
Challenge:
Small businesses, like Rekluse Motor 
Sports, Inc., often don’t know where  
to start when trying to expand to  
new markets.

Solution:
UPS® technology solutions can help 
streamline the process and reduce  
errors along the way.

 Clutch tips to 
 expand your exports
How to identify and sell to new markets
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Only one percent of U.S. small businesses tap global markets for fresh  
revenue growth, according to government statistics. And of that total,  
only two per cent export to more than one country. That’s a lot of money 
left on the table, says Al Youngwerth, president of Idaho-based Rekluse  
Motor Sports, Inc., the winner of the SBA’s 2012 National Exporter  
of the Year Award.

Count his 40-person firm among the two percent. His market: motor-
cycle and ATV riders in Greenland, Australia and 23 other countries. 
The product: automatic clutches and other performance products. 
The company earns nearly 30 percent of its total revenue from sales 
generated abroad.

Use Rekluse’s six exporting tips for identifying  
and selling to new markets:

1. Make your products easy to find.
Early on, Rekluse built a website and participated in online chats 
where motorsports enthusiasts share ideas. “Our initial export 
customer base came about through word-of-mouth on the Internet,” 
Youngwerth says. “One of our very first customers in Italy arranged 
for his friends to buy our products and asked if he could be our Italian 
distributor. We set him up and it grew from there.”

2. Get good advice.
The U.S. Commercial Service (USCS), part of the Department of 
Commerce, served as a key resource. “They have a three-month 
training program called Export Excellence that helps small businesses 
develop an export plan that’s right for them,” Youngwerth says. USCS 
helped Rekluse pick the countries for the biggest bang for the buck.

“UPS is also an excellent resource,” he says. “UPS helped streamline  
a lot of the paperwork involved with customs documentation, and 
integrated our QuickBooks accounting software with WorldShip®  
to help reduce shipping and customs errors.”

3. Pick the right partners.
Rekluse has 17 distributors in other countries, and a lesson 
Youngwerth learned is that the right partner isn’t always the biggest 
one. “Most small businesses are going to rely on that distributor to 
generate demand, and if the distributor is large you might get lost,”  
he says. Rekluse cut loose an under-performing German distributor  
that had taken on too many companies.

4.  Understand distributor rules  
and regulations.
Make sure you fully understand the contractual relationship you are  
making with a distributor, Youngwerth advises, and that you are aware  
of rules that apply if not spelled out in a contract. “We had to recover  
a domain at a rather high expense when we shut down a distributor,”  
he recalls.

5.  Communicate regularly and efficiently  
with distributors.
In some cases, communication may be difficult because of language 
bar riers, but a tougher challenge is distributors that require too much 
time to become self-sufficient, Youngwerth says. “Make sure you 
seek partners that can communicate effectively so you don’t waste  
a lot of time.”

6. Watch out for channel conflict.
To avoid competing with its own overseas distributors, Rekluse prices its 
products so the cost to the end user is the same as if purchased from a 
U.S. dealer. In addition, the company requires its 1,000 or so U.S. dealers 
to agree not to sell products to overseas customers.

Streamline shipping
Get your products out the door quickly with WorldShip®
With WorldShip, you can use your company’s existing data to create shipping labels and other forms. Whether you ship 
from one location or offices worldwide, just install WorldShip for free on the desktops you choose. WorldShip can be 
integrated with your existing systems to fill address fields and forms.

1  Select the distribution option that best  
meets your needs: air, ground, international, 
less-than-truckload freight or air freight.

2  If you choose, UPS will send automatic 
delivery status email alerts to employees 
and customers, so everyone knows where 
shipments are.

3  For international shipments, complete 
and submit key export documents such 
as the commercial invoice and the NAFTA 
Certificate of Origin (for Canada and Mexico) 
electronically.

To learn more about UPS Autogistics Solutions, visit ups.com/aftermarket.


