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GETTING STARTED IN EXPORT MARKETS 
 

KNOWLEDGE CHECK QUIZ 
 
 
QUESTION 1  -  Approximately how many countries are there in the world ? 
(a)  100 
(b)  200 
(c)  300 
(d)  400 
Answer =  
 
QUESTION 2  -  How are you going to start evaluating potential target export markets ? 
(a)  By conducting plenty of research 
(b)  By getting on planes and visiting a number of likely markets 
(c)  By sticking pins in a map 
(d)  By asking someone you know down at the local gym 
Answer  =   
 
QUESTION 3  -  Which of these factors could influence your choice of export market ? 
(a)  Proximity, demographics and corruption 
(b)  Documentation, colour of flag and NATO membership 
(c)  History, number of MEPs and strength of national rugby team 
(d)  EFTA membership, size of bank notes and participation in the Eurovision song contest 
Answer  =   
 
QUESTION 4  -  When evaluating markets, what are “Low Hanging Fruit” ? 
 

(a)     Countries with large orchards 
 

(b)     Large areas of land which are only just above sea level 
 

(c)     Relatively easy markets to supply, with a minimum of delay 
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(d)     Primary wine-making regions 
 
Answer  =   
 
QUESTION 5  -  What are Kompass and Europages ? 
(a)  Online betting firms 
(b)  International recruitment facilities 
(c)  Sophisticated navigational aids 
(d)  General business directories 
Answer  =   
 
QUESTION 6  -  What is the fundamental comparison when evaluating markets ? 
(a)  Cost of travel against potential sales margins 
(b)  Size of opportunity against ease of entry 
(c)  Amount of red tape against comfort of climate 
(d)  Population against perceived corruption index 
Answer  =   
 
QUESTION 7  -  What strategy is preferable to “scatter gunning the world” ? 
(a)  Reactively supplying anyone who shows an interest 
(b)  Dealing with any country north of the equator 
(c)  Supplying a small number of markets, excellently 
(d)  Selling only to countries with more than 50 million inhabitants 
Answer  =   
 
QUESTION 8  -  Why should trade shows be considered as part of export research ? 
(a)  They enable you to test the market with prototypes 
(b)  They help you to meet the local press 
(c)  They help to confirm what you have read elsewhere 
(d)  They can indicate future trends which historical data will not highlight 
Answer  =   
 
QUESTION 9  -  Who prepares the research data contained in DIT’s reports ? 
(a)  Your local Chamber Of Commerce staff 
(b)  Your local DIT staff 
(c)  The DIT staff located in the target market 
(d)  Subcontracted market research specialists 
Answer  =   
 
QUESTION 10  -  What is the fundamental difference between an agent and a distributor ? 
(a)  One has a contract with you and the other does not 
(b)  One buys stock from you, for resale, and the other does not 
(c)  One has an exclusive sales territory and the other does not 
(d)  One has permission to use your brand and the other does not 
Answer  =   
 



 

© Mike Stokes 2017                                 www.exportential.co.uk 
 
 

QUESTION 11  -  What must you own to be able to franchise or license ? 
 

(a)     Your own premises 
 

(b)     The appropriate intellectual property 
 

(c)     A smart website 
 

(d)     Large stocks of neon signs 
 
Answer  =   
 
QUESTION 12  -  What was described in China as “2 bedmates with different dreams” ? 
(a)  A franchising arrangement 
(b)  A limited liability partnership 
(c)  A bilateral trading agreement 
(d)  A joint venture 
Answer  =   
 
QUESTION 13  -  What standing should a potential trading partner have in their market ? 
 

(a)     They should be the best available 
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(b)     Their reputation should be that of the most price-competitive 
 

(c)    Their positioning should be similar to your own 
 

(d)     They should have the strongest customer service record 
 
Answer  =   
 
QUESTION 14  -  When seeking a potential agent, what relationships are you seeking ? 
(a)  Strong existing relationships with potential customers 
(b)  Longstanding relationships with your competitors 
(c)  Good collaborations with agents in other countries 
(d)  Previous experience of working with the local approvals board 
Answer  =   
 
QUESTION 15  -  Why do you need to establish your objectives before a foreign visit ? 
(a)  You need to go in a positive frame of mind 
(b)  You want to stay focussed and avoid distractions 
(c)  You  must ensure that you don’t concede too much during negotiations 
(d)  You must have something against which to measure your outcomes 
Answer  =   
 
QUESTION 16  -  Why should you study local culture and etiquette before travelling ? 
(a)  So that you ensure you use the correct knife and fork 
(b)  So that you avoid embarrassing moments which make you look unprofessional 
(c)  So that you can travel around the foreign country efficiently 
(d)  So that you are not offended by local personal mannerisms and habits 
Answer  =   
 
QUESTION 17  -  Why should you find out every last detail about meeting venues ? 
 

(a)     So you can work out the distance from the nearest bar 
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(b)     So you can take the right clothing with you 
 

(c)     So you can guarantee being early and fully prepared 
 

(d) To ensure your leaflets and samples go to the right place 
 
Answer  =   
 
QUESTION 18  -  When should you agree a meeting agenda for an overseas meeting ? 
(a)  Well in advance of your departure 
(b)  When you first arrive in the foreign country 
(c)  At the start of the meeting 
(d)  Be flexible, so improvise as the meeting progresses 
Answer  =   
 
QUESTION 19  -  When is the best time to grant exclusivity or sole status ? 
(a)  As an incentive before negotiations commence 
(b)  If your agent or distributor asks for it 
(c)  If it becomes a sticking point during the negotiations 
(d)  Only on the condition that agreed performance targets have been achieved 
Answer  =   
 
QUESTION 20  -  What is a Memorandum Of Understanding ? 
(a)  A contract between the two parties to a Licensing arrangement 
(b)  The “Heads” of an agreement which will subsequently be formalised in more depth 
(c)  An English translation of an agreement which was drawn up in a foreign language 
(d)  The minutes of a meeting between principal and agent 
Answer  =   


