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throughout the region to meet with U.S. exhibitors, who work out of U.S. pavilions at the trade shows.

Trade Shows That Deliver The Goods

During the recent retail and consumer goods show Rite Asia in Singapore, 12 U.S. companies attended and met with Commercial Service specialists from 14 countries in he region to
develop plans for entering one or more of these markets. Show results form the U.S. exhibitors were excellent with some companies reporting sales off he floor and others announcing
pending orders valued at $2 million, according to George Ruffner, senior commercial officer in Singapore. In addition, they expect to conclude nearly 30 representation agreements with
various Asian agents and distributors they mat at Rite. The U.S. participants represented many products of interest to Asian buyers, including California wine, oral hygiene products,
freeze-dried soups, and herbal remedies. During he show, U.S. Ambassador Franklin Lavin briefed exhibitors on the opportunities and challenges of doing business in Singapore and
the region.

Another service offered through Asia Now is the Asia Now Express Service, which provides U.S. businesses with an initial response to market questions wi hin 24 hours. This free
service provides advice on duty rates, general information on country standards for specific products, and more. The service is available in Australia, New Zealand, Singapore, the
Philippines, Indonesia, Taiwan, South Korea, Hong Kong and Malaysia.

Robert Connan, he senior commercial officer in Sydney, Australia, who piloted the service, says it was created to whet the appetites of U.S. business people who might not give this
part of the Asia Pacific a second thought. “When American business thinks of Asia it’s usually China, then maybe Japan. But all of these countries, even ones whose economies have
stumbled, still have vibrant sectors where people are buying. We know or can find these buyers, and more often than not they will have a preference for ‘Made in USA.’”

Connan explains that the quick turn around for answers to questions about the Australia market has generated for his office during the past several months more than 50 new clients
for whom the country had not been on their radar screen. One of he clients has already made a sale and other clients are likely to follow, Connan says.

Don’t Procrastinate

Cino says that the time for Asia Now has com, and that this marshaling of resources should appeal especially to smaller firms whose owners find international markets too risky and
beyond their personal comfort zones. With China now a member of WTO, a bilateral trade agreement in force with Vietnam, a free trade agreement nearing implementation with
Singapore, and o her countries in various stages of dismantling trade barriers, the emerging trend is clear: Asia will be a source of substantial new demand for U.S. goods and
services, for many years to come. She adds: “Now you can make one call to your local Export Assistance Center or Commercial Service office in Asia and get access to 14 markets.
There are tons of opportunities in this region. We know where they are, and we’re ready to help more U.S. businesses take advantage of them.”

Fawzi agrees: “We’re putting a lot of effort into developing new business here, and the Commercial Service and Asia Now make it possible by lowering the costs and risks or entry.” 
_______________

The U.S. Commercial Service helps small and medium-sized companies export. With offices in 108 U.S. ci ies and 85 countries, the Commercial Service last year helped nearly 13,000
U.S. companies generate exports worth $27 billion.
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