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PREFACE
Basically there is no major difference between “Internal Trade” and “Foreign Trade”. We can say foreign trade is an extended version of internal trade, as rules, regulations, and laws of two countries needs to comply with. Therefore it involves greater risk and more dedication, precaution on part of both parties involved. Foreign Trade can be further divided into IMPORT TRADE, EXPORT TRADE AND RE-EXPORT TRADE.

During the Pre-British period, India was quite famous for her foreign trade. During those days, India was exporting various types of manufactured articles like textile handicrafts, handloom products, raw material etc. Earlier import business was more than export business. But export business is in favour of country because it brings foreign currency to our country hence strengthening our economy and builds up a good image. Handloom Exports form a major part of our total exports.

For exporting there are specified procedures and practices. There is a new EXIM Policy each year which guides the exporters about the new changes in rules and regulations. I took up this study to get an insight into the actual export marketing procedures. Therefore, I attempted to practically get an understanding about the same at STERLING INTERNATIONAL Pvt. Ltd.
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CHAPTER – 1

INTRODUCTION
INTRODUCTION
Sterling International is an innovative design of latest technology. It gives an eye catchy appeal replenishes your home, with great reliability, good look and rich surface that something very specialized. The home décor collection of Sterling International is for complete interior setup. 

PROFILE OF STERLING INETERNATIONAL PRIVATE LIMITED

Sterling International Private Limited is a growth oriented company manufacturing Home Furnishing for export. It is Located in New Delhi. There are many units who are serving the domestic as well as foreign market. Sterling International Private Limited is one among the race. It is the leading exporter of FLOOR COVERING and HOME FURNISHING products (DHARIS, MATS etc). The Company started its operation in 1972. They faced great difficulties in the starting years of their establishment for making their good hold in the foreign market. They did not take the help of domestic market for building their goodwill. Due to their honesty, hardship and great enthusiasm, today, they are the major suppliers of Bath Mats in India.

In 1972, they started their export unit with the capital of Rs. 15 cores and today their turnover Rs. 151 corers with 10% profit margin.
STATEMENT OF THE PROBLEM

In order to make the study fruitful and to achieve desired results, it is essential to define the problem before conducting a survey as this helps in keeping the researcher well within the frontiers of  the problem under investigation titled:-

Since export procedure is followed with government interference and is same for every export oriented unit but differ in documentation from buyer to buyer. Buyers demand different documents according to their requirements.
PRODUCTION SECTION

PRODUCTS

Streling International Private Limited is committed to providing its customers with high quality products at competitive price and due to its sizable and growing turnover and down work integration in its manufacturing operation; it has the strength to do so. The company at this point of time is manufacturing home furnishing for export market. List of products exported by them are as follows.

· Dhari
· Bath mats
· Floor covering
· Bed covers
· Kitchen mats
· Carpets

DHARI

They have seasonal demand for Dhari. Dhari’s have special demand for Christmas of dark colours. Therefore, in the month of June-July, there is major Production and supply of Dharies.

CARPETS

Recently, they have introduced the line of carpets in the list of their exported products. The recent craze of carpets has positive effect on demand and Dharies also help to increase the demand of products of Sterling International Private Limited.

BATHMATS

Bath Mats have special demand in foreign market Sterling International Private Limited are the major supplier of Bath Mats in India.

OTHER

Sterling International Private Limited covers many products under the heading of Home Furnishing like floor covering, bed covers, kitchen mats etc.

QUALITY CONTROL

For providing high quality products, high quality raw material is required. To maintain the quality standard of raw material and products, some quality control test has to pass.

In Sterling International Private Limited also, to maintain their goodwill for high quality products, they take certain quality control measures. They dye fast colors on yarn, their raw material, after passing through different tests. Some of these tests are as follows.

· Colour fastness to washing test
· Colour fastness to light test

Wet Test 

· Crocking test
· Wet test

· Dry test

· Shrinkage test
· Azodie 3 test – tests for colour bar in foreign
· After washing test
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FINANCE SECTION

· Financial Capacity – US $ 3.5 Million
· Annual Turnover   –  US $ 2.0 Million
PAYMENTS
Payment from overseas buyers is very essential for the successful running of business. Timely payments help in making available cash in hand to meet each and every transaction of business.

Sterling International receives all their payments through bank. Their buyers deposit money in foreign bank and that money are transferred to Indian bank. In this way they get their money from bank. There are various methods of obtaining payments of exporters.

Documentary bill of exchange
· Documents against acceptance (D/A)

· Documents against payments (D/P) 

· Payment through foreign bank draft
· Telegraphic transfer
· Letter of credit
PENALTY FOR NON-PAYMENT

If buyers made no timely payment, extra payment in the form of interest has to pay. That rate of interest is decided by bank as per International Banking Law.

TAX

Earlier, Export oriented units (EOU) were 100% tax free as they are contributing towards National Income. But, according to latest budget, tax is imposed on 20% Income of the unit and still 80% Income is tax-free.

If 100% EOU pay excise duty, they get benefit from government in terms of Drawback like Sterling International pay excise duty on purchase of yarn and they get drawback from the government in some ratio on the basis of weight or value of the product.
WE CUSTOMER OUR products

· Dharies, mats, floor covering

· Available in 

· All

· Colours & designs

· At

· Competitive rates

· Contact manufacturers

Sterling International Pvt. Ltd.

N-200, Greater Kailash-1
New Delhi– 110048
India

MANAGEMENT PROFILE

Board of Directors

· MR. AVINASH CHANDAR SHARMA

· MRS. RANI SHARMA
· MR. ABHISHEK SHARMA
Key Personnel

· MR. A.C. SHARMA


-
Export Manager
· MR. SIDHARTHA SHARMA 
-
Processing Manager (Dye House)
· MR. ARUN GOEL


-
Accounts Manager
· MR. S.K. SHARMA


-
Production Manager
· MR. VINOD SHARMA

-
Administrative Manager

MARKETING SECTION MARKETS

· DOMESTIC MARKET
-
Out of  Range

· FORIEGN MARKET

-
Life Blood for their Business
Sterling International is completely an export oriented unit. It does not have domestic market and earn good profit only from foreign market. They export their made-ups in the foreign market. Major markets are

· USA (Main Market)]
· Japan
· Canada
· Malaysia
ADVERTISEMENT
No formal methods of advertisement are used; the products are advertised through magazines & Journals like Handloom Export Promotion Council (HEPC), Cotton Export Promotion (CEPC) etc. These Journals are published by The Handloom Exports Promotion Council, Chennai. They carry information about various product providers, the recent advancements, change in government’s policies, consumer preferences, now technologies etc. These journals are easily accessible to the consumers who want to make a choice and give orders. Sterling international Pvt. Ltd. also advertises its products through these magazines. A sample of advertisement is shown here.

These magazines are also accompanied by a special brochure or shade cards, using which the consumers can made a choice about colour combinations of the Dharis and Mats they want and manufacturing is done accordingly. These are published by M/s Honesty Subscription Agency, located at Mumbai.

 
COMPETITIORS:

“Consumer Is God” is the vision of sterling International Pvt. Ltd., which provides a great help to face hard competition. They have good lead in export market in comparison to their competitors. Some of their competitors are as follows:

· SHEENA EXPORTS
· RUGS INDIA
· VOGUE FABRICS

· ALISHAAN EXPORTS
· FAZE III EXPORTS
Customers Preference is the first and last motive of Sterling International Pvt. Ltd. They execute orders according to customer’s choice and not according to the availability of fabrics and colours among them. They provide high quality products at competitive prices to their customers. The commitment of Customer Satisfaction is supported by the company’s well trained staff, service oriented distribution network and aggressive marketing activities. They do market survey to know more about their competitors like they deal with yarn dealers, weavers etc.

PRESENT STATUS

Customer Satisfaction: - The motive of Sterling International Pvt. Ltd. has managed to hold them strong brand image for its product in foreign market. Their high quality products are very much popular among their buyers which provide a great help to them for becoming the major supplier of Dharies in India.

SELECTION OF BUYERS

Selection of buyers is very crucial decision for the successful running of business. Sterling International Pvt. Ltd. Prefer one buyer in one country so that there should be no competition or any kind of misunderstanding. If they face the problem for taking decisions among two or three buyers of the same country, they have certain grounds for talking this crucial decision such as.
· How frequently they made payments.

· Volume basis or not
· Contract basis or not
· Other favorable terms in contract
CUSTOMER SERVICE

Sterling International PVT. LTD. does not believe in sale what produced and follow the policy of produce what demanded. Therefore, they keep no inventory. They produce when product is demanded. They give customer preference as first preference.

EXECUTION OF ORDER

They execute order only when purchase order is being faxed or mailed to them. Verbal order will take effect only when written order is being sent. Generally, they complete their order in 60-90 days and in exceptional cases, it depends upon the terms of contract.

Buyers come with their personal designers and give order according to their choice. They bring shade card brochure (Pantone) along with them and select colours according to their suitability. They produce whatever is demanded by the buyers, they adjust their workings according to the demand.

It is the interest of Sterling International Pvt. Ltd. that consumer gets the value for money spent by him. To ensure that consumers get the value for money spent by him, they pay claim for their low quality products. They have no guarantee period for the products but they can take surety for the use of better quality colours, yarn, in their products. There is a strong belief that a satisfied customer is the most powerful advertising media.

HANDLING OF CUSTOMER COMPLAINTS

Following procedure is used for customer complaints

1.
Customer Complaints are first recorded

2.
The complaints are acknowledge within a week of receipt.

3.
Immediate analysis is done 

4.
Sampling analysis is done

5.
Corrective actions are taken as follow up.

If necessary, they personally reach to the buyers and solve their problems.

FUTURE STRTEGIES

Following are the future strategies of union for increasing the sale of their home furnishing products.

1.
Increasing the Sales.

2.
Providing better quality products

3.
Full concentration on customer’s satisfaction 

To face competition by providing goods at competitive prices.
CHAPTER – 2

OBJECTIVE AND SCOPE
OBJECTIVES AND SCOPE 
The present study regarding processing of export order revolves around the following broad objectives:

· To study the export procedure adopted by Sterling International Pvt. Ltd.
· To monitor the government interference in export management and procedures.
· To analyze the consumer preferences and their satisfaction.

· To suggest the measures to increase the firm’s goodwill in foreign market through efficient export management. 

· To make aware of the basic principles of foreign trade and the environment in which foreign trade takes place,

· To understand the position of India’s foreign trade, export policies and various export promotion measures adopted by the Government,

· To familiarize with the nature and scope of international marketing and also the 4 Ps of international marketing,

· To familiarize with the various methods and procedures of foreign trade financing, foreign exchange rates, costing and pricing of exports and the various institutions involved in export finance,

· To familiarize with the basic documents involved in foreign trade and processing of an export order,

· To understand the expansion of India’s export to overseas markets.
CHAPTER – 3

LIMITATIONS 

LIMITATIONS
The effectiveness of export marketing is measured keeping in mind certain constraints and limitations of the study. Following are some limitations of the present study:-

· The finding may not hold well over a period of time due to change in external or internal business environment.
· The present study is confirmed to New Delhi only.
· The present study is purely based on information given by export manager while doing the study, it is assumed that they all true to their words.

· This project work is based on collection of information only. Practical knowledge of export procedure was not possible.
· The project work has covered only limited segment of Handloom Export keeping in view India Export in this sector.
CHAPTER – 4

THEORETICAL PERSPECTIVE

THEORETICAL PERSPECTIVE
EXPORT PROCEDURE & DOCUMENTATION

Documentation and Procedures, though complex and cumbersome are integral part of international marketing operations. Full knowledge and accurate compliance of procedures and documentation formalities are as looking into other areas of marketing mix to ensure success in international marketing. Inadequate understanding of the various formalities on the part of the managers results in protracted correspondence, adversely affecting the business cash flow due to delays in realization of export proceeds as also various incentives.

NEED:-

The physical transfer of goods in international trade has traditionally been associated with a number of documents. Over the years, however, the number of documents and related procedures has multiplied making international trade complex and cumbersome. Need for documentation arises primarily because of certain peculiarities international trade transactions. Unlike domestic trade, buyers and sellers are separated by long distances in overseas trade transactions. This necessitates concluding respectively. Moreover, some intermediation becomes inevitable. No international trade transactions can be completed without the assistance of at least three intermediaries – a carrier, who undertakes to deliver the goods to the buyer on behalf of seller, and insurance company that covers the risks arising out of hazards of long voyage and finally a banker who collects the sale proceeds from the buyer and hands over the same to the exporter. Besides, other intermediaries are freight forwarders, freight brokers, chamber of commerce etc. Documentation and attendant formalities become necessary to ensure compliance of the concerned parties i.e. the exporter, importer, and intermediaries.

KINDS OF DOCUMENTS:-

These documents can be broadly classified into the following four categories:

1. Documentation as per requirements of the contract :

· Commercial Invoice

· Packing list

· Insurance Certificate/Policy

· Bill of Exchange

· Shipment Advice

· Certificate of Origin

· Inspection Certificate

· Transportation Documents:

· Bill of lading

· Airway bill

· Combined Transport Document

2. Documentation as per requirements of Govt. of  India :

· Export License, if necessary

· AR4 Form

· GPI/GPII form

· Preshipment Inspection Certificate

· Export Declaration Form

GR/SDF

3. Shipping Bill (by Shipping Authorities)

· Customs Invoice

· GSP Certificate of Origin

4. Documentation required for claiming export assistance:

· Application Form

· Shipping Bill

· Commercial invoice attested by bank

· Bank Certificate

· Statement of Export certificate by the negotiating bank.

· Registrations cum membership form of concerned export promotion council.
According to the Export Control Rules in force in India, an export transaction has to pass through the following stages:-
1. TRADE ENQUIRIES AND QUOTATIONS:

First of all the exporter received trade inquires from the importer directly or through an indent house. A trade inquire seeks to obtain information on the price of the article and the terms and conditions of sale. In reply to the inquiry the exporter sends quotations stating the price of the article, shipping and insurance charges and other terms and conditions on which he is ready to supply the goods. Sometimes a detailed catalogue containing the exact specifications of goods and detailed terms and conditions may be sent along with the samples of the product. A new exporter may also have to conduct a survey of foreign markets to estimate the volume of demand. He may also have to advertise his goods to create demand for them.
2. RECEIPT IF INDENT OR ORDER:-

The next step in the procedure of export trade is the acceptance of quotation or offer of the exporter to the importer or his agent. It takes the form of an indent or Order. It may be sent by telegram cable or mail. It contains the instructions from the importer as to the quantity and quality of products to be exported, the method of forwarding them packing, marks and modes of settling payment as well as the price exchange rate acceptable to the importer.

As indent May open or closer. An open indent is one which does not specify the price and other details of the goods ordered but leaves them to the discretion of the buyer in the exporting country. A closed indent, on the other hand, specifies the brand of the products ordered the price at which they are to be purchased, and the details of packing, shipping and insurance etc. If an indent of packaging, shipping and insurance etc. If an indent specifies the price at which products are sought to be imported it may give rise to negotiations between the parties. In such a case, the indent incorporating the price finally settled is called as ‘Confirmatory indent’.

3.  EXPORT LICENSE AND QUOTA:-

Export of goods from India is controlled under the Import and Export Control Act of 1947. Goods covered by Controls can’t be exported without an export license from the export license, a person must apply in the prescribed form along with the required fee to the Controller of Imports and Exports. The Controller issues and export license after verifying the application. The license usually remains valid for three months but can be extended by the licensing authority for a further period of three months. If the goods fall under the ‘open general license list’ goods can be exported freely during a definite period, only the export license is required. Along with the export license a quota permit is also issued particularly in the case of commodities which are in short supply in the country. But in present scenario, thing have been changed particularly after 1991, the Govt. has removed many items from restricted category to open general category which requires no licenses or formal permission, regulations etc in order to promote its exports and earn foreign exchange. 

4. FULFILLMENT OF EXCHANGE REGULATIONS REQUIREMENTS:-

Under the Foreign Exchange (Regulation) Act, 1947 an exporter of goods to foreign countries, except Nepal and Bhutan must furnish to the Collector of Customs, or any other agency, specified by the Reserve Bank of India, a declaration that he will surrender the foreign exchange representing the full export value of the goods to the RBI within the prescribed period. For this, he has to fill up the G.R. Form.

· G.R. Form is an exchange control document required by RBI. As per the exchange control regulation exporter has to realize the proceeds of goods he has exported with in 180 days from the shipment from India.

· G.R. form is identified by the no. in the left hand to Top Corner and Date. It should be submitted in duplicate along with all other documents.

· G.R. Form is required to exports made to all countries except Nepal & Bhutan.
5. DEMANDIG LETTER OF CREDIT (L/C) :-

A letter of credit is a written undertaking by a bank, the issuing bank, 

to the seller, the beneficiary, in accordance with the instructions of the buyer, the applicant to effect payment up to a prescribed amount, with in a prescribed time period against prescribed documents, provided these are correct and in order i.e. they conform with the provisions of the “Uniform Customs and Practices for Documentary Credits” issued by the International Chamber of Commerce. It contains the rules governing the L/C transaction and the interpretation of various terms relation thereto and has been subscribed by almost all the major trading countries of the world.
There are usually two banks involved in a documentary credit operation. The issuing bank is the bank of buyer. The second bank, the advising Bank, is usually a bank in the seller’s country. The second bank can be simply an advising bank, or it can also assume the more important role of a confirming bank. In either case, it undertakes the transmission of the credit and by doing so implies the authenticity of the signature of the issuing bank. If the second bank is simple “advising the credit” it will mention this fact when it forwards the credit to the seller. Such a bank is under no commitment to pay the seller.

If the advising bank is also” confirming the credit” it will so state. This mean that the informing bank, regardless of any other consideration must pay, accept, or negotiate without recourse to the seller, provided all the documents are in order & credit requirements are met. Figure below summarizes the relationship between the partners to the L/C. A L/C contuse all essential details like seller’s name buyers names, value, usance documents required, description of goods, shipment & negotiation dates, port of shipment & destination etc.
 Letter of Credit used in international trade is of various types:

1. Revocable and Irrevocable L/C :-

A Revocable L/C is rather rare now-a-days because it means that the terms of the credit can be canceled or amended by and overseas buyers without prior notice to the exporter. Most letters of credit are irrevocable which means that once buyer’s conditions in the letter have been agreed by an exporter, they constitute a definite undertaking by the buyer’s bank and can’t be revoked without the exporter’s agreement.

2. Confirmed and Unconfirmed L/C :-

A Confirmed L/C carries the confirmation of another bank, generally, in the country of the exporter. Such confirmation, added at the request of the issuing bank, blind the confirming banker to negotiate the drafts drawn under the credit provided the terms and conditions thereof are fulfilled.

3. Without Recourse and with Recourse :-

A ‘without recourse of drawer’ L/C is one under which the negotiating bank can’t have a recourse against the exporter if the draft is subsequently not taken up or reimbursed by the issuing bank provided, of course, the negotiation without recourse.

4. Sight and Usance:-

Documentary credit may provide for payment at sight or for acceptance of usance bill of exchange by either issuing bank in buyer’s country or the correspondent bank in exporter’s country.

5. Transferable:- 

A transferable L/C is one which can be transferred by the beneficiary named therein favour of another party. It can be transferred only if it is expressly designated as transferable by the issuing bank.
Straight and Negotiation Credit:-

A negotiation credit enables either a specifically omitted bank (or any bank, if the words “Freely negotiable by any bank” are used in the credit) to check the documents and if they are in order, to pay them less the interest for the time it will take to obtain reimbursement from the issuing bank. Sellers would require negotiation credits where the currency of the credit is not their own currency, or where the seller’s local bank offers preferential rates or service.

Generally, a negotiating bank pays with recourse to the beneficiary if anything goes wrong, but the legal position is by no means settled. This is a very important point for beneficiary as under every other kind of L/C there is no recourse to him. All beneficiaries under negotiation credits should settle with the negotiating bank at payment, whether recourse to the beneficiary is reserved not.

Revolving L/C

A revolving L/C is one which revolves to its face value as soon as the bill negotiated under the credit is paid. L/C can be made revolving on certain other conditions, e.g. negotiation of draft with waiting for the bill to be paid at fixed periods say monthly or every quarterly etc. Revolving L/C is used when regular and continuous payments are required to be made to the exporter.

Red Clause Credits:-

Red clause credits contains and authorization by the issuing bank to the advising or confirming bank to make advances to the beneficiary before presentation of documents. The description red clause arises from the colour of the ink that is used to draw attention to the credit’s special condition.

The purpose of these credits is to provide pre-shipment finance to the seller who might not otherwise be capable of raising the finance to produce the merchandise desired by the buyer.

Green Clause Credit:-

Green clause credit is similar to red clause but advance is given only against a warehouse receipt given by the beneficiary.
Back to Back L/C

A L/C issued on the strength of another L/C. It is in effect, an extension of the terms and conditions of the backing credit. Usually, the beneficiary under such credit is a supplier to the beneficiary of the backing credit.

Some of the important points laid down in uniform customs and practice for documentary credits issued by ICC are as follows:-

·  All credits should clearly indicate whether they are revocable or irrevocable. In the absence of such indicators the credit shall be deemed to be revocable.

· A revocable credit may be amended or canceled by the issuing bank at any moment and without notice to the beneficiary.

· An irrevocable credit constitutes a definite undertaking of the issuing bank, provided that the stipulated documents are presented & that the terms & conditions of the credit are complied with.

· When an issuing bank authorizes or requests another bank to confirm its irrevocable credit & the letter has added its confirmation, such confirmation constitutes a definite undertaking of such bank in addition to that of the issuing bank, provided that the stipulated documents are presented & that the terms & conditions of the credit are complied with.

· All credits must clearly indicate whether they are available by sight payment, by deferred payment, by acceptance or by negotiation.

· Banks assume no liability or responsibility for the form, sufficiency, accuracy, genuineness, falsification or legal effect of any document for presentation of documents for payment, acceptance or negotiation.

The description of the goods in the commercial invoice must correspond with the description in the credit. In all other documents the goods may be described in general terms not inconsistent with the description of the goods in the credit.
CHECKLIST FOR THE SELLER AFTER DOCUMENTARY CREDIT

· General Points

· Deadlines and Shipment of Goods

· Draft

· Transport documents in general

· Marine Bill of Lading

· Air Way Bill 

· Insurance Document

· Certificate of Origin
6. MANUFACRURING OF GOODS

The next phase in the processing of an export order is to make arrangements for the items to be obtained by the supplier but here in Sterling International Pvt. Ltd., we have separate unit which produces/manufacture goods at their own. 

As Sterling International Pvt. Ltd. has a department of a manufacturing concern an internal indent is raised of the producing division which indicates the quantity & quality and description of the goods, delivery date the payment terms and other obligations.

7. PACKING & MAKING

An exporter of goods must give very careful consideration to the packing of goods for shipment. Not only he is responsible to his overseas customer for the safe arrival off the goods, he also engages his future business if the goods arrive in the unsatisfactory condition at their destination. Export merchants and commission buying agents who have no control over the packing of the goods, should at least inspect the packing and make sure that the instructions of the consignee are strictly observed.
8. APPOINTMENT OF FORWARDING AGENT:-

The exporter normally employs clearing and forwarding agents unless they have a full-fledged shipping deptt. Of their own to arrange the transportation of the goods either from the railways shed or the trucking co.’s warehouse to the docks. Normally the clearing and forwarding agent arranges for the customs clearance and prepares the shipping bill and arranges the formalities concerning exchange control] pre-shipment and quality control inspection etc.

(i) Actions by Forwarding Agents:-

On receipt of the documents, the forwarding agent takes delivery of the consignment form the Railway Station or from the road transport at the port of shipment and arranges its storage in the warehouse.

The forwarding agent also initiates action to obtain customs clearance. For this purpose the forwarding agent also initiates action to obtain customs clearance. For this purpose the forwarding agents prepares appropriate number of copies of the relevant “Shipping Bill” and present it along with the above mentioned documents to the Export deptt., of the custom House.
(ii) Shipping Order :-

The forwarding agent enters into an agreement with a shipping co. or its agent to hire space in a ship for sending goods to the importer. When the shipping co. agrees to carry the goods, it issues a shipping order which contains instructions to the captain of the ship to receive on board the ship specified quantity of goods from the forwarding agent.
(iii) Customs formalities :-

After obtaining the shipping order, the forwarding agent has to pay the custom duty. For this purpose he obtains a customs permit of shipping bill from the office of the customs authorities.

The custom Appraise/Examiner examines these documents are appraised the value having regard to the following considerations:
1. That the value and quantity declared into the shipping bill is the same as in the export order/letter of credit.

2. That the formalities regarding exchange control, pre-shipment quality control inspection etc. have been duly completed. After examination of documents and appeasement of value the custom Examiner/Appraiser makes an endorsement of cargo to be conducted at the Docks. All the Documents, except GR (original) Form, the original Shipping Bill and a copy of the Commercial Invoice are returned to Forwarding Agent to be presented to the Dock Appraise.
After taking delivery of documents from the Export Dept., forwarding agent presents the Port Trust Documents to the Shed superintendent of the port and obtains carting order for bringing the export cargo to the transit shed for physical examination buy the Dock Appraiser and for their shipment. After bringing the cargo into the shed he presents the following documents of the Docks appraiser for conducting physical examination of the Cargo.

· Duplicate, triplicate and export promotion copies of the shipping Bill

· Commercial Invoice

· Packing list

· AR-4 (original and duplicate) and Gate Pass-2 (original)

· Inspection Certificate (original)

· GR From (Duplicate)

The dock appraiser after conducting physical examination records examination report and makes “Let Export” endorsement on the shipping bill is then handed over to the agent of the Shipping Co. This constitutes an authorization by the customs to the Shipping Co. to accept the cargo on board the vessel.

After the goods are loaded on board the vessel the Captain of the ship issues a receipt called “Mate Receipt”, to the shed superintendent of the Port.

The Forwarding Agent then makes a payment of the port charges and takes delivery of the Mate Receipt. He presents the Mate receipt first to the preventive officer who records the Certificate of Shipment on all the copies of Shipping Bill. Original and duplicate copies of AR-4 form and returns the Export Promotion copy, a copy of drawback shipping bill and duplicate AR-4 to the forwarding agent. The latter then presents the Mate Receipt to the Shipping Co. and requests to issue the Bill of Lading (2/3 negotiable and few non-negotiable copies as required.

(iv) Custom clearance of export by ship

Export of his drops inside the box kept outside the Export Deptt., the following documents:

· Shipping Bill (in duplicate, triplicate or quadruplicate) duly filled in and signed.

· Declaration regarding truth of statement made in the shipping bill. Prescribed language of declaration is already given in Chapter on Standardized Pre-shipment Export Documents.

· GR Form/SDF

· Export License

· Quality control inspection certificate

· Original contract, wherever available or correspondence leading to contract.

· Contract registration certificate

· L/C

· Packing List

· AR-4 Form

· Any other document
(v) Shipment of goods :-

After bringing the goods in the dock, two copies of the Dock Challan along with the shipping order and the shipping bill are presented to the dock authorities. Dock authorities assess the Dock dues payable by the exporter and on payment of dues, return one copy of the dock challan to the C&F agent. This serves as the Dock receipt for the goods. Then the goods are loaded on the ship in the presence of custom preventive officer checks the goods with the shipping bill.

9. MATE RECEIPT

When the cargo is loaded on the ship, the Commanding officer of the ship will issue a receipt called the ‘Mate Receipt’. This includes information about the name of the vassel, berth, date of shipment, description of packages, marks and numbers, condition of the cargo, at the time of receipt on board the ship etc. The mate receipt is first handed over to the port authorities for payment of port dues and then shipping co. for obtaining the Bill of Lading.

10. BILL OF LADING :-

The next step for the exporter of clearing & forwarding Agent is to prepare a bill of lading in which he incorporates the following information.

· Name of the ship

· Name of the exporter

· Particular of goods

· Marks, numbers of packages

· The port of destination

· Place of loading

· Freight

· Name of consignee

· Date

The exporter then presents the bill of lading as completed by him along with the dock receipt and/ or the Mate’s Receipt at the office of the shipping Co. it is then carefully checked and signed by the master of vessel and return to the exporter. Usually several copies of the B/L are prepared. In case, freight charges are to be paid in advance the agent pays the freight on the basis of a freight note issued by the shipping co. If the freight is to be paid by the importer, the bill of lading is marked ‘fright forward’.

The B/L is and official receipt of the shipping co. acknowledging receipt of goods on board in the ship and contains the terms and conditions on which the goods are to be taken to the port of destination. It is very important because it is a document of title to goods. It may be transferred by enforcement and delivery. The importer can ‘take delivery of goods unless he produces the bill of lading.’
AIR WAY BILL/AIR CONSIGNMENT NOTE

In air carriage, the transport document is known as the air way bill. The AWB merely evidences the carrier’s receipt of the goods on the terms of the contract of carriage and doesn’t represent the goods/title of goods. On the terms of contract of carriage and doesn’t represent the good/title of goods. The goods are delivered to the consignee will have to identify himself as the party named in the AWB and the goods may be delivered to him without any hindrance usually on payment or some charges (depending upon the terms of the trade). When the seller has made the contract with the air, the buyer can protect himself against the seller’s rerouting of the goods by obtaining the shipper’s copy of the AWB (marked “orig. 3 for shipper”).
INSURANCE:-

In spite of so many modern innovations goods are still exposed to the risks of the sea, air and inland movement and should be insured against the risks of loss and damage. This will be done by exporter in the name of and on behalf of the client to whom the goods are consigned. The insurance policy (marine insurance) having adequate cover, obtained from the underwriters of insurance co. is sent along with the order documents to the importer.

INFORMATION TO THE EXPORTER:-

After completing all these formalities, the C & F Agent sends to the exporter and information letter along with a bill for his commission and expenses incurred by him. He also sends the shipping bill, dock challan, B/L etc. the exporter. On getting these documents the exporter makes payment to the forwarding agent.

COMMERCIAL INVOICE:-

It is basic documents which gives full details of the contents of the shipment and serve as seller bill of goods and therefore, sets out the terms of sale. An exporter is required to prepare these complete document which must fully identify the overseas shipment and server as a basis for the preparation of all other documents which, in greater or lesser detail reproduce in information form it.

The following check list of the items making up a commercial invoice should always be kept in view though not all items required for every transaction:

· Name and Address of the shipper

· Invoice no. and date

· Buyer’s and seller’s Order customer

· Name or the vessel and sailing date

· Terms of payment

· Insurance reference

· Customs and consular declaration

· Shipping marks and number on packages

· Quantities and description of commodities

Net weight and gross weight as well as measurement in metric units

· Specification of packing

· Unit price and total value

· Terms of sale

Any additional charges which should be itemized such as packing ‘cartage, capsular etc.
· Bill of lading number

· Import License number and date

· L/C no. and date

PACKING LIST:-

Exporter is required to prepare and accurate packing list showing, Item by item, and contents of the packages or cases so as to enable the receiver of the shipment to carry out a check. The packing list should give a description of the goods, no. and marks on the packages, Quantity per package, net and gross weight, measurement etc. properly prepared, these packing lists ensure movement of goods and avoid unnecessary unpacking.

CERTIFICATE OF ORIGIN:-

This certificate serves as an evidence to show the actual country of origin (place of production or manufacturing) of the goods. It is signed in the exporting country by the consular of the importing country or by the exporter or by the Chamber of Commerce, as the regulations may require. The custom regulations of certain countries require a certificate of origin to be produced before clearance of imported goods and for assessment of duty.

The certificate is usually required by the countries where goods from certain countries are granted preferential treatment or where import of goods from certain countries is wholly or partially prohibited. Sometimes, the certificate of origin is endorsed on the back of the relative invoice which is then known as a “certified invoice”. In some cases, the certificate of origin is combined with consular invoice for tariff purposes.

Under the General system of Preferences (GSP) of the European Economic Community for all items covered under the scheme, a certificate to the customs authorities as also to the negotiating bank along with other documents.

PAYMENTS:-

The final step in the export procedure is the payment by importer in full settlement of transaction. There are various methods of obtaining payment of exporter.

1. Documentary Bill of Exchange:

· Documents against acceptance (D/A)

· Documents against payment (D/P)

2.  Foreign Bill of Exchange

3.  Bill of Bank

4. Cash Against Payment (C/P)

5.  Payment through foreign Bank Draft

6. Telegraphic transfer

7. Letter of Credit

Letter of Credit is the most popular method of payment. The importer is required to ask his banker to place at the disposal of the exporter’s bank or at the disposal of the exporter himself a certain sum of money to be actually drawn against the surrender of documents providing the dispatch of goods., A L/C is revocable, if it can be withdrawn at any time, and it is irrevocable, if it can’t be canceled without the previous permission of the person in whose favor the credit is open.
LIST OF DOCUMENTS REQUIRED TO BE SUBMITTED BY THE EXPORTER TO VARIOUS AUTHORITIES/ ORGANISATION OR AGENCIES:-

A list of documents required to be submitted by the exporter to various authorities, organizations and agencies is given below:

TO THE CUSTOM AUTHORITIES

· Shipping Bill

· Commercial Invoice

· GR Form/SDF

· Copy of Export Contract/LC /Export Order

· AR-4 or AR-3 Form

· Export License

TO THE PORT AUTHORITIES

· Export application / dock challan

· Shipping Order (only at Chennai)

TO THE BANK
· Commercial Invoice

· Bill of lading

· Insurance Certificate

· Bill of Exchange 

· GR Form

· Certificate of Origin

TO THE EXPORT PROMOTION COUNCIL

· Application for registration

· Bank Certification regarding financial soundness

· Registration Certificate

· Membership Form

TO EXPORT INSPECTION COUNCIL

· Copy of L/C 

· Copy of export contract

· Commercial invoice

TO RESERVE BANK OF INDIA

1. For remittance of commission

· Application for registration of the agency agreement for remittance of commission 

· Copy of agency agreement

2. For remittance of foreign Exchange for payment of claims

· Application Form

· Copy of Invoice

· Sales Contract

· B/L Copy

· Inspection Report
TO THE IDBI (For direct Financial Assistance to exporters)

· Export Contract

· L/C

· Balance sheet of the exporter

· Statement of P&L in the transaction covered by the export contract

· Statement regarding the projection

TO THE BANK (For packing credit loan)

· Perform invoice

· Copy of dispatch advice

· L/C

· Application Form

· Export Contract

TO THE ECGC (For risk and insurance)

· Proposal form

· Bank Certificate about financial position

DOCUMENTS REQUIRED BY IMPORTING COUNTRIES

· Consular Invoice (mainly require by Latin American countries)

· Certificate of value

· Combined Certificate of Origin and Value (mainly required by commonwealth countries)

· Health certificate for export of food products, seeds, vegetables, fish etc.

· Custom invoice (for USA & CANADA)

· Invoice and Contract abstracting (in case exports are financed  under US AID Funds)
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METHODOLOGY AND PROCEDURE OF WORK
The study has exploited both the primary and secondary sources of information. The primary source comprised of 12 unstructured and open-ended questionnaires, to elicit pertinent responses from the respondents. The instrument used in this study is the questionnaires, which is divided into two parts: the first section centered on personal data of the respondents while the last section covered the area of risk management in foreign exchange. Data were collected from thirty respondents who were strategically and randomly selected out of seventy five employees on the basis that they were directly involved in both the International and Internal operations. The data for this study was not only gathered through primary source, secondary sources were also fully exploited. The data gathered were analyzed and interpreted using the simple arithmetic, percentages and inferential statistics. 
Due care has been taken to suitably incorporate the corporate data to reflect on each and every aspect of the problem studied. The related books, magazines, journals, relevant newspaper clippings and discussion with the corporate managers and the data available on the corporate websites have constituted the source of secondary data for the problem analysis. 

Sample Size:  30

NATURE OF DATA
Primary data: primary data has been collected through raising a questionnaire in New Delhi with the officials of Sterling International Pvt. Ltd.

Secondary data: secondary data that is already available and published .it could be internal and external source of data. Internal source: which originates from the specific field or area where research is carried out e.g. publish broachers, official reports etc.

External source: This originates outside the field of study like books, periodicals, journals, newspapers and the Internet.

DATA COLLECTION
Secondary data has been collected through 

· Articles, 

· Reports, 

· Journals, 

· Magazines, 

· Newspapers 

· Reports prepared by research scholars, and 

· Internet.

NEED OF THE STUDY

Due to liberalization and globalization, the craze of export market has been increased in India. Now a day there is tough competition even in export business which includes a restricted export Procedure. Payment against exported products adds value to Indian currency which arise the need to study Export Marketing.
CHAPTER – 6  
                  ANALYSIS OF DATA
DATA ANALYSIS
1. Do you agree that documentation is a crucial area of foreign trade for any company?

· Agree ------------------------------------------------- 
84 per cent

· Disagree ---------------------------------------------- 
09 per cent

· Do not know/ Cannot say -------------------------- 
07 per cent
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(Figure No. 6.1)

INTERPRETATION: 

· Documentation is a crucial aspect of foreign trade in India. 
2. Why do you think export is important for your company?

· Desire to earn foreign exchange -------------------
36 per cent

· International Market Expansion -------------------
18 per cent

· Market Reputation of the company ---------------
22 per cent

· Other Factors ----------------------------------------
12 per cent

· Do not know/ Cannot say -------------------------
12 per cent
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(Figure No. 6.2)

INTERPRETATION: 

· As regards the motivation behind export orientation of the company, 36 per cent of the respondents had identified the desire of the company for earning foreign exchange as the most important motivating factor for the export orientation, followed by market reputation of the company and international market expansion. 

3. Are you aware about the modalities involved in the procedural aspect of export?

· Yes ------------------------------------------
87 per cent

· No -------------------------------------------
07 per cent

· Do not know/ Cannot say ---------------
06 per cent


[image: image4.emf]0%

10%

20%

30%

40%

50%

60%

70%

80%

90%

Yes

No

Do not know/Can Not say

Yes

87%

No

7%

Do not

know/Can

Not say

6%


(Figure No. 6.3)
INTERPRETATION: 
From the above stated response, it is clear that the officials of the company are well versed with the procedural aspects involved in export of goods and services.

4. Do you engage clearing and forwarding agents to facilitate your export order?

· Always --------------------------------------------

56 per cent

· Sometimes ----------------------------------------
13 per cent

· Most often ----------------------------------------

20 per cent

· Never ----------------------------------------------
05 per cent

· Do not know/ Cannot say ----------------------
06 per cent
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(Figure No. 6.4)
INTERPRETATION: 

· Clearing and forwarding agents play an important role in facilitating exports on behalf of the exporter. As it may be seen from the response, the company also engages these types of agents for the purpose stated above.

5. Have you ever faced problems from the customs officials during shipment and clearing of goods? 

· Always -----------------------------------------
14 per cent

· Most often -------------------------------------
20 per cent

· Sometimes -------------------------------------
35 per cent

· Never -------------------------------------------
17 per cent

· Do not know/ Can not say -------------------
14 per cent
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(Figure No. 6.5)
INTERPRETATION: 

· The Customs officials sometimes create problems for the company during clearance and freight forwarding of the goods.

6. Do you agree that the export promotion schemes of the Government are supportive of a successful export scheme?

· Yes -------------------------------------------
64 per cent

· No --------------------------------------------
24 per cent

· Do not know/ Cannot say ----------------
12 per cent
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(Figure No. 6.8)
INTERPRETATION: 

· The government measures are believed to e supportive of export promotion schemes.

7. Does your company get adequate finance facility for the export promotion measures of your company?

· Yes -------------------------------------------- 
65 per cent

· No --------------------------------------------- 
23 per cent

· Do not know/ Cannot say ------------------ 
11 per cent
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(Figure No. 6.7)

INTERPRETATION: 

· It may be seen from the response that the company gets adequate finance facility for export of the company goods and services.

8. Do you think that the export schemes pursued by your company help the company in its international market expansion?

· Yes ---------------------------------------------- 50 per cent

· No ----------------------------------------------- 28 per cent

· Do not know/ Cannot say ------------------- 22 per cent
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(Figure No. 6.8)

INTERPRETATION: 

· 50 Per cent of the respondents are of the opinion that the export promotion measures pursued by the company helps to strengthen the international market presence of the company.

9. What measures do you suggest for improvement of the export promotion schemes and will also benefit the company?

· Relaxed foreign exchange norms ---------------------------
34 per cent

· Suitable promotion schemes --------------------------------
21 per cent

· More SEZs ----------------------------------------------------
30 per cent

· Other factors --------------------------------------------------
15 per cent


[image: image10.emf]0%

5%

10%

15%

20%

25%

30%

35%

Relaxed foreign exchange

norms 

Suitable promotion

schemes 

More SEZs 

Other factors 

Relaxed

foreign

exchange

norms 

34%

Suitable

promotion

schemes 

21%

More SEZs 

30%


(Figure No. 6.9)

INTERPRETATION: 

· The respondents are of the opinion that relaxed foreign exchange norms accompanied with suitable trade promotion schemes and SEZs will help in more and better foreign trade.

10. Future of your company in view of the stiff competition in the market?

· Very good ---------------------------------
32 per cent

· Good ---------------------------------------
40 per cent

· Not good ----------------------------------
13 per cent

· Do not know/ Cannot say --------------
15 per cent
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(Figure No. 6.10)

INTERPRETATION: 

The company has a good and beautiful prospect ahead amidst the stiff competition in the relevant market.
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FINDINGS, INFERENCES AND RECOMMENDATIONS
During the Pre-British period, India was quite famous for her foreign trade. During those days, India was exporting various types of manufactured articles like textile handicrafts, handloom products, raw material etc. Earlier import business was more than export business. But export business is in favour of country because it brings foreign currency to our country; strengthen the economy and builds up a good image. Handloom Exports form a major part of our total exports.

For exporting there are specified procedures and practices. There is a new EXIM Policy each year which guides the exporters about the new changes in rules and regulations. I took up this study to get an insight into the actual export marketing procedures. Therefore, I attempted to practically get an understanding about the same at Sterling International Pvt. Ltd.  Processing of an export order starts with the receipt of an export order, generally in the form of the Performa Invoice, Purchase Order or Letter of Credit. On its receipt, the exporter must first acknowledge its receipt and then process to examine it. The examination should be done with reference to terms and conditions of the contract, particularly product specifications, terms of shipment and payment and submission of documents to the bank. If any discrepancy is found, the importer must be immediately informed for amendment of the order. 
The exporter should then confirm the order with the importer. For production/procurement and transportation of goods to the port for shipment, a number of activities are to be undertaken by the production/ procurement department of the export firm. The first activity is to apply for pre-shipment credit (packing credit) to the Bank. The bank takes into account a number of factors and grants credit to the extent determined by the value of the confirmed export order. The credit amount is used for manufacturing! Procuring and packing goods. The clearance from the central Excise authorities is needed so that the exporter can get rebate in the central excise duty paid/payable on the exported goods. For this purpose, AR4/ AR5 Form and Invoice are to be completed. Clearance is completed when the certified AR 4/ AR 5 (Original and Duplicate) is given to the production department. The production department also applies to the Inspection Agency for obtaining inspection certificate. This certificate is issued when the inspector visits the factory/ warehouse and examines the goods. The original Inspection certificate will be required to be submitted to the customs authority for obtaining permission to ship goods. 

CHAPTER – 8

CONCLUSION
CONCLUSION
Sterling International Pvt. Ltd. is an export-oriented unit. They get tax redemption on 80% income. They have to follow complicated export procedure as stated by Government of India. The main focus is on customer, products are customized and due to this philosophy this organization is a leader in its field and is a winner of many awards.
· They satisfy their buyers and government of India by fulfilling their needs in terms of documents required. They timely complete their all types of legal formalities. 
· There is a new EXIM Policy each year which guides the exporters about the new changes in rules and regulations. I took up this study to get an insight into the actual export procedures. Therefore, I attempted to practically get an understanding about the same at Sterling International Pvt. Ltd.

· Earlier import business was more than export business. But export business is in favour of country because it brings foreign currency to our country and builds up a good image. Handloom Exports form a major part of our total exports.

· During the Pre-British period, India was quite famous for her foreign trade. During those days, India was exporting various types of manufactured articles like textile handicrafts, handloom products, raw material etc
Export goods are sent to the port town either by road or by rail. The Indian Railways accord priority in allotment 6fwagons needed for moving export consignments, for which the essential requirements is to first reserve space on the ship. Space reservation may be done either through the freight broker or the clearing and forwarding agent. The proof of space reservation is the shipping order. At the port two formalities are to be completed. The first is to obtain permission from the port authority to bring cargo inside the shipment shed. The second formality is to obtain permission from the customs authority to export the goods. The customs permission is granted at three stages- documentary deara'1ces, physical examination of goods and permission from the Customs Preventive Officer. For these purposes, the Clearing and forwarding agent of the exporter files the necessary shipping bill (a customs document) and the supporting documents with the Customs House. After appraising the value of the goods, the concerned customs officer notes down instructions for physical examination of goods in the shipment shed on shipping Bill (Duplicate copy). After obtaining permission from the port authority, the exporter's agent brings goods in the shipment shed. But before shipment process can start, the customs officer first physically examines goods and then finally the Customs Preventive Officer gives permission to load. Once the shipment process is over the master of the carrier issues Mate's Receipt. This receipt is then exchanged with the Bill of Lading issued by the shipping company. The exporter's agent obtains shipment certificate on different documents, which will enable the exporter to claim various incentives. 

As soon as shipment is completed, the exporter should send shipment. Advice to the importer mainly in the form of non-negotiable copy of Bill of Lading. Thereupon, documentation formalities are undertaken for getting rebate in Excise Duty and Duty Drawback. At the same time the exporter submits shipping documents as per the export order to the bank for securing the sale amount. 

CHAPTER – 9
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SUMMARY OF THE PROJECT REPORT
Introduction: The Company started its operation in 1972. They faced great difficulties in the starting years of their establishment for making their good hold in the foreign market. They did not take the help of domestic market for building their goodwill. Due to their honesty, hardship and great enthusiasm, today, they are the major suppliers of BATH MATS in India.

In 1972, they started their export unit with the capital of Rs. 15 cores and today their turnover Rs. 151 corers with 10% profit margin.

STERLING INTERNATIONAL PRIVATE LIMITED is committed to providing its customers with high quality products at competitive price and due to its sizable and growing turnover and down work integration in its manufacturing operation; it has the strength to do so. The company at this point of time is manufacturing home furnishing for export market. 
EXPORT MARKETING: Documentation and Procedures, though complex and cumbersome are integral part of international marketing operations. Full knowledge and accurate compliance of procedures and documentation formalities are as looking into other areas of marketing mix to ensure success in international marketing. Inadequate understanding of the various formalities on the part of the managers results in protracted correspondence, adversely affecting the business cash flow due to delays in realization of export proceeds as also various incentives.

The physical transfer of goods in international trade has traditionally been associated with a number of documents. Over the years, however, the number of documents and related procedures has multiplied making international trade complex and cumbersome. Need for documentation arises primarily because of certain peculiarities international trade transactions. Unlike domestic trade, buyers and sellers are separated by long distances in overseas trade transactions. This necessitates concluding respectively. Moreover, some intermediation becomes inevitable. No international trade transactions can be completed without the assistance of at least three intermediaries – a carrier, who undertakes to deliver the goods to the buyer on behalf of seller, and insurance company that covers the risks arising out of hazards of long voyage and finally a banker who collects the sale proceeds from the buyer and hands over the same to the exporter. Besides, other intermediaries are freight forwarders, freight brokers, chamber of commerce etc. Documentation and attendant formalities become necessary to ensure compliance of the concerned parties i.e. the exporter, importer, and intermediaries.
MANAGEMENT 
Sterling International Pvt. Ltd. is managed by a capable and talented team of professionals who have extensive experience in all business disciplines. Because the company is innovative aggressive and well directed it has attracted high caliber people to its management ranks. As results, Sterling International Pvt. Ltd. has achieved the basic needs to effectively implement its business plans.

RECURITMENT PROCEDURE

Following steps are covered under the recruitment procedure of Sterling International Pvt. Ltd.

· Give advertisement in newspaper like Hindustan Times, Times of India, Danik jagran (Hindi)

· Applied candidates are then selected on interview basis.

· Concerned department manager then select candidate and finally approved by Board of Directors.

STATEMENT OF THE PROBLEM

In order to make the study fruitful and to achieve desired results, it is essential to define the problem before conducting a survey as this helps in keeping the researcher well within the frontiers of  the problem under investigation titled:-

ANNEXURE -I
10.1  
Questionnaire 

1. Do you agree that documentation is a crucial area of foreign trade for any company?

· Agree ------------------------------------------------- 

· Disagree ---------------------------------------------- 

· Do not know/ Cannot say -------------------------- 

2. Why do you think export is important for your company?

· Desire to earn foreign exchange -------------------

· International Market Expansion -------------------

· Market Reputation of the company ---------------

· Other Factors ----------------------------------------

· Do not know/ Cannot say -------------------------

3. Are you aware about the modalities involved in the procedural aspect of export?

· Yes ------------------------------------------

· No -------------------------------------------

· Do not know/ Cannot say ---------------

4. Do you engage clearing and forwarding agents to facilitate your export order?

· Always --------------------------------------------


· Sometimes ----------------------------------------

· Most often ----------------------------------------


· Never ----------------------------------------------

· Do not know/ Cannot say ----------------------

5. Have you ever faced problems from the customs officials during shipment and clearing of goods? 

· Always -----------------------------------------

· Most often -------------------------------------

· Sometimes -------------------------------------

· Never -------------------------------------------

· Do not know/ Cannot say -------------------

6. Do you agree that the export promotion schemes of the Government are supportive of a successful export scheme?

· Yes -------------------------------------------

· No --------------------------------------------

· Do not know/ Cannot say ----------------


7. Does your company get adequate finance facility for the export promotion measures of your company?

· Yes -------------------------------------------- 

· No --------------------------------------------- 

· Do not know/ Cannot say ------------------ 

8. Do you think that the export schemes pursued by your company help the company in its international market expansion?

· Yes ---------------------------------------------- 

· No ----------------------------------------------- 

· Do not know/ Cannot say ------------------- 

9. What measures do you suggest for improvement of the export promotion schemes and will also benefit the company?

· Relaxed foreign exchange norms ---------------------------

· Suitable promotion schemes --------------------------------

· More SEZs ----------------------------------------------------

· Other factors --------------------------------------------------

10. Future of your company in view of the stiff competition in the market?

· Very good ---------------------------------

· Good ---------------------------------------

· Not good ----------------------------------


· Do not know/ Cannot say –

ANNEXURE – II

10.2 Proposal
Student Details: 

Name of the Learner 

:  
SANTOSH KUMAR
Registration No. 

:  
07716603909
Program Name 

: 
MBA
Batch



: 
(2009-2011) 

TITLE OF THE PROJECT: 

“EXPORT MARTETING AND DOCUMENTATION”

Objectives:

The present study regarding processing of export order revolves around the following broad objectives:

· To study the export procedure adopted by Sterling International Pvt. Ltd.
· To monitor the government interference in export management and procedures.
· To analyze the consumer preferences and their satisfaction.

· To suggest the measures to increase the firm’s goodwill in foreign market through efficient export management. 

· To make aware of the basic principles of foreign trade and the environment in which foreign trade takes place,

· To understand the position of India’s foreign trade, export policies and various export promotion measures adopted by the Government,

· To familiarize with the nature and scope of international marketing and also the 4 Ps of international marketing,

· To familiarize with the various methods and procedures of foreign trade financing, foreign exchange rates, costing and pricing of exports and the various institutions involved in export finance,

· To familiarize with the basic documents involved in foreign trade and processing of an export order,

· To understand the expansion of India’s export to overseas markets.
Theoretical Perspective 

Export Procedure & Documentation: Documentation and Procedures, though complex and cumbersome are integral part of international marketing operations. Full knowledge and accurate compliance of procedures and documentation formalities are as looking into other areas of marketing mix to ensure success in international marketing. Inadequate understanding of the various formalities on the part of the managers results in protracted correspondence, adversely affecting the business cash flow due to delays in realization of export proceeds as also various incentives.

NEED:-

The physical transfer of goods in international trade has traditionally been associated with a number of documents. Over the years, however, the number of documents and related procedures has multiplied making international trade complex and cumbersome. Need for documentation arises primarily because of certain peculiarities international trade transactions. Unlike domestic trade, buyers and sellers are separated by long distances in overseas trade transactions. This necessitates concluding respectively. Moreover, some intermediation becomes inevitable. No international trade transactions can be completed without the assistance of at least three intermediaries – a carrier, who undertakes to deliver the goods to the buyer on behalf of seller, and insurance company that covers the risks arising out of hazards of long voyage and finally a banker who collects the sale proceeds from the buyer and hands over the same to the exporter. Besides, other intermediaries are freight forwarders, freight brokers, chamber of commerce etc. Documentation and attendant formalities become necessary to ensure compliance of the concerned parties i.e. the exporter, importer, and intermediaries.

METHODOLOGY AND PROCEDURE OF WORK
The study has exploited both the primary and secondary sources of information. The primary source comprised of 12 unstructured and open-ended questionnaires, to elicit pertinent responses from the respondents. The instrument used in this study is the questionnaires, which is divided into two parts: the first section centered on personal data of the respondents while the last section covered the area of risk management in foreign exchange. Data were collected from forty respondents who were strategically and randomly selected out of seventy five employees on the basis that they were directly involved in both the International and Internal operations. The data for this study was not only gathered through primary source, secondary sources were also fully exploited. The data gathered were analyzed and interpreted using the simple arithmetic, percentages and inferential statistics. 
Due care has been taken to suitably incorporate the corporate data to reflect on each and every aspect of the problem studied. The related books, magazines, journals, relevant newspaper clippings and discussion with the corporate managers and the data available on the corporate websites have constituted the source of secondary data for the problem analysis. 
Sample Size:  30

NATURE OF DATA
Primary data: primary data has been collected through raising a questionnaire in New Delhi with the officials of Sterling International Pvt. Ltd.

Secondary data: secondary data that is already available and published .it could be internal and external source of data. Internal source: which originates from the specific field or area where research is carried out e.g. publish broachers, official reports etc.

External source: This originates outside the field of study like books, periodicals, journals, newspapers and the Internet.
DATA COLLECTION
Secondary data has been collected through 

· Articles, 

· Reports, 

· Journals, 

· Magazines, 

· Newspapers 

· Reports prepared by research scholars, and 

· Internet.

NEED OF THE STUDY

Due to liberalization and globalization, the craze of export market has been increased in India. Now a day there is tough competition even in export business which includes a restricted export Procedure. Payment against exported products adds value to Indian currency which arise the need to study Export Management.

STATEMENT OF THE PROBLEM

In order to make the study fruitful and to achieve desired results, it is essential to define the problem before conducting a survey as this helps in keeping the researcher well within the frontiers of  the problem under investigation titled:-

Since export procedure is followed with government interference and is same for every export oriented unit but differ in documentation from buyer to buyer. Buyers demand different documents according to their requirements.
Data Collection and Analysis

The formula computation of satisfaction index is:

This includes information about the name of the vessel, berth, date of shipment, description of packages, marks and numbers, condition of the cargo, at the time of receipt on board the ship etc. The mate receipt is first handed over to the port authorities for payment of port dues and then shipping co. for obtaining the Bill of Lading.

When the cargo is loaded on the ship, the Commanding officer of the ship will issue a receipt called the ‘Mate Receipt’
Statistical Techniques to be tool used 
The data was shown with the help of diagrams and bar graphs.

Why do you think export is important for your company?
Interpretation: As regards the motivation behind export orientation of the company, 36 per cent of the respondents had identified the desire of the company for earning foreign exchange as the most important motivating factor for the export orientation, followed by market reputation of the company and international market expansion.
LIMITATION OF THE STUDY

The effectiveness of export management is measured keeping in mind certain constraints and limitations of the study. Following are some limitations of the present study:-

· The finding may not hold well over a period of time due to change in external or internal business environment.
· The present study is confirmed to New Delhi only.
· The present study is purely based on information given by export manager while doing the study, it is assumed that they all true to their words.

· This project work is based on collection of information only. Practical knowledge of export procedure was not possible.
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