CANADEXPORT

Evaluating Your Export Readiness
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'obe successfulin the exportmarket your oompany needs good organization, strategic plannmg, motivation for going
tematlonal;  8enior management commitment to the venture and a viable product or service.
5 ur company's aphtudesvm these areas canbe a dauntmg task That's where the followmg questionnaire

n the ebmputer software package Evaluatmg Your Export Readmess, which was developed by External
de anada (EAITC), the queshonnalre is desxgned mth small-to-medmm—sxze businesses

- Evalu "Export Readiness was denved in part from the "Company Readmess to Export (CORE)”

m, wlnchwas developed by Dr. S. Tamer Cavnsgxl and owned by Bradley University in Illinois, United States.
EAITC obtgmed the copyright for CORE andkfurther adapted the program developmg a mulh-faceted exporting aid
: urpnnclpa] productlsemoe for export in mmd. Return the oomple

4 The software program will evaluate the responses to the questlons and the assessment of your oompany s potentxal
orsumess theexportmarketwﬂlthenbeforwardedtoyou. o ) S

1. Background Information

Questions in this section provide background informa-
tion on those aspects of your company which contribute to
export readiness. Select one response per question.
1.10ur primary product line consists of:

( ) Components

( ) Commercial products (office equipment,
( ) computers, furniture, etc)

( ) Final industrial or agricultural product
( ) Final consumer product

( ) Service

1.2 Our company has been in operation:

( ) Lessthan 2 years
( ) 2to5years

( ) 6tol0 years

( ) Over 10 years

1.3 Our company has:
( ) Under 20 full-time emlployees
( ) 20 to 49 full-time employees
( ) 50 to 99 full-time employees
{ ) Over 100 full-time employees .

1.4 Gross sales last year totalled:

{ ) Lessthan $1 million

( ) Between $1 and $5m

( ) Between $5 and $10m
( ) Between $10 and $20m

1.5 Over the past five years company sales have grown:
( ) Rapidly (company utilized full market

Kotentla

( foderately

( ) Slowly (compnny did not utilize full market
potential)

1.6 Currently, our senior management is :

( ) Giving priority to immediate profitability
( ) Moderately interested in sales growth
( ) Highly interested in sales growth

1.7 Our five-year plan stresses:
( ) The avoidance of new business ventures
( ) The selective development of new business
opportunities.
( ) Agressively secking out new business
possibilities

1.8 thch of the followmg is true?

( ) We have our own sales/distribution
organization

{ ) We do not have our own sales/distribution
organization

1.9 Which of the following is true?

) We sell mainly to a local customer base
) We sell only to one Canadian region

) We sell within several Canadian regions
) We sell nationally

) Not exporting
) Exporting by selling to middlemen in
Canada
) Exporting directly to foreign distributors
customers
( ) Exporting through company-owned sales
organization
( ) Exporting through n subsidiary
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1.100ur company is currently:
(
(
(

1.11 External funds for expansion or working capital
have been:

( ) Easy to obtain
{ ) Moderately difficult to obtain
( ) Verydifficult to obtain
1.12 Our stafl's knowledge of foreign cultures
and business customs is:

) Adequate for most markets
) Adequate for selected markets
) Inadequate for any market

(
(
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1.130ur staff has:
(
(

) No experience in international business
) Limited experience in international
business
( ) Considerable experience in internationnl
business

1.14Members of our management team nre:

( ) Fluentin the lnngun;ée of the target market
( ) Have limited knowledge of the langunge of
the target market
( ) Have no knowledge of the lnnguage of the target
market

1.16Resources for foreign market development
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