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We are most indebted to the individuals listed in this World
Trade Guide who have permitted us to identify them as experienced
in International Trade.

Further, we especially appreciate their willingness to share
their special knowledge with other central Iowa businessmen
who may be just beginning to seek out foreign markets.

We wish to acknowledge and express our appreciation to the Iowa
Development Commission for providing funds for sharing in the
cost of publishing this Guide.

The sole purpose of this Guide is to encourage and promote
trade between Iowans and other countries.

We feel that reciprocal sharing of information by Iowans already
doing business abroad will be a major step forward in this purpose.

Naturally, we feel the directory of individuals identified in the
following pages is the most important section of this Guide. But
the additional information supplied will, we believe, provide
further basic background which may be helpful to all persons
engaged in export or import.

This is the World Trade Department's first effort in publishing
a World Trade Guide. Accordingly, we welcome your suggestions

for adding information you think might be helpful in subsequent
revisions.

Sincerely yours,

THE WORLD TRADE DEPARTMENT
DICK W. KUEHL, Chairman



TIOHAL TRAD

Name, address, firm
position, phone

W. J. Bestmann, Mgr.
International Operations
Fisher Controls
Marshalltown, Iowa
754-3294

Leon H. Black, Gen.Mgr.
Den-Tal-Ez, Inc.

1201 Diehl
Des Moines,
285-0320

Iowa

Wes Boldt, President
Boldt & Associates,
PLOL Box 2595

fne.

Des Moines, Iowa
285-0242
Mrs. Marion E. Brinton

Vice President,Export
Winpower Mfg. Co.
Newton, Iowa

792~1301

Dave Brown
Underwriting Dept.
Insurance Company of

North America (INA)
1055 Sixth Avenue
288-3301

Don Brown

Ford Motor Company
1700 E. Aurora Ave.
Des Moines, Iowa
262-9381

Robert H. Clark, Jr.
Vice President
Central Nat'l.
Sixth ' and Locust

243-8181

Daniel L. Cota, President
Cota Industries, Inc.
a5l SuEs 14th Street

Des Moines, Iowa

285-4352

Bank § Trust

S -

Areas of Special
Expertise

General director of
manufacturing and
marketing activities

Complete international
operations

Established sales §
service office in
Western Europe. Estab-
lished joint venture

in United Kingdom

Established distributors
and representatives in
foreign countries;
supervises documentation
etcy

Insurance-Underwriting

of Imports § Export
shipments

General Business

Banking

Arrange Transportation
and documentation for
exporting

|\

Geographic Area or
Country of Familiarity

Free World Market
countries

World-wide

Western Europe
United Kingdom

World-wide, but with
greatest experience
in Latin America and
Far East, Africa

Experience and infor-
mation available
regarding shipments
to all areas in the
free world.

England and common

market countries.

Europe,United Kingdor

Central America,
Guatemala, Canada,
Bahamas



INTERNATIONAL TRADE SPECIALISTS, Cont'd.

Mrs. Helen Cresswell
Purchasing Agent

National Handcraft Institute

1425 Grand Avenue
288-8539

Jesse N. Durden
Director of Distribution
Economy Forms Corp.

4501 NLE. 14th St.
Des Moines, Iowa
266-1141

Warren Ewer

Export Sales Manager
Delavan Mfg. Co.

811 4th, West Des Moines
274-1561

Eae s Fox

Triple "F" Feeds
10104 Douglas Avenue
Des Moines, Iowa
276-5406

Irv Gerlich, Vice Pres.,
Sales
Den-Tal-EzZ,
1201 Diehl
Des Moines,
2850520

ine,

Iowa

Chester W. Good, Manager
World Trade Department
Greater Des Moines
Chamber of Commerce

800 High Street

283-2161

Etta Mae Grabau
Office Manager
Boldt § Associates,
P.0. Box 2595

621 S.W. 7th Street
285-0242

Inc.

Robert G. Graham

Export Coordinator,
Documentations

Diamond Laboratories, Inc.
and Diamond Inter-American
Corp.

P.O. Box 863

262-9341 Ext. 80

All facets of importing
(experience limited to
merchandise imported for
employer)

Physical distribution &
transportation manage-
ment. Steamship and
port operations con-
tainerization services.

Distributor agreements,

supervision, training

Agri-business

Establishing distri-
butors, Market Research,
familiarity with local
conditions

Knowledge of transpor-

tation services and rates;

source of general export

information and documentation
requirements; provides certi-
fication of origin and price.

Documentation,
FoC. I v, Cusitoms
Clearance (Import and
Export)

Responsible for company
export documentation on
air and surface shipments
of veterinary biologicals

and pharmaceuticals; certi-
ficate of free sale experience

Far East, Europe,
India, Hong Kong,
Japan, Italy, England,
Taiwan

Burope, Far East,
Canada

South Africa, Japan,
Oceania, East Africa.

Indonesia, Philippines
S. B, Asia

European Common Market
Brazil, Japan,
Argentina, South
America, Far East

All countries

Western Europe, South
America, South Africa
Japan, Australia

Canada, Far East,
Latin America,
Europe




INTERNATIONAL TRADE SPECIALISTS, Cont'd.

Jerry L. Hall
International Marketing
Manager

Fairfield Engineering §
Manufacturing Co.
601 W. Kirkwood
Fairfield, Iowa
472-4181

52556

1. 6. Harling

General Traffic Manager
Massey-Ferguson Inc.
1901 Bell

284-2195

International Trade
Specialist

Des Moines Field Office,

U. S. Department of
Commerce

609 Federal Building

210 Walnut Street

515/284-4222

Ray G. Johnston
Vice President

Central Nat'l. Bank § Trust

Locust at Sixth Avenue

Des Moines, Iowa
243-8181

Responsible for marketing
and distribution of live- Europe, United

stock and poultry equip- Kingdom, Japan,

ment in Eastern and Western Australia and Latin
Europe; UK., -Australia America

and Japan. Established

foreign operations in

Europe and the U.K.

Eastern and Western

Export transportation,
packing, documentation

Mexico, South America
Europe, plus general
knowledge in balance
of the world

Specialist in International
Commerce, including export
marketing, licensing, over-

seas investment, and importing.
The Field Office helps business-
men entering or already engaged

in foreign commerce. It

provides trade opportunities

and information on opportunities
for private investment in foreign
countries. It arranges for the
participation of businessmen in
direct trade promotion activities
such as trade missions, trade
fairs, trade centers and sample
displays. It issues a wide
variety of marketing statistics
and other reports on international
trade useful to businessmen. The
Field Office regularly holds
export seminars and other meetings
to acquaint businessmen with
procedures and practices in inter-
national trade.
Finance, foreign market World-wide
data and credit reports,

Exchange rates, foreign

drafts and remittances,

letters of introduction,

letters of creait.



INTERNATIONAL TRADE SPECIALISTS, Cont'd.

Warren Knauss
Vice-President,
International Sales
Kemin International
Box 70, 2104 Maury
Des Moines, Iowa
265-1418

Dick W. Kuehl
Iowa-Des Moines
National Bank
Sixth and Walnut
Des Moines, Iowa
284-8686

Herman S. Kuyper
Rolscreen Company
Pella, Iowa
515/628-1000

Robert Liebold
Ford Motor Company
1700 E. Aurora Ave.
Des Moines, Iowa
262-9381

M. B. Lubbers
Rolscreen Company
Pella, Iowa
515/628-1000

E. A. McCardell, Pres.

Winpower Mfg. Co.
1207 First Avenue E,
Newton, Iowa 50208
792=1301

Sales, establishing
foreign operations

Commercial letters of
credit, bank transactions,
FCIA and Eximbank financ-
ing, euroccurrency trans-
actions, documentation,
business customs and

practices, personhal contacts

familiarity with local
conditions.
and foreign regulations;
customs payment and re-

export procedures; foreign

investment and licensing
regulations; U. S, invest-
ment guarantees; recent

payment experience; credit

terms; extended and nom-

inal foreign exchange notes;

information on foreign
banks.

Established foreign
operations

General business

Sales

General distributor
relations and foreign
marketing

Import-Export

Europe, South
America, Canada

World-wide; personal
business experience
with Columbia, Panama,
Central America,
Mexico

Western Europe

England, Mexico
Common market
countries

Western Europe

World-wide, but with
greatest experience

in Latin America and
Far East, Africa




INTERNATIONAL TRADE SPECIALISTS, Cont'd.

Bill Mathis

Director of Air Freight
Iowa Parcel Service
3123 Delaware Avenue
Des Moines, Iowa
265-5221

R. W. Nelson, President
Kemin International

Box 70, 2104 Maury
Des Moines, Iowa
265-1418

E. L. Rocha

Export Service Manager
Massey-Ferguson Inc.
1901 Bell
Des Moines,
284-2622

Iowa

James F. Ryan, Treasurer

F. B, Rayn Mfg. Co., Ing,

South 7th Street
Chariton, Iowa
515/774-5981

Jerry Scheftner, Dir. of
Export Affairs

Den~-Tal-Ez, Inc.

1201 Diehl

Des Moines,

285-0320

Iowa

Reginald H. Shaw

#26 Colleen Crest

221 South Oak

Ames, Iowa 50010

515/232-2581 (home)

515/232=7250, ext. 277
(office)

Larry Sheldon
Vice President
Delavan Mfg. Co.
811 4th Street
West Des Moines,
274-1561

Towa

Represents the official
statewide pick-up and
delivery agent for the
nation's airlines.
Impartial source of
international air freight
routing, packaging, air
freight forwarder and

documentation information.

Extensive background in
all phases of air freight
operations.

Sales, Managerial

Export finance,
documentation, credit

and collection, licensing,

credit insurance, custom
clearance, foreign
managerial experience.

Export of utility plows,
laying cable and
underground pipe.

Marketing

Sales management,
distribution arrange-
ments, market research,
licensing contracts,
foreign managerial
experience. Personal
cContacts.

Finance, establishing
foreign operations;
foreign currency.

World-wide

Europe, Canada

Mexico, South America
Europe plus general
knowledge in balance
of the world.

World-wide

Europe, South Africa,
Australia, New

Zealand, Canada, the
Middle East

South America,
Argentina, Bolivia,
Chile, Paraguay,
Peru, Uruguay

Continental Europe
and United Kingdom



INTERNATIONAL TRADE SPECIALISTS, Cont'd.

Geoffrey Smith, President

American Mutual Fire Ins.
Company

Liberty Building

Des Moines, Iowa
244-5141

Sherry Smith
Ass't. Export Mgr.
Winpower Mfg. Co.
Newton, Iowa
515/792-1301

John L. Strudwick

Program Coordinator-
Export
Massey-Ferguson,
1901 Bell
284-2174

Inc.

Richard S. Thomas

Field Representative

Office of U. S. Sen.
Harold Hughes

721 Federal Building

Des Moines, Iowa 50309

284-4056

Claus J. Weidner, Export
Sales Mgr., Hach Chemical
Company, Inc.

P.0. Box 907

Ames, Iowa 50010
515-232~2533

Business Practices
Life Insurance
Financial Community

Insurance,
documentation,
routing for export
shipments

Export sales, production
programming coordination
with domestic require-
ments.

Agri-business investment,
Sales Potential,
agricultural commodities,
equipment and service

Sales development,

establishing overseas
distributors, business
travel, documentation

Canada

Latin America, Far
East, Africa

Mexico, South America,
Europe plus general
knowledge in balance
of the world.

Thailand, Laos,
Okinawa, Japan - 14
years residence
government and
private industry.

World-wide

"



TRANSLATING AND INTERPRETING
SERVICES

Most of your commercial translation needs can be answered
through the services of the linguists listed here. The
range of their skills reaches from conversational fluency
for interpreter services to the highly specialized abilities
required for technically complex translations.

Mr. Mario T. Soria of the Drake University Foreign Language
Department, who has developed this inventory of linguists,
has also consented to help further by offering specific

suggestions on matching your language needs with individual
skills.

For assistance in locating translators and interpreters for
languages not listed here, you may wish to contact Mrs.
Allen Towne, Des Moines Area Council of International Under-
standing, 2525 Carpenter Avenue, Des Moines (Tel. 271-2851),
or the foreign language department of the nearest college

or university.



TRANSLATORS AND INTERPRETERS

(All are Des Moines addresses and phones unless otherwise indicated.)

CHINESE

Robert L. Agar
1503 Carrie
288-5987

CREOLE

Wilhelm Gardere

Younker's Jewelry Dept.
244-1112 (ext. 252)

CROATIAN

Victor Jackevitch
721 Boulder
282-0816

CZECHOSLOVAKIAN

Mrs. Angeline Svaboda Hogan

1420 46th Street
274-2684

DANISH

Michael Gaschler
(Grand View College)
265-4252

Mrs. Inga Krause

1720 Mar-Ella Trail
279-3849

(Perkins School 255-6573)

Mrs. Irving Weingart

4951 Woodland
255-8847

DUTCH

Prof. Henry Borzo
1432 10th Street
282-6113

(Drake 271-3174)

Mrs. Howard Fisher

639 E. Shawnee Avenue
262-4570

(Economy Forms 266-1141)

Mrsi A, J.. Greffenius
641 42nd Street
277-9414

FRENCH

Mrs. Henry Borzo
1432 10th Street
282-6113

Sonya Craig
3603 Valdez Drive
(Reg. & Trib. 284-8213)

Mrs. Andree Easton

3123 Ingersoll Avenue
255-1905

Mrs. Frank Faltonson
1345 Wa - 52nd Street
279-5719

Egon W. Fleck
800 High
283-2161

Charlotte Hansen
1226 60th Street
(Kurtz Jr. High 285-4121)

Manuel Keiss
1160 56th Street
279-6653

Midwest Translation Bureau
141 - C University Village
Ames 292-2237

Erich Rahlson
1163 24th Street
274-2325

Mrs. Forrest Opdyke
212 Americana Court-Apt. 21
282-0123

(Bus. 288-6701)



FRENCH cont'd.

Mrs. Martin Pidgeon
2016 Crown Flair Drive
West Des Moines
277-7188

GERMAN

Egon W. Fleck
800 High Street
283-2161

Irvin J. Karp
100 S.W. First
(H. E. Sorenson Co. 244-6267)

Manuel Keiss
1160 56th Street
279-6653

Midwest Translation Bureau
141-C University Village
Ames 292-2237

Lyra Pinto
527 40th Street
255-9485 (business 281-5452)

Erich Rahlson
1163 24th Street
274-2325

Sandra Sarantschin
1209 18th Street
244-5034

Erika Veisberg

(John Deere 283-3712)

GREEK

Mrs. James Avgerinas
3821 Crestwood Road
279~5771

Mrs. Don Bennett
4015 Muskogee
274-3037

Kay Polydoran
400 Hubbell Building
281-2461

HEBREW

Mr. and Mrs. Stanley Deutsch
1908 75th Street
278-0596

Mrs. Martin Pidgeon
2016 Crown Flair Drive
West Des Moines
277-7188

Rabbi and Mrs. Irving Weingart

4915 Woodland Avenue
255-8847 or 255-1137

HINDU

Darshan Singh

1629 Pioneer Road

288-9411

(School Board Office 284-7714)

HUNGARIAN

Mrs. Jay B. Goldburg
403 44th Street
279-7097

ITALIAN

Manuel Keiss
1160 56th Street
279-6653

Midwest Translation Bureau
141 - C University Village
Ames 292-2237

JAPANESE

Mrs. William F. Albright
1616 Bell
244-7691

Andre Izumi
3917 Clainton
279-4102

Miss Yoshi Tobe

410 27th

c/o Forest Huttenlocher
244-9549




JAPANESE cont'd.

G. E. Yamasaki
Oriental Gift Shop
824 Locust
282-8710

KOREAN

Robert Beh

Carleton D.Beh Company

288-2152

Stephen Kim

1164 Americana Ct.-Apt. A-1

288-5361
(Kim Films 288-9634)

LATVIAN

John Z. Dimza

1027 65th Street
277-8158

NORWEGIAN

Mrs. Norman Cameron
2905 Hillsdale Drive
276-8840

PERSIAN

Ahmad E. Ahmadi
2816 Cottage Grove
279-+347

POLISH

Walerian Sali

1420 21st Street
244-9691

PORTUGESE

Mrs. Dean Kracht

3510 Linda Circle
255-5582

Midwest Translation Bureau
141 - C University Village
Ames 292-2237

Jon Rusten

802 E. County Line Road
285-7953

(Lincoln High School 288-0255)

Mrs. John E. Williams

282-8272

PUNJABI

Darshan Singh

1629 Pioneer Road

288-9411

(School Board Office 284-7714)
RUSSIAN

Sandra Sarantschin

1209 18th Street
244-5034

SCANDANAVIAN (ALL)

Dr. Ernest Neilsen
Grand View College
262-7243

(Res. 265-4232)

SIGN LANGUAGE

Leland Ahern

Altoona, Iowa

967-4913

(Polk Co. Welfare Office 284-6111)

SWEDISH

Louise Mansson
3407 Grand Avenue Apt. 319
(R. G. Dickinson § Co. 284-7030)

Mr. and Mrs. Edwin Mellin
7100 Bellaire Avenue
255-8765

Barbo Westerlund
244-8951



SPANISH

Mrs. Irene Good

604 Valhigh Road
West Des Moines

255-5009

Gerald Hollingsworth

7009 Airline

276-2132

(Hoover High School 276-8581)

Mrs. David Holmes
2420 48th Place
277-8120

Midwest Translation Bureau
141 - C University Village
Ames 292-2237

Nancy Nutt
1717 Plaza Circle
276-6973

Mrs. Martin Pidgeon
2016 Crown Flair Drive
West Des Moines
277-7188

Bob E. White

1828 Buffalo Road

West Des Moines

277-2102

(Merrill Jr. High 274-3441)

URDU

Darshan Singh

1629 Pioneer Road

288-9411

(School Board Office 284-7714)




The World Trade Department of the GREATER DES
MOINES CHAMBER OF COMMERCE, the U.S. DEPARTMENT OF
COMMERCE office in Des Moines, and numerous commer-
cial businesses provide an abundance of International

Services, Market Research and Product Promotion Aids.

Some of the available services and materials

available are listed in the following pages.



MARKET RESEARCH AIDS

U. S. DEPARTMENT OF COMMERCE SERVICES - obtained from 609 Federal
Building, Des Moines, Iowa
Phone 515/284-4222

LEADS FOR EXPORTERS

Opportunities to establish 'direct sales' and '"agency agreements"

are published in the bi-wesekly magazine 'Commerce Today'. Listed

are the names and addresses of foreign firms interested in buying

specific U. S. products and also firms interested in serving as

an agent for U. S. firms. The magazine also carries wide coverage
of international trade news. Yearly subscription is $20.

TRADE CONTACT SURVEYS

A service that locates agents, distributors, customers, or licensees
abroad. Surveys costing $50. per market surveyed are conducted by
foreign commercial officers and generally requires 60 to 90 days to
complete. A report providing the names of several recommended firms
qualifyed to act as agent, a brief discription of the firm, a credit
report on the firm, and marketing data will be provided.

AGENCY-DISTRIBUTOR SERVICE

For a fee of $10. per country, U. S. commercial officers abroad will
supply the names of three suitable agents or distributors. Using
the specifications you supply, commercial officers will query firms
and those meeting your requirements best, are selected.

TRADE LISTS

Reveal names and addresses and company size for foreign distributors,
importers, agents, or manufacturers in specific countries and for
specific products - for example; Transportation Equipment and
Parts, Except Automotive - Mexico.

COUNTRY MARKET DIGESTS

List the best-selling U. S. products in individual foreign countries.

AMERICAN INTERNATIONAL TRADER'"S INDEX

A computer service that distributes to U. S. firms sales leads,
commercial information, and other foreign business opportunities.
For enrollment in this service, ask Commerce for form IA-57.



MARKET RESEARCH AIDS
continued

WORLD MARKETS FOR U. S. EXPORTS

Reports outline the potential for a specific U. S. product category
in an individual foreign country - for example Materials Testing
Equipment - Sweden.

EXHIBITORS' EXPORT MARKET GUIDE

Provides marketing information related to a specific U. S. Commercial
exhibition event, such as the U. S. Analytical Instrumentation exhibit
at the U. S. Trade Center, Paris.

COUNTRY MARKET SURVEYS

Contain basic information on individual countries including data on
climate, population, natural resources, economic structure, etc.

OVERSEAS BUSINESS REPORTS

Each OBR discusses one single topic on one country, such as ''Basic

Data on the Economy of .....'", Foreign Trade Regulation of ..... S
Market Factors in «..."; “Selling in ....."; or Establishing a
Business in ....."; and statistical reports on U. S. trade with

major world areas. Each is revised and updated as required.
Approximately 100 reports are published every year.

COMMERCE BUSINESS DAILY

A daily list of U. S. Government procurement invitations, sub-
contracting leads, contract awards, sales of surplus property and
foreign business opportunities. §$25.00 per year.

FOREIGN ECONOMIC TRENDS

This series of country-by-country reports gives an in-depth review
of current business conditions, current and near-term prospects, and
latest available data on GNP, foreign trade, wage and price indices,
unemployment rates and construction starts.

FOREIGN PRODUCTION & COMMERCIAL REPORTS

This service makes available to businessmen unclassified reports
prepared by the U. S. Foreign Service. These reports on commodities,
industries and economic trends contain information helpful to
American business in its foreign market research efforts.




MARKET RESEARCH AIDS

U. S. DEPARTMENT OF COMMERCE SERVICES - obtained from 609 Federal
Building, Des Moines, Iowa
Phone 515/284-4222

LEADS FOR EXPORTERS

Opportunities to establish ''direct sales'" and 'agency agreements"

are published in the bi-weekly magazine '"Commerce Today'. Listed

are the names and addresses of foreign firms interested in buying

specific U. S. products and also firms interested in serving as

an agent for U. S. firms. The magazine also carries wide coverage
of international trade news. Yearly subscription is $20.

TRADE CONTACT SURVEYS

A service that locates agents, distributors, customers, or licensees
abroad. Surveys costing $50. per market surveyed are conducted by
foreign commercial officers and generally requires 60 to 90 days to
complete. A report providing the names of several recommended firms
qualifyed to act as agent, a brief discription of the firm, a credit
report on the firm, and marketing data will be provided.

AGENCY-DISTRIBUTOR SERVICE

For a fee of $§10. per country, U. S. commercial officers abroad will
supply the names of three suitable agents or distributors. Using
the specifications you supply, commercial officers will query firms
and those meeting your requirements best, are selected.

TRADE LISTS

Reveal names and addresses and company size for foreign distributors,
importers, agents, or manufacturers in specific countries and for
specific products - for example; Transportation Equipment and
Parts, Except Automotive - Mexico.

COUNTRY MARKET DIGESTS

List the best-selling U. S. products in individual foreign countries.

AMERICAN INTERNATIONAL TRADER'"S INDEX

A computer service that distributes to U. S. firms sales leads,
commercial information, and other foreign business opportunities.
For enrollment in this service, ask Commerce for form IA-57.



MARKET RESEARCH AIDS
continued

WORLD MARKETS FOR U. S. EXPORTS

Reports outline the potential for a specific U. S. product category
in an individual foreign country - for example Materials Testing
Equipment - Sweden.

EXHIBITORS' EXPORT MARKET GUIDE

Provides marketing information related to a specific U. S. Commercial
exhibition event, such as the U. S. Analytical Instrumentation exhibit
at the U. S. Trade Center, Paris.

COUNTRY MARKET SURVEYS

Contain basic information on individual countries including data on
climate, population, natural resources, economic structure, etc.

OVERSEAS BUSINESS REPORTS

Each OBR discusses one single topic on one country, such as '"'Basic

Data on the Economy of .. ... ", Foreign Trade Regulation of ,.... e
Market Bactors in ««.«"3  "Selling in ..::s ", or Establishing a
Business dn «» s "; and statistical reports on U. S. trade with

major world areas. Each is revised and updated as required.
Approximately 100 reports are published every year.

COMMERCE BUSINESS DAILY

A daily list of U. S. Government procurement invitations, sub-
contracting leads, contract awards, sales of surplus property and
foreign business opportunities. $25.00 per year.

FOREIGN ECONOMIC TRENDS

This series of country-by-country reports gives an in-depth review
of current business conditions, current and near-term prospects, and
latest available data on GNP, foreign trade, wage and price indices,
unemployment rates and construction starts.

FOREIGN PRODUCTION & COMMERCIAL REPORTS

This service makes available to businessmen unclassified reports
prepared by the U. S. Foreign Service. These reports on commodities,
industries and economic trends contain information helpful to
American business in its foreign market research efforts.




PRODUCT PROMOTION AIDS

U.S. DEPARTMENT OF COMMERCE SERVICES - obtained from 609 Federal
Building, Des Moines, Iowa
Phone 515/284-4222

COMMERCIAL EXHIBITIONS

U. S. sponsored exhibitions at major fairs are staged in geographic
areas selected entirely tor their ‘sales potential. A list of these
fairs is available from your local field office.

U.S. TRADE CENTERS

These are permanent year-around exhibition facilities located in
London, Frankfort, Milan, Stockholm, Tokoyo, and Bangkok. They
are complete with interpreters. Commerce can arrange business
meetings for you at the Trade Centers and will pay your return
freight if your products are not sold.

TRADE MISSIONS

U.S. business proposals are carried abroad by a selected group

of businessmen who volunteer for a 3-5 week schedule of conferences
with importers, government officials, associations and trade groups.
Business proposals for trade in certain items, for licensing, or

for joint ventures, are submitted by manufacturers in advance of

the trade mission's departure. The resulting business opportunities
for trade or investment brought back by the mission will be published
in the magazine Commerce Today. Any firm can then deal directly

with the interested party overseas. Proposals must be submitted

well in advance of trade mission departures.

AGENCY INDEX SERVICE

Firms already having foreign distributors should enter the distributor's
name and address in the Agency Index File with the U.S. foreign

service post in that country. Foreign importers and buyers seeking

a product similar to yours are referred to this index by the commercial
officer of the U.S. Embassy or Consulate. Agency Index cards are

forwarded to the proper foreign service post by the Commerce Depart-
ment.



PRODUCT PROMOTION AIDS
continued

PRIVATE SOURCES

INTERNATIONAL YELLOW PAGES

Published yearly. Lists business and professional firms and
individuals from 150 countries throughout the world under headings
which are descriptive of the products and services they have to
offer in world-wide trade. Headings are arranged alphabetically in
the English, French, German and Spanish languages. Any manufacturer
can have its name, phone number and address listed at no charge.
Applications for a listing should be directed to the Reuben H.
Donnelly Corporation, 235 E. 45th Street, New York, New York 10017.
Copies of the publication cost §$25. Copy is available for use at
the Chamber of Commerce office, city library, etc.

IOWA TRADE MISSIONS

Trade development missions, organized and assisted by the Iowa
Development Commission represent a unique and economical opportunity
to promote products abroad. Missions from Iowa have visited Europe,

the Far East and Latin America. Individual businessmen pay their own
way. A State Department briefing in Washington precedes each mission.

Advertising materials or business proposals are circulated in each

country to be visited prior to the mission's arrival. Personal contacts

are arranged for Iowa businessmen to visit prospective clients,
representatives or distributors.

PAN AM'S WORLDWIDE MARKETING HORIZONS

Distributed by Pan-American World Airways in the interest of in-
forming and motivating businessmen to enter or expand international
marketing activities.

Pan Am will at no charge publish a free listing of the product(s)

you wish to export (or import) if you will supply a brief description
of the product or service offered and the extent of the market sought.

Address your correspondence to Manager-Marketing Services, Pan
American World Airways, Pan-Am Building, New York, N.Y. 10017
Magazine is bi-monthly.

AMERICAN CHAMBERS OF COMMERCE ABROAD

Many American Chambers of Commerce Abroad maintain "Supplier Indexes"

enabling firms in those countries interested in purchasing U.S. products

to locate manufacturers and to review sales literature. Iowa manu-
facturers should register with such '"Indexes" and furnish product
information. The World Trade Department can supply the names and
addresses of about 30 American Chambers of Commerce Abroad. These
Chambers also generally issue news bulletins in which your product
could be publicized.
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DIPLOMATIC CONTACTS

In the course of transacting your business abroad, you will

have occasions requiring contact with representatives of foreign
governments stationed in the United States. Most of these
contacts will be with consulate staffs many of whose offices

are listed on the following page.

In addition to certifying export documents their countries may
require, consular offices will also supply information about
products available in their country and advise on investment
opportunities or incentives for joint ventures offered by their

government.

B REX LR

Of special convenience to Iowans are these nearby honorary
representatives:

Belgian Vice Consul -- Kenneth Neu, 317 Savings and Loan Building,
Des Moines 515/282-6546

Boliivian Vice Gonsul -- Mrs. Leis M. Elliott, 545 13th Street,
West Des Moines, Iowa 50265

Danish Vice Consul -- Frederick A. Royal, 400 Central National
Bank Building, Des Moines 515/244-4201




p— |

COUNTRY
Argentina (C)
Australia (CG)
Austria (CQG)
Belgium (CQG)
Brazil (C)

*Canada (CG)
Chile (C)

China (Formosa) (CG)

Columbia (C)
Costa Rica (CG)
Denmark (CG)

Dominican Republic (C)

Ecuador (CG)

El Salvador (CG)

Finland (CG)

France (CG)
Consular Affairs
Commercial Officer

Germany (CG)

Great Britain (CQG)

Greece (CG)

Guatemala (C)

Hong Kong

India (CG)

Ireland (CG)

Israel (CG)

Italy (CG)
Consular Affairs
Commercial Officer

Jamaica (C)

Japan (CG)

Korea (CG)

Liberia (C)

Mexico (CG)

Netherlands (CG)

New Zeland (CG)

Norway (CG)

Panama (CGQG)

Peru (CG)

Philippines (CG)

Poland (CG)

Portugal (C)

Rep. of S. Africa

Spain (CG)

Sweden (CG)

Switzerland (C)

Thailand(CG)

Venezuela (CQG)

Yugoslavia (CG)

CONSULATES OF MAJOR FOREIGN COUNTRIES

HAVING IOWA JURISDICTION

(CG - Consulate General; C - Consulate)

ADDRESS

105 W. Adams, Chi. 60603

636 Fifth Avenue, N. Y. 10020
410 N. Michigan, Chi. 60611
333 N. Michigan, Chi. 60601
20 N. Wacker Dr.,Chi. 60606
310 S. Michigan, Chi. 60604
333 N. Michigan, Chi. 60601
205 W. Wacker Dr., Chi. 60606
110 S. Dearborn, Chi. 60603

5 N. Wabash Ave., Chi. 60602
360 N. Michigan, Chi. 60601
1258 W. Norwood, Chi. 60626
612 N. Michigan, Chi. 60611
222 N. Michigan Ave.,Chi. 60601
77 W. Washington, Chi. 60602

919 N. Michigan, Chi. 60611
360 N. Michigan, Chi. 60601
104 S. Michigan, Chi. 60603
33 N. Dearborn, Chi. 60602
415 W. Surf, Chi. 60657

5840 Stony Island, Chi. 60637
(see Great Britain)

3 E. 64th Street, N. Y. 10021
400 N. Michigan, Chi. 60611
111 E. Wacker Dr.,Chi. 60601

625 N. Michigan Ave., Chi. 60611
625 N. Michigan Ave., Chi. 60611
200 Park Avenue, N.Y., 10017

625 N. Michigan Ave., Chi. 60611
500 N. Michigan, Chi. 60611

423 E. 60th Street,Chi. 60637

201 N. Wells, Chi. 60606

410 N. Michigan, Chi .60611

630 Fifth Avenue, N.Y. 10020

360 N. Michigan, Chi. 60601
1036 N. Dearborn Pkwy.,Chi. 60610
28 E. Jackson Blvd., Chi. 60604

6 N. Michigan, Chi. 60602

1625 N. Astor, Chi. 60616

2540 S. Wabash, Chi. 60616

655 Madison Ave., N.,Y. 10020

11 E. Adams, Chi. 60603

333 N. Michigan, Chi. 60601

307 N. Michigan, Chi. 60601

360 N. Michigan Ave. ,Chi. 60601
338, Clark, Chi, 60603

188 W. Randolph, Chi. 60601

* has officer specializing in customs tariffs

TELEPHONE

312/AN3-7435
212/245-4000
312/222-1515
312/AN3-6624
312/372-2176
312/427-1031
312/346-3431
312/FR2-1284
312/372-1298
312/236-4034
312/329-9644
312/262-0804
312/642-8579
312/DE2-6331
312/RA6-1103

312/787-5359
312/263-6067
312/AN3-0850
312/346-1810
312/EA7-4288
312/324-7514

212/TR9-7800
312/DE7-1868
312/644-4140

312/943-0703
312/787-3772
212/986-4010
312/321-9000
312/822-9485
312/M13-8635
312/8T2-5888
312/644-6350
212/586-0060
312/8T2-7750
312/8U7-1555
312/939-0647
312/DE2-6458
312/337-8166
312/842-0625
212/838-1700
312/922-6954
312/RA6-9868
312/782-4346

312/AN3-2313
312/336-9655

_312/332=0169
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The World Trade Committee is indebted to CHEMICAL BANK
(Chemical Bank New York Trust Company) for permission to
use the following information from FINANCING IMPORTS AND
EXPORTS, Copyright 1967, and to the NATIONAL FOREIGN TRADE
COUNCIL for the 1list of FOREIGN TRADE ABBREVIATIONS,

copyright 1971.
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FOREIGN TRADE LIBRARY

Following is a recommended list of books and periodicals considered to
be basic needs for the businessman's foreign trade library:

EXPORT-IMPORT PERIODICALS

Brandon's Shipper and Forwarder (Weekly)
One Broadway, New York, New York

Business Abroad (Monthly)
466 Lexington Ave., New York, New York

Business International (Weekly)
Business International Corporation
737 Third Avenue, New York, New York

Commerce Today (Biweekly)
U. S. Department of Commerce
Washington, D. C.

GENERAL: MARKETING, EXPORT PROCEDURES & DOCUMENTATION

Adventures in Export — Audrey Marsh King
Marsh Publishing Co., Belleville, Illinois

International Marketing —-— Ronald L. Kramer
Southwest Publishing Co., Cincinnati, Ohio

Export Import Procedures
Morgan Guaranty Trust Company of New York, New York

Financing Imports and Exports
Chemical Bank New York Trust Company
P. O. Box 1585, New York, New York 10008

International Law of Commerce —— Robert C. Kelso
Dennis & Co., Inc., Buffalo, New York

Dartnell International Trade Handbook -- L. L. Lewis, Editor
Dartnell Press, Inc., Chicago, Illinois

International Trade Reporter: Export Shipping Manual
Bureau of National Affairs, Washington, D.C.

Exporter's Encyclopedia (Annual)
Thomas Ashwell & Co., New York, New York




CASSETT RECORDINGS OF WORLD TRADE CLASSES

The Greater Des Moines Chamber of Commerce, the Area XI Community School,
the Center for Industrial Research and Service (CIRAS) in Ames, and the
Iowa Development Commission have available for loan cassetts of a twelve
hour international trade course conducted in February and March 1971,

and covering the following material:

i

i 41 S

IV,

¥i.

PREPARING FOR EXPORT....... by Leon Black

Analyzation of Product Den-Tal-Ez Mfg. Co.
Committment of Company
Market Analyzation of Product

MARKET. REGBARCH ... uiason 2o aios s by Kenneth A. Byrns
Utilizing Capabilities of the U.S. Dept. of Commerce
U.S. Department of Commerce

ORGANIZING AN EXPORT DEPARTMENT..... by Claus Weidner

Foreign Inquiries Hach Chemical Co.
Price Quotations

Order Processing

Packaging and Transportation

FINANCING EXPORIT SALES o4 oose by Dick Kuehl
Credit Decisions Iowa-Des Moines
Methods of Financing National Bank

Collection Methods
Documentation for Export

SELLING ABROAD S v s w8 ols a w wuh s o by Warren Ewer
Direct Sales Delavan Mfg. Co.
Relationships With Sales Representatives Abroad
Acquiring and Organizing Foreign Distributors

LEGAL CONSIDERATIONS OF INTERNATIONAL TRADE

Legal Aspects of International Trade Relationships

Licensing and Royalties

Joint Ventures

Foreign Subsidiaries .,«c.cciess by A. J. Greffenius,
Partner
Thoma, Schoenthal, Davis
Hockenberg and Wine

py— f—— — p— —— — D | — ey —
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American Foreign Trade
Definitions

Adopted July 30, 1941, by a Joint Committee represent-
ing the Chamber of Commerce of the United States of
America, the National Council of American Importers,
Inc, and the National Foreign Trade Council, Inc.

FOREWORD

Since the issuance of American Foreign Trade Defi-
nitions in 1919, many changes in practice have occurred.
The 1919 Definitions did much to clarify and simplify
foreign trade practice, and received wide recognition
and use by buyers and sellers throughout the world. At
the Twenty-Seventh National Foreign Trade Conven-
tion, 1940, further revision and clarification of these
Definitions was urged as necessary to assist the foreign
trader in the handling of his transactions.

The following Revised American Foreign Trade Defi-
nitions-1941 are recommended for general use by both
exporters and importers. These revised definitions have
no status at law unless there is specific legislation pro-
viding for them, or unless they are confirmed by court
decisions. Hence, it is suggested that sellers and buyers
agree to their acceptance as part of the contract of sale.
These revised definitions will then become legally bind-
ing upon all parties.

In view of changes in practice and procedure since
1919, certain new responsibilities for sellers and buyers
are included in these revised definitions. Also, in many
instances, the old responsibilities are more clearly de-
fined than in the 1919 Definitions, and the changes
should be beneficial both to sellers and buyers. Wide-
spread acceptance will lead to a greater standardization
of foreign trade procedure, and to the avoidance of
much misunderstanding.

Adoption by exporters and importers of these revised
terms will impress on all parties concerned their respec-
tive responsibilities and rights.

GENERAL NOTES OF CAUTION

1. As foreign trade definitions have been issued by
organizations in various parts of the world, and as the
courts of countries have interpreted these definitions in
different ways, it is important that sellers and buyers
agree that their contracts are subject to the Revised
American Foreign Trade Definitions-1941 and that the
various points listed are accepted by both parties.

2. In addition to the foreign trade terms listed herein,
there are terms that are at times used, such as Free Har-
bor, C.I.F. & C. (Cost, Insurance, Freight, and Commis-
sion), CILF.C. & L. (Cost, Insurance, Freight, Commis-
sion and Interest), CILF. Landed (Cost, Insurance,
Freight, Landed), and others. None of these should be
used unless there has first been a definite understanding
as to the exact meaning thereof. It is unwise to attempt

to interpret other terms in the light of the terms given
herein. Hence, whenever possible, one of the terms de-
fined herein should be used.

3. It is unwise to use abbreviations in quotations or in
contracts which might be subject to misunderstanding.

4. When making quotations, the familiar terms “hun-
dredweight” or “ton” should be avoided. A hundred-
weight can be 100 pounds of the short ton, or 112
pounds of the long ton. A ton can be a short ton of
2,000 pounds, or a metric ton of 2,204.6 pounds, or a
long ton of 2,240 pounds. Hence, the type of hundred-
weight or ton should be clearly stated in quotations and
in sales confirmations. Also, all terms referring to quan-
tity, weight, volume, length, or surface should be clearly
defined and agreed upon.

5. If inspection, or certificate of inspection, is re-
quired, it should be agreed, in advance, whether the cost
thereof is for account of seller or buyer.

6. Unless otherwise agreed upon, all expenses are for
the account of seller up to the point at which the buyer
must handle the subsequent movement of goods.

7. There are a number of elements in a contract that
do not fall within the scope of these foreign trade defi-
nitions. Hence, no mention of these is made herein.
Seller and buyer should agree to these separately when
negotiating contracts. This particularly applies to so-
called “customary” practices.

DEFINITIONS OF QUOTATIONS
(I) Ex (Point of Origin)

“Ex Factory”, “Ex Mill”, “Ex Mine”, “Ex Plantation”,
“Ex Warehouse’, etc. (named point of origin)
Under this term, the price quoted applies only at the
point of origin, and the seller agrees to place the goods
at the disposal of the buyer at the agreed place on the
date or within the period fixed.
Under this quotation:
Seller must
(1) bear all costs and risks of the goods until
such time as the buyer is obliged to take delivery
thereof;
(2) render the buyer, at the buyer’s request and
expense, assistance in obtaining the documents is-
sued in the country of origin, or of shipment, or of
both, which the buyer may require either for pur-
poses of exportation, or of importation at destina-
tion.
Buyer must
(1) take delivery of the goods as soon as they
have been placed at his disposal at the agreed place
on the date or within the period fixed;
(2) pay export taxes, or other fees or charges, if
any, levied because of exportation;
(3) bear all costs and risks of the goods from the
time when he is obligated to take delivery thereof;
(4) pay all costs and charges incurred in obtaining
the documents issued in the country of origin, or
of shipment, or of both, which may be required
either for purposes of exportation, or of importa-
tion at destination.



(II) F.O.B. (Free on Board)

NOTE: Seller and buyer should consider not only the
definitions but also the “"Comments on All F.O.B.
Terms” given at end of this section (Page 24), in order
to understand fully their respective responsibilities and
rights under the several classes of “F.O.B.” terms.
(II-A) “F.O.B. (named inland carrier at named
inland point of departure) ”’*

Under this term, the price quoted applies only at
inland shipping point, and the seller arranges for load-
ing of the goods on, or in, railway cars, trucks, lighters,
barges, aircraft, or other conveyance furnished for trans-
portation.

Under this quotation:

Seller must

(1) place goods on, or in, conveyance, or deliver
to inland carrier for loading;

(2) provide clean bill of lading or other transpor-
tation receipt, freight collect;

(3) be responsible for any loss or damage, or both,
until goods have been placed in, or on, convey-
ance at loading point, and clean bill of lading or
other transportation receipt has been furnished by
the carrier;

(4) render the buyer, at the buyer’s request and
expense, assistance in obtaining the documents is-
sued in the country of origin, or of shipment, or
of both, which the buyer may require either for
purposes of exportation, or of importation at des-
tination.

Buyer must

(1) be responsible for all movement of the goods
from inland point of loading, and pay all transpor-
tation costs;
(2) pay export taxes, or other fees or charges, if
any, levied because of exportation;
(3) be responsible for any loss or damage, or both,
incurred after loading at named inland point of
departure;
(4) pay all costs and charges incurred in obtain-
ing the documents issued in the country of origin,
or of shipment, or of both, which may be required
either for purposes of exportation, or of importa-
tion at destination.
(II-B) “F.O.B. (named inland carrier at named
inland point of departure) Freight Prepaid To
(named point of exportation)”*

Under this term, the seller quotes a price including
transportation charges to the named point of exporta-
tion and prepays freight to named point of exportation,
without assuming responsibility for the goods after ob-
taining a clean bill of lading or other transportation
receipt at named inland point of departure.

Under this quotation: Seller must

(1) assume the seller’s obligations as.under II-A,
except that under (2) he must provide clean bill
of lading or other transportation receipt, freight
prepaid to named point of exportation.

*See Comments on all F.O.B. Terms on Page 24.

Buyer must
(1) assume the same buyer’s obligations as under
1I-A, except that he does not pay freight from load-
ing point to named point of exportation.
(II-C) “F.O.B. (named inland carrier at named
inland point of departure) Freight Allowed To
(named point) " *

Under this term, the seller quotes a price including
the transportation charges to the named point, shipping
freight collect and deducting the cost of transportation,
without assuming responsibility for the goods after ob-
taining a clean bill of lading or other transportation
receipt at named inland point of departure.

Under this quotation:

Seller must

(1) assume the same seller’s obligations as under
II-A, but deducts from his invoice the transporta-
tion cost to named point.

Buyer must

(1) assume the same buyer’s obligations as under
II-A, including payment of freight from inland
loading point to named point, for which seller has
made deduction.

(II-D) “F.O.B. (named inland carrier at named
point of exportation) " *

Under this term, the seller quotes a price including
the costs of transportation of the goods to named point
of exportation, bearing any loss or damage, or both, in-
curred up to that point.

Under this quotation:

Seller must

(1) place goods on, or in, conveyance, or deliver
to inland carrier for loading;

(2) provide clean bill of lading or other transport-
tation receipt, paying all transportation costs from
loading point to named point of exportation;

(3) be responsible for any loss or damage, or
both, until goods have arrived in, or on, inland
conveyance at the named point of exportation;

(4) render the buyer, at the buyer’s request and
expense, assistance in obtaining the documents is-
sued in the country of origin, or of shipment, or
of both, which the buyer may require either for
purposes of exportation, or of importation at des-
tination.

Buyer must

(1) be responsible for all movement of the goods
from inland conveyance at named point of expor-
tation;
(2) pay export taxes, or other fees or charges, if
any, levied because of exportation;
(3) be responsible for any loss or damage, or both,
incurred after goods have arrived in, or on, inland
conveyance at the named point of exportation;
(4) pay all costs and charges incurred in obtaining
the documents issued in the country of origin, or
of shipment, or of both, which may be required
either for purposes of exportation, or of importa-
tion at destination.

(II-E) “F.O.B. Vessel (named port of shipment)”*

Under this term, the seller quotes a price covering all



6. Under F.OB. terms, excepting “F.O.B. (named
inland point in country of importation)”, the obligation
to obtain ocean freight space, and marine and war risk
insurance, rests with the buyer. Despite this obligation
on the part of the buyer, in many trades the seller ob-
tains the ocean freight space, and marine and war risk
insurance, and provides for shipment on behalf of the
buyer. Hence, seller and buyer must have an understand-
ing as to whether the buyer will obtain the ocean freight
space, and marine and war risk insurance, as is his obli-
gation, or whether the seller agrees to do this for the
buyer.

7. For the seller’s protection, he should provide in his
contract of sale that marine insurance obtained by the
buyer include standard warehouse to warehouse coverage.

(III) F.A.S. (Free Along Side)

NOTE: Seller and buyer should consider not only the
definitions but also the “Comments” given at the end
of this section in order to understand fully their re-
spective responsibilities and rights under “F.A.S.”
terms.

“F.A.S. VESSEL (named port of shipment)”

Under this term, the seller quotes a price including
delivery of the goods along side overseas vessel and
within reach of its loading tackle.

Under this quotation:

Seller must

(1) place goods along side vessel or on dock des-
ignated and provided by, or for, buyer on the date
or within the period fixed; pay any heavy lift
charges, where necessaty, up to this point;

(2) provide clean dock or ship’s receipt;

(3) be responsible for any loss or damage, or both,
until goods have been delivered along side the
vessel or on the dock;

(4) render the buyer, at the buyer’s request and
expense, assistance in obtaining the documents is-
sued in the country of origin, or of shipment, or of
both, which the buyer may require either for pur-
poses of exportation, or of importation at destina-
tion.

Buyer must

(1) give seller adequate notice of name, sailing
date, loading berth of, and delivery time to, the
vessel;

(2) handle all subsequent movement of the goods
from along side the vessel:

(a) arrange and pay for demurrage or storage
charges, or both, in warehouse or on wharf,
where necessary;

(b) provide and pay for insurance;

(c) provide and pay for ocean and other trans-
portation;

(3) pay export taxes, or other fees or charges, if
any, levied because of exportation;

(4) be responsible for any loss or damage, or both,
while the goods are on a lighter or other convey-
ance along side vessel within reach of its loading
tackle, or on the dock awaiting loading, or until
actually loaded on board the vessel, and subsequent

thereto;

(5) pay all costs and charges incurred in obtain-
ing the documents, other than clean dock or ship’s
receipt, issued in the country of origin, or of ship-
ment, or of both, which may be required either
for purposes of exportation, or of importation at
destination.

F.A.S. COMMENTS

1. Under F.ASS. terms, the obligation to obtain ocean
freight space, and marine and war risk insurance, rests
with the buyer. Despite this obligation on the part of
the buyer, in many trades the seller obtains ocean freight
space, and marine and war risk insurance, and provides
for shipment on behalf of the buyer. In others, the
buyer notifies the seller to make delivery along side a
vessel designated by the buyer and the buyer provides
his own marine and war risk insurance. Hence, seller
and buyer must have an understanding as to whether
the buyer will obtain the ocean freight space, and ma-
rine and war risk insurance, as is his obligation, or
whether the seller agrees to do this for the buyer.

2. For the seller’s protection, he should provide in his
contract of sale that marine insurance obtained by the
buyer include standard warehouse to warehouse coverage.

(IV) C. & F. (Cost and Freight)

NOTE: Seller and buyer should consider not only the
definitions but also the “C. & F Comments” and the
“C. & F. and C.LF. Comments” (Page 26), in order
to understand fully their respective responsibilities
and rights under “C. & E.” terms.

“C. & F. (named point of destination)”

Under this term, the seller quotes a price including
the cost of transportation to the named point of destina-
tion.

Under this quotation:

Seller must

(1) provide and pay for transportation to named
point of destination;

(2) pay export taxes, or other fees or charges, if
any, levied because of exportation;

(3) obtain and dispatch promptly to buyer, or his
agent, clean bill of lading to named point of des-
tination;

(4) where received-for-shipment ocean bill of lad-
ing may be tendered, be responsible for any loss or
damage, or both, until the goods have been deliv-
ered into the custody of the ocean carrier;

(5) where on-board ocean bill of lading is re-
quired, be responsible for any loss or damage, or
both, until the goods have been delivered on board
the vessel;

(6) provide, at the buyer’s request and expense,
certificates of origin, consular invoices, or any other
documents issued in the country of origin, or of
shipment, or of both, which the buyer may require
for importation of goods into country of destina-
tion and, where necessary, for their passage in
transit through another country.



Buyer must
(1) accept the documents when presented;
(2) receive goods upon arrival, handle and pay for
all subsequent movement of the goods, including
taking delivery from vessel in accordance with bill
of lading clauses and terms; pay all costs of land-
ing, including any duties, taxes, and other expenses
at named point of destination;
(3) provide and pay for insurance;
(4) be responsible for loss of or damage to goods,
or both, from time and place at which seller’s obli-
gations under (4) or (5) above have ceased;
(5) pay the costs of certificates of origin, consular
invoices, or any other documents issued in the
country of origin, or of shipment, or of both, which
may be required for the importation of goods into
the country of destination and, where necessary, for
their passage in transit through another country.

C. & F. COMMENTS

1. For the seller’s protection, he should provide in his
contract of sale that marine insurance obtained by the
buyer include standard warehouse to warehouse cov-
erage.

2. The comments listed under the following C.LF.
terms in many cases apply to C. & F. terms as well, and
should be read and understood by the C. & F. seller and
buyer.

(V) C.IF. (Cost, Insurance, Freight)

NOTE: Seller and buyer should consider not only the
definitions but also the “Comments”, at the end of
this section, in order to understand fully their respec-
tive responsibilities and rights under “C.LE.” terms.

“C.LF. (named point of destination)”

Under this term, the seller quotes a price including
the cost of the goods, the marine insurance, and all
transportation charges to the named point of destination.

Under this quotation:

Seller must

(1) provide and pay for transportation to named
point of destination;

(2) pay export taxes, or other fees or charges, if
any, levied because of exportation;

(3) provide and pay for marine insurance;

(4) provide war risk insurance as obtainable in
seller’s market at time of shipment at buyer’s ex-
pense, unless seller has agreed that buyer provide
for war risk coverage (See Comment 10 (c), Page
270

(5) obtain and dispatch promptly to buyer, or his
agent, clean bill of lading to named point of desti-
nation, and also insurance policy or negotiable
insurance certificate;

(6) where received-for-shipment ocean bill of
lading may be tendered, be responsible for any
loss or damage, or both, until the goods have been
delivered into the custody of the ocean carrier;

(7) where on-board ocean bill of lading is re-
quired, be responsible for any loss or damage, or
both, until the goods have been delivered on board
the vessel;

(8) provide, at the buyer’s request and expense,
certificates of origin, consular invoices, or any other
documents issued in the country of origin, or of
shipment, or both, which the buyer may require
for importation of goods into country of destina-
tion and, where necessary, for their passage in tran-
sit through another country.

Buyer must
(1) accept the documents when presented;
(2) receive the goods upon arrival, handle and
pay for all subsequent movement of the goods, in-
cluding taking delivery from vessel in accordance
with bill of lading clauses and terms; pay all costs
of landing, including any duties, taxes, and other
expenses at named point of destination;
(3) pay for war risk insurance provided by seller;
(4) be responsible for loss of or damage to goods,
or both, from time and place at which seller’s ob-
ligations under (6) or (7) above have ceased;
(5) pay the cost of certificates of origin, consular
invoices, or any other documents issued in the
country of origin, or of shipment, or both, which
may be required for importation of the goods into
the country of destination and, where necessary, for
their passage in transit through another country.

C. & F. AND C.I.F. COMMENTS

Under C. & F. and C.L.F. contracts there are the fol-
lowing points on which the seller and the buyer should
be in complete agreement at the time that the contract
is concluded:

1. It should be agreed upon, in advance, who is to
pay for miscellaneous expenses, such as weighing or in-
spection charges.

2. The quantity to be shipped on any one vessel
should be agreed upon, in advance, with a view to the
buyer’s capacity to take delivery upon arrival and dis-
charge of the vessel; within the free time allowed at the
port of importation.

3. Although the terms C. & F. and C.LF. are gen-
erally interpreted to provide that charges for consular
invoices and certificates of origin are for the account of
the buyer, and are charged separately, in many trades
these charges are included by the seller in his price.
Hence, seller and buyer should agree, in advance, wheth-
er these charges are part of the selling price, or will be
invoiced separately.

4. The point of final destination should be definitely
known in the event the vessel discharges at a port other
than the actual destination of the goods.

5. When ocean freight space is difficult to obtain, or
forward freight contracts cannot be made at firm rates,
it is advisable that sales contracts, as an exception to
regular C. & F. or C.LFE. terms, should provide that
shipment within the contract period be subject to ocean
freight space being available to the seller, and should
also provide that changes in the cost of ocean transpor-
tation betwe<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>