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[bookmark: _2et92p0]EXECUTIVE SUMMARY
This section is typically written last & is no longer than three pages.  This is designed particularly for a funding opportunity to showcase the characteristics, capabilities, & experiences of the company & management team; the nature & degree of innovativeness of the product or service & its market size & competitive advantage; & the expected results in terms of sales & profits over the next 3 years.  If a reader only reads your executive summary, they will be able to understand why your business is pursuing an international market & what your competitive advantage in that market is.  You may also wish to highlight how this trade plan will further your business’ overall business plan or strategy.

[bookmark: _tyjcwt]INTRODUCTION
Bring the reader along to understand the type of business & description of the major products/services involved. Introduce why the business is ready to explore global market opportunities, describe the ability to meet the capacity of increased demand, & demonstrate all levels of management commitment to a long-term global business strategy.  Provide a description of the country proposed for market entry if exporting or sourcing if importing, the rationale for selecting the country, & identification of sources of information. What additional staff or capital is necessary to succeed with this global business plan.
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[bookmark: _1664s55]EXAMPLE ACTION PLAN


	Priority 
	Objective 
	Task
	Resources 
	Schedule 
	Evaluation

	1
	Create or revise export plan
	Review export plan template
	Your time or staff time to write the plan
	Over the next 3 weeks
	Completion of plan

	2
	Internationalize website
	Use template to identify enhancements; 
	Task in-house or contract web folks
	Complete within 30 days
	Evaluate early interest & other international transactions

	3
	Learn more about international transactions
	Review learning resources
	Identify what you need to know & who in the company needs to know it
	Complete within 60 days
	Number of error-free transactions

	4
	Monitor transaction activities
	Proactively spot sales opportunities
	Identify staffing & scheduling
	Start within 14 days
	Number of sales leads via website or other channels

	5
	Develop database of international prospects & customers & e-mail new product offers
	Create database & email template for sending promotions; use social media
	Identify staffing & frequency of messaging; include opt out
	Start within 30 days
	Number of messages; open rate; sales

	6
	Secure product certificates if needed
	Underst& the process, turnaround time, etc.
	Staff time
	Complete within 14 days
	Certificate in h& if needed by importing country

	7
	Determine whether product needs an export license
	Review government lists
	Staff time
	Complete within 14 days
	

	8
	Learn how to calculate duties & taxes
	Review recommended links 
	Staff time; no charge for information
	Complete within 14 days 
	Accurate calculation & communication to buyer

	9
	Use tariff code lookup
	Identify tariff code for your products (HTS number)
	Staff time; no charge for information
	Complete within 14 days
	Accurate completion of shipping documents

	10
	Establish pricing & returns policy
	Calculate landed costs & make revenue projections
	Staff time
	Complete within 14 days
	Establish revenue benchmarks

	11
	Meet your local government export resource
	Understand the services available to your company
	Staff time
	Complete within 30 days
	Value of assistance provided

	12
	Research a new market
	Review recommended links in A Basic Guide to Exporting
	Staff time
	Complete within 120 days
	Go or no go decision

	13
	Travel to the market with help from your private & government export resource 
	Meet potential distributors
	$4000
	Complete within first year
	New revenue
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