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THE FIRST BORDERLESS GLOBAL TRADE ENGINE
PROVIDING DOOR-TO-DOOR LOGISTICS
AND IMMEDIATE ACCESS TO NEW MARKETS




SMALL TO MEDIUM SIZED
ENTERPRISES AND EXPORTS

THE EXPORT MARKET TODAY

SMEs account for the vast majority of firms and approximately
half the gross domestic product (GDP) generated by nonagricul-
tural sectors in the United States.*

However, SMEs accounted for only about 30 percent of merchandise
exports. In a 2010 survey from the European-American Business
Organization, 9 million SMEs are interested in exporting to fo-
reign markets, but stated they were reluctant due to complicated
trade regulations and lack of resources. The National Export In-
itiative** is aimed at doubling the US exports from 2010 to 2015.
While the core of this program is focusing easing credit terms
for small businesses and adjusting major trade agreements, there
is clearly a demand for assistance with the day to day revenue
generating operations.

The future of the US economy depends on the success of these
smaller companies driving innovation and competition and as
such also representing the largest sector of job creation.

THE CHALLENGE

So far US e-commerce success stories have focused on US mar-
ket growth.

This is partly due to the maturity of the US e-commerce con-
sumer, but also due to the complexity of US trade regulations
which often serve as deterrents for companies wanting to expand
into the global marketplace. Today’s trade environment is full of
examples of companies having to cancel their customer’s orders
due to the inability of servicing foreign clients.

The cost of entering foreign markets is high and most smaller
business lack the resources to perform much needed market re-
search, and where logistics middlemen have created an environ-
ment that makes it hard to compete with overseas competitors
or products from low-cost manufacturing areas. Ever changing
consumer preferences has created a drastic reduction in the ti-
me-to-market, this demand requires a trading platform that can
quickly introduce products to new markets before competitors
step onto the field. Another obstacle for the growth of global e-
commerce is the trust issues commonly seen amongst users out-
side the US. In markets where local banking is still the norm and
credit cards are not common, sending money to an unknown
foreign company will often cancel the transaction and result in
a lost opportunity.

*United States International Trade Commission (USITC), Investigation No.
332-508 USITC Publication 4125 January 2010

**National Export Initiative (NEI) created in 2010 with the mission to boost National
€exports.

E-COMMERCE AND GLOBAL TRADE

The world is changing at a rapid pace and the mobile Internet
with its global transparency and ability to connect the corners of
the globe — will begin to play an ever increasing part of Inter-
national trade. After the sharpest decline in more than 70 years
of 12% 2009, world trade (estimated at circa $25 Trillion) is set
to rebound according to WTO. E-commerce enables reduced
physical assets (costs) and facilitates low cost interaction between
products and markets, and in particular B2B. The research com-
pany Forrester projects that online retail sales in the U.S. will
increase 11.98% this year compared with 2010, to $197.3 Billion
from $176.2 Billion.

Today a manufacturer in Wisconsin can reach customers in Aus-
tralia by having a company profile on the Internet. The new
communication tools made available can potentially erase the
difference between what is domestic and what is global business.
Global business becomes just business and international logistics
is merely logistics.

The potential that e-commerce has to offer is severely underu-
tilized by millions of US companies and if the US is to succeed
in its goal to reduce trade deficits, there needs to be a significant
shift in the way goods are traded.




NIST

National Institute of
Standards and Technology
U.S. Department of Commerce

UNIMERX

dly e-commerce en-
ng the export/import
, by integrating all fun-
transaction. Our plat-
US businesses and ena-
S quality products.

dynamic and organic
ponents. At the center
acilitates the interaction

hich purpose is to re-
ile instilling customer
r the global market-

Securi ™

ty
Standards Couneil

VeriSign
Trusted

Eliminating middlemen Unimerx allo
markets. Our revenue only generates wl
cost setup virtually eliminates risk for ente




- s CTPFUT OO <. Ve o

osoeososso&nnr\“nooc,,ﬁ,&uc»
e :292EN8NRE .18S0QF TET 3RSVeCS. (o

PERSOS008ELESNZESELOLIC LOLL ops'|  T"Rpe0I| 708~ 1PR3L082P38L02
ﬁiﬁi‘ ~~:oooseaseaoaasaeaoesaee e8a0( . = N LL00L00M
‘m|hg!%%lloaQaEOEPOQBOPOSﬂIOIFﬂﬂﬁkué“&|AIZQU .0€3e200¢ Y0E0ELOOLOL
=@80¢PED=-T=1-CT CUSTTABIT RS AT EONST ) 72028282 FONCNONE

-+ Expansion at low cost and with mitigated | 17 ceaa&e(agesed

'+ Enable company growth - <0SS0%0S0S
-+ No need for new resources and know=how "ReNERNES

= Nosourcing or IO PP EACOE e IADRONESC I3
vm--osr 0S0RBS S0 3£0SC08L0983C0IBEREDEL I I e Y I
“NeY20®s, 208208€E0-I-I-I-IT008I 38 1 1| -3 [ %o
MANAGEMENT AND REGU | E ger-
ATRANANTEIN28RL020N2A0CNOS ‘ JIOLopLind

ing documentation automate /5e20d0200E0E
"COS~TABRTAEBY - _.uapaeadagasggaen

<83 ﬁaaeaeas | 00000000d€L22800°
SIXIN . neqo ghengesspe
TRUSTED TRANS ACTIC o4

DSOSOS”
°Cr aj ng ustomer and partn fidence

e o

! 5; g a n ayments

/ e

- QY g

e & .
o-door transactio‘n re ‘e

;] o - :‘ ‘ ‘:7
1ded *ﬂ
nitati nsidered ]

US need to grow ‘ ‘jobs 1

and for qu >TVIC

| )€
rea C l
\ 5

k
‘j rr

T
-

U 3i-Unimerx, 244 Fifth Avenue, Suite H296, New York, NY 10001 United States,
Phone +1 646.331.0116, e-mail info@3i-corp.com, www.unimerx.com




