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- FOREWORD

George - E. Voyer, the author
of this booklet, is a Vice
President of R. H. Macy and
Co., Inc., a corporation which
operates 67 department stores
within the United States and
which has an annual sales
volume of over $1 billion. He
is a frequent traveller to the
world’s markets and has had
over twenty years experience
in the department store indus-
try and international trade.
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PREFACE

t

The purpose of this booklet is to en-
courage producers or exporters of pro-
ducts to offer their merchandise on the
United States market and to provide
them with some information on the U.S.
market and business practices.

Particular emphasis in the following
pages is on contacting and doing business -
with U.S. department stores, a segment
of American ihdustry that is vitally
interested in importing and in providing
new products for its customers.

The expansion of world trade is a
policy of both the U.S. Government and
the U.S. retail industry. Both realize that
trade is a two-way street and that to
enable the United States to sell her
products abroad, she must open her own
markets to the products of other countrics.
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1. THE UNITED STATES AS
A POTENTIAL CUSTOMER

The United States is an excellent potential customer

for consumer goods from all around the world.

Popuhtion :
- The current populatxon of the United States is

about 210,000,000 now with a pro]ectlon of
237,000,000 by 1980.

Gross- National Product

The Gross National Product of a country is thc
- total yearly value of all the goods and services
produced by that country. :

The current Gross National Product of the United

" States. is $1,060,000,000,000 (one trillion and sixty
billien), about ¥2,120,000,000,000.

~ This contrasts with the following Gross National

Product figures for other areas (1970 figures).

Western European $486,300,000,000
Common Market (¥972,600,000,000)

1



L TRRAKEREE

R EOH R, KRBT RAREOARE,

Aa

XKEA IHAE 2~ -T‘TJ’A fﬁﬂf’!?l%ﬂfﬁﬁﬁfﬂ'
Zie= "H:E'bAo

gty

—TERBE” KR EEGFHE” — RS
HHIGUE,

| RERAOEF B E~BREES], 060,000,000,000% -

(*%%#EEE)kﬁ%TAEmzmmmmwmmx?
(FRiZFBIZT).

BAMFS THRARE ER ORES B (197084
i) e

gkt B s ‘ '$486,300,000,000
(¥972,600,000,000)




The United States As A Potential Customer

Eastern European

Socialist $435,000,000,000
. Countries & USSR (¥870,000,000,000)
All Other European  $247,700,000,000

Countries (¥495,400,000,000)



