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Abstract: Internationalization is more important at today’s markets. Firms seek to the expert these days, because local
market is saturated for them. Foreign tread are one of the important debate for economic development. The aim of this
research in an investigation of the government export promotion services on enterprise export performance. In this
project, export promotion is dividing to 4 parts: financial aims, strategic aims, organizational learning aims, and
relationship to customer. Statistical operation is at Guilan exchanges. Questioners are completed by top, financial and
exporter managers. Analysis is done by Person correlation and finally all hypotheses are accepted.
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I. INTRODUCTION

Foreign trade is one of the most important issues in economic development. This section is supply source of foreign
exchange earnings for investment and absorption of new technology in order to increase economic productivity in each
country (12). Classical believe that trade is a means to expand the domestic market, division of labor, increase
performance, improve productivity, and economic development and it acts as growth engine and economic
development (3). On the other variation in exports is very important for countries such as Iran that has export of single
product (Oil). Non-oil exports be causes increase foreign exchange earnings and increasing the proportion in the world
trade in international markets (7). As a result, increasing trends in the global economy and companies' affiliated to
resources, goods and services is following the trends of individual and organizational for enhance performance. (10)

II. PROBLEM STATEMENT

The aims of export companies for supply of goods to foreign markets is profit, income continued and increase
competitiveness during the time (14). Export performance be divided into two categories, internal and external.
Industry characteristics, characteristics of the external market, and characteristics of the internal market is are external
factors and also export marketing strategies, perceptions and trends of management, managerial features and
capabilities of the company are internal factors. In this study, dimensions of exports performance be divided to four
general categories:
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Achieve financial goals

Achieve the purpose of communication with shareholders
Achieve strategic goals

Achieve organizational learning goals(8)

bl o e

Export promotions are tools and services helps to companies that improve their export performance. It is scale and
factor supporting export activity of companies. Tools and promotions for export are divided into two parts:

1.

1. Providing mental knowledge
2. Providing practical knowledge(1)

III. PREVIOUS RESEARCH
REVIEWS OF EXPORT PERFORMANCE: CASE STUDY SPANISH COMPANIES
STOIAN ET AL. 2011

THE RESULTS SHOWED THAT MANAGERIAL FACTORS LIKE HAVING SKILLS IN SPEAKING TO FOREIGN LANGUAGES AND
ALSO KNOWLEDGE ABOUT INTERNATIONAL BUSINESS ARE MOST IMPORTANT IN EXPORT PERFORMANCE. ALSO
EXPORT COMMITMENT IS EFFECTIVE VARIABLE ON THE EXPORT PERFORMANCE OF SMES IN SPAIN (13)

STUDIES RESOURCES AND CAPABILITIES AND ITS IMPACT ON THE EXPORT PERFORMANCE
KALEKA 2012

THE RESULTS SHOWED THAT THE ROLE OF INFORMATION AND KNOWLEDGE FACTORS IN DEVELOPMENT OF EXPORT
PERFORMANCE IS IMPORTANT. ALSO COMMUNICATION WITH CUSTOMERS AND PRODUCT DEVELOPMENT HAS DIRECT
IMPACT ON THE EXPORT PERFORMANCE. (6)

IDENTIFY DETERMINANT FACTORS OF EXPORT PERFORMANCE IN THE FOOD INDUSTRY
HAGHIGHI ET AL. 2008

IN THIS STUDY HAVE BEEN STUDIED TEN FACTORS INCLUDING FIRM SIZE, EXPORT EXPERIENCE, EXPORT PROBLEMS,
EXPORT STIMULI, COMPETITIVE ADVANTAGE, EXPORT COMMITMENT, PRODUCT ADAPTATION STRATEGY, PRICE
ADAPTATION STRATEGIES, CHANNELS PRICES OF DIRECT EXPORT, AND FOREIGN ADVERTISING COSTS. THE RESULTS
SHOWED THAT THERE ARE SIGNIFICANT RELATIONSHIPS BETWEEN TEN FACTORS AND EXPORT PERFORMANCE IN THIS
COMPANIES. (5)
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IV.MODELS OF RESEARCH

Dimension of Export Performance

: 3

Achieve Financial Goals

Provide Subjective Knowledge:

Providing Information About Export
Holding seminars
Advice About the Export

Introduction of Export Offices in [

Achieve the Purpose of Communication
with Shareholders

Major Exporting Countries
Research in the Field International
Markets

Provide practical knowledge:

Achieve Strategic Goals

v’ Provide a Catalog of the Exhibition

¥ Develop Sales and Trading

¥ Promote Products in Abroad

v Export Insurance

¥ Introduced major exporters
companies to Purchasers

v Export Budget Achieve Organizational Learning Goals

FIGI 1: CONCEPTUAL \ODEL OF RESEARCH
V. THE RESEARCH HYPOTHESES

THE FIRST HYPOTHESIS: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE FINANCIAL
GOALS IN EXPORTER COMPANIES.

THE SECOND HYPOTHESIS: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE THE
PURPOSE OF COMMUNICATION WITH SHAREHOLDERS IN EXPORTER COMPANIES.

THE THIRD HYPOTHESIS: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
STRATEGIC GOALS IN EXPORTER COMPANIES.

THE FOURTH HYPOTHESIS: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
ORGANIZATIONAL LEARNING GOALS IN EXPORTER COMPANIES.
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VI. THEORETICAL RESEARCH
FINANCIAL AIMS: FINANCIAL AIMS ARE AS SATISFACTION OF THE OVERALL PERFORMANCE, RETURN ON INVESTMENT,
EXPORT MARKET SHARE, AND ACHIEVE EXPORT GROWTH FROM A FINANCIAL PERSPECTIVE. (2)
ORGANIZATIONAL LEARNING AIMS: ORGANIZATIONAL LEARNING IS PROCESS OF ACTIVITIES IMPROVEMENT. (4)
STRATEGIC AIMS: STRATEGIC AIMS ARE GAIN EXPORT MARKETS, IMPROVE IN COMPETENCE OF THE COMPANY. (9)
COMMUNICATION WITH SHAREHOLDERS: CORPORATE SPONSORS ARE MOST IMPORTANT TYPE OF SHAREHOLDERS.
IMPROVE COMMUNICATION WITH THEM BE CAUSES GAIN A COMPETITIVE ADVANTAGE, SERVICES BASED ON COMPANY,
PHYSICAL QUALITY AND GOOD PRICE. (11)

VIL RESEARCH METHODOLOGY

THE PRESENT STUDY IN TERM OF PURPOSE IS APPLIED AND IT IS TYPE OF DESCRIPTIVE - CORRELATIONAL. SAMPLING IN
THIS RESEARCH IS COCHRANE METHOD THAT IS ESTIMATED 19. DATA COLLECTION METHOD IN THIS RESEARCH IS
QUESTIONNAIRE. FOR VALIDITY OF THE QUESTIONNAIRE IS USED CRONBACH ALPHA AND ITS RESULTS ARE AS FOLLOWS:

TABLE 1: CRONBACH ALPHA OF RESEARCH VARIABLES

VARIABLES ALPHA
FINANCIAL GOALS 0.850
COMMUNICATION WITH SHAREHOLDERS 0.812
STRATEGIC GOALS 0.891
LEARNING GOALS 0.880
PROVIDE SUBJECTIVE AND PRACTICAL KNOWLEDGE 0911

VIIL HYPOTHESIS TEST RESULTS

THE FIRST HYPOTHESIS TEST: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
FINANCIAL GOALS IN EXPORTER COMPANIES.

TABLE 2: THE CORRELATION COEFFICIENT EXPORT TOOLS AND PROMOTIONS AND FINANCIAL GOALS

EXPORT TOOLS AND FINANCIAL GOALS
PROMOTIONS
PEARSON CORRELATION 1 .374*
EXPORT TOOLS AND SIG. (2-TAILED) 013
PROMOTIONS N 43 43
PEARSON CORRELATION .374% 1
FINANCIAL GOALS SIG. (2-TAILED) 013
N 43 43

ACCORDING TO THE RESULTS CAN BE SEEN THAT AMOUNT OF SIG. IS .013 AND IT IS LESS THAN 0.05. FOR THIS REASON,
THIS RELATIONSHIP IS SIGNIFICANT WITH %95CONFIDENCE. ALSO ACCORDING TO THIS TABLE IT CAN BE SAID SEVERITY
OF CORRELATION BETWEEN THE TWO VARIABLES OF EXPORT TOOLS AND PROMOTIONS AND FINANCIAL GOALS IS +37.4%,
NAMELY THERE IS DIRECT RELATIONSHIP BETWEEN VARIABLES IN EXPORTING FIRMS
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THE SECOND HYPOTHESIS TEST: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
THE PURPOSE OF COMMUNICATION WITH SHAREHOLDERS IN EXPORTER COMPANIES.

TABLE 3: THE CORRELATION COEFFICIENT EXPORT TOOLS AND PROMOTIONS AND COMMUNICATION WITH SHAREHOLDERS

EXPORT TOOLS AND COMMUNICATION WITH
PROMOTIONS SHAREHOLDERS
PEARSON CORRELATION 1 .503%*
EXPORT TOOLS AND SIG. (2-TAILED) .001
PROMOTIONS N 43 43
PEARSON CORRELATION .503%* 1
COMMUNICATION WITH SIG. (2-TAILED) 001
SHAREHOLDERS N 43 43

ACCORDING TO THE RESULTS CAN BE SEEN THAT AMOUNT OF SIG. IS 0.001 AND IT IS LESS THAN 0.05. FOR THIS REASON,
THIS RELATIONSHIP IS SIGNIFICANT WITH %95CONFIDENCE. ALSO ACCORDING TO THIS TABLE IT CAN BE SAID SEVERITY
OF CORRELATION BETWEEN THE TWO VARIABLES OF EXPORT TOOLS AND PROMOTIONS AND COMMUNICATION WITH
SHAREHOLDERS IS +50.3%, NAMELY THERE IS DIRECT RELATIONSHIP BETWEEN VARIABLES IN EXPORTING FIRMS.

THE THIRD HYPOTHESIS TEST: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
STRATEGIC GOALS IN EXPORTER COMPANIES.

TABLE 4: THE CORRELATION COEFFICIENT EXPORT TOOLS AND PROMOTIONS AND STRATEGIC GOALS

EXPORT TOOLS AND STRATEGIC GOALS
PROMOTIONS
PEARSON CORRELATION 1 .390%*
EXPORT TOOLS AND SIG. (2-TAILED) 010
PROMOTIONS N 43 43
PEARSON CORRELATION .390%* 1
STRATEGIC GOALS SIG. (2-TAILED) 0.010
N 43 43

ACCORDING TO THE RESULTS CAN BE SEEN THAT AMOUNT OF SIG. IS 0.010 AND IT IS LESS THAN (.05. FOR THIS REASON,
THIS RELATIONSHIP IS SIGNIFICANT WITH %95CONFIDENCE. ALSO ACCORDING TO THIS TABLE IT CAN BE SAID SEVERITY
OF CORRELATION BETWEEN THE TWO VARIABLES OF EXPORT TOOLS AND PROMOTIONS AND STRATEGIC GOALS IS +39%,
NAMELY THERE IS DIRECT RELATIONSHIP BETWEEN VARIABLES IN EXPORTING FIRMS.

THE FOURTH HYPOTHESIS TEST: EXPORT TOOLS AND PROMOTIONS HAVE SIGNIFICANT RELATIONSHIP WITH ACHIEVE
ORGANIZATIONAL LEARNING GOALS IN EXPORTER COMPANIES.
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TABLE 5: THE CORRELATION COEFFICIENT EXPORT TOOLS AND PROMOTIONS AND LEARNING GOALS

EXPORT TOOLS AND LEARNING GOALS
PROMOTIONS
PEARSON CORRELATION 1 498%*
EXPORT TOOLS AND SIG. (2-TAILED) .001
PROMOTIONS N 43 43
PEARSON CORRELATION 498** 1
LEARNING GOALS SIG. (2-TAILED) .001
N 43 43

ACCORDING TO THE RESULTS CAN BE SEEN THAT AMOUNT OF SIG. IS 0.001 AND IT IS LESS THAN 0.05. FOR THIS REASON,
THIS RELATIONSHIP IS SIGNIFICANT WITH %95CONFIDENCE. ALSO ACCORDING TO THIS TABLE IT CAN BE SAID SEVERITY
OF CORRELATION BETWEEN THE TWO VARIABLES OF EXPORT TOOLS AND PROMOTIONS AND LEARNING GOALS IS +49.8%,
NAMELY THERE IS DIRECT RELATIONSHIP BETWEEN VARIABLES IN EXPORTING FIRMS.

IX. CONCLUSIONS

THE AMOUNT OF T-STATISTICS FOR THE RELATIONSHIP BETWEEN EXPORT TOOLS AND PROMOTIONS AND FINANCIAL
GOALS IS EQUAL TO 0.274. SO WITH %95CONFIDENCE CAN BE EXPRESSED FIRST HYPOTHESIS HAS BEEN CONFIRMED. THE
AMOUNT OF T-STATISTICS FOR THE HYPOTHESIS OF THE SECOND TO FOURTH IS RESPECTIVELY 0.503, 0.390, 0.498, IN
OTHER WORDS, ALL THE PRESENT STUDY HYPOTHESES HAVE BEEN CONFIRMED AND IN ALSO WERE IDENTIFIED DIRECT
AND SIGNIFICANT RELATIONSHIP BETWEEN VARIABLES.

X. SUGGESTIONS OF RESEARCH

1. IT IS SUGGESTED ACCORDING TO THE POSITION OF GILAN'S FRONTIER AND NEIGHBORHOODS WITH SEVERAL
COUNTRIES BY PROVIDING SPECIALIZED EXHIBITION BE CAUSES MORE LEARN OF FOREIGN CUSTOMERS WITH GILAN
AND IRANIAN MARKETS.

2. IT IS SUGGESTED COMPANIES PERFORM MORE INVEST FOR IDENTIFICATION OF DESTINATION COUNTRIES CUSTOMERS
AND DEVELOP RESEARCH AND DEVELOPMENT IN THIS CONTEXT.

3. IT IS SUGGESTED ACCORDING TO EXISTING SANCTIONS AND REDUCED ACCESS CORPORATE TO TECHNOLOGY OF
GLOBAL, GOVERNMENT PROVIDE PUBLIC FACILITY FOR ACHIEVE COMPANIES TO NEW TECHNOLOGY THAT IN THIS
WAY, ACHIEVE TO THEIR STRATEGIC GOALS.

4. IT IS SUGGESTED GOVERNMENT WITH EXPORT SUPPORT AND PROMOTIONS BE CAUSES ACCELERATING OF GOODS
EXPORTS AND COMPANIES WILL BE ABLE MORE CONFIDENTLY SEND THEIR GOODS TO DESTINATION COUNTRIES.

XI. SUGGESTIONS FOR FUTURE RESEARCH

1. ITIS SUGGESTED IN FUTURE RESEARCH IMPACT OF EXPORT TOOLS AND PROMOTIONS BE MEASURED ON THE OVERALL
PERFORMANCE OF THE COMPANY.

2. IT IS SUGGESTED THE RESEARCH MODEL AT DIFFERENT TIME SEQUENCES BE MEASURED COMPANY PERFORMANCE
AND EFFECTIVENESS OF EXPORT PROMOTIONS BE DETERMINED AT DIFFERENT TIMES AS COMPARATIVE

3. ITIS SUGGESTED CONCEPTUAL MODEL OF RESEARCH BE EXAMINE IN VARIOUS INDUSTRIES AS BREAKDOWN
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XII. LIMITATIONS OF RESEARCH

THIS RESEARCH HAS BEEN TIME LIMITATION AND SHOULD BE COMPLETED AT THE SET TIME.
EXISTENCE SMALL NUMBER OF EXPORTING ENTERPRISES IN GILAN STOCK EXCHANGE IS ANOTHER LIMITATION OF
THE STUDY.
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