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Take a Tech Product Overseas With U.S.
Export Tools You Already Paid For
The U.S. Commercial Service, STEP and EXIM can help small technology companies
research markets, find buyers, finance export activity and reduce payment risk. Use the

system before paying a random overseas consultant.
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Do not start with “global”; start with one market

International expansion sounds strategic and often becomes expensive wandering. Pick one country
and one buyer archetype where your product solves a clear problem. Consider language, data laws,
payment methods, local competition, integration standards, procurement customs and time zone
support. The U.S. Commercial Service operates as the trade-promotion arm of the Department of
Commerce and provides market intelligence and assistance to U.S. exporters. Use those public
resources to challenge your assumptions before booking flights or signing an exclusive distributor.

Use Commercial Service as market infrastructure

Commercial Service specialists can help companies understand markets, identify potential partners
and navigate trade events and local business conditions. Begin with a concise export brief: product,
ideal customer, proof in the U.S., target country, price range, regulatory concerns and the type of
partner or buyer you need. Ask specific questions. 'Can you help me export?' is weak. 'We sell
cybersecurity compliance software to 100–500 employee manufacturers; which German channels and
industry events reach that buyer?' gives an advisor something concrete to work with.



Look for STEP money before self-funding the experiment

The State Trade Expansion Program, administered through SBA and state organizations, can help
eligible small businesses with export-development activities that may include trade missions,
international marketing, e-commerce, market-entry services and related costs depending on the state
program. Availability and eligible expenses vary, so use your state's live STEP rules. For a Black-
owned tech firm, this can lower the cost of learning whether an overseas market is real before
committing a full sales budget.

Solve payment risk before the first invoice

An export sale is not complete when the contract is signed. Currency, customer credit, payment timing
and cross-border collection can turn revenue into a working-capital problem. EXIM supports U.S.
exporters with tools including export credit insurance and resources for service exports. Ask what
happens if the foreign buyer pays 60 or 90 days after delivery. Decide currency, deposit, milestone
billing, taxes, bank fees and collection process in the contract. A profitable export on paper can still
starve cash if terms are poorly designed.

Localize the commercial system, not only the website

Translation is the smallest layer. Adapt pricing, contract terms, onboarding, customer support hours,
privacy language, integrations, training and channel compensation. If the product touches regulated
data, understand local requirements before promising deployment. If a local reseller is involved,
define territory, exclusivity, customer ownership, support responsibilities and performance thresholds.
Do not grant permanent exclusivity to a partner whose only contribution is claiming to know the
market. Earn exclusivity through measurable sales.

The 60-day export test

Days 1–10: choose one country and build a list of 30 target buyers or channel partners. Days 11–20:
meet with Commercial Service or relevant state export advisors and validate regulatory and channel
assumptions. Days 21–30: check STEP eligibility and build a small budget. Days 31–45: conduct at
least ten buyer or partner conversations and refine pricing. Days 46–60: design payment and support
terms, then pursue one pilot, distributor test or paid customer. Do not measure success by
'international interest.' Measure whether a defined overseas buyer will pay under terms your company
can support.



Qualify the first market with a scorecard

Score three candidate countries from one to five on customer concentration, urgency of the problem,
purchasing power, competitive intensity, language/localization burden, regulatory burden, payment
reliability, channel availability, support complexity and export-control risk. Weight the factors that
matter to your product. A country with a huge total market can rank below a smaller market where you
already have customer references and compatible regulations. Then select one market and build a
bottom-up opportunity estimate from actual target accounts instead of a global analyst report. Name
the first 100 organizations that could buy, the job title that owns the problem and the channel partners
that already serve them. Price a pilot including travel, localization, taxes, payment fees and support.
Set a kill criterion: for example, if 15 qualified buyer conversations produce no budget owner and no
willingness to pilot, pause the market. Use Commercial Service and STEP resources to improve the
test, not to justify a market you already emotionally chose. This scorecard is especially useful for a
small Black-owned firm because international expansion can consume management bandwidth
quickly. Concentration creates learning: one country, one use case, one partner model, one set of
objections. Once the motion works, the next market is expansion rather than reinvention.

Use diaspora knowledge without outsourcing diligence

Personal relationships, diaspora networks and cultural familiarity can accelerate introductions, but
they should strengthen—not replace—market validation. Verify distributor capability, legal entity,
references, payment history and customer access. Put performance obligations in writing. Trust can
open a door; commercial evidence determines whether you should walk through it with inventory,
exclusivity or credit.
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Research behind this guide

Use the primary sources below to verify current rules, eligibility and program details

before acting. Program terms can change.

U.S. Commercial Service — Export assistance ↗

U.S. Small Business Administration — State Trade Expansion Program ↗

Export-Import Bank of the United States — Services exports ↗

International Trade Administration — eCommerce and export resources ↗

Important: This article is educational information, not individualized legal, tax, investment or compliance

advice. For decisions with legal or financial consequences, use a qualified professional who can review your

facts.
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