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There is no one clear path to trade compliance, but no matter which path a 

company chooses, one thing is clear. It takes hard work. This report delves 

into a critical component toward global trade management success—imple-

menting effective trade compliance process automation. While it may seem 

daunting, this is one area where the hard work will pay off.

The 2014 American Shipper Global Trade Management Landscape report, 

written in partnership with BPE Global, focuses on the details that go into 

making trade compliance more efficient and effective. 

This year’s report marks a bit of a departure from those of the past few years, 

where the emphasis was on the importance of viewing global trade manage-

ment as a holistic endeavor that includes not only compliance, but visibility 

into the physical shipments of goods, as well as how those transactions are 

financed. We certainly aren’t advocating shippers abandon that goal, but we 

also recognize that putting together a holistic GTM program requires attention 

to detail when it comes to each component. With that in mind, this year our 

focus drills down to some of the nuts and bolts that make for a successful 

compliance program.

It might sound simple to say that every company involved in international trade 

would benefit from automation, but many companies still don’t fully recognize 

the value of moving to an automated environment. Perhaps no other aspect of 

global trade has more latent value than the automation of compliance 

processes. It reduces the need for shippers to devote human resources to 

manually re-keying data in documents, or collating spreadsheets from different 

departments or regions.

It also improves compliance accuracy, as an automated process using 

accurate underlying data will invariably be more error-free than a manual 

process. There’s a reason it’s called “human error.” This two-pronged 

benefit—getting more efficient while becoming more accurate—is what makes 

compliance technology so compelling. 

Executive Summary

The Case for  
Trade Automation
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You have the system, 
now use it

That tools to manage the compliance process come in all flavors, sophistica-

tion levels, cost structures, and delivery models only makes it harder to 

understand why more than two-thirds of shippers don’t yet see the value in 

trade automation.

It’s primarily because compliance practitioners are unable to convey the 

importance of trade automation to the executive level. Clearly, the breakdown 

comes primarily in the communication of the importance of investing in compli-

ance technology from the practitioner to executive level.

While many organization lack a dedicated tool to automate trade compliance, 

many enterprise resource planning systems (ERPs) and other enterprise-wide 

solutions can bring global functionality that can improve global trade compli-

ance operations. Often, shippers are sitting on global trade technology they 

didn’t even realize they had. Or they aren’t maximizing what they did know 

they have.

Between ERP, material resources planning, transportation management, and 

multi-purpose tools, there are a host of functions that companies can leverage 

to improve trade compliance process automation without investing in an 

outright GTM system.

Even Microsoft Excel, the platform often derided as a simplistic tool to manage 

complex processes, and used by a majority of companies to manage some 

aspect of compliance, is rarely fully used to take advantage of all it has to offer.

As companies drive toward trade automation, and think about implementing a 

truly global GTM solution, they should know that it is a long-term process. Far 

too often, the process is initiated and never fully rolled out. It takes develop-

ment of a business-wide, global strategy and committed resources to utilize 

every function available from a GTM solution.
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Getting your data right

Best practices

The phrase “garbage in, garbage out” cannot be truer than its application to 

the use of automation in trade compliance processes. As a shipper prepares 

to automate, or if it already uses systems for day-to-day processes, it is 

critically important to have a clear understanding of where data elements 

reside (i.e. what is the system of record for each data element), who owns 

those data elements, who has access to change or update them, and at what 

point in the overall timeline they are created and modified.

And once a shipper has identified the trade-related data elements it needs, 

and the functionality it wants to use, then it can start thinking creatively about 

the best ways to set up automated trade compliance processes.

Regardless of what systems are available to a shipper internally, it is 

important to compare the data available (within systems or otherwise) with 

the information and reports that can be obtained from the government, and to 

conduct targeted audits to aid with risk management and forward planning. 

The key for shippers is to view trade compliance activity as the government 

views the shipper.

Sharing global trade data within the company—to supply chain and operations 

teams in other countries, for example—is crucial. Many companies are not 

fortunate enough to have a single instance of a single automated tool being 

used globally, so it is critical to share the compliance-related work that is done 

in one country with departments in other countries that may be impacted by 

this information. In other words, try to design processes to optimize compli-

ance steps not just for one country, but for many.

Shippers have an array of means to improve their compliance processes, from 

mapping their enterprise-wide solutions to identify global trade compliance 

data elements and opportunities, to establishing a system of record for each 

global trade data element and sharing it with other systems that require it.

But aside from striving to automate compliance functions at the earliest 

opportunity, companies should think creatively. Once the trade-related data 

elements in the system of record are identified, there can be many ways to 

strategically “connect the dots” and create a trade compliance process that is 

efficient and effective, even if it is not traditional.
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Introduction

There is no one clear path to trade compliance, but no matter which path a 

company chooses, one thing is clear. It takes hard work. This report delves into a 

critical component toward global trade management success—implementing 

effective trade compliance process automation. While it may seem daunting, this 

is one area where the hard work will pay off.

The 2014 American Shipper Global Trade Management Landscape report, written 

in partnership with BPE Global, focuses on the details that go into making trade 

compliance more efficient and effective. 

This year’s report marks a bit of a departure from those of the past few years, 

where the emphasis was on the importance of viewing global trade management 

as a holistic endeavor that includes not only compliance, but visibility into the 

physical shipments of goods, as well as how those transactions are financed. We 

certainly aren’t advocating shippers abandon that goal, but we also recognize that 

putting together a holistic GTM program requires attention to detail when it comes 

to each component. With that in mind, this year our focus drills down to some of 

the nuts and bolts that make for a successful compliance program.

For many people, after all, global trade management and compliance are one and 

the same. That’s not necessarily a view the authors of this report share, but in 

order for this to be true, a significant amount of background work must be done to 

design, establish and implement an effective trade management solution that 

includes tools, accurate data, processes and oversight. Let’s also be clear: most 

international shippers have at least a vague idea that there are trade regulations 

on the export and import side which need to be adhered to. So we’re not starting 

from square one—in fact, we’re starting from a position where most companies 

have addressed compliance to some degree and now need to take stock of where 

they are today, and where they need to be going.

There are a few clear hurdles to overcome:

• First, companies must view trade compliance as a task to be automated—

there are numerous systems and service providers that can aid this process, 

but it is one many shippers have yet to embrace.

• Second, a shipper may have added technology, but doesn’t fully leverage the 

investment either because of a lack of internal expertise or failure to 

recognize the power of these tools at their fingertips.

• And third, shippers must be aware that the data underlying these systems is 

crucial. Getting that data right is a necessary step to allow trade automation 

to empower more efficient compliance.
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Section I: The case for trade automation

If you’re a compliance professional and you haven’t read, been emailed, or cold 

called about all the technology tools at your disposal, your desk is likely located 

under a rock. There is a core group of technology vendors that provide econ-

omy-to-first class rated services when it comes to the business of automating 

trade compliance.

Yet research, both from American Shipper and other sources, shows that a 

fraction of companies use systems to streamline their compliance processes—

only about 30 percent of importers surveyed in mid-2013 used technology for 

compliance, according to American Shipper’s Import Operations and Compliance 

Benchmark Study.

Before getting to why some 70 percent of shippers are not using systems, 

perhaps it’s instructive to discuss the reasons why some shippers use tech-

nology today to automate their compliance processes, and what they see as the 

greatest benefit from that decision. There are three clear motives: cost reduction, 

risk mitigation, and increased productivity.

Simply put, a system can automate work that is done manually. It might sound 

simple to say, but it’s not so easy that companies recognize the value of moving 

to an automated environment. Perhaps no other aspect of global trade has more 

latent value than the automation of compliance processes. It reduces the need 

for shippers to devote human resources to manually re-keying data in 

documents, or collating spreadsheets from different departments or regions. It 

also improves compliance accuracy, as an automated process using accurate 

underlying data will invariably be more error-free than a manual process. There’s 

a reason it’s called “human error.” 

This two-pronged benefit—getting more efficient while 
becoming more accurate—is what makes compliance 
technology so compelling. 
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There are many benefits that a global trade automation strategy will bring to  

a shipper:

• Brand Protection. Importing and exporting in the majority of countries 

globally is a privilege. Maintaining strong compliance and avoiding unneces-

sary fines, penalties, bad press or potential stoppages in the supply chain are 

critical to maintaining the strong brand your company has built.

• Scalability. As a company acquires other companies, products, or expands 

product offerings, automation enables a level of scalability required to 

respond to shifts in business models, geopolitical events, and the visibility 

needed to take advantage of sourcing or other business opportunities. 

Automation also reduces costs and time with bringing new business “on 

board” to existing ways of working and can support strong compliance 

during the transition.

• Improved audit posture. Automation of the transportation and compliance 

space supports a strong audit posture by reducing the risk of human error, 

and enabling more complex analysis to trends and performance manage-

ment. A strong audit posture leads directly to improved reliability and consis-

tency in the supply chain.

• Reliability and consistency in the supply chain. Having better visibility to 

international shipment activity, and better controls in place to ensure compli-

ance with regulatory requirements, allows the supply chain to become more 

reliable and consistent. With this consistency and dependability, businesses 

are able to make smarter decisions when it comes to inventory management, 

and ultimately improve overall customer satisfaction.

• Administrative cost reduction. There are significant administrative costs 

related to the receipt, storage and maintenance of hardcopy documentation. 

Moving from a tactical to a more strategic focus allows for further reduction 

of administrative costs.

• Duty savings. Further improvements to the already significant duty savings 

achieved through the current use of FTAs can be realized with further 

automation, visibility and control over relevant data elements. 

• Improved landed cost management. By assessing landed cost and 

involving both the transportation and compliance teams in sourcing 

decisions earlier in the process, a company can optimize sourcing to reap 

even more savings from FTAs and other supply chain programs. Without the 

automation described above, the business is unable to truly assess and 

estimate potential opportunity (and the lost value) around being more 

strategic and proactive.
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That tools to manage the compliance process come in all flavors, sophistica-

tion levels, cost structures, and delivery models only makes it harder to 

understand why more than two-thirds of shippers don’t yet see the value in 

trade automation.

It’s primarily because compliance practitioners are unable to convey the impor-

tance of trade automation to the executive level. More than half of importers 

without a trade compliance tool surveyed last year said they lacked a system 

because management didn’t see it as a priority. Nearly half also blamed it on 

lack of support or understanding at the executive level. These two findings are 

obviously linked, but highlight the challenges compliance professionals face.

Clearly, the breakdown comes primarily in the communication of the importance 

of investing in compliance technology from the practitioner to executive level. 

Overcoming this gap is not as easy as it might appear. For one, every shipper 

has competing technology investment priorities. For every compliance manager 

arguing his or her case for a trade automation tool, there’s a transportation 

manager arguing the need for a rate procurement system or a transportation 

management system. Many compliance managers fight to even get compliance 

a seat at the table when it comes to IT investment decision-making. And all this 

doesn’t even take into account a company’s IT priorities outside the realm of 

supply chain.

What often spurs companies into action is a threat to their bottom line—i.e. 

penalties or the threat of them from regulatory agencies. It’s why risk mitigation 

is such a motivating force for companies that have invested in technology. Yet, 

it’s often not the best way to convince executives who don’t see compliance as 

a priority that it merits more attention. A better tack is to paint a picture for upper 

management where compliance is a piece of a larger puzzle, one that involves 

finance and the ultimate movement of goods. Making executives understand the 

importance of compliance is often about showing them the bigger picture—

without compliance with trade laws, goods will not cross borders and revenue 

will not be earned.

Another note on visibility: without the detailed visibility that automated tools can 

provide, it is not possible to conduct the analysis necessary to define lost 

opportunities, or additional potential risks. Therefore there is often an overly 

heavy reliance on business partners to provide visibility, reporting functionality, 

and management of the existing manual approaches.

Ultimately, each compliance manager will find his or her own way to make a 

case for trade automation. Truthfully, the first necessary step toward ensuring 

the ultimate goal of trade compliance is to set an initial goal to embrace and 

implement automation.

The breakdown comes 
primarily in the 
communication of the 
importance of investing 
in compliance technology 
from the practitioner to 
executive level.
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Section II: You have the system, now use it

Companies have long done a great job of automating key corporate functions. 

Advances in recent years in the implementation of enterprise resource planning 

(ERP), materials resource planning (MRP), financial management, transportation 

management system (TMS), human resources management, and supply chain 

planning solutions have been staggering. Yet, the reality is that even with all of 

these advances, the implementation of global trade management (GTM) solutions 

is still not happening at the same pace.

But shippers shouldn’t despair. Many ERP and other enterprise-wide  

solutions can bring global functionality that can improve global trade  

compliance operations. 

ERP and TMS Trade Functionality

ERP systems can help shippers maintain product detail to include product 

classifications for both imports and exports, as well as government agency 

information, such as U.K. Ministry of Health registrations and U.S. Food and Drug 

Administration product codes. Shippers can flag certain products as requiring 

import and/or export licenses prior to shipment or even store documentation, 

such as classification analysis to their product master. In addition to data 

management, these tools can help develop workflow functionality, such as alerts 

to classify new additions to the product master. Shippers can also flag specific 

products for “export/import review required” to allow for transactional review and 

authorization of higher controlled items.  

Enterprise systems can also help manage the entities with which a company 

does business, including adding end-use/end-user flags to entity types that 

may require licenses or government end-users to help identify the licensing 

requirements for specific transactions. Specific countries can also be flagged 

as embargoed and/or sanctioned to block any orders that are attempted to 

those locations.  

Often, shippers are sitting on global trade technology they 
didn’t even realize they had. Or they aren’t maximizing what 
they did know they have. 
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But latent trade automation capability doesn’t only reside within enterprise 

systems. For instance, shippers can use the bill of materials function in MRP 

tools to determine the country of origin and map the transfer of an item’s country 

of origin to that shipper’s corporate product master at the appropriate time in a 

product’s lifecycle.  Regulatory citations and/or rulings that were followed to 

determine the country of origin can also be stored for future reference.

These systems are extremely useful when items are sourced from multiple 

vendors in different countries. Case in point: MRP logic can be built to require 

that the engineering department assign a new part number to products sourced 

from different countries. And, one of the greatest benefits of MRP systems is that 

a shipper can enforce a product numbering strategy that will support its global 

trade compliance obligations.

This is key: shippers should endeavor to develop a product-numbering method-

ology that’s conducive to global operations. This means a system that assigns a 

unique part number when a component item is sourced from different suppliers, 

or when a finished good is sourced from multiple countries. For example, the 

goal should be to ensure that a significant improvement or change to an item that 

impacts classification triggers a new version and/or product number, but that a 

small patch does not.

Many ERP systems and transportation management systems (TMS) have 

customs and commercial invoice generation functionality. In some cases, global 

trade compliance requirements for invoices are not considered at the time of ERP 

implementation. But this is an excellent opportunity to define invoicing standards 

and the processes surrounding the acquisition of accurate data for invoices. 

Shippers should always consider what information they require on the invoice. 

Compliance-related data elements that should be on an invoice include product 

information such as classification, country of origin, valuation, license require-

ments, weights and measures.

The invoice should also include entity information and unique identification 

numbers to help facilitate clearance at destination. Transaction information, such 

as complete and accurate ship from and ship to information, the type of sale, 

terms of sale, Incoterms, transportation mode, and standard elements like a 

destination control statement, can also be generated. 

Keep in mind in many cases, ERP and TMS invoices are not designed to accu-

rately declare what is shipped from a compliance perspective. This report 

advocates for having a sales invoice that’s used to describe everything a 

customer buys, or consignee is being shipped, and developing a separate 

customs invoice that describes what is being shipped. Intangible items, such as 

support contracts and installation, should not be included in a customs invoice. 

And components that are actually installed in an item should not be separated 

out as individual line items on the customs invoice.
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Once customs invoicing standards have been developed, the ERP or TMS 

workflow can be used to identify missing information or additional regulatory 

requirements.  This is done by setting entity, product and transactional rules 

within the system. It is highly recommended that shippers avoid using an external 

system (such as Excel or Word) to create customs invoices. This is a perfect 

example of how it’s best to automate versus utilizing a manual process; getting 

the customs invoice data directly from the system of record, and automatically 

populating an invoice template with it, reduces the risk of human error in trans-

lating information from one place to another.

Additional attainable global trade management functionality without a GTM 

solution is shipment visibility and tracking. Most transportation management 

systems allow workflow rules for international shipments that send alerts when 

items don’t clear customs prior to arrival or are not exported on the day the 

shipment is tendered to a freight forwarder or carrier. Shippers generally have 

access to countless reports on customs cycle times, delays and other issues that 

could impact global shipments.

Human Resources and Multipurpose Tools

Human resource and access control systems are often overlooked when it 

comes to global trade compliance. These types of systems let shippers gain 

visibility to job functions that may require licensing given the export controls on 

the type of work those employees could be doing. Shippers can determine which 

employees require licenses and prohibit their access to certain physical locations 

and/or systems until licenses are obtained. Access to highly controlled areas 

(think goods on the U.S. International Traffic in Arms Regulations list) can be 

restricted for employees whose job descriptions would be unlikely to require 

access. For instance, shipping and logistics employees should not have access 

to laboratories.

There are also generic multipurpose software tools that can be used to  

support global trade compliance activities, including Excel and Access. 

Shippers can maintain product matrices and other regulatory information in  

these databases and easily share the information with service providers.  

While Excel often gets denounced as a simplistic tool to 
manage complex processes, the reality is the majority of 
companies manage some aspect of compliance with this 
tool, yet don’t even take advantage of all it has to offer.
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One example: companies have taken their ITRAC/ACE data into an Access 

database and merged that information with their order data so they have part 

level compliance visibility. Another example: U.S. Automated Export System data 

merged with shipment data so companies can see all export transactions and 

ensure that they are compliant. Still another example: companies using an Excel 

database to complete semi-annual encryption reporting to the U.S. Bureau of 

Industry and Security.

And yet even if a shipper finds its entire organization is not internally automated, 

there are third-party systems owned by that shipper’s service providers that can 

help ensure higher global trade compliance levels. These systems include freight 

forwarder tools to file government declarations (think export filings, customs 

entries, and security filings). At a minimum, shippers should require their service 

providers to give ITN, entry, bill of lading, and other tracking numbers to cross-

reference them to internal order/reference numbers. Shippers can obtain 

shipment data from these systems and audit transactions themselves. Shippers 

can also require customs brokers to upload their product master to ensure they 

are using proper product classifications, license exceptions, and country of origin 

designations. Carriers, forwarders and 3PLs should provide their customers with 

visibility and tracking reports. The last thing a shipper wants to do is keep a 

manual Excel spreadsheet of its shipments. That’s not scalable, nor is it global.

The Lucky Ones

And for those shippers lucky enough to have purchased a GTM solution? One of 

the biggest hurdles to overcome is failing to fully leverage all the capability in the 

purchased system. In other words, shippers might have implemented only a 

fraction of the functionality their system offers. It’s common to see shippers with 

global GTM solutions only implement restricted party screening for one business 

unit in the United States, rather than across all its business units globally. Imple-

menting a truly global GTM solution is a long-term process, but far too often, the 

process is initiated and never fully rolled out. It takes development of a business-

wide, global strategy and committed resources to utilize every function available 

from a GTM solution.  

One word of caution: Shippers shouldn’t replace existing processes that work on 

a global, business-wide basis just because they have purchased a GTM solution.  

There’s no need to create extra work or replace successful processes. Instead, 

the solution should be integrated into the successful existing process.

A perfect example is product data. If there is a process where classification and 

country of origin data is determined in an MRP system, then sent to an ERP 

system, and customs invoice product data comes from the ERP system, the 

shippers shouldn’t use the product classification or country of origin functions in 

a GTM solution. The data should simply be extracted from the MPR and ERP 

systems. Focus on using the GTM solution to run audits on classifications and 

country of origin designations.  

It takes development 
of a business-wide, 
global strategy and 
committed resources 
to utilize every 
function available from 
a GTM solution. 
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The reality is that every company has difficulty with regards to global trade 

compliance recordkeeping, and that concern is only increased for companies 

using a multi-solution GTM automation strategy. Because GTM solutions are not 

as wide-spread as other enterprise-wide solutions, global trade compliance is 

wrought with high numbers of personnel resources dedicated to the manage-

ment of hardcopy forms and manual processes. Every company should map their 

import and export compliance records and identify a systematic way to track and 

link all of the various data elements related to all transactions. 

Process Design and Training

Regardless of the tool or tools used, or the level of automation, one theme that 

must run throughout automation efforts is planning and process design. As 

shippers prepare to utilize purchased software, or as trade teams brainstorm on 

how to take advantage of existing capabilities within ERP and other corporate 

systems, it is critical that time be taken up front to plan how certain steps are to 

be automated, and all scenarios that will result from such a change.

Take the previously mentioned example of producing a product matrix that is 

sent to a broker and/or freight forwarders for use in clearing shipments. A change 

in process like this is not just about deciding whether to send the information in 

an Excel spreadsheet, Access database, Adobe PDF, or creating a link to a more 

sophisticated GTM tool. The timing of when to send the information, how 

changes will be communicated, required response or confirmation times from 

business partners who receive the data, uploads to website references, and other 

elements must also be considered. A helpful step is to hold a process design 

meeting where the shipper and business partners can walk through each existing 

scenario (and reasonable potential scenarios) to ensure that the process design 

has thought through all potential steps, including contingencies for actions when 

automation goes down.  

Similarly, it is critical that once shippers determine which systems to use, and 

how processes will be changed, that appropriate training occurs. While the trade 

team, or those who participated in the design of the automated process, might 

be thoroughly familiar with what to do, there will likely be many players who are 

impacted by process automation. It is important to train not just those with 

responsibility to input or update data, but also those who might be impacted by 

holds or delays, and those who will have review and approval responsibilities. 

When such training is given, also consider if the training can be stored and 

accessed at another time; people changing roles or coming on board will also 

need to access it in between official training sessions.



S
e
c
ti

o
n
 I
II
: 
G

e
tt

in
g
 y

o
u
r 

d
a
ta

 r
ig

h
t

Global Trade Management  |  Landscape Report: 2014

11

Section III: Getting your data right

We’ve all heard the phrase “garbage in, garbage out” when it comes to automa-

tion.  This cannot be truer, or more impactful, when it comes to the use of 

automation in trade compliance processes. As a shipper prepares to automate, 

or if it already uses systems for day-to-day processes, it is critically important to 

have a clear understanding of where data elements reside (i.e. what is the system 

of record for each data element), who owns those data elements, who has 

access to change or update them, and at what point in the overall timeline they 

are created and modified.

This may seem like a massive undertaking to identify and map these details, but 

it will be a key success factor in the evolution toward automation. It will also go a 

long way toward ensuring document generation and reporting are accurate.

Keep in mind this mapping process is an ongoing exercise. After the first 

iteration, it will change. Companies should establish a process to keep the trade 

compliance group in the loop as systems that store or manage trade-related data 

elements are changed. At a minimum, companies should review this annually.  

More and more, successful companies use multiple systems to accomplish trade 

compliance automation improvements. This is the best-of-breed system 

approach; the alternative is using one system that may be more tightly integrated, 

but where each module is not considered best in class.

The best-of-breed system approach can be challenging when it comes to 

recordkeeping, but it may be the most efficient path forward for shippers that find 

their trade-related data elements are owned by many different groups, and/or 

reside in many different systems. This may be especially true for those shippers 

that do not have a singular GTM system to draw in all trade-related data for 

centralized viewing, analysis, and recordkeeping.

Once a shipper has identified the trade-related data 
elements it needs, and the functionality it wants to use, then 
it can start thinking creatively about the best ways to set up 
automated trade compliance processes. 



S
e
c
ti

o
n
 I
II
: 
G

e
tt

in
g
 y

o
u
r 

d
a
ta

 r
ig

h
t

Global Trade Management  |  Landscape Report: 2014

12

Managing and improving trade compliance processes from a data element 

perspective is one approach. Another approach is using audits and assessments 

to ensure data is accurate.

One essential thing that any enterprise or GTM solution provides is access to 

transactional data that can help a company target its GTM audits. This report 

does not advocate for statistical sampling, because shippers will inevitably end 

up auditing higher numbers of transactions than is necessary, and yet may still 

miss the obvious errors. There is greater benefit in conducting targeted audits—

looking at the highest and lowest value transactions, reviewing products with the 

highest total value of shipments, sampling country of origin designations that 

appear to be uncommon given a shipper’s product sourcing and shipping 

history, and looking at new entities or types of businesses that might have just 

started within the audit period. 

Audits and assessments can serve a variety of purposes, from risk management 

and forward planning to also ensuring that a shipper views its trade compliance 

activity as the government views the shipper. One example: an importer thought 

that it was using fewer than 10 harmonized tariff classification codes across all of 

its import activity.  Once it pulled its ACE report from U.S. Customs, however, the 

company saw it actually made imports under 200 different classifications.

Regardless of what systems are available to a shipper internally, it is important to 

compare the data available (within systems or otherwise) with the information and 

reports that can be obtained from the government, such as ACE or ITRAC data. 

While those sources may not be perfect, they can serve as an excellent opportu-

nity to reset expectations and better understand a compliance program. In the 

previous example, the importer might have been able to better identify any 

potential gaps in its in-house systems. If a shipper’s product matrix only shows 

products with 10 different classifications, and its ACE report shows more than 200 

classifications used on imports, there is clearly a broad gap of items that may 

need to be added to the product matrix to help ensure consistent classifications.

Audits and 
assessments can 
serve a variety of 
purposes, from risk 
management and 
forward planning to 
also ensuring that a 
shipper views its trade 
compliance activity as 
the government views 
the shipper. 
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A word of caution: shippers should not approach data accuracy, or automation, 

as an all-or-nothing endeavor. To use the example above, it may not make sense 

from a cost-benefit perspective for that importer to add all items, representing 

the 200 classifications, to its product matrix. If that importer has limited resources 

and/or tools, it might be better served employing the 80/20 rule, using audit and 

assessment data, reports, and other information to try to capture the majority of 

its activity within its automated processes to improve data accuracy on declara-

tions. That would free up resources to spend time on truly one-off activities, or 

better yet—focus on conducting analysis on trends to make improvements and 

enhance risk management.

Another effective approach: classify the top percentage by volume of import/

exports each month that are not already in the system. By taking this “high 

volume” approach, a shipper is essentially whittling away at the overall large 

number of items to be classified. Eventually, this approach allows the shipper  

to move on to the lower volume items and achieve a more robust  

classification matrix.

In addition to auditing for data element accuracy, conducting audits of actual 

transactions is one of the best ways to ensure global trade compliance standard 

operating procedures and policies are being followed. It also allows a shipper to 

approach any issues in a risk-based, prioritized manner and not try to solve every 

issue at once. Always focus on implementing solutions to mitigate your corporate 

risk and support your corporate objectives.

It is helpful to also leverage opportunities for risk management that may be a little 

less obvious. For example, if a shipper receives a Request for Information (CF28) 

or Notice of Action (CF29) from U.S. Customs, the shipper could use this as a 

“sample” for a full transactional audit of the entry. Obviously, the shipper will first 

look into, and respond to, the element of the CF28/29 in question, such as value, 

but it also provides the opportunity to check country of origin determination, 

marking, classification, and other compliance-related elements of the transaction. 

Depending on the volume of inquiries from the government, this might take care 

of two birds with one stone, in that the shipper can conduct its internal assess-

ments throughout the year when it is already looking at a particular entry 

requested from U.S. Customs.

shippers should not 
approach data 
accuracy, or automation, 
as an all-or-nothing 
endeavor. 
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Once a shipper is confident in its data accuracy, it should next consider data 

management. One of the common themes in previous versions of this GTM 

benchmark report is the absolute need to share global trade data and information 

with partners in the supply chain. In most cases, they are responsible for 

preparing government declarations and can only ensure the declarations are 

accurate if they are provided with accurate information. Data integration is an 

essential strategy for a successful global trade operation.

Similarly, sharing global trade data within the company—to supply chain and 

operations teams in other countries, for example—is crucial. Many companies 

are not fortunate enough to have a single instance of a single automated tool 

being used globally, so it is critical to share the compliance-related work that is 

done in one country with departments in other countries that may be impacted 

by this information. In other words, try to design processes to optimize compli-

ance steps not just for one country, but for many. An example: design the 

classification process to not just classify an item for U.S. import and export, but 

also include other country determinations on classification at the same time, or at 

least share the product details and information used in the classification determi-

nation with the classification experts in other countries so that they may make the 

classification determination at the same time. This saves potential duplication of 

effort in re-gathering product-related details, and will speed up the process in the 

future when that particular product hits another border and requires classification 

for a quick and compliant entry or export.

Another aspect of data management relates to supply chain management, or 

more specifically, sourcing decisions and landed cost management. Having 

accurate trade-related data elements will be critical in successfully estimating 

landed cost for shipments, including duty or other non-tariff barrier exposure. 

Accurate data and effective data management can help a global trade compli-

ance team expand influence within its company, and become more integrated 

within other functions and strategic decision-making.

It is critical to share  
the compliance-related 
work that is done in 
one country with 
departments in other 
countries that may be 
impacted by this 
information. 
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Section IV: Best practices

• Map all enterprise-wide solutions and identify global trade compliance data 

elements and opportunities. Talk to the owners of those systems to see if 

there are upgrades planned where GTM processes can be included.

• Join any enterprise-wide automation projects that are global, as there will be 

opportunities to improve global trade operations.

• Perform restricted party screening for all order types, all parties globally, and 

keep in mind that screening may need to be triggered at multiple times (for 

example, at the point of creation of a customer or business partner record, 

as well as at the point of shipment).

• Establish a system of record for each global trade data element and share it 

with other systems that require it.

• Keep the actual detail (screen prints or system records) of everything that is 

submitted to government agencies (such as the U.S. Census Bureau) and 

audit them when transactions are audited.

• Ensure shipment order numbers are used as references in all government 

declarations so that government data can be easily linked to internal data. 

• Benchmark with other companies on how they use their enterprise-wide 

solutions for GTM-related functions.

• Think creatively. Once the trade-related data elements in the system of 

record are identified, there can be many ways to strategically “connect the 

dots” and create a trade compliance process that is efficient and effective; 

even if it is not traditional.

Worst practices

• Perform Restricted Party Screening for only one country (e.g. the United 

States) or one type of order (e.g. shipments to China).

• Store GTM data in more than one system.

• Fail to use unique identifiers, or a single way to tie all necessary records to a 

particular transaction.  

The bottom line is that you do have solutions in place today 
that can help you improve your global trade compliance and 
operations. We think a great resolution for 2014 is to get to 
know those solutions and start taking advantage of them.
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Amber Road   

Amber Road is the world’s leading provider of on-demand Global Trade 

Management (GTM) solutions. We provide a single, on-demand platform that 

automates and streamlines global trade. By helping organizations to comply 

with country-specific trade regulations, as well as plan, execute and track 

global shipments, Amber Road enables goods to flow unimpeded across 

international borders in the most efficient, compliant and profitable way. 

Our solutions automate import and export processes, provide order and 

shipment-level visibility, calculate duties, taxes and fees, administer  

preferential trade programs, ensure regulatory compliance and simplify the 

financing, sourcing and transporting of goods across international borders.  

For more info, please visit www.AmberRoad.com or email us at Solutions@

AmberRoad.com.

Appendix A: About Our Sponsors
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Appendix A: About Our Sponsors, Continued

Integration Point  

Integration Point delivers global visibility and localized knowledge for 160+ 

countries on a single, web-based platform.  Providing solutions for import/

export management, product classification, free trade agreement qualification, 

denied party screening, drawback, foreign-trade zones, global duty deferral 

programs, supply chain security, entry validation, broker management, 

document management, and trade management, Integration Point offers a 

comprehensive suite of products encompassing all geographies, industries 

and trade programs.  Integration Point assists companies with increasing 

supply chain visibility, performing internal and external audits, maintaining 

regulatory compliance and managing global trade.

Contact Integration Point at www.IntegrationPoint.com or 

704-576-3678.
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BPE Global

Decrease risk and optimize efficiency with BPE Global. Since 2004, companies 

have achieved results through BPE’s global trade consulting and training 

services. BPE’s team of seasoned regulatory and operational experts has the 

ability to navigate the complexities of global trade compliance, supply chain 

management, and logistics operations. As a recognized leader in trade compli-

ance and logistics management, BPE Global provides solutions that are 

customized to your company’s needs.

The BPE team is made up of knowledgeable, energetic and pragmatic licensed 

customs brokers, each with over ten years of experience. BPE gives back to 

the trade community by sharing knowledge and skills through webinars, 

publications, trade events, and as a recognized Trade Ambassador to U.S. 

Customs and Border Protection.

Enabling companies to succeed in global business is our mission. Helping 

you achieve efficiencies and best practices in compliance is  

our passion. To learn more about BPE, visit www.bpeglobal.com.

Appendix B: About Our Partner
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Background

Since our first edition in May 1974, American Shipper has provided U.S.-based logistics practitioners with 

accurate, timely and actionable news and analysis. The company is widely recognized as the voice  

of the international transportation community.

In 2008 American Shipper launched its first formal, independent research initiative focused on the state of 

transportation management systems in the logistics service provider market. Since that time the company 

has published more than a dozen reports on subjects ranging from regulatory compliance to sustainability. 

Scope

American Shipper research initiatives typically address international or global supply chain issues from a 

U.S.-centric point of view. The research will be most relevant to those readers managing large volumes of 

airfreight, containerized ocean and domestic intermodal freight. American Shipper readers are tasked with 

managing large volumes of freight moving into and out of the country so the research scope reflects those 

interests. 

Methodology

American Shipper benchmark studies are based upon responses from a pool of approximately 40,000 

readers accessible by e-mail invitation. Generally each benchmarking project is based on  200-500 qualified 

responses to a 25-35 question survey depending on the nature and complexity of the topic.

American Shipper reports compare readers from key market segments defined by industry vertical, 

company size, and other variables, in an effort to call out trends and ultimate best practices. Segments 

created for comparisons always consist of 30 or more responses.

Library

American Shipper’s complete library of research is available on our Website: 

AmericanShipper.com/Research.  

Annual studies include:
• Global Trade Management Report

• Global Transportation Planning &  

Procurement Benchmark

• Global Transportation Management  

Benchmark

• Global Transportation Settlement &  

Measurement Benchmark

• Import Operations & Compliance Benchmark

• Export Operations & Compliance Benchmark

Contact

Eric Johnson 
Research Director 
American Shipper 
ejohnson@shippers.com

Appendix C: About American Shipper Research
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