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WISH TO BECOME AN EXPORTER?
From Business Potential to Global Markets

A practical CITEP guidance programme for aspiring exporters, MSMEs, manufacturers, start-ups and 
businesses seeking international markets.

CITEP’S PURPOSE  To bridge the gap between export information and practical implementation—helping an aspiring 
exporter understand where to begin, what to prepare, whom to approach and how to move progressively towards 
sustainable international business.

CITEP – Beyond Information. Towards Implementation.
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WHY EXPORTS — AND WHY A STRUCTURED 
APPROACH?
India offers enormous opportunities for entrepreneurs and MSMEs to participate in international trade. Products, technologies, 
services and manufacturing capabilities developed by Indian businesses can find customers across the world. Yet the first 
export transaction can seem difficult because market choice, compliance, pricing, buyers, finance, documentation and logistics 
must work together.

For a first-time exporter, the questions are practical:

 What product or service should I take to international markets?

 Which countries offer realistic demand and business potential?

 Is my product export-ready in quality, certification, packaging and capacity?

 What registrations, approvals and documentation are required?

 How do I identify and verify genuine buyers?

 How should export pricing and commercial terms be developed?

 How do I manage shipment, payment, finance and commercial risk?

 Where can I obtain institutional, professional or government support?

THE CITEP ROLE  CITEP seeks to help the subscriber convert these questions into a structured action pathway rather 
than depend on scattered or isolated information.
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EXPORTING IS MORE THAN FINDING A BUYER
A buyer enquiry is important, but it is only one part of a successful export business. International success depends on the 
ability to offer a suitable product, meet market and regulatory expectations, quote commercially, deliver reliably and receive 
payment securely.

Product & Market
Product suitability • demand • competition • positioning • 
adaptation

Quality & Compliance
Consistency • standards • certifications • technical 
requirements

Commercial Readiness
Costing • export pricing • quotation • terms • payment risk

Operations
Capacity • packaging • documentation • logistics • delivery

Business Development
Buyer identification • verification • communication • 
follow-up

Sustainability
Repeat orders • after-sales commitment • scale • long-term 
market development

The stronger the coordination among these areas, the better the business is positioned to convert an 
opportunity into a reliable export transaction.
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CITEP’S PRACTICAL EXPORT JOURNEY
The programme is designed around a progressive journey. The precise support required will vary by product, market and 
business, but the following framework helps an aspiring exporter understand the major decisions and actions.

1. Understand Your Export Potential
Review the product or service, competitive advantage, production capability, quality consistency, resources, adaptability and 
management readiness. The objective is to establish a realistic starting point rather than begin with assumptions.

2. Identify Suitable Products & Markets
Assess demand, competition, purchasing power, market size, customer preferences, regulatory requirements, tariffs, logistics, 
market-entry difficulty and long-term business potential. Not every product is suitable for every country.

3. Build Export Readiness
Understand registrations, product-specific requirements, quality systems, certifications, packaging, labelling, production 
capability, documentation systems, finance and logistics arrangements before approaching the market aggressively.
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FROM PROCEDURE TO COMMERCIAL 
EXECUTION
4. Understand the Export Process
An aspiring exporter should understand how the stages connect. A typical broad sequence is:

EXPORT FLOW  Product Selection → Market Identification → Buyer Identification → Enquiry → Quotation → Order 
→ Production → Documentation → Shipment → Payment → After-Sales Support

CITEP can help the subscriber understand these stages and identify appropriate professional or institutional support where 
specialist assistance is required.

5. Develop Export Pricing & Commercial Terms
Export pricing should reflect the complete commercial picture. Depending on the transaction, the exporter may need to 
consider product cost, export packing, inland transport, documentation, freight, insurance, port/handling charges, banking 
costs, commissions, taxes or duties where applicable, and an appropriate margin.

The objective is not merely to quote a low price, but to develop a commercially sensible offer that is competitive and 
sustainable.
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FINDING BUYERS — AND BUILDING BUSINESS
6. Identify Buyers and Business Opportunities
Finding genuine international buyers is one of the major challenges for a new exporter. CITEP can guide subscribers in 
exploring appropriate channels for business development and in understanding the importance of buyer verification before 
committing resources or commercial exposure.

Possible channels may include:

 Trade fairs, exhibitions and buyer–seller meetings

 Trade associations, chambers, export promotion bodies and Indian Missions

 B2B platforms, industry directories and market databases

 Importers, distributors, agents, institutional buyers and strategic partners

 Professional networks, referrals and targeted digital outreach

 CITEP’s proposed Trade & Commerce Directory and related business networks

IMPORTANT  A contact list is only a starting point. Effective export development requires relevance, verification, 
professional communication, timely follow-up and a clear value proposition.
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FINANCE, INSTITUTIONAL SUPPORT & RISK 
AWARENESS
7. Understand Finance and Institutional Support
Export development may require working capital, investment, technology or quality upgrades, marketing expenditure and 
support for order execution. Depending on the nature of the business and the schemes applicable at the relevant time, the 
entrepreneur may need to explore bank finance, working capital facilities, credit support, export-related schemes, incentives, 
interest support/subvention where applicable and other institutional assistance.

CITEP’s role is to help the subscriber understand the avenues that may be relevant and identify the appropriate institution or 
professional support; eligibility and availability remain subject to the rules of the concerned scheme or institution.

Commercial and payment risk also deserves attention. New exporters should understand the importance of buyer credibility, 
written commercial terms, appropriate payment arrangements, insurance where applicable, documentation discipline and 
professional advice for unfamiliar transactions.
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DOCUMENTATION, COMPLIANCE, LOGISTICS & 
DELIVERY
8. Documentation and Compliance
Export transactions involve documentation and compliance requirements that vary by product, destination and transaction. 
The exporter should understand the importance of accurate records, timely documentation, product-specific requirements and 
coordination with the appropriate authorities, banks, customs professionals and service providers.

9. Logistics and Shipment
An export transaction does not end when the product is sold. The product must reach the buyer safely, economically and 
within the agreed commercial terms. The exporter therefore needs to understand packaging, freight, mode of transport, 
customs-related processes, insurance considerations, delivery terms, documentation, shipment tracking and coordination with 
logistics providers.

PRACTICAL PRINCIPLE  The objective is to anticipate requirements before shipment, reduce avoidable errors and 
ensure that commercial commitments are matched by operational capability.
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FROM FIRST-TIME EXPORTER TO SUSTAINABLE 
EXPORT BUSINESS
CITEP believes export promotion should not stop at creating awareness. The real objective is to help an entrepreneur move 
progressively towards implementation and measurable business outcomes.

Where am I today?

↓

What export opportunity is suitable for me?

↓

What do I need to become export-ready?

↓

What support do I require?

↓

How do I approach the market?

↓

How do I convert an opportunity into an actual transaction?

↓

How do I develop repeat and sustainable international business?

The pathway is progressive: understand  prepare  connect  transact  learn → → → → → 
strengthen  grow.→
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WHO CAN BENEFIT?
 Entrepreneurs aspiring to enter international business

 MSMEs looking for overseas markets

 Manufacturers wishing to diversify beyond domestic markets

 Existing domestic businesses considering exports

 Start-ups with internationally marketable products or services

 Product innovators and technology-based enterprises

 Women and youth entrepreneurs exploring global opportunities

 Businesses seeking a structured understanding of export readiness and execution

WHAT MAKES THE CITEP APPROACH 
DIFFERENT?
Many organisations and public institutions provide valuable export information, schemes and specialised services. CITEP 
seeks to complement these efforts by concentrating on the practical gap between INFORMATION and IMPLEMENTATION.

INFORMATION IMPLEMENTATION

Knowing export procedures Identifying the next action for your business

Knowing markets exist Shortlisting markets relevant to your product

Having buyer contacts Approaching and verifying suitable prospects

Knowing schemes are available Identifying institutions and checking applicability

Knowing documents are required Building a process to prepare them correctly and on time

Knowing logistics options Coordinating delivery with commercial commitments



CITEP  |  WISH TO BECOME AN EXPORTER

Centre for Indian Trade and Export Promotion  •  www.citep.in

WHAT A SUBSCRIBER CAN EXPECT FROM CITEP
The “Wish to Become an Exporter” service is intended as a guidance and facilitation programme. Depending on the 
subscriber’s business and requirements, CITEP may support the process through structured guidance, relevant information, 
practical checklists, market and institutional orientation, identification of appropriate resources and referral to specialised 
professional support where necessary.

 Initial understanding of the business, product/service and export objective

 Guidance on export readiness and major gaps to address

 Orientation on product–market selection and market research factors

 Understanding the broad export procedure and documentation flow

 Guidance on costing, pricing considerations and commercial preparedness

 Orientation on buyer-identification channels and business-development methods

 Guidance on finance, schemes and institutional avenues that may be relevant

 Understanding logistics, shipment and support-service requirements

 Progressive follow-up to help the subscriber identify practical next steps

PLEASE NOTE  CITEP provides guidance, facilitation and information support. Actual registrations, approvals, 
certifications, finance sanctions, buyer decisions, contracts, professional services and government benefits are subject to 
the concerned authorities, institutions, professionals and commercial parties. Export outcomes cannot be guaranteed.

SUBSCRIPTION
First-year subscription 30,000₹

Annual renewal 25,000₹
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YOUR EXPORT JOURNEY CAN START 
TODAY

You do not need to know everything before you begin. You need to know where to begin, 
what to do next and whom to approach for the required support.

WISH TO BECOME AN EXPORTER?  Tell CITEP about your business, product, service or idea. We can help you explore 
a practical pathway from business potential to export opportunity.

For programme details, registration and subscription information:

Email: citepnetwork@gmail.com

Website: www.citep.in

CITEP – Centre for Indian Trade and Export Promotion
Beyond Information. Towards Implementation.


