
EXPORT CONSULTING SERVICES

FOR MORE INFORMATION CONTACT 
Josh Nichol-Caddy, export consultant, Nebraska Business Development Center 
(402) 554-4092 |   jnicholcaddy@unomaha.edu  |  nbdc.unomaha.edu/export

Have you assessed 
your company’s 

capacity to export?

Have you selected 
specific products 

for export 
development?

Have you surveyed 
global demand and 
identified potential 

markets?

Do you know 
whether your 

product is subject to 
International Traffic 
in Arms Regulation 

(ITAR)?

Do you know if your 
product requires an 

export license?

Do you know 
which countries, 
organizations or 
individuals you 

cannot do business 
with?

Complete chapter 4 
in Export Business 

Planner

Identify a best seller 
in the domestic 

market. It will likely 
do well overseas.

Examine trade 
statistics available 
for free through the 

United Nations, World 
Trade Organization, 

U.S. Census 
Bureau, and trade 

associations. Read up 
on target countries 

the U.S. Commercial 
Services guides. 

NBDC can help with 
this research.

Read about ITAR at 
the U.S. Department 

of State.

Read about Export 
Administration 

Regulation (EAR) at 
the U.S. Department 

of Commerce’s 
Bureau of Industry 

Security

Check the 
Department of 

Treasury Office 
of Foreign Assets 
Control (OFAC) 

website for its list of 
specially designated 

nationals (SDN).

Consult individual 
country guides 

available through 
the U.S. Commercial 
Services or conduct 

primary market 
research by calling 

potential distributors 
or attending a 
trade show to 

assess consumer 
preferences (see 

whether labels need 
to be in English 
and French, for 

example).

Read about the 
U.S. Free Trade 

Agreements with 
20 countries at the 
International Trade 

Administration 
trade.gov/FTA

Do you know how 
your product might 
need to be modified 
for foreign markets?

Do you know if your 
product qualifies 
for a free trade 

agreement?

Do you know how to 
price your product 
to be competitive 

and maintain margin 
in that market?

Complete chapter 7  
in Export Business 

Planner

Are you aware of your 
financing options?

Contact the U.S. 
Commercial 

Services about 
its business 

matching services, 
the Department 

of Economic 
Development about 

attending a trade 
show, or a trade 

association about 
becoming a vendor 
at a domestic event.

Contact Larry 
Creswell at SBA and 

the international 
department at your 

local bank.

Do you have an 
overseas partner, be 
it a customer, agent 

or distributor?

Do you have a freight 
forwarder and know 

how to get your 
products to your 

partner?

Do you know how 
you will get paid?

Do you have any 
more questions?

You’re ready 
to put your 
strategy to 

work!There are many 
resources available 

at export.gov.
NBDC and Export 

Assistance Centers 
can provide further 
information as well.

Contact your 
local bank and 
ask them about 

Letters of Credit 
and documentary 

collections or 
download the Trade 

Finance Guide at 
export.gov.

Complete chapter 
10 in Export 

Business Planner
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Follow the
path to 

develop
your export

strategy.
 

To help you along, download
a free Export Business Planner 

at SBA.gov
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START HERE

Complete chapter 6  
in Export Business 

Planner

Complete chapter 5 
in Export Business 

Planner

The Nebraska Business Development Center offers a variety of 
services for small businesses interested in exploring international 
sales. Services include business planning, logistics, market research 
and sales strategy, and regulatory and incentive information.

Follow this path to get started.

http://nbdc.unomaha.edu
http://trade.gov/FTA
http://export.gov
http://export.gov
http://sba.gov

