Flrm built on helplng
‘others enter the U.S.

JIM Razisthe managmg direc-.

tor of Export Access.
Sum up your business.

. Tt provides managemert ser-:
vices and. support for doing.-
— from
market research to represent-

business- in the -U.S.

- ing products to potential dist--
ributors and: customers, .

What de.you love ‘apout it?:
The fact that I am now shar-

ing - the experience I have

gained doing "business-in the-
U.8. It’s great being able to. -

helpa business break into a-

market that they thought was-.

too complex to understand or

too costly to-enter. Secondly,
Ilove is being my own boss. Pm~

delighted with the range of

work I've been asked to do and:
motivation is no problem be- .

cause exporting is such-a dy-
namic and thriving activity. -
The biggest c¢hallenge? -

For potential clients, to get '

them over the belief that no
one other than themselves can
possibly market their product’
or service or take it o market.

‘Once we have analysed and .
reported on their value prop- -

osition, competitors, markets,

industry trends, etcetera, they"_

- quickly . realise that we do
understand - their product or
‘service-and can support them.

What is the favourxte part of ‘

your job?

Interaction with clients: the
diversity of the products and
technology, and the genuine
enthusiasm and entrepre-
| neurial spirit of the firms I am

working with, is rewarding,.

How did your business come' i

‘about?

Iresigned after 15 years with

the one corporation because I -
- wanted new challenges and I

was keen to apply all the kriow-
ledge I had accumulated to:-

other businesses and markets.
Initially I considered buying an -
established business but, after
due-diligence checks and mar-

ket analysis, I saw it posed
~-tise on an ad hoc basis to
--provide advice on niche mar-
- Kets and some specific aspects
- of exporting, and financing the
‘rollout of Export Access to

unacceptable finanecial risks.
My research uncovered &
gap, involving firms with great
products or -services suitable
for export markets but which

don’t have the time, dedicated

- management personnel or spe-
cific (U.8.) experience to mar--
ket their products.

Initially I worked from home
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themselves can market their products

‘but the tussles with my daugh-
_ter, a university student, who's
claim for the home PC were

‘legitimate, encouraged me to
" move to an office in the City.
. If you were given $100,000 to

put towards your business how

- would you spend it?

Engaging specialist exper-

other Australian states.
What does the future hold

Ifor your business?

We are already seeing busi-
ness accepting that what we

. many belleve no one other than
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offer makes commereial sens
Engaging us to help plan and
manage breaking into the U.S.
‘market, or expanding in tha
market, is far more cost
eifective and efficient than
business deing it themselves.
We can tailor the fee sfruc-
ture to the needs of our client.
Companies interested. in U.S.
business development, but
which have limited resources
can dip their toe in the wate
to gain confidence of the prod-
uct/market fit before embark--
ing on a full roll-out.
What is your company’s-
website address?
www.exportaccess.com




