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Finding the right foreign business partners
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What YOU NEED IS
some EXPERT HELP

NO...Not Him!

You need to
work with us....
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We’ll Help Make the
World Your Market!

Are your products exportable, and where

Strategies to approach foreign markets

Promoting your goods overseas

Finding/ engaging trade partners
Expand Your Export Sales!

int, multiple web sources including: maxesdefaultpg. on wiwwyoul
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TRADE PROMOTION SERVICES

I; a rk—ﬂ tE-m.brv,r l

[Market Resead
o —

., }.{aﬁe;tiSing and P-"-_“'T';f‘?'“_f!‘_‘f;_
CI- cacx,; & bispufe Resolution
AdvoC

‘,r: Session 5:

-' Approaching the Market
|

STRATEGY

(things to consider)

* Resources - financial & pPersonn el
* Product type
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Indirect exporting

*Passive through US
distributors

*Piggy-back
*Through an intermediary |

Direct exporting (pro-active)
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OPMIONAL SALES CHANNEL:!

= Distributors

= Sales agents

= Overseas office

= Foreign retailers

» Direct sale to end users
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Intnl. Company Profile
Intnl. Partner Search
Gold Key

Platinum Key

* Trade events

* Trade leads
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International
Company Profile

» Evaluates potential
trading partners

» Detailed report mclud_es: i
o CompanyHistory .~
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GoLD KEY
PROGRAM /42

International partner
search + market visit

Market briefings
Escort to meetings

Help with interpreters,
clerical support

g debriefing
and follow-up
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CREDIT
SUISSE
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* Trade missions

* Trade fair certification
and USA Pavilions

* International
Buyers Program

PLATINUM
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« Sustained intensive support

(6+ months)

« Varied range of services

» Agreed scope of work:

- International business plan

- Strategies for target market

- Long-term project opportunities
- Export compliant processes




] Session 5:
v r' Approaching the Market
d !

TRADE
LEADS
DATABASE

(see links section of this website)
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¢ Support services to enter overseas markets 4
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for export assistance call:

1-800-USA TRADE

or consult your nearest

US Export Assistance Center

(In Georgia, you can also call the SBDC International Trade Center at 678-985-6820)
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