
Salem County: 
Introduction to Exporting
Build a foundation for international business 
success through planning, research, and execution.

NJBAC South Jersey Export Webinar Series: Salem County
Thursday, July 17, 2025



Welcome all! Please complete the welcome survey.
We would like to thank our valuable, local partners:

NJBAC South Jersey Export Webinar Series: Salem County
Thursday, July 17, 2025



About the NJ Business Action Center

Mission 
To provide exceptional technical assistance, customer service, resources, and 
information as advocates and mentors for New Jersey businesses of all sizes, 
categories, and ethnicities.

Vision 
We envision a flourishing business community, in which all stakeholders –
entrepreneurs, business owners, business leaders, exporters, 
municipalities, state agencies, elected officials, and organizations – are able 
to access the vital resources that ultimately strengthen every aspect of 
doing business in New Jersey.



About the NJ Business Action Center

Connect

CommunicateCollaborate

NJBAC  
is a division of the Department of State





About the NJ Business Action Center

Provides free, confidential, reliable assistance
-- Office of Business Advocacy – Explore
-- Office of Export Promotion – Expand
-- Office of Small Business Advocacy – Explain
-- Office of State Planning – Enhance
-- Cannabis Training Academy – Educate

Supportive services at every stage of business, regardless of size or industry, 
provided for thousands of businesses each year



Impact of NJBAC
business registration & business certification & site expansion & 
networking & navigating state systems & international sales & 
site selection & incentive programs & funding opportunities & 
introductions & district enhancement & education for 
entrepreneurs & referrals & resources & recommendations & 
grant opportunities & educational webinars & permitting 
assistance & research & commercial real estate assistance & 
NJSTEP & annual reports & procurement & district assessments 
& advocacy & community presentations & mentoring & industry 
insights & municipal incentives & tax abatements & application 
support & record keeping & much more



Connecting with NJBAC

Services provided  
-- Free of charge
-- Confidentially 
-- Quickly, accurately, and carefully

Call: 1-800-JERSEY-7
Chat: business.nj.gov
Learn: state.nj.us/state/bac/



Office of Export Promotion



Office of Export Promotion
Roles of the Office of Export Promotion (OEP) include:

- Export Assistance: Advises small and mid-sized companies to help 
them tap into global markets, increase revenues, and create local 
jobs.

- Export Advocacy: Helps businesses navigate and connect with both 
State and Federal government agencies to break down barriers.

- Foreign Trade Zone Grantee: Manages FTZ #44 (Mt. Olive, NJ).



Introduction to Exporting



The Business Case for Exporting

-- Increase sales by tapping into international markets.

-- Smooth business cycles during domestic lulls. 

-- Increase the valuation of your business.

-- Utilize full capacity of production, sales and administration.

Source: U.S. Commercial Service, “Strategic Reasons to Export.” Trade.gov.



Today’s Agenda
-- Export Readiness Self-Assessment

-- Management Commitment to Exporting

-- Trade Barriers and Trade Opportunities

-- Export Plan Development and International Market Research

-- Food Manufacturing Case Study (“Salem Soy Products Co.”)

-- Questions & Answers / Next Steps



Export Readiness Self-Assessment



1. Does your company have a product or service that has successfully 
sold in the domestic market? 

2. Is your company’s management committed to developing export 
markets and willing and able to dedicate time and resources to the 
process? Does your company have an export business plan with defined 
goals and strategies?

3. Does your company have sufficient production capacity that can be 
committed to the export market? Will financing be required for any expansion?

Export Readiness Self-Assessment

Source: U.S. Commercial Service, “Assessment for New Exporters” Trade.gov.



4. Does your company have the financial resources to actively support 
an increase of product sales in targeted overseas markets?

5. Do you have both U.S. and foreign Intellectual Property Protection 
for your product?

6. Does your company have capabilities to modify ingredients and 
product packaging to meet foreign import regulations, cultural 
preferences, and survive competition?

Export Readiness Self-Assessment, cont.

Source: U.S. Commercial Service, “Assessment for New Exporters” Trade.gov.



7. Does your company have appropriate knowledge in shipping its 
product overseas, such as identifying and selecting international freight 
forwarders and freight costs to ensure customs clearance overseas?

8. Does your company have knowledge and experience of export 
payment methods, such as developing and negotiating letters of credit?

9. Does your company have knowledge and understanding of U.S. 
export controls and compliance?

Export Readiness Self-Assessment, cont.

Source: U.S. Commercial Service, “Assessment for New Exporters” Trade.gov.



Management Commitment to Exporting



Management Commitment to Exporting

-- Long-term commitment by management to learn, research and 

implement exporting as a core sales strategy.

-- Ensure cohesion among leadership team.

-- Keep key partners and advisors updated (banker, accountant, 

attorney, insurance broker, etc.)



Trade Barriers and Trade Opportunities



Identify Trade Barriers & Trade Opportunities

-- Trade Barriers: Tariff & Non-Tariff Trade Barriers

-- Trade Opportunities: Trade Agreements (FTAs, TPAs, etc.)



Trade Barriers (Tariff & Non-Tariff)
Non-Tariff Barriers:

-- Burdensome customs procedures
-- Licensing requirements
-- Product standards
-- Testing, labeling, and certifications
-- Investment rules
-- Protection of intellectual property

Tariff Barriers:

-- Ad Valorem (percentage of value)
-- Most Favored National Tariffs (MFN)
-- Specific (physical quantity)
-- Compound
-- Tariff-rate quotas



Trade Opportunities (Trade Agreements)

-- Unilateral trade agreements

-- Bilateral trade agreements

-- Multilateral trade agreements

-- Other: product-specific agreements



Building Your Export Plan



Export Planning Overview

Key items to consider when developing your export plan:

Source: U.S. Commercial Service, “Sample Export Plan” Trade.gov.

-- Product or Service

-- Financial Capacity

-- Promotion

-- Experience

-- Personnel

-- Management Issues

-- Pricing Considerations

-- Production Capacity



Export Planning Process

-- Similar to creating a start-up business plan.

-- Organize thoughts, identify barriers, and test assumptions. 

-- Research, identify and analyze potential international markets. 



Sample Export Plan Outline
Part I: Export Policy Commitment Statement

Part II: Situation or Background Analysis
Product/Service for Export
Export License (if needed)
Personal Export Organization
Products/Services to be Exported
Products that Qualify Under FTAs
Resources Outside the Company
Industry Structure, Competition, Demand Operations
Export Control Compliance
Product Classifications
Resources Inside the Company

Source: U.S. Commercial Service, “Sample Export Plan” Trade.gov.

Part III: Marketing Component
​Identifying, Evaluating, and Selecting Markets
Product Selection and Pricing
Distribution Methods
Internal Organization and Procedures
Sales Goals (Profit and Loss Forecasts) 
Terms and Conditions
Pricing with Consideration of Duties, Taxes
Freight Costs, and Logistics Included

Part IV: Tactics—Action Steps
Primary Target Countries
Indirect Marketing Efforts
Quarterly Accomplishments
Secondary Target Countries



Sample Export Plan Outline, Continued
Addenda: Background Data on Target
Basic Market Statistics (Historical and Projected)
Background Facts
Competitive Environment

Source: U.S. Commercial Service, “Sample Export Plan” Trade.gov.

Part V: Export Budget
Pro-forma Financial Statements
Marketing Materials
Travel 
Website Enhancements
Trade Show Visits
Other Costs

Part VI: Implementation Schedule
Follow-up
Periodic Operational and Management Review 
(Measuring Results against the Plan)



International Market Research Tools



Identify & Analyze International Markets
-- U.S. Census Schedule B Commodity Data and Search Tool 

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

-- U.S. Census Bureau Global Market Finder    
https://www.census.gov/foreign-trade/gmf.html

-- U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

-- Department of Commerce ITA Country Commercial Guides  
https://www.trade.gov/country-commercial-guides

https://www.census.gov/foreign-trade/schedules/b
https://www.census.gov/foreign-trade/gmf.html
https://www.bea.gov/itable/
https://www.trade.gov/country-commercial-guides


U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

Service Export Data: U.S. BEA Interactive Data Application (1/5)

https://www.bea.gov/itable/


U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

Service Export Data: U.S. BEA Interactive Data Application (2/5)

https://www.bea.gov/itable/


U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

Service Export Data: U.S. BEA Interactive Data Application (3/5)

https://www.bea.gov/itable/


U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

Service Export Data: U.S. BEA Interactive Data Application (4/5)

https://www.bea.gov/itable/


U.S. Bureau of Economic Analysis Interactive Data Application 
https://www.bea.gov/itable/

Service Export Data: U.S. BEA Interactive Data Application (5/5)

https://www.bea.gov/itable/


Food Manufacturing Case Study (“Salem Soy Products Co.”)



U.S. Census Schedule B Commodity Data and Search Tool (1/4) 

U.S. Census Schedule B Commodity Data and Search Tool 
https://www.census.gov/foreign-trade/schedules/b

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


U.S. Census Schedule B Commodity Data and Search Tool (2/4)

U.S. Census Schedule B Commodity Data and Search Tool 
https://www.census.gov/foreign-trade/schedules/b

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


U.S. Census Schedule B Commodity Data and Search Tool (3/4) 

U.S. Census Schedule B Commodity Data and Search Tool 
https://www.census.gov/foreign-trade/schedules/b

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


U.S. Census Schedule B Commodity Data and Search Tool (4/4) 

U.S. Census Schedule B Commodity Data and Search Tool 
https://www.census.gov/foreign-trade/schedules/b

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


U.S. Census Bureau Global Market Finder    
https://www.census.gov/foreign-trade/gmf.html

U.S. Census Bureau Global Market Finder (1/1)

https://www.census.gov/foreign-trade/gmf.html


Department of Commerce ITA Country Commercial Guides  
https://www.trade.gov/country-commercial-guides

DOC ITA Country Commercial Guides (1/2)

https://www.trade.gov/country-commercial-guides


DOC ITA Country Commercial Guides (2/3)

Department of Commerce ITA Country Commercial Guide: Mexico
https://www.trade.gov/country-commercial-guides

https://www.trade.gov/country-commercial-guides


DOC ITA Country Commercial Guides (3/3)

Department of Commerce ITA Country Commercial Guide: Mexico
https://www.trade.gov/country-commercial-guides/mexico-distribution-and-sales-channels

https://www.trade.gov/country-commercial-guides/mexico-distribution-and-sales-channels


Questions & Answers / Next Steps



Thank you again to our local partners!



Call: 1-800-JERSEY-7
Chat: business.nj.gov
Learn: state.nj.us/state/bac/  

We’re in the solution business.
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