Thinking Export? UGA’'sExportGA Can Help You Dol t!

By Job Dieleman

With thevalue of thedollar well
downfromlast year and an uncertain
economicoutlook inthe United States,
itisagoodtimefor companiesto start
looking at foreign marketsfor addi-
tiona revenuesand profits. TheU.S.
has only five percent of theworld's
population and about aquarter of its
wealth, leaving the rest of theworld
asapotential market for expansion.
Themost successful companieshave
international salesobjectivesthat are
anintegra part of their strategic busi-
nessplans.

The University of Georgia's
ExportGA programistotally focussed
on helpingitsparticipantsgeneratered
international sales. This unique pro-
gram not only teachescompanieshow
to take advantage of businessoppor-
tunitiesabroad, but also helpsthemdo
it at the same time. Since 1999,
ExportGA hashelped 30 companies
sell inexcessof $25 millional over
theworld.

TheUniversity of Georgiaiscur-
rently recruiting ten quaified compa:

nies to participate in its ExportGA
2003 program. During thisintensive
export-training program starting in
August and ending in December, ten
companieswill meet asagroupinAt-
lantasix timesto attend workshopson
export methodology. Thisseriesin-
cludesinstruction on topicssuch as
finding themogt profitableexport mar-
kets, devel oping distribution channdls,
foreign and U.S. regulatory issues,
pricing and costing products, making
international quotations, getting paid,
legal and cultural considerations, lo-
gigtics, andfinancing. Thesessonsare
taught by experienced privateand pub-
lic sector professionals.
BetweentheAtlantasessions, the
companieswill work one-on-onewith
UGA'sinternationd trade consultants
and consultantsfromthe U.S. Export
Assistance Center (USEAC) located
indowntownAtlanta. TheUSEAC s
aone-stop shop for al marketing and
financial assistancefrom federal and
state export assi stance organi zations
such astheU.S. Department of Com-

merce, the GeorgiaDepartment of In-
dustry, Tradeand Tourism (GDITT);
andtheU.S. Smdl BusnessAdminis-
tration. The companieswill have ac-
cess to their trade representatives
around theworld and other valuable
servicesand sourcesof information.
Georgiaisfortunateto have oneof the
most effective Export Ass stlance Cen-
tersinthe country.

Each company will aso be as-
sgnedaninternaiond bus nessstudent
fromTheUniversty of GeorgiasTerry
College of Business. The Collegeis
anintegral part of the consulting team
and providesresearch support to help
identify marketsand overseasdigtribu-
tors/customers, uncoversregulations
andforeign standardsthat apply, helps
in preparing for tradeshows, and con-
tributes in various other ways to
achievinginternaiond sales. Thepar-
ticipating companiesare strongly en-
couraged to travel overseasto meet
with prospective customers. Develop-
ingthesedl-important relationshipsis
crucia tothelong-term successof an

export operation.

Companiesinterested in getting
moreinformation about ExportGA can
call Job Dieleman at 678-407-5390
or Charles Boyanton at 678-407-
53809.
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Job Dieleman is an international
trade consultant with the Georgia
SBDC Network. To find your local
SBDC, call the state office at 706-
542-2762 or locate it on the web at
www.sbdc.uga.edu.



