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Frantz DUMEY

Passionate about international trade for over 30 years, | founded Odyssey
Export in 2020.
My mission is to support French SMEs and ETls in their international

O

structuring, and to help them find new customers and conquer new markets.

 Areas of predilection are luxury goods, wines and spirits, agri-food and
innovative industry.

 Regions with most experience : North America, Europe, the Middle East
and Asia Pacific, where | lived for 16 years.

 Worked for major international groups as well as for family-owned SMEs as
export Director. | have opened two subsidiaries abroad.

https://www.linkedin.com/in/frantzdumey/

- Martini Rossi - Wines & Spirits - Domestic Market - Marketing - Taiwan

- Sanofi Beauté - Cosmetics - Domestic Market - Marketing - Taiwan

- Hermes - Luxury Products - Domestic Market & Travel Retail - Airlines - Asia - HKG

- Diageo - Wines & Spirits - North Am - Europe - MO - ASIA PAC - Bordeaux /Singapore
- Riedel - Glass industry - Asia - Singapore

- Terra Lacta - Dairy products - Worldwide - Bordeaux

- Caviar Perle Noire - Aquaculture - Worldwide - Périgord

- Odyssey Export - International consulting and support for SMEs - Bordeaux NA



Introduction

e What does the ED consist in?

e Who is it for ?
e Why do we need an ED? P . 7 s o,
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e What are we looking for? PR N ' ¢

e What are the topics we need to covered in
the ED?
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What does it consist in ?
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Who s is for ?
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Why do we need an ED?
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What are we looking for?

e Internal Resources and Capabilities: Evaluate the company’s strengths and
weaknesses in terms of production capacity, staffing, and expertise related to
international operations.

® Product Suitability: need for adaptation or certification

e Market Knowledge and Experience: understanding foreign markets and its
experience in dealing with international business

® Financial Health: cash flow and creditworthiness

® Operational Efficiency: operational processes : production, logistics etc

Any weaknesses that could hinder its ability to meet export demands




What are the topics we need
to covered in the ED?
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Analysis content

D
ODYSSEY

EEEEEE




e Communication (tools...)

e Participation in trade shows ?
e The team

e Networks

e Product

e Sales PRODUCT
e Marketing ( product brand names, positioning ...)
e Competition

THE MARKETING MIX

TARGET

e Contract MARKET
e Customs

e Production
o R&D PROMOTION
e Pricing policy (domestic market / export / channels /
duration...)
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Adaptations for the export market




Adaptations for the export market

e Do the products/services require special packaging
for export?

e Do the products/services require local after-sales
service?

e Has the company already thought about an export
range?

e Do the products/services have to comply with
specific standards?
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From the company's side

e Countries covered?

e Countries on which to change partners?
e New countries to open?

e Are there offices abroad?

e Are there staff based abroad?

e Which markets do you want to focus on?
e Why?

e Do you know your target market?

e Do you know your competitors in the target market?
e Barriers and opportunities in the target market?

e Sales potential on these target markets?
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Samples / Demonstrations

e Sample policy ?

e Small format ?

e Free ? Paid ?

e Payment for transportation ?

e On-site demonstration module ?




Physical exportability of products

The physical exportability allows us to verify the profitability of
an export operation in relation to the cost of transport. The
physical exportability of a product is calculated as follows :

Physical quantity = (Cost of transport/value of products
transported) x100

e In order for an export operation to be profitable and
interesting, the rules of the art give us as indication:

e In the European Union, the physical exportability must be less
than or equal to 10%.

P e Outside the European Union, the physical exportability must
, be less than or equal to 15%.
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Physical exportability of products

Let's take 2 examples for the shipment of a machine with a price
comparison according to carriers :

General information :
e Selling price ex works (EX-Works Roche La Moliére) : 1700 €HT
e Weight: 5 Kg

e Dimensions : 31x24x22 cm

e Volume : 0,016 m3

e Non dangerous and non perishable goods
e Machine packed in an individual box

Envoi : 1 colis de Petit electroménager, petits appareils ménagers de 5,0 kg et de 31 cm x 24 cm x 22 cm Modifier

Départ le 28/06/2021 : 42230 ROCHE LA MOLIERE (FRANCE METROPOLITAINE) vers 25938 OEVENUM (ALLEMAGNE) Modifier




Physical exportability of products

ici Relais Express Juin Juillet _—
: 9?"“?('“, , % e a 58 == Pf. P Recommandé par Boxta E e collecte Livraison 44,92 € HT 67,92 € HT
I fo-;ixiﬂ rjours A domicile 28 2 Adomicile Sans assurance Assurance AXA
Dépot Juir S
cic ) Livraison 10,06 € HT 33,06 €HT
) jours N relais Juin Juillet
A domicile Sans assurance b rl
Voir sur la carte 28 6 g it s AP ENE . ous ; Cull!f_'c.te I:.Iu:ralsul'l R g _"_EPB_? € HT TLST €T
—; A domicile 28 2 A domicile avant 11h5% Sans assurance AssUrance AXA
Dépot Jull sk
R e s o 8 Livraison 1296 € HT | BECITA L n -
< HA - 5 jours En relais 3 i o .
: : 28 5 A domicile Sans assurance | EERSEHICRVE] . Collecte Livraison 56,01 € HT 83,01 €HT
Voir sur la carte p 4 2 jours . . L
1 Express Adomicile 28 30 Adomicile Sans assurance Assurance AXA
_— Juin Juin Mise a disposition
* . Dépét [ g 13,45 €HT | IECATA -~ o
il 2 Jjours 1 relais uillet . i
‘), cnronopos JC Bureau de poste 28 30 T : R Asmarancs AvA —_— Collecte Livraison 5783 € HT 84,83 € HT
LA, 2 Jo A domicile 28 1 A domicile avant 18h00 Sans assurance Assurance AXA
julr Juin
& h : 2k Dépot Livraison 17,03 € HT 40,03 € HT Juin Juillet
liv" CWonopos EINIS Bureau de poste 28 30 A domicile Sans assurance Assurance AXA 4 jours Collecte vraison 59,38 € HT <o h il
) A domicile 28 2 A domicile avant 19h00 Sans assurance Assurance AXA
<. h b 2iou Collecte e i Livraison 19,77 € HT 42,77 € HT Juin Juillet o
.f) chronopos S e A domicile 29 1 A domicile Sans assurance Assurance AXA SBdEXI 3 jours Collecte Hvraison 70,36 € HT Sl
[ | T e ercu £ A domicile 29 2 Adomicile Sans assurance Assurance AXA
Julr Inn ‘ il
Dépot Livraison 35,58 € HT €HT Juin Juillet -
& chronopost  1jour s p S A . — . Collecte Livraison 70,47 € HT 9747 €HT
Bureau de poste 28 29 A domicile avant 19h00 Sans assurance Assurance AXA = A —— 3 jours " .. ' . o A OO ~
A domicile 28 1 A domicile avant 11h5% ULl  Assurance AXA
P N s v S Juin Juin o
(vYNYTY  tiours Collecte S MG HY .63 € Hy . Collecte Livraison 76,69 € HT | ERUETTA g
\ A'S A ¥ ) A WO A .1(. micile avant 1\;,.,)‘ p ||.-.||.]|"- L
S Nt Nt naomiche 28 2 b L >ans assurance Assurance AXA ’ A domicile 28 30 A domicile avant 19h00 Sans ASSUrANCE Assurance ANA
i

Parcel shipping comparator : https://www.packlink.fr/
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Results and conclusions

Physical quantity (with cheapest transport price) = (33.06 /1700) x100 = 1.9%.
Physical xty (withmostexpensive transport price) = (103.69 /1700) x100 = 6%.

Result : we observe that according to the carrier, the delay, the mode of deposit, the price varies
from 33 to 103€ with insurance.

Hence the importance of choosing the right transport solution.

Anyway, in this example we are under 10% of transport costs so there is no problem to send the
goods as is with its current packaging.
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What's next ?
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Thank you for

your attention
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