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THE ADMINISTRATION’S NATIONAL EXPORT
STRATEGY: PROMOTING TRADE AND
DEVELOPMENT IN KEY EMERGING MARKETS

WEDNESDAY, MAY 15, 2002

HOUSE OF REPRESENTATIVES,
COMMITTEE ON INTERNATIONAL RELATIONS,
Washington, DC.

The Committee met, pursuant to call, at 12:15 p.m. in Room
2172, Rayburn House Office Building, Hon. Henry J. Hyde (Chair-
man of the Committee) presiding.

Chairman HYDE. The Committee will come to order.

We expect a vote shortly, but we are not sure when, and rather
than just hang around in suspended animation, we thought that we
would proceed with the hearing.

I am very pleased to welcome the Secretary of Commerce, Mr.
Donald L. Evans, and senior officials from the Export-Import Bank
of the United States, the Overseas Private Investment Corporation,
and the Trade and Development Agency before our Committee for
this hearing on the recently released report on the Administration’s
national export strategy. We will also have a second panel of ex-
perts representing a broad cross-section of American companies
doing business abroad.

Mr. Secretary, thank you for your forbearance with the delayed
start of this hearing. The President had asked to address a special
meeting of the Republican Conference this morning on his supple-
mental spending request.

Now while the issue of export controls is not on our agenda for
today’s hearing, I would like to state that I look forward to working
with you and your colleagues at the Bureau of Industry and Secu-
rity in fashioning an export control measure that balances our com-
mercial and security needs. That may be very Utopian, but we can
always hope.

You will recall that we heard from your Under Secretary for
International Trade in June of last year on the Commerce Depart-
ment’s trade policy agenda, and we look forward to hearing your
views today on how this agenda can best be advanced in the con-
text of your overall export strategy promoting trade and develop-
ment in key emerging countries.

In the congressional delegations that I have had the pleasure of
leading to South America and Asia since first becoming Chairman
of this Committee, I have seen firsthand the importance of our pro-
moting trade and commercial relations with our key friends and al-
lies. We are well aware of the fact that exports continue to account
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for almost one-quarter of our annual economic growth and that
they support more than 12 million jobs in this country.

In view of your most recent efforts to bolster U.S. economic secu-
rity in the wake of the terrorist attacks of September 11th, it is all
the more compelling, in my view, that we hear from you today on
how we should best coordinate our assistance to frontline states
and to regions in crisis. We need to get your insights on how our
export strategy benefits not only U.S. companies and workers but
also those developing countries that are trying to put in place mar-
ket-oriented policies.

Looking back to Monterey, I would welcome your thoughts on
how we should develop the trade and development agenda that was
so dramatically set forth in Mexico by President Bush with the un-
veiling of the Millennium Challenge Accounts. Looking ahead to Jo-
hannesburg, your suggestions are no less important to us as we
grapple with the challenge of putting scores of developing nations
on the path to market-oriented development in the upcoming UN
Conference on Sustainable Development in South Africa.

I would like you to share with us your vision on how we can
focus our resources and programs on trade and development prior-
ities on emerging market opportunities. In the export policy blue-
print before us today, I would welcome new approaches and new
perspectives from you and your colleagues at the Export-Import
Bank, OPIC, and TDA on how we can boost our exports and invest-
ments abroad in the face of ballooning trade account deficits.

And, most importantly, I want to ensure that our Committee
plays a role in helping to shape the implementation of some of the
innovative concepts in your report, such as the leveraging of our
aid dollars for key development projects, coordinating our policy in
post-crisis situations, including Afghanistan, and putting our trade
programs and resources to work with the goal of producing multi-
lateral disciplines on untied aid.

And now with pleasure, I yield to Mr. Davis of Florida for his
opening remarks. He is sitting in for Mr. Lantos.

Mr. Davis.

Mr. Davis oF FLORIDA. Thank you, Mr. Chairman, and I also
welcome the witnesses and thank you for calling this hearing on
the Administration’s national export strategy and the effectiveness
of the United States export promotion programs.

We spent most of our time in this Committee over the last year
focusing on national security and fighting terrorism, and certainly
an important ingredient of national security is economic security.
I look forward to hearing testimony today about what we can do
working together with State and local governments and the private
sector as well as the not-for-profit sector to more effectively create
opportunities for small and medium-sized business.

Mr. Secretary, as I believe you are aware, I am a strong sup-
porter of the Trade Promotion Authority bill, and I am hopeful that
it will be sent to the President soon. During your course of lob-
bying, I hope it became very clear to you from many Democrats
and some Republicans that the politics of this issue are that we
need to convince the American people this is not something just for
Wall Street, it is for Main Street as well. That is why what you
are doing is so important, in terms of demystifying the opportuni-
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ties for small and medium-sized business, and convincing them to
take that first step and hopefully the first of many steps.

My State, Florida, has an enormous number of people that are
benefitting from trade, and I bear a heavy burden, as you do, in
convincing more people that there are ways to expand the winner’s
circle.

As each of you testifies, I would also like you to comment on the
fact that the President’s budget proposal calls for cuts in both the
Trade and Development Agency and the Export-Import Bank. If
you are here to tell us we are going to do more with less, I think
you can appreciate the skepticism, as we all agree upon the com-
mon goal of trying to do a lot more to open the doors of trade to
small and medium-sized businesses.

I also want to point out that one of the many painful lessons of
the Enron debacle is that OPIC and other agencies supported a
venture in India that is now resulting in a claim on OPIC of $200
million. Perhaps there are some lessons we can learn from that in
being even more careful than ever, Mr. Secretary, about our due
diligence as we get behind proposals that are leaving this country
and constituting what appear to be worthwhile investments with
our help in other countries.

Let me just close by saying that I think there is genuine and
broad interest on the part of many Members of this Committee and
the Congress in giving each of you the tools you need to do your
job and to support a very practical, aggressive approach to again
opening the doors for more small and medium-sized businesses to
take advantage of growing export opportunities. I look forward to
your testimony.

Chairman HYDE. Thank you, Mr. Davis. I would like to request
of my other colleagues that they submit any statements they might
have for the record and to withhold any questions for our Adminis-
tration witnesses until all have completed their remarks.

And I would plead with our witnesses to be as brief as possible
in their oral remarks so we can complete this hearing hopefully be-
fore 2 p.m. Thank you very much.

And now, Mr. Evans, the Secretary of Commerce.

STATEMENT OF THE HONORABLE DONALD L. EVANS,
SECRETARY, U.S. DEPARTMENT OF COMMERCE

Secretary Evans. Thank you, Mr. Chairman, very much, and
thank you for mentioning the Export Administration Act. We very
much look forward to working with you on the passage of that bill.
We both know how important it is to this country and to you and
this President. So thank you for your mention of it. And, yes, we
at the Bureau of Industry and Security [the office responsible for
administering that act] look forward to continuing to work with you
on that important piece of legislation.

Chairman, Members of the Committee, as Chairman of the Trade
Promotion Coordinating Committee (TPCC), I am extremely
pleased to be with you here today, along with my colleagues, to
preview with all of you the nations, or the national export strategy.

I ask that you include my written testimony in the record, Mr.
Chairman.

Chairman HYDE. Without objection.
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Secretary EVANS. Thank you, sir.

There I outline our strategy, which boils down to making sure
that all export-ready companies can participate in the global econ-
omy and fill in behind the agreements that we negotiate all around
the world.

Let me just say at the outset how critical it is that Congress pro-
vide the President with trade promotion authority as soon as pos-
sible, so that we can implement his trade agenda. With TPA, the
President can conclude agreements that might contribute to as
much as $1.9 trillion to worldwide economic growth. Without TPA,
those new markets will go to our trading partners, along with the
investment and jobs that those markets would create.

I intend to focus my oral remarks on two basic points: One, how
the national export strategy will support the President’s foreign
and economic policy objectives; and, two, the continuing role I ex-
pect the TPCC to play in implementing the President’s strategy.

While the Trade Promotion Authority is a necessary condition for
defending America’s trade and economic interests, it is not suffi-
cient. That is where our export promotion strategy and the TPCC
comes in. I can summarize our approach in three words that lie at
the heart of the President’s agenda: Follow-through, results, and
accountability.

First, when I say follow-through, I mean ensuring that the bene-
fits of our trade agreements accrue to American exporters rather
than our trading partners. Too often the United States has left its
trade gains on the bargaining table. We aim to reverse that trend.
I}Ind we have already begun to implement a strategy to do just
that.

The most significant market opening initiative in recent years
has been China’s accession to the World Trade Organization. That
is why I recently led a trade mission to Beijing and Shanghai. It
is also why I will send a high level commerce official to China each
month to ensure that China implements its WTO obligations, so
that our small and medium-sized companies can reap the gains
from China’s compliance.

We have a number of initiatives in our export strategy that seek
to level the playing field in major project competitions for U.S. ex-
porters, including being involved when those opportunities first
come downstream, providing more tools to our exporters when they
compete against tied aid, or supporting them if the commercial en-
vironment changes once they have signed the contract.

It goes without saying that this strategy supports our broader
foreign and economic policy objectives. Helping our companies take
full advantage of overseas opportunities helps us, but it also helps
the host countries, and makes them more stable economic and for-
eign policy partners.

I believe that the more U.S. companies are involved in the
ground floor of a country’s economic development, the more trans-
parency and accountability in procurement decisions there will be.
Citizens of that country will benefit more than from that country’s
economic development. Indeed, the missions of a number of TPCC
agencies, the Overseas Private Investment Corporation, the U.S.
Trade and Development Agency, the Agency for International De-
velopment, and the State Department, are dedicated to capturing
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the important social benefits that spring from promoting U.S. trade
and investment abroad. They go way beyond purely private returns
to U.S. companies.

Second, when I focus on results, it is because that is what the
President and I both expect. Our goal has been to ensure our ex-
port promotion programs are best in class when compared against
our government counterparts abroad and with private industry.

Today, after 7 months of research and a true team effort, my col-
leagues and I are confident that we have laid the groundwork for
achieving just that goal. That said, after 30 years of experience in
the private sector, I can tell you that if you can’t measure your
progress, you won't make progress. That is why I will insist that
our first step in implementing the recommendations set out in the
President’s report will be to define the results we want to achieve
and develop the means to measure or progress toward those goals
and toward those results.

The guideposts I intend to use to measure our progress include
the following:

One, whether we have expanded the number of U.S. exporters,
particularly small and medium-sized business;

Two, whether we have increased the number of exports that take
place as a result of our efforts;

Three, whether we have met our customers’ expectations.

All of this will ensure that our export promotion programs re-
main grounded in what our customers want, which is the surest
way to guarantee results.

Third, I intend to emphasize accountability. My colleagues and I
have assumed personal responsibility for making this work. We ex-
pect to be held to that standard. The President expects nothing
less, nor should you.

The role that the TPCC will play in implementing our export
strategy is straightforward. I expect the TPCC process to ensure
that the agencies involved are, to name only a few of the rec-
ommendations contained in the report, as follows:

First, working together to discover the best project opportunities
for U.S. companies sooner, including an early indication that will
finance these projects if they go to a U.S. exporter. In pilot coun-
tries, China, Mexico, Russia, Turkey, South Africa, and Brazil, we
will now have a coordinated team approach to bringing buyers and
sellers together;

Taking a more active role in countering market-distorting uses of
tied and untied aid and expanding the tools available to U.S. com-
panies when they compete against it;

In addition, coordinating commercial strategies for crisis regions.
We want the TPCC to serve as a coordinating entity available to
national security policymakers for dealing with post-crisis situa-
tions so that our economic security objectives are quickly met and
we can speed the involvement of U.S. industry in opportunities
that might develop;

Also, developing a more coherent process of government support
for U.S. companies throughout the life of a project. Exporters want
a process that will facilitate government attention to transaction-
related problems that result when other governments unfairly
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change the commercial environment that occurs after a contract is
signed;

Also, presenting a single face to the exporter, tailoring agency
programs to meet the exporters’ needs by functioning as a one-stop
shop or account managers to help a firm navigate the full array of
government export promotion programs. Combining the marketing
efforts of SBA, Ex-Im Bank and the commercial service to make
sure lenders know how these programs can help their small busi-
ness clients;

In addition, enhancing our use of the Internet as a communica-
tions tool, particularly our primary portal, export.gov, so that ex-
porters can find the government’s best information on trade leads
in one place and in real time.

And, finally, reaching out to our State and local partners, elected
officials and private sector representatives as a means for reaching
small and medium-sized companies as multipliers of our services.

In closing, let me reiterate my appreciation to you, Chairman
Hyde, and to the other Members of the Committee for your interest
in and oversight of the export promotion process. What the TPCC
really offers us is an avenue through which we can strengthen our
programs, while supporting our broader foreign and economic agen-
da.

I welcome your thoughts and those of your colleagues on rec-
ommendations we are presenting today and would be pleased to
answer any questions that you might have. Thank you.

[The prepared statement of Mr. Evans follows:]

PREPARED STATEMENT OF THE HONORABLE DONALD L. EVANS, SECRETARY, U.S.
DEPARTMENT OF COMMERCE

Chairman Hyde, Members of the Committee, as chairman of the Trade Promotion
Coordinating Committee (TPCC), my colleagues and I are extremely pleased to be
here today to present you the Administration’s first National Export Strategy. After
seven months of research and a true team effort, we have developed 60 rec-
ommendations that we believe will result in a more coherent framework to support
our exporters.

The overarching goal of the strategy is to make sure all of our export-ready com-
panies can participate in the global economy and “fill in” behind the agreements we
negotiate. Let me say at the outset how critical it is that the Congress provide the
President with Trade Promotion Authority as soon as possible so that he can imple-
ment his trade agenda. With TPA, the President could conclude agreements that
might contribute as much as $1.9 trillion to world economic growth. Without TPA,
those new markets will go to our trading partners, along with the investment and
jobs that those markets will create.

This strategy also supports our broader foreign and economic policy objectives.
Helping our companies take full advantage of overseas opportunities raises our
standard of living, but it also helps the countries we do business with. They benefit
economically as well, and they grow to be stable economic and foreign policy part-
ners. Indeed, the missions of a number of TPCC agencies—the Overseas Private In-
vestment Corporation, the U.S. Trade and Development Agency, the Agency for
International Development and the State Department—are dedicated to capturing
the important social benefits that spring from the promotion of U.S. trade and in-
vestment abroad, which go beyond the purely private returns to U.S. companies.

This report is all about expanding the number of exporters—especially small and
medium-sized businesses—and making sure they have the best tools available to
take advantage of commercial opportunities. Small exporters count for just under
30 percent of the value of U.S. exports; yet our survey found that 30 percent of U.S.
small companies that do not currently export would like to. Moreover, of those that
do export, two-thirds are only exporting to one market. By improving customer serv-
iceland providing new export opportunities, we can tap this unrealized export poten-
tial.
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For the first time, we took a management approach, starting with our customers.
The driving force behind all of these recommendations was customer needs. We
talked to about 100 exporters in focus groups and one-on-one meetings, about half
of which were smaller companies. We undertook a survey of more than 3,000 small
and mid-sized U.S. firms. We asked them what works and what doesn’t. We asked
them how they would improve government service and to share their observations
of other governments or state and local agencies that do a great job meeting their
needs. And we asked non-exporters why they choose not to export.

From our survey and interviews, we came away with some important observations:

¢ Our clients are pleased with our products and services, but want them to be
even more streamlined and timely. Time is critical to companies of any size.

¢ Our clients think government agencies have an important role to play in both
trade and investment promotion. They see other governments helping their
companies get the best shot at opportunities and providing high-level coordi-
nation of small business programs.

¢ U.S. companies want more than export assistance. They want a trained and
skilled account manager to take them from their first transaction, to their
first investment, through the life of a project.

¢ U.S. companies want more coordinated government service. They want us to
operate as if we were one company—not a collection of individual agencies,
including common requirements for our programs and coordinated client man-
agement among the agencies.

¢ U.S. companies look to the government first for information on market oppor-
tunities. The companies that don’t export, would export, if they had more in-
formation about foreign market trends and trade leads.

We also took an in-depth look at the programs offered by the governments of our
major competitors:

*« We were particularly impressed by the high level of support our trading part-
ners give to small and mid-sized firms. Here in the United States, we know
that when these firms succeed in foreign markets, they achieve higher growth
rates and pay better wages here at home. Our competitors appear to under-
stand the promise of small business too. Several trading partners have coordi-
nated, cabinet-level task forces dedicated to getting small companies into
overseas markets. Korea is moving away from support for large conglomerates
or chaebols, with a Presidential Commission integrating the programs and
budgets of agencies that help small business exporters. France, Canada,
Spain and the UK also coordinate high-level programs to promote small busi-
ness exports.

¢ Our competitors more actively generate opportunities for their exporters. Many
governments cultivate relationships with procurement officials in emerging
markets and “cherry pick” projects—presenting their exporters with shopping
lists of the best projects.

¢ Other governments take a more holistic view toward export promotion, com-
bining export and investment promotion programs. Rather than focus strictly
on export sales, they focus on their firms’ international competitiveness.

¢ And many countries, including the Swedes, the French and the British have
elaborate e-business strategies that drive their trade promotion programs. By
next year, the British will have all of their export promotion services online.
All of the trade promotion agencies and known exporters will be linked.

THE NATIONAL EXPORT STRATEGY

Our strategy, simply put, is to make sure our exporters have the best tools to take
advantage of the commercial opportunities we negotiate. It boils down to three
points. American companies need:—a more active U.S. government partner finding,
winning, and keeping major projects;—better customer service through joint pro-
motion, training, trade finance and information delivery; and,—a government that
is working harder, through state and local partnerships, to educate potential export-
ers about opportunities and services.

Strategic Approach to Project Development.

One of the themes that came up repeatedly in our discussions was that companies
want government to take a more coordinated and strategic approach, particularly
for major project development, a commercial responses in crisis regions, and advo-
cacy support before and after a project is won. Our competitors often have the upper
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hand in major project competitions well before the project is publically tendered.
Other governments indicate that they can finance a particular project early on and
then coordinate their response between the agencies responsible for on-the-ground
market intelligence, technical assistance and financing. Ex-Im Bank, Commerce and
a number of TPCC agencies are going to meet this challenge by working together
to discover projects sooner, indicate early on the likelihood that we will finance
these projects if they go to a U.S. exporter, and actively help U.S. companies
through the bidding process. In pilot countries—China, Mexico, Russia, Turkey,
South Africa and Brazil—we will use “Early Project Development Teams” to bring
buyers and sellers together.

Exporters also told us they want to see the U.S. government more actively counter
market distorting uses of tied and untied aid. As a result, we have expanded the
tools available to exporters when they compete against it. This includes a more ag-
gressive response to Japanese use of tied and untied aid. We are undertaking a pilot
program that would enable the Trade Development Agency to fund engineering
studies that often set the standards and specifications for future projects, and often
determine who will be the winning bid. We are exploring the design of a pilot
project that would provide mixed credits for specific developmentally sound projects.

We are hopeful this initiative, once it’s launched, will advance our developmental
objectives by leveraging TPCC agency resources so that we can do more projects in
sectors like environment, renewable energy, health care, education and water. At
the same time, it will create new opportunities for U.S. companies in markets like
the Philippines, Egypt, Jordan, Indonesia and possibly Pakistan. In the markets and
sectors that meet our developmental criteria for this initiative, OECD statistics indi-
cate other governments’ aid agencies financed more than 150 projects worth about
$3.6 billion in 2000.

We are going to continue our coordination in crisis regions. As my colleagues will
tell you, TPCC agencies have stepped forward with post-September 11 initiatives in
Indonesia, Pakistan and Afghanistan. We want the TPCC to serve as a coordinating
entity available to national security policymakers for dealing with post-crisis situa-
tions, so that our economic security objectives are quickly met and we can speed the
involvement of U.S. industry in opportunities that might develop.

We also want to develop a more coherent process of government support for U.S.
companies throughout the life of a project. Already we provide advocacy support for
companies when they bid for major projects. Exporters told us they would like a
similar process that would eliminate the need for multiple contacts with several
agencies when they face a problem that unfairly changes the commercial environ-
ment that occurs after a contract is signed. This has been particularly true in the
case of China.

Better Customer Service.

In the area of client service, we found that U.S. firms that export have an increas-
ingly sophisticated understanding of what they need to be successful overseas. They
are aware of competing government programs and have very high expectations
about the quality of service that they get. Not surprisingly, more experienced ex-
porters want better coordination among government agencies; in short, they want
the agencies to operate as if they were part of the same U.S. government “company.”

To respond to this concern, we are going to do a better job of promoting each oth-
ers’ programs. We are planning on training our Commercial Service officers so they
can act as “account managers” that can help our companies with an overseas strat-
egy, not just an export sale. That means a much greater emphasis on training
across agencies than ever before, with the goal of creating agency staff that can
function as “one-stop-shops,” or account managers, that can help a firm navigate the
full array of government export promotion programs.

Trade Finance:

Our survey told us that trade finance is still a major obstacle to getting small
businesses into world markets. It also indicated that too many U.S. companies
turned down sales because they had problems getting financial support, or limited
their exports to those opportunities they could fund on their own. Too few small ex-
porters are taking advantage of SBA and Ex-Im Bank working capital programs.
While many companies know about these programs, they are unaware of how they
work and are confused by the fact that there are two, apparently competing pro-
grams. We are going to address this by combining the marketing efforts of SBA, Ex-
Im Bank and the Commercial Service to make sure lenders know how these pro-
grams can help their clients. We also want to integrate the programs to the extent
we can—while still preserving the benefits of each. In the future, we will promote
one government trade finance service to our customers, that can then be customized
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with SBA and Ex-Im Bank features, as appropriate, depending upon the resources
of the bank and the needs of the client.

Information:

This came up again and again in our discussions with customers and was ranked
in our survey as the most important service government provides and businesses
need. We learned that more than half of the exporters we surveyed use a govern-
ment source to gather information on potential trade opportunities, and that they
want a single site where they can get trade leads and information about specific
markets. At the same time, they are unaware of the full range of government assist-
ance that is currently available. In response, we are enhancing Export.gov—our one-
stop web portal—so that exporters can find all of the government’s best information
on trade leads and markets in one place, in real time. We will use our BuyUSA
product—which links buyers and sellers directly—to link foreign affiliates of U.S.
multinationals abroad with U.S. suppliers, who are often small and medium-sized
exporters looking for project opportunities.

Outreach, Education and Partnering.

We can develop the best programs in the world, but if no one knows about them,
we won’t get very far. We need to do a better job of letting companies know what’s
available and make it easier for them to participate. Although our study found that
awareness is better today than it was five years ago, we can certainly do a better
job of connecting with business people that want to take advantage of new trade
opportunities. We propose working more closely with state and local trade groups,
as well as elected officials, to expand awareness and increase outreach. We will also
?e llfvleraging technology to offer simpler Internet solutions for companies looking

or help.

We will distribute packages of our export promotion services to the states to pre-
vent duplication and leverage state resources. We will encourage joint strategy ses-
sions on outreach and trade events. We will dedicate more resources to training our
state partners in TPCC programs. We will develop joint TPCC agency marketing
materials for our state and local partners. We will do a better job of leveraging the
information provided by elected officials, who are often the first point of contact for
companies seeking government assistance. And we plan to expand education for
new-to-export firms and develop a strategy to use trading companies as multipliers
of our services.

To sum up, we are placing a much greater focus on what our customers need; we
are taking a comprehensive approach to making our companies competitive in the
world market; we are actively developing opportunities for our companies; we are
building programmatic bridges across the agencies; and we are using training and
joint promotional efforts to improve coordination and our effectiveness.

Congressman, in many ways I believe we have gone farther than ever before with
the TPCC. There are a number of initiatives that break new ground, not only by
providing our companies with new tools to succeed in the competitive environment
they face, but by making us more effective where our commercial and developmental
objectives intersect.

Now that we have a sense of what we need to do to get our programs in tune,
our next step will be to turn our attention on how we can focus them on the markets
where our commercial opportunities are greatest. China is a good example. Having
spent 14 years negotiating with them to get them into the WTO, we want to make
sure we are the first to capitalize on this new market. We will put together a strat-
egy that will give our exporters the best possible shot. Already I have doubled our
staff in China, and just returned from a trade mission there last month. I plan to
return again in the fall.

This is really just the starting point of our work. I feel strongly that we follow
through on all of our recommendations and are held accountable for what we have
said we are going to do. We expect to measure our progress. We will consult with
the Committee as we implement these initiatives, and report how far we have come
next year.

Again, Congressman, I appreciate your great interest in the importance of
strengthening our trade promotion programs. I intend to continue to use the TPCC
not only to coordinate our future efforts, but to generate new initiatives that will
help keep America the most competitive exporting nation in the world.

Chairman HYDE. Thank you very much.

Mr. BROWN. Mr. Chairman, a point of personal privilege, if I
could. I would like to express some dissatisfaction that Members
were not allowed to give even a 3-minute opening statement, espe-
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cially in light of the fact that I know that important Administration
officials are here, but we have hearings often with that being the
case, and in my other Committees, we have always allowed all
Members to do that, with rare, rare exceptions.

And I see this panel and the next panel as having little ideolog-
ical balance. Mr. Davis talked about how we need to convince Main
Street, not just Wall Street, of these views on trade, when, in fact,
almost every major newspaper in the country and this whole Ad-
ministration has one position on trade. But polling shows the pub-
lic is not so convinced that free trade is the savior for this country
on economic issues and on the global economy.

And because I see so little balance in either panel, and because
none of us that might disagree with the Administration or with the
positions perhaps of the Chair, and the substitute Ranking Mem-
ber, not the real Ranking Member—no disrespect, Mr. Davis, it just
bothers me that none of us was given an opportunity to say some
things about our trade policy and our export policy and fast track
and some of the issues that are very hotly debated in this country
and very hotly debated, I would hope, in this Committee and in
this Congress.

To listen to the hearing today with the two opening statements
and the panelists and the second panel, you would think that there
was no real debate on the whole issue of trade. I just wanted to
register that concern, Mr. Chairman.

Chairman HYDE. Well, I thank you. And you have had the oppor-
tunity to make an interesting political opening statement. And
when we are through with the witnesses and the questioning, if
you still have something that you think we should hear, we will
recognize you and you can fulfill your desire to make a statement.
It will be a closing, not an opening, but I am sure it will be none-
theless trenchant.

Mr. Secretary, I cheated you out of a really first-rate introduc-
tion. And let me add the cart after the horse, or before the horse
by suggesting that you are the 34th Secretary to lead the Depart-
ment of Commerce, the voice of business in government. You over-
see a diverse Cabinet agency of 40,000 workers, and a $5 billion
budget, focused on promoting and advocating for American busi-
ness both at home and abroad.

Your department gathers vast quantities of economic and demo-
graphic data, issues, patents and trademarks, helps set industrial
standards, forecasts the weather—we have someone else to blame
now, I didn’t know that—researches the oceans and oversees tele-
communications policy.

You are a key member of President Bush’s economic team, advis-
ing the President on many issues, including trade, business con-
cerns, energy policy, and overall U.S. economic policy. That is an
abbreviated recitation, but gives you a little context.

Now I would like to introduce our other distinguished witnesses.
I would like to welcome Ross Connelly, Executive Vice President
and Chief Operating Officer for the Overseas Private Investment
Corporation.

Mr. Connelly is a native of Maine, was CEO of Bechtel Energy
Resources Corporation prior to joining OPIC, and brings with him
extensive experience in its senior level management and develop-
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ment of oil and gas exploration operations as well as a significant
background in the company’s investments and financial manage-
ment. We welcome you today, Mr. Connelly.

Following Mr. Connelly will be Eduardo Aguirre, who is Vice
Chairman and First Vice President of the Export-Import Bank of
the United States. Prior to his nomination to join Ex-Im, Mr.
Aguirre was President of the Bank of America’s International Pri-
vate Bank at the pinnacle of a 24-year career that saw his partici-
pation in many corporate-wide leadership initiatives. He has been
appointed by President Bush to the National Commission for Em-
ployment Policy, and he still serves as the Chairman of the Board
of Trustees of the Texas Bar Association.

Mr. Aguirre is a graduate of Louisiana State University, and the
American Bankers Association’s National Commercial Lending
Graduate School. We welcome you here today, Mr. Aguirre.

To complete panel 1, I would like to introduce Thelma Askey, Di-
rector of the Trade and Development Agency. At the time of her
nomination as director, Ms. Askey had more than 20 years experi-
ence in the trade field, and has been a principal influence in the
development of U.S. trade policy since the 1980s.

She served most recently as a commissioner on the International
Trade Commission. Prior to her appointment as commissioner—
and I believe that was by President Clinton, is that correct?

Ms. ASkEY. That is correct.

Mr. CHAIRMAN. I wonder if Mr. Brown took note of that.

You served as staff director of the Trade Subcommittee of the
House Committee on Ways and Means. You hold a BA from Ten-
nessee Technological University, and you have completed graduate
work in law, history and international economics. We welcome you,
Ms. Askey.

I ask each of you to summarize your statements within 5 min-
utes. Your full statement will be placed in the record.

Mr. Connelly, please proceed.

STATEMENT OF THE HONORABLE ROSS J. CONNELLY, EXECU-
TIVE VICE PRESIDENT, OVERSEAS PRIVATE INVESTMENT
CORPORATION

Mr. CONNELLY. Thank you very much, Mr. Chairman.

Mr. Chairman and Members of the Committee, I am pleased and
honored to be here today on behalf of Dr. Peter Watson, OPIC’s
President and CEO. Dr. Watson regrets that he could not be here
in person due to previously scheduled travel to Africa.

Mr. Chairman, because this is our first opportunity to come be-
fore the Committee, in addition to speaking about the important
work of the Trade Promotion Coordinating Committee, I want to
briefly report on the new Administration’s efforts over the last year
to refocus the agency on its core developmental mission.

No other public or private organization in America today invests
in developing countries with the scope and focus that OPIC does.
Over the agency’s 31-year history, OPIC has supported $138 billion
worth of investments in over 3,000 projects in some 129 countries.

The same projects have generated %64 billion in U.S. exports,
and created nearly 250,000 U.S. jobs. The projects OPIC has sup-
ported are as diverse as the countries that host them. They have
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played a key role in the development of host country economies, by
our calculation creating some 674,000 host country jobs.

OPIC is a self-sustaining agency. Through retention of user fees
and prudent risk management, OPIC has financed its own activi-
ties at no net costs to the American taxpayer and, in fact, gen-
erates annual surpluses.

Our principal strategic objective during the last year has been to
refocus the agency on the development mission that Congress origi-
nally gave OPIC by offering relevant products and services in re-
gions and in countries and in ways not available in the private sec-
tor.

Our agency, in essence, assumes risks that the private sector is
unable or unwilling to take, thereby encouraging investments in
the development of fundamental U.S. policy interests overseas, like
free markets, private property, and the rule of law.

In the process we look to assess the investments that OPIC sup-
ports by more than simply dollar flows; that is, to critically exam-
ine and to benchmark the added value of a particular investment
or, as we say, to assess the additionality that the project rep-
resents.

A good example of this new policy has been a sustained OPIC
focus in sub-Saharan Africa, where the development challenges are
very great and the opportunities for OPIC to act as a catalyst for
private sector development are promising. We see housing as a crit-
ical sector where we think OPIC can make a difference there.

Another priority has been small business. We recognize that both
overseas development and U.S. economic growth are increasingly
dependent on the vital role of small and medium-sized enterprises.
OPIC is committed to improving and expanding the access of small
business to OPIC programs.

With regard to the TPCC, Mr. Chairman, OPIC is committed to
working with our sister agencies to meet the objectives the TPCC
report sets out. I am pleased to be seated here with my colleagues
from the other trade promotion agencies, with all of whom we have
developed good and productive working relationships.

Mr. Chairman, not only have the agencies reached consensuses
on those recommendations, but many of us are already imple-
menting them. I spent 25 years in the private sector. Policy-setting
and goals are important. But at the end of the day, success in the
private sector is measured by tangible results, and in that regard
I am pleased to report on specific actions we have taken in support
of TPCC objectives, some of which you have already mentioned.

The TPCC report calls for greater cooperation among the agen-
cies in early project development, as well as better coordination in
crisis regions. This has been a major objective of mine over the last
10 months at OPIC. In the company of my friends, Eduardo
Aguirre of Ex-Im Bank and Carl Kress of TDA, our three agencies
conducted an investment assessment mission to Pakistan this past
February that has helped to develop a significant volume of U.S.
investment opportunities in that country.

More recently, OPIC and TDA have been working closely to de-
velop opportunities in the telecommunications and hotel sectors in
Afghanistan, which we think can be brought to fruition shortly.
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There are other areas where we have made a more proactive
role, sub-Saharan Africa, as I mentioned, and the Caspian region.
I want to state for the record that based on my own experience,
early identification and development of market opportunities is a
role that OPIC can, in the context of its overall development mis-
sion, perform quite effectively for the benefit of U.S. businesses and
taxpayers.

Regarding the TPCC’s call for better customer service for U.S.
businesses, through an internal reorganization, OPIC is working to
empower its individual line departments, working directly with
U.S. businesses to take ownership of a project as it works its way
through the agency approval process, and to utilize new internal
structures to resolve disputes and bottlenecks quickly and to
streamline the application process so that we can provide a more
efficient and less costly service.

As a small agency, OPIC is also looking for ways to leverage its
resources with other agencies. In this regard, OPIC soon hopes to
conclude an agreement with the Small Business Administration
that will provide a vehicle to seamlessly connect interested U.S.
companies currently doing business with the SBA with the tools
and products OPIC offers in order to help these firms expand inter-
nationally.

Through these efforts and through the implementation of the rec-
ommendations of the TPCC report, we will have better coordina-
tion, improved customer service, and more aggressive outreach and
advocacy for U.S. businesses, particularly U.S. small business.

We at OPIC are confident that the TPCC recommendations have
placed us on the right track. Thank you very much, Mr. Chairman.

[The prepared statement of Mr. Connelly follows:]

PREPARED STATEMENT OF THE HONORABLE R0SS J. CONNELLY, EXECUTIVE VICE
PRESIDENT, OVERSEAS PRIVATE INVESTMENT CORPORATION

Chairman Hyde, Mr. Lantos, and Members of the Committee, it is a special privi-
lege for me to appear before this Committee today to review the work of the Trade
Promotion Coordinating Committee (TPCC) in support of President Bush’s National
Export Strategy. We deeply appreciate your past interest and support of OPIC ac-
tivi}:fjes, and look forward to continuing to work with you, your Committee and your
staff.

I am here on behalf of Dr. Peter Watson, OPIC’s President and CEO. Dr. Watson
deeply regrets he could not be here in person due to previously scheduled travel to
Africa as part of OPIC’s special initiative to spur development and promote invest-
ment in sub-Saharan Africa.

Because this is our first opportunity to come before the Committee, in addition
to speaking about the important work of the Trade Promotion Coordinating Com-
mittee, I want to briefly take this opportunity to report on OPIC generally and the
{mprovements and refocus Dr. Watson has brought to OPIC since joining the agency
ast year.

OVERVIEW ON OPIC

No other American public or private organization invests in developing countries
with the scope and focus that OPIC does. OPIC currently operates in 150 coun-
tries—financing economic development projects large and small, and mitigating eco-
nomic and political risk. Through its work, OPIC plays an uncommon and indispen-
sable leadership role in