
MEETING PREVIEW

I n conjunction with the OSA annual
meeting next month, OSA will present

Optics Hot Spots: Global Business
Opportunities, a two-day conference 
(Oct. 7-8) focused on doing business in
mainland China, Taiwan and Mexico.
The conference will cover topics ranging
from laws and regulations to financial 
risks and rewards.

Two distinguished OSA members—
both of them past presidents—have helped
organize the conference. Richard Powell and
Tingye Li have pulled together a group of
experts who will share information about
business opportunities in these three
dynamic markets.

Writer Scott Dempsey recently spoke
with both men about the event.

Why is pursuing international 
business opportunities an important
topic for the optics industry?

Powell: It’s important for every industry.
In the last decade or so, all aspects of
business have evolved toward a knowl-
edge-based global community. Optics is
certainly no exception. It stands to reason
that if you’re going to do business in a
non-U.S. country, you need to under-
stand the customs of that country as well
as its laws, regulations and restrictions.

Name one important issue 
that comes up in doing business
internationally.

Powell: Intellectual property. If you have
someone in another country manufac-
ture something that you’ve invented,
there’s always a concern about reverse
engineering and loss of intellectual prop-
erty. The speakers will discuss how to
protect against that.

Who should attend Optics Hot Spots?

Powell: Anyone who either is involved
with the optics industry or has an interest

in doing business in these regions.
By doing business, I mean either
selling or marketing products or
having products manufactured
there. This also includes people in
universities who are interested in
collaborating with research insti-
tutes or industries in other coun-
tries. In the Mexico program, for
example, we’re going to discuss
forming virtual optics institutes
that cross national borders.

How will the content of Optics
Hot Spots be different from
that of other international 
business seminars?

Li: You will hear from the top experts.
You will get answers to questions you’ve
never thought about before. Take the
issue of cultural differences—in terms
of business and personal relationships
—in mainland China and Taiwan.
Carmen Chang, a lawyer with a large
law firm, will address these issues. You
simply can’t find anyone who knows
more about this topic.

Powell: I don’t know that any previous
seminar on this topic has brought
together people of this caliber. We have
not only the top experts, but also repre-
sentatives from several businesses already
involved in doing business with these
countries.

Who will speak about Mexico and
what topics will be covered? 

Powell: This is a very distinguished
group: the top Mexican officials in their
respective areas of expertise. Raúl
Urteaga Trani, the economic counselor
for the NAFTA Office at the Mexican
Embassy in Washington, D.C., will 
discuss government and trade issues,
particularly the effects of NAFTA.
Alfonso Serrano, the deputy director of
CONACyT—the Mexican equivalent to

our National Science Foundation—
will discuss how research being done in
Mexico can be used to stimulate eco-
nomic development and university-
industry interactions. And Kenneth
Ramos, the director general for interna-
tional trade negotiations for Mexico’s
Secretary of the Economy, will present
an overview of the Mexican business
market.

Who will speak about mainland
China and Taiwan and what issues
will they address? 

Li: We are very fortunate to have two dis-
tinguished experts. Chongcheng Fan, a
professor at Tsinghua University and a
foremost authority in photonics and
optical fiber communications in China,
and Yung Song Liu, a general director at
the Industrial Technology Research
Institute (ITRI) and a recognized leader
in optoelectronics in Taiwan, will cover
their respective regions. Fan and Liu will
review the general development of the
optics field in their respective regions,
including research and development,
and they will offer a synopsis of the
companies that are manufacturing 
components and systems.
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What makes mainland China and
Taiwan such attractive potential 
business partners?

Li: First, the consumer high-tech revolu-
tion that we have experienced in the
United States has just begun over there.
Second, we’re talking about a huge con-
sumer market: a population of 1.2 bil-
lion people! Third, while China offers a
highly skilled labor force, the cost of
highly skilled engineering support is
much lower than here in the United
States. Finally, family income in China is
increasing at a very fast rate. As time
goes on, Chinese families will have more
and more discretionary income to spend
on all kinds of high-tech devices and
information services. I visit China every
year, and each time I am amazed at how
much has changed. In Shanghai, the
energy and the growth will absolutely
blow your mind. In 1987, there were
farms on the east side of the Huangpu
River; now that part of the city, called
Pudong, is a huge financial center. The
country is literally exploding.

You both seem to feel very strongly
about the importance of developing
international cooperation.

Powell: In my own career I have had
strong, productive collaborations with
people all over the world. Different cul-
tures have different ways of addressing
research issues and solving business
problems. When we work together, we
can learn from each other and develop
more comprehensive solutions.

It sounds like another important 
reason to attend Optics Hot Spots 
is to learn what kind of competition
these countries offer.

Li: Absolutely. Make no mistake, we are
going to have to run fast in order to
remain the leader in innovation. You can
have many of your products manufac-
tured in China, but we should strive to
keep the R&D in the United States. This
will be a good place to understand how to
manage the intense competition these
countries will soon offer.

MEETING PREVIEW

B efore retiring 
in 1998,

Tingye Li was 
a division 
manager in the
Communications
Infrastructure
Research Labora-
tory of AT&T Labs
in New Jersey. While at AT&T Bell
Labs, his groups were engaged in
pioneering research on lightwave
technologies and systems.

Li’s work on amplified wave-
length-division-multiplexed trans-
mission systems, which his group
advocated for upgrading the trans-
mission capacity of long-distance
telecommunications networks, has
revolutionized lightwave communi-
cations. He is now an independent
consultant in lightwave technolgies
and systems.

Li served as OSA president in
1995.

A s a researcher
and educator,

Richard Powell has
held positions as a
staff scientist at Air
Force Cambridge
Research Labora-
tories, Sandia
National Labora-

tory and Lawrence Livermore
National Laboratory. He has held
academic positions as a professor
and currently serves as vice presi-
dent for research, graduate studies
and economic development at the
University of Arizona.

Powell's professional field is the
development and application of
solid-state lasers. He is one of the
founders of Lite Cycles Inc., a small
business that sells specialized laser
systems. He has written two text-
books and more than 260 review
articles and scientific papers pub-
lished in peer-reviewed journals. 

Powell served as OSA president
in 2001.

Richard Powell

Tingye Li

For more information or to register online for Optics Hot Spots: 
Global Business Opportunities, visit www.osa.org/hotspots.


