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Import Export lectures 
 

Lecture 1 
 

Learn chapter 6 – 15 + PowerPoints 

Chapter 6 
Styles of doing business overseas vary from country to country: best way to overcome cultural 

differences is hiring someone who understands both cultures (local agent or partner) 

Local behaviour affects global marketing: Business manners and methods, punctuality and courtesy, 

religious customs dietary practices and dress codes.  

Cultural adaptations (change your marketing-mix) 

- Adapting the product: adapt your product to local preferences (name, colours, packaging) 

- Adapting the promotion: make sure your promotion understands the local market, legal 

regulations, culture and uses a correct language. 

- Adapting the price: adapt the price to the local market 

- Adapting the distribution: where to sell it? 

- The human factor: Sensitivity to cultural differences is important 

Using local language 

Importance: 

- Spoken: whichever one gives a commercial advantage 

- Written: Especially in formal contacts     Perfect language 

Perfect language is important, because translation errors could be slightly misleading. 

Chapter 7 - Export marketing mix 
Market segmentation, targeting, positioning 

Corporate and marketing objectives  segmentation  Targeting  Positioning  Marketing-Mix 

You can subdivide the market according to: 

- Geography (customers in different countries have different needs) 

- Demographics (age, sex, religion) 

- Psychology (characteristics depending on the personality and lifestyle) 

- Behaviour (brand loyalty, eagerness to purchase and use of a product) 

Segmentation: 

- Consider variables for segmenting market 

- Look at profile of emerging segments 

- Validate segments emerging 

 



Targeting: 

- Decide on targeting strategy 

- Decide which and how many segments should be targeted 

Positioning: 

- Understand customer perceptions 

- Position products in the mind of the customer 

STP steps to be taken 

Market Segmentation 

1. Identifying segmentation variables and segmenting the market 

2. Developing profiles per segment 

Market Target groups 

3. Evaluating the attractiveness per segment 

4. Selecting the segments 

Brand Positioning 

5. Identifying potential positioning concepts for each chosen segment 

6. Choosing, developing and communicating the chosen positioning concept 

Segmentation 

- Who are the biggest customers? The most profitable? 

- How could the market be segmented into groups that would require a unique business 

strategy? 

Why? Not only for selecting the target market, but also for: 

- Approach of these markets 

o Different marketing mixes for different segments 

o Effect on brand image/positioning and assortment decisions 

- Single segment or multiple segments or entire market? 

- Characteristics of target segments 

o General (age, income etc.) 

o Situation specific (product usage) 

Segment: Group of potential customers 

Four conditions: 

- Homogeneity/heterogeneity 

- Sufficient size 

- Measurable/identifiable 

- Accessible 

(brand) positioning = position in the mind of people (related to competition) 

 



Product: More than the physical/tangible product  product mix 

Product modification is necessary for the following reasons: 

- The wants, needs, and lifestyle of local customers differ from their foreign counterparts 

- You must reach a particular target group in the foreign market 

- The consumption market is different in a foreign market, influenced by: 

o Climate 

o Legal requirements regarding articles of use, food and foodstuffs 

o Divergent product specifications 

o Measurements and weights 

o A foreign language 

When exporting a product take in consideration: 

- Packaging 

- Brands (Brand name and trademark) 

- CE Mark (Conformité Européenne, required for industrial products traded in the EU) 

- Patents 

- Copyright 

- Warranty and Product Guarantee 

- Service 

- Production abroad (Cheaper, shorter delivery times) 

- Exporting know-how 

Pricing: not only the basic price 

Price mix 

- Higher export price due to product modification 

- Extra overhead 

- Distributors margin differ 

- Currency risks 

- Transport costs 

- Bank guarantees 

- Etc.  

Distribution (place): also distribution mix 

2 aspects: 

- Selection of the right distribution channels (outlets, distribution centres etc.) 

- Physical distribution (getting it at the right place, right quality, quantity etc.) 

Promotion: Promotion policy 

- Objective 

- Target group 

- Methods = ‘’promotional mix’’ 

- Costs/budgets 

- What’s the message 

 



Three basic models for international communication strategy: 

- International: major convern is domestic market, exporting operations to one or more 

countries abroad  

- Multinational: Company with branches in various countries 

- Worldwide: Head office treats the whole world as one market. 

Your mode of communication in foreign markets depends on 3 factors: 

- Business objective: Market share vs profit/ Long term vs Short term 

- Type of products: Consumer / B2B 

- Type and accessibility of communication methods 

People: Select the right people 

Presentation: How the company presents its sales activities to its buyers 

Politics: Adaption needed to local international situation (laws, import restrictions, etc.) 

Chapter 8: Delivering the goods 
Transportation options 

Own transport: benefits: 

- Promotion instrument 

- Service (faster?) 

- Fewer problems with returned goods and packaging 

- Better contact with your customer 

Own transport often MORE expensive than outsourcing 

Outsourcing: benefits: 

- Specialists 

- No investments in transport means 

- No transport employees 

- No transport organizing activities 

Modes of transport 

Choice based on: 

- Type of goods 

- Usefulness of a particular transport system 

- Packaging requirements 

- National legal requirements 

- Delivery conditions 

- Destination 

- Speed 

- Costs 



 

Road transport: Fast delivery, because of scheduled delivery and next day delivery 

Air cargo: High speed and long distance, but low volume and high prices 

Rail: Less flexible than by road, very useful for heavy goods and really cheap 

Waterways: Most often used for intercontinental transport and cheap. 

Packaging 

Vital element in export operations for: 

- Protection 

- Efficiency in handling and storage 

- Legal claims 

- Environment (recycling 

- Marketing/promotion 

Package materials: 

- Wood: natural material 

- Carton and paper: synonymous with ecology, safety and lightness 

- Plastic: modern material but low on the ecological scale 

- Metal: Strength, reliability and capacity 

Marks and labels (symbols or text on packaging or labels) 

- Indicate type of product (fragile, perishable, flammable) 

- Provide important information (to fit standards) 

Goals? : Meet shipping regulation, proper handling, identify of contents, help receivers identify 

shipments and meet environmental and safety standards. 

Shipping documentation: Filling in forms is a fact of life when it comes to export 

In general forms contain information for and about: 

- You (exporter) 

- The company receiving the goods 

- The transporter (shipping agent) 

- Weight 

- Discription of the goods and brand names 



- Other requirements applying to the shipment 

For all types of transport there are different transport documents: 

 (explanation in book) 

EU transit documentation 

T1: goods originating from third (not EU) countries 

T2: goods originating from countries within EU 

TIR carnet: used for the transit of goods under the control of European customs offices 

- Sealed at the originating country 

- Unsealed at the country of destination 

 

International Commercial Terms 

Incoterms are an accepted set of regulations drawn up by the International Chamber of Commerce. 

Incoterms govern the interpretation of the most commonly used contractual terms in foreign trade 

agreements. This means the uniform guidelines set forth in Incoterms reduce the risk of legal 

complications and misunderstanding resulting from different trading practices. 

E (ex) category 

F (free) category 

C (cost) category 

D (delivered category) 

EXW (ex works) 

FCA (free carrier) 

FAS (free alongside ship) 

FOB (free on board) 

CFR (cost and freight) 

CIF (cost, insurance, freight) 

CPT (carriage paid to) 

CIP (carriage insurance paid) 

DAT (delivered at terminal) 

DAP (delivered at place) 

                     DDP (delivered duty paid) 

Multimodel Transportation: mode of transport of goods by at least two different modes of transport, 

on the basis of a contract of multimodal transport from a point in one country to a point specified 

another country for delivery. 



Chapter 10 – Foreign pricing 
Setting the export price 

3 ways of setting an export price: 

- Demand-oriented pricing (difficult): Based on historical data extrapolated into the future. In 

some cases research by questionnaires or interviews will take place to get an idea as to what 

the price development will be.   

- Competitor-oriented pricing  

 

- Cost-plus pricing: relatively easy, but not ideal because it’s calculated with figures out of 

your own company. It’s not compared to your competitors and the market 

Demand-oriented pricing could be best, because you do research for which price consumers would 

buy your product.  

Export cost drivers 

In general the same as domestic 

Differences come from additional export related costs: 

- Delivery conditions: Incoterms which the seller and buyer agree upon, the more obligations 

the seller accepts the higher his export price will be. 

- Payment conditions: Each payment method comes at its own price, you will need to 

calculate these costs and apply them to the export price. 

- Distribution channel: Do it yourself or hire someone else, you will need to work out how 

many links of the distribution chain it takes for your product to reach the end consumer. 

Each link has its own add-on cost, thus increasing the total export price. 

- Marketing and managerial factors: The remaining export-specific costs come from the 

changes made to the marketing mix and the changes made to facilitate or enhance 

management of the export business. 

Pricing 

Not only the basic price, but the ‘’price mix’’ 

 

 



Standard export pricing models 

2 Models: 

Model 1, based on: 

- Total cost of production 

- Budgeted sales volume 

Model 2, based on: 

- Starts at possible selling price 

- Deduct costs to come to potential manufacturing cost price 

 

Chapter 11: Financial Planning (export plan translated into money) 
Financial plan 

Considering feasibility of your export plan, for whom? 

- Yourself (planning, risks, financing) 

- The bank/financing parties (loan) 

- Third parties (potential clients, business partners etc.) 

4 main areas: 

- Results (= exploitation budget) 

o Expected turnover and costs in an upcoming period 

- Investments 

o Resources needed for future export activities 

- Liquidity 

o Estimate income and outgoing cash payments 

- Finance 

o Estimated financing needs 

Results projection (profit-and-loss statement) 

Result projection is in fact a profit-and-loss statement for the upcoming period, and as such provides 

an important prognosis of the financial feasibility of your export activities. 

Turnover, costs, investments 



Wise to compose several variants (scenario’s): Optimistic, realistic and worst-case 

Covering risks by insurance: Not necessarily everything should be insured  you have to find out 

what risks you expect and decide which ones should be covered. 

- Transit insurance: if export are incidental, consider buying transit insurance 

o Loss of value or total loss of the products as a result of damage or theft 

o Costs made to avoid damage or to reduce further damage 

o Cost to be made to store, ship and load cargo 

o Strike and war risks 

- Export-credit insurance: covers items like non-payment and political risks 

o Manufacturers risk: no fault of your own you cannot deliver the goods 

o Currency risk: losses due to fluctuations in exchange rate 

o Warranty risk: the risk of having to repair or replace damaged goods. 

- Liability insurance (product responsibility): covers product and legal liability 

o Provides coverage against a manufacturer’s or seller’s liability for losses or injuries to 

a buyer, user or bystander caused by a defect or malfunction of the product, in other 

words: when it is your own fault. 

- Foreign exchange risks insurance: provides against fluctuating exchange rates (4 areas): 

o Receivables: home currency value decreases due to changes in foreign exchange rate 

o Cash flows: Present value of future cash flows is reduced due to foreign exchange 

rate changes. 

o Asset values: Value of foreign assets decreases as a result of foreign exchange rate 

changes. 

o Competitive advantage: Strengthening of the home currency increases the price of 

your goods sold in foreign currencies compared to competitors goods, resulting in a 

declining market share. 

Investment projection 

To get insight in the sort of capital needed: 

- Fixed asset: materials assets are valued on the basis of acquisition price, less depreciation, 

determined on the basis of estimated economic lifetime. 

- Floating assets: assets that will be consumed or turned into cash, usually within one year. 

- Expected costs, unexpected costs (often about 10%) 

Liquidity projection 

How quickly and cheap an asset can be converted into cash 

Concerns the expected flow of cash (incoming and outgoing) 

- Cash flow 

- Taxes on sales 

- Value-added tax (TAX) 

Differences: 

- Trading inside the EU (goods and services are VAT-taxable) 

o Destination principle: Goods delivered to another company for further distribution to 

end-users 



o Origin principle: Goods delivered to end-users (are VAT-taxable in the originating 

country) 

- Trading outside the EU 

o In general zero tariff if proved that it is indeed exported to outside EU, but there ar 

some exceptions: 

 Buyer collects the goods himself or commissions them to be collected 

Zero tariff only applies if documentary evidence that your company is indeed exporting goods 

outside the EU. 

Chapter 12: Financial resources 
Finance projection 

Problems often arise from the extended payment terms 

This makes it all more crucial to know what financial resources you’re going to need to bridge the gap 

between order receipt and payment. 

Prognosis/projection identifies: 

- What sort of funding you will need and 

- When you will need it 

 

 

Credit 

When time of delivery doesn’t match with the time of payment 

Buyers credit: buyer pays before delivery (prepayment) 

Suppliers credit: buyer pays after delivery (late payment) 

- Risk of not being paid 

- To be covered by a financing bank 

o But not without credit assurance 

Checks: 

- Credit check on customers 

o Credit- or trading-application form 

- Credit information suppliers 

o Graydon, Dunn & Bradstreet, Chambers of Commerce 

- Credit warning system (defend yourself against credit abuse) 

o From sales administration, and a successful warning system depends on: 

 An up-to-date administration system 

 Active management 

 Fast-acting and accurate staff 

 

 



Factoring (https://www.youtube.com/watch?v=XVmfxfDPFPQ)  

Supplier’s credit (giving buyers credit) can result in cash flow problems 

(Local) factoring companies can take over the collection function 

- Collect money 

- Cover the risks 

Subsidies 

Governmental support in: 

- Market orientation: Developing export strategy, execution pilot projects, feasibility studies 

- Financial transactions: For more expensive goods (like capital goods, produced on order) 

o Pre-financing: all resources required in the trajectory prior to delivery. 

o After-financing: financial resources required after delivery takes place. 

- Insurance requirements: a credit insurer like Atradius can help you get a better loan from 

your bank, several types of guarantees: 

o Bid bond: safety bond guaranteeing that in the event a bid is accepted, the successful 

contractor will sign the contract and furnish a performance bond. 

o Performance bond: Bond guaranteeing that one party will faithfully perform 

contractual obligations to another party. 

o Advance payment bond: guarantee that a principal will repay or liquidate any money 

advanced to it that is related to construction, supply bonds or other contracts. 

Other resources 

Ownership capital: easiest route 

Loans: friends and family 

Leasing:  

- Operational: when lease instalments do not cover the entire value of the property.. Gives the 

option of returning goods acquired when the goods become outdated or no longer needed.  

- Financial: in fact just a form of borrowing money. 

Corporate venturing 

- Several mutual beneficial relationships between companies 

o On particular skills or knowledge 

o Provides access to established marketing and distribution channels, or 

complementary technologies. 

 

 

 

  

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


Chapter 9 Foreign Payments 
 

- Different procedures 

- Higher risks       More difficult 

 

International aspects 

Foreign currency  exchange rate risks 

Two situations: 

- Set exchange rates 

o Related to us dollar  not many changes in relation to $ 

- Floating exchange rates 

o Every day a different rate 

Differences with national: Waiting time, less guarantee that payment will occur 

Forms of payment 

Most common: 

- Cash payment 

o No special documents required 

o Lower cost, faster than other forms 

o 2 forms: 

 Cash in advance 

 Cash after delivery of goods 

o 3 forms: 

 Chartal (coins and notes) 

 Giral (direct debit, accept giro, business payments, transfers, tele giro) 

 Cheques (bank cheque or personal cheque) 

- Documentary draft (less risk of payment, when you don’t know each other very well) 

o Form of payment by sending the required documentation via his bank to the 

exporters bank. 

o 3 forms: 

 Documents against payment: when payment is expected immediately 

 Documents against acceptance: when a credit period has been agreed 

 Bank guaranteed draft: to remove the risk of non-payment 

- Letter of credit (L/C): Buyers bank promises to pay the exporter only if the exporter complies 

with all the terms and conditions of the L/C 

o 4 parties involved 

 Buyer/Importer: applies for the credit by asking his bank to issue 

 Issuing bank: Task on the obligation to issue 

 Advising bank: Receivers the L/C, check conditions and issues the credit to 

the exporter. 

 The exporter: Has to supply the right documents to receive payment 

 



 

 

 

Foreign currency 

Agreement needed on which currency uses 

2 issues: 

- Currency exchange 

o Transaction risks: refers to actual conversions from one currency to another  effect 

on cash flows. 

o Translation risks: accounting issue  effects of exchange raters once consolidating 

financial statements of foreign subsidiaries.  

- Currency hedging 

o Strategy that tries to minimize exposure to fluctuation risks  stability in cash flows 

o Using future contracts or forward contracts to hedge currency risks 

 

 

 



Internal hedging techniques: 

- Billing currency: by choosing the invoicing currency the exporter tries to move the currency 

risk as much as possible towards the buyer. 

- Matching: opening a bank account in a foreign currency so that you can match the local 

currency. 

- Currency exchange rates: the buyer and seller agree that the invoiced amount will be 

adjusted to the exchange rate prevailing at the moment of payment. 

- Leading and lagging: extending or shortening the terms of payment, according to the 

prevailing exchange rate. This method is generally used by large concerns. 

- Netting and clearing: an international calculation method which clears the differences in 

exchange rates and the amounts resulting from transactions. 

External hedging techniques: 

- Futures contract 

- Forward contract 

- Option 

- Insurance against currency exchange risk 

A futures contract covers the following key features of a transaction: 

- Quantity and quality of the commodity being exchanged 

- Date on which the exchange is to take place 

- Method of delivery 

- Price at which the commodity will be purchased 

Currency insurance can be taken out under the following conditions: 

- Only if the currency risk cannot be covered through a fture contract or forward hedge. The 

contract usually runs more than two years. 

- If it concerns one of the following transactions:  

o Delivery of capital goods 

o Exploitation of large projects 

o Deliveries of services 

Chapter 13: Organisational Consequences and the Action Plan 
 

Changing company culture 

2 main reasons for major reorganisations of your company: 

- Need to fit the organisation to cope with the implications of going international 

- Need to focus on the higher demands that export requirements will place on individuals or 

departments and the company as a whole 

Understand what the customers want 

- Appoint an international marketing manager = make the new export task ‘’important’’ 

(specialised approach) 

- Take local culture in consideration 

o Example: will a female manager be expected? 



Taks/responsibilities marketing manager: (Points action plan) 

- Determine needed resources for export 

o Time 

o Labour 

o Money 

- Estimate structural adjustments and improvements 

- Calculate costs 

Concrete steps 

Action plan: the tactics used to execute export strategy. 

Planning strategy: long term view (3 years or more) 

Action plan = Operational plan  translate to concrete components 

- To be realised in short term (>1 year) 

- (relatively) easy to manage and control 

Year goals, periodical milestones, concrete steps  Projects 

Safeguarding progress 

Evaluation (every month) 

- Check progress with project leaders 

- Identify bottlenecks and obstructions 

o Objectives set too high (or too low) 

o Activities/project not carried out as planned 

o External factors 

Project management strategy  RASCI + GOKIT 

Chapter 14: Export documents from a European perspective 
European Customs 

Eu (1993) removed all fiscal borders inside Europe. 

Trade within EU is called ‘intra-community traffic’ (Traffic from not EU members still Import-Export) 

- Easier 

- Increased administrative requirements for exporters 

o Adding to the invoice VAT identity codes of both seller and buyer 

o Declaring VAT on all transactions made inside the EU 

o Declaring EU transactions to the buyers national revenue office and census bureau 

All goods travelling by sea or air must still be cleared by customs 

It pays to know about customs ins and outs! 

 

 

 



Commonly used documents 

2 categories: 

- General import requirements: Licenses, quotas, registrations etc. 

- Product-specific requirements: Packaging and labelling, health certificates, other products 

related certificates 

 

ATA (Admission Temporaire/Temporary Admission) carnet: 

The ATA carnet is a standard document used to obtain temporary duty-fee admission for export into 

most countries of the world. 

Armed with an ATA carnet you can: 

- Make advance customs arrangements at predetermined cost 

- Take your product samples with you while visiting more than one country 

- Use your ATA carnet for several trips during its valid period (usually one year) 

- Return home with your goods or product samples without problems or delays 

Certificate of Origin: authenticate the country of origin of the goods. 

Processing system certificates 

- Outward processing (active traffic): allows goods to be exported out of the country of origin 

for a processing operation elsewhere. 

- Inward processing (passive traffic): enables exporters to supply materials for the production 

of their exports without being subject to customs duties, including VAT 

European Trade 

SAD (Single Administrative Document) 

- Most important trade document in the EU 

- Used for the import, export and transit of goods in and out of and through EU countries and 

the European Free Trade area. 

- Also used for trade with some other countries. 

- SAD is used for the following declarations: 

o Imports and export in general 

o Bonded goods in warehouses 

o Import/export traffic covered by processing certificates 

 



EUR.1 Movement certificate 

Does not lonely authenticate the EU-origin of goods, but also gives preferential entry – usually a 

reduction of import duties or zero duty rates – for goods shipped to the currently 27 participants. 

Other documents 

- Legal signature: legal signature on an official document, such as a power of attorney 

required for an international transaction. 

- Export license: (strategic category) 

- Health control: (plants, animals and chemical products) 

- Authenticity certificates 

When it comes to administration, export can seem overwhelming  involve export support 

professionals 

Transaction documents 
Quotation 

Describes: 

- Product 

- Price 

- Delivery conditions 

- Terms of sale 

- Terms of payment 

Often more detailed than in domestic situation 

Don’t wait for the customers  you can send any potential client an quotation 

Pro forma invoice 

Legal document between supplier and buyer that provides certain details of a commodity. 

- Necessary for buyer to get 

o An import licence 

o Opening letter of credit 

o Arranging funds 

- Not used for payment (final invoice) 

See appendix 2, chapter 15 for all the items on a pro forma invoice 

Mutual agreement 

Contract binding to both parties concerned, for export an agreement or contract, whereby the seller 

accepts the obligation to deliver goods and the buyer accepts the obligation to pay for these goods. 

Local differences but general for all agreements: 

- Binding rights: these rules are compulsory. In other words, they must be kept to by both 

parties. They have been formulated specially to safeguard the rights of the weaker party. 

- Regulating rights: Rules either side is allowed to include in an agreement but they are not 

binding. 



An mutual agreement includes: 

- Names and addresses of parties 

- Product description (including quality and quantity) 

- Price 

- Delivery conditions 

- Payment terms 

See appendix 3 for a mutual agreement 

Set terms and conditions 

To avoid the hassle of having to write a completely new contract for every new export deal, most 

exporters work with set terms and conditions. 

The following subjects are amongst those included in general terms and conditions: 

- Quotation and acceptance 

- Product quality and volume 

- Packaging and delivering 

- Payment, terms and penalties 

- Cancelling and modification of the order 

- Returns 

- Industrial and intellectual copyrights 

- Warranties and responsibilities 

- Which national court? 

- Place where the terms conditions are deposited 

Acceptance or refusal of goods. 

The buyer can accept or reject goods by: 

- Conveying his/her acceptance to the seller 

- Acting in a manner that is inconsistent with the sellers ownership of the goods. 

- By keeping the goods without notifying the seller that they have decided to reject them 

Final invoice 

Invoice to obtain payment for the goods supplied to the buyer. In addition it provides details of the 

transaction for the authorities. The final invoice also can function as a proof of export. 

The invoice includes: 

- Name and address of seller and customer 

- VAT numbers (if EU) 

- Seller’s invoice number and date 

- Customer order number 

- Full discription of goods 

- Packing and shipping info 

- Terms of payment, total value of goods 

- Amount to be paid. 

 

 



Ten Exporting Tips 

1. Exporting takes plenty of persistency 

a. go for it; focus on long run achievements 

2. Write an export plan  

a. Clarity for yourself and others 

3. Start off with a thourough study of the foreign market 

4. Be prepared to adapt everything 

5. Ensure you have sufficient work force and production capacity to deal with the extra work 

6. Make sure your personnel have het right attitude! 

7. Assure top management involvement 

8. Finance resources is crucial 

a. especially in the beginning 

9. Consider language and cultural differences!!!! 

10. You don’t have to know everything there is to know about export! 

a. Involve experts, consultants and collegues; be open to learn! 

 


