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The  purpose of the FTA Toolkit is to provide infor mation and 
resources for Bahraini businesses seeking to export  to the U.S.

� Overview of the FTA

� Highlights of Chapters

� Chapter-by-Chapter 
Analysis

� Links to full text of FTA

Explanation of 
the Free Trade 

Agreement

Explanation of 
the Free Trade 

Agreement

Answers to 
Frequently Asked 

Questions

Answers to 
Frequently Asked 

Questions

Resource Links 
for  

Bahraini Businesses

Resource Links 
for  

Bahraini Businesses

Best Practice 
Tips for Bahraini 

Exporters

Best Practice 
Tips for Bahraini 

Exporters

� Steps to take before exporting 

� Document requirements for exporting 

� Government assistance to exporters

� Obtaining US visas for trade missions

� Product packaging and labeling 
requirements

� Technical and quality standards

� Finding trade leads

� Identifying trends and competitors

� Distribution channels for exports

� Making products competitive

� Financial issues

� Logistics support services

� Customs duties and fees

� Registering a company in the US

� Know your target market 

� Know your customer

� Know your  “value proposition”

� Know your capabilities

� Develop an Export Plan” and 
commit to it

� Identify and leverage available 
outside resources

� Know the rules

� Choose your partners with care

� Protect yourself (e.g., contracts, 
insurance, etc.)

� Don’t underestimate the power of 
technology

� Bahrain Government links

� U.S. Government links

� U.S. Customs links

� Export readiness tools

� Finding Trade Leads and 
Partners
- Tourism
- ICT
- Gem and Jewelry
- Processed Foods
- Basic Manufacturing
- Financial Services

� Document and packaging 
and labeling requirements
- U.S. government 

departments and 
agencies

Chapter Contents Chapter Contents Chapter Contents Cha pter Contents

FTA Toolkit Contents

1 2 3 4
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The FTA removes or reduces tariffs and other legal barriers to trade 
between Bahrain and the U.S.

� The FTA includes 21 chapters containing government-to-government 
commitments and rules applicable to: 

– Establishment of a Free Trade Area

– Elimination and reduction of tariffs on trade in goods

– Rules of Origin for determining when a product will be deemed to be of 
Bahraini origin

– Customs administration and procedures

– Safety and product quality rules for food, medicine, plants, and similar 
products

– Measures related to compliance with U.S. or Bahraini technical standards

– How each government will take measures to respond to import surges

– Government procurement

– Trade in services

– Intellectual property rights in patents, trade and service marks, and 
copyrights

– Labor standards

– Environmental measures

– Settlement of trade disputes between Bahrain and the U.S.

Scope of the FTA

Explanation of 
the Free Trade 

Agreement

Explanation of 
the Free Trade 

Agreement
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Reducing barriers can promote increased trade, but the FTA does 
not by itself increase exports from Bahrain to the US 

Examples of How the FTA Promotes Trade

Issue Before the FTA FTA Rule Trade Impact Observations

Example 1: 

Bahraini business persons 
import products to the U.S. 
on a temporary basis for a 
marketing visit or trade 
show attendance 

� Prior to the FTA, Bahraini 
business persons would 
have had to apply 
separately for  duty free 
treatment for sample and 
demonstration products 
and complied with strict 
definition of temporary 
period 

� Duty free treatment  is 
provided under FTA 
Market Access chapter 
for temporary admission 
of goods for display or 
demonstration, 
commercial samples, 
advertising materials,  
and professional 
equipment,

� Streamlined procedures

� Reduced clearance 
delays

� Lower administrative and 
other compliance costs

� It is still incumbent on 
Bahraini businesses to 
identify and take 
advantage of 
opportunities to make 
marketing visits to the 
U.S.

Example 2: 

Determination of applicable 
duties at the point of import

� Prior to the FTA, Bahraini 
imports were subject  to 
duties on a product-by-
product basis under the 
applicable U.S. tariff 
schedule entry, which 
required examination of 
the goods themselves to 
determine country of 
origin

� Under  the Rules of 
Origin chapter of the 
FTA, if the requisite 
information is provided, 
an importer may claim 
preferential tariff 
treatment for Bahrain 
originating goods by 
including on the entry 
summary the symbol 
‘‘BH’’ as a prefix to the 
tariff code

� Streamlined procedures

� Reduced clearance 
delays

� Lower administrative and 
other compliance costs

� Again, these procedures 
affect the processes 
applicable to trade, not 
the trade itself

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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The toolkit includes answers to the most frequently  asked 
questions on exporting to the US 

� What steps do I take to export to the United States? 

� What are the documentary requirements for me to export to the United States? 

� What is government doing to assist me in exporting to the United States? 

� How do I secure a visa should I take a business mission to the United States? 

� What product packaging and labeling requirements must I take into account? 

� What are the technical and quality standards that I must take into account? 

� How would I find relevant trade leads ? How do I contact an appropriate partner? 

� How do I identify current trends and competitors in my sector? 

� What distribution channels (mode of entry) are available for exporting? 

� How do I make my product more competitive in the United States? 

� Is export finance available? What financial issues should I consider? 

� What logistics support services are available to me for exporting? 

� How do I identify my product’s customs duties and fees ? 

� How do I register my company in the United States? 

Frequently Asked Questions

Answers to 
Frequently Asked 

Questions

Answers to 
Frequently Asked 

Questions

2
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� Conduct market research to determine if there’s a U.S. market segment that 
wants and/or needs the product or service you offer

� Analyze relevant market reports and publications to select target  markets

� Evaluate  if your company is export ready, i.e., whether it has the right 
product and financial, business, and production experience and capacity to 
supply the US market  

� Develop a targeted export business plan  based on solid information and a 
proper assessment of the company, product and market

� Use research, networking, marketing, trade show attendance, and other 
methods  to secure trade leads, buyers or a consignee for your product 

� When a contract with an importer is secured, validate your product’s origin 
under FTA rules of origin ; obtain U.S. and Bahrain customs information; 
identify customs broker; prepare necessary documentation; address 
financing issues, etc.

For example, the toolkit presents the steps any Bah raini business 
should take before exporting

Determine if there 
is a Market

for your Product

Research specific 
Target Markets

Assess your 
Company’s Readiness

Develop an 
Export Plan

Obtain US 
Trade Leads

Perform Export Activities

1

2

3

4

5

6

Steps to Export to the United States

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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… and provides hints and suggestions for finding tra de leads and 
conducting marketing activities

US Trade 
Leads

Chamber of 
Commerce

Export 
Development 
Companies

Trade Associations Trade Event 
Programs

MOIC

US 
Commercial 

Service

World Trade 
Centers

Business 
and Service 

Organizations

Publications 
and Other 

Media

Finding Trade Leads

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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It also provides information on how to access avail able Bahraini
and U.S. Government support services for exporters

� FTA  Actualization Program for Bahrain (FAB) (forthcoming)

– Sponsored by the Ministry of Industry and Commerce 
(MOIC), the FAB may include regular sector-specific 
workshops and direct technical assistance for exporters

� The MOIC’s Foreign Trade Relations Directorate 

– Assists exporters in resolving export related issues 
involving other government entities (e.g., Customs)

� Bahrain Embassy to the United States, Office of the Economic 
Representative 

– A special office established in the Bahraini Embassy in 
Washington to facilitate the U.S.-Bahrain Free Trade 
Agreement and bilateral trade between the two countries

� Bahrain Labour Fund (TAMKEEN) “Enterprise Growth 
Management” program

– The TAMKEEN initiative is designed to provide small and 
medium-sized Bahraini companies with support of up to 
60% of the cost of extending their products beyond the 
domestic market (N.B., Support is capped at BD10,000 for 
small and BD15,000 for medium sized companies) 

� U.S. Embassy Bahrain, Commercial Section

– The U.S. Embassy provides resources including: 

– International Buyer Program (IBP); 

– Commercial News USA ; 

– Targeted Commercial Presentations; 

– Commercial Counseling Services ; and 

– Reverse Gold Key Services 

� Many US state governments also offer information services to 
assist importers to the US

Government Services for Exporters

Kingdom of Bahrain United States Government

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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GOODS

Documents

Carrier

Sales 
Contract

Remitting 
Bank

Exporter

Collecting 
Bank

Importer

Documents

Bahrain
Border

U.S.
Border

Customs
Bond

Logistics
Provider

Logistics
Provider

Documents

While not exhaustive, the FAQs provide information on each step 
of the export/import transaction 

Export / Import Transaction Process

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice

ILLUSTRATIVE

On Order Production Ship In Transit Receive Reconcile PayTransaction
Stages

FAQ 6: 
Packaging and 

Labeling 
Requirements

FAQ 7:
Technical and 

Quality 
Standards

FAQ 2: 
Steps to 
Export

FAQ 3: 
Documentary 
Requirements

FAQ 12:
Export 

Financing

FAQ 13: 
Logistics 
Support 

FAQ 14:
Customs 

Duties and 
Fees

Toolkit
FAQs



10

The “best practices” section of the Toolkit contains  descriptions of 
key factors that exporters should consider

KNOW YOUR
TARGET MARKET

KNOW YOUR
TARGET MARKET

1

KNOW YOUR
CAPABILITIES
KNOW YOUR

CAPABILITIES

4

KNOW THE RULESKNOW THE RULES

7

KNOW YOUR
VALUE PROPOSITION

KNOW YOUR
VALUE PROPOSITION

3

IDENTIFY AND LEVERAGE 
AVAILABLE OUTSIDE 

RESOURCES

IDENTIFY AND LEVERAGE 
AVAILABLE OUTSIDE 

RESOURCES

6

PROTECT 
YOURSELF
PROTECT 

YOURSELF

9

KNOW YOUR
CUSTOMER

KNOW YOUR
CUSTOMER

2

DEVELOP AN EXPORT 
PLAN AND COMMIT 

TO IT 

DEVELOP AN EXPORT 
PLAN AND COMMIT 

TO IT 

5

CHOOSE YOUR 
PARTNERS WITH 

CARE

CHOOSE YOUR 
PARTNERS WITH 

CARE

8

DO NOT UNDERESTIMATE 
THE POWER OF 
TECHNOLOGY

DO NOT UNDERESTIMATE 
THE POWER OF 
TECHNOLOGY

10

Best Practice 
Tips for Bahraini 

Exporters

Best Practice 
Tips for Bahraini 

Exporters

3

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice

Best Practice Tips for Exporters
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From experience, a thorough understanding of your m arket, your 
customer, value proposition and capabilities are es sential

Know Your Value 
Proposition

Know Your Value 
Proposition

Know Your Target 
Market

Know Your Target 
Market

Know Your CustomerKnow Your Customer

1

2

3

Know Your CapabilitiesKnow Your Capabilities

Develop an Export Plan 
and Commit To It 

Develop an Export Plan 
and Commit To It 

4

5

Best Practice Tips for Exporters

� The US is not a homogenous market. It consists of highly segmented individual states and 
regional markets. The needs and desires of its population are not likely to be the same

� A thorough understanding of the US market and a clear definition of your target market is 
crucial to export success 

� Understand your product in order to identify your target customers.  Narrow your target 
customer list, find out where they are and their tastes and preferences 

� “The absolute aim is to make money out of satisfying customers.” (J. Egan)

� “… The purpose of your value proposition is to identify and satisfy an unmet need that your 
target market possesses…” (L. Lake) 

� Your value proposition will serve as a strong differentiator between your product and that of 
your competitors

� “First of all, do your homework and know yourself.  Realize that exporting is a commitment 
for a long, long term.  Know your strengths…” (Exporter) 

� Does your company have the management commitment, financial, human and production 
capability to meet the demands of the US market? 

� Exporting is not a sideline.  It is an entire business in itself that will require the solid 
commitment of senior management and all employees of the company

� The Export Plan encapsulates all the aspirations and activities related to exporting.  It is a 
living document

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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Leveraging resources, knowing the rules, choosing p artners well,
protecting against risk, and using ICT are also key  to success 

Identify and Leverage 
Available Outside 

Resources

Identify and Leverage 
Available Outside 

Resources

6

Protect YourselfProtect Yourself

Know the RulesKnow the Rules

Choose Your Partners 
With Care

Choose Your Partners 
With Care

7

8

9

Do Not Underestimate 
the Power of 
Technology

Do Not Underestimate 
the Power of 
Technology

10

Best Practice Tips for Exporters (Cont’d)

� You don’t have to do everything alone.  There are programs available to assist exporters in 
the following areas: market research, export planning, export pricing, access to funding, 
legal issues, delivering to the market, documents and procedures, training and 
development

� A successful exporter understands the requirements, policies and procedures of 
international trade and specifically your target market.  

� For example, know the trade barriers, know the essentials of export contracts, know US 
business laws and customs rules

� Consider using intermediaries (distributors, trading houses, representatives) as they can 
save you a lot of time and money 

� “No matter how you find potential intermediaries, it is essential to check them out before 
choosing one…” (Canada export guide) 

� Every exporter should take reasonable precaution against risks (e.g., contracts, intellectual 
property, financing, insurance) to ensure that his interests are protected

� “An ounce of prevention is worth a pound, or a dollar, or a dinar, of cure…”

� Web technology has revolutionized the way we do business.  Technology can be used to 
improve branding and marketing, customer service and relations, internet sales, web 
presence, market and consumer research among others. 

OverviewOverview FAQsFAQs ResourcesResourcesBest PracticeBest Practice
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Links to useful sites are inserted throughout the F TA Toolkit to
provide further information to users

Resource Links

Bureau of Economic Analysis, US Department of Commerce Trade flows

Tariff Schedule of the U.S. Tariffs under the Bahrain-US FTA

The U.S. Census Bureau Market data

U.S. National Technical Information Service (NTIS), Technical standards

Stat-USA/Internet Market data

FedBizOpps Government procurement

State of California – Public Procurement Opportunities Government procurement

A Basic Guide to Exporting Exporter’s guide

Export Readiness Diagnostic Readiness checklist

Step-by-Step Guide to Exporting Exporter’s guide

The TAMKEEN  Fund Growth Assistance Program (GAP)

Bahrain Ministry of Interior – Customs Affairs Export rules and procedures

US Bureau of Customs and Border Protection (CBP) Customs rule and procedures

Bureau of Alcohol, Tobacco and Firearms Licensing rules 

U.S. Department of Agriculture Sanitary and phytosanitary measures

U.S. Food and Drug Administration (FDA) Sanitary and phytosanitary measures

World Trade Press Importers Manual Importer's guide

National Customs Brokers & Forwarders Association of America Logistics providers

NON-EXHAUSTIVE

Resource Links 
for  

Bahraini Businesses

Resource Links 
for  

Bahraini Businesses

4
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QUESTIONS
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APPENDIX – Total trade flow between Bahrain and the U.S. has 
increased since the FTA entered into force

VEHICLES, EXCEPT RAILWAY OR TRAMWAY, AND PARTS ETC

AIRCRAFT, SPACECRAFT, AND PARTS THEREOF

SPECIAL CLASSIFICATION PROVISIONS, NESOI

NUCLEAR REACTORS, BOILERS, MACHINERY ETC.; PARTS

All Others

HS Total All Merchandise  
2008 Exports from the U.S. to Bahrain 

$ 829,521,421

22.5% 30.3%

17.7%

15.4%

14.1%

Exports from the U.S.

FERTILIZERS

ALUMINUM AND ARTICLE THEREOF

SPECIAL CLASSIFICATION PROVISIONS, NESOI

APPAREL ARTICLES AND ACCESSORIES, NOT KNIT ETC.

All Others

���� ���� ���� ����

Total $405,253,000 $431,612,000 $632,425,000 $624,571,000

���� ���� ���� ����

Total $301,785,000 $350,785,000 $474,459,000 $591,325,000

HS Total All Merchandise  
2008 Exports from Bahrain to the U.S.

$ 538,887,018

21.2% 32.4%

17.7%

14.5%

14.2%

Exports from Bahrain

Bahrain – U.S. Trade Flows 
(2004 – 2008)

Source:  U.S. Dept. of Commerce, International Trade Administration, TradeStats Express™ (U.S. Merchandise Trade with a Selected Market), see http://tse.export.gov/
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