
FIEO NEWS l February 201242

Workshop on FTP

Madurai region must go for value added exports

LEFT: Mr Walter D’Souza, Regional Chairman, FIEO(SR) addressing the participants. On the dais from left, are Mr Unnikrishnan K, Director, FIEO(SR); Mr K Thirupathi Rajan,

Chairman, Export Promotion Centre,  Tamilnadu Chamber of Commerce & Industry, Madurai; Mr D Gajapathy, JDGFT,  Madurai; Mr J K  Muthu, Vice Chairman, Export Promotion

Centre,  Tamilnadu Chamber of Commerce & Industry, Madurai. RIGHT: Mr Walter D’Souza, Regional Chairman, FIEO(SR) interacting with the participants.

FIEO (Southern Region) jointly

with Export Promotion Centre, Tamil

Nadu Chamber of Commerce & In-

dustry, Madurai, organized a “Work-

shop on Foreign Trade Policy, Export

Promotion Schemes and Sourcing

Buyers through Internet” at Madurai

on January 9, 2012.

The programme was organized to

update the exporters on various

changes that have taken place in the

Foreign Trade Policy and help them

understand the various incentive

schemes operational in the Policy,

thereby helping them cut costs. The

programme also covered the subject

on how to identify buyers through the

internet platform by using various

tools provided by Alibaba.com. The

programme was attended by more

than 90 exporters from Madurai. Mr

Walter D’Souza, Regional Chairman,

FIEO (SR) inaugurated the pro-

gramme. Mr K. Thirupathi Rajan,

Chairman, Export Promotion Centre,

Tamil Nadu Chamber of Commerce &

Industry, welcomed the participants.

Mr D. Gajapathy, Joint Director Gen-

eral of Foreign Trade, Madurai, also

spoke on the occasion.

Mr Rajan in his welcome address

highlighted the export potentials of

Madurai. Many products made in

Madurai and surrounding districts of

Tamil Nadu are not being exported di-

rectly, despite their potential, owing

to lack of awareness. Madurai has

tremendous potential to export yarn,

textile products, rubber products,

granites, agricultural products, flow-

ers, etc added Mr Rajan.

Mr Gajapathy highlighted various

policy initiatives taken by the office of

Jt.DGFT for promotion of export and

diversification of products and mar-

kets. He assured all his support to the

exporters in the region for helping

them improve their performance.

Mr D’Souza mentioned that ex-

porters must focus on West Asia since

business was growing at a fast pace

in these countries. While highlighting

on various initiatives taken by FIEO

to promote WANA region including

setting up FIEO warehousing facilities

at Sharjah in the UAE, he said the

Emirates continue to be a leading ex-

port destination and an important

transit point for the entire Gulf Coop-

eration Council and West African Re-

gion. He added exporters could

ensure ‘just in time' delivery by uti-

lizing the Federation’s warehouse and

office space facility in Sharjah. FIEO

members could stock their products

and carry out repacking and redistri-

bution from the facility.

While highlighting FIEO’s various

initiatives, Mr D’Souza said FIEO had

taken up the burning issues exporters

like high interest rates with the RBI,

which had revised the rates 13 times

since March 2010. The apex bank's

data itself showed that credit offtake

had fallen to a 21-month low. Various

other sectors were also hit hard by

high interest rates resulting in indus-

trial production registering negative

growth. The non-performing assets

were increasing fast and micro, small

and medium enterprises (MSMEs)

were also finding it hard to survive.

Exporters and importers were both

hit hard by the recent volatility in the

rupee's value, he said, adding that

the Federation had urged the govern-

ment to ensure that the value of

rupee fluctuated within specific limits.

Mr D' Souza said both the gov-

ernment and FIEO's studies had re-

vealed that Indian exporters and

importers faced significantly higher

transaction costs compared to their

counterparts in other developing or

developed countries. Further, Indian
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by the bank to make payments

to the exporter after the ship-

ment of goods, fulfilling terms

and conditions. Thus L/C con-

verts goods sales into document

sales. Banks deal with docu-

ments and not with goods, serv-

ices or performance to which the

documents may relate.

6. All L/Cs are irrevocable unless

specified.

7. The L/C should be issued by a

bank of repute. The issuing bank

is most important as the success

of the L/C depends on the issu-

ing bank. It is always advisable

to ask from the buyer to get the

L/C confirmed from a bank of re-

pute. The confirming bank al-

ways makes payment to the

beneficiary without recourse.

8. The L/C would be governed by

UCP 600 or any other rules when

the text of the L/C expressly in-

dicates that it is subject to these

rules.

Conditions for documents to be-

come complied presentation:

1. Documents should be as per the

L/C.

2. Documents should be as per UCP

600.

3. International banking practices

rules should be followed.

4. There should not be any conflict

between the documents and the

L/C.

5. The documents should be repre-

sented before the expiry date.

6. The bank has 5 banking days to

examine the documents after re-

ceiving it. On finding any discrep-

ancy, the bank must inform the

presenter to rectify it in writing. 

7. If the documents are presented

before 5 days or less of the ex-

piry date of the L/C, the bank will

still examine the documents in 5

days. If the bank finds any dis-

crepancy, the presenter will not

be able to rectify it as the L/C

has expired. It is therefore in the

interest of the presenter to sub-

mit the documents well in ad-

vance of the expiry date.

8. The bank has to inform all the

discrepancies to the beneficiary

in one go. Discrepant docu-

ments are the property of the

beneficiary.

9. Presenting fewer documents

than those mentioned in L/C is

a discrepancy. However, giving

more information/ documents

can’t become a basis of dis-

crepancy. n

businessmen also faced hidden

charges that arose owing to inade-

quate infrastructure.

In the technical session, Prof K.R.

Nath of Indus Business Academy de-

livered a lecture on FTP and Incentive

Scheme. The presentation focused on

how to reduce the cost of final prod-

uct by availing various incentives of-

fered by FTP.

Mr M. Madhu Sudhana Murthy of

Alibaba.com made a presentation on

sourcing buyers through the internet.

Mrs Selvanayagi, Co-ordinator,

FIEO, made a presentation on vari-

ous services offered by FIEO and

assistance provided in venturing

new markets.

Mr J.K. Muthu, Vice Chairman, Ex-

port Promotion Centre, Tamil Nadu

Chamber of Commerce & Industry,

Madurai, proposed the vote of

thanks. n

Help Us To serve YoU BeTTer

Please let us know the changes in your contact information immediately, to help us remain in touch with you. In case of any
changes, fill in the following and send it to FIEO :

1. Name of the company : ........................................................................................................................................................

2. Address : ..............................................................................................................................................................................

3. City : .....................................................................................................................................................................................

4. Telephone : ........................................................................................................................................................................

5. Fax : ........... .......................................................................................................................................................................

6. Email : ..................................................................................................................................................................................

7. Name of the Chief Executive : .............................................................................................................................................

8. Designation : ........................................................................................................................................................................

9. Name of Contact Person : ....................................................................................................................................................

10. Designation : .........................................................................................................................................................................
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