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7 Ways to Create Predictable Profitability in Small Business Exporting  

As a small business you are probably looking for ways to help increase your profit margin and 

allow your company to grow in a healthy, viable economic atmosphere.  While the world 

recession may be slowly waning, you are still at a loss on how to make your business more 

profitable.  There is an answer to finding those profits you have been lacking.  It is called small 

business exporting. 

 

Many people do not realize how lucrative small business exporting really is because 

they are a small business.  Companies that employee less than 10 employees can 

have a viable small business exporting division just as easy as a company with 100 

or more employees.  By involving your company in this endeavor you help create 

jobs at home, boost the value of the American dollar, help increase your profits and 

provide international citizens with economic and sociological benefits they may not 

have had access to before. 

 

Additionally, by selling your products overseas in a small business exporting 

venture you get the opportunity to take your product out of the saturated domestic 

American market and into a competitive environment that will allow you to have sustainable and 

predictable profits.  You can offset seasonal sales fluctuations this way and increase your profits 

in ways you never dreamed possible.   

 

People overseas want American made products.  As a small business you are in the position to 

give it to them.  Be prepared to think outside the box as we explore how you can bring your 

small business products to the overseas market quickly and easily while boosting your profit 

margin along the way. 

 

Why Should You Export? 

 

The exporting of goods has long since been a cornerstone of capitalism.  Consider history when 

you look at exporting.  The United States has been involved in some form of exporting since it 

was first colonized, sending cotton and other products grown in the country overseas.  Back in 

the 1700s we exported to a small number of allied countries.  Today we have the entire world to 

send our products to.   

 

Considering exporting your products opens up new doors for your 

business.  So, why should you export? 

 You protect your business from competitors who attempt to 

steal your customer base because they have a recognized 

international brand. 

 You can set up a joint venture with another company 

overseas that allows you to lower production cost while 

increasing profit by sharing the work load. 

 You will be eligible for tax advantages offered by the 

government because export profits are considered exempt. 

 Exported products and services are competitively priced 



because of the fluctuation of the American dollar. 

 You get an extended product life cycle. 

 

How Do I Get Started Exporting My Products? 

 

Being successful in exporting is not as difficult as many people believe.  The hardest part of 

getting into the exporting market is defining what paperwork you will need in order to be able to 

sell your product in a foreign country.  Many other aspects of small business exporting are the 

same as running your business in one country.  You simply need to be able to adjust your plans 

and your ideas for the international market.  

 

If you are serious about small business exporting and creating predictable profitability from it, 

here are seven ways you need to seriously consider and implement in order to find success.  Not 

all of these ways will apply to you and the product you are selling.  But being armed with this 

type of important information will ensure that you get started exporting on the right foot. 

 

1. Define your small business goals in the international market and focus on them. 

Defining your small business exporting goals is not all that different from defining your goals 

for your domestic market.  You have to remember that the focus of your goals is for the 

international market.  You must set long term goals – up to about a year is a good start – and 

then work towards those goals.  Short term goals – those goals you need to accomplish in a 

seven day period – should also be focused on the exporting business.  Don’t forget to set 

strategic goals as well, such as branding your product, developing business partners, meeting 

marketing and sales objectives and more. 

 

You need to define all of your exporting objectives when 

you define your goals.  Are you exporting only during a 

time of slow domestic business or are you going to be able 

to devote time and resources to both?  Management and 

material would need to be put into place for the exporting 

side of your business.  You need to be set up in such a 

way that the exporting side of your small business is 

handled as well as your domestic side.  Evaluate whether 

or not you need to outsource with a partner or take the 

three to five years necessary to build your market share 

and employee base.   

 

If you do not want to wait, consider hiring an export management company to help you get 

your small business into the exporting market.  They will be able to help your set your small 

business exporting goals, determine what licenses and fees you will need to handle up front 

and help bear the burden of breaking into the international sales market because they are 

already established there. 

 

2. Analyze your company’s strengths, weaknesses, opportunities and all possible threats. 

You need to know where your company stands when it comes to what it can offer your 

customers both in the domestic and export markets.  This is not a onetime assessment.  You 



will need to continuously analyze how you are progressing as time goes on, especially where 

threat assessment is concerned.  You must always be aware of new opportunities that are 

coming your way and how your company can turn weaknesses into strengths.  These 

assessments will help you weather bad market conditions and come through them without 

losing too much of your predictable profitability. 

 

Once you have analyze the strengths, 

weaknesses, opportunities and possible threats 

you can turn the information you have gathered 

into a business plan.  This is different from your 

business goals.  Your business plan actually is a 

roadmap of how you will get your product into 

the exporting market and get it sold.  It pulls 

together your operations, sales, finances, 

management, and product – from new product 

development to marketing strategies.  It will also 

help you see any additional strengths and 

weaknesses you were not aware of in your initial assessment. 

 

After you have developed your business plan, you can turn around and pull together your 

small business exporting plan.  The exporting plan should include the following points: a 

description of your company; the market you are targeting and the industry that is involved 

with it; the business objectives of your company; financial forecasts including the capital 

requirements you will have to meet these goals; and your strengths, weaknesses, 

opportunities and threat assessment.  Include in your export plan partners, freight carriers, 

consultants and legal advisors that you may need along the way. 

 

3. Detailed market research will help you streamline your small business exporting 

endeavor. 

It is very important that you research the socio-economic, political and cultural aspects of 

each country you plan to export to in order to determine whether or not your product is 

needed and will be welcomed.  Without market research your small business exporting 

division could fail before it gets off the ground.  Researching these three aspects of a country 

will give a well rounded look at what you are getting into. 

 

You need to make sure you conduct primary and secondary market research.  Primary market 

research gives you a link to customers, industry exports and other primary sources of 

information that include interviews and consultations with people overseas who are already 

dealing with the changing market.  Secondary market research is information about the 

market that is gathered from print sources such as newspapers, the Internet and market 

reports.  When the information is combined, you get an outstanding view of the international 

sales market in your industry. 

 

4. Review the different market strategies for getting into exporting to decide which one is 

right for your business. 



There are three market strategies currently being used today for small business exporting.  

Before you can decide which one is going to be the right one for you business you need to 

decide whether you are exporting consumer goods or services.  Believe it or not, you can 

export a service.  A service would be classified as something that you offer people for a fee 

without there being a tangible good, such as consulting. 

 

The first type of exporting strategy is called direct 

exporting.  You sell and ship your product directly to your 

customer with no middle man involved.  This is by far the 

most straight forward exporting method you will encounter.  

The second type of exporting strategy is indirect exporting.  

With this method you sell your product to an agent, a 

distributor or a trading house and then they sell the product 

in the international market.  The third type of exporting 

strategy is exporting through a strategic partnership.  In this 

type of exporting scenario, you work with a partner company or individual who helps you 

with all aspects of exporting. 

 

Determining which type of exporting strategy will work the best for your business will 

depend on what you are exporting and they type of business you are more comfortable with.  

Direct exporting leaves everything on you – from researching the markets to getting the 

licenses to shipping the product and handling the payments.  It is the most direct form of 

exporting but it also requires the most dedication and work. 

 

No matter which exporting strategy you decide to use you need to remember that exporting is 

a very dynamic process that requires research into every market you are interested in 

entering.  Each country has their own rules and regulations, customs and duties.  Indirect and 

strategic partnership exporting can help you in your small business exporting as you are able 

to develop a relationship with other firms and freight handlers that already know the ins and 

outs of the business. 

 

5. Look into all types of financing to assure your small business exporting success. 

Not all small business have the capital to jump into small business exporting so you need to 

make sure you are able to have funding in place before you ship out the first order overseas.  

If you want to be a successful exporter you need to make sure you include in your business 

goals, business plan and exporting plan where your capital is going to come from to get 

started.  Secure cash flow and financial stability is important as you need to be able to expand 

your business as it grows. 

 

Make sure you plan ahead and include in your 

financials money to cover any type of hidden 

costs that may emerge when engaging in a small 

exporting business.  You should have budget in 

place that covers the next two to three years of 

overhead expenses, salaries, shipping, 

advertising and the overall capital budget 



required by any successful business.  You have the option of using an export management 

company to help you with these numbers as they are well versed in what it takes to make a 

small business exporting venture successful. 

 

6. Don’t forget to include marketing and advertising in your plans. 

While you may wonder how you will advertise your product in the international market 

remember that you are able to access the Internet as well as partner with other businesses to 

attain this goal of your business.  Make sure your marketing and advertising campaigns are 

focused so that they are effective and do not be afraid to switch advertising strategies if the 

ones you have in place do not work efficiently.   

 

Advertising and marketing are all about telling your target audience about your service and 

product.  You need to make sure your campaigns are designed to inform your customers 

about your product and list the ‘benefits’ it has in an effort to make your product more 

appealing than your competitors.  Never lie and never stretch the truth, but make your 

marketing campaigns appealing. 

 

You can use promotional advertising in your small business exporting venture by offering 

your customers an additional amount of money off when they purchase certain things or by 

giving them free shipping for a set period of time.  Remember to provide your customers 

with a reason to come back to you even after the promotion is over.  If you don’t, the 

promotion will not be effective at all. 

 

Eventually, work brand advertising into your marketing and advertising campaign.  This type 

of marketing strategy takes time to produce results, but by providing your customers with 

products that are high quality and trustworthy, they will build an emotional attachment to it 

and come back to you when their product needs replacing.  Brand advertising helps with 

competition and allows you to price your product at a premium rate your customers are 

willing to pay. 

 

7. Finally, don’t be afraid to go overseas to see the market for yourself. 

In its own way, this is the best part of small business exporting.  You get to see portions of 

the world that may not have been accessible to you before.  While trade shows, phone calls, 

letters and other communication methods are the 

accepted norm in exporting, the time and 

expense of seeing the market and meeting your 

customers are well worth it.  This face time 

gives you experience with the product you are 

selling and helps you get a good understanding 

of who is purchasing your products. 

 

Getting started in small business exporting is 

not as difficult as it seems.  Yes, it is a daunting 

task overall, but the long term gains for you and 



your company are what it is all about.  If you try it on your own, remember that exporting takes 

dedication, time and patience to make it a fruitful endeavor that brings in predictable 

profitability. 

 

Don’t be afraid to ask questions about small business exporting.  Export management companies 

are a great source of information and they are willing to help you get your exporting business off 

the ground.   

 

Whether you go for it alone or partner with an established exporting management company, you 

can make small business exporting a profitable venture. 
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