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EXPORT LOGISTICS

HISHAM EL GAZZAR
7 October 2025

What Does Export Readiness Mean?
Being export-ready means having the product, people, processes, and pricing systems in place to fulfill international orders reliably and 

reliably and sustainably.

Product
Quality, compliance, and scalability.

People
Skilled team and communication.

Process
Reliable production and logistics.

Pricing
Costing, Incoterms, and margins.
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Assessing Product Export Potential
Your product must meet high international standards for design, consistency, and compliance to succeed abroad.

• Uniqueness and Quality Consistency: Is your product distinguishable? Can you 

maintain consistent quality across large export batches?

• Scalability: Can your production processes handle significant growth in demand 

demand while adhering to fair-trade principles?

• Compliance with Standards: Does your product meet the specific safety, material, 

and ethical standards of the target country?

• Strong Packaging: Is your packaging designed not only to protect the item but also to 

item but also to attract the buyer and comply with import rules?

Initial Prototype

Market Testing

Design Refinement

Final Production

Focus on continuous product improvement and market alignment.

Identifying the Right Markets

Targeting the right market reduces risk and maximizes the potential impact of your fair-trade mission.

Define Your Ideal Buyer

Specify the wholesale buyer profile (boutique, 

department store, online platform) that aligns with your 

with your brand values and capacity.

Leverage Research Tools

Utilize resources like the ITC Trade Map and Market 

Market Access Map to analyze demand and trade 

trade barriers.

Evaluate Fit & Competition

Assess the market's cultural fit, acceptable price range, 

logistics feasibility, and the intensity of existing 

competition.

Use tools like Google Trends and Etsy to gauge consumer interest and emerging demands for fair-trade categories.
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Compliance & Documentation Essentials
Accurate paperwork ensures smooth customs clearance and prevents costly delays or penalties.

Core Export Documents

• Commercial Invoice: Detailed sale record.

• Packing List: Contents, weights, and dimensions.

• Certificate of Origin: Proves where goods were made (crucial for tariffs).

• Export License (if required): Authorization for controlled goods.

• Shipping Label: Accurate consignment information.

Regulatory Compliance

• Labeling & HS Codes: Correct country of origin, care instructions, and 

harmonized system codes for tariffs.

• Quality Standards: Meeting specific fabric or product testing requirements 

requirements (e.g., EU regulations).

• Sustainability Certifications: Maintaining and proving ethical certifications 

(e.g., Fair Trade, GOTS).

Pricing, Costs & Incoterms

Accurate pricing requires a full understanding of all costs from production to delivery at the buyer's door, defined by Incoterms.

Export Price Calculation

Production Cost + Packaging + Logistics + Insurance + Margin = Export Price

1

EXW (Ex Works)

Low risk for seller. Buyer covers transport from your factory door.

2

FOB (Free On Board)

Seller covers costs to load goods onto the ship/plane. A balanced option.

3

CIF/DDP (Cost, Insurance, Freight / Delivered Duty Paid)

High risk for seller. Seller manages most logistics and customs. Requires expert 

expert knowledge.

Tip for Small Exporters: Focusing on FOB terms for initial shipments is often the most manageable approach, clearly defining responsibilities at the export port.
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Building Export Capacity: Internal & 
External
Export success relies on strengthening internal infrastructure and securing reliable external support 

partners.

Internal Capacity

• Dedicated and Skilled Export Team member.

• Reliable Production and quality control systems.

• Deep Pricing Knowledge and system for calculating landed costs.

External Partnerships

• Experienced Freight Forwarders for reliable logistics and documentation.

• Support from Export Councils or trade promotion organizations.

• Strong relationship with Financial Partners (banks) for payments and credit.

Activity: Identify one internal team skill and one external partnership you must strengthen this quarter.

this quarter.

Summary & Key Takeaways

Five principles for sustainable fair-trade export success.

1 Readiness = Reliability

Ensure your enterprise is stable and ready to handle international complexity before committing to a foreign buyer.

2 Know Your Product and Market

Verify product compliance and select target markets based on solid research, not just opportunity.

3 Documentation is Key

Treat commercial invoices, packing lists, and Certificates of Origin with extreme precision to avoid customs issues.

4 Price Correctly

Incorporate all costs, including logistics and import duties (where applicable), to set a profitable export price.

5 Build Strong Partnerships

Reliable freight forwarders, financial institutions, and trade support organizations are essential extensions of your team.
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EXPORT QUIZEXPORT QUIZ

Self-Assessment: Are You Ready?

Use this checklist to identify where your enterprise excels and where strategic improvements are needed before entering international markets.

Clear Product Documentation

Do you have a well-organized product catalog and a 

catalog and a current price list, including wholesale 

wholesale and export rates?

Reliable Production Timelines

Can you confidently meet international order 

volumes and deadlines without compromising 

quality?

Knowledge of Costs & Incoterms

Are you fully aware of your landed costs, shipping 

shipping terms (Incoterms), and required export 

export margins?

Effective Communication

Is your key export staff proficient in English (or the target market's language) for 

formal business communication?

Proper Packaging & Labeling

Are your products packaged robustly for international transit and correctly labeled 

to meet destination country regulations?

Activity: Review each point and mark yourself as Yes, Partly, or No.
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Export Readiness 
Assessment
1. Do you have the surplus production capacity or available specialists to meet 

increased demand for your product(s)? Yes / No

2. Do you have the financing required to adapt your product(s) to suit your target 

your target market and promote it? A. Financing is in place B. Financing is being 

is being arranged C. No financing available

Commitment and Reliability
3. Are you committed to sustaining your export effort? Yes / No

4. Does your company have a good track record of meeting deadlines? Yes / No
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Experience and 
Competitive Edge
5. Do you have international business experience? Yes / No

6. Does your product(s) have a distinct competitive advantage (quality, price, 

uniqueness, innovation) over your competition in your target market? Yes / No

Market Adaptation and 
Presence
7. Have you adapted your packaging (labeling and/or promotional materials) for 

your target market? Yes / No

8. Do you have the capacity and resources to continuously exhibit at trade fairs in 

trade fairs in your target market/region? Yes / No
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Pricing and Market 
Research
9. Do you have a Free on Board (FOB) or Cost, Insurance, and Freight (CIF) price list 

for your product(s)? Yes / No

10. Have you undertaken any foreign market research? A. Completed primary and 

primary and secondary market research, including a visit to the target market B. 

market B. Completed some primary and secondary market research C. No research

No research

Compliance and 
Regulations
11. Have you checked if your product(s) comply with international specs and 

regulations and that you can export your product(s) to your target markets?

A. I’m aware of all local and international specs and regulations related to my 

product(s)

B. I’m aware of local specs and regulations only

C. What are specs and regulations?
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Promotional Efforts
12. Is your promotional material available in the language of your target markets? (Business cards, brochures, websites) Yes / No

13. Have you started marketing your product(s) in your target market? Visited/exhibited at an international trade fair? Yes / No

Logistics and 
Partnerships
14. Have you started communicating with an importer/wholesaler/retailer to 

export your product(s)? Yes / No

15. Have you hired a freight forwarder or customs broker? Yes / No
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EXPORT 
QUIZ

How did you score?

If you selected “A” or answered “Yes”

to 11–15 questions, congratulations!

You understand the commitment, strategies, and resources needed to be a successful exporter. At the 
very least, you have the foundation in place to take on the world and succeed.

7–10: Not bad

However, there are weaknesses in your export strategy. It may be wise to seek advice and guidance 
from government experts, export consultants, or the international trade branch of your financial 
institution.

Less than 7

While you may be ready to visit faraway lands, you’ll need to do more homework before you export.

History of Export
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International trade always goes 
well …. Not!
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What is an 
Incoterm

The terms of shipment and delivery, as well as the 
transfer of risk, between the buyer and seller.

Incoterms were created by the International 
Chamber of Commerce (ICC) and are a registered 
trademark of the ICC.

Incoterms are reviewed every 10 years to keep 
pace with the ever-changing world of 
international trade.

The latest edition is the Incoterms 2020.                                 
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Available to all –
Get the app and 
other tools from 
2go.iccwbo.org 
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What are Incoterms 2020?
• Incoterms  = International Commercial Terms

• An Incoterm is used in the contract of sale. 

• It refers to the party that is responsible for certain aspects of the transition between 
seller and buyer.

• These are rules for interpreting trade terms and have some variances to Customs use of 
similar terms.

Use "traders" as a general term but the rules refer to "seller" and "buyer".
Avoid "exporter" and "importer".

The Steps 
of Global 
Logistics
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Main
International 

Transportation

4

Handling 
Inbound

Customs
Clearance

Duties

Final
Transportation

Unloading

Packing

Loading Preliminary
Transportation

Customs Clearance
for Export

Handling
Outbound

Insurance

1

2 3

5

6

7

891011

Overview of 
Incoterms

• Most essential trade terms for sale and purchase 
of goods

• Two key players - Seller & Buyer

• Helps in
• Filing a purchase order/sales 

contract/purchase contract
• Deciding obligations - who does what as a 

Buyer and Seller
• Identifying the party responsible for cost 

towards Carriage, Transportation, Insurance, 
Packing and Labelling

• How/when does the risk transfers from the 
Seller to the Buyer
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What the 
Incoterms 
rules
DO

Incoterms 
rules explain 

a set of 
eleven trade 

terms.

Obligation - Who does 
what between the 
Buyer and Seller.

Risk - Where 
and when 
the Seller 

delivers the 
goods

Costs - Which party is 
responsible for various 

costs, such as Transport, 
Packaging, Loading, Un-

loading and others

What the 
Incoterms 
rules
DO NOT DO

Whether there is a 
Contract of Sale at all

Specifications of the 
Goods Sold

Time, Place, Method or 
Currency of Payment

Remedies which can be 
sought in case of Breach 

of Contract

Consequences of delay 
and any other breaches 
in the performance of 
Contractual Obligation

Effects of Sanctions

Imposition of Tariffs Export or Import 
Prohibitions

Force Majeure or 
hardship

Intellectual property 
rights

Method, Venue or Law in 
case of dispute 

resolution

Most importantly it does 
not deal with transfer of 
property/title/ownership 

of the goods sold
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Important !! • Incoterms rules are NOT themselves a contract of 
sale; They only become PART of the contract when 
they are incorporated into a contract.

• EXW

• FCA
• FAS
• FOB

• DAP
• DPU
• DDP

• CPT
• CIP
• CFR
• CIF

Group
E

Group
F

Group
C

Group
D

Incoterms 2020 Structure Departure

Arrival

Main Carriage 
Unpaid

Main Carriage 
Paid
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Delivery & 
Transfer of 
Risk in the 
Incoterms 
2020 Rules

• Incoterms rules traditionally grouped into 4 terms
• E,F,C and D

• E and D rules lying at extreme poles from each other in terms of point of 
delivery and F and C rules lying in between

• EXW - an agreed point of collection for Buyer, irrespective of the destination to 
which the Buyer will take them where as DAP, DPU & DDP the delivery point is 
the same as the destination point to which the Seller or its carrier will carry the 
goods

• In EXW, risk transfers before the transport cycles even starts where as in ‘D’ 
rules the risk transfers very late

• In case of FOB, CFR and CIF delivery occurs i.e. the risk is transferred when the 
goods are placed in board the vessel at the port of loading

• In case of CPT and CIP delivery occurs i.e. the risk is transferred when the goods 
are handed over to the first carrier

• In case of FAS delivery occurs i.e. the risk is transferred when the goods are 
place along side the vessel at the port of loading

• In case of FCA delivery occurs i.e. the risk is transferred when the goods are 
placed at the disposal of the Buyer or by loading them on the means of 
transport provided by the Buyer

EX WORKS

FREE CARRIER

CARRIAGE PAID TO

CARRIAGE INSURANCE PAID 
TO

DELIVERED AT PLACE 
UNLOADED

DELIVERED AT PLACE

DELIVERED DUTY PAID

EXW

FCA

CPT

CIP

DPU

DDP

DAP

Incoterms 2020 Rules

Category 1 : Rules for any Mode or Modes of Transport (Multi-modal)
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FREE ALONGSIDE SHIP

FREE ON BOARD

COST & FREIGHT

COST, INSURANCE & 
FREIGHT

FAS

FOB

CFR

CIF

Incoterms 2020 Rules

Category 2 : Rules for Sea and Inland Waterway Transport (Maritime)

“Ex Works” means that the seller delivers when it places the goods at the disposal of the buyer at the seller’s 
premises or at another named place (i.e., works, factory, warehouse, etc.).

The seller does not need to load the goods on any collecting vehicle, nor does it need to clear the goods for export, 
where such clearance is applicable.

37

38



10/7/2025

20

“Free Carrier” means that the seller delivers the goods to the carrier, or another person nominated by the buyer at 
the seller’s premises, or another named place.

The parties are well advised to specify as clearly as possible the point within the named place of delivery, as the risk 
passes to the buyer at that point.

“Carriage Paid To” means that the seller delivers the goods to the carrier, or another person nominated by the 
seller at an agreed place (if any such place is agreed between parties) and that the seller must contract for and 
pay the costs of carriage necessary to bring the goods to the named place of destination.
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 “Carriage and Insurance Paid to” means that the seller delivers the goods to the 
carrier, or another person nominated by the seller at an agreed place (if any such 
place is agreed between parties) and that the seller must contract for and pay the 
costs of carriage necessary to bring the goods to the named place of destination.

 The seller also contracts for insurance cover against the buyer’s risk of loss of or 
damage to the goods during the carriage.

 The buyer should note that under CIP the seller is required to obtain insurance only 
on minimum cover. Should the buyer wish to have more insurance protection, it will 
need either to agree as much expressly with the seller or to make its own extra 
insurance arrangements.

 “Delivered at Place” means that the seller delivers when the goods are placed at 
the disposal of the buyer on the arriving means of transport ready for unloading at 
the named place of destination. The seller bears all risks involved in bringing the 
goods to the named place.

41

42



10/7/2025

22

 “Delivered at Place Unloaded” means that Seller delivers the goods and transfer risk to 
Buyer, when the goods once unloaded from the arriving means of transport are placed at the 
disposal of the Buyer & at the named place or destination or at an agreed point within that 
place, if any point has been agreed.

 The contract of carriage must be arranged by the Seller up to the agreed point of delivery of 
destination.

 The Seller is liable to unload the good from the means of transportation.
 DPU requires the Seller to clear the goods for export however the Seller is under no 

obligation to clear the good for import or transit through third countries.
 Buyer must arrange for import customs clearance and customs duties.

“Delivered Duty Paid” means that the seller delivers the goods when the goods are placed at the disposal of the buyer, 
cleared for import on the arriving means of transport ready for unloading at the named place of destination.

The seller bears all the costs and risks involved in bringing the goods to the place of destination and has an obligation to 
clear the goods not only for export but also for import, to pay any duty for both export and import and to carry out all 
customs formalities.
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 “Free Alongside Ship” means that the seller delivers when the goods are placed alongside 
the vessel (e.g., on a quay or a barge) nominated by the buyer at the named port of 
shipment.

 The risk of loss of or damage to the goods passes when the goods are alongside the ship, 
and the buyer bears all costs from that moment onwards.

 “Free On Board” means that the seller delivers the goods on board the vessel nominated by 
the buyer at the named port of shipment or procures the goods already so delivered.

 The risk of loss of or damage to the goods passes when the goods are on board the vessel, 
and the buyer bears all costs from that moment onwards.
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“Cost and Freight” means that the seller delivers the goods on board the vessel or procures the goods already so delivered.

The risk of loss of or damage to the goods passes when the goods are on board the vessel. the seller must contract for and pay 
the costs and freight necessary to bring the goods to the named port of destination.

“Cost, Insurance and Freight” means that the seller delivers the goods on board the vessel or procures the goods already so 
delivered.

The risk of loss of or damage to the goods passes when the goods are on board the vessel.

The seller must contract for and pay the costs and freight necessary to bring the goods to the named port of destination. 
The seller also contracts for insurance cover against the buyer’s risk of loss of or damage to the goods during the carriage.

The buyer should note that under CIF the seller is required to obtain insurance only on minimum cover. Should the buyer 
wish to have more insurance protection, it will need either to agree as much expressly with the seller or to make its own 
extra insurance arrangements.
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Export DocumentsExport Documents

EXPORT DOCUMENTS

General 
Documents Proforma Invoice

Commercial Invoice

Packing List

Certificate of Origin

Insurance Certificate

Shipping Declaration

• Air/Sea Freight Documents

• Airway Bill (AWB)

• Bill of Lading (B/L)
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Proforma 
Invoice

Commercial 
Invoice
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Packing 
List

Certificate 
of Origin
(EUR1)
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Certificate 
of Origin
(FORM A)

Insurance 
Certificate
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Shipping 
Declaration

 امر شحن
SHIPPING DECLARATION 

 
 2007/ 11/ 26القاهرة فى 

 Turkish Airlinesشركة طيران السادة /  

مجدى عناية الأستاذ /  

 
 

 
 اسم المركب  ميناء الشحن ميناء التفريغ  رحلة رقم الشحن مدفوع الميناء النهائى الخط

LINE FINAL  
DELIVERY 

F.PAYABLE 
AT 

VOYAGE 
NO. 

DISCHARGE 
PORT 

PORT OF 
LOADING 

VESSELS 
NAME 

Turkish 
Airlines 

Prague 
Airport 

PREPAID   
Prague 
Airport 

Cairo 
Airport   

SHIPPER:                                                                                                                             
YADAWEE 

14 Abou El Mahassen El Shazly St. 
El MOHANDESSIN 

CAIRO 
EGYPT 

Tel : +2 ( 02 ) 33 470 840 
Fax :+2 ( 02 ) 33 470 841 

Email : yadawee@yadawee.com 

CONSIGNEE                                                                                                                             
Molas   

Helena Schmiedová   
Jabloňany 102   

67901 Skalice nad Svitavou   
Czech Republic   

TEL: +420 736 77 65 66 

 NOTIFY :                                                                                                    بمعلومية :  
                                                  SAME AS CONSIGNEE 

وصف مشمول الشحنة 
PACKAGED  & DESCRIPTION 

الوزن 
WEIGHT 

أرقام 
NUMBERS 

SHISHA & ACCESSORIES 
MOLASSES 

NATURAL WOOD CHARCOAL 
SCARVES 

Around 800 Kg 44 Cartons 

       
 وحدة التصدير     

 

Airway 
Bill
(AWB)
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Bill of 
Lading
B/L

Different types of containers
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Sea 
Container 
Dimensions

Different types 
and shapes of 
palettes
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Stowage palettes in a container

•Approximately 83% of shipment losses are preventable. 

•Around 45% of these preventable losses are due to poor handling and stacking. 
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Labelling and 
Marking

Labelling 
and 
Marking
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Labelling 
and 
Marking
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Air Freight
vs.

Ocean Freight

Gross Weight and Volume Weight

Volume Weight = LxWxH/6000

Express Freight Companies divide by 5000

Quick but expensive

Cubic Metre (CBM)

CBM = LxWxH/1,000,000

 20ft container approximately 26-28 CBM

 40ft container approximately 55-58 CBM

 40ft HQ container approximately 60-68 CBM

 45ft HQ container approximately 78 CBM

HS CODES
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What is a 
HS CODE?

• Harmonized System (HS) codes are an international 
standard for calculating Import Duty tax. Controlled by the 
World Customs Organization (WCO), the system was first 
introduced in 1988.

• Revisions took place in 1996, 2002, 2007, 2012, and more 
recently, 2017.

• HS codes are made up of 4 parts, adding up to 10 digits in 
total. Each part provides more detailed information about 
the product — starting with the ‘chapter’, which describes 
the industry, and ending with a country-specific code 
which describes the particular product.

• As of 2015, 180 countries use the HS code system for 
tracking trade goods.

• Countries can also use the codes to conduct trade 
negotiations, watch for controlled or illegal goods, and to 
calculate the total cost of imports and exports.

https://www.wcotradetools.org/en/harmonized-system
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https://www.wcotradetools.org/en/harmonized-system

https://www.wcotradetools.org/en/harmonized-system
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Q&A / Discussion

Addressing Your Export Challenges

• What are the most challenging logistical or documentation issues your 

your enterprise currently faces when preparing for export?

• Which specific international trade documents or Incoterms remain the most 

the most confusing or difficult to apply correctly?

• What internal resources (people, systems) do you feel need the most 

most investment to scale your export capacity?

Thank You for Your Commitment to 
to Fair Trade!
We appreciate your dedication to ethical and sustainable export growth.

1

Session Completed

Export Readiness: The Four Pillars for Fair-Trade Enterprises.

2

See You Tomorrow!

Join us for Session 2, where we will cover: How to Exhibit at International Trade Fairs.
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