Export
arketing

4

A |
ISR
¥

T. A. S. BALAGOPAL/
S. SUBRAMANIAN '

My o
J 'uu |p‘.ﬂwrl,m' .
ppb "
a e 4
&
!._ ¥
o
‘\\i‘
i E
~ ot
R &N fall
A | W

¢Himalaya “Publishing “Hopy

o
3 L] A



\..A.;?,.T..‘,, 1w 2 9 g Vx%\f Vo'
m..u.:b.‘_au,/.d::,.v )uﬂ@% .,(g.u(_m.\. 0 \% \N.MP.
’ ' ool
\u

1A W_SQS AR
— - W oo 4
;./i: ) O WG

Bt J;:\le r u\ui
T2 N /:J, /‘ﬂrz

= ,._ L (¢ \f -

I.Jy;:\..f & y,«ifw q.Huz).%ﬁ.f@. MS
J_ :,x;,;,:arw J 5 aw\uwn.ﬂ\‘.mﬁk\;o& &\.“.(—B%b gg
B .
TP RS T Wn

\ ¥ J ] \._d?;.u ! Q Vo m..@q QAL )&J QIM\QU M.Q

v;t ....,:—sg |u - u,/.s )afu.v%'

(= ‘\»wur.v.\\n._nt_@v
b =~
e r

Q}”JC/; mt/J:CJ Hr__e../ 2\a) _
fproco A
:i.,_

55;74\\,. M
_J x> Ba ﬁ NS MO0 /L;C vaYs
V -ifu.ﬂp).._.fru¢fuft 3 -

— . WJu)n:l-’il—.ﬂ.&.
e no: ,.,w _CVF .:fww.rg a_?;?v . i
20 »Qcc_ _va T;u u..,./,. M) ,:T:J ...,_ A

/_/ \ /.ﬂf-;ﬁ . r
o f TMDOR )

’ .|v I~ #
DRI K |

+
ANS

pd; VN Yo
PP ) ./,,;. Wi /‘//v JUFJ.W b - %m,v




,\f‘ful

( U:vJ&

INJMIH\U prspose o,

” tebled cap'l o N
?3#’/9% e WY'F(]( rﬂ‘:fuj! 2 I
‘ \\u.\r \ '\v..;.,. .
Sr\ %’I\‘(h\'\ﬂ\l ¢ \ ‘]‘
h"u,.u. ¢ N4 V \ \f EAL Py
I

L
(?mch/l wctk (A~ A f\nn l}

m )Qau.uhoml o{ Qia b

[ |L“
. | o :;\v\ A
| /V‘ %G-bfw.u{‘ L an iwﬁﬂ;!-‘s»""* : \l

{ Viey ke /
Sw\q)ﬁblt'\r\CC. ar'\ ("'Vlgn \ \ ! «

ﬁ§j§w§\[8m0nw . (ﬁ( %\(’ ot M -nta!l; at Nadeonad

fm 1 mnn)lf\. L

\}”“"'\\[-I \ "|\i O )

R@\J{\ g ‘
JJ E);[S@If-\ W’t f’f1 ( Ny { (s £ )
¥ g ; ‘!‘{JU‘T y L f\'- \\I\ ll"\' .

; Y
\ kmhw \f“‘o\ 0% Com
w— Yo\ \

LR R \ i e ¥ \
L g \emm \n €% |~m~\r

?§ ) =l 1

may

'\h\

¥ 13" nla me\ N \\\A.‘. \e

J i\
/ 1.'.15-‘n’:' N alia TR

e . v ol \\. t ) LA
%o ’H:D -E’DC\)OBMM, ( mu\o {[ AW k y m\‘
Qu r\,.\) -{.,(. \'lin"\\w

. nﬂ;\[ll,‘h\ Q’Lar[“‘ { ,.‘~.‘l
§ yeor- nw._.-,, r’)‘(}‘?‘l"’ ( h"“"
b (£ /

t) an tJ;!/ AN Hn{;n/;t(/ P
--‘khrk--‘\# Q r«‘ .

/fpm o N E

Y




0.0 e —— —

o 7
o W ) :5_.:.4:._ ¥ \M <$B\Qk \.\WN\ o
,....., \ e i _\o W.a./* \swzc MJN?

- LW

.,,, (W 4 ¢ i \—_
e __ )0 4 Waslel O T 0@ X - Nv% \ﬂ
J v . .._..“\,\,u kﬂ%(r\unub (.

,; /,u_;?u o &
fﬁi&
Qm%\u& 25

_ .i..:c:: Q, M € A 2A ud MO ﬁ&@&. MUWU

\ArnJrh.
Loy S TS, ﬁa % me
oot Qo a¥wTOR
,,,. _w:,m.;.\.._,;i, 404 ,:,\ZEZQ - ,9%\ m..w

B | PRSP -
R poan

\ ...-...J:, . vy .i.—,.__

L
AR’ /.J,z.&/,. 2)PY Tob ,,\_J

e

7 e V,Q Yo 8:&1@1@ ,

» .:V—r:.u,.‘,v,. .\\V)\.EA\W
8 ».,: x,_;..; ; f:mwﬂr_ MN .lUNwNU \%53 zgr@

AL

_..._!.,::,.... .x:;., 0 Acee | .J..r.._e._ 1.4@3
)>RS P eoagald
N y T PR Awe

249 m\,...,.f...c__ 4@ x._.b..ﬁz
} N

{ fent ,w J.L:»y.ﬂ;.‘.

o P\ PV TRl

» B ._.._..J-4~.g.ra.~. .




—

X

capite grode - Coods wloid i i) M)
?)m?r& Tv\m\\..hu ﬁoﬁ\\uormm. o / \:.’
totled mm%:ﬁ&h mﬁmu\v :

w @ﬁ\,mun .\u\i for .ﬂ\nM\ Gents. T _6\
3 s — _. Ct . \ .\
W.f/ wzﬁmu\?gf..v)nﬂ\c _.ﬁm\ M,P\ .J.c._.,%__ 5 e g

a >L, R ety ce
rs

\M\._JJ_HuD k| ﬁm A

—

\

7

ok %&?TWM ot Nateon. g

..du\,_w./?ﬂo.. Mv',m mﬂﬁsoam Ve /s,

eI ;
[ Upate b Bvan) f\b_

/ggﬁl [ﬁow g@ﬁ? ex A.Tn.:_ % "
. L \ﬂ A@e\ Co@i.m u?”,.ﬁ._.,u_:_,.___,____.?_
9 al !wwﬁp\ ﬂ:.._,«: QWF. r\w QT
Mﬁﬁ o made ol T
E_Q@S as well as i

o Nl
- %.Mm\gm»\ﬁ \W?.urb\fn@u.m\e :_f%\ ady

-




—— .
e e s ey |
v oz o e\ ok Time Fmﬁir A
i - N Ty >

A ﬁ&aww%\ﬁ\ —4 ol TTA.»:TL.F n‘.., b

:./G’l

2 ~7,2.6) W?S

|t/ ﬁd&b&&ﬁt G& ‘\N\Lp Lo nﬁh/
t“»b!W .@dﬂ g A ,ﬂ\ NWAJN\A W.FINAN\FA,(

gf\nu@?_iﬂ%\.mu; @:m A ﬁm\mf malntaln !
Wam\r}& .ﬂ?m@ ﬁ.n\QN,T\_TA\Q uﬁrﬁu S bt O?rrTa

L ;,ﬁmqi&% e

m WI ﬁ%@\m_\h | sl N“\/\n\wﬁm‘ m.\ogj.¢3 e ==

RST,ELP °f ?Tﬂ.sr?h
MMM lﬁ/vsxﬁ %ﬁy.ﬁog J_\\ST\.N. @O*D ﬁ@%ﬂxr.&%. . hlifln[

T Balanfe of Tvxde
#&M»n B L e RoT a. )

~



T

— P
h‘\.—AA (i oY m&,gﬁ“‘ 'A.(‘ri

W Q?ﬂ Swjay J$ /?ll/)'f" A
r . 9) ﬁ O/Lt kvao‘e. /S ‘ﬁZrn Y
ron,g- w L~ KW~ ly\c vease - erplone,
\ &4 “5?5 Lok DB (/6 ooo £, v

%5) mp Mmﬁ @}:)mx Unites '
Ex[fnx’c' Brde. <ol *ﬁoﬁ ZALAESE
C:Llon 3 Mave WDAMC‘!IO.O Och ez .

0'5:4 '150@/ movYe. émpgaam(n CFF)C- Y’CWLUL(e &

'l'/ z:r\L] ,u,\ fo{ﬁ_ Ao clet /%u&j &Q/Vﬁ \
“\Atﬂf Sectos i (Q:vgh{(&ij’ i
hé.umnaf. »@E %Vmﬁo ?ft_@«&;(/ch @_F -

Naeaﬁ /3@90(&1“& bgM
o@c Burtine o< /gh%g Lowel

3@? &Pwl‘a‘(iz:fh =
F -
c',, M orgﬂuu.laﬁan CJQ\&CJ\ t«bx(lm k@

-‘? ;5“?79‘9& CA. Recome quam Wl ‘M(@d/
;J\L\ 4re3 rr\AnkazﬁA oo (.

"

‘Faf éz%’ﬁ i &%%xmff ﬁu(o_ EPI&L 'ng qomd "

g &Cﬂ—-calﬁ— P@F/b’] p) 6!134;7 M»Ek&+téf¥f Q
Lfrm}'ﬁ“’ﬁOh .




P S
L

_r
— g L4
g Ao
e e A nl Tumeo yt"'*' G
B -y :

=

J Cx £ /G\‘i%- _.l’(
e g Ry \_/‘F‘ﬂ 2 ) lg_,‘ j—- 2y Dy
Xie ?EDC&AC [—Lan izt,g"t" A (; t 1 Ak ’7

A

C’C’"’\")a\n

(A7)
a Koot
>
_M; M) \'bo_, TP?I"DC-{MC’{I,;f\ i s
B cs on u‘ﬁb G e DF'HML“” procucts

B -
o \ -
’ﬂ 'ﬁ'(m %ﬁ,aﬁzcﬁ {h (i\(arrfr'.\'itf <
IM Méﬂ a4 {f)(f;ﬁa-{-‘ WKKH;;U (5 P -‘\‘Ill‘. ( | |
AUB ket Aa pisk Y.t R |

Jz.oﬂ; i ore. Pﬁtﬁ‘ (fte,_ N ohe an K YeA
of mawﬁ?) can be Compensate

&{ »H:e, Fmbtl” ﬁthea/ ?"\ #\e O H.(!Q 3
| Fm’{' AYLA +
- Bgmts enable o business otz
.- S ﬁ g\:\?e\br % ‘50’1- 2(’7&/&’*' "
'. a(fr\bb’@% a&te)y ?Mﬁ;} f.)‘m(tuc‘{';,)

; ‘-' ‘e 2. Q\L /).ﬁ(a.-b fLL Ca H\'Atv,,
j 5 R_@ rjt:wy{:gﬁj f‘\,\c{ -M\_QGLC’,!]:L—"' J

J

———

e e X




FEATURES OF EXPORT MARKETING

SYSTEMATIC PROCESS

SPREADING OF RISK

TRADE BARRIERS

TRADE BLOCKS

THREE FACE COMPETITION
DOMINANCE OF MNC's
DOCUMENTATION

INTERNATIONAL MARKETING REASERCH
. LAGER SCALE OPERATION

10.OTHER FEATURES

WKL NOWY A WN R

I. SYSTEMATIC PROCESS :

Export marketing is a systematic process of developing and distributing goods
and services in overseas markets

The export marketing manager needs to undertake various marketing
activities such as marketing research, product design, branding packaging,
pricing promotion etc.,

While undertaking of various marketing activities the export marketing
manager should collect the right informatin from the right source, analyse it
properly and the take systematic export marketing decisions.

Il. SPREADING OF RISK
Export marketing helps to spread risks o f business.
Normally export firms sell in a number of overseas markets
If they are affected by risks (losses) in one market, they may be able to spread
business risks due to good return from some other markets.

lll. TRADE BARRIEERS
Export marketing is subject to various trade barriers because of protective polices
of importing countris.
Trade barriers can be,
i. Tariff barriers
ii. Non-tariff barriers



1. Tariff barriers : -

Specific duty, advaloren duty, anti- dumping duty.
2. Non tariff barriers :

Quotas, product standards, product packaging etc.

V. TRADE BLOCKS

Export marketinig also affected by trade blocks
Member countries of a trading block remove trade barriers on members but
impose common barriers on non-members. Indian exporters should bave a
good knowledge of important trading blocs such as NAFTA, European union
and ASEAN.
NAFTA = the north american free trade agreement

It is an agreement signed by the government of canada, mexico and united
states to encourage free trade between the three North. American countries
the agreement came into force on january 1, 1994.

V. THREE FACE COMPETITION

In export markets, exporters have to face three face competition i.e,.
competition from the three angle.

v" From the other suppliers of the exporters country.
v From the local producers of importing country
v" From the exporters of competing nations

VI. DOMINANCE OF MNC's

Export marketing is dominated by MNCs from USA, Europe and japan.

They are in a position to develop worldwide contracts through their network and
conduct business operations effectively and economically.

They produce quality goods at low cost and also on massive scale..

Vil. DOCUMENTATION

Export marketing is subject to various documentation formalities. Exporters
require various documents to submit them to various authourities such as
customs, port trust etc.,



The documents include - shipping bill, consular invoice and certificate of origin
etc.,

VIILINTERNATIONAL MARKETING RESEARCH

Export marketing requires the support of marketing research in the form of
market survey, product survey, product research and development as it is
highly competitive.

Various challenges, indentification of needs and wants by of foriegn buyer in
export marketing can be dealt with through international marketing reaserch.

IX. LARGE SCALE OPERATIONS
Normally export marketing is undertaken on a large scale.
Emphasis is placed in large orders in oder to otain economies in large scale
production and distribution of goods.
The economies of large scale help the exporter to quote competitive
prices in the overseas markets.
Exporting goods in small quantites is costly due to heavy transport cost
and other formalities.

X. CONCLUSION
Export marketing has wider economic significane as it offers various
advantages to the national economy. Marketing is more complicated to
domestic marketing due to international restictions, global competition,
lengthly procedures and formalities and so on.

2 MARK QUESTIONS
What is consular invoice
It is a type of commercial document generally, it is in a prescribed format and
certified by the consular office of he importers country, situated in the exporters
country.
The invoice gives particulars of the goods shipped, their quantity, value etc., for
determination of customs duty and quick clearance ini the importing country.



What is bill of lading

It is one of the types of transporting document. It is formal receipt given by the
ship owner or his authoried agent (catian (or) master of the ship) that the goods
mentioned.

A bill of lading contains the following particulars to be filled in by the exporter.
They are

Name of the Ship,

Place of loading,

Port of destination,

Date of shipment

Name of the exporter

Name of the importer

Number of packages

What are the three main types of till of lading ?

i Clean bill of lading
If the conditions of the packages are good, a clean bill of ladinig is issued
iils Dirty bill of lading
If the some of the packages are found damaged , a dirty bill of ladiing is
issued
iiii. Party bill of lading
It is issued to a party who has hired space in the ship

What is certificate of orgin?

It indicates the country (origin) where the goods have been originally produced. It
is generally issued by chamber of Commerce, Export, Promotion Council, Trade
Association etc.,This is one of the types of official document

LETTER OF CREDIT:

When the exporter is not sure about the credit standing of the importer, he
would llike to protect himself against non-payment

He will ask the important to open a letter of credit in his favour with the
importer’s banker.

That is , at the request of the importer, his banker agrees to issue a letter of



That is , at the request of the importer, his banker agrees to issue a letter of
credit in which the issuing banker gives an undertaking, that the bills duly drawn by the
exporter will be honoured .

The letters of credit contains details regarding the amount upto which the bill will

be honoured, terms of credit, documents to accompany the bill etc.,
Types of letter of credit
1. REVOCABLE LETTER OF CREDIT

This type of letter can be cancelled or amended by the issuing bank

without notice to the exporter

Revocable letter of credit is only an advice and not an undertaking to the

exporter.
2. Irrevocable letter of credit

Irrevocable letter of credit is also called as confirmed letter of credit.. It

cannot be cancelled or amended by the issuing bank
Hence it is safer for the exporter.

3. Documentart letter of credit
Where the bill of exchange drawn by the exporter is to be accompanied by
other shipping documents, it is called a documentary letter of credit

4. Clean letter of credit
Where the bill of exchange drawn by the exporter is no need of any other
documents accompany the bill, it is known as clean letter of credit.

TARIFFS

Itis atax on imported goods
STUDENTS EXPLANATION
ADDITIONAL INFORMATION

A tariff is a tax on goods when they enter and leave the national boundary.

Tunoae of tariffe



Types of tariffs
1.On the basis of criterion for imposition of tariffs, these canbe classified as,

1. Specific Tariff
It is the fixed amount of money per physical unit or accoring to the weight or
measurement of the commodity imported
Such duties can be levied on such goods as wheat, rice, cement, fertilizers,
etc.,

2. Ad valorem tariff
Ad valorem is a latin word which means “on the value” when the duty is
levied as a fixed percentage of the value of traded commaodity. It is called
ad valorem tariff.
Such duties are levied on the products, the value of which is
disproportionately higher, compared to the physical characteristics, such
as weight or measurement

Example : watches, diamond, ornament and other costly goods consumed
by the rich.

3. Compound tariff
This tariff is a combination of specific and ad valorem tariff. The structure of
compound tariff includes specific duty on each unit of the commodity plus a
percentage of ad valorem duty.

4, Sliding scale tariff
The import duties which vary with the prices of the commondities are termed
as sliding scale duties

Theses may either beon specific or ad valorem basis. In practice, generally
these are on a specific basis.



Il. On the basis of purpose for which tariff is imposed, it can be classified into.

a. Revenue tariff
b. Protective tariff

a. Revenue tariff :
This is imposed for generating more income or revenue to the exchequer.
In advanced countries, with the diversification of direct taxes, the importance of
tariffs for revenue purpose has been reduced but in developing countries, there
is still much reliance on tariff for revenue purpose

b. Productive tariff :
The tariff may be imposed by the government to protect the home
industries from the competition of the foreign goods.

1. on the basis of discriminatin the tariff can be classified into:

1. Single column tariff :
When a uniform rate of duty is imposed on all similar commodities,
irrespective of the country from which they are imported, it is called single
column tariff
It is non discriminatory tariff which is very simple and easy to design and
administer. But , it is not elastic and adequate.

2. Double column tariff
Under this section, two different rates of duty exist for all or some of the
commodities.
The government of the country declares both the rates at the begining of one

at the begining and another after settling the rates under trade agreement.
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DIFFERENCES BETWEEN DOMESTIC AND EXPORT MARKETING

Domestic Marketing

Export Marketing

One nation, language and culture

Many nations, Many languages and cultures

2. One currency

Different currencies in different countries

3. Political environment and factors are

Different political environment and factors in

the same different countries

4. No problems of exchange control and | There are problems of exchange control and
tariffs tariffs

5. Transport cost is a major marketing | Transport cost influences only to same extent
expense

6. Market is relatively homogeneous Markets are diverse and highly

heterogeneous

7. Delta collection is easy and at less cost | Data collection is difficult and at high cost

8. Freedom from govt. restrictions MNo freedom from govt. restrictions

9. Relatively stable business environment | Relatively unstable business environment

10. No problem of understanding the rules

and regulations

Little difficult of understanding the rules and
regulations

Scope Of Export Marketing:-

H = H O O H =

Management of marketing in foreign countries.

Management of sales in export marketing.

Management of repeat sales in export marketing.

Management of international operations.

Improving the standard of living.
Improving the quality of life.
Opportunity for economic growth.
Production will be more.

More turnover and profit.

Growing stability.

Mo need of depend on particular market.

Problems Faced by Exporters:-




1. Balance of Payment:

India’s present balance of payment position was real load.the result is that
foreign investors hesitate to start business in india.

2. Huge Foreign Indebtedness:
Many countries cannot even pay the interst on their foreign debt. The result

is that foreign investors hesitate to start new business in that countries.

3. Unstable Governments:
High indebtedness,high inflation and high unemployment in countries have
resulted in highly unstable governments and this limits trade.

4. Exchange Instability:

High indebtedness and political instability force a country’s currency to
depreciate.this result is that foreign investors hesitate to hold much of foreign
currency,and this limits trade.

5. Foreign Government Entry Requirements:
Governments are placing more regulations on foreign firms,such as

requiring joint ownership with the majority share going to the domestic
partners,andthis limits profits.

6. Tariffs and Other Trade Barriers:

Governments often impose unreasonably high tariffs against imports in
order to protect their own industries.

7. Corruption:
Officials in several countries require tribes in order to co-operate,and their

limits trade.

8. Technological Pirating:

A company locating its plant abroad worries about foreign managers
learning how to make its product and breaking away to complete openly. This has
happened in some areas as machinery,electronics,chemicals and so on.

9. High Cost of Product and Product Adaptation:
A company going abroad must study each foreign market carefully for making

some adaptations in its products.
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SHIPPING AND CUSTOMS FORMALITIES:

SHIPPING FORMALITIES

,‘nle goods can b_éaég;;;t;d bv land, sea or air. Substantial
part of the cargo is exported by sea. The freight charges for
shipment by sea are very much less than those for dispatch by
air. The physical dimensions of the products and their weight
(heavy or light) very often decides the mode of shipment. Heavy

machinery and engineering products are very often exported by
sea. Land shipments are handled by c-:mli%ic_i%l vehicles and
trucks. However, shipment by air is also becoming popular in
an age of technological advancement where quick and timely
delivery of goods has become an important requirement.

Under “shipment” all the procedural aspects - from the
time the product meant for export leaves the export warehouse
till it is loaded on board the ship and the relevant documents
for such loading are collected from the shipping company -
are covered./

As soon as the goods to be exported are ready after
completion of Central Excise formalities the following
documents are to be prepared and handed over to the

forwarding agents:-
(1) Proforma Invoice
(2) Packing list, if necessary
(8) Export contract/order and confirmation
(4) Insurance policy/certificate, if necessary
(5) ARE -1 forms with Central Excise certifications
(6) GR-1 forms/equivalent declaration
(7) Certificate of inspection wherever necessary
(8) Form of declaration to be submitted to Customs: and
(9) Product details/specifications/ catalogue etc., if
necessary
Before getting into the next stage it is to be noted that the

exporter must have already attained the Im -Exporter

porter-Exporter
code (IEC) fro‘m the office of the Director General of Foreign
Trade. In addition the exporter ought to have registered with
the Reserve Bank of India and the related Export Promotion
~ Council/Authority /Commodity Board.
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