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ABOUT THE 
TOOLBOX

The International Trade Toolbox 

is a resource for businesses 

that are thinking about taking 

their domestic business to an 

international one. It offers tools, 

contacts and inspiration to assist 

in navigating the international 

business environment.  

The Toolbox offers assistance for 

each stage of internationalisation, 

from assessing your preparedness 

through to ongoing management 

of operations.
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PREPARING FOR 
INTERNATIONAL TRADE
The International Trade Toolbox is a resource for 
businesses that are thinking about taking their 
domestic business to an international one. It 
offers tools, contacts and inspiration to assist in 
navigating the international business environment. 

The Toolbox offers assistance for each stage 
of internationalisation, from assessing your 
preparedness through to ongoing management of 
operations.

Business profile
Identification of core competencies

Business Model Canvas – this outlines several 
prescriptions that form the building blocks for your 
activities. It enables new and existing businesses to focus 
on operational management, strategic management and a 
marketing plan.

For more information: www.canvanizer.com/new/business-
model-canvas
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Commitment to internationalisation
International experience, reasons for 
Internationalisation – are you ready?

Importing goods can help your business meet its goals 
and provide goods to customers that may not be available 
locally. Exporting can open a business to new markets, 
spread risk by reducing dependence on the local market 
and increase your competitiveness.

For more information: www.business.gov.au/info/run/
import-and-export

You may feel that your business is ready to start your 
international expansion as a reaction to unexpected market 
demand from overseas. It is time to investigate what an 
international expansion would mean for your company.

For more information: www.the-international-entrepreneur.
com/the-international-entrepreneur-international-business-
readiness-checklist/

Researching international markets
Once you have determined that your business is ready for 
internationalisation, you need to identify which international 
markets are right for you and your business.

Market screening

Market screening helps you to identify the best markets 
for your business to enter.  The international marketing 
Entry Evaluation Process is a five stage process which 
is: Country Identification, Preliminary Screening, In-Depth 
Screening, Final Selection and Direct Experience.

For more information: www.marketingteacher.com/the-
international-market-entry-evaluation-process/

Each country will have its own specific trade links site 
offering opportunities to their countries organisation to 
search for international trade opportunities.

For more information: www.australiantradelinks.com.au/

Business environment analysis

Business environment analysis through the PESTLE 
method will help you to understand your international 
markets of choice – this information is crucial to help you 
decide which markets are attractive for your business. 

PESTLE stands for:

For more information: www.pestleanalysis.com/what-is-
pestle-analysis/

Other helpful documents can be found at AsiaLink - with 
a national mandate to develop an Asia capable workforce, 
Asialink Business offers market-leading expertise and is 
your partner for success in Asia.

For more information: www.asialinkbusiness.com.au/ 

P FOR POLITICAL

E FOR ECONOMIC

S FOR SOCIAL

T FOR TECHNOLOGICAL

L FOR LEGAL

E FOR ENVIRONMENTAL
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ENTERING NEW 
MARKETS
Once you have selected your overseas markets, 
you will need to think through your methods and 
strategies for entering those markets. 

As each business is different, there are many different 
factors that may influence your strategy and methods 
for entering international markets. Not all of these will be 
relevant to your business, but they will help you to take the 
plunge and internationalise your business.

For more information: www.marketingteacher.com/modes-
of-entry/

Food and Agriculture Organization of the 
United Nations 

Global marketing management tips from the Food 
and Agriculture Organization of the United Nations

Market entry strategies: www.fao.org/docrep/
w5973e/w5973e0b.htm

Introduction to global marketing: www.fao.org/
docrep/w5973e/w5973e02.htm
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DOING BUSINESS 
IN A NEW 
MARKET
Social media has made the world smaller. A 
potential customer can log onto a social site in a 
variety of countries, and your message on that site 
can lead people to your own website. The result 
is global awareness of your brand. That doesn’t 
mean your small business can adopt a one-size-
fits-all approach to social marketing. In fact, you 
have the opportunity to give your global marketing 
local appeal.

For more information: http://smallbusiness.chron.com/
role-social-media-international-branding-68363.html

Social media planning checklist
Social media can be daunting, but with some research and 
planning, you can use it to your business’ advantage. Here 
is a quick six step social media planning checklist to help 
you get started.

For more information: www.business.gov.au/info/plan-
and-start/develop-your-business-plans/marketing/social-
media-planning-checklist

Fifteen marketing tools to check out
Brands working to communicate with consumers are 
facing more competition than ever. On a daily basis, 
people are bombarded with marketing messages, only 
some of which meet their own interests. And, over time, 
those consumers are learning to tune out much of the 
noise, making it even harder for brands to break through.

For more information: www.entrepreneur.com/
article/287609

Other resources available to help with 
entry decisions and strategies

Digital Garage - was developed to give 
small businesses the digital skills many say 
they lack.

For more information: https://learndigital.
withgoogle.com/digitalgarage/

SheTrades - Women entrepreneurs are able 
to share information about their companies, 
to make them visible, expand their networks, 
connect and internationalise.

For more information: www.shetrades.com
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PROTECT 
YOURSELF
Once you have determined your methods and 
strategy for internationalising your business, you 
will need to think through the specifics. These 
include non-disclosure agreements, contracts, 
INCOTERMS®, intellectual property protection and 
free trade agreements.

Non-Disclosure Agreements
Non-Disclosure Agreements are designed to protect 
confidential information, trade secrets and expertise 
(know-how) from being misused by those to whom such 
information will be or has been disclosed.

A Non-Disclosure Agreement should be used in any 
situation where you are disclosing information that must 
remain confidential. For example, when approaching a 
potential partner with your new business idea you should 
use a confidentiality agreement to avoid jeopardising your 
concept.

To protect your confidential information, trade secrets 
and expertise from misuse, it is prudent to have a signed 
Confidentiality Agreement with every person (such as 
employees and contractors) to whom such information will 
be disclosed. Parties to the agreement may be companies 
or individuals or a combination of both.

For more information: www.lawpath.com.au/blog/5-things-
you-should-know-about-non-disclosure-agreements

Templates for Non-Disclosure Agreements: 
www.business-in-a-box.com/lp/_
ab/2017.01.20/01/?q=non+disclosure+agreement
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Protect your intellectual property
Intellectual property is important and protecting it is a high 

priority. Here is an article to help you get your IP strategy 

right.

For more information: www.ipaustralia.gov.au/

understanding-ip/getting-started-with-ip/protecting-your-ip

Use Free Trade Agreements
It is important to check your country’s Free Trade 
Agreements. These will allow you better access to 
important markets, can improve your competitive position 
when exporting, can offer you more prospects for 
increased two-way investment and can reduce import 
costs for your business.

Model contracts and clauses
The ICC Commission on Commercial Law and Practice 
(CLP) develops ICC model contracts and ICC model 
clauses which give parties a neutral framework for their 
contractual relationships. These contracts and clauses 
are carefully drafted by experts of the CLP Commission 
without expressing a bias for any one particular legal 
system.

ICC model contracts and clauses aim to provide a sound 
legal basis upon which parties to international contracts 
can quickly establish an even-handed agreement 
acceptable to both sides.

The contracts are the products of some of the finest 
legal minds in the field of international commercial law. 
They are constructed to protect the interests of all the 
parties, combining a single framework of rules with 
flexible provisions allowing the parties to insert their own 
requirements.

Visit the ICC Business Bookstore to browse the full range 
of offerings.

A flexible model

The model contract was specifically developed for sales 
of manufactured goods intended for resale, where the 
purchaser is not a consumer and where the contract is an 
independent transaction rather than part of a long-term 
supply arrangement.

The ICC model is flexible enough to allow users either to 
incorporate only the general conditions common to all 

contracts or to include the specific conditions, which set 
out standard terms common to all contracts incorporating 
the ICC General Conditions of Sale. Moreover, while the 
model contract subjects the transaction to the United 
Nations Convention for the International Sale of Goods 
(CISG), it also, in certain circumstances, permits the parties 
to incorporate specific conditions of national law.

Easy to follow, ready to use

The ICC model contract is easy to use for first-time 
traders, but also provides the legal protection demanded 
by experienced practitioners. Each box in the contract form 
is fully explained, and, in some instances, lists of terms 
are defined, with the responsibilities of the parties clearly 
set out. On transport documents, for example, the model 
lists those in common use, such as the bill of lading, the 
multimodal transport document and the Air Waybill.

Sale of goods contract

The ICC Model International Sale Contract is a time-
saving guide for traders, importers, lawyers and all parties 
involved in these important international transactions. 
Providing clear directions to sellers and buyers of 
manufactured goods, the contract is divided into two parts 
- Specific Conditions and General Conditions.

The form’s introduction takes the parties step-by-step 
through the process - from the general characteristics 
of the contract through its scope of application to its 
termination and resolution of disputes.

Available on the ICC store: http://store.iccwbo.org/icc-
model-international-sale-contract
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There are many resources on the ICC World Business 
Organization website that will be helpful too.

Use this glossary to understand all the elements of 
international trade that you may start to encounter in 
internationalising your business.

Trade Agreements
Free Trade Agreements are international agreements to 
remove or reduce trade and investment barriers between 
countries. These can help businesses grow and attract 
investment.

There are two major types of regional trade agreements 
under the World Trade Organisation - customs unions and 
free trade areas. Some countries may also sign interim 
agreements, which operate during a transition period, 
ultimately leading to the creation of a customs union or a 
free trade area.

For more information: www.wto.org/english/tratop_e/
region_e/region_e.htm

Export/import documentation
Certificates of Origin

Certificates of Origin are a documentary system used in 
modern international trade for millions of transactions 
around the globe every year. The system utilises a trust-
based mechanism between trading nations to prove 
the status of goods traded across borders, under the 
provisions of the Convention Relating to the Simplification 
of Customs Formalities (1923), which was reinforced 
with the Revised Kyoto Convention adopted in 2006. 
The global process involves an exporter making a claim 
about an exported good to the approved authority of their 
own government, which can then be used and trusted by 
the authorities of both the foreign government (importing 
Customs) and the importer themselves, when the goods 
cross the border at their destination.

In the modern trading era the Certificate of Origin system 
is now largely electronic, and enables importing Customs 
to appropriately determine an exporter’s claims about 
the origin of inputs into products for a range of trust-
based purposes, including tariff reductions, anti-dumping 

Page 10

https://iccwbo.org
https://iccwbo.org
https://www.wto.org/english/tratop_e/region_e/region_e.htm
https://www.wto.org/english/tratop_e/region_e/region_e.htm


WOMEN MEAN BUSINESS 
DIGITAL TOOL BOX

procedures, MFN application, safeguarding, and other 
treatment choices. It also enables importers to use trade 
finance documents such as Letters of Credit, and allows 
exporters to receive the support of their own exporting 
government in the event of a dispute. 

Chambers of commerce has a long history developing the 
Certificate of Origin system, with the first Certificate being 
issued by the Marseille Province Chamber of Commerce 
in 1898. The codification of the system arrived with 
the 1923 Convention, and the International Chamber 
of Commerce maintains and updates the international 
guidelines on Certificates of Origin, ensuring consistency 
in the global documentary standard into the electronic era. 
Today, over 400 trade agreements contain preferential 
rules of origin, further expanding the purpose of issuance 
of Certificates of Origin for preferential use, so that 
treatment for goods under preferential (or “free”) trade 
agreements can be obtained at the border crossing.

For more information: www.acci.asn.au/certificates-origin

ATA Carnet 

The ATA Carnet is an international customs document that 
permits the duty-free and tax-free temporary export and 
import of goods for up to one year. The Initials “ATA” are 
an acronym of the French and English words “Admission 
Temporaire/Temporary Admission”.

ATA Carnets cover: 

- Commercial samples 
- Professional equipment

Goods for presentation or use at trade fairs, shows, 
exhibitions and the like.

That means almost everything from the ordinary to 
the extraordinary, the usual and unusual: computers, 
repair tools, photographic and film equipment, musical 
instruments, industrial machinery, vehicles, jewellery, 

clothing, medical appliances and aircraft, race horses, old 
masters, prehistoric relics, ballet costumes and rock group 
sound systems, etc.

If you can name it and it is not consumable or perishable, 
then it can probably be covered by an ATA Carnet.

The ICC WCF World ATA Carnet Council (WATAC) is the 
body within ICC WCF that manages the International 
ATA Carnet Guarantee Chain, which comprises the 
organizations appointed by their Customs to operate the 
ATA System around the world.

The ATA Carnet is in force in 75 countries today. 
To obtain an ATA Carnet, select your country from the 
Directory.

For more information: www.iccwbo.org/products-and-
services/trade-facilitation/ata-connections/
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Trade finance
What is Trade Finance? This has been described as a 
precise science managing capital required for international 
trade to flow. Within the science, there are a large range of 
tools at the financier’s disposal, which can determine how 
cash, credit, investments and other assets can be utilised 
for trade.

Trade finance is where an exporter requires an importer to 
prepay for goods shipped. The importer naturally wants to 
reduce risk by asking the exporter to document that the 
goods have been shipped. The importer’s bank assists by 
providing a letter of credit to the exporter (or the exporter’s 
bank) providing for payment upon presentation of certain 
documents, such as a bill of lading (this is a detailed list of 
a ship’s cargo in the form of a receipt given by the master 
of the ship to the person consigning the goods).

The exporter’s bank may make a loan to the exporter on 
the basis of the export contract. The type of document 
used in the process depends on the nature of the 
transaction and how evidence of performance can be 
shown (i.e. bill of lading to show shipment). It is useful 
to note that banks only deal with documents and not 
the actual goods, services or performance to which the 
documents may be relating to.

Incoterms® rules and trade terminology
The Incoterms® rules are an internationally recognized 
standard and are used worldwide in international and 
domestic contracts for the sale of goods. First published in 
1936, Incoterms® rules provide internationally accepted 
definitions and rules of interpretation for most common 
commercial terms.

The rules have been developed and maintained by 
experts and practitioners brought together by ICC and 

have become the standard in international business rules 
setting. Launched in mid-September 2010, Incoterms® 
2010 came into effect on 1 January 2011. They help 
traders avoid costly misunderstandings by clarifying the 
tasks, costs and risks involved in the delivery of goods 
from sellers to buyers. Incoterms® rules are recognized by 
UNCITRAL as the global standard for the interpretation of 
the most common terms in foreign trade.

Please note that all contracts made under Incoterms® 
2000 remain valid even after 2011. Moreover, although 
we recommend using Incoterms® 2010 after 2011, 
parties to a contract for the sale of goods can agree to 
choose any version of the Incoterms rules after 2011. It 
is important however to clearly specify the chosen version 
Incoterms® 2010, Incoterms® 2000 or any earlier version.

For more information: www.iccwbo.org/products-and-
services/trade-facilitation/incoterms-2010

For more information: www.iccwbo.org/resources-for-
business

International contracts and 
documentation
An international contract is a legal document that is related 
to cross border deals or agreement. When parties from 
different nations enter into a mutual agreement over a 
product, service or business then the document signed 
between them is known as an international contract.

The following are a few types of international contracts:

1. International franchise contract
2. International sale contract
3. International construction contract

An international contract is an important document. The 
clauses mentioned in it overcome differences in the law of 
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both countries. So the following points must be mentioned 
in an international contract to make it more simplified and 
also equally understandable for the involved parties:

 • The contact details of both the parties must be 
specified clearly in the beginning of the contract.

 • The duration of the contract and its effective date 
are two points that are mandatory to be mentioned 
in any kind of contract.

 • The terms and conditions should very clearly define 
the detailed monetary figures so that it there is no 
dispute in the future.

 • The duties, responsibilities and limitations of both 
the parties are the points which are very vital in an 
international contract.

The ICC Commission on Commercial Law and Practice 
(CLP) develops ICC model contracts and ICC model 

clauses which give parties a neutral framework for their 
contractual relationships. These contracts and clauses 
are carefully drafted by experts of the CLP Commission 
without expressing a bias for any one particular legal 
system.

ICC model contracts and clauses aim to provide a sound 
legal basis upon which parties to international contracts 
can quickly establish an even-handed agreement 
acceptable to both sides.

The contracts are the products of some of the finest 
legal minds in the field of international commercial law. 
They are constructed to protect the interests of all the 
parties, combining a single framework of rules with 
flexible provisions allowing the parties to insert their own 
requirements. 

Visit the ICC Business Bookstore to browse the full range 
of offerings.

International Documentation - How to create Export 
Documents easily: www.incodocs.com

Dispute resolution
A new business must know where to go for advice should 
a dispute arise of a commercial or international character.

ICC is a leading provider of dispute resolution services 
for individuals, businesses, states, state entities, and 
international organizations seeking alternatives to court 
litigation.

For more information: www.iccwbo.org/about-icc/
organization/dispute-resolution-services

For more information: www.disputeresolution.com.au

The following points must be 
mentioned in an international 
contract

• The contact details of both the parties must be 
specified clearly in the beginning of the contract.

• The duration of the contract and its effective date 
are two points that are mandatory to be mentioned 
in any kind of contract.

• The terms and conditions should very clearly 
define the detailed monetary figures so that it there 
is no dispute in the future.

• The duties, responsibilities and limitations of 
both the parties are the points which are very vital 
in an international contract.
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RESOURCES
Once your business has expanded overseas you 
will encounter some situations that are different 
to domestic trade. Below are some tools to assist 
with the ongoing management of your business.

Public procurement of women for Governments

For more information: www.intracen.org/uploadedFiles/
intracenorg/Content/Publications/Women%20
procurement%20guide-final-web.pdf

Stay engaged with news and trends 

Relevant blogs and resources that are dynamic and 
updated.

 • Women Entrepreneurs Grow Global 
www.womenentrepreneursgrowglobal.org

 • globalEDGE 
www.globaledge.msu.edu/blog

 • The Global Small Business Blog 
www.globalsmallbusinessblog.com

 • Women’s Economic Empowerment 
www.womenseconomicempowerment.org/mission
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Networking and Local Knowledge 
Use Chambers of Commerce, business and trade associations, and Bilateral Chambers in your country

International
www.iccwbo.org

Local knowledge is a vital key to any 
business wanting to expand into an 
international market. Here are some 
helpful sites for each IORA country.

Australia
www.acci.asn.au 
www.austrade.gov.au 
www.dfat.gov.au/pages/default.aspx

Bangladesh
www.fbcci-bd.org 
www.bangladeshtradeportal.gov.bd/index.
php?r=site/index

Comoros
www.uccia-comores.com 
www.comoros-islands.com

Indonesia
www.bsd-kadin.org 
www.globaltrade.net/m/c/Indonesia.html 
www.tradeindonesia.com 
www.indonesia-investments.com/
business/item7

Iran
www.icc-iran.com/En/ICCIran-HomePage 
www.president.ir/en

India
www.ficci.in 
www.commerce.gov.in 
www.indiantradeportal.in

Kenya
https://portal.kenyachamber.or.ke/ 
www.mfa.go.ke 
www.kentrade.go.ke/

Malaysia
www.micci.com 
www.iccmalaysia.org.my 
www.miti.gov.my 
www.matrade.gov.my

Mozambique
www.ccm.co.mz 
www.portaldogoverno.gov.mz

Seychelles
www.scciseychelles.sc 
www.finance.gov.sc 
www.fbsseychelles.com

Somalia
www.somalichamber.so 
www.mfa.gov.so/investment/trade-and-
investment 
www.tradeinvestsomalia.com

Madagascar
www.cci.mg/fr 
www.commerce.gov.mg

Mauritius
www.mcci.org/en/ 
http://foreign.govmu.org/English/Pages/
default.aspx

Oman
www.chamberoman.om 
www.oman.om

Singapore
www.sicc.com.sg 
www.mti.gov.sg/Pages/home.aspx

Sri Lanka
www.chamber.lk 
www.industry.gov.lk 
pdf.usaid.gov/pdf_docs/PA00MB6P.pdf

South Africa
www.sacci.org.za 
www.gov.za/about-sa/economy 
www.africanbusinessmagazine.com/

Tanzania
www.cti.co.tz 
www.tanzania.go.tz/home/pages/4 
www.mytopbusinessideas.com/tanzania/

Thailand
www.thaichamber.org 
www.ditp.go.th/home.php 
www.thaitrade.com/home

United Arab Emirates
www.dubaichamber.com/ 
www.abudhabichamber.ae/English/Pages/
Default.aspx 
www.government.ae/en/information-and-
services/business 
www.uaeinteract.com/government/

Yemen
www.fycci-ye.org/en 
www.moit.gov.ye/moit 
www.investinyemen.org/index.
php?langid=2&pageid=1
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http://www.iccwbo.org/
https://www.acci.asn.au/
www.austrade.gov.au
http://dfat.gov.au/pages/default.aspx
http://www.fbcci-bd.org
www.bangladeshtradeportal.gov.bd/index.php?r=site/index
www.bangladeshtradeportal.gov.bd/index.php?r=site/index
http://www.uccia-comores.com/
http://www.comoros-islands.com/index.php?!=11
http://www.bsd-kadin.org/
http://www.globaltrade.net/m/c/Indonesia.html
http://www.tradeindonesia.com/
http://www.indonesia-investments.com/business/item7
http://www.indonesia-investments.com/business/item7
http://www.icc-iran.com/En/ICCIran-HomePage
http://www.president.ir/en/
www.ficci.in
www.commerce.gov.in
www.indiantradeportal.in
https://portal.kenyachamber.or.ke/
www.mfa.go.ke
http://www.kentrade.go.ke/
http://www.micci.com/
www.iccmalaysia.org.my
www.miti.gov.my
www.matrade.gov.my
www.ccm.co.mz
www.portaldogoverno.gov.mz
www.scciseychelles.sc/
www.finance.gov.sc
www.fbsseychelles.com
www.somalichamber.so/
www.mfa.gov.so/investment/trade-and-investment/
www.mfa.gov.so/investment/trade-and-investment/
http://www.tradeinvestsomalia.com/
www.cci.mg/fr
http://www.commerce.gov.mg
http://www.mcci.org/en/
http://foreign.govmu.org/English/Pages/default.aspx
http://foreign.govmu.org/English/Pages/default.aspx
https://chamberoman.om/
www.sicc.com.sg
www.mti.gov.sg/Pages/home.aspx
www.chamber.lk
www.industry.gov.lk
pdf.usaid.gov/pdf_docs/PA00MB6P.pdf
http://www.sacci.org.za/
www.gov.za/about-sa/economy
http://www.africanbusinessmagazine.com/
http://www.cti.co.tz
https://www.tanzania.go.tz/home/pages/4
http://www.mytopbusinessideas.com/tanzania/
www.thaichamber.org/
http://www.ditp.go.th/home.php
www.thaitrade.com/home
http://www.dubaichamber.com/
http://www.abudhabichamber.ae/English/Pages/Default.aspx
http://www.abudhabichamber.ae/English/Pages/Default.aspx
http://www.uaeinteract.com/government/
http://www.fycci-ye.org/en
www.moit.gov.ye/moit
http://www.investinyemen.org/index.php?langid=2&pageid=1
http://www.investinyemen.org/index.php?langid=2&pageid=1


WOMEN MEAN BUSINESS 
DIGITAL TOOL BOX

EMPOWERING 
WOMEN TO 
BECOME 
BREADWINNERS
What if women in regional South Africa were 
helped to become bakers, installing a wood-
fired oven at home, getting training to use it 
and accessing pre-mixed ingredients to bake 
bread? That was the idea behind Mama Mimi’s,  
a company started by serial entrepreneur Tracey 
Cook.

Ms Cook attended our Trade and Digital Literacy 
Symposium in Pietermaritzburg, South Africa, in March, 
where she learned about how technology can help her 
business expand and lift more women out of poverty.

“The bakers work from home and can bake up to 
40 loaves of bread a day, then they sell it to the local 
community, to churches and to schools,” Ms Cook 
explained of her network of female entrepreneurs.

CASE STUDY

ALREADY THE BUSINESS USES FACEBOOK 
TO SHARE TRAINING VIDEOS AND 
ACCEPTS APPLICATION FORMS FROM 
ASPIRING BAKERS ONLINE. IT ALSO USES 
THE INTERNET TO SEEK FUNDING FROM 
CORPORATE SUPPORTERS AND NON-
GOVERNMENT ORGANISATIONS.
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Mama Mimi’s loaves are often cheaper than those sold 
at supermarkets, and the business has even partnered 
with other small retailers called “spaza shops” and various 
community upliftment organisations.

But it hasn’t always been easy. One big hurdle has been 
to get rural women confident enough to run their own 
business and become a family breadwinner. Ms Cook 
has instilled in the new businesswomen the self-discipline 
needed to run their own business, including the need to be 
there every day.

The impact of Mama Mimi’s on the bakers in its network is 
stark. “It is rewarding to see a lady who was unemployed 
is now looking after her family and putting her kids through 
school,” Ms Cook said.

The Symposium helped Mama Mimi’s to better use 
technology. Already the business uses Facebook to 
share training videos and accepts application forms from 
aspiring bakers online. It also uses the internet to seek 

funding from corporate supporters and non-government 
organisations.

Like every business, Mama Mimi’s has faced occasional 
frustrations. Import duties can eat away at funds from 
sponsors, while strikes mean goods can get stuck at a 
wharf for up to a week. A lack of access to finance means 
the business cannot scale up as quickly as Ms Cook would 
prefer.

Despite those limitations, Ms Cook and her team has now 
taken Mama Mimi’s overseas, setting up operations in 
Zambia, Tanzania and Mozambique. She intends to soon 
venture to the Pacific, introducing the business model to 
women in Papua New Guinea. 

“Our ovens can run off the grid and use wood as fuel,” Ms 
Cook said. “This enables us to go into very remote villages 
and empower women to become self-sufficient.”that 
create wealth and ensure the sustainable prosperity of 
their communities.
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GLOBAL WOMEN IN BUSINESS 
INITIATIVES
This section lists some initiatives with resources 
that are particularly useful for businesses run by 
women.

Women’s Empowerment Principles

The Women’s Empowerment Principles offer practical 
guidance to business and the private sector on how to 
empower women in the workplace, marketplace and 
community. Developed through a partnership between 
UN Women and the United Nations Global Compact, the 
Principles are designed to support companies in reviewing 
existing policies and practices—or establishing new 
ones—to realize women’s empowerment.

For more information: www.unwomen.org/en/digital-
library/publications/2011/10/women-s-empowerment-
principles-equality-means-business

www.unglobalcompact.org

The International Women’s Federation of Commerce 
and Industry

The International Women’s Federation of Commerce and 
Industry (IWFCI) is an organisation that was formed to 
meet the emerging needs of women in business and in 
recognition of their increasing contribution to the world of 
commerce, the community and to government.

For more information: www.iwfci.net

Empowering Women

Empowering Women is a knowledge gateway on Women’s 
Economic Empowerment who are taking action and driving 
change both online and offline. 

For more information: www.empowerwomen.org/en

WE Connect

WE Connect is an initiative that helps women owned 
businesses succeed in global value chains. Their vision is: 
A world in which women have the same opportunity as 
their male counterparts to design and implement business 
solutions that create wealth and ensure the sustainable 
prosperity of their communities.

Women’s economic empowerment is not a matter 
for government policy, the private sector, or social 
change alone. All have critical roles to play. This is why 
the International Trade Centre (ITC) has launched the 
“SheTrades” initiative, which seeks to connect one million 
women entrepreneurs to market by 2020.

For more information: www.weconnectinternational.org/en/
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