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Letter from Secretary Evans

Dear Mr. President and Mr. Speaker:

s Chairman of the Trade Promotion Coordinating Committee (TPCC), it is my

privilege to report on the status of the 2002 National Export Strategy. I am proud

to report that over the past year, TPCC agencies have made tremendous progress
implementing the recommendations presented by the TPCC in May 2002. These
recommendations arise from a greater awareness of exporters’ needs, which we gained
from a national survey and a series of focus groups last year. We found that while we
have many of the right programs and people in place, both large and small companies
need the government to function more like a strategic partner, given today’s fiercely
competitive international environment. In particular, we need:

® a more proactive and coordinated approach—vis-a-vis foreign competition to
project development;

® aleap forward in customer service, including a culture of account management
and better collaboration among agencies; and

® an expanded outreach effort that fully integrates the marketing strategies of
agencies and works more closely with partners in local government and the private
sector.

The 2003 report is devoted to the status of the recommendations presented in our 2002
report. In keeping with the President’s Management Agenda, we are committed to
implementation and results and to using the TPCC as an instrument of continuous
management improvement. As federal agencies, we are accountable to the taxpayer.
Effective coordination of federal programs is needed to leverage scarce resources. As
providers of trade promotion services, we are accountable to our customers, U.S.
businesses. And we recognize our training and outreach services must keep pace with a
rapidly changing business environment.

To date, about a third of last year’s recommendations have been fully implemented. For
most of the remaining recommendations, a solution is either imminent or in the
making. In the coming year, our goal is to push as many of these initiatives as possible to
closure and to begin seeing measurable results. In some cases, the right solution requires
a longer-term approach.
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2002 Report

In May 2002, the Bush Administration issued its first National Export Strategy report to serve as a road
map for the TPCC. As stated by President Bush, this report “sets the course for achieving a world-class
system of federal programs that are coordinated, leveraged, and focused on the tools small and large
U.S. companies need most to take advantage of emerging trade opportunities.”

The 2002 report can be viewed at www.trade.gov/media/publications/blurbs/nes2002blurb.html. Hard
copies are available from the TPCC Secretariat, phone (202) 482-5455.

Highlights of our major accomplishments include:

® The Japanese Government agreed to a U.S. proposal in the Organization for
Economic Cooperation and Development (OECD) requiring that front-end
engineering and design (FEED) studies be untied when associated with an untied
aid project. U.S. consensus building in the OECD, and the TPCC’s
recommendation that the U.S. Trade and Development Agency (USTDA) pursue a
FEED studies program for the United States, together produced this result.

m The U.S. Small Business Administration (SBA) increased the limit of its
ExportExpress business development loan guarantee program from $125,000 to
$250,000.

® The Export-Import Bank of the United States (Ex-Im Bank), SBA, the U.S.
Commerce Department’s Census Bureau and International Trade Administration,
and the U.S. Department of Agriculture established a joint marketing task force
that now meets regularly to coordinate literature and pavilions at major domestic
trade shows, trade financing seminars, and direct mail campaigns.

® The Overseas Private Investment Corporation completed cooperative agreements
with both SBA and the U.S. Commerce Department’s Commercial Service,
enabling these agencies to develop leads and training jointly, as well as share
resources on transactions.

Over the coming year, our top priorities will be:

m Coordination in post-crisis regions. TPCC agencies’ programs are an important
tool in the Administration’s reconstruction efforts in Iraq and in helping
strengthen the economies of our coalition partners in Central and Eastern Europe.
Agencies are working in a coordinated and quick fashion to involve the U.S.
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business community in efforts to

stimulate private sector growth. Such “Securing open access to
efforts may include financing U.S. markets abroad is vital to the
investment and exports, hosting strength and continued
conferences, engaging in project growth of the U.S. economy.”
preparation work, and providing — President George W. Bush
matchmaking services.

® Integration of SBA/Ex-Im Bank working capital programs. The U.S. Commerce
Department, Ex-Im Bank, and SBA will explore options to rationalize resources
dedicated to small-business trade finance, including marketing efforts and parallel
financing.

m Early project development teams in key markets have identified projects and
pioneered new ways to market the availability of trade financing. As with training,
we continue to find ways to work together more effectively.

m Over the last year, agencies have developed a set of procedures for the U.S.
Government’s first mixed credit pilot program, combining U.S. Agency for
International Development grants and Ex-Im Bank financing. The program will be
launched formally in April 2003 with instructions to U.S. foreign posts. Over the
next year, we will educate posts on how to use the program.

m TPCC agencies can play a significant role in the vital area of transportation
security. While many of the TPCC agencies are not in the forefront of national
defense, the TPCC will develop a major export promotion initiative to assist our
international alliance partners in the worldwide war on terrorism, while at the
same time supporting our defense goals and increasing U.S. exports. Activities will
focus on matching U.S. private sector capabilities with international security
needs.

m Creation of an interagency training program. This has been perhaps our single
most important undertaking. In January 2003, we conducted the first interagency
trade specialist seminar to train our field staff to view federal trade promotion as a
team approach focused on customer account management. TPCC agencies were
extremely receptive to this approach, with nine agencies represented by the
participants. Achieving the desired culture shift requires that we extend this
training to all field staff and that agencies make a long-term commitment of
resources.

With the United States asserting its leadership role in global trade through the

vii
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negotiation of new multilateral and bilateral trade agreements, we must deliver accessible
and effective services so that U.S. businesses can take full advantage of market openings.
This is as important for small and medium-sized firms that are committed to expanding
their sales to overseas markets as it is for large U.S. firms that view the entire world as
their marketplace.

The Bush Administration is moving ahead on a number of fronts, under the trade
promotion authority of the Trade Act of 2002, to create export opportunities for U.S.
businesses. Free trade agreements (FTAs) with Chile and Singapore have been negotiated,
and final texts are being developed. We are moving forward in FTA negotiations with
Morocco and five Central American countries, and we are about to start FTA talks with
Australia and the Southern African Customs Union. Negotiation of the Free Trade Area
of the Americas has entered a new phase now that countries throughout the Western
Hemisphere have made specific offers to cut tariffs and remove trade barriers. And the
United States is taking the lead within the current Doha Development Agenda talks in
the World Trade Organization to push for broad market access in agriculture, industrial
products, and services.

As new markets are opened, exports remain one of the best hopes for raising standards
of living and returning healthy growth to the U.S. economy. Workers in jobs supported
by merchandise exports receive wages that are 13 to 18 percent higher than the national
average. U.S. exports of goods and services support at least 12 million domestic jobs,
with one in five manufacturing jobs tied to exports. For agriculture, exports are even
more important, as 25 percent of all sales are to foreign markets.

In the current economic environment, it is more important than ever to ensure that the
federal programs designed to help U.S. firms develop and compete successfully in
overseas markets are as effective and strategically deployed as possible. While a great
many factors—such as exchange rates and global economic growth—drive overall
demand for U.S. exports, there are several areas in which federal trade promotion can
make a significant impact. One such area is improving small-business access to
information and finance. From 1992 to 2000, the number of small and medium-sized
firms (that is, firms with fewer than 500 employees) exporting goods soared from
108,000 to 239,000. Many of these firms are what we call “robust” exporters: ready,
willing, and able to move into even the most difficult markets. At the same time, fully
two-thirds of small and medium-sized firms that export sell to only one foreign market,
indicating that the small-business sector has vast, unrealized export potential. Looking at
the broader business community, our survey of more than 2,000 non-exporting firms
last year indicated that 30 percent of them would be interested in exporting if someone
pointed the way.

In addition to reporting on the progress of the 2002 recommendations, we have included
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a short discussion of planned TPCC activities that will support President Bush’s trade
agenda. The TPCC has a valuable role to play at the intersection of trade promotion,
trade policy, and developmental policy, as trade and investment become ever more
important to the developmental aspirations of countries around the world. Over the
coming year, the TPCC agencies will complement the Administration’s trade capacity-
building efforts in emerging markets. We will target commercial infrastructure (such as
ports, inland shipping, and telecommunications) that these countries need to become
stronger and more productive trade partners, as well as help them develop their small
businesses and link them to the international economy. We will focus on countries and
regions, such as Central America, already in the process of negotiating free trade pacts
with the United States. We will also promote the development of Russia’s business
climate, drawing attention to examples of successful business environments throughout
Russia that point the way to making that country a more welcoming destination for U.S.
companies.

Due to ongoing bipartisan support, the TPCC continues to evolve as a mechanism for
ensuring a coordinated and strategic approach to exporter needs and Administration
priorities. Fulfillment of the TPCC’s mandate is a priority of this Administration. The
TPCC leadership is committed to giving the TPCC the support it needs to succeed.

Sincerely,

(=

Donald L. Evans
Secretary of Commerce and Chairman of the TPCC

X






Status of 2002
Recommendations

Strategic Approach to Project Development

high levels of support and use various tactics to give their firms advantages in the

global marketplace. However, focus groups last year gave us a better understanding
of what our exporters are up against. Leveling the playing field in today’s global
marketplace requires a partnership between government and industry throughout the
life cycles of projects.

I or a long time we have known that many foreign governments give their exporters

Early Project Development

The goal of the TPCC early project development initiative is to ensure that U.S. exporters
enjoy the same level of strategic government support as their foreign competitors in the
early planning stage of public projects. Exporters tell us that this is the stage in which
they lose out not only due to government practices we oppose (see tied aid and market
windows discussion below), but also to government practices that simply demonstrate a
higher degree of coordination and strategic thinking.

Opver the last year, the TPCC agencies have focused on piloting new ways of organizing
and deploying their unique strengths. Ex-Im Bank has approved a model “early letter of
interest” intended to signal preliminary interest in a project before procurement takes
place. The letter will strengthen efforts by U.S. Commercial Service (CS) officers in the
field to advocate for U.S. exporters and extend the same customer service offered by
competing export credit agencies. To provide earlier coordination of financing and
advocacy, Ex-Im Bank and the U.S. Commerce Department’s Advocacy Center have
signed a memorandum of understanding. The Advocacy Center has also begun working
closely with the Office of the U.S. Commercial Liaison to the World Bank to identify
promising early project leads.

Initially, we have narrowed our focus to three key countries: China, Mexico, and Russia.
We plan to broaden our focus to other target countries at the appropriate time. While
each market calls for a special approach, our goal is to develop new tools and protocols
for cooperation that could be used in any market or sector.
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China: U.S. companies in China face both an overwhelming number of opportunities
and an intensely competitive environment. Rather than trying—and likely failing—to
tackle all of these opportunities and competitive challenges at once, the U.S. Commerce
Department, USTDA, and Ex-Im Bank identified priority projects and sectors in which
the competitiveness of U.S. goods and services stands out. These include the Beijing
Olympics in 2008; the World’s Fair in 2010; and the medical equipment, environmental
protection, wastewater treatment, renewable energy, electric power, and aviation sectors.
To help expedite the processing of sovereign risk transactions, Ex-Im Bank and the
Chinese Ministry of Finance are pursuing a “framework agreement.” The agreement will
facilitate the processing of non-sovereign transactions, which are an increasingly
important focus of TPCC business development efforts. Meanwhile, the Overseas Private
Investment Corporation (OPIC) remains closed in China. Over the course of the next
several months, a number of TPCC agencies’ senior officials will travel to China,
promoting U.S. participation in major upcoming procurements.

Mexico: Mexico probably offers more immediate potential than any other market for
piloting new approaches to early project development, given its proximity to the United
States and openness to U.S. exports. Ex-Im Bank is working with Nacional Financiera
S.N.A. (NAFIN), the development bank of Mexico, on a joint marketing and financing
initiative. As a component of the Partnership for Prosperity, the initiative will enhance
the ability of both institutions to reach out to small and medium-sized businesses in
Mexico and the United States to encourage trade. USTDA has entered into master grant
agreements with both NAFIN and Banco Nacional de Obras y Servicios Publicos, S.N.C.
(BANOBRAS), Mexico’s national infrastructure development bank. The agreements
facilitate USTDA funding for technical assistance and other studies and will encourage
the early involvement of U.S. companies in projects related to BANOBRAS and NAFIN
financing operations for infrastructure projects and small and medium-sized businesses
in Mexico.

In September of last year, TPCC agencies successfully pooled their efforts to support a
major business conference, which was hosted by Ex-Im Bank and BANOBRAS. The chief
innovation was bringing bankers together with 100 municipal buyers and 200 potential
U.S. sellers to identify projects eligible for special Ex-Im Bank—-BANOBRAS joint
financing. The result to date has been 84 eligible projects in 34 Mexican states and
municipalities. More importantly, we are actively following up with U.S. participants,
closing the loop on project development and advocacy. As a direct result of the
conference, Ex-Im Bank is currently evaluating a wind turbine transaction. By
highlighting other eligible projects at the American Water Works Conference and
Exhibition this June in California, we hope to help generate many more projects for
American companies.

Russia: The TPCC agencies believe that Russia is a strategic market for U.S. companies,
and that it offers tremendous potential for long-term growth. Although recent gains have
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been posted in key industrial sectors, Russia continues to have enormous physical and
technological infrastructure needs. Ex-Im Bank has identified several high-profile
projects in airport development (in cooperation with USTDA) and telecommunications.
Ex-Im Bank is also establishing a working relationship with the Russian Ministry of
Transportation. OPIC has more than $250 million in active projects in Russia, with
additional infrastructure projects in the pipeline. USTDA continues to market its
program in Russia, and it is involved in a number of projects with small and medium-
sized U.S. companies. USTDA is also pursuing new technical assistance activities with
broad scope, particularly in electric power and telecommunications sectors.

Ex-Im Bank, OPIC, USTDA, and the U.S. Commerce Department are planning joint
business development missions throughout Russia in the spring of 2003. The objective of
these missions will be to identify enough opportunities by autumn to conduct a major
business development conference, based on the Mexico model, which would bring U.S.
companies to Russia to meet potential facilitators and partners at every level of
government. In addition, the Russian-American Pacific Partnership, a bilateral working
group, will sponsor an investment conference on Sakhalin in July 2003, to highlight
major oil and gas projects on Sakhalin, as well as investment opportunities in the
Russian Far East.

Tied and Untied Aid

Mixed credit facility: A TPCC working group has launched a pilot mixed credit facility—
combining U.S. Agency for International Development (USAID) grants with Ex-Im Bank
standard financing. This initiative advances the U.S. Government’s developmental agenda
and addresses U.S. exporters’ demands for a U.S. Government response to foreign
governments using mixed credits as financing vehicles for development-related capital
projects. With the planned transmission in April of a worldwide instructions cable,
USAID missions in middle-income countries where Ex-Im Bank coverage is available
may begin evaluating developmentally sound capital projects to determine if they qualify
for a mixed credit. These facilities should allow missions to leverage scarce grant
resources and expand the number of development projects in which U.S. exporters and
businesses participate. The working group is now developing detailed procedures for
evaluating transactions and educating USAID missions. If successful, this initiative would
represent the TPCC’s most significant effort to unite the developmental and export
promotion objectives of the TPCC member agencies. Agencies have committed to
piloting this approach for two years.

Pilot FEED studies: In late 2002, the United States succeeded in getting Japanese
agreement within the OECD to end its longtime policy of offering tied aid for design,
engineering, and procurement-related technical services for capital goods procurement
for projects subsequently financed with untied aid. This is a major breakthrough. The
United States and 12 other OECD Development Assistance Committee (DAC) members
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had pressed unsuccessfully during three years (1998-2001) of DAC negotiations for a
more limited Japanese FEED study policy change in the course of untying aid to capital
projects just in least developed countries (LLDCs). The current agreement, which also
applies to less developed countries (LDCs), should help open markets for U.S. exports of
design and engineering services and capital goods that were valued at $57 billion in the
1995-2001 period. The next step is for the United States and other OECD members to
develop language to implement this agreement. U.S. engineering and design firms will be
critical in determining the most effective way to preempt problems that could arise.

Use of the Tied Aid Credit Fund: Last year’s report cited U.S. industry concern over
competitor countries’ use of aid financing to win major projects and capital goods
procurements in developing countries. Of particular concern to the U.S. Government has
been Japanese use of untied aid that is de facto tied. While the volume of Japanese untied
aid has generally been declining over the past few years, the need for untied aid
disciplines remains. In fact, untied aid is being offered by other OECD governments on a
more frequent basis, confirming the need for disciplines and also undermining U.S.
efforts to reach a consensus at the OECD to agree to extending the tied aid disciplines to
untied aid. While the United States continues to press for comprehensive disciplines, it
will also—as an interim measure—propose formal transparency requirements to better
inform exporters and be able to evaluate procurement outcomes.

While Ex-Im Bank maintains a tied aid credit fund to ensure that U.S. exporters have
access to competitive financing in response to trade distorting foreign tied aid offers,
perceived interagency bureaucratic and procedural hurdles may have limited U.S.
exporter interest in submitting requests for tied aid support in 2002. As a means of
addressing the transaction processing issues and pursuant to congressional requirements
in Ex-Im Bank’s 2002 Reauthorization Act, Ex-Im Bank and the U.S. Department of the
Treasury transmitted to Congress, in December 2002, the set of principles, processes, and
standards governing Tied Aid Credit Fund use that were revised in July 2001.

These new guidelines specify that primary uses for the Tied Aid Credit Fund include
countering such actions as de facto tied aid (so-called untied aid) and defending U.S.
exporters from examples or patterns of use that effectively (whether intentional or not)
pose a threat to long-run U.S. market share/access in emerging markets. The idea is to
respond to reasonable evidence of tied aid use that may create long-run trade advantage
for foreign exporters. The guidelines describe what constitutes reasonable evidence
required of applicants, and also describe the process in detail, including maximum
periods for agency action to ensure responsiveness to U.S. exporters. In 2002, Ex-Im
Bank approved one new tied aid project. For more information on tied aid, please access
the following Web site: www.exim.gov/tiedaid.html.
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Market Windows

Noting that market window! institutions, such as Export Development Canada (EDC)
and Germany’s Kreditanstalt fir Wiederaufbau (KfW), may have a major impact on the
competitiveness and sourcing decisions of U.S. companies, the 2002 TPCC report
recommended commissioning a detailed study of the nature and volume of market
window trade financing. To carry out this recommendation, Ex-Im Bank and the U.S.
Department of Commerce contracted two academics from the Massachusetts Institute of
Technology to design and conduct such a study. The study’s final report will draw on
extensive interviews with exporters, banks, and officials from EDC and KfW to shed light
on the impact of market window financing on U.S. exports. The report is expected by the
end of April 2003.

Coordination in Post-Crisis Regions

Last year’s report addressed the need for the TPCC to serve as a coordinating entity for
the development of appropriate commercial strategies in post-crisis situations, when
tasked by the Administration.

Afghanistan: Over the past year, the TPCC has helped coordinate a comprehensive
commercial strategy for Afghanistan. We are capitalizing on every available opportunity
to coordinate interagency reconstruction activities and facilitate public-private
cooperation. Only by involving the private sector as a partner can we bring to
Afghanistan the economic vitality it will need to rebuild.

OPIC and USTDA conducted the first joint investment mission to Afghanistan in May
2002. Since then, USTDA has funded orientation visits and feasibility studies for a
number of Afghan infrastructure ministries. The U.S. Department of Commerce has
meanwhile hosted Afghan-American business roundtables and matchmaking events. The
Commerce Department also maintains a Web site (www.export.gov/afghanistan) as a one-
stop shop for U.S. businesses interested in Afghanistan.

The U.S. Department of Agriculture (USDA) donated approximately $40 million worth
of food aid to Afghanistan during 2002 to support programs focused on education,
infrastructure repair, agricultural recovery, and health and nutrition. Many of the
programs emphasize the expansion of employment opportunities (especially for women)
and increasing access to basic education. OPIC has provided political risk insurance that
will enable a U.S. manufacturer to donate the necessary equipment to construct three
schools.

1. A “market window” is a government-owned or directed institution that claims to operate on a commercial basis while benefiting
either directly or indirectly from some level of government support.
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Pakistan

OPIC has been active and successful in promoting investment in Pakistan. In February 2002, OPIC,
Ex-Im Bank, and USTDA joined to form the first investment development mission from the United
States after the terrorist attacks of Sept. 11, 2001. In the past year, OPIC has supported nearly $350
million in projects in Pakistan, including significant projects in financial services, information
technology, and power. The commitments by OPIC fulfilled and exceeded OPIC’s 2001 pledge of a
$300 million line of credit to promote U.S. investment in Pakistan.

Early this year, USTDA provided a grant to the Karachi Port Trust in support of a proposed 25
million gallon per day desalination plant project. Karachi is experiencing a dire potable water
shortage and this project would result in a significant increase in the supply of potable water to this
rapidly growing city of 12 million inhabitants.

Ex-Im Bank also has been active in Pakistan. In February 2002, Ex-Im Bank authorized a $125-
million, short-term letter of credit program for Pakistan. Under the program, Ex-Im Bank insures
letters of credit issued by several Pakistan banks to support the export from the United States of
consumer goods, spare parts, raw materials, and bulk agricultural products. In February 2003, Ex-Im
Bank authorized a loan guarantee to support the sale of three Boeing 777 commercial jet aircraft and
spare parts to Pakistan International Airlines.

In the coming year, agencies will intensify their efforts on all fronts. USTDA and the U.S.
Department of Commerce are sponsoring a major trade and investment conference in
June in Chicago. In March 2003, OPIC signed a memorandum of understanding with
the Afghan Government and U.S. sponsors to provide $35 million in finance and
insurance for the construction of a five-star international hotel in Kabul, managed by
Hyatt International. Additional projects are in the pipeline. Given its success thus far,
OPIC has agreed to raise its available line of credit for Afghanistan from $50 million to
at least $100 million.

Better Customer Service

The 2002 National Export Strategy called for agencies to respond to businesses’ need for
better, more coordinated client service from federal trade promotion agencies. Both large
and small companies expressed a desire to work with agency personnel who could take a
holistic approach to their international trade plans and guide them through the maze of
programs and services available. At the core of several recommendations in the 2002
report were actions aimed at developing account management skills and work tools to
facilitate a more collaborative approach to client service. Several agencies have now
combined forces to address these recommendations by crafting training and technology
solutions. While major progress has been made in initiating these programs, it is clear
that sustained commitment will be required to ensure that all of the agency personnel
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who directly interact with companies will have access to these programs.
Training

A key area of collaboration has been the development of an interagency training
program designed to impart client management skills and broader knowledge of the
programs and resources that are available to assist U.S. firms in the international
marketplace. The pilot training course was delivered in January 2003, with participants
from nine different TPCC agencies including Ex-Im Bank, SBA, OPIC, USTDA, USAID,
and the Departments of Agriculture, Commerce, State, and Transportation.
Representatives from private industry and government agencies delivered presentations
designed to fulfill the course objectives of “training experienced international trade
officers on the full range of export promotion programs and services offered by TPCC
agencies.” The training focused on the real-world application of these programs and
services to drive successful export marketing campaigns for American companies,
especially small and medium-sized enterprises (SMEs). Feedback from training program
participants included:

“I think this training really helps everyone recognize that we are all a team with the
same goal—serve the business.”

“I definitely think that the training should move forward. It is invaluable to get
together with our colleagues in other agencies.”

The goal is to expose most of the field staff to interagency training to facilitate
collaboration and problem solving for clients. Feedback from the pilot program will be
used to modify the format and content of the course so that it can be offered on an
ongoing basis. In addition, interagency job details are being used to supplement the
classroom-style training.

Client Relationship Management

U.S. exporters have complained that they are required to provide information to a
variety of Government agencies for several different purposes, ranging from the
Shipper’s Export Declaration with U.S. Customs Service to an application for Gold Key
Service with the CS.

The TPCC has responded by developing the One-Stop, One-Form database, which was
successfully launched in December 2002 by the U.S. Commerce Department’s
International Trade Administration (ITA) and USDA (more than 5,000 companies are
already registered). The database allows small business exporters to register at
www.export.gov to receive information on U.S. Government export programs and
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services, and reduce the amount of time required to fill out forms. Information from
common data fields (name, address, business, etc.) is passed electronically to
participating agencies and used to populate their forms and create customer profiles. We
are now continuing our efforts to connect Ex-Im Bank and the U.S. Commerce
Department’s Bureau of Industry and Security (BIS), and Census Bureau. Plans call for
bringing other U.S. Government partners on board over the coming months. In
addition, this registration process may eventually form the basis for the development of
an interagency client management system.

More Accessible and Effective Trade Finance

Making it easier for small businesses to obtain working capital and trade finance has long
been a desire of exporters. This has become especially important as many international
markets are growing slowly and the level of competition is increasing. To make it easier
for small business exporters to understand and obtain appropriate federal financial
support, SBA and Ex-Im Bank have been working to develop unified solutions as to how
the agencies can integrate their export working capital loan programs. Both agencies are
working on an agreement that will enable them to provide parallel financing for working
capital transactions.

Ex-Im Bank recently instituted major organizational changes to enable it to become
more market-focused and customer-driven while enhancing risk management. As part of
the new organizational structure, three divisions were created: a unified Export Finance
Group (devoted to account management and supervising transaction relationships across
all Ex-Im Bank financing products), an independent Credit and Risk Management
Group (to provide consistent credit standards and oversight), and a Communications
Group (encompassing existing public affairs and marketing functions). The changes are
designed to streamline case processing and standardize customer service and credit
evaluation across all product lines. Small businesses in particular will benefit from this
increased consistency and ease of access.

Services Sector Exports

Last year’s report focused attention on the importance of the services sector to U.S. jobs
and exports. Over the past year, agencies have taken steps to ensure that their programs
and processes promote both goods and services exports. To build our own public-private
partnerships, we have also looked at how other countries work with industry.

Travel and tourism: In the spirit of expanding travel and tourism opportunities through
public-private partnerships, the U.S. Commerce Department has initiated joint activities
with the Government of Japan. On April 19, 2002, Commerce Secretary Donald L. Evans
and Minister Chikagi Oogi of the Japanese Ministry of Land, Infrastructure, and
Transportation signed a memorandum of understanding to foster mutual economic
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growth and improved cross-cultural exchanges of friendship and understanding between
the two countries. The goal is to regain momentum and, by 2006, set new records in the
number of visits between the United States and Japan. U.S. and Japanese industry leaders
will co-chair a council comprised of two working groups. These working groups will
focus on effective collaboration in six areas: marketing and promotion, product
development, public and media relations, research and information, education and
training, and safety and security.

In May 2002, USTDA sponsored “Destination Eurasia: Building Infrastructure for
Tourism in Istanbul, Turkey.” The conference brought together more than 200
representatives of Eurasian companies and governments; U.S. and other financing
institutions; American companies involved in construction and engineering, hotel
supply, transportation, and consulting; and senior U.S. Government officials. CS officers
from throughout the region participated in the event, along with OPIC and Ex-Im Bank
officials and a number of American ambassadors.

The conference marked the first time that USTDA highlighted tourism as a sector for
development and for showcasing U.S. goods and services. It profiled more than 60
projects in Eurasia that would contribute to the development of tourism infrastructure.
These projects represent over $200 million in potential U.S. exports. They focused on
road construction, water treatment, hotel development, and recreational facility
development. More than 35 delegates from 12 countries participated in the conference,
including several ministers of tourism.

Outreach: Education and Partnering

Although American businesses’ awareness and use of U.S. Government trade promotion
services increased greatly between 1996 and 2002, familiarity with these programs is low
compared with the large number of firms that could benefit from them. Moreover, small
and medium-sized companies need a great deal of help in navigating the vast array of
assistance that is available. Key TPCC agencies have taken steps to address these issues
through increased outreach and educational efforts that involve collaboration of several
agencies. However, because the universe of potential clients is constantly changing and
the programs themselves change frequently in response to changing market dynamics,
there will be an ongoing requirement for jointly sponsored outreach efforts.
International markets respond every day to economic, political, and technological
cha