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PROTOCOL

Iran Working Group meeting 1st session

November 18, 2009

The first meeting of the Iran working group was an important step towards identifying Iran as a regional power in the Middle East and in close proximity to the GCC countries.

The attendees from both the German and Iranian background were about 15.

The round of discussion which took place at the Monarch Hotel on Wednesday, November the 17th, 2009, started with AHK’s CEO, Dr. Peter Goepfrich highlighting the role of Committees and Working Groups as a core activity of the German Emirati Joint Council for Industry & Commerce.

The working group Iran was launched to gather and provide information about Iran and what it means for our members’ businesses and interests.

Topics that were discussed included the sanctions regime, the relationship between Iran and the GCC, Yemen and Iraq and most of all Germany.

The fact that although Iran has its political unrest yet it is an economic power as a major Oil & Gas exporter was stressed.  Iran also plays a big role in Central Asia.

In addition, it is necessary to define Iran-Germany outlook and visa versa, as well as Iran-GCC relations and to find the linkage which will help promote our members’ business within this regime.

The working group participants started to introduce themselves and to define their interest in joining the group. Attendees included representatives of sectors such as Legal, Transportation and Logistics, Banking and Finance, Telecommunication and Infrastructure, Construction, and more.

The group agreed almost collectively on their concern about the options of financing with the GCC banks in their business transactions with Iran.  Another concern was how to do business in Iran (i.e. buying equipment) without violating any sanctions. Furthermore, the group showed interest to be informed and to exchange experiences. 

Regarding the financing issue, a representative of a major German company dealing in Polymers and new materials expressed his company’s own obstacles with financing as in L/C problems, Cash in Advance, CODs and the issue of payment security and possible legal recourse. In addition to the financing problems with L/Cs, there is a lack of client confirmations as well as ports not accepting shipments.  There is an isolation trend when it comes to trading with Iran.

A safe business environment is clearly needed in the Iranian market which is currently booming. Still it is difficult to place oneself in this unstable political environment without the adequate knowledge.

It was established through the experiences of the participants that German products are extremely delayed reaching the Iranian market versus for example the Finish products.  This is due to strict and rigid regulations from the German government.  On the other hand, Chinese companies who are regarded as main competitors, come to the Iranian market prepared with their own financing.  These companies discuss projects up to $2 bn.

An Iranian participant working in a German major company believes that Iran is not only a current booming economy to the GCC but it is the “Sleeping Giant” that will lead in the ME area due its wealth and huge population.  Iranians have always respected and appreciated German products.  Germany is the one that is limiting business to Iran being influenced by the U.S. and the Bi-lateral sanctions.

The representative of the German Banking sector in the GCC countries, stated that Europeans are mostly slower than Americans when it comes to providing products.  The American government currently scrutinizes EU banks and urges them not to get strongly involved in the Iranian market.  Some banks still process business for its existing customers but no new businesses are initiated at the moment.  Another problem is the delayed reaction of the German government when it comes to UN sanctions.  Therefore, German banks are extremely careful due to the lack of support from their government.  

The advice that given by banks for business transactions with Iran is foremost not to deal with banks that are sanctioned.  Furthermore, these transactions have to be handled with extreme speed; delivery dates should not be extended under any circumstance.  The reason behind this is that L/Cs can be hedged or sanctioned as well as products, at anytime and without prior notice. 

Another participant suggested that we have to start thinking in more unorthodox ways (i.e. outside the box) and not relying so much, in the current situation, on banks and regular financing options. Venture capitals and partnerships need to be given more consideration.  Iranian residents are ready for the business; therefore, we need to establish relationships, calculate risks, and use the Iranian presence here in Dubai to establish contacts.

Another guest, who visited Iran in the last few days, had a positive outlook on the matter.  He expressed a wish to take an actual calculated step inside the Iranian market soon. He added that the Iranian government is taking positive steps by discussing privatization of banking.  Matters seem to be slowly changing for the better due the recent elections.  It is highly recommended to keep close connections and be updated with new developments.

The word returned back to the CEO of AHK UAE, Dr. Goepfrich who urged the members to establish the target of this working group (USP):

Politically: An advocacy paper could be prepared to submit to the German government with the issues hindering German companies to use this booming market of Iran.  Yet, it needs to be done very tactfully due to the sensitivity of the subject.

Economically: How to do business in Iran through Dubai.

Topics to be discussed in a more detailed manner:

· Finance options

· Approach the Iranians residing in the GCC countries

· Practical steps to do business in Iran 

Future plans:

· Invite the head of German Iranian Chamber of Commerce to attend the group’s next meeting.

· Prepare a work plan for 2010.

Next working group’s meeting to be decided on at a later time.

Prepared by Rim Elbayar-Aly

Committees and Working 

Groups Executive Coordinator

AHK UAE
[image: image1.jpg]

