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3.1 Essentials of cross-border export e-commerce

Before officially starting cross-border export e-commerce, you must make basic preparations so that your 

business will be smooth in the future.

These basic tasks include:

1. Identifying the target countries

Firstly, decide which countries to open stores. This is because it is not necessarily better to open stores 

in as many countries as possible and having stores in more countries does not mean good profits. To 

sell well, you must first understand the country. Moreover, the languages and consumption habits of 

different countries are completely different. The more countries with stores, the more effort it takes 

to operate them after opening. For example, if you open a store in North America, you may only need 

to understand English. But if you wish to open a store in Japan, it’s best to know a little bit of the 

Japanese language and Japanese culture. Therefore, it is best to open stores selectively in some 

countries in the beginning, rather than blindly open stores in all of them. At present, Amazon has 

opened 19 stores in the Brazil, Egypt, China, United States, Canada, Mexico, United Kingdom, France, 

Germany, Italy, Spain, Netherlands, Sweden, Japan, Australia, India, United Arab Emirates, Saudi Arabia, 

Poland to Singaporean sellers. Sellers can choose the starting site based on your own strengths.

There are usually several ways to determine the target market, one way is to determine the market 

based on goods, and the other way is to determine the market based on people.

In determining the market based on goods, usually you have a certain type of product resource, such 

as product in stock, product manufacturing plant resources, or you are particularly familiar with this 

type of product and you can study which countries have a demand for your product. For example, if 

you have the resources to manufacture down jackets, you can study the sales of down jackets in the 

North America and Northern Europe e-commerce markets.

In determining the market based on people, usually a team member is particularly familiar with the 

situation of a certain country. This may be because they have studied in this country, understand the 

language of this country, have relatives and friends in this country, etc. If you understand the needs of 

a country, you can identify products based on the needs.

According to one's own conditions, you need to consider the following when choosing a target country:

• Current e-commerce market size

• Consumption habits of the target country

• Your product resources

• The level of competition in the target country
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2. Understanding product policies and regulations

To start a cross-border export e-commerce business, you must first understand the rules 

and regulations of the target country.

Product policies and regulations are unique to each target country. Overseas markets usually 

have stricter safety and environmental protection requirements for products and will have 

more refinement policies for different types of products. For example, the European Union 

has eight directives and regulations for toys. In the United States, the sale of power banks 

requires the submission of test reports that comply with UL 2056/2054 or IEC 60950-1 

standards.

In addition to the requirements of the target country, the cross-border export e-commerce 

website has its own regulations on products, particularly for hazardous materials.

Ensure that the products being sold comply with the regulations of the target country and 

website

Goods ≠ target country goods

Amazon has opened 19 stores to Singaporean sellers
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4. Determine cross-border fulfillment strategy

As mentioned above, logistics is a challenge in cross-border export e-commerce, so sellers 

need to understand basic knowledge of international logistics and the logistics infrastructure 

of the target country, before choosing the most suitable logistics method.

During this time, the seller needs to make a series of decisions, such as whether to choose the 

services provided by the cross-border export e-commerce website, or directly send inventory 

from the country to foreign customers through direct mail parcels, or ship the goods to 

overseas in bulk by sea, and what kind of warehouse to rent after export, and what kind of 

local logistics company to look for to deliver the goods to the customer.

After the seller has determined the logistics method, he/she still needs to select a 

corresponding partner.

Generally speaking, it is recommended to choose the logistics services provided by cross-

border export e-commerce websites as much as possible (or use service provider network on 

Amazon Seller Central). On one hand, it is makes one at ease. On the other hand, the logistics 

services of cross-border export e-commerce websites are better integrated with their systems 

and are convenient to use.

Sellers Freight Warehousing 

services

Export

customs

declaration

Import

customs

declaration

Freight

Transit warehousing service

FBA

Overseas

warehouse

Customer

fulfillment

3. Understand the product packaging requirements

The product packaging requirements of cross-border export e-commerce are also different 

from traditional foreign trade.

In traditional foreign trade, companies packaged the product according to customers' 

requirements. However, cross-border export e-commerce products must be packaged based 

on brand promotion, logistics costs, after-sales and other factors. For example, packaging 

usually better reflects the quality and grade of the brand. A more comprehensive 

identification requires Amazon's labelling, and FBA's warehousing and inbound logistics 

requirements must be considered in size and packaging to reduce costs.

https://sellercentral.amazon.com/tsba?ref=xx_toolPage_xxxx_helphub&ref_=sc_spn_na_hp
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5. Making preparations for collection

Sellers need to understand basic knowledge of cross-border payment collection. For example, 

they will face the exchange rate issue of converting foreign currencies into SGD and cross-

border financial compliance issues in cross-border payment settlement. After understanding 

these basic knowledge, the seller will choose an appropriate payment method according to 

his/her own situation. There are several payment methods available: Amazon's official 

service-Amazon Currency Converter for Sellers, local valid bank accounts in overseas stores, 

and third-party deposit accounts accepted by Amazon.

In addition to these basic knowledge, you also need to learn a lot of things to carry out cross-

border export e-commerce, such as the consumption trend of the target country, taxation 

policies, and marketing and so on. Therefore, Amazon specially launched the Seller University, 

which employs various methods for learning so that entry-level sellers become proficient. At 

the same time, Amazon uses various data tools and professional support services (such as 

logistics, marketing promotion, etc.) to empower sellers at every stage of their development, 

free them from cumbersome transactional work, thereby enabling them to better focus on 

their main business and achieve fast growth.

Common collection solutions:

• Amazon Currency Converter for Sellers

• Valid local bank account at overseas stores

• Third-party deposit accounts accepted by Amazon

Core issues in cross-border payment collection:

Do you need to open a foreign currency collection account?

Cross-border financial compliance issues

Payment collection security issues

Payback speed
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3.2 Common misconceptions of cross-border 

export e-commerce

As an emerging industry, many people have some misconceptions about cross-border export 

e-commerce.

Correct answer:

It is possible to do cross-border export e-commerce without overseas warehouses.

The advantage of having overseas warehouses is that goods can be delivered from the 

local warehouse instead of from Singapore after consumers place an order. This shortens 

the waiting time for consumers and saves delivery fees. However, it is very costly for 

most small and medium-sized sellers to construct overseas warehouses and a more 

convenient option is to use Amazon's overseas warehouse services. In this way, when the 

goods are shipped abroad, they are first stored in the Amazon's overseas warehouses. 

When a consumer places an order, the Amazon warehouse selects the goods and delivers 

them via a fulfillment company. Sellers can use Amazon's system to enquire the 

fulfillment status of the goods, enabling the full tracking of the package. When there is 

goods return or replacement, the goods can be returned to the overseas warehouse and 

the overseas warehouse staff can check the goods on the behalf of the seller. The goods 

can be resold if they are intact and products that cannot be resold can also be returned 

to the country.

In addition to providing overseas warehouses, Amazon also provides sellers with 

overseas shipping services (FBA) where goods are directly delivered by Amazon to 

consumers. In this way, sellers no longer need to find and coordinate local express 

companies in the target country by themselves, which further reduces the seller’s 

workload.

Misconception 1: It is not possible to carry out cross-border export e-commerce 

without overseas warehouses

Misconception 2: It is not possible to carry out cross-border export e-commerce 

without experience in international logistics

Correct answer:

In the traditional foreign trade model, it is also very challenging to deliver goods 

overseas in a safe and timely manner. In response to this pain point, Amazon provides 

global logistics services (AGL), which can help sellers complete such cumbersome tasks 

as export customs declaration, customs clearance, logistics and transportation, which 

greatly reduces the seller's workload and costs.
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Correct answer:

Firstly, you can do cross-border export e-commerce without your own brand. As 

mentioned above, cross-border export e-commerce is a highly specialized industry. Even 

without a factory and a brand, one can be a good "seller" and achieve good performance 

if one has good product selection skills, is familiar with the consumer of the target 

country and understand their needs, and understand the supply chain of Singapore.

Of course, Amazon also provides brand registry, transparency planning, and other 

unique services if you want to establish your own brand."

Amazon assists different types of sellers to establish their own brands, provide 

protection for sellers' brands, and provide a series of tools for brand referral, display, 

and effect tracking.

Misconception 3: You cannot be a cross-border export e-commerce merchant without 

your own brand

Misconception 4: Only e-commerce professionals will perform well in cross-

border export e-commerce

Correct answer:

You do not need to be an e-commerce professional and you do not need to possess an e-

commerce background. Amazon has mature and systematic training courses, which

includes all the knowledge and operation methods required for cross-border export e-

commerce. These courses range from choosing target countries, choosing products, to

step-by-step on how to open a store and operate, and you can learn anything that you

want and get started quickly.
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Correct answer:

No, dealer can also be sellers. You can be a seller as long as you have products that you 

can sell. Dealers can learn how to choose products, find popular products, build brands, 

and make products popular through Amazon seller education courses. Sellers do not 

necessarily need upstream industries and being a good buyer is also a good direction. 

There are many similar successful resellers on Amazon.

Misconception 5: Only retailers and wholesalers can be sellers through cross-

border export e-commerce

Misconception 6: You cannot do cross-border export e-commerce without an overseas 

bank account

Correct answer:

Not necessary, the seller only needs to choose the cross-border collection service that is 

compliant and approved by Amazon, and set up a deposit account in the Amazon seller 

backstage. After setting up the account, Amazon will automatically settle the payment 

to the seller’s account in each settlement period.
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Customs Territory:

Customs territory is a territory in which the Unified Customs Act is enforced. Under 

normal circumstances, the customs territory and borders are the same. However, the 

customs territories of some countries and regions are not completely consistent with their 

borders. For example, some countries have a free port or free zone that is not within the 

borders of the country and the customs territory is smaller than the border. On the other 

hand, some countries that have concluded customs union arrangements and their 

territories are unified Customs Territory:

Tariff:

Tariffs are taxes levied on importers and exporters by the customs established by the 

government when imported and exported commodities pass through a country's customs 

territory.

Customs clearance:

Customs clearance refers to the procedures for declaring imported and exported goods to 

the customs before shipment.

Value Added Tax (VAT):

VAT is the abbreviation of Value Added Tax. It is an after-sales value added tax that is 

commonly used in EU countries, i.e. the profit tax on the selling price of goods. For 

example, when goods enter the United Kingdom (according to EU laws), an import tax is 

paid for the good. When the goods are sold, the merchant can refund the import value 

added tax (IMPORT VAT) and then pay the corresponding sales tax (SALES VAT) based on 

the selling price.

ASIN (Amazon Product Number):

ASIN (Amazon Standard Identification Number) is a unique number compiled for 

Amazon's own products that is automatically generated by the Amazon system and does 

not need to be added by the seller. If it is a book, the ASIN code is equivalent to the 

universal ISBN number.

The ASIN is usually located in "Product Details" or below "Product Information".

Appendix: Explanation 
of terms in this chapter


