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FOREWORD‘

" The need for speci‘ally.trained International Tfadé Speciaiist'i‘aa"
fof Vietnam:'was first fecbgnized by sever‘a'.l o% ﬁhé Vietname.se
Ambassadors in ovéx"sea.s: éosf_s and by the t.h'é,n Minister and Vice
Miniéter of Economy in the Government of Vietnam... On severa.l‘
o;ca'siongl'cl.uring .197;'2 and.early 1973, 1n Singaﬁore, in ‘Ja,pa.n, in
Fran;::e -and 'ot‘herlColuntries‘ being visited and st.udield‘by téams of
ERS ﬁarketing spec_ialijsts' to.g:etl.ier:with_ex'ecutive‘s' from the E#port _
Dle:lv’e‘lopment' Cén‘tef c‘>f1 Vietnam, it was éointed out by fﬁe Vietnamese
officia..ls‘t.ha.t. Vietnafh,badly néededlt'ré‘iﬁéa rﬁe.n fe sident in those
countries who clould deal in a proféséiohé.l ma;nper-with tﬁe bu,si'ne 88
ﬁ;en and others in éa;ch country to see that 'the;r were conti\nua.lly
infornie&:abéut commodities and pxl.dducfs. of Viet‘na'm‘ w‘rhich‘they might
v;;'a'.hi': to .bﬁy - and who .cc.jluld'also,' through the Export Develqpm.e.nt
Cente'r.’in. Viétn'a.;n; continuously inform the business .éommunify back
in Vietnami of o.p_portur;iti'e’s and ‘requiré:ﬁeﬁt‘;s in lea.'ch"foreig‘n market
c.ountry.. Thc:: then Vice M'in_isgei' of E“éonénﬁg} Ng.u)'rérltm Duc Cuong
, (now' M‘i‘nistér of’I‘ra.de and "Infd\cx‘sitry) also s'tresseiljiﬁais need in
‘_d1acuas1ons with USAID/ADFA representatwes and others, a.nd made
E I

it pla.a.n that he would g1ve complete support to any well-concewed plan

“to train and assist a cadre of Inter_'pa.-honal Trade'SpeCIalists’f_or Vietnam.

SN

Acé‘cféfi.ngly,'-pia;ﬁ}s '\v“vré‘i-'e‘ d'r‘awr{. up for fhis.-"prég':ra:m,: an"d'-ne.céssa.ry
steps taken by USAID/ADFA (Saigon) throufgh‘tﬁé litﬁ‘ti'a'.tive”of . - |

it




Mr. Shelby A, ‘Robert and Dr, Ronald H. Pollock Agricult—ural _

- Marketing and Export Advisors, _ USAID/ ADFA to prov1de
necessary financial and.technical resource bac}sing for a thorough
and ex;‘)erience- related training nrogram to -be. carr‘ied out under
the auspices of the VN Ministry of Trade and Industry and the _

| .E(port Deve]ogment Center The serwces of Dr; Ernest J. Nesius
of -the Univer_sity of West Virginia (who had_ previously spent two

_ jrears in Vietnam as a mar.ket_ing_. consultant) were retained to draw
up an initial framework 'outline for. the training progiarn. To |
coordinate the actual traimng program from the US side, the

| USDA’ERS/W contracted with L Edward Scuven, who served as

: ._Senior -Advisor - Export Expansion in Vietnam - during 1973 - _19":?4..
. These two, with the active backing and assmtance of DI William

. Hoofnagle, Asaomate_ Director, Nat:.-ona‘l Economic Ananysis _]:_)ivisio'n,
L Economic Research Service, .U S. De.pa.rtment of Agriculture, with

consﬂerable adv1ce from experienced senior mernbera of the :

~ Jo

Foreign Agriculture Service of the USDA 3ud with great help from
VMr Robert and the Agriculture Marketing Staff of USAID/ Saigon,
developed first plana for the training prograrn Then workmg 1n _ |

. collaboration with the ED(., 1'(- am Le Dung Dan, \Tguycn Tan Huong

. and Da Dac T‘i.a.ih - amplified and finalized thia first Course Outune ‘

{-;'

: __'and 1ts I_.esson Plans. o _
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Early in the pl'annir_l-g stages iﬁ _Vi;etham, k‘it was détefmiﬁed
that alm.ost.all the ékilled and'ex'p.erienc‘ed lecturers needed for ~'
the pr;dgram, w.erle aw.railable. arhn_g _Viétnamese pi‘ivaté b'usi_neés
‘and govefnnﬁent executiv_és, é.r;d that only.a few .particular
specialists would be requiréd f'rcim. %he U.’S.
| 'T.hu.s, this enﬁre training program ‘is a Vietnamese program,-
| with fe.quirec_l aséistgnce from the U, S, but neverthéless a
program for Vietnamese by V’iet_namese\ who know their own

A

' _p’:r"o'blems better than anybody else,



INTRODUCTION |

..The following course outline ila.s been constructed following oo
closely the original ;utline plan prepared by Dr. Erne af Nesius
of the ﬂU'niver'si.ty of West Virgin\la.' | o ‘

Thus, Dr, Nesius' plan is outliﬁéd 1gnder four (4) stages aa‘
follows:

: Stage I « Training and Fupdamentals'

‘Stage II - Foreign Country Experience

‘Stage III -;.Marke_‘t Development and Promotion
Stage IV - Job Management and Péraonal Conduct.

It was decided after consultation with the Vietnamese EDC staff
to r_ev'er se Stages II & III so that the Foreign Experience would
follow the section‘s on Markel; Development land Promotion.  Each
of the four stagés is divided into one or more Teaching Unita. rEach
Unit is divided into one or more detailed Lesson Plan to provide for '

an 'orderly prasentation to permit each trainee to obtain a éiear : .‘
understa.ndi'ng of the subject discussed.

A 'fﬁ-n_da.r’ne‘ntal-’i:oncept of this whc;_le program is that it is désigﬁed,
in the WOrals of Dr, VN'es'ius,' to prov:'ide an "expariéaae oriented" |
course. ‘Thus, in addition to a .regula'l; mérning/halféday- schedule
‘of lectures and aeminara, ‘each ’trai'ne(e will work afternoons--with
the help a.hd guidance_ of a.rhore experienced staff man from the

‘ _Expor’t\Developmeat. Ceni{:erbr other ‘GVN'Agancyl-‘-:-on'an' asaighed
;;rob.Ierﬁ in_pfivata_ industry ar government. »

3
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He _will be required to sub;nit Written reports on each such
as'signm_ent and will be grade.d on the e_xcell.ence .o-f-: h_is pracfical
wor.k and repc;rt. Some afternoons will bé devdtgd to assigned .
reading _‘a;nd reference work-- again with teats to determine his |
degree of understanding.

Ulr_'lde.r Stage II, .the t;‘ainee will be given a thordugh insight
into market deveiqﬁment' and pr.pmcti_on. ’_I.‘hi_*sgwill be the more
'meanin-gful because of the ﬁra;c'tical exposu;'e to actual problems |
during his afternoon work in Vietnam,

In -a,dc.lwiti_on to .this p_ro'b.lem. oriented afternoon work in Viet‘na;m,
u.n.der-'S=ta.ge ITI, each t.r.a.iz_ae_e will be given three to four weeks
I).ra.ctié:a.l‘ experience in a VN-Ma,rk__e-t Country. A two-man ‘tea,rh.

| of tra.in_ee‘: 8, afte;' pfior arrangements hav_e..bee_n sét up byi the
C__ou.r.se_Director,..,the.: EDC and an executive from ERS/Washington,
will'.wc;rk on an actual? typica.l,. Intgrnatio_n;l '_I'ra.dg Specialist -
problem in a._.se.lect‘:ed "wqflgshop'_‘ cduntry. Again, his work will
be ji}c‘lgé_d and grade_d by a éa._nel-»of EDC a-_nd private businessmen

. on the basis of tﬁorqughness, .a.c,f;ura_.t.iyh_a.nd ready ﬁsefulnes_s to

' VN, private b.u:ls.ir;ess, of his final repor‘t.

lF.i\nall.).r,_ u_n_d.er_ ‘Stag-e IV_,'_ the t-xf'aine:é ‘v..ril_l be g_iven a. Ehoﬁroug_h,
j;‘.g_rrguqlqin;g‘_i.r.llt'he set-up. aﬁd operation of an ,Intc_arna;tiona,l T;‘ade )

‘Specialist's Office abroad and in standards and prac‘ti.c_es in

vii



relation to his own pergonal conduct and relationships in a
foreign market countr3'r of ass1gnment

It should be noted that 'much of the ou,tline for Stage IV has
been drawn directly from the excellent book published by the
International Trade Center U'NCTAD/GA TT as prepared by-
Mr Keith Le Rossignol formerly with the Austrahan Trade

5

Commissioner Service, Department of Trade and Industry.‘
At the conclusion, the entire group of trainees will participate

in an overall review of ti’le entire course and. program,. with
‘ appropriate tests io determine their degree of Jabrs;orption of
- the principles and prec.tices'_ covered--with a diploma awarded’
.to each trainee satisfactorily completing.the course. Such a
diplo'ma will‘certify the ability of the individual to successfully
’-carry out an assignment as VN International Trade Specielist

s

in any foreign market country.



STAGE I - TRAINING AND FUNDAMENTALS

Un1t A - Course Orlentatlon and Requ1rements
Lesson Plan 1 - Conduct and Implementatlon |
a. Objectlves of Course for Internatlonal Trade Spec1a115ts

(1) Develop the knowledge and skill of the International
Trade Specialist so he becomes competent in'reseérching,
collecting, analyzing, reporting and ekchénging infor-
mation on foreign potential markets for Vietnamese
goods.

(2) Develop the knowledge and skill of the International
Trade Sﬁecialist in the kinds of activities necessary
to open markets for Vietnamese goods and to ménage a
sound marketing program. |

{3 Providernecessary training'in promotion and salesman-
ship so that on completion of training the International
Trade Specialist can'demonstratg'his ability to identify
and qualify a prospect, make an effective sale presen-
tation, and close‘aﬁ export sale with an actual ﬁrospect
for an acfual'Vietnameée eiport product.

(4) To provide the International Trade Specialists with
ba51c management sk1lls needed to effect1ve1y Operate
his off1ce to carry out hlS a551gnment in a forelgn

country



-

(5) To prov1de the International Trade Spec:ia.list with

¥ -

' comprehensive information on Vietnamese export

commodities, productsrand services (including tourism)

and to inculcate in him a conviction of the vital importance

of exports in Vietnam.

Me ch_a,nics' for Attaining Objectives

(1)
@)
3)

(4}

Formal lectures and special seminars
Conceptualizing and problem solving exercises’

Observation and participation in industry ex'p'ort'a.ctivities

within Vietnam.

Location 6'f'ITS"'s in -séleéi:ed overseas '_*Woricshop Countries"

for- two (2) to four (4) weeks. (Thes‘e"wiu \be'iﬁ's.- E, Asia).
Assignment of ITS‘s w111 be in pa.irs w1th assignment of

spe.cia_ll proble‘r_ns 1nvoIv1ng typicq.l_ foreign trade problema.‘

ITS's will ‘have opportunity to‘__cA),_berv-e work in U. S.

' Agi'icnitural Attache's office to see how U, S, attaches

operate--not of ¢tourse, .nec':é“s's_ia.rily suggested-as pattern

to follow for V‘ie‘,t;n':am' attache.  In th_e! Workshop country,

an ,‘in-dep‘th‘lns'isiugnm.ent will "in'f:ludé ibi‘rhai work and"

¢

”'re.lat_ed expei'iénce in market si:rategy in*_wc'>r1d markets,

DR
o

'support-o?erations. r'ecjuir_‘ed in Vie_tn-“a.rn, assessment of

" nece ssary pr?du‘étion bage and Kmarketi‘n‘g, infrastructure



| within Viétnam, and other aspects of formal tr_‘aining.
required prior to finnlizing course ulr.ork and work relate.d
experience, Upon return to Vietnam, each team of Viet-
namese ITS'S will make pfesentation on their work and |
submit a report to a committee to be estnblished by Resident
C'oordinator. 'fhe compr'ehension and prbblem solving ability
ex‘.nibitéd by e_achlteam‘ of ITS's will be rated 'by- this Qommittee.
c, General- Observations Concerning Course for ITS's |
,(1') At_teri_daince is’ required at ail formal lectur.e.s and ..sp‘ecial
sessions.
(2)Wnrk related projects will be aissu.gned which usually will
involve pairs of ITS's. These projects will be for specified
.' time p.eriods and w_iil ‘ne graded on basis of conceptualization
| of pronlems"nnd- excéllence in solving thern: '
(3)Pefiodically, the Director of the course will review .\.‘Nith each
ITS his-p'rogress indicating, if necessary, when and where
addltional work may be required on part of ITS.

(4)Upon satisfactory completion of course each ITS will be

a.w&rd-e_d a diploma certifying his GOmp_eténce,in field.



Personal Resources:

Minister Cuong -

Vice Minister Khoi

Dire-cto.rl Ah‘ (EDC)

Deputy Director Dan (EDC)

‘Mr. L, Edw'a,_.rd Scriven,

. Director Training

- Others

(Dr. Nesius--see Iappe.ndix) ‘

Reference: Framework outline for tra.inirig ITS's

' Note:

“a. Estimate time five _(5). days

b. Present overall GVN organizational chart

c. In~-depth discussion of objectives.



‘Special note regarding Stdage I, Unit B, the GVN Structure

The following entire "Unit B"“with its several‘”‘
'-‘subkdivisiqns, is designed to providé the tréinee

with a clear understanding of the @rganization
and facilities of eéch GVﬁ ministry énd'agency

or iﬁstitution which has aﬁlimmediate and impor- .
tant impact on‘Vietnamese‘foreign trade. With

an intimate knowledge of 'these, the International:
Tfade Specialist will be equipped with a.prac-
ticél understanding of all the assistancé avéil-
able to Vietnamese exporters and_tb fbreig@ ‘
buSiness men wanting to‘dp buSinéSS with them;

He ﬁill also know where he.can.furn for defin-
itiﬁe-aﬁswers to the many questions continua;iyr
arising to ﬁlagué,thé new exporter or the foreigﬁ'_h”

importer or potential investor.



_STAGE 1 - TRAINING AND .FUNDAMENTALS

Umt B. GVN S’rructure for International Trade”
Lesson Plan 1- . Role and Funct1on of Prime Mlnlster g8 Office
9 National Council For Export Developm-ent
b.. Natlonal Econom1c Development Fund (NEDF)
c. National Bank of V1etnam (NBVN) | |
d. Economic Finance Commlttee |
Per'eonal Resources: )
Deputy Prime Minister Don or representative (i-?'a)
Seeretary Gener‘alkDo Huu Ng‘oc' (1-a)
Governor Nguyen Van Hao (1-b)
Governor Le Quang Uyen {1- c)
Secret_ary Economic and Flnene_e-j-qeunetl (lj-‘d)
‘Others |
Reference:
a,
b.
.‘ c.
‘ N_otes.-
a, Estimated t1me two (2) days -
b, | Present overall GVN orgamzatlonal chart

il

¢,



STAGE I - TRAINING AND FUNDAMENTALS

Unit B - GVN Structure for International Trade
Lesson Plan 2 - Role and Functions of the Ministry of Foreign N
. Affairs '
a. Tﬁe Ministry Itself ‘r.
(1) The diplomatic'and political functions of the Ministry
) (2) Diplomatic and political funétions of Embassy
(3 Cultu?al affairs activities of the Embassy
(a) Ministry of Information--Office of Information
(b) Open Amms--Activities of Embasgy- |
| b. The Ministry of Foreign Affairs and International Trade
(1) Bi-lateral trade agfeements and treaties |
-(2) Multi-lateral trade agreements and treaties
(3) Work of the Embassy in international trade
(a) Relationships‘with‘host'country ecqnomic and trade
functionaries, cuétdms, immigration, etc. _
(b) Relationships with key industries, importers and
traders
- () International meétings, conferences, seminars
(4) Visas for W businéssmen |
kS) Visas for visiting buSinessmen.

(6) Immigratidﬁ



" Personal Resources: Dr. Vinh Ninh -

Director of Economic & Social Affairs

References:

Estimated time three (3) days



STAGE I - TRAINING AND FUNDAMENTALS

Unit B - GVN Structure for Internatlonal Trade
Lesson Plan 3 - Role and Functlon of the ‘Ministry of Trade &
Industry | '
a. The Mlnlstry Itself
(1) Role and function of MTI (1)
(a) Problems of external trade development -
(b) Problems of 1nterna1 trade development ‘;A J
(c) Admlnlstratlon and statlstlcs of eiports and 1mports
C(d) Commerc1a1 a1d o . /7‘; _ ‘ |
”1f(e) P*oblems of 1nvestment techn1ques and supply in the
e - field of handlcraft and 1ndustry
I'J;ffj‘Export\DeVelopment Center
ff'(a) Introductlon to the EDC -
':(b) @peratlon of the Marketlng Team =
"';-;:“(c) Problems of pub11c1ty and publlc relations
’”(d) Role‘of the EDC in supportlng.exports
(e) | Minerul products aotivity
(f) Agrioulture products sUpport by EDC
o " (g) Forestry products support by EDC .
| ‘(h) Handicraft products support by EDC
(i) Flsherles products support by EDC .
C ‘(J) Support, for exports of 1ndustr1a1 products and
scrap -

'LIk) in-country‘procurement program by EDC.



(3) Investment,Deﬁelopment-Agency :
(4) Industrial bevelopment Bénk - IDB
(5) Investment and Development Bénk -IbE
»(6) Center for Handicraft and Small Industries
(7) National'Institute of Standards
(8) Export ProgessingIZOné
(9) Directorate of Natural Resources
Personal Resouices:
ﬁote: .The key numbers relate to subjects listed above

Minister Nguyen Duc Cuong(l-a) Mr. Mac Nhu Thanh (2-g)

Secretary General Nguyen Van Mr. Tran Huu Chinh (2-h)
Truong - Mr. Nguyen Vinh Truong (2-i)

Mr. Nguyen Thanh Bach (l-a) Mr. Do Dac Thanh (2-j)

Mr. Nguyen Huu Phuoc (l-b) Mr. Nguyen Ngoc Lam (2-k)

Mr. Hoang Mai (l-c) Vice Minister Nguyen Dang

Mr. Do Duy Chi (1-4) ' - Khoi (3)

‘'Mr. Tran Van Be {(l-e) Director General Khuong

'Mr. Tran Thien An {(2-a) Huu Dieu ({5)

Mr. Le Dung Dan (2-a) © . Mr, Lam Van 8i (5) ,

Mr. Tran Ha Viet (2-c) Director ‘Dang Huu Nghiem (6)

Mr. Nguyen Tan Huong (2-d) =  Director Nguyen Trong Hien (3)

‘Mr. Hoang Huan Dinh (2-e) ' Director Phi Minh Tam (7)

Mr. Nguyen Dinh Tuan (2-b)  Director Le Trong Muu (8) -
_ ' Mr. Pham Viet Bang (9)

Reférence:
B a. “Pﬁblications by the Minist;y_and.éach of its units .
or_agencie§ | |
- Notes:

Estimated time thirty (30) days



STAGE I - TRAINING AND FUNDAMENTALS

Unit B - GUN Structure for International Trade
""Lesson Plan 4 - Role ahd functioh of MihisEry'of
| Agriéuiture
a. ‘Offidé of the:Miﬁister‘of Agriculture
b. Directorate General for Agriculture
c; Directorate of Agriculturgl Economics
d. Directorate of Animal Husbandry and Veterinary
_e; 'Directorata of.Fisheries
£. Diréctdrate of Foresfry
9. Agxicultural Development Bank of Vietnam
personal Resources: o
| 'Miﬁister-Ton-That~Trinh-(aJ
Ditectg: General (CGA) Doan.Minh_Quan.(b)_
DirecﬁorUDAE)Nguyen Van Huu Tri (c)
| Direqtor (AH) Do Cao Hué (d) '
Director‘(DFj Tran ﬁan Tri (e)
Diréétbr iD For.) Le Viet Du (£)
Director Geﬂér"‘afl. (ADB) Nguyen Dang Hai (g)
_References; '
" a. Publications by the Ministry and each of its
| _ unitﬁ or:agencieé.
b
o ﬁ..-Estiﬁated.tiﬁa tén (10) days
. _ _11-



STAGE I - JTRAINING AND FUNDAMENTALS
Unit B - GVN Structure for Internatmnal Trade |
Lesso_:;_,Plan 5 - Rc_)le and Func:__tion of the Minis_try_pf_ Finance
a. The Ministry itself
:(i) Customs -‘Iit.ela.tior_as.hip £o international trade
(2) Ta#a.tion"-_ its impact and effects on-‘e'xports,{expor't '
. .".industrie'.s, imports . |
.('3)'\I‘rjn‘re aémépt for exp.ort industries
(4) Depai-tnient of T-clmrli.sm- - tour'iqm as contributor tc;
- f_oreign_exch\_a,pgeu
(5) The National Economic Devel@:ptnent’ Program: - -
(6) Exi;ort business - ‘a.c.coﬁnt'ing retiuiréments
(N 'Pr‘e-vernt'i«.on. of tja.:é:eira*s_ion & "s_mii‘g"gli:ng'-;_'
: Personal Resourcea | |

/

1. Le Qua.ng Truong, Secreta.ry General of MOF -

.....

2. Nguyen Huy Han, Dlractor General of Ta.xahon

3, Phan Lueng C)ua.ng, Cpmnussioner General Tourism

Agency
| A .Traﬁ Luw;g'.;__higém Vwi-é'e?iﬁoé‘}*ﬁiﬂ?smﬁer'
B, Ngu';\r‘en' p-hi‘l"-’l.lung!,. 'ijrec_to?i-“ Gaﬁéril‘.(:)f-"c;ls.'tbms
. --=.Re£.e:fe_nce_.; : - -

_ _ S o SR TS SR
a. _il?f“bliﬁ’ftion’ by the/Min_istry and its units .a;gd'.agg’_éncies o

“. 'b.‘
; ‘Eseimaeea'_tiigzg'g | thr._éef (3) days |

L1ze S




STAGE I - TRAINING AND FUNDAMENTALS

Unit B - GVUN Structure for International Trade
Lesson Plan 6 - Role and Punction of the Ministry of
" Labor
a. The Ministry Itself
(1) Employment Committee - regulations by
National Manpower Committee
(2) Labor regulations_and.their implementation
(3) Relations withJInterhational Labor organi-
| -lzations
(4) Emplcyment of veterans & disabled veterans
‘{5).Manpower training programs
(6) Improving labor relations
'?ersonai Resources:
;,NguyeniVan‘Tpng,‘Chief ofpfficé.of Manpower
| Committeer | |
'References: _
a. Publicationa‘p§ the.ministry
N _
e,

Estimategftime; one, (1) day ..



i\fgneferences:

SEAGE I - TRAINIEG AND FUNDAMENTALS
Unit B - GVN Structure for International Trade
Lesson Plan 7 - Ministry of Information and Open Arms -
| Its Relation to International Trade
a. In Vietnam" | . ‘ | |
| (1) Encouraging the national spirit of Independence,
Freedom and Democracy among all producers and
‘their employees. - _
(2). Dissemination of nationai policies and plans.
- (3) Work with other Ministries and organizations
| in diSSemination of their regulations, plans
'and'policies. . |
(4) Program for bringing into the stream of sVﬂ
nationel consciousness all new refugees._ |
defectors;;etc. |
b. Overseas
(1) éuppiying information COncerning Vietnam,
its policies;'actirities and espirations'
to foreicn countries., | |
(2).Information Attaches abrdad L
-Perlonal Resources-1 |
| 1. Secretary General: Tran Nhat Thang

::2; Commissioner for Overseas Inférm&hion

Services, Nguyen Ngoc Bichg;-_}ff

Publications of the Ministry and- itgivarieus unit.g‘v-*
S and*agancies S , e e

. b. . ‘ ! ‘4 ,- : ‘. ) o ‘ .

Estkmated time¢ one (l) day C




STAGE 'T_- "TRAINING AND FUNDAMENTALS

Unit‘B ~ GUN Structure fbr‘International Trade -
Lesson Plan 8 - Rnle and Function of Private Industry and Commerce
a. Saigon Chamber of Commerce |
b.. Association of Private Bankers -
c. SONADEZI : . ' : 0
d. Commercial Ports
- e, Confederation of Handlcraft & Industries of VN
f. 'AIU Insurance VAR Insurance
Personal resources: |
Actlng President SC of C Nguyen Van Kha1 (a)-
Chalrnmn Nguyen Thanh Lap (b)
Director Ngyyen Ngoc Ty (¢) : o
Diréctbr, Lt. Col. Tran Thien Phuong (dj
\ Chairman Truong Van Qui (é) | |
Manager AIU Patrlck Dutrey (f)
References
a. Publlcatlons by each organlzatlon
b‘. Samples of insurance policies for exporters. . -
._c;' - o o _
: Notes SR =:7: ke ;ﬁ;‘fi L,gff,'f{;_'

Estlmated tlme fbur~{4) days fh .f["f;?ﬁfﬁ'”s.




‘ STAGE‘I‘4'TRAINING'ANb"FUNDAMENTALS

Uhlt C - Basic Economic and Statlstlcal Concepts as Related to
| Internatlonal Trade N
Lesson Plan 1 - Pr1nc1p1es of Economlcs Under1y1ng Internatlonal
Trade and Commerce
a. International Trade Terms -
b. Supply and Demand - Bare Elements
(1) The demand schedule - the demand curve
(2) The suppiy schedule - the supply curve
(3) Equilibrium of suppiy and demand |
(4) Effect of shiffs in demand and supply
"é; Determination of Price by Supply and Demand .
RN Elasticity of demand én& stpply for products in world
- markets | |
(2) Applicatibn and qUaiification‘of supp1y and demand in‘
price determination . - | |
d. Aﬁalysis'of Costs-
(1) Total costs o o
(Zj,Fixed and variable cdsfs |
(3) Marginaljcosts
(4) Average or unit costs
e. Prlcing of Factor anuts‘— Land Labor, and Capltal
(1) Factor pricing and effic1ency e
(2) Factor - price determlnatlon by_supplf and &emand



fl

(3). Land, labor," and‘ capital
(4) Net productivity of a capital good on investment projéct

Marginal Analysis

- (1) Explanation of the marginal concepts, includin-g:

Marglnal utility, marglnal revenue, rnarglnal costs
(2) Discussion of the Marglnal Method including:
Diminishing marglnal benefits, increasing marginal

-sacrifice, marginal revenue - marginal cost

Personal Resources

McConnell ECOHOII'IlCS - McGraw I-I111

" Dr. Robert Ralston, ADFA
J - Dr.. Vu Quoc Thuc

€. Dr. Pham Van Thuyet

d. .Dr._-Tran Qui Than-

e. Nguyen T1en Hlmg |

f. IOthers " |
‘Referenoes: o

a. ﬁiéi‘n&k;"'f'Wi‘lliam”H'.”,_: Economlcs E ':"Randomf:Hoose' '

'b. Gisser, Micha and Barth, Peﬁer S, -B'esic-E'oonomics B

'Irntematzhonal Textbopk COmpany
c. Moore, Frederlck T., Thomas,. “],)_,M T Peters " Charles W.,
‘and P1g0551,' 'Rlchard N., Export Prospects for the Republlc

I Vletnam 'Pﬁe“e:ger Pobhshel;s o -

d.



e. | Samuel‘aen, Paul A , Economics -~ An Introductory Analysis -
11the Edition 1970, pp 821
f. Smith Adam, the Wealth of Nations (1776)
g. Eggers, Melvin A, and_Tdsaing, '~A_. Dale, the Composition
of Econo:ﬁic Activity, 1965, Pp 435
h. Price Theory & Its Uses - Donald Stevenson Watson -
Houghton and Mifflin Co,
Suggested Exercigses;
&, Define what is meant by a demand schedule or curve -
supply schedule‘or: curve, Construct.demand--supﬁly curves
'.for shrimp, lumber and coffee - established equilibrium
where demand equates supply and -est'ablishes price.
b. Develop graphs of marginal revenue - marginal costs -
N {based on oper_ation-thet might be appliceble to -ITS's |
work . ex'pefienc.e') . ‘
¢c. Work up Cost Analysis: 1nc1dd1,ng graph of firm's total
cost (fixed ar_nd- Qariable), average unit costs.

Notes: Instruct.or is to feel _free to aj.ter suggested s_ubjeet Inatter
coeered'. The, level at which the ihatfuetor wﬂl pitch the
course should largely be determined by ITS's background |
training and familiarity with economic 8.

Estimated time four (4) -d_ays. |
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STAGE I - TRAINING AND FUNDAMENTALS

Un1t C - Bas1c Economlc and. Statlst1ca1 Concepts as Related to
Internatlonal Trade | |
" Lesson Plan 2 - Pr1nc1p1es of Statistics Underl&ing'fnrernational.
. Trade | . N i |
a. Collecﬁing'and Tabulafing Dafa'.‘
| (1) Methods of collect1ng stat1st1cal data |
) Mbthods of tabulat1ng stat15t1ca1 data
b. Statistical Tables and Charts -
(1) Types of elaSSificatidn \
(2) Presenting statrsticai'data N
(3) Construction of table and major parts of a table
(4) Simple bar charts - two and three - d1men51on charts
(5) Line charts - components parts chart - )
c Averages and Dlsper51on and Ratios -
(1) Uses of averages
©(2) Principal averages-
r(3) Importance of d1spersi0n g
| “(4) Characteristlcs of measures of dlsper51on ;‘  _
.. (5) Skewness N 7 I
: (6) Ratlos and the1r computat1on SR
d. Samp11ng and Sampllng Procedures . j" - ‘/
(1) Importance of samp11ng R
:(2) Determin1ng size of sample needed
(3) Selection of a sample

.19



.;-(4) Sampllng errorsl | | |
e'(S) Measurlng prec151on of sample from unlverse
e. :T1me Ser1es and’ Cycllcal Fluctuatlons |
....(1) Importance of'tlme ser1es “ |
(2) Types of fluctuatlon = adJustments for calendar var1at10n
(3) leed base relatlves - 11nk relatlves and chain relatives
:(4) Adjustlng monthly data for seasonal varlatlon and trend
(5) Forecastlng cyc11ca1 fluctuatlon in t1me serles
':f. Index numbers and their appllcat1on | |
(1) Nature of an 1ndex number
‘gt(Z) Slmple relat1ves "‘ '
o (3) Average of relatlves
(4) Cha1n 1ndexes__ |
'7‘_(5) Use and appllcat1on of‘1ndex numbers R
8. Regresslon and Slmple L1near Correlatlon r..
(1) Line charts .' -
"(2) Scatter dlagrams AT
(3) Slmple 11near correlatlon [y = e + (X)]

(4 Slgnlflcance of an observed correlat1on a?“:; o

h, Selected Elementary Stat15t1ca1 Terms that should'be

Understood by ITS'

(1) Arlthmetlc mean . | ok o
(;)-R‘atlos R :




(3) Median - mode - féngé'fJQuartiie'— variance - probability -
'standafd'error,'ba§e1period, weighting, dispersion,
averages, et¢., o
Personal Resources
a. Mr, Richard Foote, ADFA
b. Dr. Robert Ralston, ADRA-
c. Dir. National Institute of Statistics
d. Dir. Gen. National Computer Center Capt. Nguyen Van An
References:’ SeleCtéd readings
a. Stockton, John R.,.Introduction to Business and Economic
‘Statistics, Third Edition, 1966, pp 635
b. CrUm,'William Leonard,.et. al Introduction to Economic _
étaﬁistics; 1§38,'first Edition pp. 423
C. _Métﬁbds?of'StatisticallAnalysié'-*ﬁational Instituté of
© Administration WN | | | |
Suggested'Exercises:
a. The instructor can devé}qp many kinds of exercises -
'suggeSt some assignments be given as bésic:homework.
b. ‘Exercises assigned'should'be'1imitedzto those ‘that are most
liikely to have frequent usé by'the ITS infhis‘work abroad.
JNotesf Inétructor can feel free to alter course contents or arrange-
- ment of presentatlon. Level of 1nstruct1on will be dependent |
on present statistical comprehension’ of ITS' ' |

Estimnted time four' (4) days



© STAGEI - TRAINING AND. FUNDAMENTALS -

Unif D - fnternational_Marketnlntelligence and Trade Analysis
Lesson Plan 1 - Market Inteiligence as a Basis fbr,Assessing
‘ Viability of Export Potential
a. International Trade Cdﬁcepts‘and Theory'
(1) Theory of relative advantage including: absolute
cdst advantage -.@omparative_;ost'advantage
(2) Balange of payments anddexéhange rates betweén_nations
(3) Govermment imposed barriers to trade - gxchhnge_barrieis -
. market barriers o
(4) Most favoredigation agreements -
-{5) GATT agreements .
b, Financing for Infernational-Marketing .
d,(l)‘Financial reﬁuirements iﬁcluding: working capital,
~ overhead, inventory capital and capital‘faéi;i;ies
in importing countrles )
(2) Market penetrat1on investment cap;tal |
(3) Sources of funds, for international marketing operations -
,',,A - ..private sources,.équity_hplde;s,(inyestmént.campaﬁies ‘
: | _ m,‘ahd trust, commgfcial,bhnksmlInternatiﬁnalngvernmént
... .Sources. (IBRD), (IEC), (IDA), (IADB), (Export-Import .
-  ;§£3’,J . Bank}, etc‘ul'  J*“_ o

c. Pr1c1ng in. Internatlonal Markets

(1) Pr1c1ng obJectlves - meet1ng the compet1t1onﬂand cqverlng‘

spec1f1ed cost (total cost)



(2) Subsidized pricing'to,penetrate or open new markets -
Government subsidy may be' in direct_orrindirect.form.

(3) Cost factors - taxes/and tariffs, middleman cost,
financing and risk costs}

(4) Market. pricing - demand, competition and impact of
dumping operations in a market.

International Intelligence Gathering of Market Condition

- Through Research o

(l)Breadthand_scopelof international research as basis
for decision making‘includinglknowledgerof: Product
data; competitive situation, channels of distribution,
competitors sales organization, extent and kind of
competitor's advertising'and promotion, competitor's
.credit terms and financial arrangenents.

(Z)lThe research process 1nc1ud1ng defining the problem '
and establishing reallstlc research obJectlves,
determining sources of 1nformatlon necessary to fulfill '
research objectives; gathering relevant data from
secondary and/or primary sources; analyzing and inter—
oreting'data and‘presenting results in a clear, concise
manner, utlllzlng selected appropriate econom1c and
statistical techniques for data gatherlng and analysis
such as: _freld-surveys employing personal 1nterv1ew;ng,

observation of consumer behavior in buying situations, etc.



Personal Resources:
a. Dr. William Hoofnagle ADFA/ERS/W
- b, Mr ‘Tran Thien An
~ Mr. Le Dung Dan
c. Mr. Shelby Robert
'References Selected readlngs
a. Cateora, Ph111p R. and Hess, John M., International'Marketing,
Revised Edition 1971., pp 934 | | |
b. Dictionary of International Agriculture Trade, Agricultural
~ Handbook No. 411, April 19'71 FAS/USDA, pp 170
C. Internatlonl Trade - Dr. Harold Heck (AMA)
Suggested Exercises:
a. Instructor could devote a large part of the homework time
in aIIOW1ng each team of ITS's to develop a hypothetlcal '
research problem and follow through step set forth 1n lesson |
plan. Then ITS' team can make presentatlon to adv1sory
committee. | | | |
Notes:

Estimated time five (5) days



~

STAGE I - TRAINING AND FUNDAMENTALS

Unit D - International Markef Intelligen;e and Trade Analysis
Lesson Plan Zz-lCommodity Analysis - Forestry, Fishery,
) Agricultu¥e, Handicraft, Industry; Minerals:
and Rubber ‘
‘a. Production of Commodity In-country (VN)
| (1) Current production base and output
(2) Potential production_base.and output
(3) Responsiveness of produce output to price
(4) Propor;ion of output currently used in domestic con-
(  sumption |
&(5) Cosf of production per wnit using current levels of,J
_inputs and preseﬁt‘cultural practices.
(6) Cost of producf'under optimm conditions
(7) Realistic appraisal of production base to meet domestic
., requirements with assessment of volume of produce for
- export over next several ygaré :
(8) Profitability yield of produce per unit in expért tfade
_.in relation to products EOmpetingqur same Or near séme
_ . Tesources. R -
b, Know}edge of physical. fac111t1es in- country (VN) to handle
: /' cormmdlty moving into export | . _
- (1) 0rgan1zat10na1 ab111ty to assemble and handle commodlty

Cat’ first stage and subSequently assembly stages.



(2) Physical faciiities availaBle for semi and/or finished ..
processing, storage capacity and kind (dry, cold) at |
plant or port locations.

(3) Transportation capacity by types for moving product

to specified locations.

Information and knowledge reQuired on importing country

by ITS. for each commodity or product eXpdrped from Vietnam
(1) Eofm in which product imported-fresh,mffozen,'canned,,
dfied, etc.
(2) Grade and other specification |
(3) Trade regulations, restrictions, quota's, tariffs
~ applicable to specific product.
(4) Method of’trensportation and cosﬁs
(5) Volume required for trade
(6). Trends inlimportingVCOuntry in’domestic'uSeTénd_nrice :
(7) Effect of Government policy on import bf commodity/ -

- produce

(8) Distribution systems

General Infbrmatlon on Trade and Economic Condltions in

_Importlng Country with which ITS should be well acquainted

: *(1) Attltude of 1mporters and Government off1c1als toward

engaglng in trade with Vietnam



fo

(2) Tréde.restraint -including but not limited to:_.health
o and sanitation requireﬁents, duty and tariffs, prohibition
or permitted bilateral afrangeménts, preferences and
quality standards, |
(3) Trading arrangements'including: usual financial and
credit arrangeménts; methods of trading on consignment,
direct saie, other; inspectioﬁ and'cértification Tequired
and by vhom; quota prOducts, quota base and how determined;
joint ventures, consortium and otﬁer risk shéring '
approaches. | | | |
(4) Other factors which ﬁay directly 6r.indiréctly affect
 import demand such as Government policy on subsidizing
local products. l
Impo?tance of promoting tourism and businessmen visits from
market countries. w |
(1) Tourist and visitor facilities in Vietnam
(2) Government attitude and aids to overseas visitors

Handling'Viefnamese visitors to overseas market countries

- Personal Resources:

a.
b.
- C.

- Dr. William Hoofnagle, 'ADFA/E.RS/W |

Dr. Robe;t.Ralsfoﬁ,'ADFA/ERS/ﬁ ;
EDC Staff members o
Numerous‘private-businessmen - ekportérs,-éspetially foreigﬁ,
e.g. Japahese, Singapore, Hong Kong, TaiWan,.Philippines, etc. .

Y



References: Selected readings
“a. To be chosen by 1nstructor(s)
Suggested ExerC1ses s
Visits to selected 'prqvincés to examine cbniinodity‘problem
Notes: | | a

Estimated time two (2) weeks '



STAGE II_- MARKET DEVELOPMENT AND PROMOTION

Unit A - Development of Market Outlets and Effect1ve Promot1onal
Programs in Import1ng Countrles |
Lesson Plan 1 - Concepts and Theor1es as a Background to: Market
‘ Development
| a. Marketmg
1 Market structure:and cost theory |
2. Theory of the fimm -
3. Theory.of monopoly
4, Theory of ‘consumption
5. Theory of exports_and'economic growth .
b. Dlstrlbutlon | . | |
N 1. Overall concept of d1str1but1on theory as it applles
to 1mport1ng country
2. Channels of d1str1but10n in importing country
.‘3. Obstacles to effectlve d15tr1but1on of products within
, 1mport1ng.country
c. Transportation |
1. Overall concepts relating to transportation'as a means
ofﬁbringing_buyer end seller tbgether |
‘2. Transportation policy relating tolprodﬁct,movement with-
'in'exporting country'and any problems arising:from
regulat1on or non-regulat1on .
3. Transportation pol1c1es in importing country as they
relate speclally_to products that_are-exported-or might

be exported from Vietnam .

- 29 ;



4, Assessménts.bf policy Changes that might be needed ﬁithin
exporting country to:fﬁrther expedite the free flow of
'godds into export channels |
d. Theory of currency values as related to exports
1. Impact of changes in value of VN currency on the ability
of the country to export |
2. Impact of importing country's cufrency values and changes
therein on import of Vietnan's imports'
Personal Resources'
a. Dr. Ernest Ne51us
b. Dr. Wllllam Hbofnagle
c. Mlnlstry of Finance
References:
a. Clarence J. Millér, Marketing and Economic Development,
B o
b. Other economic texts as appropriate
Notes: _ o

a. Estimated time six (6) days



STAGE ' II - Market Development and Promotion

Unit A - Development of Market Outlets and Effective Promotional

Programs in Importing Countries

Lesson Plan 2 - Export Documents including Finance and Credit

Instruments

a. Export documents

1.

5.

b, _Finance and Credit Instruments

L.

Export declaration - encempasses a large amount of vital

information on goods exported

" Bills of Lading - required to establish legal ewnefship

and facilitate finaneial transactions

. " Commercial invoice - This document is a Bill or statement

- for goods 391d, and is required in many'caseS'for products

to clear custams _

Insurance policy or certificate - Provides for loss due
to shipping and may cover ether specific accidents to
goodsﬁehipped. | -
Marine Insurance

Letters of Credit - shift finénciai risk 6f~cran5actipn o

to a th1rd party, namely a commercial bank

| B1115 of Exchange - - bills of exchange generally have one

of three time periods - at- 51ght arr1val or t1me

Cash in advance - payment in advance 15 not frequently
'used however part1a1 payment 1n advance is often employed

-for, selected products



'Domestic Market Research in Vietnam

'.4. Open accounts - Used only with custo.mers of long standing

who have excellent credit reputation
Case histories of VN exportérs illustr.a.ting'. obtaining and

utilization of all necessary documents

. Export Financing .

Sales Techniques

1. Sales contracts

2. Consignment selling . - L

3, Other

4

Afternoon practical assignments to cover assigned subjects

" and fields -- with reports submii_:téd for review, critique

and gr.a.ding

' Personal Resources:

2.

b

- National Bank executives

EDC Staff members

. Private bank executives

. Expdrt Control Dept. "o‘f__ MTI

e. Dr, ﬁ;nest Ne.a',_i_.u;s'
g Others . o o
,Refg ‘r.-eﬁc.:e.'s-:
‘ *‘_"."é'.'.‘. ‘ 'Pﬁb.lic.atiéns‘by various 6r’ga}niZaEidﬁs +

b, _Samﬁ:I:GB of documents .i"ll'l“"".o.l‘.’-e"d |

"Notes:
a,

. ‘.'

Estimated time five (5) days.
L . h32 -



'STAGE II - MARKET DEVELOPMENT AND PROMOTION

Unit A *Development of Market Outlets and Effect1ve Promotlonal

Programs in Importlng Countries

Lesson Plan 3 - Commodity and Product Promotion in Importing Countries

a.

Knowing attitudes and consumer preferences in importing

éountry !

1.

O

. 5 L]

Learn likes and dislikes of consuming population

Eating habits.and special preferences should be determined
Trends in. food yses over tlme should be examlned

What are competltors d01ng in attemptlng to better meet

desires and particular taste of populatlon

"How does age composition and income distribution affect

- buying patterns and preferences of population

Determune preferences for partlcular colors, package sizes

- and shapes and avoid those things Wthh may offend or be

in poor taste _ 4

Lumber preferences should be4carefu11y appraised in terms
of kinds,_species,.shapes, semi-processed; fully processed,
and how moved to rece1v1ng countries |

Fish and f1shery product preferences should be carefully

determlned 1nc1ud1ng form 1n which des1red-»fresh frozen,

~canned, dr1ed seasona11ty and holiday eat1ng customs

Ident1f1cat10n of target market for cummodlty and/or produtt

promotlon

10'

MaJor-end users in both pub11c and pr1vate sectors

- 33 -



2.

Agents, d1str1butors 1mporters manufacturers wholesalers,
reta1lers, etc

Investors 11censors, and 11censees

‘Institutions and associations. The 1nst1tutlona1 trade
s 1mportant and has potent1al for substantial uses of

food products--schools hospltals restaurants hotels etc.

Infdnmation needed‘and contacts to make in developing basic

promotional program

1.
2 L]

5.

Standards usedu-- weights and measures

Ava11ab1e advert1s1ng and publicity med1a -- costs,
spec1a1t1es reputat1on and general comprehen51on of
part1cular bus1ness - food - f1shery - lumber etc.
Industr1al commerc1a1 and other types of consultants

ava11ab1e 1nc1ud1ng those partlcularly knowledgeable in

'.market research promotlon and advert151ng should be known

.. Leading banks and bankers 1mport houses and 1nd1v1dua1

importers, wholesale d13tr1hutors and reta11ers are prime

‘targets for ‘contact
'Appropr1ate personnel 1n the main shlpplng l1nes and inter-

- national a1r11nes should be sought out and made acqualnted ‘

w1th efforts

Assessment needed of promotlonal efforts of compet1tors

‘1‘.

Compare products 1mported from V1etnam w1th compet1ng
products produced domest1ca11y and those 1mported from

other countries from the standp01nt of pr1ce quallty,

'&appearance. packaging, and spec1a1 characteTIStlcs along

- 34 -



eI

with the mamner and approach followed in promoting and
adfertising the competing products

Extent to which'éompetitors use media advertising for
selling,bcash‘quantity discount53 and other techniqueé as

a basis for effectively meeting competition

Tréde relationships and their impact on promoting and seiling

1.

- product

Knowledge should be had of any special agreements or re-

1ationships with cdmpetitor‘coﬁntriés such as biléteral :

" trade agreements, etc. Other governmental or'private

: Approaches to promot1on

1.

arrangements that might favor exports from other countries

'over'that of Vietham a

Basic commercial policies and anficipatéd developments or
changes that cquld.affect Vietnam's ﬁarket prospects '
Quantitative import restriﬁtions‘by countries such as

regional or bilateral import quotas which éffect free flow

of. products

_11cen51ng, tariffs and other regulations whlch affect

access to the market and the opportunlty to promote

commodlty and/or product "

Personal contact of ITS with importers, institutional
trade, wholesalers, retailers, cqﬁmiSSionfagenfs and other

who have a direCt'involvéménf-in‘ihtefhatidnal trade.

'"Perscnal contact of ITS Wlth approprlate governmental

agenc1es of 1mport1ng country, financial and pollcy

'm1n1stries especially

- 35 -



Trade fairs - where there is sufficient variety of products

. to display or perhaps, in cooperation}with a non-competitor
‘country. . | |
4, In-store displays of producfs - special section devoted to
specialty item.
5. Use of display materials on bill boards, public transporta-
tion, etc. | |
6. Media adyertising‘as deemed appropriate - radio, newspaper,
television, etc;' |
7. Speeiel_trade missions - where proper'provisions‘are made,'
‘objectives understood, and concurrences of governments
involved are obtained.
Resources |
‘a. EDC Staff
b.  Mr. S. A. Robert

Dr. B, Nesius

br. W. S, Hoofnagle ‘.

Several prlvate bu51nessmen - experts 1n each field in

question. To be drawn from both Vletnamese:and foreign

business commmity in Vietnam

References'

a.

_b.

Un11m1ted number of private- reports and books are available

on various aspects of promotlon

U.S. Dept. of Agrlculture publlcatlons - too numerous to list .

Exerc1ses.

a.

To be developed by lecturer

4
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Notes:

a, BEstimated time twenty (20) days



 STAGE III - FOREIGN COUNTRY EXPERIENCE

Unit A - Training First-Hand Experience in Responsibilities

and Duties Required . of I._ntérna-tional Trade Specialists.

Lesson Plan 1~ Making advance arrangements in selected

countries for training International Tr%.de'Specialist teams’

Countries identified as workshop training grounds

Singapore - Hong Kong - Manila - Tokyo - Seoul - Taipei

(1) Rea.dingsl on ea.ch.’country's business, marketing and
customp 'aséigned as appropriate to -.s.ele'cted ltra.i‘ning teams

(2.)'"'Pré sentation to ITS teams by loca.l-busingésmen. (:Viet‘na'.m-

- ese & Kfo_reign) and ‘gove.rnmen.t officials lon'.c_ustorns and

‘ trading -condition‘s- i'n. ea’.ch seleéted wo'r-lt.a_s-hop .couhtry
Advance arfang’émenl;s --m’a.de with Vietha}‘he se Embasgsy in ,. '
each workshop country._’ Letter from Mir:ﬁ'sterf of Foreign
.Affa.‘ir“.s aﬁd froz;n .Minisl.:e‘r_ of Trade and'-Industry‘. to .each
conéé:ne‘d a.-mb.a.\siaaddr. '

Visit to each selected "'workshop training country -(W-'-.I\"-'-C'sa)"

by 'Le Dung zDa.n,-. De‘lﬁ--.Di-rl EDC a‘;nd Co-director of the Program

w1th L. Edvtrard Scriven, D1rector of Traming for I.nterna.tiona.l

' ‘Tra.de Spec1a11sts and Dr. Willia.m Hooinagle, DD/ADFA/ERS/W

to prepare for visit and case studies by ITS: tramee teams. ,

.
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Pre~determination of comfnodity and case problem to be
undertaken by IT,S‘team in each workshop country (W-T-C) !
will be a phase of the pre~planning efi"ort.‘J- |

Copy é)f case problem and instructions for each ITS team sent
'in advance to RVN Er‘nbassador“ in selectgd country for.hiq - ‘
iﬁforma.tion.

. .Date -.Collect'ion Plan to be Followed by ITS Trainee Teams E
- Sources to be ei:plored

«~ Nature of the market

- Comﬁeti-tive gituation

- Price relationships

-~ Trade channels = Distribution systém ;

= Packing and’; shiping requirements

= Quality standards

- Re gul'a:tiion's- and laws

- Recommendationss.

. .j?’lalmnilng the report:

-AStj‘rl(e and fo‘r.rna.t.df z;epoi-t'to be determined so a s to prov,iée

consiste ncy among teams for evaluation purpo ses.

I
. i

- Content of report (see above f.)
. Plan for Evaluation of Each Trainee Team's Field Work and

Report

i

- Evaluation by Advisory Panel to include appropriate businessmen
- Report by panel to DD/EDC Dan to permit grading of trainees
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Resources: |
FAS - Agricultural Attaches in workshop countries
FAS - Washington resources.
ﬁD/EDC Dan, L;-Edward écriven, Director of Training for Inter-
" national Trade Specialists | |
Local & foreign businessmen
Foreign government represenfatives.in‘Viétnam
References: ' |
Books and other data'relating to workshop country
Notes: It is anticipated thét the advance visits to workshop
training countries will requiré from one to two weeks each. Formal
- -commmication will be had with the SYN Embassy in each country
| throﬁgh appropriate channels, Dr. Hoqfnagle will be responsible
for informally notifying FAS/W.and fbllowing'instrucfions.per FAS,

Also for necessary contacts through U.S. State Department.

Estimated time four (4) weeks



- STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE

. Unit A - Understanding the Principles and Practice of Office
o Nhnagément‘and Personal Conduct for the International
Trade Specialist _ K
 Lesson Plan 1 - Organization and Management of a Successful ITS'
Off1ce in a Forelgn Country
a. Estab11sh1ng the ITS Office (
| (1) Locatlng the office-factors to be considered - size,
'access1b111ty_tb business communlty, resources ;n |
office, etc. |
(2) Getting necessaryuapprnvals ' .
(3) Required equipment ;nd furnishings
(4) Floor plan and space reqﬁired
-‘(5) Estlmates of 1n1tial costs and annual operat1ng costs
(6) Off1ce hours, holldays and leave
b. - Files and Records
161) Ciassifitatibn'- 3‘digif system -
2) Alphabetiéal'indexes-,
(3) Registration‘indexes '
(4) Phy51ca1 elements - o S o
(8) Record1ng and storage system for materials too bulky
for file '7 e R
C. \Export Reference Center o L

Commodity files',; S



.'Referéncé'files ‘

. Press references

Bu51ness D1rectory

. All present or prospective purchasers of VN products
. All present or prospectlvg VN exporters
Firms in é position to take on new VN lines
Indication as to which VN firms or products are.adequately
represented - vhich are not |
. Directdry'of local firms which export to Vietnam or
have investments or licensing arrangements there
. Updating the directories -

Index of Trade Inquiries

. The ITS Trade Classification System

Other Trade Matters Classification

. Commmciations

. Incoming lettefs and their handling
Outgoing letters.

. Form ietters- _
‘Stationery - lettefheads and enVelopes
. Office forms

. Visitors

Appdintments_

. Messages .

Local Staff Administration

Establlshment - categorles, duties, ‘minimm quallf1cat10ns,
s

titles, salary scales and other conditions of service
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Resources

. Temporary assistance

‘Duty statements .

Recruiting

. Interviewing

. Probation

Separation

. Staff records

-Insurance, benefits and taxes

Financial Mhnagement.fbr the ITS Office

Budgeting'

Accounting records

!

Commitments or liabilities register

. Cash book ledger

*

Assets register - |
Receipt and disposal of money

Ordering and purchasing goods and services

Evaluatidn and written report on each ITS office against

standards by DD/EDC Dan

o

FAS - Agricultural Attaches in Wbrkshop countrles

FAS - washlngton resources o

USAID Adminlstratlve Serv1ces Officer

Foreign Commerc1a1 Attaches in Salgon

.- GVN Adm1n1strat1ve Services Offlcer o

Deputy Direétor of Commercial Aid Mr. Vu Toan

’
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References:
nOfficial Commercial Representé,tion Abroad" - 1973.
International Trade Center UNCTIAD/GAT'/'I.'. _
Available publicationé from variﬁus private & governmental
organizations
Notes: It is‘a.riticipatec‘l that a capable GVN Administrative Services
l- Officer, intimate ‘with GVN require’ihents will interpolate

above needs with GVN requirements.

Estimated time ten (10) ,day._s.

Spécia.‘l_ Note: As noted in the Introduction, much of the outline in

Stage IV has been drawn directly from the excellent book published
by the hterﬁ#tional Tr"a_.de Center. .UN_CTAD/GATT as prepared by
' ‘Mr. Keith Le Rossignol for'me'rly: with the Australian Trade Com-

‘missioner Service, Department of Trade ‘and‘Inciu"atry.



' : J _
STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE
SPECTALIST AND RIS PERSONAL CONDUCT

.Uhit A - Developing a Cleer.Understanding‘of Principies and Prae-
— .tice of Office Management and Personal Conduct by the '
Internat10na1 Trade Specialist
Lesson Plan 2 - Personal Conduct for the Internatlonal Trade.
Specialist |
a. Diplomatic Practice vs Work of ITS
. Diplomacy defined
. Beeic work thrust of the ITS
b. Job Description fbr ITS
. Job of‘the ITS is to etimulate increased exﬁdrt-ineome
for SW. He will be accomplish this by5teking‘active
(not passive) approach to these elements.
. Discover and promote the SVN‘cemmercial interests.
. Help SVN businessmen meke contacts aﬁd sales.
. Discover; appraise, and report en the competitive situation
for SVN products ‘
. Remove or reduce obstacles to trade. L
. Brief prospectlve suppliers on the market and p0551b11tles
for sale of SVN products. _ |
. Develop contacts and provide adV1sory service to forelgn

bus1nessmen

.- Report events and situations which may result in new markets.



Hamdle complaints on quality and specifiéations.
the talks or lectures as request warrant.
As a member of the SVN official famlly, adV1se the Embassy
or Consulate on the economic and p011t1ca1 fea51b111ty
of various actions, for example, trade- agreements
" C. Personal relations of ITS dictated by fact that he is essential
:point of contact between buyer and seller; point of inter-
pretation and assistahce.te both, particularly VN expofte}s.
Personal links must be establlshed and malntalned with
approprlate cross section of locat § offical communltles
. All major buyers, ‘agents, 1mporters, large reta11 groups{'
. Servicing organizations such as banking, transport, insur- .
ance, consultants doiﬁg market researeh; advertising and
eales promotien; N | |
. Institutions sﬁch-eepéhambers'of commerce, industry:
associations an&?impoftere“greupe.
. Press, both'epecialized_an&.generel.
. Relevent official and semi-official bodies.
.._Ministties of Trade end Indﬁstry;-Fereign Affairs,.Wbrks,
‘Stote, end‘Ttenspert,:Agrieultufe, Ferestry, Fisheries
and Mining. f o | | |
. Use of lists and literature from largef'erganizetiene.

’ d? Programming personal calls.



e.

Need for énd use of business Cards:

Importance of feil&w counffymén'in local business commumity,

‘Plan personal calls one week in advance.

Néééésity to cultivate contacts.

. Business clubs

. Servicerorganizations

. Advertisers' associations

. Market research societies

. Institutes of sales and markéting

Public speaking on international bﬁsiness with pérticular

emphasis on trade with SVN.

j. Accomparying VN business visitors on their calls.

Entertaining to win confidence and good will of inflnential

- contacts., !

. Advantagés of entertaining at home
. Luncheons td-discuss bnéiness |
. Cost limitations |

. Invitation cards

Use of the telephone

. Records of‘conversations

Calling card file

IAppointment and expense records o

‘Criteria for evaluation of personal contact work.

N\



..ExaminatiOn of records
Calla Wlth ITS by V1s1t1ng superv1sor
Resources
a. FAS - Agrlcultural Attaches in workshop countries
b. - FAS - thh1ngton resources
c. Director for Training International.Tradelspecialists
d. Forelgn Attaches in Salgon |
e; Official of Forelgn Office on d1plomacy as opposed to- work
of'Internatlonal Trade Specialist '
f. Deputy Director EDC Dan on finances for entertalnrng, etc.
References. | o | ’ .
“Off1c1a1 Commerc1a1 Representatlon Abroad" - Internat1ona1
Trade Center UNCTAD/GRTT
Notes:

Estimated time: Ei'ghlt“(BJ days



STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL- TRADE
SPECIALIST AND HIS PERSONAL CONDUCT

Unit B - Overall Summary of the Training Program
Lesson Plan 1 - Review of Concepts of.the Course
Director's‘nofe" This ehtire section of'Stage IV.presents essentially
a topical outline of the whole course, as a check- 115t for conductlng
the rev;ew. It is an extremely valuable part~-1f not the most
valuable from the standpoint of the tra1nees. Ample time for questions
‘and discussiom should be allowed to insure that as they complete
their tra1n1ng, the trainees have truly absorbed from their . class-
. TOOMm and pract1ca1 experlence related work a good working knowledge
of the fundamentals of the1r jobs.
a. Conduct and Implementatlon of Course |
(1 ObJectlves of the course
(2 Mechanics‘for attaining)objectives
(3) General observations concerning the courSe.
b. GVN Structure forbInternariOnal Trade -
(1) Tbé Prime Minister’s officeg'
(2) The MiniStry.of Trade § Industry .
(3 The M1n1stry of Agrlculture
c. Role of Prlvate Industry & Commerce
(D Salgon Chamber of Commerce
(2) Assoc1at10n of pr1vate bankers L
(3) SONADEZI | o

(4) Commercial ports



(SJ_Cenfederation\of Handic;aft & Industries
4. Basic Economic.& Statistical Concepts as related to)Inter;
-national Trade | |
1 Principles of Econemics Underlying International Trade
(a) Supply & demand
(b) Determination of price by supply & demand
(c) Ana1y51s of costs |
(d) Pr1c1ng of factor inpufs
(e Ma;ginal anal&sis. |
_(ZJlPrinciples of statistics underlying international trade
(2) Collection and tabulation of date .
(b) Statistical fables § charts |
(c):Averages; dispersione § ratios
(d) Sampling and sampllng procedures
(e) Time serles & cyc11ca1 fluctuatlons
(f)lIndex numbers § their appllcatlon
(g) Regression and eimple_linear correlafion
(h) Selected elemEntary_stafistical terms
e. International Market.ihteiligence.and Trade Analysis
(1) Market 1nte111gence as a basis for asse551ng stability
of export potential J /
(a) International trade concepts and theory

(b) Flnanc1ng 1nternat1onal marketlng



(c) Pricing in international markets
(d) International inﬁelligence gathering of market
conditions throuéh résearcﬁ
(2) Commodit& énalysis - Forestry,‘Fishery, Agriculture, Rubber,
Handicraft, Tourism, Other | |
"(a) Producfion of commoditf in-country
(b) Knowledge of physical facilities in-country to
| handle commodity moving iﬁto export
(c) Information & knowledge required on'importing
country by ITS for each commodity or product éxported
from Vietnam
(d) General information on trade and economic conditions
in importing country with which ITS should be well
acquainted. | |
Personal Resources -
.Director of T:ainin‘gl
Executives & Staif of EDC

References: All Course Notes & Papers

Estimated tim'e: ten (10) days.



STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE
spﬁﬁﬁﬁfﬁmerUcr

Unit B - Overall Summary of the Tréiniﬁg Program
Lesson Plan 2 - Development of Market Outlets and Efféctive \
Promotion Program J.n Importing. Countries
‘a. Export documents | : _ o |
b. Finance and credit instrunents
c. Case histories
d. Export financing
e. Sales te_c}lm'iqués
f. Domestic market research
'Pérso.n_a.l Resources -
]jirecfor of .Trai_nin:g : S
‘Executives and Staff of EﬁC

References: All Course Papers and References

Estimated time: e1ght (8) days A e



Unit B - Overall Summary of the Training Program
hesson Plan 3- Review of Foreign Counfry‘Experience
a. Advance‘Arrahgements'in_Foreign Country
(1) Countries identified and reasons‘why"
(2) Arrangements with VN Embaesy‘
(3) Advance visits by directors of program
(4) Pre- determinatlon and planning of case problem for each
ITS workshop country
.(5).Review of case problem with VN Embassadors
(6) Data collection plan followed by ITS trainee teams
(7) Planning the' report | - |
(8) Evaluation of reports
b. .Development of Market Outlets and Effectlve Promot1on
and Programs 1n Importing Countries
1) Concepts and Theory as a Background to Market Develop-
ment l

(2) Export documents
3 Finance and credit 1nstruments

Estimated time: Ten (10) days |

Note: Here there should be a general review of each trainee s work

. in the ﬂworkshop" country



'STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE .

SPECIALIST Mﬁm—mwT

Unit B - Overall Summary of the Tra1n1ng Program

Lesson Plan 4 - Commodlty and Product Promotlon in Importlng '

" f,

Countries
Attitudes and'consumer preferences in impbrting countries
Identification of target market.for commodity and/or product
promotion _ |
Information needed and contacts to make in developing basic

promotional programs

. Assessment method of promotional efforts By competitors

. Trade relationéhips.and‘their impact on promoting and

selling the product

Approaches to promotion

Egrimated time:* Five (S)Jdays



STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE
SPECTALIST AND HIS PERSONAL CONDUCT -

Unit B - Overall Summary of the Training Program

Lesson Plan 5 - Organization and Management of a'succeésful ITS
| _lOffice in Fbreign coﬁntry

a. Establishing the office |

b. Fileé‘& recbrds

c. -Expoft réferencefcénter

d. Business directory

e. Index of trade ihquiriés'_

f.. ITS claﬁsification system

g Classifiéation.of‘other trade mattefs -
.i‘ h. Commmications | .

i, Local staff administration

j. Financial management for the ITS office
k. How the ITS office will be evaluated

1. Diplomatic‘practice‘- ‘

m. Job description for ITS

n. Personal rélationships,for ITS

0. Programmihg persqnal_cails

?; Business calls |

q; Help from fellow coUnfrymen

r. . Planning personal cglls :

S. Cuifivating_contacts' 

t. Public speaking



u. Accompanying VN businessmen . '

V. Entertaining | _ | |

X. 'Calllng card f11e o _.
y:. How personal contact work W111 be evaluated

Estimated time: Ten (10) days '



'STAGE IV - MANAGEMENT OF HIS JOB BY THE INTERNATIONAL TRADE
' SPECIALIST AND HIS PERSONAL CONDUCT ?

Unit B - Overall Summary of the‘Training_Progfam
Lessoﬁ Plan 6 - Personal‘conduct for the?International_Trade 
' _Speéialist
a. Diplomatic Practice
b.  Job description
. Personal relations
d. PgrSonal\éailé
e. Bﬁsiness cérds‘
f. Fellow‘countrymen
AdVance'plannihg
~he Cultivating contacts’
. i. Public speaking -
3. Bus&nesﬁ visitbrs
k. 'Entertainiﬁg
1. fTh¢ te1pphone . - ' \
m.. Card‘fi1es' | |
n;"Reco:ds
" o. Criteria for evaluation
Personal resources: T ,
a. EDC étéff ahd Director |
b. ﬁDirectdr Training Prﬁgram

'é. _Others.as.reqﬁifed;



References: All notes and papers generated by the caurse.

Estimated time: One (;j week,



FINAL REVIEW OF WORK OF EACH
. | "ITS"
AWARDING OF DIPLOMAS



‘Training Program - International Trade Specialists -

Estimated Time Required

Stage I Total 84 days
Unit A Time Est,
I.esson Plan 1 5 days
Unit B _ _
Lesson Plan 1 2 days
Lesson Plan 2 3
Lesson Plan 3 3o
Lesson Plan 4 10.
Lesson Plan 5 - 3
Lesson Plan 6 1
Lesson Plan 7 1
Lesson Plan 8 4
‘Unit C :
~ - Lesson Plan 1 4 days
Lesson Plan 2 4
Unit D
Lesgson Plan 1 5 days
" Lesson Plan 2 12

‘Total 31 days

Stage II
Unit A Time Est.
Lesson Plan 1 .6 days
Lesséon Plan 2 5
Lesson Plan 3 20

Stage III Total 24 days
Unit A Time Est,

Lesson Pla.n 1"

24 days

Stage IV . Total 68 days
‘Unit A -~ Time Est.
Lesson Plan 1 10 days
- Lesson Plan 2 8 '
_Unit B .
Lesgson Plan 1 10 days
.Lesson Plan 2 10 L
. - Lesson Plan 3 -3
Lesson Plan 4 12
Lesson Plan 5 T
Lesson Plan 6 : f . 7
'Final individual review; one day with ea.ch man | 10
'_',Tota.l 84 - 31 -24-68- 10 . ' 217
6 d a.ys per week = 36 weeks . o
' - 60 -

Cont'd « .-_... '



The above estimate represerits a bare minimum with no
allowance for many exigencies certain to occur., As the
course progress_es‘, necessai-y' adjustments will be mé.de.

In any évent _the total proj'.ect, including necessary fblldw-u_p,

will be.he.ld_to a maximum of 18 months.
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: Ori\ginal Framework Outli_ne for Training
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Prepared by Dr, Ernest J. Nesius {

Or‘iginal draft outline for first seven weeks of

Training Course - Prepared by Mr, Le Dung Dan,
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FRAMEWORK OUTLINE FOR TRAINING VIETNAMESE
FOREIGN TRADE OFFICERS

By
Ernest J. Nesius

‘Developed for United Stated Department of Agriculture under'ECohomic_
Management Support Center, Contract 12-17-07-962 -

May 24, 1974



Append1x I

Framework Outline for Training Vietnamese Foreign Trade Offlcers

-~ The Government of Vietnam (GVN) acutely,aware of its need for-
re-entering the channels of international trade, established in
1971 an. Export Development Center (EDC) within Ministry. of Economy
(MOE) . Experlence in that new Un1t uncovered the need for foreign
-~ trade offlcers concerned wholly with the marketing and promotlon of
Vietnamese products in foreign markets. Furthermore, South V1etnam.
(SVN) has developed a firm natlonal policy which clearly encourages
economic development efforts for enhanc1ng her foreign exchange . .
position.

0ver'the period 1972-74, the Economic Research‘Service (ERS)

of the U. S Department of Agriculture (USDA) in - cooperation with
the u.s. Agency for International Development (USAID) and the GVN
conducted-a series‘of market export studles in Japan, Korea, Taiwan,
Singapore, Hong Kong, Europe and the;United States. These_studies
discovered opportunities for export of various types of fresh vege-
tables;and_tropical fruits, animal‘products,ifood-and,feed grains,
agricultural speciality products such as spices and processed orientel-
food spec1allt1es, timber and timber products, fish and fish pro-
ducts. | i |
Beginning in 1971 through 1973, ERS in cooperation with USAID .
‘ and GVN conducted a series. of studies addressed to the production.
‘and marketlng potential of SVN agr1cu1ture.~ These studies showed

a significantly undeveloped potential for the products enumerated ::

- 63 -



‘above. However, these studiee also demonstrated the need for effec-
tive natipnal production and land use policies, as well as an active
program of'in-countryrtechnical=assi$tance5tb\realize the potential.
GVN recognizes these needs, but is hampered somewhat by the continued
hositlities, which is a factor in all p011c1es, plans, and- actlons./
Therefbre, except for the contlnued hostilities, SVN appears to -
be in an idéal position to concentrate on its need to strengthen.‘
its foreign exchange position. The placement ot Foreign Trade
-Officers (FTO's)Vin the anpropfiate'countries to assist: in marketing
and promotion of SVN products is a logical step.
Given the studies, the market, the prodUction potential, and
the plaeement of FI0s in: foreign countries, all will be of no avail
unless a strong backstop effort is provided in SVN. Such a beck—
stop_effott’must-include an energetic;efﬁective, fast acting and .
coordinated authority in GUN, the full cooperation of potential
exporters, and-a willingness ofithe GVUN and the businessman to motre -
than meet the competltlon in fbremgn markets. ‘TherefOre; the
existance of an-effective backstop effort is a funHamental requ1re-w:
ment and is a basic assumption underlying this proposal.
" This proposal takes the PIO/T. (730-11-140-291) as the point of - -
- departure for development\oflthetintensive_tfaining program frane~if"
‘work. (The stated objective in thé PIO/T is:
| - "to train en 1n1tial'carefu1fy selecte& cadre ef 157
Foreign Trade Officers, who will be. competent to serve '
as Attaches in selected Vietnamese Embassies and SRR

Consulates n
‘]-



As.stated in the PIO/T, it is anticipated that the FIOs willlbe
placed in countries having the most attract1ve market potent1al
fbr V1etnamese products.. SVN desires the FTOS to be -

”competent, technically trained, skilled 1n-obtaining

and analyzing foreign market information, promoting

Vietnamese products and 1mplement1ng a sound program

of export expansion."
_ GVN and USAID ant1c1pates that this tra1n1ng progra.m w111 serve
as a guide for future tra1n1ng programs The PIO/T recogn1zes the
des1rab111ty of pre-planned ass1gnments 1n selected fore1gn countries
.where experlenced.personnel could prOV1de gu1dance It ls assumed
that a training program would cont1nue for 6- 8 months w1th directed
work experlence runnlng concurrently The PIO/T makes clear the des1re
to 1nclude as much pract1cal exper1ence as is p0551ble rn the

\tra1n1ng program

The Role and Work of the Forelgn Trade 0ff1cer

The FTO 1s conce1ved as only one 11nk in the vast pr1vate and
public mach1nery geared to the sale of SVN products 1n forelgn
;"markets. The basic role of the FTO is found in the development

of these markets, as he re51des and works 1n the1r env1ronment
nThus the FTO flnds h1mself fulf1ll1ng many closely related roles
Most of them are enumerated below.
.D1scover-and promote the SVN commercial interests.,
".Help SVN businessmen make contacts and sales. '
.Discover, appraise, and report on the compet1t1ve situation
for SVN products. - _ _
.Remove or reduce obstacles to trade e

.Brief prospective suppliers on- the market and p0551b1l1t1es
for sale of SVN products.

'



: Develop contacts and prOV1de adv1sory service to fore1gn
“businessmen.
.Report events and s1tuat10ns which may result 1n new markets.
.Handle complaints on guality and specifications. -
~.Make talks or lectures as requests warrant.
.As a member of the SVN official family, advise the embassy
or consulate on .the economic and political fea51b111ty
of various actions, . for- example, trade agreements.;
To fu1f111 these many roles the FTO obv1ou51y, must be well
Itralned in a broad spectrum of top1ca1 areas, many of whlch can
~only be learned through actual exper1ence Nevertheless the learnlng
process through experlence can be greatly ‘expedited and made markedly |
“ more effectlve through 1nten51ve tra1n1ng in preparatlon for the)
various jOb roles. To this end these objectlves are directed.
_ | ObJect1ves
Given’ the 1nformat10n prOV1ded by the PIO/T the following obJec—
tives seem approprlate. “
1. Provide tra1n1ng in obta1n1ng and analyzlng forelgn market |
1nformat1on.
| 2 Prov1de tra1n1ng in the development of a sound program
for openlng of markets for Vietnamese exports . | o
3. Prov1de tra1n1ng in promot1on and salesmanshlp methods o
in forergn markets._\ | ' ‘ | | '
: 4 PrOV1de tra1n1ng 1n JOb and prOJect management in a forelgn
country | | | o
5. Prov1de tra1n1ng 1n understandlng the SVN export potentlal

Tralnlngfby Stages

thh the: above obqect1Ves to guade the tralning program the call
‘ '1s for an Experlence Related Tralnlng Program (ERTP) “

./_7
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This proﬁoSal suggests four stages of training to accomplish
the objectives.

Stage I Training in Fundamentals --10 weeks

v . Stage II  Foreign Country-Experience -- 5 weeks
| Stage 11T Market Development and Promotion | --14 weeks

Stage IV Job Management and Persona11Conduct -~ 3 weeks

| | Total = --32 weeks

Stage I - Tra1n1ng in Fundamentals

The purpose of th1s stage is to provide the needed basic infor-
mation for the subsequent stages. Complet;on of it w111_assure a
uniformity of knewledge by all trainees.

Stage I is composed of three cempohents:

(1) Introduction would require about one week to explain

‘the training program, describe the work of an FDD,'collaborate on
the SVN trade policies, and provide an overview of the'SVN_export _
potential. - Its purpose would be to orient the trainees to what. is
to fbllbw; The details are deﬁonettated more elabotatelysbn the_'
attached flow- chart | |

(2) The fundamentals are divided 1nto three sect1ons wh1ch

weuld be handled more. or less concurrently and should requ1red

about 8 weeks to complete There is an A section coverlng appl1cable
.-_concepts and cap1ta1 pTOJeCtS analys1s, a B section coverlng market
intelligence and eommunlcat1ons, and a‘Q sectlon cover1ngﬁan in-

‘plant experience. It is anticipated that two instructors would be.

_-_.67'- .



needed for the fundaméntals component, one for'the élseCtion'ehd

one for the B section. It is assumed that a locally developedlplan
would be worked out for the method of handling the C section.
However, the Q_section should be closely related and dependent
“upon sections A and B. A typlcal day is envisioned to be as
follows: | | |
0800 - 1000 Applicable coﬁceptscn'cepital projects.enalysis
1000 - 1200 Market intelligence or eommunications |
1400 - 1700 In-plant experience'
A typical day fot:Stage-III would be very similar to the above.
Even though the trainees may have had basic econiomics and
statisties, the applicable concepts section is considered to'be a
necessary requlrement as much of the work that follows depends

‘on all trainees hav1ng a simllar knowledge base.

(3) The problem for Stage II: The purpose here is to

* prepare the prospective FTO for his foreign couhtry_expetienCe;-"
‘The boundaries ‘of the assigned problem should be sufficiently ** -
limited so that the trainee can work it com@letelyjthrougﬁﬁih SO

far as he has been‘taught‘in the three sections under Fundamentals.

Not only.shduldithe'traihee be ready for his foreign country exper-’

" jence, but the appropriate offlces and persons in the selected foreign
| country w11l ‘be invaluable to the future tra1n1ng as it is a’ ) Tost
-effective method'for'br1ng1ng reallty 1nto’thetERTP.‘(See thetFIOW
thait). . . S .



f

Stage II - Foreign Country Experience

The purpose of the on~the§job experience in a foreign country is
to gain first hand knowledge and experiencelabout the export potential
in the country selected. .

A likely problen for the trainee would be: "Assume the country
'in questions is a potential market for a seIected,VN product, and
~ the EDC wants an appraisal of the market'so_it can most accurately
advise the SVN potential exporters."

It is expected that this stage would require four weeks in the
~selected country and one week in travel status. .‘

.Involved‘in this stage would be: establishment of_headquarters,‘
assignment of coumselors, collection of data,‘anaIysis of data,n
making recommendatiens, and developing an acceptable report. |

Upon.return to Vietnam each report should be closely.scrutinized,
each trainee should be questioned closely for his experiences, and '
advice freely given for improvement (See the Flow Chart)

Stage III - Market Develcpment and Promotlon

The purpose of Stage III is to acqulre an ab111ty to develop
market outlets for SVN products and if the potentlal market appears
promlslng, to develop and 1mp1ement an effectlve promotlon program, -

’ Stage III is comprlsed of three concurrent act1v1t1es.. S1nce
1t is the core of the tralnlng program, at least 14 weeks in tra1n1ng
are- assumed to be necessary The three act1v1t1es are. concerned
with applicable ccncepts, with the practical prdeems, and-wlthi

work experience.



Applicable concepts relate to a model of a fotal’marketing
system, marketing structures and m;rket orgaﬁizaéion, consumer
behavior, and money and banking. a | |

Practical international problems include trade pol1cies and
customs, finance and credlt 1n5truments trade relatlonshlps,
,commodlty promotlon and program plann1ng. There are many sub-headings
under each of.thesé problems areas. (See the Flow Chart).

Experience in problem solving or decision making should be
carried out with a local exporter or a government, office.

gOne instructor may be able to handle Stage III provided.he'had'
4-6 shqrt%time consultants with international tradé’experiéﬁde.
However, it would be a very heavy load. Dividing Stage IT into
two daily periods would result in a better product. Even so, two
or fhrée'consultahts_would be needed. A typical day would‘be
similar fo Stage I. | B : -

Stage IV - Job Management and Personai Conduct

The purpose bf‘Stage IV is to teach principles. of office manage-
ment and personal conduct in the assigned foreign country.

To complete this stage it is assumed that three weeks would be
required. - Included in Stage IV would be three Seétions-d§ wbu1&~Bé
fof 6fficé managéﬁenf; Ejfof peréonai'COnduct‘ and'Cﬁfbf a sumﬁéry'of
the entife-training’progfam. Probably one person, with some local
-l'ass1stance, ‘could handle all three sections. -

See the Flow Chart_for details.



 Manpower Summary

The following summary assumes one over-all project manager and

adequate assistance from GVN and businessmen. Thus these. are

additional instructors.

 To teach applicable concepts Stage I - 8 weeks '
and research methodology -
To teach market intelligence Stage II 8 weeks
To teach applicable marketing Stage III 4 weeks
concepts o
To instruct on practical Stage IV 14 weeks ..
problems ' :

K

~ The Learning Experience - Suggeetions

The plan of mofnings devoted to classroom ectifity and after-
noons to directed practical experiences with an intent te cdmplete
the intensive learning in 6-8 months, dictates a carefuliy planned
"learnlng experlence. To be reaiistic, variety asﬁweil as relevance
in subJect matter, preplanned teaching methods and materials, 4 6
different instructors, and involvement of an apprdprlate number of
local businessmen.nith eipefience in internetionel fradelefe the
basic requlrements for conduct of the ERTP. Eecnfinstruetor‘in';'
developing the teachlng outllne for his 1ncrement should be prov1ded
&adequate advance time to prDV1de a syllabus and workbooks fbr the ‘
students. |

" Research in teaching netheds has effectively'demonstrated the |
value of problem-oriented class work. Finding practical examples

and refining themlinto problem exercises, while most'impertent,



will be ardiffieult assignment for the instructors. Therefore,

" the project leaders should allow for ample course planning time

in contracting with individual instructors. Scanning the appro-
priate literature, selecting references, developing a comprehensive
course outline, finding practicel problems to fit the principles
taught, converting these into work exercises, and deVeloﬁment of

a syllabus for trainee use is a large task. |

Various Comments

It is doubtful if the training program will be successful if
the trainees are expected to carry out any part of'their presentlf
assigned duties. Individual learhing will be maximized when the -
tralnee devotes full time to these studles. Because of the shert*
ness of the tra1n1ng perlod and assumlng full time devoted to these
studles, the most that can be expected is an understandlng of
concepts, operat1ng pr1nc1p1es, with some knowledge on how to go
about the tasks assigned. | | -

To maximize effectlveness the trainees should be prOV1ded an
adv1sory serv1ce for at least 1 2 years. "This- could 1nv01ve trlps
to SVN fbr counsel to 1nternat10na1 conferences and/or a

traveling superv1sor with home base in Saigon.



PFLOW CHART FOR BXPERTENCB RELATED TRATNING PROGRAM FOR FOREIGN TRADE OPFICERS - VIETNAM

-  STAGE I
INTROBUCTION . - . FYNDMENTALS
a
PURPOSE: To Explain the ENTP | - URPOSE: To Lay Groundwork for ERTP
»Baginning -App'chble Concepts *Market Intelligence .
--Course Plan : --Basic Economics ~-Market Research
--Expectations --Statistica}: Conepts Methodology
=-Materials Handout --Blemerits o Research --Sources of
-Job Description Methodo ) . Information
v --Foreign Trade Officer «Capital ProJects Annlysis --Cooperative
+SYN Forefgn Trade Policies --Concepts Arrangsments
--Bxports . -~Class Workbook With Nen-
==Imports -=Practical Problem Competitors
«=GVN Trade Structure : +Evaluation © ==Meeting the
|-S¥N Expart Potential o Competltion
--Overview ' . --Consumer
) Behavior
o ~=Persorial
STAGRE II PROBLEMS ’ : Intérviews
. . } --Iﬁ:rp‘reting '
. g ‘Data .
PEE Mopeltn Comery e eponst
. t Bxperience " Systems
- «Summary of Fundamentals " It
«Develop. Problem Statement .Evalyation
+Davelop Plan of Investigation R . i :
*Teip Materials and Instruction jrommmmsmannna- it
-Evaluation * |-In=Plant Studies VN Export Potantial*
. --Produn;ts of the Sea
~Products of the Land
-=Producta of ‘the Forest
'--Products of the Industries
*Done concurrantly with concepts and
intelligance sections

STAGE III
FOREIGN : QCOUNTRY EXPERITENCE

‘|PURPOSE: -Gain First Hand Knowledge and Pxperlence
:Headguarters Specified
«Counselors Assigned -
+Data Collection Plan

--Sources -

--Nature of the Market
--Competition

=-Price Relationships

«=Trade Channels

~~Regulations

+Analysis

--Chpital Project Evaluation = - Lo
=-5VN Potential and Costs

-Hecommendations ,
+Regort

--8ytle
--Content

+Evaluation

> | STAGE II Lo
T MQR!CE'I‘ DEVELOPMENT AND PROMOTION
PURPOSE: How To Develop Market Outlets and Bffective Promotion Programs
"AppTied Concepts _ +Practical Problems:
" ---Model of Total Marketlng - _=~International Trade Policies and Custmns
System i ~-Rinance and Credit Instruments.
=«Marketing Structures . +Money Markets
-«Marketing Organization +Letters of Credit
~-Imperfect Competition. - +Terms of Payment
--Consumer Behavior - A - #Claims Settlement
--Mmey and Banking. o ==Trade Relationships -~ /.
~-Evaluation +Vocabulary . S
' +Organizations

+Shipping Reguletions and Procedures
+Product Standarization .
lo Practices. . .

=~Commod1ty Prmtion
+Product Testing
+Test Marketing
+Trade Bxhibits
o ... tBxport Agencles.
A - +Personal Services
Coe +3iles Techniques
S * - -=-Program Plan
: +PBRT
+CPM
) ==Bvaluatiaon .
*-Experience ‘of Assigned Problam-
“ ws0ffice. of THers . -
":0ffice of GWN Ministry

_ STAGR IV
' J0B MANAGRMENT AND ;FPERSONAL CONDUCT

"0ffice Mana ament

PURPOSE: To Teach Principles of Office Management

Pergonal Conduct

--Files and -Records . :
--Export Reference Center

-=Commumications

. --Forsigm loyees .

© --Progrems, jeets and Budgets
~-Bvaluation

+ Personal Gonduct - '
--D1E10nnti(: Practice
--Job Description

~<Parsonal ‘Relations
--Hvaluation

Training Pragmm‘ Sumary

-sConcept Review
. ~Practicals Review '
==hwards

=-Bvaluation - BN o

N




" Relevant Studies

James L. Pearson. Fruit and Vegetable Marketing and Processing
in Vietnam - Potential Improvements. Field Report 15. ERS,
GVN and USAID. July 1972. _

Larry V. Summers and James L. Pearson. Demand and Cost Consid-
ations Affecting Oilseed Proce551ng Field Report 16. ERS,
GVN and USAID. July 1972. ' : ' '

Andrew A. Duymovic. The Poultry Marketing System of South
Vietnam. Field Report 17. Eﬁg, GWN and USAID, July 1972.

James L. Pearson and Larry'V Summers. Processing of Sugarcane

and Raw Susar in Vietnam, An Economic Appralsal Field Report

and USAID, July 1972.

Duane Hacklander. Swine Marketing in South Vietnam. Field -
Report 20. ERS, GVN and USAID. August 1972, -

Amos D. Jones and Floyd F. Niernberger. Grain Marketing in
South Vietnam. FDD Field Report 19. ERS, GVN and USKI%.
November 1972. :

Rex F. Daly, et. al, A r1cu1ture in the Vietnam Economy. A
System for Economic Analysis. Field Report 32. ERS, GVN,

- and USAID, June 1§‘7‘3

10.

11.

12.

13,

Clarence A. Moore. Transportation and Vletnam's Agrlculture
FDD Field Report 38.” ERS, GVN, and USAID. October 1973,

Howard L. Steele. Demand for Selected Vietnam Fish Products in
Singapore. FDD Field Report 31. ERS, GVN and USAID. May 1973.

Robert E, Frye, et. al.

g;ggrt QEBortunities_for Vietnam
Aﬁricultural Products in agan. Fle eport 36. R
an AID.  October 1973. o

Harold R. Linstrom, et. al. Export Opportinities for Vietnam
Agricultural Products in the United States.
35. ERS, GVN, and USAID. January 1974.

S. Blair Hutchlson; et. al. Export Opportunities for Selected
Vietnam Fish Products in Japan. FDD Field Report 43. ERS,

GVN and USAID. January 19‘74

S. Blair Hutchison, et. al. E

Timber Products In Japan, Korea, Taiwan, an §§gore.
Field Report 42. ERS, VN anH ﬁSAIDL February

- 74 -



gppendix 1T

TENTATIVE SCHEDULE FOR THE FIRST SEVEN ‘WEEKS

First week § second week:

Sep. 2 - Sep. 13 - 1974

Date
Mon, Sep 2

Tues. Sep 3

Wéd. Sep 4
Thgrs;'Sep 5
Fri. Sep 6=
Sat. Sep 7

_ Mon. Sep 9

Tues. Sep 10

Wed. Sep 11

Time

9:00-10: 30

© 9:00-10:30

9:00-10:30

" 9:00-10:30

9:00-10:30

9:00-10:30

9:00-10:30"

9:00-10:30

9:00-10:30

Thurs. Sep 12 .9:00-10:30

Fri. Sep 13

9:00-10:30

Course Orientation and Requ1rements Role
and Function of the Vietnam Export

" Development Center

.Speaker_' _
Mr. Tran-Thien-An
(Director-of EDC)

Mr. Le-Dung-Dan
(Vice Dir. of EDC)

Mr. Tran-Ha-Viet
(Chief of P and PR
Department) -

Mr. Nguyen-Tan-Huong
(Chief of Production

~and Devel. Department) 

MI' [} Homg-l-hml' Dim
(Mineral product
Specialist)

Mr. Nguyen-Dinh-Tuan

(Agricultural Product .

Specialist)

Mr. Mac-Nhu-Thanh -
(Forest Product’
-Specialist)

.Nk; Traﬁ-HquChihh
(Handicraft product)
Mr. Nguyen-Vinh-Truonh

(Fisheries products
Specialist)

Mr, Do-Daé-ThanH :
(Industrial Product
Specialist) '

Mr, Nguyen Ngoc- Lam

(In-country. procurement

spec1allst) '

- 75 -

Topic

Introduction to the
VIETNAM EDC.

Operatioﬁ of Marketing

Team v
Problems of Publicity
“and Public relation

Role of this depart-
‘ment in supporting

exports.
Exports of Mineral
products and its
difficulty

Exports of Agricul-

‘tural products .

Exports of Forestry

Products

Exports of Handl-‘,‘
craft products
Exports of Flsherles
Products a

Exports of industrial

- Products and Scrap

In-country Procure-
ment program



Third Week - Role and Function of the MITI

Sep. 16 - Sep. 21 -:1974 -

 Mon. Sep. 16  Role and Function Of:tne MITT

Tues. Sep 17 Problems of External Trade
‘ Development (Export and

Import)

Ted. Sep <18 Problems of Internal Trade

‘Development

- Thurs. Sep 19 -Administration'and Statistics
-+ of Export and Import -

Fri. Sep 20 .Commercial.&id
Sat. Sep 21 Problems of investment,

technic’-and supply in the
~field of hand1craft and

industry"

s M e w m m m = m om o= m m ow B w om

Se¢retary General
Nguyen-Van-Truong

or Mr. Nguyen-Huu- Phuog

Mr, Nguyen-Thanh-Bach

Mr. Lam-Kim-Dinh

Mr. Do-Duy-Chi |

. Mr. Hunh-Huu-Han
or Mr. Vu-Toan

Mr,;Tran—Van-De

Fourth Week-- Role and Funct1on of DeVelopment Agenc1es (Inst1tutes)

Sep 23 - Sep 28 - 1974

Mon. Sep 23 ‘Nat1ona1 COUnc1l for Export
Development (NCED) ~
and National Fund of Econom1c_
b - Development: (NFE o

Tues. Sep 24 General Department of Invest-
o ment and Development

Wed._Sep 25 - Industrlal Development Bank

(IDB)

- 'Investment: and Development
Bak (1DB Bank).

B Thurs._Sep_26 Agrlcultural Development y

 Bank (ADB)

Mr. Do-Huu-Ngoc(General
Secretary of the office)
Mr, Nguyen-Van- Hao .
(Governor) o

Mr. Nguyen- Trong -Hien
(D1rector)

‘Mr, Khuong- Huu -Dieu
(General Director)
. Le- Tan L01 (Dlrector)

| Mr.,. Nguyen Dang Ha1 |

" (Director)

—



Fourth Week - cont'.
Fri. Sep 27 Handicraft Development Center Mr. Dan-Huu-Nghiem

Sat. Sep 28  National Bank ‘ ~ Mr. Le-Quang-Uyen
‘ (Governor)

.Fifth Week - Role and Function of Export Supporting Agencies

Sep. 30 - Oct 5 - 1974
Mon. Sep 30 Industrlal Development Zone ~ Mr. Nguyen-Ngoo-Ty

(Director)
Taes. Oct 1  BExport Processing Zone - . Mr. L-Trong-Huu
' . (Director)
Wed. Oct 2 - National Institute for _ Mr. Phi-Ninh-Tam
o Standardization « ‘ (General Director)
Thurs. Oct 3 Directorate of National Mr, Pham-Viet-Bang
‘ - Resources | (Director)
Fri. Oct 4 = Directorate of Forestry Mr. Lo-Viet-Du
| Directorate General of Mr. Doan-Minh-Quaa
Agriculture -
Directorate of Economic Mr, Nguyen-Minh-Kai
~ Agriculture e
Sat. Oct 5  Directorate of Fisheries Mr. Nguyen-Minh-Kai
" Directorate of Animal ' _Mr. Nguyen-Gao-Nua

Husbandary and Veterinary

_Sixth Week -fRolo and Function of Export Supporting Agencies
Oct. 7 -Oct. 12 - 1974 |

Mon. Oct 7 D1rectorate General of Taxation Mr., 'Nguyen-Huy- -Han
(D1rector General)

Tues. Oct 8 D1rectorate General of Customs Colonel Cao-Van-Khanh
: (Director General)



- Sixth Week - ¢cont'.

Wed. Oct. 9 Commercial Port. . . - ‘ ‘Lieutenant Colonel
‘ (Tran- Thlen-Phuong)
Director

Thurs..Oct.10 Aifport and IATA (Directorate Mr. Director
of Civil Aviation)

Fri, Oct 11  Union of Conaigneesl_ M. Nguyeﬁ:th;anh
Sat. Oct 12 Union of transporting and Mr. President of the
S - custom declaring companies Union

Seventh Week ‘Role and Functlon of Export Supportlng Agencies
Oct. 14 - Oct. 19 - 1974
Mon. Oct 14 AIU VAR (Prlvate Sector) L Mif‘Directof 
Tues, Oct 15 ¢+ Directorate of Economics .. = Mr. Viph-Ninh .., -
Co Development (Ministry of C :
Foreign Affairs)

Wed. Oct 16 Embloyment'cdﬁmittee " Mr. Chairman
T R (Ministry of Labor) -

Thurs., Oct 17 General Department of Toﬁrism M?. Phan-Luong-Quang

Fri. Oct 18  Federation of héndicrafﬁmen: ':'MT' Truong-Van-Quy

and industrialists (Pre51dent)
Sat. Oct 19 Salgon Chamber of Commerce Mr. Nguyen van Kha1
SRR T TR AN ST e
Sat. Oct 19 Immlgrant Serv1ce SRR _;Lieutenant Colonel,

Chief of the Service



