








Identify your product’s Harmonized Code

Researching the Market 

 10-digit product identifier also known as an HS code or a Schedule-B number

 Global product classification system

 Simplifies the process to determine tariff rates when goods enter a country and for 

export market intel.

 Chocolate bar: 180631

 Chocolate bar (not filled): 180632



Identify your product’s Harmonized Code

Researching the Market 
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Identify your product’s Harmonized Code

Researching the Market 

ACTIVITY – Research your product’s HS Code

❑ Visit: https://www.census.gov/foreign-trade/schedules/b/index.html

❑ Search the HS Code for your product. Answer product specifics.

❑ Enter your HS Code in your export plan

❑ Keep that number to see if it requires an export license.

❑ HS codes fit precisely 80% of all product, but there are gray areas.

https://www.census.gov/foreign-trade/schedules/b/index.html


Do you need an export license? 

Researching the Market 

The majority of commercial products are designated EAR99 (Export Administration 
Regulations) and generally will not require a license to be exported or reexported.

• Determine if your product fits any of the 10 designated categories used in the Bureau 

of Industry and Security’s Commerce Control List (CCL). 

• If the product has a specific Export Control Classification Number (ECCN) you’ll need 

a license.

https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-
classification-number-eccn

https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-classification-number-eccn
https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-classification-number-eccn
https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-classification-number-eccn
https://www.bis.doc.gov/index.php/licensing/commerce-control-list-classification/export-control-classification-number-eccn


Filing for export documentation

Researching the Market 

• Export classification and any license numbers must 

appear on export documentation such as the 

Commercial Invoice and the Automated Export System 

(AES) filing. 

• For certain exports, BIS requires AES filing regardless 

of value or destination. 

• USPS and major freight carriers may require you to 

enter “NLR” – No license required – for certain EAR 

shipments.

• Shipments where the ultimate destination is the 

United States or shipments to international waters 

where the person/entity assuming control of the 

shipment is a citizen or permanent resident of the 

United States are not required to be filed in the AES.



Who are your customers?

Researching the Market 

Before entering a new market, companies should know who they are selling to. Are your products meant for 
customers or businesses?  Knowing these strategies will help you to determine pricing, understand the next 
steps in the fulfillment and shipping process, and help to build quality relationships.  
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How to identify current market conditions

Researching the Market 

 ITA Country Commercial Guides - publishes annual Country Commercial Guides (CCG) 

designed to help companies make smart, strategic market entry decisions. Each 

country is detailed with information regarding market conditions, purchasing power, 

consumer trends, distribution channels, navigating entry constraints, best sectors, key 

contacts and more. 

 ITC TradeMap - collects trade data from 200 countries, organizes it, and makes it 

available online. Use data comparison tables by year to determine trade trends. 

 CIA World Factbook - provides country comparison data on demographics, economy, 

communications, and defense.

 U.S. Department of State – obtain up to date travel information about the country 

you are visiting. (visas, vaccinations, licenses, etc.) 

https://www.trade.gov/country-commercial-guides
https://www.trademap.org/Index.aspx
https://www.cia.gov/the-world-factbook/references/guide-to-country-comparisons/#people-and-society
https://www.state.gov/countries-areas/canada/


How to identify current 
market conditions

Researching the Market 

 Office of Textiles & Apparel - 

OTEXA publishes reports on a 

monthly or annual basis. 

Customized reports can be done 

on an as-needed or as-requested 

basis. These statistics provide up-

to-date information on the state 

of imports and exports of textiles, 

apparel, footwear, leather and 

travel goods industries. 

https://www.trade.gov/otexa


Register your company 
for Made in the USA 
Sourcing Directory

Researching the Market 

 Made in the USA Directory– 

Register your company in the 

Made in the USA Sourcing 

directory. It’s free of charge and 

assists buyers in sourcing U.S.-

made textiles, apparel, footwear 

and travel goods from U.S. 

vendors. 

https://www.trade.gov/made-usa-directory


Are there tariffs and 
duties charged for my 
product? 

Researching the Market 

 ITC Market Access Map–Identify 

customs tariffs, tariff rate quotas, 

trade remedies, regulatory 

requirements and preferential 

regimes applicable to your 

product. 

https://www.macmap.org/en/query/results?reporter=392&partner=316&product=180631&level=6


Are there tariffs and 
duties charged for my 
product? 

Researching the Market 

 ITC Market Access Map–Identify 

customs tariffs, tariff rate quotas, 

trade remedies, regulatory 

requirements and preferential 

regimes applicable to your 

product. 

https://www.macmap.org/en/query/results?reporter=392&partner=316&product=180631&level=6


Free Trade Agreements (FTAs)

Researching the Market 

• The U.S. has 14 free trade agreements (FTAs) 

with 20 countries. 

• Helps businesses compete by reducing 

barriers to exports and protecting U.S. 

interests. 

• FTA Help Center provides guidance on 

preferential tariff treatment and other 

resources for FTAs.

• Your U.S. trade representative has more 

information on the text of FTAs and market 

access provisions.  

https://www.trade.gov/free-trade-agreements-help-center
https://ustr.gov/trade-agreements/free-trade-agreements


Industry Variables

Researching the Market 

• What is the size of the industry? Analyze 

historical and forecasted growth.

• What are the industry trends? 

• What is the target size, growth, and 

characteristics? 

• Identify competitors local and foreign

• What are key competitive factors? Unique 

value proposition. 



Industry Research Tools

Researching the Market 

 ITA Research by Industry – Access the latest data and information about trends by 

industry. Information about exporting products and services is available including top 

markets for that product/service and trade data. 

 ITC TradeMap - collects trade data from 200 countries, organizes it, and makes it 

available online. Use data comparison tables by year to determine trade trends. 

 CIA World Factbook - provides country comparison data on demographics, economy, 

communications, and defense.

 Trade Stats Express– Find data in the form of charts, graphs, and color-coded maps to 

see trends of countries the U.S. exports specific products to. Can run data 

comparisons year over year to determine what the trends are. (Top three exporters of 

chocolate: Mexico, Canada, South Korea)

https://www.trade.gov/industries
https://www.trademap.org/Index.aspx
https://www.cia.gov/the-world-factbook/references/guide-to-country-comparisons/#people-and-society
https://www.trade.gov/report/tradestats-express-national-and-state-trade-data


Find Trends and Stats

Researching the Market 

ACTIVITY 

❑ Choose one of the market research tools. Register for a free TradeMap account. 

❑ Using the first 6-digits of your HS code, search how it would do if sold in Japan, South 

Korea or Canada

❑ Is there any U.S. state currently exporting a similar product? 

❑ Could you identify a market for U.S. products with that HS code? 

❑ What is the U.S. current market share? 

❑ Is it a growing or declining demand in those markets? 













Action Steps 

Phases and Priorities

• List or briefly describe the action steps and priorities to begin exporting. 

• Prioritize what needs to be done first. Taking a phased approach to exporting allows 

you to manage your current business demands without majorly affecting operations.

• Be specific in your timeline to identify how much time will be needed to complete 

each action step. 

Priority 1: Create content for website (2 months) 

• Work with photographer and/or videographer to take high quality product photos.

• Develop product descriptions and gather all product details (measurements, 

ingredients, color, etc.). 

• Develop shop terms and policies. 

• Translate product descriptions 



Action Steps 

Phases and Priorities

Priority 2: Launch eCommerce website (2 months) 

• Choose eCommerce platform 

• Work with web developer to set up website

• Secure online payment portal and ensure compatibility with financial institution

• Gather shipping information and pricing for various shipping options

• Translate product descriptions 

• Develop branding kit with content developer

Priority 3: Labeling (2 months) 

• Nutrition labels, review if additional licenses are needed 



Financial Plan

Export Budget

• Based on priority funding needs, identify how STEP grant funds will be spent 

according to allowable budget categories. 

• Identify which portion will be funded by the business and the grant. 

• You may need to provide business financial statements as requested by GEDA.  



Develop an export plan to help you prioritize

Plan Ahead 

Sample Outline of an Export Plan

Table of Contents & Executive Summary 

I. Introduction and Export goals

II. Situation or Background Analysis 

• Product/Service for export 

• Operations

• Personnel and export organization

• Resources inside the company

• Resources outside the company

• Industry Structure, competition, and 
demand 

• Export License (if needed)

• Export control compliance 

• Product classification(s)

• Products that qualify under FTAs

III. Marketing Component 

• Identifying, evaluating, and selecting 

markets 

• Product selection and pricing 

• Distribution methods 

• Terms and conditions

• Internal organization and procedures

• Sales goals (P&L forecasts)

• Pricing including consideration of duties, 

taxes, freight costs, and logistics

IV. Tactics – Action Steps

• Primary target countries

• Secondary target countries

• Indirect marketing efforts 

• Quarterly accomplishments 



Develop an export plan to help your prioritize

Plan Ahead 

Sample Outline of an Export Plan

V. Export Budget

• Pro-forma financial statements

• Website enhancements

• Trade show visits

• Marketing materials

• Travel 

• Other costs 

VI. Implementation schedule

• Follow-up

• Periodic operational and management 

review

(Measure results against the plan)

Addenda: Background data on target

• Basic market statistics (historical and 

projected) 

• Background facts

• Competitive environment 



Recap

Summary

 Get a head start working on your export plan early. Don’t wait to work on your plan. 

 Seek technical assistance. Work with a business advisor at the Guam SBDC or reach 

out to GUMA to refer you to a business advisor. 

 Have someone review your export plan to provide feedback. Work with someone 

who you trust, has industry knowledge who can give valuable insights and advice. 

 Practice your pitch. Be the expert of your business and be prepared to present to 

stakeholders and answer questions about your plan. 

 Know your numbers. Spend some time with your financial advisor or accountant to 

go over your company’s financial statements and understand the opportunities and 

challenges your company needs to prepare for. 
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