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The foreign buyer looks for: 

 A product or service that 
meets a need that’s not 
currently being met 

 Ability of seller to get the 
product in the country 

 Getting the product at a fair 
price 

 Assurance that the product 
has some type of 
guarantee or reliable 
customer service if things 
don’t work properly.  

 
 
The Savvy Seller (small 
business owner):   

 Does a cost analysis 

 Researches the 
competition 

 Understands exchange 
rates, political risks and 
cultural  aspects  

 Accurately prices goods 
and calculate landed costs  

 
 
 
 
 

 
Made in Tampa: What Obama’s Trade Visit Means for Tampa’s Small Businesses  

 

TAMPA, Fla. – As speculations stir over President Obama’s campaign motives in Friday’s visit to Tampa 
announcing new trade initiatives in Latin America, small businesses could gain the attention that 
began brewing in 2010 with the launch of the National Export Initiative (NEI).   
 
“The White House’s push for small businesses to export is plain and 
simple economics,” said Eileen Rodriguez, regional director of the 
Florida Small Business Development Center Network at the University of 
South Florida. “The monetary infusion from other countries buying our 
products boosts gross domestic product. We need to sell, rather than 
buy.”  
 
Rodriguez, who is also an international trade specialist and president of 
Women in International Trade Tampa Bay, adds that the Latin America 
focus of the visit is strategic since seven of the state’s top 10 trading 
partners are from those countries.  
 
Some question assistance to small businesses; however, as Rodriguez 
points out, all rewarding business ventures require investments.  In this 
case, businesses need to be educated and reassured that they have the 
assistance to tackle a risk that returns a great reward.  
 
Earlier this month, Governor Rick Scott released a proclamation 
observing April as Florida World Trade Month; whereas one in six jobs 
in the state are supported by international trade. Statistics show that 
companies that diversify their markets through exports have higher 
profits, grow faster, and pay employees higher wages. 
 
Enterprise Florida’s 2012 trade data shows that Florida is on track to 
meet its five-year-goal to double exports by the end of 2014. Much of 
Florida’s 17 percent increase in exports can be attributed to the NEI’s education outreach efforts 
through trade assistance centers. As part of the State Trade and Export Promotion (STEP) initiative, 
the Florida Small Business Development Center Network creates strategic export marketing plans for 
small businesses. Then, the business owners work with Enterprise Florida and the U.S. Commercial 
Service to implement the plans and meet their targeted overseas buyer.  
 
Despite talk about exporting being great for business, there are reasons business shouldn’t export.  
 
“If the company isn’t ready to take on the expansion, they shouldn’t do it.  Or, they should wait until 
they’re capable,” Maria Yepes, SBDC international trade specialist said. She explains exporting is like 
starting a new business, which requires determination, commitment and buy-in from all members of 
management. 
 
Yepes, a native of Colombia, often guides business owners to find a country with a market similar to 
their current one and duplicate— with modifications, of course.  She says countries lacking the  
 
 

http://www.floridaworldtrademonth.com/
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experience the United States has look for the know-how we bring to business and 
producing quality products.  
 
In a global economy, “Made in America” is a brand that can’t be duplicated.  

.          .            .           .  
 
 
Small Business Export Ready Programs:  

 Small Business Development Center’s Florida Export Series is a three-part track to get 
businesses on the path of exporting – offered twice a year.  
 

 Small Business Development Center’s International Trade Certificate Program (ITCP) provides 
seven modules to teach individuals and businesses how to conduct business on a global 
level.  It’s one of a few NASBITE International accredited trade assistance programs in the 
world – and the only one in Florida. 
 

 Small Business Development Center’s no-cost, international trade consulting for beginning and 
mature companies.  The Small Business Development Center also offers consulting in a 
variety of areas to help current and potential exports with – financing accounting taxes, 
marketing, web strategy and more. 
 
 

 Export Marketing Services  To assist qualified manufacturing small businesses in Florida who 
are “new-to-export” to identify growth strategies through the development of customized export 
marketing plans. The cost for preparation of an export marketing plan is $3,000. Qualifying 
companies are eligible for a $2,500 scholarship, making the cost to your company $500.  In 
partnership with the U.S. Small Business Administration, Enterprise Florida, Inc. and the U.S. 
Commercial Service.   

 

As a member of the National Association of SBDC Networks and State Designated as Florida's Principal Provider of Business Assistance, the Florida Small Business 
Development Center Network serves every county in Fla. The Network is funded in part through a cooperative agreement with the U.S. Small Business Administration and 
partnerships with higher-education institutions, economic development organizations and chambers of commerce.  

### 

http://www.sbdctampabay.com/florida-export-series-%e2%80%93-international-trade-event-in-february
http://www.sbdctampabay.com/international-trade-certificate-program
http://floridasbdc.org/SpecialPrograms/ExportMarketing/EMS-Flyer.pdf

