
 

 

2015 WEDF B2B MEETINGS  

Internationalize your business leveraging the 

expertise and networks of ITC 

SUMMARY 

As part of the World Export Development Forum (WEDF 2015), ITC is organizing an exclusive B2B 

matchmaking event in Doha, Qatar. The meetings are hosted with the support of Qatar Development Board 

(QDB).   

The B2Bs aim to create a space for international firms to discuss business opportunities, joint ventures and 

other investment and co-investment possibilities covering Qatar, the Gulf countries’ economies and 

surrounding niche markets leveraging the expertise and networks of ITC. With participants coming from 

around the world to attend WEDF and its B2B sessions, this provides a unique opportunity to talk business 

leveraging on global value chains. 

ITC (A UN and WTO joint agency with a global mandate to promote Trade and boost private sector) 

contributes to the development agenda via facilitating the internationalization of firms from developing 

countries.

Who are our targets? 

The B2B meetings will cater to three sectors:  

 Food and specialty foods, including processed foods, imported value added foods, halal foods and 

products, food and spices. 

 Plastic and packaging as well as derivate products. Packaging solutions for global agro-food supply 

chains will be discussed as well. 

 Tourism sector, including tour operators, safaris, hotel and event management business opportunities, 

cultural tourism and education companies. Other inbound and outbound tourism opportunities will be 

discussed as well. 
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In line with the theme of WEDF 2015, the B2B meetings aim to support export ready SMEs to achieve 

sustainable trade by exploring opportunities to innovate, invest and internationalize. Efforts have been 

focused on attracting companies from developing countries as well, to create opportunities for both South-

South and North South investment and trade links.  

WEDF 2015 B2B meetings, leveraging the expertise and global networks of ITC 

Given the sectoral focus of the meetings and the international background of the participants, the B2B 

meetings will not only link participants to the Qatari markets, but also foster linkages to other 

surrounding markets. Since the meetings will be bringing in a group of SMEs who are ready to 

internationalize, the matching will link all participants with a common interest.  

 ITC will work with its global network of national Trade and Investment Support Institutions and 

Chambers of Commerce to explore the opportunities available. ITC will study possible value 

chain linkages with its in house experts, including in agro-food and possible global packaging 

and logistics ventures.  

 Identify companies that are able to take advantage of these opportunities: Find out in 

advance how we can support the various interests so that the companies would be willing to 

invest their resources to attend this meeting. . 

 In the Tourism business development sector, ITC will leverage on UN-World Tourism 

Organization’s experts to create and develop new inbound and outbound tourism packages 

and opportunities.  

 

The B2B team is reaching out to ITC global networks to explain the value of the meeting.  This method 

has proven successful in creating warm leads for the B2B team to follow up directly to understanding 

the needs and how we can support them in Doha. Implementing this method of mobilization at a larger 

scale would help support the size of the team, allowing the team to concentrate on contacting 

interested participants to learn about their interest and connecting common interest together.  

What are the results we want to have? 

A successful event would allow us to develop the following results: 

 Create relationships between participating companies that will result in business, joint venture 

and co-investment undertakings in the near future.  

 Increase the possibility for companies/SMEs to integrate into the world economy by entering 

new geographies, primarily the Gulf markets but also other international markets. 

 Further creating opportunities for South-South and North-South Trade. 

 Allow companies to see the various configurations in pursuing business opportunities in Qatar 

and the Gulf. 

 Increase demand to participate in future B2B meetings 

 Developing Halal business opportunities in new markets leveraging on ITC expertize and 

networks. 

For more information, ideas and contributions please contact: 

Torek Farhadi, ITC Qatar 2015 B2B meetings Manager 

farhadi@intracen.org or call +41 22 730-0312 in Geneva, Switzerland 

mailto:farhadi@intracen.org

