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Agenda 

– Overview: Strategic Partnership of Baker & McKenzie 
and the US Commercial Service 

– The Strategic Partnership – Roles and Missions 
Baker & McKenzie’s Roles and Missions 

– Baker & McKenzie’s Approach to Assist Clients Using 
FTAs 

"Three Steps" to Utilizing FTAs 

 



      

Baker & McKenzie 
and the USCS 



      

About Baker & McKenzie 

A leading multinational law firm serving global business players 

3,800 lawyers / 1,350 partners   

71offices in 44 jurisdictions   
Various practice groups including 
International Trade & Commerce 



      

The USCS 



Strategic Partnership with the US 
Commercial Service (USCS) 

USCS 

Organized by the USCS 
 (part of the US Department  

of Commerce) 

US government program  
started in 2007 

Promoting the export of goods 
and services from the US 

Focus on small and  
medium-sized  

enterprises (SMEs)  



      

Strategic Partners 



Who are the strategic partners? 

Selected and 
recognized by the 
USCS 

Global corporations, 
professional service firms with 
strong int’l trade capabilities and 
track records (Google, FedEx, 
UPS, banking services, event 
organizers, etc.) 

Baker &McKenzie: 
legal professional 
service firm since 
outset 



Baker & McKenzie's Tasks and Missions 
Develop educational events such as seminars/webinars, 

conferences and workshops  
educate  

SMEs on what FTAs are and how to benefit from them 
 train  

SMEs on how to use FTAs 
develop  

programs by identifying issues, setting up agendas, 
organizing experts and producing materials 

 follow-up  
with post-event listings on the firm's global website 



Baker & McKenzie’s Tasks and Missions (cont’d) 
Participate as a referral source and a referral provider 

match  
SMEs with appropriate parties (trade 
associations, regulatory authorities, local lawyers, 
etc.) 

share  
and publicize success stories from referrals 

 track  
and evaluate specific relationships out  
of these referrals 



Participate as a Business Service Provider 

provide  
SMEs with legal advise and assisting on 
specific instances 

contribute  
to USCS events and publications  
(newsletters etc) 

be listed  
on the USCS website 

Baker & McKenzie’s Tasks and Missions (cont’d) 



      

Other Activities 

Advisory role for  
trade associations 
and overseas 
missions 

policy making 
action planning 
travel internationally to 

assist with delegation  

USCS’s Annual 
Corporate Partner 
Meetings 

 knowledge sharing 
 human networking 
 specific work planning 

Advisory role for 
government and 
public service 
agencies 

 policy making  
 rule making 
 action planning 



      

Other Activities (cont’d) 



      

How Baker & McKenzie  
assists clients  
using FTAs 



      

"Three Steps" to Utilizing FTAs 

1. Conduct a feasibility study 
2. Develop an action plan 
3. Execute the plan 



      

Step One: Feasibility Study 

– Understand current status of business flow 
what goods flow from which country to which country 

through what channel 
– Identify whether/which FTAs are applicable 
– Determine whether the Certificate of  

Origin can be obtained and how 
 



      

Step One: Feasibility Study (cont’d) 

Compare with  
currently  

applied tariff rate 

Calculate  
applicable 

 tariff rate under  
applicable FTA 



Step Two: Develop an Action Plan 

Consider 
reorganizing the 

supply chain to take 
better advantage of 

FTAs 

Develop a few 
alternative schemes 

and undertake 
cost/benefit analysis 

Take the “low 
hanging fruit" first  
(e.g. avoid missed 

requests) 



      

Step Three: Execution of the Plan 

– Pre-filing consultation with Customs Offices in relevant 
countries 

– Obtain the Certificate of Origin 
– File for an FTA application 
– Check-up - After clearance, regularly monitor and review: 

 Are FTA benefits enjoyed? 
 Are FTA conditions complied with? 

 



      

Conclusion 



Conclusion 

1. Global law firms are able and willing to work with 
authorities and SMEs to utilize FTAs and facilitate 
international trade 

2. Strategic approaches, adopted by multinational giants, 
provide useful tools for SMEs 

3. Keys to success: Continuity and consistency 
 



Baker & McKenzie's Global Trade Team 
 
 

Assisted by our 
International  

Trade & 
Commerce 

Practice Group 
(432 practitioners 

across our  
71 offices) 

Lothar Determann 
(Palo Alto) 

Global Leaders:  

John McKenzie  
(San Francisco) 

Tokyo Members:  

Yoshiaki Muto 
(Managing Partner) 

Edwin Whatley 
(Tax) 

Junko Suetomi  
(Trade & Commerce) 

Nicholas Coward  
(Washington, D.C.) 



      

Thank you 

Yoshiaki Muto 
Managing Partner 

Baker & McKenzie, Tokyo 
 

Baker & McKenzie GJBJ Tokyo Aoyama Aoki Koma Law Office 
The Prudential Tower, 11F, 2-13-10 Nagatacho, Chiyoda-ku, 

Tokyo 100-0014, Japan 
http://www.bakermckenzie.com/ 
http://www.taalo-bakernet.com/ 
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