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______________________________________________________

1.  WELCOME FROM THE PUBLISHER

Greetings, Loyal Colleagues, Fabulous Friends and Cheering Fans!

And thank you to so many of you who continue to spread the word about this e-newsletter by talking about it, forwarding it on to colleagues or by recommending it to your collaborators.  As a result, we are growing rapidly and becoming known as the best-borderbuster-on-the-planet!  Since 1985, we have helped more than one million entrepreneurs, small businesses, activists, futurists, academics, executives and corporate risk-takers go global through our books, articles, education and consulting services. 

For those of you who just signed on, this is the latest edition of “Borderbuster,” which is produced by author, speaker and educator Laurel Delaney -- herself a successful small business owner with years of experience in taking on the world with her knowledge, products and services.  Every month, Laurel briefs you on the basics in all aspects of running a global business -- from finding customers to keeping them, from shipping products to getting paid, from learning about a different culture to becoming a true global netizen.  She shares her passion for what is possible and continues to make significant and enduring contributions to the way the world does business.

Many of the articles featured here are marked *subscriber exclusive,* which means they do not appear on the GlobeTrade.com site or Global Small Business Blog (http://borderbuster.blogspot.com) -- an added value for members only.  Yet, if you become too busy to tackle everything here, just revert to the site or the blog to get your global dose for the month. 

In this March issue, “Borderbuster” focuses on:  whether multinationals are good for America; how the EA goes big internationally; what to do about the declining dollar; and why folks in India have decided to do some outsourcing themselves.  Our special feature this month is “How Small Italian Firms Married Style to Globalism,” by Rosamaria Mancini.  She authors this magnificent article for The Wall Street Journal and presents a thoughtful case on how Chinese imports and goods made in other low-cost countries nearly put a small Italian wedding-dress maker out of business until, that is, they went global (refer to No. 6).

As many of you are aware, Laurel is an Entrepreneur magazine columnist covering the topic of going global.  Her contributions focus on offering the latest relevant, cutting-edge information on global small business.  We’ll share her columns as they become available (refer to No. 16). 

Enjoy the great content and resources we bring you each month.  We hope you learn something new here and apply it today.  Membership is free but priceless!  Now, let us be brave and fearless about conducting business in our world because sooner or later, going global will prevail.  Every global citizen will know how to do it.  Don’t be left behind!  Start shaping your world today.

Thank you for your support of GlobeTrade.com.  It means the world to us.  Please contact Laurel if you have any questions, complaints, sound-offs, contributions or compliments concerning “Borderbuster.”  She’d love to hear from you, so go on and make her day!  Her e-mail address is ldelaney@globetrade.com (mailto:ldelaney@globetrade.com).

Let’s revolutionize our thinking, get started, bust a border and go global!

Make it great in ’08,

The Team at GlobeTrade.com

P.S.  Sometimes links don’t work.  If that’s the case, please copy and paste the link directly into your browser.  And if you blog about one of our features, please attribute the entry to the Borderbuster e-newsletter and include our sign-up link (http://www.globetrade.com/borderbuster).  Thank you.

______________________________________________________

2.  UPDATE FOR OUR READERS:  SIGN UP AND JOIN OUR NEW GLOBETRADE WIKI COMMUNITY!

REMINDER:  We listened and now we are delivering results with a brand new (it’s really a work-in-progress) global business tool developed especially for all our friends, fans, colleagues, and peers:  a GlobeTrade Wiki Community -- a platform where you will be able to connect to each other, find one another and help each other.  You can share a story, edit information, add knowledge, collaborate and, collectively, grow your business globally.  We are so excited and hope you like what you experience.   GlobeTrade continues to work for you, not the other way around.  This gives you something to talk about.  Use it to your advantage. 

To join, go here (it’s complimentary):

http://globetrade.wetpaint.com/

It takes about a minute to sign up (and don’t let the age question deter you from joining).  After that, create your own profile and add your picture so we can all get to know one another better.  Together, we can change the world and hopefully make it a better place to live. 

Look forward to having you on board!  See you there.

And we will continue to meet our objective here:  to help entrepreneurs and small businesses go global through our books, articles, education and consulting services. 

Remember that the world offers magic to all of us.

Laurel and the GlobeTrade Team

______________________________________________________

3.  AROUND THE WORLD

*Subscriber Exclusive* 

To expand your presence, get together -- through a consortium.    

Read more at Entrepreneur magazine:

http://www.entrepreneur.com/magazine/entrepreneur/2008/march/190104.html

Hint:  Don’t forget to join ours:

http://globetrade.wetpaint.com/
______________________________________________________

4.  BUSINESS AND CULTURAL TIPS -- HAVE SOME FUN!

*Subscriber Exclusive*

Enjoy.  And remember, there is no such thing as a universal attitude.  These are just guidelines, so when in doubt while visiting a foreign country, ask.

•  In Sweden, discussions may range over many different topics, but criticism of Swedish culture or politics should be avoided. 

•  In Iceland, business appointments are not usually necessary, as a tradition of “dropping in” prevails.  Punctuality is not a must.

•  In Austria, although not the case in Germany, it is always polite to greet people in public, even complete strangers.   

•  In Yugoslavia, good topics for discussion include lifestyles in the U.S., sports, family, and fashion.  Topics to avoid in conversation:  religion and, sensitive political issues.  

•  In Syria, don’t be surprised if you arrive at a meeting to discover your host already occupied with someone else.  It is common for Arabs to discuss business with several friends and other businessmen at once.

•  In Singapore, topics that are acceptable to discuss are travel experiences, news of countries visited, and economic advances in Singapore.  Topics to avoid in conversation include religion and politics.  And never make humorous remarks about the food being served.

Source:  “Do’s and Taboos Around the World” by Roger E. Axtell.  

BUSINESS TIP(S) OF THE MONTH … TripIt and Groople

TripIt is a personal travel assistant that automatically organizes all your travel plans.

Go here to check out TripIt:

<http://www.TripIt.com>

With Groople, experience no more cluttered inboxes and phone tag

when trying to coordinate with your group.  Think of it as bringing social networking to group travel plans.

Go here to check out Groople Groopvine:

<http://www.Groopvine.Groople.com>

And if you need more help, contact GlobeTrade (team@globetrade.com | mailto:team@globetrade.com)!

______________________________________________________

*-*-*-*-*-* This Issue Is Brought to You By SPONSOR *-*-*-*-*-*

Could your company benefit from reaching our loyal subscriber base of global business enthusiasts?  Please contact Laurel Delaney at ldelaney@globetrade.com (mailto:ldelaney@globetrade.com) for details.

*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*-*

______________________________________________________

5.  MULTINATIONALS:  ARE THEY GOOD FOR AMERICA?

*Subscriber Exclusive*

They're productive, innovative, and loaded with cash.  But that doesn't mean they'll bail out the U.S. economy.

Read more here at BusinessWeek:

<http://tinyurl.com/34wwdj>

______________________________________________________

6.  HOW I WENT GLOBAL:  ONGOING SERIES -- As featured in The Wall Street Journal (2/25/08)

(http://tinyurl.com/397u9d)
A wonderful lesson for all small businesses that don’t think going global is important.

How Small Italian Firms Married Style to Globalism 

By Rosamaria Mancini -- from Putignano, Italy for the WSJ

For more than half a century, wedding-dress maker Giovanna Sbiroli SRL built its brand and customer base by serving the Italian market. But over the past decade, the company -- one of around 40 small wedding-dress makers in and around this remote hill town -- watched its share of the Italian market drop by 20% as Chinese imports and goods made in other low-cost countries flooded in.

"Fewer orders were coming in, and we began to realize that we were losing our customers," says Gianpiero Lippolis, a principal in the firm. "If we didn't react and attack these markets, then we risked having to shut our doors," he says.

Today, Giovanna Sbrioli exports to 18 countries, and foreign sales account for 30% of its business. Though it employs only 50 seamstresses, down from 80 a decade ago, it has made up for its smaller workforce with new technology, and annual sales have remained steady at about $7.3 million.

Giovanna Sbrioli's evolution is part of a broader transformation of the Italian economy, as its small, specialized and family-run makers of wares from women's stockings to wooden furniture have turned themselves into globali tascabili -- so-called pocket-size global firms that aggressively market their Italian craftsmanship and style. Once thought too small to survive in a global market, these companies have carved out niches around the world. According to the latest available figures, Italy's share of the global export market rose by 6.1% in the first half of 2007, compared with the same period a year earlier.

Talking about the small companies that are the backbone of the Italian economy, outgoing Prime Minister Romano Prodi said, "When I go to international trade meetings, [German Chancellor Angela] Merkel can bring a dozen corporate giants with her. I bring 500 scrappy kids."

Putignano's wedding-dress makers were supposed to be globalization's first victims. Most of the factories make only a few thousand dresses a year, luxurious creations that sell for around €5,000 apiece (about $7,300). The seamstresses who stitch garments by hand enjoy traditional Italian perks such as two-hour lunch breaks and four weeks of paid vacation, and earn competitive salaries.

But many of these companies have become globalization's unlikely winners, managing to expand their sales abroad as their share of the Italian market shrank. It has meant moving into new and sometimes uncomfortable territory. "It would have been ideal for us to stay here, where we speak the language, where we know the customs," says Mr. Lippolis of Giovanna Sbiroli. "For us, it didn't work out that way."

About a decade ago, with its Italian business dwindling, the company began aggressively seeking export opportunities. By the early 2000s, Mr. Lippolis, a Putignano native who holds a master's degree in business administration from the University of San Diego, had made inroads into new markets in Japan, Spain, Russia and Israel. About three years ago, he decided to travel to China, where increasing wealth is creating brisk demand for wedding dresses.

Read the rest of the article here:

<http://tinyurl.com/397u9d>

###
->  Got a story to share?  We’d love to hear from you.  E-mail info@globetrade.com (mailto:info@globetrade.com) and put “Got a story” in the subject line and then let us know what you have in mind.  We cannot guarantee your tale will be published, but we’ll do our best!  

______________________________________________________

7.  A READER ASKS:  Q&A

*Subscriber Exclusive*

Q:  To Ask The Expert,

I can’t figure out whether to go direct or use an intermediary on exporting.  What’s the difference – advantages versus disadvantages?  As I see it, with direct exporting, I’ll have more control and will be able to capture most of the profits but I just don’t know where to begin.  On the other hand, if I use an intermediary, I relinquish most of the control, lose a good share of the profits and put my export strategy in the hands of an unknown entity.  Totally torn on which way to go.  What would you do if you were in my shoes?

A:  Laurel responds:

I’ve been down this path so many times – both as a practitioner and consultant -- that I wrote a whole chapter about it in my book, “Start & Run a Profitable Exporting Business.”  Tough question by the way.  But since you raised it and I suspect a lot of other folks want to know the answer too, we posted the entire chapter entitled, “Methods of Exporting:  Direct and Indirect Sales,” on Scribd (3/3/08) where we feature other published work in the area of global small business.  I hope it helps you make the right decision and one that is perfectly tailored for your business.

Good luck and let us know what you do!

Go here for the chapter:

<http://tinyurl.com/2g6sor>   

->  Got a question or a comment?  Good.  Send it here:  info@globetrade.com (mailto:info@globetrade.com).

______________________________________________________

8.  EVERYBODY LOVES A FREEBIE:  GRAB ‘N GO E-BOOK TEMPLATES
*Subscriber Exclusive*

Our friends at Small Business Trends (http://www.smallbiztrends.com/2008) made an offer we could not refuse for our Borderbuster readers:  Free ebook templates.  Yes, you read that right.  Go get yourself one now.     

Find out more here:

<http://tinyurl.com/2rwhk5>

______________________________________________________

9.  EA SIGNS AN AGENT, GOES BIG INTERNATIONALLY

*Subscriber Exclusive*

Video game giant Electronic just got some professional help.  EA Sports is teaming up with sports agency IMG to take the "brand deeper into the fabric of sports and lifestyle entertainment."

EA's license portfolio already includes exclusive rights to develop games based on NFL and NCAA football, as well as NASCAR racing. You could call this a BRIC (Brazil, Russia, India, China) play by EA, because IMG's core competence lies far away from Yankee Stadium.
Read more here at The Motley Fool:
<http://tinyurl.com/2vqttz>
______________________________________________________

10.  THE DECLINING DOLLAR

*Subscriber Exclusive*

How companies are coping.

Find out here at CFO.com:

<http://www.cfo.com/article.cfm/10596975>
______________________________________________________

11.  HOME AGAIN

*Subscriber Exclusive*

Outsourcing the outsourced.  The outsourcing of jobs to India has worked so well that the Indians have decided to do some outsourcing themselves.

Read more here at Reason Magazine:                            

<http://www.cfo.com/article.cfm/10596975>

______________________________________________________

12.  BLOG WORLD:  GOING GLOBAL

*Subscriber Exclusive*

In light of yesterday being Super Tuesday, we thought we’d feature this blog entry on the candidates, the parties and their positions on global trade.

We hold no opinion or position on the author’s comments.  What about you?  Agree or disagree?  Weigh in with your comments on the blog.

To find out more, go here:

http://tinyurl.com/yqa9g9
And here’s another view to level the playing field:

<http://www.uschambermagazine.com/content/080304?n=w> 

______________________________________________________

13.  LAUREL’S LATEST e-BOOK:  “GODZILLA GLOBAL MARKETING!”

“GODZILLA Global Marketing! – The Essentials To Building A Successful Global Business” will help you:

->  Build a living global brand.

->  Understand the importance of local and global strategic alliances.

->  Develop a high global business IQ.

->  Create an export dream team.

->  Implement a seven-degree global action plan.

->  Consider global marketing as a career … and more!

"GODZILLA Global Marketing!" -- a whopping 43 single-spaced pages – is U.S. $8.95.  You can buy a copy quickly and securely through PayPal, which accepts all major credit cards (and you don't even need a PayPal account).  Once payment is received, your book is on the way!  Enjoy. 

Click here for more information:

<http://www.globetrade.com/books.htm>

Click here to buy it now:

<http://tinyurl.com/yuufgr> 

[Laurel here … thanks to so many of you who have already purchased a copy!]

______________________________________________________
14.  TAKE A WALK ON THE WILD SIDE (TAWOTWS)

*Subscriber Exclusive*

If you can think wild thoughts, then you can most certainly go global.  

Animoto is a cool way to compile your photos into super-charged videos.

Visit site here:
<http://animoto.com/>

(Remember, inaction is the worst kind of failure.)

***We welcome suggestions for Take a Walk On The Wild Side.  Early responses have the best chance of being published.  Please include your title, company affiliation, location and email address.  We reserve the right to solicit and edit suggestions.***

______________________________________________________

15.  WIND BEHIND YOUR SAIL

*Subscriber Exclusive*

“Leaders establish the vision for the future and set the strategy for getting there; they cause change.  They motivate and inspire others to go in the right direction and they, along with everyone else, sacrifice to get there.” ~ John Kotter
______________________________________________________

16.  MISCELLANY

---------->>>>>>>>>> LATE BREAKING NEWS <<<<<<<<<<----------

•  LAUREL’S ENTREPRENEUR COLUMN:  Singing Its Praises:  Small but strong, Singapore is ideal for American businesses looking East.

<http://tinyurl.com/38flny>

•  PARCEL MAGAZINE ARTICLE:  Leaving the Country:  Learn about the extremity of small businesses’ unwillingness to go global and how the UPS Business Monitor report helps us understand why.

<http://tinyurl.com/2puay3>
•  SMALL BUSINESS TRENDS:  What’s Ahead in Our Brave New Cyberworld.

<http://tinyurl.com/2udun5>
____________________________________________________

>>>>>>>> PEOPLE + COMPANIES GETTING AHEAD <<<<<<<<

A.  PLACES TO VISIT: 

http://www.globetrade.com -- Check out our new look!

http://borderbuster.blogspot.com -- The Global Small Business Blog

http://www.laureldelaney.com -- for your global entrepreneurial development needs.

http://escapefromcorporateamerica.blogspot.com -- to find out why women are leaving Corporate America for entrepreneurship.

<http://tinyurl.com/34nlf5> -- audio post card from Laurel!

http://www.squidoo.com/borderbuster -- do you Squidoo?  We do!  Find out why.

http://www.ebookmall.com/ebook/65325-ebook.htm -- to order Laurel’s first e-book, “Insanely Global!”
B.  HERE’S WHAT’S ALWAYS FREE – RESOURCES YOU CAN USE:

•  Listen to an archived broadcast of Laurel Delaney talking about what it takes to go global:

http://smbtrendwire.com/index.php?p=8
•  Listen to podcasts as global trade experts (including Laurel Delaney) and UPS executives explore how small- and medium-size businesses can better market their goods internationally:
<http://interarbor.libsyn.com/index.php?post_id=273574> and

<http://businessmonitor.ups.com/en_en/mediaroom.html>
•  Download a voter-supported FREE global manifesto authored by Laurel Delaney:

http://www.changethis.com/sp-6.GlobalGuru -- for learning how to go global.

•  Explore Scribd and learn something new about going global:

<http://www.scribd.com/people/view/11846>
C.  REMINDER.  “Borderbuster” may be distributed freely, provided that the distribution is without charge, that the issue is distributed complete and unaltered, and that all copies retain the Global TradeSource, Ltd. copyright notice. 
*** Whether you are looking for an opportunity or have a vacancy to fill, please email your concise (no more than 80 words) copy to info@globetrade.com (mailto:info@globetrade.com). *** 

______________________________________________________

That’s it for March.  A special thanks to Bob Marovich, author, consultant and gospel music historian, for his editing assistance.  He can be reached at bob@gospelmemories.com (mailto:bob@gospelmemories.com) or visit his blog at

http://blackgospel.blogspot.com/.  Back with you in April.  In the meantime, let’s hope for warmer weather, bright sunshine and a brilliant burst of beautiful flowers, somewhere, soon!

=============================================

The above information is provided as a service to GlobeTrade.com newsletter subscribers.  Because information changes rapidly, feel free to call GlobeTrade.com Customer Service at (773) 381-1700 or e-mail info@globetrade.com (mailto:info@globetrade.com) for answers to specific questions and issues concerning “Borderbuster.”  This information is subject to change without notice.

This information is provided "as is" without warranty of any kind. GlobeTrade.com disclaims any and all warranties, including the implied warranties of merchantability and fitness for a particular purpose.  GlobeTrade.com will not be liable for any damages under any theory of law arising out of the provision of this information.

=============================================

((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((

Other people are welcome to receive these FREE updates.   If you know of individuals who would be interested in this information, advise them to send an e-mail to ldelaney@globetrade.com (mailto:ldelaney@globetrade.com) with SUBSCRIBE BORDERBUSTER in the subject line, or just have them go to the “Sign Up!” area: http://www.globetrade.com/borderbuster.htm

((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((((

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

“Borderbuster” may be distributed freely, provided that the distribution is without charge, that the issue is distributed complete and unaltered, and that all copies retain the Global TradeSource, Ltd. copyright notice. 

~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~~

Copyright 2001-2008 by Global TradeSource, Ltd.  All rights reserved.

•  Reporters looking for a quick authoritative quote, background source or expert comment for a story, article, radio program or television show?  We’ll be glad to help.  Run out of story ideas?  We can pitch in there too.  Email ldelaney@globetrade.com (mailto:ldelaney@globetrade.com) or call (773) 381-1700.

Global TradeSource, Ltd.

Online arm:  GlobeTrade.com (http://www.globetrade.com)

6807 N. Lakewood, Suite LL

Chicago, IL  60626

773-381-1700 Of

773-381-7303 Fx

info@globetrade.com (mailto:info@globetrade.com)

