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In 2026, NVBDC is launching new international initiatives to expand global market 
access and exporting opportunities for certified veteran-owned businesses.

Connects NVBDC-certified 
Veteran-Owned Businesses with 

global buyers and distributors.

Offers financing, insurance, 
and loan guarantees to help 

VOBs compete globally.

Supports veteran-owned businesses 
with export loans and international 

training.

Expands NVBDC’s international 
network across 195 countries.



Meet Our Presenters

Anthony Sargis
Team Leader
U.S. Commercial Service
Int’l Trade Administration

Brian Beams
Team Leader
U.S. Commercial Service
Int’l Trade Administration







































































































Q & A



NVBDC – Going Global Webinars
o Export 101: Getting Started with Global Sales & Market Entry

Wednesday, March 18

o Export 201: Executing Your Global Sales & Go-To-Market Strategy 
Wednesday, March 25 – 11:00 a.m. to 1:00 p.m. ET

o EXIM Export Readiness Financial Training
Wednesday, April 8 – 12:30 to 2:00  p.m. ET

NVBDC.org/events



Real-World Export Insights
Perspectives From…

In-Country
Resources

Veteran Business 
Owners

Corporate 
Representatives



Ildiko Mokran
Founder
I M Bookkeeping
I M Bookkeeping USA

In-Country Resource
Perspective



From the U.S. to the UK and Europe: 

What Businesses Should Know

Ildiko Mokran
Global Trade Adviser

I M Bookkeeping



What is IM Bookkeeping, and what do we do?

Business Setup & Finance
• UK Company Incorporation
• Bookkeeping & Payroll
• VAT Registration & Returns
• Annual Accounts & Corporation Tax

International Trade Support
• Import & Export Customs Declarations
• Commodity Classification
• Customs Compliance

One partner helping businesses trade smoothly 
between the U.S., the UK and Europe.



Our network and accreditations:

➢ Member of Global Chamber
➢ Member of The Chartered Institute of Export and 

International Trade (UK)
➢ First international member of the Hungarian 

Customs Affairs Association

➢ Approved Customs Practitioner
➢ Certified Bookkeeper
➢ Trusted Advisor by the UK Department for 

Business and Trade (Hungary)



The 3 Biggest Mistakes Companies Make When Exporting

➢Underestimating Customs Requirements
Incorrect commodity classification or missing 
documentation can cause costly delays at the 
border.

➢Ignoring VAT and Tax Obligations
Many companies don’t realize they may need UK 
VAT registration and proper financial compliance.

➢Trying to Navigate the System Alone
International trade involves multiple regulations — 
having the right advisors makes the process much 
smoother.



Case Study – 1
Situation
A company had been importing Japanese food products into the Netherlands for over 
30 years.
Some of these products were repackaged in the EU and then shipped to customers in 
the UK.
Before Brexit, this trade was straightforward because goods moving from the EU to the 
UK were duty-free.
After Brexit, the company was unsure whether customs duties would apply when 
exporting those products to the UK.

Our Approach
We carried out a customs and trade agreement review, including:
➢ Reviewing product lists and commodity codes
➢ Checking origin information
➢ Assessing the impact of Brexit on EU–UK trade
➢ Reviewing the UK–Japan Free Trade Agreement

Result
Most products could still enter the UK without customs duties, provided the correct 
origin declaration was included on the invoice.
This allowed the company to continue trading smoothly without paying unnecessary 
duties.



Case Study – 2
Situation
A U.S. advisor contacted us before their client started exporting 
automotive parts to Great Britain.
They needed to understand the compliance requirements before 
shipping, including registrations, quality standards, packaging 
obligations, and licensing.

Our Approach
We carried out a customs and regulatory compliance review, 
including:
➢ Customs classification and import requirements
➢ Required registrations for importing into Great Britain
➢ Quality and product compliance checks
➢ Packaging and environmental obligations
➢ Licensing requirements where applicable

Result
The client received a clear compliance report outlining all regulatory 
requirements before importing.
This allowed them to prepare properly, avoid delays at the border, 
and import their products into the UK market with confidence.



Case Study – 3
Situation
A Hungarian company wanted to rent out foldable containers for events in the UK.
The containers would travel between Hungary and the UK, but the company did not 
want to transfer ownership of the equipment.
They needed a compliant solution that allowed them to export the containers for 
rental purposes while maintaining ownership.

Our Approach
After reviewing their business model and trade structure, we implemented the 
following solution:
➢ UK VAT registration as a foreign entity
➢ Obtaining a GB EORI number for customs purposes
➢ Structuring exports between the Hungarian VAT number and the UK VAT number

Result
Once the registrations were completed, the company could:
➢ Export their containers to the UK for rental purposes
➢ Move goods between their Hungarian and UK VAT registrations
➢ Maintain ownership of the equipment while operating compliantly in the UK
This allowed them to run their event rental business in the UK smoothly and within 
the correct regulatory framework.



What Successful Exporters do?

From my experience working with international businesses, 
successful exporters focus on three key areas:
➢  Understand Customs Requirements

Correct commodity classification, documentation, and 
compliance are essential to avoid delays and unnecessary 
costs.

➢  Plan for VAT and Regulatory Obligations
Companies exporting to the UK often need to consider 
VAT registration, EORI numbers, and other regulatory 
requirements.

➢  Seek Advice Before Shipping
Understanding trade agreements, rules of origin, and 
compliance requirements early can prevent costly 
mistakes.



Why is exporting worth it?

Exporting allows businesses to grow beyond their domestic 
market and build stronger, more resilient companies.
➢Access New Markets

Reach new customers and expand your global presence.
➢Increase Revenue Opportunities

International markets can create additional income streams 
and long-term growth.

➢Build Global Partnerships
Working with international partners opens doors to new 
opportunities and collaborations.

➢Diversify Business Risk
Operating in multiple markets helps reduce dependence on 
a single economy.



Final thought

Exporting can feel complex, but with the right 
preparation and guidance, it becomes a powerful 
opportunity for business growth.
The companies that succeed in international trade 
are those that plan ahead, understand the 
regulations, and build the right partnerships.
With the right support, businesses can enter new 
markets, trade confidently, and grow 
internationally.







Tony Manca
CEO
ShireWire Global 
Sales & Distribution

Veteran Business Owner
Perspective



John E. Taylor
JT Diversity Solutions

Corporate Representative
Perspective



Q & A



Veteran-to-Veteran 
LinkedIn Group

A place for NVBDC Certified SD/VOB’s to 
connect, build relationships and share business 
successes and challenges.

Corporate Members are encouraged to join 
and participate in the conversation!



We value your feedback!
Please take a moment to complete 
our post-event survey. It only takes 
a few minutes and helps us improve 
future programming, resources and 
engagement opportunities.

Your input helps us better serve the 
Veteran business community!

Scan here or visit 
bit.ly/49cMMKn



NVBDC – Digital Readiness Webinars
In Partnership with the Diverse Supplier Development Corporation (DSDC) & DeltaPoint Partners

o Pivoting to the Private Sector for Procurement Opportunities
Wednesday, February 25

o Marketing 101                                                                                                               
Tuesday, March 24 – 11:00 a.m. to 1:00 p.m. ET

o Private Sector Capability Statements: Best Practices 
Wednesday, April 22 – 11:00 a.m. to 1:00 p.m. ET

o LinkedIn, Facebook and Instagram Profiles
Wednesday, May 13 – 11:00 a.m. to 1:00 p.m. ET

o Creating a Website Funnel Page
Thursday, June 11 – 11:00 a.m. to 1:00 p.m. ET

NVBDC.org/events



John (“JT”) E. Taylor
Services Committee Chairman 
Board of Directors

Annette Stevenson, US Army 
Veteran, CPSD, C.P.M.
Board of Directors
Services Committee

Tammi Hart
Senior Vice President, NVBDC
Services Committee

Joann (“Jo”) Cobb
Certification Analyst, 
Certification Committee
Services Committee

Toni Moses
Relationship Manager, 
Certification Committee
Services Committee

Meet the Team

LTC (Ret) Kathryn M. Poynton
Director, MVO Task Force
Board of Directors



Thank You For Joining Us Today!

Export 101: Getting Started With 
Global Sales & Market Entry

NVBDC.ORG (248) 648-3500
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