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[bookmark: _Toc235519649]INTRODUCTION
Work through this template in order, or jump to the section that matters most for your business right now. 
Each phase has a few guided questions — jot down short answers as you go, and don't worry about getting it perfect the first time. Most businesses take a few sessions to work through the full plan. 
Make sure every box is ticked before you finalise.


THE TEMPLATE AT A GLANCE
	Phase
	Focus

	1. Know Your Business
	Readiness, capability, SWOT

	2. Choose Your Market
	Market comparison, trade conditions, customers

	3. Go-to-Market
	Entry strategy, brand, pricing

	4. Operations, Risk and Compliance
	Freight, payment, insurance, legal, documentation

	5. Measure and Review
	KPIs and review triggers






[bookmark: _Toc235519650]Phase 1 – KNOW YOUR BUSINESS
1.1 [bookmark: _Toc235519651]THE BIG PICTURE

· What does your business do, and why does it exist? 
· Why do you want to export? Is it growth, resilience, opportunity, curiosity? 
· What does success look like to you in 12 months? In 3 years? In 5 years?
· How does exporting support your broader business vision and long-term growth strategy?


	TIMEFRAME
	GOAL
	HOW WILL YOU KNOW YOU’VE ACHIEVED YOUR GOAL?

	Short-term (0 –
12 months)


	
	

	Medium-term (1 –
3 years)


	
	

	Long-term (3+ years)


	
	




1.2 [bookmark: _Toc235519652] ARE YOU EXPORT READY?
Rate your current capability honestly. Remember, this is a planning tool for your global aspirations.
· People: Do you have the headcount, skills, and language/cultural capability to support export operations?
· Product/operations: Can your product be adapted, packaged, or scaled for international requirements? Can production keep up with new demand?
· Finance: Do you have working capital for upfront costs (freight, compliance, marketing) before export revenue lands?
· Knowledge: Do you understand the regulatory, cultural, and commercial landscape of your target market — or know who to ask?
· IP: Are your trademarks, patents, or designs protected in the markets you're entering?
1.3 [bookmark: _Toc235519653] EXPORT READINESS SNAPSHOT
Complete this quick assessment to identify capability gaps before committing significant resources.

	RESOURCE

	CURRENT CAPABILITY
	IMPROVEMENT REQUIRED?

	Production capacity

	
	

	Finance and working capital

	
	

	Market knowledge

	
	

	Technology and systems

	
	

	Intellectual property

	
	

	People and skills

	
	



1.4 [bookmark: _Toc235519654]SWOT ANALYSIS
	Strengths: What gives you an edge? (product quality, IP, brand, existing relationships, cost base)
	Weaknesses: Where are you exposed? (capacity, cash flow, market knowledge, language)

	
	

	Opportunities: What's opening up? (e.g. new FTAs, digital channels, market gaps, currency conditions)
	Threats: What could derail you? (competitors, tariffs, regulatory change, exchange rate, geopolitics)



NOTES:




[bookmark: _Toc235519655]Phase 2 – CHOOSE YOUR MARKET
[bookmark: _Toc235519656]2.1 COMPARING CANDIDATE MARKETS
If you're weighing up more than one market, score them side-by-side before committing because it'll strengthen your case and surface trade-offs early.

	CRITERIA

	MARKET A
	MARKET B
	MARKET C

	Market size and growth

	 
	
	

	Tariff treatment (FTA status)
	
	
	

	Competitive intensity

	
	
	

	Cultural/language fit

	
	
	

	Logistics cost and complexity
	
	
	

	Overall priority

	
	
	



[bookmark: _Toc235519657]2.2 MARKET ATTRACTIVENESS
· Which market(s) are you drawn to, and why? For example, demand signal, existing contacts, cultural fit, language ability? 
· What's the size and growth trajectory of demand for your product/service there? 
· Who's already buying, and what are they buying instead of your product/service?
[bookmark: _Toc235519658]2.3 TRADE CONDITIONS
HERE’S A TIP 
Check the current FTA landscape. Australia currently has 19 free trade agreements in force covering more than 20 countries, and the landscape keeps shifting. Don't rely on this template for FTA current status — check the DFAT FTA Portal for up-to-date FTA information.

· Does Australia have a Free Trade Agreement (FTA) or preferential arrangement with your target market? What tariff or quota benefits apply to your product category?
· What's your product's Harmonised System (HS) code? This determines the duties you'll pay, your FTA eligibility, and much of your export documentation. Use Austrade's Tariff Finder tool to check.
· Are there non-tariff barriers — such as standards, labelling, certification — that you’ll need to address?
· Does your target market have mandatory labelling, language, or packaging requirements (e.g. sustainability/packaging-waste rules in the EU)? These are compliance requirements, distinct from your marketing decisions in Phase 3.
· Does your target market have ESG, sustainability, or labour-standard requirements attached to import access? (Increasingly common in newer-generation agreements.)
[bookmark: _Toc235519659]2.4 CUSTOMER AND COMPETITOR LANDSCAPE
· Who is your customer in-market, and how do they currently discover and buy products like yours? 
· What are the demographic and cultural characteristics of your buyer? 
· Who are your direct, indirect, and emerging competitors in that market? 
· How does your offer differentiate — and would that difference translate, or need adapting?
[bookmark: _Toc235519660]2.5 CUSTOMER BUYING JOURNEY
· Why do customers buy products or services like yours? 
· How do they discover suppliers and brands? 
· Where do they make purchasing decisions? 
· Are purchases typically made online, through distributors, retail channels, marketplaces, agents, or direct sales? 
· What barriers might prevent customers from choosing your product?
[bookmark: _Toc235519661]2.6 MARKET VALIDATION
Before investing heavily in a market, identify what evidence supports your assumptions.
· Have you spoken with potential customers, distributors, agents, or industry stakeholders?
· Have you tested pricing or value propositions?
· Have you received expressions of interest, pilot opportunities, or enquiries?
· What evidence suggests demand exists for your product or service?
· What assumptions are still untested?

EVIDENCE COLLECTED
	VALIDATION ACTIVITY

	OUTCOME

	Customer interviews
	

	Distributor discussions
	

	Market research
	

	Pilot sales or trials
	

	Trade show participation
	



NOTES:




[bookmark: _Toc235519662]Phase 3 – GO-TO-MARKET
[bookmark: _Toc235519663]3.1 ENTRY STRATEGY

· How will you enter the market— through direct sales, agent, distributor, joint venture, licensing, franchising? 
· Will you sell direct-to-consumer through digital channels or marketplaces (e.g. Amazon Global, Tmall, Shopify international) — either instead of, or alongside, traditional distribution? 
· What licensing or regulatory approvals does market entry require?
If you're considering an agent or distributor, vet them properly before signing anything:
· Have you checked references and their track record with similar products?
· Are exclusivity terms, performance expectations, and reporting requirements clearly defined?
· Is there a clear exit clause if the relationship isn't working?
PARTNER ASSESSMENT SCORECARD
	CRITERIA

	RATING (1-5)

	Market coverage
	

	Industry expertise
	

	Existing customer base
	

	Financial stability
	

	Reporting capability
	

	Cultural fit
	

	Reputation
	




[bookmark: _Toc235519664]3.2 BRAND AND MARKETING

· Which brand(s)/product(s) will you take to market, and does your brand positioning need adapting for this audience?
· What's your one-sentence brand positioning statement for this market?
· Which channels will you use? (Website · social media · trade shows · PR · digital/performance marketing · video · local influencer or celebrity partnerships)
· Where does your offer sit — budget, mid-market, or premium — and does that match how it's currently priced and presented domestically?

DIGITAL EXPORT READINESS
· Is your website suitable for international customers? 
· Can overseas customers easily contact you or purchase from you? 
· Have you considered international eCommerce platforms or online marketplaces? 
· Is your digital content culturally appropriate for the target market? 
· Do you have a strategy for generating online leads internationally?

HERE’S A TIP 
Funding your marketing push. Austrade's Export Market Development Grant (EMDG) supports export marketing costs across three tiers depending on your export maturity, with grants currently ranging from $20,000 up to $80,000 per financial year (2025–26 and 2026–27), on a matched-funding basis. Check current eligibility and round status before budgeting this in.

[bookmark: _Toc235519665]3.3 PRICING

· What export pricing method will you use (cost-plus, market-based, competitor-based)?
· Have you built in freight, duties, currency movement, and distributor/agent margin?





EXPORT FINANCIAL PROJECTIONS

	FINANCIAL YEAR
	EXPORT REVENUE
	EXPORT COSTS
	ESTIMATED PROFIT

	Year 1



	
	
	

	Year 2



	
	
	

	Year 3



	
	
	



NOTES:





[bookmark: _Toc235519666]Phase 4 – OPERATIONS, RISK AND COMPLIANCE

4.1 [bookmark: _Toc235519667] FREIGHT AND LOGISTICS
· Export method: shipping / airfreight / customs broker or freight forwarder?
· Which Incoterms will you use (e.g. EXW, FOB, CIF, DDP)? This determines who's responsible for freight, insurance, and customs at each stage of the journey and directly affects your pricing (4.2) and insurance needs (4.3) below.
· Do you need in-country storage or distribution infrastructure?
· Any licensing requirements for freight/logistics in this category?

SUPPLY CHAIN RESILIENCE
Supply chain disruptions can significantly impact export performance.
· Do you rely on a single supplier, logistics provider, distributor, or export market?
· What would happen if a key supplier became unavailable?
· Are alternative suppliers or logistics options available?
· How will you respond to major transport delays, political disruption, natural disasters, or trade restrictions?

	POTENTIAL DISRUPTION

	RESPONSE PLAN

	Supplier failure
	

	Transport delays
	

	Port congestion
	

	Political instability
	

	Natural disaster
	




[bookmark: _Toc235519668]4.2 PAYMENT AND CURRENCY
· Payment method: advance payment / open account / letter of credit / documentary collection?
· How will you manage currency exposure?

[bookmark: _Toc235519669]4.3 INSURANCE
· What's covered — export credit, cargo/marine, political risk, currency, product liability?
· For political and commercial risk cover or trade finance, Export Finance Australia (EFA) is the government-backed body most Victorian exporters work with — see 4.7 below.

[bookmark: _Toc235519670]4.4 LEGAL, IP AND DATA
· Do you understand the legal and regulatory requirements of your target market? 
· Is your IP (trademarks, patents, designs) registered and protected in-market? What's the process and cost? 
· If you're exporting a digital product or service: what data privacy/cybersecurity obligations apply to handling offshore customer data?

ESG AND SUSTAINABILITY
Increasingly, customers, regulators, and supply chains expect evidence of sustainability performance.
· Are there environmental, social, labour, or governance requirements in your target market?
· Can you demonstrate sustainability credentials if requested?
· Does your business hold any certifications or accreditations?
· Could your sustainability performance provide a competitive advantage?


[bookmark: _Toc235519671]4.5 DOCUMENTATION

· Commercial documents (invoices, packing lists, certificates of origin) 
· Transportation documents (bills of lading, airway bills) 
· Finance and payment documents (LCs, bank guarantees) 
· Insurance documents

[bookmark: _Toc235519672]4.6 RISKS AND MITIGATION

	RISK

	LIKELIHOOD
	IMPACT
	MITIGATION

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	



[bookmark: _Toc235519673]4.7 FUNDING AND GOVERNMENT SUPPORT
· What government or industry assistance is available? (Visit our website on Financial Support to explore some options)
· What's your own funding runway before export revenue offsets costs?
FUNDING STRATEGY
· How much capital will be required to execute this export plan? 
· Can existing cash flow support expansion? 
· Have you discussed export funding requirements with your bank or adviser? 
· Could government grants, trade finance, or Export Finance Australia products support your growth?

	FUNDING SOURCE

	AMOUNT REQUIRED
	STATUS

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	



NOTES:




[bookmark: _Toc235519674] Phase 5 — MEASURE AND REVIEW
· What are your top 3 KPIs for this export venture? (e.g. revenue target, market share, number of active distributor relationships, repeat order rate)
· What would trigger a strategy review — underperformance, a new FTA, a competitor entry, a currency shift?
· When will you next revisit this plan? (Recommend: every 6–12 months, minimum)
ACTION PLAN
	ACTION

	OWNER
	DUE DATE
	STATUS

	Confirm HS code

	
	
	

	Validate target market

	
	
	

	Select distributor/partner

	
	
	

	Finalise pricing

	
	
	

	Register IP

	
	
	

	Review logistics arrangements

	
	
	

	Launch marketing activities

	
	
	



NOTES:










 
DISCLAIMER
This template is provided by Global Victoria as a practical planning guide only. It does not constitute legal, financial, taxation, regulatory, or professional advice.
Export requirements, market conditions, government programs, and trade agreements can change over time. Businesses should undertake their own due diligence and seek independent professional advice relevant to their circumstances.
Global Victoria makes no representations as to the accuracy, completeness, or suitability of the information contained in this template and accept no liability for any loss or damage arising from its use.
Information was accurate at the time of publication. Users should verify all information independently before making business decisions.
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