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[0 O Exporting is both challenging and rewarding. It has been observed that the worlds economic and scientific
development causes the increasing need for documentation. Tomake a success in export trade[] the exporter must
adopt an integrated systems approach] awell-defined export price and payment policy. This approach must start
right from thequotation stage when the price and offers are being made for presentation to the potentialoverseas
buyer. Also[] in order to be successful in exporting one must fully investigate on itsmarkets. No one chould ever
try to tackle every market at once. Overseas design andproduct requirements must be carefully considered.
Establishing Business Ralations[] [ Establishing business relations is the first step to develop foreign trade. A
successfulbusinessman person is able to get new opportunities for the company he or she works for.One may
establish business relations with companies abroad through many channels likebanks[] chambers of commercel[]
trade directoriest] business associatest] commercialcounselors officesl] commercial office of embassies]
advertisements[] exhibitions and tradefairsC] market surveys] recommendations by business partners or clients
and other sources.These are good ways to help you find the potential buyers. Once you find the potentialcustomers
O its important to contact with them by e-maillJ faxdd MSN online or even face-to-face meetings as soon as
possible. Since then[ the process of inquiry [ offer 1 counter-offer and acceptance is usually required in the
export negotiation.Despatching SamplesC] [ As the overseas buyers generally ask for the samples before placing
confirmed orders(] it is essential that the samples sould be attractive[] informative and have retention
andreminder value. Exporters have to despatch the right samples [J either large or small ones[] for customers
confirmation. In practicel] sometimes sample confirmation can not bereached in one time[dJ so export traders
need to make records for each confirmation.Besides[] timing is the vital factors for exporters to send their samples
[0 so selecting theproper courier services is very important. Exporters usually despatch sampes to theircustomers
overseas via the worlds big courier companies[] like DHLO UPSO FedExO andTNTO N.V..OO O Inquiry and
Offer Companies doing business with others undergo the process of "offer——counter-offer——acceptance”
before reaching a sales agreement. This process may be oralJ taking the formsof face-to-face meeting or telephone
conversations] and online chatting. But mostly[J it iscompleted with written correspondence between two
companies[] like e-mails.
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