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Executive Summary 

TechAmerica and BPE Global developed this benchmarking survey to provide TechAmerica 

member companies with a better understanding of how importers are valuing high technology 

products imported into the United States. With a focus beyond the valuation of new products, 

the survey aimed to uncover best practices in valuation for both intercompany and trade 

transactions involving aged, used, refurbished, goods intended for demonstration and/or 

evaluation, and the shipments of new and used spare parts.  Member companies, primarily 

large importers, responded to the 24 question survey. Respondents provided information on 

their customs valuation methods for three different transaction types: valuation of intercompany 

transactions, valuation of trade transactions and valuation of consigned goods. 

Background and Methodology 

In May 2012, members of the TechAmerica Customs Best Practices Subcommittee identified 

valuation methodologies as a top priority for benchmarking.  With the support of BPE Global, the 

Subcommittee developed a 24 question survey to learn more about valuation methodologies 

used by corporations for intercompany transactions, trade transactions and importation of 

consigned goods. Respondents were provided a list of possible valuation methods in a drop 

down menu for response based on established customs valuation methods outlined in the World 

Trade Organization’s (WTO) Agreement on Customs Valuation1 (“Agreement”) and approaches 

commonly used in industry. Options for response were: 

1. Not applicable 
2. Acquisition cost + markup 
3. Fallback based on transaction value of identical merchandise2 

                                                           
1
 http://www.wto.org/english/docs_e/legal_e/20-val_01_e.htm 

2
 Upon review of the data, TechAmerica and BPE decided to consolidate all “fallback” responses into a single 

category for ease of reporting. 

 



© 2013 TechAmerica  3 

4. Fallback based on transaction value of similar merchandise 
5. Fallback based on deductive value 
6. List price 
7. List minus corporate intercompany discount 
8. Minimum value 
9. Transaction value 
10. Transaction value of identical merchandise 
11. Transaction value of similar merchandise 
12. Zero 

 

Fourteen high technology companies in industry sectors representing computers and 

peripherals, storage devices, electronic design automation, telecommunications and networking 

equipment, industrial automation, semiconductors, and semiconductor manufacturing 

equipment responded to the 24 question survey in October 2012. Responses to this survey 

were mostly from large companies, those firms earning over $500 million in annual revenue. 

Companies responded to a variety of questions on their customs valuation methods for three 

different transaction types: valuation of intercompany transactions, valuation of trade 

transactions and valuation of consigned goods.   

 

TechAmerica strived to ensure consistency in responses from Member Companies as well as 

confidentiality.   Respondents to the survey were required to coordinate internally to furnish 

TechAmerica a single response applicable to valuation practices of the entire company.  For 

example, if Logistics managed returns, Supply Chain managed parts, and Trade Compliance 

managed the customs valuation policy, a single response involving input from all these teams 

was required.  Confidentiality was maintained by TechAmerica as all responses were directed to 

TechAmerica and data was aggregated by TechAmerica prior to the Customs Best Practices 

subcommittee chair and BPE Global’s review and analysis.   

Key findings are highlighted below while the Detailed Findings section provides a visual 

representation of how the membership responded.  Discussion related to this section is 

provided as necessary. 
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Key Findings 

Analysis of the data reveals interesting information about the methods used by TechAmerica 

member companies to value merchandise imported into the United States:  

 Regardless of the parties to the transaction and the condition of the merchandise, importers 

consistently favored three valuation methods: transaction value (20%) with 56 responses, 

fallback (19%) with 54 responses, acquisition + mark-up (17%) with 48 responses. Importers 

use one of these three methods to determine customs value in roughly 66% of the scenarios 

identified in the survey. 

 Quite notably, importers use one of the fallback methods3 in nearly 20% of transaction types 

reviewed. Use of the fallback method allows importers to establish a value for customs 

purposes based upon transaction, deductive or computed value, with some “reasonable 

adjustments”4. In particular, responses to questions 3, 4 and 6 reveal importers use a 

fallback method to value intercompany transactions roughly half of the time where there is 

not a sale to a customer. 

 Most importers responding to our survey identified acquisition cost + markup or one of the 

fallback methods as the primary valuation method for intercompany transactions, regardless 

of the type of merchandise. This suggests importers are unable to use transaction value 

because the relationship between the two parties influences the price or there is not a sale 

for export. 

 Respondents indicated that they are using transaction value for the majority of transactions 

between unrelated parties, regardless of whether the goods are new products sold to 

customers, new products returned from customers, or defective products returned from 

customers. 

                                                           
3
 The fallback methods surveyed included fallback based on transaction value of identical merchandise, fallback 

based on transaction value of similar merchandise, and fallback based on deductive value 
 
4
 19 CFR §152.107(a) 
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 Most respondents use transaction value for returned merchandise transactions regardless of 

whether the merchandise is new or defective. Importers may be comfortable using 

transaction value in both circumstances because many TechAmerica members are able to 

import their products duty free into the U.S. under the Information Technology Agreement.   

Detailed Findings 

The Detailed Findings section provides charts and graphs depicting the responses from 

TechAmerica member companies.  Analysis is provided where trends and best practices are 

shown and is concentrated in the area of intercompany transactions. 

Section A: Intercompany Transactions 

 
Question # 1: What is the valuation methodology your company uses for new products, parts, and 
accessories sold between entities that are the same as those sold to third party customers? 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
In question one, it is not surprising that Member Companies are closely aligned in using 
Acquisition Cost + Markup (most frequent response) and Transaction Value for the specified 
types of shipments of new products, parts, and accessories.  Question one sets the stage for 
much of the survey responses as the data demonstrates that Acquisition Cost + Markup is the 
most common valuation methodology for intercompany transactions. 
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Question # 2: What is the valuation methodology your company uses for new products that are defective, 
sold between entities? 

 

 
 
Question two was not relevant to the responding Member Companies. 
 
 
Question # 3: What is the valuation methodology your company uses for new products shipped between 
entities that are intended for a demonstration / promotional period in another customs territory or intended 
for testing in another customs territory? 
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As you can see by the subsequent charts, the responses to questions three and four were 
particularly interesting.  Most companies chose to use a fallback methodology for valuing these 
types of goods.  A follow-up question here would be related to recordkeeping best practices to 
substantiate these valuation claims. 
 
 
Question # 4: What is the valuation methodology your company uses for new products that are returned 
after a demonstration / promotional period has ended or testing is completed in another customs territory? 
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Question # 5: What is the valuation methodology that your company uses for semi-manufactured 
products / products in development that are shipped for evaluation purposes? 

 

 
Question 5 shows that while Acquisition Cost + Markup is the most frequent valuation 
methodology, Computed Value is a close second.  This question along with questions 7 and 8 
represent the most frequent use of Computed Value. 
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Question # 6: What is the valuation methodology that your company uses for aged, finished products that 
are returned? 

 

 
 
The chart on Question 6 is particularly instructive.  Use of a Fallback method dwarfs all other 
methods of valuation for customs purposes.  It is also clear that Fallback is the most commonly 
used valuation methodology in questions 7 and 8 below (barely edging out Computed Value in 
#8). 
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Question # 7: What is the valuation methodology that your company uses for aged, finished products that 
are defective goods returned? 

 

 
 
 
Question # 8: What is the valuation methodology that your company uses for aged, finished parts that are 
defective goods returned? 
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Question # 9: What is the valuation methodology that your company uses for the intercompany 
transfer of spare parts? 

 

 
 
Responses to #9 and #10 show that Acquisition Cost + Markup is frequently used valuation 
methodology for the intercompany transfer of both new and used spare parts.  In the case of 
used spare parts, a Fallback Method was used just as often as a methodology employing 
Acquisition Cost + Markup. 
 
 
Question # 10: What is the valuation methodology that your company uses for the intercompany transfer 
of used spare parts? 
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The results of questions 11-14 show that respondents leveraged acquisition cost + markup as 
the method of appraisement for intercompany transfers of refurbished goods / parts, defective 
goods / parts, and 3rd party products used for demonstration purposes.   
 
Question # 11: What is the valuation methodology your company uses for the intercompany transfer of 
refurbished goods, including parts that are shipped in the same condition as imported? 

 

 
 
 
 
Question # 12: What is the valuation methodology your company uses for the intercompany transfer of 
refurbished parts that are returned as defective?  
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Question # 13: What is the valuation methodology your company uses for the intercompany transfer of 
3rd party products that are shipped for demonstration and testing? 

 

 
 
 
Question # 14: What is the valuation methodology your company uses for the intercompany transfer of 
3rd party products that are returned after shipment or testing? 
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Question # 15: What is the valuation methodology that your company uses to value software loaded onto 
the hardware during the repair process? 

 

 

 
The results of the survey show that the TechAmerica respondents consider this an issue of 
lesser concern.   
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Section B: Trade Transactions 

 
Question # 1: What is the valuation methodology that your company uses for new products, parts and 
accessories sold to 3rd party customers? 

 

 
 
 
Question # 2: What is the valuation methodology that your company uses for new products that are 
returned? 
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Question # 3: What is the valuation methodology that your company uses for defective products that are 
returned from 3rd party customers? 

 

 
 
  
Question # 4: What is the valuation methodology that your company uses for new products that are 
repaired under warranty? 
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Question # 5: What is the valuation methodology that your company uses for new products that are 
repaired under service contract? 

 
 

 
 
Question # 6: What is the valuation methodology that your company uses for new products that are 
shipped for demonstration or testing? 
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Question # 7: What is the valuation methodology that your company uses for new products that are 
returned after shipment for demonstration or testing? 

 

 
 
 
Question # 8: What is the valuation methodology that your company uses to value software loaded onto 
hardware during the repair process? 
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Section C: Consigned Goods 

 
Question # 1: What is the valuation methodology used when country X consigns goods to country Y and 
country Y elects to purchase the goods? 
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Summary 

In an almost even split, TechAmerica importers leveraged transaction value, a fallback method, 

and acquisition + mark-up as the preferred method of appraisement in roughly 2/3 of the 

transaction scenarios presented.  While transaction value and acquisition + markup 

methodologies are not much of a surprise, the fairly common use of fallback methods came as 

somewhat of a surprise.  Unfortunately, this study did not gather data related to best practices in 

valuation recordkeeping.  This leaves the door open to such studies in the future.   
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About TechAmerica 

TechAmerica is the leading voice for the U.S. technology industry – the driving force behind 

productivity growth and job creation in the United States and the foundation of the global 

innovation economy. Representing premiere technology companies of all sizes, we are the 

industry’s only trade association dedicated to advocating for the ICT sector before decision 

makers at the state, federal and international levels of government.  With offices in Washington, 

D.C., Silicon Valley, Brussels and Beijing, as well as regional offices around the U.S., we deliver 

our members top-tier business intelligence and networking opportunities on a global scale. We 

are committed to expanding market opportunities and driving the competitiveness of the U.S. 

technology industry around the world.  

Learn more about TechAmerica at www.techamerica.org. 

 

About 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 compliance and logistics management, BPE Global provides solutions that are customized 

to your company’s needs. 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. 

http://www.techamerica.org/
http://www.bpeglobal.com/

