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While the first step that exporters should take in evaluating export control compliance issues 

associated with a particular foreign sales transaction is to collect information using a foreign 

customer or reseller application, it is also important to take a closer look at the particular sales 

transaction to see if the circumstances raise any “red flags” that might cause the exporter to 

reconsider whether to move forward with the transaction. One due diligence method that should 

be considered is to have someone at the exporter actually discuss the transaction with an 

authorized representative of the purchaser in cases where the transaction falls outside the normal 

course of business between the parties. Using a checklist such as the one below, the exporter 

should look to see if one of the following issues arises: the customer or purchasing agent is 

reluctant to provide any information about the anticipated end-use of the goods, particularly the 

countries in which the goods may be resold; the customer has little or no experience with respect 

to the type of goods being ordered; the technical level of the goods is incompatible with current 

standards in the country into which the goods are to be shipped or resold; or the proposed 

transaction deviates substantially from the normal way of conducting business (e.g., the customer 

refuses to accept routine installation, maintenance and training services for the goods and the 

exporter believes the customer is not able to perform those functions on its own or through a 

legitimate and authorized third party). 

 

*** 

 

Export Sales Transaction Evaluation Checklist 
 

The following questions should be answered in a satisfactory manner before proceeding with 

any proposed export sales transaction. 

 

I. Customer 

 

A. Is the identity of the customer or end-user requesting the item transparent? 

 

B. Is there any intermediary agent involved in the proposed transaction? 

 

C. Is the customer or its address similar or the same to that found on the “Denied Persons 

List” published by the Bureau of Industry and Security? 
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D. Has the customer or its purchasing agent refused to provide information regarding the 

end-use of the item in question? 

 

E. Do the capabilities of the item coincide with the purchaser's line of business? 

 

F. Is the item in question incompatible with the technical level of the country to which the 

item is to be shipped? 

 

G. Is the customer willing to purchase the items on unusually favorable payment terms, 

prices or other conditions? 

 

H. Does the customer have the requisite business background to understand the use of the 

item and the potential markets therefor? 

 

I. If the item is being purchased for resale, has the customer demonstrated an ability to 

locate qualified and authorized customers for the item? 

 

J. Is the customer related to military business or under the control of the defense ministry or 

armed forces? 

 

II. End-Uses and End-Users 

 

A. Has the customer refused to provide information as to whether the item is intended for 

domestic use, for export or for re-export? 

 

B. Have the nonproliferation credentials of the recipient country been thoroughly screened? 

 

C. Is the item intended for military use or subject to licensing? 

 

D. Is the requested item suitable to improve existing equipment or plants for military use? 

 

E. Is the item to be installed in an area under strict security control or adjacent to military-

related facilities? 

 

III. Shipping Procedures 

 

A. Has the customer refused to provide definitive delivery date requirements? 

 

B. Has the customer requested that the items be delivered to out-of-the-way destinations or 

to a freight-forwarding firm as the final destination? 

 

C. Is the requested packaging for the items inconsistent with the shipping mode or 

destination? 

 

D. Is the name of any designated freight forwarder or its address similar or the same to that 

found on the “Denied Persons List” published by the Bureau of Industry and Security? 



 

IV. Terms of Sale 

 

A. Has the customer requested devices that are normally not necessary for the specific 

items? 

 

B. Has the customer refused to order devices that are normally requested for the specific 

items? 

 

C. Has the customer refused normal warranty and/or installation and maintenance services? 

 

INSTRUCTIONS: Responses to these questions should be collected by the specific sales 

representative prior to submitting the proposed transaction for final approval. Any irregular 

responses should be reported immediately and should be supported by detailed information 

regarding the communications with the prospective customer. Sales representatives are reminded 

that the guiding principle for each proposed export sales transaction is “Know Your Customer.” 

Customers will also be required to complete other documentation, including a customer account 

application and description. 

 

 


