
 

 

 

6 great questions to ask when you are looking for someone to help you grow your 

business with international trade  

 

Whatever your situation, whether you want to grow your business or maybe you’ve already 
had a few orders or enquiries from abroad, if you have decided that going international is 

the next step for your business, it is a great idea to get some help. 

 

The big questions are is where do you go for help and how do you know whether it is worth 

it?  

Here are a few great questions for you to ask if you are looking for an international trade 

consultant 

 

1. Do you offer an initial chat or consultation without charging?  

It is important to find a consultant who you can work well with, who you can ask 

questions and talk to honestly about your business. Your first conversation is 

important because it will be a good indication of whether you get on, so it is 

important to have a chat before you decide. 

 

My approach: Always open to talking https://calendly.com/bridgerconsult  

 

2. What experience, skills and training have you had? 

I guess this one is one of my bug bears.  To some people qualifications are so 

relevant but experience is.  Whilst I think experience is important, the 2 together 

make a better consultant.  No one has experience in all products or every market, 

but when you are trained in what to do, you know where to look. 

 

My approach: Having experience to back up the qualifications is invaluable in 

international trade as cutting corners can be costly. 

 

3. What can I to expect from working with you as my international trade consultant? 

Great question as this will help you understand how your ITC works, what they offer 

and what they don’t.  Some specialise in markets or products, some specialist in 
areas of international trade, some will advise and some will do it for you.  This will 

help you know what kind of help you want and need. 

 

My approach: I am happy to offer different approaches based on your needs.  I don’t 
do the work for you but can advise you and what to do and when you need to do it.  

I like a practical approach, 

 

4. How much will it cost?  

https://calendly.com/bridgerconsult


 

This is another question that is tricky but is important to ask. It is important because 

you want to ensure you have no nasty surprises but don’t fall into the trap that the 

most expensive is the best.  It also depends on what you need from your ITC. The 

more time an ITC spends with you or on your case, the more it will cost. 

 

My approach: Do your homework (see above) and make sure you check out the 

contract so there are no hidden fees or cancellation charges.  Make sure it is within 

your price range and don’t be afraid to ask for references. 
I am independent and want to be affordable, so my prices start at £300 per ½ day. 

 

5. How long will it take? 

Ah the proverbial how long is a piece of string?  It very much depends on where you 

are now, what resources you have to dedicate to international trade and your own 

time frame. 

 

My approach: We will work out a plan of action together so you are happy with the 

pace and timings.  

 

 

6. And one final question for you:  how does that conversation make you feel? 

After having this chat, you should have a better idea of whether it works for you., 

you should be excited for the future and confident that your ITC can help you 

achieve your goals. 

 

My approach:  From our initial chat, you should have some insights about working 

with me and you will know whether that will suit you. I am very process driven, 

which in my opinion is so important when it comes to international trade. 

 

My Answers to Great questions to ask when you are looking for a international trade 

consultant 

 

1. Do you offer an initial chat or consultation without charging?  

I offer a free 30-minute consultation to get to know a potential client, check we are 

compatible and to understand what they want help with.  It is important for a 

potential client to feel comfortable with me and to feel they can talk to me freely.  

E.g., I am quite direct and want any potential client to be happy with this. If they 

aren’t comfortable with a direct approach, they are not likely to feel comfortable 

with me as a coach.  

 

2. How do you work and what is your approach? 

I find an organic approach works best. By that I mean using a methodology to suit 

the client or issue and going with where the client / session leads to get to the root 

of the problem.  I use a blend of coaching and consultancy as I find my clients 



 

sometimes want or need advice and sometimes need to work out a solution for 

themselves.  No one size fits all here. 

I like to work face to face with a client, but I have worked via Zoom long before covid 

which works really well if a client is it at a distance from me. 

 

3. What can I to expect from working with you as my international trade consultant? 

Sessions are no less than an hour in duration, twice a month.  We will set a goal and 

work towards that.  Each session will yield an action plan. 

Sessions are very different from client to client and session to session. but what is 

consistent is checking in on progress of previous actions (accountability), checking in 

on what is the most important thing to work on in this session and capturing actions 

to work on for the next session.  

Clients can expect to have some “homework”. My role is to support, to help find 

ways to reach that goal, to unblock obstacles, to look at things differently and help 

as much as I can, but sadly I can’t do the work for a client. 
It goes without saying that everything I do is confidential.  I won’t mention my clients 
by name unless I have given permission to do so and anything that is said is between 

me and the 4 walls. 

 

4. What experience, skills and training have you had? 

What qualifications do they have? Are they coaching qualifications or even relevant 

to you? Do they have relevant experience in your industry? 

 

Coaching: I have recently completed an ILM level 7 in Coaching and Mentoring with 

the CMI, I hold a Foundation in Coaching Practice from i-coach Academy, and I am a 

member of the European Mentoring and Coaching Council (EMCC). 

 

Business: I hold an MBA from Lancaster University Management School, an 

Advanced Certificate in Overseas Trade and a Diploma in Export Management from 

the Institute of Export and International Trade, UK. I have worked in various roles 

and industries, starting with export. For full details of my corporate history, feel free 

to check me out on LinkedIn. 

 

I have worked with many diverse businesses helping them to achieve their goals, 

such as accounts, web developers, natural health specialist, translation agents and 

many more.  What they have in common is they are all driven to succeed, 

understand when to seek help and have seen that with objective support, they will 

get there quicker than on their own.  They are all open to learn, curious and work 

hard to implement changes. 

 

5. How do you measure success? 

My success is my client’s success. I know it sounds corny but if they don’t hit their 
goals then they aren’t happy. It is great when a client can report “this year’s turnover 



 

was double last years” as one client did recently, but sometimes it is hard to 

measure when their goals are more intangible. It may sound strange, but my success 

is when my client no longer needs me when they have reached their goal. They may 

choose to continue with a new goal or to come back later as new things come up. 

Some may decide to go onto a different product like Mastermind groups which mean 

continuous but less intensive support. 

 

6. How much will it cost?  

This depends on whether you want individual coaching or group, how frequently you 

want the session and how long you want the sessions to be. Individual coaching fees 

start from £250 per month. I am independent so I have lower overheads than other 

companies and I want to make coaching accessible. I don’t tie clients into a long-

term contract; I only ask for one months’ notice. 
 

7. How long will it take? 

You should see some immediate differences. There will be “low hanging fruit” where 
some quick tips will help you change something very quickly and then there will be 

some longer-term issues. Often my clients find as they get more solutions, they want 

to tackle other things going on in their business.    

 

8. What do you offer? 

There are a couple of coaching options and packages: I offer 121 coaching, which 

includes a quarterly planning session, and a Mastermind which is group coaching 

with peers, which is ½ day once a month.  We would talk about your needs and what 

might suit you best and packages start at £250 per month. 

 

To talk more about your individual needs book a free chat with here: 

https://calendly.com/bridgerconsult/free30min?back=1&month=2022-06  

 

https://calendly.com/bridgerconsult/free30min?back=1&month=2022-06

