
ued efforts in ex-

port expansion. 

 Winners 
of the "E" and "E 
Star" Award are 
authorized to fly 
the blue and white ban-

 The President's "E" 
Award was created by Execu-
tive Order of the President on 
December 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 recognition 
of noteworthy export promo-

tion efforts. 

During World War II, 
more than 4,000 "E Pennants" 
were presented to war plants in 
recognition of production ex-
cellence. The famous flag with 

ner, to display the accompa-
nying certificate of commen-
dation which is signed by 
the Secretary of Commerce 
in the name and by the au-
thority of the President, to 
wear and issue to employees 
an "E" lapel pin, and to refer 
to the award in their        

advertising. 

 

 

Presidentôs ñEò Award 

 A fundamental shift 
has taken place in the world 
economy.  Competition in the 
international market no 
longer lies on the assembly 
line, rather, economic might 
is increasingly determined by 
the productivity, application, 
and utilization of informa-
tion.  The Inland Empire re-
gion 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 por-
tion of eastern Los Angeles 
County.  The two-county area 
forms the largest Metropolitan 
Statistical Area (MSA) in the 
nation, and ranks as the 14th 
most populous in the United 
States with approximately 
28,000 square miles.  If the 

Inland Empire was a state, it 
would rank 30th largest in 

terms of population at 3 mil-
lion, and 32nd largest in terms 

of total income at $52 billion. 

 The U.S. Department 
of Commerce, Inland Empire 
Export Assistance Center, On-
tario, CA, supports businesses 
from Pomona to Palm Springs 
to Temecula and Barstow.  
The region supports over 
3,000 manufacturers in manu-
facturing of automotive and 
related equipment, housing, 

recreational vehicles, medical 
devices, and wastewater 
treatment.  The region is 
among the nationôs best 
suited areas for international 
trade.  The excellent locale 
and distribution infrastructure 
facilitates the process of 
bringing goods into and out 

of the area.   

 With a dollar value 
increase in exports of $767 
million from 1993 to 1998, 
the area has an astounding 
70.2% growth rate.  Ranked 
in terms of export dollar  
increases, the region stands 
51st in the nation, placing the 
IE in the top 20% of the fast-
est growing US metropolitan 
centers.  At $680 billion in 
total export sales for 1998, 
the region ranked 59th in the 

nation. 

  

Inland Empire Region of Southern California 

CIEDECôs  

website at: 
www.ciedec.org 

VISIT 

For more 

information on how 

to apply for the ñEò 

Award, 

visit 

www.buyusa.gov/inla

ndempire/news.html 



manufactured exports.ò 

As part of ITA, CS helps 

American firms and workers 

navigate the often complicated 

and unpredictable waters of 

foreign trade so that U.S. 

firmsô sales abroad help to 

support jobs here in the United 

States.  

In fiscal year 2008, U.S. 

firms assisted by CS        

reported more than 12,000 

export successes. Eighty-two 

percent of these successes 

were achieved by small and 

medium-sized businesses.  

Acting Assistant Secretary 

Lipsitzôs testimony is avail-

able at  

www.trade.gov/press/

speeches/lipsitz_100609.asp 

WASHINGTON - 

The International Trade Ad-

ministrationôs (ITA) role as 

the premier resource for 

American companies compet-

ing in the global marketplace 

was highlighted in testimony 

at todayôs Senate Committee 

on Commerce, Science and 

Transportation, Subcommit-

tee on Competitiveness, Inno-

vation, and Export Promotion 

hearing.  

 Rochelle Lipsitz, 

Acting Assistant Secretary for 

Trade Promotion and Director 

General of the U.S. and For-

eign Commercial Service (CS) 

discussed ITAôs efforts and 

successes in spearheading U.S. 

government endeavors regard-

ing export promotion, and the 

importance of exporting to the 

U.S. economy.  

ñIn 2008, exports accounted 

for 13 percent of Gross Do-

mestic Product (GDP),ò Lip-

sitz said. ñLast year, the 

United States exported an as-

tounding $1.84 trillion worth 

of goods and services. These 

export figures translate directly 

into the creation of jobs in the 

United States. The latest avail-

able employment numbers 

indicate that roughly six mil-

lion U.S. jobs depend on 

share, in recent years competi-
tion for inward investment has 
intensified.  Inward investment is 
too important to the U.S. econ-

omy for us not to act.           

In an increasingly com-
petitive global economy, ITA 
can help ensure that the U.S. 
remains the primary world mar-
ket for inward investment.  Both 
here in the United States and 
around the globe, ITA is well 

 The International Trade 
Administration (ITA) is launch-
ing an initiative to attract inward 
investment to the United States.  
The Invest in America Initiative 
will use the uniquely positioned 
resources of ITA to promote the 
United States as the best market 

in the world for investment. 

Inward investment into 
the United States is a driving 
force in the U.S. economy.  
Foreign investors employ 5.1 
million Americans, pay on av-
erage 32% higher wages than 
the national average, support 
19% of U.S. exports, and in 
2005 reinvested $59 billion in 
profits 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 histori-
cally been the worldôs largest 
recipient of inward investment 
with 17 percent of the global 

suited to educate business, pol-
icy, and government leaders on 
the importance of inward in-
vestment to the U.S. economy, 
and to promote the United 
States to responsible investors 
globally.  This initiative will in 
no way affect the CFIUS proc-
ess, which is an important safe-

guard of U.S. national security. 

Cross unit ITA col-
laboration will be critical to the 
success of this new, pro-active 
inward investment initiative.  
This effort will be led from my 
office in close cooperation with 
all ITA units.  Over the coming 
weeks, your office may be en-
gaged in support of this impor-

tant initiative.   

 These efforts are criti-
cal to ensure that the United 
States maintains its long-
established reputation as pro-
viding the most open invest-

ment climate in the world.   
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U.S. Commercial Service Export Promotion Activities Highlighted 

The In vest in 

America 

Initiative will 

focus on: 

 

¶  Outreach to  

Foreign 

Governments and 

Investor 

 

¶  Outreach to 

State and Local 

Governments 

 

¶  Addressing 

Business Climate 

Concerns 

The Invest in America Initiative 

CIEDECôs  

website at: 
www.ciedec.org 

VISIT 



Company Profile: Alvarado Manufacturing  
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 Alvarado Manufacturing, located 

in Chino, California, is the #1 US manufac-

turer of full height turnstiles, waist high 

turnstiles, optical turnstiles, security turn-

stiles and security gates. In business since 
1956, Alvarado has been a client of the CS 

Inland Empire since 2000. With the 

USEAC's active support, Alvarado has es-

tablished a solid dis-

tribution network 

throughout Asia, 

including recently 

the Philippines. 

  Jonathan 

Watson, Alvarado's 

Director of Interna-

tional Sales, continu-

ously exhibits in the 

DOC-certified ASIS 

International show. 

In November 2005, 

CS Inland Empire's 

Director Fred Latu-

perissa and Sr. Trade 

Specialist Eduard Roytberg helped to 

arrange a Showtime program appoint-

ment with CS Singapore's CommSpec 

Hawcheng Ng, who facilitated the con-

nection of Mr. Watson to Singapore-
based Apollo-ESS, and Philippine-

based Main Hardware.  

 CommSpec Hawcheng Ng 

synchronized these meetings with the 

Safety and Security Asia Expo in Sin-

gapore which allowed Mr. Watson to 

participate actively via the US Em-

bassyôs exhibition booth to maximize 

exposure to regional prospects.  Comm-

Spec Hawcheng Ng also arranged for 

valuable background reports and finan-

cial statements of such companies so 

that a logical assessment could be made 

with respect to contracts and long-term 

sustainability.  Mr. Niala also provided 

insights and reports about business and 

market trends to Mr. Watson. Conse-

quently, Alvarado signed Main Hard-

ware as a distributor.   

 As a result of this combined 

CS assistance, Mr. Watson recently 

reported $250,000.00 in export sales 

to Main Hardware for 2007-2008, 

and another $150,000.00 in 2009. 
Alvarado and Main Hardware, with 

support from CS Inland Empire and 

CS Manila are expecting an even 

bigger year in 2010 as they have 

some large prospects on the horizon.  

In his letter, Mr. Watson indicated 

that the Philip-

pines has been 

one of his best 

successes and 

acknowledged 

the support he 

received from 

Director Latu-

perissa, TS 

Roytberg, and 

CommSpec Ng 

and Niala. 

them in building a presence in the mar-

ket. 

The official language is Arabic, but 

the operational language is English, 

because 85 percent of the people are 

expatriates from more than 100 coun-

tries. Patience, politeness, and will-

ingness to be on the ground are criti-

emiratesðSharjah, Ras al Khaimah, Umm 

al Qaiwain, Ajman, and Fujairahðalso 

offer business opportunities as they seek 

to develop their economies to take advan-

tage of the overall growth in the UAEôs 

economy. 

Market Entry Strategy  

U.S. exporters are 

encouraged to be-

come familiar with 

the different markets 

within the UAE to 

understand the oppor-

tunities and chal-

lenges of each one. In 

most cases, U.S. ex-

porters should have 

or are required to 

have a local agent, 

distributor, or repre-

sentative to assist 

cal to success. U.S. firms should 

be prepared for protracted peri-

ods of negotiation and bargain-

ing. 

For more information about export-

ing to the UAE, visit  

 

www.buyusa.gov/uae/en 

New Market of the MonthðUAE 
Continued from page 5 

Optical Turnstiles 

Waist-high Turnstiles 

Atlantis Palm Hotel 


