
Paulo Queiroz

Administrator, Post-graduated in foreign trade, working since 1991 in companies in the branches: 

metallurgical, steel, textile, telecommunications, food, automotive, civil construction, among others.

Entrepreneur at Queiroz Trade (since 2014), with experience in Votorantim Group, Harris do Brasil, 

Sadia S.A., Tricos-Districar Group, among others companies.

I work with advice and training in foreign trade with industries and service companies, with emphasis 

on the development of international business (import and export).

Professional references from former bosses, staff, business/logistics partners and customers can be 

accessed on the Professional Linked In network. 

The following are some of them at different times in my professional experience:



Recomendações profissionais 

(acesso à estas e outras na rede Linked In)



Recomendações profissionais 

(acesso à estas e outras na rede Linked In)



Recomendações profissionais 

(acesso à estas e outras na rede Linked In)



Mission

Enable or expand the access of companies to the international market,

and structure import and export operations.

Vision

Be the solution to high investments in the management of international 

operations by qualified professional.

Values

Ethics in relationships and transparency in the development of work.



Mission Application, Vision & Values:

Cost reduction to companies in training and access to international markets.

Application of disruptive business model and in a shared way.

Focus on building long-term relationships.

Preparation and adoption of assertive processes to the company's demands.

Dealing with information with transparency and indication of the sources and/or criteria 

adopted.



Areas with potential for action / proposal of actions

1. Commercial / Sales and 
Marketing

2. Production and/or
Service

3. Financial

4. Logistics / 
Operational and HR

5. Accounting-Tax / 
Legal

6. Gestão Processos e 
Resultados

1.1 –Identify and define the way of acting
(Export Plan or Import Project)
1.2 - Identify international markets
(studies, mapping, tools, etc.)

1.3 – Commercial Prospecting (Contact with exterior and / or 
permanent showroom abroad)

2.1 - Define product and/or service (capacity/flexibility)
2.2 - Identify adaptations to external demand / import
2.3 - Requirements / Technical standards and certifications, 
trademarks and patents

3.1 - International payment methods
3.2 - Identify export financing lines
3.3 - Identify special customs procedures
3.4 - Pricing for Export / Import

4.1 - Identify partnerships / service providers
4.2 - Appoint internal and external managers
4.3 - Identify and manage processes

6.1 – Deployment Processes
6.2 –Measuring results / "Performance“
6.3 – Deliberation new strategies and/or adjustments.

5.1 - Identify administrative, tax and tax treatment in 
exports and/or imports.
5.2 - National and international contracts
5.3 - Compliance and Controls



1. Value 2. Market 3. Contacts 4. Planning 5. Operations

1.1 Identify customs

procedures and taxes to

be applied

Requirements to start this stage of the process

1.2 NCM/HS Code

MQO : Pallet 

Information

(Weight, Dimensions)

CIF and/or CIP 

Incoterm goods 

Value.

Expected Results for this stage of the process

1.3 Report:

Cost calculation , 

Import costs,

Indication of 

Regulatory agencies, 

Licenses, etc. 

(If applicable).

Cost* (for each stage of the process) 

2.1 Identify the

economic viability

Euro $  Euro $ Euro $ 
To be defined , monthly 

bases or pontual value, 

according to scope / 

strategy  adopted. 

2.2 Previous phase 

01 done & target 

Market research.

2.3 Report:

Values in the Market 

(similar products x 

import costs and 

expenses)

Pictures of stores and 

local similar products 

prices.

3.2 Previous phases

01 and 02

Search for potential

importers.

3.1 Identify potential

customers.

3.3 Report:

List of potential

customers and / or 

distributors, with the 

business contacts and 

details of the company 

in the target market 

4.1 Identify partners / 

service providers.

4.2 Previous phases

01, 02 and 03.

Contact with the 

Logistic companies , 

freight forwarders, 

warehouses, etc.

4.3 Report:

Export Plan.

Remote contact and / 

or meeting with 

potential importers.

5.1 Implementation of 

commercial strategy

5.2 Previous phases 

01, 02, 03, & 04.

Validation of the 

export plan with the 

contractor.

5.3 Assist in hiring and 

developing the operation: 

Logistics (transportation, 

warehousing, distribution), 

marketing / sales, costs, 

legal contracts, 

Certifications,etc.

Phases

Process * Values based: October/2020 (subject to change until the date of signature of the comercial purpose, contract / 

commercial invoice) . Subject to addition of bank fees. 

This is an overview of the process.  The details of above itens will be showed at the comercial purpose.

Estimated Time for this stage of the process 

01 to 02 weeks 02 to 03 weeks 03 to 04 weeks 04 to 05 weeks
To be define as per scope 

to be done

Euro $

Overview of Advice carried out to foreign companies with an export focus to the 
Brazilian market



Contact : 

E-mail: queiroztrade@outlook.com

Linked In: http://www.linkedin.com/in/pauloqueiroz

THANK YOU ! 

“Instead of becoming a successful man, try to become a man of value”

Albert Einstein

mailto:queiroztrade@outlook.com
http://www.linkedin.com/in/pauloqueiroz

