How to Write an Effective Export Plan



The One-Page Export Plan
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4 Getting Started: Creating an Export Business Plan
= Market Expansion: Bensfits/ Trade-offa = Matching Products to Global TrendsMeeds
= Business Analysis = Wost Penetrable Markets
= [ndustry Analysis = Markets to Pursue
= Products with BExport Potential = Short- and Long-Term Goals

. Developing Your Marketing Plan
= Market Factor Assessment = Marketing Your Product: ldentifying

= Your Industry in Target Global Marksts Practical Nesds
= Building a Distributer or Agent = Defining Your Marketing Strategy

Relationship = ldentifying Customers Within
= Marketing Your Product/Service Your Chosen Marksts

6. Financing Your Export Ve "|:|"&|
= Financing Grid: Financing Your Small Business Export




P= . The Value of a Plan

* Benefits:
— |dentifies strengths and weaknesses
— Prevents losing track of export strategy

4

— Allows for financing to build up a businesses
export department

— Enhances communication
— Assigns responsibility
— Provides for result measurement



#' . The Value of a Plan
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 Additional Benefits:

— Challenges assumptions which can give insight
Into new opportunities

— Assures a commitment to exporting



#' . Length of the Plan
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* Only needs to be a few pages to start
* The plan will evolve in detail
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e Questions to ask yourself (Product or Service):

— What need does my product or service fill in the global
marketplace?

— What modifications need to be made to adapt to an
overseas market?

— Do | need a special license or certificate from
exporter’s/importer’s government?

— Do | need to modify my packaging/labeling?
— How much will it cost to get the product to the market?
— What will be my pricing strategy?



ﬁ The Planning Process
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* Questions to ask yourself (Promotional, Management
Issues):

— What modifications will be necessary to my website to
ease the purchasing process?

— What (if anything) is necessary to protect my intellectual
property?

— Why am | pursuing international customers?

— How can | use the lessons I've learned in my previous
international sales experiences to make my new export
plan stronger?



ﬁ The Planning Process
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Questions to ask yourself (Management Issues)

— Am | fully committed to exporting?
— How much time will it take for implementation?

— Is my production capacity high enough to meet the new
demand resulting from international sales?

— Is my personnel capacity adequate to meet the new
demand of international sales?

— Will I need additional financing?

e Where will it come from?

* How can | become familiar with government export
assistance finance programs that | may qualify for?



Small Business Administration
Funding Website


http://www.sba.gov/financialassistance/

Export-Import Bank
Funding Website


http://www.exim.gov/products/

}‘E; The Planning Process

e Questions to ask yourself (Management Issues):
— What will my export effort cost?

— What are my projected international sales for the
first year?

— What additional expertise in international trade will
| need and where will | get it?

* Webinars, How-to books, other classes, freight forwarders
— What sales channels could | use?

— How will I handle returns or warranty issues?
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e Questions to ask yourself (Management Issues)

— Will I attend any trade shows or join any trade
missions sponsored by the government for which | will
need to plan for in the first year?

 Where will | get information on these events?



Trade Shows Website


http://www.export.gov/tradeevents/index.asp

Trade Shows list example from
Export.gov: Mining Industry

Event Information By Type For International Trade Fair

August | 2013
World Mining Congress & Expo —— multiple industry seckors

Location/ Date: Montreal, Canada 8/11/2013 - 8/13/2013

Contacts:

Connie Irrera, Montreal
Commercial Specialist
Phone: 514/398-9695, ext. 2262, direct line 514/908-3662
Connie.Irrera@trade.gov
Connie Smith, Calgary
Commercial Assistant

FPhone: 403-265-2116
Connie.Smith@trade.gov
Matt Baker, North Texas
International Trade Specialist
Phone: 817-684-5347
Matt.baker@trade.gowv

August | 2013
CSsAa Annual Meeting 2012 China Dental Show -- Dental Eg.

Location/ Date: Shanghai, China 8/15/2013 - 8/18/2013

Contacts:

Liza Huot, Trade Ewvent Frograms
Senior International Trade Specialist
Phone: 202-482-2796
Lisa.Huot@trade.gow

Sarah Fox, Shanghai

Commercial Officer

Phone: 86-21-6279-8598
Sarah.Fox@trade.gowv

Beth Casson, Reed Exhibitions

Phone: 203.840.5308
bcasson@reedexpo.com




U.S. Trade Missions Website


http://www.export.gov/ctm/index.asp
http://www.export.gov/ctm/index.asp
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Questions to ask yourself (Management Issues)

— What credit policies will | use
* Cash in advance? Letters of credit?

— How will I ship the product?
* Freight forwarder? Postal service? Air/Sea? Customer’s Responsibility?

— How will | make use of government export assistance
programs?
e USEACs (in your state)
— What documents will | need to become familiar with to
export?
« AES
* Certificates of Origin



P= . The Planning Process

* Questions to ask yourself (Management Issues)
— What countries am | prohibited from exporting to?
— What countries require a license to export my good to?
— What is the minimum order | will sell and ship?

* One unit? One container? One box?

— What will be the elements of my Export Action Plan?
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* Name of your company

— Solar Sells

* Product to be exported
— Solar Panels

 Why you are going to begin
exporting

— A mission statement

* Limit to a few paragraphs



,ar« Part 2: Goals
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 Examples:
— Use ecommerce to increase company sales by 5% in
two years
— Participate markets outside of the U.S., where 97% of
buyers live

— Improve product lines, marketing and management by
learning from discerning customers in the new
markets where we will sell

— Locate one new country distributor in two new
country markets within two years of selling via my
website, eBay, etc.



. Part 3: Financial
s, enl Resources

 Examples:

— Annual capital budget of $15,000, which will cover
assistance finding distributors and participation in a
government-sponsored trade show or overseas trade
mission

— A decent web site that will be further
internationalized with the help of the CS and others

— A half-time staff position



4 Part 4: Non-Financial
W Resources

 Examples:
— Several staff members have travelled abroad

— One staff member will take courses on how to
export

— One staff member will research free and low-cost
government export assistance



x*"“ Part 5: Current Trends and
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 Examples:

— Revenues have grown 4 percent for the past four
years

— Our product is sold via the Internet and through a
network of domestic distributors

— Occasional unsolicited international sales, all to
individual buyers but with a few inquiries from
potential distributors
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 An example:

— Capacity to increase production 30 percent
without additional capital investment.

e Customize for your business and products



j Part 7: Target Markets
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Examples:

Will pursue all leads generated by export.gov website and will also investigate
Singapore as a regional market for Southeast Asia

Will investigate Singapore and other country markets for solar panels by using
available market research including those from government sources

Will look at past 4 years for effects of recession and 2010 partial year for signs
of recovery

Will look at U.S.-Free Trade Agreement countries for advantages created by
zero tariff on importation of goods

Will look at shipments of solar panels from the U.S. to other countries and the
average selling price to help determine where the demand is and whether I’'m
price competitive

Will look at market size, GDP, national debt and currency reserves
Will ask US Commercial Service to help find a distributor



U.S. Market Research Website


http://www.export.gov/mrktresearch/index.asp

Census Bureau Market Statistics

USA Trade Online Quick Reference

Daia Product Dimensions Commodity Measures Time Periods
District Level Commodity 10-digit HS Value Monthly & Year-to-Date:
{10-digit HS) Country Quantity 2002 — present
District Unit Price Annual: 1992 — present
Measures
Time
Port Level Port/District 6-digit HS Value Monthly, Annual &
Commodity Alr Value Year-to-Date:
Country Air Shipping Weight 2003 - present
Measures Vessel Value
Time Vessel Shipping Weight
Containerized Vessel Value
Containerized Vessel Shipping Weight
State Exports State 6-digit HS Value Monthly, Annual &
Commodity 4-digit NAICS Aur Value Year-to-Date:
Country Air Shipping Weight 2002 - present
Measures Vessel Value
Time Wessel Shipping Weight
Contamerized Vessel Value
Containerized Vessel Shipping Weight
Commodity 6-digit NAICS Total Export Value Monthly, Annual &
Country Foreign Export Value Year-to-Date:
District Domestic Export Value 2002 - present
Measures General Customs Import Value
Time General CIF Import Value
Consumption Customs Import Value
Consumption CIF Import Value
Balance (Total Export Value —
General Customs Import Value)
*Unless otherwizse specified Value is Total Export Value and General Customs Import Value

(Note: Data in following slide taken from the USA Trade Online/Census Bureau demo
page, and so is dated 2002-2003. Current information is available via a subscription
to this service, currently costing $75/month and $S300/year)




Census Bureau Market Statistics

Select dimensions
v Commodity
v Country
District
v Measures
v Time

v' = Members selected

Standard Report - Annual Exports - *DEMO*

Author: US Bureau of the Census: Foreign Trade Division USA Trade & Online. Source: U.S. Import and Export Merchandise
trade statistics. For information on confidentiality protection, nonsampling error, and definitions, see technical documentation.

Current date: 10/14/2010 9:21:21 AM
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Time

CDiecember 2003 ¥TD

2002

Diecember 2003 ¥TD

Measures

Country

[<| % | %] [x

Value (Dollars)

i 4 [F =

Quantity

i &

E=EE

wvalue (Dollars)

B |4+

Quantity

=

wvalue (Dollars)

=

Quantity

value (Dol

ANaorTa

T, 190, 5%
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Angola

490,609,324

374,047,169

13,528

Anguilla

21,489,983

19,865,460

Antigua and Barbuda

127,313,765

81,359,228

3,210

Argentina

2,437,303,964

1,585,395,999

885,878

Armenia &

102,784,291

111,846,797

Aruba

355,009,130

464,581,524

Australia

13,087,602,344

13,084,993,973

2,856,952

325,

832

Austria

1,768,422,220

2,427,417,649

213,103

581

Azerbaijan o

119,781,779

69,640,881

Bahamas

1,074,693,697

975,309,133

3,526

Bahrain

508,402,431

419,331,501

4,045

Bangladesh

225,884,184

269,061,189

128,640

Barbados

300,095,183

267,646,245

Belarus &

84,064,237

12,070,983

Belgium

15,236,053,747

13,325,845,798

24,408,585

Belize

198,808,473

137,666,560

10,395

Benin

30,150,963

35,152,791

Bermuda

401,152,475

415,094,319

Bhutan

1,008,122

954,565

Bolivia

182,749,531

192,068,280

Bosnia-Hercegowvina o

21,164,794

31,670,712

Botswana

25,867,334

31,700,742



http://www.usatradeonline.gov/

World Bank Statistics/Forecasts Website


http://go.worldbank.org/PF6VWYXS10
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e Customized for your business
Example:

— Our risk is mostly centered on non-payment or goods held up in
foreign customs. Our cash in advance policy largely mitigates risk. As
we get close to finding one or more distributors, we plan to use the
services of our government export promotion service. By better
understanding the shipping and export documentation processes, we
will minimize potential risk from customs clearance problems.
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e Examples:

— Cash in advance via debit or credit card

— Will check with card issuer to make sure account is
in good order before shipping goods

— Will consider and investigate providing terms for
sales to distributors

— Will become familiar with letters of credit for use
with larger orders from distributors



*‘h Part 10: Return Policies
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* Customize for each product

 Example:

— Will provide full refund or replacement for lost
goods or goods damaged in transit, Web site will
reflect policy



COMMERCIAL
SERVI
United States of America

Department of Commerce

 Examples:

— Staff will handle shipping tasks and will ship within 24
hours of receiving order and verifying payment

— We will primarily ship by air and will select an express
carrier and will also offer the postal service as a lower
cost option

 Sample shipping services:
— USPS
— DHL
— UPS
— FedEx

}‘E; Part 11: Shipping



Shipping Websites

United States Lonbe b
[TOWINE Tracking Freight Locations Support Business Solutions

UPS TradeAbility International Tools

to move a shipment
duties, tax:

Enter Company and/or Name

Company Name- (rsquired if Contact
d)

uired if Company

Search Support

Enter a keyword:



http://www.usps.com/international/intlresourcecenter.htm
http://www.dhl-usa.com/home/home.asp
http://www.dhl-usa.com/home/home.asp
http://www.dhl-usa.com/home/home.asp
https://wwwapps.ups.com/tradeability?loc=en_US
https://www.fedex.com/GTM?cntry_code=us

P . Part 12: Freight Forwarder

e What will the forwarder do?
e What will it cost?

* Look for local licensed freight forwarders



Customs Brokers and Forwarders
Association of America


http://www.ncbfaa.org/findmembers/?navItemNumber=493

*‘h Part 13: Export Licenses
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* Generally not needed if product is coming from the
United States

* Only about 5% of U.S. exports require a license

* Check for exporter responsibilities under U.S. law



Bureau of Industry and
Security


http://www.bis.doc.gov/licensing/index.htm

)
mﬁ Part 14: Health Certificates

United States of America

* Product may require a health certificate issued
by U.S. state or federal government

e FDA Website



Example: FDA Cosmetic
Exports

.{/ U.5. Department of Health & Human Services £y www.hhs.gov

[FDYA u.s. Food and Drug Administration A-ZIndex  Search P

Home | Food | Drugs | Medical Devices | Yaccines, Blood & Biologics | Animal & Veterinary | Cosmetics | Radiation-Emitting Products | Tobacco Products

Cosmetics Share Email this Page & Printthis page = Change Font Size
Home = Cosmetics = International Activities = Imports & Exports

Cosmetic Exports
Is my product really a cosmetic under the law?

. What types of cosmetic certificates does FDA issue, and how do I obtain them?
b Cosmetic Exports How much does a cosmetic certificate cost?
How long will it take to process my cosmetic certificate request?
Are there other sources of cosmetic certificates, besides FDA?
Do exported cosmetics have to comply with the FD&C Act and FPLA?
* Office of Cosmetics and What if my product is a drug or medical device?
Colors "Certificate" Export Does FDA issue any other types of cosmetic certificates?
Application (PDF - 89KB) Does a certificate mean FDA approval?
How do I learn other countries' requirements?
How do I learn about other U.S. government requirements for exports?

Resources for You

Firms exporting products from the United States (U.S.) are often asked by foreign
governments or customers to supply a "certificate" as a required part of the process to
import a product into their country. Please note:

* FDA does not require that you obtain an export certificate,

* FDA is not required by law to issue certificates for cosmetics (although the agency
intends to continue to provide this service as resources permit), and

* FDA does not issue certificates for cosmetics manufactured outside the U.S.
If you export cosmetics, it is your responsibility to--



http://www.fda.gov/Cosmetics/InternationalActivities/ImportsExports/CosmeticExports/default.htm
http://www.fda.gov/Cosmetics/InternationalActivities/ImportsExports/CosmeticExports/default.htm

P= . Part 15: Language Laws

* Be sure that the product packaging includes all
necessary languages
 Consumer goods may require that ingredients

are displayed and that the phrase “Made in
the U.S.” is included in the national language

on the packaging



g Part 16: My HS, Schedule B, or
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* Check the census bureau to find out your
product’s number

* Example:

— 8541.40.6020 : Solar Cells Assembled Into
Modules Or Panels



3CE: Census Schedule B/HS
Classification engine


http://uscensus.prod.3ceonline.com/

C OMMERCIAL
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e Examples:

— Will investigate international protection for my
trademark with the U.S. Patent and Trademark
Office

— Will file for patent protection in countries where |
have distributors or retailers




USPTO Website



http://www.uspto.gov/
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* Example:

— What are the documents | need to be familiar with
including the Commercial Invoice, Bill of Lading,
and Certificates of Origin?

— Check Trade Information Center and U.S. Census
websites



=< Export.gov Relevant Pages

Common Export Documents

NAFTA Certificate of Origin


http://www.export.gov/logistics/eg_main_018121.asp
http://www.export.gov/logistics/eg_main_018131.asp

Export.gov Basic Guide to Exporting



http://export.gov/basicguide/

U.S. Census Bureau Export Help Videos



http://www.census.gov/foreign-trade/aes/exporttraining/videos/
http://www.census.gov/foreign-trade/aes/exporttraining/videos/
http://www.census.gov/foreign-trade/aes/exporttraining/videos/

x“"‘ Part 19: Pricing
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Examples:

— Our pricing strategy is premium product and premium pricing.

— We will offer to calculate the full landed cost to the customer
purchasing one or more of our products. We will make it clear in our

communications and on the Web site that the customer is responsible
for paying all applicable duties, taxes, and shipping costs.

— For larger orders to say, Mexico, we calculate the cost of shipping one
package at ¢25 per package including trucking, freight forwarder fee,
documentation fee, banking fee and insurance. With a market price of
S10 per package, minus transportation costs and distributor fee, we
will have about $8.75 to cover production, marketing, and profit.



,ar« Part 20: Website Tactics
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 Examples:
— We will make the following changes within the next 30 days:

Internationalize the site by adding text on homepage welcoming
international buyers.

Add a currency converter on the homepage.

Add text regarding duties and taxes and that it is the buyer’s responsibility
to pay them. Include sample duties and taxes for select countries

Say that all prices are stated in U.S. dollars but inviting shoppers to use
currency converter link, which will be located next to each order
placement button.

Add international buyer testimonials (and photos) as they become
available.

Add shipping choices and consider including the Postal Service as a lower
cost option.

Include clearly written returns policy.
Invite inquiries from potential distributors.



Part 21: An Action Plan

Example on next slide



Action Plan

Priority

Objective

Task

Resources

Schedule

Evaluation

1

Create or revise export plan

Review export plan
template and

Your time or staff
time to write the

Next one-two

Completion of plan

customize for your weeks
. plan
business
Use template to
. . . identify Task in-house or | Complete within . . .
2 Internationalize Website enhancements; contract Web folks 30 days Evaluate international transactions

contact CS for advice

Learn more about international

Review CS learning

Identify what you
need to know and

Complete within

3 transactions osources who in the 60 days Number of error free transactions
company needs to
know it
Develop database of Identify staffing

international prospects and
customers and email new

Create database and
email template for
sending promotions

and frequency of
messaging; include

Start within 30
days

Number of messages; open rate; sales

product offers opt out
Secure certificate from FDA if Understand the . Complete within Certificate in hand if needed by importing
5 needed process, turnaround Staff time 14 d
time, etc. ays country
6 Determine whether'product Review g.overnment Staff time Complete within
needs an export license lists 14 days
Check Trade Staff time; no

Learn how to calculate duties

Information Center’s

charge for

Complete within

Accurate calculation and communication to

and taxes Website: export.gov information 14 days buyer
i Staff time; no . ..
Identify for Tariff code for your | ReView recommended Complete within Accurate completion of shipping
8 oroducts links in CS export plan charge for 14 days q
template information ocuments
Calculate landed costs .
Establish prici dret . Complete within .
9 SHabIIsh PTICInG anc retarns and make revenue Staff time P Establish revenue benchmarks
policy o 14 days
projections
Meet your local government Understand the Complete within
10 export resource services available to Staff time 30 days Value of assistance provided
your company
Use Country
Commercial Guides Complete within
1 1 Research a new market available at export.gov Staff time P GO/OI‘ no go decision

through the U.S.
Commercial Service

120 days

Travel to the market with help

N, P R N T |
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The End



