
EXPORTING FOR SMALL BUSINESS:
IS YOUR BUSINESS EXPORT READY? 
Guam State Trade Expansion Program (STEP) Training Series 

DISCLAIMER: The Pacific Islands Small Business Development Center Network (PISBDCN) at the University of Guam – School of Business & Public Administration is partially funded by a
cooperative agreement with the U.S. Small Business Administration (SBA). All opinions, conclusions or recommendations expressed are those of the author(s) and do not necessarily reflect the
views of the SBA. Requests for reasonable accommodations for persons with disabilities will be made if requested at least two weeks in advance. Language assistance services are available
for limited English proficient individuals with at least two weeks advance notice. For arrangements, please contact Laurine Sablan, P.O. Box 5014 Mangilao, Guam 96923, Tel: (671)735-2590, or
Email sbdc@pacificsbdc.com. Services are extended to the public on a non-discriminatory basis.

mailto:sbdc@pacificsbdc.com


TRAINING AGENDA 
• Guam STEP Program Information

• Get to know the Guam Small Business Development Center

• Why should small businesses export? 

• How to assess if you’re ready to export

• Resources to help you get started 

• Success stories of Guam’s exporters



GUAM STEP PROGRAM 
INFORMATION
• Export Readiness Program

• International Marketing Program 

• Export Market Research and Outreach Services 

• Reverse Trade Mission

• Eligibility Requirements 

• Application due ___________________

https://www.investguam.com/step-grant/

https://www.investguam.com/step-grant/


ABOUT THE SBDC
• Located at the UOG School of 

Business and Public Administration

• In-person and virtual  meetings by 
appointment. Walk-ins are not 
accepted.

• Contact 735-2590 to schedule an 
appointment or sign up online. 

• Office Details: 
• Operations 8:00 a.m. – 5:00 p.m.
• Email: sbdc@pacificsbdc.com
• www.pacificsbdc.com



TRAINING PROGRAMS
• How to start a business

• How to write a business plan

• How to prepare a marketing 
plan

• How to prepare a financial plan

• Getting started with export
• How to manage a business

• Financial management

• Introduction to financial 
statements

• Quickbooks software training
• Cashflow budget and analysis 

• Profit Soup

• Business taxation for small business 

• Getting started with eCommerce

• Google tools for small business 
growth

• How to get your business online
• Email marketing

• Social media marketing 



STEP TRAINING 
INFORMATION
Training schedule and materials

• Training is monthly on Tuesdays, from 9:00 
a.m. to 11:30 a.m via Zoom. A link will be 
provided via email for registered 
participants. 

• Please be advised training dates may 
change or be rescheduled. Check your 
email regularly for updates.

• Review training and advisement 
requirements for your STEP application.

GUAM STEP TRAINING SCHEDULE 
Training Topic Date & Time
Marketing for export: 
Promote and sell your 
products online

Mar 14, 2023 9am-
11:30am

Understanding the supply 
chain: Trade shipping 
and logistics

Apr 11, 2023 9am-
11:30am

Financial Management 
and Merchant Options 
for Exporters

May 9, 2023 9am-
11:30am



WHAT IS 
EXPORT?
Exporting can be direct and indirect. 
The first step is to determine if the 
goods or services you plan to export 
require a license. 



TOP REASONS TO EXPORT 
• Grow your bottom line (Companies that export are 17% more 

profitable than those that don’t.)

• 95% of the world’s consumers live outside of the U.S. (That’s a 
lot of potential customers to ignore.) 

VS
. 

• Large Firms = $ volume 

• Small Firms = Largest Numbers of Exports

Almost 98% of all exporters are small to 
medium-sized businesses. 

Small business exporting is big business!



TOP REASONS TO EXPORT 
• You’re already selling online! If you have a web 

presence, you have a global marketing and 
international sales platform. 

• You have strong domestic sales and want to 
diversify your market. 

• Strong chance to franchise your business.

• Increase the value of your business should you 
choose to sell it or expand.

• Use your production capabilities to its fullest
potential



TOP REASONS TO EXPORT 
Global trade in goods and services 
will grow to add $1 trillion to the GDP. 
• WTO calls for member countries to 

improve government customs 
processes to speed the flow of 
goods and services and reduce the 
costs involved. 

• U.S. has 20 free trade agreements 
with countries and growing.

• FTAs strengthen ease movement of 
goods across the border and 
strengthens IP protections. 

• FTAs generally treat foreign 
companies like domestic 
companies.



TOP REASONS TO EXPORT 
There are many federal, state, and 
local resources to help you. (Most of 
them are FREE!)
• Market research and development 

resources

• Buyer matching programs and 
international buyer profiles

• Direct access to potential buyers on 
U.S. trade missions

• Safe, low-risk payments and 
protecting your shipments from 
export risks

• Various financing options 



IS YOUR 
BUSINESS 
EXPORT READY? 

Export 
Plan

•Market Research 
•Management and 

Production Resources

Find a 
Buyer

•Attend trade shows
•Buyer matchmaking

Ready 
to sell

•Website
•Secured 

Financing
What business owners should 
assess before exporting. 



IS YOUR 
BUSINESS 
EXPORT READY? 

Export 
Plan

•Market 
Research 

•Management 
and Production 
Resources

What business owners should 
assess before exporting. 



WHY PREPARE AN EXPORT PLAN? 
Understand the facts, goals, and objectives around your 
international strategy. 

• Your export plan helps you: 
• Create specific objectives 
• Develop implementation schedules 
• Mark milestones

• An export plan is valuable to your business: 
• Identify specific steps to take to assure export commitment for long-term 

success
• Without a plan, you may overlook better long-term growth opportunities 



WHY PREPARE AN EXPORT PLAN? 
What information is in an export plan? 
• Determine your potential markets

• Will your product need special registration or licenses? 

• FTA countries are usually the first stop for exporters 

• Identify your potential customers 

• Identify marketing and distribution channels
• Pricing your product

• Production capacity 

• How will you finance your exports? 

• Identify resources you need at point of destination and domestically



WHY PREPARE AN EXPORT PLAN? 
A clearly written export plan offers immediate benefits: 

1. Identify strengths and weaknesses

2. Those charged with executing the plan cannot ignore necessary 
steps

3. Easy to communicate to others and less likely to be misunderstood

4. Allocate responsibilities and evaluate results

5. Indicates to lenders you have a serious approach to exporting

6. Give management a clear understanding of what is required of 
them and help to ensure a commitment to exporting



STEP 1: IS YOUR PRODUCT FIT FOR 
EXPORT? 
• sold well domestically and is likely to sell well overseas

• Modifications to colors, sizes, and packaging have been 
made to meet local conditions and consumer preferences. 

• Company has resources to train distributors or agents. 

• Company can provide after-sales support

• Your product’s unique features give it a competitive 
advantage (patents, cutting-edge technology, adaptability). 



IS YOUR PRODUCT FIT FOR EXPORT? 
When you export from Guam, the 
worldwide recognized label “Made in 
the USA” can attach to your product. 
• Innovative, creative, cutting edge 
• High quality, durable, safe
• Reputation for after-sales service 

and warranty coverage
• Creative marketing materials
• Easy to reach and communicate 

with
• Honest, ethical business dealings 



IS YOUR PRODUCT FIT FOR EXPORT? 
A“Made in Guam” seal attracts foreign and local 
buyers to your product. 

• GEDA oversees this program: 
• Target products made for the tourism industry 

and that have export potential
• Substantially transform the material(s) so final 

product has a different and distinguishable 
commercial use or character 

• Must add at least 50% to product value during 
production in Guam if using imported items to 
produce your product. 

• Must possess a valid business license.



IS YOUR PRODUCT FIT FOR EXPORT? 
Locally produced products being sold in DFS, 
JP Superstore, ABC stores are usually: 
• Varieties of cookies and candies made 

with local ingredients 
• Lotions, oils, soaps made from local plants 
• Island flavors such as jams, spicy sauces, 

or signature Micronesia flavors 
• 2 of 5 products are processed foods; may 

be low cost to get started
• Demand by tourists for local products to 

take home as gifts



IDENTIFY YOUR PRODUCT’S 
HARMONIZED CODE 
• 10-digit product identifier 

also known as an HS code or 
a Schedule-B number

• Global product classification 
system

• Simplifies the process to 
determine tariff rates when 
goods enter a country and 
for export market intel.

• Coffee beans: 090121

• Coffee beans: 090111



IDENTIFY YOUR PRODUCT’S HARMONIZED 
CODE 

Broader 
category of 
product

Specific  
product 
category



STEP 1: IDENTIFY YOUR PRODUCT’S 
HARMONIZED CODE 
ACTIVITY

• Visit: https://www.census.gov/foreign-
trade/schedules/b/index.html

• Search the HS Code for your 
product. Answer product 
specifics.

• Enter your HS Code in your export 
plan

• Keep that number to see if it 
requires an export license.

• HS codes fit precisely 80% of all 
product, but there are gray areas.

https://www.census.gov/foreign-trade/schedules/b/index.html


STEP 2: DO YOU NEED AN EXPORT 
LICENSE? 
• Determine if your product fits any of the designations used in 

the Bureau of Industry and Security’s Commerce Control List 
(CCL).

• If the product has a specific Export Control Classification 
Number (ECCN) you’ll need a license.

• If your item is not on the CCL, it is designated as EAR99. Most 
commercial products won’t need an export license.



DO YOU NEED AN EXPORT LICENSE? 

https://www.bis.doc.gov/index.php/licensing/commerce-control-list-
classification/export-control-classification-number-eccn

https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-classification-number-eccn


FILING FOR EXPORT DOCUMENTATION
• Export classification and any license numbers must appear on 

export documentation such as the Commercial Invoice and 
the Automated Export System (AES) filing. 

• For certain exports, BIS requires AES filing regardless of value or 
destination. 

• USPS and major freight carriers may require you to enter “NLR” 
– No license required – for certain EAR shipments.



STEP 3: MARKET RESEARCH
Trade Stats Express 
• Visit: 

http://tse.export.gov/tse/TSEhome.a
spx

• Find data in the form of charts, 
graphs, and color-coded 
maps to see trends of countries 
the U.S. exports specific 
products to.

• Only searches based on broad 
4-digit product categories

• Shows bi-lateral trade with the 
U.S.

http://tse.export.gov/tse/TSEhome.aspx


TRADE STATS EXPRESS 

Example:
All types of products 
being exported from 
states in the Pacific 
Region to Japan.

Data comparison from 
2014 to 2020 to 
determine what the 
trends are.

Top OTHER product 
being exported: 
333-Machinery, except 
electrical 



TRADE STATS EXPRESS 

Example:
2020 Exports of 
chocolate and other 
food products 
containing cocoa

Data comparison from 
2014 to 2020 to 
determine what the 
trends are.

Top 3 exporters of 
chocolate:
Canada, Mexico, South 
Korea



TRENDS AND STATS USING YOUR 
HARMONIZED CODE 
ITC TradeMap
• Visit: 

http://trademap.org/Index.aspx

• Organization within the U.N. 
called the International Trade 
Center

• Collects trade data from 200 
countries, organizes it, make it 
available online 

• Considers target country’s 
imports based on HS Code.

http://trademap.org/Index.aspx


ITC TRADEMAP

Example:
Graph of supplying 
markets for 1806 
chocolate and other 
food preparations 
containing cocoa

Japan’s imports 
represent 2% of world 
imports of this product. 

Japan buys most of the 
1806 products from 
Singapore. Imports 
50,424 tons of 1806 
products.

U.S. share of 
1806 product 
imports to JP



ITC TRADEMAP

Example:
Companies tab can help you 
identify competitors in the 
product category as part of your 
marketing research



STEP 3: FIND TRENDS AND STATS 
ACTIVITY
• Choose one of the market research tools. Register for a free 

TradeMap account. 
• Using the first 6-digits of the HS code for your product, search how it 

would do in Japan, South Korea or Canada

• Is there any U.S. state currently exporting?

• Is there a market for U.S. products with that HS code? 

• What is the U.S. current market share? 

• Is it a growing or declining demand in those markets? 



ASSESS THE MARKET OPPORTUNITY
Now that you’ve identified some trends and 
statistics about your product, let’s get more 
specific: 

• Identify demographics and who your target 
customers are

• Special product-related factors to be aware 
of

• What is the risk to do business with the 
country you’ve identified? 

• What does the data mean and how can it 
be turned into an actionable plan

https://www.trade.gov/ccg-landing-page

https://www.trade.gov/ccg-landing-page


COUNTRY COMMERCIAL GUIDES 
The U.S. Commercial Service has created several country commercial guides which 
you can use to identify: 

• Factors associates with doing business in the country you’ve identified

• Leading sectors for U.S. Exports and Investments which includes market overview 
and trade data by product types

• Customs, regulations and standards so you know import requirements, 
documentation, duties and taxation, and any trade barriers to be aware of 

• Common practices to sell in the market, IPP, trade eCommerce, and other items 
affecting selling of your products and services

• Business travel, etiquette, and business customs

• Investment climate statement 

• Assessment of political and economic environment



COUNTRY 
COMMERCIAL 
GUIDES -
SOUTH KOREA



COUNTRY 
COMMERCIAL 
GUIDES -
SOUTH KOREA



COUNTRY 
COMMERCIAL 
GUIDES -
SOUTH KOREA
Labels and Packaging 
View the entire document:
https://apps.fas.usda.gov/newgainapi/api/Report/D
ownloadReportByFileName?fileName=Food%20a
nd%20Agricultural%20Import%20Regulations%20
and%20Standards%20Country%20Report_Seoul
_Korea%20-%20Republic%20of_12-31-2019

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Food%20and%20Agricultural%20Import%20Regulations%20and%20Standards%20Country%20Report_Seoul_Korea%20-%20Republic%20of_12-31-2019


COUNTRY COMMERCIAL GUIDES -
SOUTH KOREA



COUNTRY RISK SCORE 
How risky is it to do business with the 
country you’re considering to export to?
• Determine the country risk score with the 

HS Code for your product.

• How much of this product has the country 
historically imported from the U.S.? 

• Is the market primed for more exports 
from the U.S.?

• What tariffs might you face in the market? 

• Can you depend on the logistics of the 
infrastructure in the country? 

• How difficult is it to resolve contract 
disputes? 

• How costly is it to get a shipment through 
customs? 

https://beta.trade.gov/marketdiversific
ation/Market-Diversification-Tool#1

https://beta.trade.gov/marketdiversification/Market-Diversification-Tool


COUNTRY RISK SCORE 

https://beta.trade.gov/marketdiversification/Market-Diversification-Tool#1

https://beta.trade.gov/marketdiversification/Market-Diversification-Tool


WHO ARE YOUR CUSTOMERS?
ASSESSMENT 

• Are your customers consumers or businesses? 

• What are the cultural factors you need to be aware of?  

• What are the demographics of your target market? 

-Age - Education
-Gender - Occupation
-Family Size - Marital Status
-Income - Social Class



WHO ARE YOUR CUSTOMERS
Tools to help you find more 
customer specifics: 

• CIA World Factbook – provides 
country comparison data on 
demographics, economy, 
communications, and defense.
https://www.cia.gov/the-world-
factbook/references/guide-to-country-
comparisons/#people-and-society

https://www.cia.gov/the-world-factbook/references/guide-to-country-comparisons/


WHO ARE YOUR CUSTOMERS

https://www.cia.gov/the-world-
factbook/countries/korea-
south/#people-and-society

https://www.cia.gov/the-world-factbook/countries/korea-south/


WHO ARE YOUR CUSTOMERS
Tools to help you find more 
industry specifics: 

• Office of Textiles & Apparel –
provides information on 
overseas markets and rules 
and regs affecting US exports

• Labeling requirements, 
shipment and entry 
procedures, marketing and 
distribution 

• Potential buyers and supplier 
information https://otexa.trade.gov/

https://otexa.trade.gov/


WHO ARE YOUR CUSTOMERS
Tools to help you find more 
industry specifics: 

• World Bank Development 
Indicators 

• Very detailed data includes 
national, regional and global 
estimates

• Per capita income, 
population, downloaded info

https://databank.worldbank.org/

https://databank.worldbank.org/


STEP 4: GATHER MARKET INTEL 
ACTIVITY

• Register for a free export.gov account. 

• Using the links to the tools discussed in previous slides, research one 
or two markets you are interested in exporting to.

• What is the country risk score? Based on the information you find, 
how easy is it to enter that market and do business in that country? 

• What factors do you need to find more information about? 

• What information do you not know about your target market? 



DISTRIBUTION – DIRECT OR INDIRECT
After analyzing data decide if you’ll pursue direct or indirect 
exports.

• Indirect market entry strategy means you turn export activities 
to a third party.

• Piggyback exporting with domestic distributors who purchase 
your products then sell and export on your behalf. 

• Find export management companies that act as external 
exporting division for your company.

• Direct exporting involves selling directly to a foreign buyer.



MARKET ENTRY STRATEGY – DRAWING 
CONCLUSIONS
After analyzing data:
• Personnel and financial resources to have a direct impact on your 

company’s ability to enter international markets  

• What is your pricing strategy, given an estimate of the costs of getting 
your product to market? 

• Do you have experienced personnel to manage the exporting division? 
Will you need to hire export consultants? 

• What general and specific lessons have been learned from past export 
attempts or experiences? 

• How are the initial expenses of export efforts to be allocated? What 
amount of capital can be committed to export production and 
marketing? 



Sample Outline of an Export Plan

Table of Contents & Executive 
Summary 

I. Introduction and Export goals

II. Situation or Background Analysis 
• Product/Service for export 
• Operations
• Personnel and export organization
• Resources inside the company
• Resources outside the company
• Industry Structure, competition, 

and demand 
• Export License (if needed)
• Export control compliance 
• Product classification(s)
• Products that qualify under FTAs

III. Marketing Component 
• Identifying, evaluating, and 

selecting markets 
• Product selection and pricing 
• Distribution methods 
• Terms and conditions
• Internal organization and 

procedures
• Sales goals (P&L forecasts)
• Pricing including consideration of 

duties, taxes, freight costs, and 
logistics

IV. Tactics – Action Steps
• Primary target countries
• Secondary target countries
• Indirect marketing efforts 
• Quarterly accomplishments 



Sample Outline of an Export Plan
V. Export Budget
• Pro-forma financial statements
• Website enhancements
• Trade show visits
• Marketing materials
• Travel 
• Other costs 

VI. Implementation schedule
• Follow-up
• Periodic operational and 

management review
(Measure results against the plan)

Addenda: Background data on 
target
• Basic market statistics (historical 

and projected) 
• Background facts
• Competitive environment 



EXPORTS FROM GUAM: 
HOW DID THEY DO IT?





IN SUMMARY
• It takes a village to raise an export!

• You’re not in this alone. Reach out to the Guam SBDC to help 
you with your export plan.

• Attend next STEP training and do market research. It’s 
informative and you could get export funding.

• Scan the QR code below to schedule a counseling session 
and/or sign up for other business training. 

• Thank you and have a great day! 



QUESTIONS? 

FOR QUESTIONS ABOUT GUAM STEP 
PROGRAM AND INFORMATION

Melvin Tabilas, Guam STEP Director
Guam Economic Development Authority
(671) 647-4332 
melvin.tabilas@investguam.com
www.investguam.com

FOR EXPORT PLAN ASSISTANCE, TRAINING, 
AND BUSINESS COUNSELING

Angel Camacho-Paulino, Independent 
Business Advisor, Guam SBDC
(671) 735-2590
angel@pacificsbdc.com
www.pacificsbdc.com

mailto:melvin.tabilas@investguam.com
http://www.investguam.com/
mailto:angel@pacificsbdc.com
http://www.pacificsbdc.com/



