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Lesley Batchelor
Brexit and Beyond

As we unravel the 40 years of marriage and build a 
new life post Brexit, the Institute of Export felt it was 
time for small and medium sized businesses to get 
organised and think about what they really want and 
need to run their enterprises.

The UK’s exit from the European Union, which could 
now be delayed until at least late 2019, will almost 
certainly see the need for new trade and compliance 
procedures – some of which the IOE will be able to 
influence. Many companies in the UK felt that the EU 
was over complicating paperwork and added costs 
through standards. We recently invited members, 
established exporters and importers and trade 
associations members to take part in a post Brexit 
questionnaire to help shape how future trading should 
work.

Responses from over 600 participants from 180 sectors 
revealed that almost 50% fear the biggest risk post 
Brexit is added costs through duties or taxes followed 
by customers and suppliers having a potential negative 
view of the UK (19%) and exchange rate issues (18%) 

Nearly 54% of those surveyed expect their business 
growth to remain the same with almost 47% 
projecting growth to shrink in the medium term - and 
over 42% forecasting a long-term growth decline. 

Almost 47% of recipients say the current UK and EU 

customs procedures are suitable for UK traders. When 
asked what changes and developments they required 
in their respective business sectors, responses spanned 
movement of goods between countries, financial 
support for new and established exporters – and clear 
information about regulations. 

Additional results highlighted that, in the medium 
term, almost 88% favoured the EU as the top market 
for Free Trade Agreements followed by USA (77%), 
Canada (62%), China (61%), Australia (57%) and 
India (51%). 

When asked the same questions about the longer term 
perspective, India came out on top (61%) followed by 
Australia (56%), China (52%), Canada (48%), USA 
(44%) and the EU (42%). 

The results of the survey will inform and influence 
government and civil servants and we urge businesses 
to harness trade associations and business groups to 
continue to make their voice heard, tell them what they 
need to build excellent products – and let them know 
which regulations are stopping them from doing it 
properly or are impeding their companies’ growth.

Lesley Batchelor, OBE, will talk through the impact, 
and some of the circumstances that lead to this vote. 
She’ll also look at how the fall out is beginning to 
impact on all businesses.

Adrienne Baughman
Export Credit Insurance and How Insuring Foreign A/R Can Help SME Exporters  
Sell More Abroad

Using export credit insurance--policies that protect an 
exporter’s accounts receivable – is a simple tool with 
significant benefits. The protection of a policy equips 
businesses with confidence--protecting them from non-
payment and political risks. With this security in hand, 

companies can increase their global competitiveness by 
offering credit terms needed to win sales against foreign 
competitors. With export credit insurance, exporters 
can overcome cash flow obstacles by borrowing against 
their insured receivables.
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Lydia Childre
A Primer on U.S. Trade Policy, Monitoring, and Enforcement Efforts

The presentation will start with an overview of 
trade policy responsibilities within the Government, 
specifically trade policy making in Congress and 
trade responsibilities in the Executive Branch across 
the various government agencies. The primer would 

provide a framework and context for other topics to be 
examined, namely policy development, monitoring and 
dispute settlement, enforcement and remedies. FTA’s and 
other trade agreements, including status and prospects 
for both TPP and TTIP will also be touched upon.

Dimy Doresca 
Using Trade Data and Big Data to Support International Trade

During the summer of 2016, the University of Iowa 
hosted its first cohort of Mandela Washington 
Fellows for a six-week training in business and 
entrepreneurship. There were 25 Fellows from 18 
different sub-Saharan African countries. The Mandela 
Washington Fellowship Program is President Obama’s’ 
flagship program for Africa as part of the Young 
African Leaders Initiative (YALI). Iowa companies were 

surprised to learn from the Mandela Fellows of the 
abundant trading opportunities that can be developed 
with Africa. This presentation will elaborate on some 
of the key sectors that US companies can penetrate in 
different countries in Africa. The presenter will explain 
why the continent of Africa offers lucrative markets to 
US companies. Finally, the presenter will discuss the 
entry modes into African countries.

Karen Dunlap
Can You Prove You Don’t Need an Export License

Customs laws have existed in the United States since 
1776 and before. All exports are governed by one or 
more governmental agencies. It is the responsibility 
of every exporter to know the regulations governing 
their products, the end-uses of their products, and their 
clients, the end-users. This seminar provides a brief 
overview of the export controls of the State, Commerce, 
and Treasury Departments; how to determine which 
agency has jurisdiction; military vs. dual use products; 

when a license may be required; what exceptions may 
be available; restricted destinations; screening of end-
users; destination control statements to protect yourself; 
“Red Flags of Export Compliance”; and the evolving 
Export Control Reform Initiative. Can you prove you 
do not need a license? Are you communicating that 
properly to the government prior to shipment on your 
Electronic Export Information (EEI)?

Effective Use of Incoterms 2010 in Your Sales Contract

Everyone thinks they know Incoterms, yet most 
sales contracts are inconsistent in their integration of 
shipping and payment terms, thus creating potential 
legal conflicts. This presentation will evaluate the sales 
contract and payment terms with a heavy emphasis on 
Letter of Credit payment terms. We will review each 

of the 11 Incoterms discussing modes of transport, 
when “delivery” legally occurs, differences between 
the Uniform Commercial Code of Iowa vs. Incoterms, 
routed transactions, division of costs and risks, and 
insurance risks, supplemented by personal experiences.
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James Foley/Michael Pacurar
Using Trade Data and Big Data to Support International Trade

Though many aspects of trade have been transformed 
in the past couple of decades, one of the most 
significant has been in trade data. There has been a 
remarkable increase in the quality, reliability, and 
affordability of data to support trade expansion 
decisions. Companies and the trade assistance 
community no longer have to make decisions based 
on old, incomplete data. As the quality and depth 

of data increases, costs have decreased. This joint 
presentation by James Foley (NASBITE International, 
Bradley University) and Michael Pacurar (Euromonitor 
International) will look at our favorite data sources, 
explain trends in trade data, look at the impact of 
big data, and offer our thoughts on the future of 
international trade intelligence.

Gary Mendell
Trade Finance Tools & Techniques for Exporters 

Cash in advance and letters of credit are no longer 
competitive terms in the international marketplace. 
Exported goods can take 30 days or longer to arrive 
at their destination, and then the overseas buyers may 
face limited access to local capital, high interest rates, 
currency exchange controls, and other challenges that 
may prevent them from even entering an order in the 
first place.

So suppliers need to offer open-account payment terms 
in order to grow their export sales. But extending credit 
brings its own challenges: Where does the exporter 
get the working capital to fill the order? How can the 
exporter continue operating while waiting weeks or 
sometime months to receive payment from abroad? 
What happens if the overseas buyer goes out of business, 
runs into cash flow problems, suffers from political 
events, or fails to pay the exporter for some other 
reason?

Trade finance tools and techniques exist to address these 
challenges. Once accessible only by major corporations 
and their large cross-border transactions, many of 
these resources are now available for middle-market 
companies and even small-business exporters.

This presentation will describe the growing global 
demand for credit, describe the tools available to SME 
exporters for responding to this demand, and list some 
key trade finance techniques and resources.

• Global demand for credit
• International payment risks
• Export working capital needs
• Financing solutions for exporters
• Managing risk with credit insurance
• Practical trade financing techniques
• Resources for assistance and education
 

Maurice Kogon
Extensive International Trade Resources in a One-Stop Web Portal

The Internet is a goldmine of information for exporters 
and trade assistance organizations. But while mountains 
of Web resources exist, typical “Googlers” waste far 
too much time searching for just the nuggets they need, 
without necessarily finding them. A few Websites have 
aggregated this overabundance into more user-friendly, 
one-stop “portals.” This online presentation will 
demonstrate the front-and back-end of the International 
Trade Compliance Institute (ITCI) Website, an entirely 
free portal with thousands of “deep” links covering all 

phases of the export process -- from export start-up, to 
finding best markets, planning market entry, promoting 
and making sales, finding buyers and distributors, 
complying with laws and regulations, delivering the 
goods, and getting paid. You’ll see how these extensive 
resources are categorized for pinpoint searching and 
can be kept current with additions or updates. You’ll be 
walked through a range of search scenarios to help you 
as an export counselor, as a new or experienced exporter, 
or as an export service provider. ITCI combines three 
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very extensive trade-related databases into an integrated, 
one-stop portal: 

ITCI’s Trade Information Database (TID) contains nearly 
1,000 “deep” links organized into 12 broad categories 
and 74 subcategories. It not only has virtually everything 
found in Export.gov and other USG sites, but also many 
additional resources from non-USG, commercial, and 
UN/international sites – all entirely free. 

ITCI’s Regulatory FAQ Database has over 1,000 
authoritative FAQs on U.S. export and import controls, 
foreign import controls, and international/multilateral 
trade controls under various treaties and conventions. 

Nearly all the FAQs were extracted from the official 
Websites of the regulating organizations. By recompiling 
and consolidating these FAQs into the one-stop ITCI 
portal, it’s no longer necessary to search each source 
individually to find the same FAQs.

ITCI’s Regulatory Database has hundreds of compliance-
related definitions of Terms/Acronyms; abstracts and 
in some cases the full text of Trade Laws, Regulations, 
Treaties and Agreements; samples of international 
trade Documents; and links to compliance–related 
Organizations/Agencies. These are searchable by 
keyword, category or alphabetically.

Customizing Export Assistance - The 7-Step Export Enabler Program 

This presentation describes methods and results of the 
Export Enabler Program (EEP), a package of seven 
customized deliverables focused on export outcomes. 
Each deliverable prepares the client to advance from 
its start point (often not yet exporting, but with export 
potential) to the final stage of effective representation 
in target markets. We’ll cover the methods used to find 
and recruit clients, the tools used for each deliverable, 
and how these tools are applied to develop the client’s 
export capacity and readiness, identify best markets and 
market entry strategies, achieve target market exposure, 
and find and select suitable overseas reps. The overriding 
objective is to “graduate successful exporters” by:

• Increasing structural capacity and readiness to export 
(needs assessment, training and education);

• Developing new or additional export markets (market 
identification, assessment and entry planning);

• Establishing sales/distribution networks in target 
markets (promotion, rep-find and sales support).

The seven program components for each participant: 

• Competitiveness Audit: To assess current export 

infrastructure, identify structural needs, and 
recommend specific actions to increase export capacity, 
productivity and competitiveness.

• Export Readiness Assessment: To assess current 
resources, commitment, business practices and product 
potential and recommend specific actions to increase 
export readiness.

• Training & Education: To increase company 
competency in all phases of the export process. 

• Customized Market Research: To provide the 
analytical foundation for best-market identification 
and market entry planning.

• Customized Export Market Planning: To provide the 
rationale, direction and time frames for specific export 
actions.

• Export Promotion: To increase overseas market 
exposure and attract export inquiries and orders.

• Matchmaking and Transaction Support: To find 
qualified overseas buyers and distributors, respond 
effectively to inquiries and orders, and facilitate 
payment and delivery.

Eric Shimp
US Sanctions Policy Post-Election

This presentation will present the latest developments 
in US sanctions under the Obama Administration 
toward Iran, Russia and Cuba, highlighting key risk 
factors for US and foreign companies seeking to engage 

in those markets. The presentation will then offer 
scenarios regarding the potential direction of sanctions 
policy in either a Trump or Clinton Administration.
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Sarah Singer
globalEdge.msu.edu: Your Source for Global Business Knowledge 

The primary goal of this session is to introduce participants 
to globalEDGE.msu.edu, the #1 “international business 
resources” site on the Internet (Google, 12/3/15). 
Participants will learn about the site and how it can help 
instructors and students alike to better understand issues in 
international trade and business.

globalEDGE is the leading online resource for international 
business and trade - and its free! globalEDGE is used by 
millions of people and companies in the United States each 
year to engage in the global marketplace.

globalEDGE connects international business professionals 
worldwide to a wealth of information, insights, and 
learning resources on global business activities. Among 
the myriad resources on globalEDGE are a Resource 
Desk with links to over 5000 high-quality international 
business websites, exporting tutorials, an extensive 
international business and trade glossary, and sections 
on trade blocs, countries, states, and industries featuring 
insights on doing business in the world’s markets 
and industries. Additionally, globalEDGE features an 

international business blog, the Market Potential Index 
for Emerging Markets, a Database of International 
Business Statistics (DIBS), and numerous other tools 
and resources for the international business practitioner, 
researcher, or educator. 

This session will provide an overview of the entire 
website, globalEDGE.msu.edu, including such 
information as overviews and resources for over 200 
countries, all 50 U.S. states, and 20 industry sectors. 
We will examine various tools, such as the Database of 
International Business Statistics, Interactive Ranking 
and Comparator Tools, and the Market Potential Index 
for Emerging Markets. This session will also review 
exporting resources, such as the Exporting FAQ tool 
and the exporting module series that was produced in 
cooperation with the U.S. Commercial Services. We 
will also visit the globalEDGE International Business 
Blog, featuring commentary and insights on all aspects 
of international business, including guest posts and 
commentary by our partners at the Department of 
Commerce.

Caroline Tompkins
Evolving the Professional Status of International Trade Practitioners: The Canadian Experience

This session is designed to facilitate the dynamic 
exchange of information, good practices, experiences 
and collaboration among IATTO conference delegates 
about enhancing the recognition of international trade as 
a profession. The Forum for International Trade Training 
(FITT), Canada’s international trade certifying body, will 
use the Canadian experience as a business case outlining 
challenges faced, and solutions thereof, in formalizing 
international trade as a profession.

In Canada, trade represents more than 60% of Canada’s 
GDP; and, every 1 in 5 jobs is directly linked to exports. 
Trade and economic growth are therefore intricately 
linked; and, within Canadian SMEs it is the international 
trade experts that drive their company’s global growth 
strategies. These experts, who offer distinct knowledge, 
skills and abilities in international trade, often have 
more of a strategic role within an organization as they 
are the ones who make the decisions that affect the 
way the company invests, how it grows, and how it 
competes globally. Recognizing the distinct specialization 
of these professionals, Canada has been recognizing 

international business practitioners by formalizing the 
profession through a system of demonstrated ability by 
way of examined competence and experience, and the 
development of Canada’s professional designation, the 
Certified International Trade Professional (CITP). 

Created through a Canadian private-public partnership 
25 years ago, FITT’s mandate is to create and maintain 
national standards in international trade training/
education, certification and accreditation; the underlying 
activity behind this mandate is to build professional 
status for those individuals that play a critical role in 
their company’s international growth strategies. Despite 
FITT’s 25 years of successful service as a Not-for-Profit 
organization in delivering its mandate, realizing a 
continued growing client base, and the ongoing support 
by both the private and public sector, formalizing the 
profession of international trade has not been without its 
challenges. How FITT navigated these challenges will be 
shared with the goal of initiating discussions around the 
shared experiences, and alternative solutions experienced 
by IATTO conference delegates. 

- 21 -



I N T E R N A T I O N A L  A S S O C I A T I O N  O F  T R A D E  T R A I N I N G  O R G A N I S A T I O N S

C E L E B R A T I N G  4 1  Y E A R S  O F  E N H A N C I N G  G L O B A L  K N O W L E D G E 

Yan Yan
A Research of Macro-quality Early Warning System On Imports and Exports  
in International Trade 

With the expansion of international trade, the trade 
volume of global import and export goods is increasing 
rapidly. In order to improve the quality and clearance 
efficiency of import and export goods, imports and 
exports quality needs to be monitored and analyzed 
which could be a support for the decision making of 
clearance. This presentation analyzes the statistics 
characters of inspection and quarantine of import 
and export goods and constructs an evaluation index 
system for import and export goods. Based on the 

business nature of import and export goods, this 
research constructs the macro-quality index system 
yearly, quarterly and monthly. Finally, this presentation 
discusses the quality prediction system construction and 
puts forward the macro quality analysis methods. This 
presentation proposes a new method for macro-quality 
prediction system of import and export goods, which is 
of great importance for China’s clearance speed, quality 
and efficiency in international trade.
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