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Executive summary
According to the Dutch parliament, Holland is still recovering from the Euro crisis. The Euro crisis starts with the malfunctioning tax system of Greece and the consequences are felt throughout the whole of Europe. It is a very difficult time for companies and especially for exporting companies. However, export numbers of 2011 published by the Central Bureau of Statistics show an increase in the exporting figures. The same Bureau also published that export to traditional markets (Euro countries) is decreasing and export to non-traditional markets (emerging economies) is increasing. 
This is partly the result of a government campaign that stimulates medium sized Dutch companies to explore the new emerging markets like the BRIC countries (Brazil, Russia, India and China), Eastern Europe and Turkey. These could be very lucrative markets for Dutch entrepreneurs if they take the chance to familiarize themselves with these markets. However, Dutch companies are still hesitant to explore these markets, mostly due to the lack of accurate information and huge differences in culture. A research done by ING, a prominent Dutch bank, suggests that Dutch companies are wasting 4 billion worth of trade with Turkey because of this.        
Another emerging market that is very interesting for export is Morocco. Hence the research question of this report: What export opportunities awaits Dutch mid-sized tractor companies, such as Van Engelen, in Morocco? This country has known economic growth for the last several years; it is also politically stable and well organized. This stems from the fact that Morocco is one of the few countries that handled the Arab Spring very well. Furthermore, the country has a long history of trade with Holland and the EU. An interesting market with many opportunities is the Moroccan agricultural market. It consists of almost 40% of the workforce. Lately, the Moroccan government has invested heavily in the agricultural sector. This means educating the farmers to abandon the traditional method and adapting technology instead. The government has also renewed the irrigation system, which led to more land for cultivating and farming. The government is also actively stimulating the usage of advanced agricultural machinery such as tractors.
Herein are huge opportunities for Dutch medium sized companies that are in the tractor trade sector. According to another research conducted by ING bank, the tractor market is recovering from turbulent years (give numbers) now. Exploring a new market such as Morocco can be very lucrative.
Van Engelen is a family owned business that exists for over 30 years. The company is acquainted with exporting to emerging markets such as Eastern Europe. Furthermore, they have the perfect tractors to export to Morocco, namely the T-series (created by New Holland). They are state-of-the-art and have the latest technology including GPS; they have more power than other tractors, have a low fuel usage and are environment friendly. Van Engelen can do the distribution of its product via several ways, public or private. There are good programs from the EU and the Dutch government that can assist the export with grants and funds. However, it is strongly advised to not let government funds play a big role in the export budget. 

After considering several transportation methods, the best way to transport the tractors to their final destination in Morocco is by sea. The different incoterms that can be used are to be agreed on by the parties involved. The most important ones are listed in this report. After doing intensive research on the Moroccan agricultural sector, culture and export possibilities by using different methods such as desk research (internal analyses, external analyses, DESTEP, Portal model, SWOT analyses, marketing mix, etc..), field research (interview, survey)  and analysing the opportunities and threats provided by this sector, the answer is very clear. Exporting tractors to Morocco could be a very lucrative business for Van Engelen. 
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Introduction
In May 2012, the Royal Family of Holland and representatives of several Dutch major companies made a state visit of several days to two prominent countries in the Middle-East, namely The United Arab Emirates and the Sultanate of Oman. This was a bold decision of the Queen, since the Sultanate of Oman, and in a lesser state The United Arab Emirates, were engulfed in a series of demonstrations not so long ago. 

Nonetheless, the state visits were a success and all the accompanied entrepreneurs were optimistic about the possibilities of doing business with these two countries. The VanDrie Group, one of the world’s leading companies in veal husbandry and export, closed a deal with the Omani government shortly after the visit. As a result, after a period of ten years the import of veal from the Netherlands to Oman will be possible again. Traffic lights in Oman will be lit with light bulbs from the Dutch Company Fijen TMLE. Other companies also closed deals with the Sultanate Oman and the United Arab Emirates. This clearly shows that the Dutch export market is widening its boundaries.   

The Middle East is a hotspot nowadays, especially after the Arab Spring uprisings changed many countries in the Middle East. However, the success of recent state visits to Dubai and Oman have shown Dutch entrepreneurs that there are tranquil areas in the Middle East and that there are interesting possibilities for conducting export. 

This report will try to be responsive to these chances. In this report the possibilities of exporting tractors or tractor equipments to the Kingdom of Morocco for small and medium-sized businesses will be examined. The company Van Engelen B.V. will be used as an example of an average Dutch SME that deals in tractors. These choices in company, country, product and sector will be discussed at great length in this report. Furthermore an analysis of the Moroccan agricultural market with her competitors and entry strategies in order to penetrate the Moroccan market will be given. Lastly, this report will conclude with a short list comprising of activities to do before starting export.      

This report will create a more positive outlook on this subject for Dutch SMEs in the tractor business

Chapter 1 Export and the economic recession

The Netherlands is a prosperous country with an economy that thrives on export. The most important export destination for the Netherlands is by far Germany. In 2010 the Netherlands exported produce worth almost 75 billion euro to Germany. Germany is not the only export country, other major export countries for the Netherlands are Belgium with 11%, France with 9%, the United Kingdom with 8%, Italy with 5% and the United States with 5%. However, the recession could have a major influence in this scenario.
1.1 The Euro crisis 
The position of the Euro is fluctuating lately. The reason of this fluctuation can be traced to the financial instability within the European Union, which originally started in Greece. Greece was misrepresenting their figures on a large scale, which was going on for years. Additionally, the government of Greece did not collect taxes in many parts of the country. This irresponsible behavior put Greece and thereby the rest of the European Union in jeopardy and was the start of the Euro crisis.  Spain, Portugal and even Italy are now facing the same problems, although in a lesser degree. While The EU is recovering from the credit crunch, this is definitely a huge setback. Even the Netherlands have been affected by the Euro crisis. According to the Dutch parliament ,the country is in a recession and regulations to establish severe cutbacks have been created in order to overcome this recession.  This will undoubtedly influence the Dutch exporting business.  

One could say that this period might not be the best time for a company to head in a new direction by exporting to another country. However, according to Harry Mens presenter of business class (a TV show about business), this is the right moment to export and especially to regions outside the Dutch comfort zone (“ Begerotings te kort en staatsschuld in Griekenland,” n.d.).

1.2 International trade
According to the internationalization report of 2011, one of the ten companies in Holland is involved in international trade. The largest share of this trade is concentrated in certain companies. The top 1% of Dutch companies account for nearly 74% of Dutch imports and 71% of Dutch exports (“internationale handel,” n.d.).     

International trade has generally brought many advantages to the Netherlands. On the other hand, some groups blame internationalization for the loss of jobs. Because of the internationalization, some Dutch companies outsource certain parts of their business activities, which leads to a decrease of employment in the Netherlands. However, this development has an upside to it. Because of internationalization, more and more foreign companies are settling themselves in the Netherlands, which generates more employment. Additionally, the internationalization report states that in the private sector, foreign companies generally provide more jobs than Dutch companies, and that they reward their employers better.  
1.3 Emerging Markets
An emerging market can be defined as nations in which the business activities are growing rapidly. There are certain aspects to consider.  The social and political culture of most emerging markets tend to be a bit problematic for exporting Dutch companies, even in countries that look modern and democratic on the outside, for example Russia. In Russia it is common to pay an official extra in order hasten government licenses. Below some of the emerging markets that the Netherlands are actively trading with.

1.3.1 BRIC countries
According to the same internationalization monitor of 2011, the BRIC-countries are becoming increasingly important to the Dutch economy. The BRIC countries consist of Brazil, Russia, India and China. These countries can no longer be called third world countries but are becoming, if not already, superpowers with growing economies. Trades with these countries almost quadrupled from 4% (1996) to 16% (2010), much of this is thanks to the rapid increase of the import from China. Currently China is in the top three of import lands. The Netherlands are on the sixth place in the main export destinations for China. This is unusual, seeing as China is not a country that the Netherlands traditionally trades with. However, the EU is still the number one trade partner for the Netherlands, even if the trade is decreasing since 1996.  
The Dutch cabinet is very pleased with these numbers. They have tried to boost commerce with BRIC-countries by using trade missions. Additionally, the Dutch embassies in these countries actively engage in economic diplomacy. The Cabinet strongly believes that the sectors in which the Netherlands are very successful, such as agriculture, can be of great importance to BRIC-countries.    

During the survey (see appendix 2) in which Dutch companies who work in the agricultural machinery sector were asked if they would possibly trade with these countries in the future, the respondents were a little hesitant in answering. This seems peculiar, because the Dutch media portrays a very positive opinion of these countries and trades with these countries are increasing (BRIC-countries, 2010).  

1.3.2 Non EU European countries
According to the CBS (Central Bureau of statistics, the export to the original EU countries diminished in the last twenty years. In contrast, an increase can be seen in the export to non EU members. The graph below illustrates these patterns in decline and growth. These countries are seemingly no longer a alien export territory for the Netherlands. 
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According to the same article of CBS, the amount of export to the European Union countries has decreased with 6%. This means that in last two decades the Netherlands has discovered new opportunities in these non EU countries. This is an interesting trend. 

1.3.3 Turkey
According to a study conducted by the ING, a prominent Dutch bank, the Netherlands have lost approximately 4 billion euro’s profit in trade opportunities with Turkey. A reason for this could be that Dutch entrepreneurs have a negative image of Turkey and think that doing business with Turkey would be very difficult. However, the Turkish economy has shown remarkable growth in the past ten years, a fact that should be incorporated in forming a more current opinion on Turkish trading possibilities. Most European countries nowadays are having a hard time compensating for their large budget deficits. Turkey on the other hand does not have this problem and therefore can accomplish such high economic growth.  

According to the International Monetary Fund, the Turkish economy will overtake the Dutch economy in the year 2014. This should be a wakeup call for Dutch entrepreneurs and investors to not let any more chances go to waste because of their uninformed image of the country. Recently the Queen of the Netherlands went to Turkey on a state visit, and the Turkish president Abdullah Gul came to visit the Netherlands not so long ago. These visits were in remembrance of four hundred years of mutual trade and can be seen as a positive stimulant for more trade opportunities between these countries (“Nederlandse arrogantie jegens Turkije kost miljarden”, n.d.). 

One can safely assume that there are opportunities for export in emerging markets. One of these emerging markets is MENA (the Middle East and North Africa) with Morocco in particular. Companies around the world are discovering many opportunities in these regions. The USA is well aware of this emerging market, as well as China and Russia. It would be beneficial for Dutch companies to also become involved in this trend. As mentioned in the introduction, the Queen of the Netherlands and representatives of Dutch companies went to visit two prominent countries in this region, and came back with many new contracts and trading agreements, which can be seen as an example of the promise this emerging market shows for Dutch businesses. 

When exporting a product to a different country, it is essential to understand the place of origin and the relationship between the trading countries. This especially important if the countries have significant geographical and cultural differences. Additionally, as a part of the European Union, the Netherlands also have to consider the relationship between the EU and the country they are trading with, in this example Morocco. 

1.4 MENA, The Middle East and North Africa
When we think about the Middle East or an Arab country in general three things comes to mind; oil, the desert and political instability. This is of course a rather stereotypical view of the Middle East. These stereotypes are fueled by the media, which constantly describes the Middle East as unstable. Nowadays the Middle East is more in the news than ever before, especially because of the Arab Spring that has been going on for more than a year now. The first protests occurred in Tunisia at the end of 2010, when a Tunisian farmer set fire to himself in protest of government and police corruption. The success of these protests caused a wave of riots against the present regime and the Arab Spring spread from Tunisia to Egypt, Palestine, Morocco, Algeria, Yemen, Bahrain, Jordan, Kuwait, Saudi-Arabia, Soudan, Lebanon, Syria, Mauritania, Iraq, Oman and other parts of the Middle East. There are several reasons that generated the Arab Spring and the most important ones are oppression, undemocratic elections, corruption and the high rates of unemployment. After a year of many demonstrations and riots we can see clearly the effect of the Arab Spring. The governments of Tunisia, Libya, Egypt end Yemen are overthrown, and in Syria the demonstration are still in full force.

Companies are hesitant to invest in such a turbulent region of the world. However, not all countries in this region should be approach with similar caution. Some governments dealt with the Arab Spring in a positive manner and listened to its citizens. A good example of such a government is that of the Royal Kingdom Morocco.

1.5 The Royal Kingdom Morocco
Morocco, officially known as the Royal Kingdom Morocco, is situated in Northwest Africa. The country is bordered by Algeria in the west, the Atlantic Ocean in the east, the Mediterranean Sea in the north and Mauritania in the south. Morocco is the closest African country to mainland Europe. 

As mentioned earlier, the Arab spring also occurred in Morocco. Although Morocco is a Kingdom like the Netherlands, there is a big difference between the two states. In the Netherlands the 
Queen’s power is symbolic, in Morocco that is not the case. The King in Morocco is the head of state and therefore has the highest authority. The demonstrations in Morocco did not have the intensity as those in Tunisia and Egypt and were also arranged in a more orderly fashion. In Morocco they were held on Sundays as not to disrupt daily life and there were also no casualties during the demonstrations (“Marokko”, n.d.).

Both the government and its citizens engaged in a peaceful conversation with each other and the outcome was more than satisfying. One of the results was that the constitution would be reformed and the parliament would receive more power. Also, the government will invest in infrastructure, education and the battle against corruption. By handling the Arab Spring in such a composed and peaceful way, the government of Morocco showed the world that they are capable of handling a crisis. This sends a positive signal to foreign investors and makes them less hesitant to invest in Moroccan businesses (“Marokko”, n.d.).  

Morocco was declared the Best Emerging Market Performer of 2008. Holland is sometimes called the gateway to Europe. With the right investments and spirit, Morocco could grow to be the gateway to the Middle East.
1.5.1 Trade Agreements
Of all the Arab countries, Morocco lies closest to the European Union. This fact has already showed its advantageous effect. In the beginning stages of the EU (then EEC) trade was established with Morocco. In the late 1960s, trade agreements were concluded with some North African countries, including Morocco. The prior function of these agreements was to facilitate the import and export to these countries. Because of these agreements, the Moroccan government adopted new laws and regulations in order to make Morocco attractive to foreign investors. The new laws and regulations led to the rise of the Treaty of Barcelona. In this treaty new agreements were signed between Morocco and the EU. These agreements were more than common trade agreements between countries and spoke of a more intimate trading relationship than usual. In this treaty the different parties talked about economic and financial partnership, with the goal of forming of a zone of shared prosperity with gradual introduction of free trade, cooperation and consultation on economic matters. From this treaty, other small treaty’s occurred, for example the treaty between Morocco and Tunisia March in 1999. Because of this agreement, these countries have formed a closer economic relationship. Although the EU is the biggest trade partner of Morocco at the moment, it is quite possible that in the future this will change. The foundation for this change has been set. In 2006, Morocco signed a treaty with the United States of America and the value of this treaty has already been proven. Nowadays an increase can be seen in the trade with the USA (“Marokko”, n.d.).  

The Moroccan economy is doing well. There was a growth of 6.2% in 2008 and a growth of 5,8% in 2009. The country is rapidly modernising under its current government. Furthermore with the creation of agreements such as the Statut Avencé (in which Morocco promises to reduce the import and export tariffs to a level of 0% in 2012) the economy will grow even more. It is clear that Morocco is in a state of change. Although the Moroccan economy is not very large in comparison with the Dutch economy (which is 8.5 times bigger), it is winning ground in diversity, and there are many opportunities in different sectors for foreign investors. 

Chapter 2 Exporting tractors of midsized companies

2.1 The Dutch Tractor market
The tractor market is part of the agricultural machinery market in the Netherlands. In this market with a turnover between 250 and 350 million euro’s, the market for new tractors is the largest. Tractors are mostly used in the agricultural sector but they can also be used in other sectors, such as the construction sector and the garden and park sector.

The agricultural sector in Holland, although declining, still has a share of 17% in the total Dutch export market. This is a large percentage and since tractors are mostly used in this sector, changes in this sector will definitely have a big impact on the tractor market.  

The tractor market is, like the market for agricultural machinery, a service oriented market. The most important characteristic of the tractor market is the trust between the dealer and the customer. This trust often results in a lifelong commitment to a dealer. Even if the service is declining or the dealer switches brands, customers are still inclined to stay with their dealer. The developments in the tractor market have a moderate character. The numbers of newly purchased agricultural machinery show a declining trend (“landbouwmachines”, n.d.).

2.1.1 Market and prices of new tractors
The process of selling new tractors on the market is relatively straightforward. Most of the new tractors are imported by an importer or a trade organisation and delivered to the dealer in a targeted area. 

The dealer is most often a mechanics company and new tractors are generally purchased from a mechanics company. Agricultural companies (i.e. farmers) can purchase new tractors directly from a dealer, but generally a contractor works as an intermediate between farmers and dealers. 

Companies supplying mechanical machinery usually have different brands of tractors in their stock. The average new tractor model costs between 80.000 and 10.000 euros. De differences in prices are great and mainly determined by the brand. 3800 tractors are annually sold on average, with a selling peak in 2008 of 4.400 tractors. In 2009 the market went back to the average with 3.600 tractors. Leading companies in this market are New Holland and John Deere. Together with Fendt and Massey Fergusson their brands comprise a third of the Dutch tractor market (“landboumachines”, n.d.).

2.1.2 Top brands 
The Dutch tractor market is saturated. Any investments in tractors nowadays almost exclusively consist of replacement of earlier investments. The tractor market is dominated by six brands, namely;

· Agco Fendt,

· Argo Group

· Claas

· CNH

· Same Deutz-fahr 

· John Deere

In terms of production, the brand John Deer is globally the largest (“landboumachines”, n.d.).

2.2 Tractors
The most important aspect buyers look into when purchasing a new tractor is engine power, measured in kW or hp (horse power). Other important aspects are fuel consumption, automation, precision and user friendliness. Additionally, the tractors should be sustainable. 

2.2.1 Characteristics
Tractors have several characteristics in which they differ from other vehicles. The main difference is found in the wheels, which give tractors their distinct shape. The rear wheels are to some extent larger than the front wheels, which allows tractors to move around easier on the field. Furthermore, tractor tires have deeper tire treads than those of other vehicles. Deep tire treads and larger rear wheels give tractors a firm hold on the ground (“landbouwmachines”, n.d.). Another characteristic of tractors is that they are very durable. The newer models in particular have a durability of 20 years. 

There is a market for used tractors of newer models in the Netherlands, but the demand is lowering. In foreign markets such as in Turkey and some parts of Eastern Europe, the demand is increasing.

A tractor is specially designed for usage in agriculture. The word tractor literally means a vehicle that can be used for pulling, pushing, carrying or dragging machinery which is not self-propelled. On the front or rear of the tractor a variety of agricultural tools, used for harvesting, seeding, fertilizing and nursing different crops can be linked. Tractors can thus be used to perform a wide range of activities. This multifunctionality makes tractors an irreplaceable to every farm. Most agricultural companies have a minimum of one tractor per farm. Most farms have also one or more old models that still function perfectly (“landbouwmachines”, n.d.).

The technical quality and brand are one of the most important considerations to be made in choosing a tractor. The most important technical criteria are the following:

1. Engine power (horsepower)

2. Fuel consumption

3. The propelling- force and transmission

4. Lifting force

5. Cabin and control features, options/ luxury

Engine power (hp) 
Tractors can be classified into three different types according to engine power (Hp horsepower). The lightest tractors are used in the gardening and park sector and the heavier tractors are used in the agricultural sector. The most common weight classes in tractors are:

· Light weight class: 27hp to102 hp.
These light tractors are used for agricultural tasks such crop care, weed control, fertilization and irrigation. They are frequently used in gardens and parks. 

· Middle weight class: 102hp to 204hp
These are the most common tractors and are mostly found in agricultural companies. They are used for a variety of activities such as feeding live stock (on a large scale) and transportation. 

· Heavy weight class: larger than 204hp
This heavy type of tractor is mostly used for harvest and transportation of large agricultural machinery. Furthermore this type can be found in the construction market for earth-moving projects. 

Fuel consumption
Fuel consumption is very important nowadays, considering the rising price of oil. Most tractors run on gas oil (red diesel). Fuel consumption differs per tractor and depends largely on the engine power; the more horsepower the tractor has, the more fuel it costs. The year of construction is also important, since newer models are more fuel-efficient than older models. Besides the construction year and horsepower, the cylinder content of the engine accounts for fuel consumption. The brand of the tractor can also be a factor in the amount of fuel consumption. The difference in fuel efficiency between brands is approximately 10% to 15%. This is a significant difference, as 50% of the total costs of tractors is determined by their fuel costs. Fuel is definitely a crucial factor of tractors, considering the increasing importance of sustainability and the rising prices of diesel oil (“landbouwmachines”, n.d.).

The propelling- force and transmission
Tractors use two-wheel or four-wheel drive. Heavier types usually have four-wheel drive. Many agricultural activities can be performed at a low speed, between 4 and 12 km/h. The driver has access to different gears ranging from eight up to more. The amount of gears a tractor has depends on the brand.

Lifting force
The required lifting force is determined by the heaviest tool to be lifted. Furthermore the lifting force (often indicated as daN) is expressed in tonnes and is hydraulically controlled. 

Cabin and control features
The cabin of a tractor is continuously modernized and equipped with new technologies. Nowadays most tractors have air-conditioning and GPS. However, these kind of extras are not included in the standard price. Apart from cabin features, the amount of space in the cabin is an important factor in determining the driving comfort.

Maintenance, wear and tear
If a tractor is properly maintained and is periodically checked, it has an economic lifespan of approximately 10.000 hours, before any parts should be changed. The parts that are most often replaced are the brakes and clutches. The best way to maintain a tractor is to change  the oil and look at the transmission and the hydraulic system every 500 hours. The economic durability of the average tractor is seven to eight years and technically at least fifteen years (“landbouwmachines”, n.d.).


2.3 Tractor companies
In Holland there are many medium sized companies who sell tractors nationally and internationally. Amongst ten of these companies a phone survey has been held, questioning their export experience and ambition to explore new markets. The complete survey can be reviewed in the appendix area of this dissertation. 
	Company 
	International export experience
	Interest in emerging markets
	Interest in Morocco

	Traclease B.V.
	Y, Egypt
	Y, EE
	N

	Lozeman Garden Equipments
	Y, Georgia
	Y, EE
	N

	Trading company Trac Line
	Y, USA
	Y, EE
	N

	WVB Boxmeer
	N
	Y, EE
	N

	Agrarisch Loonbedrijf
	N
	Y, BRIC
	N

	Van Engelen
	Y, Canada and USA
	Y, Turkey, Morocco
	Y


Inscription
Y= Yes, N= No, EE= Eastern Europe, BRIC= Brazil, Russia, India and China
A conclusion that can be drawn from the survey is the caution of these companies towards emerging markets in Asia and Africa. The survey indicates that the above companies prefer doing business with countries that have a similar culture and geographical location (Europe). The Dutch government is currently actively stimulating small and medium sized businesses to show interest in trade with BRIC-countries, yet this survey shows that the majority of the companies that were questioned are not ready or willing to do business with these markets. In the previous chapter, it was mentioned that Dutch companies are still unaware of the possibilities that trade with the Turkish market can bring to the Dutch economy. It would be regrettable if the same kind of unawareness would affect possible trade with emerging markets in Asia and Africa.

2.4 Van Engelen
In light of the conducted survey, the company Van Engelen seems to be making the most use of the opportunities provided by the booming Moroccan agricultural sector. They have experience with international import and export with an emerging market. They have also a solid product and proper technological knowledge of the product. Furthermore, it is a family owned business that has been doing well for decades (“Mechanisatie” n.d.). 
Van Engelen was established in the 70s and has approximately thirty employees. This company is specialized in selling and hiring tractors and tractor equipment within the Netherlands, the New Holland models in particular. Van Engelen sees progress as a priority and that why they heavily invest in new agricultural and earthmoving machinery equipments. This company is one of the major players in the Netherlands and is doing quite well(“Mechanisatie” n.d.).  

Traclease came up as a close second in the conducted survey, especially because they have experience in exporting to Egypt. Compared to Van Engelen, Traclease does not offer as many tractor variations, which is a disadvantage. Another drawback of Traclease is that they mostly offer used tractors and since it is difficult to export used tractors to Morocco, this company would face more difficulties than Van Engelen. Lastly, since Van Engelen is an older and larger company, they have more financial security than Traclease has. 
2.4.1 The new T-series Tractors
Van Engelen tractors are state of the art models and contain the latest technology in tractor developments. Van Engelen produces and sells a variety of agricultural machinery, but the product that has the most possibilities on the Moroccan market are the New Holland tractors. The tractors come in thirteen different types which can be found in the appendix. The New Holland tractors are one of the oldest products that Van Engelen produces and made them one of the big players in the tractor business (“Mechanisatie” n.d.).
The new Holland tractors are stylish, unwavering, powerful and competent. They could be used for any type of ground and can also be used in gardens and fields. The new Holland tractors are very comfortable and easy to use. Some advantages of the new Holland tractors are:

· A long wheelbase insuring stability

· A quiet and spacious cabin

· A high grade of ergonomics

· Solid shafts for double wheel at front and rear

· modern FPT (Full Power shift Transmission) for high performance and fuel-efficiency

· Impressive maneuverability 

The most important qualities of a tractor, namely the engine power and the fuel consumption, are both well represented in these series. 

The tractors are delivered whole, but Van Engelen also sells tractor equipment. In their advanced warehouse and through the use of a smooth running logistical structure, most of their equipment is always in stock. Short delivery dates are appreciated by the customer. The spare parts for the New Holland tractors are always on stock and can be shipped immediately for transport. 
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As seen above, the Abell model is often applied to analyze the working environment of a company, meaning the technologies and products a company operates with in the market and their targeted groups. Furthermore the Abell model is an important tool to define the market with. 

Customers group 
Van Engelen is a mechanics company, which means they supply contractors and agricultural companies with tractors and other agricultural machinery.

Customers function
The T-series tractors are multifunctional, as expected by the buyers. The tractors can be used for farming, harvesting, fertilizing and for feeding a large quantity of cattle simultaneously. Other agricultural or construction machinery can be linked to the tractor.

Customers Technology 
The T-series are whole new type of tractors. They all have the latest built in technology, are very durable and have a high fuel-efficiency rate. They are also very sustainable.

Chapter 3 Culture

As mentioned before, Van Engelen exported outside the Netherlands before, namely to Germany, Belgium, The USA and Poland. In spite of the many differences between these countries, culturally seen, the similarities outweigh the differences. With Morocco this is not the case. The cultural differences are certainly greater than the above mentioned countries. Hence this chapter about the culture of morocco and how it could affect the export ambitions of Dutch agricultural machinery companies. There is not much research done in how the culture of the country influences the business relations. The Moroccan culture, like the other Arab cultures, is very masculine, has a high power distance and a high uncertainty avoidance. Generally, the Moroccans are conservative, emotional, diffuse, polychrome and quite completive. Personal space is not like in the Netherlands and is usually small. Note that distance between men and women is different from western cultures. In comparison with the Netherlands, Moroccan culture has larger power distance and they are more masculine, as can be seen in the figure below (Gerritsen and Marie-Therese, 2002, p.221). 
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3.1 Individualism vs. Collectivism
In the Western world, society tends to be more individualistic. Everybody has their own opinion and they are not afraid to show it. This can be seen as a typical characteristic of an individual person. People are encouraged to ‘self realization’ and bring out the best in them. However, in other parts of the world, such as Asia, collectivism is more the norm than individualism. This applies not only to Morocco, but also to the entire Middle East. A collective culture society as a whole is divided into groups, often family-based groups. Other group forms could be ethnic groups, school, business or profession. In a collective society, the need of the group is everything and exceeds that of the individual. Harmony must be preserved at any cost and there is little privacy. Collective cultures speak in terms of ‘we’ rather than in terms of ‘I’. 

3.2 Collectivism in business
In the corporate world, the difference between collectivism and individualism can be seen clearly. This can be seen in the way that companies make new contacts, how decisions are made and how staff is treated. A business relationship from a collective culture will be primarily loyal towards members of its own group. For this person it is also important to maintain his/her social position in the group (Gerritsen and Marie-Therese, 2002, p.147). 

3.3 Advantages of collectivism
If a foreign company invests time and effort in a business relationship or receives an introduction by a third person who belongs to the group, then you will also belong to the group and the company can count on a lifelong loyalty and support. This is definitely one of the biggest advantages of doing business in collective cultures like Morocco. Another great advantage of doing business in collective cultures, is that they usually tend to have a long-term vision. This is because they think of the interests of the next generation of the group/company. The survival of their company is very important to them. It is better for the group that the company is stable and profitable in order to provide jobs and security for as many members as possible within the group. However, noble as this may be, sometimes this desire for security and stability decreases the urge for being creative and coming up with innovative ideas. This is more common in individualistic cultures like the ones in the West. When doing business with a company in an individualistic culture, it is often the creativity, precision and innovation that are highly valued. 
3.4 Disadvantages of collectivism
A major disadvantage of doing business in a collective culture is that you risk to be at a disadvantage when your business partner has no connection with you. That what people in individualised cultures call ‘social awareness’ or ‘social responsibility’ is in collective cultures limited to the group. Groups can be family, company, country, city, etcetera. Furthermore, in collective cultures, members of the group are seen as the most reliable. This causes that in a growing company in Morocco key posts are given to members of the group. Those people obtain positions without having the necessary diplomas, experience or proper training. Foreign companies can easily be confronted with people who hold positions that do not match their profile. Should companies be confronted with such situations it is recommended to think of a positive aspect. This person may not have the necessary qualifications, but is chosen for his loyalty and reliability. This does not have to be a problem because these people have employees or consultants who do have the necessary qualifications (Gerritsen and Marie-Therese, 2002, p.147). 

3.5 Business environment
• The authority of the manager or boss is always respected. However, the manager will not only consolidate other leading figures, but often employees are also consulted before a decision is made. Please keep in mind that decision making in Morocco takes time, because eventually all the managers have to give their approval.
• Moroccan workers are generally reticent in front of their superiors. Direct contradiction and open discussion towards leading figures are avoided, but among themselves, one can give a personal opinion.
• Reluctance and disapproval are shown mostly by facial expressions and not so much by words.
• The Moroccan businessmen prefer to do business with people who they already know for quite some time. In this way one can grow a stable business relationship. For foreign companies this can be a bit of a problem. This can be avoided by working with an agent, especially if this is the first time a company does business in Morocco. 
• Doing business in Morocco is often done in a formal way. This is a relic from the time when Morocco was still under French occupation. A lack of formality, for example in negotiations, can be  seen as disrespectful.
• Make sure that the business cards, leaflets, websites, etc, are in both business languages, namely Arabic and French.
• At a meeting men shake hands. If a woman is present, men should wait till she extends her hand before shaking it.
Chapter 4 Situation Analyses

4.1 External analyses

4.1.1 The Moroccan agricultural sector
As in many developing countries, the agricultural sector is very import to the economy of the country; Morocco is no exception. This sector is one of the most important sectors of the country.  It accounts for around 15.3% of the GDP and 18% of the export. Furthermore, 40% of Morocco’s workforce is working in this sector. The country’s main products are grain, meat, wine, fish and fruit & vegetables. A large portion of these products are for own usage. However, the country also exports many of these products and most of it goes to the EU.
One of the biggest problems for the Moroccan agricultural sector is the limited water supplies. However, the government has invested heavily in the improvement of the current irrigation system. Due to the new improvements to the irrigation system, land that could not be irrigated at first can now be irrigated.  As of today, the Moroccans apply the traditional method in cultivating the country. In this type of agriculture, people still work with simple tools and techniques, and often use animals. Work is heavy and results in a low production per hectare. Knowledge of traditional farming is often transmitted from father to son. However, with the better irrigation system, more land will be available for farming and the traditional method is not sufficient in optimizing the full potential of the new farming grounds. Recently, the government has started a campaign that should modernize the methods of farming and steer away from the traditional agriculture. This campaign will focus on bringing more technology into the agriculture sector and will try to educate the farmers on the usage of more modern equipments and techniques. The campaign and irrigation system are in full progress and should be completed in 2020. It has to be said that not only the Moroccan government is working hard on modernizing the agricultural sector. They receive quite some help from the EU. The special program MEDA is a good example of EU support in this modernization process (“ Landbouw in Marokko”, n.d.).

4.1.2 The Moroccan tractor market
Finding information about the Dutch tractor market is relatively easy. However, getting a clear insight in the Moroccan tractor sector is quite the challenge. There is not much information to be found on the World Wide Web. As in the Netherlands, the tractors in Morocco are mostly used in agriculture.

Massey Gerguson (Agco Corperation)
With its brand ‘Massey Ferguson,’ it could be one of the biggest players in the tractor market if not the biggest. Massey Ferguson is a very important and large agricultural machinery manufacturer and its headquarters is located in Ontario, Canada. The company operates on a global scale and manufactures tractors in 35 countries through joint ventures and licensing.

Recently, this company with factories around the world has opened a factory in Algeria, a neighbouring country of Morocco. This indicated that Massey Ferguson is highly interested in the Maghreb countries (Morocco, Algeria, Tunis, and Libya). The tractors manufactured in this new factory are sold in the domestic market (Algeria), but are also shipped to other countries including Morocco. 

The tractors of Massey Ferguson are the most widely sold tractors in the world. Strangely, this company is not in the top list of brands in the Netherlands. However, the brand Fend, which has the highest market share in Holland, is also a subsidiary of Agco Corporation. This can be explained by the fact that this type of tractor is not that advanced. The Massey Ferguson tractors are easy to use however (“Bienvenue chez MASSEY FERGUSON”, n.d.)
An interesting point is the absence of New Holland tractors in Africa. However, with the T-series tractors of Van Engelen and New Holland, they now have the perfect product to penetrate the Moroccan tractor market with and Van Engelen will take the lead. 

4.1.3 DESTEP- analyses
DESTEP is short for demographic, economic, social-cultural, technologic and political. DESTEP is a tool by which an image can be obtained from the external environment on which a company operates or is going to operate. The strategic findings of the DESTEP analyses allows a company to be successful in her surroundings. 

Demographic
The Moroccan population has grown from 3.8 million in 1900 to 31.3 million in 2009 over the last century. The United Nations estimate 42.6 million inhabitants in the year 2050. Morocco is no longer a country of great families. The birth rate has dropped from seven children per woman in the 1960s to 2.3 in 2009.Morocco’s population is growing at a slightly faster rate than that of countries outside Africa, but it is well below the average for those in the Middle East and North Africa.

Economic
World institutions like the World Bank, the African Development Bank and the EU define Morocco as an emerging market. They recognize the potential of the Moroccan market that is increasingly globalizing and offering many opportunities to foreign companies and investors. Most of the opportunities lie in areas such as logistics/ transportation, water, agriculture, energy, and tourism. The same sources reveal that the country scores very high when it comes to offering facilities for outsourcing and off- shoring. Furthermore, as mentioned before, the country is not hit hard by the credit crunch and it was also relatively quiet during the Arab Spring.

Social/ cultural
Social/ cultural can create difficulties for foreign companies. For example, while doing business, it is very important to know the function of your business partner. This is because hierarchy is very noticeable at work. When confronted with someone with a high function, it is recommended to show respect for the position they represent.

Technological
Many of the latest technologies can be found in Morocco. Although not as advanced as in Holland, the situation is improving. The country telephone system is a good system composed of open- wire lines, cables and microwave radio relay links. Internet is available; however, it is pricy.


Ecological 

The Moroccan government is aware of its environment and actively pushes companies to include sustainability in their business strategies. Furthermore, many of the new regulations ordered by the king are strict on the sustainability issue.

Political/ legal
The government is aware that it has to attract more foreign companies that will invest in Morocco. Like many emerging markets, they have to attract foreign investors and in order to do that, the Moroccan government is working hard to make that happen. They do this by adapting and creating new law regulations.

More in-depth details regarding the DESTEP analysis can be viewed in Appendix 1.

4.1.4 Opportunities
As mentioned before, due to the government reforms, the economy of Morocco is rising. People have more to spend nowadays and as a result, they have healthier food habits. Moroccans eat a lot of fruit and vegetables traditionally, supplemented with fish and cattle meat. The newly created middle class’ demands for fresh vegetables are a good stimulus for the local farms. Most of the farmers in Morocco still apply the traditional method of farming. However, these methods are time-consuming and do not adequately meet the rising demand for local vegetables and fruits. With the help of the tractors provided by Van Engelen, the production of agricultural products can be increased. The Moroccan government is actively stimulating farms in using more advanced machinery and adapting new methods in order to increase their production. Herein lays a great opportunity for Van Engelen. Furthermore, the Moroccan government invested heavily in the irrigation system, which made more land available for farming. 

Morocco and Holland have a long history of mutual trade, which means that there is a lot of knowledge available to Van Engelen, which it can use to its advantage. The number one trade partner for Morocco is the EU. Throughout the years, this resulted in many regulations that made mutual trade much easier and beneficial for both parties. Needless to say, Holland can make full use of these advantages as a long-time member of the EU.            

4.1.5 Threats
A possible treat that could harm the distribution and logistic process of the export could be the poor infrastructure of the Moroccan motorways. Shipping containers filled with Van Engelen tractors from the harbor in Rotterdam to the harbor in Tangiers or using the motorways in mainland Europe should not be a problem. However, upon arriving in Morocco, the tractors should go to their new owners in Morocco and the best way to do that is using the motorways off course. The quality of the Moroccan motorways and railroads is not same as in Europe. Most of the country’s traffic uses poorly designed and maintained roads (“Maroc : Infrastructures routières “, n.d.). In addition, many old railroads have not been used and are now more like a wasteland. The Moroccan infrastructure is not all bad news. In order to optimize the trade with the EU, the government acknowledges that a healthy infrastructure is vital. Morocco is developing very fast economy-wise and so should the infrastructure. Poor infrastructure could harm the growing economy by slowing it. That is why the government helps create and finances projects that are meant to modernize the infrastructure. This means that the existing highways, motorways, rural roads, and railroads are given much needed maintenance. In addition, new roads will be built. This has taken a prominent place in the government’s policies and the result can be seen throughout the country. Another threat is the high rate of corruption in the country. Good news is that the government is actively fighting corruption more than ever (“Corruption Perceptions Index 2011”, n.d.).
4.1.6 Competitors
Porter’s five forces analysis
Porter's five forces analysis is a framework for industry analysis and business strategy development formed by Michael E. Porter. 
Threat of new competition

Tradex Industries
Tradex Industries is an international operating company that buys and resells agricultural machinery. Potential buyers can contact the company via its website or phone and give an indication of what kind of agricultural machine they would like to buy (mostly it is a tractor). Tradex will then buy the tractor and resell them to its customer.  This company could be the biggest competitor of Van Engelen. Tradex Industries already exports agricultural machinery to Morocco, including tractors and tractor equipments.  Furthermore, it offers other machinery on its website not specifically for agriculture (construction). It also exports cars, trucks, electronics and various other products on demand. It is active in a broader aspect of the market in Morocco and like Van Engelen, it is not excluded to one branch (“Tradex Industries”, n.d.)  

However, a clear disadvantage that this company has compared to Van Engelen is that it does not produce the tractors itself. Tradex Industries buys the tractors in Western Europe and sell them in Morocco. In this process, three parties are involved. The first one being that Tradex industries (1) has to buy the machine from another company/ person (2) and then sell them to its customer (3). Van Engelen, however, can eliminate one party; since it produces the tractors itself, it does not have to buy it first and sell it directly from its inventory to the client. This means that, as opposed to Tradex, it can meet the demands of the customer faster. Indeed, it does not have to spend time and energy in finding the tractor for the customer, since it already is in stock. A food for thought is that in case of repairs, Tradex is in a more difficult situation than Van Engelen. Van Engelen always has spare parts of its tractors in stock and can deliver them quickly across the globe when needed. This will be more difficult for Tradex, since they have to undertake more steps in solving an issue like this (“Tradex Industries”, n.d.). 

A major advantage that Tradex has on Van Engelen is of course market knowledge. Although its website does not indicate how long it has been in the exporting agricultural machinery to Morocco business, one can safely assume that its knowledge is up-to-date. Its website is in both the Dutch language and the French. Because of this, customers familiar with these languages can make use of its services. Van Engelen has to familiarize itself with an unknown market and has to make some serious adjustments to get the same knowledge as Tradex. Furthermore, since Tradex is exporting to Morocco for an x amount of years, it should have an acceptable customer base and a stable network by now. These are all achievements that Van Engelen has not acquired yet (“Tradex Industries”, n.d.).

Other important competitors are:
Alex Laffont S.A.
Another company that is active in the tractor export business is Alex Laffont S.A., a French company mostly concentrating on the French market. However, this company sometimes exports to Morocco. This company will export to where its customers are.  However, searching its website and conducting a research on the internet, it does not seem as if this company is actively trying to gain a market share in Morocco. Right now, it seems as if it focuses on doing business in the French market and sometimes in the Moroccan market (“ Alex Lafont”, n.d.)

Beukeveld Exports
This is a company specialized in exporting tractors (smaller ones than the New Holland series). This company exports to all over the world. The tractors on its website are mostly older models and secondhand. They are not in the same league in terms of horsepower, advance technology, fuel efficiency and endurance. 

Threat of substitute products or services
The T-series tractors are a unique kind of products that are at the top in term of quality and sustainability. There are not many types of tractors in the same league as the T- series tractors. 


Bargaining power of customers
This can be a difficulty since Van Engelen is trying to penetrate the Moroccan market. Traditionally, the Moroccans are used to bargaining. Van Engelen should state the tractors are to be sold at a fixed amount. However, if the buyer can haggle the price at the competitor, it puts Van Engelen in a disadvantaged position. This can be countered by offering the buyer discounts in case of large orders or installing optional gadgets such as air-conditioning for free. We have already established that comfort and extra options are one of the five factors that buyer will take into account when purchasing or hiring a tractor. Furthermore, if Van Engelen wishes, it could incorporate an incoterm that would benefit the buyer more in terms of risks. That way, costumers will be more satisfied.

Bargaining power of suppliers
To deliver its product, Van Engelen must use transport companies. These companies are the ones that ultimately bring the tractors to the clients of Van Engelen. Van Engelen is very dependent on these companies. This brings Van Engelen into a disadvantage when bargaining. Luckily, the wide variety of transporting companies decreases this threat. Furthermore, Van Engelen has the ambition to export the tractors to Morocco for years to come. This fact will gain them the upper hand at the negotiation table. A clever transporting company would do anything to maintain a client like this.  

Intensity of competitive rivalry 
As we saw earlier, Tradex is the biggest competitor of Van Engelen. At the moment, Tradex has the better cards. However, Van Engelen has the more advanced product, namely the T- series tractors. Furthermore, Massey Fergusson is very active in the Moroccan tractor market.

4.1.7 Buyers
Potential customers and branches
When exporting, it is very important to determine your potential clients. Since Van Engelen is exporting tractors to Morocco, they have to address a special target group. One of the strength of the tractors of Van Engelen is that they can be used outside of the agricultural machinery branch. They could also be used in the Moroccan construction branch. As mentioned in chapter two, buyers will look at the following when it comes to purchasing a tractor. 
1. Engine power (horsepower)

2. Fuel consumption

3. The propelling- force and transmission

4. Lifting force

5. Cabin and control features, options/ luxury

The government
In large cities, parks and public gardens are under the care of the government. One of the T-series tractors is specially made for small gardens and public parks. This type of tractor is ideal for these places. Since the government is urging the farmers and large landowners to use more advanced materials to increase their production level, it could lead by utilizing the tractors of Van Engelen. 

Farmers and large land owners
The bulk of the T- series tractors are made for use on farmlands. Naturally, the farmers are an important target group for Van Engelen. However, approaching this particular target group is quite difficult but not impossible. The easiest way is to have a meeting with a consultant of the Dutch embassy located in Rabat and it will provide you with a helpful contact list and branch information. That is obviously good news; however, the disadvantages are that this information is sometimes outdated and it is not easy to obtain. However, if you act on behalf of a company, this should not be a problem. Another way to approach this particular target group is by attending agricultural conventions. These kinds of conventions are mostly visited by this target group. The conventions actually also have other advantages. First, Van Engelen will come in contact with potential customers and can promote and gain brand awareness for the T- series tractors and the company. Second, Van Engelen can see what the competition has in storage for them. Because of the attendance of these conventions Van Engelen can perform bench marketing, optimize their products and by doing so, it will always be a step ahead of the competition. 

 The Moroccan construction market
As mentioned earlier, tractors are not only used in the agricultural sector but also in the construction sector. Unlike the Dutch construction market that is still in a turbulent period, which on its turn affected the Dutch tractor market negatively, the Moroccan construction market is flourishing.  Since 2010, this sector is showing growth only. The growth is mainly because the Moroccan government is heavily investing in new buildings and modernizing the infrastructure. Roads, harbours and airports are among the infrastructures that will be totally rebuilt. Tractors will be part of the different construction machinery to be used. The T-series tractors are well equipped for this job. 
This is good news for Van Engelen, because with the new reforms, new machines are needed and with the high quality tractors that Van Engelen possesses, it could be a great opportunity.

4.1.8 Entry strategy 
When a company decides to enter a market in a different country, the company should find a suitable entry strategy. Generally, there are four main types of entry strategy: export (direct or indirect), licensing, joint venture and direct investment. 
Export: Indirect vs. direct export
If a company wants to export to another country, there are a couple things to keep in mind. For example, is the company working with an agent or without an agent? Companies wishing to export must choose between direct or indirect export at some point. If the company chooses direct export, this means that the company sells its product directly to customers in Morocco  without the help of an intermediary. In this form of export, the company has close contact with its customers and does its own marketing and sales. If indirect export is chosen, the company will use a third party to represent its products abroad. The common forms are agents, importers or a wholesale company. The role of the intermediate is to deliver the products to the customer in Morocco (Verhage, 2004, p.880).

Choosing between these two forms of export depends on several things like the product and the requirements of the foreign market, in this case the Moroccan agricultural sector. Below is a table showing the advantages and disadvantages of these two forms of export (Verhage, 2004, p.880).

	Advantages 
	Disadvantages

	Direct export:
· Direct contact with customers

· Higher profit margins

· Independent of foreign partners 

· Little to no additional staff needed
	· Higher Financial risk

· A lot investment in  of time and staff 

· Limited market coverage

· Insufficient knowledge of market and culture 

	Indirect export:
· The intermediate has market knowledge and access to the right sales channels 

· Greater market coverage possible

· Smaller Financial risks 
	· Lower profit margins

· Dependence on the commitment of the partner

· No direct contact with customers


Licensing
Licensing, as a market entry strategy, is best used by those companies that have a component of intellectual property in their product, although it can be used by any type of company depending on what they want to license. The main advantage of this type of entry strategy is that a company can penetrate a foreign market without taking great risks and investments. Two types of licensing are:

Contract manufacturing
If Van Engelen were to use contract manufacturing, it means that a Moroccan factory would produce the tractors of Van Engelen. The product will be then sold in Morocco, but can also be transported back to the Netherlands and sold there or shipped to other destinations. This type of licensing is mostly used by auto manufacturing companies (Verhage, 2004, p.881).

Franchising
This is a method that has an operator (the franchisee) making an agreement with the owner of the trade (Van Engelen), which gives them the right to start a business in the name of Van Engelen. Examples of franchise companies are supermarkets and fast food chains such McDonald's. The advantage of this is that the production and distribution take place in the country. Van Engelen does not have to ship its tractors to Morocco (Verhage, 2004, p.881).
Joint- venture 
This entry strategy is all about setting up partnerships between two companies to jointly undertake an economic activity. It may be a brief alliance, giving Van Engelen enough time to become familiar with the Moroccan agricultural machinery market. Sometimes a joint venture is obligated in some countries. In the case of Morocco, it is not an obligation. A disadvantage is that in a joint venture, conflicts may rise between the two parties. It is therefore highly advisable to have clear agreements in advance. Furthermore, the differences between the cultures, if not studied well, can cause negative effects between the parties (Verhage, 2004, p.884).
Direct investment
If Van Engelen were to use direct investment, it would open its own factory in Morocco, produce the tractors and sell them in Morocco or ship them to other destinations (Verhage, 2004, p.884).
4.2 Internal analysis
The internal analysis consists of the strengths and the weaknesses of Van Engelen.

4.2.1 Strengths 
The unique selling point that Van Engelen will have in the Moroccan tractor market is its product, the tractors of course. The tractors are among the very products of the company in 1935 and have been upgraded and perfected numerous times since then. Nowadays, the tractors of Van Engelen are one of the finest in the country. This will no doubt be the same in Morocco. Furthermore, the company is no stranger to international export. It has exported to some countries in Eastern Europe, Canada and to the United Sates of America. Morocco should not be a problem: geographically speaking, it is more attractive than the US and Canada. Another strength is the fact that the tractors can be delivered relatively fast and are in stock most of the times. Furthermore, if the demand requires so, Van Engelen can deliver secondhand tractors and tractor equipment to its customers. The tractors are of high quality that is achieved by the most recent technology and many years of development. An unlikely strength that Van Engelen has, is the fact that it is a family business. A family business that exists for quite some time can generate much respect in the Moroccan business culture. Since Moroccan society rewards strong unity among families, this is definitely a strength.


4.2.2 Weaknesses         
Although the company has experience in international export (mainly Europe and North America), it is inexperienced when it comes to trading with developing countries. Morocco is very different from Germany and the US in many ways, socially and economically. This could be a weakness for Van Engelen. However, this can be battled. 

Furthermore, the staff is not trained for possible expert to Morocco right now. The staff is familiar with the country, not its business ethic. Furthermore, the website of the company is not user friendly for Moroccan customers. In general, they do not speak English and the website of Van Engelen is in either English or Dutch. For this reason, the chance that Moroccan potential customers will contact Van Engelen through their website is very small. However, this can be handled by launching a new website specifically designed for the Moroccan market. This should not be a problem for Van Engelen since it did a similar thing for the American market. This will require a different approach however. 

4.3 Conclusion SWOT- analyses

	Intern
	Extern

	Strengths

1. Family owned business

2. High quality product

3. Sustainable product

4. Experience in export to emerging markets

5. Products are at all times in stock

6. Product can also be used outside the agricultural sector.
	Opportunities

1. The Moroccan government adapting new farming methods.

2. Increase in farmland due to better irrigation 

3. Farmers abandoning tradition; methods

4. Government encouraging use of more technology

5. Moroccan construction market is booming

	Weaknesses 

1. Inexperienced in the Moroccan agricultural machinery market

2. Personnel are not sufficiently adapted to the Moroccan market.


	Threats 

1. Corruption

2. Poor infrastructure

3. Cultural differences

4. Kingdom 


If we look at the chart above, it is clear that the strengths and opportunities make up for the weaknesses and threats. Van Engelen has the perfect product to penetrate the Moroccan market. Furthermore, the timing could not be better. The Moroccan government is encouraging foreign companies to invest in the Moroccan market and a flourishing sector. This is a great opportunity for the T- series tractors of Van Engelen.

4.4 Confrontation Matrix

	
	External
	

	Internal
	opportunities
	Threats

	Strengths 
	
	O1
	O2
	O3
	O4
	O5
	T1
	T2
	T3
	T4

	
	S1
	Attack
	Defend

	
	S2
	
	

	
	S3
	
	

	
	S4
	
	

	
	S5
	
	

	
	S6
	
	

	Weakness
	W1
	Strengthen
	Repel

	
	W2
	
	

	
	W3
	
	


In the confrontation matrix, the following combinations can be made:

· Strengths vs. Opportunities  

· Strengths vs. Threats

· Weaknesses vs. Opportunities

· Weaknesses vs. Threats  

After the latter is done, one can take one of the following actions;

Attack
In this case, strength of the organizations is used to exploit the existing opportunities. S1 (family business) can be used to exploit in all the opportunities since the Moroccan society sees family companies as trustworthy and successful. S1 should specifically focus on |O1, O3 an O4, since the product, the t-series tractor, is made with the latest technologies evolving tractors. Furthermore, S6 addresses the fact that the tractors are more than agricultural machines and can be used in the Moroccan construction market. 

Defend
In this type of action, the strength of the company is used to defend against a threat. From the phone survey, we have learned that Van Engelen has experience when it comes to exporting to emerging markets. This is also one of its strengths (S4). Most emerging countries have corruption (W1) and bad infrastructure (T2). Nevertheless, Van Engelen has defended itself well against these threats and will do the same for the Moroccan market. The Moroccan Government battles T1 and T2, so these threats will diminish over time.

Strengthen
In this type action, Van Engelen should find a way to strengthen a weakness in order to attack an opportunity.  A very important weakness is inexperience in the Moroccan market (W1). This weakness should be strengthened first and this can for example be done by, when looking at different entry strategies, working with a partner or agent the first years. This will give Van Engelen the time to become familiar with the Moroccan market and strengthen its experience level. When that is done, the company can make full use of the newly acquired strength and attack the opportunities. 

Repel
In this type of action, it is very important to strengthen a weakness in order to compensate for a weakness. As we saw in chapter one, Dutch midsized companies are hesitant when it comes to doing business with the Middle East or a country with a Middle Eastern culture. This has been the case with Turkey. The personnel of Van Engelen are not aware of the many cultural differences that can be harmful to the export. This weakness should be strengthen and by doing this, T3 an T4 can be repelled. 

Although Van Engelen has experience when it comes to emerging markets, Morocco is a different story. The confrontation matrix shows that W1 should be strengthened. This weakness also shows us that Van Engelen is not ready to penetrate the Moroccan market on its own. It has to implement an entry strategy involving some kind of partnership. 

4.5 Chosen entry strategy: Trade agent
We have discussed some important entry strategies. In case of Van Engelen, the best one is to follow the example of other companies. As mentioned earlier, most companies who are first timers in a foreign country use a trade agent. This should be taken in consideration by Van Engelen. Finding the right trade agent can be a daunting task, especially if a company is trying to penetrate the market for the first time. 

A trade agent is a mediator: he or she mediates between Van Engelen and its potential customers in agreements and contracts. That is the main task of the trade agent. Reliable trade agents put the interests of his or client first. The trade agent will work not free. He or she is entitled to a commission, usually a fixed amount or percentage of the sales. The legal position of a commercial agent varies by country. He or she is not the owner of the tractors. Companies that are doing business in a foreign country for the first time use a trade agent, especially for Asian markets and African markets. Since van Engelen is new to the market in Morocco, it is highly advised to work with a trade agent. Finding the right trade agent can be a daunting task. Luckily, the embassy of The Netherlands located in Rabat can provide help with the search for a reliable trade agent. For more information of possible trade agents, please see chapter five (Verhage, 2004, p.860).
Chapter 5 Marketing Mix

5.1 Marketing mix

5.1.1 Promotion
Although Van Engelen has an excellent product, without a decent promotion this product will not gain any awareness in the Moroccan market.  One way of promoting a product in a foreign country is to introduce your product during a convention of a congress. The most important Moroccan conventions visited by companies that benefit from the Moroccan agriculture are below.

Polltec, convention
In Casablanca, the POLLUTEC 2012 (Salon international des équipements pour l’environnement, Technologies et services pour L’industrie et les Collectivites locales) occurs. This is a gathering of companies around the world that would like to show that their product/ services are not only profitable but also very environment friendly. In the convention, there will undoubtedly be local farmers who would like to acquire some new machinery. The tractors of Van Engelen are environment friendly, since they have met all the strict environmental regulations of the European Union. In this convention, Van Engelen has the opportunity to show the unique ability of its product. It can give live demonstrations, raise awareness for its product, and emphasize the environment friendly qualities of the tractors, its power and its user friendliness (Salon international des équipements, des technologies et des services de l'environnement, 2012).
The Website
Right now, Van Engelen has its product information in Dutch. For a company that already operated internationally, this will not do. For a moment, it has had a website specially made for its American target group; however, Van Engelen has decided that the American Website will not be online anymore. The Moroccan website should be in two languages: French and Arabic. This is very important since English is not the business langue in Morocco.  Furthermore, the Dutch website is very brief. This should not be the same with the Moroccan website.  

Social Media
Nowadays, social media have been integrated in every part of the business activities of the company. Facebook accounts are no longer for individuals only, but smart companies have their own Facebook accounts.  Amazingly, Van Engelen does not have a Facebook account. This is unacceptable for a company that exists for more than 30 years. This could be a great opportunities for Van Engelen. One of the many things that it could do on its Facebook account is pictures of satisfied customers, but also short videos explaining the new T-series tractors and demonstrating them. The DESTEP analysis has shown that a large population of the Moroccan people have access to the internet. Social media are one of the tools to stay in contact with clients.  

Business Trips 
The foundation IntEnt organizes trips to Morocco annually for company representatives or individuals that have aspiration to penetrate the Moroccan market with their product, or that are simply interested in the Moroccan market for other purposes. The great advantage of these trips organized by IntEnt is that it also sets up meetings with businesses. During these meeting trips, depending on the networking skills of the individual, one could create a lot of awareness for one’s company or product. Through these business trips, people will acquire potential clients, trade agents and a vast network. For years, IntEnt has been organizing these trips and many entrepreneurs have benefited from them.

Sponsoring
The number one sport in Morocco is football. Football is a famous sport in Morocco and is played by young and old. Van Engelen could offer some of the smaller tractors of the T- series.  The smaller ones are perfectly usable for gardens and football stadiums. 

5.1.2 Product 
Morocco is trying to limit the import of used machinery. Luckily, this will have no effect on the tractors of Van Engelen. For exporting the tractors to Morocco, no big adjustments are necessary. They are ready-made. The tractors meet the safety requirements of Morocco that are less stringent than those of the Netherlands are. There is no need in transporting the tractors in parts and reassembling them at the destination.  

Transport and logistics
Van Engelen could transport its tractors to Morocco in different ways, such as transporting the tractors via land or sea.  Let us explore these two possibilities further. 

Via land
Lots of products are transported via land. This could also be the case for the products of Van Engelen. 
In Holland, enough companies exist that Van Engelen could hire in order to transport the tractors via land. However, most companies charge a specific amount per kilometre and this can be very costly. Furthermore, there is a limit to the amount of tractors to transport. Because of this, this type of transportation is not recommended if one would like to transport large quantities.  Safety is also an issue. Other disadvantages of transportation via land are the uncertainty of the traffic. Because of traffic jams during holyday season, the order could arrive late, which can lead to dissatisfaction. Different types of transportation by land are the following (“transport en logistiek”, n.d.):

Road transportation 

The advantages of this type of transportation are the following: 

· It is fast and flexible

· It allows companies to deliver their products from door to door 

· Many products can transported this way.

The disadvantages of this type of transportation are:

· Limited suitability , volumes and distances

· Some countries have a maximum authorized weight on the road

· Obstacles such as traffic jams, road maintenance and environmental

Rail transportation 

The advantages of this type of transportation are the following:

· This type is often per weight/km, which makes it cheaper

· It can transport heavy products and in large quantities

· Environment friendly

The disadvantages of this type of transportation are the following:

· Many companies do not have a railway connection close by their premises

· Usually this type of transportation must be combined with road transportation. This could bring up the total cost of transport to very unattractive heights.

Maritime transport 
The quickest route is shipping them via freight containers in Rotterdam and send them directly to tangier or Casablanca. These two cities have the largest harbours in Morocco and the customs do their job accordingly.  Needlessly to say that if the tractors are transported by sea, it is much more timesaving. Furthermore, the costs are not as high as via land. The cost of fuel, the hiring of the driver and accommodation for the driver can be eliminated if the tractors are exported via sea (“transport en logistiek”, n.d.). 

In short, the advantages of maritime transport are:

· Low transport coast

· Easy coverage of long distances

· Suitable for almost any product including the T-series tractors

· Sea containers can be quickly loaded off trucks, trains and ships without having to load and unload every time

· Furthermore, it is a very environment friendly type of transportation

In short, Van Engelen can choose from different types of transportation. The first part to the harbours in Rotterdam can be done by train. Trucks are also possible, but because of the fact that trains have access to the harbour of Rotterdam and Van Engelen is situated near a station, this is highly recommended. Upon arrival in Rotterdam, the tractors are to be shipped and directly transported to either Casablanca or Tangiers.  

5.1.3 Place
Morocco is very large and because of that, it is advised to concentrate the business activities on certain areas. In this case, the best areas should be the cities Tangiers and Casablanca and their surroundings.  The main reason is that these two cities are the business heart of the country. They are adapted to international business activities very well. The two largest harbours of the country are situated in these two cities. Since Van Engelen is likely to ship its tractors via these two harbours, these two cities are the perfect locations. In addition, many of the conventions regarding agricultural products are held in one of these cities. Many trading agents have their roots in Tangiers or Casablanca.  The infrastructure in these cities is one of the best in the country. These are all technological advantages that people are used to in first world countries. Furthermore, the cities are close to other important business areas like Rabat.

Distribution
To distribute the T-series tractors into these two cities can be achieved though different ways. Van Engelen can decide to depend on government assistance and by doing this; they can make the Dutch and EU government an important partner in its export of tractors. They can also ignore government interference and concentrate on the private sector only. However, both have their advantages and disadvantages. 

Public 
As mentioned earlier, Morocco is a special partner of the European Union. The EU is funding the Moroccan economy with the help of government subsidies. Morocco will become a complete free market zone for the EU with little to no import tariffs in return. 

The Meda program
This is a special program that stimulates economic and financial collaboration between the European union and the Mediterranean non- member countries. The program was established in 1996 and amended in 2000. Due to this program countries such as Algeria, Cyprus, Egypt, Israel, Jordan, Lebanon, Malta, Morocco, the Palestinian Territory, Syria, Tunisia and Turkey receive financial and technical backing form the European Union. This program is import for these countries because of the economic benefits (“MEDA”, n.d.).

The most important objectives of this program are:

· strengthen political steadiness an democracy 

· establishing a Euro-Mediterranean free market and the expansion of economic and social collaboration

· Preserving the different cultures (“MEDA”, n.d.).
Because of the MEDA program a free trade between the European Union and Morocco will be established. The program also encourages economic collaboration between the Mediterranean non-member countries. This is done in the form of economic and social regulations in order to modernize the private sector. This will be achieved by doing the following:

· the creation of employment by supporting SMEs 

· promoting the private investment, intensive trade collaboration in the industrial field between companies

· Improvement of the economical infrastructure such as the taxation systems (“MEDA”, n.d.).
Not all activities are supported by this program. The activities have to do with technical help, training, information and projects that will enable an economic activity. To be more specific, MEDA support takes the form of: 

· subsidy that is handled by the European Union and is to co finance projects of programs that do not collide with the main objectives of the MEDA
· a risk capital done by the European Investment Bank in order to fortify the private sector and in particularly the financial sector (“MEDA”, n.d.).

Another advantage besides special programs and grants is for example the huge database of information available to the companies. This information is partly free and partly paid. The information concerns market information, culture information, information regarding companies, non- governmental organisations and more. To acquire this kind of information on its own would be near to impossible for Van Engelen. It does not have the resources and its current personnel are not suited for this. They would have to hire an external company, which can be expensive. If van Engelen were to enlist the help of foundations, it would be less expensive. 

Government grants
Funds, grants and programs are also available on a national level. The Dutch government has a special department called the EVD. This department supports Dutch companies who are in surge for reliable information regarding foreign markets. With the help of information meetings and promotional activities abroad, the EVD tries to support the companies. Furthermore, the EVD gives information about the available government grants and financial help relating exports and investments abroad (“Exporteren naar Marokko”, n.d.).
The Dutch government has several grants available for small and medium sized companies that would like to enter the Moroccan market. The most important grants are the following:

Prepare2start
This particular grant previously known as PSB aims to aid Dutch SME who have little to no experience in the export department when entering a new foreign market. Together with an international trade advisor of the Chamber of Commerce, an international export plan will be realised. Aligned with this grant are several Moroccan businesses that can help the Dutch SME with purchasing, production and collaboration on the Moroccan market. These companies aligned with this grant are mainly to be found in Morocco’s large business cities such as Casablanca and Rabat. For this reason only, it is attractive for Van Engelen to start its business activities in these two cities (“Exporteren naar Marokko”, n.d.).
 PSI: Private Sector Investment program 
The grant PSI contributes to the promotion of investments in emerging markets in Africa, Asia, Latin America and Central/ Eastern Europe. As we saw in chapter one, emerging Dutch SME are not seizing the opportunities that these markets provide. We have learned that Dutch entrepreneurs are too hesitant to explore the Turkish market for example, and because of this, millions of Euros are lost. This program encourages companies to invest in the private sector of emerging markets, such as Morocco, as an engine of sustainable economic development.   Investments generate employment, income and knowledge and contribute to the reduction of poverty as a result. The PSI grant is open to all projects in the economic sector. The PSI contribution to the investment is 50 % with a maximum of 750.000 Euros. The maximum project budget is 1.5 million Euro. This can be an option for Van Engelen. It could choose to invest in another mechanization company such as itself in Morocco and apply for this grant. Since it has products (advanced tractors) that will benefit the growing agricultural sector, chances are big that it will be considered for this grant (“Exporteren naar Marokko”, n.d.).
 General information about law regulations and sector information in Morocco
www.evd.nl/marokko
www.ambassadepaysbasrabat.org 
www.missioneco.org/maroc 
www.serec.ma 
www.oc.gov.ma/ 
www.mcinet.gov.ma 
www.mce.gov.ma 
Although most information is free for everybody, some information is only visible for companies that are enrolled in the Dutch Chamber of Commerce. This should not be a problem for Van Engelen. Furthermore, much of this information is not updated frequently, which is a problem. Outdated information, broken links, incorrect phone numbers are damaging the reliability of government funding

There are several foundations linked to the Dutch government that can help companies that would like to export to Morocco. In the next chapter, two important foundations will be explained: IntEnt and HIC.

Using the public sector for export can be beneficial. However, experts say that if a company is going to export products to a foreign country, it should not calculate government aid into its budget. Government funds can be useful, but the regulations and conditions are sometimes too strict. Furthermore, when it comes to government grants, a lot of bureaucracy is involved. This can be time consuming.   

Private 
The confrontation matrix has shown that the best the way to enter the Moroccan market is via a trade partner/ agent. If Van Engelen does not like government interferences in the form of grants, it should not include government funding in its export plans. The advantage of the private sector is that it is more stable than the government. Governments tend to change every four years or so and old regulations can be cancelled, while new ones are adopted. This can be very stressful for a company that heavily depends on government grants and funds.  In the private sector, it is a lot simpler. Van Engelen will set up contracts with the trade agent and both parties will respect that. Exporting without funds and grants can save a company a lot of bureaucratic ordeals. Furthermore, there are no other parties involved in the process and the regulations are less strict in the private sector. Furthermore, governments are elected every few years and that can get in the way of a durable working relationship.

Trade agents
Van Engelen should use trade agents to introduce the T-series tractors to Morocco. It is difficult to find reliable trade agents in Morocco because the information available on the World Wide Web is scarce. However, here is a list with possible trade agents for Van Engelen.

· Maroc Mondial Export
This is a very experienced trade agent in Morocco with more than 4000 references. Core competencies  are advising and support for Investment and Business.

· Worl Wide Partner 
A leading Morrocan export group

· Intermediare Maroc
An import- export agent with knowledge in different branches

· Legron-Bari
Agent specialized in agriculture products. It has a lot of farming companies in its list of clients

The above-mentioned agents are well known trading agents located in Rabat, Casablanca or Tangiers. They are experienced, well organized and can be of great asset to Van Engelen. Please note that there are more trade agents. The easiest way to contact an agent is to make an appointment with the consulate of Morocco in The Netherlands and they will provide a list of agents that have good connections. Mostly this information is free, but sometimes a company has to pay a small fee. Furthermore, this information is only accessible to companies. 

5.1.4 Price
According to online forums new Tractors are very expensive in Morocco. Sometimes, it is even double the amount. Many Moroccans who live in Holland buy a brand new tractor together and ship that to Morocco. For a regular second hand tractor in good shape, the average price is 7.000 Euro in Holland. In Morocco the same tractor as has an average cost price of almost twice of this amount. 

In determining the price, Van Engelen should not focus on its competitors. It produces and sells a product at a fair price. If there is a large order placed, Van Engelen could extend a volume discount on the products. Furthermore, the T-series tractors are high quality products. The customers will not be disappointed. The durability of the tractors is very long and this is reflected in the price. 

We find this is no obstacle in the Moroccan construction/ agricultural market. High quality and durable products are well rated in Morocco. This is exactly what the Moroccan government is trying to achieve: in order to improve the production level of its agricultural sector, it adapts the latest technologies and discourages the import of used and low quality machinery.  

The prices of the tractors are fixed. Nevertheless, the quantity and the extras asked by the customer could have a positive effect on the price. 

Average price of the T-series Tractor: 20.000 Euro
Average price of Massey Fergusson Tractor: 16.840 Euro

As we can see above, the average Massey Tractor is cheaper. Van Engelen can battle this by emphasizing that the T-series tractors are more advanced and have a higher durability. Furthermore, the T-series are comfortable. To accommodate the buyers, Van Engelen can offer optional products for comfort for free.

5.1.5 Personnel
Some adjustments that Van Engelen should adapt on personnel level are, for example, hiring a French or Arab-speaking person. If Van Engelen decides to work with agents in Morocco, one could say that hiring a French or Arab-speaking person will not be needed. However, it is strongly recommended to have an employee who speaks one of these languages as a direct employee. Furthermore, the managers and some of the employees should be familiarized with the country, culture and religion. Religion is strongly intertwined with every day live including business life. This can simply be achieved by organizing a business trip. If Van Engelen decides a business trip is not a good idea budget wise, coaching can be an interesting alternative. Coaches who are familiar with this phenomenon can coach the employees and raise their level of knowledge about doing business in Morocco. The coaches can do the coaching at the premises of Van Engelen. This way, the company does not have to hire a location for coaching lessons.  

5.2 Critical success factors
Van Engelen is not the first Dutch company that exports tractors to Morocco. In order to be more successful than the competitor that already ready has positioned itself in the market, Van Engelen must be innovative and quick. The T-series tractors can be used for farming and construction purposes. The tractors are state of the art and have a high durability. They have a very futuristic design, so they will appeal to the Moroccan farmer because of its ‘modern’ look.

Furthermore, if this exporting adventure of Van Engelen is successful, the company should invest time in the agent. Companies that do business in a foreign country are highly recommended to set up governance structures that will smooth the progress of communication and the transmitting of knowledge. The staff in Morocco should have clear understanding of what is going on at the home base. This is very important in case the company is working with agents and intermediaries in the Moroccan market
Chapter 6 Taxes, Insurances and ToDoList

6.1 Tariffs and taxes
Most developing countries have high import tariffs to protect the home market and exclude foreign competitors. This is one of the biggest reasons why foreign companies avoid exporting to developing countries. However, Morocco is different, because the country is actively trading with the EU and has therefore achieved the position of ‘special partner’ of the EU. Furthermore, due to the Barcelona agreement (mentioned in chapter one), Morocco is obligated to fully become a free market zone to the EU, which includes the disappearance of many import and export tariffs and lowering of the rest.

In Morocco, the citizens are obligated to pay taxes. This also included foreign companies. In each country, taxes are very different. They can be a stressing issue for companies, especially if the company is working in Morocco for the first time. Since the trade history between the Netherlands and Morocco is long, there is much information on this subject to be found. Most of the information can be found at the Department of Finance in the Netherlands. However, detailed information is mostly accessible to companies only.

Income tax
Income tax is paid by most individuals in Morocco. Income tax is withheld from the total income. This includes all income from Moroccan and foreign sources. Income tax is applicable to Moroccan citizens and it includes income from business activities, wages and salaries, farm, rent and capital. For foreign non- residents must pay an income tax that resulted from Moroccan sources. To be acknowledged as a Moroccan resident, one must have permanent residence in Morocco and one’s most important income is generated in Morocco or more one should stay in Morocco for more than 183 days a year. 

Corporate tax
All companies that conduct business activities in Morocco must pay this tax. Corporate tax is only levied on the actual sales volume that is achieved in Morocco. According to the Dutch foreign affairs, the normal percentage is 35%; however, for companies that grant financial services like insurance or credit companies,  this percentage is a bit higher namely 37%. Good news is that export companies and hotels do not have to pay corporate tax for the first five years and starting the sixth year, tax will not be 35% but 17.5%. Furthermore, companies who are economically active in less developed areas or in the province of Tangier also pay this amount. This is one of the many regulations the government has adopted in order to include the less developed areas in the rising economy of the country. According to (Impôt sur les Sociétés, IS) companies are obliged to pay 10% on the services provided to Moroccan companies. This also includes the right to use agricultural, industrial, and commercial or scientific machinery.  This tax can be avoided if the company has an establishment in Morocco. Moreover, this particular tax is deductable by the Dutch tax system.  

Value Added Tax 
The value added tax in Morocco is held on all the transactions  performed by people who, on a regular or occasional basis, purchase goods for sale or resale; transactions of industrial, commercial or artisanal nature. The nationality of the person and the residence is irrelevant in this form of tax. VAT is levied on services provided in Morocco. For Dutch companies that do not own an establishment in Morocco, this means that they are obligated to work with a recognized intermediary registered at the Ministry of Finance (in connection with the payment of the VAT)(“Internationale handel; in- en uitvoer volgens SITC-indeling”,n.d.)

6.2 Custom documents
EUR.1 certificate
The European Union has made free trade agreements with certain countries (including Morocco). Due to this certificate on mutual import of goods, a discount can be given on import duties. Since Van Engelen is exporting the tractors to Morocco this form can be acquired from the Dutch Chamber of Commerce.  Unfortunately, this form is not free. The minimum amount is 80 Euro, depending on the product, quantity and the language in which the form has to be made.
ATA- Carnet
This is document is not obligated. However having this document can be time saving. It allows the exporter not to lose time at customs for unnecessary activities. This document is used in lots of countries outside of the EU, including Morocco. This international customs document can be obtained from the Dutch Chamber of Commerce. This document costs 185 Euros. 


6.3 Incoterms
Before Van Engelen ships its tractors internationally, it has to decide for which incoterm it will apply. Incoterms are international commercial terms and are applicable to the international transport of goods. The International Chamber of Commerce has officially created the incoterms. Referring in their contracts to one of the incoterms of the ICC, the buyer and the seller reduce the uncertainty inherent to any international transaction, because commercial transactions can interpreted differently per country. Incoterms define their respective responsibilities and obligations of the delivery of goods. Furthermore, incoterms are not obligatory but optional; however, they are standard terms mostly recognized b the international trade society. Companies all over the world use incoterms and they have proven to be very beneficial to the international trade society. It helps to avoid uncertainty and the proceedings are clear to all parties involved. Incoterms will clarify the following points (“Incoterms, internationale leveringsvoorwaarden”, n.d.) :
· The obligations of the seller and the buyer
· Who will be responsible for insurance, permits, licenses and other necessary documents?
· Who will be responsible for the transport and to which point?
· Determine the point where cost and risks pass from the seller to the buyer
 As of 2011, there are approximately thirteen incoterms. Six of these terms are only applicable to sea transport and the rest can be applied to all sorts of transportation. Most companies use one of these thirteen and sometimes a combination. Below the most common will be explained (“Incoterms, internationale leveringsvoorwaarden”, n.d.).

 The following Incoterms can be applied by any kind of transportation method (including sea transport).

 EXW- Ex Works
In this type of incoterms the buyer is responsible for all costs and risks associated with the packing, loading and transporting of the goods from the premises of the seller to the desired destination. The buyer is also responsible for all formalities at customs. 
 FCA- Free Carrier
This incoterm obligates the seller to arrange the good with invoice, export license and custom formalities. The buyer and seller will decide together a place where the product will be transported to the care of the buyer. This can be a location or another company hired by the buyer in order to transport the goods to their final destination. 

 CPT- Carriage Paid To
Here the seller will be responsible for export permits, transportation to the harbour of destination (including unloading the goods). In addition, the seller will be responsible until the moment of handing the goods over to the buyer. 
 DAT- Delivered At Terminal
This incoterm dictates that the delivery of the goods takes place in a predetermined terminal as agreed by both parties. Furthermore, the seller is not obligated to unload the goods and the risks will be transferred to the buyer. However, the buyer has the obligation to arrange all the necessities, involving import documents and any customs related duties and obligations. 
 DAP- Delivered AT Place
With the incoterm DAP, the seller is held responsible for all costs and risks associated with the transport of the goods to the destination, agreed by the parties. Any customs related formalities are for the buyer to handle. 
 The following incoterms are only applicable when transportation is done by ship (“Incoterms, internationale leveringsvoorwaarden”, n.d.).

FAS- Free Alongside Ship
The seller is obligated to deliver the tractors in good condition to the quay alongside the ship. In this incoterm, the buyer is responsible for the arrangement of transport and the import or export permits.  
FOB- Free On Board
This incoterm follows the same principles as the FAS incoterm only with minor differences. For instance, the seller is obligated to bring the tractors on board of the ship. Furthermore, the seller is responsible for the export permits. 

CFR- Cost and Freight
The seller is responsible for the whole transportation process till the harbour of destination. However, the buyer is responsible for the unloading of the product. 

CIF- Cost Insurance and Freight
The incoterm CIF is basically the same as CFR, except for the fact that the seller is obligated to take out a sea transport insurance, in case the transported goods are lost or damaged during transportation.
All the above-mentioned incoterms have their advantage and disadvantage.  Which incoterm to use can be a difficult question. All the parties involved should be comfortable with the incoterm that is applied. Some of the above mentioned incoterms are not very useful for Van Engelen. 
For instance, the incoterm EXW is very unattractive for the customers of Van Engelen in Morocco. This means that they have to arrange the whole process of bringing the newly acquired tractor from the premises of Van Engelen to its destination in Morocco.  This brings al lot of cots and extra baggage with the purchase of tractors. This can make it unattractive for them to even consider buying Van Engelen’s tractors in the first place. Since the best way of exporting the tractors is by sea, it wise to chose one of the incoterms exclusive for sea transportation. 

In short, law does not obligate the use of incoterms. Nevertheless, it can be very helpful when, for example, the customers of Van Engelen complain about the delivery date of the product or the transporter does not fulfil its commitments. If Van Engelen has a contract based on one of these incoterms, they would have a better arguing position.   

6.4 Export recourses
Due to the long, Dutch trade history with Morocco, there are companies with enough knowledge in the Netherlands that could help SME in the tractor or tractor equipments business, with their export ambitions. In this chapter, some of these companies will be discussed.

6.4.1 The embassies and consulates
The Embassy of Morocco is located in the city of The Hague. However, for business purposes, it is recommended to visit one of the consulates. Morocco has three consulates in Holland namely in Rotterdam, Amsterdam and Utrecht. According to Patrick, export manager at Export Partner, consulates are the number one information sources for companies that want to export their products to a foreign country.
Mostly, people associate the Moroccan consulates in Holland with issuing travel documents such as passports, visas, etc. The consulates have also a deeper function. They are the representatives of their countries. They bring the two different business worlds together. The consulates have a lot of branch related information to share with Dutch companies willing to export to Morocco. 

The consulates in Holland work with a two offices system when it comes to helping companies start businesses in Morocco. The first office is for everyone who would like to start a new company in Morocco. People can receive all the necessary basic information about laws and regulations regarding new companies. The second office is for the more advanced stages of starting a company in Morocco and for people who would like to invest in a company in Morocco. Here you will receive more specific information concerning investments. Requesting licenses and other official governmental documents can also be done in this office. This window can also be a negotiator between companies and the government. 

Keep in mind that the consulates are very busy and it can be very hectic there. For convenience sake, it is wise to call and arrange an appointment first. Give the objectives of the company and what you will discuss with the consulate.

6.4.2 The foundation IntEnt
Like HIC, IntEnt is a non-profit organisation that helps companies manage their abroad businesses. IntEnt does not focus on only one country but several. What makes IntEnt special is that the countries are linked by Holland due to its many immigrants. For example, in Holland, there are many immigrants from Morocco, Turkey, Suriname, Poland, Ghana and more (“IntEnt”, n.d.).
The foundation, in its current form, exists for almost 15 years now. However, it is much older. It has its roots in the different immigrant groups in Holland. The administration of Foreign Affairs received many questions from entrepreneurs on how to stimulate the trade towards the countries of the immigrants, thus IntEnt was created by Foreign Affairs. Ever since, IntEnt has been expanding and it even has offices in some of those countries. IntEnt does not have the aspiration of opening other offices abroad, but some countries are more difficult to enter, so it is necessary to have an office there (“IntEnt”, n.d.).

On its website, IntEnt claims that it has a high success rate. Of the companies that have been advised by IntEnt, 90% of them were still in function after two years. The high success rate is partially because of the personal and intense accompaniment provided by IntEnt. IntEnt’s ultimate goal is to establish strong trade relationships with the countries of the immigrants and help them to become strong independent economies. The foundation receives funds from Foreign Affairs, Internal affairs and the EU (“IntEnt”, n.d.).

6.4.3 Export Partner
Companies not familiar with their export market can acquire the help of Export Partner. EP is an independent export company established to assist the export ambitions of Westland chase. Eventually they parted and became independent. Nowadays, it helps many companies realize their export goals. Some of their former clients were Akzonobel, Zimmo, Boboli, biodone and many more. The earliest clients of EP were mostly  found in the dairy branche. However, the company came a long way since then. Nowadays, it has clients working in the machinery industry (Walking Wagon), electronics (Orlaco) and even in the publishing sector (Publisher Stam). Clearly, this shows that EP can be a useful help in every branch. This knowledge can be used by Van Engelen in its export ambitions (“Exportpartner”, n.d.).

 If Van Engelen were to make use of the expertise of this company, many tasks can be delegated. EP will send a highly skilled export manager who will work with Van Engelen intensively. The export manager will devote him/ herself with all the aspect of the export procedure. Through the embassies and consulates, he/ she will compose a list of potential customers and partners. Because Van Engelen can leave all these issues to a professional, it is very tempting to make use of EP. However, there are some disadvantages. The export partner does not work for Van Engelen and has to familiarize oneself with the company and the products. In addition, hiring an extern export manager can be expensive, especially if you need one for the long run (“Exportpartner”, n.d.).

6.4.4 HIC, Trade and investments Centre
Like IntEnt, the HIC is a non-profitable organisation that helps Dutch companies to expand their business abroad. The major difference between these two companies is that, unlike IntEnt, HIC concentrates its activities only Morocco. This foundation is also created by native Moroccans and it has a close working relationship with the city of Rotterdam and the Dutch Chamber of Commerce. The headquarters of HIC is located in Rotterdam. The main objective of this foundation is to be a guide for Dutch companies that would like to enter the Moroccan market with their products. HIC, gives advice and information, accompanies, and organises from the vision of the entrepreneur (“HIC-Marokko”, n.d.).

Every year, it has a couple of business trips to Morocco and if companies are interested, they can join the trip. This is highly recommended, because the single most important thing of these trips is networking. They also frequently organise information sessions, meetings, lectures and workshops. During these gatherings, trade with Morocco is the central theme. This is a great way to learn of the market in Morocco and become acquainted with people sharing the same aspirations as yours. Since the creation of this foundation, it has helped many companies and established many working relations in Casablanca, Rabat, Settat, Tanger, Nador and Oida. This is just a tip of the iceberg. HIC also has partners in other cities of Morocco (“HIC-Marokko”, n.d.).

HIC’s expertise lies in the Moroccan agricultural sector. It has a lot of information about that sector and that is why HIC should be consulted by Dutch SME in the agricultural machinery sector like Van Engelen. It arranges meetings and brings people with the same interest together. Furthermore, it makes sure that its clients have the basic information in order to start their export ideas successfully. Please note that HIC is not a specialist in entrepreneurship like Export Partner. Its role is that of an advisor, not an account manager. It will not put an export manager in the company of its clients (“HIC-Marokko”, n.d.).

As mentioned before, HIC has a very close working relationship with the Chamber of Commerce in Holland. This allows HIC to tap into the huge information system of the chamber of commerce. The chamber of commerce has contacts with her sister organisation in Morocco. Another major advantage of HIC is that most of their employees are native Moroccans who have done their education in Holland. This means that they are well known with both cultures and can thus work more efficiently than someone who is acquainted with just one of the cultures (“HIC-Marokko”, n.d.).

Throughout the years, HIC has positioned itself as the intermediary for dialogue between Dutch companies and the Moroccan agricultural sector.         

6.5 Marketing and promotion costs

· POLLUTEC participation (promotion and space included)                                    € 9,150 excl. VAT

This may seem a high amount, but keep in mind that Van Engelen is trying to penetrate a new market with its product. This very famous exhibition is held annually and in different Moroccan cities. This package seems expensive; however, Van Engelen will get great value in return. The following are included in the Product Exhibition Package:

· All the benefits of the Classic Package (presentation on the website www.pollutec.com, the company on the mobile phone application, personalized Banner, 100 invitation cards, 10 VIP badges, etc…

· Product advertising in the Newspaper (picture and  200 characters)

· Product advertising in the visitors e-news (picture and 200 characters)

· A 1/5 page in the catalogue entry (picture and 600 characters)

 If Van Engelen is willing to spent 1.500 Euros extra, it can have the following too: 

· Podium spot at the convention

· More pages in the catalogue

· Larger portion in the Newspaper and more characters

The Moroccan Website:








€ 1,895 

Please keep in mind that there are a lot of different IT companies that could do this. Another option is hiring the same IT company that is doing all the IT applications for Van Engelen at the moment. The IT company Most Ware is very professional and reliable. The costs are for launching the French version and the Arabic version. The amount may seem high, but the extra benefits such as 24-hours service and personal account manager are definitely worth every penny.                                          

                                                    

 Business Trip:









€ 2,066 p.p.

This is the total amount of a 16-days business trip. The price is all-inclusive, even beverages. Furthermore, business meetings and consultation are included. This is a great way to obtain a large network in a comfortable ambiance.  

Personnel cost (coaching)







€ 1.700 

To do business in Morocco it is vital to understand one of the two main business languages. This is necessary when it comes to dealing with customs or negotiating with trade agents. Furthermore, knowledge off the language and customs can be of great benefit when creating an important network. The above motioned price is for a French language course specified on business issues. The course will take approximately a year and is very intense. However, after completing the course, one can address oneself in French quite well. Furthermore, the coaching bureau Houthof agency is specialized in intercultural communication when doing business.

Transport cost









€ 9.000

Please keep in mind that this amount is an estimated amount. The above-motioned price is an indication given by the transport company Germanetti and includes only shipping costs from Rotterdam to Casablanca of 1 class two type tractor. The eventual price can differ due to several reasons, such as:

· The quantity

· The distance

· Specific contract agreements

· Additional insurances

· Type of transport (land, sea, railroad, etc…)

6.6 ToDoList
Here lays a great role for Van Engelen. Aside from the obvious role (exporting its main product to Morocco), there is also the role of instructor (by increasing the knowledge of local farmers), which can lead to the possibility of exporting other machinery.

This is a short list of what Van Engelen should do in order for a successful export.

Make sure that the motive of the company is clear. In the case of Van Engelen, that is to boost sales by finding new markets, namely the modernizing and growing need for tractors in the Moroccan agricultural market.

The motive of the company should be translated into a clear plan. This report can be of use for Van Engelen. It is not wise to rely on grants from the government. They should not be included in the budget. 

Acquire as much as information of the Moroccan agricultural market as possible. There is a lot of information for entrepreneurs. The Dutch embassy in Rabat can help provide knowledge about the potential customers, future partners, and competitors. 

Decide on how the product will be transported and what this will cost. How will the insurances agreements be handled (Incoterms)? Will it be done over land or sea? In the case of tractors, the best way will be by shipping them in containers and transport them by ship. 

Acquire information on taxes and special import or export tariffs. The EU and Morocco signed a special treaty in which Morocco will become a fully free market zone and the import and export tariffs on most products will be drastically lowered or disappear. This should be realized at the end of 2012.

Make sure that all the export documents are in order. Most of the documents can be obtained from the Moroccan consulate in Rotterdam, Amsterdam, or Utrecht. However, it is highly advised to contact them beforehand and make an appointment.

Train the managerial staff in how to do business in Morocco. Because of the differences between the two cultures, this is highly recommended. Acquiring the help of a coaching agency is the way to do this. 

Conclusion

As mentioned earlier, the Moroccan government has heavily invested in modernizing the country and its agricultural sector. Farmland owners are shifting from traditional farm methods to the use of newer technologies. Furthermore the infrastructure is rapidly improving. These phenomena are distinctive signs of growing prosperity. However, some problems still remain, such as the high number of illiteracy especially amongst the female population.      

The most import reasons on why Van Engelen should consider Morocco as a possible export market for their tractors and tractor equipment are as follows:

· By handling the Arab Spring in a democratic way, the country showed the world its political and institutional stability. Although the level of democracy is not the same as in the Netherlands, the democracy in Morocco is far better than the rest of the Arab countries and it is still improving.   

· In comparison with its neighbours, the population of Morocco has a high level of educated people with developed technical skills. Additionally, the country has an unemployment rate of 10 % which is very low for a ‘third world country’.

· The government worked hard in realising policies of structural reforms that led to the liberalization of the economy of Morocco. This is process is still continuing.  

· The Moroccan government has invested a large amount of money in new irrigation systems and are thus creating more land that can be cultivated.

· In the agricultural sector of Morocco lies a great opportunity for Dutch investors.  The Moroccan government is urgently looking for more investors in this sector and they are willing to offer a number of incentives for investors. The possibility even exists that the government could become a partner.

· The T-series tractors of Van Engelen are technologically very advanced. Furthermore they are powerful, environment friendly and have a high durability. 

· The Moroccan government is trying to limit the import of used tractors and are stimulating the use of new advanced agricultural machinery. 

Van Engelen can distribute their product in two ways, namely public or private. There are good programs from the EU and the Dutch government that can assist the export with grants and funds. However, it is strongly advised not to let government funds play a large role in the export budget. The best entry strategy would be to work with a trade agent.

The economic growth of Morocco is a clear indication that this country is leaving its image of third world country behind and is providing opportunities for mid-sized companies to discover the full potential of this country. However, there are obstacles such as unreliable information, poor infrastructure, cultural differences, corruption and a poorly organized bureaucracy. To overcome these complications can be daunting task. In any case, companies should not be stopped by these obstacles. Many foreign companies have already successfully penetrated the Moroccan market. With their innovative and technologically highly advanced tractors, Van Engelen can definitely become successful in the tractor business in Morocco.
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Appendix 1: DESTEP
Demographic
The Moroccan population has grown during the past century, from 3.8 million in 1900 to 31.3 million in 2009. The United Nations estimated a total of  42.6 million inhabitants in the year 2050. Morocco is no longer a country of great families. The birth rate has dropped from seven children per woman in the 1960s to 2.3 in 2009.Morocco’s population is growing at a slightly faster rate than that of countries outside Africa, but it is well below the average for those in the Middle East and North Africa. Nonetheless, Morocco has a large population for its size that is highly concentrated in the most habitable areas. About one-third of the population is under age 15. For some time the opportunity to immigrate to western European countries offered a partial solution to Morocco’s population pressure, and by the early 1980s some 600,000 Moroccan workers and merchants had established themselves in western Europe.

Economic
Some key figures giving an example of the Moroccan economy. The figures are taken from the World Fact book compiled by the American Central Intelligence Agency (CIA) hence the dollar. 

· GDP purchasing power parity: $164.7 billion (2011) earning them the 59 spot on the list of countries.

· GDP per capita: $ 5.100 (2011), $ 5.000 (2010) , $ 4,800 (2009). Although this is not very high it is slightly increasing. That is a positive development. In comparison the average Dutch person has nine times more to spend.

· Labour force by occupation: agriculture: 44.6%, industry 19.8% and services 35.5%. Most of the labour force is concentrated on the agriculture. Developing countries tend to have a large population working in the agricultural sector.

· UN employment rate: 8.9% (2011), 9.1% (2010). The un employment is decreasing and not that high. One would expect different from a developing country. If we compare this with countries in Europe such as Greece (17.30%, in 2011), Ireland (14.4%, in 2011), Spain (21.63% in 2011), France (9.3% in 2011), Italy (8.4%) and the EU in general (9.5% in 2011) it is not that bad actually.

 According to the World institutions like the World Bank, the African Development Bank and the EU all define morocco as an emerging market. They all recognise the potential of the Moroccan market that is increasingly globalizing and offering many opportunities for foreign companies and investors. Most of the opportunities lie in areas such as logistics/ transportation, water, agriculture, energy and tourism. The same sources reveal that the country scores very high when it comes to offering facilities for outsourcing and off- shoring. Furthermore as mentioned before the country is not hit hard by the credit crunch and it was also relatively quiet during the Arab Spring. 

Finally morocco has a special status as a trade partner for the EU. Because of this the tariffs for import and export are to be reduced to zero before 2013 with the exception of agricultural products such as fruit and vegetables. This special partner status is still practised.  Since 2006 there is a bilateral Free Trade with Agreement with the United States. This is astonishing especially since morocco is the only African country that done this. These developments make morocco no longer a third world country but indeed a rising global market. 

Social/ cultural 
Social/ cultural can create difficulties for foreign companies.   For example during business it is very important to know the function of your business partner. This is due to the fact that hierarchy is very noticeable at work. If confronted with someone with a high function it is recommend showing respect for the position they represent. 

Moreover as in every country a good network is of a great value. Businesses are advised to take the time to invest in this network. One visit to a company is not sufficient and a confirmation does not automatically mean a ‘yes’.  Reject in its broadest sense is considered very rude in Moroccan society and therefore people developed many ways to say ‘no’ or to indicate doubt. When requesting something or making an agreement it is strongly advised to ask several times for confirmation. Furthermore dealing with the Moroccan market patience is truly a virtue. One can witness this when the embassy or consulate is visited. It is very hectic and it can take some before you are helped to your satisfaction. Another import issue which can be a great hinder is the corruption in the country. According to the 2011 report of the corruption perceptions index which contains almost every country on the planet, morocco scores a 3.4 on a scale where 10 means that country experiences very little corruption. This is off course very bad in comparison with the Netherlands (8.9). However this does not mean that business is impossible here. Furthermore the government under the current Kings started a huge campaign addressing this problem. This will take some time to show its effectiveness. However it is quite possible that the percentage of corruption for 2012 will be better than the previous year.     

The most important key values
Respect - Moroccans are strongly convinced that you always have to respect yourself, your parents / older people and your superiors. Moroccans themselves are in general friendly and considerate towards others and expect the same in return. Incivility can be seen as arogant and that  is an insult.

Personal Relationships - The family is above everything, even above the needs of the individual. Friendships are usually lengthy and friends often have a prominent place in the family. Trust and friendship play important roles in both the personal and business environment.

Honor - honor and esteem are extremely important in Moroccan culture. Shame and loss of face will be avoided at all times. Their reputation is paramount and they will do everything to ensure that they or their family will not be shamed.

Religion - Islam plays a major role in both everyday life and the business world. Many businesses are closed on Friday afternoon to give everyone the opportunity to fulfill their religious obligations. During Ramadan, there are often no business appointments. 

 Language
The official language of the country is the standard Arabic. However there are other several dialects and languages that are spoken in morocco. For the business market it is vital to speak and write French or Arabic. The French language is used primarily in the corporate culture, government and communication in general. For Dutch companies it is import to now that the English is still in its developing stages in the corporate world but is slowly becoming popular. At the moment Dutch companies should have employers that mastered the French language or the Arabic language. This  will definitely be a huge  asset to the company otherwise one has to work with interpreters. 

More on the cultural differences between the two countries can be viewed in chapter four.

Technological
Many of latest technologies can be found in Morocco. Although not as advanced as in Holland, the situation is improving. The country telephone system is a good system composed of open- wire lines, cables and microwave radio relay links. Internet is available however it is costly. As in 2009 there are approximately 13.213 million internet users. Furthermore the country has 56 airports and in the most airports all different types of airplanes can land there. There is also a rail road’s of 2.067 km. 

Ecological
The Moroccan government is very well aware of their environment and is actively pushing companies to include sustainability in their business strategies. Furthermore many of the new regulations ordered by the king are strict on the sustainability issue.  Luckily this will work fine with the Van Engelen. Because of the fact that the T-series Tractors are very environmental friendly, Van Engelen should have no problem facing these regulations. 

Legal and political
The government is aware that they have to attract more foreign companies that will invest in morocco. Like many emerging markets they have to attract foreign investors and in order to do that the Moroccan government is working hard to make that happen. They do this by adapting creating new law regulations.  At this moment the government is working in realizing the following:

· In order to attract investors an attractive tax is introduced

· Introducing a set of treats who allow important foreign investors to special advantages when signing contracts with the government. 

As mentioned one of the obstacles is the widespread of corruption. Corruption is unfortunately a very serious problem. From the simple taxi driver to million dollar companies all are confronted with corruption. Especially in the government and policy department is corruption very much present. There is good news in order to modernize morocco the King announced an aggressive campaign against corruption and extortion. In a list compiled by Transparency International (a global coalition against corruption) Morocco scores a 3.4 out of ten in corruption making it a country with high corruption. To compare this number with The Netherlands that scored a 8.9, Morocco has a long way to go in battling this phenomenon. However compared with its neighboring countries this figure is not that bad. Because of this the government is battling this issue with every means necessary. Right now a plan is soon to be issued that will increase the income of the police force. One of the main reasons why they accept bribes is because of very low incomes

Appendix: 2 Interview details

Interviewer: Omar Warsame
Interviewee: Patrick 
Company: Export Partner
Date: 04.06.2012 at 9 o’clock 
Location: Utrecht

Subject: Export Partner

Appendix 2 the survey’s 

Telefonische enquête: export naar het buitenland
Naam bedrijf: Trac Lease Bv.
Gecontacteerd: Bos Remmelt 

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Ja, naar Egypte heeft bedrijf vaak handel mee. Volgens Dhr.Remmelt is zijn bedrijf daar al mee bezig. Er liggen genoeg kansen buiten de EU en voornamelijk in het Oosten van Europa.

 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Ja, er is kennis aanwezig binnen het bedrijf.

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Ja, alleen het bedrijf moet wel genoeg vooronderzoek hebben verricht eer zon project word begonnen. 

Telefonische enquête: export naar het buitenland
Naam bedrijf: Lozeman Tuinmachines Bv.
Gecontacteerd: Gerber Lozeman

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Ja naar Georgië een paar keer. Verder is het bedrijf voortdurend bezig met het vinden van nieuwe afzetmarkten binnen en buiten Europa. 

 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Ja 

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Ja als er zich een kans voordoet moet je die grijpen volgens Lozeman.

Telefonische enquête: export naar het buitenland
Naam bedrijf: Van Engelen bv.
Gecontacteerd: Dhr. Van Den Berg

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Ja, het bedrijf exporteert naar o.a. Canada. Het bedrijf is van plan om korte tijd ( binnen 5 jaar) haar export naar landen buiten de EU uit te breiden. 

Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Volgens de heer Van Der Berg heeft het bedrijf op dit moment wel voldoende kennis maar het kan altijd beter. Ze zijn bezig met het benaderen van verschillenden bedrijven om aan deze informatie te komen

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

In Turkije liggen de kansen en volgens Van Den Berg is het niet ver van Nederland. De plannen zijn al bezig.

Telefonische enquête: export naar het buitenland
Naam bedrijf: Trading Company Trac Line Bv.
Gecontacteerd: Catherine de Dreu

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Ja, Amerika bijvoorbeeld.

Heeft het bedrijf interesse om te exporteren buiten de EU en waarom?

Ja. In Amerika liggen nog genoeg kansen voor het bedrijf en mogelijk is er een uitbereiding op komst richting Oost Europa. 

 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Ja, er is genoeg kennis aanwezig

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Mw. De Dreu denkt dat juist in een tijd als nu moet Nederland blijven investeren in haar export. 

Telefonische enquête: export naar het buitenland
Naam bedrijf: WVB Boxmeer Bv.
Gecontacteerd: Patricia
Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Nee. Het bedrijf heeft alleen maar Nederlandse klanten en voorlopig is dat genoeg voor het bedrijf.

 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Er is geen voldoende kennis aanwezig. Als het bedrijf in de toekomst haar producten naar Oost Europa wil vervoeren zal er gewerkt worden met een partner, zeker in de begin periode van het hele proces.

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Nee. Het is niet verstandig.

Telefonische enquête: export naar het buitenland
Naam bedrijf: Agrarisch Loonbedrijf Bv.
Gecontacteerd: Marianne de Wit

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Het bedrijf heeft geen ervaring met exporteren naar het buitenland. In de toekomst (weet niet wanneer) bestaat er de mogelijkheid dat het bedrijf haar producten gaat exporteren.

 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Er moet genoeg informatie zijn over de BRIC landen. Er zijn al heel veel Nederlandse bedrijven die daar zaken doen. Dus informatie in Nederland verzaken over deze landen moet niet al te moeilijk zijn. 

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Mw. De Wit is hier niet zeker van. Ze is op de hoogte van het feit dat de BRIC landen voor Nederland steeds belangrijk worden en dat het slim is om daar naar te exporteren mits je het juiste product er voor hebt.

Telefonische enquête: export naar het buitenland
Naam bedrijf: Pateer Bv.
Gecontacteerd: Michel Pateer Bv.

Heeft het bedrijf ervaring met exporteren naar landen buiten de EU?

Ja, naar Japan, Amerika, Canada gaan er vaak zendingen heen.  
 Als u mocht kiezen uit de onderstaande landen als een mogelijk exportland voor uw product, welk land zou u kiezen (markeer het betreffend land rood a.u.b.)?

· BRIC- landen (Brazilië, Rusland, India, China)

· Oost Europa

· Turkije

· Marokko 

Denkt dat u dat het bedrijf op dit moment over voldoende kennis beschikt om te exporten naar het gekozen land? Zo niet hoe bent u van plan om aan die kennis te komen?

Ja, het bedrijf is er bekend met de werkwijze van de meeste Oost Europese landen. Verder geeft hij ook daar de import tarieven heel voordelig zijn daar vooral in Polen.

Nederland is een echt exportland maar op dit moment zit het in een economische recessie. Vindt u het verstandig om nu te gaan exporteren buiten de EU?

Dhr. Pateer gelooft niet dat de recessie lang zal duren en er zijn veel kansen voor zijn bedrijf in de wereld markt. 

