EXPORTERS OVERVIEW
Thinking Of Commencing Operation In Another Country?
Many businesses, especially within the service industry category, have been thinking about commencing
operations in other countries. What are the issues they will be facing and who can assist?
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first step is to do your market research:
What are the rules pertaining to operating in the other country?
Do you need to get a special licence?
Is it desirable to incorporate a separate company in another location or can your Australian company
operate in that location?
Have you had a discussion with Austrade? Austrade is the Australian government’s export advisory
organisation, which has offices in approximately 110 different countries around the world. They can
give you local intelligence on general business operations and, if you contract them to do so, they
will prepare a specific report on a particular industry.
Is there a double taxation agreement between Australia and the country in which you’re proposing to
operate?
Who are the competitors operating in the marketplace?
How easy is it to obtain staff?
What are the costs of employing staff?
Have you had discussions with your bank relative to the pitfalls of transferring money to that foreign
country to start the business? Can you transfer money back out from the business operations?
Are you likely to run into some exchange control issues from the country’s reserve bank? It’s a good
idea to have a discussion with an insurance company that specialises in insuring export sales as to
whether you can insure the sales revenue you’re hoping to receive from your debtors in foreign
countries.
What are the political risks of starting a business in the foreign country you’re considering? Over the
last 15 years, there have been a number of instances around the world, where it’s been very difficult
for Australian companies to trade with businesses in another country, for various reasons. How
would this affect your business operations if you were operating in that country and this occurs?

These types of decisions require expert input from lawyers and accountants, both in Australia and in the
country in which you’re proposing to set up operations, so you’re fully aware of all of the rules and
conditions.
There are rules and conditions that might not be published, which may apply to running a business in that
other country.
Once you’ve done all this, if you’re still keen to proceed, it’s a good idea to have a look at the Export
Market Development Grant and start keeping records to justify a grant application being submitted at the
end of the financial year.
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Export Market Development Grant
To be able to claim an Export Market Development Grant, the business must have spent the funds to seek
out, create demand for or develop an export market for the business’ products. The business must be
the intended principal in the export transactions. The expenses that relate to export activities to New
Zealand, North Korea are not eligible for the Export Market Development Grant.
Virtually any type of Australian-based business entity can apply for the Export Market Development Grant,
as long as the business has an Australian Business Number (ABN) and a turnover of under $50million.
First time applicants can combine the current year with the previous year to have two years’ expenditure
in the first year of claim, if this is needed to aggregate more than $15,000. The maximum potential grant
is $150,000.
Eligible expenditure includes expenditure of the following:
•
Overseas representation (subject to a maximum of $200,000 per application).
•
Marketing consultancy – reimbursement of short-term ‘arms-length’ consultants for market research
and marketing (maximum of $50,000).
•
Overseas market visits – including economy airfares (only 65% of first class airfares may be
claimed).
•
Accommodation – living and entertainment allowance to a maximum of $300 per day.
•
Communication costs – relative to overseas markets.
•
Free product samples.
•
Trade fair registration fees.
•
Display booth rentals, etc.
•
Promotional material – including advertising, brochures, videos and CDs.
•
Overseas buyers – cost of bringing an overseas buyer to Australia (maximum of $7,500 per buyer
per visit, maximum of $45,000 per application).
•
Registration and insurance of eligible intellectual property (a cap of $50,000 per application).
The Export Market Development Grant applications have to be lodged by 30th November each year.

Professional Advice

If you are interested in any of the work discussed in this article being undertaken, we invite you to visit
www.esssmallbusiness.com.au to utilise the “Find an Accountant/Adviser”. Simply enter in your postcode
and the Find an Accountant/Adviser directory will identify accountants located in or near your postcode,
who are able to supply a range of business advisory services, including the types of services mentioned in
this article.
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