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Survey - Continued on page 10

Record Crowd at San Antonio ICPA Conference

Is online learning here to
stay?  According to Online Nation:
Five Years of Growth in Online
Learning, released in October 2007,
the answer is a resounding “yes”.1

The report is based on a survey of
more than 2,500 U.S. colleges and
universities, conducted by the Babson
Survey Research Group, the College
Board, and the Sloan Consortium.
Some highlights include:
• The growth of online enroll-

ment has slowed recently when
compared with previous years, but
still surpasses that of the higher
education student population as a

National Survey of
Online Learning

The International Compliance Profes-
sionals Association (ICPA) held its 2008
national conference in San Antonio, Texas
March 9-13th. With well over 600 in atten-
dance it was their largest conference ever.

With speakers and attendees from
across industry, ranging from importers,
freight forwarders, shippers, customs bro-
kers and agents, trade consultants and  com-
pliance professionals from a broad range
of industry sectors, the ICPA event pro-
vided a forum for all. With its four-track
approach of imports, exports, general top-
ics and boot camp, all attendees were able
to select their own education and training
topics during the three day event.

From all appearances, those in atten-
dance thought the conference was a huge
success! All ICPA volunteers who worked
hard to make the event so useful and en-
joyable should be given a well earned ap-
plause. For more information about the
ICPA visit: www.icpainc.org.

Autoworker Seth Vineyard knows that
the day is coming when he will sit at a busy
intersection in his Chevy pickup and be
surrounded by unfamiliar vehicles from the
far-off reaches of the world.

“It makes me mad,” said the 31-year-
old skilled trades worker who is laid off from
General Motors Corp.’s Powertrain plant in
Toledo, Ohio. “I don’t think a lot of people
understand how much money they’re tak-
ing out of our local economy when they
buy one of these foreign cars.”

An invasion is coming over the next
few years to American shores as a weak
dollar and the world’s biggest automotive
market entice automakers from around the
world to bring their vehicles to the United
States.

Like any invading army, some foreign
vehicles will establish a beachhead, and
others are likely to be mowed down by fickle
and sophisticated American consumers.

by Larry P. Vellequette / Toledo Blade
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Dunlap-Stone University is Growing

The DMA is the UK’s defence trade association and
the voice of the UK Defence Industry.

It has over 615 members (in the DMA and APPSS -
Association of Police and Public Security Suppliers).

Its members supply products and services to
Government agencies and contractors in the Defence,

Police Public Security markets worldwide.

The Defence Manufacturers
Association

“To assist UK INDUSTRY to BENEFIT
from DEFENCE BUSINESS at Home

and Abroad”

Visit: http://www.the-dma.org.uk/intro/home.asp

There were several challenges
in producing this issue of
GlobalWatch®. One was the amount
of information that had to be edited
to fit in the available space and an-
other was the travel schedule of key
people and number of events hap-
pening across the country.  All of
this was amid the vast number of
changes occurring within the indus-
try. What a great time it is to be in-
volved in international trade!

During this time, I attended the
Partnering for Compliance, Interna-
tional Compliance Professionals
Association and Society for Inter-
national Affairs Conferences and
made many new friends and re-
newed old acquaintances. And I also
learned a lot about the regulatory
changes coming directly from the
U.S. Government’s key decision
makers.  Everyone I spoke to seems
to agree “you ain’t seen nothin’ yet”
when it comes to enforcement ac-
tivity and stricter practices that are
on their way. Companies who are

still ignoring the mandate that their
export and import practices must be
in full compliance are going to get a
rude awakening soon as policing
efforts increase and penalties con-
tinue to rise.

One thing you should note in this
issue is that we have expanded the
number of import courses we of-
fer. Soon you will see many more
topics such as C-TPAT, OFAC,
Business Law and Foreign Corrupt
Practices Act courses and many
others being offered. All of these
are at your request. So… if you
have topics in mind that you would
like to see us develop college-level
for-credit classes, let us know. For
those of you still waiting for the
Masters Degree in Trade Compli-
ance, please be patient. It is in pro-
duction. I’ll keep you informed on
our progress. In the meantime, I
hope you enjoy this issue. Thank
you for your strong continued sup-
port.
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Customs - Continued on page 9

What is a Customs Broker?
Customs Brokers are private

individuals, partnerships, associations
or corporations licensed, regulated and
empowered by U.S. Customs and
Border Protection (CBP) to assist
importers and exporters in meeting
Federal requirements governing
imports and exports. Brokers submit
necessary information and appropriate
payments to CBP on behalf of their
clients and charge them a fee for this
service.

Brokers must have expertise in the
entry procedures, admissibility
requirements, classification, valuation,
and the rates of duty and applicable
taxes and fees for imported
merchandise.

There are approximately 11,000
active licensed Customs Brokers in the
United States.

Additional information on this
profession may be obtained from local
brokers or the National Customs
Brokers and Forwarders Association of
America (NCBFAA), which has its own
Web site.

What about Customs Brokerages?
Corporations, partnerships and

associations must have a broker license
to transact Customs business. Each of
these businesses must have at least
one individually licensed officer,
partner or associate to qualify the
company’s license. Failure to have a
qualifying officer or member (of a
partnership) for more than 120 days will
result in the revocation of the broker
license.

Who is eligible to become
qualified as a Customs Broker?

To be eligible, you must:
a.  be a United States citizen at least

21 years old.
b. not be a current Federal

Government employee.
Assuming I am eligible, how do I

become a Customs Broker?
  1. First, you must pass the

Customs Broker License Examination.
  2. Second, you must submit a

broker license application with
appropriate fees.

  3. Third, your application must be
approved by CBP.

1. The Customs Broker License
Examination

Q: What is the Customs Broker
License Examination?

A: The Customs Broker License
Examination is an open book/open test
with 80 multiple-choice questions based
on designated editions of:

a. The Harmonized Tariff Schedule
of the United States (HTSUS)

b. Title 19, Code of Federal
Regulations

c. Specified Customs Directives
d. Customs and Trade Automated

Interface Requirements document
(CATAIR)

Q: How long is the Customs Broker
License Examination?

A: You have four hours to
complete the examination.

Q: Where and when is the Customs
Broker Examination given?

A:  This examination is normally
given at CBP service ports ( Ports ) the
first Monday in April and the first
Monday in October. If that Monday is
a religious holiday, the examination will
be given the following Tuesday. The
appropriate CBP port director must
receive the examination application and
$200 fee at least 30 days in advance of
the examination.

Q: What must applicants take to
the Customs Broker Examination site?

A: Each applicant is responsible for
bringing proof of registration, a picture
identification, and the recommended
reference materials to the examination.

Q: Must I be a U.S. citizen to take
this examination?

A: No, you do not need to be a
U.S. citizen to take this examination. But
you must be a U.S. citizen to apply for a
broker license.

Q: What is a passing score?
A:  A passing score is 75 percent

or better.
Q: What if I fail the examination?
A: You may retake the examination

until you pass. You are also entitled to
submit an appeal of your examination

score to CBP in accordance with 19 CFR
111.13(f)

2. Applying for a Customs Broker
License

Q: When may I apply?
A: Assuming you are eligible, you

may apply after you pass the Customs
Broker License Examination.

Q: How long after passing the
examination can I wait to apply for a
broker license?

A: You must apply to a CBP port
director within three years of the date
of the letter notifying you that you
passed the Customs Broker License
Examination.

 Q: What are the fees for a broker
license application?

 A: There is a $200 application fee
(plus a fingerprint check and
processing fee).

 Q: Where do I apply?
 A: Apply to the port where you

want to transact Customs business as
a broker.

3. Broker License Application
Review

Q: Who reviews Broker license
applications?

A: There are three levels of review.
First is a multi-agency background
investigation. Second, the CBP port
director reviews the background
investigation and any other pertinent
information, and forwards a
recommendation to CBP Headquarters
in Washington, D.C. Finally, CBP will
carefully evaluate each application, and
the Assistant Commissioner, Office of
Field Operations, will advise the
applicant whether his or her application
is approved.

Q: What does the background
investigation include?

A: Each broker license applicant
must undergo a background
investigation that includes a fingerprint
analysis and a review of character
references, credit reports, and any arrest
record. Arrests or convictions do not
necessarily preclude the issuance of a
license.

How do I become a U.S. Customs Broker?
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BIS Update
Bureau of Industry and Security

BIS Establishes Online Export
Control Training for Exporters

WASHINGTON – The Com-
merce Department’s Bureau of In-
dustry and Security (BIS) an-
nounced it has completed its review
of the Deemed Export Advisory
Committee’s (DEAC) report. The
Department has begun to work with
its U.S. Government partners, in-
cluding the Departments of De-
fense, State, and Energy, to consider
the report’s analysis and recommen-
dations as a basis for reforming cur-
rent deemed export policy.

A deemed export is the trans-
fer of sensitive dual-use technology
to a foreign national working or
studying in the United States.  Given
the significant role that foreign na-
tionals play in the U.S. research
system, deemed export policy has
significant implications for U.S. na-
tional security and economic com-
petitiveness.

“U.S. deemed export policy
must account for the variety of risks
we face. While our rules should not
permit the transfer of sensitive U.S.
technology to a real or potential
adversary, they must ensure the
United States remains the most in-
novative and competitive economy
in the world,” said Mario Mancuso,
under secretary of Commerce for
Industry and Security. While cer-
tain proposals under active consid-
eration will require interagency sup-
port, Under Secretary Mancuso has
directed BIS to immediately:

· Create an Emerging Tech-
nologies Advisory Committee, com-
posed of representatives from lead-
ing research universities, govern-
ment research labs, and industry to
make recommendations to BIS re-
garding emerging technologies on a
regular basis; and

· Improve outreach and en-
gagement efforts to the academic
and technology communities about
the progress and scope of the
deemed export policy efforts.

Under Secretary of Commerce
Mario Mancuso making keynote re-
marks to open the 2008 BIS Export
Control Forum, Newport Beach,
California March 17, 2008.

The BIS announced that
Northrop Grumman Corporation
(Northrop) of Los Angeles, Calif.,
has agreed to pay a $400,000 civil
penalty to settle allegations that it
committed 131 violations of the
Export Administration Regulations,
both in its own capacity and as
successor to Litton Industries, Inc.,
which Northrop acquired in April
2001.The allegations primarily
involved unlicensed exports of
specially designed components for
navigation equipment and module
manufacturing data that were to
destinations in the Philippines,
Singapore, Malaysia, Italy, and the
United Kingdom between January
1998 and September 2002.

Northrop voluntarily self-
disclosed the violations and
cooperated fully in the investigation.
BIS considers voluntary self-
disclosures to be a significant
mitigating factor when negotiating
settlements of administrative cases.

Northrop Grumman Fined
$400,000 For Illegal Exports

of Navigation Equipment

The BIS announced the creation
of the BIS Online Training Room,
an innovative new resource for com-
panies interested in learning about
U.S. dual-use export control regu-
lations.  The Training Room will act
as an organized, online repository of
training modules and webinars, am-
plifying and augmenting current BIS
exporter outreach programs

As part of its ongoing efforts to
improve outreach, BIS will continue
to create and supplement the mate-
rials regularly.  The initial launch in-
cludes the first half of the Essen-
tials of Export Controls seminar
that BIS currently offers around the
country, as well as five pre-recorded
webinars covering a variety of top-
ics.  The training modules are pre-
sented in a video streaming format.
The pre-recorded BIS webinars
were conducted over the past year
and focus on specific export control
issues.

The BIS Online Training Room
can be found at:
 http://www.bis.doc.gov/
seminarsandtraining/seminar-
training.htm

Source: bis.doc.gov/news

Approved Training
If you are a training consultant, or

if your company provides
compliance training, you may

qualify to be a Certication Board
of Governors’ Approved Continu-
ing Education Provider. For more

information visit:
www.industrycertification.org/

_CEU_providers.htm
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DDTDDTDDTDDTDDTCCCCC Update
Directorate of Defense Trade Controls

Effective April 15, 2008, any sub-
mission not meeting these require-
ments is subject to Return Without
Action. However, DDTC encourages
industry to implement this new guid-
ance prior to April 1, 2008.

In order to facilitate review of
DSP-73 and DSP-61 license applica-
tions and to ensure compliance with
the AECA and ITAR, DDTC is imple-
menting new guidance for the sup-
porting documentation requirements
for these license types. DDTC will
not accept stand-alone license appli-
cations for the DSP-73 and DSP-61.
These license applications must in-
clude documentation supporting the
requested transaction. The new re-
quirements are identified below.

For transactions “in furtherance”
of an agreement, all DSP-73 and
DSP-61 license applications must sat-
isfy the additional requirements iden-
tified in Section 9.4 of the “Guide-
lines for Preparing Agreements.”

DSP-73 – Temporary Export
L i c e n s e A p p l i c a t i o n s
Transmittal Letter: All DSP-73 license
applications must be supported by a
transmittal letter from the applicant
explaining the need for the temporary
export and describing the role of each
party to the license. This letter must
be included even if all information is
included in the body of the license
application.

A DSP-73 application must be lim-
ited to one end-use or purpose (e.g.,
demonstration/marketing to govern-
ment end-users or public trade
shows). To facilitate review of a DSP-
73 application, we strongly recom-
mend that an application be limited to
a geographic region (e.g., Europe,
Middle East, South America, etc.).

DSP-73 and DSP-61 License Applications
Supporting Documentation Requirement

Replacement/Renewal License
Applications: The transmittal letter
must explain the need for the contin-
ued export activity. The license ap-
plication submission must be accom-
panied by a complete copy of the pre-
cedent license. The transmittal letter
must identify the current disposition
of the subject defense articles. The
renewal license application must be
received 60 days prior to expiration
to ensure sufficient time for review
by DDTC.

DSP-61 – Temporary Import
L i c e n s e A p p l i c a t i o n s
Return to Country of Origin [22 CFR
§123.3(a)(1)]

For overhaul/repair and modifi-
cation/upgrade transactions, the ap-
plication must be supported by a re-
quest from the foreign owner of the
defense articles. In addition, the li-
cense application must be accompa-
nied by a transmittal letter explaining
why the temporary import does not
meet the relevant exemption in 22
CFR §123.4(a) and as necessary, ex-
plaining fully the modification/upgrade
to be performed.

For transactions relating to the
temporary import of foreign-manu-
factured defense articles for trade
shows and demonstration, the license
application must be supported by
documentation from the U.S. entity
responsible for the defense articles
while in the U.S. and/or trade show
registration documentation from the
foreign party. For transactions relat-
ing to demonstration, the license ap-
plication must also be supported by
documentation from the U.S. party
requesting the demonstration.

Source: www.pmddtc.state.gov/
license_applications_requirements.htm

This notice supersedes the
prior notice of the same subject
dated January 4, 2008. Any
amendment submitted using the
prior guidance must be re-accom-
plished using the procedures iden-
tified below.

On December 19, 2007, an
amendment to the ITAR was pub-
lished (72 FR 71785) that revised li-
censing procedures with regard to
third country/dual nationals for tech-
nical assistance/manufacturing li-
cense agreements. In particular, a
new §124.16 has been added to no
longer require additional approval for
release of technical data, defense
services, and access to defense ar-
ticles for third country/dual national
employees of the foreign signatory/
sublicensee to an agreement that are
exclusively from North Atlantic
Treaty Organization (NATO), Euro-
pean Union (EU). Australia, New
Zealand, Japan, and Switzerland.
They may not hold nationality from
any other country and any retransfer
between the foreign signatory/sub-
licensee and the third country/dual
national employees of the foreign sig-
natory/sublicensee must take place
completely within the physical terri-
tories of these §124.16 countries or
the United States. As stated in the
Federal Register notice, when de-
termining nationality the Department
considers country of origin or birth
in addition to citizenship. This ac-
tion has been taken to further facili-
tate defense trade after taking into
account foreign policy, national se-
curity, and regulatory consider-
ations, which have been the subject
of discussions with the Defense
Trade Advisory Group. A new sec-
tion of the transmittal letter has also

Dual - Continued on page 10

ITAR Revisions for
Dual/Third Party

Nationals (Updated)
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In Compliance....
P A G E  6

“Empowered Officials - Critical Considerations”
By John Priecko(Part 2 of 2 Part Series)

In the January/February 2008 is-
sue of GlobalWatch® we focused on
Empowered Official (EO) desired
character traits—key elements not
covered in the International Traffic
in Arms Regulations (ITAR), Part
120.25.  In this article we look at EO
chain of command and organization,
also not addressed in the ITAR.  Char-
acter traits, who the EO reports to,
titles and the overall structure of your
organization should be considered as
you build or refine a trade compli-
ance program.  The right choices are
conducive to cultures of compliance.
The wrong ones can be catalysts to

problems, violations and cultures of
non-compliance.

One trend of note is that more
and more organizations are making
their EOs more broadly responsible
for trade compliance including re-
sponsibilities under the Departments
of Commerce, Defense, Energy,
Homeland Security, Justice, State,
and Treasury.  Basically the EO be-
comes the focal point and is the fi-
nal review/approval authority for all
communications with US Govern-
ment entities on trade and related
issues.  This is in line with what’s
going on internationally as more and

more organizations better grasp glo-
bal integrated trade compliance that
includes exports, imports, supply
chain and logistics under the same
umbrella with centralized authority
and responsibility—usually across
very decentralized organizations.

Let’s begin with who supervises
the EO.  There are numerous possi-
bilities.  Some of them are listed be-
low.  The question is who should
the EO report to?  Which ones work
and are best for the individual and
organization?  Which ones don’t and
aren’t?

 EO  “REPORTING TO” OPTIONS 
Audit Committee 
Board of Directors 
Business Development 
Chief Executive Officer 
Chief Financial Officer 
Contracts 

Engineering 
Government Relations 
Human Resources 
Technology 
Legal 
Logistics 

Marketing 
Operations 
Procurement 
Program Management 
Public Affairs 
Security 

 Hopefully you’ve figured out
those that are better than others and
why.  History has proven there are a
few that don’t work.  For example,
having your EO report to Business
Development is a bad idea—proven
to be an accident waiting to happen.

There’s a natural difference in goals
and objectives there that can easily
lead to conflicts of interest and dis-
connects between abiding by the let-
ter & spirit of the law and making
money.

It’s also worth noting there’s
evolution ongoing on who the EO
reports to.  Here are simplified
snapshots of Yesterday, Today and
Tomorrow on trade compliance re-
porting structures.

EO - Continued on page 7

ORGANIZATIONAL  EVOLUTION 

YESTERDAY TODAY TOMORROW 
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By the IIEI Staff

There are numerous variations
of the above including having Ex-
port and Import Controls reporting
directly to Legal with dotted lines
to Contracting and Procurement
respectively.  These are simply a
few examples as food for thought.

Along with the organizational
changes there’s also been an evo-
lution and proliferation of titles.
Generally, there are four levels:
Administrator, Manager, Director
and Vice President.  Beyond that
there are infinite variations with
little consistency across the trade
compliance community.

Here are some of the many title
options:  Export Administrator, Ex-
port Control Analyst, Imports
Training Specialist, Manager Export
Administration, Manager Interna-
tional Exports/Imports, Senior Man-
ager Licensing, Director Corporate
Customs Compliance, Director Glo-
bal Integrated Supply Chain, Execu-
tive Director Regulatory Require-
ments, Vice President Compliance,
Vice President Technology Trans-
fer Programs and Vice President
& Counsel Trade Controls.  In
those EO is not part of the title but

an additional responsibility tied to the
position.

As a trade compliance profes-
sional gains expertise and moves up
the title spectrum there should be a
direct connection with years of ex-
perience and salary.  Additionally, the
more senior you are the more likely
you’ll have the requisite authority and
responsibility to do the job.  Another
reality is the further up in the organi-
zation you are the less likely you’ll
be manipulated or pressured to do
something outside the letter and spirit
of the law.

So, beyond the ITAR, Part
120.25 requirements, there’s a great
deal to think about.  The point of this
article and the related one in the pre-
vious GlobalWatch® is to get you and
your organization to thoughtfully and
thoroughly consider EO characteris-
tics, titles and organization possibili-
ties when you’re building or updating
your global trade compliance pro-
gram.  Getting it right will pay big divi-
dends, contribute to a world class
effort and help create and sustain a
culture of compliance.

EO - Continued from page 6
“The U.S. market continues to be

the largest auto market in the world. If
you can penetrate the U.S. market, you
can sell anywhere,” said Albert
Gallegos, director of international af-
fairs for the National Automobile Deal-
ers Association.

“But the market is a little bit un-
forgiving. You have one shot. You
have to have flawless execution, or
you’re not going to get a second
chance.”

The first drops of the coming
wave of new vehicles are splashing
on shore.

• In January, SmartUSA, a Euro-
pean company owned by Daimler AG,
began delivering the first several thou-
sand of its two-seat Smart fortwo.

• This week, Indian automaker
Mahindra & Mahindra Ltd. will begin
production in India of two pickups and
a sport utility vehicle for the U.S. mar-
ket. The vehicles are expected to make
an appearance at an industry event
next month in Detroit and to be in
showrooms in the summer of 2009.

• Fiat SpA has revealed it planned
to reintroduce its Alpha-Romeo brand
to the United States by building a
plant, probably in Mexico. The com-
pany wants to bring its European
economy car, the Fiat 500, back to
America.

• Chamco Auto, shorthand for
China America Cooperative Automo-
tive Inc., said it plans to import Chi-
nese-made pickups and SUVs into the
United States in 2009. The vehicles
will be made by Hebei Zhongxing Au-
tomobile Co. Ltd.

• Chrysler LLC is working with
China’s biggest automaker, Chery In-
ternational, on a small-car line to be
built in China and exported to America.

There were 16.2 million vehicles
sold in the United States in 2007, of
which about a quarter were made in
Japan, Europe, or Korea, according to
Automotive News, a trade publication.

But some industry analysts are
skeptical of claims that the North
American market is ready to be flooded
by vehicles from abroad.

Invasion - Continued from page 1

If you’re not a subscriber,
go to www.dunlap-stone.edu

and sign up now!

FREE electronic
subscription to
GlobalWatch®
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GDP: $86.73 billion (2007 est.)

GDP - real growth: 6.1% (2007
est.)

GDP - per capita (PPP): $11,800
(2007 est.)

Inflation Rate: 7.8% (2007 est.)

Labor Force: 3.44 million (2007
est.)

Unemployment Rate: 8% (2007
est.)

Population: 7,322,858 (July 2007
est.)

Exports:$19.77 billion f.o.b. (2007
est.)

Exports - Commodities: clothing,
footwear, iron and steel, machinery
and equipment, fuels

Exports - Markets: Turkey 12%,
Italy 10.4%, Germany 10%, Greece
8.2%, Belgium 6.8%, France 4.3%
(2006)

Imports: $28.79 billion f.o.b. (2007
est.)

Import - Commodities: machinery
and equipment; metals and ores;
chemicals and plastics; fuels,
minerals, and raw materials
Import - Markets: Germany 15%,
Italy 10.6%, Turkey 7.2%, Greece
6.3%, China 5%, France 4.9%,
Romania 4.5% (2006)
Foreign Exchange Rate: leva per
US dollar - 1.4366 (2007)

Internet Users: 1.87 million (2006)
Internet Hosts: 298,781 (2007)

Country Profile

Republic of
Bulgaria

Bulgaria
at a Glance

Source: CIA World Fact Book

The Republic of Bulgaria
is a parliamentary democracy that
received its  complete independence
from the Ottoman Empire on 22 Sep-
tember 1908. Bulgaria re-incarnates
one of the oldest states in Europe,
and is located in Southeastern Eu-
rope, bordering five other countries:
Romania to the north (mostly along
the Danube), Serbia and the Repub-
lic of Macedonia to the west, and
Greece and Turkey to the south. The
Black Sea defines the extent of the
country to the east. The terrain is
mostly mountains with lowlands in
north and southeast  Its climate is
temperate with cold, damp winters;
hot, dry summers.

Bulgaria comprises the classical
regions of Moesia, Thrace, and
Macedonia. The country preserves
the traditions (in ethnic name, lan-
guage, and alphabet) of the First Bul-
garian Empire (632/681 – 1018),
which at times covered most of the

Balkans and spread its alphabet, lit-
erature and culture among the
Slavic and other peoples of East-
ern Europe. In 1990, after the
Revolutions of 1989, the Commu-
nists gave up their monopoly on
power and Bulgaria transitioned to
democracy and free-market capi-
talism.

Currently, Bulgaria functions as
a parliamentary democracy under
a unitary constitutional republic. It
is member of the European Union
since 2007 and NATO since 2004,
it has a population of approximately
7.7 million, with Sofia as its capital
and largest city.

Bulgaria has experienced
strong growth since a major eco-
nomic downturn in 1996. Succes-
sive governments have demon-
strated commitment to economic
reforms and responsible fiscal plan-
ning, but have failed so far to rein
in rising inflation and large current

account deficits. Bulgaria has av-
eraged more than 6% growth since
2004, attracting significant amounts
of foreign direct investment, but
corruption in the public administra-
tion, a weak judiciary, and the pres-
ence of organized crime remain
significant challenges.
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Visit
www.usexportcompliance.com ALL of the top 50

U.S. aerospace and
defense companies have

enrolled employees in
courses leading to

industry certification.

Enforcement - Continued from page 4

The World Trade Organization
(WTO) published a press release on
February 5, 2008 announcing that
the terms for Ukraine’s accession
to the organization have been
approved.  If Ukraine ratifies the
agreement by July 4, 2008, it will
become a WTO member 30 days
after ratification.

The press release states that
certain provisions of the accession
agreement include:

-  Customs duties capped at
rates ranging between zero and 50
percent.

 -   Lower tariffs that will initially
or eventually be eliminated for some
product categories

 -  The opening of a tariff quota
on raw cane sugar of 260,000 tons
annually, increasing by 7,000 tons by
2010.

 -  Registration fees for certain
products compliant with WTO
requirements and “brought to the
level of the cost of services
provided.”

 -  Domestic taxes applied in a
non-discriminatory manner to
imports from WTO members and to
domestic goods.

 - Implementation of the
Customs Valuation Agreement.

  -   Implementation of the Rules
of Origin Agreement.

 - Amendments to trade
remedies legislation so that
antidumping, countervailing and
safeguard provisions conform with
WTO rules.

 According to the press release,
Ukraine applied for WTO
membership in 1993, and
negotiations were concluded on
January 25, 2008.

WTO Approves Ukraine
Accession Agreement

Source:www.www.expeditors.com/
newsflash

 Q: How long does the license
application process take?

 A: The length of time it takes to
complete the license application
process can vary depending on
multiple factors. Some of the factors
include but are not limited to the
amount of different locations the
applicant has lived in, the workload of
the agent conducting the background
investigation and the national security
threat level. An application can take
from 8 to 12 months to process.

 Q: Is there an appeal if a broker
license application is denied by CBP?

 A: Yes. Appeal procedures are
outlined in 19 CFR 117.17.

Please send written corres-
pondence to:

U.S. Customs and Border Protection
Trade Enforcement and Facilitation
Broker Management Branch

1300 Pennsylvania Avenue, NW
Room 5.2C
Washington D.C. 20229
Phone: (202) 344-2580

The International Import-Export
Institute offers an intensive, 6-week
online course to prepare individuals to
take the US Custom’s Broker Exam.
Course start dates for the October 2008
exam include:

July 10, 2008
July 31, 2008
August 14, 2008

Customs - Continued from page 3

Contact an Advisor at (800) 474-8013,
if you have any questions.

Source: .cbp.gov/xp/cgov/import/
broker_management/brokers.xml

From left to right: Mike Turner, Partner MK Technlogy and former Director, Office of
Export Enforcement, Bureau of Industry and Security, U.S. Department of Commerce,
Caulyne Barron, VP Online Programs at IIEI and Dr. Don Burton, President of IIEI.
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Dual - Continued from page 5

been added at §124.12(a)(10) to spe-
cifically request the authorization un-
der §124.16. Specific language should
also be added as a section in the agree-
ment that is executed with the for-
eign party to identify the authoriza-
tion.

ALL applicants desiring to use this
new authorization against currently
approved Technical Assistance Agree-
ments (TAA) or Manufacturing Li-
cense Agreements (MLA) MUST
amend such agreements using the fol-
lowing procedures:

1. If you currently have an ap-
proved TAA or MLA which grants
authorization for third country/dual
national employees who meet the re-
quirements of §124.16, you MAY ex-
ecute a minor amendment to relieve
yourself of the requirement to execute
and retain Non-Disclosure Agree-
ments (NDA) for such qualified em-
ployees. Such minor amendments
must be executed with the foreign sig-
natories and must be submitted to the
Office of Defense Trade Controls Li-
censing (DTCL) as a minor amend-
ment in accordance with §124.1(d)
prior to October 1, 2008. Such
amendments will not be subject to
prior approval by DTCL. The amend-
ment must contain a clause listing the
specific countries of the nationals cur-
rently authorized by the TAA or MLA
which meet the requirements of
§124.16. The following is provided
as an example statement:

Pursuant to ITAR §124.16, this
agreement authorizes access to un-
classified defense articles and/or
retransfer of technical data/defense
services to individuals who are third
country/dual national employees of
the foreign licensees [and its ap-
proved sublicensees – include only
if sublicensing is authorized in the
agreement]. The exclusive nation-
alities authorized are limited to [list
of §124.16 nationals currently au-

thorized by the TAA or MLA]. All
access and/or retransfers must take
place completely within the physical
territories of these countries or the
United States. For the purposes of this
authorization, these employees are not
required to execute an NDA.

If you currently have an approved
TAA or MLA which does not include
authorization for third country/dual
national employees OR you desire to
expand the current authorization to
take advantage of this change, you
MUST submit a proposed amendment
under the requirements of §124.1(c)
to DTCL using the guidance posted
on the Web site. Such amendments
will be subject to formal review and
may not enter into force until approved
by the DDTC.

Source: www.pmddtc.state.gov/
dual_nationals.htm

whole.  Online enrollment has in-
creased by 9.7 percent, while
overall higher education enroll-
ment has grown by 1.5 percent.

• The highest growth rates
are seen at two-year institutions,
which account for more than
one-half of online enrollment.

• Baccalaureate institutions
have experienced the lowest
rates of online enrollment
growth.

• The top reason institutions
improve their online capabilities is
to increase student access to
higher education.  Other impor-
tant factors include enhancing
continuing education opportuni-
ties and increasing the rate of de-
gree completion.

• Nearly 20 percent of col-
lege students took a class online
in fall 2006.  In fact, over the last
five years, the number of students
taking online courses has more
than doubled.

• The majority of academic
leaders expect the demand for
online courses to continue to rise.

• Nearly 60 percent of aca-
demic leaders believe that online
education is critical to the long-
term strategy of their institution,
up from 48 percent five years
ago.

• Barriers to online learning
do remain: Many respondents
cited student discipline, faculty
acceptance of online learning, and
lower retention rates as important
or very important concerns.

• Associate degree-granting
institutions are more likely than
baccalaureates to agree that online
degrees have the same level of re-
spect as degreed earned in face-
to-face interactions.

To read the complete report, visit
www.sloan-c.org/publications/
survey/index.asp.

Survey - Continued from page 1

IIEI is pleased to offer several
new courses geared towards import-
ers. Just a few of our new classes
in this area include:

Importing - IIEI-129

Description: This course provides
a general understanding of the stra-
tegic management of importing
goods from other countries. It fo-
cuses on structure of the import
transaction in terms of planning,
documentation, configurations, legal
requirements, and duties. Students
are introduced to terms of sale and
concepts of negotiation. It is intended
for those in sourcing, purchasing, lo-
gistics, import clearance, and other
aspects of importing. It reviews im-
port topics from the commercial as
well as regulatory side. It is not coun-

New Import Courses
Premier Soon

Courses - Continued on page 11
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In a press release issued by
Expeditors Newsflash, according to
a broadcast message to Automated
Export System (AES) filers and a
press release issued by the U.S.
Bureau of Industry and Security
(BIS), effective April 28, 2008, AES
reporting requirements will require
exporters and their authorized filing
agents to include an Export Control
Classification Number for additional
license exception codes when
reporting export information in AES.

 As the notice states, the
License Exception codes affected
are:

 -  C38-TSR
 -  C46-AVS
 -  C41-RPL
 -  C47-APR
 -  C42-GOV
 -  C48-KMI
 -  C43-GFT
 -  C49-TAPS
 -  C44-TSU
 -  C50-ENC
 -  C45-BAG

 According to the AES
broadcast message United States
Principal Parties in Interest and their
authorized filing agents (AES filers)
must follow the new reporting
requirement to prevent the return of
fatal errors from AES.

 The BIS also instructs that
further information on License
Exceptions and Export Clearance
Requirements under the EAR can
be found in Part 740 and Part 758
of the EAR, respectively.

New AES Reporting
Requirements

Courtesy Expeditors Newsflash
www.expeditors.newsflash@expeditors.com

The ICPA Conference in San Antonio, Texas had a typical Texas jail with all the usual
suspects inside, including (left to right) Doug Jacobson, from Strasburger & Price,
LLP, Jerry Greenwell from the Census Bureau, Dr. Don Burton from the IIEI, Bruce
Jackson from JPMorgan and Bryan Wahlberg, DHL Global Forwarding.

try-specific, and so is designed to be
applicable to students from all coun-
tries.
Prerequisite: None
Course Credit: 3 Credit Hours
Starting Summer/Fall 2008

Incoterms 2000 - IIEI-141

Description: This six-week course
is designed to introduce students to
the international terms of sale as
detailed in INCOTERMS 2000, the
most commonly used system inter-
nationally. The acronym stands for
the International Commercial
Terms of Sale This course provides
a strong foundation on the elements
of terms of sale, and how to use
them in commerce. It provides
hands-on guidance on the usage of
Incoterms and demystifies their role
in supporting international trade.
Upon completion, students will have
a thorough understanding of how to
correctly use Incoterms to facilitate
trade.
Prerequisite: None
Course Credit: 3 Credit Hour
Starting: May 2008

Freight Forwarder Practices -
IIEI-127

Description: This six-week online
course assists those who are or as-
pire to be responsible for selecting
and work with freight forwarders,
or to work within a freight forward-
ing company. Its focus is on the in-
ternal operations of a freight for-
warder and how it generally inter-
faces with client companies. This
course provides a strong under-
standing of the strategic manage-
ment of a freight forwarder, particu-
larly as a company offering a range
of services. We will review ele-
ments of an integrated service pro-
vider, responsibilities and obligations
of the forwarder, invoicing, and both
mutual interests and conflict of in-
terests with the client company.
Prerequisite: None
Course Credit: 3 Credit Hours
Starting Summer/Fall 2008

For more information and start dates
contact your Advisor at (800) 474-
8013.

Courses - Continued from page 10
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Because of the fact that most
of our school’s classes and pro-
grams are conducted via
distance learning, it is
important to the success
of the education pro-
cess that all those in-
volved adhere to the
school’s Honor Code.

Resolutions which
have been adopted by
the University and stu-
dent body from time to time to fur-
ther an understanding of the
school’s Honor System include the
following:

First, any adequate conception
of Honor demands that an honor-
able person shall not lie or cheat or
steal.

Second, membership in the stu-
dent body carries with it a peculiar

responsibility for the punc-
tilious observance of those
standards of conduct
which govern an honorable
person in every walk of life.

Third, since the integ-
rity of the degrees granted
by the University must de-
pend in large degree upon

the Honor Code, all students in ev-
ery class must regard themselves as
particularly bound by their honor
not to cheat in any form, and as like-
wise bound in honor not to fail to
report any cheating that comes to
their knowledge.

Fourth, plagiarism is a form of
cheating because the plagiarist cop-

ies or imitates the language and
thoughts of others and passes the
result off as an original work. Pla-
giarism includes the failure to iden-
tify a direct quotation by the use of
quotation marks or another ac-
cepted convention which delimits
and identifies the quotation clearly,
paraphrasing the work of another
without an acknowledgement of the
source, or using the ideas of an-
other, even though expressed in dif-
ferent words, without giving proper
credit.

Fifth, the same paper may not
be submitted in more than one
course without the prior permission
of the instructors in those courses.

Sixth, quizzes and examinations,
whether open-book or closed, are
the individual work of a student. and
that it is against the Honor Code to
solicit or receive assistance from
others.

The Pledge

Upon entrance to the Univer-
sity every student agrees to abide
by this Honor System and will be
asked to sign a form signifying ac-
ceptance of this Honor Code. With
this signature, each examination,
quiz, or other paper which is to be
graded will carry the unwritten
pledge: “I hereby certify that I have
neither given nor received unautho-
rized aid on this paper.”

At the end of every paper and
test, the abbreviation “Pledged”
should be written to attest to this.
For any questions, contact your
Counselor or Advisor or speak with
your Instructor.

Dunlap-Stone University’s Honor CodeDunlap-Stone University’s Honor CodeDunlap-Stone University’s Honor CodeDunlap-Stone University’s Honor CodeDunlap-Stone University’s Honor Code
Honor  -  Distinction  -  Excellence

Wednesday, June 11, 2008    7:30 AM - 5:00 PM
You’re invited to participate in this timely, in-depth, one-day seminar at the

For an agenda and more information, please contact:
Mr. Matt Baker, Arizona U.S. Export Assistance Center

120 N. Stone Ave. #200, Tucson, AZ  85701
Phone: 520-670-5809 - Fax: 520-243-1910 Email: att.baker@mail.doc.gov

This event also qualifies for Continuing Education Unit credit for
 IIEI certified trade compliance professionals.

Seminar Fee:  $175 per person
Deadline for Payment:  June 6, 2008

Space is limited - Breakfast and Lunch included

All the Latest on the
 International Traffic in Arms

Regulations in the Enhanced
Enforcement Environment

Arizona District Export Council Presents

Online Registration at: www.buyusa.gov/arizona/itar.html

Orange Tree Resort, 10601 North 56th Street,
Scottsdale, Arizona 85254

Jointly sponsored by

There will also be free one-hour counseling sessions held the following day
on a first-come first-serve basis.

Contact Matt for additional details or to reserve a time.



V O L U M E  9,  I S S U E  6P A G E  13

Congratulations!

The students shown here
have demonstrated
outstanding “A”

performance for two
or more consecutive

semesters.

IIEI Certifications

Colby Albasini
Jan Allmeyer
April Baker
Jennifer Bedingfield
Tim Busch
Brad Chatfield
Michael Cook
Alice Dakujaku
David Dean
LaQuita Donald
Cathy Forgey
Robin Green
Alvis Guillen
Mikiko Higashi
Thao Huynh
Paula Ireton

Brett Johnson
Nathan Johnston
Karen Kibler
Ji Kinnear
Kristen Kopp
Mersad Livadic
Frederick Martin
Rita McCabe
Michael McCarthy
Kaori McCoy
Kenneth McDaneld
Charles D Murphy
Angie Nelson
Raj Ohneswere
Petia Pavlova
Patrice Rhodes

Congratulations to the following on successful completion and recent award of the respective
certifications.

  Certified U.S. Export Compliance Officer®

  Certified Exporter®

Beanetta Roberts
Robyne Roberts
Julie Sandercock
Jeffrey A Schlegel
Terri Simmons
Kathleen Smidt
Lesley Spring
Joseph Turner
Janet Wallett
Tyler Ward
Darrell Williams
Alicia Worthington
Trevor Wright
Anne B Young

Maribelle Garza – TX Maria Robinson – CA
Alejandra Jimenez – TX Miguel Zambada – TX

  Certified International Trade Logistics Specialist®

Brett Johnson – AZ Petia Pavlova – CA
Samantha Kunder – AK Royne Roberts – FL

Ayumi Inoue – China
Yoriko Kawai – China
Lani Kim – China
Daiki Kozuka – China
Ayuki Mamiya – China

  Certified International Trade Marketing Specialist®

Satoshi Nakajima – China
Yuki Obato – China
Risa Okada – China
Erika Okazaki – China
Ayako Sekine – China

Yohel Shimizu – China
Keiko Watanabe – China
Rina Watanabe – China

a growing number of companies
within international trade now
require IIEI  industry certification
for new hires?

Did you know ...

Dunlap-Stone University
is very pleased to r

ecognize the hard work
and oustanding achieve-
ment of these individuals

and to note the strong
support of their families.

IIEI Student Honor Roll
Honor  -  Distinction  -  Excellence

Maryam Sayed Ahmed Ahmen Ali Khalil – Egypt
Ahmed Mohammed Ahmed Badr – Egypt
Marwa El Hassanain El Hamamsy – Egypt
Mohamed Essam Abd El Manam Hussein – Egypt
Dina Lamdi Abu El-Hassan – Egypt
Marian Ezzar Samy Ibrahim – Egypt
Maryam Sayed Ahmed Ali Khalil – Egypt
Reham Refaey Mohamed – Egypt
Ereni Salah Riyad Mohareb – Egypt
Ahmed Mohammed Ibrahim Moussa – Egypt
Asser Mahmolid Saleh – Egypt
Doaa Refaat Mohammed Hassan Saleh – Egypt

Aziza Mustafa Shaat – Egypt
Islam Atef Aly Shoun – Egypt
Noran Kadry Weshahy – Egypt

Disclaimer: IIEI Certification credential testing is separate from
Dunlap-Stone University and the International Import-Export Insti-
tute. Distance Education and Training Council (DETC) accreditation
does not cover such certification. All courses offered by DSU/IIEI
that help prepare individuals for IIEI Certification testing are accred-
ited by DETC.



Accreditation

Visit us Online at: http://www.dunlap-stone.edu

11225 North 28th Drive, Suite B-201
Phoenix, Arizona USA 85029
Phone: (800) 474-8013  Outside U.S. (602) 648-5750
Fax: (602) 648-5755
Email: info@expandglobal.com

The International
Import-Export Institute

The International Import-Export Institute

Visit our Website at www.iiei.edu
or Call (800) 474-8013 - Outside the U.S. 01-602-648-5750

Bachelor of Science
in International Trade Management Program Announces

 Great careers don’t just happen,
they are planned!

Speak to an Academic Advisor today about your goals for tomorrow!

Global Supply Chain ManagementGlobal Supply Chain ManagementGlobal Supply Chain ManagementGlobal Supply Chain ManagementGlobal Supply Chain Management

New Semester

Startin
g Soon!

Trade Compliance ManagementTrade Compliance ManagementTrade Compliance ManagementTrade Compliance ManagementTrade Compliance Management
and

EnrEnrEnrEnrEnroll toll toll toll toll todaodaodaodaodayyyyy

Sign up for your FREE email subscription to GlobalWatch® today!
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