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Export Tips — Finding Sales

If you are new to export, you will soon learn that there are many
challenges - in terms of documentation, logistics, finance and
legal, to name a few.

But before any of these can occur, you need a sale — someone
who will actually buy your product in another country. So how
do you get started?

Trade Shows: Exhibit at an international trade show in your
industry.

Every industry sector has them, and they are a great way to
meet international buyers. These buyers are a valuable source
of market intelligence telling you what product or product line
interests them in their country, and possibly what kind of com-
petitive situation exists there. Your follow-up is important.
Promptly send the product information you discussed to con-
tinue the dialog, and get an indication of pricing and potential
sales volume.

State Government: Check with your state’s international trade
office (usually associated with the economic development divi-
sion in your state's capitol.) They a good source of market infor-
mation, and if this is your first international trade show, you may
be able to get state aid to help.

Federal Government: If you already know which product you-
want to export, and have targeted a particular country, your
local U.S. Department of Commerce Commercial Service office
can set you up with a Gold Key Matching Service in that coun-
try, providing you with several qualified potential agents, dis-
tributors, sales reps and business partners. For more informa-
tion on Gold Key, click on this Link:

http://www.export.gov/salesandmarketing/eg main 018195.asp

Worldwide Sales Reps: There are several ways to identify
agents and manufacturers reps in other countries, although you
will need to do your own due diligence.

Check with the U.S. Chamber of Commerce chamber
offices abroad (AmCham) in the specific country or
countries you're targeting for information on how to
find a sales rep or agent:

http://www.uschamber.com/international/directory/default.

Go online to the International Union of Commercial
Agents and Brokers at http://www.iucab.org/nl/ and
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If you have questions about exporting - whether new
to export, or already exporting - send us your ques-
tion. We will acknowledge your question within 24
hours, and in most cases, our panel of experienced
advisors can send a response within 72 hours.

The IBN panel consists of international bankers, mar-
keters, attorneys, freight forwarders, government spe-
cialists, and other experienced exporters and export
specialists.

Visit our online form to send us a question at:
http://www.ibnewsmag.com/current_issue.html#9

Or email your questions to:
newsletter@ibnewsmag.com

Detailed responses may take longer, and may involve on-going
discussion, and agreement.

Note that the comments and responses received are furnished
only as general guidance. They do not constitute legal or similar
expert advice, the same requiring a more fully detailed and exten-
sive understanding of your situation and all the circumstances of

on sales reps in those countries.
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responses and comments are not necessarily approved by I1B-
News, or any of the persons on its staff, and cannot be treated as
the opinions, comments, or responses of IBNews, InterMark3, Inc,
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The World Is Your Marketplace.

InterMark3 will help get you there.

With proven:

« Business Development, Marketing & Sales
« Trade & Investment
« Specialized Communications

If you are looking to establish international ties for your organization, InterMark? is your source. Since
1989, InterMark? has worked with companies and organizations from the Heartland — and the world -
to help achieve their international business and investment goals.

Introducing Paul Mastilak

Paul is Senior Associate for International Business Development, with extensive experience in establishing
and managing company sales operations in many countries throughout the world through the use of
sales representatives, distributors and wholly-owned operations.

In addition to managing international business for several companies in the Midwest, he served as
director of international development for the states of Pennsylvania and Washington, and is a
Thunderbird MBA graduate.

Find out r;\ore about InterMark3 and our services visit our Web site. ! NTE ﬁ M A H K 3

www.intermark3.com Kansas City USA
TEL | 913.248.7770
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