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Tapping into Growth  
Opportunities Overseas

Is your company ready to grow? Are you looking to 

expand your reach, increase your competitiveness, 

and ultimately improve your bottom line? If so,  

you may want to consider joining the more than 

400,000 U.S. businesses engaged in international 

trade.1 With nearly 96% of consumers living outside 

our borders and two-thirds of global purchasing 

power in the hands of foreign countries, importing 

and/or exporting can connect you to a whole new 

world of opportunity.2  

INTERNATIONAL TRADE AS AN EXPANSION 
STRATEGY 

So, why not get in the game and join the thousands 

of companies trading away? Globalization has  

arrived. Boundaries between markets and industries 

are fading. communication barriers between countries 
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In International Markets: 
Your Guide To Getting 
Started 
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are being dissolved by tech advances. Trade restrictions 

are being lifted in all corners of the world. All of this 

interconnectedness presents your business with 

enormous opportunity.

While many businesses are aware of the benefits  

of doing business internationally – increased  

competitiveness, improved return on investment, 

long-term expansion and diversification – executives 

are often reluctant to expand abroad due to a lack  

of knowledge of what is involved. The good news  

is that, with the right tools and resources, getting 

started in international trade is not as daunting as  

it may seem. 

PREPPING TO ENGAGE IN INTERNATIONAL 
TRADE: FIVE KEY STEPS

In addition to developing a solid understanding of 

the international trade landscape, it is important  

to take the following steps before expanding  

internationally:

1.  Develop an internationalization strategy. For 

starters, you will want to create a strategy that 

includes assessing your company’s readiness for 

international growth. Begin by examining your  

objectives. What do you want to gain from exporting? 

From there, move onto your resources. What 

demands will exporting place on your company’s 

management and personnel, production capacity 

and financing? How will these demands be met? 

Do you have management commitment? This  

assessment may require multiple departments, 

more resources, funding support and personnel 

expertise. All of these factors should be vetted and 

clearly outlined in your internationalization strategy.

2.  Do your homework. Taxes, tariffs, customs, and 

more. Yes, there are new considerations when 

starting an international business—whether  

on the import or export. Additional issues to  

consider are intellectual property laws, international 

financing and currency risk, product adjustments 

that may be needed to meet another country’s 

standards, and regulations. However, many  

resources are available to support your plan, and 

with a little patience and the right connections, 

you will be prepared for success. 

3.  Explore the globe. Identifying which global markets 

hold the most potential for your company’s product 

or service is an important step. Expanding first 

into proximate and familiar markets, such as  

Mexico and Canada, may be your best option.  

Or, maybe you are better off venturing into less 

treaded territories which have high demand for 

your products or services. The only way you’ll 

know is to do a thorough analysis of each country 

you’re considering. Analyze the basic customer 

profile, marketing and distribution channels,  

competition, cultural differences, import controls 

– just to name a few of the factors that can help 

lead you to your ideal target market.  

4.  Engage your bank for financial expertise and 
support. As an exporter and/or importer, you 

should consider the financial resources available 

to help limit risk and maximize your competitive 

pricing arrangements. From letters of credit  

and documentary collections to foreign exchange 

contracts and multi-currency accounts, international 

financing solutions can be best leveraged when 

working with a bank that offers specialized expertise 

in international trading. If importing or exporting 

with Canada, it’s important to work with a bank 

that partners with a Canadian bank to gain access 

to best-in-class in-country treasury management 

solutions. If you – or your international buyers – 

need secured financing, you’ll want to engage 
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For more information on how UMB can assist you with your international needs, 
visit UMB.com/International.

1   United States of Trade, a report by the U.S. Department of Commerce, April, 2015

2  Export.gov, A Basic Guide to Exporting

with a regional bank that has a relationship with 

the ExIm bank, the Export-Import Bank of the 

United States that helps support U.S. exports by 

providing preferential financing to exporters.

5.  Implement a marketing plan. Once you are  

committed to doing business internationally, a 

marketing plan that helps you build awareness,  

interest and engagement within your initial  

markets is an important step. Participation at 

trade events both at home and abroad is a great 

way to begin networking, gain interest, and  

explore new territories.

 

The right banking partner can help you get started 

in international trade. At UMB, we established an 

International Services group to assist our clients who 

do business abroad. We offer an experienced team, 

having assisted countless clients with their international 

business practices, and a full complement of financial 

tools to help you succeed. Whether you are looking 

to handle trades, manage currency risk in value to 

the U.S. dollar, or are just getting started, we have 

the resources to help. 


