Ch 8

Export Selling vs. Export Marketing
Evolution

(1) Ignore/don’t accept

(2) Opportunistic orders/inquiries

(3) Actively seek international customers

(4) Engage local distributors

(5) Local sales office

(6) Subsidiary/direct investment

Most economies start export oriented
Leakages vs. Injections

Government Programs (encourage)
China/Viet Nam – communist/extensive investment state industries

Greater China + India – government focus

Foreign sales corporation (FSC)

Subsidies

· US largest; we are not alone

· Strategic products/markets

· Politically strong industries

Government assistance

Government Programs (block/discourage)

· Tariffs/Duties

· Harmonized Tariff System (HTS)

· Can’t describe anything (X-Men: doll vs. toy)

· Nontariff barrier (NTB)

· Quota

· Discriminatory procurement (local preference)

· Customs procedures (hurdles/delays)


terrorism/technology - US

· Discriminatory exchange rate policies

· Administrative and technical regulations

Tariff Systems

· Column 1: Most favored nation (WTO)(180 countries US)
· Column 2: Other (North Korea, Iran, Cuba, Libya)(political tool)
· GATT prohibits preferential tariffs

· Historical arrangements (before GATT)

· Formal economic integration treaty (EU, NAFTA, …)

· Industrial companies can grant to less developed

· Based on transaction value

Customs Duties

· Ad valorem duty (GATT: landed arms length cost)

· Specific duty (weight, length, unit, …)

· Combination

Other charges

· Antidumping duties

· Countervailing duties (offset home market subsidies)

· Variable import levies

· Temporary surcharges

Organizing for exporting

· Internal (part-time)

· Internal (full-time)

· Export partner

Letter of Credit (277)

Outsourcing

reason to expand


internationally





Domestic saturation


Larger markets


Faster growth


Competitive response


Offset local cycles (diversify)
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