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Introduction      1

Introduction

The Internet has made buying and selling products across 
borders easier than ever before. Customers shopping for 
everything from toner cartridges to lumber turn to the 

Internet to ĸnd the «est Ārices, ăuality, and selection, reÆardless 
of where the seller is located. This borderless world of e-commerce 
has opened up amazing new sales possibilities for businesses of 
all siįes, all oĢer the ģorld.

But ģheneĢer Æoods leaĢe one country and enter another, ÆoĢern-
ment aÆencies haĢe to «e dealt ģith and ĀaĀerģorÞ has to «e ĸled. 
Itɭs a comĀlicated maįe to naĢiÆate, made eĢen ģorse «y the Äact 
that there are two ÆoĢernments inĢolĢed ɠ in the shiĀɢÄrom and 
shiĀɢto countries ɠ each ģith its oģn rules.

With all that ÆoĢernment inĢolĢement, you can «et that there ģill 
be additional costs. Most governments assess taxes and fees upon 
incoming shipments. The exact amounts depend on a variety of 
Äactors, «ut these eĨtra costs can «e su«stantial ɠ they can eĢen 
exceed the value of the shipment itself!

Think about that for a minute in terms of a customer’s expecta-
tions. Your customer thinÞs heɭs ĀayinÆ USɴȭȨȨ, includinÆ shiĀ-
ĀinÆ Äor his Āurchase, «ut aÄter all the taĨes and Äees are assessed, 
his actual toɢtheɢdoor Ārice could «e more liÞe USɴȩ,ȨȨȨ. That 
ĸnal Ārice that he Āays is Þnoģn as the landed cost.

To prevent your customer from getting an unexpected call from 
his countryɭs customs ÄolÞs, lettinÆ him Þnoģ hoģ much money 
he oģes, you should ĀroĢide that inÄormation «eÄore checÞout. 
Your customer may decide not to Æo Äorģard ģith the Āurchase, 
but that’s better than an angry customer refusing delivery of a 
package you paid to ship.

In this «ooÞ, ģe eĨĀlain the challenÆes and «eneĸts oÄ crossɢ 
«order sellinÆ, shoģ you hoģ to calculate the international landed 
cost, and eĨĀlain ģhy itɭs Āro«a«ly in your «est interest to use 
technology to automate the landed cost calculation rather than 
trying to determine it manually for each order.
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Foolish Assumptions
This book assumes that you understand some basics of web-
«ased sellinÆ, such as shoĀĀinÆ carts and ģe«sites. May«e your 
comĀany already has an eɢcommerce site, and youɭĢe «een sellinÆ 
within your home country for a while now.

HoģeĢer, this «ooÞ doesn’t assume that you know anything about 
crossɢ«order sellinÆ, customs, imĀortinÆ/eĨĀortinÆ, or any oÄ 
that international stuĵ. We ĸll you in on eĢerythinÆ you need to 
know in those areas.

Icons Used in This Book
ThrouÆhout this «ooÞ, ģe use icons to draģ your attention to 
important information. Here’s what to expect:

The Tip icon points out helpful suggestions and useful nuggets of 
information.

This «ooÞ is a reÄerence, ģhich means you donɭt haĢe to memo-
riįe the inÄormation in these ĀaÆes ɠ there ģonɭt «e a test. But 
eĢery once in a ģhile, ģe tell you somethinÆ thatɭs so imĀortant, 
you really should commit it to memory. And ģhen ģe do, ģe marÞ 
it with the Remember icon.

This icon Āoints out the stuĵ your mother ģarned you a«out. Well, 
Āro«a«ly not. But these helĀÄul alerts do oĵer Āractical adĢice to 
help you avoid potentially costly and frustrating mistakes.

Beyond the Book
Thereɭs only so much ģe can coĢer in ȬȰ short ĀaÆes, so iÄ you ĸnd 
yourselÄ at the end oÄ this «ooÞ thinÞinÆ ɩGosh, this is an amaįinÆ 
book. Where can I learn more?” just go to www.avalara.com.
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&Kapterb1

IN THIS CHAPTER

 » Taking advantage of cross-border sales 
opportunities

 » Defining landed cost

 » Mapping the average international sale

 » Avoiding common pitfalls of selling 
internationally

Selling Cross-Border: 
Yes, You Can!

Until recently, cross-border shipping has primarily been a 
big-company game, with smaller businesses left out in the 
cold. It wasn’t that small companies couldn’t sell interna-

tionally. Itɭs Ûust that most oÄ them lacÞed the means to eĵec-
tively market to international customers, or the know-how to 
manage the paperwork, shipping, regulations, and customs duty 
calculations involved.

Fortunately for businesses of all sizes, the Internet has changed 
the game. Access to global markets has never been easier. Today, 
any business with an online presence can enjoy the luxury of 
e-commerce platforms and marketplaces, sophisticated interna-
tional payment and translation solutions, and faster and cheaper 
shipping methods. All that makes it easier than ever before for 
companies of all sizes to sell globally.

In this chapter, we outline the rewards of selling internationally 
and point out some of the potential risks and pitfalls that you 
need to be aware of when expanding into the exciting and poten-
tially Āroĸta«le Ælo«al marÞet.
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4      Selling Cross-Border For Dummies, Avalara Special Edition

Seizing the Opportunity
Business-to-consumer online sales is a huge opportunity, and 
itɭs only ÆoinÆ to Æet «iÆÆer in the Äuture ɠ esĀecially Äor «usi-
nesses that sell globally.

AccordinÆ to the U.S.  DeĀartment oÄ Commerce and  Internet 
Retailer, online retail in the United States grew by roughly 
ȩȨ   Āercent in ȪȨȩȰ, to USɴȭȩȫ.Ȯ «illion. By comĀarison, «ricÞɢ 
and-mortar retail grew by approximately 4 percent, and cross-
«order eɢcommerce had a Æroģth rate oÄ close to ȪȨ Āercent.

Indeed, the growth of cross-border ecommerce is fast outpacing 
U.S. e-commerce sales, and the bulk of global growth is from the 
AsiaɢPaciĸc reÆion, Āarticularly China. AccordinÆ to an eMarÞeter 
reĀort, eɢcommerce sales alone in China are eĨĀected to Æroģ «y 
more than ȫȨ Āercent in ȪȨȩȱ, to USɴȩ.ȱȰȱ trillion, or ȫȭ.ȫ Āercent oÄ 
all sales. By the end oÄ ȪȨȩȱ, China is eĨĀected to haĢe ȭȭ.Ȱ  Āercent 
of all global online sales. (To read the reports yourself, head to 
https://www.census.gov/retail/mrts/www/data/pdf/ec_
current.pdf; https://www.emarketer.com/newsroom/index.
php/2019-china-to-surpass-us-in-total-retail-sales/).

If your business isn’t selling internationally, you’re hitting only a 
fraction of your potential market. That’s what they call “leaving 
money on the table.”

Making Sense of the Landed Cost
When you buy or sell online, it might not seem like international 
borders are relevant. After all, we’re all one big happy Inter-
net world, right? You don’t need a passport to visit a website in 
another country, and you’re free to shop at any online store you 
like, regardless of where you live.

The simplicity and ease of online access is deceptive, though. It 
lulls both businesses and consumers into a false sense that inter-
national «orders arenɭt siÆniĸcant anymore, and that the Āhysical 
shipping of the purchased items should be as simple and easy as 
the ordering. It’s not.
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International shipping is nowhere near the simple, painless pro-
cess that international ordering is. When it comes to the physical 
transport, there are still international borders. Shipping between 
countries can inĢolĢe thorny, difficultɢtoɢcalculate taĨes, cus-
toms duties, and other fees, and “I didn’t know” is not an excuse 
for failing to pay them.

The total cost of getting a physical something from the seller’s 
facility in one country to the buyer’s door in another is referred 
to as the landed cost. At the very least, the landed cost is made up 
of the cost of goods, the shipping and insurance, and the customs 
duties and imĀort taĨes ɞsee FiÆure ȩɢȩɟ.

When you ship within your own country, calculating the total cost 
is a Äairly straiÆhtÄorģard aĵair. The «uyer Āays

 » The selling price for the goods

 » 6Kipping and insurance costs �unOess tKe seOOer offers Iree 
shipping)

 » Taxes (depending on the state/province/county/city/and so on)

You calculate the shipping cost by running the item’s dimensions 
and weight through a shipping calculator, or you might charge 
a Ĺat Äee or calculate Āer the rates ĀroĢided «y the ĀreÄerred 
 shiĀĀinÆ comĀany Āartner ɞÄor eĨamĀle, UPS, FedEĨ, DHL, the 
postal service, and so on). You calculate the taxes according to 
the laģs oÄ the country, state, and/or ĀroĢince you oĀerate in, and 
the destination to which the order is being shipped.

FIGURE 1-1: Landed cost, in a nutshell.
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When selling to someone in another country, however, it gets 
considerably more complicated. You must also consider the 
 following variables:

 » Import customs duties

 » Value-added tax (VAT) and/or goods and services tax (GST) or 
other local tax equivalent

 » 2tKer iPport Iees or ta[es speciȴc to tKe iPport �destina-
tion) country

The really perplexing thing about these extra costs (besides there 
being a lot of them) is that there’s little consistency among coun-
tries. Some costs apply only in certain countries, and even then, 
sometimes only if the total shipment is above a certain value 
(referred to as the de minimis threshold) or contains certain kinds 
of products.

For the cross-border costs that do apply, like customs duties, the 
duty rate will vary depending on the ship-to country and prod-
uct. EĢery Āhysical Āroduct must «e assiÆned its aĀĀroĀriate Har-
monized System code (HS code or Č�riı «o±e), which corresponds 
to a customs duty rate sĀeciĸc to the destination country. There 
is a tariĵ code Äor eĢery imaÆina«le Āhysical Āroduct Ärom liĢe 
animals and agricultural goods to chemicals to apparel, footwear, 
and machinery. Each Āroduct has a diĵerent duty rate set «y the 
destination country.

For example, in one country, an electronic gaming console may be 
su«Ûect to a duty rate oÄ ȩȭ Āercent, ģhereas a comĀuter monitor 
might be charged at 7 percent. In another country, the duty rate 
miÆht «e ȩȪ Āercent on «oth.

Furthermore, national legislatures are constantly at work enact-
ing and amending laws, and enacting and repealing trade agree-
ments with other nations, so the applicable duty rates today may 
not be the same tomorrow.

There’s a lot to know about calculating the costs involved in 
crossɢ«order sellinÆ. We Æet into that toĀic in detail in ChaĀter Ȫ. 
For now, let’s just say, “It’s complicated.”
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Walking through a Typical  
International Sale

To get a better big-picture understanding of the international 
sales and shipping process, here’s a step-by-step walk-through 
of a typical cross-border transaction. Suppose that a customer 
from another country comes to your website, lured by your skill-
fully placed advertising and stellar reputation. Then what?

DAP VERSUS DDP
Providing a landed cost estimate for a cross-border transaction, 
invoice, or shopping cart doesn’t necessarily mean the merchant must 
collect the import-related customs duties and taxes from the end- 
consumer and then relay those revenues to the appropriate authori-
ties in tKe destination countries� As a PercKant� iI \ou cKoose to offer 
that service to the customer, great! Most customers love that. Doing 
so is referred to as Delivered Duty Paid (DDP). A merchant who does 
tKat saYes tKe custoPer tiPe and effort� and proYides a stress�Iree� 
hassle-free shopping experience. Some merchants charge the 
 customer an additional premium for this convenience.

The alternative is to ship Delivered At Place (DAP), which shifts the 
 burden of the import customs duties, taxes, and fees to the buyer. 
Merchants who ship DAP should provide landed cost information as 
an FYI to customers, so that they are prepared to handle those costs 
on their end and aren’t surprised with additional costs when their 
shipment arrives.

''3 and 'A3 are tZo different international commercial terms 
�ΖncoterPs�� ZKicK are a series oI predeȴned coPPerciaO terPs 
 published by the International Chamber of Commerce widely used 
inbinternationaO coPPerciaO transactions� ΖncoterPs are a series oI 
three-letter acronyms intended to communicate the tasks, costs, and 
risks associated with the transportation and delivery of goods across 
country borders. A seller can handle things either way, but it’s impor-
tant to be transparent with the end-consumer about that expectation 
prior to checkout.

These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.



Ȱ      Selling Cross-Border For Dummies, Avalara Special Edition

1. The customer adds item(s) to his or her shopping cart.

2. The customer checks out.

3. You package the items for shipment and turn the parcel over 
to your shipping company. You provide the shipping 
company with the required commercial documents, which 
include information about the shipment’s contents, value, 
and ship-to/ship-from countries.

4. The shipping company uses the commercial documents to 
ȴOe an e[port decOaration ZitK tKe custoPs autKorities Ior tKe 
shipment (if required).

5. The item is transported to the destination country.

6. When the item arrives in the destination country, the 
shipping company determines if an import declaration is 
required by the destination country. As part of the import 
declaration process, the customs duties, taxes, and fees are 
assessed. The buyer must pay these costs at this point before 
the shipping company will deliver the shipment. The ship-
ment remains in customs until that happens.

7. The item is delivered to the customer.

That’s the whole high-level process, in a nutshell. When it works, 
it goes fairly smoothly, and the declarations and payments sail 
through without issues. When it doesn’t work, usually because 
of some non-compliance issue, irregularity, or misstatement on 
the import declaration, the result can be a delayed or even refused 
shipment, and perhaps an audit and penalties on top of that.

Avoiding the Pitfalls of Selling 
Internationally

Because of the complexity of calculating it, many sellers  haven’t 
attempted to provide a landed cost to international buyers, or 
even basic tax calculation. While there is growing awareness of 
the need to expose cross-border taxes to customers, many retail-
ers still don’t include customs duties and import fees in their 
checkout price.

Why would a company’s leaders intentionally just stick their 
heads in the sand liÞe that, ostrichɢstyleɑ May«e they thinÞ that 
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the costs of crossing the border is not their problem, or that see-
inÆ the hiÆh cost oÄ customs duties and taĨes ģill scare oĵ the 
customer and cause him to abandon his cart. Or, maybe they’re 
Ûust too conÄused a«out the calculation to «e conĸdent in Āroduc-
inÆ a total. They ĸÆure that not doinÆ it at all is «etter than Æet-
ting it wrong, and they don’t realize that there are tools out there 
that could help them get it right.

Whatever the reason, sellers are shooting themselves in the foot 
by ignoring the landed cost. In this section, we highlight some of 
the key problems your company will face if you bury your head 
in the sand when it comes to calculating the customs duty and 
import tax.

Lack of transparency
Hereɭs an eĨamĀle oÄ hoģ ÄailinÆ to ĀroĢide customers ģith the 
total delivered cost of your cross-border transaction can result 
in an anÆry and unsatisĸed customer ģho ģill deĸnitely not «e a 
repeat buyer.

James is a U.S. citiįen ģho ģas recently transÄerred to an office 
in India. He and his Äamily missed some Äamiliar comÄorts that 
ģerenɭt so easy to Æet there, so they ģere eĨcited to ĸnd an online 
store that carried many common household products they were 
accustomed to in the United States, such as certain vitamins, 
almond butter, and baby formula.

James Ālaced an order ģorth a«out USɴȪȪȬ. A shiĀĀinÆ charÆe 
oÄ USɴȩȮ ģas added at checÞout, «ut there ģas no mention that 
the goods were shipping from another country, nor was there 
any mention of customs duties or import taxes prior to check-
out. James paid the cost of goods plus the shipping and clicked 
the Submit Order button. The seller packaged up their items and 
shiĀĀed the Æoods oĵ to India.

A week later, James received a notice from the shipping company 
sayinÆ that his ĀacÞaÆe had arriĢed. HoģeĢer, «ecause it ģas a 
cross-border shipment, the shipping company required some 
information to clear Indian customs, including copies of James’s 
passport and Indian visa, proof of address, and more. This back 
and forth went on for nearly three weeks before the shipping 
company could complete the customs declaration and arrange for 
delivery.
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After all that hassle, James learned that he would also have to 
Āay USɴȪȱȨ in customs duties and imĀort taĨes. He ģas already 
frustrated, and now the additional surprise costs? At this point, 
he simply rejected the shipment altogether. Overall, this was a 
miserable experience for James, which resulted in the permanent 
loss of a customer for the seller. The seller also had the warehouse 
and customer service hassles of dealing with a returned order, the 
expense of the return shipping, and an angry customer.

Some sellers are worried that showing the import customs duties 
in the cart is bad for business. But that’s just plain wrong. In our 
example story here, much of this pain could have been avoided 
had the seller calculated the customs duties and import taxes on 
the shopping cart, prior to checkout, so James wouldn’t have been 
cauÆht oĵ Æuard. Yes, he miÆht not haĢe Ālaced the order iÄ he 
had known, but he wouldn’t have blamed the seller, and he might 
have remembered the website and shopped there again when he 
returned to the U.S.

This example shows the types of unforeseen fees that can quickly 
add up and increase the landed cost of your cross-border transac-
tions. Without a formula that accounts for these costs before the 
purchase is made, you may end up with material that you now 
must use or sell at a loss.

Until recently, many «usinesses haĢe Ĺoģn under the customs 
enÄorcement radar. HoģeĢer, ÆoĢernments are catchinÆ on, as 
more and more transactions are being completed online. They’ve 
noticed the increase in small e-commerce packages. With new 
technoloÆies and ÆoĢernment moderniįation eĵorts, officials 
can tarÆet sĀeciĸc shiĀments Äor insĀection and monitor their 
enforcement activity. This may lead to an increase in import 
audits or cause “stuck-in-customs” delays, further impacting the 
customer experience.

Bad advice from shipping partners
Many «usinesses rely on their shiĀĀinÆ Āartners to calculate cus-
toms duty and imĀort taĨ costs and ĸll out the ĀroĀer ĀaĀerģorÞ. 
But the truth is that shipping companies don’t have any incentive 
to provide good service in this area, because they aren’t liable for 
the compliance. The dirty secret is that the large companies that 
push more volume with that shipping company have the luxury 
of getting full-service attention, whereas the smaller businesses 
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are left on their own to deal with poor customer service and lack 
of regulatory guidance.

To illustrate how easily problems can occur, let’s look at another 
example. A U.S. ceramics company manufactures unique cof-
fee cups and saucers and sells them online, mostly to individu-
als and a Äeģ sĀecialty retail stores ģithin the U.S. The comĀany 
ģas aĀĀroached «y a coĵeehouse Äranchise in Great Britain that 
ģanted to outĸt all its shoĀs ģith these cuĀs and saucers. As Āart 
of the deal, it was agreed that the ceramics company would coor-
dinate the international shipping. It engaged the same local ship-
ping company that it had already been working with to pick up the 
shiĀments and ĸle all the necessary eĨĀort ĀaĀerģorÞ.

In ĸllinÆ out the eĨĀort ĀaĀerģorÞ, the shiĀĀinÆ comĀany asÞed 
the ceramics comĀany Äor the tariĵ code Äor each item in the shiĀ-
ment. The ceramics comĀany had no idea ģhat a tariĵ code ģas, 
so the shiĀĀinÆ comĀany oĵered to looÞ uĀ and assiÆn the HS 
codes for them. The shipping company used the item descriptions 
on the invoice (which were pretty vague), and determined that 
the most aĀĀroĀriate tariĵ code ģas the one Äor ɩOther ceramic 
articles.”

Because of the way they negotiated the deal, the customer receiv-
inÆ the items in Great Britain ģas resĀonsi«le Äor ĸllinÆ out cor-
responding import paperwork on its end. And to keep things easy, 
it used the same shiĀĀinÆ comĀany to ĸle its imĀort declarations. 
The shiĀĀinÆ comĀany simĀly coĀied the same tariĵ codes Ärom 
the export paperwork onto the import declaration.

Everything was okay for about six months, but then one of the 
shipments was checked during a routine customs audit, and 
the British customs officer noted that the HS codes used on the 
import declaration form were not accurate. The merchandise was 
described as “Other ceramic articles,” which isn’t subject to duty 
ģhen imĀorted into the EU, «ut the actual classiĸcation should 
haĢe «een ɩCeramic ta«leģare,ɪ ģhich has a duty rate oÄ ȭ Āer-
cent. Uh oh. Once the error was discovered, customs pulled a 
report of previous shipments and found this same error repeated.

As the importer of record, the customer was technically respon-
si«le Äor maÞinÆ sure the correct tariĵ codes ģere declared on 
the import documentation, so British customs contacted the cus-
tomer, and assessed a Āenalty oÄ ʁȪȭȨ, on toĀ oÄ a ʁȯ,ȭȨȨ «ill 
for back duties for the previous import shipments. As you can 
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imagine, the customer was quite upset, and felt that the ceramics 
company had let them down.

The ceramics company saved the relationship by reimburs-
ing the customer for part of the unpaid customs duties, and at 
that point decided it needed to get serious about making sure its 
international shipments were set up for success. The ceramics 
comĀany hired a consultant to ĀroĀerly assiÆn tariĵ codes to all 
the items in its entire catalog, for every country into which it 
intended to ship.

You can’t blindly rely on shipping companies to accurately deter-
mine the compliance details necessary to process all the forms 
and declarations needed. Shipping partners may imply that they 
can assiÆn tariĵ codes or calculate duty rates, «ut they haĢe no 
reÆulatory o«liÆation to Æet these details riÆht. IÄ you read the ĸne 
print in your contract with them, you’ll see that they have very 
limited liability if they make a mistake.

When comĀliance issues are Äound, itɭs the imĀorter  ɠ the  
customer ɠ ģho tyĀically suĵers the conseăuences ģhen inter-
national sales transactions go bad.

Many merchants thinÞ that the shiĀĀinÆ Ārocess ends ģhen 
the product leaves their country, simply because the customer 
is resĀonsi«le Äor ɩĸlinÆ all that customs stuĵ.ɪ But iÄ the cus-
tomer struggles, or if the customer’s import declaration is found 
to «e Äalse, the merchants are the ones su«Ûect to ĸnes, Āenalties, 
or shipment seizures. And obviously, that makes for a really bad 
customer experience. Even if it isn’t technically your fault as the 
seller, the customer is going to remember what a hassle it was 
ordering from you. As a seller, you should be concerned with this, 
because your customers are what keep you in business!

Fraud
Providing fraudulent data on shipping documents to avoid duty 
or taxes is illegal. Yes, in the short term, you and your customer 
might save a little money, but that’s no way to build a successful 
long-term business.

Hereɭs one more storyɉ A man named Bruce liĢed in HonÆ KonÆ, 
where he bought and sold obscure punk-rock vinyl records on 
Ģarious marÞetĀlace sites. He had a Æood «usiness sellinÆ to 
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customers ģithin HonÆ KonÆ and the EuroĀean Union ɞEUɟ, and 
he decided to start sellinÆ into Canada. He Æot a Äeģ neÆatiĢe Äeed-
«acÞ ratinÆs Ärom some Canadian customers a«out «einÆ charÆed 
hiÆh customs duties and taĨes, so he used his trusty GooÆle search 
enÆine to inĢestiÆate, and Äound out that Canada had a Ģery loģ de 
minimis threshold oÄ only CɴȪȨ. That means, any sales oĢer CɴȪȨ 
are su«Ûect to customs duties and Canadian taĨes. He didnɭt haĢe 
this issue in the EU because the de minimis threshold in the EU was 
ɶȩȭȨ, and most oÄ his records sold Äor less than that.

Bruceɭs GooÆle searches tooÞ him to some online communities 
ģhere other sellers talÞed a«out similar Āro«lems ģith Canada. 
They told him that if he described his items as “gifts” on the 
shiĀĀinÆ ĀaĀerģorÞ, his Canadian customers ģouldnɭt haĢe to 
pay customs duties or import taxes. Because these people were 
his peers, he believed them when they said it was “just the way 
to do thinÆs.ɪ So, Bruce started declarinÆ all his Canadian sales as 
ɩÆiÄts,ɪ and it seemed to ģorÞ Äor a ģhile. But one day, Canadian 
customs officers interceĀted one oÄ his shiĀments in a routine 
exam, and when they opened the package, they discovered what 
was obviously a commercial invoice, which clearly indicated that 
it ģas a commercial sale. Customs held the shiĀment Äor a«out a 
ģeeÞ «eÄore they ĸnally assessed the aĀĀroĀriate duty and sent 
a bill to the customer, who had to pay those charges before the 
shipment could be delivered. And Bruce? Well, he got an angry 
email from the customer and also another negative feedback rat-
inÆ. Heɭs lucÞy that Canadian customs didnɭt ĸne him.

Another deceptive way for sellers to get around customs costs 
is to undervalue the shipment or change the description of the 
goods on the paperwork to reduce or eliminate the duty owed. 
Undervaluation can take many forms, but the least complicated 
and most common is simply to include a fake price on the invoice 
used for customs clearance. Investigators are wise to this, how-
ever. They may ask your customer (as the importer) to present a 
ɩĀrooÄ oÄ Āaymentɪ Ärom a Ģeriĸed third Āarty, such as the credit 
card provider, before releasing control of the goods. If the price 
initially declared to customs varies greatly from what was actually 
paid, customs will often issue a penalty against the importer, and 
may deny their right to import and seize the goods in question.
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&Kapterb2

IN THIS CHAPTER

 » Defining tKe lingo

 » .noZing ZKeUe to find tKe inIoUPation 
you need

 » *etting cleaU on ZKicK inIoUPation \oX 
need

Calculating the 
Landed Cost

In ChaĀter ȩ, you learned that the landed cost is the total cost oÄ 
ÆettinÆ a shiĀment Ärom the sellerɭs Äacility in one country to 
the «uyerɭs door in another. EĢen thouÆh itɭs imĀortant 

to Þnoģ and communicate the landed cost oÄ crossɢ«order transɢ
actions, many sellers taÞe the ostrich aĀĀroach, to their oģn 
detriment.

Sellers are reluctant to deal ģith calculatinÆ the landed cost 
Āartly «ecause itɭs so comĀlicated. There are multiĀle Āarts to it, 
each ģith its oģn Ģaria«les and Ģalues, and some oÄ it has to «e 
looÞed uĀ in intimidatinÆly larÆe reÄerence «ooÞs, data«ases, or 
ģe«sites containinÆ conÄusinÆ reÆulatory lanÆuaÆe ɞsometimes 
only in the natiĢe lanÆuaÆesɟ. In this chaĀter, ģe demystiÄy 
landed cost  estimates «y leadinÆ you steĀɢ«yɢsteĀ throuÆh the 
Ārocess.
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Talking the Talk
Weɭre maÞinÆ the assumĀtion that iÄ youɭre readinÆ this «ooÞ, 
you are not an eĨĀert on international shiĀĀinÆ and taĨation. So, 
letɭs maÞe sure that ģeɭre all ģorÞinÆ ģith the same Ģoca«ularyɉ

 » &XstoPs� Customs is the government authority in each 
countr\ cKarged ZitK reguOating tKe ȵoZ oI goods to and 
IroP a countr\ and coOOecting tKe duties OeYied E\ tKat 
government on imported and exported goods.

7Ke custoPs agenc\ in eacK countr\ Kas a different naPe� 
As just two examples, in the United States, it’s called 
8�6�b&ustoPs and %order 3rotection �&%3�� and in &anada itȇs 
tKe &anada %order 6erYices Agenc\ �&%6A��

 » &XstoPs dXt\� In generic terms, a duty is a kind oI ta[ OeYied 
E\ a state� &ustoPs duties are appOied E\ a goYernPent to 
protect doPestic industr\ and proYide reYenue Ior tKe 
national government. Most duties are computed as a 
percentage oI tKe YaOue� Eut on soPe products tKe YaOue 
andbtKe ZeigKt or soPe otKer Iactor are EotK considered Ior 
duty calculation.

7Ke Post coPPon usage oI tKe terP duty is as a shorthand 
oI customs duty �aOso caOOed a tariff�� ZKicK is a ta[ on iPports 
�PostO\� or e[ports �Oess coPPonO\�� ΖPport custoPs duties 
are t\picaOO\ paid E\ tKe person or organi]ation tKat is 
importing the items, as designated on the importation 
paperZork �aOso knoZn as tKe importer of record��

 » De minimis tKUesKold� De minimis is a Latin expression 
meaning something that is too minor, trivial, or small to 
EotKer ZitK� :itK respect to custoPs dut\� a de minimis 
threshold is the minimum declared value a shipment must 
KaYe Ior it to Ee suEMect to custoPs dut\� (acK countr\ 
maintains its own customs duty de minimis threshold.

 » +aUPoni]ed 6\steP �+6�� The Harmonized System �+6� is a 
ZorOdZide cOassiȴcation s\steP tKat tKe :orOd &ustoPs 
2rgani]ation �:&2� adPinisters� 7Kis s\steP proYides a 
consistent gOoEaO IraPeZork Ior assigning an\ iPported�
exported physical good among participating countries  
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�aOO PaMor trading countries� ZitK ZKatȇs coPPonO\ reIerred 
to as a tariff code�

 » 7aUi΍ code� 7Kere is a tariff code Ior an\ iPaginaEOe 
product� IroP OiYe aniPaOs and agricuOturaO goods� to 
chemicals, apparel, and machinery. You may hear these 
codes reIerred to as +arPoni]ed 6\steP codes �+6 codes�� 
Harmonized Tariff Codes �+7&s�� Harmonized Tariff Schedule 
�+76� codes, HTS numbers, Nomenclature Codes, or simply as 
tariff codes or any number of other aliases.

7ariff codes are t\picaOO\ �� to ���cKaracter codes tKat are 
assigned to eacK product in an internationaO sKipPent Eased 
on iteP attriEutes� 7Ke act oI assigning a tariff code is coP�
PonO\ reIerred to as tariff code classification and requires 
knoZing Yer\ speciȴc inIorPation aEout tKe products Eeing 
sold internationally.

7Ke ȴrst si[ digits oI tKe tariff code are tKe saPe across aOO 
countries tKat oEserYe tKe +arPoni]ed 6\steP� 7Kese ȴrst 
six digits are called the international level. Individual countries 
are aEOe to add suEseTuent cKaracters� depending on tKe 
attriEutes tKe\ care aEout tracking� (acK countr\ assigns its 
oZn dut\ rate to eacK tariff code�

7Ke tariff code Ior a product can Pean different tKings 
depending on tKe destination countr\� Eecause eacK countr\ 
is Iree to deȴne tKe cKaracters Ee\ond tKe internationaO OeYeO 
any way it chooses.

7Ke Pain purpose oI a tariff code is to deterPine tKe 
aPount oI custoPs dut\ to cKarge ZKen tKe product is 
iPported� Ζn tKe iPporting countr\� eacK tariff code Kas a 
corresponding customs duty rate. You can look up that rate 
in tKe countr\ȇs Ȋtariff scKeduOeȋ and iPport reguOations�

 » 9alXe IoU cXstoPs dXt\� 7Kis is tKe YaOue inbOocaO currenc\ 
upon which customs duty is assessed. In most countries, the 
YaOue Ior custoPs dut\ is caOcuOated against tKe YaOue oI tKe 
goods plus international transportation and insurance costs. 
%ut in soPe countries tKe custoPs dut\ is caOcuOated against 
tKe YaOue oI tKe goods at tKe tiPe oI saOe e[cOusiYe oI 
international transportation costs.
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Knowing Where to Find the  
ΖnIoUPation <oX 1eed

As you may haĢe Æathered «y this Āoint, calculatinÆ the landed 
cost reăuires some thouÆht, and seĢeral steĀs, «ut itɭs not imĀosɢ
si«le to do iÄ you haĢe the correct inÄormation to ĀluÆ into the 
eăuation. But thatɭs a huÆe if. FindinÆ the correct inÄormation 
is more than halÄ the «attle. The ÄolloģinÆ sections oĵer some 
Æuidance.

/ooNing XS tKe de PiniPis tKUesKolds
Countries are constantly ĀassinÆ laģs chanÆinÆ the de minimis 
Ģalues Äor imĀorts, «ut you should «e a«le to ĸnd a recent reÄerɢ
ence online maintained in each countryɭs imĀort reÆulations.

Ta«le Ȫɢȩ ĀroĢides some eĨamĀle de minimis Ģalues as oÄ this ģritɢ
inÆ. KeeĀ in mind, thouÆh, that countries are constantly ĀassinÆ 
and amendinÆ trade laģs, the Ģalues ĀroĢided here are Æeneral 
amounts su«Ûect to chanÆe, and there may «e oĢerridinÆ reÆulaɢ
tions Äor sĀeciĸc situations.

/ooNing XS tKe YalXe IoU cXstoPs dXt\
Not all countries assess the customs duty on the same Ģalue. The 
customs Ģalue Ģaries «y country.

TABLE 2-1 De Minimis 7KUesKold ([aPSles
Country De Minimis in National Currency

United States 86����

Canada &���

India 1one� AOO products suEMect to ta[ and duties� 7Kere 
isbno PiniPuP YaOue under ZKicK ta[ and dut\ are 
exempt.

Australia A8������

European 
Union

Ȝ��� �Ior custoPs duties� different de minimis may 
appO\ per countr\ Ior 9A7�
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In most countries, the Ģalue Äor customs duty is calculated 
aÆainst the Ģalue oÄ the Æoods Ālus international transĀortation 
and insurance costs. For eĨamĀle, this is true Äor imĀorts into the 
EuroĀean Union, JaĀan, and MeĨico.

Duty Amount = Duty % × �3roduct 3rice + &ost oI 6Kipping + 
&ost oI Ζnsurance�

But in some countries the customs duty is calculated aÆainst 
the Ģalue oÄ the Æoods at time oÄ sale eĨclusiĢe oÄ international 
transĀortation costs. For eĨamĀle, this is true Äor imĀorts into the 
United States, Canada, and Australia.

Duty Amount = Duty % × Product Price

Merchants can learn this inÄormation «y reÄerrinÆ to the imĀort 
reÆulations in the countries they shiĀ to.

/ooNing XS taUi΍ codes
In some cases, ĸndinÆ the riÆht tariĵ code can «e Äairly straiÆhtɢ
Äorģard. You locate a Æood source oÄ HS code inÄormation, and 
then drill doģn throuÆh the hierarchy until you ĸnd the clasɢ
siĸcation that ĸts your sĀeciĸc Āroduct «ased on its attri«utes. 
In other cases, ĸndinÆ the riÆht code can «e more oÄ an art than 
a science.

The oldɢschool ģay to looÞ uĀ a tariĵ code is in a Āhysical coĀy 
oÄ the destination countryɭs Harmoniįed Tariĵ Schedule. Online 
data«ases maÞe the code looÞuĀ Ārocess much easier iÄ the desɢ
tination country oĵers an online oĀtion. You can looÞ uĀ the 
international codes on the shiĀɢto countryɭs customs ģe«site. 
AlternatiĢely, a ăuicÞ ģe« search Äor HS codes ģill yield many 
results.

Letɭs looÞ at a tariĵ code classiĸcation usinÆ a leather  hand«aÆ 
eĨamĀle. In the Harmoniįed System, the ĸrst tģo diÆits reĀresents 
a «road cateÆory, called a chapter. For eĨamĀle, ȬȪ is Äor ɩarticles 
oÄ leather traĢel Æoods, hand«aÆs and similar containers.ɪ The 
second tģo diÆits com«ined ģith the ĸrst tģo diÆits reĀresents 
the sĀeciĸc item tyĀe, and theyɭre called headings. For eĨamĀle, 
ȬȪȨȪ is the headinÆ Äor leather hand«aÆs. The neĨt tģo charɢ
acters maÞes uĀ the subheading that reĀresents a descriĀtor oÄ 
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the attri«utes or ăualities oÄ the Āroduct. For eĨamĀle, ȬȪȨȪ.Ȫȩ 
is Äor leather hand«aÆs ģith an outer surÄace made oÄ leather. 
FiÆure Ȫɢȩ «reaÞs this doģn Äor you.

IÄ the hand«aÆ ģere shiĀĀinÆ Ärom Canada into the U.S., usinÆ 
the https://hts.usitc.gov ģe«site, ģhich ĀroĢides imĀort 
 tariĵ codes and duty rates Äor the U.S., you ģould ĸnd the Äolloģɢ
inÆ su«headinÆs and their corresĀondinÆ duty rates, as shoģn in 
FiÆure ȪɢȪɉ

������������� 2I reptiOe OeatKer� ��� percent

������������� 9aOue not oYer ���� �� percent

������������� 9aOue oYer ���� � percent

FIGURE 2-2: Look up tKe tariff scKeduOe Ior tKe countr\ into ZKicK \ouȇre 
importing.

FIGURE 2-1: According to tKe :&2ȇs internationaO +6 cOassiȴcation s\steP� 
������� is tKe si[�digit code Ior tKe KandEag�
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LooÞinÆ uĀ each Āroductɭs indiĢidual HS code on a ģe«site ģill 
ģorÞ Āretty ģell iÄ your comĀany sells only a Äeģ Āroducts, or 
iÄ all your Āroducts Äall into the same tariĵ cateÆory ɞÄor eĨamɢ
Āle, iÄ you only sell cotton Tɢshirts, or only Æourmet chocolatesɟ. 
You can enter the tariĵ code in your inĢentory data«ase ģheneĢer 
you add a neģ Āroduct, and neĢer haĢe to looÞ uĀ the code Äor that 
sĀeciĸc item aÆain ɞunless, oÄ course, somethinÆ a«out that item 
chanÆes or iÄ the ÆoĢernment chanÆes the codeɟ.

HoģeĢer, manual looÞuĀ is not Āractical Äor comĀanies ģith larÆe 
inĢentories or Āroducts that chanÆe Äreăuently. Such comĀanies 
may ĸnd it more cost eĵectiĢe to use an automated system Äor 
classiĸcation. ComĀanies ģith eĨtremely comĀlicated tariĵ code 
classiĸcation challenÆes may ģant to Æo a steĀ Äurther and hire a 
ĀroÄessional consultant to reĢieģ their item cataloÆs and assiÆn 
the aĀĀlica«le HS codes, or emĀloy automation soÄtģare ģith this 
caĀa«ility «uilt in.

These codes are, «y deĸnition, harmoniįed, so any site should 
Āroduce the same inÄormation Äor those ĸrst siĨ diÆits.

AĢalaraɭs Item Classiĸcation Āroduct ģill assiÆn a HS code Äor 
each country and Āroduct com«ination, saĢinÆ you time tryinÆ 
to ĸnd and naĢiÆate the tariĵ schedule and imĀort reÆulations 
Äor each country you sell into. Armed ģith the HS code, you can 
determine the corresĀondinÆ customs duty rate. You can do this 
manually, or use a tool such as AĢaTaĨ Crossɢ«order to aĀĀly 
the correct rate and calculate the customs duty and imĀort taĨes 
automatically ɞsee ChaĀter ȫɟ.

/ooNing XS tKe cXstoPs dXt\ Uate
Once you haĢe the tariĵ code Äor each item in a shiĀment, you can 
determine the corresĀondinÆ customs duty rate Äor the Āroductɞsɟ 
in the shiĀment.

Here are a Äeģ sites Äor some oÄ the countries that do the most 
international tradeɕ you can ĸnd others Ģia ģe« searches.

 » %Ua]il� http://sarem.mercosur.int/nomenclatura/es

 » &anada� www.cbsa-asfc.gc.ca/trade-commerce/
tariff-tarif/2017/menu-eng.html
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 » &Kina� www.customs.gov.cn/publish/portal0/tab399/
info782988.htm

 » (XUoSean 8nion� http://ec.europa.eu/taxation_ 
customs/dds2/taric/taric_consultation.jsp?Lang=en

 » 8nited .ingdoP� www.gov.uk/trade-tariff

 » 8nited 6tates� https://hts.usitc.gov/current

These sites can and do chanÆe, so checÞ them Äreăuently to ensure 
that youɭre usinÆ the most uĀɢtoɢdate inÄormation.

ReÄerrinÆ to FiÆure  ȪɢȪ, itɭs imĀortant to note that these duty 
amounts are ɩÆeneral,ɪ ģhich means they aĀĀly iÄ there are not 
any sĀecial situations. The U.S. has trade aÆreements ģith certain 
nations that may reduce or render the duty amount to įero Äor 
this tyĀe oÄ Āroduct. So, iÄ the shiĀment is cominÆ Ärom Canada, 
ģhich ĀarticiĀates ģith the U.S. in the North American Free Trade 
AÆreement ɞNAFTAɟ, and the item meets the conditions necesɢ
sary to ăualiÄy Äor NAFTA, the item could «e dutyɢÄree. SģeetɌ In 
contrast, iÄ you ģere imĀortinÆ into the U.S. Ärom the UK, ģhich 
doesnɭt currently haĢe a sĀecial trade aÆreement, the Æeneral rate 
ģould aĀĀly.

Noģ letɭs say that youɭre eĨĀortinÆ from the U.S., and imĀortinÆ 
into the UK. You could turn to the UK ÆoĢernmentɭs ģe«site to 
looÞ uĀ the code and determine the duty rate. For eĨamĀle, ģhen 
ģe looÞed uĀ leather hand«aÆs at www.gov.uk/trade-tariff, 
ģe Äound the inÄormation shoģn in FiÆure Ȫɢȫ. The tariĵ code is 
ȬȪȨȪ.Ȫȩ.ȨȨȩȨ ģhen imĀortinÆ into the UK, and the customs duty 
is ȫ Āercent ģhen cominÆ Ärom outside the EU.

/ooNing XS additional ta[es and Iees
Each country has its oģn uniăue com«ination oÄ additional taĨes 
and Äees to «e Āaid on imĀorts. Some oÄ these eĨĀenses miÆht 
include Ģalueɢadded taĨ ɞVATɟ or Æoods and serĢices taĨ ɞGSTɟ, 
customs clearance Äees, additional customs duties, and sĀeɢ
cial taĨes that aĀĀly only to certain Þinds oÄ Āroducts in certain 
countries, such as eĨcise and/or consumĀtion taĨes, and taĨes on 
liăuor or to«acco, cosmetics, or other luĨury Æoods.

These taĨes are the resĀonsi«ility oÄ the «uyer, oÄ course, «ut iÄ 
you ģant to «e a«le to ĀroĢide an accurate landed cost, they haĢe 
to «ecome your «usiness, too.
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To ĸnd out the taĨes assessed in the imĀortinÆ country, consult 
that countryɭs imĀort reÆulations. In most cases, you should «e 
a«le to Æet this inÄormation Ärom the same ģe«sites ģhere you 
looÞ uĀ the tariĵ code and duty rate. For eĨamĀle, «y ĢisitinÆ www.
customs.go.up/english/summary/tariff.htm, you can learn 
a«out the comĀonents oÄ JaĀanɭs imĀort costs.

ΖdentiI\ing tKe ΖnIoUPation <oX 1eed
To calculate the landed cost Äor a Āarticular shiĀment, you must 
haĢe the ÄolloģinÆ inÄormation, some oÄ ģhich you haĢe to looÞ 
uĀ usinÆ ÆoĢernment ģe«sites, reÄerence «ooÞs, or data«asesɉ

 » :Kat is tKe destination �sKiS�to� coXntU\"

 » :Kat Zill it cost to sKiS it Xsing \oXU SUeIeUUed sKiSSing 
seUYice" 5ePePEer� tKe totaO Oanded cost incOudes tKe YaOue 

FIGURE 2-3: Looking up OeatKer KandEag iPport on tKe 8. goYernPentȇs 
trade�tariff ZeEsite teOOs \ou tKe coPpOete tariff code and aOso tKe dut\ rate�
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oI tKe goods� tKe sKipping and insurance costs� as ZeOO as tKe 
appOicaEOe duties and ta[es�

 » How does the destination country assess the value for 
customs duty?

 » What is the de minimis tKUesKold IoU tKe destination 
coXntU\"

 » :Kat PetKod does tKe destination coXntU\ Xse to assess 
YalXe IoU dXt\"

 » :Kat is tKe taUi΍ code IoU eacK iteP in tKe sKiSPent" 
<ouȇOO need tKe destination countr\�speciȴc tariff code Ior 
each item in the shipment.

 » :Kat is tKe cXstoPs dXt\ Uate IoU eacK oI tKe itePsȇ 
taUi΍ codes" You’ll need to look up the customs duty rate 
tKat corresponds to eacK tariff code�

 » $Ue tKeUe an\ sSecial tUade SUogUaPs tKat a΍ect tKe 
cXstoPs dXt\ Uate� sXcK as a IUee tUade agUeePent 
EetZeen tKe oUigin and destination coXntUies"

 » :Kat otKeU local ta[es and iPSoUt Iees aSSl\ to tKe 
sKiSPent Eesides cXstoPs dXties"

In the ÄolloģinÆ sections, ģe ĸll you in on hoģ to calculate some 
oÄ these items.

Shipping and insurance costs
Letɭs start ģith the simĀle stuĵ. ShiĀĀinÆ and insurance costs are 
usually the easiest Āart oÄ the landed cost eăuation to calculate, 
«ecause many shoĀĀinÆ cart aĀĀs ĀroĢide these calculations as 
Āart oÄ the ĀacÞaÆe, or alloģ you to add this Äunctionality throuÆh 
thirdɢĀarty ĀroĢiders to tie in your neÆotiated shiĀĀinÆ rates.

&XstoPs dXties
You calculate the customs duties on an imĀort «y ĀerÄorminÆ the 
ÄolloģinÆ steĀs.

 » )ind oXt tKe cXstoPs dXt\ de minimis IoU tKe destination 
coXntU\� and coPSaUe tKe sKiSPentȇs YalXe to it�

*eneraOO\� iI tKe sKipPent e[ceeds tKe tKresKoOd� \ou can 
proceed to Step 2. Otherwise, you’re done.
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 » )ind oXt KoZ cXstoPs dXt\ is assessed in tKe destina-
tion coXntU\�

 » )ind tKe taUi΍ code IoU eacK iteP in tKe sKiSPent�

:e e[pOain KoZ to do tKis in tKe ȊLooking up tariff codesȋ 
section earOier in tKis cKapter� 0ake a note oI tKe custoPs 
duty rate that applies to each item.

 » Do all tKe PatK to assess tKe cXstoPs dXties IoU eacK 
iteP in tKe sKiSPent�

Letɭs ģalÞ throuÆh an eĨamĀle calculation. SuĀĀose that youɭre 
shiĀĀinÆ a leather hand«aÆ ģorth USɴȩȨȨ Ärom the U.S. to a cusɢ
tomer in Canada.

The ĸrst steĀ is to ĸnd the customs duty de minimis threshold 
Äor Canada «y looÞinÆ it uĀ in Canadian customs reÆulations. 
Ta«le Ȫɢȩ shoģs that itɭs currently CɴȪȨ. A ăuicÞ currency conɢ
Ģersion reĢeals that USɴȩȨȨ is a«out Cɴȩȫȩ, so it deĸnitely eĨceeds 
the threshold.

Second, the Ģalue Äor duty in Canada is on the Ģalue oÄ the Æoods 
at time oÄ sale eĨclusiĢe oÄ international transĀortation costs. ɞSee 
ɩLooÞinÆ uĀ the Ģalue Äor customs dutyɪ earlier in this chaĀter 
Äor this calculation.ɟ

The third steĀ is to determine the tariĵ code Äor the hand«aÆ. You 
do this «y looÞinÆ uĀ the code in the destination countryɭs tariĵ 
schedule. ɞSee ɩLooÞinÆ uĀ tariĵ codesɪ earlier in this chaĀter.ɟ

AÄter doinÆ so, you ĸnd the duty rate that corresĀonds ģith that 
tariĵ code. In this case, the duty amount is ȩȨ Āercent.

The Äourth and ĸnal steĀ is to calculate the customs duties due. 
Because the duty rate is ȩȨ Āercent oÄ the total Ģalue oÄ the Āroduct 
ɞeĨclusiĢe oÄ the international transĀortation costsɟ, it comes out 
to Cɴȩȫ.ȩȨ or USɴȩȨ.

Armed ģith that amount, you ģould then inÄorm your customer 
ɞor Āotential customerɟ ɠ ĀreÄera«ly «eÄore the customer ĸnalɢ
iįes the sale, in the interest oÄ Æood customer serĢice. So, eĢen 
«eÄore the customer has committed to the sale, youɭĢe done ăuite 
a «it oÄ calculation ģorÞ on her «ehalÄ. ɞOÄ course, this eĨamĀle 
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is doinÆ it all manuallyɕ in Āractice, iÄ you do a lot oÄ internaɢ
tional sales, youɭll ģant to automate the Ārocess, as ģe descri«e 
in ChaĀter ȫ.ɟ

2tKeU ta[es and Iees
Itɭs a common misconceĀtion that customs duties are the only 
additional crossɢ«order costs inĢolĢed in international transɢ
actions. The truth is, each country has its oģn uniăue menu oÄ 
imĀort taĨes and Äees that may aĀĀly, deĀendinÆ on the circumɢ
stances oÄ the transaction.

We liÞe to call the details oÄ shiĀĀinÆ to a sĀeciĸc country a ɩtaĨ 
sandģich.ɪ You Þnoģ hoģ at a deli, diĵerent ĀeoĀle asÞ Äor diÄɢ
Äerent inÆredients on their sandģiches, alonÆ ģith the ɩalģays 
thereɪ items liÞe «read and ĸllinÆɑ Crossɢ«order costs are liÞe 
that, ģith each country «einÆ a customer asÞinÆ Äor diĵerent 
inÆredients. For eĨamĀle, FiÆure  ȪɢȬ shoģs hoģ India charÆes 
consumĀtion taĨ, liăuor/Äuel taĨ ɞiÄ aĀĀlica«leɟ, and customs 
clearance Äees. FiÆure Ȫɢȭ lists some oÄ the additional items Äor 
seĢeral other countries.

The additional taĨes and Äees chanÆe Äreăuently «ased on a 
 countryɭs Āolitical and economic situation, so iÄ you haĢenɭt 
shiĀĀed Äor a ģhile to a Āarticular country, itɭs ģorth ĢeriÄyinÆ 
that the inÄormation you haĢe is still accurate.

FIGURE 2-4: India charges a customs duty, an additional customs duty, a CESS 
Iee� a counterYaiOing dut\ �ZKen appOicaEOe�� and a OocaO ta[�
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FIGURE 2-5: (acK countr\ Kas its oZn uniTue Ȋta[ sandZicKȋ ingredients� +ere 
are a IeZ Pore e[aPpOes�
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&Kapterb3

IN THIS CHAPTER

 » Going it alone

 » Relying on your shipping partners

 » Hiring a consultant

 » Using software to automate the process

Weighing Your Options

If you read about the cross-border cost calculation quagmire in 
ChaĀter Ȫ, you may «e ÄeelinÆ a «it uneasy. The thouÆht oÄ run-
ning through all those lookups and calculations manually every 

time you haĢe an international transaction is Āretty unaĀĀealinÆ. 
Maybe you’re even starting to sympathize with the merchants we 
talÞ a«out in ChaĀter ȩ ģho donɭt include taĨes in their checÞout 
Ārices ɠ eĢen those ģho may haĢe no intention oÄ eĢen tryinÆ.

But don’t give up just yet! Providing the landed cost informa-
tion to buyers is still a great idea, Äor all the reasons ģe coĢer in 
 ChaĀter ȩ, and you donɭt haĢe to Æo it alone. In this chaĀter, ģe ĸll 
you in on your oĀtions, includinÆ some ģays to maÞe the Ārocess 
less ĀainÄul and timeɢconsuminÆ.

Toughing It Out Yourself
IÄ you shiĀ internationally only occasionally, and you arenɭt aÄraid 
to diĢe Āencilɢĸrst into the calculations in ChaĀter Ȫ, you may «e 
a«le to manaÆe the landed cost calculations all on your oģn. You 
can create your oģn reÄerence material, includinÆ sĀreadsheets 
Äor each inĢentory item that contain the tariĵ codes, attri«utes, 
duty rates, and taĨ and Äee inÄormation Äor the countries you shiĀ 
to the most.
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Use the resources ģe ĀroĢide in ChaĀter  Ȫ as a startinÆ Āoint, 
and ĸnd additional resources «y doinÆ your oģn ģe« searches. 
 Periodically ɞat least once a yearɟ, you should reɢresearch all the 
tariĵ codes and duty rates and amounts in your sĀreadsheets to 
maÞe sure that theyɭre still uĀ to date ģith each countryɭs rules.

There are seĢeral draģ«acÞs to maÞinÆ your oģn sĀreadsheets 
and data«ases, thouÆh. For eĨamĀle, any data ĸle thatɭs com-
prehensive enough to be useful is likely to be huge and unwieldy 
to naĢiÆate. In addition, multiĀle deĀartments ģill Āro«a«ly need 
access to the data. IÄ each deĀartment has its oģn local coĀy, 
you’ll have to make sure that all the copies are kept synchronized 
and uĀ to date.

Outsourcing to Shipping Partners
Shipping companies can usually help with the information 
reăuired Äor eĨĀorts and imĀorts, uĀ to and includinÆ looÞinÆ uĀ 
and assiÆninÆ tariĵ codes, calculatinÆ the customs duty, deter-
mininÆ taĨes and Äees, and other imĀort costs on «ehalÄ oÄ the 
«uyer.

In ChaĀter ȩ, ģe tell you a story a«out a ceramics comĀany that 
did this initially and hoģ it ended «adly. So, ģhy ģould ģe «e 
suÆÆestinÆ it noģɑ Itɭs not that ģeɭre suggesting it; we’re just 
ĀointinÆ out that it is an oĀtion.

In the story oÄ the coĵee cuĀ shiĀments, the shiĀĀinÆ suĀĀly 
chain didn’t break down because the seller used a third-party 
serĢice to handle its eĨĀort and imĀort documentation. Many 
comĀanies use shiĀĀinÆ comĀanies Äor this serĢice eĵectiĢely, 
ģithout eĨĀeriencinÆ any Āro«lems. Rather, in the ceramics com-
Āany eĨamĀle, there ģas a ĀerÄect storm oÄ errors caused «y lacÞ 
of adequate product descriptions provided to the shipping com-
Āany, lacÞ oÄ eĨĀertise in checÞinÆ the shiĀĀinÆ comĀanyɭs ģorÞ, 
Äaulty assumĀtions made ģhen ĸllinÆ out imĀort ĀaĀerģorÞ, and 
no«ody taÞinÆ resĀonsi«ility Äor any oÄ it. Correct Äor those Äactors 
and the story ģould haĢe liÞely ended Ģery diĵerently.

When you ĀroĢide limited inÄormation a«out your shiĀments, the 
supply chain tends to make assumptions to ensure the products 
clear customs. These may not «e in your «est interest and can 
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cut into your marÆins. For eĨamĀle, you could end uĀ ĀayinÆ a 
hiÆher duty «ecause your Āroducts ģere classiĸed at the hiÆhest 
rate Ģersus the correct rate Äor that tyĀe oÄ Āroduct.

Bottom lineɉ IÄ you choose to use imĀort/eĨĀort serĢices ĀroĢided 
«y a shiĀĀinÆ comĀany, taÞe oģnershiĀ. Remem«er that iÄ thereɭs 
a Āro«lem, the shiĀĀer has Ģery little leÆal resĀonsi«ilityɕ itɭs all 
on you and/or the «uyer. You may eĢen ģant to hire a consultant 
to spend a few hours looking at what the shipper is doing now and 
then, Äor Āeace oÄ mind.

Using Consultants
As mindɢ«oÆÆlinÆ as most oÄ us ĸnd landed cost calculations to 
«e, there are actually ĀeoĀle out there ģho liĢe and «reathe this 
stuĵ. They can ăuote hundreds oÄ tariĵ codes Ärom memory, and 
can tell you the de minimis threshold for just about any country 
oĵ the toĀ oÄ their heads. They constantly monitor international 
neģs sites Äor tradeɢrelated inÄormation, and they Æet almost 
giddy when there’s a big court case that might change the way a 
tariĵɢrelated laģ is interĀreted.

One way to make landed cost calculation a lot easier is to del-
egate all or part of the work to one of these global trade enthu-
siasts. You can hire a ĀriĢate consultinÆ comĀany to come in and 
assess ģhatɭs ÆoinÆ on ģith your international sales and oĵer 
recommendations. Consultants can helĀ you maĀ your inĢentory 
to tariĵ codes, Äor eĨamĀle, and set uĀ a data«ase containinÆ the 
inÄormation your staĵ miÆht need to looÞ uĀ.

IÄ your international «usiness Ģolume ģarrants it, you could eĢen 
add a Äullɢtime sĀecialist to your staĵ. An onɢsite international 
shipping specialist can put his or her time toward anything that 
needs to «e done on an onÆoinÆ «asis. HoģeĢer, a Äullɢtime staĵer 
is a «iÆ inĢestment ɠ at least USɴȭȨ,ȨȨȨ to USɴȩȨȨ,ȨȨȨ a year 
ģhen you include salary, «eneĸts, office sĀace, traininÆ, and so 
on. IÄ youɭre that serious a«out international shiĀĀinÆ, you should 
really consider automated tools as an alternative or complement 
to consultants ɞsee the neĨt sectionɟ.
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Automating with Technology
Let’s face it: When it comes to looking up information and calcu-
latinÆ totals, automated solutions and aĀĀs are chamĀions. Auto-
mated solutions can looÞ uĀ a tariĵ code in a data«ase, calculate 
the duty Äor the destination country, aĀĀly any aĀĀlica«le eĨtra 
taĨes, and Āroduce a total, all in the «linÞ oÄ an eye. A human, 
eĢen the most dedicated tariĵ enthusiast, canɭt «eÆin to comĀete 
ģith that.

IÄ youɭre ÆoinÆ to inteÆrate landed cost calculations into your 
ģe«siteɭs shoĀĀinÆ cart, automation is really your only Ģia«le 
oĀtion. UsinÆ technoloÆy is also much less eĨĀensiĢe than hirinÆ 
a Äullɢtime ĀroÄessional. So, letɭs looÞ at some ģays that automa-
tion can helĀ.

AĢalara oĵers a comĀrehensiĢe crossɢ«order solution «uilt to 
support e-commerce and supply chain companies with their 
international sales and logistics:

 » 7aUi΍ code KelS� Don’t have the manpower or expertise to 
classify all those cross-border shipments? Avalara Item 
&Oassiȴcation streaPOines tKe process oI assigning tariff 
codes to products� saYing tiPe and increasing accurac\�

 » 5eal�tiPe cXstoPs dXt\ and iPSoUt ta[ calcXlation� 
AvaTax Cross-border enables you to determine the customs 
duty and import tax at the point of sale to avoid surprise 
Iees� 7Kis resuOts in IeZer reMected sKipPents and Pore 
satisȴed internationaO custoPers�

$ssigning taUi΍ codes
IÄ your comĀany oĵers a hundred Āroducts, assiÆninÆ tariĵ codes 
to them could «e ĀerhaĀs a multiday ĀroÛect, ģhere you sit doģn 
with an online reference and your company’s inventory database 
and ĸll in the «lanÞs. Not that difficult, riÆhtɑ

But ģhat iÄ your comĀany sells ȩȨ,ȨȨȨ Āroducts, or ȩȨȨ,ȨȨȨɑ What 
if you sell these products to multiple countries? Suddenly the idea 
oÄ manually ÆoinÆ throuÆh and ĸÆurinÆ out the HS code Äor each 
item is pretty overwhelming (not a Æood use oÄ emĀloyee time, 
and Ārone to human errorɟ.
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TechnoloÆy can automate this Ārocess. AĢalara Item Classiĸca-
tion assiÆns the countryɢsĀeciĸc HS code Äor each Āroduct in your 
cataloÆ, saĢinÆ you time and increasinÆ accuracy.

Calculating costs
AssiÆninÆ tariĵ codes to your Āroducts is Ûust the «eÆinninÆ. 
Whenever an international buyer purchases one of those prod-
ucts, you haĢe to looÞ uĀ the tariĵ code that is sĀeciĸc to the 
destination country, and determine the customs duties and other 
taĨes that aĀĀly to the sale.

TechnoloÆy that automates this Þind oÄ actiĢity has to «e comĀleĨ 
and intelligent for three main reasons:

 » AccurateO\ deterPining dut\ rates can Ee coPpOicated 
Eecause tKere are so Pan\ detaiOs and e[ceptions�

 » 1ot aOO countries Pake tKeir dut\ rates and ta[es eas\ to ȴnd 
online, and even when they do, it’s not usually in a format 
tKat can Ee easiO\ integrated into soItZare�

 » Customs rates, taxes, and other fees in any country can 
cKange an\ tiPe�

IÄ your international «usiness is hiÆher Ģolume than Ûust a Äeģ 
shiĀments a month, usinÆ a manual system ģhere a Āerson has 
to looÞ uĀ Ģalues on a ģe«site each time is not your «est «et. For 
one thinÆ, the customer has to ģait Äor the calculation ģhile the 
human ĀreĀares the dataɉ In todayɭs instantɢÆratiĸcation online 
shoĀĀinÆ enĢironment, eĢen a minute or tģo oÄ delay is enouÆh to 
lose a customerɭs «usiness. For another, manual looÞuĀ is simĀly 
not the «est use oÄ your staĵɭs time.

With AĢalaraɭs AĢaTaĨ Crossɢ«order Āroduct, customs duty and 
imĀort taĨes can «e determined in real time.

Showing the landed cost  
in the shopping cart
All the options presented in the previous sections can help you 
Æet a «etter handle on calculatinÆ landed costs, and can helĀ you 
aĢoid tariĵ code misclassiĸcations and the resultinÆ costly Āro«-
lems. What none oÄ them will do, hoģeĢer, is ģhat you Āro«a«ly 
want to do in the ĸrst Ālaceɉ shoģ the landed cost, in the shoĀĀinÆ 
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cart, «eÄore the customer clicÞs that «utton to ĸnaliįe the Āur-
chase. For that, youɭre ÆoinÆ to need technoloÆy that inteÆrates 
ģith your shoĀĀinÆ cart soÄtģare.

The technoloÆy checÞs the shiĀɢÄrom/shiĀɢto addresses on the 
order, and iÄ itɭs crossɢ«order, it automatically ÞicÞs in. It can looÞ 
uĀ the Āroductɭs tariĵ code, ĸÆure out the duty and other aĀĀli-
ca«le taĨes and Äees, and add them into the shoĀĀinÆ cart total, 
so the customer can see at a glance the total amount that he or 
she ģill «e ĀayinÆ. AlternatiĢely, the technoloÆy can simĀly oĵer 
a courtesy messaÆe estimate oÄ the customs duty and imĀort taĨ 
to aĢoid any nasty surĀrises ģhen the shiĀment arriĢes.  ComĀare 
the order summaries in FiÆures  ȫɢȩ and  ȫɢȪ, Äor  eĨamĀle. In 
 FiÆure  ȫɢȩ, no landed cost data is ĀroĢidedɕ in FiÆure  ȫɢȪ, the 
customer sees the true total cost «eÄore checÞout.

With calculation technoloÆy in Ālace, you haĢe the ĹeĨi«ility oÄ 
ĀroĢidinÆ the totals as inÄormationɢonly, as in FiÆure ȫɢȪ ɞÞnoģn 
as deliĢered at Ālace, or DAPɟ, or collectinÆ the eĨtra money on 
«ehalÄ oÄ the customer ɞÞnoģn as deliĢered duty Āaid, or DDPɟ, as 
in FiÆure ȫɢȫ. Pretty slicÞ, ehɑ

FIGURE 3-1: :itKout Oanded cost caOcuOation� tKe sKopping cart doesnȇt reȵect 
tKe true price tKe custoPer ZiOO pa\�

These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.



CHAPTER 3  Weighing Your Options      ȫȭ

FIGURE 3-2: In this DAP example, the customer sees the Customs Duty and 
ΖPport 7a[ Eut isnȇt actuaOO\ cKarged Ior it E\ tKe seOOer�

FIGURE 3-3: In this DDP example, the customer sees and is cKarged Ior tKe 
&ustoPs 'ut\ and ΖPport 7a[�
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A shoĀĀinÆ cart aĀĀ is Āro«a«ly ģhat you need. It simĀliĸes and 
automates the entire Ārocess, remoĢinÆ the ģorry and comĀleĨity 
Ärom the international sellinÆ Ārocess.

So, ģhere can you ĸnd such technoloÆyɑ LooÞ no Äurther than 
the ĀeoĀle ģho Þnoģ transactional taĨ inside and outɉ AĢalara. 
The AĢaTaĨ Crossɢ«order Āroduct inteÆrates ģith your shoĀĀinÆ 
cart to ĀroĢide realɢtime customs duty and imĀort taĨ inÄorma-
tion riÆht there in the customerɭs cart, «eÄore they checÞ out. 
This results in more satisĸed international customers and Äeģer 
reÛected shiĀments.

ReÄer to FiÆures  ȫɢȩ,  ȫɢȪ, and  ȫɢȫ to see the diĵerence in the 
summary inÄormation ĀroĢided ģith and ģithout the landed cost.

AĢaTaĨ Crossɢ«order is deceĀtiĢe in its simĀlicity. The actual 
Ārocess oÄ calculatinÆ the customs duty and imĀort taĨ is tricÞy 
and comĀlicated, «ut the technoloÆy maÞes it seem simĀle. Thatɭs 
because a good shopping cart calculator has a solid back-end con-
sisting of multiple databases and decision engines that are con-
tinuously «einÆ uĀdated to reĹect the latest in international tariĵ 
leÆislation. Thereɭs a lot oÄ Āoģer «ehind that ɩsimĀleɪ calcula-
tion, as ģell as a lot oÄ research and data ÆatherinÆ that ģent into 
the data«ases it draģs Ärom.

AĢalara AĢaTaĨ Crossɢ«order is an aĀĀlication ĀroÆramminÆ 
interÄace ɞAPIɟ that taÞes the ÄolloģinÆ inĀuts Ärom the shoĀĀinÆ 
cart:

 » Ship-from country

 » Ship-to (destination) country

 » 7ariff code Ior eacK iteP in tKe cart

 » Item quantities and values

 » Any exemptions available

Based on that data, AĢalaraɭs technoloÆy deliĢers either a DAP or 
DDP result, and shoģs that inÄormation riÆht there in the shoĀ-
ĀinÆ cart. So, your international customers ģonɭt «e surĀrised «y 
uneĨĀected customs duty and imĀort taĨes.
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&Kapterb4
Avoiding Ten Common 
Mistakes

In this chapter, we warn you about some of the most common 
pitfalls of shipping internationally. Many of these are “rookie 
mistakes” made by businesses that are new to cross-border 

selling, but even longtime multinational businesses can make 
costly tariĵ and duty mistaÞes. ChecÞ out this toĀ ten list oÄ 
potential problems to make sure that you’re not putting your 
business at risk:

 » Assuming consistency between countries: Each country 
you ship to has its own taxes, duty rates, rules, and forms. 
Customs procedures change at each international border, 
and compliance even in neighboring nations can look 
drasticaOO\ different�

7ake ȵip�ȵop sandaOs� Ior instance� ΖI a ȵip�ȵop st\Oe sandaO 
isbPade oI OeatKer� dut\ rates oI �� percent in tKe 8�6� and 
��bpercent in &anada appO\� %ut iI \ouȇre seOOing pOastic or 
ruEEer ȵip�ȵops� EotK countries cKange tKeir rate� Ζn &anada� 
it goes up to �� percent� Eut in tKe 8�6�� tKe product is 
dut\�Iree� &onIusing� isnȇt it"
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 » Passing the buck down the supply chain: Faced with the 
diɝcuOties oI caOcuOating Oanded cost� Pan\ coPpanies 
decide to punt tKe issue to transportation and IuOȴOOPent 
proYiders� 6oPe sKippers Pa\ iPpO\ tKat tKe\ can caOcuOate 
dut\ rates� Eut Kereȇs tKe secret tKe\ȇre not teOOing \ou� 7Ke\ 
KaYe no oEOigation to get it rigKt� ΖI \ou IaOO out oI coPpOiance� 
you could be the one liable, not the shipping company that 
estimated an incorrect rate.

The truth is that personalized, tailored duty calculation by 
transportation proYiders PigKt Kappen Ior Oarge� enterprise�
level customers, but small and medium businesses are often 
OeIt in tKe OurcK ZitK OittOe guidance� ΖI \our proYiders Pake a 
mistake, prepare yourself for poor customer service and to 
see the monetary burden fall on your shoulders.

 » Using outdated information: Ζt can Ee a Oot oI Zork to get 
accurate duty rates and customs charges for your entire 
product catalog. Often, once these rates have been calcu�
lated for a new country, complacency sets in, and the rate 
sticks in your shopping cart system for years, with no 
updates in sight.

2I course� tKereȇs a proEOeP Kere� 5ates and ta[aEOe 
products change all the time. A sustained drop in oil prices 
and changes in currency valuation have caused many world 
governments to search for new sources of tax revenue, and 
imports are being scrutinized more carefully than ever. A 
rate that was valid last year may no longer be current, and 
refused shipments (due to unexpectedly high import taxes) 
are the likely result of relying on old rates.

 » Misdeclaring and undervaluing goods: Ζtȇs not supposed to 
happen, but a lot of businesses (especially smaller ones) 
KaYe done it� deOiEerateO\ underYaOuing sKipPents oI goods� 
or misdeclaring one type of item as another, to avoid paying 
a KigKer totaO Oanded cost� 6oPe coPpanies� Ior instance� 
aOZa\s ȴOO out a OoZ estiPated YaOue regardOess oI tKe actuaO 
product YaOue in a sKipPent to sneak in under dut\�Iree or 
OoZ�YaOue custoPs poOicies�

*oYernPents KaYe noticed tKis tactic� and tKe\ȇre cracking 
down more than ever. Customs authorities have developed 
proȴOing tactics tKat KeOp tKeP target sKipPents Ior detaiOed 
examination and evaluation. Customs processing delays, as 
ZeOO as PaMor ȴnes and penaOties� can Ee e[pected iI \our 
company routinely engages in these practices.
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Ζn soPe situations� countries Pa\ eYen reYoke \our iPport�
export abilities completely if you misrepresent the contents 
of shipments. Transacting across national boundaries is a 
privilege, not a right, and repeated abuses of the system can 
resuOt in a Ooss oIɋtKese priYiOeges�

 » Playing fast and loose with documentation: ΖnternationaO 
sKipping can generate a Oot oI paperZork� Ζtȇs iPportant not 
only to keep everything, but also to ensure that each form 
isbproperO\ ȴOed and stored� 0ispOacing iPport and e[port 
paperwork, or being unable to easily search for documenta�
tion ZKen itȇs reTuested� can Oead to signiȴcant deOa\s in 
processing shipments.

Ζn tKe eYent oI a custoPs audit� KaYing IuOO supporting docu�
mentation for your international transactions will lead to an 
easier and less costly audit process. Ensure that all information 
and documentation is stored with future access in mind, and 
consider digitaO scanning to Pake cross�reIerencing easier�

 » Making last-minute guesses: Ζt canȇt aOZa\s Ee KeOped� 
&Kanges Kappen ZKen \ouȇre sKipping internationaOO\� 
5erouted or reYised sKipPents and Oast�Pinute cKanges 
soPetiPes Oead to Tuick� Eack�oI�enYeOope caOcuOations tKat 
can turn costly if estimates are incorrect.

When a change is made to an international order, even if 
deadOines are tigKt� donȇt count on a Tuick guess Eased on 
other transactions or your recollection of the law. Without 
due diligence, you risk embarrassing customer service 
mishaps and rejected shipments.

 » Not researching regulated products: Ζn Pan\ countries� 
speciȴc products are ȵagged as reguOated and suEMect to 
additional import tax. These costs are not always trivial. For 
instance� ZKen sKipping a car to 6ingapore� duties� speciaO 
fees, and import taxes can cost tens of thousands of 
doOOarsbȃ soPetiPes as PucK as or Pore tKan tKe car itseOI�

5eguOated products Yar\ IroP countr\ to countr\ and arenȇt 
aOZa\s oEYious� 6oPetiPes� products can Ee reguOated 
tobprotect doPestic trade� ZKicK is ZK\ Zood EedrooP 
Iurniture iPported to tKe 8�6� IroP &Kina is suEMect to a 
dut\brate oI oYer �� percent� Eut siPiOar Iurniture IroP otKer 
countries is dut\�Iree� Ζn otKer situations� products Pa\ Ee 
iOOegaO to iPport� 6ingapore Kas Eanned cKeZing guP IroP 
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inside its borders, and Nigeria bans almost all imports as a 
matter of trade protectionism.

 » *etting taUi΍ codes ZUong� One of the trickiest and most 
tiPe�consuPing aspects oI caOcuOating accurate custoPs 
duty and import tax is making sure that every product in 
\our cataOog is correctO\ assigned a tariff code� or +6 code� 
Ior eacK countr\ \ou sKip to� 7Ke ȴrst si[ digits oI tariff codes 
are ȊKarPoni]edȋ internationaOO\ �see &Kapterb��� Eut tKe 
suEseTuent digits Yar\ E\ countr\�

0aking incorrect deterPinations aEout tariff codes �or 
tr\ing to use one countr\ȇs tariff codes ZKen sKipping a 
product toba different countr\� can Oead to custoPs deOa\s� 
unanticipated extra costs, and returned shipments. Each 
new product should be evaluated individually to ensure 
tKat tKe correct +6 code deterPination is Pade�

 » Failing to calculate landed cost: 6oPe coPpanies caOcuOate 
international customs duties on their shipments, but fail to 
consider 9A7 and otKer ta[es tKat can signiȴcantO\ iPpact 
the total cost of shipping.

Total landed cost is a combination of several factors, and 
duty rates will only take you part of the way to a comprehen�
sive landed cost calculation.

:Ken \ou caOcuOate totaO Oanded cost� Pake sure \ouȇre 
taking eYer\ Iactor into account� tKe YaOue oI tKe order� 
door�to�door sKipping costs� sKipping insurance costs� 
custoPs duties� and an\ iPport ta[es� 7Kis Za\� \ouȇOO KaYe 
abcoPpreKensiYe picture oI \our costs and aYoid an\ 
expensive surprises.

 » Doing it all yourself: One of the easiest mistakes to fall 
pre\bto is tr\ing to get Oanded cost rigKt ZitKout an\ outside 
e[pert assistance� 6oPetiPes� tKe cost oI proIessionaO 
tariffbcode and Oanded cost deterPination can Ee e[cessiYe� 
especiaOO\ iI \ouȇre pa\ing tKe pros E\ tKe Kour�

)ortunateO\� tKere are OoZ�cost� reOiaEOe aOternatiYes� AYaOarabȃ  
a leading provider of trusted outsourced solutions to transac�
tionaO ta[ proEOePsbȃ offers an autoPated soOution to cOassiI\ 
your products for any country you sell to, and calculates the 
customs duty and import tax.

These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.



Notes

These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.



Notes

These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.



These materials are © 201 9  John Wiley & Sons, Inc. Any dissemination, distribution, or unauthorized use is strictly prohibited.





WILEY END USER LICENSE AGREEMENT
Go to www.wiley.com/go/eula to access Wiley’s ebook EULA.


