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Computer services

Research & development

Real estate services & property management

Equipment leasing & rental

Other business services:
» Building / office cleaning & maintenance

» Consultancy
—» Equipment maintenance & repair

» Market research
» Technical testing

» Translation




-Accountancy services

- Architectural services

Engineering services

Legal services

Medical & dental services

Nursing & midwivery servicse
Urban planning & landscape architecture
Veterinary services



Financial Management

Accountancy
Banking - Links to Markets

Market Information e
. . Credit card approval Gl

Market h Insurance
arket researc Conferencel/exhibition

Website management Customs brokers

§ Freight forwarders
Organ isation Internet access
Operational Efficiency Marketing; PR

Architecture/engineer Visa services
Computer services
Consulting services Skills & Quality Reduce Fixed Costs
Environmental services Enhancement Equipment rental/leasing
Equipment repair Design services Personnel supply
Laboratory services Education/Training Photocopy; printing
Legal services Health services Security services

Telecommunications - Inspection & testing_ Translation services
Utilities R&D Warehousing




For developing/transition
economies: Modes 2 & 4

33+ export markets |
67% South-South trade




Lack of credibility in the global market
Barriers to temporary business travel
Lack of awareness by own govt.

Lack of competitive ICT

Lack of recognition of credentials
Lack of skilled workers to hire

Lack of awareness of export activity




Get a foreigner to
take a chance on a
new service supplier

because the sale is a
“promise to perform”




Advocacy:.

» Promote success stories
Neutral position:

» Recognise, but don’t promote
Sabotage:

» Government agencies compete

» No visibility on national website




Advocacy:.

» Bulld capacity; consult with
Neutral position:

» Provide legal structure only
Sabotage:

» Don’t consult (go directly to firms)

» Don’t recognize codes of conduct




Advocacy:.

» Promote local service suppliers
Neutral position:

» No local content requirements
Sabotage:

» Provide special terms only to
foreign service suppliers




