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EXPORTING - WHY AND WHEN SHOULD YOU START ? 
 

KNOWLEDGE CHECK QUIZ 
 
 
QUESTION 1  -  How can exporting address seasonal fluctuations in your business ? 
 

(a)     Staff holiday periods can be more accurately scheduled 
 

(b)     Sales peaks can come at different times to those domestically 
 

(c)     You won’t have to work at weekends 
 

(d)     There will be longer Christmas breaks 
 
Answer = (b) 
 
QUESTION 2  -  How can exporting result in higher margins for your domestic business ? 
(a)  All travel costs can be charged to the export department 
(b)  Favourable exchange rates reduce costs 
(c)  Economies of scale mean lower buying prices 
(d)  You don’t have to charge VAT on export sales 
Answer = (c) 
 
QUESTION 3  -  How can exporting make you smarter at home ? 
(a)  Exposure to new competitors and new ideas 
(b)  Exposure to foreign TV channels 
(c)  Exposure to different time zones 
(d)  Exposure to customs officials 
Answer  =  (a) 
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QUESTION 4  -  Why do new businesses encounter export enquiries much sooner now ? 
(a)  The mail service is much quicker than it used to be 
(b)  Everyone speaks English 
(c)  They are easily found via the Internet 
(d)  Telephone links have improved 
Answer  =  (c) 
 
QUESTION 5  -  Who should be aware of why you are exporting ? 
(a)  Your main competitors 
(b)  HM Revenue & Customs 
(c)  Your local Chamber Of Commerce 
(d)  All your staff and any associate members in your team 
Answer  =  (d) 
 
QUESTION 6  -  What takes more time than any other element of exporting ? 
 

(a)     Opening Letters Of Credit 
 

(b)     Building personal relationships and earning trust 
 

(c)    Waiting in airport departure lounges 
 

(d)     Getting all your literature translated 
 
Answer  =  (b) 
 
QUESTION 7  -  As well as some language, what else should you learn about a country ? 
 

(a)    The songs in the local charts 
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(b)     Which fast food outlets they have 
 

(c)    How good their football teams are 
 

(d)     Local culture and etiquette 
 
Answer  =  (d) 
 
QUESTION 8  -  What is the main danger of giving someone responsibility for export ? 
(a)  There is no-one to cover for them 
(b)  They might never come back 
(c)  They get carried away with travelling expenses 
(d)  Everyone else pesters them for duty free items 
Answer  =  (a) 
 
QUESTION 9  -  Which of these elements of cost could apply to exporting ? 
(a)  Additional packaging and labelling 
(b)  Freight and insurance costs 
(c)  Product modifications 
(d)  All of the above 
Answer  =  (d) 
 
QUESTION 10  -  To which country might exporting increase your insurance costs ? 
(a)  Australia 
(b)  Luxembourg 
(c)  USA 
(d)  Morocco 
Answer  =  (c) 
 
QUESTION 11  -  Why might you incur patent costs when entering export markets ? 
(a)  You are not allowed to enter some markets without owning patents 
(b)  UK patents are not recognised by all other countries 
(c)  It is illegal to export goods without patents 
(d)  Some goods cannot clear overseas customs areas without patents in place 
Answer  =  (b) 
 
QUESTION 12  -  Why is it important to identify your Unique Selling Proposition ? 
(a)  To be able to include it on your packaging 
(b)  To be able to translate it on your website 
(c)  To be able to understand what differentiates you from the competition 
(d)  To be able to justify your prices 
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Answer  =  (c) 
 
QUESTION 13  -   Apart from their own resources, what capacity issues affect exporters ? 
(a)  The capacity of their suppliers and subcontractors 
(b)  The capacity of shipping companies 
(c)  The capacity of cross channel ferries 
(d)  The capacity of the European Central Bank 
Answer  =  (a) 
 
QUESTION 14  -  Why might standard UK packaging not be appropriate for export ? 
(a)  It won’t fit into metric post boxes 
(b)  It may be too heavy 
(c)  It may not comply with local fair trade regulations 
(d)  It may need translating or symbolising 
Answer  =  (d) 
 
QUESTION 15  -  Where else might your standard UK approvals be valid ? 
 

(a)     Nowhere 
 

(b)     Probably throughout the rest of the EU 
 

(c)     Throughout the northern hemisphere 
 

(d)     Throughout all Commonwealth countries 
 
Answer  =  (b) 
 
QUESTION 16  -  To which organisations should you look for exporting support ? 
(a)  The Institute Of Directors and the local Rotary Club 
(b)  The local Twinning Association and the local College 
(c)  Department for International Trade and the local Chamber Of Commerce 
(d)  The local Travel Agent and the local MP 
Answer  =  (c) 
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QUESTION 17  -  How can HMRC help you to avoid exporting pitfalls ? 
(a)  They can advise you where the best tax havens are 
(b)  They won’t chase you for VAT payments 
(c)  They can help you to decide which currencies to trade in 
(d)  They can help you to identify the correct commodity codes to use 
Answer  =  (d) 
 
QUESTION 18  -  When preparing to export, what must you not ignore ? 
(a)  Research 
(b)  Overseas weather reports 
(c)  Exhibitions 
(d)  Time differences 
Answer  =  (a) 
 
QUESTION 19  -  What is the starting point when drawing up an export action plan ? 
(a)  Who is available to do all the travelling ? 
(b)  Why are you going to export ? 
(c)  What currencies are you going to use ? 
(d)  What languages do your staff speak ? 
Answer  =  (b) 
 
QUESTION 20  -  After completing the action plan, what do you check before proceeding ? 
(a)  The effect of these items on costs and margins 
(b)  How much cash you have in the bank 
(c)  Whether or not your mobile phone works in foreign countries 
(d)  How long your passport will last before expiry 
Answer  =  (a) 


