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FIND THE RESOURCES THAT
BENEFIT YOUR BUSINESS WHEN YOU

Schedule a
complimentary
Export Assessment

GO GLOBAL
Do you want to:
• Grow revenue?
• Increase your bottom line?
• Expand your margin?
• Diversify your target market?
• Mitigate market risks?

Contact Chad Hoffman,
International Trade Consultant:
choffman@uwsa.edu
608-301-6215

Now is the time to consider international trade:
The demand and potential are great. More than 96 percent of the world’s consumers
are outside of the United States, constituting 80 percent of the purchasing power.
The vast majority of exporting firms in the U.S. are actually small- and medium-sized
businesses. Many sell to just one or two international markets.
Explore the possibilities:
Unfortunately, the thought of international trade alone and the vast number of local,
state and federal assistance programs can be overwhelming. The Wisconsin SBDC
offers a comprehensive Export Assessment to evaluate new and existing exporters
and recommend the resources that could benefit them best. The SBDC has offered
no-cost, confidential consulting since 1980 -- a trusted partner in your success.

We can explain all the
available resources
to reach new markets,
including:

U.S. Small Business Administration
U.S. Commercial Service
International Trade Administration
World Trade Association (WTA)
EX-IM Bank
Wisconsin Economic Development Corporation
(WEDC)
Milwaukee 7
Trade Adjustment Assistance

Wisconsin Department of Agriculture, Trade
and Consumer Protection (DATCP)
Wisconsin District Export Council
ExporTech™
Duty Drawbacks
IC-DISC, R&D Tax Credits
Foreign Trade Zones
Free Trade Agreements
Madison International Trade Association

www.wisconsinsbdc.org/goglobal
Wisconsin Small Business Development Network
Funded in part through a cooperative agreement with the U.S. Small Business Administration. Part of the UW System Institute for Business & Entrepreneurship.
Reasonable accommodations for persons with disabilities will be made if requested at least two weeks in advance. Call 608-263-7794.

SBDC
Wisconsin

How is exporting good
for your company?
Exporters grow faster

The U.S. International Trade Commission, in examining the
domestic and global operations of small- and medium-sized
enterprises (SMEs), found that SMEs that export outperform their
non-exporting counterparts by several measures. Whether they
deal in services or manufacturing, exporting SMEs show higher
total revenues, faster total revenue growth, and higher labor
productivity than their non-exporting counterparts.
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Exporting companies with fewer than 250 employees had 1.9
times more revenue than non-exporting firms according to the
U.S. Census. The U.S. International Trade Commission found that
U.S. SME manufacturing exporters earned more per firm than
non-exporters. Also, labor productivity as measured by revenue
per employee was over 70% greater for manufacturing SMEs
that exported than for non-exporting manufacturing SME’s.
Combined with faster growth, higher productivity directly
impacts the valuation of the firm relative to non-exporters.

Non
Exporter

Exporters enjoy a
stronger workforce

In an analysis of 94 of the largest 100 metropolitan areas,
for every $1 billion in exports, workers in that industry earn
roughly 1 to 2 percent higher wages, including employees
without high school diplomas. This wage effect can be seen
even adjusting for worker characteristics, occupation, or the
characteristics of the metropolitan area. Firms that export
have been shown to be more skill and capital-intensive, more
productive, and pay higher wages than non-exporting firms,
regardless of their size.

Exporters become more innovative
two years after starting to export

A study done by professors at USC and the University of
Minnesota found that two years after exporting, exporters file
seven times more patents and deliver four times more product
innovations than their non-exporting peers. That’s because
exporters can
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often access
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diverse
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knowledge not
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The scale of the export opportunity is huge

1
Product Innovations

95% of consumers and 84% of spending power resides outside the US. As the middle
class grows around the world, an increasing share of spending power will be outside the
US. Just 6% of SMEs in our region export at all, and the majority of these companies are
reactive or passive exporters rather than strategic exporters. Twice as many more SMEs
could export but don’t,
50% of companies export less than $1M to an avg. of 3 markets
and even experienced
25% of companies export $1M-$100M to an avg. of 5 markets
exporters fail to utilize the
many resources available.
25% of companies export $100M+ to an avg. of 8 markets
Schedule an Export
Assessment today!

