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Chap 8. Exporting and Countertrade 

Learning Objectives:  (课堂教学目标)  

· Explain the Promises and risks associate with exporting.

· Outline the steps managers can take to improve their firm’s export performance.

· Identify information sources and government programs that exist to help exporters.

· Define countertrade and its major types. 
Content and Schedule : (本章主要内容与学时计划)
· Opening case study  15’
· The Promises and pitfalls of exporting 15’
· The steps managers can take to improve their firm’s export performance.30’
· Countertrade and its major types 15’
Special Attention(重点与难点) 
重点: How to improve their firm’s export performance
难点: The Promises and pitfalls of exporting
Teaching Design  (主要教学方法)
· Instructing

· Case studies

· Review and self-study

· Practice in Business Plan
QUESTIONS IN THIS CHAPTER 
· 为什么对很多企业来说出口仍是一个难题？
  Why does exporting remain a challenge for many firms? 

· 怎样才能够改善出口绩效？
  How to improve export performance?

· 怎样降低出口融资的风险 ？
   How to lower Export Financing risks?

· 对等贸易
  Countertrade

8.1   Why does exporting remain a challenge for many firms? 
出口的缺点The pitfalls of exporting
· 简单地忽视潜在出口机会( MMO音像集团)

    Simple ignorance of the potential opportunities ;( MMO music group)

· 不熟悉和被威胁的结合
   Combination of unfamiliarity and intimidation

· 低估了时间和专门的知识
   Underestimating time and expertise

· 冗长的文书工作，复杂的手续，拖延和错误Voluminous paperwork, complex formalities, delays and errors

· 普遍的缺点：
   市场分析不到位，对外国市场的竞争状况的理解不够，不能满足国外顾客的需求，缺乏有效的分销计划，对促销的执行不足以及财政问题。
Common pitfalls:  Poor market analysis, poor understanding of competitive conditions in foreign market, failure to the needs of foreign customers, lack an effective distribution program, poorly executed promotion, financial problems

8.2 如何提高出口绩效? How to improve export performance  
· 增强意识，提高对出口机会的认识——注重消息来源
     Increasing the awareness of exporting opportunities---------Information sources;

·  利用出口管理公司 Utilizing export management companies 
·  采用恰当的出口战略 Adopt proper exporting strategies 
	国家聚焦: 3M公司的出口战略 
明尼苏达矿产和制造公司(3M)是全世界丁不起的跨国公司之—。1994年，该企业150亿美元的总收入中几乎有一半是在美困以外的市场获得的。虽然这其中的主要收入来自海外的子公司，但是3M也是一家重要的出口企业，1994年的出口额达15亿美元。另外，3M公司经常以出口为先导进入外国市场。只有当出口额达到一定水平并且．有充分理由进行本地化生产的时候，3M公司才开始在海外建立生产设施。
3M公司的出口战略原则非常简单。其中的—个原则叫作“FIDO"，意思是“捷足先登，先发制人。”“FIDO”的本质是先于他人进入—个国家(市场)，了解那个国家(市场)的情况并见学习如何在那里做生意，从而最终获得竞争优势。3M的第二个原则是“制造一点，销售一点”。意思是，公司以适量的投资小规模地进入外国市场并且集中销售一种本本产品，例如往前苏联销售交通标志的反射贴膜以及在匈牙利销售百洁丝等等。一旦3M公司认为它对市场已经有了足够了解并已把失败的风险降低到合理的水平以后，它就会增加额外的产品。

3M公司的第三个原则是雇佣当地的人员来销售产品。3M公司通常在当地设立一家销售子公司，负责对这个国家的出口业务。然后3M就为这家子公司招募当地员工。3M这样做的理由是，外国员工比美国员工更了解如何在他们自己的国家销售产品。由于这个原因，3M公司39500名海外员工中只有160人是美国人。

 3M公司的另外一个通行做法是为出口以及最终的海外生产制定战略计划。计划制定以后，公司就给各地管理人员相当大的自主权，让它们自行决定在自己所征的国家采取何种最佳的销售办法。1981年，3M公司计划通过大量赠送样品的方式向海外销售“一贴得”留言便条，公司让各地的管理人员自行决定最佳的行动方案。在英国和德国，当地的管理人员雇佣了办公室清洁工人分发样品。在意大利，人们借助于办公产品分销商来分发样品。而马来西亚的管理人员则雇佣年轻的妇女向各家办公室送样品。到“一贴得”留言条的销售量足够大时，来自美同的出口被当地生产取代。因此，到1984年时，3M公司在法国建立了生产设施，为欧洲市场供应“—贴得”留言条。


出口策略:
1)雇佣一个出口管理公司或者出口顾问;

   hire an EMC or export consultant ;
2)集中于一个或少数几个市场
   Focus on one or handful markets;
3)小规模
    On small scale
4)雇佣额外的人员
    Hire additional personnel
5)同当地分销商和顾客建立很强的联系;

   Build strong relationship with local distributors/customers;
6)雇佣当地人员帮助公司在国外市场成长；
    Hire local personnel to help the firm establish itself in a foreign market;
7)始终牢记产品的本地化选择
  Keep the option of local production in the mind!
8.3 Countertrade
· 对等贸易是用商品和服务来交换商品和服务的贸易 Countertrade: 
   The trade of goods and services for other goods and services .

· 对等贸易的原因 The reason of countertrade
   因为使用传统支付方式可能产生困难。
   when conventional means of payment are difficult.

· 类型 Types
 - Barter,(易货贸易）
 - Counterpurchase,（补偿购买）
 - Offset, （冲销）
- Switch Trading, （转移贸易）
- Buybacks（回购）
   -

The Pros and Cons of countertrade

1.优点 Pros:

(1）为出口业务融资
Finance an export deal;

(2）成为一种战略性市场营销武器
Become a strategic marketing weaponCons:

2.缺点 Cons:

(1）可能有失效或低质产品
May involve in unusable or poor-quality goods;

(2）需要全球网络以处理商品
Need worldwide network to dispose the goods.

8.4 Some Concepts
· 信用证是由银行应进口商的请求而开立，它申明，银行在特定的情况下，将向收益人支付特定的一笔钱。
Letter of Credit (L/C):

    Issued by a bank,indicating that the bank will make the payment under specific circumstance.

· 提单是由运输货物的公共承运人签发给出口商的。提单的功能有三个：它是一种收据，一种合同和一种物权凭证。
Bill of Lading 

     A document issued to an exporter by a common carrier transporting merchandise. It serves as a receipt, a contract,and a document of title.

· 汇票是由出口商开出的要求进口商或者它的代理在特定时间支付特定金额的命令。
  Draft (bill of exchange)

   An order written by an exporter instructing an importer,or an importer’s agent,to pay a specific amount of money at a specific time.

· 即期汇票/远期汇票
    Sight draft / time draft

一笔典型的进出口交易
（以美国出口商和法国进口商为例）The steps of a typical export-import transaction  

 An example of the U.S. exporter and the French importer. 

步骤1.法国进口商向美国出口商下订单，并且询问美国出口商是否愿意接受信用证付款。
 The French importer places an order with the U.S. exporter and asks the American if he would be willing to ship under a letter of credit.

步骤2.美国出口商同意以信用证方式结算并讲明价格和交货等条件 

The U.S. exporter agrees to ship under a letter of credit and specifies relevant information such as prices and delivery terms.  
步骤3.法国进口商向巴黎银行提出申请，开立以美国出口商为收益人的信用证，用来进口货物。
    The French importer applies to the Bank of Paris for a letter of credit to be issued in favor of the U.S. exporter for the merchandise the importer wishes to buy.

步骤4. 巴黎银行开立以美国出口商为收益人的信用证并将信用证送达美国出口商的银行，即纽约银行。
    The Bank of Paris issues a letter of credit in the French importer's favor and sends it to the U.S. exporter's bank, the Bank of New York.

步骤5. 纽约银行把以美国出口商为收益人的信用证开立事宜通知该出口商。
    The Bank of New York advises the exporter of the opening of a letter of credit in his favor.

步骤6. 美国出口商将货物通过公共承运人发往法国出口商。承运方的官员向出口商签发提单。
The U.S. exporter ships the goods to the French importer on a common  carrier. An official of the carrier gives the exporter a bill of lading.

步骤7. 法国出口商依据信用证的有关条款向巴黎银行开出90天付款的远期汇票，并把汇票提交给纽约银行。美国出口商将提单背书，这样货权就转给了纽约银行。
 The U.S. exporter presents a 90-day time draft drawn on the Bank of Paris  in accordance with its letter of credit and the bill of lading to the Bank of New York. The exporter endorses the bill of lading so title to the goods is transferred to the Bank of New York.

步骤8. 纽约银行将汇票连同提单送达巴黎银行。巴黎银行承兑汇票，取走单据并且承诺90天后兑现以承兑的汇票。
The Bank of New York sends the draft and bill of lading to the Bank of  Paris. The Bank of Paris accepts the draft, taking possession of the documents and promising to pay the now-accepted draft in 90 days. 

步骤9. 巴黎银行将以承兑的汇票返给纽约银行。
The Bank of Paris returns the accepted draft to the Bank of New York.

步骤10. 纽约银行通知美国出口商它已收到90天付款的承兑汇票。
The Bank of New York tells the U.S. exporter that it has received the  accepted bank draft, which is payable in 90 days.

步骤11. 出口商把汇票以面值贴现方式卖给纽约银行并为此获得汇票的贴现现金价值。
The exporter sells the draft to the Bank of New York at a discount from its  face value and receives the discounted cash value of the draft in return.

步骤12. 巴黎银行通知法国进口商单据已收到。法国进口商同意90天后支付巴黎银行。巴黎银行向法国进口商发放单据，进口商就可以取得货物了。
The Bank of Paris notifies the French importer of the arrival of the  documents. She agrees to pay the Bank of Paris in 90 days. The Bank of Paris  releases the documents so the importer can take possession of the shipment.

步骤13.90天后，巴黎银行获得进口商支付的货款，于是它就有支付到期汇票的资金了。
 In 90 days, the Bank of Paris receives the importer's payment, so it has   funds to pay the maturing draft.

步骤14. 90天后，到期汇票的持有人（本例中是纽约银行）把汇票提交给巴黎银行要求兑现。巴黎银行予以支付。
In 90 days, the holder of the matured acceptance (in this case, the Bank of New York) presents it to the Bank of Paris for payment. The Bank of Paris pays.

Assignments    

Problem sets:  
●口头作业 

- Page 423, Q1-5,
 -  Closing  case 
Reading Assignments (阅读任务)
 Read Chapter 13
For next class: 

· Read Chapter 14 
· Prepare Opening case 
Business Plan Project 

周一下午辅导时间在国贸系各组汇报,讨论, 修改提纲
CRITICAL DISCUSSION QUESTIONS AND ANSWERS

课后练习参考答案
1. A firm based in Washington State wants to export a shipload of finished lumber to the Philippines.  The would-be importer cannot get sufficient credit from domestic sources to pay for the shipment but insists that the finished lumber can be quickly resold in the Philippines for a profit.  Outline the steps the exporter should take to effect this export to the Philippines.

Answer: The exporter should recommend to the importer that the importer apply to Eximbank for a loan.  Eximbank has a direct lending operation under which it lends dollars to foreign borrowers for use in purchasing U.S. exports.  The foreign borrowers use the loans to pay U.S. suppliers and repay the loan to Eximbank with interest. 

2. You are the assistant to the CEO of a small textile firm that manufactures high-quality, premium-priced, stylish clothing.  The CEO has decided to see what the opportunities are for exporting and has asked you for advice as to the steps the company should take.  What advice would you give the CEO?

Answer: This question is designed to stimulate classroom discussion and/or to encourage your students to “think” about the export process in completing a written answer for this question. There are a number of approaches that can be pursued in answering this question.  The first step might be to tap into some of the government information sources that are available, free of charge, to see if international markets are available for the company’s product.  There are also a number of resources on the Internet, mentioned throughout the text that can assist companies in learning about the foreign market potential of their products.  Another approach would be to contact an export management company for assistance.  While this approach may involve some cost, it may be the fastest way to get “up and running” in regard to initiating an export program. 

3. An alternative to using a letter of credit is export credit insurance.  What are the advantages and disadvantages of using export credit insurance rather than a letter of credit for exporting (a) a luxury yacht from California to Canada, and (b) machine tools from New York to the Ukraine?

Answer: Exporters prefer to get letters of credit from importers.  However, when the importer is in a strong bargaining position and able to play competing suppliers off against each other, an exporter may have to forgo a letter of credit.  The lack of a letter of credit exposes the exporter to the risk that the foreign importer will default on payment.  The exporter can insure against this possibility by buying export credit insurance.  Students may suggest that in the case of the luxury yacht, should the importer fail to make payment, the clearly defined laws of Canada would make it easier to go after the importer than would be the case with the machine tools in the Ukraine, and that therefore a letter of credit is less important for the yacht exporter.  On the other hand, students may note that there is probably more competition in machine tools as compared to luxury yachts and that the exporter of machine tools may lose the sale if the exporter insists on a letter of credit. 

4. How do you explain the popularity of countertrade?  Under what scenarios might its popularity increase still further by the year 2010?  Under what scenarios might its popularity decline?

Answer: This question requires students to speculate on the future state of global trade.  As trade between developing and developed countries, and trade among developing countries continues to grow, many students will predict that the popularity of countertrade will increase by the year 2010.  Some students may predict a decline in the popularity of countertrade by 2010 as countries from the former Soviet Union and Eastern European Communist bloc either become members of the EU an adopt the fully convertible euro as their currency, or develop their own fully convertible currency. 
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