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ctives

» Vocational Capabilities

£

to communicate with others

8

to determine research design

8

to search and process information

:

to design export commodity management scheme

» Knowledge Objectives

x i

to know varieties of goods in international trade

:

to learn specification, contents, property, technological process of products

.

to know how and what to research international market

g

to understand types of and ways to search overseas clients
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Tasks Breakdown

U

[ Task 1 Get familiar with products

1y

[ Tasi( 2 Research international market

)
)

a
[ Task 3 Find overseas clients j
)
)

I

[ Task 4 Investigate buyer’s credit status

.

[ Task 5 Investigate trade restrictions

g

[ Task 6 Select a qualified domestic supplier]
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Introduction

— A (ase

In the early July of 2008, Liu Lei graduated from a vocational institute majoring in
international trade. She managed to be a member of Zhejiang XinXing Import & Export
Co., Ltd. as a foreign trade salesperson engaging in export business. In an import and
export company, whether having overseas orders has always been a key indicator to
evaluate a foreign trade salesperson’s work performance. As a green hand in this line,

let's see what preparation Liu Lei should make to be successful in her post.
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There are many varieties of goods in international trade. For the purpose of
collecting statistics, the UN Secretariat drafted Standard International Trade
Classification(SITC)in 1950, and made amendment in 1960 and 1974. SITC classifies
international trade commodities into 10 categories, 63 chapters, 233 groups, 786
sections and 1924 items.

The 10 categories are: Foodstuffs (0); Beverages and tobacco (1); Non-food
items( not including fuels)(2); Mineral fuel, lubricating oil and related raw material
(3); Animal and vegetable oils and fats and wax(4); Chemical industrial products
and related products (5); Finished products classified by raw materials (6);
Machinery and transportation equipment(7); other products(8); Items unclassified
commodities(9).

In international trade, categories 0~4 are considered to be primary goods, while
categories 5~8 finished products.

“A Good beginning is half done”, that is also the case in the conducting of an
export trade. Before operating export business, Liu Lei should spend at least 3
months getting familiar with situation related with products at a manufacturing
enterprise. She may go to sample room, or to workshop to have some idea of
varieties, specification, contents, property, packing, technological process, production
capabilities, etc. She may go to purchasing section to get information such as
purchasing price of raw material, purchasing source, etc. She may also go to financial
section to have some idea of financial expenses relevant to products. Getting familiar
with products is the basis of successful export business for a foreign trade

salesperson.
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‘Research international market

Any exporter who wants to open a new market in a foreign country, he must
acquire a good knowledge of that market to which his products are sold. Liu Lei, as a
new foreign trade salesperson, how does she know where to find an overseas market
for her products? Even for an old salesperson, there still remains the question of
finding new markets for his/her new products or expanding market share of his/her
old products.

To answer this question is one of the objectives of market research, which is so
vital to success in overseas markets. To look for a good market, a foreign trade
salesperson must consider such factors as political and economic conditions, physical
and climate conditions, social conditions! traditions and customs, existing products and
structure of trade, geography and communications, legal aspects and so on. For
example, countries with different political and economic systems take different
attitudes toward foreign trade and their policies related to import and export, foreign
exchange control. For another example, if there is a low standard of living with poor
wage levels, say in some parts of Africa, there may be no market at all for automobiles
or other luxurious products.

Therefore, Liu Lei will examine key areas of the overseas market environment on

which an exporter must focus. Such research can be undertaken on the web.

International market research includes:
(1) International economic environment

Foreign trade, in essence, is certain economic activity, which is inevitably exposed
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to economic environment of countries the world over . Therefore, Liu Lei must tailor
her market strategy to different country’s economic environment . When observing a
country’s economic environment, she should focus on two factors: market size such as
population, income disposal and economic properties such as infrastructure, economic
development level.

(2)International political and legal environment

Political systems are unique to particular societies, trading/economic blocs, and
have many implications for exporters. In particular market access, taxation,
negotiations, legal environment, repatriation of funds, exchange control and
protectionism. It also extends to human rights, company law/structure, and
recognition of International Conventions. Liu Lei must keep in touch with the
ideology of governments particularly in situations where there is a change in political
allegiance.

Legal systems feature trade barriers, market access, multilateral and bilateral
trade agreements, economic customs and trade blocs and the commercial legal
environment. It extends to membership of any International Convention.

(3)Cultural environment abroad

Culture has been defined as the configuration of learned behavior and results of
behavior whose component elements are shared and transmitted by members of a
particular society. It embraces demographics, religion, language, education, values and
attitude, aesthetic values, wealth, etc. Overall, it features in all areas of international
trade embracing both service and industrial sectors. The cultural environment of
international business extends to protocol, law and politics, social/economic factors,
technology, material culture and social organization. Overall, culture is an area
frequently underestimated by first time exporters entering an overseas market.

Liu Lei will now examine some aspects of culture which pose a real challenge to
the exporter in the conduct of international business and its sustainment. This will be
followed by a culture analysis and economic focus of key countries.

1)Material culture



Part I Operate Export Business « 9 .

This includes all artefacts, i. e. all physical objects which are made, such as
pottery, paintings, houses, roads, dams and airports. Material culture is a useful guide
to a society’s standard of living.

2)Education

A highly educated population is easier to communicate with and usually quite
sophisticated and more demanding in terms of product quality/durability/technology/
performance, etc. Educated populations are more likely to have a higher standard of
consumption and be more discerning on product choice development together with
knowledge of the product service often through consumer associations. Moreover, the
work force is likely to be well trained with high literacy standards. Market research
data will be extensive and reliable.

3)Religion

Characteristic attitudes and taboos often result from religion, which extends to
food and people’s attitudes to a whole range of products from deodorants to alcoholic
drinks. It embraces philosophical systems, beliefs, and norms. Rifts within societies
are often along religious lines and must be respected in conducting business overseas.
There are also implications for business practice: Muslims regard Fridays as their
Sabbath, for example, other religions so regard Saturday or Sunday. Additionally,
color has different meanings in different countries-white for mourning in China and
orange has political significance in Northern Ireland. This must be borne in mind in
advertising material and when presenting gifts.

4)Special organizations, customs and roles

The social fabric and structure are changing in many countries through the
influence of education, investment, travel, communication, migration, immigration, the
Internet, inwards investment and technology. The change is driven by the younger
generation. In particular by education by the indigenous population and persons who
are educated overseas and return to their country to impart and develop economic/
technical/ social skills of wealth creation and improved living standards. Social

organization represents the way in which society organizes itself and in particular how



