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/US shifting from aid to |
trade with Bangladesh

Ambassador says reciprocal trade deal a crucial
step towards expanding cooperation_

STAR BUSINESS REPORT
Washington is seeking to move away
from unilateral trade preferences
and ineffective aid towards a
fairer, more reciprocal economic
relationship with Dhaka centred
on trade, investment and long-term
cooperation, US Ambassador to
Bangladesh Brent Christensen said
yesterday.

“As I've said before, America
First does not mean America
alone,” he said, adding that the US
values partnerships that advance
mutual interests and benefits. “We
want a genuine partnership -- one
that creates opportunities for
Americans and Bangladeshis alike.”

Bangladesh has the potential to
become an increasingly important
" economic hub due to its dynamic
private sector and young workforce,
he said at an event marking 250
years of American independence,
jointly organised by the US Embassy
and the American Chamber
of Commerce in Bangladesh
(AmCham) at Sheraton Dhaka.

He described the US-Bangladesh
agreement on reciprocal trade
and investment as an important
step towards expanding economic
cooperation, boosting investment,
creating jobs and facilitating skills
transfer. |

The ambassador said
Bangladesh’s economic potential

can be further unlockéd through
reducing bureaucracy, tackling
corruption, encouraging.
competition and creating a more
business-friendly environment.

He also emphasised growing
cooperation in energy and said
there is significant potential for
collaboration in technology, the
digital economy, healthcare,
defence, security and investment.
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Mahdi Amin, adviser to Prime
Minister Tarique Rahman, said the
BNP-led government is committed
to creating ‘a more attractive
environment for foreign direct
investment (FDI), pledging policy
support, deregulation and a level
playing field for international
investors. '

Foreign investment, he said,
plays a critical role in generating
‘employment, boosting revenue
collection and accelerating growth

in  sectors including
telecommunications, the digital
economy, garments, medical
equipment and aviation.

“AmCham has always tried to
be the first point of contact for US
investment coming to Bangladesh,
and we will continue doing that,”
he said, adding that the inclusion of
the embassy’s commercial adviser
on AmCham’s executive committee
would help generate new initiatives
to expand business engagement.

Kamal said the chamber remains
comn:p‘tted to_creating a, conducive

Bangladesh has the
il potential to become
an increasingly important

through technology transfer and
innovation.

Amin cited Bangladesh’s large
youth population and expanding
domestic market as key draws
for investors, and pointed to
profit repatriation, tax incentives,
economic zones and high-tech
parks as measures the “pro-
business” administration has taken
to attract capital.
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He called for  stronger
Bangladesh-US trade and
investment ties and urged more
American companies to explore
opportunities in the country.

Syed Mohammad  Kamal,
AmCham president, said the
chamber has contributed
significantly  to Bangladesh’s
economicgrowth overthe pastthree
decades, supporting investment

and knowledge transfer in sectors /...'

'______....'r'
environment for investment and
facilitating ~ stronger —connections
between US businesses and
Bangladesh’s private sector.
Muhammad Ala Uddin Ahmad,
vice-president of the AmCham,
said the chamber would continue
to serve as a bridge between the
two countries while promoting
a competitive and future-ready
Bangladesh.As the US marks
the 250th anniversary of its
independence, he said, both nations
should look ahead with confidence
to a new chapter of partnership, -
friendship and shared success. /
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i’fhcreasing export
competitiveness

The overall export earnings of Bangladesh for
FY2025-26 stood at US$48 billion as of June 2026,
according to Export Promotion Bureau (EPB) data,
against a target of US$55 billion. Although exports
fell well short of the target, export earnings in June
increased compared with June 2025. Moreover, the
knitwear and woven ready-made garment (RMG)
sectors recorded modest growth in June after
experiencing slight declines in previous months.
Workers' wages and yarn prices have increased,
resulting in higher production costs. In addition,
Bangladesh’s exports to the EU market have declined
significantly. Although the overall EU market
contracted, Bangladesh's market share declined more
sharply than that of jts key competitor, China. This is
a matter of serious-concern.

Moreover, following India’s free trade agreement
(FTA) with the EU, India is making strong efforts to
expand its presence in the European market, which
could pose a significant challenge to Bangladesh in
the coming years. As the EU remains the largest
destination for Bangladesh’s exports, this
development warrants close attention. Owing to its
comparatively lower profit margins, Bangladesh
exports a larger volume of garments to the EU than
China. However, China earns higher export revenues
because of its lower production costs and greater
value addition. This could gradually erode
Bangladesh's competitiveness in the EU market.
FY2026-27 will be a crucial year for Bangladesh to
address the challenges facing its export sector. In the
meantime, the government has introduced several
measures, including working capital facilities for
closed and partially operational industries. It has also
announced interest rate concessions on pre-shipment

credit, which may help reduce exporters’ financing
costs. Furthermore, home textiles, jute, leather,
ceramics, cement, and other non-traditional products
can play a significant role in export diversification and
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years ahead.
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help Bangladesh expand its export markets in the
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"Nevian's Canada export puts Bang "adesh pharma

Bangladesh's
pharmaceutical industry has
already proved its ability to
produce quaiity medicines at
competitive prices. But
entering highly regulated
markets in developed
countries remains a major
challenge. in this context,
Nevian Life Sciences has
started exporting medicines
to Canada through a
partnership with
Switzerland-based
multinational company
Sandoz.
' Nevian's Managing Director,
Musawwat Shams Zahedi,
says this achievement is not
only a milestone for his
company, but also a new
export model for
Bangladesh's
pharmaceutical sector.
' Inaninterview, he spoke
about the export to Canada,
| theimportance of
- multinational partnerships,

and the future of Bangladesh

as a global medicine
manufacturing hub.

* Question (Q): Why is
Nevian's medicine export to
Canada being seenasan

- important achievement?

Musawwat Shams Zahedi:

This is important for several
reasons, Canada is one of the
most strictly. reguiated
medicine i s i

the world. Toexponl: |
. medicine there, a company

must have strong quality
control systemsand
international-standard

‘ manufacturlng capacity.

But the most important part

Yes, | believe it has that
potential. Bangladesh has
already shown that it can

- produce quality medicines at
affordable prices. However,

mostofourexportgmwﬂ'a

'has so far come from semi-

regulated or developing

‘markets. \
_lﬁBanghdesh wants to

sform its pharmaceutical

of this achievement is the .iqdudqy,i}' must enter highly

model behind it. We are not
only exporting our own brand
through a local distributor.
We are producing medicines

inBangladeshundera

multinational parﬂ:_t__e!‘sh_i?

with Sandoz.

The medicines are produced
at Nevian'sown
manufacturing plant in
Bangladesh. They are being
exported based on the
purchase order of Sandoz AG,

~ Switzerland, and imported by
Sandoz Canada Incorporated.

This is a new example of how
Bangladesh can enter the
North American market

- through global partnerships.
Q: Do you think this can

become a turning point for

~ Bangladesh's
- pharmaceutical exports?

Musawwat Shams Zahedi:

the traditio
Contract manufacturing and
partnership with

lafed marketsin
devdoped countries. For
that, we need to go beyond
nal export model.

multinational companies can
be an effective way forward.
Nevian's export to Canada is
a practical example of that

-~ model.
‘Q: How is this model

different from the traditional
export model?

Musawwat Shams Zahedi: In
the traditional model,
Bangladeshi pharmaceutical

- companies usually export

their own brands to different
countries through local
distributors. But building a
brand, developing a market
and creating a strong

distribution network in

Musawwat Shams Zahedi
foreign countries is not easy.

Many local distribution
partners in foreign markets

do not have enough capacity

to do this effectively. As a
result, our export
destinations and export
earnings remain limited.
On the other hand,
multinational companies
already have strong market

-access, distribution networks -

and brand power. If
Bangladeshi companies can
mnufa:mre medldnes fnr '

'L-l—’

them under international
standards, it can open the door
to many developed markets.
Nevian's Canada export has
beendone through this kind
of arrangement. We believe
this model can also be
expanded to other developed
markets in Asia, North
America and South America.
Q: How much did Nevian's
previous Swiss legacy help in
achieving this success?
Musawwat Shams Zahedi:
Although the name Nevian is
new, the company has a long
legacy in Bangladesh linked
to Swiss multinational
companies.

The journey started in 1973
as Ciba-Geigy Bangladesh.
Later, after global
integration with Sandoz, it
became Novartis
Bangladesh. In 2025, after

the transfer of the majority

share, the company was
renamed Nevian.

However, thechangeof
name did not change our

- quality, process or

manufacturing philosophy.
We continue to manufacture
world-class Novartis
medicines as a licensee, using

‘the same brands, same

ingredients, same process
and same quality standards.
Our plant is certified by
European Union GMP and
Anvisa. This culture of not
compromising on quality
helped Nevian become a
manufacturing partner in
Sandoz's global supply chain.
Q: What is the biggest
challenge in maintaining
international quality?
Maintaining international
quality is a continuous

“process. It is not only about

modern machines. It is also
about culture, systems and
skilled people.

Gaining trust in the
international market is
difficult. Keeping that trust is
even more difficult. A
company must continuously
improve in areas such as

‘quality, data integrity,

compliance and

‘documentation.

Thisrequires regular
investment in technology,
systems and human
resources. It also requires
patience, because return on

JInvestment in this sector,

especially in exports, takes
time.
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s Canada export puts Bangladesh pharma on global map

This is important for several
reasons. Canada is one of the
most strictly regulated
medicine import markets in
the world. To export :
‘medicine there, acompany
must have strong quality
control systems and
international-standard
manufacturing capacity.

But the most important part
of this achievement s the
model behind it. We are not
only exporting our own brand
through a local distributor.
‘We are producing medicines
inBangladesh undera
multinational partnership
with Sandoz.

The medicines are produced
at Nevian's own
manufacturing plantin
Bangladesh. They are being
exported based on the
purchase order of Sandoz AG,
Switzerland, and imported by
Sandoz Canada Incorporated.
This is a new example of how
Bangladesh can enter the
North American market
through global partnerships.
1Q: Do you think this can
become a turning point for
Bangladesh's
pharmaceutical exports?
Musawwat Shams Zahedi:

Yes, | believe it has that
potential. Bangladesh has
already shown that it can
produce quality medicines at
affordable prices. However,
most of our export growth
has so far come from semi-
regulated or developing
markets.

If Bangladesh wants to
transform its pharmaceutical
industry, it must enter highly
regulated marketsin
developed countries. For
that, we need to go beyond
the traditional export model.
Contract manufacturing and
partnership with
multinational companies can
be an effective way forward.
Nevian's export to Canada is
a practical example of that
model. _

Q: How is this model
different from the traditional
export model?

Musawwat Shams Zahedi: In
the traditional model,
Bangladeshi pharmaceutical

- companies usually export

their own brands to different
countries through local
distributors. But building a
brand, developing a market
and creating a strong
distribution network in

Musawwat Shams Zahedi

foreign countries is not easy.
Many local distribution
partners in foreign markets
do not have enough capacity
to do this effectively. Asa
result, our export
destinations and export
earnings remain limited.
Ontheotherhand,
multinational companies
already have strong market
access, distribution networks
and brand power. If
Bangladeshi companies can
manufacture medicines for
o

themunder international
standards, it can open the door
to many developed markets.
Nevian's Canada export has
been done through this kind
of arrangement. We believe
this model can also be
expanded to otherdeveloped
markets in Asia, North
America and South America.
Q: How much did Nevian's
previous Swiss legacy help in
achieving this success?
Musawwat Shams Zahedi:
Although the name Nevian is
new, the company has a long
legacy in Bangladesh linked
to Swiss multinational
companies.

The journey startedin1973
as Ciba-Geigy Bangladesh.
Later, after global
integration with Sandoz, it
became Novartis
Bangladesh. In 2025, after
the transfer of the majority
share, the company was
renamed Nevian.

However, the change of
name did not change our
quality, process or
manufacturing philosophy.
We continue to manufacture
world-class Novartis
medicines as a licensee, using

the same brands, same

ingredients, same process
and same quality standards.
Our plant is certified by
European Union GMP and
Anvisa. This culture of not
compromising on quality
helped Nevian becomea
manufacturing partner in
Sandoz's global supply chain.

Q: What is the biggest

challenge in maintaining
international quality?
Musawwat Shams Zahedi:
Maintaininginternational
quality is a continuous
process. It is not only about
modern machines. It is also
about culture, systems and
skilled people.

Gaining trustin the
international market is
difficult. Keeping that trust is
even more difficult. A
company must continuously
improve in areas such as
quality, data integrity, .

- complianceand

documentation.

This requires regular
investment in technology,
systems and human
resources. It also requires
patience, because return on
investment in this sector,
especially in exports, takes
time.

If good manufacturers in the
local market geta
sustainable business
environment, they can invest
more in modern quality
systems. Rational price
adjustment in line with
inflation can help them do
that. In the end, this will not
only increase export
potential, but also help
Bangladeshi patients get
better-quality medicines.

Q: Can Bangladesh become a
global hub for medicine
manufacturing?

Musawwat Shams Zahedi:
Yes, | strongly believe
Bangladesh has that long-
term potential. The
pharmaceutical industry of -
Bangladesh has already
reached a mature stage. We
have skilled human
resources, competitive
proguction costs and
growing technological

capacity.

.Now the national goal should

be to establish Bangladesh as
a trusted manufacturing
partner for highly regulated
international markets.

For this, we need to
strengthen regulatory
compliance, increase the

number of internationally
certified manufacturing
plants, invest in complex
medicines including
biologics, and build stronger
partnerships with
multinational companies.

If the industry and
policymakers work together
in the right direction, the
pharmaceutical sector can
become areal driver of
Bangladesh's export
diversification in the coming
years.

Q: What message would you
like to give to international
partners?

Musawwat Shams Zahedi:
My message is clear:
Bangladesh is no longer only
astory of potential;itisalsoa
story of proven capability.
We can manufacture
medicines at international
standards. We can meet the

, Strict requirements of

regulatory authorities. We
can also become a reliable
long-term partner.

| believe more multinational
companies will consider
Bangladesh notonlyasa
market, butalsoasa
strategic manufacturing and
supply hubin the future,
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‘Exports falter,
remittances
rise: What does
this tell us?

/
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The policy puzzle is
uncomfortable. Bangladesh
ended FY2025-26 with a
strong export rebound
in June, yet the full-year ‘
export performance still
slipped.

- Exports stood at
around $48 billion, down :
by 058 percent from '
the previous year, despite a
sharp June increase. This means the
rebound came too late to change the annual picture. It
may signal some recovery in orders, delayed shipment
adjustments, or short-term buyer confidence. But it does
not prove that the export sector has regained strength.

The more serious issue is that the country’s main
export engine, readymade garments, remains vulnerable.
RMG earnings declined by about 1.64 percent, while non-
RMG sectors showed some gains but remained too small
to alter the overall trend. Bangladesh still exports too
few products, to too few markets, through too narrow a
production base. :

This should not surprise us. For many years, export
diversification has been discussed as a national priority,
but the incentive structure has not changed sufficiently.
Garments continue to dominate because the sector has
scale, networks, buyers, and policy attention. New sectors
face much higher barriers. They struggle with finance,
certification, logistics, customs, technology, and market
access. Smaller exporters often find that policy support
exists on paper but not in practice. The political economy
of exports is therefore central.

Established sectors receive protection and attention;
emerging sectors receive speeches. As LDC graduation
approaches, this gap will become more costly. Preference
erosion, stricter compliance rules, carbon-related

i standards, and buyer pressure for traceability will test /
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The policy puzzie is
uncomfortable. Bangladesh
ended FY2025-26 with a
strong export rebound
in June, yet the full-year
export performance still

slipped. { -
Exports stood at ° k\ /
around $48 billion, down \ N7 //
by 058 percent from ' N el
the previous year, despite a P
sharp June increase. This means the
rebound came too late to change the annual picture. It
may signal some recovery in orders, delayed shipment
adjustments, or short-term buyer confidence. But it does
not prove that the export sector has regained strength.

The more serious issue is that the country’s main
export engine, readymade garments, remains vulnerable.
RMG earnings declined by about 1.64 percent, while non-
RMG sectors showed some gains but remained too small
to alter the overall trend. Bangladesh still exports too
few products, to too few markets, through too narrow a
production base. .

This should not surprise us. For many years, export
diversification has been discussed as a national priority,
but the incentive structure has not changed sufficiently.
Garments continue to dominate because the sector has
scale, networks, buyers, and policy attention. New sectors
face much higher barriers. They struggle with finance,
certification, logistics, customs, technology, and market
access. Smaller exporters often find that policy support
exists on paper but not in practice, The political economy
of exports is therefore cent

Established sectors receive protection and attention:
emerging sectors receive speeches. As LDC graduation
approaches, this gap will become more costly. Preference
erosion, stricter compliance rules, carbon-related
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