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Preparation & Execution
Count for Everything
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FIRST THINGS FIRST

You have 15 seconds to
Introduce yourself to the

group:

1. Your Name
2. Your Company/School
3. Why this session?
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SECOND THINGS SECOND

Great offer on my book:

nMore Banker's | ns
| nt ernati onal U
101 Lessons on International Trade

Sample or purchase éook:

smashwords.com/books/view/3060

$19.9% $10.00 off
with code
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http://www.smashwords.com/books/view/3060
http://www.smashwords.com/books/view/3060

THIRD THINGS THIRD

You may download this
presentation from:

RoyBeckerSeminars.com
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AGENDA

Introduction

Who is a Global Entrepreneur?
Why Go Global?
When are You Ready to Go Global?

What Key Decisions do you Need to Make
Before Going Global?

Where are the Resources?
How to Mitigate Risk
Financing

Summary

Wy-Brazil Forum 100317




Who is a
Global Entrepreneur?

I Examples

A__ Steve
A__ Retired school teacher
A__ Harrison
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Who is a
Global Entrepreneur?

I Someone who has:

AThe _vision

AThe knowledge to fully
iInvolve his/her company in
the global market
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Who Is a
Global Entrepreneur?

I Someone who can:

AlLeverage _strengths_ of his
company to achieve greater
success beyond 50 states
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Why Go Global?

I Access markets beyond your

_home base

I Avoid changing market

conditions

ANew buyers as _domestic
base diminishes ‘

I Agriculture
I Sky 1

| _Economies___ of scalg@sEieal
| _Brand__ awareness

Wy-Brazil Forum 100317




Why Go Global?

| Experience

A_Market
A _Product_

I Wrong Motives:

AYou or your spouse want to
_travel

Altis _glamorous
AProducts will sell _better
AOnly when _times_ are tough here
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When are You Ready
to
Go Global?

- _Commitment
Domestic Business is _successful

In-depth experience with _product_ or
_service__
ADonodét chase _deal s
- Adequate cash flow
Capacity and capability to produce
iInternational products
A _labeling
A _standards
A _packaging
A _measurements
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What Key Decisions do You Need to
Make Before Going Global?

| Foreign Market Entry

A _Indirect__ Market Entry

I Types of Indirect Exporting
| Benefits of Indirect Exporting

| Disadvantages of Indirect
Exporting
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What Key Decisions do You Need to
Make Before Going Global?

| Foreign Market Entry

A_Direct__ Entry

I The Progression of Direct
Entry Modes

| Benefits of Direct Exporting

| Disadvantages of Direct
Exporting
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What Key Decisions do You Need to
Make Before Going Global?

| Foreign Market Entry

A Choosing between the two
I Is it all or nothing?

» What is required investment

» What is the risk of losing that
Investment?

Wy-Brazil Forum 100317
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Where are the Resources?

I Choosing your partners
A Freight forwarder/Customs Broker
A Bank

I Government Assistance
A U.S Export Assistance Center (USEAC)
I 303-844-6623www.export.gov
A U.S. Dept of Agwww.usda.gov

A Wyoming International Trade Assistance
Program (WITAP)
http://www.wyomingbusiness.org/business/internati

onal.aspx

I 307-760-2505 (George Rex or Anya Petersen
Frey)

I World Trade Center Denver
I 303592-5757www.wtcdn.com

I International Chamber of Commerce
I 212206-1150www.iccbooksusa.com

I Classes/Workshops/Seminars
Wy-Brazil Forum 100317
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http://www.export.gov/
http://www.usda.gov/
http://www.wyomingbusiness.org/business/international.aspx
http://www.wyomingbusiness.org/business/international.aspx
http://www.wtcdn.com/
http://www.iccbooksusa.com/

How to Mitigate Risks

I Payment

AChoose the best one(s
I Cash
I Letter of Credit
I Collection
I Open Account

| Insurance

I ExIm Bank
I Private Insurers
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Tips for Working
With A Bank

Before working with a bank, have you exhausted
all internal financing resources?

Find skilled lenders

Bank who is committed

Rapport
I Loan Officer
I Other pertinent staff

Discuss financing needs early
I W.C. loans for peak borrowing

Wy-Brazil Forum 100317




Financial Planning
and Assistance

4 Business Plan ///y

-9
«® 2 Cash Flow Projections
.9

2® /. SCORE
19

2#® 4 Minority Resource Center
£
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SUMMARY

| Lots of help Is available

I Use the Resources

| Take seminars

I Read Books

Wy-Brazil Forum 100317




