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Brave New World

Why now’s a perfect time for women to take their businesses global

BINIS HA GO,
some have
speculated,

the continents ex-
isted as one giant
land mass. While
this is physically
no longer true, in
a sense, interna-
tional trade has
brought the world
together again.
But unfortunately,
few women entre-
preneurs are using
global trade to get
acquainted with
their neighbors.

“Only 13 per-
centof U.S. entre-

preneurs are exporters,” says
Sherrye Henry of the SBA’s
Office of Women’s Business
Ownership. “And women
own about 40 percent of all
businesses in America.” Sta-
tistics indicate only 1.1 per-
cent of women-owned firms
do any exporting.

One reason women
aren’t better represented
globally is due to the nature
of the businesses they tend
to start, says Marjory Sear-
ing of the U.S. Department
of Commerce’s Interna-
tional Trade Admin-
istration (I'TA). “I think that
because they start busi-
nesses based on local mar-
ket interests and demands,
women have less under-
standing of the potential
there is outside the United
States,” she says.

And still other factors
impede women’s involve-
ment in trade. Their busi-
nesses are relatively newer
and smaller compared to
those of their male counter-
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parts; the cost of exporting
is high; and banks are less
inclined to fund risky in-
ternational endeavors. The
outlook is improving, how-
ever, thanks to a number of
special initiatives and orga-
nizations:

@ Canada/U.S.A.
Businesswomen’s Trade
Summit ’99, to be held next
month, involves Aida Al-
varez, SBA administrator;
William Daley, Commerce
secretary; and Sergio Mar-
chi, Canadian minister of
international trade. Summit
organizers created a Web
site where women interested

The Price Is Right

Say “trade mission,” and many
women entrepreneurs instinctively say “I

can't afford it

Canadian entrepreneur Carol Blakey
discovered how inexpensively she could
get involved in international trade when
she participated in a virtual trade mission
(VTM) last year with women from
Canada, Malaysia and Singapore.
“Initially, | was concerned that it was all
women-—I| felt | had lost a good portion of
my market," says Blakey, owner of
Cheiron Resources Ltd., a Calgary,
Alberta, firm that represents manufactur-

in trade can interact. Al-
though the summit appli-
cation deadline has already
passed, you can get infor-
mation by visiting www.
businesswomensummit.
com.
@ The I'TA leads several
women-only trade missions
annually and helps women
become export-ready. Italso
conducts online trade mis-
sions to introduce U.S.
women to businesspeople
worldwide. Visit www.ita.
doc.gov/tic for details.

@ Global
Woman Forum,
a private organi-
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ers of environmentally friendly products
and equipment. Despite her hesitation, Blakey logged on to the public portion
of the VTM and began observing conversations. When the 46-year-old

entrepreneur saw a potential connection, she acted.

zation, helps women con-
duct international business
by providing SBA resources
and global connections. Call
(202) 775-7234 for more in-
formation.

@ The Global Women’s
Trade Network (www.
globalwomen.org) Web
site includes not only a
virtual trade mall where
women entrepreneurs can
display their products and
services, but also numer-
ous links to trade and
women’s organizations.

Cost and effect: Virtual trade
missions make it affordable for
entrepreneurs like Carol Blakey
to go international.

“| sent Hazimah Binti Zainuddin a quick note, and we began talking,’ says
Blakey of her contact with the managing director of Ibex-Hyrax Chunmi, a
refiner of transformer oil in Malaysia. The women are now doing business
together, and Blakey recently visited Zainuddin in Malaysia.

“| saw this as a way of reducing my time and expenses,’ says Blakey, “but
you still have to make the investment of going out there. This method can't
replace a physical trade mission. You get rid of all the basic information-
swapping [via the VTM], which leaves you free to get down to negotiating

when you meet
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