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THIS module will be an invaluable asset 

in your exporting tool chest guiding you 

through each aspect of your Export Business 

Plan from A to Z. Not unlike your company’s busi-

ness plan, it will reflect your business’s potential and 

expertise in foreign markets, providing investors, 

supporters and even buyers a keen lens into your 

business’s exporting short and long-term goals and 

objectives. As with all the modules in this series, take 

the time to go through all of the details to ensure 

you author a strong plan. In time you may expand 

the plan to new levels or tweak it with new products 

and regions in which you would like to export. Your 

export journey will be as strong and as lucrative as 

the time and talent you invest into creating it. 

HOW TO USE THIS MODULE:  
DEVELOPING YOUR EXPORT BUSINESS PLAN
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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. 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 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 to 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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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN

KEY to your company’s export is the 

composition of a comprehensive and profes-

sionally presented Product Export Plan. 

The development of such a plan should be supported 

by a current and comprehensive Business Plan that 

reflects your current domestic operation. If you have 

one but it’s out of date, now is the time to review 

and renew it. For help check out BDC’s template or 

simply access CBDC Fillable template:

An Export plan is really just a business plan that 

focuses on international markets. It identifies your 

target market(s); export goals, necessary resources 

and anticipated results. You may not be able to 

answer all the questions but do your best to address 

the categories realizing that depending on your 

particular product, all of the categories may not be 

applicable to you.

Your export plan will also contain a marketing plan. 

For information on what should be included in your 

export marketing plan, please refer to Module 2, 

Elements of an Export Marketing Plan. Know that 

your export plan, like any business plans will be an 

‘evergreen’ document, changing as your business 

expands and grows. 

The Cape Breton Centre for Craft & Design can 

also provide you with assistance by referring 

you to local services that can help you develop 

your export plan. For more information on 

what services are available, please contact 

902-539-7491, or visit Craft Business.

A. Cover Page 
Take the time to research formatting for an attractive 

cover page that includes your logo, the date and the 

plan’s author(s).

B. Table of Contents 
Research your computer’s software on how to format 

a proper Table of Contents, as it will provide a 

professional, polished and easy to read overview and 

easy guide for your plan.

C. Executive Summary 
The executive summary is written when you are 

finished writing your plan, but goes in the begin-

ning pages of the plan and is generally one-page 

in length consisting of a brief but very concise 

and comprehensive overview of all of the details 

of the plan. It should include highlights that will 

make or break your plan, so the reader is prepared 

and is actively looking to qualify or quantify those 

highlights. 

Your Professional Export Plan should contain the 

following headings and information: 

D. Company Description
1. History

 » Provide a brief history of your company (when it 

started, products, sales, etc.)

 » Is the company currently exporting? If yes, 

where to and what products.

 » Company legal structure (corporation, sole 

proprietorship, etc.) any subsidiaries, affiliates, 

joint ventures, strategic alliances.

REMEMBER: A KEY 

COMPONENT TO YOUR 

EXPORT SUCCESS 

IS YOUR EXPORT 

MARKETING PLAN

https://www.bdc.ca/en/articles-tools/entrepreneur-toolkit/templates-business-guides/pages/business-plan-template-thank-you.aspx
http://www.cbdc.ca/en/new-fillable-cbdc-business-plan
https://capebretoncraft.com/craft-b
https://support.office.com/en-us/article/format-or-customize-a-table-of-contents-9d85eb9c-0b55-4795-8abb-a49885b3a58d?ui=en-US&rs=en-US&ad=US
http://articles.bplans.com/writing-an-executive-summary/
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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

2. Management

 » Outline the ownership of the company

 » Identify key personnel and summary of qualifica-

tions, identify any exporting experience, past or 

present.

3. The Export Team

 » Identify specific people in your company 

responsible for exporting

 » Identify any skill sets and knowledge they may 

have on languages, culture, international market-

ing, logistics, transportation, documentation, 

banking, politics, economics, legal, financial, etc.

 4. Sales/Revenue/Financial overview

 » Discuss the financial situation of your company?

 » What percentages of sales, profits are from 

exporting activities?

 » How much revenue is produced from export sales 

compared to overall sales?

5. Goals and Objectives

 » Do the overall goals and objectives of the 

company align with exporting?

 » Define your export goals and objectives.

AN EXPORT PLAN ISN’T 

SOMETHING YOU’LL 

FINISH IN A WEEK. EVEN 

AFTER YOU’VE BEGUN 

EXPORTING, YOUR PLAN 

MAY EVOLVE AND NEED 

UPDATING.

E. Product Description
1. Domestic and International Products 

 » Unique selling features or competitive 

advantage(s) of your product.

 » Who uses/buys your product?

 » Describe required product modifications if any

 » Is seasonality and life cycle of your product a 

factor? (Do people only buy your product in 

summer?)

 » Intellectual property protection, is it needed? 

You’ll find more information on Intellectual 

Property in Module 4, Step 9: Understanding the 

Legal Side of International Trade under: “Protect-

ing Your Intellectual Pro Property Rights.”

2. Growth Potential

 » Where is the best potential — in domestic and, or 

existing international market(s)?

 » Is product research and development required?

 » Is your business regularly developing and testing 

new products?
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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

F. New Foreign Marketplace Analysis
1. Rationale for Exporting

 » Ask yourself (and then describe) the consistency 

for exporting with the company’s present goals 

and objectives.

2. Rationale for Selected Foreign Market

 » Why does the company want to enter this 

particular foreign market(s) over other markets?

3. Country Profile

 » Most country profiles can be found by visit-

ing the “Country Insights” page found on the 

Canadian Trade Commissioner website.

4. Industry Profile

 » Broadly identify direct customers (e.g. buyers, 

agents, distributors, trading houses) or actual end 

users (e.g. individuals, businesses) and current 

market trends — (For information on agents, 

distributors and trading houses, see Module 2, 

Step 6: Entering your Target Market, “Methods of 

Market Entry.”)

 » Who are your existing competitors; strengths, 

weaknesses, opportunities, and threats (SWOT) in 

the foreign marketplace?

 » Unique selling features or competitive 

advantage(s) of each?

 » Existing sources of production and channels of 

distribution?

It is great fun to come back from a country 

all excited about the possibility of an order, 

but without good planning you’ll run into 

difficulties.

 » Marketing practices used? (How are you selling 

your product — advertising, internet, etc.)

 » Typical payment terms offered? (30, 60, 90 days, 

credit card, etc.)

G. Market Entry Strategies
1. Strategic Alliance

Before entering a market, research common forms of 

market-entry. The formation of a ‘strategic alliance’, 

as in aligning your products with a complimenting 

trend, product and, or store, could see your export 

endeavors co-marketed, co-producing, forming a 

joint venture, establishing a licensing agreement or 

even opting for the purchase of a franchise as way 

to successfully enter a foreign market. Visit “forming 

strategic alliances in exporting” for more insight into 

such a business initiative. 

2. Target Customer Profile

 » Describe your direct customer (buyers, distribu-

tors, trading house)

 » Their demographics or company characteristics 

(e.g. 40–50 year old females)

 » The purchasing decision makers (company own-

ers, buyers, etc.)

 » Actual end users? (individuals, families, elderly, 

youth, businesses)

 » Demographics or company characteristics?

 » Total market size and future growth potential? 

(Your best guess with some backup research, 

statistics and trends.)

http://www.international.gc.ca/cil-cai/country_insights-apercus_pays/countryinsights-apercuspays.aspx?lang=eng&_ga=1.190038315.162399213.1483478802
https://www.mindtools.com/pages/article/newTMC_05.htm
http://www.tradeready.ca/2014/fittskills-refresher/8-reasons-forming-strategic-global-business-alliances/
http://www.tradeready.ca/2014/fittskills-refresher/8-reasons-forming-strategic-global-business-alliances/
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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

3. New foreign market product description

 » What is the most typical usage by the end users? 

 » Does your product remain the same or is it modi-

fied for a new market?

 » Unique selling features or competitive 

advantage(s)/market niche — (you’ll find more 

information on how to identify a niche market 

in Module 2, Step 5: Identifying your Target 

Market.)

 » Describe required product modifications if any

 » Product characteristics (design, styles, colors, etc.)

 » Quality characteristics (Are your raw materials 

better than your competitors’?)

 » Product specifications standards (health and 

safety)

 » Labeling, packaging, markings, language(s) — 

(you’ll find more information in Module 4, Step 

8: Delivering the Goods, “Marks and Labels.”)

 » Is there a seasonality and, or life cycle of your 

product?

 » Foreign intellectual property protection (trade 

name, trademarks, trade secrets)

 » Patents, industrial designs, copyrights, etc. 

— (you’ll find more information in Step 9: 

Understanding the Legal Side of International 

Trade, “Protecting your Intellectual Property 

Rights.”)

4. Pricing Strategies

 » Export costing analysis (Are your costs going to 

increase on a per product basis?)

 » Pricing constraints (What is your unit cost, and 

can you still make a profit?)

 » Current market pricing (if necessary, consider 

typical profit margins.)

 » Price sensitivity (market acceptance of higher or 

lower price — if you currently are charging $10 

Canadian, can you charge $10 U.S.?) Research: 

pricing in foreign markets. 

 » Market penetration pricing strategy

• Market skimming: initial price is set high in 

target market’s range of expected prices. (If 

you have a higher end product, this may be 

appropriate.)

• Penetration pricing: a low initial price is set 

to reach the market immediately (You may 

want to start with an introductory price then 

raise prices slowly as demand picks up.)

• Flexible pricing: the more quantity someone 

buys, the lower their prices.

• Static pricing: charging the same price to 

similar customers to buy the same quantity of 

goods.

BE PREPARED TO MEET 

INCREASED DEMAND 

FROM A SUCCESS-

FUL FOREIGN SALE 

BY ADAPTING YOUR 

PRODUCTION PROCESS 

TO CREATE COST EFFECT 

EFFICIENCIES. 

https://globalmarketingtoday.wordpress.com/about/global-marketing-mix-price/
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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

5. Sales and Promotion Strategies

 » Sales methods (company representative, subsid-

iary or affiliated company, foreign agent, foreign 

broker, mail order/Internet orders)

 » Promotion methods: 

• Advertising via newspapers, magazines, radio, 

television, online (social media), posters, flyers, 

letters, etc.

• Demonstrations, trade shows, trade missions, 

etc. — (you’ll find more information on trade 

fairs in the section entitled Trade Missions.)

 » Promotional tools (samples, in-store giveaways, 

discounts, consignment, etc.)

 » Promotional message (consider cultural, religious, 

lifestyle/image, economic  influences, etc.)

 » Sales financing support, pre-arranged financing 

for purchaser (you’ll find more information in 

Module 4, Step 9: Planning your Export Financ-

ing, “Where to get Financial Help.”)

 » After-sales services (returns, repairs, warranties, 

maintenance, training, communications/hotlines, 

etc.) You’ll find more information on after-sales 

service in Module 4, Step 8: Making the Sale — 

“After the Sale.”

6. Logistics and Transportation

 » Time lines between order processing and delivery 

(contract negotiations, production, invoicing, 

collections, deliveries, communications, etc.)

 » Negotiated delivery terms (e.g. two week 

delivery)

 » Inventory control methods

 » Freight insurance requirements 

 » Methods of transport; identify special needs (e.g. 

refrigeration, heated, humidity sensitive, etc.)

 » Usage of professional services/intermediaries 

(you’ll find more information on intermediar-

ies in Module 2, Step 6: Entering Your Target 

Market, “Methods of Market Entry.”)

 » Documentation (import, export, health, quotas, 

inspections, customs pre-approvals)

 » Packing and marking requirements

 » Service or employment contracts (accreditation 

requirements, VISAS, immigration issues)

SUCCESSFUL COM-

PANIES OFTEN 

CONCENTRATE ON ONE 

FOREIGN MARKET AT 

A TIME, MOVING ON 

TO THE NEXT AFTER 

SUCCEEDING IN THE 

PREVIOUS ONE.
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STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

H. Financial Analysis
The costs of exporting can add up very quickly, 

therefore your business will need the financial 

stability and strength that comes from a reliable cash 

flow. You will need to map out a comprehensive 

export financial plan, as with any new initiative 

in your business, professional accounting advice is 

always recommended.

An important objective of your export financial 

plan will be to ensure your company has sufficient 

cash or operating lines of credit. To do this, the plan 

should include:

1. Facility and Equipment Requirements: 

A detailed list of all capital expenditure items needed 

specifically for the development and logistics of 

exporting.

2. Sales Forecast: 

 » Numbers of units exporting multiplied by

 » Export Price per unit

 » = Total sales (three to five year forecast, breaking 

out monthly details for year one)

3. Cost of Goods Sold: 

 » Number of units exporting multiplied by

 » Export Cost per unit

 » = Total cost of goods sold.

4. Projected International Income Statement: 

 » International sales — (the cost of goods sold + 

the international overhead expenses) = projected 

exporting net profit. 

 » Expected expenditures of cash and receipt of 

cash are key pieces of financial information to 

plan for and know — therefore consider the time 

elements from the Logistics and Transportation 

portion of the business plan and the expected 

receipt of invoice payments. (As previously 

mentioned, a comprehensive business plan 

should be developed before you start to create 

your export plan.)

6. Breakdown Analysis: 

This calculation is a must — so that you know the 

bare minimum in number of units x their sales price 

that will cover your exporting: 

1. Cost of Goods Sold (COGS) and 

2. Their respective associated overhead costs

This is the exporting breakeven, and once you know 

what that is, you can begin to build in efficiencies 

and, or price increases where necessary in order to 

ensure a profit. Your exporting breakeven, in short, 

is the number of units and dollar sales to cover cost 

of goods and the cost of international overhead.

When planning your budget, be sure you allow 

for a Reserve Fund. If you have funds available 

for emergencies, you will be able to weather 

the months when you do not make enough to 

meet expenses.

https://www.score.org/blog/how-much-cash-should-small-business-keep-reserve
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7. Financing Requirements:

Identify any financing and required increases in 

working capital needed for exporting. This financing 

may be an equity contribution or via leveraging 

of your own collateral (in order to secure needed 

financing). 

8. Financing Sources: 

Types of financial support for Craft & Design compa-

nies may come from: 

 » Atlantic Canada Opportunities Agency 

(ACOA): Offers repayable marketing and infra-

structure assistance up to a specified amount.

 » Community Business Development Corpora-

tion (CBDC): Offers financial assistance to a 

maximum of $125,000 available in the forms 

of loans, loan guarantees and equity financing. 

CBDC also offers business counseling and advice, 

entrepreneurship development as well as techni-

cal assistance available to small businesses.

 » Export Development Canada (EDC): EDC’s 

working capital solutions offers several financing 

products for Canadian companies to support their 

international transactions: to pay for the up-front 

costs associated with the production of a large 

export order, to expand into new markets or to 

respond to a buyer’s request for financing. EDC’s 

role is to help Canadian companies go, grow and 

succeed internationally. They do this by providing 

you with financing to cover costs such as work in 

progress, buying equipment or setting up an office 

overseas; providing insurance to protect against 

risks such as not getting paid, political unrest or 

customer bankruptcy; working with your bank to 

get the bonds you need posted; and helping you 

break into new markets which includes introduc-

ing you to potential customers.

 » Canadian Commercial Corporation (CCC): 

One of the greatest challenges for a Canadian 

exporter is standing out from international 

competitors in the eyes of interested buyers. With 

the Canadian Commercial Corporation (CCC) 

at your side, your proposal will benefit from 

the same profile as a direct purchase from the 

Government of Canada. When engaged as the 

prime contractor on your export sale, CCC signs 

the contract with the other government buyer 

and then signs a back-to-back contract with you. 

For the buyer, this becomes a purchase from the 

Government of Canada, complete with assurance 

that the contract will be completed in accordance 

with its terms and conditions. For you, it’s added 

credibility that can help you secure more con-

tracts worldwide. CCC specializes in international 

contracting for complex procurements and offers 

foreign governments an expedited procurement 

process — all of which gives you the credibility, 

access and backing required to help secure more 

contracts worldwide.

 » Business Development Bank of Canada (BDC): 

BDC’s market expansion financing can help 

you meet your working capital needs through 

long-term financing and flexible repayment 

options. BDC’s Market Expansion Loan helps 

Canadian companies finance the expansion 

of their domestic market or explore new and 

larger foreign markets. The BDC Market Expan-

sion Loan is designed to help exporters realize 

projects that are key to their growth and success, 

without putting their cash flow at risk.

STEP 7: DEVELOPING YOUR EXPORT BUSINESS PLAN CONTINUED

http://www.acoa-apeca.gc.ca/Eng/Pages/Home.aspx
http://www.cbdc.ca/
https://www.edc.ca/
http://www.ccc.ca/
https://www.bdc.ca
https://www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx
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LINKS IN THIS MODULE

Business Development Bank of Canada — Business Plan Template Download

www.bdc.ca/en/articles-tools/entrepreneur-toolkit/templates-business-guides/pages/business-plan-template-

thank-you.aspx

Community Business Development Corporations — Fillable Business Plan

www.cbdc.ca/en/new-fillable-cbdc-business-plan 

Cape Breton Centre for Craft & Design — Craft Business Resources

www.capebretoncraft.com/craft-business/ 

Microsoft Office — Format a table of contents

support.office.com/en-us/article/Format-a-table-of-contents-9d85eb9c-0b55-4795-8abb-a49885b3a58d

Writing an Executive Summary

articles.bplans.com/writing-an-executive-summary/

Canadian Trade Commissioner — Country Insights

www.international.gc.ca/cil-cai/country_insights-apercus_pays/countryinsights-apercuspays.

aspx?lang=eng&_ga=1.190038315.162399213.1483478802

SWOT Analysis

www.mindtools.com/pages/article/newTMC_05.htm

Forming Strategic Alliances in Exporting

www.tradeready.ca/2014/fittskills-refresher/8-reasons-forming-strategic-global-business-alliances/

Pricing in Foreign Markets

globalmarketingtoday.wordpress.com/about/global-marketing-mix-price/

Keeping a Reserve Fund

www.score.org/blog/how-much-cash-should-small-business-keep-reserve

Atlantic Canada Opportunities Agency

www.acoa-apeca.gc.ca/Eng/Pages/Home.aspx

Community Business Development Corporation

www.cbdc.ca

http://www.bdc.ca/en/articles-tools/entrepreneur-toolkit/templates-business-guides/pages/business-plan-template-thank-you.aspx
http://www.bdc.ca/en/articles-tools/entrepreneur-toolkit/templates-business-guides/pages/business-plan-template-thank-you.aspx
http://www.cbdc.ca/en/new-fillable-cbdc-business-plan
http://www.capebretoncraft.com/craft-business/
http://support.office.com/en-us/article/Format-a-table-of-contents-9d85eb9c-0b55-4795-8abb-a49885b3a58d
http://articles.bplans.com/writing-an-executive-summary/
http://www.international.gc.ca/cil-cai/country_insights-apercus_pays/countryinsights-apercuspays.aspx?lang=eng&_ga=1.190038315.162399213.1483478802
http://www.international.gc.ca/cil-cai/country_insights-apercus_pays/countryinsights-apercuspays.aspx?lang=eng&_ga=1.190038315.162399213.1483478802
http://www.mindtools.com/pages/article/newTMC_05.htm
http://www.tradeready.ca/2014/fittskills-refresher/8-reasons-forming-strategic-global-business-alliances/
http://globalmarketingtoday.wordpress.com/about/global-marketing-mix-price/
http://www.score.org/blog/how-much-cash-should-small-business-keep-reserve
http://www.acoa-apeca.gc.ca/Eng/Pages/Home.aspx
http://www.cbdc.ca
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LINKS IN THIS MODULE CONTINUED

Export Development Canada

www.edc.ca

Canadian Commercial Corporation

www.ccc.ca

Business Development Bank of Canada

www.bdc.ca

BDC — Market Expansion Loan

www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx

http://www.edc.ca
http://www.ccc.ca
http://www.bdc.ca
http://www.bdc.ca/en/financing/business-loans/pages/expansion-loan.aspx

