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Why Export?

➔Nearly 96 percent of consumers live outside 
the U.S.

➔Two-thirds of the world’s purchasing power is 
in foreign countries and 87% of its economic 
growth. The resulting opportunities are 
immense.

➔In a dramatic shift over the past several 
decades, U.S. exports are now nearly evenly 
divided between developed and developing 
countries.



Less than 2% of US companies export (the US 
Chamber of Commerce says its over 9%). Of 
those companies, almost 60% export to only 

one foreign market.



Why do you want to export?

❖Enhance domestic competitiveness 
❖ Increase sales and profits 
❖Gain global market share 
❖Reduce dependence on existing market
❖Exploit corporate technology and know-how 
❖Extend the sales potential of existing products 
❖ Stabilize seasonal market fluctuations 
❖Enhance potential for corporate expansion 
❖ Sell excess production capacity 
❖Gain information about foreign competition 
❖Earn benefits from the cross-pollination of ideas to 

discover new ways of using products and services and 
novel ways of conducting business
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A business may be required to:

❖Use short-term profits to achieve long-term gains 
❖Hire staff to launch the export expansion 
❖Modify product or packaging 
❖Develop new promotional material 
❖Incur added administrative costs 
❖Dedicate personnel for traveling 
❖Wait longer for payments 
❖Apply for additional financing 
❖Obtain export licenses 



• Export readiness

• Prepare your product

• Prepare your team

• Identify and prioritize countries



Export Readiness
• There are tools to help guide discussions within your organization

• There are also more in-depth resources to help you identify specific areas 
that you need to address before exporting. 
https://www.trade.gov/exporter-assessments 
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Export Questionnaire             
US Commercial Service - http://export.gov/begin/assessment.asp

1. Does your company have a product or service that has been successfully 
       sold in the domestic market?

Yes / No
2. Does your company have or is your company preparing an international    
     marketing plan with defined goals and strategies?

Yes / No
3. Does your company have sufficient production capacity that can be   
     committed to the export market?

Yes / No
4. Does your company have the financial resources to actively support the 
     marketing of your products in the targeted overseas markets?

Yes / No
5. Is your company’s management committed to developing export markets and 
     willing and able to dedicate staff, time and resources to the process?

Yes / No



6. Is your company committed to providing the same level of service given to   
     your domestic customers?

Yes / No
7. Does your company have adequate knowledge in modifying product  
    packaging and ingredients to meet foreign import regulations and cultural  
    preferences?

Yes / No
 8. Does your company have adequate knowledge in shipping its product 
      overseas, such as identifying and selecting international freight forwarders 
      and freight costing?

Yes / No
9. Does your company have adequate knowledge of export payment   
     mechanisms, such as developing and negotiating letters of credit?

Yes / No



In-Depth Export Assessments

• CORE  is a self-assessment tool that will allow 
you to systematically and objectively identify 
your company's strengths and weaknesses 
concerning exporting. Diagnostic Tools - Core >> 
globalEDGE: Your source for Global Business 
Knowledge

• http://www.sba.gov/exportbusinessplanner 
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Do You Need an Export License?

• Exporters must ensure the export complies with 
the Export Administration Regulations (EAR). 

• Verify that your export does not involve 
prohibited/restricted end uses/users, activities or 
destinations (under parts 736, 744, or 746 of the 
EAR) 

https://www.bis.doc.gov/index.php/regulations/export-administration-
regulationsear 
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• Screen the parties to your transaction using the 
Consolidated Screening List 

https://www.export.gov/csl-search

• Your item could be subject to the EAR and may or 
may not require a license:

–  a) If it is on the Commerce Control List (CCL), classified in a 
specific Export Control Classification Number (ECCN); or b) 
Designated EAR99. Most EAR99 items can be exported 
under the designation NLR (No License Required)

https://www.export.gov/csl-search
https://www.export.gov/csl-search
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Make Your Product Export-Ready

• Meet the health and safety standards and regulatory 
requirements of the target market.

https://www.trade.gov/country-commercial-guides   

In a minute, I’m going to tell you about 

ISTEP. It provides 50% reimbursement up 

to $10,000 to meet foreign standards

https://www.trade.gov/country-commercial-guides
https://www.trade.gov/country-commercial-guides
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Your Export-Ready Product
• Will you change your selling price?

• Modify products, packaging and labeling by market 

• Provide for training and after-sales service



Take-Aways

• In the beginning, almost everyone to varying 
degrees is overwhelmed by the process.       
It’s OK!

• Companies in the U.S. tend to internationalize 
slowly.

• Companies generally have a sense of what 
they need to work on. However, there can be 
blind spots… management commitment. 



Assemble Your Team

Common areas for additional training for existing employees 

include:

Export compliance - understanding the laws and regulations 

governing international trade.

Export documentation and logistics – includes product classification 

(HTS codes and Schedule B numbers) and understanding freight 

forwarding 

International trade finance - awareness of available financing and 

insurance options to mitigate risks associated with international trade.

Market research and strategy - conducting market research to identify 

and prioritize potential markets.

Cultural awareness and country knowledge - understanding the 

impact of cultural differences on business communication and 

practices in international settings.



Your Internal and External Team
• Internal - that person in sales may not always be the best 

solution. Determine if you need to hire outside expertise. 

• External - your existing bank and accountant may not have 
the relevant experience and services you need. 

➢You’re going to need an international attorney. ELAN will 
help you identify the key legal issues facing your 
company. They will explain basic contractual 
requirements, taxes and regulations. 
https://exportlegal.org/  

• Engage facilitating firms with the needed expertise, 
including freight forwarders.

➢Be clear on the extent of services offered by shipping 
carriers, such as DHL and FedEx.

https://exportlegal.org/


Your Team of International Trade Experts

• Local – Illinois SBDC International Trade Centers offering 
confidential, no-cost trade advising. You can find your 
closest center here

• State - the Illinois Department of Commerce and 
Economic Opportunity (IL OTI) has offices in the world’s 
major markets, manages the ISTEP program and leads 
State of Illinois trade missions.

• Federal – the U.S. Commercial Service under the 
International Trade Administration offers overseas 
assistance through our embassies and consulates around 
the world. They also have a full range of trade assistance 
services. There is a fee, but they’re heavily subsidized 
and ISTEP can be used to reimburse 50% or 75% of costs.

https://viewer.blipstar.com/blipstar?uid=5161672
https://dceo.illinois.gov/smallbizassistance/export/istepprogram.html#:~:text=%E2%80%8BIllinois'%20State%20Trade%20and,assistance%20to%20increase%20their%20exports.
https://www.trade.gov/all-services


Choosing Countries to Prioritize

• Proximity – most exports go to our neighbors, 
Canada and Mexico

• Comfort level – same language and cultural similarity. 
Canada, UK, Australia?

• FOMO – your competitors are there, or Vietnam is 
where “everyone” wants to be.

• Customer interest – if you’re getting a lot of emails 
from Germany, maybe Germany should be first on 
your list

• You know a guy – you met the perfect distributor at a 
trade show.



There is a better way…

• Don’t let your markets choose you. 
Formulate a proactive export strategy, so  
you’re choosing your markets.

• Use trade data to determine where your 
product has the most potential. 

• This requires you to classify your products 
using the Harmonized System (HS). You can 
use that HS code to track where your goods 
are being shipped around the world. 



Classify your Product Using the 
Harmonized System

• HS Code- a standardized numerical system for 
classifying products. It is used by countries 
around the world to uniformly identify and 
describe products for purposes such as 
assessing duties and gathering statistics. See 
here for details.

• Prescription Sunglasses HS code - 9004.10. 
Schedule B number - 9004.10.0000

https://www.trade.gov/harmonized-system-hs-codes


Or cheat: use the US Census Bureau 

Schedule B number lookup tool here.

https://uscensus.prod.3ceonline.com/ui/




Track Global Trade Using Your HS code

• For example, UN Comtrade allows you to 
enter your HS code to identify the top 
importers of all the products classified under 
that code. https://comtradeplus.un.org/TradeFlow 

https://comtradeplus.un.org/TradeFlow




https://www.youtube.com/watch?v=oflKZUj2BgE 

https://www.youtube.com/watch?v=oflKZUj2BgE


Conduct a Global Market Opportunity 
Assessment (GMOA)

• This involves identifying indicators that 
suggest demand for your product

• Create a matrix to use a three-phase approach 
to narrow down prospective target countries 
by examining increasingly specific indicators. 
Start with general macro-level indicators 
(Indicator 1) and end with indicators that are 
specific to your product (Indicator 3) to 
identify your top countries.



Prescription Sunglasses HS code - 9004.10. 
Schedule B code - 9004.10.0000

• Indicator 1 – macro-level economic, political and consumer 
behavior potential 
– adjusted per capita income
– number of sunny days

• Indicator 2 - industry-specific indicators
– Import of prescription lenses
– Number of retail sunglass outlets

• Indicator 3 - product-specific indicators
– Import of sunglasses
– Import of glasses

• Convert the measures into a score. Weights are assigned to 
each variable to establish its relative importance (maybe 1 for 
the weakest indicators and 3 for the strongest). 



The end result looks like this



Or Cheat….



1. Know why you’re going international beyond increasing sales.  Will you do 
this by augmenting a slow period in your sales cycle?

2. Choose your market. Don’t let it choose you. How do you identify and 
prioritize countries?

3. Consider how each country is going to provide you access to other 
countries and regions.

4. Make sure you’re ready to commit if you’re responsible for making the 
decision, or have buy-in from the decision makers .

5. Be realistic about the demands that it will put on your  resources in time 
and money

6. Build your team, both internal and external. You’ll need external support 
from accountants, bankers and lawyers, as well as freight forwarders and 
export assistance  centers.

5. Know your product or service and what is going to need to be changed for 
each market you enter, eg pricing, packaging, certifications or licenses, 
product modification, etc.

Success Factors



Assistance Hypothetical
• Determine export readiness and address any weaknesses

• Classify your products and identify indicators

• Create a matrix to identify the countries with the best potential for your 
products or services and prioritize your first market.

• Discuss findings with trade specialists in the targeted country – Illinois 
Office of Trade and Investment’s overseas offices and US Commercial 
Service posts.

• Find a trade show or trade mission. Submit an application for US 
Commercial Service matchmaking. Consider an International Partner 
Search with Virtual Introductions https://www.trade.gov/international-
partner-search 

• Submit an ISTEP application to cover the trade show, matchmaking and 
approved travel (50% or 75% reimbursement up to $10,000)

• Inquire if the Illinois Office of Trade and Investment can do an outreach 
campaign 

• Inquire if there will be a State of Illinois or US Commercial Service 
presence at the show

https://www.trade.gov/international-partner-search
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