
Numbers
201-227 Commodity Specialist Team

Numbers, 45–46
748-P BIS Form, accessing, 37, 39

• A •
Afghanistan, International Trade

Commission office in, 264
agency agreement. See also agreements

agent details, 308–309
alternative dispute resolution procedure,

317
arbitration, 317
brand names, 314
brief overview, 307–308
choice of law, arbitration, 316
compliance with law, 315
confidential information, 316
covenant not to compete, 314–315
Customs clearance and duties, 316
exclusivity, 309
expenses, 314
maintenance of stock and parts, 311
minimum performance requirements, 310
ordering procedure, 311–312
other clauses, if applicable, 317–318
payment terms, 311
price of products, 310–311
product liability insurance, 315
products covered by, 310
promotional strategy, 312–313
risk of loss, 311
sales forecast, 313–314
salesperson employment, 313
subagents, 316–317
supplier details, 308
term of, 317
territorial limitation, 309
trade secrets, 316
trademarks, 314

using, 307
warranties, 315

agents. See also businesses
commissions earned by, 31, 33
versus distributors, 27
setting up businesses as, 32, 94
types of, 30–31
using with direct exporting, 11

agreements. See also agency agreement;
contracts; distributor agreement; sales
agreements

developing with overseas suppliers,
85–87

drafting, 95–96
agricultural products, import licensing, 44
air shipments, packing, 198
air waybill, including, 205
airfreight, handling, 196
Albania, International Trade Commission

office in, 264
Algeria, International Trade Commission

office in, 264
Angola, International Trade Commission

office in, 264
anti-boycott requirements, considering,

39–40, 243
anti-dumping taxes, advisory about,

231–232
Antigua, International Trade Commission

office in, 264
apparel, Chain Store Guides for, 158
arbitration

agency agreement, 316–317
distributor agreement, 305–306

Argentina, International Trade Commission
offices in, 264

associations, encyclopedia of, 155–156
auctions of unclaimed goods, obtaining

information about, 222
Australia

International Trade Commission offices
in, 265

U.S. trade agreement with, 22
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320 Import/Export For Dummies 

Austria, International Trade Commission
offices in, 265

Azerbaijan, International Trade
Commission office in, 266

• B •
back-to-back letter of credit, paying by, 177
Bahrain

International Trade Commission office in,
266

U.S. trade agreement with, 22
balance of payments (BOP), explanation of,

124
Bangladesh, International Trade

Commission office in, 266
bank accounts, opening for businesses,

60–61
Barbados, International Trade Commission

offices in, 266
Barbuda, International Trade Commission

office in, 264
Beauty Care Supply Guide, subscribing to,

78–79
behavioral segmentation, process of, 105
Belgium, International Trade Commission

offices in, 266–267
Belize, International Trade Commission

office in, 267
BERA (Business and Economic Research

Advisor), consulting, 93
bill of exchange, paying by, 174, 187–190
bill of lading. See also contracts

including, 202–205
as proof of ownership, 212
purpose of, 183

binding ruling, definition of, 48
BIS (Bureau of Industry and Security)

explanation of, 37
getting classification from, 37

BISNIS (Business Information Services for
the Newly Independent States), 151

Bolivia, International Trade Commission
office in, 267

bonded warehouses, 42, 219–220

BOP (balance of payments), 
explanation of, 124

boycotts, considering as export regulation,
39–40

brand names
covering in distributor agreement, 303
including in agency agreement, 314

branding products, 111–112
Brazil, International Trade Commission

offices in, 268
brokers as agents, 31. See also Customs

brokers
Brunei, International Trade Commission

office in, 268
Bulgaria, International Trade Commission

office in, 268
Bureau of Industry and Security (BIS)

explanation of, 37
getting classification from, 37

business certificate
partners, 56
sole proprietorship, 52–53

business directories
Made-in.com, 82–83
researching for import markets, 135
WAND.com, 90–92

business opportunities, evaluating, 14
business partners, securing appointments

with, 146
business research directories, consulting,

136
businesses, 95–96. See also agents;

distributors; small businesses in U.S.
opening bank accounts for, 60–61
registering, 60
selecting office locations for, 61
setting up e-mail for, 62
setting up Internet access for, 62
setting up telephones for, 62
starting, 25

business-to-business market
buyer behaviors in, 108–109
components of, 100
demand in, 108
segmenting, 105–106
selling to, 119
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buyer behaviors
business-to-business market, 108–109
consumer market, 106–107
exploring for target market, 102

buyers
for import markets, 132–133
matching with sellers, 83
relationship to distributors, 28
role in buying center, 109

buyers and sellers
matching, 83
relationship to distributors, 28

buying center case study, 110

• C •
C&F (cost and freight) shipping, using,

169–170
Canada, International Trade Commission

offices in, 268–269
Canada, U.S. trade agreement with, 22
capital, types of, 32–33
cargo insurance, obtaining, 199
Caribbean Basin Initiative (CBI) 

duty rate, 228
carrier’s certificate, purpose of, 212
cash in advance, paying by, 174–175
CBI (Caribbean Basin Initiative) 

duty rate, 228
CBP (Customs and Border Protection)

contacting, 47–48
Web site, 239

CCL (Commerce Control List), accessing, 37
certificate of origin, including, 205–206
Chad, International Trade Commission

office in, 270
Chain Store Guides, consulting, 157–159
Chambers of Commerce, worldwide

network of, 84
Chile

International Trade Commission offices
in, 270

U.S. trade agreement with, 22
China, International Trade Commission

offices in, 270

Chiquita Brands International case study, 40
CIF (cost, insurance, and freight) shipping,

using, 169, 238
Colombia

International Trade Commission offices
in, 270–271

U.S. trade agreement with, 22
colors, symbolism of, 14–15
Columbus MarketPlace merchandise mart,

138
Commerce Control List (CCL), accessing,

37
commercial invoice, information required

on, 200–201
Commercial News USA magazine,

downloading, 142–143
commercial risks, considering, 245
commingling and packing, 230
commissions, earning as agents, 31, 33
commodity specialist teams, getting

import help from, 45–47
companies

naming, 49–51
searching with Kompass, 82

competition
considering, 126
considering for exports, 168
considering in pricing products, 114
researching for import markets, 133–136

computed value, definition of, 224–225
confidential information

agency agreement, 316
distributor agreement, 305

confirmed letter of credit, paying by, 176
consignment, paying by, 174, 191
consular invoice for exports, including, 202
consular offices, obtaining list of, 84
consumer market

buyer behavior in, 106–109
definition of, 99–100
segmenting, 104–105
selling to, 118–119

consumer products, import licensing, 44
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contracts. See also agreements; bill of lading
contents of, 238
developing with overseas suppliers,

85–87
drafting, 95–96

convenience goods, deciding to buy, 107
convenience stores, Chain Store Guide for,

159
convertible currency, using in

countertrade, 193
corporations, pros and cons of, 58–59
cost, insurance, and freight (CIF) shipping,

using, 169, 238
cost and freight (C&F) shipping, using,

169–170
Costa Rica

International Trade Commission offices
in, 271

U.S. trade agreement with, 22
costs

computing for exports, 167
considering in pricing products, 114

countertrade system, using, 193
countervailing duties taxes, advisory

about, 232
countries. See also International Trade

Commision offices
BOP (balance of payments) for, 124
finding information about, 126
identifying suppliers in, 75–77
narrowing for export markets, 123
participation in CBI (Caribbean Basin

Initiative), 228
participation in GSP (Generalized System

of Preferences) duty rate, 227–228
product standards in, 242
restrictions for exports to, 38

country risks, considering, 245
country-of-origin markings, requirement of,

229–230
covenant not to compete

agency agreement, 314–315
distributor agreement, 303

cultural conditions, considering, 14–16
cultures

definition of, 125
finding information about, 126

currency exchange rates
fluctuations in, 16–17, 25, 124, 192
risks associated with, 16–17

currency index, 289–294
currency quotation, example of, 16–17
customer and supplier, contact between, 29
customers

characteristics of, 133
identifying, 153–154

Customized Market Research Program,
143–144

Customs (U.S.)
recordkeeping requirements of, 239
regions and districts, 287–289

Customs and Border Protection (CBP)
contacting, 47–48
Web site, 239

Customs benefits, availability to 
exporters, 41–42

Customs brokers. See also brokers as
agents

accessing list of, 239
hiring, 239
purpose of, 213–215
role in letter of credit drawn at sight, 184
working with, 215–216

Customs clearance
covering in agency agreement, 316
distributor agreement, 304–305
making, 213
speeding up, 230

Customs duties. See also duty rates
agency agreement, 316
distributor agreement, 304–305

Customs entry
documents required for, 216–218
of imported merchandise, 222

Customs forms
3461 (entry/immediate delivery), 216, 218
5291 (power of attorney), 213–214
7533 (entry manifest), 216–217

CUSTOMS Info, subscribing to, 125
Customs information, locating, 196
Customs policies and procedures, 235–236
Cyprus, International Trade Commission

office in, 271
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• D •
DBA form, completing for sole

proprietorship, 52–53
DDP (delivered duty paid) shipping, using,

170
deductive value, definition of, 224
demand

business-to-business market, 108
exports, 168

demographic segmentation, process of,
104–105

Denmark, International Trade Commission
offices in, 271

Department of Agriculture, financing
available from, 262

destination control statement for exports
including, 206–207
requirement of, 38

diamonds, conflict, 43
direct exporting

definition of, 10
using, 11–12

direct-mail lists, researching for import
markets, 135–136

The Directory of United States Exporters,
consulting, 93–94

The Directory of United States Importers, 155
discount and general merchandise stores,

Chain Store Guide for, 158
discounting, using with time letter 

of credit, 186
discounts, considering in pricing 

products, 114
dispute resolution

agency agreement, 317
distributor agreement, 306

distribution channel
example of, 117
identifying, 118–120

distribution policies, considering for
competitors, 134

distributor agreement. See also
agreements

alternative dispute resolution procedure,
306

anticipated purchase requirements, 302

arbitration, 306
benefit of, 297
brand names, 303
choice of law, arbitration, 305
compliance with law, 303–304
confidential information, 305
contents of, 296
covenant not to compete, 303
Customs clearance, 304–305
Customs duties, 304–305
distributor details, 297
exclusivity, 298
expenses, 302
maintenance of stock and parts, 300
minimum performance requirements,

298–299
ordering procedure, 300–301
other clauses, if applicable, 306–307
payment terms, 300
price of products, 299
product enhancements, 303
product liability insurance, 304
products covered by, 299
promotional strategy, 301–302
risk of loss, 300
subagents, 305
term of, 306
territorial limitations, 297
trade secrets, 305
trademarks, 303
using, 296
warranty, 304

distributors. See also businesses
versus agents, 27
characteristics of, 28–29
linking suppliers to, 81–84
profit potentials for, 33
setting up businesses as, 94
types of, 29
using with direct exporting, 11

Djibouti, International Trade Commission
office in, 271

DOC business contact programs. See also
U.S. Department of Commerce (DOC)

Commercial News USA, 142–143
Customized Market Research, 143–144
Gold Key Service, 146
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DOC business contact programs (continued)
International Company Profile, 144
International Partner Search, 142
National Trade Data Bank/Global Trade

Directory, 145–146
Platinum Key Service, 146–147
TOP (Trade Opportunity Program), 145

DOC Export Assistance Center, contacting,
142, 145, 150

DOC trade event programs
certified trade missions, 148–149
IBP (International Buyer Program),

148–149
Multistate/Catalog Exhibition, 150
Trade Fair Certification, 148

dock and warehouse receipt for exports,
including, 205

documentary collection
versus letter of credit, 187
parties in, 187
paying by, 174, 187–190

documentary requirements, dealing 
with, 196

documentation
air waybill, 205
bill of lading, 202–205
certificate of origin, 205–206
commercial invoice, 200–201
consular invoice for exports, 202
destination control statement for exports,

206–207
dock and warehouse receipt for 

exports, 205
for entering goods into U.S., 216–218
export license, 207
inspection certificate, 205
insurance certificate, 207
packing list, 209
shipper’s export declaration for exports,

207–208
shipper’s letter of instructions, 202–203
tracking for exporters, 245

dollar. See U.S. dollar
dollar stores, Chain Store Guide for, 158
domain name, registering for Web sites, 64
domestic versus global business, 12–17

Dominican Republic
International Trade Commission 

office in, 271
U.S. trade agreement with, 22

draft, paying by, 187–190
drawback, applying to Customs duties, 41
DR-CAFTA (Dominican Republic–Central

America Free Trade Agreement), 24,
229

drop-shipping distributor, description of,
29

drug and HBC (health and beauty care)
stores, Chain Store Guide for, 158

dual-use items, classification of, 38
dutiable status, determining, 47–48,

223–225
duty liabilities, considering, 229
duty rates. See also Customs duties

availability in free trade agreements, 23
CBI (Caribbean Basin Initiative), 228
covering in distributor agreement,

304–305
GSP (Generalized System of Preferences),

227–228
NAFTA and DR-CAFTA, 229
versus tariff classifications, 48
U.S.-Israeli Free Trade Area Agreement, 228

duty-free status, availability of, 226

• E •
EAR (Export Administration Regulations),

explanation of, 37
ECCN (Export Control Classification

Number), 37, 125
economic forces

considering, 13, 15, 124
considering in pricing products, 114

economies, expansion of, 21
Ecuador, International Trade Commission

office in, 271
EEP (Export Enhancement Programs),

availability of, 262
Egypt, International Trade Commission

offices in, 272

324 Import/Export For Dummies 

31_260944-bindex.qxp  5/19/08  11:26 PM  Page 324

htt
p:/

/w
ww.pb

oo
ks

ho
p.c

om



El Salvador
International Trade Commission 

office in, 272
U.S. trade agreement with, 22

Election of Small Business Corporation
form, filing, 59

EMCs (export management companies),
using, 10–11

Encyclopedia of Associations, consulting,
155–156

Encyclopedia of Business Information
Sources, consulting, 92–93, 103, 154

entrepreneurial approach, adopting, 25
entry barriers, examples of, 124
entry manifest form, example of, 217
entry types

FTZs (foreign trade zones), 220
immediate delivery, 219
mail entry, 220–221
warehouse entry, 219

entry/immediate delivery form, example
of, 218

environmental forces, impact of, 12–17
EPA (Environmental Protection Agency),

requirements of, 41
etiquette, considering for Web sites, 65
evidence of right to make entry, providing,

212–215
exchange rates. See currency exchange

rates
exclusivity, covering in distributor

agreement, 298
Ex-Im (Export-Import) Bank of the U.S.,

financing available from, 261
EximInfo.org, description of, 80–81
expenses

agency agreement, 314
distributor agreement, 302

Export Administration Regulations (EAR),
explanation of, 37

export assistance, obtaining by state, 151
Export Control Classification Number

(ECCN), explanation of, 37, 125
Export Enhancement Programs (EEP),

availability of, 262
Export Express Program, description of,

262–263

export freight forwarders, using, 196
export licensing

applying for, 39
following up on, 39
requirements for, 36–39, 207

export management companies (EMCs),
using, 10–11

export markets. See also markets
analyzing, 126–127
narrowing list of countries for, 123
screening, 122–123

export regulations, anti-boycott
requirements, 39–40

export shipments, marking and labeling, 198
export statistics, obtaining, 122–123
Export Working Capital Program,

description of, 262
Export Yellow Pages, features of, 150
export-control classification code,

determining, 37
exporter information, sources of, 125
exporters. See also freight forwarders; U.S.

exporters
advice for, 241–245
Customs benefits available to, 41–42
identifying markets for, 241–242
versus importers, 12, 21
letter of credit checklist for, 186
methods of payments for, 244–245
online research sources for, 127–128
rules for, 230
tracking documentation, 245
use of letter of credit drawn at sight, 185
use of trade agreements by, 22

exporting
considering, 26–27
definition of, 9
direct, 10–12
forms of, 10–12
indirect, 10–11
piggyback, 11

exports. See also U.S. exports
competition for, 168
computing costs for, 167
controls and licensing requirements 

for, 243
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exports (continued)
countries restricted for, 38
definition of, 36
demand for, 168
increases in, 20–21
pricing, 166–168
violations related to, 38

ex-quay shipping, using, 170
EXW (ex-works) shipping, using, 170

• F •
FAS (free alongside ship), using, 170
FCPA (Foreign Corrupt Practices Act),

explanation of, 40, 243
FDA (Food and Drug Administration),

requirements of, 41
federal depository libraries, finding, 

123, 128, 146
financing

Ex-Im, 261
exports through U.S. Department of

Agriculture, 262
SBA (Small Business Administration)

programs, 262
Finland, International Trade Commission

offices in, 272
fixed assets, purchasing, 32
FOB (free on board) shipping, using, 170
forecasting sales volume, 32
foreign buyers, selling products to, 150
foreign exchange quotations, considering,

16–17, 21
Foreign Free Ports, definition of, 42
foreign governments, contacting, 84
foreign markets

entering into, 20
risks associated with, 244–245

foreign sellers, checking reputations of, 237
Foreign Terrorist Organization, 

designation as, 40
Foreign Trade Report, downloading, 122
Form 2553 (Election of Small Business

Corporation), filing, 59
Form Request Service, contacting, 37

France, International Trade Commission
offices in, 272–273

free on board (FOB) shipping, using, 170
free trade agreements, duty rates 

offered by, 23
Free Trade Zones, definition of, 42
freight forwarders. See also exporters

benefits of, 195–197
documents handled by, 183
finding, 197
hiring, 245
role in SD/DP (sight draft documents

against payment), 189
transferring cargo to, 182

FTZs (foreign trade zones), 42, 220

• G •
Generalized System of Preferences (GSP)

duty rate, 227–228
geographic segmentation, process of, 104
Georgia, International Trade Commission

office in, 273
Germany, International Trade Commission

offices in, 273
Ghana, International Trade Commission

office in, 273
Gift, Housewares, and Home Textile Buyers

Salesman’s Guide, 157
GIST Net, description of, 125
Global Sources, subscribing to, 77–78
global versus domestic business, 12–17
Gold Key Service program, description of,

127, 146
goods. See also imported merchandise;

products
determining dutiable status of, 223–225
examination of, 223
rates assessed for, 225

government assistance programs
Ex-Im (Export-Import) Bank of the U.S., 261
SBA (Small Business Administration),

262–263
USDA (U.S. Department of Agriculture), 262
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government tenders
issuing of, 100
support for, 146–147

Greece, International Trade Commission
offices in, 273–274

grocery stores, Chain Store Guide for, 159
gross margin, considering, 33
GSP (Generalized System of Preferences)

duty rate, 227–228
guarantees, purpose of, 113
Guatemala

International Trade Commission 
offices in, 274

U.S. trade agreement with, 22

• H •
Harmonized Tariff Schedule for the United

States (HTSUS), 47, 124, 225–226. See
also tariff

hazardous waste, exporters of, 41
HBC (health and beauty care) and drug

stores, Chain Store Guide for, 158
Honduras

International Trade Commission office in,
274

U.S. trade agreement with, 23
Hong Kong, International Trade

Commission offices in, 274–275
Hong Kong Trade Development Council

Web site, 83
Hotel and Catering Supply Guide,

subscribing to, 79
Hungary, International Trade Commission

offices in, 275

• I •
IBP (International Buyer Program),

description of, 148–149
ICC Guide to Incoterms 2000, ordering

online, 169
Iceland, International Trade Commission

offices in, 275
IL designation, explanation of, 228
immediate delivery entry, 

availability of, 219

import controls, investigating, 243
import help, getting from commodity

specialist teams, 45–47
import licensing, 43–45
import markets. See also markets

Bolivian pewter case study, 132
potential buyers in, 132–133
researching at merchandise marts,

136–140
researching at trade shows, 136–140
researching competitors in, 133–136

import products, pricing, 115–116
import quotas. See quotas
import requirements (U.S.) overview,

211–212
imported merchandise. See also goods;

products
auction of, 222
entry through Customs, 222

importers
advice for, 235–239
concerns of, 133
versus exporters, 12, 21
looking for, 75–77
quoting prices for, 171
role in SD/DP (sight draft documents

against payment), 188–189
use of trade agreements by, 22

import/export
benefits of, 20–26
considering, 27

importing
considering, 25–26
definition of, 9

imports
control and regulatory requirements,

235–236
tariff classifications for, 47–48

Incoterms
becoming familiar with, 169
exporters, 244
importers, 238

India, International Trade Commission
office in, 275

indirect exporting
relationship to EMCs (export

management companies), 10–11
relationship to piggyback exporting, 11
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Indonesia, International Trade Commission
office in, 276

industrial marketers, resource for, 90
Industrial Supply Buyer’s Guide, subscribing

to, 79
industry distributor directories

The Directory of United States 
Importers, 155

Encyclopedia of Associations, 155–156
Encyclopedia of Business Information

Sources, 154
using, 153–154

Industry Sector Analysis Reports,
downloading, 126, 128–129

industry trade directories, consulting, 92
inspection certificate, including, 205
inspection service, using with letter of

credit drawn at sight, 185
insurance certificate, including, 207
insurance coverage

exporters, 244
importers, 238
obtaining for cargo, 199

International Buyer Program (IBP),
description of, 148–149

International Company Profile program,
using, 77, 144, 237

international economies, taking 
advantage of, 20–21

international market insight reports,
downloading, 129

International Partner Search program,
description of, 142

international pictorial symbols, obtaining
list of, 198

international sales agreements
agents, 96
distributors, 95–96

International Trade Commission offices,
list of, 263–287. See also countries

international trade, engaging in, 19
Internet. See Web sites
Internet access, setting up 

for businesses, 62
Ireland, International Trade Commission

offices in, 276
irrevocable letter of credit, paying by, 176,

179, 186

ISPs (Internet service providers),
contacting, 62

Israel
International Trade Commission 

offices in, 276
U.S. trade agreement with, 23

ITA (International Trade Administration)
Web site, 122

Italy, International Trade Commission
offices in, 277

IVL (individually validated license),
explanation of, 37

• J •
Jamaica, International Trade Commission

office in, 277
Japan, International Trade Commission

offices in, 277–278
Jordan

International Trade Commission 
office in, 278

U.S. trade agreement with, 23

• K •
Kazakhstan, International Trade

Commission office in, 278
Kenya, International Trade Commission

office in, 278
KPCS (Kimberley Process Certification

Scheme), 43
Kuwait, International Trade Commission

office in, 278

• L •
labeling

products, 112
shipments, 197–198

languages, considering, 16
Latvia, International Trade Commission

office in, 278
law compliance, 314–315

agency agreement, 315
distributor agreement, 303–305

legal conditions, considering, 13–14
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legal forces, considering, 124–125
letter of credit

application for, 179–180
checklist for exporters, 186
versus documentary collection, 187
paying by, 176–177
reviewing, 182

letter of credit drawn at sight
minimizing risk of, 185
paying by, 174, 177–185
potential delays related to, 183–184

licenses
applying for, 39
determining requirement of, 37–38
requirements for, 38
types of, 36–37

licensing
imports, 43–45
requirements for exporting, 36–39
violations of, 36

limited partner, definition of, 55
Lithuania, International Trade Commission

office in, 278
LLCs (limited liability companies), 

forming, 59–60

• M •
MAFSI (Manufacturer’s Agents for the Food

Service Industry), 161
mail entry, using, 220–221
mailbox services, getting through UPS

Store, 61
Malaysia, International Trade Commission

offices in, 278–279
MANA (Manufacturer’s Agent National

Association), 160
Manufacturer’s Agents for the Food Service

Industry (MAFSI), 161
manufacturing costs, lowering, 24–26
market access barriers, reducing, 147
market demand

business-to-business market, 108
exports, 168

market potential, definition of, 33
market research

conducting, 102, 135–136
primary and secondary data in, 103

market segmentation
behavioral, 105
business-to-business, 105–106
consumer, 104–105
definition of, 104
demographic, 104–105
geographic, 104
psychographic, 105

market share, considering for competitors,
134

marketing
definition of, 101
niche, 104

markets. See also export markets; import
markets; target markets

business-to-business, 100, 132–133
consumer, 99–100, 132–133
definition of, 99, 123, 132–133
distinguishing, 101
identifying for exporters, 241–242
targeting, 102

Mauritania, International Trade
Commission office in, 279

Medical Equipment Supply Guide,
subscribing to, 79

merchandise marts
gathering information at, 139–140
researching import markets at, 136–140

Mexico
International Trade Commission offices

in, 279
U.S. trade agreement with, 23

Mongolia, International Trade Commission
office in, 280

My Corporation Business Services, Web
site, 58

• N •
NAFTA (North American Free Trade

Agreement), 42, 229
National Center for Standards and

Certification Information (NCSCI), 242
National Commodity Specialist Division,

contacting, 48
National Trade Data Bank (NTDB) reports,

obtaining, 122, 129
National Trade Data Bank/Global Trade

Directory, 145–146
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NCSCI (National Center for Standards and
Certification Information), 242

negotiable letter of credit
example of, 179, 181
presenting, 182

negotiable shipper’s order bill of lading,
example of, 203–204

negotiating with suppliers, 168
Netherlands, International Trade

Commission office in, 280
New York Region of U.S. Customs,

contacting, 288
New Zealand, International Trade

Commission offices in, 280
Nicaragua, U.S. trade agreement with, 23
niche marketing, conducting, 104
Nigeria, International Trade Commission

office in, 280
NLR (no license required), explanation of, 36
nonconvertible currency, using in

countertrade, 193
non-monetary trade, engaging in, 192–193
normal trade relations (NTR) rates,

explanation of, 225–226
North American Free Trade Agreement

(NAFTA), 42
North Central Region of U.S. Customs,

contacting, 289
Northeast Market Center merchandise

mart, 139
Northeast Region of U.S. Customs,

contacting, 287–288
Norway, International Trade Commission

offices in, 280
NTDB (National Trade Data Bank) reports,

obtaining, 122, 129
NTR (normal trade relations) rates,

explanation of, 225–226

• O •
ocean freight, handling, 196
office locations, selecting for businesses, 61
Oman, U.S. trade agreement with, 23
online research sources. See also Web sites

Export.gov, 127
GLOBUS, 128
STAT-USA/Internet, 127–128

open account, paying by, 174, 191
ordering procedure

agency agreement, 311–312
distributor agreement, 300–301

organization types
choosing, 51
corporations, 57–59
LLCs (limited liability companies), 59–60
partnerships, 54–57
S corporations, 59
sole proprietorships, 52–54

overseas contacts, matching with U.S.
firms, 127

overseas sales offices, using with direct
exporting, 12

overseas suppliers. See also suppliers
connecting with, 84
developing agreements with, 85–87
sourcing products from, 24–26

ownership of goods, proving, 212

• P •
Pacific Design Center 

merchandise mart, 139
Pacific Region of U.S. Customs, contacting,

288–289
packaging products, 112
packing and commingling, 230
packing list, including, 209
packing shipments, 197–198
Pakistan, International Trade Commission

office in, 281
Panama, International Trade Commission

office in, 281
Panama, U.S. trade agreement with, 23
partners, business certificate for, 56
partnership agreement, components 

of, 54–55
partnerships

cons of, 57
definition of, 54
liability of, 57
pros of, 55–56
tax incentives for, 56
termination of, 57
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parts and stock
agency agreement, 311
distributor agreement, 300

payment types
bill of exchange, 187–190
cash in advance, 175
consignment, 191
covering in agency agreement, 311
covering in distributor agreement, 300
exporters, 244–245
letter of credit, 176–177
letter of credit drawn at sight, 177–185
non-cash, 192–193
open account, 191
overview, 174
risks associated with, 175
time letter of credit, 185–186

penetration, definition of, 113
percentage of sales, gross margin as, 33
perception, considering in buying

decisions, 107
performance bond, definition of, 263
performance requirements

agency agreement, 310
distributor agreement, 298–299

personal factors, considering in buying
decisions, 107

personal identification number (PIN),
obtaining for SNAP-R, 37

personality, considering in buying
decisions, 107

Peru
International Trade Commission 

office in, 281
U.S. trade agreement with, 23

Philippines, International Trade
Commission offices in, 281

pictorial symbols, obtaining list of, 198
piggyback exporting, using, 11
PIN (personal identification number),

obtaining for SNAP-R, 37
Platinum Key Service, description of,

146–147
Poland, International Trade Commission

offices in, 281
policy stability, finding information 

about, 125

political conditions, considering, 13–14
political forces

considering, 124–125
considering in pricing products, 114

political stability, finding information
about, 125

Portugal, International Trade Commission
offices in, 281–282

prices, quoting for importers, 171
pricing

exports, 166–168
products, 113–116

pricing policies, considering for
competitors, 134

primary data, gathering, 103
pro forma invoice

explanation of, 165
using, 171–172

product enhancements, 314
agency agreement, 314
distributor agreement, 303

product liability insurance
agency agreement, 315
distributor agreement, 304

product life cycle, states of, 111
product line, definition of, 110
product mix

breadth and depth of, 111
identifying, 110

product price
agency agreement, 310–311
distributor agreement, 299

product selection, three E’s of, 70–72
product strategies, developing, 109–113
products, 310. See also goods; imported

merchandise
advertising, 116–117
assessing potential of, 72–73, 242
branding, 111–112
categories of, 36
consumer versus business, 100
convenience goods, 107
covering in agency agreement, 310–311
covering in distributor agreement, 299, 303
developing image of, 113
distributing, 118–120
distributor agreement, 299
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products (continued)
licensing, 39
licensing requirements for, 38
limits to imports, 220
packaging and labeling, 112
pricing, 113–116, 166–168
promoting, 116–118
regulating for export, 38
requesting samples of, 85
searching with Kompass, 82
selling to foreign buyers, 150
selling with other manufacturers, 11
sourcing, 12
sourcing from overseas suppliers, 24–26

professional associations, sources of, 103
profits

goals of, 113
potential of, 33

profits and sales, increasing, 20
promoting products, 116–118
promotional capital, definition of, 32
promotional discounts, offering, 114
promotional strategy, 300–301

agency agreement, 312–313
distributor agreement, 301–302

psychographic segmentation, 
process of, 105

publicizing products, 117
pull promotion strategy, using, 117
purchase contract, contents of, 238
purchase requirements, covering in

distributor agreement, 302
push promotion strategy, using, 117

• Q •
quotas

identifying, 124, 147, 231
researching requirements for, 236

quotation, request for, 171–172

• R •
RCRA (Resource Conservation and

Recovery Act) Hot Line, contacting, 41
registered trademarks, using, 51
regulations, Web site for, 14

regulatory standards, getting 
assistance with, 147

religions, considering, 15
restaurant operators, Chain Store Guide

for, 159
revocable letter of credit, paying by, 176
risk of loss

agency agreement, 311
distributor agreement, 300

Romania, International Trade Commission
office in, 282

Russia, International Trade Commission
offices in, 282

• S •
S corporations, requirements for, 59
SABRE Group, civil penalty imposed on, 40
sales, pricing products for, 113
sales agreements, setting terms of sale in,

169–171. See also agreements
sales and profits, increasing, 20
sales forecast, including in agency

agreement, 313–314
sales promotions, running for products,

117
sales volume, forecasting, 32
Salesman’s Guides, consulting, 156–157
Saudi Arabia, International Trade

Commission office in, 282
SBA (Small Business Administration)

programs, availability of, 262–263
Schedule B number, explanation of, 125
SD/DP (sight draft documents against

payment), paying by, 188–189
segmentation. See market segmentation
sellers

checking reputations of, 237
matching with buyers, 83
relationship to distributors, 28

selling products, 117
services and warranties, checking, 14
SGS (Societe Generale Surveillance)

contacting, 185
contacting regarding product samples, 85

shipments
arrival of, 222
packing and labeling, 197–198
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shipper’s export declaration for exports,
including, 207–208

shipper’s letter of instructions
example of, 182–183
including, 202–203

shipper’s mark, including, 198
shipping terms, overview, 169–170 
sight draft documents against payment

(SD/DP), paying by, 188–189
Simplified Network Application Process

Redesign (SNAP-R)
using, 37
Web site, 39

Singapore
International Trade Commission offices

in, 282
U.S. trade agreement with, 23

skimming, definition of, 113, 134
Small Business Administration (SBA)

programs, availability of, 262–263
small businesses in U.S., database of, 151.

See also businesses
SNAP-R (Simplified Network Application

Process Redesign)
using, 37
Web site, 39

Societe Generale Surveillance (SGS),
contacting, 185

socio-cultural forces, considering, 107,
125–126

socioeconomic conditions, considering, 13
sole proprietorships

completing business certificate for, 52–53
cons of, 53–54
fees associated with, 52
profit and tax incentive of, 52
pros of, 52–53

South Africa, International Trade
Commission offices in, 282

South Central Region of U.S. Customs,
contacting, 288

South Korea, International Trade
Commission offices in, 283

Southeast Region of U.S. Customs,
contacting, 288

Spain, International Trade Commission
offices in, 283–284

spot rate, definition of, 17

SRDS (Standard Rates and Data Service),
using, 135–136

Sri Lanka, International Trade Commission
office in, 284

standby letter of credit, explanation of, 263
start-up costs, analyzing, 32–33
state-sponsored export assistance,

obtaining, 151
STELA (System for Tracking Export

License Applications), contacting, 39
stock and parts

agency agreement, 311
distributor agreement, 300

subagents
agency agreement, 316–317
distributor agreement, 305

subsidy, definition of, 147, 232
supermarkets, Chain Store Guide for, 159
supplier and customer, contact between,

29
supplier details, covering in agency

agreement, 308
suppliers. See also overseas suppliers

building relationships with, 94
getting rejected by, 94–95
identifying in other countries, 75–77
linking to distributors, 81–84
negotiating with, 168
researching, 90–94

surety bond, purpose of, 213
survey research, conducting, 103
Sweden, International Trade Commission

offices in, 284
Switzerland, International Trade

Commission offices in, 284–285
System for Tracking Export License

Applications (STELA), contacting, 39

• T •
Tanzania, International Trade Commission

office in, 285
target markets. See also markets

assessing, 123–126
definition of, 123
researching, 102–103
segmenting, 102, 104–106
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tariff, definition of, 124, 147. See also
Harmonized Tariff Schedule for the
United States (HTSUS)

tariff classifications
determining for imports, 47
versus duty rates, 48
request for, 48

tariff information for exports, obtaining
online, 125

tariff rate quota, definition of, 231, 237
tax incentives, applying to partnerships, 56
tax information for exports, obtaining

online, 125
taxes, anti-dumping and countervailing

duties, 231–232
telex transfer (TT), paying by, 175
terms of sale, setting, 169–171
territorial limitations

agency agreement, 309
distributor agreement, 297

terrorist organizations, designations as, 40
textiles, importing, 231
Thailand, International Trade Commission

offices in, 285
Thomas Register directory, consulting, 90
time letter of credit, paying by, 174,

185–186
TOP (Trade Opportunity Program),

description of, 145
trade, engaging in, 19
trade agreements, making use of, 21–23
trade associations, researching for import

markets, 135
trade commission offices, using, 84
trade data, source of, 128
trade directories, consulting, 92
trade discounts, offering, 114
trade event programs. See DOC trade event

programs
Trade Fair Certification Program,

description of, 148
Trade Information Center, contacting, 142
trade leads, obtaining, 145
trade missions, description of, 

148–149, 151
Trade Opportunity Program (TOP),

description of, 145

trade publications
AsianProducts.com, 78–80
EximInfo.org, 80–81
Global Sources, 77–78
Trade Channel, 80

trade secrets
agency agreement, 316
distributor agreement, 305

trade shows
attending, 84
gathering information at, 139–140
researching import markets at, 136–140
in U.S., 149

trade specialists, contacting, 127
trademarks

agency agreement, 314
distributor agreement, 303
using, 51

trading partners, obtaining information
about, 144

trading process, clarifying, 86–87
transaction value, dutiable value as,

223–224
transferable letter of credit, paying by, 176
transportation costs, considering for

suppliers, 76
TT (telex transfer), paying by, 175
Turkey, International Trade Commission

office in, 285

• U •
U.K. (United Kingdom), International Trade

Commission office in, 286–287
UPS Store, getting mailbox services

through, 61, 83
Uruguay, International Trade Commission

office in, 287
U.S. Commercial Service, description of,

127
U.S. Customs. See Customs (U.S.)
U.S. Department of Commerce (DOC),

matches made by, 127
U.S. dollar, strong versus weak, 25
U.S. export laws, being aware of, 243
U.S. exporters, percentages of, 25. 

See also exporters
U.S. Exports of Merchandise Report on

NTDB, obtaining, 122
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U.S. exports, prohibited recipients of, 38.
See also exports

U.S. firms, matching with overseas
contacts, 127

U.S. Foreign Trade Zones Web site, 220
U.S. import requirements overview,

211–212
U.S. International Trade in Goods and

Services Report, downloading, 122
U.S. Patent and Trademark Office 

(USPTO), 51
U.S. Small Business Administration Office

of International Trade, contacting, 151
U.S. small businesses, database of, 151
U.S. trade agreements, countries 

involved in, 22–23
USDA (U.S. Department of Agriculture),

financing available from, 262
users, role in buying center, 109
U.S.-Israeli Free Trade Area Agreement, 228
USPTO (U.S. Patent and Trademark 

Office), 51

• V •
Venezuela, International Trade

Commission office in, 287
Video Gold Key Service, description of, 146
Video Market Briefing service, description

of, 144
Vietnam, International Trade Commission

office in, 287
Virtual Trade Mission service, description

of, 149–150

• W •
warehouse entry, arranging, 219
warehouse receipt for exports, including, 205
warranties

agency agreement, 315
checking, 14
distributor agreement, 304
purpose of, 113, 314–315

Web design, resources for, 65
Web hosts, finding, 64
Web sites. See also online research sources

7 W New York merchandise mart, 139
748-P BIS Form, 39

1800miti.com, 197
Alibaba.com, 83
AmericasMart Atlanta 

merchandise mart, 138
anti-dumping taxes, 232
AsianProducts.com, 78, 80
auctions of unclaimed goods, 222
Background Notes, 75, 128
BERA (Business and Economic Research

Advisor), 93
bill of lading, 202
BIS (Bureau of Industry and Security),

37–38
BIS Form 748-P, 39
biztradeshows, 137
bonded warehouses, 42
Bureau of Industry and Security (BIS), 38
Business and Economic Research Advisor

(BERA), 93
Business Environment Risk 

Intelligence, 125
Business Information Services for the

Newly Independent States (BISNIS), 151
business registration, 60
business research directories, 136
California Market Center 

merchandise mart, 138
Candy Buyers Directory, 154
carrier’s certificate, 212
CBP (Customs and Border Protection), 239
certificate of insurance, 207
Chain Store Guides, 158
Charlotte Merchandise Mart, 138
Chicago Merchandise Mart, 138
Columbus MarketPlace 

merchandise mart, 138
Commercial News USA magazine, 142
communication and gestures, 16
The Company Corporation, 58
consular invoice for exports, 202
consular offices, 84
countervailing duties taxes, 232
country commercial guides, 75, 128
country information, 126
country-of-origin markings, 230
cultural conditions, 15
cultural heritages, 126
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Web sites (continued)
Customs and Border Protection (CBP), 239
Customs brokers, 239
Customs regions and districts for U.S.,

287–289
Dallas Market Center 

merchandise mart, 138
Denver Merchandise Mart, 138
Department of Commerce Export

Assistance Center, 127
Directory of Freight Forwarding 

Services, 197
DOC Export Assistance Center, 

142, 145, 150
DOC-sponsored trade events, 147
domain names, 64
EAR database, 37
Encyclopedia of Business Information

Sources, 154
Ex-Im (Export-Import) Bank of the U.S., 261
export assistance by state, 151
Export Yellow Pages, 150
exporters’ markets information, 242
Federal Depository Libraries, 123, 128
Federal Maritime Commission, 196
Foreign Trade On-Line, 84
Foreign Trade Report, 122
Foreign Trade Zone (FTZ) information, 42
Foreign Trade Zones (U.S.), 220
freight forwarders, 197
FreightGate.com, 197
FreightNet.com, 197
FTZ (Foreign Trade Zone) information, 42
gestures and nonverbal communication, 16
Global Sources magazine, 78
Global Sources Trade Show Center, 137
Gmail, 62
government agencies and publications, 103
GSP (Generalized System of Preferences)

duty rate, 227
Harmonized Tariff Schedule for the

United States (HTSUS), 47, 124, 225
Hong Kong Trade Development Council, 83
Hotmail, 62
IBP (International Buyer Program), 149
ICC Guide to Incoterms 2000, 169
incorporation, 57

industry sector analysis reports, 126, 129
International Air Transport 

Association, 196
international business etiquette, 65
International Buyer Program (IBP), 149
International Company Profile, 237
international market insight reports, 129
international pictorial symbols, 198
ITA (International Trade 

Administration), 122
The Javits Center, 137
Kansas City Market Center 

merchandise mart, 138
Kompass, 82
L.A. Mart merchandise mart, 138
licensing requirements for products, 38
Made-in.com, 82–83
MAFSI (Manufacturer’s Agents for the

Food Service Industry), 161
MANA (Manufacturer’s Agent National

Association), 160
marketing and research companies, 103
merchandise marts, 138–139
Miami International Merchandise 

Mart, 138
Minneapolis Mart merchandise mart, 138
My Corporation Business Services, 58
National Center for Standards and

Certification Information (NCSCI), 242
National Technical Information 

Service, 129
National Trade Data Bank/Global Trade

Directory, 146
NCSCI (National Center for Standards and

Certification Information), 242
The New Mart merchandise mart, 138
New York MarketCenter 

merchandise mart, 138
The New York Merchandise Mart, 138
Northeast Market Center 

merchandise mart, 139
NTDB (National Trade Data Bank)

reports, 129
Pacific Design Center 

merchandise mart, 139
packing list, 209
pictorial symbols, 198
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PIN for SNAP-R, 37
The Pittsburgh Expo Mart 

merchandise mart, 139
planning, 63–64
Political Risk Services, 125
promoting, 66
quotas for commodities, 231
RCRA (Resource Conservation and

Recovery Act) Hot Line, 41
registering domain names for, 63–64
regulations in other countries, 14
research and marketing companies, 103
San Francisco Giftcenter & Jewelrymart

merchandise mart, 139
SBA programs, 263
SGS (Societe Generale Surveillance), 185
Small Business Administration, 151
Small Business Development Centers, 123
SNAP-R, 39
Societe Generale Surveillance 

(SGS), 85, 185
SRDS (Standard Rates and 

Data Service), 136
tariff information for exports, 125
tax information for exports, 125
Thomas Register directory, 90
trade agreements, 23
Trade Channel magazine, 80
Trade Fair Certification Program, 148
Trade Information Center, 142
trade leads, 145
trade missions, 149, 151
trade shows in U.S., 149
trade specialists, 127
Tradeshow Week, 137
TSNN.com, 137
UPS Store, 61, 83
U.S. Exports of Merchandise Report on

NTDB, 122
U.S. foreign trade zones, 220
U.S. International Trade in Goods and

Services Report, 122

U.S. Small Business Administration Office
of International Trade, 151

USA Trade Online, 123
USDA programs, 262
WAND.com, 83, 90–92
Web Style Guide, 65
weight conversion calculator, 198
WNC (World Network of Chambers of

Commerce), 84
Yahoo! Mail, 62

weight conversion calculator, 
accessing, 198

wholesale grocers, Chain Store Guide
for, 159

WNC (World Network of Chambers of
Commerce) Web site, 84

World Network of Chambers of Commerce
(WNC) Web site, 84

• Y •
Yemen, International Trade Commission

office in, 287

• Z •
Zimbabwe, International Trade

Commission office in, 287
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