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Program Descriptions

Complying with U.S. Sanction and Embargo Programs

Discover what your organization can do to

build a solid U.S. sanction and embargo

compliance program. U.S. law imposes

special sanction programs for a variety of reasons against

designated individuals, entities and governments. These sanction

programs have teeth, with severe civil and criminal penalties for

violation. If you engage in international trade, even if it is only to

source parts from foreign manufacturers, you need to know about

these programs and learn how to ensure compliance.

In the world of international trade, it’s what you don’t know that can

hurt you. At this seminar you will learn the following: how to spot

U.S. sanction and embargo issues before they negatively impact

your business; when and how to screen transactions; how to work

with foreign affiliates and foreign suppliers, sales representatives,

etc., including techniques for understanding the extraterritorial

application of U.S. sanction and embargo programs; current

enforcement trends and best practices for avoiding violation;

recently issued rules regarding economic sanctions enforcement;

when and how to self-disclose potential violations; and tips to

building an effective compliance program.

• Kerry Scarlott, Partner — Posternak Blankstein & Lund LLP

• Ian Moss, Associate — Posternak Blankstein & Lund LLP

Date: Wednesday, May 13, 2009

Time: Registration 8:00 a.m.; Program 8:30 - 11:00 a.m.

Location: Posternak Blankstein & Lund LLP,  Boston

Cost: $55 includes continental breakfast and seminar materials

(does not include parking)
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Essentials of Importing

More companies are becoming involved in importing as they bring in

components from other parts of the world. This seminar will cover the

operational, logistical and financial aspects of importing while addressing

special interests of importers such as security and global supply chain

management. Specific issues to be covered include: advanced ruling,

binding classification, product classification, global sourcing, customs

clearance, import financing, logistics, documentation, and working with

import service providers.

• Valerie Pearson, Import Manager — RD Schenker

• Ralph Sheppard, Esquire, Partner — Meeks and Sheppard

Date: Wednesday, April 29, 2009

Time: Registration 8:30 a.m.; Program 9:00 a.m. - 4:00 p.m.

Location: HCC Kittredge Business Center, Holyoke

Cost: $95 includes continental breakfast, lunch and materials

Export Open House

Federal and state governments offer a broad

range of programs available to help companies

with their international business efforts. Services for exporters range from

day-to-day operational export assistance to an in-depth support of the

overseas sales and marketing efforts. This program will feature brief

presentations by federal and state government export promotion

agencies. Following the presentations, participants will have the

opportunity to meet one-on-one with the government officials to address

specific export questions. Join us to learn about the resources available

to you as an exporter!

• William Davis II, Senior International Trade Specialist —

U.S. Department of Commerce, Commercial Service

• Julia Dvorko, Central Massachusetts Regional Director —

Massachusetts Export Center

• Eric Hunter, Vice President — MassDevelopment

• John Joyce, International Trade and Finance Manager —

U.S. Small Business Administration

• Diana La Muraglia, Director of Business Development —

Massachusetts Office of International Trade & Investment

Date: Tuesday, April 28, 2009

Time: Registration 8:30 a.m.; Program 9:00 - 11:00 a.m.

Location: Worcester Regional Chamber of Commerce, Worcester

Cost: No charge, but preregistration is required
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Export Product Classifications: Schedule B and ECCN

This half-day workshop will provide a detailed look at the step-by-step

process for determining the appropriate Schedule B number for your

product(s). The seminar will also review the Export Control Classification

Number (ECCN) of your item(s). Knowing your ECCN is the key to

determining the license requirements for your item. The speaker will

review the important steps to a successful item classification, beginning

with whether an item is subject to the Export Administration Regulations,

the structure of the Commerce Control List (CCL), and how to use the

alphabetical and numerical indexes to narrow your focus during the

search for your ECCN. We will walk through examples of this procedure

to help you avoid the pitfalls that may lead to inaccurate classifications.

• Roland Shrull, Esquire, Partner — Middleton & Shrull

Date: Wednesday, May 6, 2009

Time: Registration 8:30 a.m.; Program 9:00 a.m. - 1:00 p.m.

Location: HCC Kittredge Business Center, Holyoke

Cost: $75 includes continental breakfast and seminar materials

Exporting in a Global Recession: How to Make Your Export

Efforts Both Successful and Cost-Effective

Yes, we know that the global economy is making

export marketing a challenge.  Budgets have been

slashed, and every dollar spent to promote your

exports must do much more. But staying home is not

an option. Your competitors will be at overseas trade

shows, developing direct marketing campaigns and

selling hard. You can’t afford not to be exporting. This

seminar will cover some of the most important

elements of your export marketing and operational

plans, and tell you how to do more, for less.

Topics include: cost-effective ways to manage credit risk - how to make

sure that you get paid on international sales; international trade shows -

how to select the most important ones, maximize your attendance and

increase post show sales; direct response marketing and using database

marketing for export sales; web site development and search engine

optimization - how to develop an internationally-oriented, customer-

friendly site and make sure that international customers can find you.

~continued next page
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Speakers include:

• Beth Goldstein, Founder and President — Marketing Edge

Consulting Group and author of The Ultimate Small Business

Marketing Toolkit

• Rosemary Russell, CGBP, Vice President, International

Banking — Eastern Bank 

• Oleg Vyadro, Principal, Managing Director — inSegment, Inc.

• Linda Woulfe, Consultant

Date: Tuesday, June 16, 2009

Time: Registration 8:30 a.m.; Program 9:00 a.m. - 12 noon

Location: Eastern Bank, Middleboro

Cost: $75 includes continental breakfast and seminar materials (does

not include parking)

Small Package Exporting and Importing through the

U.S. Postal Service

In recent years, dramatically increasing costs

have made it challenging for many exporters

and importers to ship competitively. Freight

costs, fuel surcharges and other charges can often unexpectedly eat into

profit margins on international shipments. Companies shipping small

packages internationally (up to 66 lbs.) can take advantage of several

cost-effective global business solutions from the U.S. Postal Service.

This seminar will review the unique process for shipping packages

internationally via the Postal Service, including customs forms, the

customs clearance process, AES requirements, free trade agreement

documentary requirements and more. The seminar will also discuss

issues such as export regulatory compliance, packaging and automation

of shipping labels and forms.

• David Krassnoff, Global Account Manager, Global Business

Development — United States Postal Service

• Paula Murphy, Director — Massachusetts Export Center

Date: Thursday, April 30, 2009

Time: Registration 8:30 a.m.; Program 9:00 a.m. - 12:00 noon

Location: U.S. Postal Service, Waltham

Cost: No charge, but preregistration is required
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Developing an Export Management and

Compliance Program

Interested in learning about smart export compliance

business strategies? Looking for effective solutions

to address an export compliance problem? Need

guidance on developing or enhancing your export

management and compliance program?

Join the director of the Export Management and Compliance Division,

Bureau of Industry and Security, and other government compliance

specialists in this dynamic, two-day seminar that answers the

question, “Now that you understand WHAT your export regulatory

requirements are, just HOW are you going to operate in order to

ensure compliance?”

Designed to help you create or enhance your company’s export

compliance program, this seminar focuses on industry best practices

that will help your company efficiently manage its export compliance

requirements by implementing strategies and safeguards that can

minimize the risk of an export violation.

Agenda topics to be covered include: the foundation of an effective

compliance program; developing and enhancing your compliance

program; getting management buy-in; creating a compliance-oriented

culture; front-end decision strategies; deciding where the buck stops;

achieving compliance peace of mind; managing problems before they

get out of control; records management; compliance errors to avoid;

compliance innovation in a global environment; smart compliance tips

and strategies; and developing a strong compliance manual. This

seminar includes small group discussions, hands-on exercises, one-

on-one counseling opportunities, and compliance peer networking.

Prerequisite: Participants should have a working knowledge of U.S.

export regulations. This is not a regulatory seminar and does not

cover subjects such as product classification and export license

determination. This workshop is for exporters who are ready to utilize

their knowledge of export regulations to build an effective compliance

program that addresses their export compliance responsibilities.

~continued on next page

This two-day event is approved by NCBFAA

for 30 CES continuing education points.
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Speakers include:

• Tom Andrukonis, Director, Export Management and Compliance

Division — U.S. Department of Commerce, Bureau of

Industry & Security

• Dale Kelly, Assistant Division Chief, Data Collection — U.S.

Department of Commerce, Bureau of the Census, Foreign

Trade Division

• John McKenna, Special Agent in Charge — U.S. Department of

Commerce, Office of Export Enforcement

• Renee Osborne, Senior Management & Program Analyst, Export

Management and Compliance Division — U.S. Department of

Commerce, Bureau of Industry & Security

• Glenn Smith, Chief, Enforcement Division — U.S. Department

of State, Directorate of Defense Trade Controls

Dates: Wednesday, May 20 and Thursday, May 21, 2009

Time: Registration 7:30 a.m.; Program 8:00 a.m. - 5:15 p.m.

Location: Radisson Hotel, Boston

Cost: $425 for both days - includes breakfast, lunch and seminar

materials (does not include parking)

Hotel Accommodations: The Massachusetts Export Center has

reserved a block of guest rooms at the Radisson Hotel on the evenings

of May 19, 20 and 21 for seminar attendees at the special rate of $209

per night. Reservations must be made by April 28 to receive this special

rate. For reservations, call the Radisson Hotel at (617) 482-1800.

Massachusetts Export Center
Compliance Alliance

The Massachusetts Export Center is pleased to announce the

Compliance Alliance, an exciting new initiative designed to help

the state’s businesses enhance their export compliance and

global competitiveness. The Compliance Alliance will provide a

forum for exporting firms to network, share best practices and

stay current on export regulatory compliance issues. 

The Massachusetts Export Center will launch the Compliance

Alliance at a reception on the evening of Thursday, May 21. For

further details, contact the Export Center at (617) 973-8664 or

visit www.mass.gov/export.
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Certified Global Business Professional Series

International Sales, Marketing and Global Business Management (May 15)

This session will cover: global risk assessment; global business plan

development; international market research methodologies and strategies;

overseas market evaluation and selection; methods of market entry; development

of international marketing strategies; working with overseas sales and distribution

partners; international intellectual property protection; international contract law

and dispute resolution.

• Harry Grill, Partner — K&L Gates

• Nancy Lowd, Senior International Trade Advisor — Massachusetts Export Center

• Edward Merguerian, International Trade Specialist — U.S. Department of

Commerce, Commercial Service

• Paula Murphy, Director — Massachusetts Export Center

Global Trade Finance and Banking (May 29)

This session will cover: foreign commercial and political risk assessment; foreign

partner credit analysis techniques; methods of international payment, including

letters of credit, documentary collections and other payment instruments; foreign

exchange risk mitigating techniques; export quotations and pro forma invoices;

export credit insurance; and export financing.

• Eric Hunter, Vice President — MassDevelopment

• John Joyce, International Trade and Finance Manager — U.S. Small

Business Administration

• Steve McAleer, Vice President, Operations Manager, International Trade

Services Group — Citizens Bank

• Mary Shea, Special Agent — Coface North America

The NASBITE Certified Global Business Professional designation (CGBP) is

the only nationally-recognized professional credential that demonstrates an

individual’s competency in international business. This comprehensive seminar

series is specifically designed to help individuals prepare for the CGBP exam

while providing practical, real-world information on all aspects of international

business. Participants who complete the entire series will receive a certificate

of completion issued by the Massachusetts Export Center.

One week following the conclusion of the series, individuals will have an

opportunity to take the CGBP exam in Boston. Individuals passing the exam

will receive the CGBP designation and may use the credential logo and

wordmark on resumes, business cards and other collateral identifying them to

the public as individuals proficient in global commerce. Space is limited, so

register early!

Corporate Sponsors:
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Global Supply Chain and Logistics Management & Exam Review (June 5)

This session will cover the Harmonized Tariff Schedule and product

classifications; global trade documentation; AES; shipping under free trade

agreements; tariffs, tariff calculations and non-tariff barriers; duty drawback;

customs brokers, freight forwarders, 3PLs and other service providers;

Incoterms; landed cost calculations; carnets; transportation modes and costs;

export packing; cargo insurance principles; export regulatory compliance and

supply chain security; international product certifications and standards. This

session will also feature a CGBP exam review and include a discussion on test

preparation strategies.

• Don Houston, Senior Underwriting Officer, Ocean and Inland Marine

Specialist — Chubb Group of Insurance

• Michael Jeannotte, District Manager, Boston — DHL Global Forwarding

• Paula Murphy, Director — Massachusetts Export Center

• Robert Osburn, Business Development Manager — DHL Global Forwarding

• Rich Soja, Chubb Worldwide Marine Manager — Chubb Group of Insurance

• Jerome Zaucha, Partner — K&L Gates

NASBITE CGBP Exam (June 13)

Individuals passing the NASBITE CGBP exam will receive the CGBP

designation and may use the credential logo and wordmark. Individuals must

register for the exam in advance directly with NASBITE. The registration fee is

$50 and the exam fee is $295, and is not included in the Massachusetts Export

Center seminar fee. To register for the exam, visit www.nasbitecgbp.org.

Co-Sponsored by:

Dates: Three Fridays: May 15, 29, June 5; Exam: Saturday, June 13

Time: Registration 8:30 a.m.; Program 9:00 a.m. - 4:00 p.m.

Location: K&L Gates, Boston

Cost: $450 for the entire series or $175 per individual session includes

breakfast, lunch & seminar materials (does not include parking or exam fees)

Note: Eligible candidates for the NASBITE CGBP credential must have completed at least two

years of college-level classes OR worked in the international trade field for at least two years. This

seminar series is not intended to be the sole means of preparation for the CGBP exam. Even

individuals with existing international trade experience will benefit from supplemental studying in

areas to which they do not have day-to-day exposure. Those individuals without

international trade experience will require a significant amount of outside study in

order to pass the exam. This series is not recommended for those without some

international trade experience.
This series is approved by NCBFAA for

12 CES continuing education points.
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Managing Overseas Sales Agents and Distributors

Many exporting firms rely heavily on distributors or agents to

generate sales in overseas markets. An exporter’s success in an

overseas market is often directly tied to the effectiveness of the

company’s distribution partner in that market — and yet many

exporters do not take the time to screen, manage and support their

overseas sales agents and distributors.

How do you find reliable overseas partners and avoid those that

won’t deliver? How do you support and motivate your agents or

distributors to effectively generate sales? What sales and support

structure do you need and what are the trade-offs for different

options?

This seminar will discuss these issues and more, and will feature

speakers from successful exporting firms who will discuss their

strategies for success in global markets. Specific topics will include:

identifying, qualifying, managing, supporting and motivating

overseas agents and distributors; agency/distributorship contract

elements and negotiation; pricing structures and discounting; and

intellectual property concerns.

• Jeff Brown, Distribution Manager — Hypertronics Corporation

• Julia Dvorko, Central Massachusetts Regional Director —

Massachusetts Export Center

• Brooke Fishback, International Sales Manager — Health

Enterprises Inc.

• Daniel Nanigian, Managing Director — Nanmac Corporation

• William O’Brien, L.L.M., Attorney at Law

Date: Wednesday, June 10, 2009

Time: Registration 8:00 a.m.; Program 8:30 a.m. – 12:00 noon

Location: Karl Weiss Education & Conference Center, Westborough

Cost: $50 includes continental breakfast
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Driving Directions

Eastern Bank

151 Campanelli Drive, Middleboro • (508) 946-3065

Take routes necessary to get to I-495 South.    From I-495 South: Take Exit 6, Route 44. Bear

right off the exit onto Route 44. Enter rotary, exiting at the Route 18/28 (Bridgewater) exit.

Proceed approximately half a mile on Route 18/28 North to Campanelli Drive. Turn right onto

Campanelli Drive and take first left into parking area. Do not park in spaces marked Customer

Parking. Enter through main entrance, the door closest to the branch entrance.    From the Cape:

Take Route 25 / I-495 North to Exit 5, Route 18 North. Enter rotary, exiting rotary at the Route 18/

28 (Bridgewater) exit. Proceed approximately half a mile on Route 18/28 North to Campanelli

Drive. Turn right onto Campanelli Drive and take first left into parking area. Do not park in spaces

marked Customer Parking. Enter through main entrance, the door closest to the branch entrance.

At the Security Desk: Identify yourself as a seminar participant and present a photo ID.

K&L Gates

State Street Financial Center, One Lincoln Street, 19th Floor, Boston • (617) 261-3100

From the South: Take Route I-93 North to Exit 20, South Station. Bear left at the ramp to South

Station / Chinatown. (You will see State Street Financial Center directly ahead). Continue straight

and you will be on Lincoln Street. Follow Lincoln Street through the major intersection at the lights

(you will pass the entrance to the building). Take left onto Bedford Street. Take first left onto

Kingston Street. Entrance to garage is on the left.    From the North: Take Route I-93 South to

Exit 20 (Purchase Street / South Station) and follow signs for South Station. Follow the exit ramp

and cross Summer Street. Turn right onto Lincoln Street. Turn first left onto Bedford Street. Take

first left onto Kingston Street. Entrance to garage is on the left.    From the West: Take Route I-90

(MassPike) to the South Station exit, Exit 24A. Turn left on Kneeland Street towards Chinatown.

Turn right onto Lincoln Street at the light. Follow Lincoln Street through the major intersection at

the lights (you will pass the entrance to the building). Take left onto Bedford Street. Take first left

onto Kingston Street. Entrance to garage is on the left.    Public Transportation: Take the Red Line

to South Station. One Lincoln Street is approximately two blocks from South Station walking

towards Chinatown.

Karl Weiss Education & Conference Center

MA Technology Collaborative, 75 North Drive, Room 102, Westborough • (508) 870-0312

From the North and South: Take Route I-495 to Exit 23B (Route 9 westbound). Proceed west on

Route 9 for 3.3 miles to the intersection with Route 135. Turn right onto Route 135 West and

follow 0.4 mile to North Drive. The entrance to Karl Weiss Center will be on the left (a one-story

brick building).    From the East or West: Take the Massachusetts Turnpike to Exit 11A. Take

Route I-495 North to Exit 23B (Route 9 westbound). Proceed west on Route 9 for 3.3 miles to the

intersection with Route 135. Turn right onto Route 135 West and follow it 0.4 mile to North Drive.

The entrance to Karl Weiss Center will be on the left (a one-story brick building).

The Kittredge Center at Holyoke Community College

303 Homestead Avenue, 3rd Floor, Room 302, Holyoke • (413) 538-7000

From Route I-91 North or South: Take Exit 16 (Route 202/Holyoke). At the bottom of the ramp,

take a left (if traveling from the south) or right (if traveling from north of the exit) onto Cherry

Street. At the traffic light, take a left onto Homestead Avenue. Go less than a mile and the HCC

Campus entrance is on the right. Enter main entrance and take a left. Continue to “E” parking lot.

Walk to The Kittredge Center and go to the third floor.     From Mass Turnpike: Take Exit 4 to I-91

North and follow directions from Route I-91.

Posternak Blankstein & Lund LLP

The Prudential Tower, 800 Boylston Street, 33rd Floor, Boston • (617) 973-6100

From the North: From Route 93 take Exit 26, Leverett Connector/Storrow Drive, and follow to the

Copley Square exit on the left. Take a right onto Beacon Street and follow to Exeter Street. Take a

left onto Exeter Street and follow four blocks. The Prudential Center Garage will be on the right.

See “Parking/Security” below.    From the South: Take Route 93 to Exit 18, Massachusetts

Additional directions and maps available at www.mass.gov/export/directions.htm
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Avenue. Follow signs to Massachusetts Avenue and turn right. Follow Massachusetts  Avenue for

about two miles to Huntington Avenue. Take a right on Huntington Avenue and a left on Belvidere

Street. The Prudential Center garage entrance will be on your right before Sovereign Bank. See

“Parking/Security”.    From the West: Follow the Mass Pike eastbound into Boston. Take Exit 22/

Copley Square/Prudential Center and follow signs for Prudential Center. This will take you directly

to the Prudential Center Garage entrance on your right. See “Parking/Security”.    Parking/

Security: The Prudential Center Garage is large and sprawling. If you are on the yellow level (P3),

the “Attended Parking” section has valet parking at no additional charge, and is directly across

from the Prudential Tower escalators. Otherwise, park in any available spot.  Enter the Prudential

Center and locate the lobby of the Prudential Tower.  Check in with the lobby security desk –

photo ID will be needed. Call 617-973-6100 with any problems.    Public Transportation: Nearest

train stations: Green Line – Prudential Station or Copley Station; Orange Line – Back Bay Station.

Radisson Hotel

200 Stuart Street, Boston • (617) 482-1800

From the South: Follow Route 93 North into Boston. Take the Airport/South Station exit #20.

Follow signs for South Station/Downtown Boston. At the end of the exit (about 1 mile), turn left

onto Kneeland Street. Follow 9 traffic lights to end of street, turn right onto Charles Street. Take

the first left turn onto Park Plaza, keep left then take next available left turn onto Stuart Street.

Proceed for one block, the Radisson Hotel will be on the right.    From the North: Follow Route 93

South Take the Storrow Drive exit #26. Take the second exit, Back Bay/Copley, off of Storrow

Drive. At the first traffic light, turn left onto Beacon Street and then a quick right onto Arlington

Street. Follow Arlington Street along the Public Garden, past the Taj and Boston Park Plaza

hotels. Just after the Boston Park Plaza Hotel, turn left onto Stuart Street. The Radisson Hotel will

be on your right.    From the West: Take Mass Pike East into Boston. Take the Copley Square/

Prudential exit #22. Stay to the right, following signs for Copley Square. Follow to right,

proceeding four blocks on Stuart Street. The Radisson Hotel will be on the right.    From Logan

Airport: Follow signs for Boston and the Sumner Tunnel. At the tunnel’s end, turn right and follow

signs for Storrow Drive. Take the first exit, Back Bay/Copley, off of Storrow Drive. At the first traffic

light, turn left onto Beacon Street and then a quick right onto Arlington Street. Follow Arlington

Street along the Public Garden, past the Taj and Boston Park Plaza hotels. Just after the Boston

Park Plaza Hotel, turn left onto Stuart Street. The Radisson Hotel will be on your right.    Public

Transportation: Take the Green Line to the Arlington Street station. Follow signs to Arlington

Street, walking away from the Boston Common and toward the Boston Park Plaza Hotel. Take a

left onto Stuart Street and proceed for one block, the Hotel will be on the right.

U.S. Postal Service

200 Smith Street, Waltham • (781) 768-4003

From North: Take I-95/Route 128 South to Exit 28 (Trapelo Road/Belmont). Turn left onto Trapelo

Road and left onto Smith Street. The U.S. Postal Service will be on the left.    From South: Take

I-95/Route 128 North to Exit 28A (Trapelo Road/Belmont). Turn right onto Trapelo Road and then

left onto Smith Street.

Worcester Regional Chamber of Commerce

446 Main Street, Suite 200, Worcester • (508) 753-2924

From East: Take the Mass Pike to Route 495 North to Route 290 West to Worcester. Take Exit 16

- Central Street. Take a right at bottom of ramp. Proceed straight through three sets of lights and

at the fourth set (street ends), take a left onto Main Street. Proceed until you see the Sovereign

Bank glass tower on right. Take right onto Pleasant Street before the building. Entrance to garage

will be on your left. Once in the garage you’ll find a walk through connector on the third floor. This

will bring you to the fourth floor of the building. Take the elevator to the second floor to the

Chamber offices.    From West: Take the Mass Pike to Auburn (Exit 10). Take Route 290 East to

Exit 16 in Worcester. At bottom of ramp, take left onto Central Street. Proceed straight through

four sets of lights and at the fifth set (street ends), take a left onto Main Street. Proceed until you

see the Sovereign Bank glass tower on right. Take right onto Pleasant Street before the building.

Entrance to garage will be on your left. Once in the garage you’ll find a walk through connector on

the third floor. This will bring you to the fourth floor of the building. Take the elevator to the second

floor to the Chamber offices.



14    Spring 2009 ��Partners for Trade Massachusetts Export Center

The Massachusetts Department of Business Development works with the business community
to help create, retain and attract jobs throughout the Commonwealth by offering programs that
stimulate economic growth and development. The office is committed to working directly with the
business community to make Massachusetts an even better place to do business.

The Massachusetts Office of International Trade & Investment is a sister agency to the
Massachusetts Export Center that carries out the following international economic activities: attracting
foreign companies to invest in Massachusetts; handing all foreign protocol, which currently involves
30 sister state and development agency agreements with Massachusetts; and focused export
promotion through international trade show participation. MOITI has four foreign offices—Berlin,
Mexico City, Sao Paulo and Shanghai—that engage in export promotion activities integrated with
the services of the Massachusetts Export Center.

MassDevelopment provides financial tools and real estate expertise to stimulate economic growth
across the state of Massachusetts by providing real estate development and financial services through
its four core lines of business: Real Estate Development, Investment Banking, Economic Development
Lending and Community Development. The agency’s lines of business are designed to support a
project at any stage — from concept to development.

The U.S. Export Assistance Center offers a full range of federal export programs and services
under one roof, including counseling, market research, trade contact facilitation, international trade
promotion events, and trade finance through the Export Working Capital Loan Guarantee Program.
The U.S. Export Assistance Center combines the export marketing resources of the U.S. Department
of Commerce and the export finance resources of the U.S. Small Business Administration.

The U.S. Small Business Administration is dedicated to providing quality, customer-oriented, full-
service programs and accurate, timely information to the entrepreneurial community. SBA offers a
number of export information assistance programs such as counseling, marketing research,
publications and workshops. SBA also offers financial assistance through the regular business loan
and the Export Working Capital Program.

The Massachusetts Export Center (www.mass.gov/export), part of the
Massachusetts Small Business Development Center Network, recognizes

the need to make export services easily accessible to companies of all sizes,

and it serves as the state's one-stop resource for export assistance. The
Massachusetts Export Center offers a wide range of targeted, customized

services to Massachusetts businesses at any stage in the export process.

Whether you are a small business just thinking about exporting or an experienced
exporter, the Massachusetts Export Center stands ready to help with services suited to

your needs. Massachusetts companies can learn more about the Massachusetts Export

Center by visiting our website or by calling (617) 973-8664.

The Massachusetts Small Business Development Center Network

(www.msbdc.org), through the Massachusetts Export Center, offers

small to medium sized Massachusetts companies business advice on

assessing export opportunities, market research analysis and

educational programs through the Partners for Trade executive seminar

series. Assistance includes counseling on the elements of an

international business plan, assisting in the development of an international marketing strategy,

providing market research reports and trade leads, publishing various export guides and

organizing a variety of export training programs. International trade advising services are

available statewide with counselors housed in Boston, Holyoke, New Bedford and Worcester.

Partners and Cosponsors
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The Massachusetts Small Business Development Center (MSBDC) Network provides

free, high quality, one-to-one management and technical business advice and educational

programs at a reasonable cost to potential and existing small business entrepreneurs

throughout the Commonwealth.

The MSBDC is a partnership of the U.S. Small Business Administration, the Massachusetts

Department of Business Development, and a consortium of higher educational institutions

led by the University of Massachusetts Amherst, Isenberg School of Management, and

including Clark University, Salem State College, the University of Massachusetts Boston

and the University of Massachusetts Dartmouth.

State Office ................................................................................................ (413) 545-6301

Business Advising Centers

• Berkshire Regional Office ............................................................... (413) 499-0933

• Boston Regional Office & Minority Business Center ....................... (617) 287-7750

• Central Regional Office ................................................................... (508) 793-7615

• Massachusetts Export Center

Boston Office / Headquarters .................................................... (617) 973-8664

Holyoke Office ............................................................................ (413) 552-2316

New Bedford Office .................................................................... (508) 999-1388

Worcester Office ........................................................................ (508) 929-8844

• Northeast Regional Office ............................................................... (978) 542-6343

• Procurement Technical Assistance Center ..................................... (413) 545-6303

• Southeast Regional Office .............................................................. (508) 673-9783

• Western Regional Office ................................................................. (413) 737-6712

Visit our website at www.msbdc.org

MSBDC Network

Special thanks to the Holyoke Community College, New Bedford Area
Chamber of Commerce and Worcester State College for hosting the
Massachusetts Export Center’s regional offices.

Your Success is Our Business!
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Registe
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e at
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Please complete a separate registration form for each attendee. Payment must accompany

registration form. We accept cash and personal or company checks. We do not accept credit

cards or purchase orders, nor do we invoice participants. Confirmations will not be sent.

Please make checks payable to the University of Massachusetts

Please mail registration and a check payable to the University of Massachusetts to: Catherine Cornwell, MSBDC Network,

227 Isenberg School of Management, University of Massachusetts, 121 Presidents Drive, Amherst, MA 01003-9310

Registration Form

Cancellation/Refund Information: Cancellations received 48 hours prior to the seminar will be entitled to a refund. No
refund will be given on notifications received after that time or in any no-show situation. The MSBDC reserves the right to
cancel or reschedule a seminar due to insufficient enrollment. Registration fees will be returned or credited towards a future
program. Walk-Ins: There will be a $15 walk-in fee (in addition to the registration fee) for all attendees who have not registered
by noon the day prior to the seminar. Payment: We accept cash and company or personal checks. Sorry, we do not accept
credit cards or purchase orders, nor do we invoice participants. Payment is due in full prior to the seminar. We cannot
guarantee your place in a class without full payment in advance. Series Pricing: To qualify for series pricing, all sessions
must be paid prior to the first class; otherwise the higher individual prices prevail.

The MSBDC is partially funded by the U.S. Small Business Administration and the Massachusetts Department of Business Development under
cooperative agreement 9-603001-Z-0022-29 through the University of Massachusetts Amherst. SBDCs are a program supported by the U.S. Small
Business Administration and extended to the public on a nondiscriminatory basis. SBA cannot endorse any products, opinions or services of any
external parties or activities. Reasonable accommodations for persons with disabilities will be made if requested at least two weeks in advance.
Contact the Massachusetts Export Center: State Transportation Building, 10 Park Plaza, Suite 4510, Boston, MA 02116; telephone (617) 973-8664.
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❍  Mr. ❍  Ms.  Name ___________________________________________________________________________

Title ______________________________________________________________________________________

Company _________________________________________________________________________________

Address __________________________________________________________________________________

City ______________________________________________   State ___________    Zip __________________

Telephone ____________________________________    Fax _______________________________________

E-Mail ___________________________________________   Web Address _____________________________

Product/Service _______________________________________________________________________________

Which best describes your company?  ❑  Manufacturing   ❑  Service   ❑  Retail   ❑  Wholesale   ❑  Distribution

Are you exporting?  ❑  Yes ❑  No      Are you importing?  ❑  Yes   ❑  No

Countries of interest: __________________________________________________________________

❑ Complying with U.S. Sanction and Embargo Programs ($55)

❑ Certified Global Business Professional (CGBP) Series  - all three sessions ($450)

~or individual sessions~

❑ International Sales, Marketing and Global Business Management ($175)

❑ Global Trade Finance and Banking ($175)

❑ Global Supply Chain and Logistics Management ($175)

❑ Developing an Export Management and Compliance Program ($425)

❑ Essentials of Importing ($95)

❑ Export Open House (no charge)

❑ Export Product Classifications: Schedule B and ECCN ($75)

❑ Exporting in a Global Recession ($75)

❑ Managing Overseas Sales Agents and Distributors ($50)

❑ Small Package Exporting and Importing through the USPS (no charge)



100% Financing
for Exporters

With export financing from MassDevelopment, you can maximize

your international growth opportunities by purchasing new

equipment, obtaining a working capital line of credit, or securing

insurance to increase sales while managing the risks of selling

overseas.

� 100% Export Loans – Loans up to $1 million for new 

equipment, leasehold improvements, and term working capital

� Export Loan Guarantees – Guarantees of up to 90%

available to lending institutions financing exporters

� Export Credit Insurance – Access to a range of Ex-Im Bank

insurance policies designed to meet the specific needs of 

exporters

MassDevelopment also offers attractive loans and tax-exempt bond

financing for your facilities projects.

Call 1-800-445-8030 or visit www.massdevelopment.com.

MASSDEVELOPMENT
Build. Create. Innovate.
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