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Introduction

World exports in solid wood products continue to rise steadily and surpassed
$60 billion for the first time in 1999. During the past 20 years, the United States
has become increasingly active in world wood products trade. In the 1980’s,
partly in response to the U.S. recession in 1981-82, U.S. companies began to
consider foreign countries as long-term markets. As a result, U.S. exports of solid
wood products increased from $3.7 billion in 1980 to a high of $7.3 billion in
1995. However, due to harvest restrictions on public lands, the strong dollar, and
a booming domestic economy, the United States became the world’s largest
importer of solid wood products in second half of the 1990’s. From 1980 through
2000 the share of softwood logs as a percentage of the value of U.S. solid wood
exports dropped from 40 percent to 15 percent. Lumber, plywood, and a wide
variety of value-added products now assume a much greater importance in our
diversified portfolio of export products. It is clear that trade in solid wood products
has become very important to the U.S. forest sector, and it is likely to become
even more so.

Firms servicing the export market can complement, expand, and diversify their
outlets for forest products. The export market will continue to provide greater
income, new jobs, and increased profitability for U.S. wood producers. A stronger
forest products industry will lead to new investments in forest management, thus
assuring a continuous supply of wood and fiber for the United States and its
customers overseas.

A genuine commitment to exporting begins with a long-term attitude towards
overseas markets. To be successful, producers must create and follow a foreign
market strategy that is integral to their overall business plan. Developing long-
standing working relationships with foreign importers will require maintaining
commitments to them even when their markets are weak. A scattered, “in-and-
out” approach may lead to a few unsustained sales. It is far better to gauge one’s
competitiveness in selected overseas markets early on, understand the
requirements of key importers, and then develop long-term relationships that help
solve the supply problems and quality concerns of these key accounts.



Exporting Wood Products: Advantages and Risks

The decision to enter the export market requires the producer to commit
sufficient managerial, economic, and financial resources to the task. Each
company must weigh the advantages and disadvantages of exporting to
determine if projected profits, possible losses, and inherent risks justify
management’s commitment to exporting.

The advantages of exporting wood products include: new marketing and
financial opportunities (which allow the firm to grow financially and
corporately), diversification of risk, and increased financial leverage and credit.
In addition, revenue derived from export sales permits spreading fixed costs
over a greater number of production units. Wider margins may therefore be
realized on higher valued products.

Producing for foreign markets can also have its downside. Tailoring wood
products to foreign standards and specifications requires skilled personnel for
production and shipping operations. Also, manufacturing goods to foreign
specifications sometimes requires a change in the production process that
may be incompatible with existing high-speed, high-volume manufacturing
practices. Therefore, production costs per unit may be higher if new machinery
and personnel are required. If wood products designed and produced to
foreign specifications need to be sold on the domestic U.S. market, they may
require additional processing such as resawing, planing, or sanding.

Common mistakes made by companies entering the export market are:

[J Failing to obtain qualified export counseling (inability to understand market
demand).

O Failing to develop an international marketing plan (inability to focus on best
way to serve new markets).

O Insufficient commitment by top management to overcome the initial
difficulties and financial requirements of exporting.

O Insufficient care in selecting overseas agents or distributors.

O Filling orders from around the world (the shotgun approach) instead of
establishing a basis for profitable operations and orderly growth by actively
seeking customers in targeted areas.

[0 Neglecting the export business when the U.S. market booms.

[ Failing to treat international customers on an equal basis with domestic
counterparts.

O Failing to understand or respect foreign cultural differences relating to
business practices and product usage.

O Unwillingness to modify products to meet the regulations or cultural
preferences of other countries.



Trade Servicing:
The Key to Success

O Failing to print service, sales, and warranty messages in locally understood
languages.

O Failing to consider the use of an export management company or other
marketing intermediary knowledgeable in foreign distribution channels.

O Failing to consider licensing or joint-venture agreements.

Success in exporting hinges on an exporter’'s willingness to allocate sufficient
resources to research foreign demand, and to develop contacts. The exporter
must also be able to produce, market, ship, and sell wood products overseas.
This is called trade servicing.

Trade servicing involves identifying key importers, distributers, and buyers, and
most of all maintaining good relationships with them. This is particularly
significant given the traditional U.S. wood exporter’s reputation overseas as an
occasional supplier, selling only when supplies permit. The most effective
producers are those which have stayed in the export market in good times as
well as bad. Being reliable sometimes means sacrificing short-term gains for
long-term market development opportunities.

There is no substitute for a good working relationship with the overseas buyer.
These good long-term relationships are best established through a series of
guality interactions. They usually require face to face contact in the early
stages. For example, after meeting a wood products buyer at an overseas
trade show and making a few shipments, invite the buyer to visit your facility in
order to strengthen the relationship. Increasing your business will ultimately
depend on providing solutions to your buyer’s problems, and this will require a
full understanding of their needs.



Deciding What To Sell
Overseas

Deciding Where To Sell
Overseas

Pricing Products for
Export

Supply Considerations

When considering which products to export, firms should conduct a thorough
analysis of potential markets as well as their own capabilities. Items to be
considered include: Current production, access to timber resources (species,
quality, and quantity) and processing facilities, transportation, proximity to
ports, and willingness to cut special orders or schedule the mill to cut or
produce for export markets. Success in the export market may involve adapting
production facilities to produce to foreign grades and specifications.

It is imperative that firms interested in exporting take time to research the
markets where they're interested in selling their products. By building a
knowledge base about different countries, the new exporter will be able to
pinpoint those countries that are most suited to the products they produce.
Once a slate of target countries has been chosen, become knowledgeable
about those countries and develop a consistent pattern of trade contacts with
importers in those countries. Nurturing a commitment to marketing in one or
two countries before branching out can help determine a firm’s strengths,
weaknesses, and limitations in serving export markets. Once the exporters
develop expertise, they may feel confident enough to test new markets and
products and to diversify their market portfolio.

Table 1 on page 5 outlines the elements of a price quote for each stage
through which products move as they pass from the mill to the port of
destination overseas. The quote basis used, such as free-on-board (f.0.b.)
vessel or cost, insurance, and freight (c.i.f.) named port overseas, will depend
on the arrangement negotiated with the importer. A price quote that more
closely reflects the cost of goods delivered to the importer’s yard has a much
better chance of being negotiated and accepted than a quote based on
delivery to the U.S. port prior to export.

Quotes should include information on shipping arrangements and dates,
payment terms, and total weights and/or volume (in metric). The actual price
guote will be influenced by foreign import demand, freight rates, insurance
costs, domestic supplies, and proximity to exporting facilities and ports.

Quotes based solely on domestic U.S. prices plus additional transportation,
handling, and insurance costs may not be acceptable in international trade.
This depends on the negotiations between the U.S. exporter and the foreign
buyer. Current benchmark or average prices for specific species and grades of
forest products in international trade may be obtained from the publications
and newsletters outlined in this handbook.

In the United States, forest products are bought and sold according to weight
and/or volume designations such as 1,000 board feet, 1,000 square feet. In
foreign countries, common volume units in the wood trade are cubic meters,
square meters, and metric tons.

The exporter must be familiar with converting U.S. volume measurements to
the metric system. An on-line forest products volume conversion program is
given in appendix VIII. Shipping weights and volumes for a number of products
and species are shown in appendix 1X.



Table 1: Elements of Pricing Goods for Export

Terms of | EXW FCA FAS FOB CFR CIF CPT CIP DAF DES DEQ DDU DDP
Sale

ex-works | free free free cost cost carriage carriage delivered | delivered | delivered | delivered | delivered
Obligations carrier alongside | on freight insurance | paid to insurance | at frontier | ex ship ex quay duty duty
and ship board & freight paid to unpaid paid
Charges
Warehouse| S S S S S S S S S S S S S
Services
Export S S S S S S S S S S S S S
Packing
Forwarder | B S S S S S S S S S S S S
Fees
Loading at | B S S S S S S S S S S S S
Point of
Origin
Inland B E S S S S S S S S S S S
Freight
Port B E S S S S S S S S S S S
Receiving
Charges
Export B S S S S S S S S S S S S
Clearance
Ocean/Air | B B B B S S S S S S S S S
Freight
Marine B B B B B S S S S S S S S
Insurance
Chargesin|B B B B B B B B B B S S S
Foreign
Port
Customs | B B B B B B B B B B B B S
Clearance
Customs |B B B B B B B B B B B B S
Duties
Delivery |B B B B B B B B B B B S S
Charges to
Final
B: Buyer Pays S: Seller Pays E: Either May Pay Source: First National Bank



Certified Wood

Definition

In theory, informed consumers demand products which come from well
managed forests but are unable to distinguish them from wood products
originating in poorly managed forests. Certification allows consumers to make
this distinction. The objective of certification is the improvement and
documentation of forest management practices. It can be an important market-
based tool to encourage and create incentives for sustainable forest
management.

Where Is the Demand for Certified Wood?

The global market for certified forest products has remained small. Although
trade statistics do not distinguish between certified and noncertified wood,
most analysts agree that certified wood products represent only a tiny fraction
of the market.

Nonetheless, in certain industry segments, certified wood sells. This is
especially true in more developed countries where environmental awareness is
significant. However, retailers, not consumers, have become the drivers of
demand. For example, some retailers have announced that they will only sell
wood from sustainable sources, and some retailers in Northern Europe have
begun forming buyers’ groups with a commitment to purchase certified forest
products whenever possible. Faced with the prospect of environmental groups
picketing and creating negative publicity, some retail chains have decided that
they must make a commitment to buy certified wood products.

Competing Certification Schemes

The ability to set up viable certification systems varies widely, as the cost of
certification presents a greater burden for small forest owners. To avoid the
imposition of unacceptable certification requirements, forest product producers
have created their own certification and certification-like mechanisms. Today,
several certification schemes are competing for support and recognition.

The Forest Stewardship Council (FSC) certification is perhaps the best known
certification scheme. It has strong support from environmental groups. Created
in 1993, FSC has been a driving force behind the movement towards
certification and has been the most aggressive in marketing itself. In response
to various industry complaints about the specifics of FSC, and in order to
respond to varying regional needs, national and regional certification
mechanisms have also evolved. The best known of these is the Pan European
Forest Certification (PEFC) scheme. The PEFC is different from FSC in that it
relies largely on recognition of national certification schemes in Europe and
has stronger support from European industry.

In the United States, the Sustainable Forestry Initiative Program (SFI) has
been created to promote sustainable forest management. Like PEFC, SFI gets
its strongest support from the forest products industry. There are 157 member
companies and licensees representing 84 percent of paper production, 50
percent of solid wood production, and 90 percent of industrial timberland in the



United States. The American Tree Farm System, which was the first
certification scheme in North America, has a mutual recognition agreement
with SFI.

There are many national and international forest certification schemes at
various stages of development. FSC supporters argue that theirs should be the
only certification scheme and that many of the industry-promoted mechanisms
are merely confusing the public by labeling the status quo. The International
Forest Industry Roundtable (IFIR) has proposed development of an
internationally accepted mutual recognition framework to link the different
sustainable forestry management (SFM) standards and certification systems.
The eventual goal would be to develop a single SFM trademark encompassing
all credible certification approaches.

When getting involved in exporting, you should consider how certification may
affect you. If you are not certified this may be a problem in certain markets. If
you are currently certified, will your certification be recognized in your target
country?

If you are exploring certification, you first must determine which certification
system will meet your company’s needs. Forest certification systems share the
common goal of assuring the public that participating companies and
landowners are committed to good forest stewardship. To distinguish among
the initiatives, consider the following factors:

Geographic coverage (i.e. global, regional or national)
Standards used

Existence of on-product labels

Use of independent, third-party certification organizations
Forest industry and/or environmental group support

Different Certification Schemes:

GLOBAL REGIONAL NATIONAL
Forest Stewardship Council (FSC) Pan European Forest Certification Canadian Standards Association
International Organization for (PEFC) (CSA)

Standardization (ISO)

Sustainable Forestry Initiative (SFI)
Lembaga Ekolabel Indonesia (LEU)
Malaysia’s National Timber
Certification Council (NTCC)




Adequate Supply of Certified Wood?

Many retailers have been frustrated with the lack of available certified wood
once they have committed to its purchase. For example, the environmental
coordinator for B&Q, a large do-it- yourself chain in the United Kingdom,
complained recently that it is having difficulty finding adequate supplies of FSC
certified wood. As a result, B&Q has now decided to accept wood certified by
Norway'’s Living Forests Scheme, as well as the FSC Finnish Forest
Certification Council. Other retailers have also been forced to broaden their
approach, choosing to recognize any credible certification scheme in order to
meet commitments.

To learn more about certification visit;

» The United Nations Economic Commission for Europe Timber Committee at
http://www.unece.org

* The International Tropical Timber Organization at http://www.itto.or.jp
» The Forest Stewardship Council at http://www.fscoax.org

» The Pan European Forest Certification at http://www.pefc.org

» The American Forest & Paper Association at http://www.afandpa.org

» The Confederation of European Paper Industries at http://www.cepi.org/
htdocs/press/index.htm.



Payment Options for
Export Shipments

Financing Exports

Once the seller has determined the risks that his or her company can afford to
take, it's time to evaluate the risks associated with the more common methods
of payment. Listed below are the four most popular options used for receiving
payment for exported goods. Ranked in order of seller’s risk from the most

secure to the least secure, they are: Cash in advance, Documentary letter of
credit, Documentary collection, and Open account.

When deciding which of these options is best for your sale, remember that
every transaction involves two commodities: the product and the money.
Because of the intense competition for export markets, being able to offer

attractive payment terms to a buyer is often necessary to make a sale.

Cash in Advance

Full payment, cash in advance is considered the safest method of collecting
payment for the seller. The buyer bears all the risk in the sale because
payment is received before the shipment is made. The percentage of trade
conducted requiring full payment, cash in advance is very low. Typically only
sellers of products in high demand or products custom manufactured for the
buyer are able to demand full payment, cash in advance terms. However, some
sellers can obtain a down payment for the goods via cash in advance.

Cash in advance to a U.S. seller is typically in U.S. dollars. Cash in advance
can take the form of a wire transfer or payment by check. An international wire
transfer is the preferred method, because it allows for the funds to be available
once they are received. Most wire transfers can be completed in 2 to 3 days.
Fees for wire transfers do add up and typically are deducted from the
proceeds. Exact and complete routing instructions are very important.

Collecting payment using a check drawn on the buyer’s bank is a less
attractive option than wire transfer because it can result in delays of several
weeks until final receipt of funds. Avoid accepting checks issued by foreign
companies or individuals. If the buyer pays by check, made payable in U.S.
dollars and drawn on a U.S. bank, the collection process is the same as for any
U.S. check. With any check, there is a risk that it may be returned due to
insufficient funds in the buyer's account.

An additional factor to consider is that advance payment may create a cash
flow problem and increases the risk to the buyer. As the seller, you have the
buyer’'s money, but have not shipped the goods. The buyer is at risk that you
will be unable to ship the goods as contracted. If another producer is willing to
extend credit, the buyer may go elsewhere.

Documentary Letter of Credit

A documentary letter of credit (L/C) is a commitment from the issuing bank to
pay the seller as beneficiary, a specified amount provided certain terms and
conditions of the letter of credit are met. All L/C’s are irrevocable, which means
that once the L/C is established it cannot be revoked or changed without the
consent of all parties, unless they specifically state that they are revocable.
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The L/C more evenly distributes risk between the seller and buyer. The seller is
assured of payment when the conditions of the L/C are met and the buyer is
assured that the conditions specified are documented and shipment of the
goods has been made. It is a common method of payment, especially when
the seller/buyer relationship is a new one.

The L/C is, however, not without drawbacks. If discrepancies exist in the
documents required by the L/C that cannot be corrected by the seller, the
buyer has the option to approve the discrepancies and pay for the shipment,
usually at a discount, or to reject the shipment. If the shipment is rejected, the
seller retains title to the goods.

A rejected shipment means that the seller must quickly locate a new buyer,
renegotiate with the buyer, usually at a lower price, or pay for the shipment to
be returned. Costs of a L/C add to the price of the product and can tie up the
buyer’s working capital or credit line.

A word of advice: Sellers should always have their banker and freight forwarder
carefully scrutinize the L/C. They can help you determine if the L/C is legitimate
and if the terms and conditions specified can be met. Bankers and forwarders
can also help to prepare documents and reduce the chance of discrepancies.

There are four parties formally involved in the collection of payment using a
L/C:

Buyer or applicant

Applicant’s bank or issuing bank

Beneficiary’s bank (which can act as an advising bank or confirming bank)
Seller or beneficiary

A L/C is either confirmed or advised by the beneficiary’s bank. When a L/C is
confirmed, the beneficiary’s bank (the confirming bank) accepts the credit risk
(commercial risk) of the issuing bank as well as the country risk (political risk).
Under an unconfirmed, or advised L/C, the beneficiary’s bank acts to review
the documents specified in the L/C but does not pay on those documents
(negotiate the documents). An advising bank passes the documents to the
issuing bank who in turn reviews the documents, determines if they are
acceptable (negotiates the documents) and pays the beneficiary by forwarding
funds to the advising bank.

It is preferable to get the letter of credit confirmed by a U.S. bank because the
U. S. bank accepts the responsibility to pay and the seller receives payment as
soon as the documents are presented. This also guarantees the seller that
payment terms and conditions of the letter have been met.

Another thing to consider about a letter of credit is whether or not it is
transferable. In a case where the seller is acting as a broker for or shipper of
the goods, and the seller does not wish to take title to the goods, the letter of
credit could be transferred to a secondary beneficiary. This allows the bank
named in the letter of credit to transfer all or part of the beneficiary’s rights
under the letter of credit to a secondary beneficiary.



For more information on L/Cs, consult the Uniform Customs and Practices for
Documentary Credits, International Chamber of Commerce (ICC) publication
No. 500 or an international banker who can provide you with further guidance.

Documentary Collection

A documentary collection is a method of payment whereby the seller uses a
bank as an agent in obtaining payment from the buyer. A documentary
collection most often consists of a collection instruction, financial documents
used for obtaining payment for money, and commercial documents (invoices,
bills of lading, quality certificates, etc.). The collection instruction provides
complete and precise instructions to the banks including contact points for
seller and buyer, their respective banks, amounts and currencies to be
collected, a list of documents enclosed, the terms and conditions upon which
payment or acceptance is to be obtained, charges to be collected, interest to
be collected, if applicable, the method of payment, and instructions in case of
non-payment. To collect payment from a foreign buyer using a documentary
collection, the seller sends collection instructions, a draft or other demand for
payment, and the related commercial document set through bank channels to
the buyer’s bank. The buyer’s bank releases the documents to the buyer upon
receipt of payment or promise of payment. The banks involved in facilitating
this collection process have no responsibility to pay the seller should the buyer
default. Documentary collection carries the risk that the buyer will walk away
from the sale either because they cannot pay for the goods, the market price
has dropped, or they cannot sell the goods locally. If this occurs, it is the
burden of the seller to locate a new buyer or pay for return shipment.

Documentary collections are best considered when shipping by ocean freight.
This is because the ocean bill of lading (B/L) is a negotiable document and
acts as title to the goods. The steamship company will not release the
shipment from the port unless the buyer has the original B/L, which the buyer
cannot obtain unless they agree to pay the bank. In the case of air shipments,
the B/L is not a negotiable document, does not act as title to the goods, and
the benefit of using a documentary collection can be lost.

For more information on Documentary Collections, consult the Uniform Rules
for Collections, International Chamber of Commerce (ICC) publication no. 522
or an international banker who can provide you with further guidance.

Drafts—A draft (or bill of exchange) is a written order by one party directing a
second party to pay to the order of a third party. Drafts are negotiable

instruments easily transferable from one party to another. There are two types
of drafts: sight drafts and time drafts.

Sight Drafts—In the case of a sight draft, once the goods have been shipped,
the seller signs the original bill of lading and delivers it to the bank along with

the sight draft, invoices, and other supporting documents required by the buyer
and destination country, to be forwarded to the buyer’s bank. The buyer’s bank
then notifies the buyer that it has received the documents. When the buyer
pays the sight draft, the bank releases the bill of lading, passing title of the
goods to the buyer.

11
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Date or Time Drafts—A time draft requires payment within a certain time after
the buyer accepts the draft and receives the goods. By signing and writing

“accepted” on the draft, the buyer is expected to pay within the stated time
period. A buyer can delay payment by delaying acceptance of the draft or
refusing to pay at maturity. In most countries, an accepted time draft is stronger
evidence of debt than an unpaid invoice.

Open Account

Under an open account transaction, the seller agrees to provide the goods to
the buyer who agrees to make payment at a specified future date. Payment by
the buyer is typically made by wire transfer or check. Open account is a high-
risk method of payment for the seller. The seller must be confident that the
buyer is well established, has a long and favorable payment record, has good
credit, and is able to convert currency into U.S. dollars. Collection on
delinquent payments under open account may be difficult and costly if the
obligation of the buyer to pay the seller is not well documented. Even when
well documented, collection on delinquent open account sales usually requires
legal action in the buyer’s country.

Standby Letter of Credit

Like the letter of credit, the standby letter of credit is a commitment or promise
from the buyer’s bank to pay the seller only if another business transaction
specified in the standby letter of credit is hot performed. For example, if the
buyer and seller have agreed to an open account sale and the buyer defaults,
the seller could present a sight draft and a written statement to the bank
certifying that the buyer has failed to make payment on the shipment secured
by the standby letter of credit and collects payment from the buyer’s bank.
Standby letters of credit are also frequently used as performance security such
as when a seller is bidding on an international tender by a state trading
company. In this case, the buyer may require the seller to open a standby letter
of credit and if the seller is unable to perform the export sale contract, the
buyer can draw on the value of the standby L/C as a penalty.

Credit Card

U.S. exporters who sell directly to the consumer may select credit cards as a
viable method of payment. The rules governing credit card transactions differ
from domestic use to international use. Exporters should check with their credit
card companies for specific rules on international use of credit cards.

Consignment

Under consignment, the foreign distributor sells goods on behalf of the
exporter, and the goods are available on a deferred basis. The exporter does
not receive payment until the distributor sells the goods and transfers title of
the goods. The exporter usually assumes the political and commercial risk for
the goods until the payment is received.



Currency of Payment

Exporter’s Checklist
for Reviewing a Letter
of Credit

If the foreign distributor is unable to sell the goods, the exporter must pay for
the return shipment or dispose of the remaining goods themselves. This
method of payment is extremely risky for the exporter and is generally not used
by U.S. companies.

Countertrade and Barter

Countertrade or barter may be necessary when selling to companies that
cannot obtain convertible currency. In countertrade, the “buyer” agrees to
undertake specified initiatives that compensate and benefit the “seller.” Barter
is the exchange of goods or services between two parties without using
currency. These two methods of payment should be considered only in
exceptional circumstances when extreme creativity is needed by an
experienced exporter to complete the sale.

Mixed Methods

The payment options discussed in this section are not mutually exclusive. It is
possible, and frequently practiced, that a seller will use a combination of
payment methods. For example: the seller may require 50 percent of the
payment as cash in advance using a wire transfer and the remaining 50
percent documentary collections using a sight draft.

The simplest currency of payment for U.S. exporters is U.S. dollars. When
guoting prices and requiring payment in U.S. dollars, exporters are placing the
burden and risk of foreign currency conversion on the buyer. On the other
hand, some U.S. exporters that are knowledgeable about foreign exchange
may find it profitable to accept payment in other currencies. However, the
exporter then assumes the foreign exchange risk. Hedging against foreign
exchange risk is possible for many currencies, but the exporter’s portfolio of
foreign exchange risk exposure should be reviewed with a foreign exchange
specialist.

1. Ask for a sample letter of credit to review.

Has the credit been confirmed, if requested?

3. Is the type of credit (revolving, transferable, etc.) as agreed?

4, Is the amount of the credit sufficient to cover all costs permitted by
the terms of the contract? Are the Incoterms (standard terms used
in trade) correct? Have the terms “about” or “approximately” been
included?

5. Is the credit available with your bank, freely negotiable, or
available with any bank, or is it restricted to the issuing bank or
any other designated bank?

6. Are the descriptions of the goods and unit prices, if any, in

accordance with the sale contract? Have the terms “about” or
“approximately” been included, if requested?

13
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7. Are transshipment and partial shipments allowed, if necessary?

8. Are the points of dispatch/taking in charge/loading on board of the
goods, as the case may be, and of discharge/final destination as
agreed?

9. Do the shipping and expiry dates allow sufficient time for

processing the order, shipment, and presenting the documents to
the bank? Does the period for presentation of documents after
issuance of the transport document also allow sufficient time?

10. Are the provisions for insurance in accordance with Incoterms?

11. Can the necessary documents be obtained in the form required

and in the time frame allowed by the credit?

12. Have any unacceptable conditions been added to the credit

without your approval such as an inspection certificate to be
provided by the buyer?

Source: Firstar Bank

General

Documents inconsistent with each other

Description of goods on invoice differs from that in the credit
Marks and numbers differ between the documents

Absence of documents called for in the credit

Incorrect names and addresses

Draft (Bill of Exchange)

Amount does not match invoice
Drawn on wrong party
Not endorsed correctly

Drawn payable on an indeterminable date

Transport Documents

Shipment made between ports other than those stated in the letter of credit
Signature on bill of lading does not specify on whose behalf it was signed

Required number of originals not presented



Options for Financing
Export Operations

« Bill of lading does not evidence whether freight is prepaid or collect
» No evidence of goods actually “shipped on board”
« Bill of lading incorrectly consigned

» “To order” bills of lading not endorsed

Insurance

» Insurance document presented of a type other than that required by the
credit

» Shipment is under insured
* Insurance not effective for the date in the transport documents

* Insurance policy incorrectly endorsed

Deadlines

» Late shipment
» Late presentation of documents

» Credit expired

Payment and Finance Terms

In addition to defining the terms of payment, provisions should be included for
late payments, partial payments, and remedies for nonpayment. The terms of
payment should consider the use of letters of credit.

There are many sources of financial assistance and insurance available to U.S.
exporters in addition their own working capital or their bank line of credit. A
variety of programs are available from USDA to help exporters insure or extend
credit for their sale. See pages 43-45 for a description of these. A few other
options are described below.

Commercial Banks

Commercial banks can assist you in financing export transactions. They can
also help process letters of credit, drafts, and other types of payments. Banks
make export loans backed by U.S. Government export loan guarantees.

Because many banks have international departments or correspondent banks
in foreign countries, they can be a valuable asset in helping you export. When

selecting a bank to handle your export transactions, it is important to identify a
bank that is willing to serve your needs.

15
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Export Management and Trading Companies

Both Export Management Companies (EMCs) and Export Trading Companies
(ETCs) may be a source of financing on a limited basis, usually for a
negotiated fee. They provide a range of services, including international market
research and overseas marketing, legal insurance, product design,
transportation, and warehousing. For more information, refer to the chapter in
this guide called “Business Organization for Firms Involved in Exporting.”

One helpful publication, the Export Trading Company Guidebook, is available
from the U.S. Government Printing Office, Tel. (202) 512-1800.

Private Trade Finance Companies

Private trade finance companies utilize a variety of financing techniques in
return for fees, commissions, participation in the transactions, or combinations
thereof. International trade associations, such as a District Export Council, can
assist you in locating a private trade finance company in your area.

Factoring Houses

Factoring houses purchase accounts receivable and assume full risk and
responsibility for their collection. The buyer is notified and pays the factoring
house directly. These organizations, many of which are subsidiaries of banks,

charge a percentage for their services.

Foreign Credit Insurance Association (FCIA)

The Foreign Credit Insurance Association (FCIA) is a private entity serving the
international marketplace. The Association writes a wide range of credit
insurance and political risk coverages for experienced exporters. Great
American Insurance Company, the Association’s principal, is a large, privately
held, multiline insurer founded in 1872.

FCIA offers a wide variety of policies for short-term sales (up to 180 days,
exceptionally 360 days) and political risk insurance (policy periods up to 2
years). Both multibuyer and single buyer policies are available and there are no
restrictions on content or sourcing of insured products. Multibuyer coverages
include flexible premium options and short claim waiting periods.

The widely used Multi-Buyer Export Policy is generally written to cover
shipments during a 1-year period and insures a reasonable spread on an
exporter’s sales. It enables the exporter to make quick credit decisions, so as
to provide faster service to overseas buyers. The exporter can obtain financing
and offer competitive credit terms, such as tenure, to attract and retain buyers.
The program is available around the globe, even in high-risk markets.
Coverage is generally 95 percent for political and commercial risk, and the
policy has a deductible similar to other forms of insurance.



For additional information, contact the FCIA Management Co. at 40 Rector
Street, 11th Floor, New York, NY 10006. Tel. (212) 306-5000, Fax. (212) 306-
5218; Internet: http://www.fcia.com, or your insurance broker.

Export-Import Bank of the United States

The Export-Import Bank of the United States (Ex-Im Bank) is a U.S.
government agency that facilitates the export financing of primarily U.S. capital
goods and services. Ex-Im Bank also helps U.S. exporters compete against
foreign governments’ subsidized financing in overseas markets. Ex-Im Bank
offers four major export finance support programs: loans, guarantees, working
capital guarantees, and export credit insurance.

Lending Programs — Ex-Im Bank’s loans provide competitive, fixed-interest-
rate financing for U.S. export sales of capital equipment and services. Ex-Im

Bank extends loans to foreign buyers of U.S. exports at low, fixed-interest rates
according to the Organization for Economic Cooperation and Development
(OECD) arrangement.

Guarantee Program — Ex-Im Bank guarantees provide regayment protection
for private sector loans to creditworthy foreign buyers of U.S. goods and

services. The guarantees provide coverage for both political and commercial
risks.

Working Capital Guarantee Program — Ex-Im Bank also offers guarantees
to lenders to support pre-export financial needs. The Working Capital

Guarantee Program can help small and medium-sized exporters obtain the
financing they need to produce and market goods for sale abroad.

Export Credit Insurance — Ex-Im Bank’s export credit insurance program
offers insurance policies to protect U.S. exporters and banks against the

political and commercial risk of nonpayment by foreign debtors. Special
policies exist for small and environmental businesses.

Inquiries should be directed to Ex-Im Bank Business Development Group, 811
Vermont Avenue, NW, Washington, DC 20571
Tel. (800) 565-EXIM, Fax (202) 565-3380, between 7:30 am and 5pm; Internet:

http://www.exim.gov.

Overseas Private Investment Corporation (OPIC)

OPIC is a U.S. Government corporation that promotes U.S. investment in less
developed countries. OPIC's finance program is oriented towards medium- to
long-term investments that involve significant developmental benefits. The
program provides insurance coverage for U.S. investments against
expropriation, inconvertibility of local currency, or losses resulting from war,
revolution, or civil disorders. OPIC does not handle export financing directly,
but may assist in financing complementary projects, such as a distribution yard
for U.S. wood products. Insurance on letters of credit may also be obtained in
the absence of FCIA or other commercial insurance. The insurance covers 90
percent of the investment plus attributable earnings. For additional information,
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contact OPIC, 1100 New York Ave., NW, Twelfth Floor, Washington, DC 20527
Tel. (202) 336-8799 for automated information, (202) 336-8700 for automated
fax information, (202) 336-8400 for general inquiries; Internet: http://
WWW.OpiC.goV.

Small Business Administration

The U.S. Small Business Administration (SBA) was created in 1953 as an
independent agency of the Federal Government to aid, counsel, assist, and
protect the interests of small business concerns, to preserve free competitive
enterprise, and to maintain and strengthen the overall economy of our Nation.
Small business is critical to our economy, to building America’s future, and to
helping the United States compete in today’s global marketplace.

SBA works in cooperation with other Federal agencies and public- and private-
sector groups to encourage small business exports and to assist small
businesses seeking to export. SBA’s outreach efforts include sponsoring or
supporting export training conferences and developing “how to” and market-
specific publications for exporters. SBA directs and coordinates ongoing export
initiatives, such as the Export Legal Assistance Network (ELAN). SBA also
offers a program called E-TAP (Export Technical Assistance Partnership),
which focuses on a small group of export ready companies and gives them
assistance in order to successfully get started.

SBA Export Express — SBA’s new Export Express loan program helps small
businesses by allowing lenders to use streamlined and expedited loan review

and approval procedures to process SBA guaranteed export loans of up to
$150,000. Loan proceeds may be used for most business purposes, including:
market development activities such as participation in a foreign trade mission;
transaction-specific financing; general lines of credit for export purposes; and
term loans for permanent working capital and fixed-asset financing.

Export Working Capital Program (EWCP) — In order to help small
businesses export, SBA has developed the new Export Working Capital

Program (EWCP). This program provides eligible small businesses with short-
term, transaction-specific financing. Small businesses may use this program
for pre-export financing of labor and materials, financing receivables generated
from these sales, and/or standby letters of credit used as performance bonds
or payment guarantees to foreign buyers. The EWCP provides repayment
guarantees of 90 percent or $1 million (whichever is less) to commercial
lenders and offers exporters preliminary commitments (PCs) that encourage
lenders to provide credit. To be eligible, the small business concern must have
been in operation, though not necessarily exporting, for at least 12 months.
The EWCP offers a simplified application form. Interest rates and fees are
negotiable between the lender and the small business exporter.

International Trade Loan Program (ITL) — This program helps small
businesses that are engaged or preparing to engage In international trade, as

well as small businesses adversely affected by competition from imports. SBA
can guarantee up to $1.25 million, less the amount of SBA’s guarantee portion
of other loans outstanding, to the borrower under SBA’s regular lending



program. Loans are made by lending institutions with the SBA guaranteeing a
portion of the loan. The applicant must establish either that the loan proceeds
will significantly expand existing export markets or develop new export
markets, or that the small business is adversely affected by import competition.
Proceeds may be used for working capital and/or facilities or equipment.
Maturities of loans for facilities or equipment may extend to the 25-year
maximum.

7(a) Regular Business Loan Program — The SBA 7(a) Loan Guaranty
program can fund the varied long-term needs of small businesses where

necessary financing is unavailable on reasonable terms through normal
lending channels. The program promotes small business formation and growth.
SBA guarantees long-term loans to qualified firms. SBA’s basic guaranty
program makes loans available for many business purposes, such as real
estate, expansion, equipment purchases, working capital, or inventory. Private
lenders, usually banks, make loans which are guaranteed up to 75 percent of
the loan by SBA. The borrower makes loan payments to the lender. SBA can
guarantee up to $1 million.

Small Business Investment Companies (SBICs) — SBICs exist to provide
equity capital, long-term loans, and management assistance to qualifying small

businesses. They are privately owned and operated companies that use their
own capital and funds borrowed from the SBA to provide financing to small
businesses in the form of equity securities and long-term loans. SBICs invest
in a broad range of industries. SBICs may invest in export trading companies
provided all other eligibility requirements are met. For further information
regarding the SBIC program, contact the Investment Division, U.S. Small
Business Administration, 409 Third St. SW, Washington, DC 20416; Tel. (202)
205-6510; Fax (202) 205-6013; Internet: http://www.sba.gov/inv.

U.S. Export Assistance Centers (USEACs) — USEACs offer a full range of
Federal export programs and services under one roof. Clients receive

assistance by professionals from the SBA, Department of Commerce, Ex-Im
Bank, and other public and private organizations. It's a partnership that makes
it easier for you to get the help you need to compete and succeed in the global
marketplace. Each USEAC, located in cities nationwide, is ready to meet your
business needs with: export marketing and trade finance assistance at
convenient one-stop locations, customized counseling that best suits your
company'’s experience and commitment to exporting, and customer service
that uses the latest technology to bring export assistance to your doorstep. For
a list of USEACs, please see appendix V.

For more information, SBA has offices located throughout the United States
and its territories. For the one nearest you, please see appendix VI or look
under “U.S. Government” in your telephone directory. You may also call the
Small Business Answer Desk at (800) 8-ASK-SBA. To fax, dial (704) 344-6769.
For the hearing impaired, the TDD number is (704) 344-6640; Internet: http://
www.sba.gov.
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In addition, there are 58 Small Business Development Centers (SBDCs) in
1,000 service locations and over 370 Service Corps of Retired Executives
(SCORE) offices to help you start and/or strengthen your own business.

U.S.Trade and Development Agency (TDA)

The U.S. Trade and Development Agency (TDA) provides funding for feasibility
studies of public and private sector projects in developing and middle-income
nations that lead to the export of U.S. products and services. Helping U.S.
businesses win contracts to implement major overseas infrastructure projects
is one of TDA’s main objectives. TDA funds studies on a variety of projects
including energy and power, transportation, healthcare, mining & minerals
development, telecommunications, agribusiness and environmental services.
For additional information on country eligibility, developmental priorities, and
U.S. goods procurement requirements, contact the U.S. Trade and
Development Agency, 1621 North Kent Street, Suite 200, Arlington, VA 22209,
Tel. (703) 875-4357; Fax (703) 875-4009; Internet: http://www.tda.gov.



Freight Forwarders

Carriers

Export Shipping

The development of a successful export strategy must encompass a thorough
knowledge of shipping procedures, documents required, and methods. The
mechanics of shipping include: (1) attention to packaging, including banding of
bundles, grade stamping, labeling, and color coding; (2) proper documentation;
(3) scheduling the best shipping routes and carriers; and (4) an understanding
of U.S. and foreign customs, regulations, tariff rates, and plant health or
phytosanitary requirements.

The details of export shipping are often handled by a “freight forwarder,” who
acts as an exporter’'s agent when shipping goods overseas. Freight forwarders
are licensed by the Federal Maritime Administration to facilitate the movement
of goods from U.S. ports. They may advise the exporter regarding freight costs,
port charges, consular fees, documentation fees, insurance, and handling
costs. In addition to assuring that the goods arrive overseas in good condition,
they review the letter of credit and other necessary documentation and may
prepare the ocean bill of lading. After shipment, the forwarder will send all
documents to the paying bank to confirm the export of the commodity.

Additional information on freight forwarders may be obtained from port
authorities, the International Trade Administration, and banks, or by contacting
the National Customs Brokers and Forwarders Association of America at 1200
18th Street, N.W. #901 Washington, DC 20036, Tel. (202) 466-0222; Fax (202)
466-0226; Internet: http://www.ncbfaa.org/.

USDA's Agricultural Marketing Service also helps exporters with problems
concerning the transportation of U.S. agricultural products, including forest
products through its Transportation and Marketing Division. For further
information contact USDA /AMS/TM, Room 4000, P.O. Box 96456 Washington,
DC 20090-6456, Tel. (202) 690-1300; Fax (202) 690-0338; Internet: http://
www.ams.usda.gov/.

Three types of ocean carriers ship products overseas. The first are conference
lines which consist of an association of ocean carriers providing common rates
and services. Individual conference carriers may take independent action and
offer shippers lower rates. Also, shippers may form associations to negotiate
lower rates with conferences.

The second type of carriers are the independents. Independent rates may be
higher than other carriers, but they may also be lower when in direct
competition with conference carriers. Both conference and independent
carriers operate on regular schedules and trade routes. Independent
proprietary carriers include major forest products companies with their own
transportation operations. These lines specialize in forest products and other
bulk commodity shipping.

The third type of carrier is the tramp vessel. These carriers generally handle
only bulk cargo and are not on regular schedules or trade routes. According to
the Western Wood Products Association, tramps’ economical rates make these
carriers a common means of shipping wood products.
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A booking contract is mandatory to reserve space for the cargo on a specified
vessel. You may not need to know this because most of the time a freight
forwarder can help with these details. In any case, the contract is binding
insofar as the carrier has the right to charge for reserved space that is not
used or to charge for canceled reservations without adequate notice.

Transporting lumber and other forest products through general cargo terminals
can be very expensive. Transportation costs can be significantly reduced by
using specialized forest products handling facilities at the ports of export and
destination, which will result in lower freight rates and landed costs.

The proper packaging of products is vitally important, particularly when
shipments are bound for ports with inadequate handling and storage facilities.
Lumber, plywood, and veneer bundles must be securely strapped and
protected from such hardships as rough handling, moisture, or weathering. In
many foreign ports, bundles may be stored uncovered while awaiting pickup or
delivery, making proper protection essential. Bundles should be clearly marked
according to foreign specifications and include the company logo or color
coding.

Wood products are shipped by a variety of methods including break bulk,
containers, flat racks, and lash barge. The most common methods are break
bulk for lumber and plywood shipments and containers for higher valued
shipments such as kiln-dried dimension stock, lumber clears, and veneer.

Freight containers are capable of holding approximately 4,000 board feet of
logs or 10,000-14,000 board feet of lumber, depending on the product and
moisture content. Maximum cargo weights are, however, limited by carriers to
comply with laws established to protect roads and bridges. A 40-foot container,
therefore, can only be loaded with about 46,000 pounds of forest products
when traveling over U.S. highways. Containers loaded at the port may have
higher cargo weights.

Any new and used coniferous solid wood packing material (SWPM) originating
from the United States, Canada, China, or Japan must meet certain
requirements designed to keep out the pinewood nematode. If these materials
are going to the EU, they must meet one of the following criteria:

» Heat treated or kiln-dried to a minimum core temperature of 56°C for at least
30 minutes in an approved chamber or kiln

» Pressure treated with an approved chemical in accordance with recognized
specification

» Fumigated with an approved chemical in accordance with recognized
specification

* Questions concerning SWPM should be directed to USDA/APHIS, Tel. (301)
734-5491. For a list of accredited inspection agencies, contact the American

Lumber Standards Committee, Tel. (301) 972-1700.



Export Documentation

Shipper Export
Declarations (SEDs)

The documentation of exports is just as important as the goods you are
exporting. Faulty information or incomplete documentation can lead to delays
in transporting goods to their destination. Every shipment requires many
documents and every country varies as to the number and kind of documents
necessary for importing different goods. A freight forwarder, a specialist in the
area of exporting, can often provide advice and assistance regarding
documentation for shipping your goods. The Department of Commerce’s
district office closest to you or your forwarder can provide you with up-to-date
and specific information on export documentation.

Shipper Export Declarations (SEDs) are very important documents used not
only to identify cargo, but also to determine official U.S. export statistics. These
trade statistics are used throughout the Government and by industry
organizations. The importance of accurate information on the export
declarations cannot be overstated.

Forms

The forms used for export declaration are: SED Form 7525 or
7525-V-Alternate (Continuation Sheet). These forms may be privately printed
or purchased from the U.S. Government Printing Office, Purchase Division,
North Capitol and H streets, NW, Washington, DC 20401, Tel. (202) 783-3238,
or from local Customs District Directors (See sample documents in Appendix
11). This form can also be downloaded from: http://www.census.gov/
foreign-trade/regulations/fonns/index.html. Additional information for
completing this form is also available through this site. Sample copies may also
be obtained from the Foreign Trade Division, Bureau of the Census,
Washington DC 20233, Tel. (301) 457-1086. Privately printed SEDs can be
very complicated due to the fact that they must conform in every respect to the
official forms. A free booklet outlining the correct way of filling out the Shipper’s
Export Declaration is available from the Foreign Trade Division.

The Bureau of the Census offers the Automated Report Program, through
which exporters, carriers, or freight forwarders may submit monthly reports by
computer (tape, disk, or direct transmission). For further information on this
program, contact the Automated Data Reporting Branch, Department of
Commerce, Foreign Trade Division, Bureau of the Census, Washington, DC
20233, Tel. (301) 457-2255; Fax (301) 457-2645; Internet: http://census.gov/
foreign-trade.

When SEDs are required

SEDs are required for nearly all shipments (see Exemptions section below)
from the United States, Puerto Rico, United States or Puerto Rican Foreign
Trade Zones (FTZ), and the U.S. Virgin Islands. SEDs are not required for
shipments from the United States or Puerto Rico to U.S. possessions, except
to the U.S. Virgin Islands, or from a U.S. possession to the United States or
Puerto Rico.
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Number of SED Copies Required

a) One copy for shipments to Canada, Puerto Rico, and the U.S. Virgin Islands;
b) One copy for exports through the U.S. Postal Service; and
¢) Two copies for all other shipments.

Additional copies may be required for export control purposes by the
International Trade Administration, other Government agencies (when
authorized), customs directors, or the local postmaster.

Preparation

The SED must be prepared in English in a permanent medium (ink,
typewritten, etc.) with the original signed (a signature stamp is acceptable) by
the exporter or an authorized agent of the exporter. The agent must be
authorized by a power-of-attorney, or item #23 on form 725-V (an informal
power-of-attorney) must be completed. Use of the Automated Export System
(AES) to complete the SED on-line is increasing. The AES system can be
accessed via the U.S. customs website at http://www.customs.ustreas.gov/
impoexpo/imex-txt.html.

Requirement for separate SEDs

Separate SEDs are required for each shipment from one exporter to one
importer on a single carrier (including each rail car, container, or other vehicle).
However, customs directors may waive this requirement if multiple car
shipments are made under a single loading document and cleared
simultaneously. Also, merchandise requiring a validated export license cannot
be reported on the same SED with goods moving under a general export
license.

Presentation

a) Postal shipments-SEDs must be delivered to the postmaster when the
packages are mailed.

b) All other shipments-SEDs must be delivered to the exporting carrier before
exporting.

c) Exporting carriers are required to file SEDs and manifests with Customs.

d) Shipments from an interior point-SEDs may accompany the goods being
transported to the exporting carrier or the port of exportation, or they may be
delivered directly to the exporting carrier.

e) Shipments exempt from SED filing requirements-a reference to the
exemption must be noted on the bill of lading, air waybill, or other loading
document for verification that no SED is required.



Corrections

Corrections, amendments, or cancellations of data may be made directly on

the SED if it has not already been sent to the Bureau of the Census. If the SED

has been sent to the Bureau, any corrections, cancellations, or amendments

must be filed on a copy of the original SED marked “Correction Copy” and filed

with the customs director or the Postmaster where the declaration was
originally presented.

Retention of Shipping Documents

Three years is the usual length of time that the Bureau of the Census, U.S.

Customs Service, and the International Trade Administration require exporters

or their agents to produce copies of shipping documents.

Exemptions

a) Shipments (excluding postal shipments) that meet all of the following

requirements: the value of the goods under each Schedule B number or HS

code is $2,500 or less, a validated export license is not required, and the

goods are shipped to countries not prohibited by the Export Administration

Regulations.

b) Shipments through the U.S. Postal Service that do not require a validated

export license. These are: (1) when the goods are valued $500 or less, (2) if
either one of the parties is not a business concern, or (3) the shipment is not

for commercial consideration.

¢) In-transit shipments not requiring a validated export license and leaving for a

foreign destination by means other than by ocean vessel.

d) Shipments from one point in the United States to another point by routes
passing through Canada or Mexico, and shipments from one point in
Canada or Mexico to another point by routes passing through the United
States.

When either all or part of the shipment does not require an SED, one of the
following statements must appear on the bill of lading, air waybill, or other
loading documents for carrier use.

1. “No SED required, Section 30.55(h), FTSR”

2. “No SED required- no individual Schedule B number valued over $2,500"

3. “Remainder of shipment valued $2,500 or less per individual Schedule B
number”
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Administrative Provisions

SEDs and the information that is written on them are confidential and are
exempted from the Freedom of Information Act. SEDs are only for official
purposes authorized by the Secretary of Commerce in accordance with 13
U.S.C. Section 301. Neither Commerce nor the Census Bureau will give out the
information to anyone except the exporter or his or her agent.

Copies of the SEDs may be supplied to exporters or their agents when they
are needed to comply with official requirements, for instance authorization for
export, export control requirements, or USDA requirements for proof of export
in connection with subsidy payments. These copies will be stamped “Certified”
and are not for any other use and may not be reproduced in any form.

It is unlawful to knowingly make fake or misleading representations for
exportation. This is a violation of the Export Administration Act 50 U.S.C. App.
2410. It is also a violation of export control laws and regulations to be
connected in any way with an altered SED. Goods that have been, are being,
or for which there is probable cause to believe they are intended to be
exported in violation of the Export Administration Act are subject to seizure,
detention, condemnation, or sale under 22 U.S.C. section 401.

Regulations

Detailed information about the SED and its preparation is contained in the
Foreign Trade Statistics Regulations (FTSR - 15 CFR Part 30). Your local Small
Business Administration district office can also provide you with assistance. A
list of these offices can be found in Appendix VI. Copies of the FTSR may be
purchased from the Bureau of the Census, Washington, DC 20233, Tel. (301)
457-2238. Information concerning export laws and regulations of the
International Trade Administration is contained in the Export Administration
Regulations, which may be purchased from the Government Printing Office,
Tel. (202) 512-1800; Fax (202) 512-2250.



Table 2: Shipping Documents Required in Exporting

Documentation

Prepared by

Export License — issued upon application
to the U.S. Department of Commerce.
Currently no export license is required for
exporting solid wood products with the
exception of Western red cedar.

Exporter

Destination Control Statement — prevents
export to unauthorized destinations

Freight Forwarder

Shipper's Export Declaration — for compiling
U.S. statistics/enforcing U.S. export controls

Banking Papers

Letters of Transmittal — for items eligible for
duty drawback

Notice of Exportation - for items eligible for
duty drawback

Certificates of Origin — for items eligible for
duty drawback

Export Packing List — itemizes products shipped

Domestic Packing List — itemizes products
shipped

Exporter

Insurance Certificate

Freight Forwarder

amount of money upon receipt by the bank at
the buyer’s request in favor of the seller

Pro Forma Invoice — a formal price quotation Exporter
with a detailed account of individual costs
Letter of Credit — a promise to pay a specified Importer

Bill of Lading — a detailed description of the
cargo including destinations. Two types are
necessary, an inland and an ocean bill of
lading

Freight Forwarder

Phytosanitary Certificate — a certificate stating
that the goods are free of disease and infestation

APHIS

More detailed information about exporting documentation may be obtained from the international
departments of major banks, freight forwarders, or the United States Council of the International
Chamber of Commerce, 1212 Avenue of the Americas, New York, NY 10036.
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Schedule B—Statistical Classification of Domestic and Foreign Commodities
from the United States. For sale by the Superintendent of Documents, U.S.
Government Printing Office, Washington, DC 20402 and local U.S. Customs
District Directors.

Schedule C—Classification of Country and Territory Designations for U.S.
Foreign Trade. Free from the Bureau of the Census, Washington, DC 20233.
Also included as part of Schedule B.

Schedule D—Classification of Customs Districts and Ports. Free from the
Bureau of the Census. Also included as part of Schedule B.

Schedule K—Classification of Foreign Ports by geographic trade area and
country. Also free from the Bureau of the Census.

Foreign Trade Statistics Regulations—For sale by the Bureau of the Census.

The following checklist is a general guide outlining the steps involved in
completing an export shipment under a confirmed letter of credit (L/C). The
actual procedure will vary according to the bank’s financing arrangements and
the services provided by the freight forwarders and steamship companies. The
price basis (f.0.b., f.a.s., c.i.f.,, etc.) and the terms of sale agreed upon between
the exporter and importer also will affect the procedures followed in exporting.
Check first with the international department of your bank and the freight
forwarder to determine all financing and documentation requirements and
procedures.

[0 U.S. exporter and foreign importer agree on the terms of the sale.
O Importer applies for a letter of credit (L/C) at the foreign bank.
[J Foreign bank issues the L/C to the exporter’s bank.

O Importer sends a purchase order accompanied by a copy of the L/C to the
exporter.

[0 Exporter prepares the order for shipment, arranges for inland _
transportation of the shipment to the port, and issues shipping instructions
to a freight forwarder.

0 Exporter’s freight forwarder selects a suitable vessel, contacts the outbound
steamship line office, and books space on a particular vessel. The freight

forwarder also collects or prepares the exporting documents, including the
inland bill of lading, ocean bill of lading (B/L), and insurance and
phytosanitary certificates. (The exporter may arrange for marine insurance
through a private insurance company).

O Freight forwarder pays the bills due from the outbound steamship line and
transmits to the exporter the original ocean bill of lading, together with the
bill covering the inland freight, the stevedoring costs, and the freight
forwarder’s services.



0 Exporter prepares a “commercial set’—a negotiable bill of lading, a copy of
the L/C, an invoice, a bill for the freight forwarder’s charges, insurance
certificates, and, if necessary, a customs invoice. The exporter sends the
commercial set to the exporter’s bank.

0 Upon receipt and acceptance of the commercial set, the bank pays the
exporter covering the shipper’s invoice in accordance with the L/C issued by
the importer’s bank. The bank transmits the commercial set and a debit
notice to the importer’s bank for payment.

O The exporter or freight forwarder sends a non-negotiable copy of the bill of
lading to the importer notifying that the cargo has been shipped.

O After the vessel has sailed, the outbound steamship line’s office sends the
manifest to the inbound steamship office, together with non-negotiable
copies of the bills of lading, arrival notice, delivery receipt, and container list.

[0 Outbound steamship office submits to the U.S. Customs one non-negotiable
copy of the ocean bill of lading with the shipper’s export declaration. This
must be accomplished within 4 working days of the vessel's clearance from
the U.S. port.

[0 Depending on the terms of the sale and financing arrangements, the
exporter may be liable for the shipment after the vessel has sailed. Check
with the bank, freight forwarder, and insurance company to determine your
rights, responsibilities, and liabilities, as well as the proper procedures to
follow in completing the export sale.
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Business Organization of Firms Involved in Exporting

The organization of a firm and how its wood products are sold overseas are
related to and depend on several factors including the size of the company,
productive capacity, types of wood products, degree of processing, previous
exporting experience, and business conditions overseas. “In house”
organization of the business involves direct selling of wood products by the
U.S. producer to the foreign importer. The producer is usually responsible for
shipping the product overseas.

Traditional and customary marketing and business practices in a foreign
country will dictate how the products will be sold. Depending on the country,
direct selling may involve working with foreign sales representatives, agents, or
distributors. For example, agents are very active in the wood products trade in
the United Kingdom and other European countries. In Japan, trading
companies are the primary contacts.

“In house” organization provides the company greater control over the export
marketing procedures for the firm’s products. In general, there are higher
startup costs and fewer economies of scale under this organizational structure
than with the others described below.

EMCs are generally small, closely held companies which represent wood
products manufacturers in export marketing. The EMC may represent a
number of small, unrelated companies and provide benefits (economies of
scale) relating to foreign sales, marketing missions, and scheduling or shipping
products for export. The EMC often retains the identity of the manufacturer
when dealing with foreign importers, whereas agents work under their own
names.

The largest domestic obstacles to exporting—Ilack of knowledge of foreign
marketing, limited credit facilities, and legal restrictions in cooperating with
other U.S. companies (antitrust violations)—may be overcome by forming an
export trading company (ETC). ETCs may assume the risks involved with
international trade by taking title to the products and assuming responsibility
for marketing and selling the products overseas.

One publication, the Export Trading Cqmpanf/ Guidebook, is available for sale
from the U.S. Government Printing Office, Tel. (202) 512-1800. Additional

assistance may be obtained from the Office of Export Trading Company Affairs,
International Trade Administration, Herbert C. Hoover Building, 14th and
Constitution Ave., NW, Washington, DC 20230; Tel. (202) 482-5131; Fax (202)

482-1790; Internet: http://www.doc.export.com.



Export Merchants
(EMs)

Similar to an ETC, an export merchant (EM) may take title to a producer’s
goods and be responsible for selling to the foreign importer. The advantages of
using an export merchant include:

1

Wood products are sold to an export merchant domestically. Producers do
not need to be familiar with foreign business practices—this is the
responsibility of the EM.

. The EM may handle all intermediate processing and handling functions,

such as pressure treatments or kiln-drying of lumber prior to export.

. The EM may serve as a “sorter” or distribution yard for lumber and other

products. This permits lumber to be regraded specifically for export and
specialty markets. Lower volume, high-quality products may become more
marketable as a result of using an EM.

. EMs may become familiar with the operation of small lumber mills and wood

producers and may provide valuable assistance in producing wood products
for the export market.
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Export Market Information and Assistance

Like any business venture, success in exporting wood products depends
heavily on the ability of the exporting company to stay in touch with important
changes in the target country. Current market information and a firm
understanding of the country’s business and social traditions can allow a firm
to respond quickly to changes in consumer demand and capitalize on
emerging opportunities. Without such information, it is quite difficult to run a
profitable export business. There are many sources for market information and
assistance available to U.S. companies interested in exporting.

Foreign Agricultural Service

The Foreign Agricultural Service (FAS) of the U.S. Department of Agriculture is
responsible for developing, maintaining, and expanding export markets for U.S.
agricultural commodities—including solid wood products. FAS provides foreign
market information; works to gain foreign market access for U.S. farm, food,
and forest products; and cooperates with U.S. nonprofit trade associations to
conduct market development activities overseas. The FAS provides companies
with a number of options for obtaining timely information on export markets.

Overseas Offices

FAS represents U.S. agriculture overseas through a network of agricultural
counselors, attaches, and trade officers in 93 foreign posts covering 129
countries. The staff supervises market development activities, reports to FAS in
Washington, DC, and alerts the U.S. trading community to foreign market
opportunities and competition.

Each U.S. agricultural counselor/attache office is in frequent contact with
foreign buyers and overseas representatives of U.S. firms and associations,
and helps U.S. agricultural exporters, associations, and allied groups establish
contacts with government officials and foreign traders. In addition, Agricultural
Trade Offices (ATOs) have been opened in Sao Paulo, Dubai, Guangzhou
(Canton), Hamburg, Hong Kong, Jakarta, Mexico City, Osaka, Riyadh,
Moscow, Seoul, Shanghai, Singapore, Taipei, and Tokyo. These trade offices
serve as a one-stop service center for U.S. exporters, nonresident private trade
groups, and others engaged in exporting and importing U.S. agricultural
commodities. You can review the FAS Post and ATO home pages at: http://
www.fas.usda.gov/fasposts.html. A directory of FAS Field Officers and
overseas contacts can also be obtained through the Internet at: http://
www.fas.usda.gov/scriptsw/fasfield/ovc_frm.asp.



Annual Reports

Annual reports on wood products production, marketing, and trade issues for
33 selected foreign markets are available on an annual subscription basis. The
markets are:

Australia France Poland
Austria Germany Romania
Belgium-Luxembourg Hungary Russia
Brazil Indonesia Spain
Burma Italy Sweden
Canada Japan Taiwan
Chile Korean Republic Thailand
China Malaysia UK
Cote D’lvoire Mexico Vietnam
Denmark Netherlands

Egypt New Zealand

Finland Philippines

The annual reports are prepared by FAS agricultural counselors,

attaches, and trade officers overseas. To get current prices or place a
subscription order for the scheduled reports, voluntary reports, and report
updates contact the Reports Officer/FAS, USDA, Room 6078-South Building,
Washington, DC 20250-1000. Tel. (202) 720-0924; Fax (202) 720-7729.

Electronic Access—The annual reports are available electronically via the
Internet and Electronic Bulletin Board systems. In addition to the reports, there
are more than 3,000 articles covering a wide range of related topics available
from the electronic sources. They are available on the Internet at: http://
www.fas.usda.gov/ffpd/attache_reports.htm and at http://www.stat-usa.gov.

Circulars

FAS’ Forest and Fishery Products Division publishes five circulars a year that
offer a comprehensive overview of the world supply and demand situation for
wood products. The circulars, entitled Wood Products: International Trade and

Foreign Markets, include extensive data tables of U.S. exports of logs, lumber,
plywood, veneer, and a variety of other solid wood products. Species data for

some products are included. In addition, key trade developments and voluntary
reports from FAS overseas posts are highlighted. Foreign wood products
production, supply, and distribution data are also provided. For information on
circular content, contact the FAS Forest and Fishery Products Division, Tel.
(202) 720-0638; Fax (202)720-8461.

For subscription information and current prices, contact U.S. Department of
Commerce, Technology Administration, National Technical Information Service,
Order Department, 5285 Port Royal Road, Springfield, VA 22161, Tel. (703)
605-6000; Fax (703) 605-6900; Internet: http://www.ntis.gov. You can read the
forest products circulars on the Internet at: http://www.fas.usda.gov/ffpd/
forestcirculars.htm. The reports remain “current” until the succeeding issue is
available. Older issues are available in the archives section of the home page.
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We also make available selected cover articles and graphics from these
publications, in a separate section of the site. Reports are also available from
the Economic Bulletin Board at: www.Stat-USA, on the same schedule. For
more information, you may contact Stat-USA at (202) 482-1986.

The AgExport Connections Office

Through FAS services, agricultural exporters can keep abreast of foreign
market development opportunities with marketing research reports, trade
leads, product publicity, and listings of prospective foreign importers. FAS
serves as the liaison between U.S. companies and foreign importers seeking
U.S. wood and other agricultural products. FAS works to help U.S. producers
introduce products in new markets and further expand established markets.

FAS’ agricultural counselors, attaches, and trade officers transmit market
information, trade, and economic statistics electronically to FAS offices in
Washington, DC. U.S. companies can take advantage of the following export
services:

1. Trade Leads are inquiries submitted by foreign buyers for specific products.
They are transmitted electronically to the AgExport Connections Office by
FAS trade officers in nearly 50 countries. Trade Leads may be accessed
through the following means:

a) Internet — Trade Leads are available on a daily basis through the FAS
Home Page. You can access new Trade Leads each day or search for

previous Trade Leads by country, product, or date. In addition to Trade
Leads, the Homepage contains information on USDA/FAS programs and
services, as well as trade statistics and foreign market reports. The
Internet address is: http://www.fas.usda.gov/scripts/agexport/
TradeLeadQuery.asp.

Trade Leads are also available on other private and public bulletin boards.
Contact your state agriculture department, trade office or Chamber of
Commerce to determine if this service is available locally.

b) Fax pollin? — Another way to receive trade leads is by fax. Just poll the
AgExport fax system each week using your own fax machine. The

information is free. You pay only for the cost of the call. The number to call
to poll the machine with information on wood products is (202) 720-8980.
Instructions on how to poll for trade leads are available by calling (202)
690-3416.

c) Newspapers, trade journals, newsletters — Trade Leads may also appear
in newsletters or trade journals published by private firms or State and

local government offices. Check with your State agriculture department,
trade office, or Chamber of Commerce for further information.

2. Foreign Buyer Lists are drawn from a database that includes more than
30,000 foreign buyers of food, farm, and forest products in nearly 70
countries. The lists provide important details on each firm such as contact



person, address, telephone, fax, and type of product(s) imported. Please
note that you may order these lists by product for a specific country. The
current charge for each list is $15.

For further information on foreign buyers lists, please contact: AgExport
Connections USDA/FAS/AGX, Ag Stop 1052, Washington, DC 20250-1052,
Tel: (202) 690-3416 Fax (202) 690-4374

3. The U.S. Supplier List database is one of the fastest and most efficient ways
for a foreign buyer of U.S. food, farm, fish, and forest products to contact you
directly. This searchable database is designed to help small to medium-sized
U.S. exporters make contact with export agents, trading companies,
importers, and foreign buyers and create an opportunity to sell their
products in overseas markets. We encourage you to register your company
for free. Online registration is available at: http://www.fas.usda.gov/agexport/
ussuppinfo.html. To receive a U.S. Supplier List, the current charge is $15
each. For further information on U.S. Suppliers Lists, please contact Ag
Export Connections, USDA/FAS/AGX, AG Box 1052, Washington, DC
20250-1052. Tel:(202) 690-3421; Fax (202) 690-4374.

4. Buyer Alert is a biweekly newsletter distributed by USDA's overseas offices
that can introduce your forest products to foreign buyers around the world.
Buyer Alert helps U.S. exports reach more than 15,000 importers in nearly
60 countries. Each announcement in the newsletter provides a product
description, offer terms, and information about your company.

To receive a free copy of the AgExport Action Kit, which contains detailed
information on the above services and other USDA programs, contact
AgExport Connections, AgBox 1052, AGX/FAS/USDA, Washington, DC 20250-
1052. Tel. (202) 720-7103; Fax (202) 690-4374.

Publications, reports, and other information provided by FAS can be reached
through the World Wide Web at the following URL.: http://www.fas.usda.gov.

Agricultural Marketing Service

The Shipper and Exporter Assistance Program (SEA) area of USDA’s
Agricultural Marketing Service (AMS) provides the following services:

[0 Technical Assistance—SEA publishes export handbooks, directories, and
market reports; sponsors export seminars; and participates in technical
exchanges with other countries.

O Policy Analysis—SEA analyzes such topics as the future transportation
needs of the U.S. agricultural export community and the impact of transport
regulations on agricultural shippers.

[0 Special Reports—SEA produces special reports on moving U.S. products to
emerging markets. Special reports also cover issues such as packaging
refrigeration, and shipping costs of agricultural exports.
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For further information contact the USDA Agricultural Marketing Service/
Shipper and Exporter Assistance at (202) 690-1304, Internet address: http://
www.ams.usda.gov/tmd/tmdsea.htm.

Animal and Plant Health Inspection Service

USDA'’s Animal and Plant Health Inspection Service (APHIS) actively
participates in international programs to protect against the spread of plant and
animal pests and diseases. Many foreign countries require that shipments of
unprocessed wood products be accompanied by phytosanitary (plant health)
certificates. These certificates are issued by APHIS at the request of the
shipper, certifying that the products conform to foreign quarantine import
requirements.

For example, the European Union (EU) requires a phytosanitary certificate for
U.S. shipments of oak veneer logs certifying that the logs have been fumigated
with methyl bromide according to approved EU treatment schedules and
procedures.

Inspections and certifications are handled by Federal officers and State
government cooperators and are not normally valid if conducted more than 14
days prior to the export of the commaodity. The exporter must make an
application for an inspection and make the commodity available for physical
inspection.

Certification is recognized by foreign plant protection services and by regional
plant protection organizations. Phytosanitary certificates are not issued to
satisfy letters of credit or other commercial contract terms and are not
certifications of grade or quality. Foreign country phytosanitary requirements
and certifications may be obtained by contacting: USDA/APHIS at port of
export, or for general information, contact APHIS, Plant Protection and
Quarantine (PPQ) at USDA/APHIS/PPQ, 4700 River Road, Suite 4C03,
Riverdale, MD 20737, Tel. (301) 734-8537; Fax (301) 734-5007; Homepage:
http://lwww.aphis.usda.gov/ppq.

Forest Service

The Forest Service conducts research and analysis of the U.S. timber supply,
demand, and wood products trade. Forest Service experiment stations and the
Forest Products Laboratory (FPL) can provide useful information and research
on exporting.

The Forest Products Laboratory conducts wood utilization research and
development to provide the science and technology needed to maintain and

extend forest resources primarily within the United States, but also
internationally. Research is conducted in the areas of wood science, solid
wood processing and end-use performance, composites, pulping and
papermaking, timber demand and assessment for wood-based materials,
wood identification, fire and durability performance, and biotechnology related
to wood processing and protection. FPL programs help promote sustainable
forest management by maximizing the benefits derived from timber resources



through increased efficiency of conversion and use, recycling, increasing
durability in end use applications, and overcoming environmental impacts
associated with the conversion, processing, use and reuse of wood and wood-
based materials. Contact: USDA Forest Service, Forest Products Laboratory,
One Gifford Pinchot Drive, Madison, WI 53705-2398. Tel. (608) 231-9200; Fax
(608) 231-9592; Homepage: http://www.fpl.fs.fed.us.

The North Central Research Station conducts research on genetic and
silvicultural systems for sustainable, intensive forestry through the

development of plant materials and production strategies necessary to deploy
intensively managed tree plantations for multiple uses. The station’s Forestry
Science Laboratory also conducts timber harvest modeling research that
permits forest managers to simulate timber removals in a spatial context that
allows evaluation of habitat and biodiversity effects of forest alternatives.
Contact: Project Leader, Forestry Sciences Laboratory, 5985 Highway K,
Rhinelander, WI 54501. Tel. (715) 362-1115; Fax (715) 362-1166.

Additionally, the station’s Hardwood and Tree Improvement Division conducts
research and technology development to improve the genetic quality and
regeneration success of hardwood species, including identification of the
genetic structure of desirable traits in natural populations, advanced
techniques for mass propagation of planting stock, and development and
demonstration of improved planting techniques. Contact: Director, Hardwood
Tree Improvement and Regeneration Center, 1159 Forestry Building, Purdue
University, West Lafayette, IN 47907-1159. Tel. (765) 496-6016; Fax (765)496-
2422

The station also conducts research to determine the mechanisms of tree
resistance to insects and the effects of various environmental stresses on tree-
insect interactions. Life history information developed through this research
has been used to modify U.S. and Canadian federal quarantines for insect
pests. Contact: Project Leader, 1407 Harrison Road, Michigan State University,
East Lansing, MI 48823. Tel. (517) 355-7740; Fax (517) 355-5121

The Northeastern Area, State and Private Forestry, provides technical
support and financial assistance to improve management of non-Federal land,

including developing and expanding both domestic and international markets.
Field office locations and web site addresses for the Northeastern Area’s three
field offices are:

(1) 1992 Folwell Avenue; St. Paul, MN 55108. Tel. (651) 649-5243; Fax (651)
649-5238; Homepage: http://willow.ncfes.umn.edu

(2) 180 Canfield St., Morgantown, WV 26505. Tel. (304) 285-1541; Fax (304)
285-1505; Homewpage: http://www.fs.fed.us/na/morgantown

(3) 271 Mast Rd., Durham, NH 03824. Tel. (603) 868-7692; Fax (603) 868-
7604; Homepage: http://www.fs.fed.us/na/durham
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The Northeastern Research Station conducts research on hardwood su%ply
and demand and solid wood fiber substitution trends in major industrial an

consumer markets in the United States and overseas. In addition, research is
ongoing at the Princeton laboratory to improve manufacturing efficiency and
market acceptance of lower grades and less utilized species. Contact: Project
Leader, USDA Forest Service, Forestry Sciences Laboratory, 241 Mercer
Springs Road, Princeton, WV 24070. Tel. (304) 431-2700; Fax (304) 431-2772;
E-mail: bhansen/ne_pr@fs.fed.us.

The Pacific Northwest Forest and Range Experiment Station handles
macroeconomic modeling of U.S. markets of wood products. Contact: USFS/

PNWFRES, 1221 SW Yamhill, P.O. Box 3890, Portland, OR 97208. Tel.(503)
808-2002; Fax (503) 808-2033.

The Rocky Mountain Research Station conducts research with emphasis on
the Rocky Mountains, Great Basin, and the Southwest. For information contact:

Rocky Mountain Research Station Public Affairs, Natural Resources Research
Center, 2150 Centre Ave., Building A, Fort Collins, CO 80526. Tel. (970) 295-
5920; Fax (970) 295-5959.

The Southern Research Station conducts forestry research that emphasizes
measuring and monitoring forest resources; understanding ecosystem

structure, function, and processes; managing resources for sustained and
enhanced productivity; and protecting environmental quality in Southern
forests. Contact: Station Director, USDA Forest Service, Southern Research
Station, P.O. Box 2680 Asheville, NC 28801. Tel (828) 257-4300; Homepage:
http://www.srs.fs.fed.us.

National Trade Data Bank

The Department of Commerce offers the National Trade Data Bank (NTDB) for
sale on CD-ROM. The NTDB, the U.S. Government’'s most comprehensive
source of world trade data, is a trade library of more than 200,000 documents.
Topics on the NTDB range from export opportunities by industry, country, and
product to demographic, political, and socioeconomic conditions in hundreds of
countries. The NTDB can also be accessed through the Internet address at
http://www.stat-usa.gov. For subscription information and current prices contact
STAT-USA at (202) 482-1986.

International Trade Administration

The International Trade Administration (ITA) of the U.S. Department of
Commerce provides a wide range of services and programs to assist U.S.
firms in developing export markets. The best point of contact for U.S. firms is
their local Department of Commerce Export Assistance Center, of which there
are 105 across the United States (See appendix V). These offices are run by
the division of ITA known as the U.S. Commercial Service. Assistance is also
available overseas through 157 commercial offices located in 84 countries
which are part of this same network. They are located in embassies and
consulates in countries comprising more than 95 percent of the world market
for U.S. products.



For information about a specific country, contact the appropriate country desk
officer at the ITA. A list of ITA desk offices and Foreign Commercial Service
District Offices can be found on the Internet at http://www1.usatrade.gov/
website/website.nsf.

Some of the services provided by the International Trade Administration, ITA,
are listed below:

O “Export Programs Guide: A Business Guide to Federal Export Assistance,” is
a booklet that is published annually. It contains valuable information about
government programs that help U.S. companies export their goods around
the world. A free copy can be ordered by calling the U.S. Trade Information
Center at 1-800-872-8723.

O International Partner Search (IPS) is handled through the export assistance
centers. U.S. commercial officers overseas locate interested and qualified
representatives on behalf of a U.S. firm. The commercial officer prepares a
report identifying up to five pre-screened prospects that have examined the
U.S. firm’s product literature and have expressed interest in representing the
company. There is a charge per market or specific area.

O The Trade Opportunity Program (TOP) provides daily worldwide trade leads
from overseas buyers seeking to purchase U.S. products or represent U.S.
companies. TOPs are available electronically via the Economic Bulletin
Board and Internet at www.stat-usa.gov. For subscription information and
current prices, contact STAT-USA at (202) 482-1986.

O Industry Sector Analysis (ISA) offer succinct international market information
on specific industries that can help determine potential, market size, and
competitors. They are available through the Internet at http://
www.usatrade.gov.

O International Company Profiles (ICP) provide background information on
individual overseas firms, giving information about each firm’s reputation,
creditworthiness, and its overall reliability and suitability as a trade contact
for U.S. exporters. ICPs are designed to help U.S. firms locate and evaluate
prospective customers overseas. Information includes: name, address, key
contact, number of employees, type of business, general reputation in trade
and financial circles, year established, sales territory, and products handled.
Contact your local Export Assistance Center for details and cost.

0 Commercial News, USA (CNUSA) assists U.S. companies in advertising the
availability of new U.S. products in overseas markets and provides a method
for testing new markets. Under CNUSA, descriptions of the products are

published in the monthly publication Commercial News USA. For more
information visit http://www.cnewsusa.com.

O The Infrastructure Division assists U.S. companies seeking business in
connection with large-scale infrastructure projects around the world. They
track foreign infrastructure projects throughout their development from the
initial feasibility stages through master-planning, engineering design,
construction, and startup. They have a database where these projects can
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be searched. Contact them at Tel. (202) 482-4642, Fax (202) 482-3954;
Internet: http://www.ita.doc.gov/td/infrastructure.

OO The Office of Forest Products and Domestic Construction offers various
reports on foreign and domestic developments, and is active in export
services. Contact: Tel. (202) 482-0375; Fax (202) 377-0382; Internet: http://
www.ita.doc.gov/td/forestprod.

O The Office of Trade Finance (OTF) offers counseling and advice on counter
trade. Contact: OTF, ITA, U.S. Dept. of Commerce, Rm 4004, Washington,

DC 20230, Tel. (202) 482-3050; Internet: http://www.ita.doc.gov/td/efm.

The Office of the U.S. Trade Representative (USTR) is an agency of the
Executive Office of the President. It is responsible for directing all formal U.S.
trade negotiations and for formulating U.S. trade policy. It works closely with
USDA and other agencies in this effort. It represents the United States in
formal tariff and nontariff negotiations.

Individual exporters rarely have direct contact with this office unless they wish
to file a complaint about unfairly subsidized overseas competition or other
trade practices. USTR may be reached at 600 17th Street NW, Washington,
DC 20508. Tel. (202) 395-3230; Internet: http://www.ustr.gov.

State departments of agriculture and related agencies cooperate with USDA in
promoting and marketing U.S. foods and other agricultural products abroad.
Many of these State departments of agriculture now have full-time international
marketing specialists. Also, some State foresters have a trade specialist on
their staff. The 2000 Roster of State Foresters is shown in Appendix Ill. State
level contacts, many of whom work at these State departments of agriculture,
are listed in Appendix XI.

The State departments of agriculture provide assistance to new-to-export and
established exporting firms. In addition, they assist FAS in arranging itineraries
and appointments for foreign buyers, agriculturalists, and government officials.

A variety of private credit-reporting, financial, and market-servicing firms target
their services to the U.S. exporter. Generally, these companies provide weekly
or monthly reports by world areas with special reports targeted to specific
countries. Market research and studies outlining short-term trends in
international markets and financing also are available. The companies listed
below provide many of these services and represent a small sample of firms
providing this information. The following informatio