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About this book
Most businesses will be affected by international trade. Businesses, therefore, need 

to be dynamic and respond to the changing business environment to prosper or, in 

many cases, just to survive.

Import/Export: Guidelines for International Trade, Third Edition, is designed to help 

business people and students gain specific international trade related knowledge. 

This will assist participants in identifying and capitalising on opportunities and 

reducing their risks, leading to improved business outcomes.

It provides up-to-date and practical ‘how to’ information for anyone involved or 

considering becoming involved in international trade. Suitable for beginners, 

experienced traders or students, the book’s fourteen chapters explain the entire 

process of transacting with customers or suppliers outside Australia – from 

identifying and servicing export customers or finding reliable sources of imported 

products, through to arranging contracts, finance, insurance and transport, to 

packing goods for sea or air transport and negotiating customs and quarantine 

procedures.

Import/Export: Guidelines for International Trade, Third Edition, includes many case 

studies and helpful tips to help the reader better understand how the concepts and 

practices unique to international trade are applied in real-life situations.

With the world becoming an even smaller place, and the need for businesses to 

participate in an increasingly globally-integrated economy becoming even greater, 

skills in international trade are certain to become even more important than they 

already are today.

It is hoped that this book enlightens and informs, answers your questions – 

including those you didn’t think of asking – and contributes to your long-term 

business success.
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IntrodUCt Ion

As we go through our daily lives, we can’t help but notice there is an abundance of evidence 

to suggest we now live and operate in societies and economies that are much more globally 

integrated. Our supermarkets and department stores are filled with imported goods; 

finished products are assembled with components made in a range of different countries. 

As local consumers, what is not so obvious to us is the extent to which we contribute 

to the global economy by exporting our goods and services and by participating in 

international business activities in other countries. So not only do we now have access 

to a much greater variety of goods and services, we also benefit from the exposure that 

our businesses now have to a significantly bigger market and a much larger number of 

customers internationally. 

There are a number of reasons that have contributed to this dramatic and rapid change over 

recent times. International business is now a major feature and aspect of the commercial 

environment in Australia, and it affects virtually all consumers and businesses, directly 

or indirectly. This is likely to continue to accelerate, and our participation in a globally 

integrated economy will have a greater effect on all of us over time. 

Most businesses will be affected by international trade. It may be through directly exporting 

and/or importing goods or services, or trading in imported goods, or goods that will be 

exported by another party. It may be through competing with other local businesses that 

are importing and/or exporting, or by competing directly with foreign companies. 

Businesses therefore need to be dynamic and respond to the changing business 

environment to prosper and, in many cases, to just remain viable. New opportunities must 

be identified, evaluated and pursued. The risks involved in pursuing these opportunities – 

and in not pursuing these opportunities – must be carefully considered. Ignoring what is 

going on around you and remaining static actually means going backwards, because other 

businesses, including your competitors and customers, are responding to the changing 

environment. 

Saturation of local markets may cause businesses to seek alternative markets overseas. 

Increased competitive pressures and changing customer expectations may strongly 
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influence businesses to re-evaluate their product/service mix and sources of supply. 

Looking beyond the domestic environment, in many cases is critical to long-term business 

success. 
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C h a p t e r  1

the Import 
export proCess

Trading internationally involves the movement of goods across national boundaries. This 

is usually over long distances, using a combination of transport modes, and involves 

transactions between buyers and sellers from different legal, political and cultural 

environments. Therefore, the import/export process contains additional and more complex 

elements than local trade, and more parties are involved in the process. 

The involvement of a number of parties, including specialists, helps to ensure the efficiency 

and effectiveness of the entire process and eases the burden on importers and exporters. 

This makes it easier and more attractive for organisations to trade globally, and has 

contributed to the growth of world trade.

To assist in understanding the import/export process, it is helpful to start by stepping 

back and looking at an overview of the movement of goods internationally. We can then 

identify the parties involved in the process, their position(s) in the cycle, and their roles 

and specific functions. This will help you to better understand the detail of each individual 

element of the process, because you will then be able to relate it to the overall picture and 

see where these elements fit in to the overall process.

What is involved in importing and exporting?

As previously mentioned, trading internationally is more complex and challenging than 

local trade, and involves more processes and additional knowledge of the procedures and 

requirements involved. The major elements involved in international trading include:
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yy contract of sale (or agreement);

yy foreign currency;

yy export packaging;

yy export formalities;

yy local export cartage;

yy documentation;

yy cargo Insurance;

yy international freight (air & sea);

yy customs regulations and taxes;

yy quarantine regulations;

yy local import cartage; and

yy costing.

Each of these elements will be discussed in detail as we progress through the relevant 

sections of this book. How you deal with each of these elements, the decisions that you 

make and the actions that you take will directly impact on the success of the international 

trade transaction. The quality of the decisions and subsequent actions will, to a large extent, 

be dependent on the knowledge and understanding that you have of these elements. 

However, it is not expected or necessary that you be an expert in each of these areas. There 

are specialist organisations that provide services to assist you with all aspects of your 

international transactions. These companies are generally better equipped to efficiently 

and cost-effectively provide the services required, and their expertise will be invaluable to 

your business. 

You should, however, have a good understanding of the principles involved. This is 

necessary so that the most appropriate choices are made regarding the selection of these 

service providers, and that their services are effectively evaluated and monitored. It is 

also necessary in order for you to make the best decisions regarding other aspects of the 

transaction that these organisations may not become involved in, e.g. negotiations with 

the overseas supplier or customer. In the current competitive climate, it is crucial for the 

success of your business that informed decisions are made that will provide you with the 

most efficient and cost-effective outcomes.
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C h a p t e r  2

InternAtIonAl 
CommerCIAl 

terms

One of the major difficulties faced when trading with organisations or individuals in other 

countries is that trading and business practices in these countries can be completely 

different to those we are familiar with. It is also likely that we will be dealing with people 

belonging to a different culture, operating in a different political and legal system and 

having a native language other than English. These differences in many instances create 

communication and other barriers, which in turn can contribute to misunderstandings and 

disputes. All too often there is too great a reliance placed on assumptions (often incorrect) 

to interpret the information supplied to us by the other party. The elimination, or at least 

reduction, of these barriers would assist in developing successful trading relationships 

between parties in different countries.

One of the first and most important things to understand when trading internationally 

is that there needs to be a clear understanding of the responsibilities and obligations of 

both the importer and the exporter for every transaction. Clarifying and agreeing to these 

responsibilities and obligations will help you avoid the types of problems that Steve and 

Jill were faced with.

Fortunately, the International Chamber of Commerce (ICC) in 1936 recognised the 

negative impact that these misunderstandings can have, and, in an effort to assist in the 

promotion of international trade, developed a mechanism to try to address the problem. A 
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set of ‘International Commercial Terms’ was developed in the form of a publication known 

as ‘Incoterms 1936’. This was basically a set of standard rules specifically written to define 

the responsibilities of the buyer and the seller in relation to the costs and risks involved in 

the movement of goods internationally. Incoterms have been amended and updated seven 

times since the first publication in order to cater for changes in the evolution and growth 

of international trade, such as the introduction of containerisation. The current edition is 

‘Incoterms 2010’, which contains 11 different terms. 

tip:

In my consulting work I often ask the question: ‘Which is the best Incoterm to use?’ 

Most often I find that inexperienced importers tend to want to use an Incoterm that 

provides them with the simplest option and do not consider the possible negative cost 

implications. If you are importing, don’t just assume that the best Incoterm to use is 

the one that represents the greatest responsibilities for the exporter. It may be that 

the exporter has inflated the cost of the services included in the price, such as freight 

and insurance in the case of CIF, and you may be paying less if you arranged for these 

services yourself. Therefore it may be in your interest to ask the exporter to quote you 

using a number of different Incoterms so that you can compare the costs for included 

services with those that you can secure yourself.
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C h a p t e r  3

InternAtIonAl 
ContrACts of 

sAle

As discussed in the previous chapter, dealing with individuals and organisations from 

other countries significantly increases the potential for misunderstandings, and can create 

difficulties and sometimes serious complications for both the importer and the exporter. 

The different political, legal, economic and cultural environments that exist around the 

world contribute to these difficulties, and even though Incoterms address some of the 

issues involved, they do not cover all the obligations that may need to be addressed and 

clarified by both the buyer and the seller. 

The international contract of sale is the result of the negotiations and becomes the 

mechanism that can be used to cover the other terms, conditions and obligations that 

the parties wish to be honoured in the transaction. The incorporation of Incoterms in the 

contract of sale together with the applicable other terms and conditions, further addresses 

the possibility of misunderstandings, and other difficulties, and significantly contributes to 

successful international trade transactions. 

the purpose of an international contract of sale

The contract of sale incorporating the agreed Incoterm is the end product of the 

negotiations, and becomes the foundation of any international trade transaction. As 
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with local transactions, all international transactions should be conducted following 

agreement by the buyer and seller to the terms and conditions of the sale. Both the buyer 

and the seller try to negotiate terms and conditions most beneficial for their respective 

businesses, which usually involves some level of compromise either by one or both parties. 

The extent of the compromise will generally be determined by which of the two parties has 

the greatest bargaining power. For example, if you are the exporter and are facing strong 

competition to supply a potentially valuable customer, then you may be willing to concede 

to certain conditions in order to help secure the sale. The agreement resulting from these 

negotiations forms the basis of the contract of sale. 

The purpose of a contract of sale therefore is to confirm and formalise the details agreed 

to, reduce misunderstandings and disputes, and to some extent offer some level of 

protection to the parties involved. Agreement should be reached before proceeding with 

the transaction, and a contract accurately reflecting the specific details of the agreement 

should be drawn up and endorsed by the parties involved.

The needs of both buyers and sellers vary according to a number of variables, such as 

the type of product or service being traded, the value of the transaction, the countries 

involved, the relationship between the parties, the financial and other circumstances of 

those involved and personal preferences. Therefore, the type, format and complexity of 

the international trade contract, as well as the specific details, can vary greatly according 

to the nature of the transaction and the circumstances of the parties.
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C h a p t e r  4

CArGo 
InsUrAnCe

The movement of goods internationally, from origin to ultimate destination usually 

involves long distances and the use of more than one mode of transport. Cargo is handled 

several times, loaded and unloaded using a variety of different methods and equipment, 

and exposed to the rigours of the journey. 

Cargo insurance (also known as marine cargo insurance) will cover you for the risks involved 

in transporting goods by all modes of transport and for every stage of the movement. 

Transport modes could include ship, aircraft, rail or road.

Your cargo policy will indemnify you against loss or damage to the goods being shipped 

as a result of an event insured against in that policy. This is indicated on the policy by 

the inclusion of particular clauses that detail the specific events or perils that a party is 

insured against. For example, if your cargo is damaged as a result of water seeping into 

the shipping container, then you will not be covered if your policy does not include the 

appropriate institute cargo clause.

A cargo insurance policy is an effective risk management tool that will protect you either 

as an importer or exporter from the numerous risks associated with the movement of 

goods. As is the case with other aspects of international trade, the reduction of these 

risks facilitate the import/export process and promote more effective and financially viable 

transactions. 
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Incoterms and cargo Insurance

The incorporation of Incoterms in the contract of sale provides a simple way of establishing 

the rights and responsibilities of each party regarding the arrangements for delivery of 

the goods. The Incoterm negotiated will define at which points the responsibility of both 

parties begin and end and who will be liable for losses or damages to the goods should 

that occur. In relation to the transportation of the goods, it is imperative that both the 

buyer and seller are very clear on their responsibilities in order to cover themselves for 

those portions of the journey they are responsible for. If the parties decide to purchase an 

insurance policy, they will now know exactly for which part of the journey they need to be 

covered for. 

For example, if the Incoterm negotiated is FOB Oakland, California, the seller knows he 

is responsible for the goods up until they are loaded on board the vessel at the Port of 

Oakland, and he will be liable for any losses or damages to the cargo up until that point. 

He may then wish to take out cargo insurance accordingly. On the other hand, the buyer 

is responsible for the goods from the point after they are loaded on board the vessel, and 

he may wish to purchase an insurance policy covering the remainder of the journey. To 

cater for these variables, cargo policies can be tailored to meet the requirements of each 

importer and exporter for each transaction, to ensure the most appropriate coverage is in 

place at all times. 
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C h a p t e r  5

export 
mArketInG

To export to foreign markets successfully, you will need to contend with a number of 

conditions and circumstances that are quite different to your domestic market. This is in 

addition to understanding basic marketing fundamentals and principles. 

It is not practical in this book to cover marketing in great detail, as it would fill more 

than one book. The focus of this chapter will be on creating an awareness of marketing 

fundamentals, and examining how these relate specifically to the export process.

Many of the elements of export marketing relate to the general international business 

environment, and apply both to importing and exporting and other areas of international 

business. These elements have been covered in other chapters of this book, e.g. foreign 

currency, transport, etc. In fact, it could be argued that all of the other chapters in this 

book have at least some relevance to export marketing, and we can therefore use this 

information as the foundation on which we can build the more specific export marketing 

knowledge.

marketing fundamentals

Marketing can be described very simply as the combined activities that businesses engage 

in as part of the process of identifying and satisfying customers’ current and future needs. 

Contrary to popular perception and even though it is an important aspect, marketing 

includes more than just promotional activities. It encompasses the entire process from 

identifying customer needs and responding to those needs by developing suitable goods 
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and/or services, pricing those goods and/or services appropriately, promoting those goods 

and/or services and effectively placing those goods and/or services at the disposal of the 

customer. The elements of the process are therefore often summarised by using the four 

‘Ps’ of marketing that are collectively known as the ‘marketing mix’. That is:

yy product;

yy price;

yy promotion; and

yy placement.

export marketing 

Export marketing is simply the extension of the above activities for the export of goods or 

services across national borders. The general marketing fundamentals (the marketing mix, 

or four ‘P’s’) that we identified above also apply to export marketing, but their development 

and implementation are modified to account for the different market environment and 

conditions that exist in other countries. 

These different market conditions can be broadly classified into the following categories:

yy Political differences – government structure, stability and policies;

yy Legal differences – trade laws, advertising regulations, prohibited or restricted 

goods, etc.;

yy Economic differences – income, taxation, inflation, exchange rates, etc.; and

yy Cultural differences – language, religion, values, social structures, aesthetics, 

education, etc.
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C h a p t e r  6

Import 
pUrChAsInG

An integral part of successful importing is making the best decisions regarding the selection 

of products and suppliers, and the ability to effectively negotiate with and monitor the 

performance of suppliers. The increasingly competitive commercial environment that 

most businesses operate in makes it vital for importers to maximise their purchasing 

opportunities and effectively manage the purchasing function.

This chapter aims to provide the importer with information that will assist in better 

understanding the purchasing function, enabling you to make more informed and therefore 

better purchasing decisions. Informed decisions will lead to more effective purchasing 

practices and strategies, which in turn will significantly contribute to the overall success 

of your business.

Import purchasing elements

If we examine the process of import purchasing, we will see that many of the elements are 

similar to those of local purchasing. However, purchasing products from suppliers in other 

countries also presents different sets of circumstances and unique challenges, many of 

which are covered in other chapters of this book. The remainder of this chapter will focus 

on the specific key elements of purchasing from the perspective of sourcing products from 

suppliers in other countries. These elements can be categorised as follows:

yy product sourcing;

yy supplier evaluation;

yy product evaluation;
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yy purchasing negotiations;

yy purchase orders;

yy expediting; and

yy quality management.

purchasing negotiations

Negotiation is an integral part of the purchasing aspect of any trade transaction and is 

certainly a feature of international trade. In fact, one of the main characteristics of the 

business culture of many other countries is that it is expected that negotiation will take 

place, and therefore the conditions of the sale that are initially proposed by the supplier 

have factored in room for movement. 

Your ability to effectively negotiate will assist in securing a better outcome for your 

business, which could be the difference between whether or not the transaction will be a 

viable one, and could also result in a higher profit margin. However, even though price is 

an important element in purchasing negotiations, it should not be the only one and many 

other conditions should also be the subject of negotiations. These could include:

yy Incoterms;

yy payment terms and method;

yy packaging and labelling;

yy claims;

yy delivery or lead times;

yy warranty;

yy technical support; and

yy quality standards.
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C h a p t e r  7

InternAtIonAl 
trAde fInAnCe

In relation to the finance aspect of international trade, traders will need to contend with 

two main issues that are not present in domestic trade. Firstly, the use of foreign currency 

and associated exchange rate fluctuation risks, and secondly, the risks involved when 

making or receiving payments to or from a party in another country. This chapter deals 

specifically with these two main aspects of international trade finance.

One of the main distinguishing features of trading internationally is that generally the 

home currency of the buyer and that of the seller will be different. Therefore, at least one 

of the two parties will probably be dealing with a currency different to their own (except in 

the European Union where both parties would be using the euro). It is normal practice for 

a seller in one country to invoice their exported products in their home currency or a major 

currency such as the US dollar. Therefore, the buyer will need to pay for these products in 

the seller’s nominated currency and most of the time this will be a foreign currency to the 

buyer. 

Both importers and exporters need to have an understanding of foreign currency. The 

importer, because he will most likely need to convert foreign currency to his home currency 

in order to calculate costs, and then exchange currency to pay for the goods. The exporter, 

to remain competitive, will need to understand the effects that currency fluctuations will 

have on his export customers, and the issues they face with their costs and payments. 

The first part of this chapter will focus on providing an understanding of the aspects 

involved in dealing with foreign currency, the process of currency conversion and the 

mechanisms available to help manage foreign exchange fluctuation risks. 
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 exchange rates

If you need a particular amount of a foreign currency, you need to purchase the currency 

and pay for it using your own currency. The price you pay for the foreign currency is 

determined by comparing the value of the two currencies in relation to each other. The 

exchange rate, therefore, is the amount of a currency that one unit of a different currency 

will buy. For example, if one Australian dollar is equal to 80 US cents, then the exchange 

rate is 0.80. It is important to remember, therefore, that when expressing the value of a 

particular currency, it is always as a comparison with another currency.

Because an exchange rate is the comparison of the relative value of two separate currencies, 

then the exchange rate can be expressed in two different ways – from the perspective of 

either the foreign currency or the home currency. 
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C h a p t e r  8

InternAtIonAl 
trAnsport

One of the most important elements of the import/export process is the transport of the 

goods. As an importer or exporter you should have a thorough understanding of transport 

modes and systems, you should be able to effectively evaluate the options and choose the 

most appropriate option for your specific circumstances. 

The most appropriate transportation modes are the ones that best suit your needs based 

on your specific circumstances and the circumstances of each individual shipment. Some 

of the major considerations when choosing transport modes include:

yy the urgency of the shipment;

yy the needs of the customer;

yy the cost of the transport;

yy the size of the consignment (both weight and volume);

yy the value of the goods;

yy the nature of the goods, e.g. perishable, dangerous goods; and

yy the origin and destination e.g. remoteness, availability of particular transport 

modes, infrastructure. 

Consideration should also be given to the fact that in most situations, more than one 

mode of transport is used to get the goods from the supplier’s premises in one country, to 

the ultimate destination in the other country. For example, goods may be loaded on a truck 

at the exporter’s warehouse and taken by road to a rail terminal where they are loaded on 

a train for transportation to the wharf. The ship transports the goods to the port in the 

destination country where they are loaded on a truck for delivery to the importer. 
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Generally, the choice of transport modes used and the supplier(s) that these services are 

sourced from is the responsibility of the party who pays for the service. This is established 

at the negotiation stage of the transaction, agreed to by both parties and included on 

the agreement or contract of sale. The use of Incoterms is a good way to establish which 

portion of the journey each party is responsible for, who pays for that portion and therefore 

who chooses the service provider. For example, if the terms of sale are FOB Brisbane, then 

the exporter is responsible for arranging for the transport of the goods to the Port of 

Brisbane and loading those goods on the vessel. The exporter pays for and chooses the 

mode of transport and the service provider from his premises to the port. The importer will 

need to arrange and pay for the ocean freight and domestic transport to get the goods to 

his desired ultimate destination, and therefore also choose the service provider(s) for that 

portion of the journey. Once again the importance of understanding Incoterms and their 

correct use is demonstrated here. 
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C h a p t e r  9

seA freIGht

Sea freight is by far the most common mode of transport used to move freight 

internationally, with approximately 80 percent of the world’s freight shipped on ocean 

vessels. There are three main ways of transporting goods via sea freight. These methods 

have been developed according to the characteristics of the cargo, and to maximise the 

efficient and cost-effective transportation of these goods. The methods are summarised 

below:

yy The liquid or dry bulk method is used for the transportation of large volumes of 

liquids or solids such as oil, coal, iron ore, etc. Ships such as oil tankers and dry 

bulk carriers are equipped to carry bulk product in large tanks built into the hold, 

and are also designed to facilitate loading and unloading. These vessels are loaded 

and unloaded at ports that have the necessary infrastructure to accommodate 

their requirements.

yy The break-bulk method is generally used for cargo that because of its size, shape 

or weight is unable (or not practical) to be shipped in containers. Roll-on/Roll-

off (RO/RO) vessels are commonly used for the transport of break-bulk freight 

because they have facilities to load and unload very large items that are placed 

on trailers and rolled on and off via ramps. This system not only allows very large 

items such as plant and equipment to be easily loaded and unloaded, but also 

vehicles that can be driven on and off.

yy Containerisation involves packing goods into containers of different configurations 

and the packed containers are loaded on vessels, and inland modes of transport 

such as trucks and trains, for transportation to the destination. This method 

is a very cost-effective and efficient way to load, unload and transport freight, 

as it reduces handling, allows faster loading and unloading, reduces the time 

vessels spend in ports, provides better security, and protects goods from the 
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elements and accidental damage. It also provides shippers with the convenience 

of packing and unpacking containers themselves and the cost-savings that the 

consolidation of containerised goods provides. 

As containerisation is the most common method that international traders use to ship 

goods via sea freight, the rest of the sea freight section in this chapter is dedicated to 

understanding this method. 
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AIr freIGht

Air freight provides a commercially viable and faster service than sea freight, which 

assists exporters and importers to access foreign markets, particularly for time-sensitive 

transactions and perishable products. 

Depending on the configuration, dedicated freighter aircraft such as the Boeing 747 400F 

can carry loads up to 100 tonnes and volumes of over 600 cubic metres. Even though these 

dedicated freighter aircraft operate internationally in and out of Australia, the majority of 

air freight is still moved in the cargo holds of passenger aircraft. The utilisation of the space 

available for freight on passenger aircraft has provided shippers with greater availability of 

services and has assisted in creating a more competitive market, resulting in lower prices. 

The International Air Transport Association (IATA) is the body responsible for standardising 

the rules and regulations for air carriers around the world. Most air carriers are members of 

IATA and operate according to the standards, regulations rules and procedures developed, 

implemented and monitored by IATA. 

Freight forwarders are also IATA cargo agents, and as such are able to act on behalf of 

airlines, performing many of the required operational and administrative activities such 

as the collection, packaging, labelling and consolidation of cargo and the preparation 

of the necessary documentation (see the freight forwarders section in the International 

Transport chapter for more information). 

Air freight benefits

Air freight is often used for high value, low volume cargo. This is because higher value items 

are better able to absorb the higher air freight costs, which represent a lower percentage 

of the total cost of the product. The higher costs of air freight are offset by the various 
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benefits that this mode of transport provides. The advantages of using air freight over sea 

freight include: faster delivery, better security, less packaging, lower insurance premiums, 

more frequent services, and shorter collection times.

IATA code: AAP

Aircraft type: All 747s, 767s, AB3

Deck: Lower

Volume: 10.6 cubic metres

Max. gross weight: 4,626 kg
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CUstoms

As an importer and/or exporter, you will be faced with the customs ‘barrier’ and will need to 

comply with the applicable laws, regulations and standards, and follow certain procedures 

in order for you to legally and successfully move goods both in and out of the country. As 

long as you comply with these requirements, your goods will pass through this ‘barrier’ 

unimpeded. It is therefore important to understand what your obligations are and what 

requirements you need to meet, as well as what services are available to help you. 

The Australian Customs and Border Protection Service is heavily involved in detecting and 

deterring cross-border illegal activities including those associated with the movement of 

people and illicit goods or substances. Their other major role is to monitor and control the 

legitimate movement of goods across Australia’s borders. These activities include ensuring 

participants comply with related regulations and procedures, the collection of duties 

and other applicable taxes and the collection of trade-related statistics. They are also 

responsible for ensuring that Australia’s commitments to various international agreements 

and conventions regarding customs are implemented and administered. The Australian 

Customs and Border Protection Service is one of the 171 members of the World Customs 

Organisation, and as such has adopted many of their procedures, systems, standards, rules 

and agreements. Comprehensive and detailed information regarding the WCO is available 

on their website: www.wcoomd.org.

For the purposes of this book, this chapter will focus on the role of customs in relation to 

the control of the legal movement of goods both in and out of a country and those aspects 

that specifically re relate to international trade.
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Customs brokers

A customs broker is an individual or organisation that is licensed by the government (in 

Australia, the Australian Customs and Border Protection Service), who acts as an agent for 

an importer or exporter performing many of the functions required for compliance with 

customs regulations and procedures. These functions include lodging customs entries, 

transfer of funds for payment of duties and taxes, securing customs and quarantine release, 

arranging for the delivery of goods and providing information and advice. Essentially, a 

customs broker acts as a representative for an importer and/or exporter and can on their 

behalf, undertake all those activities associated with customs, eliminating the need for 

traders to deal directly with customs. 

Irrespective of whether or not you use a customs broker, you are still responsible for 

compliance with regulations and the accuracy of the information supplied to the customs 

authorities. Supplying false or misleading information, and other non-compliant behaviours, 

whether it is intentional or not, can result in serious consequences such as sanctions or 

penalties, which will be borne by you and not your broker. You should therefore have an 

understanding of what your rights, responsibilities and obligations are, and how to get the 

most out of the Australian Customs and Border Protection Service. This knowledge will 

enable you to monitor your broker’s performance. 



29

C h a p t e r  1 2

QUArAntIne

department of Agriculture, fisheries and forestry

As discussed in the Customs chapter, the Australian Customs and Border Protection 

Service works closely with a number of other government agencies (including permit 

issuing agencies) to ensure compliance with government policies, procedures, regulations 

and legislation, in relation to the movement of goods and people across our borders. 

One of the agencies that has a direct and significant impact on importers and exporters, 

and presents them with another ‘barrier’, is the Department of Agriculture, Fisheries and 

Forestry (DAFF). For this reason, DAFF will be dealt with separately and discussed in more 

detail in this chapter. 

The Australian Government Department of Agriculture, Fisheries and Forestry (DAFF)  has a 

specific and important role to play in the protection of the health and welfare of Australia’s 

people, environment and agricultural industry. The functions of DAFF can be divided into 

two main areas: 

yy quarantine inspection of international passengers, cargo, mail, animals, plants 

and animal and plant products arriving in Australia; and

yy the inspection and certification for a range of agricultural products exported 

from Australia.

Imports 

Agriculture accounts for approximately $32 billion per year of our exports. DAFF contributes 

to the sustainability of our agricultural industries by implementing bio-security policies and 

measures designed to protect against the entry and spread of diseases, pests or weeds from 
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other countries. These could be introduced into Australia via the arrival of passengers, or 

the importation of animals, or animal or plant products. Therefore, arriving passenger and 

import cargo clearance are the main aspects of quarantine control in relation to imports. 

exports

The other major element of the role of DAFF is associated with Australia’s agricultural and 

fisheries exports. Two thirds of Australia’s agricultural products are exported. Australia 

exports approximately 65 percent of its farm products, 75 percent of its fish products, 

and 60 percent of its forest products. The agency’s export activities are directed towards 

the protection and development of our international market access for these products, by 

maintaining and enhancing the nation’s very favourable status and reputation. 
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Import/export 
CostInG

As an importer or an exporter, as in any other business activity, you will need to closely 

monitor your costs. Keeping a track of costs is an important part of business. Mechanisms 

and processes must be established and implemented to ensure all costs are accounted for, 

accurately calculated and allocated, according to the accounting procedures appropriate 

for your business. 

In relation to international trade, a costing can be done at different points in the import/

export process. The timing of the costing will depend on the reason the information is 

required. Generally, there are two different points (and two different reasons) involved.

1.   Pre-shipment: This is done at some time before the actual shipment has occurred 

and involves estimating what the costs will be. For this process, the business 

will rely heavily on quotations from suppliers of goods and/or suppliers of 

international trade related services. A pre-shipment costing is usually done 

in order for importers to ascertain the viability of a transaction, or in order 

to establish a selling cost for the imported goods. A pre-shipment costing for 

exporters is valuable in establishing their selling prices where the exporter is 

responsible for certain obligations covered by the terms of trade.

2.   Post-shipment: This is done at some time after the shipment has arrived and all 

charges have been received. A post-shipment costing will be used to calculate 

actual costs and enable the business to accurately record these. This will help 

determine if adjustments need to be made to pricing. It can also be used to verify 

the accuracy of the pre-shipment costing or identify abnormal cost fluctuations. 
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types of costs

Although the principles of costing apply to all businesses, the costs associated with 

international trade are usually more numerous and more complex to those associated with 

other businesses. This is because of the nature and the greater complexity of importing 

and exporting. 

Some of the costs that are specific to international trade are costs associated with:

yy international transport;

yy international cargo insurance;

yy import duty;

yy customs clearance;

yy quarantine clearance;

yy permits and licences;

yy currency conversion;

yy foreign currency payments;

yy international marketing;

yy international travel; and

yy international trade advice and assistance.

Further complexities arise when some of these costs are charged in one or more foreign 

currencies. In most cases these costs will ultimately need to be converted to local currency 

in order to accurately reflect ‘out of pocket’ expenses. 
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InternAtIonAl 
trAnsACtIon 

CheCklIst

The checklists in this chapter have been provided to assist you – either as an exporter or 

importer – to ensure that you have considered and covered the most important steps in 

the process of conducting an international trade transaction. Two checklists are provided, 

one for exports and one for imports. Both checklists assume that the buyer and seller have 

already identified each other as potential trading partners.

Table 14.1 Exports

Action Related chapter(s) Documentation

Have you identified the exact needs of your 

customer?

yExport Marketing

Have you identified and quoted your 

customer for all of the costs associated 

with their requirements?

yExport Marketing Written quotation or 

proforma invoice

Have you clarified your quotation with the 

use of an Incoterm?

yInternational 

Commercial Terms

Written quotation or 

proforma invoice

Have you negotiated and agreed to all 

the terms and the conditions of the 

transaction? 

yInternational 

Contracts of Sale

Have you formalised the agreement by 

developing a contract of sale?

yInternational 

Contracts of Sale

Contract of sale
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GlossAry of  terms

Airline terminal service fee: Costs of ground handling agents for handling and loading and 

unloading freight on and off aircraft.

Air waybill (AWB): Transport document for the carriage of goods via air freight. This 

document acts as a receipt for the goods by the carrier and as evidence of the contract of 

carriage between the carrier and the shipper.

ATA carnet: Document used to facilitate the temporary importation of certain goods 

without the need for a formal import customs entry or the requirement to pay import duty.

At sight: A phrase used to indicate that payment for goods is to be made upon presentation 

of the required documents.

Austrade: Australian Trade Commission. An Australian government agency established to 

assist and promote Australia’s exports.

Australian Customs and Border Protection Service: The Australian government agency 

responsible for monitoring and controlling the movement of people and goods across the 

border. 

Australian Harmonized Export Commodity Classification (AHECC): The tariff 

classification system adopted by the Australian Government based on the international 

harmonized system developed by the World Customs Organisation.

Australian Quarantine Inspection Service (AQIS): The former name for the Australian 

Government agency responsible for the quarantine inspection of people, animals, plants 

and their products imported into Australia. See Department of Agriculture, Fisheries and 

Forestry (DAFF).

Australian port charges additional (APCA): Same as basic service rate additional (BSRA)

BAF: Bunker adjustment factor – a freight rate adjustment to compensate shipping lines 

for higher fuel (bunker) costs.
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Basic service rate additional (BSRA): Term used to describe general port-related charges. 

Bill of exchange: A document used as a demand for payment upon presentation – Sight 

Bill – or a stipulated date after presentation Term bill – of evidence that the beneficiary has 

met all required conditions (usually documentary). Once signed by the payee, it becomes 

a legally enforceable payment demand. 

Bill of lading (B/L): Transport document for the carriage of goods via sea freight. This 

document acts as a receipt for the goods by the carrier, evidence of the contract of carriage 

between the carrier and the shipper and as a title of goods.

Box rate: A flat freight rate per shipping container.

CABAF: A combination of the currency adjustment factor (CAF) and bunker adjustment 

factor (BAF) levied as one charge.

CAF: Currency adjustment factor – A freight rate adjustment to compensate shipping lines 

for unfavourable exchange rate fluctuations.

Certificate of origin: A document issued by an authorised agency (in Australia, by certain 

chambers of commerce), certifying the country of origin of the goods.


