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•  The	
  benefits	
  of	
  expor/ng	
  are	
  well	
  known	
  
	
  

•  95%	
  of	
  world’s	
  consumers	
  are	
  outside	
  of	
  U.S.	
  	
  

•  Only	
  1%	
  of	
  U.S.	
  small	
  businesses	
  export	
  

•  Export	
  sales	
  supported	
  11.5	
  million	
  U.S.	
  jobs	
  in	
  2015	
  

•  1	
  in	
  5	
  American	
  jobs	
  is	
  /ed	
  to	
  exports	
  in	
  some	
  way	
  
	
  	
  
•  US	
  ITA	
  reports	
  exports	
  add	
  18%	
  to	
  the	
  wages	
  of	
  
manufacturing	
  employees	
  

OK,	
  you’ve	
  made	
  the	
  decision	
  to	
  export	
  …..	
  
now	
  what?	
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•  You	
  must	
  have	
  a	
  plan	
  with	
  goals	
  and	
  
measurable	
  points	
  

• 

• 
• 
• 
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• 

• Assess	
  your	
  current	
  business	
  strengths	
  and	
  
weaknesses	
  

• 

•  Func/onal	
  considera/ons	
  for	
  doing	
  
business	
  abroad	
  (Sales	
  Channels,	
  
Marke/ng,	
  Finance,	
  etc.)	
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INCOTERMS: 
 
EXW- ExWorks 
FCA-Free Carrier 
CPT-Carriage Paid To 
CIP-Carriage and   
Insurance Paid 
DAT-Delivered at Terminal 
DAP-Delivered at Place 
DDP-Delivered Duty Paid 
 
FAS-Free Alongside Ship 
FOB-Free on Board 
CFR-Cost and Freight 
CIF-Cost Insurance Freight 
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  risk	
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• 
• 
• 

• 
• 
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•  Export	
  Compliance	
  (Your	
  responsibility	
  –	
  know	
  
your	
  obliga/ons!)	
  
•  Follow	
  the	
  rules	
  –	
  easy	
  to	
  access,	
  get	
  help	
  if	
  
needed	
  	
  

•  Rela/onships	
  	
  
•  Do	
  your	
  due	
  diligence	
  on	
  partners!	
  	
  Get	
  DOC	
  
local	
  help	
  if	
  needed.	
  
•  Spend	
  /me	
  on	
  ge\ng	
  agreements	
  right	
  
(English	
  language,	
  U.S.	
  venue	
  or	
  neutral	
  court)	
  

•  Foreign	
  Corrupt	
  Prac/ces	
  Act	
  (FCPA)	
  
•  Applies	
  to	
  every	
  U.S.	
  exporter	
  
•  Make	
  sure	
  all	
  par/es	
  in	
  transac/on	
  chain	
  
comply	
  13 
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•  Intellectual	
  Property	
  
•  U.S.	
  patents	
  may	
  not	
  protect	
  you	
  in	
  foreign	
  
countries	
  if	
  you	
  did	
  not	
  also	
  apply	
  there	
  
•  Do	
  not	
  rely	
  on	
  the	
  threat	
  of	
  li/ga/on	
  to	
  
protect	
  your	
  patents	
  –	
  expensive,	
  long	
  

•  Brand	
  Considera/ons	
  (trade	
  secrets,	
  trademarks,	
  
etc.)	
  	
  
•  Like	
  patents,	
  you	
  must	
  file	
  your	
  trademarks	
  in	
  
country	
  
•  Protect	
  your	
  trade	
  secrets	
  –	
  do	
  not	
  disclose	
  to	
  
third	
  par/es	
  (this	
  is	
  your	
  jewel)
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Fortunately	
  there	
  are	
  a	
  number	
  of	
  resources	
  available	
  
to	
  help	
  you	
  through	
  this	
  en/re	
  process.	
  	
  Par/al	
  list:	
  

•  DOC	
  U.S.	
  Export	
  Assistance	
  Centers	
   	
   	
  	
  (
www.export.gov/california/irvine/	
  )	
  

•  Small	
  Business	
  Administra/on	
  
(www.sba.gov/offices/district/ca/santa-­‐ana)	
  

•  Small	
  Business	
  Development	
  Centers	
  
(	
  www.sba.gov/tools/local-­‐assistance/sbdc	
  )	
  

•  Centers	
  for	
  Interna/onal	
  Trade	
  Development	
  
	
  (www.rsccd.edu/For-­‐Business/pages/center-­‐for-­‐interna/onal-­‐trade-­‐development.aspx	
  )	
  

•  District	
  Export	
  Councils	
  (	
  www.decsocal.org	
  )	
  
•  State	
  Economic	
  Development	
  Agencies	
  (GoBiz)	
  (

hdps://business.ca.gov/	
  )	
  

•  	
  Port	
  of	
  Los	
  Angeles	
  (Trade	
  Connect	
  program)	
  (
hdp://www.latradeconnect.org/	
  )	
  

•  Local	
  Chambers	
  of	
  Commerce	
  (e.g.	
  www.irvinechamber.com	
  )	
  

•  Consultants	
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