
PAL.%$TINE TRADE CENTER 

Final Re~ort  
September 20*, 2004 - September 20* 2006 

Submitted per 

USAID Agreement # 294-A-00-04-002 14-00 

Palestine Trade Center (Paltrade) 

Date: 20-12-2006 



Palestine Trade Center - Paltrade 

PalTrade's Purpose is to lead the development of Palestinian trade as a driving force for 
sustainable national economic arowth. As the National Trade Promotion Oraanization. 
PalTrade advocates a cornpetithe, enabling business environment and is dedicated to 
improving trade competitiveness through trade promotion and capacity building. PalTrade 
supports the fostering of international best business practices and quality standards among 
professionals, firms and business organizations .PalTrade is the leading Palestinian private 
sector institution supporting an integrated national trade development plan based on the 
coordination of industry sector marketing and the development of Palestine's national business 
brand. 

PalTrade's Mission- Developing Trade Through: 

Advocating a competitive, enabling business environment 
= Improving trade competitiveness through trade promotion and capacity- building 
= Fostering international business practices and standards among professionals, firms and 

business organizations 
Providing trade-enabling knowledge 

PalTrade's Principle Departments Sustain The National Trade Support Network: 

Trade Policy: Managing issues within the economic, tax, legal and regulatory environment. 
Policy management, advocacy, and governance reform represent the key areas. We sponsor 
the Annual National Economic Dialogue Conference to ensure effective public-private dialogue. 

Trade Promotion; The essence of the national trade support network is captured in the Trade 
Promotion activities. Overseas offices, trade shows and special events, marketing, 
communications and public relations. Builds and enhances the Palestinian national brand. 

Trade Development: Economic growth initiatives, capacity-building, training, technical 
assistance and sector development. PalTrade promotes professional management through 
training, certification. 

Trade Information: Collectina. analvzina. and disseminating commerciallv valuable 
information lies at the center o f~ rade  lnf&nation department. It hosts the iibrary, central 
database, and international database linkages for private sector use. 



Trade Development Department 

As an integral component of PalTrade's mandate, the Trade development Department consists of two 
key functions being: 

Sector Development: This consists of four sector managers who set the fiamework for all bade 
development and promotion activities in addition to providing export advisory to finns within 
their sector. 
Training Division: Depending on the scope of baining programs, this division consists of mainly 
three staff members who in response to identified training needs assess available capacities to 
execute various training programs. 

Sector Planning & Development 

Objective: 

To develop strategic plans for the development and promotion of targeted sectors and support to 

key sectors 

Impact indicators: 

Completion and maintenance of 5 sector plans 
Production of export packaging guides 
Stone sector environmental assessment 
Merchandising and sales support in furniture 
New sector re-h (garments, handicrafts & conshuction) 

Work started in Identifying and utilizing sound and reliable sources of market information as 
input for the sector development plans. Followed by Analyzing and incorporating critical maiket 
variables in each of the above sector marketing plans and then reviewing the strategies with 
corresponding sector I industry associations 

Sector Trade Development Strategies have been fmalized for the stone and marble sector and the 
furniture sector and the tourism sector. A master trade development strategy has also been developed. 
In addition, the Trade Development Department supported the development of three agribusiness 
trade development strategies - cash crops, processed food, and olive oil. 

Develo~ine Sector Briefs: 

The update of economic sector information was in the form of sector briefs. Briefs detail the 
chacteristics of the most important economic sectors in Palestine. A standard structure for the briefs 
was developed in the format of an outline, so as to collect comparable information for each economic 
sector. The briefs include information on: market and completion, products and services, industry 
trends, sector output and capacity, sector structure, a sector map, employment key industry ratios and 
other information. 



The stone and marble industry has been chosen as a pilot for the development of the fmt sector brief, 
one of several steps taken towards the initiation of this development was Palhades' participation in a 
series of Stone & Marble workshops which aim at better understanding the Stone & Marble cluster. All 
in an effort to launch the right type of initiatives which will help in its development. The workshops 
were organized by The Development Alternatives Institute, (DAI), and brought together representatives 
of the Palestinian Union of Stone & Marble, PalTrade and other organizations. Palhade also participated 
in the IT sector meetings organized by DAI. The workshops discussed cooperation between 
stakeholders for the common goal of developing the stone and marble cluster. A series of workshops is 
planned for the near future, in an effort to gradually develop an overall sbategy for the stone and marble 
sector and to strengthen cooperation. 

5 sector briefs were developed for the following sectors: 

1 - Cash crops 
2- Furniture 
3- Stone and Marble 
4- Garments and Textiles 
5- Tourism 

Ex~orter Services 

Objective: To provide exporters w~th export development support in tenns of hade leads, 
communications, logistics, information, and advisory services. 

Performance & I m ~ a c t  indicators: 

Needs-based logistics, communications, promotion, advisory, or information support to at least 20 
exporters 
develop comprehensive programmed approach for providing sustainable export services 

Achievements: 
Provided trade contact for Palestinian ceramics and handicraft sector with a Danish compiny 

(PalPot) with an interest in importing Palestinian ceramics and other handicrafts. PalTrade 
established contact with the handicrafb associations in Hebron and Bethlehem, which represeat a 
number of handicrafts suppliers. The Danish fm purchased a number of samples from Tamimics, a 
Hebron ceramics establishmen6 and other fums and discussed future order and shipping 
arrangements, and visited a number of suppliers. 

Jordan Market Entry Program: Visits to companies were completed, three interested f m s  
from Gaza, and three to six interested firms from the WB have joint the program, the process is 
ongoing for collecting their data and products' specification. Amman Trade Office is preparing 
the market overview for the participants' possibility for more visits to additional companies 

Market Information & Research: 
The Market Access program has conducted and fmalized several market studies; including the 
following: 

.The Jordan market entrance study, for the benefit of a Palestinian company which provides specialty 
s~curity gates. The study addressed the overall prospects of the Jordanian economy, with special 



focus on the Jordanian construction sector. The study also addressed issues pertaining to 
distribution channels, transportation, borders, exporters and importers of similar products, and 
potential customers and product caniers in the Jordanian market. Currently and after fmlizing the 
study, an effort is being made to coordinate business meetings with potentially interested 
Jordanian partners. 

.A stone and marble market study: The focus of this study was on the types and quality levels of 
stone used in construction in the Jordanian market, the overall construction industry in Jordaa. 
demand isupply issues, competition, pricing, and other issues of relevance. 

-A market access study was conducted in the area of agribusiness, the study focused on potential 
marketability, demand, and overs11 access of agricultural products, particularly; strawberries, 
processed meats, and cut flowers into the Jordanian market. 

.Market access and feasibility studies were conducted for several potential projects: 
The construction and management of an exhibition center in Palestine. 
The opening of trade centers in both Algeria and Qatar. 
The idea of establishing a periodic exhibition, for Arab products in general. Such a 
regional exhibition will be tool to promote businesses in the Arab region. 

.The Market Access Program in Jordan has been continuously providmg trade information to 
Palestinian business people and companies, and to Jordanian and other companies, interested in 
the Palestinian markets and in Palestinian products. 

Israeli- Palestinian Textile & Garment B2B Conference 

Date: April 5,2005 

Location: Tel Aviv 

Sector (s): Textile & Garment 

Participants: Israeli & Palestinian Textile & Garment Companies 

Number of Participants: 22 Palestinian Companies & 21 Israeli Companies 

About: 

It's a Business to Business meeting between The Israeli and Palestinian textile companies in order to 
maximize the Palestinian marketing opportunities and sales in the Israeli market. 

Goals and Achievements: 

Number of Attendees: 22 Palestinian companies and 21 Israeli companies. 
9 Palestinian companies revitalized their business relations with Israeli companies and identified 
possibilities for future cooperation. 
75% of Palestinian participants have closed business deals or potential near future deals. 



Israeli- Palestinian Handicrafts B2B Conference 

Date: July 12,2005 

Location: Tel Aviv 

Sector (s): Handicrafts 

Participants: Israeli & Palestinian Handicrafts Companies 

Number of Participants: 3 1 Palestinian Companies and 15 

Israeli Companies 

About: 

It's a Business to Business meeting between the Israeli and Palestinian handicrafts companies in order to 
increase marketing opprtunities and sales in the Israeli market, as well as the international markets, since 
many Israeli trade companies enjoy strong marketing channels in Europe and the US. 

Goals and Achievements: I, 
25 Palestinian companies revitalized their business relations with Israeli companies and identified 
possibilities for future cooperation through B2B meetings with Israeli companies. I 

British Designer's Workshop 

Date: May 8 - 12,2005 

Location: Ramallah and tour in other West Bank cities 
Sector (s): Handicrafts 
Participants: Embroidery Workshops 
Number of Participants: 8 Palestinian representatives 
About: 
The program inspiration evolved from the Palestinian 
~xhibit ion for ~ou"enirs and Handicrafts that was organized in November, 2004 in London at the Arab 
British Chamber of Commerce and in cooperation with the Palestinian Ambassador to the United 
Kingdom Mr. Affif Safieh. 

Goals and Achievements: 
12 visits were made to various Palestinian heritage institutions. 

of cooperation were investigated and discussed. 
8 Palestinian embroidery producers were visited, their work was observed by the designers. Fields 

Samples of desired work were given to Palestinian producers to constitute for future orders. 
A team was formulated to revitalize the Palestinian embroidery; this team will include the visiting 
designers and will be led by PalTrade. 
16 local associations were represented in the workshop. 11 
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Stephan Jones, one of the British designers who work with hats and bags, sent us some samples 
in order for Palestinians to put their embroidery on, and so he can exhibit them in one of his 
shows. 
We contacted one of the Palestinian designers in order for him to coordinate work between the 
designer and the Palestinian organizations. 
He did a great job by sending these samples to different organizations and completed the process 
by sending the ready samples back to London. 

Palestinian Quality Mark Program (PQM) 

Date: March 2005 - March 2006 
Location: Ramallah 
Sector (s): Food & Beverages 
Participants: Food & Beverages companies Number of 
Participants: 25 persons 
About: 
This program is the first of its kind in Palestine were a Palestinian 
institution worked closely with PSI to implement PQM requirements in industrial f m s .  ~urthe+ore, 
implementation of the PQM requirements will be the responsibility of the firm's under the supervi 
PSI local experts 

Goals and Achievements: 
Raise awareness of food processing firm's managers and quality officers toward quality mark 
benefits and importance: through 3 awareness workshops held in Nablus, Hebron and Ram ah. 
Qualify firm's technicians and engineers in terms of Quality Mark requirements: through three 
training sessions held in Nablus, Hebron and Ramallah. 

"r 
Implement Palestinian Quality Mark system in selected food f m s :  support 20 selecte 
firms to implement Quality Mark System, these companies were identified according t 
commitment and ability which should be clarified through the above mentioned phases 
program. 

Sector Planning Retreat: 

To start off the New Year of 2006 with a clear vision and realistic objectives, the Trade Devel&ment 
Department organized a Sector Plaming Retreat. The event took place on the 24th and the 25th of 
November 2005, in the Royal Court Suite Hotel in Ramallah, and brought together PalTrade empbyees 
from Gaza, Ramallah, and Amman offices. 

Retreat ObjecWes: 
The retreat's mast ~mpartarrt obMves include the following: 

To idcntlfy s t o r - b a r )  priorities for targeted productive sectors for PalTrade activities and 
service. 

To review and evalunk PalTmde7s activities in each sector and overall performance during 
m5. 
To dw&p sector based work plans for 2006 and PalTrade's overall work plan for 2006. 



To bring PalTrade staff towards a collectively clear understanding of achievements and challenges 
faced by the Palestinian economy in general and each economic sector in particular, and discass 
potential strategies and plans. 
To achieve staff bonding, and create an overall harmonious work environment, through enhancing 
communication, and teamwork among PalTrade employees, and to get everyone on the same page in 
terms of understanding objectives, strategies, internal operations, and where PalTrade is today and 
where it's headed- all essential in achieving common goals and enhancing organizational culture. 

Main Retreat Activities: 
The retreat included intense presentations by the different departments including: 

Sector presentations: Presentations covered the following sectors: 
- The Furniture Sector 
- The Olive Oil, Agribusiness Sector 
- Stone and Marble 
- Tourism 
- Textile and Traditional Industries 
- Information & Communication Technology ICT 
- Pharmaceuticals 

The presentations showed the following issues: - Sector profile; a brief about the sector and the related trade associations - Sector Achievements in 2005 
= Sector development Strategy including vision, mission and goals. - Sector development priorities - 2006 

Sector work plan 2006 

Departmental presentations addressed the achievements of 2005 and presented visions and plans for 
2006, including the following items: 

Department strategy and approach 
Department Achievements in 2005 
Department plans 2006. 



Training Division 

Goal: To minimize capacity constraints identified through strategic development plans or through 

recommendations and evaluations conducted during the delivery of training programs. 

Training "Export Marketing Seminarn 

Objective: 

To allow the participating company representatives to have a better understanding of overall 

Export Marketing concepts. 

Key learning topics covered: 

Structure and trends of European markets: European Union (EU), European Free Trade 

Area (EFTA), and European Economic Area (EWR). 

How to identify potential customers in foreign markets. 

Potential products, distribution channels, communications polices, specifically in the EU. 

Development of foreign marketing concept & plan. 

Elements for successful trade fair marketing & the importance of event marketing. 

= Financial aspects of export marketing 

Intercultural differences of business communication. 

Services of SPPO & how to benefit h m  these services. 

Performance & I m ~ a c t  indicators: 

Number of participants registered to be 25 

75% of the trainees should attend 80% of the haining hours. 

At least 70% of the trainees should positively evaluate the overall learning benefits received 

with respect to better understanding the overall Export Marketing concepts 

At least 75% should positively evaluate learning benefits received on key elements for 

successful trade fair participation and event marketing. 

Achievements: 

PalTrade has arranged for a three day Export Marketing Seminar between February 22nd 

and 24th at the Best Eastern Hotel in Ramallah administered by International Marketing 

experts !?om the Swiss Import Promotion Organization - SIPPO. 



The performance indicator was achieved through the attendance of 25 company and 

private sector representatives. Additionally, more than 95% of participants attended 100% 

of the contact hours. 

= 89% of participants positively evaluated the benefits received h m  the Export Marketing 

Seminar 

100% of participants evaluated the learning benefits received on key elements for 

successful trade fair participation and event marketing excellent and good. 

At the end of the third day, participants were given certificates of completion certified by 

the School of International Business of Switzerland, SIPPO and PalTrade. 

Training "Eagle of Management in the International Market Horizon": 

Objective: To provide Palestinian company representatives with the knowledge required to better 

manage their operations specifically their sales and marketing functions to better compete in the 

international and local markets 

Key learning topics covered: 

Professional Management Fundamentals for International Trade Business 

Effective International Managerial Communication Skills 

How to be Creative on the Job Conquer the Brain Drain 

Motivating your International Business Team 

Problem Solving with International Transactions 

Being Assertive at the Job 

Negotiating International Deals 

Performance & I m ~ a e t  indicators: 

At least I5  General Managers from WB&G should attend. 

At least 60% of the trainees should positively evaluate knowledge gained. 

. 

Performance & I m ~ a c t  indicators achieved: 

o 23 General and Marketing Managers from WB&G were able register and anive to Cairo, 2 

participants were unable due to complications in acquiring Egyptian entry visas 

o 95% of the participants attended 100% of the contact hourj 

o 86% of the trainees agreed that the training program has achieved the goal of acquiring the 

knowledge to better manage their operations specifically, their sales and marketing 

functions to better compete in the international and local markets 



o 91 %of the trainees believed that they could implement what they have learned during this 

training in their business operations. 

Navigating Export Procedures: MayJuly 06 

The training aimed to give representatives of participating companies a better grasp on overall Export 
procedures, includmg the understanding of different economic agreements which influence their 
businesses, In addition to the agreements on internal & external crossing points. The workshops 
conducted in five cities, including; Tulkarem, Bethlehem, Qalqilya, Jericho and Gaza 

- To increase the knowledge of the Palestinian companies on the steps of the export process 
including the bade agreements. 

- Increase the awareness of the Palestinian companies on the export procedures at internal and 
external borders. 

Target WOUD: 

General Managers, Marketing managers in the Private sector companies who are exporting or have the 
potential to export. 

-An agreement was reached with the federation of Palestinian Chambers of commerce to hold the 
workshops in coordination with the Federation in order to disseminate the information to most of the 
private sector companies. 

-During the workshop the participants discussed their personal experience in exporting and the main 
obstacles they faced during the export pmcess. 

-The participants requested that such workshops should be held regularly due to its importance to the 
Palestinian Exporter. 

Impact: 
-The training was held in Tulkarem , Jericho , Bethlehem , Qalqilya and gaza 

-The number of participants attending the workshops reached 143, the majority of which are h m  the 
originally targeted group (Genml Managers & Marketing Managers in the private sector companies). 

- 90% of the participants believed that they will be able to execute the knowledge gained in their 
workplace. 



International Computer Driving License - ICDL: 

A survey targeting more than 300 companies revealed that 97% of supervisors believed 
that introducing computer competency training for their staff would enhance their 
operational efficiency. Consequently, the International Computer Driving License - 
ICDL was identified as the optimal means of enhancing computer competencies within 
private sector companies. It is anticipated that 200-224 intern or entry-level staff within 
private sector companies will be able to benefit from the two-month training whose 
impact will: 

Raise competency levels in Information Technology. 
Improve productivity at work. 
Reduce user support costs. 
Enable employers to invest more efficiently in relevant Information Technology 
systems that maybe adopted in the future. 

The ICDL is a test of practical skills and competencies and consists of seven separate 
modules covering computer theory and practice, as follows: 
1. Concepts of Information Technology (IT). 
2. Using the Computer and Managing Files. 
3. Word Processing. 
4. Spreadsheets. 
5. Database. 
6. Presentation. 
7. Information and Communication. 

The validity of ICDL certification is underpinned by its worldwide acceptance as a 
benchmark for core end-user bmuuter skills within various entermises or institutional 
environment. Rigorous Syllabus definition and test development processes together with 
continuous auditing of test administration procedures ensure the quality and validity of 
the ICDL certification. 

Objective: To advance computer competencies within IAP pool of beneficiaries 
and entry level staff within private sector 

Performance & Impact indicators set: 

200-224 trainees participate and successfully complete the training on behaIf of 

their companies 

At least 80% of trainees get ICDL certification 

At least 70% positively evaluate the knowledge gained 



Performance & Impact indicators achieved: 

200 trainees registered for the program in West Bank and Gaza Strip 

195 trainees completed more than 77% of required training hours 

Number of tests administered for the 7 modules is 101 5 by 171 trainees; 86% 

of those tests were completed successfully with a passing grade. 

A minority of trainees were unable to complete the testing due to other 

obligations and external variables to attend on coordinated dates. 

74% of the total number of tests administered resulted in the acquiring of 

UNESCO's International Computer Driving License for 96 trainees. 

89% of trainees believed that ICDL was directly related to improving their 

workplace performance as such positively evaluated the knowledge gained 

through the program. 

Following PalTrade's pioneering of this program, several other organizations 

have begun to offer ICDL training programs in the West Bank and Gaza Strip, 

increasing the benefits and accessibility of this training. 

Business Etiquette Training Program-Cairo 
Cairo: 30 September to 5 October, 2004 

Business Etiquette of Fundamental Professional Leadership Skills for Professionals in the 
Business Market. 
In order to continuously support the development of qualified pool of 
Palestinian professionals, Paltrade and Wood Industries Union 
organized the Palestinian training mission in Fundamental Training 
was held by the Protocol & Etiquette Academic Center of Excellency 
(PEACE) Center in Egypt, and funded by Islamic Development Bank. 

More than 20 furniture support industry executives registered and pre- 
- - 

paid for the training, however only 9 were able to escape the tight Israeli grip placed on 
travelers out of the Gaza Strip. It  is worthy to note that this group was held for more than 
10 days on the Rafah exist point in order to cross over to their training venue. 
Successfully, the 9 participants were able to complete the training and create their own 
company's development plans that will eventually improve their management and 
marketing practices in order to have more professional presence in the marketplace. 
As a consequence of their positive evolutions, the participants also recommended hture  
complementary workshops to be conducted by the PEACE center on: Projects 
managements, Orientation for new employees. Office management, marketing and 
communications 



Export Marketing Seminar 

Date: February 22 - 24, 2005 

Location: Ramallah 

Sector (s): Cross Sector 

Participants: General and Marketing Managers 

Number of Participants: 9 

About: 

A three days training program under the title of "Export Marketing Seminar", aiming tq 
allow the participating company representatives to have a better understanding of overall 
Export Marketing concepts administered by International Marketing experts fiom the 
Swiss Import Promotion Organization - SIPPO. 

I 
Goals and Achievements: 

Number of participants registered was 25, majority of which were from the 
targeted group profile. 
More than 95% of participants attended 100% of the contact hours. 
89% of participants positively evaluated the benefits received from the Export 
Marketing Seminar 
100% of participants evaluated the learning benefits received on key elements for 
successful trade fair participation and event marketing excellent and good 

Sales Strategies and Techniques 
Date: July 3 - 7,2005 

Location: Cairo - Egypt 
Sector (s): Cross sector 
Participants: Sales and Marketing 
Number of Participants: 23 

About: 
It's a five days training program 

Managers 

under the title 
"Sales Strategies & techniques", the program was designed to prepare sales professionals 
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with essential management skills to enable them to compete and grow in today's 
professional environment. It introduced the principles of sales activities and knowledge 
and skills needed by an active sales force to function effectively. Administered by the 
American University in Cairo & TAM1 in Gaza. 

Goals and Achievements: 

23 participants from West Bank & Gaza attended the 5-day training program in 
Cairo. 
100% of participant's believed that the training achieved its learning objectives of 
gaining the essential knowledge to better understand reasons for sales decrease 
and how to overcome them through better sales management techniques. 
100% of participants believe that they will be able to execute the knowledge 
gained with in their workplace. 

Maximizing Trade Fair Benefits 

Date: July 2005 - January 2006 
Location: Hebron, Nablus, Ramallah and Gaza 
Sector (s): Cross sector 
Participants: General Manager & Marketing 
Managers & employees 
Number of Participants: 15-20 participants1 City 

About: 
Administered by PalTrade staff, four training 
programs took place in major cities (Hebron, Ramallah, Nablus and Gaza) the duration 
for each training program was two days. The training aimed to enhance company's 
capacities in maximizing the benefits from participating in trade exhibitions. . .I 
Goals and Achievements: 

80% of the participants agreed that they gained the experience on the exhibition 
organization. 

After the closing of the training course, each trainee achieved a project document 
for an exhibition that has close relation with his work in the aspects of budget, 
work plan, intensive information about the exhibition and selection of location 
and suites design in exhibition. 



Training "Eagle of Management in the International Market 
Horizonn : 

Objective: 
To provide Palestinian company representatives with the knowledge required to 
better manage their operations specifically their sales and marketing functions to 
better compete in the international and local markets 

Key learning topics covered: 
Professional Management Fundamentals for International Trade Business 
Effective International Managerial Communication Skills 
How to be Creative on the Job Conquer the Brain Drain 
Motivating your International Business Team 
Problem Solving with International Transactions 
Being Assertive at the Job 
Negotiating International Deals 

Performance & I rn~ac t  indicators: 
15 General and marketing Managers from WB&G 
At least 60% of the trainees positively evaluate knowledge gained. 

Performance & Impact indicators achieved: 
23 General and Marketing Managers from WB&G were able register and 
anive to Cairo, 2 participants were unable due to complications in acquiring 
Egyptian entry visas 
95% of the participants attended 1 W ?  of the contact hours86% of the trainees 
agreed that the training program has achieved the goal of acquiring the 
knowledge to better manage their operations specifically, their sales and 
marketing functions to better compete in the international and local markets 
91 % of the trainees believed that they could implement what they have 
learned during this training in their business operations 

Hospitality Training 

In ~ c t o b e r  2005 PalTade had signed an agreement with the Arab Hotel 
Association-(AHA), to conduct 7 training courses for line-level and supervisory 
level employees within the tourism & hospitality sector 
The training aims to Improve and develop Palestinian hospitality skills in addition 
to upgrading the marketing edge of the hospitality sector in Palestine as it is 
designed to increase professionalism in the service field. It targets Line level staff 
& Supervisor level staff in the hospitality and tourism indusby. 



69 participants participated in these training, majority of which are fiom the 
targeted groups. 



Trade Promotion Department 

PalTrade's Trade Promotion successfully managed several events during the period of 
this agreement . Unfortunately, other events were forced to be cancelled due to problems 
related to the political situation on the ground and to the suspension of the USAID 
agreement starting from March 2006. 

MARMOMACC International Exhibition-Verona 

Verona: 7-10 October, 2004 
In order to build on Palestinian participation in previous years, 
and to support and encourage the Stone and Marble industry in 
Palestine, PalTrade and the Union of Stone & Marble funded by 
USAID organized the Palestinian participation in the 
Marmomacc International Exhibition in Verona, Italy. 

The growth and emphasis on export potential was highly visible 
at the Palestine Pavilion this year's Stone & Marble Exhibition. 
The number of Palestinian finns, as well as the space of the 
Palestinian pavilion, doubled from 2003 to 2004 with ten 

companies exhibiting in spaces totaling more than 300 square 
meters. While the Palestinian pavilion hosted eight companies 
within a space of 184 square meters, a further two companies 
exhibited outside the Palestinian pavilion at independent 
displays. 

Exhibitors' goals at this event were to promote highly 
specialized Palestinian stone and marble products to identify 

i 
qualified for qualified customers and to sign agreements with 
international organizations. Feedback fkom participating 
companies was positive regarding the type of visitors and the 
potential of future deals. Eight of the ten participating 
companies actually closed deals at the event. Approximately ten containers were sold to 
destination such as the United States, Italy and France as a direct result of the exhibition. 

Trade Mission to Fitur Tourism Fair 

Date: January 26 - 30,2005 
Location: Madrid, Spain 
Sector (s): Tourism 
Participants: Hotels, Tour Operators, Travel Agen 

Number of Participants: 6 Companies 1 



About: 
PalTrade's Tourism Sector Manager attended the Fitur Tourism Fair on a fact finding, 
data collection, networking and pre event preparation mission. The actual Palestinian 
participation at Fitur was also quite strong this year with over six companies participating 
together with various public sector participations lead by Minister of Tourism and 
Antiquities, Mitri Abu Aita. Furthermore, through generous support from the Spanish 
Cooperation, a new Palestinian Booth was built which will now be used at key 
international exhibitions such as ITB Berlin and WTM London. 

Goals And Achievements: 
PalTrade representative met with the many media and travel magazines, several 

I 
key tour operators who could potentially help organize the Road Show 
over 50 new contacts ofjournalists and tour operators were identified for tourism 
events 

The loth Islamic Exhibition 
Date: February 5-9,2005 

Location: Manama, Bahrain 

Sector (s): Cross Sector 
Participants: Handicrafts, Food & Beverages 
Companies 
Number of Participants: 27 Companies 

About: 
More than 25 Islamic countries have participated in 
the exhibition which was inaugurated by the Prime 
Minister of Bahrain and the Minister of Trade and Economy as well as the Ministers of 
participating countries. 
The Exhibition was open only for Trade visitors in the first two days, and for the public 
in the rest of the exhibition. 
Displayed products were mainly: Pharmaceutical, security doors, metallic shelves, shoes, 
stone & marble, handicrafts, food products (especially olive oil), plastic products, and 
children toys. 
VIP visitors to the Pavilion were: Minister of Trade 7 Industry - Bahrain, Minister of 
Trade & Industry -Morocco, Minister of Municipalities-Bahrain, Islamic Center Head, 
Diplomats & VIPs. 

Goals and Achievements: 
Sales of 95% of displayed products (i.e. total value of USDl90,OOO) 
Business deals and agency contracts for 11 Palestinian companies 
Business contacts for potential business deals for 9 Palestinian companies. 
Executing custom duties exemption for Palestinian products 
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Opened a solid market for Palestinian products. 
Presented Palestinian industries in a comprehensive manner covering most of the 
industrial sectors. 
A Successful Public Relations Campaign, in promoting and creating awareness 
for Palestinian products and companies. 

BIT Exhibition 

Date: February 12 - 15,2005 
Location: Milan, Italy 
Sector (s): Tourism 
Participants: Hotels, Travel Agents 
Number of Participants: 5 Companies 

About: 
The representative was the Executive Director of ASTAP (Administrative Senices for 
Tourism Association in Palestine). With 5 Palestinian companies exhibiting in the event, 
PalTrade supported the ED of ASTAP to provide logistical support and full 
representation to the private sector at the event. 

Goals and Achievements: 
Continuation of the Fitur Mission was conducted 
Over 30 new contacts of journalists and tour operators were identified for tourism 
events 

Cairo International Exhibition 

Date: March 15 - 25,2005 
Location: Cairo, Egypt 
Sector (s): Cross sector 
Participants: Handicrafts, stone and marble, food and beverages companies and 
producers 
Number of Participants: 15 Companies 
About: 
PalTrade, led the Palestinian Parlicipation at the Cairo International Exhibition, the 
annual international exhibition that was held in Cairo, Egypt. This participation aimed at 
promoting national trade industry, developing international business practices, and 
establishing business relations with potential customers. It was also a place where 
companies were able to sell their products directly to customers. The Exhibition brought 
together 68 participating countries from all over the world. 
A total of 15 Palestinian companies from different sectors (Food and Beverages, Textiles 



and Garments, Handicrafts, Stones and Marbles and others) participated in this event. 
The Palestinian pavilion was 200 sqm. . The event was made possible by the generous 
fbnding from USAID and the IDB. 

Goals and Achievements: 

Business relationships were established between Palestinian Businessmen and 
Arab Businessmen and exporters. 
Contracts were signed between the Palestinian companies and interested potential 
customers. 
Communications and negotiations were made with potential business people and 
big importing companies 

Izmir Trade Mission 

Stone & Marble Trade Mission - Izmir, Turkey (April 2005) 

Turkey has a large quantity of marble reserves, which . . ._, d . 
include a wide range of colors. The Turkish marble shades 
range from very light gray to black and brilliant white. 
Turkey has proven probable and possible reserves of about 5 
billion cubic meter. In 2003, Turkey's annual block marble 
production reached 3.2 million tons and the production of 
finished products reached 1.2 million tons. 

Palestine shares similar colours of marble with Turkey. 
Following the Turkish steps in production will save the 
Palestinian stone sector time and expenses. The Izmir mission aimed at giving the 
Palestinian stone sector a closer look at the Turkish experience in stone industry fiom all 
aspects; the mission visited machinery production factory, stone processing facilities, and 
"Marble 2005'. 

Participants: Twenty seven Palestinian stone & marble producers participated in the 
mission. The trade mission was arranged with full partnership with the Palestinian Stone 
and Marble Union (USM). The USM was represented by his executive manager. Also, 
the chairman of the USM attended part of the Izmir Marble 2005, while PalTrade was 
represented by the stone and marble sector manager. 

Activities 

a. Visit to Mermer Kesme ve SIlme; M.K.S. (Machinery Factory for the Stone 
Industry): The technical team of the company illustrated the details of their 
machinery and answered the questions of the Palestinian manufacturers. 
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b. Visit to Federal Marble; (Stone Processing Factory): uncovered many of the 
surface finishing techniques, production practices, packaging design, production 
layouts, and waste management 

c. Visit to VING ve MAKINA; GURALP (Cranes manufacturer): The visit explored 
the technical aspects of crane manufacturing and design. 

d. "Marble ZOOSn, Izmu Trade Fair: For four days, the Palestinian delegation 
explored the participating companies' booths. They investigated new machinery for 
stone quany and processing. Looked into finishing techniques and enjoyed watching 
the latest trends in final stone products. 

Impact 

a. The companies were familiarized with "filling", a process used in finishing slabs, 
which reduces waste because of surface default by more than 90%. 

b. Arrangements with a finishing material company, specialised in filling process, were 
made with the company to support the transfer of the know how to the Palestinian 
sector. More details of the arrangements will be clarified during the coming weeks. 

c. In two deals, the support of PalTrade successfully reduced the price of two machines 
by more than 30%. The deals were finalized. Commercial conditions were set to 
maximise the benefits to the favour of the Palestinian side. 

d. In two other deals, the prices and the selling terms were successfully negotiated to 
assure the maximum benefits for the Palestinian side. 

e. The representative of a major Stone Producer located the machinery that perfumes a 
certain type of finish. 

f. Spare parts, blades, and consumables were quoted. Most of the companies expressed 
their high interest in buying because of high cost reduction. 

g. The quotes of the machinery offered to the Palestinian were well below previous 
offerings obtained by them ever before. 

h. In a survey conducted after the mission the followings were observed: 
o 5 participants closed purchasing deals to buy machines, parts, or other 

supplies during this mission, or expect to do so in the near future 
o 1 participant closed a deal to sell product during this mission, or expect to do 

so in the near future. 
o 11 participants believe that this mission provided them with an opportunity to 

meet at least one company that 1 would consider doing business with in the 
future, to buy. 

o 4 participants believe that this mission provided them with an opportunity to 
meet at least one company that I would consider doing business with in the 
future, to sell. 

o 17 participants believe that this mission increased their technical know how in 
finishing processes. 

o 22 participants said that the mission met my expectations overall. 



SALONE INTERNAZIONALE DEL MOBILE - Salone, Italy (April 
2005) 

Trade Mission to Salone exhibition was a rich opportunity for technology and knowledge 
transfer in the furniture sector. The duration of the mission was for seven days scheduled 
during the "Salone Internazionale del Mobile" exhibition in order 
to be exposed to latest in world furniture trends, styles and 
designs. The trade mission included exposure to best 
manufacturing techniques applied within Italian furniture 
manufacturers; networking Palestinian manufacturers and 
association with leading Italian hrniture manufacturers and 
trading counterparts. 
The mission was organized jointly by Palestine Trade Center- 
PalTrade and Wood Industries Union - WIU 

Participants: Ten Palestinian furniture and trade companies participated. Eight of which 
are based in Gaza, one based in Ramallah and one based in Hebron. 

Activities: 
a. Professional Exhibition Orientation Tour was conducted by Fierra Milan 

management, aimed to introduce the Palestinian delegation to the various sections of 
the exhibition. 

b. The Palestinian delegation visited "Federlengo-Arredo" the Federation of Wood 
furniture, cork and furnishing; were they had a meeting with Mr. Roberto Migotto- 
Chairman of Board, Mr. Flavio Tomaello -Manager, and Mr. Fabio Catellani - 
International promotion manager. During the meeting they showed interest in 
Palestine and they are willing to cooperate on bilateral beneficial issues. They are 
waiting to hear the required or proposed ideas for cooperation in terms of capacity 
building, joint venturing and marketing. Follow-up is requested on PalTrade's behalf. 

c. A meeting was held with Paola Govoni, editor for CSIL Milan "World Furniture 
International Markets review" and discussed the possibility of conducting specialized 
market intelligence reports for the fbmiture industry and other industries. Follow-up 
is requested on PalTrade's behalf. 

d. A meeting was held with Mr. Claudio Segantini, general manager of Brand srl, which 
is a large multi national furnishing company that is interested in opening joint venture 
with a local furniture manufacturer from Gaza. Results of the meeting were primarily 
focused on partially manufacturing products in Palestine and to promote and market 
the joint production in Palestine and the region 

Impact 
a. Each manufacturer brought with them new design ideas and techniques 
b. Learned about new material compositions 
c. Found new Successful techniques for exhibiting and display tools and ideas 
d. Exposure to developing-country models (such as Egypt) 
e. Established new contacts with international contractors for import export and I 

strategic alliance relationships. 
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Trade Calendar 

Date: December 3 1,2005 

Sponsors: Palestine economic Development Co., alternative 
Business Solutions, The National Beverage Co. Cocal- 
ColafMarawi, Palestinian Media and Communications Co., 
ARAMEX, Zawzya Design, Fleafel Co. for Trading & Textile 
Industry, PICTI, Zayt Co., Pharmacare PLC, Sa'd A1 Wadiah & 
Sons Co. 
About: 
For the second year, PalTrade produced the trade calendar. 
Useful trade information was distributed on 12 pages with the size of (70 x 100 cm). This 
wall calendar contained the finest pictures that represented different trade sectors. Each 
month had a different sector to repiesent. It also Eontained: 
List of local and international exhibitions. 
List of PalTrade's training courses, exhibitions, trade missions. 
Trade information regarding different sectors 
General information about industry associations 
It was distributed in 2000 different locations in West Bank, Gaza, Amman and other 
cities. 

Goals And Achievements: 
Useful reference for exhibitions and conferences 
Distributed to all targeted recipients 
Good promotional material for PalTrade 

The National Furniture Show was held this year for the second 
time in Gaza Strip, built on the success of the first show held in 
July 2003, the Show was organized by Palestine Trade Center 
- PalTrade and Wood Industries Union (WIU), hnded by the 
United Nations Development Program (UNDPIPAPP), United 
States Agency for International Development (USAID) and 
Islamic Development Bank (IDB), and mainly sponsored by 
Palestine Telecommunications Company (PalTel) and Yazgi 
Brothers Electronics. The Show too k place with success and 
as planned, where more than 17 local companies have 



participated in this national event to professionally display and sell their quality products 
with diverse ranges, the event was successful in attracting approximately 7000 visitors 
within its five days opening. 

Participation 
Total Space area: 2000m2 

Number of Exlribitors: 21 Exhibiting Space Area: 783m2 

Products & Services Exhibited: 

o Bedrooms. o Mattresses. o Business 

o Dining Rooms. o Interior Design. Services. 

o Tables & Chairs. o Furniture 

o Office Furniture. Design. 

o Baby Furniture. 

Number of Visitors: 7000 

Vkitors CIassifcations: 

o Trade visitors. o FamiIies. 

o Furniture o Couples-to-be. 

Dealers. o Corporates. 

Funding Partners & Sponsors: 

o UNDP 

o PalTel 

o Yazgi Brothers Electronics 

0 P-I-S 

o Contractors. 

o Architects. 

o Designers. 



Activities: 
The National Furniture show Grand Opening was privileged with the 
attendance of 350 VIPs; inaugurated by Mr. EIQedwa, Gaza Governor on 
behalf of PNA, and with presence of professionals and key official 
representatives. Minister of National Economy, Eng. Sinokrot has visited 
the exhibition, with the superior company of Ministers Dr. Sabri Saidram, 
Eng. Sa'd Kharma and Mr. Sufian Abu Zayda. Ministers have highly 
acknowledged the quality and variety of displayed products, and officially 
recommended limiting public tenders to local furniture products. 
The event this year had extensive media coverage through Palestine 
Satellite Channel, CNBC Arabia, local radio station "Alshabab" and local 
newspapers. The event's Sponsors were pleased with organization and 
outcomes and showed interest in fhture sponsorship for the exhibition. 

Market trend survey was conducted this year over a sample of 350 
exhibition visitors, feedback was positive t o  acknowledge the exhibition's organization, quality of 
displayed products and superiority of local production. Visitors have also expressed their interest in the 
Show and acknowledged it as a valuable opportunity for expioring new additions in the local furniture 
industry and meeting pioneer manufacturers. 

Reported direct sales in the exhibition were approximately USD55 thousands, which indicates almost 
25% decrease from the 2003 Show reported sales, this is significantly related the overall decrease in the 
society's purchase power and demand, however, more sales are expected afier the exhibition, as the 
exhibition was acknowledged by visitors as a viable opportunity for display and market positioning. 

On the other front, exhibitors were keen to participate in the Show, and have successfully managed to 
display new fbrniture collections within larger spaces, the net exhibiting area this year was 40 percent 
greater than previous show area. The exhibitors' survey revealed that more than 80 percent of exhibitors 
are interested to participate in upcoming national exhibitions. I 
Overall, the event was successful at all measures in terms of organization, promotion and attraction, and 
could present an additional successful step in the national exhibition industry. 
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Impact 
a. Exhibition Benefits 

Results were positive on the benefits part to show that more than 64 percent of exhibitors have met 
500 visitors during the exhibition opening days, more than half of them have made direct sales in the 
fair ground, and nearly 60 percent of them believe that the exhibition was a valuable opportunity for 
market positioning and promotion. 
As for measuring products' attractiveness, more than 60 percent of exhibitors have ranked kids and 
adults bedrooms as the most attractive products for customers, and nearly 70 percent of them have 
acknowledged quality and design as the most important factors for customers to take purchase 
decisions. 20% of exhibitors closed deals during the exhibition. 
50% of exhibitors sold directly to individuals during the exhibition. 
80% of visitors view the Palestinian products as at least very good. 
66% of the visitors buy furniture made locally 

b. Exhibition Organization 

More than 93 percent of exhibitors have evaluated the overall organization of the exhibition as very 
good and excellent, more than 70 percent of them have graded quality of offered services as very 
good and excellent, while the venue of the exhibition was 86 percent ranked between good and very 
good. 
More than half of exhibitors have evaluated the exhibition's promotional campaign between good and 
very good, more than 70 percent of them have graded the daily opening hours between very good and 
excellent, and almost 65 percent of exhlbitors have viewed the time of the exhibition as very good 
and excellent. More than 90 percent of exhlbitors have positively ranked exhibition's attractiveness 
and number of visitors between good and very good. Exhibitors have positively graded the organizers' 
technical support and consultations, were more than 86 percent of them have graded that between 
good and very good. 
Exhibitors have evenly assessed the duration of the exhibition (5 days) as appropriate and short, were 
half of exhibitors have recommended to extend the exhibition duration to seven or ten days, aiming to 
have greater marketing and exposure opportunities. 

c. Future plans and follow-up 

Almost 80 percent of exhibitors have showed their interest to participate in next Show; more than 85 
percent of them have showed interest to participate in the Show if it's held in the West Bank, while 
more than 60 percent have foreseen a viability to participate in international furniture exhibitions. 
As for exhibitors' future plans, nearly 80 percent of them have expressed their intention to develop 
and new products that meet market demands, almost 65 percent have seen studding new markets as a 
feasible action for market access, and 58 percent of exhibitors have recognized opening local 
showrooms as a viable future step for market expansion. 

Interpack 2005 - Diisseldorf, Germany (April 2005) 

Germany is located at the heart of Europe and considered 
the world's number one trade fair centre. About two thirds 
of the leading international trade fairs are held in Germany; 
130-1 50 international trade fairs are held annually. 
The success of trade fairs made in Germany can be 
attributed to the following factors: High professional 
standards of the organizers, global marketing for exhibitors 
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and visitors alike, the largest share of foreign participants anywhere in the world, long term concepts 
coordinated with business and industry and the highest standards in technology and service. 
The Palestinian mission to INTERPACK 2005 aimed at providing the opportunity to meet with over 
2641 exhibitors from more than 80 different countries and to get exposed to the new technology in the 
packaging machinery and to learn from the international experts in packaging. 

Participants: Fifteen individuals representing thirteen Food Processing companies, Pharmaceutical and 
Paper Industries, in the West Bank and Gaza Strip participated in Interpack 2005 trade mission. 

Activities 

a. Paltrade staff arranged meetings with German institutions to discuss potential cooperation with the 
organization in several aspects, mainly in vocational training and promotional activities. 

b. Potential cooperation with Paltrade in matchmaking opportunities with German andlor European 
partners and to facilitate the Palestinian participation in their activities. 

c. An introductory half-day seminar on Interpack 2005, conducted on April 7, 2005, in which about 12 
Palestinian businessmen attended the seminar where Mr. Ayman Abu Zarour, Mr. Samer Taher from 
Paltrade and Mr. Anan Anabtawi from German Chamber of Industry and Commerce Delegation 
(DIHK) intervened with informative presentations. 

Impact 

a. InWEnt representative demonstrates interest in any 
potential cooperation with Paltrade in matchmaking 
opportunities with German andor European partners and to 
facilitate the Palestinian participation in their activities. 

b. Mme Khairy promised to inform Paltrade with their 
programmed activities and to logistically facilitate Paltrade 
missions and activities in Germany through their delegation 
in Ramallah. 

c. Most of the food companies reached a primary agreements 
and/or serious contacts to buy new filling and packaging 
machines, spare parts, packaging materials. 

d. A factory in Hebron, Salah Company for industry and trade successfully achieved serious contacts to 
buy new filling machines. Follow up and complementary contacts should take place in the coming 
weeks, according to Mr. Khaled Salah The general director of the company. 

e. The same feedback collected from Al-Maslamani Co. for roasted nuts. Several serious negotiation$ 
took place with American company to buy a complete processing and packaging line for new food 
product, Food processing manager participates in the primary negotiations and withdraws in the 
advanced negotiation sessions. 

f. Al Sanabil Food Co. from Nablus and Nieroukh Co. Ltd from Hebron concentrate their research and 
visits to packaging materials, according to their feedback they achieved their objectives. 

Participants visited the Exhibition daily, commitment and seriousness were obviously noticed in 
participants behavior, they conducted business meetings with exhibitors fiom different countries such as; 
Italy, France, Germany, Japan 
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Local Trade Fan~iliarization Tour 

Date: February 15, 2005 

Location: East Jerusalem 

Sector (s): Tourism & Hospitality 

Participants: Hotels and Travel Agencies 

Number of Participants: 23 Israeli companies 

About: 

Upon request of the Arab Hotel Association, through there ongoing coopaation with the Israel Hotel 
managers Association, PalTrade was approached to support a farnilkkation tour to East Jerusalem for; 
Israeli incoming tour operators. 
In order to stimulate the return of pilgrims, freedom of access to all religaus sites in Israel and the 
Palestinian cities of Bethlehem and Jericho must be guaranteed at aU h s .  East Jerusalem, as a locatiw 
where many sites of interest to tourists exist, must enjoy fluid access fram the airport, other parts of 
Jerusalem and the rest of the country. Several meetings with Public sector officials were also conducted 
were most of the concerns were addressed. In an attempt to bring t q e r h e ~  tourism professionals from 
both sides. The Arab Hotel Association together with the Israel Hotel Managers Association agreed to 
take further steps that will help solve the issues of concern and bring about a new image by promoting 
Palestine and Israel jointly. 

Goals And Achievements: 

SOL Eleventh International Exhibition of virgin and extra virgin olive oil 
Veronalltaly (April 2005) 

The participation of 23 Israeli tourism professional was an accomplishment by itself. 
The positive cooperation and coordination between Israeli and Palestinian counterparts on rhe 
Institutional level 
Hotels, and restaurants visited were described by the guest as unique products with enough 
potential market at hand. 
New ideas were brought up. (Kosher meal production at restaurants and hotels). 
Folklore evenings requests by tour agents for their European market. 
Several group and FIT reservations were made w i t h  the first week. 

PalTrade's participation at the Sol international fair was 

originally intended to be a market exploitation mission. 

However, after several companies expressed serious 

interest in either Exhibiting or attending as trade visitors, 

the event scope changed. Exhibiting at the Sol exhibition 

was a great opportunity for Palestinian companies to both 

I 

' 
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meet potential buyers and penetrate the Italian market as well as to learn from experiences and 

competitive brands. 

Organized by the Palestine Trade Center, the event was made possible by the generous funding from 

ACDII VOCA, USDA and USAID. 

Participants: A total of three Palestinian companies participated in the event (one exhibitor and two 

visitors). The Palestinian pavilion was 32 sqm. Zayt, the only Palestinian exhibitor occupied a total of 27 

sqm with PalTrade booth occupying the remaining space. It was hoped that more companies would be 

interested in exhibiting but this event occurred very close to other similar exhibitions namely the 

Fabulous Four Exhibition in Dubai and the fancy Food Exhibition in Chicago (where 4 olive companies 

also exhibited). 

Activities 
As organizers of the Palestinian participation, PalTrade organized all the logistical preparations for the 

I 
event. Assistance included travel and shippi.ng logistics to booth construction and developing the 

appropriate marketing collaterals and giveaways. I 
Impact 
a. Zayt booth attracted many visitors including olive oil experts, hotel and restaurant owners, chefs, and 

other interested individuals. 

b. Zayt attracted people through offering food tasting which was very successful. The food included 

olives and olive oil, white cheese, hummus, labaneh, za'atar, and magdous. 

c. Participants attended a short training course on olive oil panel tasting which was extremely useful. 

d. More than 10 companies, mainly restaurants, showed interest in buying Palestinian olive oil. The 

company is following up with them. 

e. An Austrian food company is interested in importing Palestinian traditional food products such as 

olive oil, olives, white cheese, labaneh, za7tar, etc. 

f. Zayt Company's olive oil was tested by the International Olive Oil Council and was approved as 

extra virgin olive oil according to their standards. 

The Fabulous Four Agri Business Expo Dubai, UAE (April 2005) 

The Agri Business Expo has played a pivotal role in the development 
of the agricultural sector by introducing modem technology and 
equipment to producers in the Middle East region. In its ninth year, the 
exhibition features a wide range of Agri-related products and activities 
including date cultivation, general farming, landscaping methods, 
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Agri-chemical use, the latest garden implements, horticultural aids and pest control methods. 

GARDENEX Middle East Flower and Garden Show is a specialized floriculture show, featuring cut 
a 

flowers, flower care equipment, flower arrangements and related areas. The event is of particular 
significance in Dubai with the establishment of the US $300 million 'Dubai Flower Center', which is a 
world-class redistribution hub. This show is set to attract exhibitors from Thailand, Malaysia, Kenya, 
South Africa, Holland, France, Brazil and Venezuela, and is viewed as key to the floriculture industry in 
the Middle East. 

Participants: five Palestinian companies participated as exhibitors in this year's event. 

Activities 
Participants in this year's show were able to see the latest tools and technological developments available 
to them, they were also able to network with industry professionals and attend a series of specialized 
symposiums held during the event 

Impact 
a. Near East & Industry Company: An agreement to send a container of olive oil to Dubai was 

concluded, and other deals reached regarding the olive oil products and other trading products are 
also pending 

b. Al-Taybeh beer and Olive Oil Company: A meeting with the Spinney chain sales manager in Abu 
Dhabi, followed by a phone call with the General Manager; they informed them that they were 
interested in their products. They were asked for another visit to Abu Dhabi and will be scheduled 
later. 

c. Al- Maslamani Trade Company for Nuts: They stayed in Dubai for two days after the exhibition 
was over, and they are studying the possibility of opening up a branch i.n Dubai. 

d. Islamic Food Association: They are the number one sellers for cold cut meat in Dubai (20-25 tons 
sold monthly). There are negotiations to export to Saudi Arabia; however, the deal is not yet 
concluded. 

e. Vegetable Oil Factories Co.: The will send samples to oriental sweets producers so that they can test 
their product for further business possibilities. 

Exploratory Mission to Mainland China 

Date: April 22 - 26,2005 
Location: Guangzhou, China 
Sector (s): Furniture 
Participants: Manufacturers, Furniture Design and Manufacturing 
 umber of Participants: ?? Companies 
About: 1 The mission to Guangzhou I China took the form of five days professional exploratory mission to visit 
and study the business environment, dynamics, competitiveness and opportunities in the mainland China. 
The mission was mainly focused to visit the Chinese Export Commodities Fair (Canton fair), visit 
Chinese furniture manufacturers and meet professionals in the field. The mission also aimed at assisting 
two Palestinian manufacturers, Paltrade Members, whom are considered leading furniture design and 
manufacturing firms. The mission in general was a rich opportunity for exposure to world trends in 
furniture and mainly in the world's leading furniture manufacturing country of China. I 
Goals And Achievements: 



Understanding Chinese market trends, identifying products' competitiveness, opportunities, and 
useful trading links. 
Professional visits were conducted to more than eight manufacturers in the fields of office 
Furniture, home furniture, furniture hardware and accessories and auditorium furniture. The visit 
included visiting the showrooms, production lines and management premises of the Manufactures. 



4nth Marmomacc International Exhibition 

working in the natural stone sector. Celebrating its 40th edition, the 
International Natural Stone and Technology Exhibition was once again the leading international event in 
the natural stone sector and the essential appoinhue~it for all producers, operators and decision makers 
seeking success in an increasingly specialist and competitive context. Paltrade organized the Palestinian 
participation at this fair. 

Goals and Achievements: 

The Palestinian booth was visited by more than 30 potential customers. 
Palestinian exhibitors explored the participating companies' booths, investigated new machinery 
for stone quany and processing, and looked into finishing techniques and latest trends in final 
stone products. 
Contracts were signed between the Palestinian companies and interested potential customers. 
Arrangements with a finishing material company were made for the company to support the 
transfer of the know how to the Palestinian sector. 

Gitex Exhibition 

Date: September 25-29,2005 

Location: Dubai, UAE 

Sector (s): ICT 

Participants: ICT Companies 

Number of Participants: 9 Companies 

About: C 
This is Palestine's fifth successful participation at Gitex. This year's participation was funded by USAID 
and the IDB and has demonstrated that the momentum generated from continuous participation is quiet 
fruitful. Not only did the participating exhibitors achieve their goals, but also being present at the same 
place and the same time year after year have proved the Palestinian IT sector is up and running in spite of 



all impediments. The Palestinian Pavilion at Gitex is now living brand equity of the Palestinian IT 
industry. 

Goals and Achievements: 

Companies were able to achieve several accomplishments, most importantly signing of initial 
cooperation agreements with several Arab companies 
The Palestinian Pavilion at Gitex is now living brand equity of the Palestinian IT industry. 
Companies are interested and looking forward to participate at next year's Gitex 

Global Village - Jordan, Amman (June 30"' -August 7': 2005) 

For the first year, PalTrade lead the Palestinian Participation in 

the Global Village, the annual international cultural event that 

is held for the second consecutive year in Amman, Jordan. This 

participation aimed at promoting national trade industry, 

developing international business practices, and establishing 

business relations with potential customers. It was also a place 

where companies were able to sell their products directly to 

customers. The Global Village brought together 24 participating countries from all over the world and 6 

specialized Pavilions (i.e. women's pavilion, children's pavilion), each country took an average space of 

700 sqm. The event was made possible by the generous fimding from USAID and the IDB. 

I 
Participants 

A total of 32 Palestinian companies form different sectors (Food and Beverages, Textiles and Garments, 

Handicrafts, Stones and Marbles Pharmaceuticals and cosmetics) participated in this event. The 

Palestinian pavilion was 750 msq plus a separate area for a restaurant. 

Activities 

PalTrade organized all the logistical preparations for the event. Assistance included travel and shipping 

logistics to booth construction and developing the appropriate marketing collaterals. 

The theme of the Palestinian pavilion was Jerusalem wall, specifically A1 Arnoud gate. And each pavilion 

had a name of a Palestinian city. The registration booth was also present to welcome visitors, answer their 

questions, and distribute brochures and catalogues. 1 
The opening ceremony was held with the presence of the chairman of Paltrade Mr. Nafez Hirbawi and 

the CEO of Paltrade Mr. Sani Daher, Deputy Assistant of the ministry of Palestine National Economy 

Mr. Abdelhafiz Nofal, Dr. Ramzi Khoury the head of Palestine National Fund and the attendance of 7 
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ambassadors (Ambassador of South Africa, Romania, Italy.. .) and the previous minister of energy in 

Jordan and many significant others. 

Impact 

participating companies in PalTrade's activities. 

I 
a. Enhanced PalTrade's role in leading international events which in turn strengthened the trust of 

b. Promoted and introduced Palestinian products to potential customers. 

c. All products were sold out during the exhibition. 

d. Business deals were signed with at least 10 Palestinian companies. 

e. Communications and negotiations were made with potential business people and big importing 

companies. 

f. The exhibition lasted for a month and almost 50,000 people visited the Palestinian pavilion. 

g. The Palestinian pavilion won the fust prize for having the best management and internal 

arrangement. 

Arab American University Exhibition 
Date: May 19 - 22,2005 

Location: Jenin 

Sector (s): Cross Sector 

Participants: Food, Paper Products, Handicrafts, Banks, 

Service Companies 

Number of Participants: 60 Companies 

About: 

"Al ahd wal wafa" exhibition was organized by the students of the American University-Jinin and 
PalTrade. More than 60 companies (the largest in Palestine as of yet) exhibited their products and 
services to thousands of new customers at a fraction of the cost. PalTrade took the initiative of supporting 
and co-organizing this on campus, cross sector exhibition where business students were able to receive 
hands-on experience of delivering a real trade show. 

Goals and Achievements: 

Paltrade succeeded in transferring knowledge and applying practice to theory. Through, 
specialized lectures that focused on trade-show project-management, marketing, public relations, 
exhibition logistics and customer relations management, students were able to get in touch with 
the reality of what it takes to make such an event a success. 
Such intervention has clearly provided the students with tremendous motivation and gave them a 
real meaning to their education. 

3 companies were interested in becoming members. 5 companies showed interest in participating in the 
Global Village-Amman, and they are being followed up by membership department. 



Project Qatar:May 01-May04 

The 3rd international trade Exhibition for construction technology, building Materials, Equipment and 
environmental technology in Qatar. Which is one of the important international exhibitions specialized in 
construction and it provides a true opportunity for construction companies to get to know the latest 
technology of construction and is an opportunity to meet and build business relations with the major 
construction companies in the world 
Paltrade worked on organizing a trade mission to the exhibition for 12 companies working in the field of 
construction, but due to problems with the visa to Qatar the mission was canceled. 

Palestinian Participation at Chicago Fancy Food Exhibition Chicago 1 USA (May 
2005) 

The USA leads the world in olive oil imports after Italy and is the world's largest non-producing 

consumer of olive oil. It's import volumes have been near or above 

200,000 tons for the past five years, and its consumption is 

estimated at about the same volume, exceeded globally only by the 

large traditional producing and consuming countries Italy, Spain, 

and Greece. Consumption trends continue to grow, with an 

estimated average annual growth rate of about 7% over the past 5 

years. 

The mid western states in the USA are considered a promising market for Palestinian olive oil and other 

agricultural products due to the big Arab and Muslim community living in this area. More than 140 

thousand Arabs live in Michigan and more than 85 thousand others live in Illinois. Together with the 

western coast states, the Arab community in the mid west is considered the biggest among all other states. 

The idea of participating in this show started one year ago as all the implications done through the trade 

development plan have shown big interest and great potential in the US markets for the olive oil. 

Participants: Three Palestinian companies participated in the show as exhibitors and one company as a 

visitor under one pavilion called "Palestine" for the first time ever in an 

exhibition in the U.S.A. I 
3 6 
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Activities 
a. Advance Trade Mission 

Prior to the exhibition, a mission for three days was organized by the Project director and the 

sector manager to meet with potential clients in Michigan. 

Met with the two most important importers of Mediterranean food products in Michigan State. 

We held very important and fruitful meetings where we gave a brief on PalTrade's mission and 

the ATDP's intervention in the agribusiness sectors in general. 

Visited many retailers and groceries but none of them are importers and they buy their products 

from local distributors. 

b. Exhibition 

Saturday 23/4/2005: Anival to Detroit 

Sunday 2414: visits to retailers in Detroit 

Monday 2514: Meeting with Tut's International 

Tuesday 2614: Meeting with Jerusalem Food 

Wednesday 2714: Departure to Chicago 

Thursday 2814 - Saturday 3014: Preparations @ McCormick Place 

Sunday 115- Tuesday 315: Fancy Food Show 

Thursday 515: Departure to Amman 

Impact 
The exhibition was a real opportunity for Palestinian companies to promote their products and meet 

potential clients in an important and growing market like the U.S. 

There are several indicators that the contacts made before. and during the show will lead to business deals 

for the Palestinian companies. We have also asserted that several traditional Palestinian products such as 

thyme (Zo 'tar), labaneh, white cheese, magdous, olives, fieeka and maftoul are in high demand in the US 

market. 

Finally, and in order to map the most benefits out of this activity, we are persuading all participants and 

other members to contact other potential buyers they have met in the East Coast (NY and New Jerse.y) 

and the West Coast (LA and San Francisco). The following are detailed company achievements: 

a. New Farm Company 



They already have a distributor in Chicago and their objective is to enhance the relation with their 

new distributor and to find another one in Michigan. 

They were contacted by two importers from Michlgan and they gave them the samples and in the 

process of negotiations. 

They were contacted by a distributor from New York interested in olive oil and dried h i t .  

b. Near East Company 

They had the biggest space among the Palestinian exhibitors (200 square feet) and the company 

brought a big display designed by a Gennan company which gave the booth an attractive view. 

The company was contacted by around 6 interested companies from the Mid West, New York and 

Huston. The company is studying now the strength of each company to insure better iterance to 

the U.S. market. 

c. Al-Reef Company 

They used to have a distributor in the mid west (Ziad Brothers) but they faced some problems 

with him. 

They are looking for a new importer/distributor and they gave all their samples to a marketing 

company in Chicago who will look for the best importer/distributor in the mid east and other 

regions. 

d. Zayt Company 

Though the company's manager participated in the show as a visitor, he succeeded in contacting 

some importing companies during the show and one of them is an American leading company 

"European Importers" who are distributors of Italian, Spanish and Greek olive oil. He also sent 

Algeria International Trade Fair 01-09/06/2005 

The thirty eighth annual trade fair with more than 28 countries. 

Participating in this Trade show is the outcome of PalTrade's strategy in 

benefiting from Algeria's upcoming tariff exemption to Palestinian 

products. This successful market penetration marks a clear indicator of 

Palestine's private-sector ability in reaching new markets competitively. 



Participants: 14 Palestinian companies participated in the exhibition coming from different sectors 

including: cosmetics, agrifood, shoes, leathers, plastics aluminum, handicrafts, clothing and stone and 

marble. 

Activities 

The total exhibition space was 180 sqm where the entire space 

was sold out to Palestinian companies. 

Opening ceremony under the auspices of the Palestinina 

Ambassador Mr. Mohammad Keilani. 

Algerian President visited the Palestinian Pavilion 

accompanied with Algerian Ministers where exhibitors got the 

opportunity to demonstrate their products. The President was very impressed with the products and 

their quality. 

During the last three days, the Palestinian Pavilion was visited by a number of Foreign figures 

including the US, Yemeni, Cuban, Omani, Sudani, Qatari, Jordanian ambassadors. 
I 

On the sixth day, the Palestinian Minister of Economy, Mr. Sinokrot accompanied by a large number 

of local, Palestinian and international business executives inaugurated a National Day for the 

Palestinian participation which was followed by a dinner hosted the related Algerian Ministers. 

Impact 

a. The exhibition was major success to all participants where all exhibitors were able to sell all products 

they shipped to the site. 

b. Foreign and Algerian business leaders were very impressed with the quality of the products where 

more that eleven major export contracts were signed during the exhibition. 

c. As a result of the participation and since the Algerian Minister of Health and the Minster of Economy 

were very impressed with the quality of Palestinian made pharmaceuticals. It was decided to grant 

Palestine a whole pavilion during Health Week exhibition which will be held in late September. 

d. The following are details on some of the major successes during the exhibition 

Al-Salawa Co. for processed meat prodtlcls 

o There are three Algerian companies interested in signing with Al-Salawa as distributors 

and/or exclusive agents. 

AI-Islamiah Co. for processed meat products: 

o Sold 500 Kg of their products d u ~ g  the fair. 

o Al-lslamiah has two Algerian companies interested in their products. 

Nasser company for traditional prodtlcts 

o Signed a contract with Algerian Company to distribute their products in Algeria. 
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o Their products were well accepted by Exhibition visitors. All of their products were sold 

during the exhibition. 

Al-Hithnnwi for traditional food prodzfcts: 

o Sold 500 Kg of their products during the fair. 

o They have two Algerian companies interested in their products. 

Palestine Food Exhibition "zadna" 

Date: March 22nd - 25Ih, 2005 

Location: Ramallah 

Sector (s): Food & Beverages 

Participants: Food & Beverages Companies 

Number of Participants: 32 Companies 

About: 

The first of its kind in Palestine, on March 22nd, PalTradel ATDP successfully launched the exhibition 
Zadna 2005 under the auspices of the Minister of Economy, Mr. Mazen Sinokrot. The event exceeded all 
expectations during its four days of operations; more than twelve thousand visitors attended, among them 
were 1400 businessmen where many of them secure distribution and wholesale contracts of over $2.25 
Million. The exhibition was initiated with a press conference that attracted over 300 seniors and 
executives from the private and public sector in addition to 35 news agencies that covered the whole 
event. The organizers (PalTrade and PFIA) combined their efforts to project a favorable image of 
Palestine and its food sector and to create opportunities for Palestinian food manufacturers to access 
potential their target markets. 

Goals and Achievements: 

100% of exhibitors indicated a real interest in participating in Zadna 2006 
45% closed major deals during the show 
89% of exhibitors expect to close deals 

FRUIT LOGISTICA: International Trade Fair for Fruit and Vegetable Marketing 

(February 2006) 

Fruit Logistics 2006 is considered the biggest trade fair in its kind all over the world, it took place 
from 2 to 4, February, 2006 at the exhibition centre in Berlin.1373 exhibitors registered from more 
than 100 different countries and a total of 35 000 visitors. 
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This trade show provides industries involved in h i t  trading an opportunity to present their range of 
services from growing to selling. One of the main attractions of FRUIT LOGISTICA is that it is a 
compact, highly effective show focusing on specific target groups. In particular, it offers third-worId 
exhibitors marketing "exotic" produce as well as newcomers from Central and Eastern Europe an 
excellent venue for presenting their products to an international trade public and establishing new 
business contacts. Perishable fresh produce, fruits and vegetables make tough demands on logistics 
management. In addition to products, FRUIT LOGISTICA introduces the technical know-how and 
skills required for effective logistics. Retail POS handling of h i t  and vegetables is also a key theme 
of the show. 
Participation at the FRUIT LOGISTICA was originally intended to be a market exploitation mission. 
However, after several companies expressed serious interest in either Exhibiting or anending as trade 
visitors, the event scope changed. 
Anending the Fruit Logistics was a great opportunity for Palestinian companies to both meet potential 
buyers and penetrate the German market as well as to leam h m  experiences and competitive brands. 
Organized by the Palestine Trade Center, the event was made possible by the generous funding from 
SIPPO and USAID, A total of three Participants in the event. The Palestinian pavilion was 20 sqm. 
Palestine Economic Development Company, the only Palestinian exhibitor occupied a total of 17 sqm 
with PalTrade booth occupying the remaining space. (Full report annexed). 

FOTEG: Food Technology G m u ~  (Fehrnarv 2006) 

PalTrade organized the Palestinian trade mission to FOTEG exhibition held in Istanbul, Turkey in the 
period 23-26 February, 2006. Eight individuals representing 5 food processing companies in the West 
Bank participated in FOTEG 2006 trade mission. Apart from 208 companies from Turkey, there were 
298 companies h m  35 different countries from more than 80 different countries, which make a total 
of 506 exhibiting companies. 
FOTEG Istanbul is the only international trade fair in Turkey, where the following four headline food 
fairs run concurrently under one m f :  

FOOD TECHNOLOGY 2006: 13th Edition of International Fair for Food Processing 
Technologies & Equipment. 
FOOD PACK 2006: 6th Edition of International Fair for Food Packaging & Logistics. 
FOOD INGREDIENTS & ADDITIVES 2006: 7th Edition of International Fair for Food 
Ingredients & Additives. 

FOOD BAKERYTECH 2006: 3rd Edition of International Technology Fair for Bakery & 
Confectionary 

Heimtextil & Imm Cologne 

Heimtextil is the first trade fair of the year for home and contract textiles in the heart of Europe. This 

trade fair justifies its reputation as the indushy's number one meeting point. With a total of ten 

categories in the product sectors, each year in January, Heimtextil sets a benchmark for variety in 

width and depth. Its concept, however, goes well beyond that of a trade and order platform. Besides 

'big business', Heimtextil is characterized by consistent high quality and surprising innovations. Two 

aspects which touch and inspire the specialized visitors' senses in exclusively designed highquality 



areas once and once again. Rounded off by many events, Heimtextil communicates well-founded 

order security and serves as indicator towards trend-oriented products and all developments in the 

industry. 

PalTrade has participated in Heimtextil and 1MM Cologne exhibitions in Germany between Jan 9" 

and Jan 19Ih, this participation aimed at reinforcing the cooperation relations with The Swiss Import 

Promotion Program (SIPPO), exploring SIPPO's provided services and support to exhibitors fi-om 

developing countries and studding potential Palestinian participation at SIPPO's exhibitions. PalTrade 

has additionally exploited this mission to study global trends in home textile and furniture industries. 

Algeria International Exhibitionl-8/6/2006: 

The thirty ninth annual trade fair with more than 28 

countries. Participating in this Trade show is the outcome 

of PalTrade's strategy in benefiting fiom Algeria's 

upcoming tariff exemption to Palestinian products. This 

successful market penetration marks a clear indicator of 

Palestine's private-sector ability in reaching new markets 

competitively. 

Participants: 14 Palestinian companies participated in the exhibition coming from different sectors 
including: cosmetics, plastics handicrafts, Paper industries, in addition to 20 Businessmen. 

Activities 

The total exhibition space was 250 sqm where the entire space was sold out to Palestinian companies. 

Opening ceremony under the auspices of the Palestinian Ambassador Mr. Mohammad Keilani. 

Algerian President visited the Palestinian Pavilion accompanied with Algerian Ministers where 

exhibitors got the opportunity to demonstrate their products. The President was very impressed with 

the products and their quality. 

Impact 

o The exhibition was major success to all participants where all exhibitors were able to sell all products 

they shipped to the site. 

o Foreign and Algerian business leaders were very impressed with the quality of the products where 

more that six major export contracts were signed during the exhibition. 



Trade Information Department 

The goal of the Trade Information Department (TID) is to provide bade enabling knowledge as an 

integral component of PalTrade's mandate, TID aims to achieve this through the implementation of two 

sets of activities: 

1- Implement Enabling Systems: 

At the core of these systems is PalTrade's knowledge system that serves as a repository and a 

channel for timely and consistent two-track dissemination of information: to PalTrade's units in 

the West Bank, Gaza and abroad, and to stakeholders, locally regionally and internationally. 

Implementation of this knowledge system requires hardware, software and communication 

solutions, all geared towards providing an enabling environment for PalTrade's staff, management 

and stakeholders. 

2- Setting up of a 'First Stop Information Centern: 

The Center functions by receiving information requests h m  users and accordingly fulfilling 

information requests h m  its knowledge base. The Center's knowledge base itself was created at 

PalTrade as a result of information demand and h m  information generated by projects at other 

PalTrade departments. Building this referral system requires the establishment of close working 

relationships that build on information harmonization with local and international trade 

information sources. Knowledge of local sectors is also important. Up-to-date sector profiles and 

sector-specific databases will provide information needed for PalTrade's development work 

emphasizing export market e n Q  strategies. 

Implement Enabling Systems 

1.1 Complete the setup of tbe Centralized Database System 

Impact Indicators: 

All PalTrade Staff using the system to document all activities. 

PalTmde activity records & trade information centralized & easily accessible. 

Status on Activities: 



A web based interface has been designed, in which all the data is stored on the centralized data 

server. Application interface and data enhy forms were developed. 

1.2 Upgrade PalTrade website to an Information Portal 

Impact Indicators: 

PalTrade.org serving as a gateway to trade information. Infonnation is continuously updated 
Status on Activities: 
Content has been developed to include useful information for Members, Exporters and Overseas 
buyers. 

1.3 Upgrade Members Database Application. 

Impact indicators: 

Membership application running based on functional needs. 

Status on Activities: 

A complete record of PalTrade's members' information; 

1.4 Upgrade, maintenance, equipment for Paltrade systems. 

Impact indicators: 

PalTrade Systems upgraded and working efficiently. 

Status on Activities: 

All PalTrade office equipmentJsystems working efficiently with minimal system down time. 

2 Build Trade Znfonnation Content: 

2.1 Research for trade info resources & info. on the internet 

Impact Indicators: 

- New Trade Info Resources identified 

- Information on the internet gathered. 

Status on Activities: 

An ongoing activity, use l l  information such as market updates, market reports, etc.. . is 

continuously being gathered online, to be used for planning purposes and is disseminated to 

relative stakeholders. 

2.2 Procure produdmarket intelligence reports based on trade Development Strategies Impact 

Indicators: 

Reports on major target markets are available, providing feedback to Trede Development 

Department. 



Sratus on Activities: 

This Activity was mainly funded by IDB A tender was issued calling for best prices to conduct 

market research for priority target sectors1 markets. Tendering process was put on hold and the 

activity was delayed. 

3- Develop Trade Information Programs & Information Dissemination 

3.1 Develop and activate First Stop Trade Info. Program 

Impact Indicators: 

- Program/ Packages Developed 

- Members & stakeholders aware of service. 

- Information requests fulfilled 

Status on Activities: 

The main function of the department is to provide information services to the different 

stakeholders, it was planned to start providing this service professionally by the end of 2006, and 

the initial stage was completed by the 20' of September2006 

However, information requests are being fulfilled with available info. Special reports are being 

prep ared prior participation in main trade events. 

Gaza Cargo Crossings Trends I Gaza- reports were submitled on a weekly basis 

Terminals' Cargo Movement Database 

Development of an interactive web based database for the purpose of records and update, data 
analysis and issuance of customized reports. 

Studies conducted: 

Export trends - Jordan : Palestinian exports to Jordan January, 2000 - December, 2005 

Export trends - Gaza movement trends of Gaza Strip exports January, 2000 - August, 

2006 

Export Trends West Bank Movement Trends of West Bank Exports January, 2000 - 

December, 2005 

Exporters survey report 
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Palestinian Participation at the 39th Marmomacc International 
Exhibition of Marble, Stone and Technologies 

Verona , Italy 7- 1012004 

Report prepared by 
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II About the Exhibition: 

The most important international exhibition in the natural stone sector, a landmark for all producers and 
trade operators, was held in Verona 7th-10th October 2004. 

This primacy is confirmed by the results achieved in recent years in terms of business and numbers - the 
last edition of the event attracted more than 1,386 exhibitors and 56,268 operators - as well as interest and 
a capacity to catalyze the attention of media and the most important architects and designers in the world, 
who find in this show the chance for "hands on" experience with stone materials and the opportunities 
offered by new technologies. 

Marmomacc is also a major opportunity to survey and analyze the future prospects of the market and the 
field on a world-wide scale, with special emphasis on the dynamics of European integration and the new 
context of globalization. 

The Palestinian Participation: 

The Palestinian Stone & Marble Industry is a major player in the Palestinian economy with contributions 
of 4% to GNP and 5% to GDP. In fact, Palestinian stone & marble production is around 1.8% of world 
production with annual sales estimated at $450 million. With over 280 quarries and 600 factories it 
should not be surprising that several Palestinian stone & marble companies have been exporting to 
countries around the world. The growth and emphasis on the export potential was very visible in this 
year Palestinian participation at the 2004 stone & Marble Exhibition held in Verona Italy from October 
71h - 10' . The number of Palestinian firms as well as the space of the Palestinian pavilion doubled from 
203 to 2004 with 10 companies exhibiting over a space over 300 sqm. While the Palestinian pavilion 
hosted 8 companies under a space of 184 sqm, the remaining two companies were exhibiting outside the 
Palestinian pavilion. 

All preparations for the Palestinian participation were done by the Palestine Trade Center, PalTrade and 
the Union of Stone & Marble, USM. Feedback from the participating companies was quite positive 
regarding the type of visitors and the potential of future deals. In fact, eight of the 10 participating 
companies actually closed deals at the event. An estimation of around 10 containers were sold to 
destination such as the United States, Italy and France. 

Funding and Support: 

The Palestinian participation was made possible through the generous support and contribution of both 
USAID and Development Alternatives Market Access Program MAPDAI. 

Participating Companies: 
As mentioned above, a total of 10 Palestinian companies participated in the 2004 Verona Stone & Marble 
Exhibition. 

1. Company Name: S u h d  and Saheb Trade Industrial 
Country: Palestine 
City: Bethlehem 
Street Address: Jerusalem - Hebron 
Tel: + 970 2 2744933 
Fax:+97022744932 
E-mail: info63:ssmarble.com 
Web site: ww.ssmarble.com 
Products to be exhibited: 



Stone Tiles -cut to size 
Stone Slabs 

2. Company Name: Bani Naim Marble and Stone Co. 
Country: Palestine 
City: Hebron 
Street Address: Bani Naim 
Tel: + 970 2 221 882011 
Fax: + 970 2 221 8822 
E-mail:baninaim@hebronet.com 
Website: www.baninaim-marble.com 
Products to be exhibited: 

Slabs 
Tiles 
Building Stone 
Mosaic 

3. Company Name: H.L Jerusalem Stone Co. 
Country: Palestine 
City: Hebron 
Street Address: Beir Al-Mahjer 
Tel: + 970 2 2291403 
Fax: + 970 2 22531 33 
E-mail:itscf2003@yahoo.com 
Products to be exhibited: 

Columns 
Slabs 
Marble 
Tiles 
Decoration 

4. Company Name: Al-Ra'edah Co. for Marble and Stone 
Country: Palestine 
City: Bethlehem 
Street Address: Beit Fajar 
Tel: + 970 2 2769088 
Fax: + 970 2 2769245 
E-mail:info@raedah.com 
Website: www.raedah.com 
Products to be exhibited: 

Building Stone 
Slabs 
Cut to Size 

5. Company Name: Al-Somoud Stone and Marble Company 
Country: Palestine 
City: Hebron 
Street Address: Yatta Main Street 
Tel: + 970 2 2267760 
Fax: + 970 2 2267759 
Products to be exhibited: 

Slabs 
Building Stones 



Cut to Size 

6. company Name: Marmara Modem Investment 
Country: Palestine 
City: Bethlehem 
Street Address: Hebron Jerusalem Street 
Tel: + 970 2 2745552/3 
Fax: + 970 2 2745554 
E-mail: info~@marmarastones.com 
Website: marmarastones.com 
Products to be exhibited: 

Slabs 
Building Stone 
Cut to Size + tiles 

7. Company Name: Atlas Contracting Company for Stone & Marble 
Country: Palestine 
City: Beit Jala 
Street Address: Al-Sahel Street 
Tel: + 970 2 2743122 
Fax: + +970 2 2742098 
Email: atlasco@palnet.com 
Products to be exhibited: 

Building Stone 
Slabs 
Cut to size + Tiles 

8. Company Name: Global and Marble Investment Co. 
Country: Palestine 
City: Hebron 
Street Address: Ein Sara Street 
P.0 Box: 153 
Tel: + 970 2 2293991 
Fax: + 970 2 2293994 
E-mail: info@rnarbleglobal.com 
Website: www.marbleglobale.com 
Products to be exhibited: 

Slabs 
Building Stone 
Cut to size and Tiles 

The remaining two companies, Nassar lnvestment Co. and Halaika, participated on their own but were 
included in the brochure listing all Palestinian companies at the fair. 

The Palestinian Pavilion: 



The Palestinian pavilion for this year was designed 
and prepared by the Fair organizers. It included a basic 
shell scheme covering 184 sqm. Included in the design 
was a corridor in the middle to ensure that each 
companies had two open sides as well as to provide a 
more welcoming design for visitors. 
Also, the Palestine trade Center and the Union of 
Stone and Marble shred a 12 sqm booth to highlight 
their organizers and services respectively. 

Special events and activities: 

To increase traffic to the Palestinian stand and to 
reflect the Palestinian hospitality, the USM and 
PalTrade organized the serving of traditional 
Palestinian food during the second and third day. 
For two days, food and refreshments were served 
at the Palestinian stand and companies also 
invited some of their contacts as well as the 
organizers to join in the activity. 

Meetings and New Contacts: 

Paltrade and the USM also conducted several meetings during the exhibition. 

Media and Magazines: 

1- Stone Panorama Magazine: A meeting was held with the Editor in Chief, Mr. V. Vikrarn 
regarding the possibility of preparing a feature story o the Palestinian Stone Industry for the 2005 
Verona Issue. A sample of such coverage can be found in Volume 6 Number 3 for July 4004 
where the Jordanian stone industry was covered in a 4 page feature story. It was agreed that Mr. 
Vikram would send an offer and potential structure for such as feature story. I 

1 2- Lotus - The Natural Stone Industry Magazine: Another meeting was with the Publishers ~f the 
Magazine. Certain story ideas were discussed and Mr Muharnad Sharia, the Executive d i ~ t o r  of 
the Union of Stone & Marble was asked to both prepare a short article for the upcoming igsue and 
more importantly to be on the advisory board for the Arabic Version of the Magazine. 

Focusing on the media and getting the right media exposure is critical for Palestinian stone especially as 
many companies have started seeking the export market which by nature is extremely competitiv4. Thus 
the right exposure, and niche marketing will act as a critical factor in allowing the Palestinian S t d e  
industry to successfully compete internationally. 

Follow up is already underway with Mr. Vikram regarding publishing some coverage on the PalBtine 
Stone & Marble industry in the issue of Stone Panorama to be distributed at the Verona 2005 ~xhbbition. 

3- Meeting regarding organizing a trade mission for 10-1 5 stone and marble companies to Spain. 
Discussions were held regarding the nature and schedule of such a mission. A tentative ddte was 
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set for May 2005. By Dec. 2004, a tentative program will be prepared for discussion and then 
recruitment of potential participates will commence. 



PALESTINE TRADE CENTER 

Report Prepared by: 
Palestine Trade Center - PalTrade 
Background: 

The Bahraini market is a relatively small one, total population is around 700,000; however it is one of the 
countries that expresses solidarity to the Palestinian. Recently, the Bahrain government has exempted 



Palestinian products from custom duties and has facilitated its entry to its market. Bahrain is also considered 
the main market for the Eastern part of the Saudi market, which acts as an important exporting markt to the 
Saudi market. 

Palestine private-sector's successful participation in the Bahrain Exhibition came after the cancellation of 
the Palestinian participation in Jeddah International Exhibition. 

About the Exhibition: 

More than 25 Islamic countries have participated in the exhibition which I 

was inaugurated by the Prime Minister of Bahrain and the Minister of Trade 
and Economy as well as the Ministers of participating countries. 

The Exhibition was open only for Trade visitors in the first two days, and 
for the public in the rest ofthe exhibition. 

The Palestinian Pavilion: 

No. of participating companies: 27 Palestinian companies 

Participating Companies List attached 

Palestinian Pavilion Area 

Value of displayed products: US$200,000 
Pharmaceutical, security doors, metallic shelves, shoes, stone & 

Displayed products marble, handicrafts, food products (especially olive oil), plastic 
products, and children toys. 

- Minister of Trade 7 Industry - Bahrain 
- Minister of Trade & Industry -Morocco 

VIP visitors to the Pavilion - Minister of Municipalities-Bahrain 
- Islamic Center Head 

- Diplomats & VIPs 
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Special Events & Activities: 
A comprehensive Public Relations Campaign targeting: - Civil Associations supporting Palestinian initiatives (Bahrain Association for Palestine, ALQuds Association, 

Women's Association for AIQuds, political parties) assisted in business networking to promoted trade visitors to 
the Palestinian Pavilion. 

- Bahrain Media (AIKhaleeg newspaper, AlAhd Newspaper, Mi* Newpaper, Al-Ayam Newspaper, Bahrain 
National TV and Al-Quds) all published positive reports about the event. 

Fnnding & Support: 
The Palestinian participation was made possible through the generous support and contribution of both USAID and 
Islamic Development Bank. Equally important to note is the contribution of the participating companies. 

Success Stories: 
- Sales of 95% of displayed products (i.e. total value of USD190,OOO) - Business deals and agency contracts for I 1  Palestinian companies - Business contans for potential business deals for 9 Palestinian companies. 
- Executing custom duties exemption for Palestinian products 
- OaRled a solid markei ffor Palestinian moducts. 
- F'resented Palestinian industries in a comprehensive manner covering most of the industrial sectors 

Recommendations: 
Based on the competitive advantage of custom duties exemption and sales tax exemption, and high support for 
Palestinian initiatives, we recommend the following: - Focusing on Bahrain as a potential market for Palestinian products 
- Publish marker informalion on Bahrain for PalTrade members and create a-ess with renard to the market - 

potentials 
- Organize a Trade Mission to Bahrain for the private sector (Food. ICT, Stone & Marble, and Plastic Sector) 
- Actively participate in Autumn Fair planned for the end of the year, targeting general public with direct sales, were 

there is a good potential to create awareness for Palestinian products and business deals, 

AHA report on familiarization tour for Israeli Tour Operators - Feb 05 



Palestine Food Exhibition 
Zadna 2005 

Summary p u r t i r w  "MIDL L I W T E ~  

31 exbibiton, 12.000 visitors, $2.25 M. in m n m e l g  
35 o m s  agencies covered the event 
The first of m kind in PalesImc, on March 2204 PalTradd ATDP succesfully launched the exhibition Zodna ZOOS under the 
auspices ofthe Minister of Emnomy, Mr. Mazen Sinokml. The event ex& all expeclmims during its four days of operations; 
mwe than M l v e  LhouEwd visitors altended, among lhRn were 1400 busincsmm whae many of lhRn mure distribution and 
wholesale m n m d s  ofove 

r S2.25 Million. The exhibition was initiated with a pnss mnfcrence that atwcted over 300 seniors and executives fmm the private 
and public sector in addition to 35 n e w  agencies W t  covered the h o l e  event. 

During the press conference, the Minisuy of E m m y  expressed its grat'!nck to PalTrade's and PFlA's efforts and expressed its 
commitment to Paleainiw made pmducb by announcing the PNA's decision of buying Palestinian made supplies that fall wiihin a 
I(% prim differential of the m& pries. in addition i d  as an ammnce ofpmdu&quality to the ~akstink mnnnwr, PalTrade 
arranged with lhe Palestine Standards InstiIute (PSI) to dimibute 'Y)uality Ccrtificarcs" to 14 of the exh ib im during the show. 

National Food Day --> Zadna 

The concept of Zadna originated fmm the National Food Day wnf- which was held yearly during the years 1996 -2000. The 
conference during t h m  y e w  m held s t r idy as w oppnnmity for Palestinian fmd mwu* to i n d u c e  their products and 
-ices to local wholsalers and dimibum.  During the l a  fwr y e w  the mnference wap put off for various political and 
emnomic reasons. This yesr PalTrnk and the Palestinian Fmd 1ndmii-h Assoeialions @HA) wnrked together on s iping an 
optimistic Letter of m e n 1  to o r g w k  a Palestine Food Exhibition &i@ to had the genwl  public in addition to all related 
business figws. 

The orgwiznr (PalTrade and PFIA) combined their efforis to pmja a favorable image of Palestine and its food seclar and to create 
opponunitia for Palestinian food manufamwp to sccess potential theu targel marketr 

Why 2 n d ~  
The name Zadna coma fmm an old Arabic word Yuadeh" which is simply the workem lunch box that mnlaioed the G c s :  cheese, 
bread, p ~ ~ d e d  thyme and olive oil. The Ibe Z&a mews "ow food". The idea here is to tie the old with the new; espeeidy that 
the word itself is m l v  known among the new emerah  of Paleaim and to create a sense of belonhioa to the hi ts  of o w  own 

Who made it happen? 

- 
Funders  . ACDll VOCA (Main Fundera) ACDWOCA is a private, mnprofit OIgani la l i~  lhat pmnolff h a d -  

b d  eamomic p w h  and the development of civil society in emerging demccracies and developing muotries. Offering 
a mmpehensive m g e  oflechnical mistance wius ,  ACDWOCA addresses the most pressing wd intrsaable 
development problems. h iven  by the goal of adding value to local enterprise, which underlies prospeous free makm 
w d  stable democracies, ACDWOCA 6 in the following mar: Community Developmmt, Entagrise Developoent, 
Financial Services, Agribusiness Syaems 
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Islamic Dnebprneot B.mC The lslamic development BeJ; is m e  of the key developnenl parmm in Palestine. One of 
the miw Funding suoranerd rmbm of Zadna 2005 wet the IDB with a eenerous mtribution h u h  i s  oarmershia - .. - - .  
and development apemen1 with PalTmde. . USDA: Provides leadership on food, agjiculture, n d  momca, and relaled issues based on s o d  w b k  policy, the 
best available science, md-elticient ma&-menl. Recognized as a dynamic organization that is able to efficiently 
the integrated pro!gam delivery needed la kad a rapidly evolving food and a g r i ~ l h ~  sysfem. 

USDA has mated a strategic plan 10 implement itri visiw. The fiauxw& of this plan depends on these key activities: 
expxndmg mark- for agricultural pmduns and supporf intcm~'onal eamomic developnenl, tiutha developin8 
alternative markets for agriculhlral pmdum w d  activities, prwiding finaocing nesded to help expand job oppormnitier 
and i m m e  housinp. utilities and inhsmnclure in rival Americ4 mhanciw fmd safety by taking s b  to Rduce the . . - 
prevale& of foodborne harardr fmn f m  to table, improving nutrition and health by providing fmb &stance and 
nu!ition education and pmmotion, and managing and proteeling America's public and private lands working axlperatively 
with other levels of government and the private sazor. 

Exclusive Sponsor 
Yamgi Group (Pep3i Coh): In 1962, the mmpany has been granted Lbe privilege of refilling the soR drink of Seven Up 
in Gaza, therefore it became one of the firsl mmpanies in the wwld that pmduce this international son drink. The company 
also war granted the hchise of Pepsi mls. Merinh and S e v a  Up in all Uw Palestinian Authority Dimins. A nRu 
pmdueb'on line with higher p r o d d m  enagy wm recently bought in ada to mver mare Palestinian mark& in the 
districb of the West Bank and Gazn l k  factory is now worldng with its full pmduaion cspaity and covers all the 
Mestmian Authority mmlteb. 

Ps lTndr  PdTrade's p- is to lead Lbe &relopmen1 01 Paleshian aadc as a driving face for swlainabk nalional 
ewnomic much. As Lbe National Trade Dmlwmml (hnwiznlia RITDO) and with a memkrship of morc ihw 170 
~alertiniwlesding bwinesses, PalTrade advoes(s a cm&itive, enabling business environment and is dedicated to 
improving bade competitiveness through mde  promotion and capscity building. PalTrade's *ion and servim arr 
guided by sector based sategies for bade development wppmld by -tof ams-yetoral opponunities and 
impediiau.  These shntegies are depbyed though a range of services and activities aimed at vitalizing sectors to cxpat 
to target markets. 

PalTrade's Mission is to Develop Trade Thugh:  
1. Advocating a annpetitive, business d l i n g  envinmmmt 
2. lmpmving trade mmpecitivmess through trade pmm&m d capaeity building 
3. Fostering inmational bkiness practices md stwdards among professirmals, firms and business 

organizations 
4. h i d i n g  Vadbcnablii knowledge 

PALESTINLAN FOOD INDUSTRIES ASSOCIATTON (PFlA): With the aim of serving the needs of aspiration of the 
Palestinian Food Sector. a nrou~ of food oodueas founded PFIA in 1995 with offices in Ramallah and Gum rtrlo lo 
insure the maximum realiracion of ib objenives and effective implementnth of conesponding w s  and w i m  

PFlA's Mission is to develop and recognize the Wleslinian food indwtries by +ing the following: 
I. Develmme member's eaoabiliks in the ~ i i s t r m i v e  and tedmical fields. and develmine. the technical an . - 

pmdu~wcapabilities ( ~ e m b m  Capabilities enhanoemat). 
2. Developing PFlA fundraising methods and lechniqws and facilitating the acquisition of needed funds 

(Financial). 
3. Representing the food industiy Eector and defending their intemis m fmnt ofthe domestic and international 

( ~ d & q  and ~ o l i c ~ ~ i a l o g u e ) .  
4. Expand market share domeslically and internalionally (Marketing). 

Food Sector Research and Planning 

Aflerone week of raearch and traindoming with experts in the indusby,mmpiling and aualyzing feedbad 6um tbegenentl 
public, business ow- in the indu9i-y and food manukhms, the & m s  colleckd the followmg peraptions: 
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Negative P e m p t i o a s  Positive Perceptloas 



-. .. -. ....... .- .. . . . ~ . ... . 

I . Lackofloyalty to Palestinian focd pmducts. I Severnl success s h e s  under- utilized in the 
( . Palestinian food products are &&and hence lower in I Public relations. I 

quality. 
Does not meel international food safety standard and can be 

Food Sector employs over 70W workers making it 

hazardous to health 
a backbone to the Palestinian ecommy. 

I . People are simply not aware of Palestiniw products and Palminian families spend 42% of their inmme on 
that they can be an alternative. I W. I 

- 
Manu fa and care about lk sector is m o n g  the rust to have Management 
consumer needs. lnfwnmion S y m s  ~ ~ ~ I U S I I U ~ ~ R .  
Nat enough labor experience and lack of ability to meet 

Unaware that buying local can bring p m g ~ s s  to the 
indusby 
Perceives such exhibitions as a low-end market.. 
F 'mda do n n  meet the sopMcated taste ofmany in 
mm~arim to foreipll wd lvacli ones 

lo& and inlernational market needs. 
PmducU have packnging weaheses. 
Manufactloes don't mpxt the standards and sevaal ca%s 
of food poison in^ which lead to a negative image. 

lk food Sect01 is among the h t  to oMain IS0  
9000 HACCP d t i c a t i o n s  in Palestine. 

Palestinian food prods occupies 90% of Public 
lnslilutions in Palestine. 



~ ~~~ . . ~ . ~ ~ ~ ~ ~ ~  ~~ ? 

The M a a g e  
Bared on the perspectives generated above, the organizers decided to foeur on throe main messages: 

1. Focd Safety: this message was adhssed by m g i n g  wih Palestine ~ ( a n d a r d s ~ ~ d i t & n  (PSI) to hand out Standards & 
Oualilv cenifications to 14 ofthe Zadna exhibitors. .~ . 

2. Buying local is gwd Tor the economy: This war, addreJr my the Ministry of E m m y  by announcing the Ministriff 
decision for buying Palercinian made supplies for all Miisoicr  

3. Q u a l i :  m m  exhibitors provided samples to all visitors todemonsvsle the quality that allows consumers and buiness 
people to judge for them selves. 

Target Audience 

FcodManufachlres 
Wholesalers . ErnrnisIs  . TheMedia . Theptivatesemor 
Public sector 
General public 

Objectives: . Glorifying the Palestinian Fmd pmduct and demonstraing that it dos meel international quality standards . Raising wnsuma loyally and educating the public of the importance of buying Palestinian groducts . Scclning dishibmion mnhacts behvem the rnwufaclum-3 Bnd wholders( d i m i n  . Highlighting PalTrade's md PFlA's role and their effect on lhe emnorny 

Public Relations 

The organizers retained Ellam Tam to conduct all pubic relatioms activities. With their help, news a b u t  the show wa4 mvered with 
hx major press releares for the opening during and end of lhe show. Over IM) medii agencies were inviled along with a specid 
gill (An Olive Oil bmle with Zadna label on it. In addition, special f e m  about lhe show w r e  aired on various radios md TV 
stations such as BBC, Palestine TV and All- 

Sky advertingwar, selecled to amdun all radio, newspapers and billboard ads in addition to the combuction of the exbibit at El 
Birch Exhibition halls. 

Surveys nod R n u l b  

Exhibilur wd visitor suweyr were m d u d c d  during md a h  ihe shou. The results war o w d i n g  and h e  expecla(ians. 
100Y'oferhibiton indiclucd a real i n v n a  in parricipating in Zadna 2 0 0 6 . 4 S % c W  major deals during ihe shou md 895bOf 
exhibitors cxpect to close deals a resuh of this 
Show. 



PALTRADE 
PALESTINE TRADE CENTER 

ISTANBUL & IZMIR 

MARCH - APR~. Jm, 2005 

Report Prepared by: 
Trade Development Deparbnent 
Palestine Trade Center - PalTrade 

Introduction: 



Turkey has a large quantity of marble reserves, which include a wide range of coloun. The Turkish 
marble shades rang from very light grey to black and brilliant white. Turkey has proven probable and 
possible reserves of about 5 billion cubic meter. In 2003, Turkey's annual block marble production reached 
3.2 million tons and the production of finished products reached 1.2 million tons. 

Modem production equipment and methods have been very important facton in the development of 
the natural stone industry in Turkey. The natural stone sector in Turkey has developed rapidly in the last ten 
years. In compliance with the stone and marble strategy plan developed by PalTrade, the mission was 
arranged to focus on the production techniques; machinery and finishing. 

Palestine shares similar colours of marble with Turkey. Following the Turkish steps in production 
will save the Palestinian stone sector time and expenses. The Izmir mission aimed at giving the Palestinian 
stone sector a closer look at the Turkish experience in stone industry from all aspects; the mission visited 
machinery production factory, stone processing facilities, and "Marble 2005'. 

Twentv ,even Palestinian stone & marbk ~roducers (see attached list) participated in the 
mission which lasted for seven days startina on Monday 28/3/2005 and ended on Monday 3/4/2005. The 
trade mission was arranged with f;ll with tile Palestinian Stone and Marble union (USM). The 
USM was represented by his executive manager. Also, the chairman of the USM attended part of the h i r  
Marble 2005, while PalTnde was represented by the stone and marble sector manager. 

Obiectives of th; mission 

To explore the Turkish machinery capabilities and development. 
To learn h m  the Turkish experience in stone production and processing practices. 
To learn from the Turkish experience in stone finishing, packaging and waste management 
techniques. 
To monitor the latest development in international marketing practices and fair culture and setup. 
To launch and pave relations with Turkish companies and organisations for the benefit of the 
Palestinian Stone industry. 

Mission Proerarn: 

Monday 281312005: Arrival to Istanbul 
Tuesday 2913 - Wednesday 2913: Visits 
Wednesday 3013: Deprhue to Ivnir 
Thursday 3113 - 314 Sunday 314: Marble 2005 
Sunday 3/4/2005: D e m  

Visit to Mermer Kesme ve SIlrne: M.KS. (Macbinerv Facton for the Stone Indusw) 

On Tuesday 29/3/2005, the Palestinian delegation visited the M.K.S. factory. The GM of the company, the 
sales manager, and the company's agent in Palestine hosted the deIegation to a full tour of the factory. The 
technical team of the company illusbated the details of their machinery and answered the questions of the 
Palestinian manufacturers. 

The factory is located in Sakarya which is Iocated about 300 kilometres to the east of Istanbul. 



Vii t  to Federal Marble: (Stone Pmessine Factory) 

AAer visiting the M.K.S., the delegation head to Federal Marble, a stone processor producing more than 
3,000 square meter daily. The company is situated on 40 thousand meters and uses state of the art machinery 
and finishing techniques. 

This visit uncovered many of the surface finishing techniques, production practices, packaging design, 
production layouts, and waste management. Many of these practices were vague to the Palestinian 
producers. 

Visit to VJNG ve MAKINA: GURALP (Cranes manufacturer\ 

On Saturday 2/4/2005, the delegation visited GURULP Company, which is a crane manufacturer, which has 
sold many of its products in Palestine. The visit explored the technical aspects of crane manufacturing and 
design. 

"Marble 2005". lzmir Trade Fair, 

The main event of the mission was visiting "Marble 2005", which was held in Izmir 3013 - 3/4/2005. More 
than 500 exhibitors fmm over 30 countries pmicipated in this international trade fair. Visitors came from all 
over the world. The participating companies covered all aspects of the stone industry; 

Quarry Machinery. 
Processing Machinery. 
Finishing Machinery and Materials. 
Stone handling and transport vehicles and equipment. 
Waste management solutions. 
Latest trends in finishes and colours of tiles and slabs in the international market. 

For four days, the Palestinian delegation explored the participating companies' booths. They investigated 
new machinery for stone quany and processing. Looked into finishing techniques and enjoyed watching the 
latest vends in final stone products. 

The following activities were supported; - Directing members of the delegation to important companies' booths. 
Explaining, translating, and communicating Palestinian producers' intentsts with exhibiting 
companies. 
Providing technical and commercial advice. 
Illustrating the implementing of certain finishing techniques. 
Pmviding support for interested buyers in negotiations. 
The Turkish Union for Stone industries was approached and proper introductions were made. 
Also the l m i r  fair administration was visited. 

Achievements: 



The actual expenses of the mission were well below budget. 
The companies were familiarized with "filling", a process used in finishing slabs, which reduces 
waste because of surface default by more than 90%. 
Arrangements with a finishing material company, specialised in filling process, were made with the 
company to support the transfer of the know how to the Palestinian sector. More details of the 
anangements will be clarified during the coming weeks. 
In two deals, the support of PalTrade successfully reduced the price of two machines by more than 
30%. The deals were finalized. Commercial conditions were set to maximise the benefits to the 
favour of the Palestinian side. 
In two other deals, the prices and the selling terms were successfully negotiated to assure the 
maximum benefits for the Palestinian side. 
The representative of a major Stone Producer located the machinery that perfumes a certain type of 
finish. 
Spare parts, blades, and wnsurnables were quoted. Most of the companies expressed their high 
interest in buying because of high cost reduction. 
The quotes of the machinery offered to the Palestininan were well below previous offerings obtained 
by them ever before. 
In a survey conducted after the mission the followings were observed: 

5 participants closed purchasing deals to buy machines, parts, or other supplies 
during this mission, or expect to do so in the near future 
I participants closed a deal to sell product during this mission, or expect to do so in 
the near future. 
I I participants believe that this mission provided them with an opportunity to meet 
at least one company that I would consider doing business with in the future, to buy. 
4 participants believe that this mission provided them with an opportunity to meet at 
least one company that I would consider doing business with in the future, to sell. 
17 participants believe that this mission increased their technical know how in 
finishing processes. 
22 participants said that he mission met my expectations overall. 

Conclusion: 

The mission successfully met its objectives. The participating companies learned in few days the worth 
of years. I believe that benefits were tremendous. The production and finishing techniques were fully 
covered. Most of the wmpanies will benefit from the knowledge obtained and eventualiy increase their 
sales, especially exporting. However, more work is needed, especially regarding hish'mg issues. Fellow 
up with the participating companies is on going to monitor and supervise the implementation of the new 
ideas observed in the visited sites and explored in the fair. 
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Annex D 

Trade Mission to Fitur Tourism Fair Madrid, Spain 
January 2005. 

PalTrade's Tourism Sector Manager attended the Fitur Tourism Fair on a fact finding, data 
collection, networking and pre event preparation mission. The event was completely funded by 
USAID as part of its Trade Promotion Support agreement with PalTrade. 

Two key upcoming events being organized 
by PalTrade as part of its tourism 
development strategy and activities are a 
familiarization Tour to Palestine for 
International Tourism journalists and tour 
operators as well as a road show through 
Europe for a Palestinian tourism 
delegation. Besides, these two events, 
PalTrade is also working with the sector to 
develop a concept and plan for establishing 
a National Tourism Board. As such, the 

Mission to Fitur also included meeting with other Tourism Boards in an effort to open channels for 
cooperation and coordination on information sharing from lessons learned, various models and 
functions of these Boards. 

The trade mission to Fitur was also aimed at meeting potential journalists, discussing the potential 
of a visit. This pre event planning not only helped identify potential participants in the 
familiarization tour but more importantly help in the selection of destination targeted for the road 
show. These destination include, the UK, Greece, Romania, Czech Republic and Turkey. 

The actual Palestinian participation at Fitur 
was also quite strong this year with over 
six companies participating together with 
various public sector participations lead by 
Minister of Tourism and Antiquities, Mitri 
Abu Aita. Furthermore, through generous 
support from the Spanish Cooperation, a 
new Palestinian Booth was built which will 
now be used at kev international 
exhibitions such a; ITB Berlin and WTM 
London. 

During the event, PalTrade representative met with the following media and travel magazines in 
addition to several key tour operators who could potentially help organize the Road Show. 



Media 
Viajar - Director Mariano Lopez 
Editur - Circlation Manager Luisa 
Vila Regrd 
Viajeros - Pepa Garcia Marin 
Travelport - Director Montserrat Batlle I- 
Fitur ativo - Coordinator 

a Spic - Director Raul Herranz 
Canadian Travel Press 

a ViajandoenPrimera - Director Javier 
Gomez Garcia 

FVW International - Germany 
L'agenzia di viaggi - Italy 
La Agencia de Viajes Argentina 
Ladevi Chile 
Stand By - Scandinavian 
Trav Talk - South Asia 
Tour Hebdo - France 
Travel World - USA 
Travel Inside - Switzerland 
TTG - Middle East, Poland, UK, 
Russia 



Export Marketing Seminar 
Best Eastern Hotel - Palestine 
February 22 - 24,2005 

Background: 
Based on reflected needs on various occasion by private sector companies in the field of Marketing, 
particularly Export Marketing, PalTrade has arranged for a three day Export Marketing Seminar 
administered by International Marketing expens from the Swiss Import Promotion Organization - SIPPO. 
The seminar was attended by 25 company and private sector representatives between February 22"d and 24" 
at the Best Eastern Hotel in Ramallah. At the end ofthe third day, participants were given certificates of 
completion certified by the School of International Business of Switzerland, SIPPO and PalTmde. 

Goal of the Seminar: 
to allow the participating company representatives to have a bener understanding of overall Export 
Marketing concepts, through the following learning objectives achieved: 

o Understanding the structure and trends of European markets: European Union (EU), European Free 
Trade Area (ElTA), and European Economic Area (EWR). 

o Learning how to identify potential customers in foreign markets. 
o Learning about potentid products, distribution channels, communications polices, specifically in the 

EU. 
o Development of their own foreign marketing concept & plan. 
o Learning key elements for successful trade fair marketing & the importance of event marketing. 
o Leaning the key financial aspects of export marketing 
o Understanding important intercultural differences of business communication. 
o Learning about the services of SlPPO & how to benefit from these services. 

Detailed workshop agenda is in annex 1 

Training Partners and expert Credentials: 
o Mr. Markus Stern: SIPPO General Manager with over 20 years experience in international 

marketing in Nestle, UFAG, Granador AG, Tetm Laval, Battmann & Co AG, and other leading 
Swiss firms. 

o Mr. Christoph Lang: Director of School for International Business and Foreign Trade (EIAB), 
former Secretary General for the Swiss Business Network (OSEC), and current Board member of 
Chamber of Commerce SwitzerIand - Central Europe (SEC). Studied law at the University of Bern 

o Mr. Philip Zimmermann: Independent International Marketing consultant, expert and the author of 
numerous publications on marketing and promotion. Extensive experience in the chemical and oil 
industries as marketing, sales and product manager 

o MriEarnest Liniger: Sippo's Amman Liaison Ofice representative 

Key Performance indicators planned: 
o Number of participants registered to be 25 



o 75% of the trainees attended 80% of the training hours. 
Key Performance lndicators achieved: 

o Initially, the total number of registered participants has reached 35 (list of final participants is ia 
annex 2). However 10 participants canceled their participation for various reasons leaving the finat 
target achieved to be 25 participants as initially planned. 
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o As far as attendance is concerned, more than 95% of participants attended 100% of the contact 
hours. 

Key Impact indicator planned: I 
o At least 70% of the trainees positively evaluate overall learning benefits received with respect to 

better understanding of overall Export Marketing concepts 
o At least 75% positively evaluate learning benefits received on key elements for success!%l trade fai 

participation and event marketing. 

Key Impact Indicators achieved: 
As per evaluation forms filled out after the completion of the third day, the following were the main 
evaluation outcomes: 

As for trainees' assessment, the evaluations have revealed the following key indicators which were set as the 
impact indicator: I' 

Acceptable Poor Excellent 
11% 0% 17% 

Evaluation of overall benefit form Export 
Marketing Seminar 

I 

Good 
72% 



Evaluation on the benefits from 
elements to successful trade fair 
participation & event marketing 

Poor 
Acceptable Excellent 

0% -lo?0 17% 

Good - 
83% 



Annex 1: Agenda 

Agenda 
I dav - Februarv 22" 

Registration 
lntrodudon Palmde, EL, MS, 
Services of SIPPO, Quiz MS, CL, 
Break 
Image Building MS 
Your Guide to Market Research EL 
Lunch 
Structure of Swiss Market Part I 
Structure and trends of the European Markets: EU, EFTA, EWR, The EU 

after may 1,2004 Part 11 CL 

14.15 - 14.25 Video Show on W O  
14.25 - 15.15 Match-Making; 

introduction to export driven economy CL 
15.15 - 15.45 Break 
15.45 - 16.30 The Legal and regulatory trade 

environment in Palestine PalTrade, SA 

16.30- 17.15 Questions & Answers 
Sippo Company Questionnaires CL, 

I1 day - Februarv 23* 
0 9 . m  09.30 Export to Europe: opportunities and risks CL 

Important export addresses 
09.30 - 10.30 General aspects of marketing PZ 

- The 4 P's: the classic pearls of marketing 
- The 4 C's: the customer-related interpretation 

of the 4 P's 
10.30 -10.45 Break 
10.45 - 12.00 Importance of market research in terms 

of Marketing EL 
12.00 - 13.30 Lunch 
13.30- 15.45 Workshop How to work out a foreign Marketing 

concept Development of a Marketing plan: 
groups cmz 

15.45 - 16.15 Discussions, Q&A EL 

111 dav - Febrnarv 24* 
09.00-9.15 Siow CD overview and use 
9.15 -9.45 l ibb to PalTrade & Services N A 
9.45 - 10.00 Break 
10.00- 11.15 Successful Trade Fair and Event Marketing, 

Sponsoring CL 

11.15- 12.00 Intercultural Differences of Business 



Communications CL 
12.00 - 1.00 Lunch 
1.00 - 2.00 Corporate Identity "Timcal Case" EL 
2.00 - 2.45 Product, Distribution, Communications 

Concepts EL 
2.45 - 3.00 Break 
3.00 - 4.00 Financial aspcts of exports: EL 

- managing financial prt of exports 
collecting credibility information on 
foreign partners 
of conbacts, payment terms, lncoterms 2000 

4.00 - 4.1 5 Evaluations 

-- 

- Contents 

4.15 - 4.45 Summary, closing address, hand out the 
certificate 

Sippo Team & PalTrade 

Abreviations: MS = Mr. Markus Stem I CL = Mr. Christoph Lang I PZ = Mr. Philipp Zimmermann I EL = 
Mr. Ernest Liniget I NA = Nabila Assaf 1 SA = Saad Al-Khatib 



.- ........ . -. . ...- 

Annex 2: List of Participants 
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Palestinian - Israeli Textile & Garment Companies B2B Meeting 
Dan Panorama Hotel, Tel Aviv -April 5, 2005 

Activity Report 

Activity background. 

PalTrade as a National Trade development Organization, advocates a competitive, enabling business 
environmenk and is dedicated to improving trade competitiveness through trade promotion and capacity 
building, PalTrade with the cooperation of Perce Centre for Peace coordinated a Business to Business 
meeting in Tel Aviv in 5. April, 2005 between The lsraeli and Palestinian Textile companies in order to 
maximize the Palestinian business scope in the lsraeli market. 

Textile and Garment Sector 
The g m e n t  and textile sector makes an important contribution to the Palestinian economy. There are an 
estimated 42,000 garment and textile workers in the West Bank and Gaza, mostly in garments, who 
contribute approximately 10% of Palestinian manufacturing output. The sector is made up primarily of 
small-medium companies with the flexibility and capacity to accommodate various order sizes according to 
customer specifications and needs. The sector also includes several larger firms with higher capacities and 
certifications to international quality standards such as IS0 9000. 

Palestinian fim produce primarily for lsraeli buyers, either for consumption in the lsraeli market or export, 
as well as for the local market Small but growing quantities are exported directly to overseas buyers. 
Palestinian producers are currently manufacturing a wide range of products including circular knitwear 
(including undenvear and other products), denim products, terry cloth, bed linens and other institutional and 
home textiles, and socks. The quality is high as is attested to by the presence of some of the world's best- 
known brand names on products currently exported under license to lsraeli agents, including Macy's, Calvin 
Klein, Jone's New York, Esprib Casual Comer, and Marks & Spencer. 

The textile and g m e n t  industry is in the process of redefining itself under international competitive 
pressures and revitalizing its trade relations with lsraeli clothing companies who represent its primary 
market base. 

Goals of the meeting: 

Develop the Palestinian textile and Garments sector. 
Revitalize business relation between Palestinians and lsraeli companies. 

= Locate new buyers for Palestinian companies in the Israeli market. 
9 Improve mutual Palestinian and Israeli understanding about each others' Sectors. 
= Facilitate trade and product flow from West Bank and Gaza Ship to Israel. 

Organizers: 

PalTrade 
Union of Palestinian Textile Industries (UPTI) 
Sewing Factories Owners' Union (SFOU) 
Perce Center for Peace 

Key Performance indiwton phnned 
At least 30 attendees (Israeli &Palestinian) 

Achievement% 
Number of Companies invited: 28 Palestinian companies and 24 Israeli companies. 



Number of Attendees: 22 Palestinian companies and 21 Israeli companies. 
9 Palestinian companies revitalized their business relations with Israeli companies and identified 
possibilities for future cooperation. 
Many business men were able to get permits after being refused before. 
75% have closed business deals or expect to in near future(agree or strongly agree) 

Feedback from Palestinian companies: 

Meeting resulted in business deals or expected I I Meeting improved the Palestinian 
to the near future Participants understanding of the Israeli 

Textile and Garment sector 

47% Osorne what 
tl Agree 

I 
q some 

what 
10% 37% 

Meeting allowed Palestinian company to meet at 
least one Israeli potential business partner 

W Agree 

Osorne what agree 

Annex ]-Meeting Agenda: 

Palestinian - Israeli Textile & Garment Companies B2B Meeting 
Dan Panorama Hotel, Tel Aviv - April 5,2005 

-- 7 -. 

10:OO - 10:30 t Meeting of Palestinian Companies at ~ a i ,  ~ethlehern and Tulkarem. 

12:OO - - 12:30  registration .- 
. -- . -. - - .- -- - -- 

12:30 - 13:15 / Welcome speech i f  ~ e r e s  Center for Peace, given by Mr. Dov Lautrnan, I 

/ Chairman df ~ e l t a  Galil Industries and ~ e h b e r  of the Executive ~ o a r d o f  
the Peres Center for Peace. (7 rninutts) 

i 
i Welcome speech of Palestine Trade Center - PalTrade, given by Mr. Elias 

I Al-Arja, Member of PalTrade's board of directors, Owner of AI-Arja 
Textiles Co. ( 7  minutcs) 

! Presentation of the lsraeli Textile sector - Mr. Ramzi Gabai, Chairman of 

I the Textile and Fashion Industries Association, Manufacturers Association 
of Israel. (:I ~ i i i n u ~ c ' ~ )  

~ - - - - - - - - - 
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Annex 2-Participant list: 

13:15 - 14:OO 
" --- 

I Israeli Participants 

Presentation of the Palestinian Garment and Textile sector - (speaker TBD) , 
(15 minules) 

Lunch Break, 

5 1 Yaacov Zider, Production Manager I Castro Model 
6 1 Koby Cohen, Owner and Director I Chaos ltd 

14:W - 17:OO 
17:M 

1 
2 
3 
4 

Open business to business metingst 
Departure 

Avi Shoef, General Director 
Menachem Reuveny, Managing Director 
Bracha Baron, Managing Director 
Asher Kardi 

7 
8 
9 
10 
1 1 
12 
13 
14 

Avi B. Shoef Ma&eting Agencies Ltd 
Bonita 
Bracha Baron 

15 
16 
17 

Dov Lautman 
Irnad Tel hami 
Julio Bocian, General Director 
Abraham Gabai, Production Manager 
Saleh Hirbawi, Owner 
Yair Rotlevi , Director & Chairman 
Neta Yamin 
Menashe Molavern 

18 
19 
20 
21 
22 
23 

Liora Lenger, Vice President 
Eitan Farag, Ready-Made Director 
Kobi Levi, Production Manager 

24 
25 
26 
27 

I I Ofis Textik Ltd.) 
31 1 Tali Zaidman I Fashion & Textile industries Association 

Delta 

Embi Jeans Itd. 
Fox Wisel Ltd. 
Hirbawi for Trading & Industry Itd. 
Lodzia Argarnan Rotex 
Neta'le 
New Milan Itd. 
Offis Textile Itd. 

Paganka 
Ramy Jakobson 
Rafael Kata, Owner and General Director 
Uriel Kata, Product Manager 
Gulie Ben Yosef, Production Manager 
Rivka Nisan 
Barzellai Hila, Marketing Director 

Shira Bejerano, Production Quality Manager 
Zvi Lieberman 
Ramzi Gabbay 

1 32 1 Lea Licht I Ministrv af  Tmdeand lndustrv I 

I 

I 

Pour Toi. 
Ralf - Kata 

Renuar 

Rina Zin Itd. 
ErezNoah 
Hanan Grinberg, Product Manager 
Ilan Levi, Director 
Halevi Sagiv 

Yael Orgad 
Fashion & Textile Industries Association 
Fashion & T ~ i l c , ~ u s t r i e s  Association (and 

I Palestinian Participants I 

Royal Night 
Tag Woman 

- -- 
1 1 I Ivad Jaraesa I ~ o d e l s  Textile I 
1 2 1 Tareq Al Sous I SoteX Textile Cq. 
3 
4 
5 
6 

Majdi Abu Roman 
Nabil Abu Roman 
Abdullah Alhodali 
llias A1 Arja 

National Tmtils Company 
Union S& Campuny 
Al Hodali Textile Co. 
Al Arja textile C m .  

I 

I 



Annex 3-Participant Feedback 

Please rate the extent to which you agree with the following statements: 

tone Israeli [Palestinian] 
I would consider doing business 

Please rate the following 
Organization of meeting: 

Types of future activities that would be beneficial in increasing Palestinian-Israeli vade in the textile 
and garment sector 

Question 

Venue (lighting, A/C, comfort) 
Translation sewices 
Food and beverage 
Transportation arrangements 

Excellent 

20 
19 
13 
20 

Joint advocacy activities to facilitate trade and product flow between Israel and West Bank/ 
Gaza Strip 
Further business to business meetings 
Seminars/workshops on textile and garments related issues with notable speakers 

21 

2 1 
21 

Good 

1 
1 
3 
1 

Fair 

0 
1 
1 
0 

Bad 

0 
0 
4 
0 



Suggest ions/Comments: 

.- . 

1 .  There was a problem with the match making between the Israelis and Palestinians. 
2. Try to find a way for the Direct exporting 
3. To invite more Israeli companies with different and various specialization. 
(Honigman and Jump are suggested companies). 
4. Make the meeting longer (Some companies didn't get the chance to talk much with each other 

because the time was short). . . 
5. Karni in Gar2 ant1 the check points in the West bank are the main problem and most important issue 

to be solved. 
6. Previous orientation for the Palestinian companies in order to make this meeting beneficial. 
7. Invite people who are decision makers or can influence the decisions esp. the things concerning the 

flow of people and product 
8. To work on sub-sectors in the textile and garment sector, in addition to make kind of clustering and 

gather groups of factories in order to get good offers. 
9. Association to Assocjation meetings (problem solving mechanism) as a first step. 

Training programs 
Other: 

Note: 
List of Palestinian and Israeli companies that may do business in the future: 

20 
0 

I r~a les t in ian  C o m ~ a n i e s  I Israeli C o m ~ a n i e s  I 
1 
2 
3 
4 
5 

8 1 Tareq saqef Al Haet I Anastasia 
9 1 Muhamad a1 Madhoon Company I 1 company 

6 
7 
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Al Arja Textile 
Sulieman AI Ghalban Co 
Bilal Co 
Thaer Abduljawad Factory 
Socks Union 
Nour A1 Baha' Co 1 3 companies 
Farj Salha Co I Met with companies already working with 

Fox 
2 companies 
2-3 companies 
One company 
Gebor Sabrina 



PALESTINE TRADE CENTER 

FAMILlARlZAnON TOUR TO JERUSALEM 

February 15Ib 2005. 

Report Prepared by: 
Palestine Trade Center - PalTrade 



Introduction: 

Upon request of the Arab Hotel Association, through there ongoing cooperation with the Israel 
Hotel managers Association, PalTrade was approached to support a familiarization tour to East 
Jerusalem for Israeli incoming tour operators. 

Among the issues of mutual concern is the image and future of tourism to the Holy Land. In order 
to stimulate the return of pilgrims, freedom of access to all religious sites in Israel and the 
Palestinian cities of Bethlehem and Jericho must be guaranteed at all times. East Jerusalem, as a 
location where many sites of interest to tourists exist, must enjoy fluid access from the airport, 
other pans of Jerusalem and the rest of the country. Municipal plans should be sensitive to the 
development oftourism while preserving the culture mosaic structure of Jerusalem and providing 
for its prosperity. Furthermore, a vulnerable industry is subject to an outward loss and weakening 
of its human resources. A thoughtful plan needs to be envisaged to preserve this vital resource and 
to create programs for its enhancement. 

Several meetings with Public sector officials were also conducted were most of the concerns were 
addressed. In an attempt to bring together tourism professionals from both sides. The Arab Hotel 
Association together with the Israel Hotel Managers Association agreed to take further steps that 
will help solve the issues of concern and bring about a new image by promoting Palestine and 
Israel jointly. 

The idea behind the Venue: 

The Palestinian Hospitality Familiarization day was initiated by AHA from within the same spirit 
of bringing togethertourism professionals for the mutual benefit. The Palestinian Hospitality- 
industry lacks substantial markets that already exist on the Israeli side and in the hands of Israeli 
tour operators. Some of these Tour operators-have been unaware of the Palestinian product and 
services for a long time. The new tourist markets from Eastern Europe, Russia, and Asia are not yet 
accessible by Arab Tour Operators and The Arab Hotel Association sees in these markets a perfect 
match for its services in East Jerusalem, Bethlehem, and Jericho. 

From here the idea of Winging Israeli Tour operators came, on the intention to present ow products 
to the agents in need for hospitality facilities, namely hotels and restaurants, that are located 
adjacent to the Old City of Jerusalem, in Bethlehem and Jericho. 

In cooperation with the Israeli Incoming Tour Operators Association and the support ofthe 
Paltrade. the Palestinian Peace Coalition and the Peres Centre for Peace. The Arab Hotel 
~ssociation invited 80 Israeli Tour operators for a Familiarization day in East Jerusalem on 
Tuesday 15 February. The original invitation included Bethlehem as well but because Ismelis were 
denied access to ~eihlehem wehad to bring the venue to East Jerusalem and arrange for a trade 
show at one of the hotels were Israeli tour operators can meet Tourism stakeholders from the 
Palestinian Areas and get information about their establishments. 

Funding & Support: 
Several supporting organization and donor helped make this event successful. Through the Letter 
of Agreement signed between PalTrade and the Arab Hotel Association, generous funding and 
support was made possible through cooperation with the Palestine Peace Coalition and the USAID. 



P % & e S ~  and the outcomes: 

On the organizational level: 

The experience behind organizing such an event in preparation for future similar 
promotional activity. 
The participation of 23 Israeli tourism professional was an accomplishment by itself. The 
Israel Tour Operators Association had a lot to do in this respect. 
The positive cooperation and coordination between Israeli and Palestinian counterparts on 
the Institutional level 

On the Business level: 

Hotels, and restaurants visited were described by the guest as unique products with enough 
potential market at hand 
New ideas were brought up. ( Kosher meal production at restaurants and hotels) 
Folklore evenings requests by tour agents for their Europan market 
Several group and FIT reservations were made within the first week 

o St. George's hotel 60 pax 
o Jerusalem Hotel 3 rooms 
o Addar Hotel 35 rooms were hooked 
o Dream Restaurant reservation for 300 pax. 

On the institutional level: 

This event marked a successful achievement to the Arab Hotel Association as a leading 
partner in the Palestinian Tourism Industry capable of serving not only the hotels but also 
the restaurants, handicrafts and cultural centers in Palestine 
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Israeli participation Familiarization day for lsiaeli Tour Operators 

East J e ~ ~ a l e m  - 15 FEB. 2005 

Felicia Minachi Tailor Made Tours Jerusalem 
West 

llanit Melcheaor Start Up Je~salem Jerusalem 
West 

Martha Rettig Israel Experrs Jerusalem 
West 

Steve JaEe Israel Experts Jerusalem 
West 

Tamar Fenigstein Rejwan Travel Services Jerusalem 



Palestinian Tourism Private Sector Hosts and Participants 
Familiarization day for Israeli Tour Operators 

# 1 Name / company I Institution I Area 

18 SoniaKhoury American Coloney Hotel Hotel 
19 
20 
21 
22 
24 
25 
26 

lbrahim Hidyeh 
Mahmoud Taziz 

Ahmad Abu Taa 
Haidar Husseini 
Mr. Omar Khatib 
A m i  Abu Hamdan 
SamiKhoury 

Four Seasons Restaurant 
Dream Restaurant 
Jerusalem Souvenirs 
ASTAPICG 

Mt. of Olives Transport 
Gemm Suites Hotels 
Paltrade 

Restaurant 
Restaurant 
Souvenirs and Handicrafts 
Tourism Association 
Transport Co. 
Hotel 
National Trade Institution 

Jerusalem 
Jerusalem 
Jerusalem 
Jerusalem 
Jerusalem 
Ramallah 
Ramallah 



MAY gTH-MAy 12'. 2005 

1 Report Prepared by: 
Trade Development Department 

I 
Palestine Trade Center - PalTrade 





Background: 
Embroidered pieces can be found in the homes of most Palestinian families in the West Bank, Gaza and I 

beyond. 
Cross-stitch embroidery is worn by Palestinians worldwide on special occasions. The popularity of I 

I embroidery springs both from its beauty and its association with Palestinian culture and history. Embroidery; 
patterns are derived from sources as diverse as ancient mythology and British I 

Colonization, and date back as far the Canaanites who lived in the region I 

More than 3,000 years ago. I 

I 

Traditionally, embroidery was the principal decoration of rural Palestinian 
Women's clothing. It was part of a village woman's daily routine and a 

I 

I 

Means of showing off her personal skills and social identity. The various 
colors, pattems and styles of dress reflected a woman's social standing, 

I marital status and wealth. 
I I 

Although the Palestinian cultural landscape has changed dramatically in 
the past fifty years, cross-stitch embroidery remains a vibrant handicraft ( Because for many Palestinians it is a familiar reminder of the lives of thelr 

I 

Grandparents and great-grandparents. 
- Designs and stitches have been exchanged between so many different cultures and geographical areas, 

through travel, trade and the availability of printed design books, that many design elements are now 
'I 

common to several cultures. Even today, it is fascinating to see the same motifs occurring in the traditional ,, 
peasant embroideries of countries as far apart, geographically. There are many regional variations of similaf 
cross stitch shapes, including eight-pointed star, heart, flower and bird motifs, as each basic shape is 
translated to fit the grid of the fabric in a slightly different way. 3 
Introduction 



Eight British fashion designers were invited to visit Palestine. The team was lead by Ms. Bella Freud. The 
program inspiration evolved from the Palestinian Exhibition for Souvenirs and Handicrafts that was 
organized in November, 2004 in London at the Arab British Chamber of Commerce and in cooperation with 
the Palestinian Ambassador to the United Kingdom Mr. Afif Safieh. Mrs. Saffieh accompanyied the British 
Designer Team on the mp. 
The British Designer's visit was funded by USAID. 

The Visitors 
Ms. Bella Freud - Designer (Head of Delegation) 
Mr. Markus Lupfer - Cloths Accessories Desig~ler 
Ms. Katie  illi iff- Belts Accessories ~ e s i k e r  
Mr. Stephan Jones - Hat Designer 
Mr. Markus Griffith - Bag Designer 
Mr. Paulo Anderssen - Designer 
Mr. Sid Bryan - Knitwear Designer 
Mr. Grant Flemmhg - Photographer 

Visit Prwram 
7* - Saturday 
6.00 pm Meeting briefly with the program organizers. 
6.30 pm Arab Orthodox Society Media Center. 
7.30 pm Reception at the Christmas Hotel Jerusalem. 

8* Jerusalem - Sunday 
9.00 am Visit Holy Sepulcher Church & Dome of the Rock 
10.30 am Tour of the Old City of Jerusalem & visit to Ghassan Abdeen Gallery. 
12.30 am Visit jewelry manufacturer's shops in Jerusalem. (handmade) 
1 .OO pm Lunch in the Old City of Jerusalem. 
2.30 pm Dar Al Tifil A1 Arabi Museum. 
7.00 pm D i e r  at the Ambassador Hotel -Courtesy of the Owner Mr. Sami Abu Dayyeh 

9* Ramallah - Monday 
8.30 am Visit Qalandia Refugee Camp Woman Association. 
10.30 am Visit Inash Al Usra Association. 
12.00 am Lunch cowtesy of Inash Al Usra. 
1.30 pm Visit YWCA Center at Galazon Refugee Camp. 
3.00 pm Beir Ziet University. 
3.30 pm Palestinian Embroidery Center. 
5.00 pm Briefmg by Paltrade. 

Iaa Bethlehem - Tuesday 
8:00 am Sunbula 
9.30 am Meeting with the Palestinian M i s t e r  of Tourism. (9.00am Confmed) 
10.15 am Bethlehem Chamber of Commerce. 
11.00am Arab Women Union. 



12.30 am Lunch in Bethlehem courtesy of Arab Women Union. 
1.30 pm Tour of Bethlehem - Nativity Church. 
2.30 pm Fashion and Textile Institute - Hani Murad. 
4.00 pm Palestine Heritage Center. 
7:30 pm Reception at the residence of the Consul General of the United Kingdom. 

11' Wednesday 
10.30 am Evaluation meeting with all the relevant associations 
02:00 pm Conclusion meeting with PalTrade 
7.30 pm Diner at Basha restaurant courtesy of the Souvenirs and Handicrafts Association. 

12* Thursday 
De-~a- 

Designers Interaction: 
The British design delegation was introduced to Palestinian embroidery associations through visits 
to producers. Ways of production, threads, stitches, and fabrics were investigated and evaluated. 

The British delegation's work was presented to the Palestinian producers. This constituted a golden 
chance for the producers to compare, learn, and evaluate. The delegation members gave samples of 
their work to be produced, they then commented on the quality and f d  look. 

Discussion of previous experience with use of handicrafts in designs. Designers' previous 
experience in working with traditional handicrafts in other countries and successfully incorporating 
them into designs. Palestinian embroiderers benefited and greatly encouraged by learning about a 
success story. (Pictures showing the o r i w '  handicrafts and how they were incorporated into 
modem designs). 

Feedback on Palestinian embroiderer's products and capabilities was summarized by the designers': 
The designers' feedback on what they have observed during their visit was illustrated, what works 
and what doesn't, and areas that could be impmved. 

Future cooperation was outlined. A discussion on how future collaboration between the designers 
and the embroiderers in terms of order sizes, materials, time frames for delivery, even prices. Also 
some discussion on the mechanism through which orders could be received and managed. 

Conclusion 
The British team aereed to commit themselves to belo develoo a vision to find waw to incornorate 
Palestinian embmidew in international fashion desien. PalTrade w ~ s  named bv the British team and 
national embroidew D n 3 d ~ ~ n  to lead the eflort. Further activities will be scheduled to comoliment 
the results of  t r i ~ .  



BEST A V U B L E  COPY 





BESTAVAILABLE COPY 



.BEST AVAILABLE COPY 





&EST A V A I W  COPY 







B g S T A V A I W  COPY 



Palestinian - Israeli Textile & Garment Companies B2B Meeting 
Dan Panorama Hotel, Tel Aviv - April 5,1005 

Activity Report 

I Activity background 

I 
PalTrade as a National Trade development Organization, advocates a competitive, enabling business 
environment, and is dedicated to improving trade competitiveness through trade promotion and capcity 

I building, PalTrade with the cooperation of Peme Centre for Pace  coordinated a Business to Business 
meeting in Tel Aviv in 5, April, 2005 between The Israeli and Palestinian Textile companies in order to 

I 
maximize the Palestinian business scope in the Israeli market. 

rn Textile and Garment Sector 
The gannent and textile sector makes an important contribution to the Palestinian economy. There are an 
estimated 42,000 gannent and textile workers in the West Bank and Gaza, mostly in garments, who 1 contribute approximately 10% of Palestinian manufacturing output. The yna; is made up primarily of 
small-medium companies with the flexibility and capacity to accommodate various order sizes according to 
customer specifications and needs. The sector also includes several larger f m s  with higher capacities and I certifications to international quality standards such as IS0 WW. 

Palestinian firms produce primarily for Israeli buyers, either for consumption in the Israeli market or export, 
as well as for the local market. Small but growing quantities are exported directly to ovmeas buyers. 
Palestinian producers are currently manufacturing a wide range of products including circular knitwear 
(including underwear and other products), denim products, terry cloth, bed linens and other institutional and 
home textiles, and socks. The quality is high as is attested to by the presence of some of the world's best- 
known brand names on products currently exported under license to Israeli agents, including Macy's, Calvin 
Klein, lone's New York, Esprit, Casual Comer, and Marks & Spencer. 

The textile and garment industry is in the process of r e d e f h g  itself under international competitive 
pressures and revitalizing its trade relations with Israeli clothing companies who represent its primary market 
base. 

Goals of the meeting: 

Develop the Palestinian textile and Garments sector. 
= Revitalize business relation between Palestinians and Israeli companies. 

Locate new buyers for Palestinian companies in the Israeli market. 
Improve mutual Palestinian and Israeli understanding about each others' Sectors. 
Facilitate trade and product flow from West Bank and Gaza Strip to Islael. 

Funders: 
USAID 
Peres Center for Peace 

Organizers: 

PalTrade 
Union of Palestinian Textile Industries W I )  
Sewing Factories Ownen' Union (SFOU) 
Perce Center for Peace 



Key Performance indicators planned 

I At least 30 attendees (Israeli &Palestinian) 

Achievements: 
Number of Companies invited: 28 P d & n h  acmpdbb d 24 Im-aeli companies. ( Number of Attendees: 22 P a l e s t i h  md 21 m p a n i e s .  
9 Palestinian companies rev i t a l id  their business relations with Israeli companies and identified 
possibilities for future cooperation. 
Many business men were able to permits after being refused before. 
75% have closed business deals ah wpect to in near future(agree or strongly agree) 

Feed back from Palestinian companies: 

Meeting resulted in business deals or expected 
to the near future 

Strongly  

Ueome what 1 K G r e e  1 1 

Meeting improved the Palestinian 
Participants understanding of the Israeli 

Textile and Garment sector 

Meeting allowed Palestinian company to meet at 
least one Israeli potential business partner 

Strongly 
agree 

A g r e e  

some 

.Agree 

some what agree 



1 Annex 1-Meeting Agenda: 

Palestinian - Israeli Textile & Garment Companies B2B Meeting 1 Dan Panorama Hotel, Tel Aviv -April 5,2005 

I 
I 
I 
I 
I 
I 
I Annex 2-Participant list: 
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1 5 0  - 10:30 / ~ e e t i n ~  of Palestinian Companies at Gaza, Bethlehem and Tulkarem. 
I 

12:OO - 12:30 [~e~ i s t r a t i on  
Welcome speech of Peres Center for Peace, given by Mr. Dov Lautman, 
Chairman of Delta Galil Industries and Member of the Executive Board of 
the Peres Center for Peace. (7 minutes) 
Welcome speech of Palestine Trade Center - PalTrade, given by Mr. Elias 
Al-&a, Member of PalTrade's board of directors, Owner of Al-Arja 
Textiles Co. (7 minutes) 
Presentation of the Israeli Textile sector - Mr. Ramzi Gabai, Chairman of 
the Textile and Fashion Industries Association, Manufacturers Association 
of Israel. ( 1  5 minutes) 
Presentation of the Palestinian Garment and Textile sector - (speaker TBD) 
( 1  5 minutes) 

Lunch Break .---A- 

Open business to business meetings 

- Departure 

12:30 - 13:15 
1 
1 

! 

13:15 - 14:O 
14:OO - 17:OO 
17:OO 



SoteX Textile Co. 

0 Marwan Muhdah Marchel Company 
1 Hassan Muhamad Salha Salha Company 

A 2  Hani Murad FI1 UNITEX 
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I Annex >Participant Feedback 

Please rate the extent to which you agree with the following statements: 

Please rate the following 

I Organization of meeting: 

I Types of future activities that would be beneficial in increasing Palestinian-Israeli trade in the textile 
and garment sector 

Question 

Venue (lighting, AIC, comfort) 
Translation services 
Food and beverage 

Transportation anangements 

1. There was a problem with the match making behveen the Israelis and Palestinians. 

1 2. Try to f i d  a way for the Direct exporting 
3. To invite more Israeli companies with different and various specialization. 

(Honigman and Jump are suggested companies). 

I 4. Make the meeting longer (Some companies didn't get the chance to talk much with each other 
because the time was short).. . 

5.  Karni in Clua ar~d tl~r clleck points in rhc West hank are the main problem and most important issue 
to be solved. 1 6. F'revious orientation for the Palestinian companies in order to make tbis meeting beneficial. 

Excellent 

20 
19 
13 
20 

Joint advocacy activities to facilitate trade and product flow between Israel and West Bankl 
Gaza Strip 

Further business to business meetings 
Seminars/workshops on textile and garments related issues with notable speakers 

Training programs 
Other: 

Bad 

0 
0 
4 
0 

Good 

1 
1 
3 
1 

2 1 

21 
21 
20 
0 

Fair 

0 
1 
1 
0 



7. Invite people who are decision makers or can influence the decisions esp. the things concerning they 

I flow of people and product 
8. To work on sub-sectors in the textile and garment sector, in addition to make kind of clustering and1 

gather groups of factories in order to get good offers. I 
I 

I 9. Association to Association meetings (problem solving mechanism) as a first step. I 

I 

I Note: 
List of Palestinian and Israeli companies that may do business in the future: 

Palestinian Companies Israeli Companies 
1 A1 A j a  Textile Fox 
2 Sulieman A1 Ghalban Co 2 companies 
3 Bilal Co 2-3 companies 
4 Thaer Abduljawad Factory One company 
5 Socks Union Gebor Sabrina 
6 Nour A1 Baha' Co 3 companies 
7 F a j  Salha Co Met with companies already working with 
8 Tareq saqef A1 Haet Anastasia 
9 Muhamad a1 Madhoon Company 1 company 



International Computer Driving License - ICDL 
Final Report 

Executive Summary: 

November, 04 - June, 05 

Funded by: 
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Given the assessment conducted through the IAP on existing gaps in computer competencies, PalTrade with 
the major support of IDB and the support of USAID has initiated the first large scale International Computer 
Driving License - ICDL in the West Bank & Gaza Strip. 

Training objective was to increase work place productivity for approximately 200 employees in the entry 
level of the private sector companies through better use of computers in addition to increasing the number of 
certified individuals to provide smoother entry into new positions. Accordingly 195 individuals successfully 
benefited from the program of which approximately 95% were from the targeted group. More over, 
attendance was on average such that 77% of participants anended more than 80% of required hours. 85% of 
administered test resulted in a passing grade for the trainees to continue towards the completion toward the 
International certificate, while 74% of the total number of tests administered resulted in the acquiring of 
UNESCO's International Computer Driving License for 96 trainees. Most importantly, 89% of trainees 
believed that the program improved their workplace performance as initially planned. 

As such, it can be said that the program has been highly successful in achieving its objectives and in 
benefiting both the trainees and their companies through improving workplace performance. 

Introduction 
The ICDL is considered one of the world's most successful programs for maximizing computer literary in 
the workplace. This program is certified by the UNESCO and consists of 7 key modules which were 
covered in 72 training hours to include: 

I .  Introduction to Computers 
2. File Management 
3. Word 
4. Excel 
5. Powerpoint 
6. Access 
7. Internet & e-mail 

Program beneficiaries were 195 trainees 6um mostly from entry level positions in private sector companies 
from the West Bank and Gaza Strip. 

Our training partners included a consortium of the best capable training service providers in this field h m  
the West Bank & Gaza consisting of Galaxy - Ramallah Computer land - Gaza, Al-Muhtarifoun - Nablus 
& the National Institute for Training m Bethlehem. 

As for off~cial testing, it was conducted under the supervision of the UNESCO quality assurance 
representatives in each of the certified centers UNRWA in Gaza, Al-Najah University in Nablus & Galaxy 
Training Center in Ramallah. 

Implementation Mechanism: 
Given the pre-launching outcomes for the bidding process in identifying the most qualified and capable 
service provider resulting in the selection of Galaxy along with their consortium partners; it was decided to 
carry out the program in two cycles so as to accommodate available capacity and maintain quality training. 
As such, the total targeted beneficiaries were broken down for 100 in the 1" cycle and 100 in the 2* cycles. 

PalTrade's training division carried out the following activities in order to ensure the quality and quantity of 
trainees' participation in the program: 

o Setting Geographical targets: A target was set for each geographical region based on the 
concentration of  private sector establishments, as such was the breakdown: 



o Gaza Strip target was 30% adjusted to 47% due to increased demand in this area 
o Center initial target was 43% adjusted to 33% due to increased demand in Gaza strib 
o North initial target was 12% adjusted to 6% due to increased demand in Gaza Strip 
o South initial target was 15% adjusted to 14% due to increased demand in Gaza StriP; 

Trainees distribution per area 
North 

G m  Strip 
47% 

o Outreach & Promotion: launching of media campaign took place at the start of the projeQ 
which was composed of 3 days newspaper ads in the two major news papers: Al-Quds & 
Al-Ayyam. In addition to Direct ICDL Introductory letters, pamphlets (annexl) and 
application forms (annex2) which were sent out to more than 400 companies all throughod 
the West Bank & Gaza regions. 

o Application Processing: 
As a result of the outreach campaign, the training division received app. 225 applications 
fiom all West bank and Gaza 

o Registration: I 
Yet only 11 6 agreements (annex3) were singed for the 1" cycle given the conditions stated 
within the agreements, while 79 agreements were singed for the 2"d cycle in Ramallah and 
Gaza strip. Coordination between PalTrade's training division and all consortium members 
took place to ensure proper communication of the selected groups' names, session days, 
session times and trainers (annex4). 

o Training Sessions: 
Sessions were conducted by each center according to the set times, locations, and required 
number of hours for all 7 modules. 

o Monitoring attendance & testing: During the actual training, the attendance reports (Annex5) 
were collected to ensure proper monitoring of the actual attendance for the trainees. On 
average, 79% of participants attending 80% of the required hours which is an excellent achievement 
given the various holidays (Christmas, New Years, and Al-Adha) and transportation obstacles faced 
by Gaza participants. As for official testing, it was conducted under the supervision of the UNESCO 
quality assurance representatives in each of the certified centers UNRWA in Gaza, Al-Najah 
University in Nablus & Galaxy Training Center in Ramallah. 
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o Evaluation: The trainees' assessment through the evaluations (Annex6) has revealed the followi& 
key indicator which was initjally set as the impact indicator: 

ICDL Training Improved workplace 
performance 

11% 

89% 

89% of trainees believed that ICDL was directly related to improving their workplace performan* 
while the initial anticipation was 70% of the targeted group. 

o Some obstacles faced during implementation: 
Initially in the first cycle, it was believed that the UNESCO training material for XP 
versions were also available for testing. However, it was later confirmed that the latest 
testing was based on 2000 versions. Accordingly, there was a minor discrepancy between 
training material and actual testing material as far as interfaces. This was overcome in the 
2"d cycle. 
The English language testing also created a difficulty for many trainees in the IS' cycle; this 
was also overcome in the 2"d cycle. 
Certified training center's technical capacities and bureaucratic procedures by the UNESCO 
caused some delays in the testing process which were not anticipated. Also later overcome 
with more experience. 

I Summary of key Performance & impact indicators Achieved: 
o Number of participants registered is 195 in 2 cycles, majority of which are from the targeted 

group profile. 

[ o 79% of the trainees attended 80% of the training hours. In the first cycle which began in December 
4"' 2004 and completed in February 20'~. 2005, 116 participants have completed the last training 
session. As per our monitoring reports, attendance has been as follows: 

o Bethlehem: 68% of participants attended 80% of the required hours 
o Nablus: 92% of the participants attended 80% of the required hours 
o Gaza: 78% of the participants attended 80% of the required hours 
o Ramallah: 82% of participants attended 80% of the required hours 

I 
In the second cycle which began in March 3rd, 2005 and completed in May 14'~ 2005, 79 
participants from Gaza Strip and Ramallah have completed the last training session. As per our 
monitoring report, attendance has been as follows: 

o Gaza: 90% of the participants attended 80% of the required hours 
o Ramallah: 50% of participants attended 80% of the required hours I 



~ Tests results 

o Number of tests administered is 1015 by 171 trainees; 86% of those tests were complet 
successfully. 

pass 

IBfail I 

o 74% of the total number of tests administered resulted in the acquiring of UNESCO's International 
Computer Driving License for 96 trainees. 

. . - i.. 

I Galaxy Training Session - Ramallah 

I 
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Report Prepared by: 
Trade Development Department 
Palestine Trade Center - PalTrade 

Introduction: 

Turkey has a large quantity of marble reserves, which include a wide range of colours. The Turkish 
marble shades rang from very light grey to black and brilliant white. Turkey has proven probable and 
possible reserves of about 5 billion cubic meter. In 2003, Turkey's annual block marble production reached 
3.2 million tons and the production of f ~ s h e d  products reached 1.2 million tons. 

Modem production equipment and methods have been very important factors in the development of 
the natural stone industry in Turkey. The natural stone sector in Turkey has developed rapidly in the last ten 
y m .  In compliance with the stone and marble strategy plan developed by PalTnde, the mission was 
arranged to focus on the production techniques; machinery and finishing. 

Palestine shares similar colours of marble with Turkey. Following the Turkish steps in production 
will save the Palestinian stone sector time and expenses. The Izmir mission aimed at giving the Palestinian 
stone sector a closer look at the Turkish experience in stone industry from all aspects; the mission visited 
machinery production factory, stone processing facilities, and "Marble 2005'. 

Twentv seven Palestinian stone & marble produeem (see attached Iht) participated m the 
mission which lasted for seven days starting on Monday 28/3/2005 and ended on Monday 3/4/2005. The 
trade mission was ananged with full partnership with the Palestinian Stone and Marble Union (USM) and 
funded by USAID and Islamic Development Bank (IDB). The USM was represented by his executive 
manager. Also, the chairman of the USM attended part of the lpnir Marble 2005, while PalTrade was 
represented by the stone and marble sector manager. 

Obiectives of the mission 

To explore the Turkish machinery capabilities and development. 
To learn from the Turkish experience in stone production and processing practices. 
To leam from the Turkish experience in stone finishing, packaging and waste management 
techniques. 
To monitor the latest development in international marketing practices and fair culture and setup. 
To launch and pave relations with Turkish companies and organisations for the benefit of the 
Palestinian Stone industry. 

Mission Proeram: 

Monday 28/3/2005: Anival to Istanbul 
Tuesday 2913 -Wednesday 2913: Visits 
Wednesday 3013: Departure to Izmir 



Thursday 3113 - 314 Sunday 314: Marble 2005 
Sunday 3/4/2005: Departure 

Visit to Mermer Kesme ve SIlme: M.K.S. lMachinew Factorv for the Stone loduswl 

On Tuesday 29/3/2005, the Palestinian delegation visited the M.K.S. factory. The GM of the company, the 
sales manager, and the company's agent in Palestine hosted the delegation to a full tour of the factory. The 
technical team of the company illustrated the details of their machinery and answered the questions of the 
Palestinian manufactures. 

The factory is located in Sakarya which is located about 300 kilometres to the east of Istanbul. 

Visit to Federal Marble: (Stone Processine Factow) 

AAer visiting the M.K.S., the delegation head to Federal Marble, a stone processor producing more than 
3,000 square meter daily. The company is situated on 40 thousand meters and uses state of the art machinery 
and fhshing techniques. 

This visit uncovered many of the surface finishing techniques, production practices, packaging design, 
production layouts, and waste management. Many of these practices were vague to the Palestinian producers. 

Visit to VING ve MAKINA; GURALP (Cranes manufacturer) 

On Saturday 2/4/2005, the delegation visited GURULP Company, which is a crane manufacturer, which has 
sold many of its products in Palestine. The visit explored the technical aspects of crane manufacturing and 
design. 

"Marble 2005". Izmir Trade Fair, 

The main event of the mission was visiting ''Marble 2005", which was held in Izmir 3013 - 3/4/2005. More 
than 500 exhibitom from over 30 countries participated in this international trade fair. Visimm came from all 
over the world. The participating companies covered all aspects of the stone industry; 

Quarry Machinery. 
Processing Machinery. 
Finishing Machinery and Materials. 
Stone handling and transport vehicles and equipment. 
Waste management solutions. 
Latest trends in finishes and colours of tiles and slabs in the international market. 



For four days, the Palestinian delegation explored the participating companies' booths. They investigated 
new machinery for stone quarry and processing. Looked into finishing techniques and enjoyed watching the 
latest trends in final stone products. 

The following activities were supported; 

Directing members of the delegation to important companies' booths. 
Explaining translating, and communicating Palestinian producers' interests with exhibiting 
companies. 
Providing technical and commercial advice. 
Illustrating the implementing of certain finishing techniques. 
Providing support for interested buyers in negotiations. 
The Turkish Union for Stone industries was approached and proper introductions were made. 
Also the Izmir fair administration was visited. 

Achievements: 

The actual expenses of the mission were well below budget. 
The companies were familiarized with "filling", a process used in finishing slabs, which reduces 
waste because of surface default by more than 90%. 
Arrangements with a f ~ s h i n g  material company, specialised in filling process, were made with the 
company to support the transfer of the know how to the Palestinian sector. More details of the 
arrangements will be clarified during the coming weeks. 
In two deals, the support of PalTrade successfully reduced the price of two machines by more than 
30%. The deals were fmalized. Commercial conditions wae  set to rnaximise the benefits to the 
favour of the Palestinian side. 
In two other deals, the prices and the selling terms were successfully negotiated to assure the 
maximum benefits for the Palestinian side. 
The representative of a major Stone Producer located the machinery that perfumes a certain type of 
finish. 
Spare parts, blades, and consumables were quoted. Most of the companies expressed their high 
interest in buying because of high cost reduction. 
The quotes of the machinery offered to the Palestininan were well below previous offerings obtained 
by them ever before. 
In a survey conducted after the mission the followings were observed: 

5 participants closed purchasing deals to buy machines, parts, or other supplies 
during this mission, or expect to do so in the near future 
1 participants closed a deal to sell product during this mission, or expect to do so in 
the near future. 
11 participants believe that this mission provided them with an opportunity to meet 
at least one company that I would consider doing business with in the future, to buy. 
4 participants believe that this mission provided them with an opportunity to meet at 
least one company that I would consider doing business with in the future, to sell. 
17 participants believe that this mission increased their technical know how in 
finishing processes. 
22 participants said that he mission met my expectations overall. 



The mission successft~lly met its objectives. The participating companies learned in few days the worth 1 of years. I believe that benefits were tremendous. The production and fmisbing techniques were fully 
covered. Most of the companies will benefit from the knowledge obtained and eventually increase their 

I 
sales, especially exporting. However, more work is needed, especially regarding finishing issues. Fellow 
up with the participating companies is on going to monitor and supervise the implementation of the new 
ideas observed in the visited sites and explored in the fair. 
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Protocol 8 Etiquette 
Academlc bare of Excellency 

Middle East 

Eagle of Management in the International Market Horkon 

I 
I 

I 

I 
I 
I 
I 
I 
I 

Background: 

Pyramid Park Intercontinental Hotel - Egypt 
April 17 - 22,2005 

Funded By: 

1 Paltrade and through its continuous efforts in fulfilling the private Sector needs and suggestiok, has 

I 
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arranged for a six-day training program under the title of "Eegk 0f:Management in a free Int a ational 
Trade Market Horizon", administered by the Protocol & Etiquette Academic Center of Excelle y fiom 
Egypt. The training took place between 17/4/2005 - 22/4/2005 at the Pyramid Park Intercontinental Hotel in 
Egypt. The training program was funded by the USAID and the !slamid Development Bank. 

? 
I 

Training Partners and expert Credentials: 

PEACE Center is the sole and pioneer Protocol & Etiquette Academio Center of Excellency in t 
East Market. It  is newly implemented in the training domain to proiide training in different 
training (business Etiquette, Management, Marketing, Sales, Profegsional secretaries, Custo 
project Management, strategic Planning, Motivation, etc.), recruitment, business de 
consultations, and web development to any organization in the Middle east. 

Training Goals: 

To provide Palestinian company representatives with the knowledge required to better m 
operations specifically their sales and marketing functions to compete in the international and loc 
through the following learning objectives achieved: 1 

1 

1. Understanding the Professional Management Fundamentals for hternational Trade Business, 
2. LEARNING THE EFFECTIVE INTERNATIONAL MANAGERIAL COMMUNICATION SKILLS. 
3. HOW TO BE CREATIVE ON THE JOB CONQUER THE BRAJN DRAIN. 

I 
4. MOTIVATING INTERNATIONAL BUSINESS TEAMS. i 
5. PROBLEM SOLVING WITH INTERNATIONAL TRANSACTIONS. 
6. NEGOTIATING INTERNATIONAL DEALS. 

Detailed workshop agenda is in annex 1. 

Achie 
0 

vemant 6f key P&wmmm indicators planned: 
The N u m k  dhpbd @cipants was 15 - 18, but duc to high Demand by companie 
identified n d ,  the mroba of applications exceeded 45 appl ieh before the end of the 
In order to keep the higb b d  of interaction, it was decided to include 7 more application 
the total of 25 pd.cipants only. 



o Due to complications in attaining entry visas for 2 of the partic$ants only 23 were able to a end the 
full 6 day training sessions. k I 

l 
o As far as attendance is concerned, an estimated 95% of the participants attended 100% of th4 contact 

hours. 
I 

Achievement of key impact indicators planned: 1 
I 

o 70% of the trainees were fiom the targeted groups (Sales & Marketing Managers), as sho* in the 
participants list below. I 

o As per evaluation forms filled out afier the completion of the sixth day, the following were b e  main 
evaluation outcomes: 

3 At least 77% of the trainees agreed that the training program is related to their work 1 eas: 
, I  

I related to my work I 

o At least 86% of the trainees agreed that the training program has achieved its goals. 

training program achieved its 
goals 

14% 0 pq 
86Yo 

o 91 % of the trainees agreed that they could implement what they have learned in the tr ning 
in their business lives: 

4 
I 



will you use the information that 
you got in your Bus. lives 

9% 

91 % 

I 
o With the closure of the training the participants received certificates in addition to a CD that includes the 

training material and the souvenir pictures that were taken during the training. 

The participants in the training program: 

The program's main target group is the Marketing & Sales Managers, Top management team members & 
Middle management. 17 participants from West Bank and 8 participants from Gaza Strip registered to I participate in the training, but only 23 participants made it to the training due to visa problems for two of the 
participants from Gaza Strip. Palestine Trade Center - Paltrade was represented by Raghda Mustafa the 

I West Bank training Coordinator. 

Participants Names: 

Com. Name 
Massar 

Sun Pharm 
Alrajeh Factory 
National Insurance Co. 

Infinity Technologies 

A1 Osali TRADE Co. 
Manager West Bank 

Pharmacare PLC. Mohammed Khaled Sales & Marketing Manager West Bank 

Al Ajouli Co. Murad Salem Sales & Marketing Manager West Bank 

Abdul Rahman Hijawi Co. Mohanad Hijawi Sales & Marketing Manager West Bank 

Suhail & Saheb Co. Administrative & Financial 
Iyad Mahmoud (S Tarnimi) Manager West Bank 

A! Ajouli Jewelry Co. Mohanad Omar Sales & Marketing Manager West Bank 
Nieroukh Scales. Alaa Nairoukh Sales & Marketing Manager West Bank 
Jawwal Co. Rola Alfatafta Sales & Marketing Manager West Bank 
Organic Oil Producers 

Wesam Ziada 
Cooperative Chairman-Board of Directors West Bank 

Reema Co. Husam AlArabi Sales & Marketing Manager West Bank 
AL-Junidi Mashhour Abukhalaf Sales & Marketing Manager West Bank 

Name 

Raed Rajab 
Thaer Khalil Abu Shmais 

Bashar Dwikat 
Husein Ahmad Hasan Seifi 

Tariq Shadid 

Najah Osaily 

Position 
Consultant Assistant 
Sales & Marketing Manager 

Sales & Marketing Manager 
Sales & Marketing Manager 
Sales & Marketing Manager 

Administrative & Financial 

From 
West Bank 
West Bank 

West Bank 
West Bank 

West Bank 



Recommendations: 

lslamic Co. 
Jawwal Co. 
Jawwal Co. 
Massar 
Islamic Bank 
Salman Al Hello Co 
Palestinian for hearing Services 

1.  To contact the participants after the training course to make sure that they received the needed 
information. 

2. To preserve the relationship between Paltrade and the Protocol & Etiquette Academic Center, where 
the participants recommended keeping the relationship with the Academic Center. 

3. To sign an agreement between Paltrade and Academic Center, where we should be their 
representative in Palestine. 

4. Due to the huge demand on the traimng program, we recommend to work on repeating this ptogram 
to provide chances for a larger number of people. 

Annex 1: Agenda 

Khaled Khatib 
Hisham Murtaja 
Omar Al Shamali 
Ali Badwan 
Awni Al Tawil 
Wasim Al Hello 
Rabab Saq Allah 

Dav One - Sunday April17th. 2005 

1.  From 9:00 a.m. till 1 1  :00 a.m. (Introduction from both sides, consultants and participants) 
2. From 1 1 :00 till 1 1 : 15 a.m. (first Coffee Break) 
3. From 11:15 a.m. till 2:00 p.m. (part of managerial communication skills & business etiquette of 

professionalism) 
4. From 2:00 p.m. till 3:00 p.m. (Lunch break for the group at an open buffet restaurant-Pyramids Park 

Intercontinental) 
5. From 3:00 p.m. till 5:00 p.m. (rest of managerial communication skills & part of business etiquette 

of professionalism) 
6. 5:00 p.m. till 5: 15 p.m. (Coffee Break) 
7. 5:15 pm. till 7:00 p.m. (finalizing managerial communication skills & part of Business Etiquette of 

professionalism) 
8. All Day One is Ghada And Omnia 

Acting General Manager 
Sales & Marketlug Manager 
Sales & Marketing Manager 
Consultant 
Sales & Marketing Manager 
Sales & Marketing Manager 
Executive Secretary 

Dav Two: Mondav April 18th. 2005 

West Bank 
Gaza Stnp 
Gaza Stnp 
Gaza Strip 
Gaza Strip 
Gaza Strip 
Gaza Strip 

1 .  From 9:00 a.m. till 10:00 am. (Ghada will wrap up the session of the previous day, and will leave 
the training floor to Omnia, for the Motivation and Creation on the Job) 

2. From 10:00 a.m. till 1 l:00 a.m. (Omnia will brief what is Motivation and will brief what is Creation 



on the Job) 
3. From 11:OO a.m. till 11:15 a.m. (Coffee Break) 
4. From 11:15 a.m. till 11:30 (Ghada will wrap up, what is Motivation and Creation and linking them 

to each other) 
5. From 11 :30 till 2:00 p.m. (Omnia will give the theories of both motivation and creation, by applying 

them on some ready made example and cases 
6. From 2:00 p.m. till 3:00 p.m. (Lunch Break, at an open buffet restaurant, Pyramid# Park 

Intercontinental) 
7. From 3:00 p.m. till 5:00 p.m. (Participants will work on case studies, and coached by Ommia, on 

Motivation and Creative to marketing team, international trading and themselves) 
8. From 5:00 p.m. till 5:15 p.m. (Coffee Break) 
9. From 5:15 p.m. till 6:45 (Group discussion between Ghada & Omnia and participants on co~ecting 

all the case studies give to the group, applicable to the theories already given) 
10. From 6:45 p.m. till 7:00 p.m. (Wrap up from Ghada to the second day training; linking it to the first 

day training) 
11. From 8:30 p.m. till UP (Group Dinner at Khan El Khalili) 

Third Dav: Tuesdav Avril 19th. 2005 

1. From 9:00 a.m. till 10:00 a.m. (Wrap up f h m  Ghada, and Omnia to the two previous days) 
2. From 10:00 a.m. till 11:00 a.m. (Introduction from Omnia to What is meant by Problem SQlving; 

introduction h m  Ghada of linking Business Etiquette of dealing tactfully with people and situation 
in problem solving and Omnia will link both subjects in how to function creativity) 

3. From 1 1 :00 a.m. till 1 1 : 15 p.m. (Coffee Break) 
4. From 11 : 15 a.m. till 2:00 p.m. (Theories of problem solving, demonstrating sticky situations; iocally 

and international with behavioral types of people you cannot stand, by Ghada, and linking all by 
functioning creativity by Omnia) 

5. From 2:00 p.m. till 3:00 p.m. (Lunch Break at an open buffet restaurant-Pyramids Park 
Intercontinental) 

6. From 3:00 p.m. till 5:00 p.m. (Participants will work on International and local marketing and 
business deal to apply problem solving andpeople behavioral types, as well as art of 
professional conversation and business writing, and to function creative skills; coached by Ghada 
and Omnia) 

7. From 5:00 p.m. till 5:15 p.m. (Coffee Break) 
8. From 5:15 p.m. till 6:45 p.m. (Corrective session over the case studies, delivered by Ghada and 

Omnia) 
9. From 6:45 p.m. till 7:00 p.m. (Wrap up session for the third day and second day by m a  and 

Ghada) 

Forth Dav: Wednesdav April 20th. 2005 

1. From 9:00 a.m. till 10:00 a.m. (Wrap up session f h m  Ghada to Motivation and Problem Solving 
Sessions) 



2. From 10:OO a.m. till 11:OO a.m. (What is Negotiation by Ghada) 
3. From 11 :00 a.m. till 1 1 :15 a.m. (Coffee Break) 
4. From 11:15 a.m. till 2:00 p.m. (Theories of Negotiation Skills by Ghada will function Time 

Management in making negotiation skills work effectively and how to be assertive not ag&sive 
nor submissive in negotiating in an international business market) 

5. From 2:00 p.m. till 3:00 p.m. (Lunch Break in an Open Buffet restaurant-Pyramid Park 
Intercontinental) 

6. From 3:00 p.m. till 5:00 p.m. (Managerial Case studies in the local and international market add how 
to apply the negotiation skill and the business etiquette global rules efficiently, coached by Ghda)  

7. From 5:00 p.m. till 5:15 p.m. (Coffee Break) 
8. From 5:15 p.m. till 6:45 p.m. (Correcting the case studies and delivering the right solptions; 

applying the theories of negotiation internationally and locally within the business etiquette global 
rules 

9. From 6:45 p.m. till 7:00 p.m. (Briefing from G h d a  to forth day session in application to 
communication and creativity) 

F i h  Dav: Thursdav April 2lst. 2005 

1. From 9:00 a.m. till 10:OO a.m. (Ghada will wrap up in elaboration, how to function creative and 
managerial communication skills to theories of negotiation, problem solving and motivation) 

2. From 10:W a.m. (Ghada will link between all previously mentioned and business etiquette global 
rules, of professionalism, time management, art of business conversation, art of profemional 
correspondence, dealing with sticky situations and behavioral types of people in the b&iness 
market) 

3. From 11:OO am. till 11:15 a.m. (Coffee Break) 
4. From 1 1 : 1 5 a.m. till 2:00 p.m. (Ghada will work on giving marketing managerial internatiodal and 

local case studies to apply all previously given subjects and guiding participants to work on the case 
studies) 

5. From 2:00 p.m. till 3:00 p.m. (Lunch Break in an Open Buffet restaurant-Pyramids Park 
Intercontinental) 

6. From 3:00 p.m. till 5:00 p.m. (Fine-Tuning the corrective sessions by Ghada to the matketing 
managerial case studies) 

7. From 5:00 p.m. till 5:15 p.m. (Coffee Break) 
8. From 5:15 p.m. till 7:00 p.m. (Quiz Case studies to apply all the five days training topic, as a 

practical wrap up session, by Ghada a) 

Sixth Day: Friday April 22nd. 2005 

1. From 9:00 a.m. till 11 :00 a.m. (Business Etiquette in Brief, Office Etiquette & Protocol, brief on A 
to Z professionalism by Ghada) 

2. From 11:00 am. till 11:15 a.m. (Coffee Break) 
3. From 11:15 a.m. till 2:00 p.m. (Case studies on business etiquette of managing managerial stress, 

practicing on being a winner business man not a loser one, role play to function the 4Ps in 
with confidence to get the job done; global rules to give and receive criticism among your fo owers 
and in the business market; delivered by Ghda)  

"$"" 
4. From 2:00 p.m. till 3:00 p.m. (Lunch Break in an Open Buffet restaurant-pyramid$ Park 



Intercontinental) 

I 5. From 3:00 p.m. till 5:W p.m. (Information Technology session was delivered by Engineer Ahmed 
Onsi) 

6. From 5:00 p.m. till 5:15 p.m. (Coffee Break) 
7. From 5:15 till 6:30 p.m. (Information Technology session was delivered by Engineer Ahmed Qnsi) 1 8. From 6:30 ti11 7:W p.m. (Participantst Evaluation to the program, Certificate Celebration Delivery, 

Memorable Group Photos-Dishibuting CDs of the Photos and Good Bye to Meet then Again) 

I 



I PALTRADE 
PALESTINE TAAOE CENTER 

I 11 Sol: International Exhibition 
of virgin and extra virgin olive oil 

I 

April 7Ih - April 1 l th  , 2005 

[ Report Prepared by: 
Palestine Trade Center - PalTrade 



Background: 
PalTrade's participation at the Sol international fair was originally intended to be a market exploitation 
mission. However, after several companies expressed serious interest in either Exhibiting or attending as 
trade visitors, the event scope changed. 

Attending the Sol exhibition was a great opportunity for Palestinian companies to both meet potential 
buyers and penetrate the Italian market as well as to learn h m  experiences and competitive brands. 

Organized by the Palestine Trade Center, the event was made possible by the generous funding from ACDU 
VOCA, USDA. A total of three Palestinian wmpanies participated in the event (one exhibitor and two 
visitors). The Palestinian pavilion was 32 sqm. Zayt, the only Palestinian exhibitor occupied a total of 27 
sqm with PalTrade booth occupying the remaining space. It was hoped that more wmpanies would be 
interested in exhibiting but this event occurred very close to other simiIar exhibitions namely the Fabulous 
Four Exhibition in Dubai and the fancy Food Exhibition in Chicago (where 4 olive companies also 
exhibited). 

As organizers of the Palestinian participation, PalTrade organized all the logistical preparations for the 
event. From travel and shipping logistics to booth construction and developing the appropriate marketing 
collaterals and giveaways. 

Participation Highlights: 

Zayt booth attracted many visitors including olive oil experts, hotel and restaurant owners, chefs, 
and other interested individuals. 
Zayt attracted people through offering food tasting which was very successful. The food included 
olives and olive oil, white cheese, humrnos, labaneh, za'atar, and magdous. 
Participants attended a short training course on olive oil panel tasting which was extremely useful. 
More than 10 companies, mainly restaurants, showed interest in buying Palestinian olive oil. The 
wmpany is following up with them. 
An Austrian food company is interested in importing Palestinian traditional food products such as 
olive oil, olives, white cheese, labaneh, za'tar,etc. 
Zayt Company's olive oil was tested by the International Olive Oil Council and was approved as 
extra virgin olive oil according to their standards. 



PALTRADE 
PALESTINE T R A D E  C E N T E R  

Report Prepared by: 
Palestine Trade Center - PalTrade 
May 19,2005 



TN'I'I~OI)~.JC~I'ION: 

I The Trade Mission to Salone exhibition was a 
rich opportunity for technology and knowledge 
transfer, the activity took the form of seven days 
trade mission to Italy "the world's leading 

I exporter", aiming to visit "Salone Internazionale 
del Mobile" exhibition and to expose to world 
furniture trends, styles and designs. The trade 

I 
mission also included exposure to best 
manufacturing techniques applied within Italian 
furniture manufacturers; networking local 
manufacturers and association with leading 

B Italian furniture manufacturers and trading 
counterparts. 
The mission was organized jointly by Palestine 
Trade Center- PalTrade and Wood Industries 

I Union - WIU. 

I TMDE MISSION OBJECTIVES: 
1. Exposure of local manufacturers to International hrniture trends & design updates, 
2. Promoting Palestinian Furniture Sector regionally and WIU as a professional sector 
representative, 

I 3. Exposure of local manufacturers to best manufacturing techniques applied within Italian 
manufacturers, 
4. Institutional networking with Italian furniture association and conceptualization for potential 

I 
cooperation activities, and 
5. Increasing local producers' marketing and sales capacity, skills and tools for utilization in 
local markets and international exhibitions. 

( FLIXOINC & S I ~ P ~ O R . ~ :  
The Palestinian participation was made possible 
through the generous support and contribution 

I of USAID. Equally important to note is the 
contribution of the participating companies. 

BEST A V U M  



No. ofExhibitors: 1630 

I 
Exhibition Area: 140,000 m2 
Exhibi~ing Co~~nlries: Italy, Germany, Spain, Turkey, 
Malaysia, Egypt, Portugal and others. 
Exhibition Estimated Sales: 9 million €. 

I Prodircts Exhibited: Furniture in Modern, Classic, Design 
Sections. As well as, Bathrooms, Home Textiles, Lighting 
and a special section for young emerging designers. 

I The Exhibition was open only for Trade visitors. 

I 1. Professional Exhibition Orientation Tour was conducted by Fierra Milan management, aimed 
to introduce the Palestinian delegation to the various sections of the exhibition. 

I 2. The Palestinian delegation visited "Federlengo- 
Arredo" the Federation of Wood furniture, cork and 
furnishing; were they had a meeting with Mr. 
Roberto Migotto-Chairman of Board, Mr. Flavio 
Tomaello -Manager, and Mr. Fabio Catellani - 
International promotion manager. During the 
meeting they showed interest in Palestine and they 
are willing to cooperate on bilateral beneficial issues. 
They are waiting to hear the required or proposed 
ideas for cooperation in terms of capacity building, 
joint venturing and marketing. Follow-up is 
requested on PalTrade's behalf. 

3. A meeting was held with Paola Govoni, editor for CSlL Milan 'World Furniture Intemational 

I 
Markets review" and discussed the possibility of conducting specialized market intelligence 
reports for the furniture industry and other industries. Follow-up is requested on PalTrade's 
behalf. 

I 4. A meeting was held with Mr. Claudio Segantini, general manager of Brand srl, which is a 
large multi national hrnishing company that is interested in opening joint venture with a local 
furniture manufacturer from Gaza. Results of the meeting were primarily focused on partially 
manufacturing products in Palestine and to promote and market the joint production in 
Palestine and the region. 

MISSION BENEFITS: 

I Participating companies have benefited from: 
I - New design ideas 
2- Rich material compositions 
3- High Quality Techniques 
4- Successhl exhibiting and display tools and ideas 
5- Exposure to developing countries models (such as Egypt) 
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As a result, participants showed enthusiasm to exhibit in such elite furniture 
exhibitions. They are looking forward to developing new designed collection that can 

( fit with international furniture trends. PalTrade is recommended to organize 
participation in order for Palestinian companies to exhibit in successful international 
exhibitions such as INDEX-Dubai or Salone-Milan. PalTrade is also recommended to 1 follow-up with "Federlengo-Arredo" and "CSIL Milan" in order to seek new 
programs and initiatives that promote the furniture industry in Palestine. 

ITALY, 200s 
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The Fabulous Four 
Agri Business Expo. Middle East 2005 

Middle East Flower & Garden Show ( GARDENEX) 2005 
Middle East Poultry show 2005 

Middle East Aquaculture & Fishing Show 2005 
isth - 21'' April 2005 

Palestinian Participation 



I About tbe Exbibition 

The Agri Business Expo has played a pivotal role in the development of the agriculmd sector by introducing modern 1 t ech logy  and equipment to producersin the Middle M region. Now in its ninth year, the exhiition fea- a wide 
range of agri-related products and activities including date cultivation, general farming, landscaping methods, agri- 
chemical use, the latest garden implements, horticultural aids and pest control methods. 

I 
GARDENEX Middle East Flower and Garden Show is a specialized floriculture show, feahlring cut flowers, flower 
care equipment, flower anangements and related areas. The event is of particular significance in Dubai with the 
establishment of the US $300 million 'Dubai Flower Center', which is a world-class redishibution hub. This show is sel 
to attract exhibitors from Thailand, Malaysia, Kenya, South Africa, Holland, France, Brazil and Venezuela, and is I viewed as key a the floriculture in* in the Middle h t .  

1 Last year's 'Fabulous Four' expo featured 78 exhibitors from 28 countries and attracted nearly 5,000 professional 
visitors from Europe, Iran, Pakistan, India, Sri Lanka and Gulf countries. The event is supported by the Ministry of 
Agriculture and Fisheries, UAE, the Dubai Flower Center and the Flower and Plant Industry Association of the UAE. 

Participants in this year's show will not only see the latest tools and technological developments available to them, they 
- will also be able to network with industry professionals and attend a series of specialized symposiums being held during 

- 
The Palestinian participation 1 PaTipants 

five Palestinian companies participated as exhibitors: 

I 
ACDU VOCA : ACDWOCA is a private, nonprofit organization that promotes broad-bassd economic grovnh and the 
development of civil society in emerging democracies and developing countries . OfFering a comprehensive range of 
technical assistance services, ACDWOCA addresses the most pressing and inhactable development problems. Driven 
by the goal of adding value to local enterprise, which underline prosperous f?ee markets and stable democracies, 

I ACDWOCA works in the following areas: Community Development, E n t e r p k  Development, Financial services, 
and Agribusiness Systems. 

Organizer: 
PalTrnde Paltarde's purpose is to lead the development of Palestinian trade as a driving force for sustainable national 1 economic growtb. As the National Trade Development a membership of more than 170 Palestinian leading businesses, 
PalTrade advocates a competitiveness through trade promotion and capacity building. PalTrade operation and services 
are guided by sector based skategies for hade development supported by assessments of cross-sectoral opportunities 

( and impediments. These shategies are deployed through a range of services and activities aimed at vitalizing sectors to - 
export to target markets. 

1 Pa1Trade9s Mission is to Develop Trade Through: 



1. Advocating a competitive, business enabling environment 
2. Improving trade competitiveness through trade promotion and capacity building 
3. Fostering international busmess practices and standards among professionals, firms and business organizations 
4. Providing trade- enabling 

Success of the Palestinian Participation : 

a. Near East & Industry Company 
An agreement to send a container to olive oil to Dubai was concluded, and other dcals rsachdd regm-Jill2 the ' 

oliw ~ i l  proclt~cts and i)thcr ~nldinp p~.uducts 

b. Al-Taybeh beer and olive oil company 
A mcetmg with the Spinneys chain sales manager in Abu Dbabi, followed by a phone call with the General 

manager, they informed them that they were interested in their products. They were asked for another visit to Abu 
Dhabi and will be scheduled later. 

c. Al- Maslamaol Trnde compaoy for nuts 
They stayed in Dubai for lwo days after the exhibition was over, and they are studying the possibility of 

opening up a branch in Dubai. 

d Islamic Food Associatioo 
They are the number one sellers for cold cut meat in Dubai (20-25 tons sold monthly). There are negotiations 

to export to Saudi Arabia, however, the deal is not yet concluded 

e. Vegetable Oil Factories Co. 
The will send samples to oriental sweets producers so that they can test their product for M e r  business 

possibilities. 

It is note worthy Bar the image of the Polesliaian olive oil deterioncud in r e n t  years due to the low qua/@ 
Polesrinian dive oilpreviously mpuied to DubaL This image n w  revexed due to ourpadcipation in Be 
Exhibilion, however, there is sriU a lot of effort and work lo do lopromote Polscinirrn dive oiL 

Issue to follow up: 

i Al Safa Dairy company 

the price of milk) 
I -  Abu Sultan Entaprises LLG need miikproduc&prices 

Conlanct person: Kavia Sanjay 
P.O.Box 183, Hamriya 
Postal Code -1 3 1 
Sultanate of Oman 
Tel. : 704268 
Fax: 704262 

2- Maun' line 2004- need milkproductsprices 
Contact Person: Mr. Cherif Mohamed 
Mauritania- Nwakshout pon 
w\rw.Maurilme2004.com 



Tel. : 0501 4661378 

3- A1 JaIaf Modern Company L L C -  need jviceprodue~~priccs 
Contact Person: Mr. Tawfeek Al Nemer 
Dubai United Arab Emirates 
Fax: 06-5227170 

ii. Flowers 
Mrs. Kanakan Nourhen from Tunis has a Wade company for flower6 intereuted to get the prices to d~fferent 
h d s  of flowers. 
Contacts: 
GSM: 98 441 202 
Tel. fax: 72 214 332 
e- mail: kanakan.nourhene@planet.m 

i i i  Arab World Agribusiness Magazine 
If we are intemted to publish an mticle about agriculture in Palestine 
Contact person: Ebrabim A1 Alwani 
Director of Sales & Marketing 
Tel. : +973 17 213900 
Fax: +973 17 2 11 765 
e- mail: ~ar@batelco.com.bh 

infoc~fanwublishina.com 
website: www.fanarpublishina.com 

iv. Dubai Flower Center 
A great place to deal with in the Ioture if there is a free movement for our produrts. 
Website: www.dubaiflowercenter.com 
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EVENT REPORT 

INTERPACK 2005 

Diisseldorf - Germany 21 -271412005 

Trade Mission Final Report 

AGRI- BUSINESS TRADE DEVELOPMENT AND PROMOTION 1 PROJECT ATDP 

I Trade Promotion Department 

May 2005 ' 

I NTERPACK 2005 TRADE MISSION 

I Germany is located at the head of Europe and considered the world's number one trade fair center. 
About two thirds of the leading international trade fairs are held in Germany which means 130-1 50 
international trade fairs held annually. Statistics 6om AUMA (Confederation of German Trade Fair I bi Exhibition Industries) for year 2002 show 175,000 exhibiton, 17% of which come from abroad 
and 10 million visitors, 1.87 million 6om outside Germany, reflect the global appeal of these 

I events. Visitors and exhibitors come from at least 180 countries as market partners. 



The success of trade fairs made in Germany can be attributed to the following factors: High 
professional standards of the organizers, global marketing for exhibitors and visitors alike, the 
largest share of foreign participants anywhere in the world, long term concepts coordinated with 
business and industxy and the highest standards in technology and service. 
The Palestinian visitors to INTERPACK 2005 have opportunity to meet 2641 exhibitors from more 
than 80 different countries and to get exposed to the new technology in the packaging machinery 
and to learn from the international experts in packaging. 

INTERPACK 2005 

Interpack 2005, the international fair for packaging machinery, packaging materials and 
confectionary machines. Interpack 2005 considered as the biggest trade fair in its kind all over the 
world, takesplace from 21 to 27 April 2005 at the exhibitionceentre in Diisseldorf. 

Interpack 2005 registered 2 641 exhibitors from more than 80 different countries and a total of 176 
000 visitors from 106 countries. This means that the figures reached at the last Interpack in 2002 
were exceeded considerably. 

Mission Objectives: 

Assist Palestinian producers in their efforts to adopt new packaging techniques, 
Help Palestinian producers in their searching for new packaging systems, machines and raw 
materials, and know- how. 

Participants 

Fifteen individuals representing thirteen Food Processing companies, Pharmaceutical and Paper 
Industries, in the West Bank and Gaza Strip participated in Interpack 2005 trade mission. 

The mission's main objective was to introduce Packaging machines, materials and packaging 
solution to participants through their participation in the most important specialized exhibition in 
the world which is Interpack 2005. 

This was facilitated by an introductory half-day seminar on Interpack 2005, conducted on April 7, 
2005, in which about 12 Palestinian businessmen participated where Mr. Ayman Abu Zarour, Mr. 
Samer Taher from Paltrade and Mr. Anan Anabtawi from German Chamber of Industxy and 
Commerce Delegation (DIHK) intervenes with informative presentations. 

Mission Propram: 
a Wednesday 201412005: Arrival to Cologne 

Thursday 2 1/4/2005: 
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- Mr. JORG DUBLET, Head of the department 
International Exhibition Management of Diisseldorf, 
Resources, and Technology Division (ERTD), led the 
German delegation In hostlng the Palestinian 
delegation in a welcoming ceremony organized 
previously by DIHK. Mr. DUBLET was 
accompanied by Mme. May Khairy, Head Executive 
Director, Head of Fairs Department and corporate 
Promotion. 

- Visiting the Exhibition 

Friday 22/4/2005: 

Saturday 23/4/2005: 
a 

Sunday 24/4/2005: 

Meetings 

Visiting the Exhibition 

Visiting the Exhibition 

Departure 

Paltrade staff realized meetings with German institutions to discuss potential cooperation with 
Paltrade in several aspects, mainly concentrated in vocational training and promotional activities as 

4 explained hereafter: 

1. InWEnt - Internationale Weiterbildung und Entwicklung (Capacity Building 

I International, Germany) 

Date: Wednesday 20 April 2005 
Time: 14:OOpm-15:30pm 
Venue: InWEnt 
Weyerstrasse 79-83 
50676 Cologne 
www.inwent.org 

InWEnt - Internationale Weiterbildung und Entwicklung (Capacity Building International, 
Germany) is synonymous with human resources and organizational development in international 
cooperation. Their service package addresses specialists, executives and decision-makers in 
industry, politics, administration and civil society. InWEnt works with partners in developing 
countries, transition states and industrialized nations, and in this way reaches some 55,000 
individuals every year. 

InWEnt's shareholders are the Federal Republic of Germany represented by the Federal Ministry 
for Economic Cooperation and Development (BMZ), the Carl Duisberg Gesellschaft representing 
the economy and the German Foundation for International Development representing the German 
federal states. 

Attendees 

Mme Ursula van Look, Sustainable Market Economy, InWEnt 
Mr. Ayman Abu Zarour, Food Processing Sector Manager, Paltrade 
Mr. Samer Taher, Trade Promotion Officer, Paltrade. 



Meeting Objectives 
a To promote Paltrade as Palestine Trade Promotion center. 
a To discuss potential future cooperation with Paltrade, mainly in vocational training 

Meeting Outputs 

InWEnt representative demonstrates interest in any potential coopemtion with Paltrade in 
matchmaking opportunities with German andor European partners and to facilitate the Palestinian 
participation in their activities. 

Follow up 
a lnWEnt provides vocational training in the following fields: 

Economic Policy 
Good Governance / National Reform Policy 
Administrative Policy / Security Policy 
To Promotion of Democracy / Administrative Reforms 
Education 
Health 
Vocational Training 1 Technological Cooperation 
Business Development / In6astructure 
Sustainable ~ec lkolo~ies ,  Industrial / Urban Developmet 
Economic, Environmental and Social Statistics 

= Rural Development, Food and Biodiversity 
Environment, Energy and Water 

A brief summary of our meeting was passed to our colleague Mme Arda Madorisian to follow up 
and define Paltrade interest in such proposed cooperation. 

2. German- Arab Chamber of Industry and Commerce (AHK) 

a Date: Friday 22 April 2005 
a Time: 14:W pm - 16:W pm 

Venue: Diisseldorf 
www.ahkmena.com 

I Attendees 

. Mme. May Khairy, Head Executive Director, Head of Fairs Department and corporate Promotion. 
Mr. Ayman Abu Zarour, Food Processing Sector Manager, Paltrade 

( . Mr. Samer Taher, Trade Promotion Officer, Paltrade. 

I Meeting Objectives 
a To promote Paltrade as Palestine Trade Promotion center. 1 a To discuss potential Palestinian patticipation in training programs organized andior 

coordinated by AHK. 
( Meeting Outputs 
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Mme Khairy promised to inform Paltrade with their programmed activities and to logistically 
facilitate Paltrade missions and activities in Germany through their delegation in Ramallah. 
Mission outcome: 

Accurate information about companies' achievements and contacts seems to be impossible to obtain 
since participants preferred to keep it confidential. On the other hand, most of the participants if not 
all confirmed their success in achieving their goals from participation in this mission. 

Overall, the mission was very successful, as confirmed by the mission evaluation results from 
several participants feedback. 

- Most of the food companies reached a primary agreements andlor serious contacts to buy new 
filling and packaging machines, spare parts, packaging materials. 

- A factory in Hebron, Salah Company for industry and trade successfully achieved serious 
contacts to buy new filling machines. Follow up and complementary contacts should take place 
in the coming weeks, according to Mr. Khaled Salah The general director of the company. 

- The same feedback collected from Al-Maslamani Co. for roasted nuts. Several serious 
negotiations took place with American company to buy a complete processing and packaging 
line for new food product, Food processing manager participates in the primary negotiations and 
withdraws in the advanced negotiation sessions. 

- ~l Sanabil Food Co. from Nablus and N i e d  Co. ~ t d  from Hebron concentrates their research and 
visits to packaging materials, according to their feedback they achieved their objectives. 

- Participants visited the Exhibition daily, commitment and seriousness were obviously noticed in 
participants behavior, they conducted business meetings with exhibitors from different countries 
such as; Italy, France, Germany, Japan etc.. . 



Particban ts: 

1 
1 
I 
1 

2 
3 
4 
5 
6 
7 
8 
9 
10 
1 1 
12 
13 
14 

Nieroukh Co. Ltd 

K.A.R. For Macaroni & Food Stuff MFG. Co. 
Maslamani Trading 

I 

N-Z k,Natsha 
Ck€um.M MHerbed 
Jamal Maslamani 

15 

Al BATRA Food Co. 
A1 BATRA Food Co. 
QASRAWl INDUSTRIAL TRADEMG Co. Ltd. 
A1 SALAM MILLS Co. 
Birzeit Palestine Pharmaceutical Co. 
Birzeit Palestine Pharmaceutical Co. 
SINOKROT FOOD COMPANY 
SMOKROT FOOD COMPANY 
Alahlyeh Boxes Industries Co. 
BADRI & HANIA Company 

Marwan M. A. Saadeh 
Salman H S Abu Kharshiq 
Zuhair D. Qasrawi 
Farhan Abu Salim 
Tala1 Kazem Naser Eldin 
Sonia Abdel Lateef Naser Eldin 
Marwan Tawfiq Sinokrot 
Muhsen Tawfiq Sunoqrot 
Mohammad Nafiz A1 Hirbawi 
Fouad M. M. Hania 

SALAH COMMERCIAL CO. LTD Kahled N. A. Salah 
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1 PALTRADE - 
PALESTINE TRADE CENTER 

I 
CHICAGO FANCY FOOD EXHIBITION 

CHICAGO I USA 

( Report Prepared by: 

I Agribusiness Trade Development Program 

Palestine Trade Center - PalTrade 



Introduction: 

The USA leads the world in olive oil imports after Italy and is the world's largest non-producing consumer of 
olive oil. It's import volumes have been near or above 200,000 tons for the past five years, and its 
consumption is estimated at about the same volume, exceeded globally only by the large traditional 
producing and consuming countries Italy, Spain, and Greece. Consumption trends continue to grow, with an 
estimated average annual growth rate of about 7% over the past 5 years. 

The mid western states in the USA are amsidered a promising market for Palestinian olive oil and other 
agricultural products due to the big Arab and Muslim community living in this area. More than 140 thousand 
Arabs live in Michigan and more than 85 thousand others live in Illinois. Together with the western coast 
states, the Arab community in the mid west is considered the biggest among all other states. 

The idea of participating in this show started one year ago as all the implications done through the trade 
development plan have shown big interest and great potential in the US markets for the olive oil. 

Three Palestinian companies participated in the show as exhibitors and one company as a visitor under one 
pavilion called "Palestine" for the first time ever in an 
exhibition in the U.SA. 

P r e ~ a r s t o r v  mission 

Prior to the exhibition, a mission for three days was organized by the Project director and the sector manager 
to meet with potential clients in Michigan. 

We were able to meet with the two most important importers of Mediterranean food products in Michigan 
State. We held very important and h i t fu l  meetings where we gave a brief on PalTrade's mission and the 
ATDP's intervention in the agribusiness sectors in general. 

The two companies are: 

1. Jerusalem Foods: established in 1978 and they are importers and distributors of different kinds of 
food including the Mediterranean and they import mainly from Lebanon and Syria. 

2. Tut's International: established in 1972 and they import mainly &om three regions, Middle East, 
east Europe and Far East. 

Both companies are distributors in the mid west states and they have their own brands in the market. 

We have also visited many retailers and groceries but none of them are importers and they buy their products 
from local distributors. 



Preparations 

I PalTrade have arranged for the Palestinian participation at Fancy Food* pet the Following: 

1.  Airfare and accommodation 
2. Shipping 
3. Booth construction 
4. Marketing: 

Exhibitors Catalogue Book Mark 

In addition to Giveaways (Olive wood ornaments) 

Fancy Food Show 

I The Spring Fancy Food Show is an annual exhbition 
organized by the American National Association for Specialty 
Food Trade NASFT. It is one of three big shows organized 
annually by NASFT and held in Chicago, New York and San 
Francisco. More than 1800 exhibitors from U.S and 

I international companies attended the show, more than 19 
thousands visitor representing importing companies, 
distributors, retailers, chefs, restaurants, hoteliers, bakers, deli 

I 
owners, caterers, and supermarket buyers. 

The show is the first for the Palestinian companies in the U.S. 
markets. The participation of four Palestinian olive oil companies in t h s  important show is considered in 1 itself a success to PalTrade and the ATDP. 

For the first time, the Palestinian flag and 'Palestine' are present in such a huge exhibition in the U.S. In the 
International section, Palestine was the only Arab country exhibiting and we had many encouragements from 1 other exhibitors and visitors of the show. 



New Farm Company 

Exhibiting products: 

Virgin olive oil in 750 and 1 L glass, I Gallon tins (Shefa). 
Dried yoghurt. 
Driedfruit 

They already have a distributor in Chicago and their objective is to 
enhance the relation with their new distributor and to find another one in 
Michigan. 
They were contacted by two importers from Michigan and they gave 
them the samples and in the process of negotiations. 
They were contacted by a distributor from New York interested in olive 
oil and dried fruit. 

Near East Company 

Exhibiting products: 

Extra virgin olive oil (Al-Ard) in 250, 500,750 ml glass bottles. 
Virgin olive oil (Zaytona) in 250, 500m 750 ml glass and 1 L pet. 
Virgin olive oil in 16 kg tins. 

They had the biggest space among the Palestinian exhibitors (200 square feet) > ; L . > ~  ~ ' 0 -  

and the company brought a big display designed by a German company - dG'Ou' 

which gave the booth an attractive view. 

The company was contacted by around 6 interested companies from the Mid 
West, New York and Huston. The company is studying now the strength of 
each company to insure better iterance to the U.S. market. 

Al-Reef Company 

Exhibiting products: 

Maftoul: 1 kg cartons. 
Freeka: 1 kg. 



They used to have a distributor in the mid west (Ziad Brothers) but they faced some problems with him. 
They are looking for a new importerldistributor and they gave all their samples to a marketing company in ( Chicago who will look for the best importer/distributor in the mid east and other regions. 

- 

Though the company's manager participated in the show as a visitor, he succeeded in contacting some 
importing companies during the show and one of them is an American leading company "European I Importers" who are distributors of Italian, Spanish and Greek olive oil. He also sent samples of their 
products to Tut's and Jerusalem companies in Michigan and they are in the follow up process. 

Mission and exhibition Program: 

Saturday 23/4/2005: 
Sunday 2414: 
Monday 2514: 
Tuesday 2614: 
Wednesday 2714: 
Thursday 2814 - Saturday 3014: 
Sunday 1 /5- Tuesday 3/5: 
Thursday 515: 

Arrival to Detroit 
visits to retailers in Detroit 
Meeting with Tut's International 
Meeting with Jerusalem Food 
Departure to Chicago 
Preparations @ McCormick Place 
Fancy Food Show 
Departure to Amman 

Conclusion: 

I The exhibition was a real opportunity for Palestinian companies 
to promote their products and meet potential clients jn an 

I 
important and growing market like the U.S. 

There are several indicators that the contacts made before and 

I 
during the show will lead to business deals for the Palestinian 
companies. 

I 
We have also assirted that several traditional Palestinian 
products such as thyme (Za'tar), labaneh, white cheese, 
magdous, olives, freeka and maftoul are in high demand in the 
US market. 

I Finally, and in order to reap the most benefits out of this 
activity, we are persuading all participants and other members 
to contact other potential buyers they have met in the East I Coast (NY and New Jersey) and the West Coast (LA and San 

Francisco). 

I 
I 
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Annex 2: Palestinian - Israeli Handicrafts Companies B2B Meeting 



Palestinian - Israeli Handicrafts Companies B2B Meeting 
Crown Plaza Hotel, Tel Aviv -July, 12'~ 2005 

Activity Report 

Activity Background 

PalTrade's purpose is to lead the development of Palestinian trade as a driving force for 
sustainable national economic growth. For decades, Israel has been a viable market for 
Palestinian products, however, trade and commercial relationships between Palestinian and 
Israelis have been severely hurt as a result of the ongoing conflict. Repairing and restoring these 
relations will benefit the economy of Palestine and eventually help develop trade. 

During metings with TlTA (Handicrafts union) and discussions about the sector's markets, 
Israel was identified a s  an important market. Companies named long term partners in the Israel, 
and asked for facilitation to meet the Israeli companies to increase the flow of products into the 
Israeli market a s  well as the international market since many Israeli bade wmpanies enjoy strong 
marketing capabilities in Europe and the US. 

Therefore, PalTrade coordinated with Peres Center for Peace to contact the Israeli Exports 
institute to recruit Israeli handicrafts wmpanies to attend a B2B meeting with Palestinian 
counters. 

Goals of the meeting: 

Facilitate trade and product flow from West Bank and Gaza Strip to Israel 
= Understand the new market trends in Israel and internationally. 
= Revitalize business relation between Palestinians and Israeli companies. - Locate new buyers for Palestinian wrnpanies in the Israeli market and internationally. 
= Impmve mutual Palestinian and Israeli understanding about each others' Sectors. 

Familiarize the Israeli wmpanies with the Palestinian Handicrafts products through 
orgazing a small exhibition during the activity. 

Organizers: 

PalTrade 
Traditional and Tourism Industries Association - Palestine ('ITJA) 
Perce Center for Peace 

Key Performance indicators planned 
At least 45 attendees (Israeli &Palestinian) 
At least 25 B2B meetings took place. 

Achievements: 
Number of Companies invited. 31 Palestinian companies and 26 Israeli wmpanies. 
Number of Attendees: 31 Palestinian companies (100% of invited) and 15 Israeli 

companies (68% of invited) 



25 Palestinian companies revitalized their business relations with Israeli companies and 
identified possibilities for future cooperation through B2B meetings with Israeli 
companies. 
Many business men were able to get permits after being refused before. 

Feedback from Palestinian companies: 
== 

Palestinain Opnion of the Meeting's Potential 
to constitute an opportunity to understand 

the Israeli Market and the Products 
Demanded 

Disagree, 3-. ~ 

Meeting Potential to Initiate cooperation 
between the Palestinan company and the 

Israeli companies in the near future 

Disagree, 6- Strongly - 
agree, 8 

some what / I - 
agree, 2 -, 

L ~ ~ r e e ,  7 

som w hat 

Agree, 2 N  Strongly 
agree, 16 

Meeting Constituted an Opportunity to meet 
with new business peoplelcompanies that I 

would like to work with in the future 

Rsagree 
26% 

some what 
agree 
43% 

Analysis: 
The meeting provided a better understating of the Israeli market needs and trends. It drew the 
companies' attention to the fact that the Israeli market is interested in modem utilitarian pieces rather 
than religious items which is still tbe current concentration of the Palestinian producers. 
The organization of the one on one meeting were set up well, hence the system employed 
assigned seating, time, and partners of each meeting. However, the recruitment of the companies 
fell short to ddiver maximum potential benefits to the attendants on both levels of the 
participation; size of attendance and compatible interests. Not all Palestinian producers seem to 
felt that there are business partners on the other side, thus that more than 80% (24 companies) of 
the Palestinian participation produced olive wood products, while only 8 Israeli companies 
showed interest in olive wood products. The fact that olive wood producers dominate the 'ITIA 
weakened other sub sectors representation. 



In general, only 15 Israeli companies showed up, 7 were absent and 4 canceled, this was 
countered by 31 Palestinian participants. Furthermore, while there was a strong unllfilled 
interest in jewelry and glass in the Israeli side, there was unfulfilled interest in olive wood in the 
Palestinian side. 



Annex 1: Meeting Agenda: 

Palestinian - Israeli Handicrafts B2B Meeting 
Crown Plaza Hotel, Tel Aviv - July lzn ,2005 
13:OO - 13:30 Gathering and Registration 

13:30 - 1430 Greetings and Presentations about Trends and 
Changes in the Israeli and Pakstinian Handicrafts industry 

- Greetings: 

Dr. Ron Pundak, Director General, The Peres Center for Peace 
Executive Officer, Palestine Trade Center (PalTrade) 
Mr. Yechiel Assia, Director General, The Israel Export & 
International Cooperation Institute 

- Presentation about the Palestinian Handicrafts Sector: 
Mr. Remon Abu Farha, Chairman, Palestinian Handicrafts 
Association 

- Presentation about Israeli-Palestinian Cooperation in the 
Handiirafb Sector: 

Dr. Naarnan Akavia. Ronit Akavia Design 

1430 - 16:00 Open Reception - exhibition of pmducts and 
Business to Business meetings 



Annex 2: Participant list: 
Palestinian Companies 

I Company's name I I 

' Nader Kasses Factory I George Abu Farha 
Jameel Factory for olive wood I Jameel Banourah 

Laila factory 
GK olive wood worksho P 
Ode commercial stores 
Ziad Fakhoury ceramic factory 
Antton Saleem Salman & Bro 

Art Room ( Nicola Al Yateem 

- 

Laita ~ a z a i  
George Khau 
Ibrahim Odeh 
Ziad Falchoury 1 
Antton Salman 

Bethlehem Star I Jameel Hosh 
Fatima olive wood works I Jerias Nicola - 
Iblahim Khaler olive wood workshop I Jbrahim Khater 
Tamer factory for mother of pearl and olive wood I Nizar a1 Yateem 

Turath Zaman workshop 
Farah workshop 
Jonny daba held workshop 
Necola Bshara Hoash workshop 
Kader Farah Kaer workshop 

Margo Kasasa 
Michele Farah Khair 
Jonny dnba helal 
Necola Bsham Hoash 
Kader Farah Kaer 

George Jamal Banora workshop 
Nader Jalal Altamimi workshop 
Hani Saleba A l y a t m  workshop 
Atef Hameel Banora workshop 
Khalid T i w i  

George Jarnal Banora 
Nader Jalal Altamimi 
Hani Saleba Alyateem 
Atef Hameel Banora 



Israeli Companies 

Exclusive Marketin 

Company's name 
Art Yudaika 
A. Q. LTD 

Name 
Yoav Akshtein 
Ayala Gilboa 

Bat Arni Design Manufacturing & Einat Kaftin 

,.-... ...-... 
Kdem Hezi 

Lior Gluska 
Leibovish Halamit 
Michal David desiqns 
MS Consulting 

tior Gluska 
Leih id ,  tilach 
Mi~hal David I Eran David 
Nitza Levy 



Annex 3:Participant Feedback 

Evaluation for the Handicrafts BZB meetingPalestinian Participants 

Please rate the extent to which you agree with the following statements: 

Please rate the following 
Organization of meeting: 

Types of future activities that would be beneficial in increasing Palestinian-Israeli trade in 
the textile and garment sector 

1. Invite more Israeli companies that work in the same fields that Palestinians work 
in. 

2. Introduce the Israeli companies in a larger scale. 
3. Try to invite Israeli companies that can sell the Palestinians equipments to work 

with. 
4. The fee was high in comparison to the service provided. 
5. The bus condition was really bad. 
6. Ask the Israeli companies to bring samples in order to know what are the things 

produced and demanded by them. 

Further business to business meetings 
Seminardworkshops on textile and garments related issues with notable speakers 
Training programs 
Other: 

23 
23 
23 
0 
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Annex 10: Maximizing Trade Fair Benefits 



PALTRADE 
-,-3- *--4Lt;r.L~ 

RAMALLAH 
Sep. 28- 29,2005 

Funded By: 



Background: 

During 2003-2005 PalTrade's Trade Promotion Department has organized 
participation in more than 41 specialized international & National trade fairs 
for the benefit of more than 800 Palestinian enterprises represented by app. 750 
company staff members. 

Through their direct interaction during the various stages of planning, 
organizing, monitoring and evaluating these activities, PalTrade's Trade 
Promotion Department staff has directly identified a serious weakness in more 
than 90% of the 800 enterprises' with respect to their capacity in managing 
required tasks so as to truly maximize benefib from such a significant tool of 
the marketing mix. 

Accordingly and given the identified need, PalTrade has organized for a Two- 
days training program under the title of "Maximking Trade Fair Benefits ". The 
training took place between 28/9/2005 - 29/9/2005 at the Palestine 
Information and Communications Technology Incubator (PICl'I) in Ramallah. 
The training program was funded by the USAID and the Islamic Development 
Bank. 

Training Goals: 

To enhance companies capacities in maximizing the benefib from parlicipating 
in trade exhibitions. Through the following learning objectives achieved: 

1. Setting exhibition goals 

2. Target best prospects 

3. Plan pre-show promotions 

4. Staff booth and train personnel 

5. Follow-up, feedback and analyze Rehun on Investment 

Detailed workshop agenda is in annex 1. 



Achievement of key Performance indicators planned: 

o Where the subject of the training course is proposed for the first time 
and due to the fact that the targeted Palestinian companies was in 
Ramallah the number of the participants reached 8 only . 

o 80% of the participants agreed that they gained the experience on the 
exhibition organization. 

o After the closing of the training course, each trainee achieved a project 
document for an exhibition that has close relation with his work in the 
aspects of budget, work plan, intensive information about the exhibition 
and selection of location and suites design in exhibition. 

Achievement of key impact indicators planned: 

o 80% of the trainees were from the targeted groups (General Manager & 
Marketing Managers or employees). 

3 As per evaluation forms filled out after the completion of the second 
day, the following were the main evaluation outcomes: 

Training program achieved its goals Related to my work 



Will you use the information that you 

got in your Bus. lives 
0% I I The process & the flow of information are 

suitable compatible with the contents 

The importance of organizing another 
trainings in the future 

Ave. 

poor 

25% 

Good 
50% Ave. 

Poor 

25% 

The used activities enriched me with the 
knowledge needed for my work 

o With the closure of the training the participants received certificates in 
addition to a CD that includes the training material and the exercises. 

The participants in the training program: 

The program's main target group is the General Manager & Marketing 
Managers or employees. 8 participants from Ramallah registered to participate 
in the training. 

Recommendations: 

1. To contact the participants after the training course to make sure that 
they received the needed information. 

2. The participants recommended extending the training period since the 
training material and the exercises need more time. 



Annex 1: Agenda 

Training Agenda 
"Maximizing Trade Fair Benefits" 

28-29P9/2005 

Day One 

Introduction 
Step One "Trade fair Aims" 
Breaks 
Step Two "Selection & decision criteria" 
Lunch break 
Step three "Organization & planning 
Breaks 
Con. Step three 

Dav Two 

Step four "Trade fair stand" 
Step five" Advertising & public relations" 
Breaks 
Step six "Operating the stand" 
Lunch break 
Step seven "Evaluation & Follow-up" 
Breaks 
Participants' Evaluation to the program 

GOOD LUCK O 



Algeria to exempt Palestinian products from customs 

Twentv-eight Palestinian companies participate in 
Algiers Int. Exhibition 

Ramallah, Palestine. As part of its commitment to promote the Palestinian private 
sector to foreign markets, Paltrade has organized and directed the participation of 
twenty-eight Palestinian companies at the Algiers Int. Exhibition, held between June 
2" till June 10lh, 2005. 

The Algerian presidenf Abdulaziz Boutaflika, was on top of the Algerian delegation 
which visited the Palestinian pavilion. The delegation was given an overview of the 
participants and their ability to supply the Algerian markets with products that are 
highly competitive in terms of cost and quality. 

Several Arabic and international figures, including ambassadors from Qatar, Yemen 
and Sudan and the American consul have also visited the Palestinian pavilion. 

This participation, which is funded by the Islamic Development Bank and the United 
States Agency for International Development, took place in light of the decision by 
the Algerian government to exempt Palestinian goods from customs tariffs, in 
accordance with the decision taken by the Arab Summit in the year 2000. This 
decision will allow Palestinian exporters to get their products into the Algerian market 
at 12-30% less cost than nonexempt countries, giving them a significant competitive 
advantage over international substitutes. 

In addition to exempting Palestinian goods from customs tariffs, the Algerian and 
Palestinian governments will sign a lener of mutual understanding in which Algeria 
commits to idopt the ~ a l e s t i n i i  Quality and Standards certification, which will make 
all Palestinian products complying with this certification illegible to immediately sell 
in the Algerian markets. 

The Palestinian Minishy ofNational Economy has also reiterated its willingness to 
own a Trade center for Palestine in Algeria. The Center. with an aoproximate area of 
I?O square meters will be open in a major trade location-in the ~ l G i a n  capital. 

A ceremony aimed at introducing the Palestinian participants to key visitors, and that 
was opened by Mr. Mazen Sinokrof the Palestinian minister of national economy, 
and the Palestinian ambassador in Algeria was also organized by Paltrade on Sunday, 
June 5" 2005. The participants included managers from the different pavilions in 
addition to a large number of business men. 



PALESTINE TRADE CENTER 

PALESTINIAN STONE & MARBLE 
PARTICIPATION I N  THE 40'" MARMOMACC 

VERONA - ITALY 
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Report Prepared by: 
Trade Development Department 
Palestine Trade Center - PalTrade 
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I 
For the fifth consecutive year, Paltrade led the Palestinian in Mamacomc 05 which was 
held in Verona, Italy. The participation comes as an implementation of PalTrade's strategy 
to increase the Palestinian exports of the stone and marble sector. The activity was 
generously funded by the USAID. The activity was jointly 

Background 

PalTrade's Purpose is to lead the development of Palestinian trade as a driving force for 
sustainable national economic growth. As the National Trade Development Organization 
and a membership of more than 190 Palestinian leading businesses, PalTrade advocates a 
competitive, enabling business envimnment and is dedicated to improving trade 
competitiveness through trade promotion and capacity building. 

PalTrade's operation and services are guided by sector-based strategies for trade 
development supported by assessment of cross-sectoral opportunities and impediments. 
These strategies are deployed through a range of services and activities aimed at vitalizing 
sectors to export to target markets. 

PalTrade's Mission is to Develop Trade Through: 

= Advocating a competitive, business enabling environment. 
Improving trade competitiveness through trade promotion and capacity building - Fostering international business practices and standards among professionals, firms and 
business organizations. 
Providing trade-enabling knowledge. 

As part of its national role, Paltrade has developed strategies for the various sectors of the 
Palestinian economy. These strategies aim to devise development and ultimately increase 
exports. Strategies share the same objectives but tactics are customized according to the 
needs of each sector. Participation in the Marmomacc Fair is viewed as a major event to 
enhance sales of the Palestinian stone and marble sector. 

Stone and Marble 

The total worldwide stone output in 2003 was estimated at about 75 million tons. In the last 
ten years, world consumption of stone has almost doubled, going from 436 million square 
meters in 1993 to 818 million square meters in 2003. At the growth rate already gained 
over the past ten years, it is most probable that production will reach 450 million tons 
million and consumption 5 billion square meters. 

Palestinian stone production capacity is notable considering the small size of the 
Palestinian territories. According to the industry association, the Union of Stone and 
Marble (USM), the annual Palestinian production of stone and marble is c w n t l y  around 
10 million square meters, while prior to Al Aqsa Intifada local production was double this 
figure. Industry experts estimate potential annual sales at around $400 million, but 
according to the Palestinian Union of Stone & Marble Industry (USM) the tumover could 

1 
Refer to the attached brochure of participanb 
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reach as high as 600 million dollars. These figures suggest that the Palestinian stone and 
marble industry is significant not only by local standards, but also globally. 

The Event 

For the fifth consecutive year, Paltrade led the Palestinian participation in Mamacomc 
which was held in Verona, Italy. This participation comes as an implementation of 
PalTrade's strategy to increase exports of the sector and to promote doing business with 
Palestine. 

Marmomacc is the major international show dedicated to companies working in the 
natural stone sector. Celebrating its 40th edition, the International Natural Stone and 
Technology Exhibition was once again the leading intemational event in the natural stone 
sector and the essential appointment for all producers, operators and decision makers 
seeking success in an increasingly specialist and competitive context. 

A major showcase highlighting the best production traditions and innovation on a national 
and international scale, intemational projects, with many initiatives promoting the special 
features and wealth of natural stone and the expressive potential of stone materials in 
architecture and design. 

The success of Marmolnacc with national and international operators is even more evident 
from analysis of the results of the last edition: 

1,428 exhibitors (600 intemational from 48 countries) 
Net area of 63,202 sq.m. 
More than 6 1,774 
specialist sector visitors (22,251 international from 117 countries), 
252 accredited journalists from 24 counbies, 
30 international delegations and thousands of designers, including more than one 
hundred selected and invited directly by VeronaFiere. 

Participation: 

Four leading Palesti~~ian stone and marble producers participated in the fair. A total area of 
72 sauare meters was rented for the show. Four booths made the Palestimian wing which - 
was located in hall 9 stand 12. A total of I I representatives of these companies presented 
their companies. two Italian translators helped out in the effort of presentation, translation, 
and promotion. 

The four participating companies were: 

Suhail & Saheb 
Holy Mosaicstone. co. 
Burbar Jerusalem 
HL Jerusalem 
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Also, a Palestinian delegation escorted the exhibtors. The delegation consisted of 21 
Palestinian producers who highly benefited from the experience. 

The trip lasted from 2519 to 4110. In these nine days, the Palestinian exhibitors explored the 
participating companies' booths. They investigated new machinery for stone quany and 
processing. Looked into finishing techniques and enjoyed watching the latest trends in final 
stone products. 

Moreover, the major achievement of the trip was the contact of the Palestinian companies 
with the interested potential customers. Of course, once more, the demanded colours of the 
Palestinian stone glared in the fair. 

The following activities were supported by PalTrade in the fair: 

Receive of show material and stands in Verona. 
Construction of the four booths. 
Arrangement of show material and furniture. - 
Directing members of the delegation to important companies' booths. 
Explaining, translating, and communicating Palestinian producers' interests with 
exhibiting companies. 
Providing technical and commercial advice. 
Illustrating the implementing of certain fdshing techniques. 
Providing support for interested buyers in negotiations. 
The LITOS magazine was appmached and pmper introductions were made. 
Dismantling of show stands and booths. 

Achievements: 

Arrangements with a finishing material company were made for the company to 
support the transfer of the know how to the Palestinian sector. More details of the 
arrangements were to be clarified during the coming weeks. 
Holy Mosaics co sold all of its showing products. 
More than 500 visitors stooped at the Palestinian booth. 
The Palestinian booth was visited by more than 30 potential customers. 
The representative of a major Stone Producer, found the machinery that perfumes 
certain types of finish. 
The companies were introduced to a process called "filling", which reduces waste 
because of surface default by more than 90%. 

Conclusion: 

The future and technological innovation came together at Marmomacc: the exhibition has 
always kept pace with the changing requirements and expectations of the market to become 
the vital landmark for understanding the evolution of the natural stone sector - one of the 
fields driving the world economy. 

The 40th edition of Mannonlacc, scheduled in Verona 29 September - 2 October 2005, 
was more than ready to improve the successful results achieved in previous editions. 
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Once again in 2005, the major focus was on companies with specialist operators through 
the organization of theme-based cultural shows, experimental workshops and 
conventions of international status intended to catalyze the attention of the sector in all its 
facets, promote "stone culture" and encourage debates between architccts, designers and 
companies in the sector to promote products and technologies in this field. 

The 40th Marmomacc also hosted the 9th edition of the "International Stone 
Architecture Awards", a biennial event organized by Verona Fiere that is by now one of 
the most important and prestigious events dedicated to design. 

In future participation. the following should be noted: 

The location of the booth should be chosen to be in halls closer to the entrance.. 
Booth construction should be more elegant. Stylist design should be implemented. 
More effective ways of promoting Palestine should be used. Like bigger signs, 
national food, . . . 

The participating companies learned in few days the worth of years. And benefits were 
tremendous. Most of the companies will benefit from the contacts they made, especially in 
marketing. 
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Verona, Italy 
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"EXPORT PROCEDURES 

WORKSHOP" 

Funded By: 



Background: 

Due to the great importance of the export process in achieving economical 
development, and to increasing trends in seeking international markets by 
Palestinian companies, Palestine Trade Center (PalTrade) in cooperation and 
support by the Islamic Development Bank (IDB) and the USAID has organized 
for a Sequence of workshops under the title of "Export procedures". The 
workshops were conducted in four West Bank cities, including: Hebron, 
Ramallah, Nablus and Jenin during the months of November and December 
2005. 

Workshop objectives: 

To give representatives of participating companies a better grasp on overall 
Export procedures, incIuding the understanding of different economic 
agreements which influence their businesses, In addition to the agreements on 
internal & external crossing points. 

The participants in the workshop: 

The program's main targeted group is the General Managers & Marketing 
Managers in the private sector companies. 

Venue: 

The workshops were held for one day in the Chamber of Commerce and 
Industries in each city, to insure that most of the exporters companies know 
this information. It was decided to conduct one of the workshops in Gaza but 
due to the difficult circumstances it was held in Jenin, and so an alternative 
workshop will be held in Gaza during the year 2006. 

Achievement of planned key Performance indicators: 

o The number of targeted participants was 15 - 18 representatives from 
the Palestinian private sector companies, but after the announcement the 
number of pa&cipanb attendingreached 120, the majority of which are 
from the originally targeted group. 

o The positive evaluation from the participants: 



your evaluation of the experience that 

you have gained through this workshop 

. V. good 

Good 

poor 

The used activities enriched me with 
the knowledge needed for my work 

Ex. 

@ 45% poor 

I Your evaluation of the suggested I 

The process & the flow of information 

are suitable compatible with the 

contents 

information and the way it was 

presented 
3% 1% 

V. good 

Good 

poor 

12% 0% 

22% 01.' 
I 4% 

poor 

related to my work 

Av. 

poor 

The workshop achieved its goals 

1% 

A 
- 

99% 

o After the closing of the workshops, each participant received a CD that 
included the relevant economic agreements. 

Workshops main subjects: 

During the workshops Mr. Imad Asad & Mr. Ibrahim Najjar from PalTrade 
spoke about the main issues related to the export process including the decision 
to embark on the export process, the preparations to inter the export markets, 
business negotiation and the carrying out of an export bargain, and following 
up on the entire export process. Representatives from the Ministry of National 
Economic participated in the workshops; they discussed the main certificates 
needed for the implementation of the export processes such as the certificate of 
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origin for the national products in addition to how to calculate the value added 
tax. 

At the end of the workshops the participants showed their interest in the 
continuation of such workshops, where they have a great influence on the 
awareness of the Palestinian resources, contribution in creating sophisticated 
export processes and meeting the ever changing demands. 

I 

Recommendations: 

1. The participants recommended extending the workshop time, to better 
cover the ascribed materials. 

2. Discussing the details of the agreements with the countries and the way 
to deal with these agreements. 



"Guest Room Attendant Training" 

Bethlehem 

December 293,2005 

Funded By: 
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Background: 

In order to improve and develop Palestinian hospitality skills, Paltrade in 
cooperation with Arab Hotel Association agreed to conduct several training 
and certification programs, The field of these training courses were picked up 
by local hospitality experts familiar with the demand and need in the market. 

Room Attendant Training is the second scheduled programs which is a great 
opportunity to prepare for certification by the Educational lnstitute of 
American Hotel and Lodging Association 'El-AHLA' as Hospitality Skills 
certification for Guest ~ o o i  Attendant. The training took placdin  e ember 
2-3, 2005 at Thalita Kumi School in Bethlehem, and administered by 
Palestinian Hospitality & Tourism Resource Center (PHTRC). 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and took. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 
recognized certification programs and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Yusef Daher, the Director of Arab Hotel 
Association. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 



Achievement of planned key Performance indicators: 

o 15 participants representing a variety of professional hotels from 
Jerusalem, Ramallah and Bethlehem attended this training, majority of 
which are from the targeted group - line level staff. 

o 100% of the participants believed that they will be able to execute the 
knowledge gained in their workplace. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes 

Where your expectation met 
0% 

W part of it 

100% 

The interaction and discussion 
was enough 

yes 

100% 

The participants in the training program: 

The program's main target group is the line level staff in the hospitality and 
tourism industry. 15 participants from West Bank attended the training 
majority of which are from the targeted group. 

Participants Names: 

Name Inst i tu t ion 

1 Mohammad Mashahreh Al-Zahra Hotel/ Jerusalem 

2 Suliman Ghannam Grand Park/ Ramallah 



OUTCOME: 

After completion of the seminar the participants were able to perform the 
following tasks with greater measure of confidence while delivering optimum 
customer service: 

1. Demonstrate good guest service techniques. 
2. Demonstrate effective communication and team building skills. - 
3. Demonstrate safety and security competence. 
4. Provide quality service before the guest arrives. 
5. Demonstrate superior service while the guest is on property. 
6. Provide service after the guest checks out. 



Annex 1: Agenda 

Topics of Seminar: 

-3 How to use the handbook & definition of room attendant 
*:* Personal Interaction techniques 

1. Benefits of "Exceptional" Service. 
2. Personal Service Techniques. 
3. Personal Service Techniques. 
4. Communication and Team Building Skills. 
5. The Americans with Disabilities Act. 
6. Effective Telephone Skills. 

-3 Safety and Security Techniques. 
1. Safety Techniques. 
2. Security Techniques. 

*:* Providing Service Before the Guest Arrives. 
1. Organize Housekeeping Carts. 
2. Understand Room Assignment sheets and Guest Room Amenities 
3. Understand Room Status Terms. 
4. Understand the Procedure For Cleaning a Guest Room. 
5. Case Study. 
6. Maintenance a Guest Information Directory. 
7. Understand Par Levels of Linen and Supplies. 
8. Understand Housekeeping Equipment. 

Providing Service during the Guests Visit. 
1. Handle Special Requests. 
2. Performing Special Services. 
3. Provide lnfonnation for the Guest. 
4. Handling Guest Complains and the Irate Guest. 
5. Handling the Irate Guest. 
6. Handling Guest Complaints. 
7. Provide Security. 
8. Reporting Maintenance Requests. 
9. Handle Emergencies. 
10. Handling Unusual Situations. 

+ Providing Service after the Guest Leaves. 
1. Tip Reporting 
2. Maintain Security and Key Control. 
3. Complete End-Of-Shift Duties. 

O Employee action plan. 



PALTRADE 
r*--WI++ 

RAM ALLAH 

Sep. 28- 29,2005 

Funded By: 
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Background: 

During 2003-2005 PalTrade's Trade Promotion Department has organized 
participation in more than 41 specialized international & National trade fairs 
for the benefit of more than 800 Palestinian enterprises represented by app. 750 
company staff members. 

Through their direct interaction during the various stages of planning, - 
organizing, monitoring and evaluating these activities, ~ a l ~ r a d e ' s  Trade 
Promotion Department staff has directly identified a serious weakness in more 
than 90% of the 800 enterprises' with respect to their capacity in managing 
required tasks so as to truly maximize benefits from such a significant tool of 
the marketing mix. 

Accordingly and given the identified need, PalTrade has organized a Twedays 
training program under the title of "Maximizing Trade Fair Benefits ". The 
training took place between 28/9/2005 - 29/9/2005 at the Palestine 
Information and Communications Technology Incubator (PICTI) in Ramallah. 
The training program was funded by the USAID and the Islamic Development 
Bank. 

Training Goals: 

To enhance companies capacities in maximizing the benefits from participating 
in trade exhibitions. Through the following learning objectives achieved: 

1. Setting exhibition goals 

2. Target best prospects 

3. Plan pre-show promotions 

4. Staff booth and train personnel 

5. Follow-up, feedback and analyze Return on Investment 

Detailed workshop agenda is in annex 1. 



Achievement of key Performance indicators planned: 

o Where the subject of the training course is proposed for the first time 
and due to the fact that the targeted Palestinian companies was in 
Ramallah the number of the participants reached 8 only . 

o 80% of the participants agreed that they gained the experience on the 
exhibition organization. 

o After the closing of the training course, each trainee achieved a project 
document for an exhibition that has close relation with his work in the 
aspects of budget, work plan, intensive information about the exhibition 
and selection of location and suites design in exhibition. 

Achievement of key impact indicators planned: 

o 80% of the trainees were from the targeted groups (General Manager & 
Marketing Managers or employees). 

o As per evaluation forms filled out after the completion of the second 
day, the following were the main evaluation outcomes: 

Will you use the information that you 

g o t  in your  Bus. lives 
0% a 100% 

The process & the flow of information are 
suitable compatible with the contents 

0% 

OAve. 

Poor 



The used activities enriched me with the 
knowledge needed for my work 

Good 
Ave. 

poor n 
Related to my work 

25% 
A 

The importance of organizing another 
trainings in the future 

poor 

Trairung p r o p m  achieved its goals 

- 
100% 

o With the closure of the training the participants received certificates in 
addition to a CD that includes the training material and the exercises. 

The participants in the training program: 

The program's main target group is the General Manager & Marketing 
Managers or employees. 8 participants from Ramallah registered to participate 
in the training. 

Recommendations: 

1. To contact the participants after the training course to make sure that 
they received the needed information. 

2 .  The participants recommended extending the training period since the 
training material and the exercises need more time. 

3. Due to the political situation it was decided not to conduct the training 
session in the remaining cities, where it will be held in one city, and that 
will be sufficient to cover all the private sector companies in West Bank 
& Gaza at the begnning of 2006. 



Annex 1: Agenda 

Training Agenda 
"Maximizing Trade Fair Benefits" 

28-29/9/2005 

Dav One 

Introduction 
Step One "Trade fair Aims" 
Breaks 
Step Two "Selection & decision criteria" 
Lunch break 
Step three "Organization & planning" 
Breaks 
Con. Step three 

Dav Two 

Step four "Trade fair stand" 
Step five" Advertising & public relations" 
Breaks 
Step six "Operating the stand" 
Lunch break 
Step seven "Evaluation & Follow-upw 
Breaks 
Participants' Evaluation to the program 

GOOD LUCK @ 



PALTRADE 
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Restaurant Server Seminar 

Rarnallah 

November 14-16,2005 

Funded By: 

Background: 



In order to improve and develop Palestinian hospitality skilIs, Paltrade in 
cooperation with Arab Hotel Association agreed to conduct several training 
and certification programs, The field of these training courses were picked up 
by local hospitality experts familiar with the demand and need in the market. 

The Restaurant server training program is one of the scheduled programs and 
was based on the frequent requests by Hotels and Restaurants in the West 
Bank. The training took place between 14-16 November 2005 at Best Eastern 
and Retno Hotels in Ramallah, and administered by Palestinian Hospitality & 
Tourism Resource Center (PHTRC). 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PH'iXC) serves 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 
recognized certification programs and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Issa Dahdal, the manager of the 
Ambassador Hotel in Jerusalem and instructor on Food and beverage at the 
Notre Dame Center promotional professional institute. 

Training Goals: 

The training aims to Improve and deveIop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 
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Achievement of planned key Performance indicators: 

o The Number of participants was 13, majority of which are from the 
targeted group - line level staff. 

o 90% of the participants believed that they will be able to execute the 
knowledge gained in their workplace. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes 

Where your expectation met 

1 7 O/n 
0% 

part of it rI 
The interaction and discussion 

was enough 

- 
I 

The participants in the training program: 

The program's main target group is the line level staff in the hospitality and 
tourism industry. 13 participants from West Bank attended the training 
majority of which are from the targeted group 

Participants Names: 

MSTAYAlLABLE COPY 

Work Address/ RESIDENCE 

DEIR BZEIGH 

City I n n  Hotel / JENIN 

City Inn Hotel/ Aljalazon Camp 

1 

2 

3 

Name 

Hani Malesah 

HUZAIFA Abu Shaheen 

Rami Abu Nijem 





Annex 1: Agenda 

Training Seminar Outline 

Introduction 

Job skills or "Task" list 
The job skills or 'task' list alerts you to the type of skills you must posses 
to successfully perform your position. This list also outlines what will be 
covered in the 'Job Breakdowns' section that follows. 

Job Breakdowns 
The job breakdowns consist of: 

9 A  list of equipment and supplies you need to perform the task 
9The step you must take to perform the task 
9How-to's and tips that explain how to perform the steps and give 

advice on the best way to perform the steps 

Skill Validation Form 
The skill validation form is a checklist that documents your ability to 
satisfactorily perform the basic tasks of your position. This form will be 
filled out by your trainer or supervisor as you progress through the 
training program. Your skill validation results will help determine 
whether you are eligible for certification in your position. 

Tasks Outline 

1. Set up the Restaurant for service. 
2. Stock and Maintain side stations 
3. Fold Napkins 
4. Prepare Breads and Bread Baskets or Trays 
5. Prepare Service Trays 
6. Take Restaurant Reservations 
7. Work Efficiently 
8. Greet and Seat Guests 
9. Approach the Table 
10. Provide Appropriate Service for Children 
11. Lift and Carry Trays, Bus Tubs, or Dish Racks 
12. Serve Water 
13. Prepare and Serve Coffee 
14. Prepare and Serve Hot Tea 
15. Repare and Serve Iced Tea 
16. Prepare and Serve Hot Chocolate 
17. Take Food Orders 
18. Serve Bread and Butter 
19. Serve the Meal 



20. Check Back to the Table 
21. Respond to Dissatisfied Guests 
22. Maintain Tables 
23. Sell After-Dinner Items 
24. Prepare Takeout Items 
25. Prepare the Guest Check 
26. Settle Guest Checks and Thank Guests 
27. Clear and Reset TabIes 
28. Handle Soiled Restaurant Linens 
29. Inventory, Requisition, and Restock Restaurant Supplies 
30. Perform Closing Side work 



' PALTRADE I PALESTINE TRADE CENTER 



Bethlehem 

December 16,23&29,2005 

Funded By: 



Background: 

In cooperation with PHTRC/AHA, and with the support of The Islamic 
Development Bank and USAID, PalTrade has continued its efforts to update 
and further develop Palestinian hospitality skills through professional 
training programs. 

The Supervisory Skill Builders training program is one of the scheduled 
programs. In this program, individuals will have an opportunity to develop 
and upgrade their supervisory skills and to better understand and practice 
the skills needed to be more efficient supervisors. 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves the 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, tsttbooks, internationally 
recognized certification programs and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Awni Insheiwat, Certified Hospitality 
Administrator. 

Training Goals: 

The train in^ aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality-sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 

The participants in the training program: 

The program's main target group is the Supervisor level staff in the 
hospitality and tourism industry. 9 participants from West Bank attended the 
training, the majority of which are from the targeted group 
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Venue: 

It was attended by 9 participants representing a variety of Institutions from 
Jerusalem, Hebron and Bethlehem. Intensive training went on for three 
intensive days 16th, 23rd and 29th December 2005 the sessions from 2:OO-6:00 
pm at Talitha Kumi School in Bethlehem. 

Key Performance indicators: 

o The Number of participants was 9, majority of which are from the 
targeted group -Supervisors level staff. 

o 90% of the participants believed that the information in this seminar 
will help them to become a more effective supervisor. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes: 

The exercises and activities seemed 

0% 

Q Exce Ile nt 

Good 

poor 

overall, how would you rate the I. 
seminar 

0% 0% 

poor 

Training course main subjects: 

Supervisory Skill Builders is a nine-workbook series covering topics 
identified as priorities for supervisory development in an industry survey. 
The workbook titles are: 

1. You as a Supervisor 
2. Leadership 
3. Time management 
4. Improving Communication 
5. Handling Problems and Conflict 
6. Conducting Orientation and Training 
7. Motivation and Team Building 
8. Staffing and Scheduling 
9. Improving Employee Performance 

9 EI-AHLA of each conducted workbook were distributed, together with 
Leading Training Activities such as Flip Charts, and guided discussions. also 



included are directions for using some pages in the workbook and 
supplemental activities that extend the seminar learning experience. Upon 
completion, the participants were informed about the continuation of this 
program through applying for the exam and certificate for AHLA. 

Participants Names: 



Annex 1: Agenda 

Training Seminar Outline 

YOU AS SUPERVISOR 

1. Understand the importance and responsibilities of supervisors in the 
f00dse~ice industry. 

2. Identify the functions of management and understand how these 
functions fit into your job. 

3. Understand how appearance, manners, ethics, and self-esteem affect 
your job performance and that of your staff. 

CONDUCTING ORIENTATION & TRAINING 

1. Use orientation as an opportunity to welcome new employees to the 
operation team. 

2. Identify which knowledge and skills are needed for employees to 
perform job tasks. 

3. Effectively train employees to perform their job tasks. 
4. Lead good training and staff meetings 

STAFFING AND SCHEDULING 

1. Follow the steps in the recruitment and selection process. 
2. Effectively plan, conduct, and follow up an interview. 
3. Understand the value of forecasting in the scheduling process. 
4. Use a staffing guide effectively. 
5. Plan and evaluate an employee work schedule. 

WHAT WILL SUPERVISORY SKILL BUILDERS SERIES DO? 
The Supervisory Ski11 Builders workbooks will help to: 

1. Do your job better 
2. Solve everyday workplace problems 
3. Build confidence and self-esteem. 
4. Improve your potential for promotion 
5. Gain respect 
6. Learn more about the foodservice industry 
7. Improve your earning power. 
8. Understand your supervisory responsibiities. 



- 
PALESTINE TRADE CENTER 

Hospitality Training 



Jerusalem 

12 Jan. 2006 - 23 Feb. 2006 

Funded By: 
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Background: 

In cooperation with PHTRC/AHA, and with the support of the Islamic 
Development Bank (IDB) and The United States Agency for International 
Development (USAID), PalTrade held 7 sessions of the Notre Dame Training 
Program, for front desk clerks under a professional team of instructors. The 
program is a one day a week for a period of 7 weeks, starting on the 12th of 
January 2006; it was attended by 12 participants from a variety of professional 
hotels and Restaurants from Jerusalem. 

The aim of the course was to deveIop professional skills in 
1. Sales & Marketing 
2. Front Office Operations (reservations & Check in) 
3. Front Office Operations (maintaining guest account & check out) 
4. Night auditing/ Room Rates 
5. Type of rooms & mlation with housekeeping 
6. Functions & Banquets 
7. Handling guest complaints & guest satisfaction 

Training Goals: 

The training aims to Improve and dwelop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

The participants in the training program: 

The program's main target group is the line level employees at hotels and 
Restaurants. 12 participants attended the training, the majority of which are 
from the targeted group 

Venue: 
Intensive training went on for 7 days starting in 12 Jan. 2006 till 23 Feb. 2006 
from 16:00 - 19:00 pm at Notre Dame Center in Jerusalem. Upon completion 
the participants were certified by the Notre Dame Center and the Arab Hotel 
Association for completion of the course. 

Key Performance indicators: 

o The Number of participants was 12, majority of which are from the 
targeted group - line level employees. 

o As per evaluation fonns filled out after the completion of the 
workshop, the following were the main evaluation outcomes: 



Where your expectation met 

A l m o s t  rl 
There was enough interaction and 

discussion 

Almost m 
Participants Names: 



PALTRADE 

"Guest Room Attendant TrainingN 

Bethlehem 

December 293,2005 

Funded By: 



Background: 

In order to improve and develop Palestinian hospitality skills, Paltrade in 
cooperation with Arab Hotel Association agreed to conduct several training 
and certification programs, The field of these training courses were picked up 
by local hospitality experts familiar with the demand and need in the market. 

Room Attendant Training is the second scheduled programs which is a great 
opportunity to prepare for certification by the Educational lnstitute of 
American Hotel and Lodging Association 'El-AHLA' as Hospitality Skills 
certification for Guest Room Attendant. The training took place in December 
2-3, 2005 at Thalita Kumi School in Bethlehem, and administered by 
Palestinian Hospitality & Tourism Resource Center (PHTRC). 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 
recognized certification programs and tourism indusby publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Yusef Daher, the Director of Arab Hotel 
Association. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 



Achievement of planned key Performance indicators: 

o 15 participants representing a variety of professional hotels from 
Jerusalem, Ramallah and Bethlehem attended this training, majority of 
which are from the targeted group - line level staff. 

100% of the participants believed that they will be able to execute the 
knowledge gained in their workplace. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes 

Where your expectation met 
0% 

p a r t  of it rI 
The interaction and discussion 

was enough 

yes Fl 

The participants in the training program: 

The program's main target group is the line level staff in the hospitality and 
tourism industry. 15 participants from West Bank attended the training 
majority of which are from the targeted group. 

Participants Names: 

BEST AVAILABLE COPY 

1 

2 

Name 

Mohammad Mashahreh 

Suliman Ghannam 

Institution 

Al-Zahra Hotel/ Jerusalem 

Grand Park/ Ramallah 



OUTCOME: 

After completion of the seminar the participants were able to perform the 
following tasks with greater measure of confidence while delivering optimum 
customer service: 

1. Demonsbate good guest service techniques. 
2. Demonsbate effective communication and team building skills. - 
3. Demonsbate safety and security competence. 
4. Provide quality Service before the guest arrives. 
5. Demonsixate superior service while the guest is on property. 
6. Provide service after the guest checks out. 

A 
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Annex 1: Agenda 

Topics of Seminar: 

0:. How to use the handbook & definition of room attendant. 
0:. Personal Interaction techniques 

1. Benefits of "Exceptional" Service. 
2. Personal Service Techniques. 
3. Personal Service Techniques. 
4. Communication and Team Building Skills. 
5. The Americans with Disabilities Act. 
6. Effective Telephone Skills. 

9 Safety and Security Techniques. 
1. Safety Techniques. 
2 Security Techniques. 

6:. Providing Service Before the Guest Arrives. 
1. Organize Housekeeping Carts. 
2. Understand Room Assignment sheets and Guest Room Amenities 
3. Understand Room Status Terms. 
4. Understand the Procedure For Cleaning a Guest Room. 
5. Case Study. 
6. Maintenance a Guest Information Directory. 
7. Understand Par Levels of Linen and Supplies. 
8. Understand Housekeeping Equipment. 

0:- Providing Service during the Guests Visit. 
1. Handle Special Requests. 
2. Performing Special Services. 
3. Provide Information for the Guest. 
4. Handliig Guest Complains and the Irate Guest. 
5. Handling the Irate Guest. 
6. Handling Guest Complaints. 
7. Provide Security. 
8. Reporting Maintenance Requests. 
9. Handle Emergencies. 
10. Handling Unusual Situations. 

0:. Providing Service after the Guest Leaves. 
1. Tip Reporting 
2. Maintain Security and Key Control. 
3. Complete End-Of-Shift Duties. 

0:- Employee action plan 



P A L M  

Jerusalem 

Starting 10 Dec, 05 - 23 Jan. 06 

Funded By: 



Background: 

In cooperation with PHTRC/AHA, and with the support of the Islamic 
Development Bank (IDB) and The United States Agency for International 
Development (USAID), PalTrade held 6 sessions of the Notre Dame training 
program, for Restaurant and beverage servicing. The first session took place 
on the 10th of December, 2005. 

The aim of the course was to develop new skds  for Restaurant line level 
employees at hotels and Restaurants. It was also a refreshing course for 
employees at different fields. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 

The participants in the training program: 

The program's main target group is the line level employees at hotels and 
Restaurants. 11 participants attended the training, the majority of which are 
from the targeted group 

Venue: 

It was attended by 11 participants representing a variety of Institutions from 
Jerusalem. Intensive training went on for 6 days starting in 10 Dec, 05 till 23 
Jan 2006 from 4:00 -6:OO pm at Notre Dame Center in Jerusalem. Upon 
completion the participants were certified by the Notre Dame Center and the 
Arab Hotel Association for completion of the course. 



Key Performance indicators: 

o The Number of participants was 11, majority of which are from the 
targeted group - line level employees. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes: 

Where your expectation met 

E Alm ost 

I I There was enough interaction and 

discussion 

A l m o s t  

Training course main subjects: 

Restaurant & Beverage Service 6 session's titles are: 

1. Sales & marketing - For hotels and Food & Beverage operations. 
2. Restaurant and Beverage service 1. 
3. Restaurant Service 2. 
4. Beverage Service 2. 
5. Grooming & Hygiene. 
6. Ethics - Handling guest complaints & guest satisfaction. 

Participants Names: 



Annex 1: Agenda 

Training Seminar Outline 

1. Demonstrate good guest service techniques. 
2. Set up the Restaurant for service. 
3. Stock and Maintain side stations 
4. Fold Napkins 
5. Prepare Breads and Bread Baskets or Trays 
6. Prepare Service Trays 
7. Take Restaurant Reservations 
8. Work Efficiently 
9. Greet and Seat Guests 
10. Approach the Table 
11. Provide Appropriate Service for Children 
12. Lift and Carry Trays, Bus Tubs, or Dish Racks 
13. Serve Water 
14. Take Beverage Orders 
15. Process Beverage Orders 
16. Prepare and Serve Coffee 
17. Prepare and Serve Hot Tea 
18. Prepare and Serve Iced Tea 
19. Prepare and Serve Hot Chocolate 
20. Take Food Orders 
21. Serve Bread and Butter 
22. Prepare Ice Buckets 
23. Serve the Meal 
24. Check Back to the Table 
25. Respond to Dissatisfied Guests 
26. Maintain Tables 
27. SeU After-Dinner Item 
28. Prepare Takeout Items 
29. Prepare the Guest Check 
30. Settle Guest Checks and Thank Guests 
31. Clear and Reset Tables 
32. Handle Soiled Restaurant Linens 
33. Inventory, Requisition, and Restock Restaurant Supplies 
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Restaurant Server Seminar 

Background: 

Rarnallah 

November 14-16,2005 

Funded By: 



In order to improve and develop Palestinian hospitality skills, Paltrade in 
cooperation with Arab Hotel Association agreed to conduct several training 
and certification programs, The field of these training courses were picked up 
by local hospitality experts familiar with the demand and need in the market. 

The Restaurant server training program is one of the scheduled programs and 
was based on the frequent requests by Hotels and Restaurants in the West 
Bank. The training took place between 14-16 November 2005 at Best Eastern 
and Retno Hotels in Ramallah, and administered by Palestinian Hospitality & 
Tourism Resource Center (PHTRC). 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 
recognized certification programs and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. . 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Issa Dahdal, the manager of the 
Ambassador Hotel in Jerusalem and instructor on Food and beverage at the ' 

Notre Dame Center promotional professional institute. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 



Achievement of planned key Performance indicators: 

o The Number of participants was 13, majority of which are from the 
targeted group - line level staff. 

o 90% of the participants believed that they will be able to execute the 
knowledge gained in their workplace. I 
As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes I 

Where your expectation met 
0% 

17% 

part of it 

83% 

The interaction and discussion 
was enough 

The participants in the training program: 

The program's main target group is the line level staff in the hospitality and 
tourism industry. 13 participants from West Bank attended the training 
majority of which are from the targeted group 

Participants Names: 

BESTAWILAU COPY 
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Name 

Hani Malesah 

HUZAIFA Abu Shaheen 

Rami Abu Nijem 

Work Address/ RESIDENCE 

DEIR BZEIGH 

City Inn Hotel / JENIN 

City Inn Hotel/ Aljalazon Camp 





Annex 1: Agenda 

Training Seminar Outline 

Job skills or "Task list 
The job skills or 'task' list alerts you to the type of skills you must posses 
to successfully perform your position. This list also outlines what will be 
covered in the 'Job Breakdowns' section that follows. 

Job Breakdowns 
The job breakdowns consist of: 

9 A list of equipment and supplies you need to perform the task 
9The step you must take to perform the task 
9How-to's and tips that explain how to perform the steps and give 

advice on the best way to perform the steps 

Skill Validation Form 
The skill validation form is a checklist that documents your ability to 
satisfactorily perform the basic tasks of your position. This form will be 
filled out by your trainer or supervisor as you progress through the 
training program. Your skill validation results will help determine 
whether you are eligible for certification in your position. 

Tasks Outline 

1. Set up the Restaurant for service. 
2. Stock and Maintain side stations 
3. Fold Napkins 
4. Prepare Breads and Bread Baskets or Trays 
5. Prepare Service Trays 
6. Take Restaurant Reservations 
7. Work Efficiently 
8. Greet and Seat Guests 
9. Approach the Table 
10. Provide Appropriate Service for Children 
11. Lift and Carry Trays, Bus Tubs, or Dish Racks 
12. Serve Water 
13. Prepare and Serve Coffee 
14. Prepare and Serve Hot Tea 
15. Prepare and Serve lced Tea 
16. Prepare and Serve Hot Chocolate 
17. Take Food Orders 
18. Serve Bread and Butter 
19. Serve the Meal 



I 
fin 

20. Check Back to the Table 
21. Respond to Dissatisfied Guests 
22. Maintain Tables 
23. Sell After-Dinner Items 
24. Prepare Takeout Items 
25. Prepare the Guest Check 
26. Settle Guest Checks and Thank Guests 
27. Clear and Reset Tables 
28. Handle Soiled Restaurant Linens 
29. Inventory, Requisition, and Restock Restaurant Supplies 
30. Perform Closing Side work 
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"Guest Room Attendant Training" 

Bethlehem 

December 2-3,2005 

Funded By: 



Background: 

I In order to improve and develop Palestinian hospitality skills, Paltrade in , 
cooperation with Arab Hotel Association agreed to conduct several training 
and certification programs, The field of these training courses were picked up 
by local hospitality experts familiar with the demand and need in the market. 1 

Room Attendant Training is the second scheduled programs which is a great 
opportunity to prepare for certification by the Educational Institute of 
American Hotel and Lodging Association 'EI-AHLA' as Hospitality Skills 
certification for Guest Room Attendant. The training took place in December 
2-3, 2005 at Thalita Kumi School in Bethlehem, and administered by 
Palestinian Hospitality & Tourism Resource Center (PHTRC). 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 
recognized certification pro&ams and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTRC is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Yusef Daher, the Director of Arab Hotel 
Association. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgraditlg the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 



Achievement of planned key Performance indicators: 

o 15 participants representing a variety of professional hotels from 
Jerusalem, Ramallah and Bethlehem attended this training, majority of 
which are from the targeted group - line level staff. 

o 100% of the participants believed that they will be able to execute the 
knowledge gained in their workplace. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes 

Where your expectation met 
0% 

A 

100% - 
I 

part of it rl 
The interaction and discussion 

was enough 

100% 

The participants in the training program: 

The program's main target group is the line level staff in the hospitality and 
tourism industry. 15 participants from West Bank attended the training 
majority of which are from the targeted group. 

Participants Names: 
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Mohammad Mashahreh 

Suliman Ghannam 

Inst i tut ion 

Al-Zahra Hotel/ Jerusalem 

Grand Park/ Ramallah 



OUTCOME: 

After completion of the seminar the participants were able to perform the 
following tasks with greater measure of confidence while delivering optimum 
customer service: 

1. Demonstrate good guest service techniques. 
2. Demonstrate effective communication and team building skius. 
3. Demonstrate safety and security competence. 
4. Provide quality service before the guest arrives. 
5. Demonstrate superior service while the guest is on property. 
6. Provide service after the guest checks out. 

A 
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Annex 1: Agenda 

Topics of Seminar: 

O How to use the handbook & definition of room attendant. 
O Personal Interaction techniques 

1. Benefits of "Exceptional" Service. 
2. Personal Service Techniques. 
3. Personal Service Techniques. 
4. Communication and Team Building Skills. 
5. The Americans with Disabilities Act. 
6. Effective Telephone Skills. 

+ Safety and Security Techniques. 
1. Safety Techniques. 
2. Security Techniques. 

*:* Providing Service Before the Guest Arrives. 
1. Organize Housekeeping Carts. 
2. Understand Room Assignment sheets and Guest Room Amenities 
3. Understand Room Status Terms. 
4. Understand the Procedure For Cleaning a Guest Room. 
5. Casestudy. 
6. Maintenance a Guest Information Directory. 
7. Understand Par Levels of Linen and Supplies. 
8. Understand Housekeeping Equipment. 

*:* Providing Service during the Guests Visit. 
1. Handle Special Requests. 
2. Performing Special Services. 
3. Provide Information for the Guest. 
4. Handling Guest Complains and the Irate Guest. 
5. Handling the Irate Guest. 
6. Handling Guest Complaints. 
7. Provide Security. 
8. Reporting Maintenance Requests. 
9. Handle Emergencies. 
10. Handling Unusual Situations. 

O Providing Service after the Guest Leaves. 
1. Tip Reporting 
2. Maintain Security and Key Control. 
3. Complete End-Of-Shift Duties. 

*:* Employee action plan. 



"RESTAURANT AND BEVERAGE 
SERVICE'' 

Jerusalem 

Starting 10 Dec, 05 - 23 Jan. 06 

Funded By: 



Background: 

In cooperation with PHTRC/AHA, and with the support of the Islamic 
Development Bank (IDB) and The United States Agency for International 
Development (USAID), PalTrade held 6 sessions of the Notre Dame training 
program, for Restaurant and beverage servicing. The first session took place 
on the 10th of December, 2005. 

The aim of the course was to develop new skills for Restaurant line level 
employees at hotels and Restaurants. It was also a refreshing course for 
employees at different fields. 

Training Goals: 

The training aims to Improve and develop Palestinian hospitality skills in 
addition to upgrading the marketing edge of the hospitality sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 

The participants in the training program: 

The program's main target group is the line level employees at hotels and 
Restaurants. 11 participants attended the training, the majority of which are 
from the targeted group 

Venue: 

It was attended by 11 participants representing a variety of Institutions from 
Jerusalem. Intensive training went on for 6 days starting in 10 Dec, 05 till 23 
Jan 2006 from 4:00 -6:OO pm at Notre Dame Center in Jerusalem. Upon 
completion the participants were cerhfied by the Notre Dame Center and the 
Arab Hotel Association for completion of the course. 



Key Performance indicators: 

o The Number of participants was 11, majority of which are from the 
targeted group - line level employees. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes: 

Where your expectation met 

A l m o s t  

- 
100% 

I 

There was enough interaction and 

discussion 

Training course main subjects: 

Restaurant & Beverage Service 6 session's titles are: 

1. Sales & marketing - For hotels and Food & Beverage operations. 
2. Restaurant and Beverage service 1. 
3. Restaurant Service 2. 
4. Beverage Service 2. 
5. Grooming & Hygiene. 
6. Ethics - Handling guest complaints & guest satisfaction. 

Participants Names: 

4 

5 

6 

7 
8 

1 11 / Firas Izhirnan 1 Holyland Hotel 

9 
10 

Abed Siam 

Sawsan Abu Rajab 

Ashraf Abu ELhawa 

Ismael Jewehan 
Waleed Abu Farha 

Golden Walls 

Golden Walls 

Seven Arches 

Seven Arches 
Seven Arches 

Anear Ramadan 
Samer Abu Sneineh 

Four Seasons Restaurant 
Four Seasons Restaurant 



Annex 1: Agenda 

Training Seminar Outline 

1. Demonstrate good guest service techniques. 
2. Set up the Restaurant for service. 
3. Stock and Maintain side stations 
4. Fold Napkins 
5. Prepare Breads and Bread Baskets or Trays 
6. Prepare Service Trays 
7. Take Restaurant Reservations 
8. Work Efficiently 
9. Greet and Seat Guests 
10. Approach the Table 
11. Provide Appropriate Service for Children 
12. Lift and Carry Trays, Bus Tubs, or Dish Racks 
13. Serve Water 
14. Take Beverage Orders 
15. Process Beverage Orders 
16. Prepare and Serve Coffee 
17. Prepare and Serve Hot Tea 
18. Prepare and Serve Iced Tea 
19. Prepare and Serve Hot Chocolate 
20. Take Food Orders 
21. Serve Bread and Butter 
22. Prepare Ice Buckets 
23. Serve the Meal 
24. Check Back to the Table 
25. Respond to Dissatisfied Guests 
26. Maintain Tables 
27. Sell After-Dinner Items 
28. Prepare Takeout Items 
29. Prepare the Guest Check 
30. Settle Guest Checks and Thank Guests 
31. Clear and Reset Tables 
32. Handle Soiled Restaurant Linens 
33. Inventory, Requisition, and Restock Restaurant Supplies 



Bethlehem 

December 16,23&29,2005 

Funded By: 



Background: 

In cooperation with PHTRC/AHA, and with the support of The IsIamic 
Development Bank and USAID, PalTrade has continued its efforts to update 
and further develop Palestinian hospitality skills through professional 
training programs. 

The Supervisory Skill Builders training program is one of the scheduled 
programs. In this program, individuals will have an opportunity to develop 
and upgrade their supervisory skills and to better understand and practice 
the skills needed to be more efficient supervisors. 

Training Partners and expert Credentials: 

Palestinian Hospitality & Tourism Resource Center (PHTRC) serves the 
Palestinian tourism professionals by connecting them with vocational and 
academic development resources and tools. The center is equipped with how 
-to resource, such as training manual and video, textbooks, internationally 

I 
recognized certification programs and tourism industry publications. The 
center houses a comprehensive, customized database for the hotel industry in 
Palestine and offers business support services to members and partners in the 
tourism field. 
PHTFX is owned and managed by the Arab Hotel Association, a non-profit 
officially registered organization representing Palestinian hotels throughout 
the Holy Land. 
The Training was conducted by Mr. Awni Insheiwat, Certified Hospitality 
Administrator. 

Training Goals: 

The haining aims to Improve and develop Palestinian hospitality skills in : 
addition ti upgrading the marketing edge of the hospihity~sector in 
Palestine as it is designed to increase professionalism in the service field. 

Detailed workshop agenda is in annex 1. 

The participants in the training program: 

The program's main target group is the Supervisor level staff in the 
hospitality and tourism industry. 9 participants from West Bank attended the 
haining, the majority of which are from the targeted group 



Venue: 

It was attended by 9 participants representing a variety of Institutions from 
Jerusalem, Hebron and Bethlehem. Intensive training went on for three 
intensive days 16th, 23rd and 29th December 2005 the sessions from 2:OO-6:00 
pm at Talitha Kumi School in Bethlehem. 

Key Performance indicators: 

o The Number of participants was 9, majority of which are from the 
targeted group -Supervisors level staff. 

o 90% of the participants believed that the information in this seminar 
will help them to become a more effective supervisor. 

o As per evaluation forms filled out after the completion of the 
workshop, the following were the main evaluation outcomes: 

The exercises and activities seemed s 
Good 

Fair 

overan haw would you rate the 

seminar 

Excellent 

Good 

Fair 

poor 

Training course main subjects: 

Supervisory Skill Builders is a nine-workbook series covering topics 
identified as priorities for supervisory development in an industry survey. 
The workbook titles are: 

1. You as a Supervisor 
2. Leadership 
3. Time management 
4. Improving Communication 
5. Handling Problems and Conflict 
6. Conducting Orientation and Training 
7. Motivation and Team Building 
8. Staffing and Scheduling 
9. Improving Employee Performance 

9 EI-AHLA of each conducted workbook were distributed, together with 
Leading Training Activities such as Flip Charts, and guided discussions. also 



included are directions for us in^ some paRes in the workbook and - - - 
supplemental activities that extend the seminar learning experience. Upon 
completion, the participants were informed about the continuation of this 
program through applying for the exam and certificate for AHLA. 

Participants Names: 



Annex 1: Agenda I 

I ', 
Training Seminar Outline i i 

YOU AS SUPERVISOR i 

1. Understand the importance and responsibilities of supervisors in the 
f00dSe~ice industry. 

2. Identify the functions of management and understand how these 
functions fit into your job. 

3. Understand how appearance, manners, ethics, and self-esteem affect 
your job performance and that of your staff. 

CONDUCTING ORIENTATION & TRAINING 1 

1. Use orientation as an opportunity to welcome new employees to the 
operation team. 

2. Identify which knowledge and skills are needed for employees to 
perform job tasks. 

3. Effectively train employees to perform their job tasks. 
4. Lead good training and staff meetings 

STAFFING AND SCHEDULING 1 
I. Follow the steps in the recruitment and selection process. 
2. Effectively plan, conduct, and follow up an interview. 
3. Understand the value of forecasting in the scheduling process. 
4. Use a staffing guide effectively. 
5. Plan and evaluate an employee work schedule. 

WHAT WILL SUPERVISORY SKILL BUILDERS SERIES DO? 
The Supervisory Skill Builders workbooks will help to: 1 

I. Do your job better 
2. Solve everyday workplace problems 
3. Build confidence and self-esteem. 
4. Improve your potential for promotion 
5. Gain respect 
6. Learn more about the foodservice industry 
7. Improve your earning power. 
8. Understand your supervisory responsibilities. 



PALESTINE TRADE CENTER 

Report Prepared by: 
Palestine Trade Center - PalTrade 

( January 29,2006 

1- ENTROI)'UC'I'ION: 

I PalTrade has participated in Heimtextil and IMM Cologne exhibitions in Germany 
between Jan 9Ih and Jan 19", this participation aimed at reinforcing the cooperation 

I relations with The Swiss Import Promotion Program (SIPPO), exploring SIPPO's 
provided services and support to exhibitors from developing countries and studding 



I 
potential Palestinian participation at SIPPO's exhibitions. PalTrade has additionally exploited this mission to 
study global trends in home textile and furniture industries. 

2- Sruuu TOUR OBJEC-TIVES: 

1 1-  Organize exhibition business relations with SIPPO (2006-2007), identify Palestinian participation 
opportunities and set up registration system, 

2- Explore market trends and updates at the textile and fiuniture industries. 

1 3- SIPPO, THE SWISS 1 WPORT PROMOTION PROCRAMME 

I SIPPO is a program meant to promote imports from emerging W t s  and 
markets in transition towards Switzerland and the European Union a d  operates S~PPO 0 
under the patronage of seco, the State Secretariat for Economic Affain. A varied import I 

I package of services has been developed for trade promotion organi- and gromotlon programme 
manufacturers of a selected number of countries. 

On the basis of expected market opportunities, SIPPO offers an importpRmption program on home textiley ( IMM Cologne and other exhibitions in Europe. The program consists of d supported participation at the 
above mentioned fair and assistance during the trade fair. 

I 
The study tour was made possible through the generous support and 

SIPPO in covering partial items in the activity budget. 

BUSAID contribution of USAID. Equally important to note is the contribution of w nux,mrm- - 
Heirntextil: Worldwide, it is the first trade fair of the year for home and 
contract textiles in the heart of Europe. This trade fair justifies its reputation 
as the industry's number one meeting point. With a total of ten categories in 

I the product sectors, each year in January, Heimtextil sets a benchmark for 
variety in width and depth. Its concept, however, goes well beyond that of a 
trade and order platform. Besides 'big business', Heimtextil is characterized 
by consistent high quality and surprising innovations. Two aspects which 
touch and inspire the specialized visitors' senses in exclusively designed 
high-quality areas once and once again. Rounded off by many events, 
Heimtextil communicates well-founded order security and serves as indicator 
towards trend-oriented products and all developments in the industry. 

HEIMTEXT~L 1% FIGURES 

Exhibition date: 1 1-1 4/01/2006 
No. of Exhbitors: 2,8 12 (51 0 from Germany) I No. of visitors: 89,073 (35,686 from Germany) 
Net Exhibition Space: 140.520 sqm 
Products Groups: Deco & Style, Sit & Feel, Sun & Shadow, Floor & More, Wall & DCcor, Sleep & Dream, 

I Kitchen & Culture, Fresh & Splash, Atelier & Design, and Service & Technology. 

BEST AVAILABLE COPY 



I 6- TKENUS A N D  TENDENCIES ,\'I' ~~~~~~~~1.1~ 2006 

Four different material types characterize the four home trend themes: 

1 Emotions in Wood 

etamine and cotton twill, distinctive for their structured, dry, grainy qu*lltia. The colors are also borrowed 
from nature, with a misty, soft look provided by the palest of brows,  e e n t e d  by an ultra-dark brown ( Mini-designs, stripes, checks and feather drawings are the patterns .thibuled to this character type. Thq 
concepts behind this style come from Frank 0. Gehry, Alvar Aalto, Hans Wegner, Klaare Klingt and Bruno 

1 Matthson. 
Reflections in Metal 

I This interior expresses a masculinity and architecture- 
based, straight-line quality. "The metal type builds 

I 
afresh, shows a preference for glass, stone, mirrors and 
adores the richness of textiles", Gunnar Frank explains. 
The source of inspiration here is modem, 
contemporary architecture, with names like Marcel 
Breuer, Eileen Gray, Mies van der Rohe, Ron Arad, EI 1 Henog I de Meuron, Future System and Rern / Koolhaas worthy of mention. The fabrics are highly I I 
experimental, dominated by a glossy synthetic look, 
combined with open effects and special added, bionic-based=tions. A pzhora  of plain and high sheen 
fabrics, mesh looks, sandwich effects and double face also play a role. Colors are rich and bold. Deep blue 
and pure white project themselves over subdued color nuances. "Dark brown is tomorrow's new black", says I Frank in conclusion. 

Elegance in Textile 

Elegant homeliness, a passion for stylish combinations 
and the fusion of chic tradition and modern design 
characterize this living trend. Top-quality materials, 
among them silk, wool and leather, are used, 
complemented by woven effects like sherly, brocade, 
taffeta, moire, jacquard and satin. Other popular 
fabrics include bouclk, tweed and chenille-effect, 
velour, velvet, cord, trimmings and embroidery. Joe 
Colombo, Tom Dixon, Jasper Morrison, Pierre Paulin 



and Ulmeda act as the role models for this style. Characteristic of these designs are grandiose sets, inspird 

I by Art Deco and the golden age of the 1920s. Generous decoration, floral and fairytale motifs belong to the 
rich repertoire of this style. Colors are dark and intense, creating a matte, shimmer effect, with caramel 
playing a prominent role. 1 

I Dynamic in Plastic 

Acrylic sofas and chairs, large designs and plenty of 
color are the distinctive features of this style for living, 
which is marked by the sixties and seventies, as well 
as by cutting-edge technology and materials like 
plastic, which are also "mise en scene" together with 
wood, steel and fabric. Here Vernon Panton, Enzo 
Mari, Shiro Kuramata and Jana Arfield serve as the 
source of inspiration. According to Gunnar Frank, 
"Yellow, terracotta and green form the basis for these 
designs, the colors are lively and intense and there's a touch of humor over all of it". The fabrics are basic, 
everyday materials and mixed weaves, printed and embellished with pearl embroidery, appliquC animal 
motives and folkloristic applications and trims. Embroidery products creak a 3-D effect. There are also 
plastic-coatings, foam-backs, bonded fabrics, crochet-look, and crude wool embroidery, hand-finishing and 

I 
experimental techniques. Folklore elements taken from foreign cult- oom together again in the designs. 
In addition, gimmicks and inspirations from American advertisements fen/e as the motifs for the printed 
designs. Op-art, pop-art and hand-printed African effects, plus Brazilian and Mexican folklore, are just as 

I 
much in evidence as influences from the cinema, theatre and sport. 

Irnm cologne is the of the world's leading trade fair for the 
furnishing sector. imm cologne is the first event to present the 
latest home trends for Europe and overseas. Thanks to its 
division into main product groups, the transparency of the goods 
on display is high. 
Imm cologne offers visitors a product spectrum of wide scope 
and depth. imm cologne now features furniture, lighting, accessories, home textiles, carpets and other items 
for the home. In odd-numbered years at imm cuisinale, international suppliers of kitchen furniture and 
electrical built-in units present their innovative products and services for the modern fitted kitchen 

Exhibition date: 16-22/01/2006 
No. of Exhibitors: 1,333 (from 50 countries) 
No. of visitors: 130,000 (from more than 100 countries) 
Gross Exhibition Space: 285.000 sqm 
Products Groups: Modern Design Furniture, accessories, textiles, lighting, complete living philosophies 
Modem living and bedroom furniture, solid wood furniture, period and reproduction furniture 

8- TRENDS AND TENDENCIES AT 1M1\.I COLOGNE 2006 



Home furniture and furnishings are generally becoming 
more colourful. This trend towards more colourfulness 
at home confirms the growing need for a feeling of wall- 
being, but also the fun associated with home furniture 
and furnishings for an ever-increasing number of people. 
Furniture is generally becoming more flexible, more 
individual and more adaptable. Therefore in this 
connection, there is hardly a single upholstered hrniture 
item which cannot be shortened, lengthened or adjusted 
in some way. The bench is once again really trendy. As 
far as the upholstery cover fabrics are concerned, 
alongside the colourful plain versions we also find floral 
patterns. The theme of flat-screen TVs and multimedia dominates the cme hmtu re  sector. The flatter screen 
is also resulting in a reduction of the shelf and cupboard dimensions, which in turn is leading to increased: 
living space becoming available. The forthcoming World Cup Final8 have inspired the designers to creatq 
football furniture. Special ball-shaped seating furniture, football-pitch carpds or a whistle-shaped chair are 
catering for the niche of dyed-in-the-wool football fans. 

I 
Highlighted achievements of this mission are typified in the following items: 

Extensive exposure to exhibitors' participation criteria, procedure and conditions (within SIPPO's 
program), 

I . SIPPO's acceptance for Palestinian participation at Tendence Lifestyle 2006 (handicraft), Heimtextil 
2007 (home textile) and IMM Cologne 2007 (furniture); participation has to follow SIPPO's terms 
and procedure. 
Clear understanding for communication and cooperation terms between SIPPO and PalTrade, and 

- Clear understanding for global trends (2006/2007) in both furniture and home textile industries. 

I .lo- RECOMMESDATIONS: 

PalTrade is recommended to reinforce cooperation with SIPPO, which shall draw good opportunities for 
Palestinian participation at elite European exhibitions, cooperation is recommended to start at moderate scale I of display and to expand gradually to cover major sectors in Palestine. 

I 
Given the remarkable display and opportunities at the visited exhibitions in Germany, PalTrade iz 
recommended to consider organizing trade missions to Heimtextil and IMM Cologne for the Palestiniar 
companies; such opportunities would indeed to increase their awareness in the global emerging trends and 

1 
tendencies. 
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( ~ r a d e  Promotion Department 
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Introduction 
Germany is located at the heart of Europe and considered the world's number one trade fair center. 
About two thuds of the leading intemational trade fairs are held in Germany which means 130-150 
international trade fairs held annually. The success of trade fairs made in Germany can be attributed 
to the following factors: High professional standards of the organizers, global marketing for 
exhibitors and visitors alike, the largest share of foreign participants anywhere in the world, long 
term concepts coordinated with business and industry and the highest standards in technology and 
service. Germany leads the EU in Fruit and Vegetable imports and it is the largest consumer 
market of Fruit and Vegetable. 

FRUIT LOGISTICA 2006 

Fruit Logistica 2006, International Trade Fair for Fruit and Vegetable Marketing. Fruit Logistica 
2006 considered as the biggest trade fair in its kind all over the world, takes place from 2 to 4 
February 2006 at the exhibition centre in Berlin. 

Fruit Logistica 2006 registered 1373 exhibitors from more than 100 different countries and a total 
of 35 000 visitors. This means that the figures reached at the last Fruit Logistics in 2005 were I 

exceeded considerably. 

This trade show provides industries involved in h i t  trading an opportunity to present their range of 
services from mwing to selling. One of the main attractions of FRUIT LOGISTICA is that it is a 
compact, hi& effeciive showfocusing on specific target groups. In particular, it offers third- 
world exhibitors marketing "exotic" produce as well as newcomers from Central and Eastern 
Europe an excellent venue for their products to an intemational trade public and 
establishing new business contacts. Perishable h s h  produce, h i t s  and vegetables make tough 
demands on logistics management. In addition to products, FRUIT LOGISTICA introduces the 
technical know-how and skills required for effective logistics. Retail POS handling of fiuit and 
vegetables is also a key theme of the show. 

The range includes unprocessed fiuit and vegetables, dried fiuit, nuts, spices, biological produce, 
flowers and pIants for self-service outlets. A technical centre showcases hardware for produce 
packaging, storage, transport, shipping and display. A services market offers computerized 
solutions for logistics management, transport company services, marketing know-how for the green 
assortment, training and further education, trade forums. 

Identical with exhibitor target groups - this show has the nature of an exchange market where trade 
visitors have the opportunity to approach exhibitors with their services and products. Target groups ' 

include growers, fiesh produce importers and exporters, wholesale markets, wholesale and retail 
outlets, packing, shipping and disposal companies, institutions, associations 

PalTrade's participation at the FRUIT LOGISTICA was originally intended to be a market 
exploitation mission. However, after several companies expressed serious interest in either 
Exhibiting or attending as trade visitors, the event scope changed. 

Attending the Fruit Logistica was a great opportunity for Palestinian companies to both meet 
potential buyers and penetrate the G m a n  market as well as to learn from experiences and 
competitive brands. 



Organized by the Palestine Trade Center, the event was made possible by the generous funding 1 h-om SIPPO and USAID, A total of three Participants in the event. The Palestinian pavilion was 20 
sqm. Palestine Economic Development Company, the only Palestinian exhibitor occupied a total of 
17 sqm with PalTrade booth occupying the remaining space. It was hoped that more companies 1 would be interested in exhibiting but this event occurred very close 

( As organizers of the Palestinian participation, PalTrade organized all the logistical preparations for 
the event. From travel and shipping logistics to booth construction and developing the appropriate 
marketing collaterals and giveaways. I Deleeation Program: 

Tuesday 3 1/2/2006: Arrival to Berlin 

Wednesdav 1//2006: Seminar & Set-up of the Booth 
- Sippo Seminar: the delegation participated 

in Sippo Seminar that was held on 1/2/06 . 
This was facilitated by an introductory half- 
day seminar on Fruit Logistics 2006, which 
about 35 businessmen participated where Mr. 
Thomas Sporrer 1 Project Manager and Ms. 
Myrijam Fuchs / Project Assistant from 
Swiss Import Promotion Programme - Sippo, 
the Seminar Subject was Successful Trade 
Fair participation & Market Information, 
followed by lunch, offered by SIPPO 

- Set-up of The Booth : after the Seminar the 
delegation went to the Exhibition Hall, In 
less than 8 hours, the Booth was built in 
addition to set-up decoration and samples 
display 

Thursday 2/2/2006: 

Friday 3/2/2006: 

Saturday 4/2/2006: 

Sunday 5/2/2005: 

Exhibition 

Exhibition 

Exhibition 

Departure 

Meetin 1 PalTradee staff realized meeting with Swiss Import Promotion Programme to discuss potential 
cooperation with PalTrade in several aspects, mainly concentrated in Trade Fair and vocational I training as explained here after: 
Sippo- Swiss Import Promotion Programme 
Date: Friday 3 February 2006 1 Time: 14:OO pm - 15:30 pm 



Venue: Fruit Logislica -Exbibition Hall 

Sippo -As one of the economic development instrument of the State Secretariat for Economic 
Affairs (seco), SIPPO sustain ably and effectively promotes the competitiveness of emerging 
markets and markets in transition. By using trade promotion Programme and the associated 
matchmaking instruments, SIPPO helps small and medium-sized enterprises in emerging markets 
and markets in transition to enter the Swiss and European Union market, and provides Swiss 
importers with assistance in finding new products, new suppliers and new sourcing markets. SIPPO 
pays close consideration to the environmental compatibility of the products in question, and to the 
social policies of the manufacturers based on the Global Compact's ten principles in the areas of 
human rights, labour, the environment and anti-corruption. 

The Swiss Import Promotion Programme has identified following trade sectors as its main field for 
action in export promotion for emerging markets and markets in transition. In addition, individual 
requests for search of clients, partners etc. 

Attendees 
Mr. Thomas Sporrer, Project Manager, Sippo 
Ms. Myrijam ~uchs ,  p r o k t  ~ s s i s k k t ,  ~ i *  
Mr. Samer Taher, Trade Promotion Officer, PalTrade. 

Meeting Obiectives 
To promote PalTrade as Palestine Trade Promotion center. 
To discuss potential future cooperation with PalTrade, mainly in Trade Fair 

Meeting O u t ~ u t s  
Sippo representative demonstrates interest in any potential cooperation with Paltrade in 
matchmaking opportunities with Swiss andlor European partners and to facilitate the Palestinian 
participation in their activities. 

Participation Biehliehts: 

Palestine Economic Development Company - PED booth attracted many visitors including 
kesh fruit and Vegetable experts, importer and distributor companies 
PED attracted people through offering food tasting which was very successful. The products 
included cherry Tomato and paprika different types 
Participants attended a short training course on Successhl Trade Fair participation & 
Market Information which was extremely useful. 
More than 5 companies, mainly importers, showed interest in buying Palestinian fruit and 
vegetable. The company is following up with them. 

The Palestinian Delegation partkipated in the Exhibition under one pavilion called "Palestine" 
for the first time ever in an exhibition in Gennany. 

90 



The exhibition was a real chance to Palestinian companies to exhibit and meet potential clients 
in an important and growing market like Germany. 

We think that the contacts that have been made during the show will lead to business deals for 
the Palestinian companies. 

We also think that the Palestinian Products have also a big chance in this huge market. 

We also think that a good follow up is needed to contact other potential buyers in the EU 
Countries. 

IPEST AVAIUIW COPY 





Tulkarem- Bethlehem, Qalqilya, Jericho and Gaza 

Funded By: 



Background: 

Due to the great success of the export procedures workshops that were conducted during 
the months of November and December 2005 in four West Bank cities, including; 
Hebron, Ramallah, Nablus and Jenin, and due to the great importance of the e;xport 
process in achieving economical development, and to increasing trends in e k i n g  
international markets by Palestinian companies, Palestine Trade Center (PalTraae) in 
cooperation and support by the Islamic Development Bank (IDB) and the USAID has 
organized this Workshop during April and May 2006,in the remaining five main Cities, 
including: Tullcarem, Bethlehem, Qalailia, Jerich and Qaza. 

Workshop objectives: 

To give representatives of participating companies a better grasp on overall @port 
procedures, including the understanding of different economic agreements which 
influence their businesses, In addition to the agreements on internal & external cr&ing 
points. 

1 
The participants in the workshop: I 

The program's main targeted group is the General Managers & Marketing Managers in 
the private sector companies. 

Venue: 

The workshops were held for one day in the Chamber of Commerce and Industries in 
each city, to insure that most of the exporters companies know this information: The 
workshops were conducted as following: 

1. Tulkarem 12/4/2006 
2. Bethlehem 1/4/2006 
3. Qalqilya 19/4/2006 I 

4. Jericho 23/4/2006 
5. Gaza 2/6/2006 

I 
Achievement of planned key Performance indicators: I 

o The number of the participants attending reached 120, the majority of which are 
from the originally targeted group. 

o The positive evaluation from the participants: 



Your evaluation of the suggested Your evaluation of the suggested 
information and the way it was information and the way it was 

presented 
3%0% . V .  good 

Good . poor 

The used activities enriched me with the 
knowledge needed for my work 

8% rO% 

related to my work 

w V, good 

Good 

poor 

w V .  good 

Good T l  
The process & the flow of information 

are suitable compatible with the 
contents 

The workshop achieved its goals 

1% 

. V .  good 

Good . poor 

o After the closing of the workshops, each participant received a CD that included 
the relevant economic agreements. 

Workshops strengths: 

1. During the workshops the participants succeeded in defining their problems and 
the internal and external difficulties they were facing during the export process. 

2. At the end of the workshops the participants showed their interest in the 
continuation of such workshops, where they have a great influence on the 
awareness of the Palestinian resources, contribution in creating sophisticated 
export processes and meeting the.ever changing demands. 



-._A 
Recommendations: 

1. The participants recommended extending the workshop time, to better cover the 
ascribed materials. 

2. Discussing the details of the agreements with the countries and the way to deal 
with these agreements. 






