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Trade: & Investment.Capacity
AGQA\ Services

18 AGOA Resource Centers support national
‘ export strategy development & industry clusters
be competitive and grow exporis annual training.

- 4 Expanded ARCs in 2009: Benin, Burkina,
Cameroon, Nigeria

- AGOA Export Toolkits; new web portal

www.agoatoolkit.com

B Export Ready Companies identified through,
ARCs, Export Readiness Questionnaires,
Site visits.

B Industry-specific Training: financial
management, marketing, packaging,
international standards, production
management, regulatory requirements.

B Support to export industry associations and
export promotion agencies.



http://www.agoatoolkit.com/

AGQOAL O In brief

. Most comprehensive US unilateral trade preference
program

- Includes over 6,400 products for dufyee and quota
free treatment

B4600 of these products under the US Generalized Syst
of Preferences (GSP)

B2000+ products now included under AGOA that are
Ol mport sensitiveodo under

- 0OAGOA 1116 extends |l egi sl

- Annual AGOA Forumd 4-6 August 2009 in Nairobi, Kenya




Every exporter under AGOA must study
the cost of production to identify If the
product s/he wants to exports IS
competitive

Price, Quantity, Quality, Delivery

For all exports, the exporter should meet
the requirements of the local and US
Customs, as well as the requirements of
the buyer.



