APPENDIX 2 – BEST PRACTICE

1.1 UK Export Initiatives

This section outlines current practice in the UK.

1.1.1 SE and HIE Local Export Partnerships

As a result of the Export Plan for Scotland, launched by the Scottish Trade International in September 1995, thirteen local export partnerships have developed throughout the Scottish Enterprise and Highland & Island Enterprise network areas.  All of the export partnerships are similar, comprising local councils, LECs and local Chambers of Commerce representatives.

Whilst variations in the success and innovativeness of the additional exporting services offered by LECs exist, we have been unable to establish the extent of this as performance figures were not available in the public domain.  The majority of individual export partnerships offer similar services such as:

· general exporting advice and information;

· market Research and Information;

· market Access and Development;

· export skills development and training;

· trade Exhibition support;

· trade Mission support;

· language training and cultural issues; and

· export market planning and consultancy.

Additional services offered by some LECs help to further support local potential and existing exporters.  Examples of additional best practice are as follows:

· Global Companies Development process: (offered by Fife Export Partnership) - offers consultancy and support to potential and current global companies with 30% export turnover sales;

· SME Mentor Programme: (offered by Lothian Export Partnership) - involves export mentors from successful International Companies conducting groups of 7 or 8 SMEs, to share expertise and advice;

· Export Business Clubs: held among local exporters, allowing possibility of networking opportunities and co-operation and relationship building between companies; and

· E-commerce/E-Business Initiatives: to assist companies to further develop their business by managing and supporting an effective International website.

1.1.2 UK Local Export Partnership Assistance

A number of UK government led initiatives are also available to local exporters.  As previously mentioned, Trade Partners UK is an Internet source for exporters, offering national exporters and sales leads database services.  Other services include:

· Market Explorer Programme: a UK government programme designed to help inexperienced SME companies to take their first step into exporting;

· New products from Britain: another UK government service for exporter’s, offering an international press release service to help promotion of innovative products, processes and services overseas; and

· British Standards Institution:  offer technical help to exporters, offering authoritative advice and information on the technical standards in overseas markets.

1.1.3 English Local Export Partnership Initiatives

There are currently over seventy “Business Link” partnerships within England, which offer the same support services to local exporters as Scottish based local export partnerships.  These individual Business Links aim to offer independent and impartial business advice and information to help small firms to start and develop their exporting activities.

One English ‘Business Link’ example is the export partnership for Essex.  This Business link offers a wide range of services in association with the Essex Chambers of Commerce involvement. Some its specific services include:

· EC Documentation:  a service is available for the certification of EU export documentation and overall legislation service to most foreign countries; and

· E-cert: a web based EC Certificate of Origin, which can be completed by exporters on-line and emailed to Chamber of Commerce for Certification.

1.2 International Initiatives

Based on desk research of export partnership activities within other countries, many offer the same basis of support to their local exporters as do the UK.  All have individual exporting associations, which prioritise small to medium sized companies to test, initiate or further support their exporting activity.  Services offered are:

· export planning and strategy advice;

· financial assistance;

· set up of international trade exhibition and mission programmes; and

· training schemes.

A selection of foreign export partnership examples are highlighted below.

1.2.1 Trade New Zealand

Trade New Zealand is the New Zealand Government’s trade promotion agency, mandated to help increase New Zealand’s foreign exchange earnings.

In additional to the ‘standard’ services offered to New Zealand businesses, two initiatives are highlighted below:

· MarketNewZealand.com:
 is Trade New Zealand's commercial website, connecting exporters with international buyers.  It offers a trade enquiry system and a directory of New Zealand exporters, and features market intelligence, news and events; and

· Export Networks: is an initiative designed to help groups of three or more New Zealand exporters co-operate strategically to increase their foreign exchange earnings.  Trade New Zealand acts as a facilitator in this process and can also provide funding, advice and access to Trade New Zealand’s global network to provide services to assist the Export Network strategy.

1.2.2 California Exporting Support

The Office of Export Development of the California Technology Trade and Commerce Agency leads this initiative.  It targets innovative export marketing services and financial support to SMEs.  Specific initiatives include:

· Environmental Technology Export Programme: partners of this programme alongside government and non-profit entities assist export-ready environmental technology firms, specifically with financial, marketing and trade event support; and

· Overseas Procurement Opportunity Program: introduces companies to sales opportunities in projects supported by multilateral development institutions i.e. the World Bank and United Nation agencies.

1.2.3 South African Exporting Support

Four key areas of exporting advice, assistance and financial support are outlined in the analysis below.

Export Marketing and Investment Assistance Scheme (EMIA)

The purpose of the EMIA scheme is to partially compensate exporters for certain costs incurred in respect of activities aimed at developing export markets for South African products and to recruit new foreign direct investment into South Africa.  Additional benefits are awarded to small, medium and micro-sized enterprises (SMMEs) and previously disadvantaged businesses (PDIs).

The following EMIA schemes are available:

· exhibition assistance;

· outward selling trade missions;

· outward investment recruitment missions;

· inward buying trade missions;

· inward investment missions;

· assistance to industry specific sectors;

· primary export market research (not available for 2002); and

· foreign direct investment research (not available for 2002.

Sector Assistance Scheme

Financial assistance is available to industry sectors with the objectives of developing new export markets, broadening the export base, stimulating the participation of SMEs in the export sector, promoting black economic empowerment (BEE) and women empowerment (WE) within the overall objective of job creation.

Organisations eligible to apply for assistance from the scheme include:

· Export Councils: formally approved by DTI. An Export Council is a Section 21 (non-profit) company that serves to represent the developmental and promotional objectives of a particular industry on a national level, where the needs of that industry justify the formation of an Export Council and where the identified industry falls within DTI's key priority sectors;

· recognised industry associations; and

· Joint Action Groups (JAGS) consisting of three or more companies who associate for the primary objective of embarking on project/s that benefit industry or industries as a whole. 

Export credit insurance

Export credit insurance is cover that ensures that a South African exporter will receive most of the proceeds from an export sale if a foreign buyer defaults on payment. Short-term credit insurance provides cover for export transactions where credit terms do not exceed 180 days.  Medium and long-term credit insurance provides cover ranging from two to ten years, usually required by foreign buyers of capital goods and services

MBendi Information Services (Pty) Ltd

MBendi Information Services (Pty) Ltd is a privately owned Internet business publishing and consulting company.  Based in Cape Town, South Africa, the company uses the Internet to reach a global audience of millions while serving a multinational client base.

MBendi runs Africa's leading business website at http://www.mbendi.com.  The site is also one of the world's leading mining, energy and international trade websites with global coverage of these topics.  The site went live in October 1995 and is one of Africa's oldest and best-established websites.

The website contains extensive reference information on countries and industry sectors, particularly oil and gas, electrical power, chemicals, mining and telecommunications, backed up by databases of companies, organisations, personalities, projects, facilities, events and publications.

Interactive facilities are available to distribute tenders, trade enquiries, employment vacancies and business opportunities and to apply for finance and trade related services.  There are guides to importing, exporting and Internet strategy as well as an extensive database of news releases and commentary.  As far as we know, there is no other website that carries similar African business information or provides such extensive coverage of world mining.

In addition to the above, key assistance also includes:

· professional advisors available to offer individual companies export and financial advice; and

· a decisive ten step ” Exporting Sequence”, which clearly highlights the developmental process of exporting.  Reference information and modes of financial assistance are given for each designated step.

1.2.4 US (Arkansas) Exporting Support

Export Development Programme

In 1998 the Arkansas Small Business Development Center initiated the Export Development Program in co-operation with export assistance organisations throughout the state in order to provide export assistance to business owners.  It serves as the first point of contact for training, information and referrals for business owners interested in exporting.

It prioritises much of its exporting support activities towards training seminars and operates an annual “Training Calendar”.  Training ranges from financial and legal aspects of exporting to business plan development training.  In addition, it offers a wide range of information services to potential exporters and its information centre has over 150 publications, 6 CD ROM programs and 4 periodicals available for exporting research.

The partnership assesses individual company export readiness by examining company attributes and their potential exporting characteristics.  A definitive assessment test is also available to determine company exporting potential.
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