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Abbreviation Used in this guide 

FOB
: Free on Board


CAMCONTROL
: Cambodia Import Export Inspection and Fraud Repression 
   Directorate-General

CIF 
: Carriage Insurance and Freight

CO
: Certificate of Origin

CP 
: Cleaner Production

DM
: Direct Material

DL
: Direct Labour

EX-Work
: External Factory Gate

EU
: European Union

FA
: Forestry Administration

GDCE
: General Department of Custom and Excise 

GSP
: Generalized System of Preference 

INCOTERMS
: International Commerce Terms

L/C 
: Letter of Credit

LoLo
 : Lift -ON and Lift Off ( Load and Unload)

MAFF
: Ministry of Agriculture, Forestry and Fisheries

MoC
: Ministry of Commerce

RAC
: Rattan Association Cambodia

SAD
: Single Administration Document

(S)L/C
 : Sight’ letter of Credit

VAT
 : Value Added Tax

WFTO
: World Fair Trade Organization

WTO


: World Trade Organization
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Introduction

The guidance for export procedure of rattan book has been developed with supported from The World Wild Fund for Nature (WWF-Cambodia) to support the Rattan Association Cambodia (RAC) and its members to diversify their markets via exporting the products to international markets.  Rattan products are one of the potential commodities to export in Cambodia but the SMEs in the sector still have limited knowledge in understanding the export process, export preparation, and how to work with overseas importers. 

The guide book will show them with the practical methods on how to develop their market via participation in trade fairs, how to be ready for export market?, how to prepared and develop their export documents , and deal with the relevant line ministries in Cambodia in order to ship their products from the origin port to the importer port. About this Guide

The purposes of this guide book are to provide rattan handicraft enterprises and rattan exporters with the practical guidance  to: 

( Access potential markets in terms of Individual Rattan Enterprises in Cambodia and the Rattan Association of Cambodia capabilities for effective market penetration 

( How to be ready for trade fair preparation and participation

( How to develop standard information for export buyers

( How to calculate the cost and price for the export market

( How to develop the terms and conditions for shipment and payment

( How to prepare and process the paperwork with the authorized institutions for transferring rattan goods from workshops to the pre- determined port of embarkation

( How to communicate better with customers 

The guide book enables the rattan processing enterprises and Rattan Association of Cambodia to develop their export markets so as to start from products at workshops through to product transfer to the designated port. This guide explains the practical procedures of communicating with buyers and the process of dealing with export papers and public and/or private institutions in Cambodia. 

Target audience

The publication of the guide book is aimed to provide the technical quidance to  small, medium and large rattan processing enterprises in Cambodia and Rattan Association of Cambodia Member Companies to gain a better understanding the procedure of export from pre-export to post export. 

Export Process

[image: image75.wmf]There are three steps that deal with exporting: 

Figure 1 Steps in export

1. Pre- Export

To export products to International markets, the exporting company has to be ready in production and marketing. The company needs to set up well procedure and management standard for their internal company for response the standard criteria of the markets. 

1.1 Production

The production is one of back bone for the manufacturing enterprise, there are many keys aspects that the enterprises need to consideration for well operation which include the cost of whole enterprise and cost of individual products base on the quantity produce. 

1.2  Calculation cost of enterprise / fixed costing
To manage the export price the enterprise shall consider the cost and all related costs of its own enterprises that occur on a  regular basis such as monthly and yearly basis. 

Why does the cost of enterprising important?  

Enterprises that wish to export products to International markets need to calculate the cost of the whole enterprise together with the cost of shipping. It is very important to measure the effective work in the actual production and also reflect the pricing of the products when the buyers want to order in larger volumes. 

Basic Structure of Costing for enterprise 

Cost of enterprise is flexible upon the nature and size of business. In Cambodia the rattan handicraft business normally basic cost are: 
· Renting Space / building

· Salary of management and permanent staff

· Communication fees 

· Depreciation Expenses

· License fees ( Patent tax)

· Annual operation licensing fees from MAFF

· Depreciation Expenses

· Miscellaneous
1.2.1 Break Even Point

The break event point  is the point of total revenue  equal to total cost occurred and at which an enterprise begin generate a profit. For the manufacturing The break-even point is very important for enterprises because it reflects how the cost is viable and products that are made can be sold and contribute to cover the expenses of the fixed costs that enterprises are obliged to pay to their suppliers and others parties involved. 

There are a few ways to calculate the break event point , the below is one of the easy way for the enterprise to calculate.
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1.2.2  Product Costing 

The product costing is formulated by:
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Direct Material

Materials that become an integral part of the finished product and which are conveniently and economically traceable to specific units of productive output. 
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Direct Labour

[image: image77.wmf]All labour costs for specific work performed that are conveniently and economically traceable to end products. 

Overhead

A diverse collection of production related costs that are not practically or conveniently traceable to end products and which must be assigned by some allocation method.  (Overhead consists of indirect material, labour and other costs)
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1.2.3 Product Pricing

There are many structures for pricing which both parties (buyers and sellers) can make decisions on such as:

1.2.3.1 EXW (price EX WORKS) 

“Ex Works” means that the seller delivers when they place the goods at the disposal of the buyer at the seller’s premises or another named place (i.e. works, factory warehouse, etc.) they are not cleared for export and/or loaded onto any collecting vehicle. 
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This term represents the minimum obligation for the seller, and the buyer has to bear all costs and risks involved in taking the goods from the seller’s premises. 

1.2.3.2 FOB Price

 “Free on Board” means that the sellers have delivered when the goods have passed the ship’s rail at the named port of shipment. This means that the buyer has to bear all costs and risks of loss of or damage to the goods from that point. The FOB term requires the seller to clear the goods for export. This term can be used only for sea or inland waterway transport. It is related to cost and includes paperwork
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1.2.3.3 CIF (Cost Insurance and Freight) price

“Cost, Insurance and Freight” means that the seller has delivered when the goods pass the ship’s rail at the port of shipment. 

The seller must pay the costs and freight necessary to bring the goods to the named port of destination BUT the risk of loss of or damage to the goods, as well as any additional costs due to events occurring after the time of delivery, are transferred from the seller to the buyer. However, in CIF the seller also has to procure marine insurance against the buyer’s risk of loss of or damage to the goods during the carriage. 
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1.3 Understanding INCOTERMS

Table 1 : Understanding the INCOTERMS

	Term Code
	Meaning
	Indication

	EXW
	Exwork : Price at factory gate
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The seller delivers when he places the goods at the disposal of the buyer at the seller's premises or another named place (i.e. works, factory, warehouse, etc.) not cleared for export and not loaded on any collecting vehicle. This term thus represents the minimum obligation for the seller, and the buyer has to bear all costs and risks involved in taking the goods from the seller's premises.
	Location of the production site

	FOB
	Free On Board: Including transport to the harbour and preparation of all customs clearance documents.
The seller is responsible for customs clearance and related costs. Normally only for sea freight
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The seller delivers when the goods pass the ship's call at the named port of shipment. This means that the buyer has to bear all costs and risks of loss of or damage to the goods from that point. The FOB term requires the seller to clear the goods for export. This term can be used only for sea or inland waterway transport. Many people use either FOB or CIF and aren't sure of the exact differences. 

	Harbour from which goods will be shipped

	CIF
	Cost Insurance Freight: Under this condition, all costs for overseas transport and insurance until the agreed destination are included
The seller is responsible for transport and insurance costs
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The seller delivers when the goods pass the ship's rail in the port of shipment. The seller must pay the costs and freight necessary to bring the goods to the named port of destination, but the risk of loss of or damage to the goods, as well as any additional costs due to events occurring after the time of delivery, are transferred from the seller to the buyer.

However, with CIF the seller also has to procure marine insurance against the buyer’s risk of loss of or damage to the goods during the carriage. Consequently, the seller contracts for insurance and pays the insurance premium. The buyer should note that under the CIF term the seller is required to obtain insurance only on minimum coverage. Should the buyer wish to have protection of greater coverage, he would either need to agree as much expressly with the seller or to make his own extra insurance arrangements.

The CIF term requires the seller to clear the goods for export. This term can be used only for sea and inland waterway transport. If the parties do not intend to deliver the goods across the ship's rail, the CIP term should be used.

	Location to which goods will be shipped


(source : I http://www.sourcejuice.com/2008/07/15/incoterms-definitions-the-basics-to-the-advanced)
1.3.1 Cost responsibility for buyers and sellers
Table 2 : Cost responsibility for buyers and sellers

	Service
	EXW

Exwork
	FOB

Free on Board
	CIF

Cost Insurance and Freight

	Warehouse storage at point of origin and labour
	Seller
	Seller
	Seller

	Export packaging
	Seller
	Seller
	Seller

	License fee ( export license, Certificate of Origin from Ministry of Commerce
	Buyer
	Seller
	Seller

	License fee from Ministry of Agriculture Forestry and Fishery
	Buyer
	Seller
	Seller

	Export License
	Buyer
	Seller
	Seller

	Freight Forwarder Fee
	Buyer
	Seller
	Seller

	Transportation from Dry Port to Sihanoukville
	Buyer
	Seller
	Seller

	Customs clearance 
	Buyer
	Seller
	Seller

	Fumigation fee
	Buyer
	Seller
	Seller

	Tool fee
	Buyer
	Seller
	Seller

	Overtime for Customs and CAMCONTROL officer if needed
	Buyer
	Seller
	Seller

	Port service charge
	Buyer
	Seller
	Seller

	Loading the product onto the ship
	Buyer
	Seller
	Seller

	Ocean charges
	Buyer
	Buyer
	Seller

	Unloading the product off of the ship
	Buyer
	Buyer
	Seller

	Customs duties in the buyers country
	Buyer
	Buyer
	Buyer

	Delivery charge to final destination
	Buyer
	Buyer
	Buyer
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1.4   Standards

For exporting products, there are many different standards required for exporters to comply with such as: 

1.4.1  Product safety standards 

The product safety standards are very important as they are a requirement of the importing country. There are many standards that the exporter can look into such as light bulbs for lamps, dyeing attached to furniture material that is the right quality specified by the market. 

AZO Dye in textiles and leather articles: Textiles and other products that may come into direct and prolonged contact with human skin or an oral cavity need to be dyed with AZO-free dye (in Cambodia also called German dye)

AZO-free dye became a standard in most industrialized countries. Sometimes, buyers request them even though they may not be obligatory. 

1.4.2   Socio-economic standards

Socio-economic standards, such as Fairtrade also go along with growing market trends. Buyers do not always require certification, just compliance with certain standards. They may send you a questionnaire or visit you before buying or ask if you have Membership in the World Fair Trade Organisation (WFTO). Since the Rattan Association Cambodia is also a member of the WFTO it is one type of compliance to show to buyers about the rattan products for sale in different markets. 

1.4.3   Ecological standards

Rattan products are non timber forests which are sensitive to markets about the source of raw materials used in production. In ensuring the raw materials are sourced from a sustainable forest or re-plantation they should comply with the Convention on International Trade in Endangered Species of Wild Fauna and Flora (CITES) which prohibits or restricts the trade in products containing material from endangered species. This applies especially to leather articles, handicrafts, jewelry, flowers, plants, furniture and antiques.

Ecological standards such as the use of natural color dyes on products, allows sellers to address niche markets, but the additional cost of using such standards must be lower than the price involved. Sometimes furniture needs other accessories such as seating covers made from natural cotton or fabric dyes made from organic dying material.

1.4.4   Chemical Fumigation standard

As rattan is one of the products made from natural fibers often chemical fumigation is required by the buyer before the shipment is dispatched from the port. 

If the products are packed in wooden boxes or on pallets, the packing also requires chemical fumigation before products are packed.

1.4.5 Quality Standards and Rejects

Since, the rattan products or furniture are handicraft products, the manufacturer should have product quality standards. A target of zero per cent reject products is ideal. Experience shows that some buyers will accept between 1 and 10 per cent poor-quality products in any consignment without compensation. Others will insist on replacement of poor-quality goods at the manufacturer’s expense. It would be wise to ask about buyer’s terms and conditions for goods rejected before confirming an order. 

1.5   Production Planning

Before exporting, the supplier should be ready in their production planning. To plan the right production, the supplier shall consider some factors: 

Table 3 : Checklist for production planning

	No
	Description
	Check list for the planning

	1
	Raw Material

· Availability of raw material


	Is there raw material available in stock? 

Is there raw material available and can it be collected quickly from the suppliers or community?

Is it the rainy season or dry season? Does the community collect enough and can it be dried well during the rainy season?

How much time and what method is used to treat the raw material such as fumigation or spraying for insects…?

What is the price? Does it fluctuate?

How to transport raw material to factory?

Procedure & Require document to FA?

	2
	Labour Force

· Low season and High season

· Number of products that can be produced per day/ week/ month. 
	How many skilled workers will be available during the time an order is received?

Are there any public holidays such as New year, Water Festival, Pchum Ben during the order period?

How many pieces per month each worker can produce? Labor productivity per day?

How about your partners or subcontractors? Can they help you to consistently produce high quality products? 

	3
	Other supplies & accessories
	Do you have enough quantity of accessories in your stock? Are they of a high and acceptable standard that may be required by buyers?

Do the suppliers have enough accessories in Cambodia or do they need to be ordered from Vietnam or Thailand?

How much time and how big a quantity needs to be sourced from outside of Cambodia?

What is the price? Does it fluctuate?


Besides looking into production, the manufacturers have to consider:

· Market strategies and planning by looking into methods of market research, identifying the enterprise’s place in the export market, products and ranges for planning and awareness of the final cost of testing and export marketing. 

· Product design and development: The manufacturer has to identify its own capacity for developing a product brief from market information or from buyer requests and identify the financial costs of sample marketing.

· Financial Management: To work with international buyers, some buyers may want to know about the company’s financial statement and other sources of finance on its enterprise operation. The manufacturer has to develop an accurate financial statement, financial forecasting, budgeting, costing and pricing. An accurate financial statement may help an enterprise to access financing. 

· Export market awareness: Manufacturers should follow market trends from relevant websites or other sources and also the manufacturer should understand other information such as quotas, or tax exemption systems. For instance rattan products are allowed to be exported from Cambodia to the EU market without any tax under the regulation of Everything But Arms (EBA). 

· Quality Control and Quality Assurance : The manufacturer should establish standard for quality control and assurance for all the products to be export. The procedure, standard and man power training on the QC and QA are needed to be done in the workshop. All the export products need to be consistency in all aspects of quality. 

1.6 Harmonized System to describe commodities (HS)

The HS code is very important for description on your export papers. The HS code will help the shipper to work with customs officers faster and with a customs automated system. All the countries who are members of the World Custom Organization use the same HS code to classify export and import tariffs. 

The rattan products and related products are listed below: 

Table 4 : List of HS code for rattan products

	HS Code
	Description

	4601.22.00
	Rattan Mat

	4602.12.00
	Rattan Basket

	9401.40.00
	- Seats other than garden seats of camping equipment, convertible beds 

- Seats of cane, osier, bamboo or similar materials

	9401.51.00
	 -- of bamboo or rattan

	9401.61.00
	Other seats, with wooden frames

	9401.79. 00
	Other seats, with metal frames

	9403.81.00

	Furniture of other materials, including cane, osier, bamboo or similar materials

Lampshade or stand

	94.05
	Lamps and light fittings, including searchlights and spotlights and parts thereof, not elsewhere specified or included; illuminated signs; illuminated name-plates and the like, having a permanently fixed light source, and parts thereof not elsewhere specified or included. 

	9495.20
	Electric table, desk, bedside or floor-standing lamps

	9405.99.10
	---lampshades of textile materials


1.7 Access to Finance

In Cambodia there are three types of institution that SMEs can access for finance to support their business. 

· Commercial banks where the interest rate is from 7% to 15% per annum.

· Micro finance institutions where the interest rate is from 20% to 36% per annum.

· Social or Capital investment Funds where the interest rate is from 7% to 12% per annum.

The conditions to obtain a loan from a commercial bank or micro finance institution for business operation include the business owner having a land title as collateral. The loan will only be 50% of the maximum value of the collateral. Besides the land title for collateral the financial information of the business is also a key part of the criteria for obtaining a loan. 

For investment by a social or capital investment fund the business needs to have  an impact on social activities. The loan will be released without collateral but based on the paper work such as financial information, and if the export has a Letter of Credit and buyer’s information. Currently, there are only a couple of these types of businesses.

1.7.1  The Terms of Payment  

In the reality of business, there are many ways to make payment transactions, but in Cambodia, there are a few terms only such as:

· Cash Payment made by the buyers to the exporters at the same place, but mostly used for small cash amounts only. 

· Telegraphic transfer: This is the most used and efficient way in Cambodia.  The amount of the payment is unlimited. Normally the bank charge in Cambodia is 0.1% or a minimum of 10$. But the exporter and importer have to be aware that the transaction and the remittance from overseas to Cambodia must be passed by some other intermediary bank in the USA such as CITY Bank or NY Bank which requires a payment of between 10 to 30USD (or more) per transaction.  To avoid the loss of money or miscommunication with the buyer, the exporter shall tell them the total bank charges for both Cambodia and the intermediary bank.

The exporter gives the information to buyers such as:

· Bank Account Name 

· Bank Account Number

· Bank Name and Address

· SWIFT CODE 

· Western Union / Money Gram: This is the fastest way to transfer money from overseas to Cambodia with less criteria only the name of the receiver or some other key code are required. But this payment has a constraint of $5000.00 maximum per transaction. 

· Credit Card (Visa / Mastercard/ American Express). This type of payment is not workable for online payment in Cambodia. The card can only be used when the holder is in the recipient country. 

The exporter defines the conditions of payment by dividing the amount of payment into one full payment or a 50% advance payment and the remaining 50% after or before product delivery. Normally, the payment conditions in Cambodia for other craft exporters is the 50% upfront payment after the order confirmation and the other 50% after the production and shipment is completed before the shipment departs from the pre-determined port. 

1.7.2  Letter of Credit (L/C)

Letter of Credit (L/C): is a secure way to reduce the risks for both buyers and sellers. Basically, the mechanism is that the payment is guaranteed to be made upon handing over of the goods to the freight forwarder and submission of the shipping documents. L/C can be an irrevocable letter of credit or ‘Sight letter of credit’. 

Irrevocable letter of credit ((I)L/C): Usually, payable on the fulfillment of the conditions set out in the letter of credit. Letter is issued by a bank, and authorizes the recipient to draw money up to a specific amount from a bank in the recipient’s country. Because this L/C cannot be revoked or cancelled, this method guarantees the manufacturer payment. On the other hand, it worries buyers, because of the risk of receiving a bad consignment of goods. However, the buyer has some control, which the terms and conditions set out in the L/C. The bank ensures that the terms and conditions are completed to their satisfaction before releasing the payment. 

‘Sight’ letter of credit (S)L/C: this allows payment on sight of the shipping documents. It may well contain terms and conditions to be fulfilled prior to the release of payment. 

In general, an L/C works in the following way:

· Step 1: The importer’s bank opens a letter of credit, including all instructions to the exporter concerning the shipment and indication of an advising bank (mostly the exporters bank), and sends it to the exporter and the advising bank.

· Step 2: When the products are ready for shipment, the exporter hands over the goods to the freight forwarder at the port or airport and completes the necessary documents together with the freight forwarder.

· Step 3: The exporter presents the documents to the two banks indicating full compliance. The banks review the documents. If they are in order, payment will be made.

· Step 4: Upon receiving a letter of credit it is carefully compared with the pro-forma quotation. This is extremely important, as the terms must be precisely met or the letter of credit may be invalid and the exporter may not be paid.

· Other - If meeting the terms of the letter of credit is impossible or any of the information is incorrect, the exporter should get in touch with the customer immediately and ask for an amendment to the letter.

1.8   Trade Fairs and Marketing

The main purpose to attend trade fairs is to promote products particularly new products that are produced and get the buyers to order in certain quantities.  

Trade fair participation is a useful way for craft manufacturers to enter a foreign market compared with other methods of selling and promotion. To participate in a trade fair would be sellers should be well prepared in advance. Identifying and setting up the objectives are very important and must be clear during the planning stage.

There are many objectives that may influence decisions concerning participation. Some of the objectives of trade fairs are:

· To establish or increase export sales

· To test new product designs in terms of style, quality, price and suitability of the target market

· Take orders from trade buyers

· To inform the audience about the exhibitor’s national craft heritage, skills, products and production capabilities

· To maintain contact and promote goodwill with established customers

· To identify market channels: agents, distributors, wholesalers or retail chains, independent retailers

· To identify named prospective customers within the target markets channels

· To obtain new or updated information about:

· Market trends in fashion and raw materials

· Product development and diversification

· Product pricing and comparisons

· Production technology and techniques

· Packaging and labeling

· Promotional techniques

· Import legislation and customs requirements

· Health and safety regulations
1.8.1 Pre- trade fair preparation and planning
Before attending a fair, the exhibitor shall prepare his/herself to:

· Understand the concept of the fair

· Selection of the booth size and location 

· Communicate with buyers

· Prepare the promotional material(s)

1.8.1.1 Developing the budget for attending a trade fair

The development of the budget for a trade fair is dependent on the type of fair, location and number of days. 

Normally, there are some items always the same for a trade fair budget: 

Table 5 : Description for expense for participation of the trade fair

	Description
	Cost (remarks)

	Stand rental costs per square meter (sqm) incl. value-added tax (VAT)
	

	Stand construction costs per sqm incl. VAT in the host country
	

	In addition: Obligatory media entry costs
	

	Stand furniture, decoration, electricity
	

	Flight ticket
	

	Hotel accommodation/daily allowance 
	

	Miscellaneous
	

	Local transportation
	

	Visa fee
	

	Printing promotional material
	


1.8.1.2 Checklist of booth design and trade fair preparation

Before attending the trade fair, the exhibitor shall prepare him/herself by developing a check list to make sure that they have not missed any items. 

Table 6 : Checklist of booth design and table of trade fair preparation

	Items
	Checklist and Questionnaires need to response

	Construction


	· Is it ordered? 

· Standard stand construction or individual design?

· Contract a private construction company or the one of the organizer?

	Design


	· What is your eye-catcher?

· Which bestselling product collections shall be presented? 

· Which products shall be presented at the aisles, which ones in the back? How to use the walls?

· Enough space for a meeting table, storage etc.?

	Furniture
	· What furniture is needed for displaying best on your type of products?

	Decoration


	· What decoration elements are you using? 

· Are graphics closely integrated?

· Do you use colors, are lights adjusted well?

	Exhibits
	· New product designs available?

· Will the latest collections be highlighted?

	Promotion Material
	· Do you have updated promotional material?
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1.8.2   Trade fair participation actions (Activities during the  
Fair)

The trade fair presents the market-place in one place and time, above all bringing together suppliers, buyers and trade media. They are a versatile marketing tool. To be successful and get the optimal reward for participation in a trade fair an exhibitor should consider the following: 

· Booth set up and presentation: the exhibitor shall prepare the booth design and nicely arrange the products so as to easily catch the eye of customers.

· Arrange all the information and promotional materials for customers such as name cards, catalogues, product capacity, terms and conditions etc. to be easily accessible to prospective buyers. 

· The exhibitors are well prepared and ready to offer information and discuss with the customers in depth on all products being shown. 

During the trade fair day, while the customers visit your booth, you have to:

· Welcome: when visitors come to visit the booth you should be polite, friendly and knowledgeable about the products. 

· Build personal relationships: When the visitors come to visit your stand have a small talk, listen to their questions and start to build a working relationship with them. 

· Build relations with press visitors: It is important to identify journalists who come onto the stand. Trade fair organizers usually issue identification badges to the press, but many journalists prefer to remain anonymous as they tour the fair. The journalist may help you by writing an article about the products or company stories. 

· Information Gathering: While the customers visit the booth, the exhibitor should find out from them what is needed by customers, requirements of the products and what is the interest of customers? Recording all inquiries and customer requests as they happen, after the trade fair the exhibitor should classify the inquiries and follow up prospective clients on a priority basis. 

· Show Unique Solutions:  During discussions with customers, show/tell them about the uniqueness of your products and services such as: new product designs, price or other special services that may be more advanced compared to other suppliers. 

· Mutual Agreement:  During the trade fair, if you find some customers that really want your products; you should immediately develop the relationship with the aim of making an initial agreement.

Beside this, the exhibitors have to look and observe their competitors on their product design, marketing techniques such as: promotional material, pricing and information for buyers. 

1.8.2.1   Essentials for practical and successful participation

Initial participation is normally a steep leaning curve, and mistakes quickly come to light. This in itself is not a reason to discontinue participation, but it should be an incentive to analyze and isolate activities to be improved. Disappointing results indicate the need to establish good basic practices, for example:

· Appropriate products for the market selected: need for good market research, indentifying appropriate products for the target market.

· Good product quality: need to set good quality control methods in place.

· Prices in relation to competition: need to clearly identify current exchange rates, research into competitor’s price, and establish good costing and pricing routines. 

· Meeting deadlines: need to clearly identify schedules and plans for product preparation, transportation and publicity.

· Correct presentation: need to identify appropriate packaging of products and invest sufficiently in promotional material.

· Sustain follow up: need to improve timekeeping, ensure preparation of correct material, confirm appointments and fulfill commitments. 
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1.8.3  Post trade fair

All visitors to the booth should receive a timely follow-up soon after the exhibitor returns home. Only by prompt follow-up action can the opportunities generated by the trade fair be fully exploited. Any promise to provide samples, photographs and information on possibilities for adopting products, packaging or shipping arrangements must be attended to. The degree of follow-up will depend on the importance of the contact that the exhibitor recording or noting.  The day and weeks following the trade fair make it clear to producers who wants their business the most and who may be ready to handle it. Keeping in contact by mailing product information and greetings cards is another good way of cementing relationships. 
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(Source: Rattan Association of Cambodia attend the  Trade fair in Hochimin City, Vietnam and in Germany)
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2.   During the Export Process

2.1  Pre- shipment process
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Normally, there are six steps in dealing with buyers, especially new buyers that have never worked with you before.

 Pr

Figure 2 Export Process

Figure 3 Export Process

2.1.1 Export Inquiry

Normally, the buyers will request from exporters the following information before they can go further in the business process. The information needed is shown below:

· Catalogue and promotional Material

· Terms and conditions

· Price list

· Shipment/ transportation method. 

· Capacity of production 

· Facility of the production 

· Other required standards the exporter may want you to comply with such as ISO, Fair trade, Ecological, cleaning production system…etc.

· When international standards are to be met the buyers normally send the importer a fact sheet form of their company and ask a seller to fill it in. If the exporter is able to fill in or complete the forms and send them back then further discussion of business will ensue. 

2.1.1.1 Catalogue

To produce a catalogue, the sellers should produce the material with the following in mind:

· Pictures: clear photos of the products. If possible the pictures of the products shall be placed in a position to best show how the product can be used, for example: a dining table is shown in the kitchen or dining room, cushions placed on furniture or beds, rattan in a country setting etc. By showing products this way it enhances the products “kitsch” factor. 

· Code:  In each product, the code must be used which makes them easy to quote. 

· Price: The price of the products shall not be put near pictures of the products. They are in a separate list and added with the catalogue. 

· Size: The catalogue shall show clearly how many and what is the size of the products available. (Length, Width and Height). 

· Color: the color options are important in the catalogue and sellers must make sure that they list what colors can be produced. The sellers need to find the source of the color as a reference so the seller can find it from the Pantone painting color code and use it. All the new colors should be added this way so that both parties can agree on the color. 

2.1.1.2 Quotation

Normally, the buyers always ask the sellers to offer a quotation first before they make a decision on the content of the quotation these are some of the factors involved in quotations:

· Issuers

· Quantity of supply

· Lead time of products and supply

· Type of pricing (CIF or FOB)

· Validity of Quotation 

· Terms and Conditions

· Payment Method

· Payment Process : The payment process, the sellers can determine their own 

· Product specification 

· Type of documents that sellers can supply  

2.1.1.3 Order Form

After both parties agree to business the seller has to send an order form to the buyer to be approved before production starts. Sometimes the buyers send their own order form to suppliers. If they do not the sellers shall send their own form for buyers to approve. 

The order form should consist of: 

· Date of Order: The date when the parties agreed to the order. 

· Date of Delivery: When is the day the supplier is to deliver the products to the customer.

· Place of Delivery: Where is the order to be delivered to and who will be eligible to receive the order. 

· Product description: as per a catalogue, brochure or other reference material.

· Product code. 

· Color code, and where possible attach a picture on the quotation. 

· Terms and Conditions 

2.1.1.4 Contract of Sale

Formal contract by which a seller agrees to sell and a buyer agrees to buy, under certain terms and conditions spelled out in writing in the document signed by both parties.  Some time it is also called agreement of sale, contract for sale, sale agreement, or sale contract.
The elements of a contract of sale are:

· Who is involved (the parties to the contract, witnesses such as a notary or lawyer)

· What is being exported (type of goods, quantity, quality ) 

· Ownership/ Responsibility (what is the responsibility of the buyers and sellers which is detailed in the terms of payment ( FOB or CIF)

· Contract details: 

· Port of shipment

· Type of currency used in the contract: US Dollar, Khmer Riel or Euro etc.

· Terms 
of payment: Full advance payment, full payment after product delivery, 50% upfront and 50% after delivery or Letter of Credit with bank. 

· Payment Method: Bank telex transfer (TT), Western Union or Cash. 

· Timing: Date of dispatch.

· Cancellation terms : how is the contract void or invalid 

2.1.1.5 Pro forma Invoice

An abridged or estimated invoice sent by a seller to a buyer in advance of a shipment or delivery of goods. It notes the kind and quantity of goods, their value, and other important information such as weight and transportation charges. Pro forma invoices are commonly used as preliminary invoices with a quotation, or for customs purposes in importation. They differ from a normal invoice in not being a demand or request for payment.

Normally, the pro forma invoice content are : 

· Product description : Names of products which describe the materials to be used

· Product code: The code of the product(s) used in the price list or brochure

· Color code : Color(s) that both parties agree to

· Product Quantity : How many to be produced for shipping

· Unit price and total amount of the payment

· Amount of the payment needed to be paid by the buyers

· [image: image86.png]————
FOB (FREE ON BOARD)



Bank account information needed for remittance to be placed in (Bank name, address, bank account number, Swift code). 

2.2  Shipping Process
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Figure 4 Shipping  Process

2.2.1 Packaging and Labeling

2.2.1.1 Packaging

The packaging is important for the export of products. The packaging can use different types of materials depending upon the agreement with buyers but the most common are made from cardboard. Each cardboard box/ package requires information displayed on the exterior for customs and other product transfer purposes. 


The standard information on packaging:

· The physical address of the exporter/shipper, incl. contact details

· The physical address of the importer/consignee, incl. contact details

· Country of origin

· Shipping marks

· Departure, arrival and transit points

· Gross/net weight and dimensions (size) of the box

· Number of items per box

· Order or LC/number
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Bar coding as requested by the importer (if required)

· Cautionary/handling labels, such as “fragile” etc.

· If necessary, check with the client for any additional information required

Labels are usually attached to the products to tell the customers about the company brand and how to care for the products. 
2.2.1.2 Labeling - Shipping Marks

The shipping marks are very important for manufacturers/ exporters to put on their packaging. The marks help the transporters to care for the products while they are loaded from one point to another. The commonly used marks are below: 
Table 7 : Description of labeling – shipping marks
	Symbol
	Written marks Instructions
	What marks Symbol and Instructions Mean
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	Tear off here
	This symbol is intended only for the receiver.
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	Do not destroy barrier
	A barrier layer which is (virtually) impermeable to water vapor and contains desiccants for corrosion protection is located beneath the outer packaging. This protection will be ineffective if the barrier layer is damaged. Since the symbol has not yet been approved by the ISO, puncturing of the outer shell must in particular be avoided for any packages bearing the words "Packed with desiccants".
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	Electrostatic sensitive device


	Contact with packages bearing this symbol should be avoided at low levels of relative humidity, especially if insulating footwear is being worn or the ground/floor is nonconductive. Low levels of relative humidity must in particular be expected on hot, dry summer days and very cold winter days.
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	Do not use forklift truck here
	This symbol should only be applied to the sides where the forklift truck cannot be used. Absence of the symbol on other sides of the package amounts to permission to use forklift trucks on these sides.
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	Temperature limitations
	According to regulations, the symbol should either be provided with the suffix "...°C" for a specific temperature or, in the case of a temperature range, with an upper ("...°C max.") and lower ("...°C min.") temperature limit. The corresponding temperatures or temperature limits should also be noted on the consignment note.
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	Clamp here
	Stating that the package may be clamped at the indicated point is logically equivalent to a prohibition of clamping anywhere else.

	[image: image17.png]M«




	Stacking limitation
	The maximum stacking load must be stated as "... kg max.". Since such marking is sensible only on packages with little loading capacity, cargo bearing this symbol should be stowed in the uppermost layer.
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	No hand truck here
	The absence of this symbol on packages amounts to permission to use a hand truck on them.
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	Center of gravity
	This symbol is intended to provide a clear indication of the position of the center of gravity. To be meaningful, this symbol should only be used where the center of gravity is not central. The meaning is unambiguous if the symbol is applied onto two upright surfaces at right angles to each other.
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	Keep dry
	Cargoes bearing this symbol must be protected from excessive humidity and must accordingly be stored under cover. If particularly large or bulky packages cannot be stored in warehouses or sheds, they must be carefully covered with tarpaulins.
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	Sling here
	The symbol indicates merely where the cargo should be slung, but not the method of lifting. If the symbols are applied equidistant from the middle or center of gravity, the package will hang level if the slings are of identical length. If this is not the case, the slinging equipment must be shortened on one side.
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	Protect from heat and radioactive sources


	Stowage as for the preceding symbol. The cargo must additionally be protected from radioactivity.
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	Keep away from heat  (solar radiation)
	Compliance with the symbol is best achieved if the cargo is kept under the coolest possible conditions. In any event, it must be kept away from additional sources of heat. It may be appropriate to enquire whether prevailing or anticipated temperatures may be harmful. This label should also be used for goods, such as butter and chocolate, which anybody knows should not be exposed to heat, in order to prevent losses.
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	Top
	The package must always be transported, handled and stored in such a way that the arrows always point upwards. Rolling, swinging, severe tipping or tumbling or other such handling must be avoided. The cargo need not, however, be stored "on top".
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	Use no hooks
	Any other kind of point load should also be avoided with cargoes marked with this symbol. The symbol does not automatically prohibit the use of the plate hooks used for handling bagged cargo.
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	Fragile, Handle with care
	The symbol should be applied to easily broken cargoes. Cargoes marked with this symbol should be handled carefully and should never be tipped over or slung.


2.2.1.3 Labeling - Product Care Label 

The product care label is important for products that are made from fabric and others that need special care, particularly for rattan furniture that may have additional fabric items attached where clear care instructions and standard symbols are needed.

There are many types of symbols that are usually used by manufacturers and exporters to tell the customers how to take care of products. Below are the commonly used symbols for fabric products.

Table 8 : Labeling- product care label
	Care Symbol
	Written Care Instructions
	What Care Symbol and Instructions Mean

	Wash
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	Machine Wash, Normal
	Garment may be laundered through the use of hottest available water, detergent or soap, agitation, and a machine designed for this purpose.
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	Machine Wash, Cold
	Initial water temperature should not exceed 30C or 65 to 85F.
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	Machine Wash, Hot
	Initial water temperature should not exceed 70C or 160F.
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	Do Not Wash
	Garment may not be safely laundered by any process. Normally accompanied by Dry Clean instructions.
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	Hand Wash
	Garment may be laundered through the use of water, detergent or soap and gentle hand manipulation.

	Bleach
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	Bleach When Needed
	Any commercially available bleach product may be used in the laundering process.
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	Non-Chlorine Bleach

When Needed
	Only a non-chlorine, color-safe bleach may be used

in the laundering process. Chlorine bleach may not

be used.
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	Do Not Bleach
	No bleach product may be used. The garment is not colorfast or structurally able to withstand any

bleach.

	Iron
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	Iron, Any Temperature,

Steam or Dry
	Regular ironing may be needed and may be performed at any available temperature with or

without steam is acceptable.
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	Iron, Low
	Regular ironing, steam or dry, may be performed at a Low setting (110C, 230F) only.
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	Iron, Medium
	Regular ironing, steaming or drying, may be performed at a Medium setting (150C, 300F).
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	Do Not Steam
	Steam ironing will harm the garment, but regular dry ironing at the indicated temperature setting is acceptable.
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	Do Not Iron
	Item may not be smoothed or finished with an iron.

	Dry clean
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	Dry Clean
	Dry Clean, any solvent, any cycle any moisture,

any heat.
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	Dry Clean, Any Solvent
	Dry Clean, using any solvent. Usually used with other restrictions on proper dry cleaning procedures.

	[image: image42.wmf]
	Dry Clean, Petroleum

Solvent Only
	Dry Clean using only petroleum solvent. Usually used

with other restrictions.
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	Dry Clean, Any Solvent

Except Trichloroethylene
	Any dry cleaning solvent other than

trichloroethylene may be safely used.
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	Do Not Dry Clean
	Garment may not be commercially drycleaned.
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	Tumble Dry, Normal
	A machine dryer may be regularly used at the hottest

available temperature setting.
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	Tumble Dry, Normal,

Low Heat
	A machine dryer may be regularly used at a maximum of Low Heat setting.
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	Do Not Tumble Dry
	A machine dryer may not be used. Usually accompanied by an alternate drying method symbol.
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	Do Not Dry
	A machine dryer may not be used. Usually accompanied by an alternate drying method symbol.

	Wring[image: image47.wmf]
	Do Not Wring
	Do not wring.


 (source : Textile affair , www.textileaffairs.com)
2.2.1.4 Type of container

Standard containers are also known as general purpose containers. They are closed containers, i.e. they are closed on all sides. A distinction may be drawn between the following types of standard container:

Standard containers may have doors at one or both end(s) and/or doors over the entire length of one or both sides. In addition, the various types of standard container also differ in dimensions and weight, resulting in a wide range of standard containers. 

Standard containers are mainly used as 20' and 40' containers. Containers with smaller dimensions are very seldom used. 

Table 9 : Standard containers
	Standard size 20’

	inside

length
	inside

width
	inside

height
	door

width
	door

height
	capacity
	tare

weight
	maxi

cargo

	19'4"
	7'8"
	7'10"
	7'8"
	7'6"
	1,172CuFt
	4,916lbs
	47,900lbs

	5.900m
	2.350m
	2.393m
	2.342m
	2.280m
	33.2CBM
	2,230Kg
	21,770Kg

	Standard Size 40’ 

	inside

length
	inside

width
	inside

height
	door

width
	door

height
	capacity
	tare

weight
	maxi

cargo

	39'5"
	7'8"
	7'10"
	7'8"
	7'6"
	2,390CuFt
	8,160lbs
	59,040lbs

	12.036m
	2.350m
	2.392m
	2.340m
	2.280m
	67.7CBM
	3,700Kg
	26,780Kg


 (source : Transport Information Service ‘ TIS’ , www.tis-gdv.de )
Table 10 : Type of container 
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	Standard 20' x 8' x 8'6" container
	Door side of standard 20' x 8' x 8'6" container
	Standard 40' x 8' x 8'6" container 
	Door side of standard 40' x 8' x 8'6"
	Standard 20' x 8' x 8'6" container with side doors 


(source : Transport Information Service ‘ TIS’ , www.tis-gdv.de )

2.2.1.5 Standard pallet and pallet management

There are two standard dimension of pallet are using internationally. The standard size are:

· Size one : 800 mm x 1200 mm

· Size two : 1000mm x 1200mm

Using the standard dimensions for pallet provides economic advantages such as utilization of payload area and also technical advantage for cargo may accordingly more readily and safely be secured on the pallet.

To manage on the pallets are based on package management upon the size of the package. The structure of management on the pallet based on the size of package

Table 11 : Standard size of pallet 800 x 1200mm

	
	Pallet size 800 mm x 1200 mm

	Package Size

 ( mm)
	600 x 100
	600 x 133
	600 x 200
	600 x 400

	
	300 x 100
	300 x 133
	300 x 200
	300 x 400

	
	200 x 100
	200 x 133
	200 x 200
	200 x 400

	
	150 x 100
	150 x 133
	150 x 200
	150 x 400

	
	120 x 100
	120 x 133
	120 x 200
	120 x 400


Source : Transport Information Service ‘ TIS’ , www.tis-gdv.de )
Table 12 : Standard size of pallet 1000 x 1200mm 

	
	Pallet size 1000 mm x 1200 mm

	Package Size 

( mm)
	600 x 100
	600 x 100
	600 x 100
	600 x 100

	
	600 x 100
	600 x 100
	600 x 100
	600 x 100

	
	300 x 100
	300 x 100
	300 x 100
	300 x 100

	
	200 x 100
	200 x 100
	200 x 100
	200 x 100

	
	150 x 100
	150 x 100
	150 x 100
	150 x 100


Example1:  pallet management for standard size 800mm x 1200mm

Table 13 : Pallet management  for standard size of pallet 800 x 1200mm 

	Size of 

package

[mm]
	Number of 

packages

per layer
	Arrangement
	Alternative

	600 x 100
	16
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	600 x 200

	8
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	600 x 400
	4
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	120 x 400
	20
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Example 2:  for the pallet size 1000 mm x 1200mm

Table 14 : Pallet management  for standard size of pallet 1000 x 1200mm 
	Size of 

package

[mm]
	Number of 

packages

per layer
	Arrangement
	Alternative

	600 x 100  

	20
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	600 x 200
	10
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	600 x 400
	5
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	300 x 200
	20
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	200 x 400
	15
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2.2.2 Who shall handle the shipment?

Freight Forwarders and Customs brokers

Freight Forwarders are service companies that handle all aspects of export shipping for a fee. They act as the exporter’s agent and can improve delivery time and customer service. Additional advantages of using a freight forwarder include: 

· Providing customized services for physical transportation of goods

· Advising on rates and routing

· Offering assistance with packing and documentation

· Arranging consolidation of full container movements

· Offering Customs clearance services and providing quotes on insurance and freight. 

Customs Brokers prepare customs documentation and clear goods through customs.  Currently, only licensed customs brokers are allowed to provide these services. The list of licensed of customs brokers can be found at GDCE.

2.2.3 Export Documentation 

2.2.3.1  Shipping Invoice

An invoice or bill is a commercial document issued by a seller to the buyer, indicating the products, quantities, and agreed prices for products or services the seller has provided the buyer. An invoice indicates the buyer must pay the seller, according to the payment terms. The buyer has a maximum amount of days to pay for these goods and is sometimes offered a discount if paid before the due date.

Normally the content on the invoice are : 

· Name and contact detail of consignee

· Date of Order

· Order reference

· Product description  

· Product code 

· Color code

· Product Quantity 

· FOB price 

· Balance payment

· Shipping cost

· Total Amount

2.2.3.2 Packing List

A packing list sometime they call shipping list, packing slip (also known as a bill of parcel, packaging slip, delivery list, manifest or customer receipt), is a shipping document that accompanies delivery packages, usually inside an attached shipping pouch or inside the package itself. 

It commonly includes an itemized detail of the package contents and does not include customer pricing. It serves to inform all parties, including transport agencies, government authorities, and customers, about the contents of the package.

the content of packing list are :

· Product description   

· Product code

· Color code, and if possible attach the picture on the quotation. 

· Product Quantity 

· Number of boxes if the products are being shipped in boxes. 

· Weight of each box, size of box

· Name of shipping company

· Name and detail address of customers, order reference and date of packing list.

2.2.3.3 Export License

From the Ministry of Agriculture Forestry and Fishery & Department of Forest Administration :

Apply for the Licenses from the Department of Forestry if required

According to Sub decree No 131 ANKr. BK , 28 November 2006, to export rattan products and one type of non timber forest products, 

Apply for an export license: An export license is a goods management license required for export for reasons of health, safety, security or the environment. The export license is generally for certain goods that are listed on the sub decree 209 date 31 December 2007. Rattan is one of the product articles that need to apply for a license for export. The product needed to apply for a license is for weight above 5 Kg per unit only. 

The process to apply for the export permit from the Ministry of Agriculture and Forestry and Fishery for export and transportation is in the table below.
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Figure 5 Export License

Table 15 : Steps of apply export licenses

	Step 
	Document process
	Remarks

	Step 1
	Submit Request Letter to Forest Administration of Ministry of Agriculture Forestry and Fishery (MAFF) for export quota
	The export company submits request letters two sets which include the two set of invoice, packing list , buying contract, certificate of business registration, certificate of VAT, certificate of Patent tax, authorization letter and certificate of origin (C/O).  

	Step 2
	Received Approval from Forestry Administration (FA)
	Once the request letter is received , The FA take into consideration the requested letter, the FA can recommend approval to MAFF for the non-timber of forest . 

	Step 3
	Receive Export Permit or export quota
	An export permit issued by MAFF for export the rattan and validity for one year but can be extension for other certain period.  

	Step 4
	Apply for export license from MoC
	After receiving an export permit or export quota, the export company can apply for export license  from Ministry of Commerce ( department of bilateral trade ). The export permit is issued per export time only. 

	Step 5
	Receive Transportation Permit
	After receiving all the export permit, export license, the export company must apply for transportation permission from FA. Otherwise, during the transportation from the warehouse to the border or port will stop by Forestry officer or Economic police.   
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2.2.3.4 Certificate of Origin

Process to apply for the Certificate of Origin from the Ministry of Commerce 

· Application for the Certificate of Origin from the Ministry of Commerce: A Certificate of Origin (C/O) certifies that the products being exported and produced or manufactured in the country of origin are as stated on the documents (C/O). This is an important document to the buyers and sellers and the customs authorities as it affects tariffs and quotas applied between countries for specific products. Currently, the Ministry of Commerce is the only authority that can issue the C/O for all types of products in Cambodia. 
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Figure 6 C/O process

Table 16 : Steps of apply export licenses

	Step 
	Document process
	Remarks

	Step 1
	Submit the request letter for inspection to  the Ministry of Commerce
	The inspection is to make sure that products are being made in the factory and to identify the source of the raw materials. 

	Step 2
	Ministry of Commerce (Department of bilateral trade or GSP) sends the offer for inspection
	According to the law, the inspection is free of charge, but the factory will pay the transportation fee or per diem for the official that inspects the production site. 

	Step 3
	The ministry official makes the minutes about the inspection and it is signed by the inspector and factory manager or owner
	The ministry official identifies the level of input of the products, how many percent are sourced locally and how many percent are sourced from outside. The minutes developed by the official is effected to issuance of the Certificate of Origin.   

	Step 4
	Submit the request letter for getting the Certificate of Origin
	

	Step 5
	Submit the supporting documents to the Ministry of Commerce
	

	Step 5_1
	Apply for the export permit from Customs and CAMCONTROL
	

	Step5_2
	Receive the export permit from the general department of customs and excise and the general department of CAMCONTROL
	

	Step5_3
	Transport the cargo to the warehouse at the dry port for loading into containers
	In most cases the products are transferred to the dry port or stored at the warehouse in the dry port then process the documentation with customs and CAMCONTROL

	Step 6
	Receive the joint inspection minutes from customs and CAMCONTROL and the bill of lading from the shipping company. 
	

	Step 7
	Send the document to the Ministry of Commerce
	

	Step 8
	Receive the Certificate of Origin
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2.2.3.5 Customs Documents

The process of applying to customs 

· Apply for the export permit from the General Department of Customs and Excise: The export permit is a legal document that is necessary for the export of goods controlled by the GDCE

· Process the documents for clearance 

· Customs Clearance
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Figure 7 Custom Export Permit process

Table 17 : Steps of apply export licenses from custom

	Step 
	Document process
	Remarks

	Step 1
	Apply for the export permit to customs
	The exporter need to apply the export permit from Custom by apply the request letter to head of the general department attach with , commercial invoice, packing list, company registration certificate, VAT certificate, Patent, letter of authority to the freight forwarder.

	Step 2
	Process the permit
	The custom will review the items to determine the products account to export tariff or not. There are some pay for facilitation fee. 

	Step 3
	Receive export documents
	The permit issue within two working days. 


2.2.3.6 CAMCONTROL License

The process of applying for CAMCONTROL permission/ clearance is:
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Figure 8 CAMCONTROL License process

Table 18 : Steps of applying for CAMCONTROL License

	Step 
	Document process
	Remarks

	Step 1
	Apply to CAMCONTOL for the export permit
	The exporter need to apply the export permit from CAMCONTROL by apply the request letter to head of the general department attach with , commercial invoice, packing list, company registration certificate, VAT certificate, Patent, letter of authority to the freight forwarder. 

	Step 2
	Process the permit
	The process, need to take around 3 to 4 days. The exporter is obliged to pay export management 0.1% of the total commercial export invoice to the government. There are administration/ facilitation fee.

	Step 3
	Receive documents
	


After the shipment process is completed the seller has to inform the buyers and supply them the following documents: 

· Bill of Lading

· Invoice and Packing List

· Certificate of Origin

· Customs documents

· CAMCONTROL Documents

2.2.4 Process to release the cargo from the port

After, the products are completed processing the documents and permission from the different line ministries or authority that required by the law and regulation. The cargos are transferred from dry port in Phnom Penh to seaport in Shihanuk ville. During this stage, all the processes are facilitated by custom broker. 
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Figure 9 process of release goods from the port

Table 19 : Process to release the cargo from the port

	Step
	Document process
	Remarks

	1
	Custom brand permission at the port 
	To receive a permission Letter, the exporter via custom broker need to summit a request letter enclose with following documents, packing list, commercial invoice, VAT certificate, Patent tax certificate, custom declaration in process, authorization letter to custom broker or freight forwarder, permission letter


	2
	Custom declaration 
	After received the permission from the custom, the exporter need to process of clearance  by complete custom declaration form to the chief of custom for approval and request for inspection. The voice chief of custom at the port will assign an inspector. The cargo may be inspect by using a TX scan at the port.  Once the inspection is completed, an inspection report will completed and signed. Then the exporter need to go accounting office to pay the duty. All the payment made by check.  The exporter need to pay for scanning fee upon the size of the container with the following price, for 20-foot containers is $40.00, and 40-foot is $60.00. Last part, the final approval for custom declaration by bring inspection report and declaration form to get signature and stamp from the chief of custom and excise at Administration office.

	3
	Product load in to the port
	The shipper need to make arrangement with port authority to unload and load the cargo at the port.

The port authority asks for the export permission letter or other report such joint inspection report at the entry gate of the port. 

	4
	CAMCONTROL Process document and inspection
	This process applies for the cargos that were not yet jointly inspected at the dry port in Phnom Penh. First , go to the CAMCONTROL branch office at the port and provide the following documents such as invoice, packing list,  contract/ insurance letter, authorized letter ( if needed), and export license. Then the Chief of the CAMCONTROL brand assign the inspector to inspect the cargo. For the goods already containerized and not yet inspected or missing a seal, CAMCONTROL official may require a visual inspection of the goods. The container may also require scanning, depending on the type of goods and risk management assessment.  An inspection survey report is then completed and signed and stamped by CAMCONTROL. Then the exporter need to pay the 0.1%  of export management fee ( minimum 10$ ) again the commercial invoice ( acknowledged and evaluated by custom and scanning fee. Lastly, the inspection report must be approved and signed by head of CAMCONTROL brand and certificate of quantity document can then issued.

	5
	Cargos exit the port
	After completion all the inspection and clearance process, the brokers can present the documents to port authority and the container number. 

Next, pay loading and unloading fee , stevedoring charges and tariff duty to the port authority. Then port authority billing department will enter the information in the computer system in order to inform stevedoring department to process the loading and unloading. The last, the port authority invoice will be sent to the shipping line. The shipping line will work closely with the stevedoring department at the port and make a “load list” for the cargo. The goods will then move from the container yard to the ship for export. 



[image: image71]
3. Post Export

After the products are shipped exporters should follow-up with clients on the status of the shipment and thank them for buying products from the exporter’s company. 
The shipping documents have to send immediately to the importer the shipping documents such as :

· Invoice and Packing list

· Bill of Loading 

· Insurance certificate

· Certificate of Origin

· Custom documents 

· Other that require for importer to clear the goods 
After the shipment arrived , The exporter should keep communications and relations with buyers and follow up about any possible new inquiries or orders. Newly updated catalogues and company profiles should be sent to the customers regularly. 
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DRAFT Letter of Credit

Letter of Credit
The seller : Company name and address 
The buyer : Company name and address
The kind of product which is bought
The net weight
The volume in m3
Invoice Number and Date
Total number of products
Total number of boxes
Price and Currency
Terms of payment : e.g. FOB Sihanoukville
Seller’s bank details : name, account, Swift, address
Seller’s signature
The latest date of shipping : Until this date the shipment must have left the port

 DRAFT ONLY:

Issuing Bank
:  
Ex. ACLEDA BANK PLC.



   
Ex. SWIFT CODE (ACLBKHPP)

Advising Bank :  
………………………………………..


               
SWIFT CODE (……………..)

:27/SEQUENCE OF TOTAL                    
1/1

:40A/FORM OF DOCUMENTARY CREDIT          
IRREVOCABLE

:20/DOCUMENTARY CREDIT NUMBER         
TFXXXXXXXX

:31C/Date of Issue                       

…………………

:40E/APPLICABLE RULES                    

UCP LATEST VERSION

:31D/DATE AND PLACE OF EXPIRY            
………………………..………

:50/Applicant                            

X X X IMPORT CO.,LTD

ADDRESS






ADDRESS

:59/Beneficiary                          



Y Y Y EMPORT CO.,LTD

ADDRESS

ADDRESS

:32B/CURRENCY CODE, AMOUNT               
USD…………………..

:39A/PERCENTAGE CREDIT AMT TOLERANCE               
 …………………..

:41D/AVAILABLE WITH ... BY ...           

ANY BANK IN …………………..

BY NEGOTIATION

:42C/DRAFTS AT ...                       

s………………………………….

:42A/DRAWEE - BIC                             



 ACLBKHPP

ACLEDA BANK PLC.

PHNOM PENH KH

:43P/PARTIAL SHIPMENT                    



ALLOWED

:43T/TRANSSHIPMENT                       



 ALLOWED

:44E/PORT OF LOADING / AIRPORT OF        


ANY PORT OF …………………

:44F/PORT OF DISCHARGE/AIRPORT           


……………………………..PORT, CAMBODIA

:44C/LATEST SHIPMENT DATE                     



…………...................

:45A/DESCRIPTION OF GOODS AND/OR SERIVES 


+ ……………………………………………………………………………………………………………………………  
AS DETAILS IN PROFORMA INVOICE NO…..… DD …………
CIF, ……., CAMBODIA

:46A/DOCUMENTS REQUIRED                  


1. SIGNED COMMERCIAL INVOICE IN TRIPLICATE 

2. FULL SET OF 3/3 ORIGINAL CLEAN ON BOARD OCEAN BILL OF LADING MADE OUT TO ORDER OF ISSUING BANK MARKED FREIGHT PREPAID AND NOTIFY …………………………… ………………………………………………………..………………………………………… 
INDICATING ……………………………… ………………………………………………………..……………….
3. MARINE INSURANCE POLICY/ CERTIFICATE IN DUPLICATE ENDORSED IN

BLANK COVERING INSTITUTE CARGO CLAUSE A, INSTITUTE WAR CLAUSES

(CARGO), AND INSTITUTE STRIKE CLAUSES (CARGO) FOR 110 PERCENT OF

CIF VALUE, (TRANSHIPMENT RISKS TO BE COVERED IF TRANSHIPMENT

EFFECTED).

4. PACKING LIST IN TRIPLICATE.

5. CERTIFICATE OF QUALITY AND QUANTITY IN TRIPLICATE.

:47A/ADDITIONAL CONDITIONS               


+ ALL DOCUMENTS ARE TO BE ISSUED IN ENGLISH.

+ A DISCREPANCY FEE OF USD50.00 WILL BE DEDUCTED FROM PROCEEDS IF DOCUMENTS ARE PRESENTED WITH DISCREPANCY AND ACCEPTANCE OF DISCREPANT DOCUMENTS DOES NOT IN ANY WAY ALTER THE TERMS AND CONDITIONS OF THIS CREDIT.

:71B/DETAILS OF CHARGES                  


ALL BANK CHARGES OUTSIDE CAMBODIA

AND REIMBURSEMENT CHARGES ARE FOR BENEFICIARY'S ACCOUNT.

:48/PERIOD FOR PRESENTATION              


THE DOCUMENTS MUST BE PRESENTED………… DAYS AFTER SHIPMENT DATE BUT WITHIN THE VALIDITY OF THIS CREDIT.

:49/CONFIRMATION INSTRUCTION             


WITHOUT

:78/INSTRUCTIONS TO THE PAY/APT/NEG BNK  


 + ALL NEGOTIATIONS UNDER THIS CREDIT MUST BE ENDORSED ON THE REVERSEOF THE LETTER OF CREDIT

+ DOCUMENTS TO BE DESPATCHED IN ONE LOT BY COURIER SERVICES TO

ACLEDA BANK PLC., TRADE FINANCE DIVISION, IMPORT UNIT

NO. 61, PREAH MONIVONG BLVD, SANGKAT SRAH CHORK, KHAN DAUN PENH, PHNOM PENH,CAMBODIA.

TEL: 855 23 998 343

FAX: 855 23 998 666

+ WE UNDERTAKE TO REIMBURSE NEGOTIATING BANK AS INSTRUCTED UPON

RECEIPT OF DOCUMENTS IN STRICT COMPLIANCE WITH THE CREDIT TERMS.
Sample of Invoice and Packing List
COMMERCIAL INVOICE








Date:   DD/MM/YYYY








Invoice No: 








Order Referent No:








C/O No: 

Bill to :

Company Name:

Address: 

Country:

Telephone No:

Facsimile No:

E-mail: 

Website: 

Contact Name: 

Position: 

	No
	Product description
	Product Code
	QTY
	UNIT PRICE (FOB)
	TOTAL AMOUNT

	1
	
	
	
	
	

	2
	
	
	
	
	

	
	
	
	
	
	

	99
	
	
	
	
	

	Total Amount
	
	
	

	Deposit 50%
	
	
	

	Local Bank Charge 0.1%
	
	
	

	Shipping Cost
	
	
	

	Balance of payment
	
	
	

	Amount in word :  ( USD AAXXX only)


Billed by

Contact Name: 

Position: 

Company Name:

Address: 

Country:

Telephone No:

Facsimile No:

E-mail: 

Website: 

Packing List

Shipping Packing List








Date:   DD/MM/YYYY








Packing No: 








Order Referent No:








C/O No: 

Ship to :

Company Name:

Address: 

Country:

Telephone No:

Facsimile No:

E-mail: 

Website: 

Contact Name: 

Position: 

	No
	Product description
	Product Code
	QTY

	1
	
	
	

	2
	
	
	

	3
	
	
	

	
	
	
	

	
	
	
	

	99
	
	
	

	Total product Quantity
	


Summary of Product: 

· Number of Carton   xxxx  size

· Number of Container :     xxx , Size : 20 “ 

· Container Number / Seal Number : 

Prepared by 








Company Name:

Address: 

Country:

Telephone No:

Facsimile No:

E-mail: 

Website: 

Contact Name: 

Position: 
List of Freight Forwarders and Custom Brokers 

	No
	Name
	Address
	Phone/ Fax
	E-mail
	Website

	1
	DDICON LOGISTICS (Cambodia) Co., Ltd
	# 113, Parkway Square 2nd floor, Mao Tse Toung Blvd, Sangkat Toul Svay Prey 1, Khan Chamkamorn, Phnom Penh, Cambodia.  
	Tel: (855) 23 722 071 / 72 / 73 

Fax: (855) 23 722 075
	addicon@addicon.com.kh
	www.addicon.com.sg              

	2
	BOK SANG PPSEZ DRY PORT CO. Ltd,
	Phnom Penh SEZ, Sangkat Pluerng Cherotes, Khan Doungkor, Phnom Penh, Cambodia
	Tel: (855) 23729384 ;  HP: +855-17679929, Fax: (855) 23996265
	angela_lee@bsgroup.com.sg
	www.bsgroup.com.sg

	3
	CHAY DA LOGISTICS CO. Ltd
	No.284A, Mao Tse Tong Bvld (245), Sangkat Tomnop Tek, Khan Chamkarmorn, Phnom Penh, Cambodia
	Tel: (855) 23-224 611/220 251

Fax: (855) 23-221 760/220 250. 
	info@chaydalog.com
	www.chaydalog.com

	4
	DHL LOGISTICS (CAMBODIA)
	Regency Complex A, 1st Floor, Nº. 8A/298, Mao Tse Toung Blvd (st. 245),  Sangkat Tomnoubteouk, Khan Chamkamon, Phnom Penh, Cambodia
	Tel: (855) 23 885 968/69

Fax: (855) 23 885 967
	huykieu.khau@dhl.com
	www.dhl.com

	5
	DAMCO (Cambodia) Ltd
	Regency Complex A, 298 Mao Tse Toung Blvd. Phnom Penh, Cambodia
	Tel: (855) 23 727 834 Fax: (855) 23 424 706
	andy.lim@damco.com
	www.damco.com

	6
	DYNAMIC NETWORK LOGISTICS CO. Ltd
	10 (VTRUST Office Center 3FC), Street 109 (Ung Pokun), Sangkat Mittapheap, Khan 7 Makara, Phnom Penh, Cambodia
	Tel: (855) 17 666 718 Fax: (855) 23 990 252
	operator@dnlglobe.com
	www.dnlglobe.com

	7
	INTRA CO. Ltd
	#2-3, St.118, Sangkat Phsar Thmei II, Khan Daun Penh, Phnom Penh, Cambodia
	Tel: (855) 23 211 811 Fax: (855) 23 218 578
	manager@intracambodia.com
	www.intracambodia.com

	8
	KAMPUCHEA SHIPPING AGENCY&BROKERS  “KAMSAB” 
	Bldg. 109, Sisowath Street, Sangkat Wat Phnom, Phnom Penh, Cambodia
	Tel: (855) 23 725 419 Fax: (855) 23 426 457
	dg@kamsab.com.kh
	www.kamsab.com.kh

	9
	LNL (Cambodia)Co., Ltd
	No.18X, Street K4A, Sangkat Tek Thla, Khan Sen Sok, Phnom Penh, Cambodia
	Tel: (855) 23 969668   Fax: (855) 23 995552
	thomas_lim@lnlcambodia.com; sivkhim_lim@lnlcambodia.com
	www.lnlcambodia.com

	10
	LINEHAUL EXPRESS (Cambodia) Co., Ltd 
	# 21, St .608, Sangkat Boengkak 2, Khan Tuol Kork, Phnom Penh,Cambodia
	Tel: (855) 23 883 729 Fax: (855) 23 884 720
	indolinkpnh@online.com.kh; chanthy.sin@linexsolutions.com
	www.linexsolutions.com              

	11
	NARITA LOGISTICS & SERVICE   (N.L.S) CO., LTD
	Nº. 21, Oknha Men (St. 200), Cambodia
	Tel: (855) 23 210 013 Fax: (855) 23 218 560 
	narita.pnh@narita.com.kh
	www.panalpina.com

	12
	PTM ASIA CO., LTD 
	333 B, Monivong Blvd, Sangkat Oreussey 4,Khan 7 Makara, Phnome Penh, Cambodia
	Tel: (855) 23 219161  Fax: (855) 23 218 040
	prayut@prayut.com
	www.ptm-travel.com

	13
	PANTOS LOGISTICS(Cambodia) Co., Ltd
	#649,St. No. 1 (Preah sisowat Street), Sangkat Sras Chork, Khan Daun Penh, Phnom Penh
	Tel: (855) 23 426 500 Fax: (855) 23 426 518
	jihwan.hwang@pantos.com; meng.borith@pantos.com
	www.pantos.com

	14
	PDEX WORLDWIDE EXRESS LOGISTICS CO., LTD. 
	No. 69Eo, St. 271, Teol Laak lll, Khan Tuol Kok, Phnom Penh, Cambodia
	Tel: (855) 23 982 269; Fax: (855) 23 982 268 
	samkol@pdexexpress.com
	www.pdexexpress.com

	15
	RSL GLOBAL LOGISTICS CO., LTD
	Villa No.270, Street 156, Sangkat Teuk Laak II, Khan Toul Kork, Phnom Penh, Cambodia
	Tel: (855) 23 885 542 Fax: (855) 23 885 546
	info@rsllogistics.com
	www.rsllogistics.com                 

	16
	RAF INTERNATIONAL FORWARDING (CAMBODIA) INC
	Nº. 128H, Confederation de la Russie, Phnom Penh, Cambodia 
	Tel: (855) 23 881 355 Fax: (855) 23 882 633
	momica@raf.com.kh
	www.rafforwarding.com               

	17
	SDV CAMBODGE LTD
	#28, St.240, Sangkat Chaktomuk, Khan Daun Penh, Phnom Penh, Cambodia
	Tel: (855) 23 427 955 ; Fax: (855) 23 724 954
	pnh@sdv.com
	www.sdvasia.com

	18
	SHA TRANSPORT EXPRESS CO. LTD
	Nº. 16Eo, Jawaharlal Nerthu St. (215), Mitapheap, 7 Makara, Phnom Penh, Cambodia
	Tel: (855) 23 987 892 Fax: (855) 23 987 782
	sha@online.com.kh
	www.shatransportexpress.com                               

	19
	STRAITS INTERNATIONAL  PTE.,LTD
	#1008, St. 128, Sangkat Toeuk Laok 1, Khan Toul Kork,  (12156)  Phnom Penh, Cambodia
	Tel: (+855) 23 982 692 / 882 692 – 3  Fax: (+855) 23 982 691 / 882 691
	lykeav.straits@online.com.kh cheryl.straits@online.com.kh
	www.straits-international.com

	20
	TRANS  STAR FREIGHT PTE. LTD
	Intercontinental Hotel Building#1st Floor , Regency Complex B , 8/B 294 Mao Tse Toung Blvd, Sangkat Tomnoubteouk, Kanh Chamcarmon, Phnom Penh, Cambodia
	Tel: (855) 23 224 688 Fax: (855) 23 424 399
	transtar@online.com.kh
	www.transstarfreight.com

	21
	TRANSPEED CARGO (CAMBODIA) CO., LTD
	N. 71, St. 242, Sangkat Chaktomuk, Khan Daun Penh, Phnom Penh, Cambodia
	Tel: (855) 23 216 708 Fax: (855) 23 216 721
	rath.transpeed@online.com.kh;  wilfred.transpeed@online.com.kh;
	www.transpeedcargo.com.kh

	22
	TNT EXPRESS  WORLDWIDE (CAMBODIA) LTD
	Address: #28, Preah Monivong  Blvd, Sangkat Sras Chak, Khan Daun Penh, Phnom Penh, Cambodia
	Tel: +(855) 23430 922 Fax: +(855) 23430922
	customer.service.kh@tnt.com
	www.tnt.com


	23
	THOMAS INTERNATIONAL SERVICES CO., LTD
	Address: No.113, 3FDE Parkway Square, Mao Tse Toung Blvd, Sankat Toul Svay Prey 1, Khan Chamkamon, Phnom Penh 12308,  Cambodia
	Tel: (855) 23 993 081 Fax: (855) 23 993 083
	 huot@thomas-cambodia.com; sopheap@thomas-cambodia.com
	www.thomas-cambodia.com

	24
	WORLD BRIDGE INTERNATIONAL (CAMBODIA) LTD
	 Hong Kong Center, 108-112, St. Sothearos, Phnom Penh, Cambodia
	Tel: (855) 23 224 452 Fax: (855) 23 224 453
	phally_long@worldbridge.com.kh
	www.worldbridge.com.kh      


List of Fumigation and Carton company 

	No
	Name
	Address
	Phone/ Fax
	E-mail
	Website

	Fumigation Service provider

	1
	FKS Co., Ltd. (Findtokill Services)  


	No. 213, St. 5C, Sangkat Steung Mean Chey, Khan Mean Chey, 12352, Phnom Pen
	Tel :(855) 23 6997 879
H/P: (855) 12 839 831

	findtokill65@yahoo.com

	www.fkscambodia.com

	2
	Pan Continental Freight Co., Ltd


	No. 649, Sisowath, Sangkat Sras Chak, Khan Daun Penh, 12201, Phnom Penh
	Tel (855) 23 992 776
Fax (855) 23 992 775

	pancf@pancf.com

	www.pancf.com


	3
	Cambodia Underwood Pallet Workshop
	No. 209, Trasak Paem (St. 63), Sangkat Boeung Keng Kang III, Khan Chamkar Morn, 12304, Phnom Penh
	Tel: (855) 12 887 688 

(855) 12 776 353 
Fax 023 222 248 

	cheypisey@gmail.com
josepsim@dartpnh.com

	

	4
	Jamson Pest Management (Cambodia) Co., Ltd.


	#59BE1, Street 294, Sangkat Boueng Keng Kang 1, Khan Chamkarmon, Phnom Penh
	Tel: (855) 23 222289

 (855) 97 334 3388

(855) 12 524 240

Fax:  (855) 23 727 438
	info@jamsonpest.com
sales@jamsonpest.com

	www.jamsonpest.com


	5
	Cambodian Pest Control Service

No. 216H, Trasak Paem (St. 63), 12302, Phnom Penh
	No. 216H, Trasak Paem (St. 63), 12302, Phnom Penh
	Tel: (855) 23 216 655

HP:  (855) 12 943 434

HP: (855) 89 818 126
	hsvuth@campcs.net

	www.compcs.net

	Carton Factories service

	6
	Hua Feng Cartons
	No. 4F, Tonle Sap (Rd.), 12110, Phnom Penh
	Tel: (855) 12 846 387

HP: (855) 11 525 680
	huafeng_cartons@yahoo.com

	

	7
	Lih Woei Carton Works Co., Ltd
	Path (Rd.), Group 2, Bonla Saeut Village, 12103, Phnom Penh
	Tel: (855) 236776 888

HP: (855) 12 678 982
	lihwoei@ezecom.com.kh

	

	8
	Singapore Cartons (Cambodia) Ltd
	Chungruk Village, Sangkat Trapeang Krasaing, Phnom Penh
	Tel: (855) 23 986 808

HP: (855) 89 888 198


	 singcartons@online.com.kh

	

	9
	Shinfeng Paper Co., Ltd.
	No. 011, Sangkat Pleung Ches Rotes, Khan Dangkor, 12404, Phnom Penh
	HP: (855) 12 818 178

HP: (855) 12 809 531

HP: (855) 12 809 088
	cclcartons@camnet.com

	


List of Bank and Micro-Finance in Cambodia

	No
	Name
	Address
	Tel / Fax
	E-mail
	
Website

	1
	ACLEDA BANK PLC (ACLEDA)
	#61, Preah monivong,Sk:Srah chork, Khan: Daun Penh, Phnom penh.
	Tel : (855 ) 23 430 999, 023 998 777
	acledabank@acledabank.com.kh
	www.acledabank.com.kh

	2
	A B A Bank
	#148, Preah Sihanouk, SK:Boeung Keng Kang1, Khan: Chamkamorn, Phnom Penh, Cambodia.
	Tel : (855) 23 225 333, Fax: (855) 23 216 333
	info@ababank.com
	www.ababank.com

	3
	ANGKOR CAPITAL BANK
	#202, Preah Norodom, Ground Floor, Phnom Penh, Cambodai.
	Tel: (855) 23 993 168, Fax: (855) 23 994 168
	info@angkorcapitalbank.com.kh
	www.angkorcapitalbank.com

	4
	ANZROYALBANK
	#20, kramuon Sar(st: 114 )corner st: 67, Phnom Penh, Cambodia.
	Tel: (855) 23 999 000, Fax  (855) 23 221 310
	ccc@anz.com
	www.anzroyal.com

	5
	BANK OF CHINA
	#315, Preah monivong Blvd coner of Ang Doung(st:110), Sangkat Wat phnom, Khan Daun Penh, Phnom Penh, Cambodia.
	Tel: (855) 23 988 886, Fax: (855) 23 988 880
	servicecambodia@bank-of-china.com
	www.boc.cn

	6
	BANK OF INDIA
	#254, preah monivong(st: 93), phnom penh.
	Tel: (855) 23 219 108, Tel: (855) 23 219 354
	boi.cambodia@bankofindia.co.in
	www.bankofindia.com

	7
	BOOYOUNG KHMER BANK
	#86, norodom, SK: chak tomuk, khan daun penh, phnom penh, cambodia.
	Tel: (855) 23 222 900, Tel: (855) 23 214 672, Fax: (855) 23 214 736
	infor@bkb.com.kh
	www.bkb.com.kh

	8
	Mekong Bank
	#6, monivong Boulevard, Phnom Penh, Cambodia.
	Tel: (855) 23 430 861, Fax: (855) 23 430 431
	info@mekongbank.com
	

	9
	CAMBODIAN COMMERCIAL BANK
	#26, Monivong Blvd, sk: phsar they II, khan: Daun penh, phnom penh.
	Tel: (855) 23 426 145, Tel: (855) 213 601, Fax: (855) 23 426 638
	ccbpp@ccb.com.kh
	www.ccb.com.kh

	10
	CAMBODIAN PUBLIC BANK( Campu Bank)
	#23, Kramuon Sar Avenue (st.114), Sangkat phsar thmey2, khan Daun penh, pkhnom penh.
	Tel: (855) 23 222 880, Fax: (855) 23 222 887
	campuhoe@campubank.com.kh
	www.campubank.com.kh

	11
	CAMKO KANK
	#81, preah monivong, Phnom penh, cambodia.
	Tel: (855) 23 224 660, Fax: (855) 224 661
	info@camkobank.com
	www.camkobank.com

	12
	CANADIA BANK PLC
	#315, Ang Duong, corner of preah monivong(st: 93), Sk: wat phnom, khan Daun penh, phnom penh.
	Tel: (855) 23 868 222, Fax: (855) 23 427 064
	canadia@canadiabank.com.kh
	www.canadiabank.com

	13
	CIMB BANK
	#20, Norodom, Boulevard, phnom penh.
	Tel: (855) 23 988 388, Fax: (855) 23 988 399
	
	www.cimb.com.kh

	14
	FIRST BANK
	#66, Preah norodom, phnom penh, cambodia.
	Tel: (855) 23 210 026, Fax: (855) 23 210 029
	fcbpp@online.com.kh
	www.firstbank.com.tw

	15
	FTB BANK
	#3, kramuon sar(St: 114), phnom penh, cambodia.
	Tel: (855) 23 724 466; Tel: (855) 23 723 854, Fax: (855) 23 426 108
	info@ftbbank.com
	www.ftbbank.com

	16
	HWANG DBS COMMERCIAL BANK
	#61-64 Norodom Blvd Corner street 306, sk: Boeung Keng kang1, khan chamkamorn, phnom penh. Cambodia.
	Tel: (855) 23 218 866, Fax: (855) 23 220 108
	info@hwangdbs.com.kh
	www.hwangdbs.com.kh

	17
	Kookmin Bank Cambosia (KB)
	No.55, Samdech Pan (St.214), Sangkat Boeung Raing, Phnom Penh Cambodia.
	Tel: (855) 23 999 300; Tel: (855) 23 999 304, Fax: (855) 23 999309
	kbcambodia@kbstar.co.kr
	

	18
	Krung Thai Bank Public Co., Ltd
	No. 149. Jawaharlal Nehru (St.215),Phnom Penh, cambodia
	Tel: (855) 23 882 959; Tel: (855) 883 720, Fax: (855) 23 883 719
	ktbpmp@online.com.kh
	www.ktb.co.th

	19
	HARUHAN Japan Bank
	No. 83, Norodom, Phnom Penh, Cambodia
	Tel: (855) 23 999 010, Fax: (855) 23 999 011
	info@maruhanjapanbank.com
	www.maruhanjapanbank.com

	20
	Maybank
	No. 4B,Street 114 (Kramoun sar), Phnom Penh,cambodia
	Tel: (855) 23 210 123, Tel: (855) 23 210 255 Fax: (855) 23 210 099
	mbb@maybank.com.kh
	www.maybank2u.com

	21
	OSK Indochina Bank Linited
	No. 263, Ang Duong (St. 110), Sk. Wat Phnom, Khan. Daun Penh, Phnom Penh, Cambodia.
	Tel: (855) 23 992 833, Fax: (855) 23 991 822
	customerservice@kh.oskgroup.com
	www.oskgroup.com

	22
	Phnom Penh Commercial Bank (PPCB)
	No. 767-769,Monivong Blvd, Beoung Tra bek, Chamkamorn District, Phnom Penh, Cambodia.
	Tel: (855)23 999 517, Tel: (855) 23 999 500, Fax: (855) 23 999 508/ 540
	service@ppcb.com.kh
	www.ppcb.com.kh

	23
	Singapore Banking Corporation Ltd (SBC)
	No. 68, Samdech Pan (St. 214), Phnom Penh, Cambodia.
	Tel: (855)23 211 211, Fax: (855) 23 212 121
	
	

	24
	Union Commercial Bank PLC (UCB)
	No. 61, St. 130,Phsar Chas Quarter, Khan Daun Penh,Phnom Penh, Cambodia.
	Tel: (855) 23 427 995, Fax: (855) 23 427 997
	info@ucb.com.kh
	www.ucb.com.kh

	25
	Vattanac bank Ltd (Vattanac)
	No. 89, Preah Norodom Blvd, Phnom Penh, Cambodia.
	Tel: (855) 23 212 727, Fax: (855) 23 216 687
	service@vattanacbank.com
	www.vattanacbank.com

	26
	Tomato Specialized Bank
	No. 66, Norodom Blvd,  5th Floor, SSN Center, SK. Chak Tomuk, Chan Daun Penh, Phnom Penh, Cambodia.
	Tel: (855) 23 227 555; Tel: (855) 12 800 938, Fax: (855) 23 214 717
	info@tomatobank.com.kh
	www.tomatobank.com.kh

	27
	Cambodia Development Specialized Bank (CDB)
	No. 166, Preah Norodom, 8th Floor, B-Ray Buiding, Phnom Penh, Cambodia
	Tel: (855) 23 212 126; Tel: (855) 23 212 129, Fax: (855) 23 212 125
	cdb_info@cdbgroup.asia
	www.cdbgroup.asia

	28
	First Investment Specialized bank (FISB)
	No. 72, Sihanouk (St. 274) Phnom Penh, Cambodia.
	Tel: (855)23 222 281; Tel: (855) 23 221 283, Fax: (855) 23 221 112
	service@fibank.com.kh
	www.fibank.com.kh

	29
	Rural Development Bamk (RDB)
	No. 9-13, Okhna Suor Srun (St. 7), Phnom Penh, Cambodia.
	Tel: (855) 23 220 810; Tel: (855) 23 220 811, Fax: (855) 23 224 628
	admin@rdb.com.kh
	www.rdb.com.kh

	30
	AMRET Co., Ltd (AMRET)
	#35BA,St. Tchecoslovaquie(169), Sk. Veal Vong, Khan 7 Makara, Phnom Penh Cambodia P.O.  Box 411, Postal Code: 12253
	Tel: (855) 23 999 033, Tel: (855) 23 880 942, Fax: (855) 23 881 342
	info@amret.com.kh
	www.amret.com.kh

	31
	Angkor Microheranhvatho
	No. 442, Street 193, Sangkat Tuol Svayprey I, Khan Chamkarmorn, Phnom penh, Cambodia.
	Tel: (855) 23 993 062; Tel: (855) 23 224 763, Fax: (855) 23 221 650
	info@amkcambodia
	

	32
	CBIRD MICRO FINANCE Co LTD
	#715, Group06, Rumchek4 village, Sk: Rattanak, Battambang City, Cambodia.
	Tel: (855) 53 953 044; Tel: (855) 12 998 425
	cbird@camintel.com
	

	33
	SATHAPANA LIMITED
	#831C Monivong Blvd, sk:phsar Doeum thkov, khan chamkar morn, phnom penh, cambodia.
	Tel: (855) 23 223 561; Tel: (855) 23 996 201, Fax: (855) 23 223 058
	info@sathapana.com
	

	34
	SAMIC Limited (SAMIC)
	#276, St:156, Sk: Teuk laak II, khan toul kork, phnom penh, Cambodia.
	Tel: (855) 23 988 226; Tel: (855) 23 996 023
	info@samic.com.kh
	

	35
	CRADIT Co., Ltd
	#71, st: 163, Sk: Toul svay preyI, khan chamkar morn, phnom penh, cambodia.
	Tel: (855)23 217 942; Tel: (855) 6380 002, Fax: (855) 23 217 942
	info@credit.com.kh
	

	36
	ENTEAN AKPEVATH PRACHEACHUN (EAP)
	#189-191, kampuchea krom, phnom penh, cambodia.
	Tel: (855) 23 884 355; Tel: (855) 23 884 366, Tel: (855) 23 884 377
	eapcredit@yahoo.com
	

	37
	Hattha Kaksekar Limited(HKL)
	#606, Yothapol khemarak Phoumin (st.271), sk:phsar Doeum thkov, phnom penh, cambodia.
	Tel: (855) 23 994 304; Tel: (855) 23 224 102, Fax: (855) 23 996 306
	info@hkl.com.kh
	

	38
	Intean Poalroath Rongroeurng Ltd.(IPR)
	#54, Confederation de la Russie (st.110), sk:phsar depoIII, khan toul kork, phnom penh, cambodia.
	Tel: (855) 23 990 237; Tel: (855) 23 950 206, Fax: (855) 23 950 211
	ceo@iprmfi.com;

cambodiarice@yahoo.com

	

	39
	Maxima Mikroheranhvatho Co LTD
	#39, st.374, phnom penh, cambodia
	Tel: (855) 23 214 240; Tel: (855) 11 988 789, Fax: (855) 23 214 298
	info@maxima.com.kh
	

	40
	Prasac Microfinance Institution     ( Prasac MFI)
	#25, Rue oknha chrun youhak (st.294) corner of st.57, boeung kengkang I, khan chamkarmon, phnom penh, cambodia.
	Tel: (855)23 220 102; Tel: (855) 23 213 642, Fax: (855) 216 362
	info.pp@prasac.com.kh
	

	41
	Seilanithih Limited
	#35, st.360, sk:boeung keng kangI, khan chamkar morn, phnom penh.
	Tel: (855) 23 367 089, Fax: (855) 23 990 225
	info@seilanithih.com.kh
	

	42
	Thaneakea Phum Cambodia (TPC)
	#94, st.360, sk:boueng keng kang3, khan chamkarmorn, phnom penh.
	Tel: (855) 23 220 641; Tel: (855) 89 777 678, Fax: (855) 23 220 642
	tpcho@tpc.com.kh
	

	43
	intean Poalroath Rongroeurng Ltd.(IPR)
	#20, st.71, sk: Tonle basacc, khan chamkarmon, phnom pehn
	Tel: (855) 23 216 052, Fax: (855) 23 216 220
	vfc_information@wvi.org
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INCOTERMS® 2010

INCOTERMS AND THE EXPORTER 
International Commercial Terms, known as “Incoterms”, are internationally accepted terms defining the responsibilities of exporters and importers in the arrangement of shipments and the transfer of liability involved at various stages of the transaction. Incoterms do not cover ownership or the transfer of title of goods. It is crucial to agree on an Incoterm at the start of a negotiation/quotation of a sale, as it will affect the costs and responsibilities involved in shipping, insurance and tariffs. The new Incoterms 2010 rules were revised by the International Chamber of Commerce and will become effective January 1, 2011. Four terms were eliminated (DAF, DEQ, DES, DDU) and two were added: Delivered at Place (DAP) and Delivered at Terminal (DAT). 

The modifications affect obligations, risk transfer, and cost sharing for the seller and buyer, resulting in better clarification and application of the eleven (11) Incoterms, and consistent with the way global trade is actually conducted since the last update in 2000. 

In any sales transaction, it is important for the seller and buyer to agree on the terms of sale and know precisely what is included in the sale price. Exporters should choose the Incoterm that works best for their company, but also be prepared to quote on other terms.

See VEDP FastFacts- Responding to Inquiries 

Inexperienced exporters may want to use the Incoterm “Ex Works” (EXW), because this term carries the least burden for them. Under EXW, an exporter’s responsibility ends at their facility’s loading dock, which includes making the goods available for pick up and providing any product information needed for filing the Electronic Export Information (EEI). The importer’s agent (i.e. their designated U.S. freight forwarder) will arrange and pay for the pre-carriage, shipping, insurance and any additional costs from the exporter’s door. A sale based on the Incoterm “CIF”, on the other hand, requires the exporter to arrange and pay for the pre-carriage, shipping, and insurance to a named port. In this case, the sale price (invoice) includes not only the (C)ost of goods, but also (I)nsurance and (F)reight costs that the importing buyer pays the exporting seller. 

When designating the Incoterm on a commercial invoice or a quotation to the buyer, the term should be followed by the city or port of load/discharge, such as “EXW Factory, Richmond, VA” or “CIF Rotterdam”. Using the actual address is better to avoid any confusion or misinterpretation. Communication throughout the entire process is crucial. For example, under Ex Works, the shipper should notify the importer when the goods are ready and after they have been picked up by the importer’s selected carrier. The exporter’s freight forwarder often provides the vessel and sail date, or air cargo service used, and any ocean bill of lading or airway bill number to keep the parties informed of the arrangements and status of the shipment (even though technically under Ex Works the exporter’s responsibility ends at their loading dock). 

The most burdensome Incoterm for the exporter is Delivered Duty Paid (DDP), because all arrangements and costs are borne by the exporter, usually with the assistance of agents (freight forwarders and customs house brokers). With DDP, the exporter bears all risks and costs of transportation, including duties and tariffs, until the goods are received by the importer, usually at the importer’s factory or warehouse. Since DDP represents the maximum obligation to the seller, it is not recommended for companies that are new-to-export.

DDP Example: Four palletized drums of chemicals at US$ 40,000, DDP 123 Main St., Santiago, Chile. 
In the DDP example, for $40,000 total, the exporter arranges and pays for all transit costs, including delivery to a designated facility at 123 Main Street, Santiago, including any insurance coverage and duties/tariff charges. While these costs are added to the product’s price and are sometimes itemized on the commercial invoice, the exporter takes full responsibility for the added logistics costs and potential headaches, such as delays at customs, demurrage or detention, or changes in inland or ocean transportation costs. Shipping DDP should only be used by the most experienced exporters. Many details must be considered, such as trade barriers, duties, currency exchange, reputability of service providers, and delivery to the final destination. For example, if your product is a large, custom-made piece of machinery for a factory: 

Are there local out-of-gauge, heavy lift service providers? 

Does the road to the factory allow access by an oversized truck? 

What are the dimensions and capability of the buyer’s receiving dock? 

How will you repair any damage that may occur during transit? 
INCOTERM DEFINITIONS/CHANGES 

The 11 Incoterms consist of two groups and are listed below in order of increasing risk/liability to the exporter. Under the revised terms, buyers and sellers are being urged to contract precisely where delivery is made and what charges are covered. This should avoid double-billing of terminal handling charges at the port of discharge. References to “ship’s rail” were taken out to clarify that delivery means “on-board” the vessel. Insurance, electronic documentation, and supply chain security are addressed in more detail, and gender-neutral language is now used. 

Rules for Sea and Inland Waterway Transport: 
FAS - Free Alongside Ship: Risk passes to buyer, including payment of all transportation and insurance costs, once delivered alongside the ship (realistically at named port terminal) by the seller. The export clearance obligation rests with the seller. 

FOB - Free On Board: Risk passes to buyer, including payment of all transportation and insurance costs, once delivered on board the ship by the seller. A step further than FAS. 

CFR - Cost and Freight: Seller delivers goods and risk passes to buyer when on board the vessel. Seller arranges and pays cost and freight to the named destination port. A step further than FOB. 

CIF - Cost, Insurance and Freight: Risk passes to buyer when delivered on board the ship. Seller arranges and pays cost, freight and insurance to destination port. Adds insurance costs to CFR. 

Rules for Any Mode or Modes of Transportation: 
EXW - Ex Works: Seller delivers (without loading) the goods at disposal of buyer at seller’s premises. Long held as the most preferable term for those new-to-export because it represents the minimum liability to the seller. On these routed transactions, the buyer has limited obligation to provide export information to the seller. 

FCA - Free Carrier: Seller delivers the goods to the carrier and may be responsible for clearing the goods for export (filing the EEI). More realistic than EXW because it includes loading at pick-up, which is commonly expected, and sellers are more concerned about export violations. 

CPT - Carriage Paid To: Seller delivers goods to the carrier at an agreed place, shifting risk to the buyer, but seller must pay cost of carriage to the named place of destination. 

CIP - Carriage and Insurance Paid To: Seller delivers goods to the carrier at an agreed place, shifting risk to the buyer, but seller pays carriage and insurance to the named place of destination. 

DAT - Delivered at Terminal: Seller bears cost, risk and responsibility until goods are unloaded (delivered) at named quay, warehouse, yard, or terminal at destination. Demurrage or detention charges may apply to seller. Seller clears goods for export, not import. DAT replaces DEQ, DES. 

DAP - Delivered at Place: Seller bears cost, risk and responsibility for goods until made available to buyer at named place of destination. Seller clears goods for export, not import. DAP replaces DAF, DDU. 

DDP - Delivered Duty Paid: Seller bears cost, risk and responsibility for cleared goods at named place of destination at buyers disposal. Buyer is responsible for unloading. Seller is responsible for import clearance, duties and taxes so buyer is not “importer of record”. 

INCOTERMS DO NOT… 
Determine ownership or transfer title to the goods, nor evoke payment terms. 

Apply to service contracts, nor define contractual rights or obligations (except for delivery) or breach of contract remedies. 

Protect parties from their own risk or loss, nor cover the goods before or after delivery. 

Specify details of the transfer, transport, and delivery of the goods. Container loading is NOT considered packaging, and must be addressed in the sales contract. 

Remember, Incoterms are not law and there is NO default Incoterm! 
(Source : VEDP International Trade · www.exportvirginia.org · clientservices@yesvirginia.org · (804) 545-5764)
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For Example: 


The rattan cane is the main direct material for the rattan furniture, the nail or glue or vanish called indirect material








For Example: In rattan furniture production the rate of pay workers receive to make products. 








For Example: Rattan furniture production requires nails, varnish and a cleaning fee to complete a product.














�Note: Basic cost quoted by fright forwarder by July 2011 for full Container of 20 feet 


Local Charge and transportation


1-  Custom Clearance USD 210.00 210.00


2 - Trucking PNH-SIH port USD 180.00 190.00 Normal truck


3 - TOLL FEE USD 15.00 20.00 (Attached Receipt)


4-  LO/LO Charge (PNH/SIH) USD 41.00 41.00 (Attached Receipt)


5 - Fuel Surcharge USD 25.00 35.00


6 - Camcontrol Charge USD 0.1% of Inv value (Min USD 10/inv) (Attached Receipt)


7 - Over declaration 40 USD


8- Local Shipping Charge (Attached Receipt)


9 - Camcontrol permit : US$ 150.00/Set (If Any)


10 - Export permit : US$ 280.00/Set


11- Apply C/O(Any Form) : USD250/Set (At Ministry of Commerce) If request by buyer


Customs Clearance beyon the office hour, Over time charge subject to apply.


- Over Time Customs Inspection : USD 80/Container


- Over Time Customs Documentation : USD 80/declaration


- Any special document requested (If need)


- VAT 10% of the total Billing Invoice


For the company who not register at ASYCUDA System, need to spend $150.00 . 


For Less Container Load ( LCL)


The fee only charge 


BL fee = 25.00 per BL


CFS = 7.00 per CBM


THC = 8.00 per CBM


TOLL FEE = 2.00 per CBM


Customer Clearance = 180.00 / Declaration


Camcontrol Charge 0.1% minimum USD 10


If the product ship to Canada AMC/ACI= 25$ per BL














�Tip for Checklist of promotional material:


Leaflet


Company profile 


Brochures 


Catalogues


Handout ( for press and stand use)


Price- list (discount rate. example: 100 pc =?, 1000=??)


Other information (transportation cost, clearance cost, duty information, packaging availability…etc).





�Tips:  Some contact of Trade Fairs:


Currently, there are many international trade fair which specialize in the different type of the products rank from gift to furniture. 


AMBIENTE and TENDENCE, Frankfurt  � HYPERLINK "http://www.ambiente.messefrankfurt.com" ��www.ambiente.messefrankfurt.com�


MAISON&OBJET, Paris � HYPERLINK "http://www.maison-objet.com" ��www.maison-objet.com�


BIRMINGHAM SPRING FAIR � HYPERLINK "http://www.springfair.com" ��www.springfair.com�


MACEF, Milano � HYPERLINK "http://www.macef.it" ��www.macef.it�


NEW YORK GIFT FAIR, � HYPERLINK "http://www.nyigf.com" ��www.nyigf.com�


HONGKONG GIFT FAIR, � HYPERLINK "http://www.hkgiftspremiumfair.com" ��www.hkgiftspremiumfair.com�


TOKYO GIFT SHOW � HYPERLINK "http://www.giftshow.co.jp" ��www.giftshow.co.jp�


BIG & BIH Bangkok Fair : � HYPERLINK "http://www.bigandbihfair.com" ��www.bigandbihfair.com�


International Furniture Fair Singapore : � HYPERLINK "http://www.iffs.com.sg" ��www.iffs.com.sg�


Australian International Furniture Fair, � HYPERLINK "http://www.aiff.net.au" ��www.aiff.net.au�








�Tips for attending the trade fair


Select carefully a world-wide leading trade fair and participate regularly in the same trade fair


Go first as a trade fair visitor to check out the fair


Try to organize a joint booth for reducing costs or proposing an attractive concept to donors


Prepare the trade fair participation carefully with regard to buyer invitations


Prepare the trade fair carefully with regard to promotion material (catalogue, price list) and negotiations at the trade fair (order sheet, practical information for buyers


Attend the trade fair with 2 persons


Use the trade fair also for market research and building up a marketing data base


Have a mid-term perspective (at least 2-3 participations at the same trade fair)








Inquiry from the buyers





Quotation





Sample 


approval





Sales contact





Proforma invoice &  L/C





Start 


Production 





�Note


A pro-forma invoice essentially is a “quotation” in form of an invoice that sets the road to further negotiations. 


Some exporters prefer to write an offer, others prefer to write a pro-forma invoice.


A pro-forma invoice has the advantage that it is already closer to the final invoice and, therefore, reduces misunderstandings.


It needs to be sufficiently accurate and realistic.





Completed production





    Packaging





Selection of the freight forwarder





Develop the shipping documents





Apply export licenses/ C/O





Transfer products to dry port/ loading into  container





Transfer products to Sea port / loading into the ship





Submit Request letter





Received Approval         from FA





Received Export permit





Apply for export licnese





Received transport     permit





�Note :


Currently, the permission for rattan items only objection is to items above 5 Kg per unit according to the new revision sub-decree  208 date 08 September 2011 by the royal government of Cambodia allow exporter export the rattan products below 5 Kilogram per unit to oversea market without obligation to apply the export permission from Ministry of Agriculture, Forestry and Fishery and Ministry of Commerce. The exporter only applies the export permit from custom department and completes the Single Administration Document of custom (SAD) form for export clearance procedure. 















































�Note :


There are many types of forms for a Certificate of Origin that issued by competent authorities of each country in the world based on the trade agreement that  the government signed in term of bilateral with other country or with world trade organzation agreement (WTO). For Cambodia, the ministry of commerce of Cambodia is only one competent authourity to issue the certificate of origin (C/O). 





The reason for the using of the certificate of origin to be proof of products are comply to the rule of origin that government of Cambodia signed and received special trade preference from the imported countries. For Australia, Japan, European, USA, and Canada market, the C/O form A is needed for the goods or commodities that produced and export to those destination for free imported tariff which grand from those imported countries. 





Form A


Under the GSP (Generalised System of Preferences) program or the preferential tariff treatment, a free or reduced duty is granted by developed countries to certain manufactured goods from the least developed countries, in order to bolster their exports and economic growth.





Most imports eligible under the GSP program are free of duty. There are over 20 industrialized countries---donor countries (country of destination)---which maintain GSP programs and over 100 least developed countries---beneficiary countries (country of origin)---which are eligible under the GSP program.





Form A, which is often called the GSP Form A, is a certificate of origin. It is used under the GSP program for exports to the donor countries from the beneficiary countries.


Some of the donor countries which accept Form A for the purposes of the GSP include: Australia, Austria, Belgium, Bulgaria, Canada, Denmark, Finland, France, Germany, Greece, Hungary, Ireland, Italy, Japan, Luxembourg, Netherlands, New Zealand, Norway, Poland, Sweden, Switzerland, United Kingdom and U.S.A.





The c/o form A grant to the export company upon the rule of origin that government of each country developed agreement with the imported country based on the criteria of the content of the products manufacturing in the exported countries. For European countries grant to Asean countries will formulated at least 25% of the local content based on the ex-factory price of the finished product.  














For example :


Rattan products that manufacturing in Cambodia by member of Rattan B is eligible to receive the certificate of origin form A from the Ministry of Commerce of Cambodia to export to EU markets. 


Rattan Chair produce by Khmer Rajana Rattan Handicraft 


Local Raw Material cost  = $USD 8.60


Direct Labour cost = $USD 6.00


Direct Overhead cost = $USD 2.50


Ex-Factory Price =$USD 20.00


% of Local content : 85.5%





� EMBED Equation.3  ���








Apply for the export permit to customs





Process


The permit





Received Export permit





Apply for the export permit to CAMCONTROL





Process


The permit





Received Export documents





    Products Exit  


        Port  


     





       CCT doc. &     


      Inspection





       Product load in the port





       Custom       


      declaration





Customs Brand permission at Port





�Note: 


During the inspection of custom, the CAMCONTROL officer require to join the inspection as well. 


Port authority fee:


Container Lift-On and Lift –Off fee : $19 ( 20- foot container ) or $24 for ( 40-foot container ) included VAT. 


Container yard truck and crane : $86 ( 40 –foot container ) or $ 57 ( 20 foot container )


Sihanuk Ville port is the only one deep seaport in Cambodia and managed by the Sihanuk Ville port authority. 
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