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FOREWORD

Globalization means that it has never been easier for 
your company to enter new markets. Large or small, your 

company is a part of the global economy today more than 
ever before. You might fi nd a customer in Korea or Peru. 
You might fi nd a competitor in France or China. You might 
license your technology in Mexico and fi nd a distributor in 
Malaysia. You might enter into a joint venture in Brazil and 
fi nd an investor in Great Britain who wants you to double 
your business.

As the Governor of Washington state—the nation’s most trade-
dependent state—from 1996 to 2004, I helped open doors for 
Washington state businesses worldwide. In addition to leading 
ten productive trade missions to Asia, Mexico, and Europe, 
I focused on strengthening economic ties between China and 
Washington state.

This experience gave me a practitioner’s view of the chal-
lenges companies face when they enter new markets—as well 
as the necessity of doing so. We occasionally stumbled as we 
ventured abroad; not every market entry was easy or simple. 
But companies learned, we adapted, and we were willing to 
modify our approach as we went along. During my time as 
Governor, we more than doubled the state’s exports to China, 
to over $5 billion per year.

When President Obama asked me to serve as Secretary of 
Commerce, I saw that companies nationwide were grappling 
with the same questions and challenges as companies in my own 
state, but often with fewer resources and even less international 
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experience. I found the same pattern again and again: terrifi c 
companies, great products and people, but limited understand-
ing of what it took to compete and win internationally. But I have 
learned what is possible. Through the National Export Initiative 
announced in 2010 by President Obama, I am confi dent we can 
double U.S. exports and support millions of jobs.

To help achieve the National Export Initiative goals, Frank 
Lavin (who formerly served as Under Secretary for International 
Trade at the Commerce Department) and Peter Cohan have 
produced this timely and useful book. The authors lead you 
expertly and methodically through the process of export-
ing goods and services. You will fi nd an effective approach to 
export planning, including practical tools that give you what 
many U.S. exporters lack: a plan for entering new markets and 
fi nding new buyers. The real-world case studies are fi lled with 
examples of how to increase the chances of success and reduce 
the chances of failure. Today, exporting is easier than ever, and 
more companies—especially smaller ones—are doing it. But 
success requires preparation, and this book helps ensure that 
you prepare thoughtfully and strategically.

Finally, for the American readers of this book, the Depart-
ment of Commerce’s International Trade Administration is 
ready to go to work for you as you start to plan your approach 
to exporting or seek to enter additional country markets. Please 
visit www.export.gov to fi nd the U.S. Export Assistance Center 
near you.

I am proud to lead a team of highly capable trade profes-
sionals who are dedicated to helping U.S. companies export 
successfully. Give them a call today.

 Gary Locke

Former U.S. Secretary of Commerce
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