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block exemption regulation
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		  service-related, 221
branding products, 96
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business consultants,  
		  case study, 106–7
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business partners
	 case studies, 38–39,  
		  70–71, 90–91, 106–7
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	 case studies, 38–39, 160–61
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	 case study, 70–71
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Centers for Disease Control  
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	 insuring accounts receivables, 104
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	 researching, 28
compulsory licenses, 117
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		  case study, 134–35
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	 business, 106–7
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		  to cash, 195
copyright law, 87, 114, 118–19
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cost considerations
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		  pricing issues, 164–66
	 marginal cost pricing, 164–65
	 shipping, 143
countertrade, 195
country information, sources, 34–37
CPT (carriage paid to), 169
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		  buyers, 194–95
credit cards, online payment, 130
credit checks, 177, 184
credit insurance, 198–99
credit practices, 177–78
credit reports, 63, 65, 218
cross-licensing agreements, 85
cultural issues
	 business culture tips, 212b
	 case studies, 38–39, 52–53,  
		  98–99, 106–7, 204–5, 214–15
	 social customs and styles  
		  of doing business, 211–13
	 trademark considerations, 118
	 Web content localizing and  
		  internationalizing, 128–29
currency conversion
	 foreign currency risks, 183–84
	 Web content localizing and  
		  internationalizing, 129
customer service, online  
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		  social customs, case studies
customs-bonded warehouses, 113–14
customs brokers, 138
customs regulations, foreign, 209

d
date drafts, 179, 182
delivery terms, terms of  
		  sale and, 168–70
demographic information,  
		  sources, 30–32
departments of commerce,  
		  advice and assistance, 47
designs and trade secrets, 114
destination control  
		  statement, 109–10, 141

developing markets
	 case studies, 10–11, 120–21, 160–61
	 protecting intellectual property, 86
development agencies. See  
		  international development  
		  agencies
direct e-mail, 125
direct mail, 62
Direct Marketing Association,  
		  62, 125, 132
direct sales and selling, 55, 59–60, 62
	 case study, 90–91
discounting, 196–97
dispute resolution, sources of, 69
distribution, 8, 57, 60. See also foreign  
		  representatives and distributors;  
		  organizational preparation
	 case studies, 20–21, 52–53, 160–61
District Export Councils, 46, 50
documentary collections  
		  or drafts, 179, 181–82
documentary letters of  
		  credit, 179–81, 188–89
documentation required for  
		  business travel abroad, 207–9
domain name selection, 127
Domes International Inc.,  
		  case study, 10–11
domestic sales, separating  
		  international sales from, 60
drafts, 179, 181–82
drawback, 112
“dual-use” items, 28
dutiable goods and materials
	 customs-bonded  
		  warehouses and, 113–14
	 foreign-trade zones, 112–13
	 shipping to free trade zone  
		  or free port, 143

e
e-business services exporting, 103
e-commerce
	 advertising content laws,  
		  considerations, 133
	 after-sales service, 129–31
	 assessing readiness for, 125–27
	 business-to-business  
		  e-commerce, 123–25
	 business-to-consumer  
		  e-commerce, 123–25, 130
	 case study, 134–35
	 chargebacks, 130
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		  considerations, 132
	 good faith considerations, 133
	 information delivery sites, 124–25
	 information technology  
		  assessment, 125–27
	 jurisdiction considerations, 133
	 market development, 125
	 multifunctional Web sites, 124–25
	 order execution, 129–31
	 privacy considerations, 131–32
	 security considerations, 132
	 steps to going online, 127–29
	 transactional sites, 124
	 unsolicited commercial  
		  e-mail considerations, 132
E-Export Toolbox, 135
e-mail
	 direct, 125
	 spam, 132
e-marketplaces, 125
economic and business growth, 3–9
economic development agencies,  
		  advice and assistance, 47
education and training  
		  services exporting, 103
electronic commerce. See e-commerce
electronic signature,  
		  e-commerce considerations, 132
embassies and consulates
	 foreign government, in the  
		  United States, 143, 209, 218
	 U.S., 79, 210
emerging and developing markets
	 case studies, 10–11, 120–21, 160–61
	 protecting intellectual property, 86
end users, direct sales to, 62
engineering, case study, 90–91
engineering services exporting, 103
entertainment services exporting, 103
environmental industry,  
		  case study, 120–21
environmental service exporting, 102
eScan Security Assessment, 126–27
etiquette, intercultural business, 211–13
European Bank for Reconstruction  
		  and Development, 32, 203
European export markets,  
		  Showcase Europe program, 35
European Union
	 technology licensing, 86–87

EuroStat, 31
EuroTrade Online, 31
Evertek Computer Corporation,  
		  case study, 134–35
exchange rates, foreign  
		  currency risks, 183–84
excise tax rebates, 112
Export Administration Act,  
		  antiboycott regulations, 110
Export Administration Regulations, 141
	 licensing requirements, 109, 110b
export agents, merchants,  
		  or remarketers, 59
Export Assistance Centers, 41–42, 143
	 Asia Now, 35
	 buyer finding programs, 73
	 District Export Councils and, 46
	 industry information, 34
	 license requirements, 109
	 market research assessment, 29, 37
	 seminars, 50
	 target market evaluation, 27
	 travel advisories, 210
export controls, 28
	 “dual-use” items, 28
Export Credit Guarantee Program, 201
export credit insurance, 198–99
Export Express, 200
export intermediaries
	 advice and assistance, 48
	 financing export transactions, 197
Export Legal Assistance Network, 45
export management companies, 58
export marks, 143
export plan development, 17–19
	 management issues and, 16–17b
	 sample outline for export plan, 19b
export processing zones, 113
export receivables,  
		  converting to cash, 195
export regulations, 109–11. See also  
		  Export Administration Regulations
export seminars, 50–51, 161
export statistics, 26, 141–42
export strategy development
	 assessing company  
		  export readiness, 13–17
	 determining product export  
		  potential, 13, 15, 17
	 developing an export  
		  plan, 16–17b, 17–19
Export Trade Certificate  
		  of Review, 58–59

Export Trade Company Act, 58
export trading companies, 59
Export Working Capital Program, 200
Export–Import Bank of the  
		  United States, 43, 197–99
exporting
	 approaches to, 55–57.  
		  See also export strategy  
		  development; sales and selling
	 assessing export readiness, 13–17
	 ease of, 3–4
	 global business assumptions and, 6
	 global economy and, 6–9
	 motivational factors, 14
	 organizational factors, 14
	 organizational preparation, 60–68
	 sources of market research, 30
	 state and local government  
		  educational resources, 47, 50
	 transformational effect, 8–9
exporting a service. See  
		  service exporting
extending credit to foreign  
		  buyers, 194–95
EXW (ex works or “from a  
		  named point of origin”), 169

f
Facility Guarantee Program, 201
Falcon Waterfree Technologies,  
		  case study, 98–99
family startup business,  
		  case study, 20–21
FAS (free alongside ship), 169
FCA (free carrier), 169
feasibility studies, 161
federal government sources of  
		  market research, 29. See also  
		  specific agencies and  
		  organizations
Federal Maritime Commission, 137
Federal Trade Commission, 133
fiberglass domes, case study, 10–11
financial institutions, advice  
		  and assistance, 47
financial services, exporting, 102, 104
financial statistics, sources, 32
financing export transactions
	 banker’s acceptances, 197
	 case study, 204–5
	 commercial banks and, 195–96
	 countertrade, 195
	 discounting, 196–97
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	 export credit insurance, 198–99
	 export intermediaries and, 197
	 extending credit to  
		  foreign buyers, 194–95
	 general considerations, 193–94
	 government assistance  
		  programs, 197–202
	 multilateral development  
		  banks and, 202–3
	 payment periods or  
		  terms, 194–95, 204–5
	 postexport financing, 198–99
	 preexport financing, 198
	 service exporting, 104
	 state and local export  
		  finance programs, 203
	 third-party financing, 195
first-time buyers, extensions  
		  of credit, 194, 195b
FOB (free on board), 169
Food and Drug Administration export  
		  certification case study, 160–61
Foreign Agricultural Service
	 finding qualified buyers through, 79
	 Office of Outreach and  
		  Exporter Assistance, 33, 46
foreign boycotts, 110
foreign buyers, extending  
		  credit to, 194–95
Foreign Corrupt Practices Act, 111
foreign currency risks, 183–84
foreign government embassies and  
		  consulates in the United  
		  States, 143
	 assistance from, 218
	 visa provision, 209
foreign government import  
		  regulations, 111, 142–43
foreign markets, 4
foreign representatives and  
		  distributors, 61, 62
	 contacting and evaluating, 63–66
	 negotiating agreements with, 66–69
	 training, 222
foreign retailers, 61–62
foreign technical regulations, 46
foreign trade statistics, sources, 31
foreign-trade zones, U.S., 112–13
Foreign-Trade Zones Board, 113
franchising, 86
	 case studies, 106–7, 174–75, 214–15
free trade zone or free  
		  port, shipping to, 143

freight forwarders, 137–38, 143
	 case study, 160–61
	 handling product returns, 222
	 price calculation assistance, 170

g
General Sales Manager Online System,  
		  finance program applications, 201
getting paid. See financing  
		  export transactions
gift giving, 213
global business assumptions, 6
Global Economic Prospects, 6
global economy, expansion, 6–9
global manufacturing operations, 
		  case study, 10–11
Global Population Profile, 32
global sales and trade, 3–9
global trading system, 4
“going global,” 10–11, 20–21
Gold Key Matching Service, 75
	 case studies, 70–71, 82–83,  
		  90–91, 106–7, 174–75
good faith considerations  
		  in e-commerce, 133
government financial assistance  
		  programs, 197–202
government officials and  
		  experts, interviews with, 29
grant-back clauses
	 technology licensing and, 85
greetings and forms of address, 212–13
growth, economic and business, 3–9
guarantee programs
	 Foreign Agricultural Service, 201
	 for service exporting, 104
	 working capital, 43, 196, 198, 200

h
Harmonized Tariff System, 141, 142b
health-related products,  
		  case study, 160–61
home-based business,  
		  case study, 20–21
Home Instead Senior Care,  
		  case study, 174–75

i
import barriers, 28
import competition, assessing, 31
import data source, United States, 31
import regulations of foreign  
		  governments, 111, 142–43

incentives, exporting, 27
Incoterms 2000, 168, 169
indirect sales and selling, 55, 57–59
industry and trade associations,  
		  advice and assistance, 49
industry information, sources, 33–34
information sources. See  
		  sources of market research
information technology assessment
	 case study, 134–35
	 readiness to go online, 125–27
information transfers, national  
		  security and, 117
infrastructure-building opportunities,  
		  U.S. Trade and Development  
		  Agency programs, 80
insurance, credit, 198–99
insurance, shipping, 143–44
insurance products, 43
insurance services exporting, 102
insuring accounts receivables, 104
intangibility of services, 103–4
intellectual property, 63
	 case study, 214–15
	 copyright law, 114, 118–19
	 designs and trade secrets, 114
	 international agreements, 115
	 mask work registration, 114
	 NAFTA and TRIPs and, 115, 116
	 Patent Cooperation Treaty  
		  patent applications, 115–16
	 patent law, 87, 114, 115–17
	 right of national treatment, 115
	 right of priority, 115
	 Strategy Targeting Organized  
		  Piracy, 114b, 119
	 trademark law, 114, 117–18
Inter-American Development  
		  Bank, 32, 203
International Air Transport  
		  Association, 137
international banking specialists, 47
international banks, 218
International Chamber of Commerce
	 advertising and marketing  
		  guidelines, 133
	 Incoterms 2000, 168, 169
	 International Court of Arbitration, 69
	 negotiation and arbitration  
		  for non-payment, 184–85
international commercial terms, 168–70
international development agencies
	 multilateral development  
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	 sources of market research, 32–33
international distribution,  
		  case study, 20–21
International Financial Statistics, 32
international legal considerations
	 after-sales service, 222
	 antiboycott regulations, 110
	 antidiversion clause, 109–10
	 certificate of origin, 30, 112, 140, 141
	 customs-bonded 	
	 warehouses, 113–14
	 destination control  
		  statement, 109–10, 141
	 export processing zones, 113
	 export regulations, 109–11
	 Foreign Corrupt Practices Act, 111
	 import regulations of  
		  foreign governments, 111
	 intellectual property  
		  considerations, 114–19
	 joint ventures, 89
	 licensing, 86–88
	 minimum antidiversion  
		  statement, 109–10
	 North American Free Trade  
		  Agreement, 111
	 tariffs, 111
	 U.S. foreign-trade zones, 112–13
international market entry,  
		  case studies, 10–11, 20–21
International Monetary Fund,  
		  source of financial statistics, 32
international shipping companies, 144
International Trade Administration
	 Manufacturing and  
		  Services unit, 105
	 Trade Fair Certification  
		  Program, 77–78
international trade agreements, 4, 30
	 compliance, 44
international trade clubs,  
		  advice and assistance, 48
international trade consultants,  
		  advice and assistance, 49–50
international trade specialists, 41–42.  
		  See also Export Assistance  
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Internet sales. See e-commerce
inventions, patent law, 87, 114, 115–17
itinerary planning, 209–10
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joint ventures, 88–89
	 service or repair capability, 221
JQ American, case study, 204–5
jurisdiction, e-commerce  
		  considerations, 133
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labeling products, 96
	 marking and labeling  
		  for shipping, 139–40
language issues, 68–69
	 case study, 52–53
	 contracts, 68
	 e-commerce considerations, 124
	 Internet domain names and, 127
	 trademark considerations, 118
	 Web content localizing and  
		  internationalizing, 128–29
law firms
	 advice and assistance, 50
	 for contract preparation, 68–69
legal considerations. See  
		  international legal considerations
legal precedence, country of origin and  
		  other contract  
		  considerations, 68–69
letters of credit, 179–81, 188–89
license agreements
	 case study, 90–91
	 technology licensing, 85–88
licensing requirements, 27, 28
	 case study, 174–75
	 certain technologies, 117
	 Export Administration  
		  Regulations, 109, 110b
LightStream Technologies,  
		  case study, 70–71
loans and grant programs. See also  
		  specific support organizations
	 minority, woman-owned,  
		  or rural businesses, 198
	 for service exporting, 104
local chambers of commerce
	 advice and assistance, 48–49, 50
	 source of market research, 29
local service facilities, 220–21, 222
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LowDoc, 200–1
LuLu’s Dessert, case study, 190–91
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Madrid Protocol, 87
management, role and responsibility  
		  in export decision, 16–17b, 17–19
manufactured products
	 case study, 90–91
	 foreign technical regulations, 46
marine cargo insurance, 144
market access and compliance, 44
market development, e-commerce  
		  considerations, 125
market research
	 assessing targeted markets, 27–28
	 case studies, 106–7, 190–91
	 drawing conclusions, 28
	 identifying potential markets, 32
	 marketing strategy  
		  development and, 24–25
	 methods of, 25–26
	 primary market research, 25
	 screening potential markets, 26–27
	 secondary market research, 25–26
	 sources. See sources  
		  of market research
	 step-by-step approach, 26–28
market surveys, 29
marketing factors, analyzing, 28
marketing firms, advice  
		  and assistance, 50
marketing strategy development
	 benefits of a marketing plan, 23–24
	 market research and, 24–25
marks, service and  
		  collective, 114, 117–18
matching services, online, 125
meeting preparation, 208b
metric measurements, Web content  
		  localizing and  
		  internationalizing, 129
Middle East and North Africa  
		  Business Information Center, 35
minimum antidiversion  
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minority, woman-owned,  
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multilateral development  
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multistate catalog exhibitions, 79
Mykytyn Enterprises Inc.,  
		  case study, 20–21
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NAFTA. See North American Free  
		  Trade Agreement (NAFTA)
National Association of  
		  Manufacturers, 91
National Center for Standards and  
		  Certification Information, 46
National Customs Brokers  
		  and Freight Forwarders  
		  Association of America, 138
national distribution, case study, 52–53
National Institute of Standards  
		  and Technology, 126
national treatment, right of, 115
negotiating agreements with  
		  foreign representatives, 66–69
negotiation, 213
North American Free Trade  
		  Agreement (NAFTA), 112
	 certificate of origin, 30, 112, 141
Notify U.S., 46

o
obsolete products market,  
		  case study, 134–35
ocean shipping, 137, 139, 144
	 terms applying to, 169–70
on-site service, 221
online Internet sales. See e-commerce
order execution, e-commerce  
		  and, 129–31
Organization for Economic Cooperation  
		  and Development publications, 36
organizational preparation
	 about, 60
	 agents or representatives, 58, 59, 61
	 choosing a channel  
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	 direct sales to end users, 62
	 foreign representatives  
		  and distributors, 61, 63–66
	 foreign retailers, 61–62
	 negotiating agreements with  
		  foreign representatives, 66–69
	 sales representatives, 60
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Outreach and Exporter  
		  Assistance, Office of, 33, 46
Overseas Private Investment  
		  Corporation, 202
overseas sales representatives, 60
overseas travel. See business  
		  travel abroad
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packaging, 96
	 colors, cultural considerations, 118
packing for shipment, 138–39
Paris Convention for the Protection  
		  of Industrial Property,  
		  115, 117, 118
passports, 208–9
Patent Cooperation Treaty, 87, 115–16
patent law, 87, 114, 115–17
payment methods
	 cash in advance, 178
	 check, 181
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	 documentary collections  
		  or drafts, 179, 181–82
	 documentary letters of  
		  credit, 179–81, 188–89
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	 irrevocable letter of credit,  
		  179–81, 188–89, 196
	 negotiation and arbitration  
		  for non-payment, 184–85
	 open account, 182–83
	 payment problems, 184–85
	 prudent credit practices, 177–78
	 revocable letter of credit, 179
	 transmittal letter, 179, 186–87
	 wire transfers, 178, 180
payment periods or terms, 194–95
	 case study, 204–5
payment preferences and  
		  modes, 128–30
PayPal, 130
person-to-person transfers,  
		  online payment, 130
personal interviews, 29
piggyback marketing, 59
port handling fees, 144
postexport financing, 198–99
potential markets
	 identifying, 32
	 screening, 26–27
power of attorney, 61
preexport financing, 198

preparing products for export. See  
		  adapting and modifying products
pricing issues
	 competition, 166
	 cost to produce and, 164–66
	 currency conversion, 170
	 foreign market objectives, 164
	 general considerations, 163–64
	 key pricing points, 167
	 marginal cost pricing, 164–65
	 market demand, 166
	 online purchases, 130
	 pricing terms used in  
		  vessel charters, 170
	 using the correct terminology, 170
	 Web content localizing and  
		  internationalizing, 128–29
primary market research, 25
priority, right of, 115
privacy considerations,  
		  e-commerce, 131–32
private officials and experts,  
		  interviews with, 29
private-sector product and  
		  industry resources, 34
pro forma invoices, 167–68, 171, 218
product export potential,  
		  determining, 13
product returns, 220, 222
product trends, examining, 27
professional services exporting, 103
ProStuff LLC, case study, 224–25
publications and other media,  
		  promotion in, 81
punctuality, cultural attitudes  
		  toward, 211

q
qualifications of representatives, 63–66
quota restrictions, 112, 114
quotations, 167–68
	 export quotation worksheet, 172–73

r
regional and country information,  
		  sources, 34–37
regional development banks, 32–33
regional sales strategy,  
		  case study, 52–53
reputation, 222
restrictive trade practices,  
		  antiboycott regulations, 110
returns, product, 220, 222
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	 foreign currency  
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	 non-payment. See payment methods
	 risk diversification, case  
		  studies, 52–53, 120–21
	 risk insurance, 183
	 risk management, case  
		  studies, 204–5, 224–25
royalties, 85, 117

s
sales and selling
	 after-sales service, 219–23
	 approaches to exporting, 55–57
	 basic business practices, 219
	 building a working relationship, 219
	 case studies, 52–53, 82–83, 224–25
	 direct, 55, 59–60, 62
	 direct mail approach, 62
	 distribution considerations, 57, 60.  
		  See also organizational  
		  preparation
	 indirect, 55, 57–59
	 information delivery  
		  Web sites, 124–25
	 method considerations, 55
	 options review, 222–23
	 researching foreign  
		  companies, 218–19
	 responding to inquiries, 217–18
	 Trade Americas and, 36
	 translation services, 217
SCIFIT Systems Inc., case study, 82–83
screening potential markets, 26–27
search engines, Web site  
		  registration, 127–28
secondary market research, 25–26
security considerations,  
		  e-commerce, 132
seminars, 50–51, 161
Service Corps of Retired Executives, 45
service delivery options, 219–23
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	 aspects of, 103–4
	 collateral and, 104
	 government support for, 105
	 intangibility of services, 103–4
	 marketing abroad, 104–5
	 popular industry sectors, 102–3
	 statistics, 101

	 unique challenges, 104b
service marks, 114, 117–18
shipping, 143
	 AESDirect, 141
	 by air, 137, 139, 140, 143, 144
	 booking contract, 143
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	 cost considerations, 143
	 customs brokers and, 138
	 export license and, 27, 142
	 export marks, 143
	 to free trade zone or free port, 143
	 freight forwarders and, 137–38
	H armonized Tariff System, 141, 142b
	 insurance, 143–44
	 major shippers, 144
	 marking and labeling, 139–40
	 online purchases, 130
	 packing, 138–39
	 port handling fees, 144
	 tariffs, 28, 111, 112, 144
	 taxes, 144
	 by water, 137, 139, 144
shipping documents. See  
		  also shipping forms
	 accuracy of, 142–43
	 antidiversion clause and, 109–10
	 discrepancies or  
		  omissions in, 142–43
	 freight forwarders and, 138
shipping forms
	 air waybill, 140, 145
	 certificate of origin, 140, 141, 151–52
	 commercial invoice, 140, 149–50
	 consular invoice, 140
	 destination control  
		  statement, 109–10, 141
	 dock receipt, 141
	 export marks, 143
	 export packing list, 142, 158
	 inspection certification, 141
	 insurance certificate, 142, 159
	 liner bill of lading, 140, 148
	 shipper’s export declaration, 141, 153
	 shipper’s letter of instruction, 154–57
	 straight bill of lading, 140, 146–47
	 warehouse receipt, 141
short-term credit, 195
Showcase Europe program, 35
sight drafts, 179, 182
Small and Disadvantaged  
		  Business, Office of, 33
Small and Medium Enterprise  

		  Department, Overseas Private  
		  Investment Corporation, 202
Small Business Administration,  
		  45, 199–201
	 guides, 30
	 training programs, 50
Small Business Center, Overseas  
		  Private Investment  
		  Corporation, 202
Small Business Development  
		  Centers, 45
small business support. See Export– 
		  Import Bank of the United  
		  States; Small and  
		  Disadvantaged Business, Office  
		  of; Small Business Administration
social customs, case  
		  studies, 38–39, 214–15
Solatube, case study, 52–53
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	 about, 28–29
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	 general information, 30
	 industry information, 33–34
	 international development  
		  agencies, 32–33
	 regional and country  
		  information, 34–37
	 statistical and demographic  
		  information, 30–32
spam e-mail, 132
Spancrete Machinery Corporation,  
		  case study, 90–91
specialized marketing firms,  
		  advice and assistance, 50
standards and certification  
		  systems and requirements, 46
standards of conduct, compliance, 44
STAT-USA/Internet, 30
state and local export  
		  finance programs, 203
state and local governments
	 advice and assistance, 47, 50, 80–81
	 source of market research, 29
statistical and demographic  
		  information, sources, 30–32
statistics
	 agricultural commodities, 31
	 export, 26, 141–42
	 financial, 32
	 service exporting, 101
	 trade, 3, 26, 29, 31
statistics yearbook, 31
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Strategy Targeting Organized  
		  Piracy, 114b, 119
Supplier Credit Guarantee Program, 201
Surety Bond Program, 200

t
target markets
	 adapting and modifying  
		  products and, 93
	 advertising laws, e-commerce  
		  considerations, 133
	 assessing, 27–28
	 online business, 131
tariffs, 28, 111, 112, 144
tax jurisdiction, online business, 131
Tax Reform Act of 1976,  
		  antiboycott regulations, 110
taxes. See also tariffs
	 excise tax rebates, 112
	 online business, 131
	 shipping, 144
technical services exporting, 103
technology licensing, 85–88
telecommunications and information  
		  services exporting, 103
terms of sale, 168–70
Textiles and Apparel, Office  
		  of, database, 33
third-party financing, 195
Tierra Dynamic, case study, 120–21
time drafts, 179, 182, 196–97
Trade Americas, 35–36
Trade and Industry Information,  
		  Office of, 20
trade associations
	 advice and assistance, 48, 49
	 source of market research, 29
trade barriers, 28
trade event programs, U.S.  
		  Department of Commerce, 76–79
Trade Information Center,  
		  30, 34, 43, 73, 143
Trade Loan Program, 200
trade missions, 78
	 case studies, 70–71,  
		  120–21, 174–75, 204–5
	 state and local governments and, 47
trade names
	 protection, 118
	 trademark law, 114, 117–18
	 trademark registration,  
		  case study, 106–7
trade organizations

	 finance services for  
		  service exporting, 104
	 guarantee programs, 104
trade portals, California, 17
trade practices, antiboycott  
		  regulations, 110
Trade Promotion Coordinating  
		  Committee, 121
trade shows, 161
	 case studies, 82–83, 120–21
	 meeting prospective foreign  
		  distributors or representatives, 66
	 state and local governments and, 47
	 U.S. Commercial Service  
		  information, 39, 66
trade specialists, case study, 160–61
trade statistics, 3, 29
	 commodities, 31
	 U.S. Census Bureau, 26
	 U.S., source of, 31
trademark law, 114, 117–18
trademark registration,  
		  case study, 106–7
TradeStats Express, 31
training personnel, case study, 106–7
transactional Web sites, 124
transfers of information,  
		  national security and, 117
transportation services exporting, 102
travel agents, 209
travel and tourism service  
		  exporting, 102
travel preparation, 208b
Treaty of Rome, technology  
		  transfer agreements, 87–88
TRIPs. See Agreement on Trade- 
		  Related Aspects of Intellectual  
		  Property Rights (TRIPs)
Two Men and a Truck, case  
		  study, 106–7

u
uniform resource locator selection, 127
United Nations Convention on  
		  Contracts for the International  
		  Sale of Goods, 68–69
United Nations statistical yearbook, 31
United Nations Statistics Division,  
		  demographic information, 27
Universal Copyright Convention, 116
unsolicited commercial e-mail,  
		  e-commerce considerations, 132
U.S. Agency for International  

		  Development
	 finding qualified buyers through, 79
	 Office of Small and Disadvantaged  
		  Business, 33
U.S. Census Bureau
	 demographic information, 27, 32
	 export statistics, 26, 141–42
	 Foreign Trade Division, 141
	 Global Population Profile, 32
	 USA Trade Online, 30–31
U.S. Central Intelligence  
		  Agency, World Factbook, 32
U.S. Commercial Service. See also  
		  Gold Key Matching Service; Trade  
		  Information Center; trade  
		  missions
	 Advocacy Center, 43–44
	 BuyUSA.gov Matchmaking,  
		  73–74, 129
	 Commercial News USA, 39, 74, 135
	 credit report assistance, 218
	 customized market  
		  research, 36–37, 75
	 export licensing  
		  information, 27, 142
	 Featured U.S. Exporters  
		  directory, 74–75
	 International Buyer Program, 77
	 International Catalog  
		  Exhibition Program, 78–79
	 International Company  
		  Profiles, 75, 177
	 International Partner Search, 76
	 Market Research Library, 36
	 market research reports, 27, 75
	 overseas posts, 42, 219
	 regional export promotion programs,  
		  28. See also specific programs
	 regional services for potential  
		  market identification, 26–27
	 Single Company Promotion  
		  Program, 90–91
	 trade show information, 39, 66
U.S. Council for International  
		  Business, 208
U.S. Department of Agriculture, 20
	 Export Questionnaire, 17
	 financial assistance programs, 201
	 Foreign Agriculture  
		  Service, 33, 46, 201
U.S. Department of Commerce, 20.  
		  See also U.S. Census Bureau
	 Bureau of Industry and  
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		  Security, 44, 109
	 buyer finding programs, 73–76
	 Country Commercial Guide, 210
	 International Trade  
		  Administration, 77–78, 105
	 Manufacturing Extension  
		  Program, 91
	 Minority Business  
		  Development Agency, 45
	 multilateral development  
		  bank liaison, 33
	 Office of Chief Counsel for  
		  International Commerce, 111
	 Office of Technology and  
		  Electronic Commerce, 132
	 Office of Textiles and  
		  Apparel database, 33
	 Office of Trade and  
		  Industry Information, 20
	 online privacy framework, 132
	 Trade Compliance Center, 44
	 trade event programs, 76–79
	 Trade Fair Certification  
		  Program, 77–78
	 training programs, 50–51
U.S. Department of Justice, Foreign  
		  Corrupt Practices Act and, 111
U.S. Department of State, 20
	 passports, 208–9
	 travel advisories, 210
U.S. embassies and consulates
	 assistance from, 210
	 catalog exhibits, 79
U.S. foreign-trade zones, 112–13
U.S. Postal Service, 62
U.S. Trade and Development  
		  Agency, 43, 80
USA Trade Online, 30–31

v
vaccinations, 209
value added tax, online business, 131
Vellus Products Inc., case study, 38–39
vessel charters, terms used in, 169–70
Vienna Convention, 69
virtual malls, 125
visas, 209

w
warehouses, customs-bonded, 113–14
warranty, 222
water-free urinals, case study, 98–99
water (ocean) shipping, 137, 139, 144

	 terms applying to, 169–70
water purification system,  
		  case study, 70–71
Web-based marketing and sales, 3–4
Web content localizing and  
		  internationalizing, 128–29
Web host selection, 128
Web site promotion, 129
wholesale and distribution services, 8
“willful blindness,” 111
wire transfers, 178, 180
working capital resources, 195
	 guarantees, 43, 196, 198, 200
workshops, 50
World Bank Atlas, 31
World Bank Group, 32–33, 203
World Customs Organization,  
		H  armonized Tariff  
		  System, 141, 142b
World Development Indicators, 31
World Factbook, 32
world trade centers
	 advice and assistance, 48
	 source of market research, 29
World Trade Organization, Agreement  
		  on Trade-Related Aspects of  
		  Intellectual Property Rights, 115
world trade organizations,  
		  advice and assistance, 48
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