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AUDIO DESCRIPTION TRANSCRIPT 
 
Speaker 1: An opening sequence of the title screen reads, "PG&E supply chain responsibility 
department presents this: Technical assistance program. Go global workshop: strategies to 
compete in a global marketplace." The speaker is Elizabeth A. Vasquez. She is president, CEO 
and founder of WEConnect International. Ms. Vasquez is a middle aged woman with long, 
shiny, straight, dark hair. She wears black pants and top with a silver jacket and a string of 
pearls. She talks in front of an audience in a carpeted conference room, behind her as a 
projector screen that shows fast moving video images of what she's discussing in her opening 
remarks. Including a spinning globe with arcs of light connecting spots around the globe. A 
PowerPoint slide appears with the heading," Importance of the global marketplace," there are 
five bullet points. As the speaker discusses the first three bullet points, they're highlighted in 
yellow. The first bullet point reads, "All businesses are impacted by globalization and 
technology." 
 A title screen appears over the speaker in the conference room. It says, "Globalization is 
a reality and it impacts all of us every day." The second bullet point reads, "95% of the world's 
consumers live outside of the U.S.." The third bullet point reads, "Less than 1% of U.S. 
companies export and most export only to one country." The next PowerPoint slide appears on 
the projector screen and behind the speaker. The heading reads, "Stepping into the global 
marketplace." A woman types on a laptop, another woman looks straight ahead. She has letters 
and numbers projected onto her face. A woman works at a computer screen with green letters 
and numbers on it. There are rows of white numbers of letters sequence scrolling by quickly on 
a green background. A man type send a keyboard as he looks at three computer screens that 
has a map of continents on them. 
 The next PowerPoint heading is, "Analysts and global goals." Seven bullet points are 
listed under the heading. The next PowerPoint heading is, "Building a global strategy." Red 
check marks appear by the bullet points as she reads them out loud. A red check mark appears 
by a bullet point that says, "Research target market's risk and return on investment." A red 
check mark appears by a bullet point that says, "Assess offering potential in your target markets 
and the packaging required." A red check mark appears by a bullet point that says, "Accurately 
estimate resource and staff needs and then assume it will be more. Determined financing 
options." A red check mark appears by a bullet point that says, "Determine financing options." 
A red check mark appears by a bullet point that says, "Understand implications of exchange 
rate fluctuation." A red check mark appears by a bullet point that says, "Understand 
documentation and import or export licensing requirements." A red check mark appears by a 
bullet point that says, "Analyze logistics and delivery options." 
 The next PowerPoint heading is, "Hiring relevant experts when needed." A red check 
mark appears by a bullet point that says, "Negotiators, especially with target market expertise." 
A red check mark appears by a bullet point that says, "Legal including agreements and 
licensing." A red check mark appears by a bullet point that says, "Banking, including accounting 
and exchange rate experts." A red check mark appears by a bullet point that says, "HR, 



including income benefits and employer taxes." A red check mark appears by a bullet point that 
says, "Translation and interpretation, logistics and transportation, insurance, industry and or 
subject matter experts." A PowerPoint slide appears with the heading, "Public trade assistance 
for us companies." 
 The slide has a bullet point list of public agencies. A PowerPoint slide appears with the 
heading, "U.S. networks that support going global. Red check marks appear by the bullet points 
as she reads them - world trade centers, chambers of commerce, export councils, bilateral 
business groups, business associations and networks, certification councils." The next 
PowerPoint heading is, "Business and travel resources." The slide has links to a list of helpful 
tools. The speaker sits at a table with audience members at the conclusion of the presentation. 
A final slide reads, "For more information, please visit pge.com/supplyandchainresponsibility. 
The PGE logo fades in, the screen reads, "Together, building a better California." 
 
 
VIDEO TRANSCRIPT 
 
- Every one of you are engaged in trade, at some level. You are buying stuff that's coming from 
all over the world. So that's the good news. You're already involved. So, now we want to start 
thinking about how does globalization not impact you, but how can you have an impact on 
globalization? How can you leverage this trend to your benefit? How can you be aware of things 
that are happening in your industry, so that you don't get caught by surprise? All of these 
corporations are wanting to find opportunities for diverse suppliers. As you know, all of you 
have to compete. You have to win their business. They're not gonna give you business because 
you're a woman-owned business or you're a minority-owned business. It's because you're the 
best supplier. But increasingly you all are or will be pressured to be able to deliver the best total 
value because you were able to find the best subcontractors and suppliers from other places 
with the best offering. And so your ability to find those suppliers around the world can be really 
challenging. So that's part of what we're talking about, is how do you pay attention to global 
trends, and make yourself as competitive as possible because you have access. You yourselves 
have access to the best resources and the best information around the world. So, global 
marketplace. The truth is as I mentioned, we're all being impacted by globalization. It's not 
something that's gonna go away. Even if we have more protectionist policies at one time or 
another, globalization is a reality, and it impacts all of us every day. So being aware of what 
those trends are becomes extremely important to your business, and it can, if you don't pay 
attention, can put you out of business very quickly. Truth is 95% of the world's consumers live 
outside the United States. So, U.S. is a huge, amazing, wonderful market to be in. But 95% of 
the world, the consumers, are not here. And so you really should be thinking about the 
potential of your offering in other countries. Less than 1% of the U.S. companies export. And 
that's just a huge missed opportunity, because companies that export tend to be more 
profitable. They tend to be more successful, they tend to grow faster, because they have a 
much wider market, or series of markets that they can tap into. And then of course, the 
stepping into the global marketplace is being able to leverage technology. So it's kinda funny 
right? You can have businesses, and how many of you use technology everyday in your 
business? Okay, so- And how many of you feel like that gives you an edge because you might be 



a small business but the fact that you can leverage technology makes you seem much bigger 
than you might already be. So how many of you leveraging it in a way that-- Yeah, so it enables 
you to do so much more, and especially what's happening with AI right now, artificial 
intelligence with blockchain, they're a lot of exciting things that are coming out that are gonna 
make you as powerful as some of the biggest players because you're gonna have access to 
those technology tools. Knowing why you want to go global or have global opportunity or study 
the global landscape is really important, because not all of you clearly are going to want to 
export, but you do want to take advantage of what's happening out in the world. But studying 
your market, what are your competitors doing? Are they having or developing global solutions 
that could potentially compete with you? Are you developing a clear action plan? Are you 
leveraging your partners and your client relationships? So, how many of you have customers 
that have asked you about your capability outside of the U.S.? Okay, so that's a good number. 
And likely, if they're not asking you, they're thinking about it. And you should be proactive in 
trying to understand what your clients are looking for in the next couple of years. And making 
sure that your positioning yourself for those opportunities. Why are you here? Why are you 
thinking about a global strategy? Are you thinking about opening up a new business in a new 
market, or are you being asked by current or maybe potential customers to look at foreign 
market opportunities? Are you wanting to buy? Do you want to sell? Do you want to partner? 
Are you trying to invest, or maybe you're trying to find an investor, are you looking for a 
distribution channel or a trade partner? Do you want to develop a brand new offering, and 
maybe the innovation you're looking for is in another market, 'cause they have scientists in 
other markets, or they had service providers that can offer things in multiple languages. And is 
there an existing client asking you, or will they ask you to expand your footprint? So, 
anticipating the needs of your market. We talked about already researching the markets, 
accessing the offering potential in your market, so don't just assume that everyone is just gonna 
love it. They're might be reasons why they love it or why they don't. So you may have to change 
your packaging, right? What does the car that they named themselves, if it translated into slow 
or snail, Nova, right? I mean, like unintended-- Doesn't go, so just unintended consequences. 
But what you name yourself here may or may not translate. Accurately estimating the 
resources and the staff needed to have to implement this global strategy. Just know that 
whatever you estimate, double it. Whatever you estimate, it's not gonna be accurate, because 
there's gonna be unintended things that happen, but it can also be worth the investment if you 
can grow your market share. Determine different financing options. Some banks are better with 
international expansion plans than others, so if you have a very, very local, community bank, 
that could be great for a lot of things, but they may not be able to give you some of the letters 
of credit, links to insurance providers and other things that you may wanna get through 
different types of relationships. Understanding implications, we talked about exchange rates, 
you know to the degree you can have contracts in U.S. dollars. It's really, really helpful. But not 
everyone wants to have U.S. based contracts with U.S. based dollar. So you just have to be 
aware of that, and come up with some creative options. Understanding documentation, and 
logistics and delivery, we talked about that. You know, being keenly aware of what it means 
when you send something somewhere and how to do that, and how to maximize the return on 
investment for that transaction so that you don't lose money. If you don't fill an entire 
shipment, or a crate. So they're lot of things that I want you to just be thinking about as you 



think about your strategy. Hiring relevant experts, we talked about this but I just want to be 
really clear on the types of experts that we use, and that most of you are gonna probably have 
to consider, depending on what type of strategy you have. Import, export, partnerships. 
Negotiators, with target market experience. Legal, that's really, really, really important. 
Banking, again, have the right types of banks that can handle these types of transactions. HR, 
including income, benefits, employer taxes. Just make sure that you know that if you are 
starting to hire people. And you may think you're hiring a contractor in a country, but according 
to their laws, the way you hire that contractor is actually defined in that country as an 
employee. So just be aware that you may think you have perfect contractor contracts in place, 
but if they're actually working almost full-time, they could in fact be considered local, which 
means you then have to pay for some of the other benefits that we talked about that you didn't 
expect. Paid time off, holidays, maternity leave that might last 12 months, and other things. So 
you just have to be aware. Translation, interpretation, logistics, insurance, industry or subject 
matter experts. So find local people who know more about this than you might. You guys are 
quite savvy now, all right, I'm impressed. Okay, so global resource-- I'm gonna, you're gonna get 
a copy of this so I'm not gonna read these. I just want you to know that the public trade 
assistance for U.S. companies is significant. These are some of the best resources that I know 
of. We have a lot of networks here in the United States. I'm sure a lot of you are already parts 
of these networks. Whether it's the World Trade Centers, the Chambers of Commerce, there's 
export councils that are set up just to help you with exporting. Bilateral business groups, so 
maybe within your sector, or maybe just one country to another country, or city to city, 
business associations and networks, certification councils, these are good. Business and travel 
resources. So these are some of the things that I use almost on a daily basis. There's a lot to be 
excited about, and we have to find a way to embrace all the opportunities that globalization 
presents to us, and I think you heard from the panelists and from corporate executives like 
Joan, this is an imperative. This is not a nice to have. You have to have a global strategy. 
 
- And thank you Elizabeth. 


