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WORKBOOK - GETTING STARTED IN EXPORT MARKETS 
 
 
SLIDE 2 QUESTION 1 

Do you already have an idea where you want to start exporting ? How much data do you have 
to support the idea that the market you have in mind is actually the best target market ? 
 
SLIDE 3 QUESTION 2 

Getting down to a shortlist could take time. Are there any geographical or climatic reasons 
which would help you to eliminate large numbers of countries from your list ? 
 
SLIDE 3 QUESTION 3 

Do not be too persuaded by total population figures. Are you clear of who your target end users 
are – age group, gender, degree of affluence, degree of computer literacy etc ? 
 
SLIDE 3 QUESTION 4 

How might your product or service be affected by cultural, religious or political influences ? 
Should you therefore classify such countries as non-priority ? 
 
SLIDE 3 QUESTION 5 

How important is it that your target market’s people understand English ? Can you make 
changes which address language barriers ? 
 
SLIDE 4 QUESTION 6 

Which factors matter most to you when looking at overseas markets ? Are there any factors 
which are of overwhelming importance, so need to be heavily weighted in the process ? 
 
SLIDE 4 QUESTION 7 

Are there some very obvious opportunities which are too good to miss ? Are they also likely to 
be fairly quick to exploit ? 
 
SLIDE 5 QUESTION 8 

Who in your team is sufficiently computer literate and persistent enough to take on the job of 
researching foreign markets for you ? Do they also have any language skills ? 
 
SLIDE 6 QUESTION 9 

Before looking at overseas businesses, try looking at directory entries for other players in your 
domestic market ? How accurate are they ? So how useful is each directory likely to be ? 
 
SLIDE 7 QUESTION 10 

Do you belong to a sector-specific trade association or do you subscribe to a specialist trade 
journal ? Do they offer access to directories or lists ? Do they provide foreign market data ? 
 
SLIDE 8 QUESTION 11 

Do you already have an idea of the region where you want to operate ? Can you therefore focus 
your research ? 
 
SLIDE 9 QUESTION 12 
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Have you compiled a list of trade shows, exhibitions and conferences in your sector – either 
regional or international ?  How useful will visits to these events be for your research ? 
 
SLIDE 9 QUESTION 13 

Can you find details of current or previous local trade shows ? Can you see if any businesses 
you have found elsewhere have been exhibiting ? How do they present themselves ? 
 
SLIDE 9 QUESTION 14 

Have a look at your competitors and how they present themselves at overseas trade fairs. Are 
they presenting the same products and services ? If not, why do you think that is ? 
 
SLIDE 9 QUESTION 15 

Is any funding available to support you if you decide to exhibit at overseas trade fairs ? What 
must you do to access this funding ? 
 
SLIDE 11 QUESTION 16 

Have you checked how your likely target markets fare on the Corruption Perception Index ? 
How might that affect your later decisions ? 
 
SLIDE 12 QUESTION 17 

How much more information can you get from one of DIT’s reports that you cannot get yourself 
? Do you have the language skills to do just as good a job internally ? 
 
SLIDE 12 QUESTION 18 

Have you an idea of how DIT can help to support your market research costs ? 
 
SLIDE 12 QUESTION 19 

How else might DIT’s missions and events help your research ? Would it be useful for you to 
meet with DIT’s overseas staff when they visit the UK ? 
 
SLIDE 13 QUESTION 20 

Are you clear about the difference in roles between an agent and a distributor ? 
 
SLIDE 14 QUESTION 21 

Are there any specialist skills, accreditations or qualifications you will require when selecting an 
overseas trading partner ?  
 
SLIDE 16 QUESTION 22 

As well as an overall objective (why are you exporting) and a country specific objective (why 
you are targetting that market) how are you going to measure the success of each visit ? 
 
SLIDE 16 QUESTION 23 

What might be thrown onto the negotiating table that would surprise you ? What do you have in 
reserve just in case ? Have you done all you can to understand all the local price drivers ? 
 
SLIDE 17 QUESTION 24 

Before leaving, do you understand exactly who you are meeting and have you checked that all 
the facilities you need are actually available to you ? What could go wrong ? 
 
SLIDE 18 QUESTION 25 

Have you drafted an Agreement before leaving ? Are you clear which items in the Agreement 
are not negotiable and also those which are ? Is it fair to both parties ? 


