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Fire Drill Topic:
Avoid Common Exporting Mistakes 
Moderator:


Rod Carringer, Task Force Tips, rac@tft.com 


First place to research, and also a great source for information and support.
U.S. Export Assistance Centers   http://www.sba.gov/content/us-export-assistance-centers
Review the Sample Planning Manual found online.


Tips for a Successful Export Plan for Your Organization
1.      Research your market
Just thinking there is a demand for the product is not enough. Take some time to research and find data to build your business case, and to know the competitors, products and prices.

Understand local certification requirements, approval agencies, as well as local purchasing methods.  Assume there may also be little respect for your intellectual property (patents) once off of North American shores.  Be aware of the financial aspect of exporting starting with working capital, letter of credit, exchange rates, guarantees, customs and excise/ duty.  Work with your local bank.
Documentation of Shipments is important i.e. Certificate of Origin (Australia and Israel has special ones), each product should have a Harmonized Tariff Code, and orders over $2500 need special clearance and are best handled by a reputable broker.  Some countries require a legalized certificate of origin, and hazardous materials require extensive paperwork and handling.  Have a clear understanding of ALL of your shipping costs landed to the customer before offering a quotation.
2.      Understand your customers
The Internet, and visits to local trade shows can offer invaluable information on understanding your customer’s needs, purchasing habits, and overall market opportunities and pitfalls.   
Learn from those within our own industry who travel those markets frequently.

3.      Identify the challenges of the new market 

Every export market in the world has its own unique characteristics.  Each also comes with its own set of challenges and business opportunities.  To be long term successful, the creation of individual business plans for each region is very helpful.  In some cases this may be country by country.

It is very important to allocate someone who will be active in moving the export part of your business. A strong export entry strategy is required for making your export profitable.  Develop one marketplace before moving to another.

4.      Importance of clear communications

Yes, they say English is the language of business, but unless you are fluent in all of the languages you will be doing business with, communications are often the root of most problems and project failures.  An affirmative head nod by a partner may not indicate clear understanding.  To avoid language issues and barriers, it is important that all communications be clear, concise, and in writing.
5.      A Good Partner is Imperative

Finding the right trading partner, or authorized agent, is a key element of a successful plan.  Foreign partners, while occasionally demanding, manage often complex purchasing channels and help avoid transactional disasters.  Extra time should be taken to find one who matches your goals, expectations, and corporate values. 

It is extremely important to know about shipping/logistics, time and paperwork relating to the delivery of goods. This is vital to ensure that your goods are transported properly and arrive at destination on time and with required documentations. 
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