
 

 

Leveraging a Strong USD to Grow Exports 

Some of the greatest challenges facing exporting companies include how to manage global cash 

flow, competitive pricing, and market share in the face of volatile exchange rate fluctuations.  The 

impact of floating exchange rates on global trade is an often-studied subject.  Generally speaking, as 

a currency strengthens, the cost of imports declines while the cost (in foreign currency) of exported 

goods increases.  This is a fundamental challenge facing all companies conducting foreign business. 

While the United States’ recovery from the financial crises of 2008 has felt sluggish for many 

consumers in the domestic market, global demand for the U.S. Dollar (USD) is driving substantial 

increases in the value of the USD in comparison to many foreign currencies.  Fortunately for U.S. 

consumers unemployment numbers are steadily declining and interest rates remain quite low1.  This 

also contributes to an even stronger dollar, and cheaper imports.  If this were not enough, more 

foreign investors converted their holdings to USD in anticipation of the Federal Reserve raising the 

interest rate.  The U.S. Dollar rose more than 4% YTD relative to a basket of 25 world currencies, 

with some instances of more than a 50% increase2.  

As an exporter, your company might have already felt the pressure of a strong dollar, such as a 

reduction in future export orders or downward pressure on your pricing.  After all it, may be more 

expensive for them to buy from you.   Perhaps you are thinking now is the time to focus on your 

domestic market and reduce your focus on foreign sales.  Before you make this decision, keep the 

following in mind:  building brand recognition is one of the most important yet expensive aspects of 

your success in any market, and it has become much more affordable. 

Contrary to this initial impulse to pull back from exporting, this is a great time to consider growing 

your foreign markets.  The strong USD makes your foreign marketing budget go much further than 

it did in the past. Advertising paid in local currency may be much cheaper now that it was last year 

depending on the currency.  Countries like Brazil, Norway, Canada, and South Africa have seen a 

double digit decline in the value of their currency relative to USD.  Consider the following 

examples: 

                                                            
1 http://data.bls.gov/timeseries/LNS14000000 
2 http://finance.yahoo.com/q?s=UUP) 
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• A 12 sq. meter booth at the 2015 ANUGA show in Cologne (Germany) is 4,228Euro; in late 

2013 this booth would cost your company US$5,750. At current exchange rates, In October 

2015 this same booth is only US$4,738, a savings of  US$1,012! 

• A US$50,000 advertising budget in Brazil in 2013 would have purchased  109,914 BRL and 

under current conditions, this same budget yields 196,000 BRL. Radio and Billboard 

advertising in San Paulo and Rio are considered effective mediums for creating brand 

recognition.  Ahead of the 2016 Summer Olympics hosted by Rio de Janeiro, Brazil, you 

now have an opportunity to build your brand in the country in a much bigger way. 

• Canada is another market where currency fluctuations have created opportunity: in the last 

five years the U.S. Dollar appreciated almost 32% against the Canadian Dollar3.  With in-

store demonstrations being one of the most popular ways to introduce your product to the 

market, now you can have 1/3 more demonstrations, for the same US Dollar cost.   

This may be the prime time to establish your brand in foreign markets and promote it to even larger 

audience of potential buyers; many times you can do it without leaving the U.S.  With more than 3 

billion people having internet access it is now easier than ever to tap this vast market without 

leaving the country.  Many U.S. vendors can help you with running advertising and promotion 

overseas, taking care of translation and adaptation to the market.  

A strong USD is not a reason to pull out of international markets; it could be quite the opposite.  

Leveraging your existing marketing budget, doubling your budget by using our Branded Program 

(50% reimbursement of eligible expenses), and taking advantage of your increased purchasing 

power in foreign markets means that this could be one of the best times to grow your brand 

recognition. This is a good opportunity to show your commitment to your overseas customers, 

important relationships that can take years to rebuild.  

If you would like to learn more about using the Branded Program to double your existing marketing 

budget and begin taking advantage of the strong U.S. Dollar, visit www.foodexport.org or call our 

office at the numbers below. 

 
Food Export–Midwest and Food Export–Northeast administer many services through Market Access Program (MAP) funding from the Foreign 
Agricultural Service (FAS) of the USDA. Persons with disabilities who require alternate means of communication of program information should 
contact us. Food Export Midwest and Northeast do not tolerate fraud and are vigilant in preventing fraud in any of our programs. Food Export does 
not discriminate, and we reserve the sole right to accept or deny companies into our programs. For complete participation policies and our code of 
ethics, visit: www.foodexport.org/termsandconditions. 
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