American Companies Take Poland by Storm     (CS Warsaw English Translation – Puls Biznesu, 4/22/09)
Rochelle J. Lipsitz brought over 80 U.S. companies interested in doing business with us from across the ocean to Poland. 
In the opinion of entrepreneurs from the U.S. - now is the best time for doing business in Europe.

American companies want to do business in Europe, and most of them want to start in Poland.  Our experience tells us that they will succeed. 

80 small and medium enterprises from the USA came to Warsaw for the Trade Winds business forum organized by the U.S. Department of Commerce.  This week company representatives met with American Commercial Counselors from 27 European countries.   As many as 44 firms had one-on-one meetings with 200 potential partners from Poland.

· Some of the companies are already active in Europe, but so far none of them has any activities in Poland.  All of them want to establish their business in Poland and start developing their European operations from here – says Rochelle J. Lipsitz, head of the Mission and Acting Assistant Secretary for Trade Promotion, U.S. Department of Commerce, Washington.

· We want to start in Poland, because we believe that there is great potential here.  We have meetings with 3 firms and we hope we will find partners and soon start doing business. – says Deep Bains, Deputy CEO of Channel Logistics from New Jersey. This year Channel Logistics will also participate in a trade mission to India.  Even though starting business there is a matter for the distant future.

Last year 60 U.S. companies went to Istanbul to take part in a similar event organized by the U.S. Department of Commerce.  

The Best Moment
All this proves that, in spite of the world’s current economic problems, Europe remains an interesting target for doing business. 

· There could not be a better moment for American entrepreneurs to start doing business in Europe. – Rochelle J. Lipsitz believes.  According to her, during an economic slowdown, companies should change their areas of focus, create new products and services, and seek opportunities in new markets. 

Poland ranks high on the list for new potential partners.  This country is one of few that is anticipated to achieve positive economic growth this year.   In addition to being the largest economy in Central and Eastern Europe, Poland offers the highest number of opportunities for American firms – says the head of the mission.

They Will Be Here Soon
The Trade Winds conference has a proven track record of success.  The firms that participated in Trade Winds in Turkey in 2008, have already begun 36 projects (some of the firms are active on more than one market), and the same number of new projects will start by the end of this year.  We should not have to wait long for similar results for Trade Winds 2009.  – Some of the firms will enter the Polish market in the next several months.   Exactly how soon will depend on the regulations, their partner and the type of industry they are active in. – Rochelle J. Lipsitz comments.   Most of companies that came to Warsaw are active in manufacturing.   They represent medical, chemical, aviation, transportation and machine production industries. 

Three Questions to Mr. Marek Jelnicki of Polish Firm Tech-Pomp Ltd:
I have Some Advice for American Firms
“Puls Biznesu”: How did it happen that Tech-Pomp started importing pumps, installations and components from the U.S.?

 “It actually started quite anecdotally.” said Marek Jelnicki, head of Tech-Pomp, who was recognized as an outstanding import partner during Trade Winds.  “The U.S. Commercial office organized a trip to Las Vegas to a trade event and I took part in it.  A couple of months later, in July, when I was in the Mazurian region enjoying my vacation, I got a call from the Commercial Office.  It turned out that a representative of one of the companies that I met in Las Vegas had come to Poland.  While everyone was still on vacation, I got into the car and drove to Warsaw for a 20-minute meeting.  I accepted some company literature and then went back to continue my vacation.  But when the weather turned unpleasant, I found myself with some time to kill.  I began reviewing the company literature and realized that this was a very interesting offer and that was how our cooperation began. “

“Puls Biznesu”: Does the economic slowdown affect your company in any way?

Marek Jelnicki:  “We feel the pressure of our American partners, who believe that export will help them get through the difficult times.  However it is also difficult in Poland.  We have had negative experience with the abrupt changes in exchange rate.”

“Puls Biznesu”:  What would you tell Polish firms that want to start working with American partners?

Marek Jelnicki:  “I recommend that they contact the U.S. Commercial Service office and visit trade shows in the U.S.  I would warn them against taking credits in a foreign currency and calculating profits on the basis of currency exchange rates.  I suggest settling accounts with Polish buyers in foreign currency which has been possible here in Poland since January. 

