Export Business Planner

For Your Small Business

A downloadable tool to save and customize

* How to determine your export readiness

e Training and counseling information

e \Worksheets for global market research

¢ Financing information and options

e Customizable Export Business Plan and Marketing Plan templates C \ f

e Helpful resources for exporters " ‘) / \ |

¢ Glossary of Export Terms N\ J) & J . \

° And morel!



Table of Contents

JMH Education, New York, NY www.jmheducation.com

a/ Chapter 1. UsiNg ThisS PIanNEr.........cuiiiiiiiiiee ittt 03
w Chapter 2. Introduction t0 EXPOMING......cuueiiiiiiiiiee et 08
6/ Chapter 3. Training and COUNSEIING .......uuviiiiiiiiiie e 16
' Chapter 4. Getting Started: Creating an Export Business Plan...........ccccccoiiiiiiiee 20
v Chapter 5. Developing Your Marketing Plan...........coouiiiiiiiiii e 48
@/ Chapter 6: Financing Your EXPOrt VENTUIE .........oooiiiiiiiicc e 93
‘/ Chapter 7. Accounting Worksheets: Costing, Financial Forecasting and Product Pricing........ 103
®/ Chapter 8. Utilizing Technology for Successful EXPOrting .........ccuveeieiiiiiiiiiiiiiiieeeeee e 128
' Chapter 9. Your New Marketing Plan: Summary, Timeline and Updates ..........ccccccevvviiiieennnnen. 135
v Chapter 10. Transportation and Documentation ...........ccuvueiiiiiiiieiie e 147

RESOUICES ...ttt ettt e et e e e e e e e 157

Glossary of Terms and ACIONYIMIS .............oiiiiiiiiiiiiiiiii et e e e e 163

List of Forms and Worksheets ... 186

INAEX ... e e e 187

SBA's Export Business Planner For Your Small Business is available for free download at:
www.sba.gov/exportbusinessplanner

All SBA programs and services are provided to public on a nondiscriminatory basis. — J © J_ :


http://www.jmheducation.com
http://www.sba.gov/exportbusinessplanner

Using this Planner

Welcome to the Export Business Planner For Your Small Business — a hands-on exporting
preparation guide brought to you by the U.S. Small Business Administration (SBA).

[

This innovative tool is designed to serve as your roadmap for creating your Export Business Plan,
exploring foreign markets, developing a Marketing Plan, exploring financing, costing your product,
and more. But unlike a traditional printed manual, this Planner is a “living” document, ready to be
customized and continually updated by you.

Getting Started is Easy!

¢ The Planner includes a series of topical chapters to guide you through the export planning process
efficiently, effectively, and at your own pace. You can tackle several chapters at once, or work
through them one at a time.

¢ As you work through the various chapters and their coordinating worksheets, you’ll be developing
and saving your custom Export Business Plan and Marketing Plan — right within the pages of this
Planner.

Export planning entails a fair amount of research. But with the Planner, there’s no need to remember
and/or compile these resources yourself — they are all embedded in appropriate topical locations.

As such, you are given a “head start” on conducting export research, as the step of finding the best
sources of further information has already been done for you.

All you need to do is complete the worksheets and then save them—-and your Export Business Plan
will be underway!

Key Steps: At-A-Glance Quick List of Features

1. Save the Planner to your ¢ Table of Contents for an at-a-glance look at the process,
computer/desktop with internal links to take you directly to your chapter of choice

2. Start using the Planner. * Topical chapters featuring background information and
Explore chapter Information coordinated worksheets

and extensive resource links
3. Complete and save the
worksheets
4. Print chosen pages and
completed worksheets as

¢ Linked chapter heads for easy navigation
— Information: Links to topics within the chapter
— Worksheets: Links to customization worksheets

¢ Direct links to web resources, training podcasts, small
business videos, and more

desired

5. Update the Planner as ¢ Glossary of Terms: putting you “in the know” for common
often as you wish. It’s yours export terminology
to customize! ¢ Index: making it easy to reference key information on the fly

v
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Your Export Planning Begins HERE

Read on for a quick overview of the format and attributes of the Planner. This “need to know” information will
help you to make the most of this comprehensive and practical export planning tool.

Inside the Planner: Basic Format

Tabia of Contonts Start with the Table of Contents — it gives you a quick outline of the planning
" — . process and topical information you’ll need to review and work through.

©
|
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W Overall, the Planner is structured with two primary content areas:

; Informational Pages: Providing background, need-to-know
ol AT = exporting info, readiness background and assessment and a
» pe bty gl wealth of resources and links.

] — A — L Customizable Worksheets: Enabling you to work through
bad T RPN [ .
the process and complete each exercise ... and then save
your work. As a result, the pages of the planner become
your own customized Export Business Plan and subsequent
= Marketing Plan.

Bonus: Worksheets that include financial calculations and
costing are designed to “auto-calculate” once you've inserted
your own specific information. In this way, your information is
streamlined and automatic.

You can choose to work through one chapter at a time or explore
multiple sections at once, depending on the time you have available
and your current stage of export business planning.

Remember: Save Your Work!

As you complete each worksheet, it’s important to “Save” the
document. By saving, your input and changes will be recorded.

If you’d like, you can choose to use the “Save As” function to keep
a running archive of your plan in its various stages of growth.

D) |V
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Inside the Planner: Key Features

| , Worksheet

kg B~ Fmers

— Internal links transport you directly to more information on a

particular topic located within the Planner.
These include:

¢ Chapters with related/refresher information
e Sections within chapters, where applicable

Worksheet icons take you directly
to customizable Planner pages.

Marketing Your Product/Service

Once you have jumped to a linked page, you will have two
options, located at the top right of the page:

Back to Back to Beginning
Previous View of Chapter

k. I— Back to Previous View takes you back to the last page viewed)

Back to Beginning of Chapter takes you back to the
information section where you began)

_l— Glossary words take you to the definition of the chosen

exporting term.

External links provide a “research shortcut,” launching specific
websites and resources to make your background research

/ v
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efficient and direct. These also provide a gateway to
podcasts, videos, contact information, and more.

Watch For Quick Links to ...

e Government/exporting websites

e Training podcasts from SBA and export.gov, the

government portal for exporting

e Video profiles from other small business exporters

e SCORE and SBDC locations
e SBA'’s current lender list
® The FTA tariff tool

* And more!

1. Getting Started: Creating an Export Business Plan
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Maximizing the Worksheets

The worksheets provide the templates for developing your Export Business Plan, conducting business assessments
and foreign market research, creating your Marketing Plan, costing and sales projections, goal-setting, and more.

Each worksheet includes “open” content boxes, ready to be customized

[ pammamssmay 00 00 | by you. Simply move your cursor into any box, and begin typing.

Some of the worksheets require examining your business goals, options
= and decision-making steps; others provide automated calculations to
assist you in forecasting and costing.

* The “text” boxes are set up to provide a typical amount of space for
any given answer; however, should you find that you have additional
information you'd like to record, you may use the Notes page, located
at the end of each chapter.

¢ For “numerical” sheets, key calculations are automated. These will
self-tally once you have entered in key information for your projects,
expenses, and other financial aspects.

Once you have completed a worksheet, you have several options,
including:
— ® Save the Worksheet

— ¢ Continue using Planner

— ¢ Print the worksheet (page numbers are provided for efficient printing)

Back to Previous View takes you back to the last page viewed

e p R | e Back to Beginning of Chapter takes you back to the information
section

By completing and saving the worksheets, you are building an ongoing
plan that evolves and grows as you work through the rich step-by-step
content within the Planner. In addition, you are encouraged to keep
updating and adjusting it as your plans and tasks change so that your
plan stays current and continues to evolve as your export endeavors grow.

0. To ensure maximum functionality of the Planner and its interactive Worksheets, be sure that you are
>/ using the most current version of Adobe Acrobat Reader. Visit www.adobe.com to check!

Financing and Counseling Highlights

Don’t miss...

e Fasy-to-compare information on SBA’s export financing programs like Export Express and the Export Working Capital
Program, along with the available services from the Export-Import Bank of the United States.

e Overviews and direct links to SBA’s counseling services, like SCORE and Small Business Development Centers (SBDCs).

I v/ . . .
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Printing the Planner Pages

The Export Business Planner is a robust PDF (“Portable Document Format”) that is
chock-full of exporting information. Given its length, you will likely want to print those
pages you need. For example:

¢ Information: Printing out key chapters will allow you to read and review them during
“down time” when you are away from your computer. Be sure to select the page range
you wish to print, if you don’t wish to output the entire Planner.

e Worksheets: Printing completed sheets will allow you to utilize them for preparation,

presentations and meetings with key business partners, bankers, or export counselors.

Each worksheet includes a “Print Page X through

X” notation. Be sure to select this page range in your
Printer Dialogue Box to ensure that you print the desired
worksheet pages at any given time.

To print this worksheet,
print pages X to X

Development Team

Tech Tip:

Adobe Acrobat Reader’s
features can help you
make the most of the
Planner. For example:
experiment with using
the Bookmarks as an
in-depth “Table of
Contents”; in addition,
the Thumbnails offer
miniature at-a-glance
page views. (Both
features are found to the
left of the open document
on your screen.)

The Export Business Planner was developed with a team of export counselors from

Small Business Development Centers across the country. Special thanks to:

Joel Martino
Trade Specialist, CGBP

Berenice Carmona
Senior International Business Consultant
International Trade Center

San Antonio, TX Dallas, TX

Kristin Drauschke James Ryan
International Trade Counselor, CGBP
International Trade Center SBDC

Dallas, TX Peoria, IL

International Trade Center SBDC

International Trade Specialist, CGBP
Bradley University, International Trade Center

Nancy Lowd

Senior International Trade Advisor
Massachusetts Export Center
Boston, MA

Laura Fox

Office of International Trade
Washington, DC

Grow your business and the U.S. economy.

Export Business Planner Project Manager

Director of Marketing and QOutreach
U.S. Small Business Administration,

W/ Spread the word to other small businesses interested in exporting!

www.sba.gov/exportbusinessplanner

Ready? Let’s Begin!

SBA welcomes your interest in becoming a small business exporter, and encourages you to utilize the streamlined
information and integrated worksheets along with the wealth of resources you will find within these pages. As you

move forward, so will your customized Export Business Plan.

Here's to your success as a small business exporter!
NEXT UP

Chapter 2.
Introduction to Exporting

v
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Introduction to Exporting

Service Exports:
A Growth Opportunity

Should You Export?
Weighing Your Decision

* Information

Exporting: What’s In It

SBA Video Clips
for Your Business?

In its simplest terms, exporting is the sale and transport of a good or
service to another country. It offers businesses the opportunity to build
upon domestic success. But exporting is crucial to America’s economic
health as a country, too. Increased exports mean business growth, and
business growth means bigger profits for U.S. companies—and results
in more jobs for American workers.

According to the U.S. Small Business Administration (SBA), small
firms represent 99.7% of all employers, generate 60% to 80% of new
jobs annually and account for 97% of all U.S. exporters. Indeed, small
business success in international markets is extremely important to the
overall economy of the United States.

There are many ways to become involved in exporting, from selling to
domestic buyers who then export your product to exporting products
yourself (commonly referred to as “direct exporting”). However you
choose to export, a detailed and thorough strategy is an important part
of planning. This Planner will guide you in an organized and strategic
process.

Government’s Role: Working Together
for Your Exporting Success

Resource List for
Beginning Exporters

FACTS '

Exporting by the Numbers*

U.S. Exports:
e Totalled $1.2 trillion in goods and
$543 billion in services

e Supported more than 16 million
higher-paying U.S. jobs

¢ Strengthened companies and
farms—in fact, agricultural
production from one in three
acres of U.S. agricultural
land is now exported.

e Sent export revenue to local
communities through restaurants,
retail stores, etc.

*Based on 2010 statistics

As you'll discover when you begin Chapter 4. Getting Started: Creating an Export Business

Plan, the general tasks in developing a strategy include:

e Evaluating your product’s export potential;

¢ Determining if you are ready to make a commitment to international markets and evaluating

whether your company is “export-ready”;

¢ |dentifying key foreign markets for your products through market research;

¢ Evaluating distribution and promotional options and establishing an overseas distribution system;

e Determining export prices, payment terms, methods and techniques;

e Familiarizing yourself with shipping methods, export documentation procedures, export financing

and other requirements for exporting.

~X
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Back in 2001, Howard Lewis lll and J. David Richardson’s report, Why Global Commitment Really
Matters! (published by the Institute for International Economics), offered companies new insight into
the value of exporting. According to that landmark study:

e Companies that export grow faster and fail less often than companies that don’t.

¢ U.S. exporting firms experience 2% to 4% faster annual growth in employment than their
nonexporting counterparts.

® Exporting firms offer better opportunities for advancement, expand their annual total sales about
0.6% to 1.3% faster, and are nearly 8.5% less likely to go out of business, regardless of time
period or export volume.

¢ Workers employed in exporting firms have better-paying jobs than their counterparts in
nonexporting firms:

— Blue-collar workers in exporting firms earn 13% more.

— Wages in large plants that export are 23% higher.

— Wages in small plants that export are 9% higher.

— White-collar employees in exporting firms earn 18% more.

— Benefits at exporting plants are 37% higher, and include improved medical coverage and
paid leave.

Service Exports: A Growth Opportunity

Since 1980, U.S. service exports have grown more than 289% faster [ |
than exports of goods. U.S. providers of service exports not only realize FACT

substantial business growth; they also play a major role in fortifying the Top Service Exporters by Volume:
U.S. economy. In fact, since 1971, the U.S. service sector has generated 1. United States

trade surplus that has consistently reduced the U.S. trade deficit. For

. , N 2. United Kingdom
example, in 2007, U.S. exports of services reached $497 billion—and

decreased the trade deficit by more than $87 billion. And, according to the 8. France
Progressive Policy Institute (PPI), if current service export rates of growth 4. Germany
continue, America’s services exports will exceed goods exports by 2037. 5. Japan

The U.S. service sector has become extremely advanced and

internationally competitive. In turn, the sector’s wages have risen considerably. And as global
demand for U.S. service exports increases, companies within the service sector are encouraged to
expand internationally.

Examples of In-Demand Service Exports:

* Accounting ® Financial services ® Telecommunications
e Advertising ¢ Franchising e Testing

¢ Business services ¢ Health care ¢ Training services

e Consulting ® Professional services ® Transportation

e Engineering e Public relations ¢ Travel

¢ Entertainment ¢ Technical services

e J www.sha.gov 2. Introduction to Exporting 19



u-/v

Back to Back to Beginning

Previous View
y

The division between domestic and international markets is becoming increasingly blurred. In a world
of nearly 7 billion people, technology-based commerce options, global communication networks and
next-day air freight deliveries worldwide, it no longer makes sense to limit your company’s sales to

the local or even the national market. In fact, your business cannot ignore these “borderless” realities

if you intend to maintain your market share and keep pace with your competitors.

Making the decision to export requires careful assessment of the advantages and disadvantages of
expanding into new markets. Once the decision is made to export, developing an export business

plan and an international marketing plan are essential.

Should You Export? Weighing Your Decision

Benefits
Exporting can help your business:

e Enhance domestic competitiveness

¢ Increase sales and profits

e Gain global market share

¢ Reduce dependence on existing markets

¢ Exploit corporate technology and know-how
¢ Extend the sales potential of existing products
e Stabilize seasonal market fluctuations

¢ Enhance potential for corporate expansion

¢ Sell excess production capacity

¢ Gain information about foreign competition

Trade-offs

In making a balanced decision, it's important to note that there are certain trade-offs you can
expect. These disadvantages may justify a decision to forego direct exporting right now, although
your company may be able to pursue exporting through an intermediary. If your company’s financial

situation is weak, attempting to sell into foreign markets may be ill-timed.

Your business may be required to:

¢ Use short-term profits to achieve long-term gains

¢ Hire staff to launch the export expansion
¢ Modify your product or packaging

¢ Develop new promotional material

¢ Incur added administrative costs

¢ Dedicate personnel for traveling

¢ Wait longer for payments

¢ Apply for additional financing

¢ Obtain special export licenses

www.sha.gov
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Dispelling Export Myths

Myth: Exporting is only for large companies.

Fact: Small firms account for 97% of all exporters.

Myth: Only tangible projects can be exported.

Fact: Service exports are a fast-growing and profitable endeavor. In fact, U.S. service exports
more than doubled between 1990 and 2000, increasing from $148 billion to $299 billion.
By 2010, U.S. service exports reached $543 billion annually!

Myth: It’s difficult to get financing for exporting.

Fact: The U.S. government offers many opportunities for business financing and loans.

Check out Chapter 6. Financing Your Export Venture.

Myth: | don’t need to export; my domestic market is strong.

Fact: Your overseas-based competition is almost certainly looking at the U.S. market also.
Meeting your competition in their market will lead to a global competitive advantage for you.

Myth: You need to be fluent in one or more foreign languages to export.

Fact: The U.S. Department of Commerce’s Foreign and Commercial Service can provide
translators for small businesses. In addition, many small businesses have found that
English is spoken in many countries around the world.

Myth: Only experienced exporters should accept payment in foreign currencies.

Fact: Only quoting in U.S. dollars makes U.S. exporters less competitive. There are many
tools, strategies and government programs to help you, as a new exporter, manage
foreign risk.

Myth: Licensing requirements for exporting are not worth the effort.

Fact: Most products do not need an export license. Exporters simply write “NLR” for “no
license required” on the Shipper’s Export Declaration. (An export license is needed only
when exporting certain restricted commodities, like high-tech goods or defense-related
items, or when shipping to a country currently under a U.S. trade embargo or other trade
restrictions.)

Myth: Companies interested in exporting have to “go it alone” to learn how.

Fact: There is vast array of services available, from financing to training to one-on-one
counseling. Start exploring these resources today at SBA's Exporting page—and be
sure to review Chapter 3. Training and Counseling.

Government’s Role: Working Together
for Your Exporting Success

Entrepreneurs and small business owners like you drive innovation, strengthen the U.S.’s
competitive edge, and create good jobs for American workers. With government support, you can
get the export financing you need to buy space and equipment, hire more workers, and gear up for
moving your company into exporting.

& JC . www.sha.gov 2. Introduction to Exporting | 11
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In 2010, President Barack Obama signed an Executive Order to promote U.S. exports. The National
Export Initiative was launched as a critical component of stimulating economic growth by increasing
the export of goods, services, and agricultural products. The initiative works to help firms—especially
small businesses—overcome the hurdles to entering new export markets by assisting with financing,
and in general by pursuing a government-wide approach to export advocacy abroad, among

other steps. There is even a government web portal comprised of many government partners and
dedicated exclusively to promoting export growth: www.export.gov.

The Small Business Administration supports small businesses interested in exporting through
counseling, training and financing. Options for small business exporters include Export Express and
the Export Working Capital Program (EWCP). The Export-Import Bank of the United States also has
loans that can help small businesses who are looking to export their goods and services. You'll learn
more about these options in Chapter 6. Financing Your Export Venture.

SBA Export Financing: At-A-Glance

SBA provides export financing through three different types of
loan programs:

¢ Export Working Capital Program (EWCP)
® Export Express Program
e |nternational Trade Loan Program

Learn more in Chapter 6. Financing Your Export Venture.

SBA Video Clips

View small business success stories online!

; Getting Started in Exporting
Take Your Business B Why export?

Global

Finding Your First Customer
Knowing the Export Environment
Marketing Strategies/Market Research

Creating an Export Business Plan

Connecting with Foreign Buyers

Meet Your Customers—Traveling There
Identifying Marketing Channels/Activities
Understanding Partnerships and Distributors
Getting Your Product from Here to There
Providing Good Customer Service
Understanding Legal Considerations
Financing

Case Studies

ATC International

- :.-:Il.i.j \F -

Nanmac
Omega Technologies
CA Wireless
A The Produce Connection
,'HJ-) . www.sha.gov 2. Introduction to Exporting | 12
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Exporting: What’s In It for Your Business?

International trade enables producers of goods and services to move beyond the U.S. market of
more than 300 million people and sell to the world market of nearly 7 billion people. If you are new
to the international arena, you are encouraged to take advantage of the tremendous resources and
services available to you from SBA and other United States government agencies.

There has never been a better time to expand into exporting. Today’s business climate is offering:
¢ Reduction in trade barriers

¢ Available productive capacity in the United States to handle manufacturing expansion

e A ready supply of workers

e | ower costs for transportation and communications

For your business, this can mean:

¢ |Increased sales and profit

¢ Reduced dependence on the domestic market alone

¢ Extended sales potential and product life of existing products
¢ Stabilized seasonal market/sales fluctuations

Case Study: Moving from Domestic to International Business
Who: Southwest Windpower, located in Flagstaff, AZ

Opportunity: When Southwest Windpower began producing battery-charged small wind
generators in 1987, the company realized that there could be great potential for the worldwide
distribution of wind generators. Andrew Kruse, executive vice president for business
development, discovered SBA resources while looking online for information about exporting.

Results: An SBA export counselor advised Kruse on “Financing to help expand
how the Export Working Capital Program could be exports has been one of the
used to expand his business. Today, Southwest Windpower greatest challenges for our
distributes products to more than 120 countries. Nearly half business. The SBA has been
of its sales of $425 million in 2008 came from international crucial to our success,” said
markets. In 2009, Southwest Windpower was recognized Andy Kruse.

as SBA's National Exporter of the Year during National Small
Business Week.

& JC . www.sha.gov 2. Introduction to Exporting I 13
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Resource List for Beginning Exporters

As you embark on the path toward equipping your business for exporting, you'll likely find it helpful
to view the many resources available for beginning exporters.

Explore Exporting: Information on government programs that offer training, counseling, and financial
assistance to small businesses wanting to export their products and services.

Where Will Your Next Customer Come From?: A beginner’s overview at www.export.gov/begin

Financing Your Small Business Exports, Foreign Investments or Projects: Information on government
loans, insurance and grant programs.

SBA Export Express—A Fact Sheet for Small Businesses: All about fast and easy loans for small
exporters.

International Trade Loan Fact Sheet: A handy primer describing SBA’'s enhanced export financing
options.

Export Working Capital Program—A Fact Sheet for Small Businesses: SBA's role in export financing.

NEXT UP
Chapter 3.
Training and Counseling

v
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Training and Counseling

b Information | Local Counseling SBA District Offices Small Business Development
= & Training Centers (SBDCs)
Women’s Business GCenters U.S. Export Assistance

(WBCs)

SCORE
Centers (USEACs)

As you proceed through the export readiness process and begin to identify opportunities and potential
hurdles, you will likely have more questions than when you started. Luckily, there is a wealth of
training and counseling services available. These range from information for the beginning exporter
who is determining export readiness to more advanced training and counseling opportunities as your
export venture grows.

As you work through various sections of this Planner and review/update your Export Business Plan
and Marketing Plan over time, you will likely wish to seek additional training opportunities and
educational resources.

Opportunities for counseling include:

e Small Business Development Centers, with over 950 offices across the country

e SCORE — Counselors to America’s Small Business, with more than 400 offices
¢ \Women’s Business Centers, more than 110 locations

e State-Level Exporting Offices (check your state website for contact information)

Exporters who take the export-readiness assessment at export.gov will be referred to the appropriate
counseling office.

Local Counseling & Training

Business guidance and support are crucial to increasing your odds of long-term exporting success.
SBA encourages you to take advantage of counseling, training and business development
specialists providing free and low-cost services in your area.

A
>
X
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SBA District Offices

SBA's District Offices are responsible for providing companies with information for enhancing and
growing their businesses. SBA's District Offices also oversee the delivery of SBA’'s Technical
Assistance programs throughout the states, such as:

¢ Financial assistance for new or existing businesses through guaranteed loans made by area bank
and non-bank lenders.

¢ Free counseling, advice and information on starting a business through SCORE. Learn more.

¢ Free consulting services through the network of Small Business Development Centers. SBDCs
also conduct training events throughout the district—some require a nominal registration fee.
Learn more.

¢ \WWomen’s Business Ownership Representatives are available to advise women business owners.
Learn more.

See opportunities for online training with SBA.

Small Business Development Centers (SBDCs)

Starting a business can be a challenge, but there is help for you in your area. Small Business
Development Centers (SBDCs) are partnerships primarily between the government and colleges/
universities, and administered by the Small Business Administration. SBDCs provide educational
services for small business owners, including export counseling and training.

Locations
¢ Located in all 50 states as well as the District of Columbia, Puerto Rico, and the U.S. Territories.

¢ Operated state-wide or at a state region-wide level.
¢ 63 Lead Small Business Development Centers (SBDCs).

¢ | ead organization coordinates program services offered to small businesses through a network of
subcenters and satellite locations in each state.

e Each center has a director, staff members, volunteers and part-time personnel.
¢ Certain SBDCs have a focus on international trade. Find these through the lead SBDCs.

Offerings

¢ SBDC services include, but are not limited to, assisting small businesses with financial, marketing,
production, organization, engineering and technical problems and feasibility studies.

e All services given at SBDCs are free and confidential.

e Additional low-cost training options are available.

Eligibility
¢ Assistance from an SBDC is available to anyone interested in beginning a small business for the

first time or improving or expanding an existing small business and who cannot afford the services
of a private consultant.

Find an SBDC
¢ Visit the Association of Small Business Development Centers website to find your nearest SBDC.

Back to Beginning
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SCORE

SCORE, known as “Counselors to America’s Small Business,” is a nonprofit association comprised
of 11,500 volunteer business counselors throughout the United States and its territories. SCORE
members are trained to serve as counselors, advisors and mentors to aspiring entrepreneurs and
business owners. These services are offered at no fee, as a community service. Here are some of the
ways you can get in touch with SCORE and start getting the business advice you are looking for:

e SCORE Online: Choose a mentor. Ask your business questions with the click of a mouse.

e Visit Your Local SCORE Office: Make an appointment with a mentor and talk face-to-face or attend
a business workshop.

¢ Online Workshops: Check out one of the free, online workshops or register for a webinar.

¢ Business eNewsletters: Subscribe to the eNewsletter and get business tips and interviews with
leading experts.

Visit the SCORE Website today!

Women'’s Business Centers (WBCs)

Women’s Business Centers (WBCs) represent a national network of nearly 100 educational centers
designed to help women start and grow small businesses. Although few are currently providing
export counseling, WBCs operate with the mission to “level the playing field” for women entrepreneurs,
who still face unique obstacles in the world of business.

¢ Through the management and technical assistance provided by the WBCs, entrepreneurs —
especially women who are economically or socially disadvantaged—are offered comprehensive
training and counseling on a vast array of topics in many languages to help them start and grow
their own businesses.

¢ Visit the SBA Office of Women’s Business Ownership to learn more about their program, how they
can help your business, and where to find your closest WBC.

U.S. Export Assistance Centers (USEACs)

U.S. Export Assistance Centers (USEACSs) are located in major metropolitan areas throughout the
United States. They provide help for small business owners who are further along in their exporting
plans/initiatives.

Each USEAC is staffed by professionals from the SBA, the U.S. Department of Commerce,
Export-Import Bank of the U.S., and other public and private organizations. Together, their mission
is to provide the help you need to compete in today’s global marketplace. Your local U.S. Export
Assistance Center is your one-stop shop, designed to provide export assistance for your small- or
medium-sized business.

Find your local U.S. Export Assistance Centers.

NEXT UP

Chapter 4.
Getting Started: Creating an Export Business Plan

v

& JC . www.sha.gov 3. Training and Counseling 1 18


http://www.score.org/mentors
http://www.score.org/chapters
http://www.score.org/events
http://www.score.org/internet_enewsletters_subscribe.html
http://www.score.org/
http://www.sba.gov/about-offices-content/1/2895
http://www.sba.gov/content/us-export-assistance-centers

Back to Back to Beginning
Previous View of Chapter

Save

. /.
D4 B JEN N\ www.sha.gov 3. Training and Counseling 1 19



Back to Back to Beginning
Previous View of Chapter

Getting Started:
Creating an Export Business Plan

’ Information | The Importance | Export Readiness: Profiling Conduct an Identifying Products
—_ of Planning Your Current Business Industry Analysis With Export Potential
Marketability Determining Your Setting Your
Expansion Needs Export Goals

b Worksheets > Market Expansion: Benefits/Trade-offs > Matching Products to Global Trends/Needs

> Business Analysis > Most Penetrable Markets
> Industry Analysis > Markets to Pursue
> Products with Export Potential > Short- and Long-Term Goals

Once you have reviewed the Benefits of Exporting and are familiar
with the many Government Resources that are available to assist
you, you are ready to begin the planning process.

' FACTS '
1. With Exporting, you can:
¢ |Increase sales and profit
® Reduce dependence on the
U.S. market
e Stabilize seasonal fluctuations

Immediate next steps involve determining your small business’
export readiness and creating an initial Export Business Plan. [Later,
in Chapter 5, you will develop a Marketing Plan for your product/

service.] 2. Nearly 96% of today’s consumers
live outside the U.S.

While it may be tempting to jump right into a Marketing Plan, 3. Two-thirds of the world’s

it is critical to first assess the current state of your business. purchasing power is in foreign

Assessment enables you to evaluate potential and identify gaps countries.

to gain a clear understanding of what is necessary for growing 4. Outside U.S. borders are markets

your business into the international marketplace. What’s more, this
comprehensive process will equip you with the information you'll
need to make good decisions as you expand into exporting.

that represent 73% of the world’s
purchasing power, 87% of its
economic growth, and 95% of its

_ o , . consumers. Yet, fewer than 2% of
As with all of the chapters in this Planner, the information and U.S. businesses export.

worksheets are integrated throughout, to guide you through the i 1
suggested planning steps. Proper planning for exporting is what
can put you on the road to success!

DY <
:ZJ-_L:.ZI" .\ www.sha.gov 4. Getting Started: Creating an Export Business Plan | 20



Back to

Previous View

)

Back to BeginningJ

of Chapter

The Importance of Planning

This chapter and those that follow incorporate the worksheet portions of the Export Business
Planner. At this point, you are likely intrigued by the vast opportunities afforded to small businesses
that export ... and are ready to begin the planning process.

As you explore exporting, you will begin to see that it can be a potentially profitable path that leads
to increased sales for your business. While doing business internationally is not a simple task, this
Planner will provide you with a well-planned and researched blueprint to get started.

e Export planning will guide the future direction of your business ... so it is critical to have all key
decision-maker(s) involved.

e |f your assessment-based Export Business Plan and subsequent Marketing Plan are to be useful,
they must reflect your ideas and efforts. That way, you can be ready to “hit the ground running” as
you begin to execute them.

¢ Proper planning enables your exporting endeavor to reflect reality, not “guesswork.” Starting with
an honest assessment and proceeding with a realistic plan are important first steps.

In fact, the planning process requires you to look at your future business operations and helps
you better anticipate growth. As a result, you'll be better prepared for the future and be more
knowledgeable about your business.

Key Planning Outcomes: At-A-Glance

In this chapter:

Export Business Plan: The development of your Export Business Plan includes conducting
business and product assessment, readiness review, and researching potential foreign markets.
The Export Business Plan will become part of your overall Business Plan.

In Chapter 5:
Marketing Plan: Developing your Marketing Plan will help you prepare to launch your product/
service in the global marketplace. It too will become part of your overall company Business Plan.

QL Just as planning was important for starting your business, it is
¥/ also vital for preparing to enter the international marketplace.
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Proper Planning = Long-Term Business Benefits
Planning takes commitment. But there are five important
reasons why going through this comprehensive process will
be worth your time and effort:

1.

Careful completion of the worksheets within this
workbook will help evaluate your level of commitment
to exporting.

. The completed workbook can help you assess your

product/service’s potential for the global market.

. Your initial plan gives you an effective starting point

for managing your international business operations
successfully.

. Once you have your Export Business Plan and

subsequent Marketing Plan, you'll have prepared
materials for communicating your business ideas to

potential investors, partners, and other interested parties.

For example: this section is an excellent starting point
for pursuing international financing.
[See ]

. With a plan, you can stay focused on primary objectives ...

and measure your results as each step is achieved.

Back to J Back to BeginningJ

Previous View of Chapter

VFACTS '
According to both the Small
Business Administration and the
Department of Commerce, creating
an export business plan is vital
for defining your company’s
present status, internal goals and
commitment.

The business planning process
entails assembling facts, identifying
potential constraints, and setting
specific goals and objectives as
milestones to success.

Evaluate Assess Determine
level of product/service’s effective
commitment potential starting point

Communicate Measure
business results
ideas

Long-Term Business Benefits

Keys to Your Export Success
As you begin to consider whether your products or services are well-suited for the international
marketplace, use this checklist from the Small Business Administration as a starting point.

A business that can succeed in the export marketplace should be:

[ Successful in its present domestic operation.

[ Willing to commit its resources of time, people and capital to the export program.

— Entry into international markets may take as much as two years of cash outflow before

generating a profit.

[ Sensitive to and aware of the cultural differences in doing business in other countries.

Approach your export operations in the same way you would your domestic operations—using
sound business fundamentals. Developing an Export Business Plan and subsequent Marketing Plan
helps you assess your present market situation, business goals and commitment. This will increase
your opportunities for success.

www.sha.gov
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1 Utilize Training
and Counseling

Take the Free
Export Readiness
Self-Assessment
at export.gov

3

Create an Export
Business Plan

4

Conduct Market
Research

and Create
Marketing Plan

5

Find Buyers

6

Investigate
Financing Your
Small Business
Exports, Foreign
Investment or
Projects

Export Readiness:
Profiling Your Current Business

Profiling your current business will help reveal what is involved with expanding into global markets.
Take a closer look at the where you are today ... and where you need to go to be ready to export.

1. Determine Benefits and Trade-offs of International Market Expansion

You'll begin by brainstorming a list of benefits and trade-offs for expanding your market
internationally. Determine your probability of success in the international markets based upon your
current assumptions about 1.) your company, 2.) your company’s products, and 3.) market knowledge.

For example:
Benefits:
® Increased sales
e Greater spread of risk

Trade-offs:

¢ New venture can be time-consuming

¢ |ntensive paperwork

As you proceed through this Planner, you may wish to return to this particular section and add to it
to use for ongoing referral down the road.

; Worksheet

— Market Expansion: Benefits/Trade-offs

2. Perform a Business/Company Analysis
Identifying opportunity begins with an in-depth analysis of your existing business to determine the
feasibility of growth. This entails evaluating your company and its attributes.

; Worksheet

[ | | D, v
’ %
D) BJON www.sba.gov
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Online Resource: Take the Export Readiness Assessment Quiz

Check out the online assessment quiz at export.gov. Depending on your results, the site will
point you toward training and additional information tailored to your export readiness.

Conduct an Industry Analysis

Once you have examined the status of your own company, the next area for consideration is your
overall industry. How is it currently involved in the global marketplace? This industry review will
enable you to capture the key aspects of your industry that will affect your exporting decisions.

; Worksheet

Industry Analysis

ldentitying Products With Export Potential

Part of the overall analysis of your current business involves identifying those products that may have
export potential.

; Worksheet
L Products with Export Potential

List the strengths Select the

and weaknesses S Evaluate the
of products/services ducts/servi product/service(s)
products/services io be offered

that you believe have

ffer
export potential to be offered

Marketability: Matching Your Product/Service
with a Global Trend or Need

Now that you have identified products/services with export potential, the next step is to identify the
most profitable foreign markets for those products. This entails gathering foreign market research.

; Worksheet

L Matching Products to Global Trends/Needs

(
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Background on Product Classification
The following information may be helpful for classification of your product/service:

e The most critical method of classifying products for export is the Harmonized System (HS). It is
an internationally agreed-upon classification system that is the basis for obtaining domestic and
international trade and tariff information. The codes can be searched on the U.S. International
Trade Comission’s website. Also, see the U.S. Census Bureau’s Schedule B: Statistical
Classification of Domestic and Foreign Commodities Exported from the United States.

¢ The North American Industry Classification System (NAICS) is the system by which the U.S.
government formerly classified its goods and services. Knowing the proper code for your product
or service can be useful in collecting and analyzing data available in the United States.

¢ Data originating outside the United States or information available from international organizations
usually are organized under the Standard International Trade Classification (SITC) system, which
may assign a different code to your product or service.

¢ Department of Commerce and_U.S. Department of Agriculture trade specialists can also assist
you in identifying the codes for your products. In addition, check out the FTA Tariff Tool at
www.export.gov/FTA/FTATariffTool.

Identifying Countries with the Largest and Fastest-Growing Markets for Your Product
At this stage of your research, determine those countries to which your domestic competitors are
exporting. It is also advisable for you to explore your own state’s largest export markets, which may
reflect the competitive advantages of your state and/or historical trading partners. Refer to your state
trade offices for that data.

Due to their proximity to U.S. borders, Canada and Mexico can be good first choices for new-to-
export companies for logistical reasons. In addition, the United States has free trade agreements
with several countries/regions; these agreements can have significant impact on small businesses
doing business abroad. Learn more about free trade agreements.

Trade associations can often provide data on where companies in a particular industry sector are
exporting their products. Additionally, U.S. government databases and reports from other global
organizations can identify those countries that represent significant export potential for your product.

For example:
e U.S. Census Foreign Trade Website, the official source for U.S. export and import statistics.

— This informative site includes export statistics, information on export regulations, commodity
classifications, and a host of other trade-related topics.

e World Factbook, produced by the Central Intelligence Agency.

¢ World Population, published by the Department of Commerce’s U.S. Census Bureau.
¢ The World Bank Atlas, available from the World Bank.

¢ The United Nations International Trade Statistics Yearbook.

Some of these resources are free online; others are available for purchase.
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Determining the Most Penetrable Markets

Once you have defined and narrowed your search to a few prospective foreign markets for your
product, you will need to examine them in detail. List the top three markets that your research has
shown to be most penetrable for your product, and continue to explore them in depth. There are

many resources available to help you select which foreign markets are most conducive to selling your
product. Check out Training and Counseling in Chapter 3 as well as Where to Find Answers, below.

; Worksheet

Most Penetrable Markets

Conducting Your Initial Market Research: Where to Find Answers

At the U.S. government’s exporting portal: www.export.gov/mrktresearch/index.asp:

e Country and Industry Reports

¢ Video Market Report Library

e Country Facts, Data, Demographics

e Customized Market Research Services

¢ Partners and Trade Leads to match interests, business focus and export strategy

Export.gov is managed by the International Trade Administration in collaboration with:

@ Department of Agriculture
e

Department of Commerce

Export-Import Bank of the U.S.

Office of the U.S. Trade Representative

Department of Energy Overseas Private Investment Corp.

Department of State Small Business Administration

Department of Treasury U.S. Trade and Development Agency

At the U.S. Census Bureau/Foreign Trade:

¢ The Census Bureau now provides facts, figures and information that was formally available at the
National Trade Data Bank.

At Small Business Development Centers:

® These centers are affiliated with the U.S. Small Business Administration and offer a wealth of
information, counseling, and expertise for small business exporters. Locate your nearest SBDC.

You will learn more about doing in-depth market research in Chapter 5. Developing Your
Marketing Plan.
R\ ¢
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Exploring Foreign Markets: Additional Considerations

About Political Risk

It is prudent to factor in potential political risk as well as commercial risks when targeting foreign
markets. These can be checked by using the Country Credit Assessment prepared by economic
specialists of the Use the “Quick Select” alphabetical country
selection for a review of a country’s credit standards.

Trade Legality

The U.S. government maintains a list of prohibited companies and individuals. You can cross-check
the legality of trading with these entities by reviewing the listing of Specially Designated Nationals (SDN)
at the U.S. Treasury’s website. The site also contains a comprehensive list of sanctions that prohibit
trade with designated countries.

For the High-Tech Industry

If you produce technology-based products, it is important for you to become familiar with export
regulatory compliance.

¢ Department of Commerce: Bureau of Industry and Security’s Export Administration Regulations (EAR).
e U.S. Department of State: International Traffic in Arms Regulations.

Modifying a Product for Exportability

Making cultural and product modifications as well as packaging and/or labeling changes are a
necessary part of preparing export ventures.

¢ Conforming to entry requirements that are of a technical nature—such as the CE Mark for entry
into the European Union markets —may require redesigning or retrofitting your products in order to
be allowed entry.

¢ Talk to your local U.S. Export Assistance Center about specific requirements. Commercial Service
trade specialists can offer advice and information on these requirements as well.

e Search the customs website(s) for the country/ies to which you are considering exporting.

Tariffs and Import Restrictions

Another fundamental issue to discuss with your local
U.S. Export Assistance Center or other trade specialists
involves tariffs or import restrictions, which may exist for
your product.

VEacT
According to the Small Business
Administration, new-to-export
businesses often tend to choose
too many markets at first. For most

small businesses, choosing one to
* |[n many cases, experienced trade specialists can assist you three foreign markets initially is

in achieving clearance simply by helping you understand the recommended.

e Food items, supplements and cosmetics may require
pre-clearance prior to import into a foreign market.

process or by providing details on the requirements.

Back to Beginning |
of Chapter |

www.sha.gov 4. Getting Started: Creating an Export Business Plan | 27


http://www.exim.gov/tools/country/country_limits.cfm
http://www.treasury.gov/resource-center/sanctions/SDN-List/Pages/default.aspx
http://www.ntis.gov/products/export-regs.aspx
http://pmddtc.state.gov/regulations_laws/itar_official.html
http://www.sba.gov/content/us-export-assistance-centers
http://www.sba.gov/content/us-export-assistance-centers

Back to Back to Beginning
Previous View of Chapter

Tariffs At-A-Glance

Tariffs are the taxes imposed on imported goods in the target markets. Unless you
are trading within the North American Fair Trade Agreement area (the United
States, Canada and/or Mexico) or in markets linked to the U.S. by trade
agreements, tariffs can become a major factor in determining your pricing.

¢ [f tariffs raise the price of imported goods beyond the level of domestic goods,
you may not be competitive.

¢ To determine the rate of duty, you will need to identify the Harmonized number
for the product you wish to export.

While each country has its own schedule of duty rates, most classification
systems are based on the Harmonized System of Tariff Nomenclature, which was
developed by the World Customs Organization.

Learn more about local tariffs and taxes at the World Bank’s business regulation
site: www.doingbusiness.org.

Defining Which Markets to Pursue

Once your research has revealed the largest, fastest growing and simplest markets to penetrate for
your product or service, the next step is to define which markets to pursue.

e |t is best to test one market and then move on to secondary markets as your expertise develops.

¢ Focusing on regional, geographic clusters of countries is more cost effective than choosing
markets scattered around the globe, especially when you plan trips or marketing events.

; Worksheet

Market Expansion:
Benefits/Trade-offs

!

Business Analysis

!

Industry Analysis

!

Products with Export Potential

!

Matching Products to Global Trends/Needs

!

Most Penetrable Markets

!

Markets To Pursue
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