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THIS module is a step by step overview 

and introduction into exporting. First and 

foremost know that exporting is completely 

doable, but you’ll need to spend dedicated time 

researching and planning. As in most things, no 

good plan unravels in an afternoon and likewise 

‘Rome was not built in a day’ and the same can be 

said about exporting. In this module you will review 

the steps for consideration when getting started and 

ways you can best evaluate your products’ optimum 

export journey. A word to the wise — begin with a 

positive attitude, and don’t get discouraged with the 

amount of information you may encounter as you 

work your way through all four exporting modules. 

All the information within the modules has been 

amassed for your benefit, so that you will be able to 

navigate a pathway for the greatest possible success 

when exporting your product.

HOW TO USE THIS MODULE
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UNDERSTANDING the process of putting 

your company on the international stage 

as well as knowing when your business is 

export-ready may be quite foreign to those who are 

new to exporting. And even if you’re an experienced 

exporter, there still may be steps that you’ve 

overlooked or resources that you didn’t know were 

available. Those resources may be very useful to 

your international operations so it is good to know 

who they are and where to find them. To help you 

understand what makes an export-ready business, 

these modules have been designed specifically for 

small and medium-sized Canadian businesses that 

are considering their first venture into the export 

market. 

An export-ready business has a marketable product 

as well as the capacity, resources and management 

commitment to compete on a global scale. The trick 

is to figure out whether this is true of your company 

— and if it isn’t, how you can make it happen.

INTRODUCTION

EXPORTER RESOURCE

There is an online diagnostic tool that will help you access your export readiness. Answering the 

questions in this diagnostic tool will give you an opportunity to test your export readiness and identify 

priorities as you prepare for a foreign market. If you have already started exporting, or want to expand 

your efforts, you may learn some tips from the questions that will help improve your profitability. You can 

access this tool by going to www.tradecommissioner.gc.ca and enter Export Quiz in the search box.

http://www.tradecommissioner.gc.ca
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YOUR first step is to think about the resources 

and knowledge your business already has, 

so to begin, consider:

A. Your expectations — do you have:
 » Clear and achievable export objectives 

 » A realistic idea of what exporting entails

 » An openness to new ways of doing business

 » An understanding of what is required to succeed 

in the international marketplace? 

B. Human resources — do you have:
 » The capacity to handle the extra demand 

associated with exporting

 » A senior management committed to exporting

 » Efficient ways of responding quickly to customer 

inquiries

 » Personnel with culturally-sensitive marketing 

skills; and

 » Ways of dealing with language barriers? 

C. Financial and legal resources —  
can you:
 » Obtain enough capital or lines of credit to 

produce the product

 » Find ways to reduce the financial risks of 

international trade (the section on “Where to get 

Financial Help” in Module 4 will provide you 

with more information on this topic)

 » Find people to advise you on the legal and tax 

implications of exporting

 » Deal effectively with different monetary systems; 

and

 » Ensure protection of your intellectual property.

D. Competitiveness — do you have:
 » The resources to do market research on the 

exportability of your product

 » Proven, sophisticated market-entry methods 

(you’ll find more information on this topic in 

Module 2, Step 6: Entering Your Target Market, 

“Methods of Market Entry”)

 » A product that is potentially viable in your target 

market?

STEP 1: GETTING STARTED

BECOMING INVOLVED 

IN LOCAL EXPORT COM-

MUNITY EVENTS CAN 

HELP YOU LEARN THE 

EXPORT ROPES.

Refer to Step 9: Understanding the Legal Side 

of International Trade for more information 

regarding the legal and tax implications as well 

as how to protect your intellectual property.

The Canadian Trade Commissioner Service 

(TCS) is an excellent resource for international 

trade and market information. Sign up to get 

access to TCS publications and guides as well 

as information on upcoming trade events, we-

binars, podcasts, videos and editorial content 

from their flagship magazine CanadExport. 

As well you will receive access to timely and 

targeted information designed to support your 

export success. When you sign up you can 

create a MY TCS profile, which is your personal 

link to business intelligence from around the 

world. Need More Information?

http://tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng
http://tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng
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STEP 2: EVALUATING YOUR EXPORT POTENTIAL

CAN your product find a market outside 

Canada? Getting this right is crucial — if 

there’s no demand for what you’re offering, 

you shouldn’t proceed. But how do you come up 

with the answer? Here are some factors to consider:

E. Customer profile
Who already uses your product?

 » Is it in broad general use or limited to a 

particular group?

 » Is it popular with a certain age group?

 » Are there other demographic patterns to its use? 

 » What climatic or geographic factors affect the 

use of your product?

 » Can it be sold in a gallery, retail, museum shop, 

etc?

F. Product modification
 » Are modifications required to make it appeal to 

foreign customers?

 » What is its shelf life? Will this be reduced by 

time in transit?

 » Is the packaging expensive? Can it be easily 

modified to satisfy the demands of foreign 

customers?

 » Is special certification required? Does it need to 

meet any technical or regulatory requirements in 

the target country? 

G. Transportation
 » How easily can it be transported?

 » Would transportation costs make competitive 

pricing a problem? (You will find more 

information on transportation methods in Module 

4, Step 8 under “Delivering the Goods.”)

H. Local Representation
Is after-sales service needed? If so, is it available 

locally or do you have to provide it? Do you have 

the resources to do this? For more information on 

after-sales service, see Module 4, under Step 8: 

“Making the Sale — after the Sale.”

I. Capacity
 » Will you be able to serve both your existing 

domestic customers and your new foreign 

clients?

 » If your domestic demand increases, will you still 

be able to look after your export customers or 

vice versa?

CONTACT YOUR IN-

DUSTRY ASSOCIATION 

TO FIND NAMES OF 

SUCCESSFUL EXPORT-

ING COMPANIES IN 

YOUR SECTOR AND 

TARGET MARKET. YOU 

CAN THEN SET UP A 

NETWORK OF BUSINESS 

CONTACTS THAT CAN 

PROVIDE YOU WITH 

PRACTICAL ADVICE.
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STEP 3: DEVELOPING AN EXPORT  
PLAN — EXPORT DIAGNOSTIC TOOLKIT

THE Export Diagnostic Toolkit is a tool developed by Craft Alliance and the Cape Breton Centre for 

Craft and Design, designed to help craft producers determine if they are ready for the export market. 

This is a deep dive into evaluating your export potential and deciding whether you are at a stage of 

your business development in which you feel prepared to start exporting. 

For each question in the diagnostic, you will receive a short evaluation of what your response means you 

are prepared to take on for that aspect of exporting. At the end, you should have a better idea of where your 

business stands and what steps may need to be taken to prepare yourself for exporting.

Log-in with your Craft Alliance web profile and go to 
‘Resources’ to view the Export Diagnostic Toolkit
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LINKS IN THIS MODULE

Export Quiz Diagnostic Tool

www.tradecommissioner.gc.ca

Canadian Trade Commissioner Service

www.tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng=

Letter of Credit

www.businessdictionary.com/definition/letter-of-credit-L-C.html

http://www.tradecommissioner.gc.ca
http://www.tradecommissioner.gc.ca/secure-securisee/sign-in-inscrivez-vous.aspx?lang=eng=
http://www.businessdictionary.com/definition/letter-of-credit-L-C.html

