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1.1

1.2

Udhézues pér Eksportine Ndérmarrjeve té Vogla dhe t& Mesme né Shqipéri

Hyrje

Hyrje

Eksporti éshté njé mundési biznesi, té cilén kompanité shqgiptare mund ta zgjerojné e ta zhvillojné mé
tej. Né ményré té vecanté, kjo éshté e réndésishme pér kompanité e vogla dhe t& mesme (NVM-té) té
cilat, shpeshheré,edhe pér shkak t&€ mungesés sé informacionit, nuk e kané té lehté té hyjné né tregjet
e huaja. Ky udhézues éshté hartuar me synimin pér té& ndihmuar né ményré té vecanté eksportuesit e
rinj e t& papérvojé, pér tu dhéné atyre informacionin e duhur pér t'u pérgatitur pér eksport. Si
rrjiedhojé, ky udhézues éshté mé tepér i orientuar nga praktika dhe u ofron eksportuesve me shumé
informacion pér té zgjidhur problemet e tyre té pérditshme té eksportit.

Ka njé numér arsyesh té vlefshme pér ndérmarrjet shqiptare pér té eksportuar.Pérkundér speficikave
té njé tregu té vogél té brendshém né Shqipéri, dalja né tregun global, pérbén njé mundési té€ miré pér
zhvillimin e kétyre kompanive mé tej. Kjo, né sajé té potencialeve mé té médha té shitjeve dhe
porosive mé té larta gé vijné nga klienté té huaj. Eksporti mundéson nxitjen e zinxhirit dinamik né té
gjithé hapat vijues. Shitje mé té larta rritin pérfitimet totale, té cilat ofrojné burime shtesé pér investim.
Investimet e rritura, nga ana tjetér, kané efekte pozitive né lidhje me produktivitetin e firmés
eksportuese. Eksportuesit e suksesshém jané mé eficenté dhe ofrojné shérbime mé té mira pér shkak
se konkurrenca né tregun global éshté e larté. Pér pasojé, konkurrueshméria e firmés rritet si né
tregun vendas ashtu dhe né até té huaj. Njé tjetér pérparési éshté reduktimi i rrezigeve. Té punuarit
me tregje t& ndryshme, zvogélon rrezikun gé kompania té preket negativisht nga efektet e recesionit té
njé tregu (ose edhe té tregut té brendshém nga ku ai vjen).

Pér tju pérgjigjur pyetjeve té duhura, né pérgatitje té kétij udhézuesi, éshté organizuar njé diskutim
intensiv dhe dinamik me aktoré té ndryshém té réndésishém dhe me njé numér NVM-sh. Intervistimi u
bazua né njé pyetsor me pyetje té standartizuara dhe rezultatet e tij ushgyen krijimin dhe pérmbajtjen
e kétij udhézuesi.

Struktura e eksportit shqiptar

Eshté me vleré t& hedhim njé véshtrim mbi modelet bazé té té cilave funksionon eksporti shqgiptar.
Rrjetet ekzisutese jané njé mijet i fugishém pér eksportuesit dhe gjykohet se potenciali i rritjes
shuméfishohet nése eksportet né njé treg rriten. Kapitujt né vijim paragesin njé informacioni rreth
tregjeve mé té réndésishme té eksporteve shqiptare (béhet njé dallim mes modeleve gjeografike dhe
sektoriale). Té dhénat jané marré nga harta e tregtisé ICT.

1.2.1 Modelet gjeografike e eksporteve shqiptare

Figura vijuese jep njé tablo té tregjeve mé té réndésishme kur eksporton Shqipéria. Ky grafik tregon
réndésiné e Bashkimit Europian pér produktet shqiptare.
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Figural: Tregjet né véndet mé té réndésishme pér exportet e produketeve shqiptare

Figura 2 jep njé panoramé té tregjeve té tjera té réndésishme pér eksportet shqiptare.Brenda vendeve
té BRIC, Kina éshté destinacioni mé i réndésishém pér produktet shqiptare. Sidoqofté, volumi i
eksporteve té Kinés ka ardhur duke u zvogéluar gqé nga 2013 (kryesisht, pér shkak té uljes sé
¢mimeve té léndéve bazé).E njéjta éshté situata né rastin e Turqisé; volume i eksportve ka ardhur
duke u pakésuar me 43% né 2015. Eksportet drejt vendeve té CEFTA-s jané rritur né ményré té
konsiderueshme. Vendet e NAFTA-s nuk jané tregje me réndési pér produketet shqiptare.
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100 -
80 -
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60 =2014
m 2015
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0 .
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Figura 2: Véndet eksportuese me réndési té vecanté pér prodhimet shqiptare brénda BE.

1.2.2 Modeli sektorial i eksporteve shqiptare

Mineralet, nafta si dhe veshjet e képucét jané dy nga eksportet mé réndési té vecanté pér Shqipériné.
Modeli sektorial i produkteve shqiptare, megjithaté, tregon njé zhvillim interesant. Vlera e eksporteve
té mineraleve dhe naftés ka réné né ményré té ndjeshme, dhe kjo pér shkak té ¢mimeve té uléta. |
njéjti rast vérehet edhe pér import-eksportin e produkteve té tjera,si p.sh. hekuri, celiku dhe ari, si
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edhe gurét, argjilat dhe ¢imento. Kéto jané sektoré té cilat dominohen nga kompani té¢ médha. Né té
kundért, pjesa e sektorit t& eksportit q¢ dominohet nga NVM-té (képucét dhe veshjet, bujgésia) ka
patur njé rritje pér périudhén gé kemi marré né konsideraté.

900000 NE mijéra
800000 EUR
700000 N~
Mineral fuels

600000 -

\ Footwear + Clothes
500000 / Iron and steel
400000 \ ——Ores
300000 Earths, Stone, Cement
200000 \ Fruits and Vegetables

~——

A
100000 —
0 T T T T 1

2011 2012 2013 2014 2015

Figura 3: Mallrat kryesore té eksporteve shqiptare.

Hapa té réndésishém né procesin e eksportit

Cdo proces eksporti ndjek njé rend kronologjik i cili éshté pak a shumé i ngjashém me té gjitha
transaksionet e eksportit. N& Figurén vijuese paragiten hapat mé té réndésishém té procesit té
eksportit. Eksportuesit me pérvojé i kané brendésuar kéto hapa né aktivitetet e tyre t& pérditshme té
eksportit. Disa prej kétyre hapave kané réndési té njé natyre té vecanté né fillimet e aktivitetit
eksportues; disa té tjeré e humbasin peshén pasi jané marré disa vendime té réndésishme (pér
shembull, né rastin e kanaleve té shpérndarjes sé mallrave né té ardhmen).

Pér pasojé, né fillim té aktiviteteve eksportuese, éshté i réndésishém strukturimi i ploté i procesit té
eksportimit. Struktura e kétij procesi, si¢ tregohet né Figurén mé poshté, mund té ndahet né tri faza:
hapat 1-5 jané pjesé e procesit t& paraeksportit, i cili pérfshin vlerésimin e mundésive pér té hyré né
njé proces té tillé dhe pér té marré vendimin pérfundimtar pér té vijuar mé hapat mé pas. Hapat nga 6-
8 kané té béjné me hapat konkreté té pérgatities sé eksportit ndérsa hapat nga 9 né 12 paragesin
proceset bazé té tij.
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1.leg\r:|ilt“triré" ! 5. Kanalet e 9. Transporti
Eksportit shpérndarjes dhe Logjistika
3. ¢cmimi i - - 11.
ekportit 7. Financimi Dokumentacioni

Figura 4: Hapat e réndésishém té procesit t& eksportit

Ky udhézues ndjek logjikén e strukturés sé& eksportit. Informacion i hollésishém rreth hapave
respektivé mund té gjendet né secilin prej kapitujve té caktuar.
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Hapat e parée né nje treg teé ri

Hyrja né njé treg té ri éshté e ndryshme nga aktivitetet e biznesit né tregun vendas. Largésité
gjeografike, njé mjedis i ri dhe njé méndési e re, jané disa nga arsyet gqé ofrojné sfida té reja meé té
meédha. Njé pérgatitie e ploté dhe njé planifikim i suksesshém jané masa té domosdoshme pér té
shmangur gabime té kushtueshme. Pikat mé té réndésishme té kétij procesi pérshkruhen né kapitullin
gé vijon.

Plani i Eksportit

Hapi i paré pér hyrjen né tregje t& huaja éshté ndértimi i njé plani eksporti'. Ai ofron njé status té
aftésive té kompanisé dhe sfidave pér té eksportuar. Si i tillé pér pasojé&, ai duhet té mbulojé té gjithé
aspektet gé luajné njé rol pér eksportimin e suksesshém té produkteve té kompanisé. Anketa me
NMV-té shqiptare tregon se njé numér i vogél i tyre kané njé plan eksporti té strukturuar pér té
eksportuar me sukses mallrat dhe shérbimet e tyre. Pér pasojé, kjo guidé filllon me hapat e paré
orientues pér NMV-té shqiptare. Njé plan eksporti duhet t& marré parasysh té gjitha aspektet vijuese
(shih vizatimin ne vijim). Gjaté procesit té& eksportit &shté e rekomandueshme gé té monitorohet dhe té
pérditésohet plani i eksportit pér té fituar njé pamje realiste té gjéndjes reale té projektit eksportues.

Sektor
Manaxhim
Risku
Plan Plan
Financiar Eksporti

Strateg;ji
e
Marketing
ut pér
Eksport

Figura 5: Elementet e Planit t&é Eksportit:
Burimi ITC (2006), CBI (2000), Mutrap IIl (2011)

Lista vijuese i vjen né ndihmé vendim-marrjes sé kompanive pér té siguruar qé cdo element i
nevojshém gé duhet pérfshiré né procesin e biznesit té eksportit, €shté analizuar pér sfidat dhe pikat e
tij té forta. Pér mé tepér, analizat paragesin mundésité dhe rreziqget pér kéto céshtje. Lista i jep
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kompanisé njé pérshtypje té paré nése ajo éshté e gatshme pér té hyré né export — ose nése ka
zbrazétira dhe sfida gé kompanisé i duhet t'i kalojé.

Element
Sektori v

Kompania v

Produkti v

Pyetje

Cili éshté fokusi kryesor i sektorit
(p.sh né tekstile: dizajn dhe prodhimi
apo vetém prodhimi?)

Sa e fugishme éshté rritja e sektorit
— cilat jané potencilet e rrities né
tregun e synuar? Véshtrim mbi njé
periudhé me afatgjaté (sé paku 3-5
vjecare)

Cilét jané rajonet e synuar?

Sa konkurrues éshté sektori?

Si pozicionohet kompania né treg?
Cilat jané anét e forta konkurruese?

Ciléet jané faktorét e suksesit
(vecanerisht né krahasim me
konkurrentét) né Shqipéri?

Cilét mund té jené faktoré suksesi
jashté vendi?

Pérse déshiron té eksportojé
kompania (vetém pér shkak té
veshtirésive né tregun vendas)?

A ka mundési domethénése pér
shitje jashté vendit?

A éshté e hapur kompania pér ide
dhe teknologji té reja?

A ka kompania potenciale pér té
arritur ekonomine e shkallés si
pasoje e volumeve té larta té shitjes
né tregun e huaj?

Si  éshté gjendja financiare e
kompanisé?

A éshté e mundshme qgé ajo té
menaxhojé njé strategji té€ shtren;jté

eksporti?
Pérshkrim i produktit dhe
karakteristikave té tij

Pse ai éshté i suksesshém né
tregun shqiptar?

Cilet jané faktorét e suksesit?

A éshté e mundur gé ky sukses té

pérséritet dhe jashté vendit?

Komente Statusi

Matja e v Té gjitha

konkurrueshmérise — e informacionet e

domosdoshme pér té domosdoshme

vlerésuar né terma té jané té

pérgjithshme disponueshme

pozicionin konkurrues Vierésimi i

té  kompanisé né pyetjeve

tregun e synuar rezulton pozitiv
Vlerésimi i
pyetjeve nxjerr
né pah disa
sfida

Vlerésim i Shih mé sipér

gatishmérisé afatgjaté

té kompanisé pér té

eksportuar

Vlerésim i Shih mé sipér

konkurrueshmérisé

ndérkombétare té

produktit



Udhézues pér Eksportine Ndérmarrjeve té Vogla dhe t& Mesme né Shqipéri

Tregu

Strategjia e

Marketingut
pér Eksport

Ligjet

Plani
Financiar

Manaxhimi
rrezigeve

<\

A éshté e domosdoshme qé té
pérshtatet apo té modifikohet
produkti? Cili éshté potenciali i rritjes
sé produktit?

Shih kapitullin pér Kérkimin e Tregut
A ka kufizime té réndésishme pér
produktin?

Si éshté mjedisi konkurrues né kété
sektor?

Cili éshté pozicioni i produktit?
Vendimet e para pér parametrat
stretegjiké té tillé si ¢mimi, pikat
hyrése né treg ose kanalet e
shpérndarjes

Cilét jané tregjet kyc dhe grupet e
réndésishme té klientéve?

Cilat lloj reklame apo strategjis té
promocionit jané té nevojshme?

Cila éshté korniza
marketimin e produktit?

ligjore pér

Psh taksat, rregullat e doganés, té
drejtat pér pronésiné intelektuale
ose kérkesat sanitare dhe teknike?
Pérgatitia e planifikimit té shitjeve
dhe vlerésimi mesatar i t& ardhurave
respektive

Vlerésimi i kostove té eksportit

A jané té mjaftueshme burimet
financiare né dispozicion pér té
procesin e eksportit?

Rreziku i monedhés

Rreziku i mospagimit

Rreziget e transportit

Rreziget e tregut té eksportit
(ndryshimi i kushteve, rrezige
politike dhe ekonomike)

Rrezige té bréndshme

Tabela 1: Listé Plan i Eksportit
Burimi: ITC (2006), CBI (2000), Mutrap (2011)

Vlerésim i
potencialeve te tregut
dhe nivelit té
konkurrencés

Identifikimi i kufizimeve
madhore pér té hyré
né treg té ri

A éshté e arsyeshme

gé té fillohet me
eksportim?
Vlerésimi i rrezigeve
financiare té
aktiviteteve
eksportuese

Identifikimi i rrezigeve

te médha dhe
formulimi i strategjive
pér té  minimizuar

pasojat potenciale

Shih mé sipér

Shih mé sipér

Shih mé sipér

Shih mé sipér

Shih mé sipér

12

Sapo kompania té kété pércaktuar statusin e aftésisé sé saj pér té eksportuar, ajo mund té fillojé té
hartojé hapat e duhur pér té filluar biznesin e eksportit (shih mé tej seksionet vijuese).
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2.2 Marketingu pér Eksport —realizimi i tij né ményré praktike

Ky udhézues éshté menduar té jeté njé bazé pér kompanité shqiptare té interesuara. Né momentin
kur NMV-ja vendos té eksportojé, pasi ka béré njé plan vlerésimi pér eksportin, atéheré ajo éshté e
gatshme pér té vijuar hapat e tjeré né kété process.

Seksionet vijuese marrin tri nga ¢éshtjet mé té réndésishme pér t'i shtjelluar mé gjereé.

Hartimi i njé strategjie t& vecanté pér marketingun e eksportit Eshté njé pjesé thelbésore e hartimit té
njé plani eksporti. Marketingu duhet kuptuar si njé orientim i té gjitha proceseve dhe instrumentave té
njé kompanie né pérgjigje té nevojave té klientéve. Ky pérkufizim tregon se nuk ka njé dallim t&€ madh
midis marketingut vendas dhe té huaj. Megjithaté, marketingu pér eksport éshté shumé mé sfidues
dhe kérkon shumé mé tepér kohé dhe burime financiare sesa marketingu pér tregun vendas pér
shkak se shumé parametra ndryshojné né ményré té ndjeshme nga tregu i kompanisé brénda vendit.
Disa nga kéto parametra kané té b&jné me profilin e klientéve (besime e gjuhé té ndryshme, standarte
jetese e mode té ndryshme, gjithashtu), rregullat, ligjet dhe kanalet e komunikimit. N& pérgjithési, i
gjithé konteksti social, ekonomik, politik dhe ligjor né tregjet e reja éshté i panjohur pér eksportuesit e
rin;.

Né marketingun e eksportit, céshtjet madhore té cilave u referohemi né vijim, géndrojné né plan té
paré:

= Hulumtimi i tregut dhe analizat e té dhénave té mbledhura;

= Zgjedhja e kanaleve té shpérndarjes;

= Llogaritja e gmimit té eksportit konkurrues.

2.2.1 Hulumtimiitregut

Njé proces i besueshém planifikues éshté i mundur vetém né prani té njé baze té besueshme
informacioni. Hulumtimet e tregut, jané pér pasojé, njé pjesé e réndésishme e planifikimit té eksportit
dhe duhen béré para hyrjes né tregun e ri. Sidoqofté, duke gené se té dhénat e disponueshme jané té
shumta, kjo detyré mund t'u sjellé detyra té paparashikuara e mbingarkesé eksportuesve té rin;.

Njé ndarje né té dhéna cilésore dhe sasiore, lehtéson analizat dhe disa pyetje kritike pér strukturimin e
kétij hulumtimi jané paragitur né tabelén vijuese. Né fillim té hulumtimit, eksportuesi shqiptar duhet té
pérgéndrohet né té dhéna té cilat jané té gjetshme (shumica prej tyre gjenden falas né internet ose né
baza té& dhénash pér tregjet dhe tregting"), t& cilat mundésojné njé vierésim me eficencé dhe pa
shumé kosto pér faktorét thelbésoré té procesit t& eksportit. Pér njé specifikim té métejshém té planit
té eksportit, t¢ dhéna té tjera mé té detajuara, jané té domosdoshme (té tilla si p.sh analiza té
detajuara té sektorit t& synuar ose té vendit/rajonit) té cilat duhet t& merren nga ofrues té specializuar
té kétyre informacioneve (psh Euromonitor International, Economist Intelligence Unit).

Analiza Sasiore Analiza Cilésore

Vlerésim i aspekteve vijuese: Pyetje thelbé&sore pér té pércaktuar profilin e

+ Kérkesa aktuale dhe e pritshme né t& ardhmen  klientit
(parametra té tillé si zhvillimi ekonomik, < Kush e blen produktin?

ndryshimi né teknologji) + Cfaré blihet mé shumé (cfaré déshiron
* Ndjeshméri ndaj ¢mimit (aspekt i réndésishém konsumatori: cilési, performancé, pas shitjet,
pér pércaktimin e gmimit) etj?
* Analiza té niveleve té konkurrencés dhe < Ku blejné konsumatorét?
konkurrentét mé té réndésishém. * Si blejné konsumatorét? (Me para apo karta
krediti)

* Pse blejné konsumatorét?
» Cfaré standartesh do duhen plotésuar?
» Cilat jané rregullat e réndésishmé gé duhen
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zbatuar pér lidhje me doganat dhe me taksat?

Tabela 2: Listé kontrolli pér Hulumtimin e Tregut

Mbi bazé té analizave paraprake nga té dhéna té marré nga burime té tjera, kérkesa bé&het me e
garté. Né kété piké, éshté e réndésishme, madje e domosdoshme, gé té organizohet njé mision
faktmbledhés né tregjet e synuara. Ky udhétim duhet té pérfshijé takime me klienté potencialé,
shogata biznesi ose firma apo organizata mbéshtetése. Né njé fazé mé té voné, mund té merret
parasysh pjesmarrja né panaire (Shih kapitullin mé poshté&). Kombinimi i hulumtimit mbi t&€ dhéna
dytésore dhe informacionit praktik, éshté njé bazé e fugishme pér té pércaktuar té tjera hapa né kété
proces té pérgatities sé& eksportit. Pér mé tepér, lexuesi i kétij manuali udhézues do té duhet té
kontrollojé dhe té detajojé né kété fazé planin fillestar té& eksportit.

Né rastin mé té miré, hulumtimi i tregut pérfshin analiza té kushteve pér té patur qasje (duke pérfshiré
kétu kérkesat ligjore dhe jo-ligjore) kérkesat ligjore, pengesat ligjore pér hyrjen né treg, informacion
pér detyrimet doganore, taksat e importit dhe standardet jo-tarifore, té tilla si psh standardet sanitare
ose teknike. Kérkesat jo-ligjore pérfshijné psh standarte vullnetare.

Metodat e hyrjes né tregje té reja

Vendimi pér kanalet e shpérndarjes éshté njé ndér vendimet mé té réndésishém té cilin eksportuesi
duhet ta marré né filllim té njé procesi eksportimi, dhe gé ka njé peshé té réndésishme me ndikim né
parametrat e procesit té eksportimit (marketimi i eksportit, paketimi/etiketimi, transporti).

Kompania duhet té shesé produketet e saj drejpérdrejté tek klientét,
Ose mund té zgjedhé njé kanal té térthorté shpérndarjeje

Njé mundési e treté éshté té marré pjesé né zinxhiré té vlerés ndérkombétaré (international value
chains).

Faktori mé i réndésishém pér vendimin éshté niveli i burimeve té disponueshme brenda kompanisé,
duke gené se shpérndarja e drejtpérdrejté éshté shumé mé e shtrenjté sesa marketingu i térthorté.

Faktoré té tjeré té réndésishém jané madhésia e firmés dhe pérvojat e méparshme té eksportit té
kompanisé (sa mé té médha dhe me mé pérvojé té jené eksportuesit, ag mé miré do té jené né
gjendje ta menaxhojné njé proces sa me té geté). Né disa raste, natyra e produkteve pércakton
kanalin e eksportit (pér shembull: njé marketing i drejtpérdrejté i produkteve bujgésore tek pérdoruesit
fundoré éshté mijaft i véshtiré) ose, pér shkak té kostove té larta té transaksioneve, marketingu i
drejtpérdrejté né disa tregje, mund té jeté shumé i shtrenjté pér NMV-té shqiptare.

Eksporti i drejtpérdrejté
Eksporti i drejtpérdrejté ido té thoté gé eksportuesi shpérndan drejtpérdrejté tek klientét e tij. Kanalet
kryesore jané té paraqtura né Figurén vijuese dhe jané té shpjeguar me gjerésisht né kapitullin e

Fjalorit .

Kjo gasje ka disa avantazhe pér kompanité shqiptare. Mé e réndésishmja ndér to éshté marrédhénia e
drejtpérdrejté me blerésin dhe pér pasojé kontrolli mbi procesin e eksportit. Si rezultat, zakonisht, kjo
gjeneron té ardhura mé té larta. Megjithaté, té zhvilluarit e njé kanali té drejtpérdrejté eksporti éshté
kompleks dhe kérkon mé shumé kohé dhe burime. Si rrjedhojé, rekomandohet ndértimi gradual i njé
strukturé eksportuese.

Né hapin e paré, stafi dhe struktura ekzistuese duhet té pérdoret pér aktivitetet eksportuese. Mé voné,
me rritien e volumit té punés, kompania ka mé tepér pérvojé né procesin eksportues dhe, si rrjedhojé
njé proces i specializuar i aktiviteteve té eksportit €shté i arsyeshém. Ndarja e menaxhimit té eksportit
nga shitjet e brendshme, lejon njé specializim té punonjésve né detyra specifike ose né rajone/tregje
specifike dhe i mundéson kompanisé té ndérmarré njé strategji t& detajuar marketingu, e cila rrit shitjet
e mundshme té produkteve té saj.
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Eksporti i

Drejtpérdrejté Eksporti i térthorté

Figura 6: Kanalet e Huaja té Shpérndarjes mbi bazén e informacionit nga www.export.gov-website

Eksporti i térthorté

Eksporti i térthorté éshté njé mundési e zgjuar pér eksportuesit e vegjél ose té rinj si dhe pér
ndérmarrjet té€ cilat nuk eksportojné né ményré té rregullt. Pér mé tepér, eksporti né tregje té largéta
ose né vende gé nuk jané té stabilizuara, lehtésohet nganjé gasje e tillé e térthorté. Avantazhet
kryesore jané kostot mé té uléta dhe rreziget e reduktuara. P&r mé tepér, kompania nuk ka nevojé té
ndértojé njé department té brendshém pér eksportet. Si pasojé, eksporti i térthorté éshté ményra me
efektive e me kostot té uléta pér té hyré né tregun e huaj. Megjithaté, kompania e delegon kontrollin
pér njé pjesé té réndésishme té aktiviteteve té saj eksportuese dhe humbet mundésiné pér marketing
té métejshém té produkteve té saj jashté vendit. Mundésité e pérdoruara mé shpesh né marketingun e
térthorté tregohen né Figurén e fundit dhe jané té shpjeguara né Fjalor.

Zinxhiri Ndérkombétar i Vlerés (International Value Chain (IVC)

Njé gasje krejtésisht e ndryshme, éshté pjesémarrja né zinxhirin ndérkombétar té vlerés".Shumeé
kompani, i ndérkombétarizojné térésisht proceset e tyre té prodhimit dhe delegojné shumé prej kétyre
hapave té kétij procesi né vende té tjera. Duke gene se vendet dhe firma té tjera jané té specializuara
tanimé né disa produkte e mallra, kéto specializohen tanimé né detyra specifike brénda zinxhirit té
vlerés. Pérparimet teknologjike dhe reduktimet e kostove té tregtimit e kané béré té mundshme qé
prodhimi té fragmentohet né pjesé dhe detyra te vecanta individuale. Si pasojé e kétij fragmentimi, ku
tregtia géndron né mes dhe jo né fund, mallrat jané rritur né ményré té ndjeshme gjaté 2
dhjetévjecaréve té fundit. Njé shémbull i miré éshté prodhimi i makinave ku procesi i prodhimit éshté
shpérndaré né vende té ndryshme té botés.


http://www.export.gov-website/
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Pjesémarrja e NMV-ve né IVC ofron mundési pér njé pérditésim té shpejté té procesit t& prodhimit dhe
pér pasojé té konkurrueshmérisé. Ky rezultat vien si pasojé e faktit gé pérfshirja ne IVC kérkon
pérputhje té standardeve nga ana e hallkave té zinxhirit (p.sh né cilésiné e produkti, kohén e
shpérndarjes, eficencén e procesit). Pér pasojé, NMV-sé i duhet ta pérmirésojé procesin e saj té
bréndshém té prodhimit (né ményré té vecanté veté prodhimin por gjithashtu edhe menaxhimin e
cilésisé, procesin e shpérndarjes, etj) proces gé zakonisht kérkon investime né kapital dhe njohuri pér
punonjésit. Njé tjetér avantazh mund té jeté dhe aksesi mé i miré né financa, duke géné se pjesé té
IVC mund té ofrojné burimet e nevojshme pér té investuar né ményré té sigurté burimet e tyre né
prodhimin e pjeséve té caktuara brénda IVC.

Sidoqofté, ka njé rrezik, q&¢ kompanité shqiptare té prodhojné vetém té mira materiale té thjeshta me
vleré té ulét dhe madije té ofrojné material né gjéndje té papérpunuar.Né kété rast kompania nuk do té
mund té pérfitojé nga avantazhet e renditura mé sipér dhe transferimi i njohurive, dijes e teknologjisé
do té jeté i kufizuar.

Cmimet e Eksportit

Llogaritia e ¢mimit t& eksportit €shté njé nga sfidat mé t&¢ médha té procesit té eksportit '. N& njérén
ané eksportuesit i duhet té identifikojé té gjithe aktorét e duhur. Kjo éshté vecanérisht delikate pér
eksportuesit e rinj dhe té papérvojé. Nga ana tjetér, nése ¢cmimi éshté llogaritur shumé i larté,
potencialet e shitjes sé produktit jané té limituara.

Shumé eksportues e llogarisin ¢mimin e ekportit mbi bazén e kostove té prodhimit pér tregun vendas
dhe thjesht shtojné kostot e eksportit. Kjo gasje ¢on drejt rrites mé shumé se ¢’duhet t&€ ¢gmimit té
eksportit dhe pér pasojé ndikon negativisht duke ulur konkurrueshmériné e produktit. Pér té llogaritur
sakté ¢mimin e eksportit, njé ndarje e kostove té lidhura me shitjen né tregun vendas dhe né tregjet e
huaja éshté e domosdoshme. Kosto, e cila zbatohet pér tregun vendas pér etiketén brénda vendit,
paketimin dhe reklamén, duhet té zbritet. Eshté i njéjté rast pér shpenzimet gé lidhen me kérkimin dhe
zhvillimin, né rast se ato jané llogaritur né koston e prodhimit pér vénd. Pér shembull, nése éshté
planifikuar eksporti i frutave, kostot e certifikimit, reklamés dhe etiketimit pér Shqipéri, duhet té zbriten
dhe té zévendosohen me kosto sipas tregut ndérkombétar. Né hapin vijues, té gjitha kostot e lidhura
me procesin e eksportimit duhen shtuar. Kéto kosto pérfshijné kosto direkte té tilla si p.sh.:tarifa, taksa
doganore dhe transporti ndérkombétar. Por edhe kosto té drejtpérdrejta, té tilla si modifimi i produktit
pér nevoja té tregjeve eksportuese do duhet t&€ merren né konsideraté. Megjithaté, disa kosto mund té
lidhen si me produket pér tregun e bréndshém dhe até té jashtém. Né kété rast, pércaktimi i kostove
duhet béré mbi bazén e pérfitimeve té secilit grup. Kjo pérfshin, p.sh tarifat pér hulumitmin e tregut,
tarifat pér konsulentét, modifikime té prodhimit ose kosto té vecanta té paketimit. Rezulati i kétij
procesi éshté njé llogaritje e duhur e ¢cmimit minimal (gé mbulon koston e prodhimit té produktit gé do
té eksportohet)."

Megijithaté, llogaritia e sakté e kostos pér ¢cmimin e eksportit éshté ana tjetér e monedhés. Pér
llogaritien e ¢gmimit konkurrues pér eksport, edhe korniza e kushteve té tregut té eksportit duhet marré
né konsideraté. Dy elementé jané té réndésishém né kété kontekst: konkurrenca dhe kérkesa e tregut.
Njé analizé e detajuar e kétyre faktoréve zakonisht rezulton né pérshtatje t& ¢cmimit pér eksport.
Pyetjet vijuese mund té ndihmojné pér té pércaktuar kété faktor:

= Siéshté zhvilluar ¢mimi i produktit né tregun vendas?
= Siéshté zhvilluar gmimi né tregun ndérkombétar?
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A éshté ¢mimi fleksibél, né rast se kostot e kompanisé rriten?
Cilat jané ¢mimet e konkurrentéve?

A éshté e mundur t'u ofrohet njé zbritje ose shtesé (p.sh reklamé&, pérfitime) klientéve?
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3 Gjetja e Klienteve te Rinj

Ku dhe si gjenden klientét?

Ku dhe si té gjenden klientét e rinj — éshté njé nga pyetjet themelore pér njé sipérmarrés. Kjo pyetje
béhet edhe mé e mprehté kur flitet pér hyrjen né tregje té reja. Megjithaté, pér shkak té dallimeve né
tregje dhe té mentaliteteve té ndryshme, kjo pyetje pérben né té vérteté, detyrén mé sfiduese té
vendim-marrésve.

Plani i eksportit e thekson até: piké fillestare jané tregjet dhe sektorét. Gjithsesi nuk ka njé klishe né
ményrén se si gjenden klientét. Né fund té fundit, té gjitha tregjet dhe sektorét jané té ndryshém.

Né kété kapitull do té analizohen disa prej ményrave gé premtojné gjetjen e klientéve té rinj. Figura
mé poshté tregon pika hyrjeje t& mundshme né treg pér té mundésuar lidhjen me klientét. 2 nga kéto
gjetje (klientét né panaire dhe me ndihmén e institucioneve) do té shpjegohen me detaje mé kapitujt
me vete.

Eksportuesit
Shqiptaré

Blerésit Panaire
ekzistues Tregtare

Klienté té

Rinj
Udhétime

Sree] Internet

Institucione

Figura7: Burimet e gjetjes sé klientéve té rinj

Klientét ekzistues

Klientét ekzistues jané njé burim premtues pér té gjetur klienté té rinj — vecanérisht nése ata jané té
bindur pér cilésiné e produkteve dhe besueshméring e kompanisé eksportuese. Zakonisht, klientét
jané té interesuar né parim pér njé marrédhénie té géndrueshme afatgjaté dhe si rrjedhojé jané té
hapur pér rritjen e furnizuesve té tyre. Si hap i paré, ata duhet té pyeten pér kompani té tjera té cilat
mund té jené té interesuara pér mallrat gé do eksportohen. Né disa raste, madje, ata mund ta kené
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rekomanduar kompaniné tek té tjeré. Si njé hap vijues dhe né rast té njé marrédhénjeje shumé té
miré mé klientét ekzisutes, atij mund t'i kérkohet té prezantohet te klientét e rinj potencialé.

Rrjetézimi i eksportuesave shqiptaré

Njé burim i miré informacioni pér klientét e rinj potencialé jané kompanité shqgiptare gé kané filluar
tanimé eksportimin né tregje té caktuara. Edhe né rast se ata nuk mund ta emértojné saktésisht
klientét, ata mund té ofrojné informacion rreth gasjeve premtuese pér té kontaktuar dhe gjetur klienté
té rinj. Pér mé tepér, né rastin e udhétimit t& ardhshém jashté shtetit, né vendet ku ata eksportojné,
ata mund t'l informojné klientét e tyre potentialé pér planet eksportuese té eksportusave té tjeré dhe té
disktuojné mé ta rreth partneréve té biznesit.

Udhétime e biznesit

Pasi éshté fituar njé kuptim filllestar pér tregjet e synuara pér eksporte dhe pasi jané vendosur
kontaktet e para, mund té ndérmerret njé udhétim biznesi. Pérvec¢ diskutimit pér njé projekt konkret
eksporti me klientét potencial&, ky udhétim duhet té shérbejé pér t& mésuar mé tepér rreth ményrés se
si funksionin tregu né vendin respektiv. Né kété piké, duhen organizuar takime me shogata biznesi,
institucione vendore gé merren me standardet dhe me aktoré té tjeré té réndésishém. Shoqatat
respektive té biznesit mund té jené piké e paré kontakti pér informacion ose pér mbéshtetje mé tej né
udhétim (shih pér njé listé té shoqatave té biznesit né shtojcén né fund té tekstit).Né kété drejtim dhe
AIDA mund té jeté njé ndihmuese.

Interneti/Rrjetet Sociale

Kérkimi né internet mund té japé njé pérshtypje té paré pér klientét potencialé. Né kété drejtim, njé
burim i miré informacioni mund té gjendet né kataloget onliné té ekspozitave. Zakonisht njé makiné
kérkimi (search engines) éshté pjesé e kétyre katologéve qé ndihmon pér té gjetur blerésé rinj. Ata
ofrojné informacione té tilla si web fage pér blerésat dhe kontaktet e tyre.

Njé shembull pér kété éshté katalogu online i ekspozités fruitlogistikén né Berlin
https://www.virtualmarket.fruitlogistica.de/en/exhibitors

Njé shembull tjetér i njé burimi interesant informative jané faget e verdha (Yellow Pages) té gytetit
pérkatés.

Pasi klientét potencialé jané identifikuar, ata duhet t& kontaktohen. Rruga mé e lehté éshté duke u
shkruar njé e-mail duke prezantuar shkurtimisht kompaniné dhe produktin.Ky email duhet té pérfshijé
edhe link né webfagen e eksportuesit, e cila duhet té jeté e pérditésuar, né anglisht dhe me té japé
informacion té sakté dhe t& besueshém pér produkutet gé ofron. Nése nuk ka pérgjigje, njé telefonate
vijuese mund té rrisé shancet pér sukses. Nga ana tjetér, éshté e réndésishme gé blerésat potencialé
té mund ta gjejné eksportuesin, gjithashtu. Pér rrjedhojé, prania e njé webfageje gqé& pérmban
informacion rreth produkteve, shérbimeve dhe dokumentacionit pérkatés, éshté njé vileré e
réndésishme pér kompaniné. Fagja e internetit duhet té jeté informative dhe profesionale.

Paralelisht me kérkimin klasik né internet, komunikim aktiv né rrjetet sociale si Facebook ose
VI .

Linkedin™éshté njé alternative premtuese pér té identifikuar dhe kontaktuar klienté té rinj.

Institucionet dhe organizatat mbéshtetése

Ka njé numér organiztash gé mbeshtesin aktivitetet e eksportit dhe u ofrojné ndihmé klientéve té rinj.

Shoqatat sipas sektoréve

Shoqatat sipas sektoréve né Shqipéri, jané né njé fazé té hershmé té zhvillimit. Megjithaté, duke gqené
se kané fokus sektorial, ato jané njé nga pikat e para té kontaktit pér organizata té huaja, sipérmarrje
apo institucione té ndryshme. Pér rrjedhojé, né kéto organizata depozitohet informacion i réndésishém


https://www.virtualmarket.fruitlogistica.de/en/exhibitors
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| cili bén gé té keté interes pér eksportuesit shqiptaré. Njé listé e shoqatave sipas sektoréve gjendet si
shtojcé né fund té kétij materiali.

Shoqatat sipas sektoréve né njé treg té synuar kané njohuri té& bollshme rreth zhvillimeve mé té fundit
né sektorét specifiké, si dhe rreth nevojave té anétaréve té organizatave té tyre. Ato mund ti
prezantojné eksportuesit tek bizneseset e interesuara pér produktet e tyre dhe pér rrjedhojé, té luajné
njé rol t& réndésishém ndérmjetésues si pér planet e eksportuesit dhe pér aktivitetet e anétaréve té
tyre. Si piké e paré kontakti pér kété, mund té shérbejné shogatat e bizneseve té huaja gé
funksionojné né Shqipéri (shih informacionin né shtojcén né fund té materialit)

Dhomat e tregtisé

Dhomat e Tregtisé kané mé tepér fokus lokal ose rajonal. Pér kété arésye, ato zotérojné njohuri té
bollshme rreth nevojave té anétaréve té tyre dhe rreth klientéve potencialé né rajonin e tyre. Né rastin
kur planifikohet njé udhétin biznesi, do té ishte miré qé kéto institucione té kontaktoheshin
paraprakisht pér t'i pyetur pér klienté potencialé né rajonin e tyre. Eshté me vleré té vizitohen ato pér
té mésuar mé shumé rreth mjedisit té biznesit né rajonin e synuar.

Njé piké e paré kontakti mund té ishin shoqatat e biznesit té huaj qé veprojné né Shqipéri (shih listen e
shoqatave né shtojcé)

Zyrat e Promovimit té Importit
Njé numér i konsiderueshém i vendeve europiane kané themeluar Zyra t& Promovimit t& Importit.

Detyra kryesore e tyre éshté t& mbéshtesin kompanité e vendeve té tyre né gjetjen e tregjeve té reja.
Duke gené se, né shumicén e rasteve, ato jané té financuara nga buxheti i politikave zhvillimore té
vendeve pérkatése, atyre u duhet té zhvillojné aktivitetet e tyre né vendet partnere, mé té cilat shteti |
tyre ka programme té Bashképunimit pér Zhvillim, si né rastin e Shqipérisé. Kéto pika pérdorin
instrumenta té ndryshém, si psh. Misione pér gjetje tregjesh, delegacione biznesi gé udhétojné népér
Europe pér té gjetur eksportues, dhe panaire tregtare né té cilat ato ftojné kompanité e vendeve
partnere. Ato mbéshtesin, gjithashtu, edhe kompani té€ caktuara pér té ndértuar kapacitetet e tyre
eksportuese.

Zyra té tilla informuese ka né Gjermani, Zvicér dhe Austri dhe mé shumé informacion pér to, mund té
gjendet né Zyra Gjermane pér Promovimin e Importeve (The German Import Promotion Desk
(www.importpromotiondesk.de; Programi Zvieran pér Promovimin e Importeve (The Swiss Import
Promotion Programme; www.sippo.ch (SIPPO) dhe Zyra Hollandeze e Importit (Netherlands Import
Desk; www.cbi.eu. Kompanité jané té ftuara t& kontatojné mé zyrat e promovit té importit t& vendeve
respektive pér té diskutuar mundésité e mbéshtetjes specifike.

Pérmendim vecanérisht SIPPO-n e Zvicrés dhe CBI e Hollandés, si t& njé réndésie té vecanté pér
shkak se Shqipéria éshté e pércaktuar si njé nga vendet partnere pér té dyja kéto organizata.

SIPPO ofron shérbime té lidhjes sé drejtpérdrejté me importuesit nga BE-ja dhe nga vendet e EFTA-s
me eksportues té pérshtatshém nga Shqipéria. Pér mé tepér, SIPPO ofron informacion pér trendet e
kohés dhe pér potencialet e tregjeve pér produkte t& ndryshme né Europé. SIPPO ofron shérbimet e
méposhtme:

Shérbime té vendosjes né lidhje (Matchmaking services) népérmjet e-mail ose telefonit mbi
bazé té:

- rrjetit t& ofruesve nga Shqipéria

- bazé té dhénash pér akses té shpejté né produket e reja

Panairet Tregtare
- SIPPO dhe pavionet e vendeve ofrojné njé platform pér té takuar furnizuesit e produkteve dhe
cilésiné e tyre


http://www.importpromotiondesk.de/
http://www.sippo.ch/
http://www.cbi.eu/
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- Specialisté té sektoréve dhe konsulenté té jashtém té gatshém pér t&é mundésuar kéto takime

Misionet e Biznesit

- takime té drejtpérdrejta me prodhuesit dhe vizita né fabrika

- misione blerjeje (pérfshiré takime me ofruesit, vizita né biznese prodhuese, vlerésim té potencialeve
pér t'u pérshtatur me kérkesat)

pér mé shumé informacion shihni né: http://www.s-ge.com/switzerland/import/en

Qendra Hollandeze pér Promovimin e Importeve (The Dutch Centre for Promotion of Imports (CPI)
ofron informacion té pasur dhe késhilla praktike pér ményrén se si mund té hyhet né tregjet europaine.
Edhe pse gendra nuk ofron ndihmé té drejtpérdrejté né shérbimet ndérmjestésuese, informacioni se si
mund té gjenden klientét, ofrohet né fagen e tyre. Né kété drejtim, gasja sektoriale e tyre éshté shumé
e vlefshme. Késhilla praktike pér sektorét vijues mund té gjenden né fagen e tyre: fruta dhe perime,
eréza dhe bimé aromatike, veréra, kepucé dhe tekstile.

Pér mé shumé informacion shihni né: https://www.cbi.eu/export-to-europe/

Panairet Tregtare

Panairet tregtrare jané ngjarja mé e réndesishme pér gjetjen e klienteve té rinj"". Historikisht, ato
pérbéjné ngjarjen ku nj&¢ numér i madh blerésish dhe shitésish takohen me njéri-tjetrin dhe
shkémbejné piképamjet e tyre pér tregun. Duhet theksuar se edhe né kohérat e teknologjive té
informacionit, panairet tregtare, jané njé mjet i réndésishém biznesi.

Njé anketim i kryer né Gjermani, me drejtues kryesoré té bizneseve, ka déshmuar se rreth 86% prej
tyre e kané konsideruar panarin e biznesit si njé nga mjetet mé té réndésishme pér gjetjen e tregjeve
té reja dhe pér prokurimin e procesve™. Si rrjedhojé, pjesémarrja né njé panair biznesi éshté shumé e
rekomandueshme pér eksportuesit shqiptare.

Dy céshtje té réndésishme vijné né vémendje kur béhet fjalé pér pjesémarrjen né panairet e biznesit:

= Sfidat themelore té identifikuara nga eksportuesat né strategjiné e marketingut pér eksport
dhe,

= Statusi aktual i aktivitetit eksportues t& kompanisé.

Pjesmarrja né panaire ndjek njé cikél té ploté pér sa i takon funksioneve gé plotésojné panairet pér
pjesmarrésit e tyre. Né varési té pozicionit t& kompanisé né shkallén e suksesit né biznesit e
eksporteve, panairet mund té kryejné kéto funksione té ndryshme:

= Pér njé kompani fillestare, pérfitimet e pjesmarrjes né panair kané té béjné me familjarizimin
me tregun dhe me karakteristikat e tij (informacione dhe kontakte).

= Meé voné, panairet kané karakterin e kérkimit intensiv té tregut, duke gené se ato ofrojné
informacion té vlefshém né tema té tilla si pozicioni i produktit né vetvete, nevojat e
konsumatoréve dhe ¢cmimet. Pér mé tepér, eksportuesi merr njé pamje gjithépérfshirése té
konkurruesve dhe té produketeve té tyre.

= Panairiet jan&, né shumicén e tyre, ngjarjet mé té réndésishme pér paragitien e kompanisé
dhe produkteve ose shérbimeve té saj, e pér pasojé gjetjen e klientéve té rinj. Pér rrjedhojé,
ky instrument marketingu duhet té& pérdoret menjéheré pasi produkti éshté paraqgitur né tregun
pérkatés.

Kur kompania ka pozicinonuar vetveten né ményré té suksesshme né tregun e huaj, panairet
pérdoren gjerésisht pér té paragitur inovacionet dhe pér t&€ mbajtur lidhjet me klientét e tyre té rregult.
Né lidhje me pjesmarrjen e vazhdueshme né panaire, éshté e réndésishme té theksohet se,
kompanité duhet té shfagen sé paku, pér tre vite rresht né njé panair. Vetén atéheré, blerés seriozé do
té besojné né stabilitetin dhe besueshmériné e njé burimi. Késhtu, zgjedhja e pjesmarrjes né panaire


http://www.s-ge.com/switzerland/import/en
https://www.cbi.eu/export-to-europe/
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éshté e réndésisé strategjike dhe ka nevojé té analizohet né ményré té kujdesshme.Té gjitha zyrat e
promovimit kané njé cikél té tri pjesmarrjeve té njépasnjéshme pér njé kompani qé éshté pjesé e
programeve té tyre.

Cdo pjesmarrje né panair kérkon hapa té ndryshém dhe njé koncept té objektivave t&€ kompanisé
(cfaré duam té marrim me vete pas pjesmarrjes né panair?)Késhtu, Figura né vijim tregon hapat mé té
réndésishém dhe pyetjet bazé gé duhen béré pér njé pjesmarrje né panair.

e 1 ( )

Organizimi - "si duhet t&

Kupto llojin e panairit pérgatitemi, cfaré

- ¢faré lloj panairi materialesh dhe aftésish do
éshté ai, né té na duhen?
Lpiképamje té tregut?J \ J

4 D ( )

rNdjekja - "le t& rrimé né

s . S lidhje me klientét
Formulimi i njé Rezervimi - “cili éshté potenciale! A i kemi t& gjitha
objektivi - ¢faré vendi g‘%' Pt(?_rsh_ats__t‘)em kontaktet té rregjistruara né
3 ; ge auhet te zeme* sistemet tona? Cilat jané
duam té marrim me hapat vijues pér té& mbetur
| vete nga ky panair? | L ) L né lidhje? )

[ Zgjedhja - "né lidhie me | ( )

produktet tona dhe me Hartimi i Buxhetit - "
konceptin e marketingut - Sa na duhet té

cilin panair duhet té ; e
ndjekim, éshté e mundur té investojmé? Kush mund

ndjekim disa panaire né té té na ndihmoje?
njéjtén kohé? ) L )

.

Figura 8: Fazat e Pjesmarrjes né Panair (tabela e krijuar mbi bazé té informacion nga Import
Promotion Desk (IPD, 2016), AUMA dhe ExportHelp)

Pregatitja dhe Pjesmarrja

Pér njé pjesmarrje té€ suksesshme njé njé panair, njé proces i kujdesshem planifkimi éshté thelbé&sor.
Né vijim, do té paraqgiten disa hapa praktiké (pér njé véshtrim t& pérmbledhur, shih Figurén mé sipér)
té cilat formojné shtyllén kurrizore té njé procesi té tillé dhe ofrojné orientim té€ miré pér vendim-
marrjen.

Kuptimi dhe llojet e ndryshme té panaireve tregtare
Né pérgjithési, katér tregues karakterizojné panairet tregtare (shih Figuran né vijim)
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Figura9: Llojet e Panairéve Tregtaré
(Dizajnuar mbi bazé té informacionit nga Import Promotion Desk (IPD, 2016,fq. 10))

Eksportuesit tanimé i duhet té vendosé se c¢faré lloj panairi éshté mé i pérshtatshshém pér té. Né
harmoni me géllimet e pjesmarrjes né panair (shih shpjegimet mé poshté), natyra e produktit, luan
vecanérisht njé rol té vecanté. Disa shembu;j e ilustrojné sa mé sipér:

= Pér njé prodhues té& mallrave pér konsum, njé panair i pérgjithshém tregtrar, gééshté i hapur
pér publik, Eshté mundésia mé e pérshtatshme.

= Njé prodhues i produkteve té specializuara, si pajisje industriale, duhet t& synojé pjesmarrjen
né njé panair industrial, kur mundésohet njé diskutim intensiv me klientét.

= Njé panair ndérkombétar éshté zgjdhja mé e miré, nése kompania déshiron té eksportojé né
tregje té ndryshme.

Qéllimi i pjesmarrjes

Pércaktimi i géllimeve té pjesmarrjes, éshté njé parakusht themelor si pér organizimin e pjesmarrjes
né panair dhe pér kontaktet vijuese. Ky process duhet té filloj¢ né njé fazé té hershme pér shkak se
éshté ndikues mbi shumé parametra té pjesmarrjes né panair (né ményré té vecanté strategjia e
komunikmit dhe paragitjes).

Cilat jané pritshmérité e pjesmarrjes né njé panair tregtar? Q& nga hartimi i strategjisé se marketingut
deri né stadin aktual té aktiviteteve té eksportit (shih kapitullin 2) mund té pércaktohen disa objektiva
té pérgjithshme, té cilat mé pas, duhen saktésuar si hapa vijues. Duhet té jeni té vémendshém gé kéto
objektiva té jené mjaftueshém té detajuar, realisté dhe té matshém. Pyetjet vijuese ndihmojé pér té
formuluar objektivat:
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= A kam njohuri t& mjaftueshme pér tregun? Si &shté zhvilluar tregu? Si &shté strukturuar tregu
(kush e dominon ate, kompanité e médha apo tregtarét e shumicés? Cilat jané trendet e reja
té tregut? Cili éshté niveli i zhvillimit teknik?

= Cilat jané objektivat konkrete té& komanis&?

= Cfaré dua té di rreth produktit tim? Si éshté feedback-u i klienteve ndaj produktit tim? A éshté
mire i pozicionuar produkti? Sa klienté e kané vizituar stendén time?

= A mund té gjej klienté té rinj né panair? Cilét prej tyre? Si duhet t& komunikoj me ta?

= Cilét jané konkurrentét e mi? c¢faré ofrojné ata? Cilét jané cmimet e produkteve té tyre?
= A éshté e mundur té gjej kanale té reja té shpérndarjes pér produktet e mia?

= A mund té shiten produktet né panair?

Zgjedhja e panairit

Pas saktésimit té objektivave té panairit, béhet gjetja e ekspozités sé& duhur. Duke gené se ka njé
numér shumé té madh panairesh pér té gjithé sektorét né té gjitha vendet, kjo éshté me té verteté njé
detyré sfiduese.

Si hap i paré, éshté me vend té kérkohet informacioni né internet. Njé listé me fage interneti, té cilat
mund té pérdoren si katalizues pér kété géllim, ofrohet né fund té kétij materiali si shtojcé.

Né fagen e AIDA-s mund té gjendet gjithashtu informacion pér panaire dhe ekpozita gé pritet té
organizohén né té ardhmen:

http://aida.gov.al/pages/national-and-international-trade-fairs

Pérvec internetit, edhe burimet e méposhtme té informacionit, éshté me vleré té merren ne
konsideraté:

= Dhomat e tregtisé dhe shogatat e industrialistéve né vendet e ky synohet t& béhet biznes,
mund té japin informacion pér panairet e biznesit gqé pritet té€ zhvillohen né fushat me interes
(ose gjeoFiguraisht né rastin e dhomave té tregtisé ose sipas sektorit industrial né rastin e
shogatave té tregtisé).

= Dhomat dypaléshe té tregtisé qé lehtésojné tregtiné mes Shqipérisé dhe njé vendi tjetér, jané
njé burim i shkélgyer informacioni tregtar.

= Pér kompanité shqgiptare, kjo mund té jeté njé ményré shumé e miré pér t'u informuar, njé listé
e dhomave mé té réndéishme tregtare dypaléshe gjendet ne fund té udhézuesit.

e Pas zgjedhjes sé panarit té pérshtatshém, duhet gjetur informacion mé i detajuar dhe mé i

pérshtatshém pér ekspozitén. Zakonisht, ky informacion gjendet drejtpérdrejt nga panairi. Me
poshté jepet njé listé e informacionit té€ nevojshém pér kété géllim:

Numri i vizitoréve né ekspozité i ndaré sipas sektoréve, origjinés, llojit té biznesit

Mbulimi mediatik i viteve t&€ méparshme

Politikat e pranimit

Sa sektoré té ndryshém paragiten né panair? Cilét jané ato?

Kostot e stendave

Masat pér té mundésuar telefoning, internetin, elektricitetin

Tabela 3: Listé kontrolli Informacioni pér Panair
(Tabela dizajnuar mbi bazén e IPD (2016, fqg. 9))
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Buxheti pér panairin tregtar

Panairet tregtare nuk jané té lira dhe lehtésisht mund té shpenzojné njé pjesé té konsiderueshme té
buxhetit vjetor kushtuar marketingut. Si rregull i pérgjithshém, panairet ndérkombétare jané mé té
shtrenjta sesa ato kombétare apo rajonale dhe sa mé i njohur panairi, ag mé e kushtueshme
pjesmarrja né té. Pér té kontrolluar kostot, éshté e nevojshme gé buxheti té detajohet dhe pér mé
tepér, t& monitohet gjaté gjithé procesit té pérgatities sépanairit. Duke gené se pérgatitja pér panair
éshté njé proces gé kérkon kohé, buxhetimi duhet béré kohé mé pare. Megjithaté, kostot e buxhetit
mund té ulen né qofté se stenda ndahet me disa eksportues shqiptaré.

Njé listé e detajuar e kostove mund té gjendet duke shfletuar kété publikim né linkun vijues :

Pjesmarrja né Panairet Ndérkombétare NGA IPD
Foreign trade fair participation by the Import Promotion Desk
(http://importpromotiondesk.com/fileadmin/user upload/Publikationen/andere/IPD Fair Trade Guide

web.pdf)

Rezervimi | Stendés

Pasi éshté marré vendimit pér t& marré pjesé né panair, duhet rezervuar sa meé paré té jeté e mundur
stenda. Né kété kohé, zgjdhja e vendit té pérshtatshém éshté mé e favorshme dhe ka té ngjaré gé té
keté edhe tarifé té reduktuar rregjistrimi, nése éshté herét. Nga ana tjetér, njé rezervim mé i voné —
vecanérisht né panaire t&é mirénjohura — mund té kété zgjedhje vetém té stendave té dorés sé dyté.
Né kéto raste, pjesmarrja ka vleré té kufizuar.

Secili prej vendeve éshté mé i pérshtatshém pér té zgjedhur stendén, pércaktohet nga objektivat e
pjesmarrjes né panair (dhe sigurisht dhe nga volume e buxhetit). Né parim, njé stendé e zéné, ku
kalojné shumé vizitoré, éshté opsioni mé i miré pér marketingun e produktit. Nése komunikimi me sa
mé shumé vizitoré éshté objektivi i pjesmarrjes, njé stendé né formé ishulli, éshté opsioni mé |
pérshtatshém. Megjithaté, né kété rast, stenda kérkon njé dizajn térheqés dhe aftési shumé té mira
komunikuese té stafit. Né rast se fokusi i pjesmarrjes, éshté né komunikimin dhe né rrjetézimin
intensiv, duhet zgjedhur njé vendndodhje mé e geté. Né kété rast njé stendé gendrore éshté mé e
pérshtatshme.

Organizimi i pjesmarrjes
Né vijim do té jepet informacion praktik pér pérgatitien e procesit té pjesmarrjes né panair. Duhet

theksuar, se pér shkak té shuméllojshmérisé sé panaireve té ndryshme, éshté e mundur té jepet
vetém késhillim i pérgjithshém, i cili pastaj duhet pérshtatur sipas panairit specifik.

Pregatitja e materialit promovues

Pérpjekje té vecanta duhen kushtuar pér pérgatitien e materialeve promovuese sepse kéto (bashké
me dizajnin e stendés) jané pérgjegjése pér pérshtypjen e paré t& kompanisé dhe éshté aty ku procesi
i komunikimit fillon sé& pari. N& parim, materialet promovuese duhet té jené né linjé me géllimin e
pérgjithshém té pjesmarrjes né panair dhe me identitetin e kompanisé. Materialet promovuese jané
thelbi i mesazhit té produktit dhe kompanisé drejt klientévé té sé nesérmes dhe zakonisht krijon njé
pérshtypje qé zgjat. Shembuj t&é mesazheve té tilla mund té jené ‘besueshméri’ ‘cilési’, ‘inovacion’
madje edhe ‘Shqipéria éshté joshése dhe ndryshe’. Format tipike t€ materialeve promovuese jané
broshura, fletépalosje, katalogé ose postera. Zakonisht edhe njé prezantim né powerpoint ose nje film
promovues mund té shérbejé pér té theksuar tiparet e produktit ose kompanisé. Prezantimi mund té
pérdoret ose pér té treguar shembuj t& miré pér klientét e mundshém ose té shérbejé si sfond gé
pérséritet né vijimési né stendé.Té gjitha kéto materiale promovuese duhen pérgatitur né ményré
profesionale.

Pregatitja e modeleve (mostrave)

Né varési té llojit té panairit apo té produktit, éshté me vleré gé produkti t'u tregohet veté klientéve
potencialé. Paragitja e mostrave éshté me réndési té vecanté né rastet kur produkti ka tipare unike té
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cilat mund té vlerésohen vetém nése shihen apo preken nga klienti. Pé&r mé tepér, nése klientéve u
jepen mostra, kjo gjé I& pérshtypje t& miré te ata.

Dizajni i stendés

Dizajni dhe pérshtypja respektive gé Ié stenda tek vizitorét, jané njé nga faktorét e suksesit té
pjesmarrjes sé panairit. Si né rastin e pérmendur mé sipér, pérgatitia e materialeve promovuese,
identiteti i korporates dhe objektivat e pjesmarrjes né panair, jané pércaktues pér drejtimin e dizajnit té
stendés. Né parim, ekzitojné tri mundési pér dizajnin e stendés:

= Dizajn bazik ose pothuaj aspak. Mobiljet pérbéhen nga njé tavoliné dhe njé numér karrigesh
sé bashku me disa postera dhe materiale té tjera promovuese. Ky éshté version méi liré por
zor se |é ndonjé pérshtypje té veganté tek vizitorét.

= Krijimi i njé stende profesionale (edhe nga veté kompania, nése ka aftési kreative brenda saj)
duke pérdorur material ekspozues té dizajnuar enkas pér kété géllim. Kéto materiale mund té
pérdoren pa patur nevojé pér njé shérbim dizajni. Shumica prej tyre jané té palosshme dhe
mund té merren me vete nga eksportuesi né panari ose té€ dérgohen mé paré.

= Pérdorimi i njé shérbimi té dizajnit g& éshté i fokusuar né industrinée ekspozitave dhe mund té
zhvilloje né meényré profesionale njé stendé té dizajnuar pér té maksimizuar impaktin e
stendés. Kjo alternative &shté mé e shtrenjta ndér té gjitha.

Organizimi i transportit

Pér organizimin e transportit mund t& merret né konsideraté njé kompani transporti e specializuar qé
bén shpérndarjen e mallrave me mjetet e saj. Kompania duhet t& garantojé shpérndarjen né kohé té
materialeve drejtpérdrejt né panair. Nuk ka mé keq sesa té kesh mbérritur né panair duke ditur gé
materialet promovuese, mostrat dhe té tjera materiale nuk kané ardhur ende ose kané& mbérritur té
démtuara ose thyera. Disa kompani shpérndarése gé ofrojné kété shérbim né Shqipéri, jané listuar né
shtojcé.

Nése materialet do duhet té kthehen né Shqipéri pas panairit, ATA Carnet duhet porositur né kohé.
ATA Carnet éshté njé dokument gé zakonisht lIéshohet nga Unioni i Dhomave té Tregtisé dhe
Industrisé né Shqipéri gé lejon marrjen e disa mostrave pa paguar taksa doganore pér to, pér sa kohé
ato do té kthehen sérish né Shqipéri. Taksat doganore né vendin organizues duhen paguar pér ¢do
produkt gé mbetet jashté vendit.

Stafi

Zakonisht dy veté géndrojné né stendé, por kjo varet nga madhésia e saj. Si zgjedhje e paré, éshté
stafi i kompanisé gé ka njohje té mirat té produkteve t& ekspozuara. Né rastin e pjesmarrjes né njé
panair ndérkombétar, éshté e domosdoshme gé personat né stendé té komunikojné anglisht.
Megijithaté, disa aktivitete kérkojné asistencé té jashtme (p.sh montimi e gmontimi i stendés, instalimet
elektrike dhe teknike). Nuk duhet harruar té shtohen edhe kéto shpenzime né buxhétin e
pérgjithshém té panairit.

Pagesat né panair

Né disa panaire éshté e mundshme qé produktet té shiten drejtpérdrejt. Né kété rast, duhet marré njé
vendim se si do té paguajné klientét. Me para né doré éshté zgjidhja mé e lehté por zakonisht pagesat
me karta krediti jané mé té shpeshta. Pér mé tepér, né disa vende, pérdorimi i sasive t&¢ médha té té
hollave me para né doré éshté i kufizuar pér shkak té politikave kundrejt pastrimit té parave.
Organizimi i njé makine piké-shitjeje pagese elektronike, éshté njé tjetér mundési. Alternativé tjetér
éshté pagesa online, né rast se fagja e webit e kompanisé éshté e ndértuar me opsionin e pérdorimit
té kartave té kreditit pér blerje.

Ndjekja e métejshme
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Njé ndjekje e métejshme &shté thelbésore pér dy arsye:

= Vlerésim i pjesmarrjes (mbi bazén e objektivit té formuluar) dhe vendimi né lidhje me
pjesmarrjen né panaire té tjera tregtare.

= Konsolidimi i kontakteve té vendosura né panair.

Pika e dyté éshté e njé réndésie té vecanté pér sa i takon proceseve vijuese eksportuese duke gené
se panairi zakonisht pérbén vetém pikén e paré té kontaktit dhe nuk ka shumé gjasa gé klientét
potencial ta kontaktojé eksportuesin. Ményra me eficenté éshté duke i kontaktuar ata me emalil
menjéheré pas ekspozités. Né kété email eksportuesi duhet t'i falenderojé ata pér vizitén né stendé
dhe t'i kujtojé ata pér mundésiné e takimit. Eshté e réndésishme té theksohet interesi pér té vendosur
lidhje pér njé treg pér produktin dhe — nése do té jeté e nevojshme — pérfshirja e agjentéve tregtaré
ose dhe/klientéve. Pyesni, nése ata jané té interesuar pér produktin (dhe nése jo tani, ata mund té
jené né té ardhmen?). Nése ata duan informacion té€ menjéhershém pér produktin, ata duhet té
pérfshihen né listén e kontakteve ku shpérndahet gazeta elektronike e kompanisé ose t'u dérgohen
emaile rastésore duke mbajtur késhtu njé lidhje té rregullt me ta.

Né rast se né panair ka patur njé diskutim té drejtpérdrejté, duhet pérfshiré dhe njé pérshkrim i
shkrutér i diskutimit dhe i duhet dhéné klientit potencial, informacioni i premtuar. Nesé gjaté bisedés,
jané diskutuar mundési konkrete biznesi, éshté e arsyeshme gé t'u dérgohet atyre propozimi specifik.
Megjithaté, duhet patur parasysh se panairet jané vende ku konkurrentét mbledhin informacion
gjithashtu, prandaj éshté e réndésishme té jeni t& vémendshém nése jeni duke i dhéné informacion
konkurrentéve tuaj. Njé véshtrim i shpejté né fagen e tyre mund t’ju japé mé shumé informacion pér
natyrén e biznesit té tyre.

Mbéshtetja e AIDA-s

AIDA — Agjensia e Zhvillimit té Investimeve Shqiptare (www.aida.gov.al) mbéshtet zhvillimin e
sipérmarrjeve té vogla e t&€ mesme (NMV-té ) dhe eksporteve shgiptare duke mundésuar pjesmarrjen
e tyre né panaire tregtare.

Departamenti i NVM-eve dhe Zhvillimit t& Eksporit prané AIDA, ofron shérbime né ndihmé té
bizneseve, qé pérfshijné:

= Pjesmarrje né panaire tregtaré ndérkombétaré, ekspozita, etj.

= Ofrimin e granteve geveritare;

= |dentifikimin e tregjeve té reja pér eksportuesit shqiptaré ose pér importues t&€ mundshém jashté
vendit;

= Kurse trajnimi professional;

= Certifikim produktesh.

Stafi i iIAIDA-s éshté né dispozicion té kompanive gé kérkojné shogérim professional gjaté gjithé
fazave té zhvillimit té biznesit té tyre dhe kéto shérbime ofrohen falas.

Pér mé shumé informacion ose asistencé, kontaktoni né sme@aida.gov.al

Grantet e AIDA-s:
http://aida.gov.al/pages/aidas-funds

Programet geveritare mbéshtetése dhe instrumenta financimi
http://aida.gov.al/pages/support-programs-governmental-instruments
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Financimi i tregtise

Financimi i tregtisé, si produkt me vete, &shté njé nga mé té réndésishmit e tregtisé. Financimi i
tregtisé éshté i lidhur me rrezige. Si rrjedhojé, kompanité duhet t& marrin né konsideraté financimin e
tregtisé duke gené gé hiznesi i tyre bazé éshté prodhimi i mallrave dhe shérbimeve dhe jo ndérmarrja
e rrezigeve financiare. Kompania mund ta kontrollojé rrezikun e prodhimit dhe rrezige té tjera té
brendshme. Megjithaté, rreziget financiare té kompanisé, sidomos né eksport, nuk duhen
nénvlerésuar dhe kompanité shpesh nuk jané miré té pajisura pér t'i mbajtur né kurriz kéto rrezige.

Financimi i tregtisé éshté i pérbéré nga instrumenta gé shogérojné aspektet financiare té tregtisé
ndérkombétare. Ato pérbéjné shtyllén kurrizoré duke gené se zakonisht lehtésojné transferimin e
mallrave tek klientét dhe né ményré simultane sigurojné gé eksportuesi té riinvestojé paraté. Né
kapitujt vijues, instrumentat mé té réndésishém té financimit té tregtisé do té shpjegohen mé me
detaje”. Konkretisht, ato ofrohen nga njé numér bankash né Shaqigéri, por — si¢c déshmoi anketa joné
me sipérmarrjet shqiptare, mbi bazé té sé cilés ndértuam kété udhézes — eksportuesat jané hezitues
pér t'i pérdorur ato .Kjo duket disi e cuditshme, sepse né kété rast, kompanité shqgiptare marrin mbi
veté gjithe rrezikun e investimit (shpérndarjen e mallrave sé& pari dhe marrjen e parave mé pas).Né
rastin e marrédhénieve té reja té biznesit ose té tregjeve té pasigurta, kjo strategji éshté e rrezikshme.
Si rrjedhojé, éshté e rekomandueshme, qé té kontaktohet njé banké gé ofron instrumenta tregtaré
financimi (shih listén e institucioneve shqiptare né aneks) dhe diskutoni mundésiné e mbéshtetjes
financiare.

Funksionet bazé té financimit té tregtisé jané pagesat, financimi dhe reduktimi i rrezigeve. Kapitulli
vijues fokusohet né anén e financimit té tregtisé€, pérpara sesa té shpjegohen metodat tradicionale té
pagesave. Pér njé eksportues pyetja themelore éshté, sigurisht, si t¢ mund té gjejé paraté pér
produktet e tij.

Llojet e kreditimit té eksporteve

Kreditimi Tregtar

Njé kredit tregtar E€shté njé kredi afatshkurtér gé jepet nga eksportuei pér klientin e tij, né ményré gé ky
i fundit té realizojé njé transaksion tregtar. Eshté ményra mé efektive pér té financuar njé transaksion
tregtar dhe paraget nje burim té réndésishém financimi pér importuesin. Megjithaté né kété rast,
rreziku i mos pagimit, mbartet krejtésisht nga eksportuesi. Maturimi i kredive té tilla, zakonisht zgjat tre
muaj, pavarésisht se maturime edhe mé afatagjata, jané t& mundshme. Kjo marréveshje éshté pjesé e
kontratés sé eksportit (shih shtojcén 12.4 — model kontrate, termat e pagesés) dhe zakonisht nuk
pérfshin dokumenta té vecanté ligjoré ose dhénien e garancive. Kreditétregtare jané né pjesé e
réndésishme né procesin e shitjeve si pér tregun e brendshém ashtu dhe pér até ndérkombétar dhe
pérmirésojné pozicionin negociues té shitésit. Kostoja e dhénies sé njé kredie tregtare duhet té
pérfshihet né ¢mimin e shitjes.

Llojet e kredisé pér eksport Pérkufizime E zbatueshme

Promissory Note/ Dokument i vecanté, né té cilin Zbatueshméria ligjore éshté

Dokument premtimi importuesi premton té relativisht e larté. Eshté me
kryejépagesén vleré né rastet kur eksportuesi

nuk éshtéi sigurté pér klientin e
tij.
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Cash in Advance/ Parapagim Kredi nga Importuesi Nése importuesi éshté
krejtésisht i panjohur

4.1.2

4.1.3

4.1.4

4.1.5

Overdraft dhe Kredi afatgjaté Kredi nga banka Nése banka pranon
marréveshjen e eksportit si njé
lloj sigurie pér krediné

Tabela 4: Llojet e Kredive pér Eksport
(Tabela bazuar né ITC 2009)

Promissory Notes/dokumenti i premtimit

Né Dokumentin e premtimit huamarrési (Importues) premton té pagujé njé sasi té caktuar. Ky
dokument pérmban té gjitha elementét e réndésishém té detyrimeve gé duhen paguar (sasiné,
normén e interest, datén e maturimit, vendin dhe kohén kur é&shté léshuar, firmén e léshuesit). Pér
huadhénésin (eksportuesin), ky dokument pérbén njé evidencé té sigurté pér detyrimet paguese té
importuesit. Pérparésité e pérdorimit té€ njé dokumenti té tillé, lidhen me shkallén e larté té formalizimit,
fugia ligjore ekzekutuese e tij, éshté e larté. Shembuj té kétyre dokumentave jané lehtésisht té
gjetshém né internet. Megjithaté, éshté e késhillueshme, gé teksti pérfundimtar té diskutohet me njé
avokat.

Bill of Exchange/deklaraté shkémbimi

Ky dokument éshté njé instrument qé pérfshin instruksion pagues i pakushtézuar né kohé té caktuar.
Eksportuesi duhet ta kérkojé kété instrument, nése ai ka filluar t& punojé me njé importues té ri dhe ka
dyshime serioze pér aftésiné paguese té importuesit. Teksti i kétij dokumenti pérfshin udhézimet e
pagesés, emrin e personit ose kompanisé, e cila duhet té paguajé, datén e pagesés, vendin e
pagesés, emrin e personit, i cili merr paraté, daten dhe vendin dhe nénshkrimin e Iéshuesit. Dallimi
mes njé promissory notedhe njé bill of exchange éshté se e dyta éshté lehtésisht e transferueshme.
(pér shembull mund té shitet).

Cash advance/Parapagimi

Eksportuesi merr té ploté sasiné e pagesés pér porosiné gé duhet té plotésojé paraprakisht dhe pér
rriedhojé siguron njé financim té favorshém né procesin e prodhimit. Né kété rast, té gjitha rreziget i
mbeten né kurriz importuesit. Kjo metodé éshté pérdorur rregullisht né rastet kur éshté njé
marrédhénie e re me importues té panjohur ose kur behet eksport me tregje té pasigurta. Njé version i
késaj skeme, éshté njé pagesé domethénése e ulur, gé mbulon sé paku, njé pjesé té kostove té
prodhmit. Kjo e fundit éshté njé mjet standard né realizimin e projekteve ndérkombétare.

Discounting receivables (DR)/ Zbritje e arkétueshme

Né kété rast, eksportuesi i shet té ardhurat e pritshme tek njé banké, e cila né té ardhmen vepron si
kreditor. Pér kété ményré, té ardhurat e pritshme duhet té jené té transferueshme. Ky éshté rasti i Bill
of Exchange. Sidoqofté, eksportuesi merr me pak sesa vlera e sasisé sé mbetur. Kjo diferencé quhet
norma e zbritjes dhe éshté rrezik i larté pér bankén.

Norma e zbritjes varet nga faktoré t& maturimit dhe té volumit té kredisé dhe né ményré té vecanté
besueshméria pér kredimarrje e eksportuesit. Si pasojé, eksportuesi duhet t'u japé kredi vetém atyre
klientéve me besueshméri té€ miré dhe éshté e késhillueshme gé ta diskutojé kété gasje me bankén
paraprakisht. Pér shkak té politikés sé riskut, norma e zbrities mund té variojé nga njéra banké te
tjetra dhe éshté e késhillueshme té pyetet pér oferta t& ndryshme.

Né kuadér té kétij instrumenti njé element dallues é&shté i réndésishém pér ekportuesin. Zakonisht
banka éshté pérgjegjése pér mbledhjen e borxhit. Kjo qasje quhet zbritje e té ardhurave té pritshme
pa zgjedhje dhe pér kété ekportuesi nuk mbart rrezik. Megjithaté, né disa raste eksportuesi duhet t'i
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paguajé paraté mbrapsht né rast se importuesi nuk i kryen pagesat. Me kété variant (i quajtur zbritje
me zgjedhje) eksportuesi mbart rrezikun e ploté t&é mos pagimit.

Overdrafti dhe kredité afatgjata

Perspektiva e njé projekti premtues eksporti mund té pasurojé kredibilitetin pér kredimarrje té
eksportuesit né bankén e tij. Né kété rast, éshté e mundur qé fonde shtesé pér kredi t'i jepen nga
institucioni kredidhé&nés. Instrumentat mé tipiké pér kété jané rritja e overdraftit dhe kredi afatgjata.

Pér shkak té kostove té larta gé ka pérdorimi i overdraftit duhet t&é merret né konsideraté vetém pér
investime afatshkurtra si pér shembull financim i kapitalit garkullues. Kredité afatshkurtra jané njé
variant mé i miré. Termat e tyre variojné né varési t& bankés dhe vecanérisht nga historiku i
eksportuesit. Ato mund té pérfshijné mundésiné pér disbursime dhe ripagime fleksibél. Zakonisht kéto
kredi kané périudhé& maturimi njé vit. Por megjithaté, té dy instrumentat kérkojné dokumenta shtesé
garancie nga ana e bankés.

Metodat e pagesés

4.2.1 Parapagimi

Parapagimi éshté njé ményré e réndésishme pagesé. Zakonisht kjo béhet e mundur me transferta,
cek ose karta krediti t&é posacme pér kété géllim. Kjo e fundit éshté bazé e pagesés népérmjet
internetit. Pagesat me ¢ek kané disavantazhin sepse koha e marrjes sé parave mund té zgjasé. Kjo ka
gjithashtu njé rrezik gé ¢ceku mund té mos jeté i mbuluar nga importuesi dhe t& mos njihet nga banka e
importuesit.

Metodat e pagesave Pérkufizime E zbatueshme

Letter of Credit (L/C) Angazhim i bankés pér té béré Nése eksportuesi éshté |
Letér Kredi pagesén né emér té importuesit  pasigurté pér fuginé
kredimarrése té importuesit

Parapagim Kredi nga importuesi Nése importuesi éshté krejtéisht
| panjohur

Tabela 5: Llojet e Metodave té Pagesés
(Burimi: ITC (2009))

4.2.2 Letér Krediti (L/C)

Njé letér Krediti (L/Cs) éshté angazhimi i bankés pér té paguar njé sasi té caktuar parash né ditén e
caktuar pér llogari té importuesit. Pagesa béhet vetém né bazé té termave té réné dakort né L/C té
cilat jané pércaktuar né dokumentat gé duhen dorézuar nga banké nga ana e eksportuesit. Termat
jané dakortésuar mes eksportuesit dhe importuesit paraprakisht. Kur eksportuesi i dorézon kéto
dokumenta né banké (shih Figurén mé poshté pér njé véshtrm té pérgjitshém té dokumentave té
domosdoshém) ai merr paraté e tij pa mundési pjesmarrjeje nga ana e importuesit. Ky dokument
redukton rrezikun e mos pagesés nga ana e eksportuesit dhe pér pasojé duhet pérdorur pér
marrédhénie eksporti ende té pakonsoliduara miré ose pér eksport me tregje té pasigurta.

Megijithaté, eksportuesi tanimé& mbart rrezikun gé bankat e huaja té déshtojné né realizimin e
detyrimeve té tij. Gjithashtu, mund té jeté e mundur gé banka e huaj, e cila éshté zakonisht banka e
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importuesit, té& interpretojé rezultatnin e transaksionit né favor té Klientit té tij dhe té refuzojé té
paguajé. Si rrjedhojé, eksportuesi duhet té pranojé L/C nga banka té konsoliduara me pérvoja né
transaksionet ndérkombétare.

Transaksionet L/C mund té pérmblidhen si mé poshté:

2) Importuesi (blerési) aplikon pér njé L/C nga njé banké(quhet banka léshuese)

4) Banka késhilluese konfirmon gé L/C éshté né rregull

6) Eksportuesi dorézon dokumentat e dérgesés tek banka konfirmuese pér té provesuar me pagesén.

8) banka léshuese léshon dokumentat me géllim gqé importuesi té marré mallrat

10) banka konfirmuese transferon paraté tek eksportuesi.

Tabela 6: Procesi i letrés se Kreditit
(Burimi: ITC (2009, fg. 32))

Eshté shumé e réndésishme té dihet se banka do té paguajé eksportuesin pas paragities sé
dokumentave té pércaktuar né L/C sepse ato jané evidencé qé eksportuesi ka prodhuar, ngarkuar dhe
nisur dérgesén me mallra. Eksportuesi duhet té zgjedhé me kujdes natyrén dhe pérmbajtjen e
dokumentave. Nése ai paraget dokumenta té ndryshém, banka e tij mund ti kérkojé bankés sé
importuesit dhe veté importuesit lejé para se ta paguaje ekportuesin. Zakonisht kéto dokumenta
verifikohen nga té dyja bankat. Dokumentat mé té zakonshém pér transaksionet L/C jané paragitur né
Figurén vijues dhe jané shpjeguar mé gjeré né fjalor. Duhet theksuar, megjithaté gé llojet e
dokumentave pércaktohen nga marréveshja konkrete e eksportit.
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‘ Dokumentat ‘

L/C

Figura 10: Dokumentat e zakonshém pér L/C

Konfirmimi i L/C

Nése eksportuesi nuk éshté i sigurté pér gjendjen e bankés Iéshuese té L/C ose nuk éshté né gjendje
gé té vlerésojé besueshmériné pér kreditim té kétij institucioni, ai mund té kérkojé njé konfirmim nga
banka e tij. Né kété rast eksportuesi paraget dokumentat gé banka konfirmuese duhet té paguajé,
nése dokumentat jané né rregull. Procedura dhe kérkesat jané té njéjta si né rastin e L/C pa
konfirmim. Rreziku i t& mos paguarit vjen nga banka e eksportuesit e pér pasojé duhet paguar njé
tarifé tek banka konfirmuese. Vlera e késaj tarife varet nga besueshméria e bankés, rreziku i vendit ku
gjendet kjo banké si dhe nga sasia e L/C dhe nga maturimi.

Pérmbledhja e dokumentave (D/C)

Ky instrument garanton gé eksportuesi i merr té hollat, duke gené se importuesi e ka si hap té paré
kryerjen e pagesés pérpara sé té marré mallrat e ekportit. Procedura éshté si né vijim:

= Eksportuesi paraqet dokumentat e dérgesés dhe té dorézimit tek banka e tij.

= Kéto dokumenta do té verifikohen dhe mé pas do té dérgohen né bankén e importuesit.

= Importuesi paguan pér mallrat

= Banka e importuesit ia dorézon dokumentat importuesit dhe ai merr mallrat e eksportuara.
= Paraté do té transferohen né bankén e eksportuesit dhe ai do té& paguhet.

Sidogofté ka njé rrezik gé importuesi nuk i pranon mallrat dhe falimenton. Né kété rast, eksportuesi
duhet té synojé té gjejé njé tjetér blerés té castit té fundit ose t'i transportojé mallrat, mbrapsht. Té dyja
alternativat mund té jené té kushtueshme.
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4.2.5 Llogari Tregtare (Trade Credit)

Shih kapitullin pér kreditin e tregtis€. Né piképamje té pjesés gé z&é né treg, vecanérisht né Amerikén e
Veriut dhe né Europé, llogaria e hapur &shté njé nga ményrat mé té réndésishme té pageseés.

Sé fundmi, duhet theksuar sérish se thelbi i financimit tregtar éshté zvogelimi i rrezikut pér
eksportuesin ashtu si edhe pér importuesin. Figura né vijim jep pamje té niveleve té ndryshme té
rrezikut marré nga eksportuesi né varési té instrumentit financues tregtar.

‘ Llogari e

Hapur

. Pérmbledhje
dokumentash

‘ Letér krediti

J Parapagim
cash

Figura 11: Diversifikimi i rrezikut né financimin e eksportit
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Ceshtje Ligjore

Nése biznesi i eksportit shkon miré, céshtjet ligjore jané té njé interesi dytésor pér eksportuesit.
Sidogofté, nése éshté e nevojshme qé céshtjet té sqarohen dhe detyrimet e té drejtat e partneréve né
biznes té rishikohen, aspektet ligjoré té tregtisé mes vendeve pértej kufinjve, marrin réndési té njé
natyre té vecanté. Ashtu si né legjistlacionin vendas, edhe né tregtiné ndérkufitare.

Disa aspekte ligjore éshté e réndésishme té& mbahen parasysh nga ana e eksportuesve si njé masé
sigurie pér rreziget e mundshme gé mund té shfagen si pasojé e aktiviteteve tregtare. Né seksionin
vijues té késaj guide do té merren né vémendje disa nga keto aspekte te cilat vlerésohen si té njé
réndésie themelore. Kontratat e eksportit jané the “legal front load” né céshtjet e eksportit dhe ankesat
e tregtisé sé jashtme jané back-loading” pér zgjidhjen e céshtjeve t&€ mundshme mes aktoréve né njé
biznes té tregtisé e transportit.

Kontratat e Eksportit / Export Contracts

Njé kontraté e shkruar mire éshté njé parakusht pér njé transaksion té sukseshém eksporti.Ajo duhet
pérgatitur dhe diskutuar me importuesin paraprakisht e né kohé té arsyeshme. Edhe pse, né ményré
té vecanté né rastin e transaksioneve té vogla e té thjeshta, hartimi i projekteve té eksportit né bazé té
faturave proforma (shih fjalorthin) éshté né njé diskutim t& metéjshme, shpesh njé masé shtrénguese,
kontrata e eksportit ndihmon pér té shmangur kegkuptimet. Kjo ndodh pér shkak se kontratat e
ekportit pércaktojné té drejtat dhe detyrat e té dy paléve, e pér pasojé, kufizojné hapésirat pér procese
gjygésore mé voné.

Kontrata e eksportit do té hartohet mes dy kompanieve nga vende té ndryshme té cilat kané sisteme
politike, ligjore e sociale t& ndryshme. Pér mé tepér, vlerat apo pérqgasjet e biznesit mund té dallojné
nga ményra se si bé&het biznes né Shqgipéri. Pér pasojé, éshté e réndésishme gé kontratat té
formulohen sa mé sakté té jeté e mundur. Kontrata e eksportit bazohet né parime ndérkombétare dhe
u referohen tregtisé ndérkombétare.Termat themeloré gé pérdoren bazohen né Incoterms (shih
fialorthin) Incoterms (see glossary). Shtylla kryesore né kontrate biznesi pércaktohen né strukturén e
kontratés. Né vijim, jané céshtjet kryesore gé& pérbéjné elementét mé té réndésishém té kontrtés:
pérshrkirmi i mallrave, koha e shpérndarjes, ¢mimi dhe kushtet e pagesés dhe dokumentat e
domosdoshém. Njé listé kontrolli e elementéve mé té réndésishme gjendet né fund té kétij materiali si
shtojcé.

Vémendje e vecanté né kontratén e ekportit, i duket kushtuar ligjit gé do té jeté i zbatueshém né rastin
e kontratés dhe vendit ku do té zgjidhen mosmarrjeshjet, si dhe pasojave gé rrjedhin nga kéto dy pika.
Zakonisht vendi gé merret si reference pér sa mé sipér né kontraté mund té jeté vendi i eksportuesit
por edhe i importuesit. Megjithaté, té dy anét mund té hezitojné té shkojné né gjykatat e secilit prej
vendeve. Ka njé numér arsyesh pér kété dukuri. Procedurat e proceseve gjygsore, formalitetet dhe
kérkesat pér dokumentacionin pérkatés, mund té jené té ndryshme nga Shqipéria.Pér t'u pérshtatur
me kéto kérkesa duhet shumé kohé&, burime dhe...'nerva’ té cilat, té gjitha sé bashku mund té
investohen diku tjetér. Njé tjetér faktor i réndésishém éshté pérkthimi i gjithé dokumentacionit né
gjuhén e gjykatés sé vendit t& huaj. Gjithashtu, eksportuesi nuk do t& mund ti ndjeké té gjitha
proceset gjygsore, ¢cka e bén té véshtiré vlerésimin nga ana e tij e rezultatit té& procesit gjyqsore sepse
ai nuk arrin t'l kuptojé detajet e gjyqit. Sé fundmi, eksportues mund té keté dyshime serioze né cilésiné
e sistemeve gjygsore té vendit té importuesit. Nj& mirékuptim mes palévé né kété piké té
réndésishme, éshtél domosdoshém sepse dakortésia dhe vendimise cili ligj dhe né cilin vend do té
zgjidhen mosmarrveshje té mundshme, pérbéjné kornizén e zgjidhjes sé problemeve né té ardhmen.
Nésé tédy palét nuk arrijné té pajtohen pér forumin né njérin nga vendit, mund té pércaktohet gjykata
e njé vendi té treté.

Eshté protokoll i zakonshém pune gé importuesat e médhenj, té diktojné termat e kontratés (p.sh ligjin
e zbatueshém) — né sajé té pushtetit té tyre né treg.Pér kété arsye, eksportuesit i duhet t'i kuptojé
termat me té cilat do té béjé biznes.Nése gjérat shkojné keq, éshté e késhillueshme gé& menjéheré
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eksportuesi té késhillohet me njéavokat.Kjo duhet béré edhe né rastin kur kontrata éshté komplekse
dhe kur pjesé té kontratés nuk jané krejt t& qarta.Ky avokat duhet té jeté familjar me ligjet e tregtisé
ndérkombétare dhe me ligjet e tregut pérkatés eksportues. Edhe pse avokaté té tillé jané té shtrenjté,
mund té jeté me ekonomike té investohen kéto para né fillim té procesit pér ta kuptuar até si¢c duhet e
pér té shmangur kegkuptime té ndryshme, sesa té shkohet né procese gjygsore mé pas.

Mosmarréveshjet e Tregtisé sé Huaj

Edhe pse zgjidhja e kontratés nuk éshté gjéja e paré gé i shkon né mend eksportuesit nga Shqipéria,
&shté e réndésishme gé ai ta keté parasysh se mund té dalin problem pérgjaté zbatimit té njé projekti
eksporti. Pér rrjedhojé, pérfshirja e metodave té zgjidhjes né kontraté &shté njé hap i réndésishém. Né
parim, jané tri situate né kuadér té té cilave zgjidhen mosmarveshjet tregtare.:

= Proceset gjygsore / Court litigations,
= Arbitrazhi/ Arbitration
= Ndérmjetésimi/pagétimi Mediation/conciliation™.

Dy qasjet e para jané procese juridike té cilat kané autoritetin t& ndérmarrin vendime té detyrueshme
pér t'u zbatuar. Pér eksportuesin kjo ka avantazh sepse éshté detyruese ndaj improtuesit. Ndérsa
metoda e fundit éshté e bazuar né vullnetin e miré té paléve.

Duhet theksuar se njé arsye gé shkakton mosmarrveshjet né shumé raste lidhet me piképamjet e
ndryshme @& kané palét mbi aspekte teknike té projektit t€ eksportit. Né kété rast éshté e
késhillueshme prania e njé pale té treté té jashtme e té pavarur gémund té shmangé pérshkallézimin e
métejshém té mosmarrveshjeve dhe pér pasojé té parandalojé njé proces té kushtueshém gjyqgsor.

Proceset gjyqgsore

Proceset gjygsore kané pérparési sepse gjykatat ndérmarrin vendime gé jané detyruese dhe zbatohen
me forcé ndaj importuesit. Me t&j, pritshmérité jané qé né njé vend té zhvilluar, vendimi i marré té jeté i
drejté. Megjithaté, vendimet e gjykatave mund té kené disa disavantazhe:

= Kosto té konsiderueshme pér avokatét, opinionet e ekspertéve, pérkthimet, etj.

= Zgjatje té procedurave gjygsore (vecanérisht né rastet kur vendimi i njé gjykate éshté
apeluar).

= Njohja ndérkombétarisht e nje vendimi té dhéné nga gjykata mund té jeté e véshtiré.
Zakonisht kjo ndodh, vetém né rastet kur ka marréveshje dypaléshe més vendeve té pérfshira
né kété process.

Arbitrazhi

Arbitratrazhi éshté mekanizmi alternative mé i zakonshém pér zgjidhjen e mosmarrveshjeve né
tregtiné ndérkombétare .Pérparésia kryesore e kétij mekanizmi éshté zbatueshmeéria
ndérkombétare.Kjo ka ardhur si rezultati | Konventés sé Nju Jorkut mbi Njohjen dhe Zbatueshmériné e
arbitrazhit pér kontratave té huaja (1958) e cila né thelb rregullon zbatueshmériné detyruese té
vendimeve té arbitrazhit. Shumé vende e kané nénshkruar kété Konventé dhe si rrjedhojé, kané
pranuar zbatimin e vendimeve nga gjykatat e arbitrazhit né vendet e tyre.

Cfaré éshté arbitrazhi?

Arbitrazhi éshté njé proces jo juridik pér zgjidhjen e mosmarrveshjeve qé shogérohet nga organizata
jogeveritare dhe té pavarura. Né sajé té konventés sé sipérpérmendur, Ky institution ka pushtetin pér
té marré vendime detyruese. Zakonisht procedura éshté mé pak formale sesa njé proces gjygsor.
Pérparési té tjera té arbitrazhit jané:
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Procesi i pérshtatet nevojave té té dy paléve
Shkallé mé e larté e ekspertizés
Besueshméri mé e larté

Periudhé& mé e shkurtér e procesit

Hapésiré mé e shkurtér pér apelim.

Disavantazhi mé i madh jané kostot e konsiderueshme té njé procesi arbitrazhi.

Si funksionin arbitrazhi

Si hap i paré, pala ankimuese duhet té informojé palén tjetér pér géllimin e saj pér ta zgjidhur
mosmarrveshjen me ané té arbitrazhit. Zakonisht njé mundési e tillé éshté pjesé e kontrétés sé
eksportit. Pala tjetér ka disa dité kohé pér t'u pérgjigjur. Nése nuk ka reagim zgjidhen arbitrat dhe fillon
sesioni i dégjimit t& paléve. Ményra se si vijon ky proces éshté e parashikuar né kontraténe shumicén
e rasteve dhe pjesmarrja e té dy paléve, eksportuesit dhe importuesit éshté e domosdoshme.

Procesi i arbitrazhit né parim éshté i ngjashém me njé proces gjygsor (paraqgitja e evidencave, dégjimi
i déshmitaréve, argumentat e secilés palé, etj). Megjithaté, shumé prej kétyre hapave jané mé pak
formalé dhe shumé mé té thjeshté sesa né rastin e njé procesi standart gjyqsor. Kjo lehtéson arritjen
mé té shpejté e mé efektive té rezultateve pér zgjidhjen e mosmarrveshjeve. Edhe njoftimi i vendimit
béhet i njohur né kohé& mé té shkurtér.

Ndérmjetésimi/pagétimi

Népérmjet késaj ményré, té dy palét kérkojné njé person té treté pér té zgjidhur konfliktin. 1
ashtuquajturi ‘ndérmjetésues’ béhét tanimé pjesé aktive e zgjidhjes sé procesit té konfliktit. Ai
menaxhon procesin né ményré aktive dhe u shpjegon té dyja paléve cfaré éshté e nevojshme té béhet
pér té zgjidhur mosmarrvjshjen. Né rast se gjendet njé terren i pérbashkét, t& dy palét dhe
ndérmjetésuesi nénshkruajné njé marréveshje zgjidhjeje.

Brenda kétij procesi ndérmjetésimi njé palé e treté béhet pjesé e zgjidhjes sé konfliktit. Megjithaté, né
kété rast, roli i ndérmjetésuesit Eshté mé tepér pasiv dhe prej tij pritet gé té organizojé procesin dhe té
lehtésojé njé bashkébisedim normal. Zgjidhja e problemit do duhet té gjendet nga veté palét nékonflikt
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Marreveshjet e tregtise se lire (MTL) dhe tarifat

Njé marréveshje e tregtisé sé liré (MTL) pritet té lehtésojé tregtiné e mallrave dhe shérbimeve mes
véndeve pjesmarrése né té. Marréveshjet ekzistuese synojné té reduktojné tarifat dhe kuotat dhe té
ashtuquajturat barriera jo-tarifore (NTMS non-tariff barriers). Kéto tarifa zbatohen pér t& mbajtur larg
produktet e véndeve konkurruese, p.sh me kérkesén pér standarde té vecanta ose rregulla té
ndryshme pér mallrat e importuara. Pér rrjedhojé, ideja e marréveshjeve té tregtisé sé liré né thelb
éshté gé, duke zvogéluar barrierat me volume mé té larta té tregtisé té rriten mes vendeve té pérfshira
né kéto marréveshje.

Eksportuesit shqiptaré pérfitojné nga njé numér i konsiderueshém i marréveshjeve tregtare qé
pérfshijné rregjime tregtare preferenciale. Té tilla rregjime preferenciale mund té jené dypaléshe ose
shumé paléshe. Rregjime dypaléshe ekzistojné me BE, CEFTA, EFTA dhe Turginé (shih Figuran mé
poshté). Njé rregjim unilateral njihet si Sistem i Pérgjithshém i Preferencave (Generalised System of
Preferences (GSP). Njé rregjim i tillé i jep trajtim preferencial produkteve nga Shqipéria por jo
anasjelltas. Njé rregjim i tillé ekziston me Shtetet e Bashkuara t&€ Amerikés, Rusing, Australing,
Japoniné dhe Zelandén e Re. Né vijim, béhet njé paragitje e pérmbledhur e Marréveshjeve té Tregtisé
sé Liré qé ka nénshkruar Shqipéria me vende té tjera, duke gené se vendet anétare té kétyre
marréveshjeve jané partnerét tregtaré me té réndésishém pér Shqipériné.

CEFTA Turgia

Figura 12: MTL mé té réndésishme pér Shqipériné

Marréveshja e tregtisé sé liré me BE

BE-ja i ka dhéné té preferencé autonome tregtare Shqipérisé. Pér pasojé, éshté e mundshme pér
kompanité shgqiptare té eksportojné prodhimet e tyre né tregjet europine pa kufizime ose tarifa
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doganore.Vetém disa produkte jané subjekt i kuotave té tarifave preferenciale. Kéto tarifa u rinovuan
né vitin 2009 né kuadér t&é marréveshjes sé Stabilizim-Asocimit. Mé& shumé informacion pér tarifat e
BE, kérkesat marréveshjet preferenciale ose kuotat mund té gjendet néfagen e BE né ndihmé té
eksporteve gé quhet Exporthelp:

http://exporthelp.europa.eu/thdapp/index.htm?newlLanguageld=EN

ose né fagen e Shérbimit Doganor Shgqiptar
http://www.dogana.gov.al/sites/default/files/Marreveshja e Stabilizim-Asocijimit.pdf

Sidoqofté, eksportuesit i duhet té mbajé parasysh gé eksportet né BE duhetté plotésojné njé numér
standartesh dhe certifikimesh né cdo sektor. Kéto rregulla supozohet té sigurojné cilésiné e
produkteve né tregjet e BE. Megjithaté, ato mund té interpretohen si NTM. Né cdo rast, kéto kompani
gé duan té eksportojné né BE duhet t'i plotésojné kéto standarde (Shih kapitullin 8)

Marréveshja e tregtisé sé liré me vendet EFTA

Vendet e EFTA-s (Zvicra, Norvegjia, Islanda dhe Lihtenshtejn) nénshkruan njé marréveshje té tregtisé
sé liré me Shqipériné né 2009. Kjo marréveshje lehtéson ekportet e kompanive shqiptare si¢ vijon:

= Tarifat doganore pér produktet industriale jané hequir;

= Koncensionet tarifore pér produktet e procesuara tébujgésisé jané té pérfshira;

=  Produktet bazé té bujgésisé jané té mbuluara nga tri marreveshje dypaléshe bujgésore mes
vendeve respektive t& EFTA-s dhe Shqipérisé, té cilat jané pjesé e zonés sé tregtisé sé liré.

Mé shuméinformacion mund té gjendet né fagen e EFTA-s:

http://www.efta.int/free-trade/free-trade-agreements/albania

ose ne shérbimin e Doganave Shqiptare

http://www.dogana.gov.al/sites/default/files/Marreveshja%20EFTA.pdf

CEFTA

CEFTA éshté njé marréveshje e Tregtisé sé Liré mes vendeve Shqipéri, Bosnje dhe Hercegoving,
Magedonia, Moldavia, Mali | Zi, Serbia and Kosova. Qé&llimi kryesor i saj &shté té lehtésojé tregtiné
mes vendeve anétare. Pér rrjedhojé, fokusi kryesor i tyré éshté shmangia e masave tarifore dhe jo-
tarifore.

Informacion pér tarifat dhe jo-tarifat, si dhe pér ceshtje tregtare praktive, mund té gjendet né té
ashtuquajturin ‘Paketé Transparente’ e secretariat t¢ CEFTA-s.kjo éshté njé grup bazash té dhénash
té ndérlidhura mes tyre, ge kané pér géllim rritien e transparencies né té gjitha masat e tregtisé mes
paléve t& CEFTA-s. Kéto 4 baza té t& dhénave jané:


http://exporthelp.europa.eu/thdapp/index.htm?newLanguageId=EN
http://www.dogana.gov.al/sites/default/files/Marreveshja_e_Stabilizim-Asocijimit.pdf
http://www.efta.int/free-trade/free-trade-agreements/albania
http://www.dogana.gov.al/sites/default/files/Marreveshja%20EFTA.pdf
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= Platforma e Pengesave Teknike té Tregtisé - (TBT) Platform

= Baza e té dhénave Sanitare dhe Fitosanitare — (SPS) Database
= Baza e té dhenave pér Aksesin né Treg- (MADB)

= Portal i tregtisé iCEFTA-s.

Mé shumé informacion mund té gjendet né fagen vijuese té internetit
http://transparency.cefta.int/

ose na fagen e shérbimit t&é doganave shqiptare.

http://www.dogana.gov.al/sites/default/files/Marreveshja%20CEFTA.pdf
http://www.dogana.qgov.al/sites/default/files/Protokolli%20shtese%20i%20marrveshjes%20CEFTA.pdf
http://www.dogana.gov.al/sites/default/files/Protokoll%20shtese%203%20CEFTA-2006.pdf

Marréveshja e tregtisé sé liré meTurqiné

Njé marréveshje e tregtisé sé liré mes Shqipérisé dhe Turqisé ka hyré né force gé nga viti 2008. Ajo
eleminoi detyrimet doganore né produktet industriale shqgiptare. Produktet bujgésore jané subjekt i
kuotave tarifore ose i aksesit té pakufizuar, mbi bazén e detyrimeve té reduktuara ose pérjashtimit pér
vendin mé té favorizuar.

Mé shumé informacion mund té merret né fagen e zyrés sé& Doganave té Shqipérisé:
http://ééé.dogana.gov.al/sites/default/files/MTL Turqi.pdf

http://ééé.dogana.gov.al/sites/default/files/Protokolli%20i%202%20shtese%20meTurgine.pdf

Kumulimi Diagonal

Njé tjetér mjet né zhvillimin e tregtisé rajonale éshté dhe sistemi i kumulimit dialonal té origjinés.Ky
sistem mundéson gé njé kompani shqiptare té pérdoré materiale gé e kané origjinén nga vende té
tjera nén kushte té avantazhuara né procesin e prodhimit. Pér pasojé, prodhimet gé e kané origjinén,
psh né Kosové, mund té pérpunohen mé tej né Shqipéri sikur ta kishin patur origjinén nga Shqipéria.
Sidoqofté, njé parakusht éshté qé té dyja vendet, duhet té& kené té njéjtat rregulla origjine.

Mé shumé informacon pér Kumulacionin Dialognal mund té gjendet nééeb-in e Drejtorisé sé
Pérgjithshme té Doganave.

http://ééé.dogana.gov.al/sqg/node/756


http://transparency.cefta.int/
http://www.dogana.gov.al/sites/default/files/Marreveshja%20CEFTA.pdf
http://www.dogana.gov.al/sites/default/files/Protokolli%20shtese%20i%20marrveshjes%20CEFTA.pdf
http://www.dogana.gov.al/sites/default/files/Protokoll%20shtese%203%20CEFTA-2006.pdf
http://www.dogana.gov.al/sites/default/files/MTL_Turqi.pdf
http://www.dogana.gov.al/sites/default/files/Protokolli%20i%202%20shtese%20meTurqine.pdf
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Procedurat dhe dokumentacioni i eksportit

Pér té gené té suksesshme né biznesin e eksportit, kompanive eksportuese u duhet té kené njé nivel
té avancuar dhe t&é menaxhojné me shumé sukses procedurat dhe dokumentacionin e biznesit. Vetém
né rast se udhézimet e dhéna né kété kapitull arrihen té zbatohen si¢ duhen nga ana e eksportuesit,
kompania do té jeté né gjendje té eksportojé mallrat dhe shérbimet né ményré profesionale. Mé tej,
pér t& mirémenaxhuar procedurat e doganés, jané té domosdoshme hapat gé duhen ndérmarré pér té
transferuar mallrat dhe shérbimet pértej kufinjve.Né thelb, kampanive u duhet té& zhvillojné procese
sistematike dhe gé pérsériten, t'i zbatojné ato dhe t'ua japin kéto si pérgjegjési menaxheréve té
eksportit ose kujtdo tjetér qé ka pérgjegjésiné pér té administruar njé biznesi eksporti.

Né ményré gé té shpjegohet se cfaré éshté e nevojshme saktésisht pér t'u béré né terma té
administrimit t& eksportit, kapitulli i méposhtém ofron disa ide dhe &shté i ndértuar né ményré té tillé
gé t'u japé informacionin e duhur eksportuesve shqiptare.Pasi kané lexuar kété kapitull, eksportuesit
potenciale do té kené kuptuar se ¢faré éshté e nevojshme e pér rrjedhojé té ndérmarrin hapat gé
duhen pér té pérfunduar procesin si p.sh si té punojné né ményrén gé duhet pér té marré ndihmé té
métejshme nga jashté, psh nga AIDA.

Kérkesat bazé

Rregjistrimi

Pér té eksportuar (ose né pérgjithési pér té realizuar njé aktivitet biznesi) rregjistrimi i kompanisé éshté
i domosdoshém. Si hap i pare éshté marrja e numri té rregjistrimit ose identifikimit - NUIS ose NIPT né
Qendrén Kombétare té Rregjistrimit té Bizneseve QKRB (&é&é.gkr.gov.al). Ky numér duhet té
rregjistrohet né bazén e té dhénave té Zyrés sé Doganave (&&éé.dogana.gov.al). Eshté e pamundur té
fillohet nje transaksion me deklaraté import-eksport ose transit né rast se kompania nuk éshté e
rregjistuar mé paré né sistemin e kompjuterizuar té doganave.

Standardet dhe rregullat

Tregje té ndryshme eksporti kané standarde, certifikime dhe rregulla t& ndryshme.Eskportuesve u
duhet té pérshtaten me to.Pérndryshe, eksporti né tregje respektive nuk éshté i
mundur.Pérputhshméria e standardeve dhe rregullave éshté thelbé&sore pér njé eksportues dhe
pérbén njé pjesé thelbésore té gatishmérisé pér té hyré né biznesin e eksportit. Né kapitullin 8 kjo
tematiké do té trajtohet né ményré meé té hollésishme.

Rregullat e origjinés

Pér té eksportuar né njé rregjim preferencial (shihni kapitullin e méparshém) dhe pér té pérfituar nga
reduktimi i tarifave né vendin e importit, produkti duhet té jeté né pérputhshméri me rregullat e
origjinés.

Né parim produktet mund té konsiderohen té origjinés shqiptare kur:
a)Produktet jané prodhuar krejtésisht né Shqipéri,
b)Produktet e pérftuara né Shqipéri kané kaluar njé process trajtimesh té mjaftueshme né Shqipéri.

Por ndérsa ky koncept éshté i lehté pér produket qé jané prodhuar térésisht né Shqipéri, rregullat jané
mé té komplikuara kur vjen puna pér produkte, pjesé té té cilave jané té& importuara. Né
ményréspecifike, ky éshté rasti i sektorit t& manifakturés té cilit zakonisht i duhet té mbéshtetet né té
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mira té ndérmjetme nga vende té tjera. Pér pasojé,éshté e réndésishme té merret njé certifikaté, e cila
té evidentojé se produkti final konsiderohet si shqiptar. Si rregull bazé, ky éshté rasti kur njé pjesé e
konsiderueshme e pérpunimit éshté béré né Shqipéri e si rrjedhojé, produkti mund té pérfitojé nga
koncepti i kumulimit diagonal (shih kapitullin mé sipér).

Informacion mé i zgjeruar né lidhje me origjinén preferenciale mund té gjendet né éebfagen e
Drejtorisé sé Doganave

http://www.dogana.gov.al/node/182

Njé véshtrim i shkélgyer i kétij procesi pér tregun Europian mund té gjendet néwebfaqgen e Bashkimit
Europian.

http://exporthelp.europa.eu/thdapp/display.htm?page=cd%2Fcd RulesOfOrigin.html&docType=main&l
anguageld=en

Evidenca e origjinés éshté njé dokument gé thekson cila éshté origjina e mallrave dhe Iéshohet nga
zyra e doganés. Ai do té Iéshohet bazuar né paragitjen e deklaratés sé doganés. Njé aplikim i shkruar
i eksportuesit éshté hapi i paré né kété process. Eksportuesi paraget, bashké me aplikimin e tij edhe
dokumente mbéshtetés gé japin evidence se produkti kualifikohet pér t& marré njé certifikaté té
origjinés preferenciale. Autoritet e doganés verifikojné gé certifikata dhe aplikimi jané plotésuar si¢
duhet.

Certifikata léshohet nga zyra e doganés kur produket jané eksportuar. Eshté e mundshme gé ajo té
Iéshohet pasi eksporti ka ndodhur. Né kété rast, zyra e doganés duhet té€ verifikojé nése aplikimi i
eksportuesit pérputhet me dokumentat pérkatése té eksportit. Certifikatat e origjinés preferenciale té
|Iéshuara né ményréretrospektive, duhet té mbajné shénimin “léshuar retrospektive’ né anglisht ‘issued
retrospectively”. Ky rast mund té ndodhé nése ka patur komplikime pér t& mbledhur dokumentacionin
e nevojshém, i cili nuk éshté pérgjegjési e eksportuesit. Njé rast tjetér, mund te jeté kur
dokumentacioni pérmban gabime dhe duhet korrigjuar nga ana e autoriteteve pérkatése.

Tabela vijuese tregon njé listé té formularéve té ndryshme si Evidencé pér Origjinén:

EUR 1 - Certifikon Evidencen e Origjinés pér
mallrat e eksportuara nga BE, EFTA dhe
Turgia né Shqgipéri dhe anasjelltas.
- Bazeé pér trajtim preferencial
- Léshohet nga autoritetet doganore té
nga ku éshté béré deklarata
- Apikimi i shkruar éshté i domosdoshém

Deklaraté Faturé - Certifikon Evidencén e Origjinés pér
mallrat e eksportuara nga BE, EFTA, dhe
Turgia né Shqgipéri dhe anasjelltas.
- Mund té Iéshohet vetém nga eksportuesit
e aprovuar ose kur vlera e eksporteve
mund té jeté mé pak sesa EUR 6000


http://www.dogana.gov.al/node/182
http://exporthelp.europa.eu/thdapp/display.htm?page=cd%2Fcd_RulesOfOrigin.html&docType=main&languageId=en
http://exporthelp.europa.eu/thdapp/display.htm?page=cd%2Fcd_RulesOfOrigin.html&docType=main&languageId=en
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Certifikata e Origjinés - Pér eksportet né vendet té cilat i kané
dhéné Shqipérisé Sistem Preferencial té

Pérgjithshém

- Léshohet nga autoritetet e doganave né
vendet né té cilat éshté béré deklarata

- Apikimi i shkruar éshté i domosdoshém

Table 7: Forma té ndryshme té Evidencés sé Origjinés
(Burimi: Autoritetet doganore shqiptare)

KESHILLE: Origjina preferenciale, rregullat e origjinés, anekset e FTA-s&, produket e pérftuara né
ményré térésore, lista e proceseve minimale, lista e Rregjimit t& Procesit Hyrés, eksportuesite
miratuar, kumulimi dhe té tjera koncepte té lidhura me origjinén dhe trajtimin preferencial jané té
ndérlikuara (veganérisht né rastin e Rregjimit t& Procestit Hyrés) Eshté shumé e véshtiré qé té béhét
njé véshtrim i té gjitha teksteve dhe shtojcave t& MTL dhe té kuptohen té gjitha rregullat gé zbatohen
né kéto raste.

Pér kété arsye éshté shumé e késhillueshme qgé té kontaktohet specialistét e doganés gé né fillim té
procesit eksportues, né ményré gé té dihet saktésisht sa c¢faré duhet béré pér té pérfituar nga MTL
dhe si té lexohen rregullat e origjinés sé produkteve. Eshté e mundur gé ti dérgohet nj¢ email
departamentint té Drejtorisé sé Pérgjithshme té Doganave né: s_origjina@dogana.gov.al, ose té
shkohet drejtpérsédrejti né Zyrat e Drejtorisé sé Pérgjithshme té Doganave.

Eksportuesit e miratuar

Eksprotues i miratuar éshté njé status qé i jepet njé eksportuesi i cili plotéson disa kritere. Ky status u
lejon eksportusve té pérdorin linjén e shpejté ‘fast track’ né eksport — gjé gé u kursen kohé dhe
kosto.Me kétéstatus autoritetet doganore lejojné gé té deklarohet origjina né faturé pavarésisht vlerés
sé té mirave. Ky status mund té fitohet duke béré aplikim né Drejtoriné e Pérgjithshme té Doganave.

Pérfitimet e marrjes sé kétij statusi jané:

= Nuk éshté e nevojshme té blihet formulari EUR 1 (¢mimi i njé formulari té& paplotésuar éshté
500 lek) pér ¢cdo dérgesé.

= Nuk éshté e nevojshme gé té ndigen procedurat EUR 1 pér cdo ngarkesé dhe té shpenzohet
kohé né autoritetet doganore

= Né njé faturé tregtare éshté e mundur té shkruhet nje numér i autorizimt té léshuar nga
autoritetet doganore.

= Pas verifikimi nga vendet importuese é&shté mé pak i mundshém pér shkak té seriozitetit t&
procedurave dhe institucionit gé e ka I&éshuar autorizimin.

Marrja e kétij statusi duhet pérséritur ¢do dy vjet. Aspekti i vetém negativ i kétij procesi éshté plotésimi
| dokumentave pér aplikim. Drejtoira e Pérgjithshme e Doganave ka |éshuar njé udhézim né éebfagen
e saj ku ka mé shumé informacion rreth procedurave dhe dokumentacionit t& domosdoshém gé mund
té gjendet né kéte link:
http://www.dogana.gov.al/sg/node/57



http://www.dogana.gov.al/sq/node/57
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7.2

7.2.1

KESHILLE: Pér aplikimin pér t& marré statusin e eksportuesit té aprovuar, duhet té jeté pérgjegjes njé
person ose njé kompani. Sic e kemi théné mé lart, rregullat e origjinés jané té ndérlikuara dhe
ndryshojné shpesh. Eksportuesve gé béjné dérgesa té shpeshta u késhillohet gqé té kené njé specialist
gé merret me rregullat e origjinés dhe t& dokumentacinit pérkatés.

Paketimi dhe Etiketimi

Hapi tjetér i réndésishém brenda procesit té eksportimit éshté paketimi dhe etiketimi i t&¢ mirave gé
eksportohen. Njé dizajn i duhur, professional dhe me standard pér paketimin dhe etiketimin ka disa
funksione té réndésishme. Ai sinjalizon gjithashtu klientin pér standartin professional dhe pér faktin gé
eksportuesi éshté i pérditésuar me trendin bashkékohor.

Hapi i pare i réndésishém éshté qé produktet té vijné te klienti té sigurta dhe té padémtuara. Si pasojé,
njé paketim i duhur dhe etiketim i duhur ndihmojné pér té kursyer kostot qgé mund té rriteshin né rast
sé produkti do té démtohej ose humbiste nga transporti. Né kété rast mallrat nuk do mund té shiten
ose nuk mund t'u kérkohet pagesa nga siguracioni. Né pérgjithési, paketimi dhe etiketimi jané
gjithashtu njé mjet pér informim dhe si rrjiedhojé njé pjesé e réndésishme e marketingut té produktit.
Njé tjetér funksion éshté informacioni pér autoritetet respektive t& doganave dhe té taksave.

Pér vende té ndryshme zbatohen rregulla té ndryshme pér paketimin dhe etiketimin. Rekomandohet
gé eksportuesit té informohen pér kéto ¢éshtje paraprakisht. Pér mé tepér, ka njé numér kérkesash té
pércaktuara pér procesin e transportit t&€ cilat duhet t& zbatohen me rregullsi. Kérkesat si pér
transportin dhe pér destinacionin duhen marré parasysh né kété process.

Elementet kryesore té paketimit e b&jné produktin t& gatshém pér procesin e transportit. Elementet
thelbésore né kété drejtim jané mbrojtja fizike dhe siguria. Paketimi duhet té ofrojé njé mbrojtje
efektive ndaj efekteve ndikuese té mjedisit (té tilla si temperatura, goditjet dhe pluhurat). Marrja né
konsideraté e rrezigeve té sigurisé ul probabilitetin qé mallrat ose pjesé pérbérése té tyre té vidhen
gjaté tranportit. Né sajé té zhvillimeve té fundit teknike bazuar né teknologjiné e informacionit, térésia
e procesve dhe kostot e zgjidhje kané ndyshuar thelbésisht duke u rritur ose zvogéluar respektivisht.
Kjo ¢éshtje duhet diskutuar né thellési me kompaniné e transportit. N& parim, paketimi mund té béhet
brenda kompanisé ose té kérkohet si njé shérbim nga njé kompani transporti ose njé kompani tjetér e
specializuar. Etiketimi ka mé shumé funksion komunikimi dhe informimi (pé&r shembull pér
transportuesit, klientét, dhe autoritetet doganore). Etiketimi duhet té jeté né anglisht duke gené se
marrésit e informacionit nuk jané né Shqipéri. Standardet mé té zakonshme té pranueshme
ndérkombétarisht né lidhje me etiketimin, pérfshijné kéto elemente kryesore informacion pér peshén,
volumin dhe numrin e paketave, emrin e transportuesit ose vendin e origjinés. N& njé projekt eksporti,
éshté e réndésishme té diskutohet paraprakisht se cfaré do té pérfshihet né etiketé dhe si do té
paraqgitet né etiketé informacioni mes paléve té pérfshira transportuesin dhe / ose klientin. Kjo éshté
gjithashtu né pérputhje me standardet ndérkombétare.

Paketimi dhe etiketimi pér eksporte né BE
Pérpara eksportimit né BE éshté e réndésishme t'u kushtohet vémendje njé numri kushtesh gqé lidhen
me paketimin dhe etiketimin:

Paketimi
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Paketimi i produkteve gé do té shiten né BE duhet té plotésojé kérkesat né mbrojtje t& mjedisit dhe té
shéndetit.

= Rregullat e pérgjithshme té paketimit dhe té paketimit t& mbeturinave
(http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=URISERV:121207<)

= pérmasat e paketimit
(http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=URISERV:132049)

= Rregullat e vecanta pér materialet dhe pér artikujt gé synohen té vihen né kontakt me produkte
ushgimore
(http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=URISERV:121082a)

= Importi i paketimit gééshté i pérbéré nga druri ose nga produkte té tjera té rritura né mjedise té
caktuara mund té japin pasoja pér shéndetin
(http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=URISERV:f85001)

Sipas Aneksit t¢ FAO-s pér Standardet Ndérkombétare t€ Masave Fitosanitre Nr.15, paketimi me
bazé drurin duhet té trajtohet me vémendje. Pér mé tepér, ky paketim duhet t& mbajé njé shenjé
dalluese (si¢ saktésohet né Aneksin Il té Direktivés s& BE-sé pér organizmat gé démtojné bimét ose
produktet e prodhura nga bimé dhe ndaj rrezikshmérisé sé shpérndarjes né komunitet.

Shihni  né kété faqgé pér mé shume informacion:  http://eur-lex.europa.eu/legal-
content/EN/TXT/?9id=1467208190992&uri=CELEX:32004L0102.

Etiketimi

Prodhimet pér tregun e BE-sé duhet té jéné né pérputhshméri me kérkesat respektive téetiketimit. Ato
e kané fokusin né mbrojtien e konsumatoreve dhe né& parakushtet e kérkuara pér té dhéné
informacion pér produktin.

Informacion i detajuar pér kété ¢éshtje mund té gjendet né kété fage:
http://eur-lex.europa.eu/summary/chapter/consumers/0905.html?root=0905

Rregulla té reja pér etiketimin e ushgimit pér eksportuesit e ushgimeve kané hyré né forcé qé nga
dhjetori

2014:http://ec.europa.eu/food/safety/labelling_nutrition/labelling_legislation_en

Transporti dhe logjistika

Pér shkak té njé numri t¢ madh t& mundésive té transport dhe té kérkesave pér dokumentacion
shogérues, vecanérisht pér eksportuesit e rinj, logjistika e tregtisé ndérkombétare mund té jeté
komplekse. Njé piké fillestare pér té nisur procesin éshté pérshkruar né ményrén se si eksportuesit
duan té hyjné né njé treg téri (shihni kapitullin 2.2.2). Mé tej, kompania ka pér té vendosur nése
logjistikén do ta menaxhojé veté apo ta kérkojé si shérbim nga njé palé e treté (zakonisht njé
transportues). Duhet theksuar se nénkontraktimi i transportit mund té kursej&é shumé kohé dhe para.
Pér mé tepér, njé sasi e vogél ose mallra té lehta pér t'u transportuar mund t&€ dérgohen me paketa
postare (p.sh DHL ose UPS).

Mallrat nga Shqipéria mund té eksportohen mé rrugé tokésore, detare ose me aeroplan. Né shumicén
e rasteve, mallrat nga manifaktura transportohen né rrugé detare népérmjet Italisé dhe mé pas hyjné
né BE ose eksportohen né rrugé tokésore nga veriu i Shqipérisé, ndérsa prodhimet bujgésore
eksportohen népérmjet rrugéve rajonale drejt BE-sé.


http://eur-lex.europa.eu/legal-content/EN/TXT/?uri=URISERV:l32049
http://eur-lex.europa.eu/legal-content/EN/TXT/?qid=1467208190992&uri=CELEX:32004L0102
http://eur-lex.europa.eu/legal-content/EN/TXT/?qid=1467208190992&uri=CELEX:32004L0102
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Pér té shmangur kegkuptimet né procesin e eksportimit, éshté e réndésishme té pérdoren njé gjuhé e
pérbashkét me partnerét ndérkombétaré. Pérdorimi i incoterm né kontrata e bén té mundur kété.
Incoterm éshté njé system ndérkombétarisht i pranuar né terma té tregtisé dhe té shpérndarjes
sémallrave. Njé pérshkrim i detajuar i Incoterm gjendet né fund né fjalorit. Kontratat e eksportit,
megjithaté, duhet té pérfshijné klauzolat pérkatésé né transportimin e mallrave. Pérparésité mé té
médha né pérdorimin e Incoterm lidhen me saktésimin e pikave t& méposhtme:

= Pika e dorézimit t& mallrave

= Pérgjegjésia e transportit

= Pérgjegjésia e siguracionit

=  Pérgjegjshméria e procedurave doganore
= Pagesat e detyrimeve dhe taksave.

Pér shkak té ndérlikueshmérisé sé procedurave té transportit ndérkombétar éshté e domosdoshme qé
dokumentacioni té jeté i gjeré dhe i sakté. Pérndryshe, mund té keté kosto shtesé dhe vonesa né
procesin e dorézimit té mallrave. Kapitulli vijues merret me kété ¢éshtje. Pérpilimi i dokumentave té
duhur éshté njé pjesé shumé e réndésishme e transportit. Né sajé té kompleksitetit té kétij procesi,
shumé eksportuesa punojné me transportuesa pér ta menaxhuar kété process. Kjo éshté njé ményré
e rekomandueshme, vecanérisht pér eksportuesat e rin;.

Dokumentacioni

Né kuadér té procesit té eksportit duhen pérgatitur njé numér i caktuar dokumentash, shumica e té
cileve duhet té jené né anglisht. Detyra kryesore gé realizon dokumentacioni éshté evidentimi i
veprimeve té ndérmarra pérgjaté gjithé procesit té eksportit. Duhet theksuar se kéto dokumenta jané
té detyrueshém ligjérisht dhe mund té pérdoren né raste t& mosmarrveshjeve gé mund té lindin me
importuesin. Pér mé tepér, ato e thjeshtésojné komunikimin me autoritetet e doganés né té dyja
vendet dhe lehtésojné procesin e transportit dhe té pagesés. Lloji i dokumentacionit dallon né rastin
kur pérdoret pér importuesin, pér pagesén dhe pér transportin. Né vijim, do té shpjegohen né detaje
dokumentat mé té réndésishme pér secilin grup.

Dokumenta pér importuesin

Kontrata e Ekportit (shih kapitullin respektiv)

Fatura tregtare

Ky dokument éshté njé faturé themelore I&shuar né emér té eksportuesit né té cilén pérshkruhen
mallrat dhe struktura themelore e transaksionit (€ do té thoté njé pérshkrim i detajuar i t& mirave,
c¢cmimit dhe kushtet e pagesés, Incoterms). Eshté piké fillestare e transaksionit dhe éshté e
detyrueshme pér té dy palét e njé projekti eksportues. Eksportuesit i duhet kjo faturé pér t& marré p.sh
dokumentat e domosdoshém té eksportit pér transportin e mallrave. Eksportuesit i duhet njé dokument
i tillé pér té béré krahasimin me kontratén e shitjeve dhe pér té mundésuar pagesé. Ky éshté njé
dokument i réndésishém gjithashtu pér autoritetet dhe proceset né dogana. Shembuj té faturave
tregtrare mund té gjenden lehtésisht né internet. P&r njé eksportues té ri, gjithsesi éshté e
rekomandueshme gé ta diskutojé paraprakisht tekstin e projektit me njé avokat.

Lista e paketimit
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Gjaté pérgatitjes sé procesit pér transportin e mallraveéshté hartuar njé listé e detajuar gé quhet lista
e paketimit. Ne vijim paragitet njé tabele me listén e dokumentave mé té réndéishme qgé duhet té
pérfshihen né kéteé liste:

Emri dhe kontaktet e detajuara té importuesit

Pesha (bruto, neto)

Numri i paketave

Numrat e references pér transportuesin dhe blerésin

Tabela 8: Lista e paketimit
Burimi: http://www.exporthelp.co.za/)

Certifiakta e Origjinés (shih kapitullin pérkatés)

Dokumentat e duhur pér transportin

Dokumenti i Transportit Detar - BL (Bill of Lading)

Dokument i Transportit Detar- BL pérdoret pér transport. Eshté defacto njé kontraté mes kompanisé
sé transportit dhe eksportuesit.Me ané té késaj transportuesi konfirmon qgé ai ka marré mallrat dhe se
premton ti dorézojé ato né destinacionin final si¢c éshté réné dakort. Karakteristikat bazé dhe
pérmbajtja e BL jané té paragitura né listén vijuese:

Léshuar nga transportuesi (ose pérfagésuesi i tij)

Dokumenti duhet té pérfshijé emrin e mjetit transportuese

Akt pranimi gé mallrat jané marré né dorézim

Specifikon kujt i dorézohet malli marrésit té ngarkesés

Léshohet né tri kopje origjinale (njéra pér eksportuesin, njéra pér
transportuesin dhe njé pér importuesin)
Tabela 9: BL — Dokumenti i BL - Bill of lading
(Burimi: http://www.exporthelp.co.za/)

Dokumenti i Transportit Ajror — AWB Air Waybill


http://www.exporthelp.co.za/
http://www.exporthelp.co.za/modules/17_documentation/importer/certificates.html
http://www.exporthelp.co.za/
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Dokumenti i Transportit Ajror — AWB pérdoret né rastin kur transporti i mallrave kryhet né rrugé
ajrore.Karakteristika kryesore té BL zbatohen edhe né kété rast. Tipari kryesor éshté gjithashtu qé
transportuesi i ka marré mallrat dhe éshté pajtuar pér t'i transportuar ato né vendin e réné dakort (né
kété rast né aeroport).Njé dallim i réndésishém né kété rast, éshté gé AWB ofron mé shumé udhézime
pér stafin e avionéve se si do duhen trajtuar dhe dorézuar mallrat gjaté procesit té transportimit.Ky
éshté njé dokument i réndésishém pér proceset e doganés dhe zhdoganimit. Né terma ligjoré, ai éshté
njé certifikaté siguracioni né rastin kur eksportuesi ndérmerr njé té tillé.

CMR (Convention relative au Contrat de transport international des marchandises par route)
CMR-ja éshté njé dokument pér transportin tokésor ndérkombétar (zakonisht pérdoret né Europé). Ky
dokument pércakton pérgjegjésité dhe detyrimet e paléve té pérfshira (shoferé, operatoré dhe
pércjellés transportues). Edhe pse dokumenti plotésohet nga ana e transportuesit, né parim
pérgjegjésia éshté e eksportuesit pér saktésiné e informacionit né CMR. Ai nénshkruan kur merr né
dorézim mallrat. Importuesi e nénshkruan CMR kur e merr mallin né dorézim. Né kété rast kjo shérben
edhe si njé konfirmim pér transportuesin gé ka realizuar shpérndarjen e mallrave dhe duhet té marré
pagesén. Informacioni vijues pérfshihet zakonisht né CMR

Emri dhe adresa e eksportuesit, transportuesit dhe importuesit

Metoda e paketimit

Tarifat gé lidhen me mallrat (p.sh detyrimet doganore)

Ndonjé formalitet tjetér (p.sh informacion pér mallra té rrezikshme )

Tabela 10: CMR
(Burimi: http://www.gov.uk)

Certifikata Fitosanitare dhe/ose veterinare

Pérpara se té aplikojé pér njérén nga certifikatat e pérmendura mé sipér, kompania duhet té jeté
rregjistruar né Drejtorité Rajonale té Bujgésisé dhe Ushgimit. Né rastin e produkteve veterinare,
rregjistrimi éshté i nevojshém edhe né Autoritetin Kombétar t& Ushqgimit (NFA/AKU shih gjithashtu
kapitullin 8.5). NFA/AKU éshté njé institucion i ngarkuar pér t& monitoruar dhe kontrolluar produktet
ushgimore né pikat kufitare.

Roli i certifikimit fitosanitar garanton qé mallrate eksportuara (ose produktet e pérftuara prej tyre) jané
né pérputhshméri me kérkesat e tregut importues pérkatés. Né Shqipéri, kéto certifikata i l&éshon
Autoriteti Kombétar i Ushgimit.

Certifikatat veterinare lidhen me c¢éshtjet qé hyjné brenda spektrit t& mjeksisé veterinare (produktet
nuk duhet té kené inde té sémura, vaksina dhe tjetérsime mjeksore me ané operacionesh). AKU
Rajonal éshté autoriteti qé e Iéshon njé certifikaté té tillé.

Dokumentat e kérkuar pér té realizuar pagesén
Shih kapitullin pérkatés


http://www.gov.uk/
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Procedurat Doganore

Njé deklaraté doganore duhet té depozitohet né zyrén e doganave pér ¢do eksport. Sipas Kodit te
Doganave té Shqipéris€, Dokumenti Unik Administrativ éshté njé formular deklarues me shkrim i
autoriteteve doganore qé léshohet me géllimin pér té vendosur mallrat nén njé proceduré doganore.

Pérpara sesa mallrat té lihen té kalojné, si rregull i pérgjithshém, identifikimi i mallrave duhet béré me
ané té vulosjes (pér shembull i ¢cdo pakete individuale, hapésira gé zéné mallrat (kontenieri) ose
mjetet e transportit). Zyra e doganés, sidoqofté, mund ta bé&jé vulosjen nése ka né dispozicion mjete té
tiera identifikimi (pér shembull nése pérshkrimi i mallrave né deklaratén e eksportit i bén ato té
identifikueshme).

Procedurat e eksportit pér produkte gqé nuk jané né rregjime ndalimi (procesim pér mallra gé jané né
ardhje, import i pérkohshém ose magazimin doganor mund té realizohet né cdo piké kufitare né
Shqipéri. Pér prodhuesit nén rregjim ndalimi, deklarata e eksportit (ose e reeksportimit né kété rast)
duhet [Ené né té njéjtén zyré doganore ku ka ndodhur hyrja e mallrave. Né kété rast, deklarata e
ekportit duhet té bashkéshogérohet me njé deklaraté tranziti. Nése mallrat e I€né territorin e
Shqipérisé pa njé deklaraté té tillé né sajé té gabimeve pa dashje ose rrethanave té tjera té vecanta,
éshté e mundshme pér eksportuesin gé ta béjé njé deklaraté té tillé mé pas. Sidoqofté, né njé rast té
tillé, eksportuesi do té duhet té japé evidencé pér natyrén dhe cilésiné e mallrave dhe rrethanat né té
cilat mallrat jané larguar nga Shqgipéria. Njé pranim retrospektiv i deklaratés nuk pérjashton penalitete.

Orét e punés té zyrave té doganave: Pérpara se té béhet transporti, duhet té bé&hen té ditura orét e
punés sé doganés. Zakonisht zyrat doganore brenda vendit jané nga 8 e méngjesit deri ne 5 té
pasdites nga e héna né té premte. BCPs punojné cdo dité por jo 24 oré pér mallra. Eshté miré gé
paraprakisht t& konsultohet dogana ose agjensia ndérmjetésuese

Link: http://www.dogana.gov.al/sites/default/files/Eksportimi-DZ.pdf

KESHILLE: Agjent doganoré né ményré gé té lehtésojné té gjitha procedurat. NVM-té duhet mund té
kontaktojné ose kontraktojné specialist ndérmjetésues té doganave pér llogari té ekportuesit. Sigurisht
gé specialistét do duhet té paguhen pér kété shérbim, por sidoqofté, kostot né kohé dhe rrezige mund
té jené mé té larta pér NVM-né né rast se do té duhet t'i bénté procedurat veté. Késhtu gé, keshilla
éshté té llogaritet se cila ményré mund té jeté mé me pak kosto.

Jo ¢cdo eksport éshté i njéjté kur vjen puna pér procedurat doganore.Doganat kané gjuhén e tyre, gjé
gé duhet reflektuar né Single Administrative Document (SAD).Késhtu pér shembull, njé eksport
pérfundimtar, né gjuhén e doganave/kodifikim SAD nuk &shté i njéjté me njé eksport t& pérkohshém
ose rieksportim.

Né pérgjithési, ka tre lloje eksportesh:

- Eksport pérfundimtar (ose EX 1 nESAD). | pérdorur né rastet e mallrave, kur ato jané pérftuar
térésisht né Shqipéri
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Eksportet e pérkohshme (ose EX 2 né SAD). E pérdorur né rastet kur &shté eksportuar
pérkohésisht dhe do té rieksportohet né Shqipéri (psh mallra gé jané pérdorur ne panaire té
huaja jashté vendit).

Re-eksportimi (ose ex né SAD). Mallra gé jané rieksportuar pasi jané né Shqipéri nén njé
rregjim doganor.

Vémendje u duhet kushtuar rasteve gé jané té pérfshira né eksporte t& pérkohshme. Kodi duhur EX
né SAD (EX 2) duhet té deklarohet. Kjo u mundéson mallrave qé té hyjné (ose té ri-importohen né
Shqipéri) pa patur nevojé té paguajné detyrime doganore..

ATA carnet (shih fjalorthin) mund té pérdoren né kéto rasate. Kjo éshté njé proceduré e thjeshté né
krahasim me procedurén SAD. Sidoqofté pérdorimi i ATA carnet éshté po aq i réndésishém sa edhe
procedurat e pérkohshme qé pérdorin SAD.

ATA carnet mund té pérdoret pér eksport kur kushtet vijuese plotésohen:

a)

b)
i)

c)
d)

ATA carnet do té pérdoret né Shqipéri nga njé shogaté shqiptare gé bén pjesé né njé zinxhir
ndérkombétar té gararntuar. Né Shqipéri, ky éshté rasti me Unionin e Dhomave té Tregtisé dhe té
Industrisé (UCCIAL);

| zbatueshém vetém pér mallra shqiptare;
Né rastet kur nuk éshté paraqitur kérkesé pér ripagesé;
Dokumentat mbéshtetés duhet té jéné paragitur (p.sh dokumentat e transportit)

Mallrat duhet té jené té destinuara pér riimportim.

Njé deklaraté pérfundimtare e eksportit do duhet té paragitet né zyrén e doganave kur mallrat té cilat
kané léné territorin e Shqipérisé nga dogana bazuar mbi ATA Carnet nuk jané mé té destinuara pér
riimportim.
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Roli i standardeve dhe rregullave

Pse kané réndési standardet

Ky kapitull pérshkruan c¢faré jané standardet dhe pérse éshté e réndésishme prania e tyre, por ¢’ka
edhe mé tepér vleré éshté se né té theksohet réndésia e standardeve pér eksportuesitt shgiptaré. Ky
véshtrim do t'u mundésojé NVM-ve té gérmojné mé tej né standardet inviduale dhe té ndérmarrin
hapat pér té gené né pérputhshméri me to.

Standardet kané té b&jné me cilésiné dhe siguriné e produkteve. Pothuaj té gjitha vendet né boté,
zbatojné njé system standartesh pér mallrat vendase dhe pér ato té importuara.Pér njé eksportues
pérputhshméria me standardet dhe me rregullat éshté pér pasojé thelbésore pasi pércakton statusin e
gatishmérisé sé eksportit. Standardet u sinjalizojné konsumatoréve dhe kompanive gé mallrat gé kané
bleré pérputhen me pritshmérité e tyré pér sa i pérket cilésisg, sigurisé dhe mundésisé pér pérpunim
té métejshém. Edhe mé tepér éshté rasti né tregtiné ndérkombétare pér shkak té largésive
gjeografike dhe pér shkak se ky egzaminin i mallrave nuk éshté i mundur. Pérputhja me standardet
ndérkombétare éshté si rrjiedhojé njé parakusht pér t& hyré né tregje té reja té huaja. Eksportuesit e
rinj duhet gé sé pari té identifikojné pér kompaniné dhe produktet e tyre, standarde té vlefshme té cilat
meé pas t'i pérdorin pér procset e tyre té brendshme.Dhe kjo nuk &shté njé detyré e lehté.

Adoptimi i standardeve, megjithaté, sjell njé numér avantazhesh pér kompanité eksportuese. Mé i
réndésishmi ndér to éshté sigurisht aksesi né tregje té reja ndérkombétare dhe pér pasojé zgjerimi i
tregjeve té tyre, psh duke shtyré mé tej kufinjté e tregjeve té tyre.Disa avantazhe té tjera po vijojmé t'i
pérmendim mé poshté:

= Pérmirésimi i konkurrueshmérisé edhe né tregun shqiptar psh pér shkak té pérpunimit mé té

miré dhe proceseve mé té mira dhe té njé imazhi mé té larté.
= Modernizimi i prodhimit né sajé té investimeve té nevojshme né pajisje dhe né njohuri
= Ulja e kostove né lidhje me efektin e shkallés (ulja e kostos pér njési né prodhim)

Cilat jané standardet

Standardet mund té pérkufizohen si njé nivel i caktuar i kérkuar ose i dakortésuar i cilésisé. Keto
standard mund té pércaktohen nga entitete publike ose private. Njé standard béhet rregull nése

=X

shkruhet né formé ligj”. Né parim jané tri kategori té standardeve:
=  Standard produkti (per shembull gé lejon ngarkesén e ndotjes sé lejuar)
= Standard teknike (kérkesat dhe inspektimet fitosanitare para se té hyjné né vend)
=  Standardet e kompanis&(ISO 9001)

Standardet e géndrushmérisé nisur nga vullneti i miré jané gjerésisht té pérhapura. Kéto mbulojné
zakonisht standarde té mijedisit, sociale dhe etike .Pér shkak té vetédijes né rritje, vecanérisht né
tregje té zhvilluara, kéto standard vullnetare mund té behen de facto té detyrueshme. Eksportuesve gé
pérfshihen né zinxhirn e vlerés (shih kapitullin 2.2.2) u duhet té sigurojné pérputhshméri té zbatimit té
kétyre standardeve vullnetare.

Standarde dhe rregulla té ndryshme zbatohen né sektoré t& ndryshém apo pér produkte té ndryshme.
Mé tej, ato variojné né tregje e rajoné té ndryshme. P&r pasojé numri i standardeve éshté i pafundmé.
Po té shohim mé tej, do té arrijmé né pérfundimin se nuk ka standard uniform pér certifikimin dhe
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monitorimin e standardeve. Né kété kapitull do té japin disa késhilla pér zgjidhen e ketyre problemeve.
Vemendja do té pérgendrohet né njé gasje té orientuar nga proceset, e cila éshté e pérshkruar né
detaje mé té hollésishme né kapitullin 8.4.

Shembuj té standardeve ndérkombétare

Né kapitullin vijues, jané prezantuar disa standarde té réndésishme ndérkombétare.

(€

http://ec.europa.eu/growth/single-market/ce-marking/

Kjo logo shfaget né shume produkte gé shiten né tregun europian. Kjo simbolizon se kéto produkte
jané né pérputhshméri me kérkesat e siguris€, shéndetit dhe mbrojtjes sé mjedisit. Me ané té kétyre
shkronjave biznesmeni deklaron se produkti i ti ji plotéson té gjitha kérkesat ligjore pér tregun e KE.
Pér pasoj éky produket mund té shitet né té gjithe tregun Europian. E njéjta shérben edhe pér
eksportet. Dy pérfitimet e késaj marke jané:

e Kompanité mund t’i shesin produktet e tyre né té gjithé tregun europian, pa asnjé kufizim.
e Té gjithé konsumatorét europiané kané té njéjtin nivel mbrojtjeje.

http://www.iso.org/iso/home.html

Standardet ISO jané shumé té réndéishme pér kompanité. Ato shérbejné pér té reduktuar kostot (p.sh
duke reduktuar kostot pér mbetjet dhe gabimet) dhe si rrjedhojé té rritin produktivitetin. Né nivel
ndérkombétar ato jané sinjale gé kompania plotéson disa standarte (p.sh té cilésisé) té cilat ndihmojné
pér té hyré né tregje té reja dhe pér té gjetur klienté té rinjt. ISO ka mé tepér se 2100 standarde
ndérkombétare té cilat mbulojné pothuaj té gjitha aspektet e teknologjisé dhe té biznesit. ISO 9000
éshté njéri nga standardet gé ka numrin mé té larté té pérqgafimeve vullnetare né kété fushé.Té gjitha
standardet shpjegime mé té detajuara pér to, mund té gjendet né fagen pérkatése té 1SO.

http://www.haccpeurope.com/index.php

HACCP (Hazard Analysis Critical Control Point) éshté njé metodologji e menaxhimit té riskut e
pérdorur né industirné ushgimore pér kontrollin e sigurisé ushgimore. Né Europe, biznesit ushgimor i
kérkohet me ligj gé& té menaxhojé sigurine e ushqgimit mbi bazé té metodologjisé HACCP. Kjo



http://ec.europa.eu/growth/single-market/ce-marking/
http://www.iso.org/iso/home.html
http://www.haccpeurope.com/index.php
https://lh3.googleusercontent.com/-Acfy_Gh4bFA/AAAAAAAAAAI/AAAAAAAABqc/2K3rTSMZX6o/s0-c-k-no-ns/photo.jpg
http://afes.eu/wp-content/uploads/2015/02/haccp-logo.png
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medotoldogji éshté adoptuar né té gjithé botén e né ményré té vecanté né Shtetet e Bashkuara té
Amerikés, ne Europé, né Lindjen e Largét dhe ne Australi

Né Shqipéri, Albinspekt &shté pérgjegjés pér certifikimin HACCP.

http://ec.europa.eu/agriculture/organic/index_en

Rregullorja No. 2092/91 e BE-sé& pér prodhimin organic pérkufizon se si prodhimet agrobujgesore
ekologjike dhe ushgimet e tilla duhet té rriten.Né vitin 2010 nje etiketé e re éshté zgjedhur pér té
zévendésuar etiketat kombétare t&€ méparshme pér pérdorimin e ushgimit qé pérputhet me kriteret dhe
rregullat e BE-sé.

GLOBALG AP

http://www.globalgap.org/uk_en/index.html

Ky éshté njé system i pavarur certifikimi pér praktikat e mira né bujgési. Ky standard ndihmon
pérdoruesit pér t'ju pérshtatur me kriteret e pranuara gjerésisht né Europe pér siguriné e ushgimeve,
metodat e prodhimet té géndrueshém, ushgimin e kombinuar dhe mirérritien e materialeve dhe
biméve, etj. Ky certifikim ka avantazhin qé pérdoruesit nuk jané té detyruar té& kené disa auditime pér
¢do vit.

http://www.brcglobalstandards.com/

Ky éshté njé program i certifikimit t& cilésisé me certifikata té léshuara nga njé rrjet ndérkombétar i
akreditimit té trupave certifikues. Ai éshté mé miré i konsoliduar ne Britanine e Madhe, Ameriké dhe
disa vende Aziatike. Ato garantojné standartizim té cilésisé, sigurisé dhe kritereve operacionale dhe
sigurojné @& manifakturat té plotésojné detyrimet e tyre ligjore dhe té ofrojné mbrojtie pér
konsumatorin pérfundimtar. Pér pasojé, ato jané njé kérkesé e tregtaréve té€ médhen;.


http://ec.europa.eu/agriculture/organic/index_en
https://ec.europa.eu/agriculture/organic/sites/orgfarming/files/img/body/organic_farming_logo.jpg
http://www.globalgap.org/export/sites/default/.content/.galleries/Newsletter_Pics/2015_07_July/G_Logo_235px.jpg_1858531603.jpg
http://www.vikan.com/media/635290/brcgs-solid-blue.png

Udhézues pér Eksportine Ndérmarrjeve té Vogla dhe t& Mesme né Shqipéri

8.4

8.4.1

53

http://halalworldinstitute.org/standard/detail/21?lang=en#.WG6DHnnrvcs

Ky standard éshté zhvilluar nga Grupi | Ekspertéve Standartizues té Konferences Islamike (OIC). Ai
pércakton kriteret baze pér procesimin e ushgimeve né linjé me kérkesat e Islamit.

Si té pérshtatemi mé standardet ndérkombétare

Numri i madh dhe kompleksiteti i standardeve dhe rregullave e bén té ndérlikuar disa heré pér té gjitha
kompanité gé té pérputhen me to. Kjo éshté edhe mé tepér me vleré né rastin e kompanive té vogla
apo té mesme (NMV-té) té cilat jané né njé fazé té hershme té aktiviteteve eksportuese. Ky kapitull jep
nj¢ paragitie t&¢ hapave mé té réndésishém™'gé ndihmojné pér té siguruar pérputhshméri me
standardet ndérkomébtare (shih Figuran vijues pér njé véshtrim té pérgjithshém).

3. Zbatimi i standardeve

4. Evidencé pér
pérputhshmériné

Figura 13: Fazat e zbatimit té standardeve
(Burimi: ITC (2016 1)

Identifikimi i standardeve bazé

Si hap i paré, vendimmarrésit i duhet té identifikojé standardet qé duhen plotésuar pér té béré té
mundur njé transaksion eksporti. Dhe ky hap — si¢ éshté pérmendur mé paré- nuk éshté aq i thjeshté.
Megjithaté,njé gasje e fokusuar né né projektin e eksportimit ndihmon pér té patur njé kérkim mé té
ngushté. Né vijim, jepen disa adresa nga burime t& besueshme né internet gé ofrojné njé véshtrim té
pérgjithém té grupeve té ndryshme té standardeve.Duhet theksuar né kété piké se klienti mund té
informojé gjithashtu pér standardet dhe rregullat e domosdoshme pér t'u zbatuar.


http://halalworldinstitute.org/standard/detail/21?lang=en#.WG6DHnnrvcs
http://3.bp.blogspot.com/-9w_dofDQsm8/Vh3U9mAop7I/AAAAAAAAAEY/DXaMVGNjYBI/s1600/Halal-logo-Jan-2015.jpg
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Rregullat teknike

ITC (Market Access Map) dhe World Bank (World Integrated Trade Solution (WITS) japin njé mbulim
té miré té gjithé rregullave né njé harté ku paragiten standardet ndérkombétare té klasifikimit dhe
harmonizimit g& mbulojné rreth 90 vende dhe té gjitha produktet.

Www.macmap.org
http://wits.worldbank.org

Pér eksportet ne BE, Helpdesku i Eksporteve me BE-né jep njé véshtrim té pérgjithshém té
rregullovere, késhillave dhe shpjegimeve gé lidhem me BE-né.

http://exporthelpdesk.europa.eu

Njé mjet me bazéweb, i ndértuar nga anétarét e CEFTA éshté i pérbéré nga 4 baza té dhénash: the
Technical Barriers to Trade (TBT) Platform, Sanitary and Phytosanitary (SPS) Database, Market
Access Database (MADB) and CEFTA Trade Portal.

http://transparency.cefta.int

Standardet kombétare / National Standards

Mé shumeé se 150 vende, kané publikuar standarde kombétare, té cilat do té zinin shumé vend nése
do té numéroheshin kétu. Njé shembull tipik do té ishte psh. Instituti Amerikan i standardeve
kombétare (American National Standards Institute) ose Standardet Britanike (British Standards) dhe
standardet e |Institutit Gjerman té Standardizimeve (German Institute for Standardization).
Eksportuesve do t'u duhet pér pasojé té shohin drejtpérdrejté njé faget e internetit té trupave
respektive gé merren me standardet né vendet drejt té cilat do té duan té eksportojné.

Standardet e Voluntary sustainability standards

Né fagen e saj té hartés sé standardeve, ITC ofron njé informacion té ploté pér rreth 200 standarde té
géndrueshmé vullnetare.

www.standardsmap.org

Njé véshtrim pér rreth 460 etiketa-eko né 25 industri, ofrohet nga Big Room Inc. né inteksin
ekoetiketues té saj .

www.ecolabelindex.com

Vlerésimi i kostove dhe pérfitimeve té harmonizimit té standardeve

Zbatimi i rregulloreve dhe standardeteve é&shté i lidhur me kosto té cilat mund té jené té
konsiderueshme. Kostot tipike jané:

- Kosto pér investime (makineri ose njohuri)
- Kosto mé té larta ose burime administrative shtesé.

- Kosto administrative pér procesin e zbatimit (tarifa ose kosto pér té evidentuar harmonizimin
me standardet)

Nga ana tjetér éshté e véshtiré gé té vlerésohen pérfitimet e drejtpérdrejta nga harmonizimi |
standardeve (vecanérisht pérpara se kjo té ndodhé&). Harmonizimi me rregulloret ose standardet éshté
njé parakusht pér eksportet né tregjet respective. Kjo nuk do té thoté se produkti do té shitet me
sukses né njé treg té caktuar. Kostot pér té hyré né njé treg té ri do duhet té vlerésohen njé kuadér té
njé vlerésimi mé té gjeré. Si rrjedhojé, éshté e réndésishme qé té vlerésohen pérfitimet e péraférta té
pritshme nga hyrja né tregje té reja dhe té krahasohen ato me kéto kosto. Né rast se kostot i kalojné
pérfitimet, éshté e mundur gé té reduktohen kostot e faktorit ‘zbatim standard’ duke zgjedhur njé tjetér
standard ose njé treg tjetér.


http://www.macmap.org/
http://www.standardsmap.org/
http://www.ecolabelindex.com/
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Zbatimi i standardeve

Kompleksiteti i zbatimit t& standardeve varet nga lloji i standardit specifik dhe nga rregullat. Njé tjetér
dallim i réndésishém éshté nése ai mbulon njé produkt apo menaxhimin e sistemit. Ky i fundit merret
me procesin dhe me procedurat e manifakturés —ose té ofruesit té& shérbimit.

Né kété rast, aftesia e prodhuesit pér tu pérshtatur me kérkesat e cilésisé, besueshmérisé dhe
céshtjeve ekologjike, zakonisht vierésohet pérkundrejt standerdeve té pércaktuara. Sistemi mé i
njohur i gertifikimit menaxherial éshté i bazuar né ISO 9001.

Njé numér i konsiderueshém institucionesh ndérkombétare kané zhvilluar udhézuesa specifiké pér té
ndihmuar NVM-té pér t'u pérshtatur me kérkesat gé burojné nga standardet. 1ISO, UNIDO dhe ITC
kané pérgatitur udhézuesa té bazuar né standardet ISO. ITC dhe Instituti Kombétar i Meterologjisé |
Gjermanisé (PTB) ofrojné njé udhézues gjithépérfshirées qé& u mundéson NMV-ve té pérputhin
standardet e ndryshme pér prodhimet e tyre pér eksport..

Menaxhimi | Cilésisé pér Eksport: njé udhézues pér ndérmarrjet e Vogla e t&€ mesme gé merren me
eksport (Export Quality Management: A Guide for Small and Medium-sized Exporters)

https://www.ptb.de/cms/fileadmin/internet/fachabteilungen/abteilung _g/q.5 technische zusammenarb
eit/g5 publikationen/Export_Quality Management éeb EN.pdf

Veértetimi i pérputhshmérisé me standardet

Sé fundmi, kompanisé i duhet té vértetojné pérputhshmériné me standardet. Si rregull, ata gé e
vlerésojné pérputhshmériné me standardin, jané ofruesit e shérbimit. Organizata private ose Publike
mund ta ofrojné kété shérbim té vertetimit t& pérputhshmérisé me standardet. Mégjithaté, éshté e
réndésishme gé kéto ofruesa shérbimesh té jené té akredituar ndérkombétarisht. Vetém né kéto
rrethana, raportet e testimit té tyre dhe certifikatat e I1éshuara prej tyre do t¢ mund té njihen edhe
jashté vendit. Disa ofruesa shérbimesh té késaj natyre gé veprojné né Shqipéri, jané paragitur né
kapitullin vijues.

Institucionet respektive né Shqipéri

Standardi i mallrave pér eksport mund té certifikohet drejtpérdrejt né Shqipéri. Institucionet e
autorizuara pér kété géllim jané si né vijim:

Autoriteti Kombétar | Ushqgimit - AKU

Pér eksportin e mallrave té bujgésisé Autoriteti Kombétar | Ushgimit (AKU) éshté njé aktor |
réndésishém. Eksportuesit mund té marrin prej tij certifikaté qé konfirmojné pérputhshmériné e cilésisé
sé mallrave me standardet né vendin importues. Certikata e AKU-t éshté e njohur né shumicén e
tregjeve mé té réndésishme.Me ané té njé projekti konkret AKU mund té kontaktohet drejtpérsédrejti e
té kérkohet informacion pér llojin e certifikatave t& duhura.

E-mail: info@aku.gov.al

website: www.aku.gov.al

56, Muhamet Gjollesha, Tirané 1023
+355 4 225 2658

Albinspekt

Albinspekt éshté i pari institucion gé Bashkimi Europian e ka njohur duke e pranuar né listén e trupave
gé BE i njeh si autoritet té inspektimit dhe té certifikimit. Si i tillé, té gjithé klientét e certifikuar nga
Albinspekt bazuar né standardet ekuivalente mund t'i eksportojné prodhimet e tyre ne vendet e BE-sé
pa patur nevojé pér certifikaté eksporti.

Albinspekt kryen inspektime certifikime té produkete té organike dhe té standardeve té tjera
ushgimore né bazé té standarteve vijuese:


https://www.ptb.de/cms/fileadmin/internet/fachabteilungen/abteilung_q/q.5_technische_zusammenarbeit/q5_publikationen/Export_Quality_Management_ëeb_EN.pdf
https://www.ptb.de/cms/fileadmin/internet/fachabteilungen/abteilung_q/q.5_technische_zusammenarbeit/q5_publikationen/Export_Quality_Management_ëeb_EN.pdf
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= Ligji Shgiptar | Bujgésisé Organike Nr.9199 daté 26.02.2004 ‘Mbi prodhimin, pérpunimi,
certifikimin dhe tregtimin e Produkteve Bio’;

= BioAdria — standard privat | Bujgésisé Organike né Shqipéri;

= Regullorja e Késhillit EEC 834/2007 dhe rregulat e zbatimit té saj;

= HALAL —Standard i Cilésisé s& Ushqgimit.

Standadet vijuese jané té atashuara né kété trupé gjithashtu:

BioSuisse — standard privat i bujgésisé organike né Zvicér;

NOP — prodhimi kombétar organik, Standard kombétar i prodhimeve organike t& SHBA-ve;
GLOBAL GAP - Standard pér siguriné e integruar né Bujqési;

ISO 9001:2008 — Standard sistemet e menaxhimit té cilésisé

PDO —Destinacion i Mbrojtur i Origjinés:

PGI — Mbrojta e Treguesve Gjeografiké;

contact@albinspekt.com
www.albinspekt.com

Sheshi Hari Trumen’, Nd.1, Hy.25, Ap.10, 1016 Tiran&, Shqipéri
(ish-Rruga "Ded Gjon Luli", Pall. 5, Shk. 1, Ap.8)

+355 4 2238 554
+355 68 20 62 262

9 Proneésia Industriale

Ligjet pér mbrojtjen e pronésisé industriale jané pjesé e njé sistemi mé té gjeré té rregullave té
pranuara gjerésisht si pronési intektuale. Qéllimi i kétyre rregullave éshté mbrojtja e krijimeve
intelektuale duke i dhéné krijuesit té drejtén mbi krijimet inovatore té tij. Llojet e pronésisé industriale
jané paraqitur né Figurén vijuese dhe shpjegohen mé tej me detaje'.Né Shqipéri, insitucioni
pérgjegjés éshté Drejtoria e Pérgjithshme e Pronésisé Intelektuale (pér mé shumé shih shpjegimet né
fund té kétij kapitulli).
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Emrat
Tregtaré

Treguesit
Gjeografiké

Figura 14: Llojet e pronésisé industriale t& mbrojtur
(Burimi: Organizata Botérore t& Pronés Intelektuale WIPO (2016))

Patentat pér Shpikjet

Kéto instrumenta pérdoren pér té& mbrojtur shpikjet teknike. Njé patenté i jep shpikésit té drejtén pér té
vendosur né ményré autonome pér zbatimin e shpikjes sé tij. Zakonisht njé patenté ka njé
kohezgjatjeje 20 vjecare. Sidoqofté, jo té gjitha shpikjet marrin patent dhe né pérgjithési, duhen
plotésuar disa kushte (shih pér mé shumé detaje tabelén né vijim).

Gjendja Karakteristikat

Zbatueshméria Shpikjet duhet té kené disa pérdorime praktike

Hapat e ndjekur né shpikje Inventive step Shpikja duhet té jet¢é domethénésé. Pér
shembull, modifikime té vogla né kuadér té
procesit té prodhimit ose té produktit nuk jané
pjesé e njé patente.

Tabela 4: Kushtet e marrjes sé patentés
(Burimi WIPO (2016))
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Dizajnet Industriale

Njé dizajn industrial pérkufizohet si dizajni i produkteve (mallra industriale dhe té konsumit). Kéto lloj
dizajnesh pérfshijné aspekte té& ndryshme:

e Aspekte praktike (p.sh té funksionalitetit, sigurisé)
e Dezajnit
e Aspekte Ekonomike (p.sh material té pérdorura)

Koha gjaté sé cilés dizajni industrial éshté i mbrojtur mbulon njé kohé zgjatje prej 10 deri ne 25 vite
dhe varet nga vendi respektiv. Duhet theksuar se dizajni industrial mund té jeté nén mbrojtje nése
éshté i ri ose original dhe mund té pérdoret né industri ose né procesin e prodhimit.

Trademarks dhe Markat e Shérbimeve

Kjo shenjé ndihmon pér té dalluar mallrat e njé kompanie nga njé tjetér.Kjo shenjé dalluese mund té
jeté fjalé, shkronjg, foto, figura ose formé gjeometrike.Pér shkak se éshté e mbrojtur, trademark mund
té pérdoret né ményre ekskluzive né procesin e marketingut pér té dalluar kompaniné.Té tilla shenja
ekzistojné edhe pér shérbimet dhe né kété rast quhen Marka Shérbimesh.Hotelet e médha, zinxhirét e
restoranteve apo linjat ajrore i pérdorin ato shpesh. Periudha gjaté sé cilés ato jané té mbrojtura,
éshté e ndryshme. Sidoqofté, njé kompani mund ta rinovojéTrademark gjaté né kohé.

Emrat Tregtaré dhe Shenjat Dalluese

Emrat tregtaré dhe shenjat dalluese té njé kompanie mund té j&né nén mbrojtje gjithashtu. Kjo gjé ka
avantazhin gé asnjé firmé tjetér nuk mund té pérdoré emrin e njé kompanié gé éshté e mbrojtur pér
marketing té produktit. Zakonisht kéto produkte jané té rregjistruara si njé kompani geveritare.

Treguesit gjeografiké

Kjo etiketé tregon origjinén se nga vjen produkti dhe pér pasojé zbulon té gjitha tiparet positive té
késaj vendndodhjeje. Zakonisht kjo éshté shenjé cilésie. Treguesit gjeografiké pérdoren shpesh pér
prodhimet bujgésore. Por ato mund té pérdoren edhe pér mallra konsumit dhe pér pajisje (si psh
Made in Italy — Prodhuar né Itali — pér veshjet dhe Made in Germany — Prodhuar né Gjermani pér
makina). Kéto jané té mbrojtura sipas ligjeve kombétare. Si pasojé e mbrojtjes, palé té paautorizuara
(pér shembull prodhues nga vende té tjera) mund té€ mos i pérdorin kéta tregues gjeoFiguraé.

Mbrojtja Europiane dhe Ndérkomébtare e patentave

Nuk ka patent botérore. Né parim, patentat jané té viefshme vetém né njé vend, aty ku ato jané
rregjistruar. Megjithaté, ka njé numér mundésish pér ta fituar mbrojtjen e patentés edhe né vende té
tiera. Njé ndér kéto ményra éshté mundésia pér té aplikuar pér njé patenté europiane ose
ndérkombétare. Té tilla patenta kané avantazhin se mund té pérdoren né mé shumé se njévend. Pér
mé tepér, vetém njé aplikim éshté i domosdoshé, ¢cka shérben pér té kursyer burime.

Patentat Europiane
Zyra e Patentave Europiane éshté pérgjegjése pér procedurat e marrjes sé patentés. Mé shumé
informacion mund té gjendet né kété fage té agjensisé.

http://www.epo.org.

Patentat Ndérkombétare

Njé patenté ndérkombétare mund té zbatohet né kuadér té Traktatit t&¢ Bashképunimit t& Patentave
(PCT).

Pér mé shumé informacion pér kété traktat mund té gjendét né fagen e Organizatés Botérore té


http://www.epo.org/
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Pronésisé Intelektuale (World Intellectual Property Organization (WIPO)
http://www.wipo.int/pct/en.

Si hap i paré, gjithsesi éshté gé té kontaktohen institucionet e duhura né Shqipéri. Ato jané pika e paré
pér diskutim né procesin e métejshém. Sistemi i pronésisé intelektuale né Shqipéri éshté i bazuar né
legjistlacionin kombétar dhe konventat dhe traktatet ndérkombétare, té cilat jané nénshkruar nga
Shqipéria. Né Shqipéri Drejtoria e Pérgjithshme e Pronésisé Intelektuale éshté pérgjegjése pér
céshtjet gé lidhen mé kété fushé. Ka té ngjaré gé njé rregjistrim té jeté i mjaftueshém pér té siguruar
mbrojtien edhe jashté. Drejtoria e Pérgjithshme e Pronésisé Intelektuale &shté pjesé e Ministrisé sé
Ekonomisé Tregtisé dhe Sipérmarrjes. Ajo ofron shérbimet si mé poshté:

= Patenta pér Shpikje

= Mbrojtjen e Dizajnit Industrial, markave tregtare dhe té shérbimeve
= Mbrojtjen e Treguesve gjeografiké

= Tipografiné e Cirkuiteve té Integruar

Pér eksportuesin,dy nga aktivitet kryesoré té kétij institucioni jané té réndésishme:

=  Administrimi i té gjitha procedurave pér dhénien dhe mbrojtjen e té drejtave té pronésisé
industrial.

= Kushtet pér egzaminim dhe rregjistrim té besueshém té patentatve, trademark, dizjanit
industrial dhe treguesave gjeoFiguraé.

Drejtoria e Pérgjithshme e Pronésisé Intelektuale

E-mail: mailinf@alpto.gov.al

http://www.dppm.gov.al

Tel: +335(0)42236288

Bulevardi “Zhan D’Ark”, Prona nr.33, Shtépia e Ushtarakéve, Tirana, Albania



http://www.wipo.int/pct/en
mailto:mailinf@alpto.gov.al
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Fjalor i Termave té Tregtisé sé Jashtme dhe Termave
te Tregtisé Nderkombeétare

Tarifé e aplikuar/kursi i aplikuar
Detyrimet gé jané vendosur pér importet.

ATA Carnet

ATA (Admission Temporary Admission — Pranim i Pérkohshém Pranimi) Carnet éshté njé dokument
doganor ndérkombétar gé lejon importimin e pérkohshém té mostrave tregtare,pajisjeve profesionale
ose mallrave gé shkojné né njé ekspozité ose panair tregtar né vende gé jané pjesé e sistemit ATA
Carnet. Pa kété document, eksportuesit do t'i duhet té kalojé népér procedurat doganore individuale té
cdo vendi pér hyrjen e mallrave. ATA Carnet éshté i viefshém pér njé vit pérdorimi dhe lejon l&vizjen e
mallrave si¢c tregohen ne Carnet pér aq heré sa do té duhet gjaté periudhés dhe né cdo lloj
destinacioni pér té cilin éshté aplikuar. Né Shqipéri pérdoret nga Unioni i Dhomave té Tregtisé dhe
Industrisé sé Shqipérisé.

Bill of lading — Faturé e ngarkimit
Dokument gé pérdoret per transportin e mallrave. Eshté né fakt, kontrata mes kompanisé sé
transportit dhe eksportuesit.

Buying Agents — Agjentét blerés
Agjentét blerés (té cilét thirren edhe shtépi konfirmuese) jané firma gé blejné produktin e eksportit pér
njé kompani tjetér.

Carrier - Transportues
Person ose kompani, qé éshté pérgjegjes pér transportin

CEFTA
The Central European Free Trade Agreement — Marréveshja e tregtisé sé liré me Europén Qendrore

Commercial invoice - Faturé tregtare

Faturé pér mallrat e eksportuara. Pérmabn, psh pérshkrimin e mallrave, ¢mimin, pikén e origjinés,
emrat dhe adresat e blerésit, shitésit dhe shpérndarésit si dhe kushtet e transportit, shpérndarjes dhe
pagesave.

Consignee - Marrési i ngarkesés/Pritési
Adresa pérfundimtare pér mallrat e eksportuara

Consignment - Ngarkesa
Mallrat e eksportuara de-facto

Direct Sales to End Users - Shitjet direkte né pérdorues fundoré
Shitje té drejtpérdrejta te konsumatorét jashté vendit. Eksportuesi éshté zakonisht pérgjegjés pér
transportin, mbledhjen e pagesave dhe shérbimin e produktit.

Distributors - Shpérndarésat
Kompania ose personi gé blen mallrat nga eksportuesi dhe i rishet ato me pérfitim. Detyrat e tij,
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Zakonisht shtohen dhe me puné té tjera, si njéinventari produkteve, pjesé ndérrimit té mjaftueshme
dhe ofrimi i garancive. Hapésira e bashképunimit pércaktphet nga kontrata.

Kompanité e manaxhimit té Eksportit

Kompania e cila kryen transaksione né emér té prodhuesve dhe pérfagson nén emrin e saj. Ata
punojné mbi bazé komisioni, pag ose komision plus mbi shitjen e shumicés. KME zakonisht jané té
specializara né produkte ose tregje té huaja.

Foreign Retailers - Tregtarét me pakicé té huaj
Zakonisht dygane individuale ose pjesé té zinxhirit t&€ dyganeve. Kanalet e shpérndarjes té
pérshtatshme pér mallra konsumit

Sistemi i Gjeneralizuar i Preferencave (GSP)
Sistemi i Gjeneralizuar i Preferencave (GSP) — programme nga vendet e zhvilluara drejt vendeve ne
Zhvillim pér t'ju dhéne preference tarifore importeve nga vendet né zhvillim.

Pesha Bruto
Pesha e kombinuar e mallrave, paketimit dhe konteinerit

Sistemi i Harmonizuar (H.S.)

Njé nomenklaturé ndérkombétare e zhvilluar nga Organizata Botérore e Doganave, e organizuar mbi
bazén e njé kodi me 6 shifra, gé u mundéson vendeve pjesmarrése t'| klasifikojné mallrat e
tregtueshme né njé bazé té pérbashkét. pértej nivelit gjashté shifror, vendet jané té lira t& ndértojné
sistemet e tyre kombétare dhe specifikat pér tarifat dhe géllime té tjera.

Certifikata e inspektimit
Dokument gé certifikon njé inspektim dhe pérshkruarn specifikimet e mallit né detaje.

Incoterms

Rregullat e Incoterm ose Termat e Tregtisé Ndérkombétare (International Commercial Terms) jané de
facto gjuha e transportit ndérkombétar dhe pérdoren gjerésisht ne hartimin e kontratave. Ato
pércaktojné detyrat, kostot dhe rreziget e lidhura me transportin dhe shpérndarjen e mallrave. Ato
pérkufizohen dhe publikohen nga Dhoma Ndérkombétare e Tregtis€ ) International Chamber of
Commerce (ICC)

RREGULLAT DHE MEYRAT E TRANSPORTIT

EXW — Ex Works

Ex Works do té thoté gé shitési shpérndan kur ai vendos mallrat né dispozicion té blerésit tek
vendondodhja e shitésit ose né njé vend tjetér té pércaktuar (qé mund té jeté vendi i punés, fabriké,
magaziné, etj.). Shitési nuk ka nevojé t'i ngarkojé mallrat né ndonjé makiné ngarkimi dhe as mallrat
nuk kané nevojé té kalojné pér export, né rastet kur ky process éshté i zbatueshém.

FCA — Free Carrier

Free Carrier do té thoté gé shitési i shpérndan mallrat tek transportuesi ose né ndonjé person tjetér
gé éshté eméruar nga blerési né vendondodhjen e shitésit ose né ndonje vend tjeter. Palét jané
informuar miré parapraksith pér té specifikuar sa me miré té jeté e mundur emrin dhe vendin e
shpérndarjes, sepse né kété rast rreziku i mbetet blerésit.

CPT — Carriage Paid To
Carriage Paid To do té thoté gé shitési i shpérndan mallrat tek transportuesi ose njé person tjetér qé
éshté eméruar nga shitési né njé vend pér té cilin éshté réné dakort (nése njé vend i tillé éshté
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gartésuar paraprakisht mes paléve) dhe shitési mund té kontraktojé dhe té paguajé koston e
transportit t& nevojshém pér té cuar mallrat né destinacionin e caktuar.

CIP — Carriage and Insurance Paid To

Carriage and Insurance Paid To do té thoté gé shitési i shpérndan mallrat tek transportuesi ose njé
person tjetér i eméruar nga shitési né njé vend pér té cilin éshté réné dakort (nése egziston njé vend i
tille) dhe shitési mund té kontraktojé ose té paguajé kostot e transportit t&€ nevojshme pér té sjellé
mallrat né destinacionin final. Shitési, gjithashtu kontrakton pér arésye té siguracionit shitésin ndaj
rrezikut t& démtimit t& mallrave gjaté transportit. Blerési duhet té jeté i vemendshém gé nen CIP,
shitési éshté i detyruar qé té marré siguracion vetém né nivelin minimal. Né rast se blerési do té dojé
té keté njé siguracion mé té larté, atéheré ai duhet té bjeré dakort sa mé paré té jeté e mundur me
shitésin ose té organizohet né ményré tjetér pér siguracion shtesé.

DAT — Delivered At Terminal

Delivered at Terminal do té thoté gé shitési i shpérndan mallrat, pasi jané shkarkuar nga mjetet e
transportit dhe ato jané vendosur né dispozicion té blerésit né terminalin e pércaktuar té portit ose
pikés sé destinacionit final. Terminal &shté njé vend, i mbuluar ose jo, si psh né port, magazinég,
konteiner, tren ose terminal né aeroport. Shitési mban mbi vete té gjitha rreziget e sjelljes sé mallrave
dhe shkarkimit té tyre né terminalin e portit ose té pikés sé destinacionit.

DAP — Delivered At Place

Delivered at Place do té thoté qé shitési shpérndan kur mallrat jané vénén né dispozicion té blerésit
me ané té mjeteve té transportit qé jané duke mbérritur dhe jané gati pér t'u shkarkuar né vendin e
pércaktuar. Shitési merr pérsipér té gjitha rreziget e sjelljes sé mallrave ne vendin e caktuar.

DDP — Delivered Duty Paid

Delivered Duty Paid do té thoté gé shitési i shpérndan té mallra kur ato jané vendosur né dispozicion
té blerésit, jané béré gati pér import né mjetet e transportit, gati pér t'u ngarkuar né vendin e
destinacionit. Shitési mban té gjitha rreziget dhe kostot gé lidhem me sjellien e mallrave né
destinacionin final dhe ka detyrime pér té pérgatitur mallrat si pér eksport ashtu dhe pér import, té
paguajé detyrimet si pér eksport ashtu edhe pér import dhe té plotésojé té gjitha formalitetet
doganore.

RREGULLAT PER TRANSPORTIN DETAR DHE TOKESOR

FAS — Free Alongside Ship

Free Alongside Ship do té thoté gé shitési i shpérndan mallrat kur ato kané ardhur dhe jané
vendosur né kalaté té portit si¢ jané kérkuar blerési né portin e caktuar. Rreziku i humbjes ose i
démtimit t&€ mallrave kalon kur mallrat e anijes jané né kalaté, dhe nga ky cast, té gjitha kostot |
kalojné blerésit.

FOB — Free On Board

Free On Board do té thoté gé shitési i shpérndan mallrat né bord té anijes té pércaktuar nga blerési
né portin e caktuar ose prokuron mallrat gé tashmé jané dorézuar. Rreziku i humbjes ose i démtimit té
mallrave kalon kur mallrat jané né bord té anijes dhe blerési merr pérsipér té gjtha kostot nga ky
moment e mé tej.

CER — Cost and Freight

Cost and Freight do té thoté gé shitési | dorézon mallrat né bordin e anijes ose prokuron mallrat gé
sajo jané dorézuar. Rreziku | humbjes ose | démtimit té mallrave kalon kur mallrat jané né bord té
anijes. Shitési duhet té kontaktohet ose té& paguajé pér kostot dhe pér transportin e domosdoshém pér
té sjellé mallrat né portin e pércaktuar si destinacion pérfundimtar

Cost, Insurance and Freight — Kosto, Sigurimi dhe Transporti — do té thoté gé shitési dorézon
mallrat né bordin e anijes ose | prokuron mallrat gé sapo kané mbérritur. Rreziku u humbjes ose
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démtimit té mallrave kalon kur mallrat jané né bord té anijes.Shitési duhet kontaktuar ose duhet té
paguajé transportin e domosdoshém pér t'| dérguar mallrat né destinacionin final.Shitési, gjithashtu,
kontrakton pér siguracionin ndaj rrezikut té blerésit ndaj humbjes ose démtimit t& mallrave gjaté
transportit. Blerésit duhet té véré re gé né CIF shitésit | kérkohet té keté njé siguracion minimal. Né
rast se blerési do té dojé té keté mbrojtie mé té larté me siguracion, | duhet gé né ményré té
menjéhershme té bjeré dakort me shitésin ose té organizojé siguracion shtesé.

Certifikaté siguracion
Evidence se siguracioni éshté pérgatitur.Pércakton llojin dhe vlerén e siguracionit.

Ndérmjetésim - Mitigation
Njé reduktim i vlerés fillestare qé éshté negociuar nén démtimet ose penalitete.

Transport shumé formésh - Multi-modal transport
Transport gé pérfshin mé shumé se njé formé transporti (psh me tren dhe nga deti)

Pérpunim nga Jashté - Outward processing

Procedurat doganore nén té cilat, mallrat eksportohen pérkohésisht pér manifakture, pérpunim ose
reparim jashté vendit dhe pastaj rimportohen mé té gjitha pjesét ose me disa prej tyré té pérjashtuara
nga taksat dhe detyrimet doganore.

Lista e Paketimit - Packaging list

Tregon se si mallrat jané paketuar, identifikon pérmbajtjen e tyré né kuti dhe jep volumin, peshén dhe
dimensioned e secilés prej paketave té mallrave té dorézuara. Agjentét doganoré do té kérkojné listén
kur mallrat jané eksportuar ose importuar dhe operatorét dhe klientet jané té afté ta prodhojné até.

Pika e hyrjes - Port of entry
Njé vend i caktuar né té cilin agjenti doganor éshté autorizuar té pranojé mallrat, mbledhe detyrimet
doganore dhe té vendosé né fuqi kérkesat e ligjit pér doganat dhe transportin detar.

Prokuré Pérfagésimi - Power of attorney (for customs)
| lEshohet njé punonjési, agjenti doganor (Broker/ndérmjetésues), pérfaqsuesi, partneri ose zyrtari té
njé korporate pér té kryer veprime doganore né emér té eksportuesit ose té& importuesit.

Tarifé preferencial - Preferential tariff
Njé tarifé e cila kushtézon vlera mé té uléta doganoré pér mallra té importuara nga njé vend specifik.

Faturé Pro Forma - Pro forma invoice
Faturé paraprake e shitjeve e dérguar té blerésit para mbérritjies sé ngarkesés. Ajo pérmban
informacion pér produktin dhe pér procedurat e transportit.

Urdhér pagese - Purchase order
Njé oferté me shkrim nga ana e ofruesit té shérbimit e cila né ményré formale pércakton té gjitha
termat dhe kushtet pér njé transaksion té propozuar.

Rishités — Remarketers

Gjithashtu agjent eksporti ose tregtar. Kompani e cila ble produkte drejtpérdrejt nga tregtari, paketon
ose vendos markeén sipas specifikimeve té tyre. Tregtarét mund t'i shesin kéto produkte né tregje té
tjera duke pérdorur emrin e tyre dhe duke marré pérsipér té gjitha rreziget.
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Masat mbrojtése - Safequard measures

Masat gé merren pér té mbrojtur njé industry té caktuar nga ndryshime té papritura t& importeve —
zakonisht e drejtuar nga Neni 19 | GATT. Marréveshjet Bujgésore dhe té veshjeve dhe tekstileve
kane specifikime té vecanta né kété drejtim: masa té vecanta pér bujgésing, masa tranzitore pér
tekstilet dhe veshjet.

Pérfagésues i shitjeve - Sales representatives

Kompani ose person gé shet produktet tek firma té tjera.Zakonisht vepron mbi bazén e njé kontrate té
shkruar gé pércakton pér shembull, territorin, termat e shitjes dhe metodat e kompensimit.Nuk é&shté e
pazakonté gé ata ta veprojné pér kompani té ndryshme.

Pengesat teknike pér treqgtine - Technical barrier to trade

Pengesat teknike té tregtisé jané masa jo-tarifore gé mund té rezulojné nga pérgatitja, pérshatja dhe
zbatimi i rregullatoréve té ndryshém tekniké, procedurat e vlerésimit té pérpuethshmérisé ose nga
kufizuesa té tjeré té ngjashém.

Pranim i pérkohshém - Temporary admission

Proceduré doganore né kuadér té té cilés disa mallra mund té hyjné né territorin e doganés né ményré
té kushtézuar té lehtésuara nga pagesat e detyrimeve té taksave té eksportit dhe importit; té tilla
mallra duhen importuar pér njé géllim té caktuar dhe jané té destinuara pér rieksportim brenda njé
periudhe kohore té caktuar dhe pa kaluar ndonjé ndryshim, me pérjashtim té zhvlerésimit pér shkak té
pérdorimit t& mallit.




11

11.1

11.2

Udhézues pér Eksportine Ndérmarrjeve té Vogla dhe t& Mesme né Shqipéri

Adresa té Nevojshme

Institucione Financiare dhe Banka né Shqipéri

Raiffeisen Bank

Intesa Sanpaolo Bank

Alpha Bank

Banka Kombetare Tregtare

Credins Bank

Credit Bank of Albania

ABI — American Bank of Investments

First Investment Bank— Albania

International Commercial Bank

Societe Generale Bank

Pro Credit Bank

Shogata Biznesi né Shqipéri

Dhoma Amerikane e Tregtisw

Unioni | Bizneseve Shgiptare

www.raiffeisen.al

www.intesasanpaolobank.al

www.alphabank.al

www.bkt.com.al

www.bankacredins.com

www.creditbankofalbania.com.al

www.abi.al

www.fibank.al

www.icb.al

www.societegenerale.al

www.procreditbank.com.al

www.amcham.com.al

www.biznesalbania.org.al
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Unioni | Bizneseve Shqiptare éshté njé organizaté themeluar nga anétarét e saj e cila pér géllim gé té
promovojé, pérfagsojé dhe t& mbrojé interesat specifike t& bizneseve né Shqipéri dhe jashté saj

népérmjet avokatise dhe dialogut publik-privat.
Dhoma e Tregtisé dhe Industrisé France

Dhoma e Tregtisw dhe Industrisw (CCI)

www.ccifa.al

www.cci.al

CCl mbéshtet progresin e biznesit duke mbéshtetur modernizimin, lidershipin, inkurajimin dhe
promovimin e intereave té bizneseve si dhe ndértimin e nj¢ marrédhéniejeje afatgjaté me partnerét
kryesoré té biznesit. Ky kontribut mbulon informacion pér prodhimin, turzmin, bujgésiné, mjedisin si

dhe eksportet.
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Dhoma e Fasonisteve té Shqipérisé http://albania-textile.com

Kjo éshté njé organizaté qé mbéshtet dhe promovon sektorin e veshjeve né tregun ndérkombétar.
Dhoma funksionin si njé gendér gé lidh prodhuesit shqiptaré me blerésat e huaj.

DIHA - Deutsche Industrie und Handelsvereinigung www.diha.al

DIHA éshté njé shoqgaté shqiptaro-gjermane gé | shérben anétéve té saj né zhvillimin e sektorit privat
né cdo lémi. Eshté njé gendér gé lidh bizneset shqiptare dhe gjermane duke filluar nga lidhjet e tregut,
ndarjen e kontakteve, panairet, etj.

Dhoma ltaliane e Tregtisé http://www.ccia.al
KASH - Késhilli Shqiptar i Agrobiznesit www.kash.org.al
Shoqata e grave profesionale dhe té Artizanatit www.shgpaz.al

Shogaté biznesi me njé rrjet kombétar dhe ndérkombétar té€ menaxhuar nga njé group grash me
géllimin pér té mbéshtetur dhe inkurajuar gra té tjera né nismat e tyre tregtare dhe ekonomike.
Shogata organizon forume tregtare, B2B, panaire, ekspozita, seminare dhe konferenca. Shoqata
funksionon né té gjithé territorin e Shqipérisé.

UCCIAL — Unioni i Dhomave té Tregtisé
dhe industrisé né Shqipéri http://uccial.al/

Institucione té Tjera té Réndésishme né Shqipéri

Shérbimi Doganor Shqiptar www.dogana.gov.al

ALBINSPEKT www.albinspekt.com

Albinspekt éshté njé trupé kontrolli e cila ofron njé listé té ploté té shérbimeve né inspektim dhe né
certifikimin e produkteve organike dhe sistemeve té cilésisé ushgimore, né bazé té rregullave private
dhe ndérkombétare, trainimit té& procedurave pér inspektim dhe certifikim, informacion né lidhje me
rregullat e importit névende té tjera.

ACN — Konsulentét Shqiptaré www.albconsulting.org

Rrjeti i konsulentéve Shqiptaré ka mbledhur rreth vetes konsulenté profesionsté gé veprojné né
Shqipéri. Shérbimet e ofruara té kétij rrjeti pérfshijné konsulencat né menaxhim, financé, marketing,
standarde cilésore, burime njerézore, asistencéligjore ose inxhinieritke. ACN &shté pjesé e njé rrjeti
ndérkombétar té konsulentéve.

Agjensia Shqgiptare e Zhvillimit tw Investimeve — AIDA www.aida.gov.al
AIDA synon té inkurajojé dhe té mbéshtesé ekportin e mallrave dhe shérbimeve shqiptare

Drejtoria e Pérgjithshme e Pronésisé Intelektuale www.dppm.gov.al

Programi Shqiptaro-Italian pwr zhvillimin e NVM
Bashképunimi Italian né Shqipéri www.itacalbania.org

Ky institucion vepron né njé numér té konsiderueshém sektorésh, duke harmonizuar ndérhyrjet e tij
me nivelin gendror dhe me strategjité e miratuara nga geveria shqiptare, hartuar edhe me ekspertizé
teknike e mbéshtetjien e donatoréve té huaj. Projektet jané hartuar né baza shumévjecare dhe
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fokusohen ne zhvillimin bujgésor, rehabilitim infrastructure, pérmirésim i shérbimeve socio-sanitare,
financim iINMV-ve dhe Zhvillim i sektorit privat.

Ministria e Zhvillimit Ekonomik,
Turizmit, Tregtisé dhe Sipérmarrjes www.ekonomia.gov.al

Ministria e Bujgésisé, Zhvillimit Rural

Dhe administrimit t& Ujrave www.bujgesia.gov.al
Autoriteti Kombétar i ushgimit - AKU www.aku.gov.al

11.4 Institucione Ndérkombétare té réndésishme

Dutch Centre for Promotion of Imports (CPI) www.cbi.eu/export-to-europe

Export Helpdesk of the European Union www.exporthelp.europa.eu/thdapp/index.htm

European Bank for Reconstruction
and Development (EBRD) www.ebrd.com

GIZ — Deutsche Gesellschaft fir
Internationale Zusammenarbeit www.qgiz.de/en/worldwide/294.html

GIZ ofron shérbime né emér té Qeverisé Gjermane né fushén e bashképunimit pér Zhvillim. GIZ
punon né Shqipéri gé nga viti 1988.

International Trade Centre http://www.intracen.org/
ISO International Standards http://www.iso.org/iso/home.html
Swiss Import Promotion Programme (SIPPO) www.s-ge.com/switzerland/import/en
The World Bank / IFC www.worldbank.org

www.ifc.org

Banka Botérore dhe IFC né Shqipéri, mbéshtesin me ané té programeve té ndryshme zhvillimin e
sektorit privat, sektorin financiar, performancén fiskale, papunésing, bujqésiné, etj.

World Intellectual Property Organization (WIPO) http://www.wipo.int/pct/en
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11.5 Kompani Transporti

SKY NET LOGISTIC SHPK

Addresa Rruga “Teodor Keko”, Unaza e Re, Pall. Romario 1051 Tirané — Shqipéri
Phone: +355 4 832 0167/8

Mob: +355 68 205 8501

info@skynet.al

www.skynet.al
www.skynet-al.com

SHEGA TRANS

Autostrada Tirane-Durres, km 12
Tirané&, Shqipéri

+355 4 240 8418/9
info@shega-trans.com
www.shega-trans.com

Mobile: +355 68 207 0137

PELIKAN GLOBAL LOGISTICS

Rruga Egnatia, Fly Tower (13th floor) 2000
Durrés, Shqipéri

Tel: +355 5 222 4017/5510

Mob: +355 68 209 1880/9073

Fax: +3555 222 5511
info@pelikantransport.com
www.pelikantransport.com
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13 Shtojca

13.1 Lista e Panaireve té Réndésishme

AUMA Association of the German Trade Fair Industry

Shoqgata e Industrisé Gjermane té Panaireve

Bazé té dhénash pér panairet né Gjermani dhe né té gjithé botén
http://www.auma.de/en/Messedatenbank/Seiten/Default.aspx

toFairs.com
Véshtrim i pérgjithém pér panairet né Britaniné e Madhe
http://tofairs.com/fairs2.php?cnt=1023&cty=

Iran International Exhibitions

Iran international exhibitions (IIEC) éshté kompania mé e madhe dhe lider né organizimin e panaireve
ndérkombétare dhe té ekspozitave né Irand dhe | ka zyrat e saj té€ vendosura né Teheran né vendin e
pérhershém ku organizohen panairet.

https://en.iranfair.com/

Messe Frankfurt

Me mé shumé se 100 panaire tregtare dhe ekspozita nga e gjithé bota, Messe Frankfurt GmbH éshté
aktori mé | réndésishém né biznesin e panaireve globale. Kétu ju do té gjeni informacion pér
kompaniné dhe panairet tregtare, ngjarjet, kongreset dhe konferencat.
http://www.messefrankfurt.com/frankfurt/en.htmi?nc

Neway International Trade Fairs

Neway International Trade Fairs Ltd éshté e specializar né panairet e pé€rmasve té médha néHong
Kong, Kiné dhe né vende té tjera, duke ofruar mundési té shkélqyera tregtie me njé spektér té gjeré té
industrive, gé pérfshijné edhe bizhuterité dhe aksesorét, golfin, sported dhe fitness, sektorin e
bukurisé, shéndetit, dhe arsimit, etj.

http://www.newayfairs.com/EN/Index.asp

Kalendari i Ekspozitave té Tregtisé
calendar | ekpozitave dhe ngjarjeve ndérkombétare té listuara sipas industrive né té gjithé botén.
http://www.exportfocus.com/trade-exhibitions.php

Trade Shows, Exhibitions, Conferences & Business Events Worldwide

Bazé té dhénash me 10788 ekspozita, ngjarje tregtare dhe conference qé vijné nga 2870 organizues
panairesh

http://www.eventseye.com/

Trade Shows New Network
Bazé té dhénash qé pérfshin lajme pér panairet tregtare

http://www.tsnn.com/

Panairet e Zagrebit
Zagreb Fairs ofron njé listé dhe kalendar té gjithé panaireve gé organizohen gjaté kétij viti dhe atij mé



http://www.auma.de/en/Messedatenbank/Seiten/Default.aspx
http://tofairs.com/fairs2.php?cnt=1023&cty=
http://www.iranfair.com/
http://www.messefrankfurt.com/
http://www.messefrankfurt.com/frankfurt/en.html?nc
http://www.newayfairs.com/
http://www.newayfairs.com/EN/Index.asp
http://www.exportfocus.com/trade-exhibitions.php
http://www.exportfocus.com/trade-exhibitions.php
http://www.eventseye.com/
http://www.tsnn.com/
http://www.zv.hr/sajmovi/index_en.html
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Palét e kontratés

Vlefshméria

Pérshkrim | detajuar | mallrave dhe shérbimeve té eksportuara

Cmimi dhe Monedha

Afatet e Pagesés

Inspektimi | mallrave (nése kérkohet)

Vendi | dorézimit t& mallrave

Pika e transferimit té pronésisé

Kushtet e garancisé ose mirémbajtjes

Pérgjegjésia pér marrjen e licensave té importit ose eksportit

Dokumentacioni i kérkuar dhe/ose certifikimi

Pérgjegjesia pér té paguar detyrimet doganore dhe taksat e tjera

Siguracionet pér miréfunksionimin e kontratés (pér shembull njé letér garancie)

Rasti | mos-funksionimit

Ligji I aplikueshém, vendi | gjykatés né rast procesi

Data e hartimit t& kontratés

Table 11: Listé kontrolli pér hartimin e kontratés
(Burimi: http://www.exporthelp.co.za/)
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13.3 Sample International Commercial Sale of Goods Contract

OPERATIVE PROVISIONS
PARTIES:

Seller
Name (name of company)

Represented by (surname and first name, address, position, legal title of
representation) . . ...

Buyer
Name (name of company)

Represented by (surname and first name, address, position, legal title of
representation) . . ...

Hereinafter: “the Parties”

1. Goods

1.1 Subject to the terms agreed in this contract, the Seller shall deliver the following good(s)
(hereinafter: “the Goods”) to the Buyer.

1.2 Description of the Goods (details necessary to define/specify the Goods which are the object of
the sale, including required quality, description, certificates, country of origin, other details).

1.3 Quantity of the Goods (including unit of measurement).

131 Totalquantity . . ...

1.3.2 Per delivery instalment (in the case of a contract for delivery of the Goods by instalments) . . . ..
1.3.3 Tolerance percentage: Plusorminus . ........... % (if appropriate).

1.4 Inspection of the Goods (where an inspection is required, specify, as appropriate, details of
organization responsible for inspecting quality and/ or quantity, place and date and/or period of
inspection, responsibility for inspection costs).

L5 Packaging . .. ..o ;

1.6 Other specification ... ... ... (e.g. the intended use of the Goods could be specified).

2. Delivery

2.1 Applicable International Chamber of Commerce (hereinafter: ICC) Incoterms (by reference to most
recent version of the Incoterms at date of conclusion of the contract) . ... ......................
22 Place of delivery . .. ...

2.3 Date or period of delivery . . .. ...
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[Comment: Where there is a delivery by instalments the Parties should indicate
every date of delivery for each instalment.]
2.4 Carrier (where applicable) (name and address of carrier, contact person)

3. Price

B L Total PriCe . vt
3.2 Price per unit of measurement (if appropriate) . . . .................
33 Amountin NUMDbBErS . . ...
34 Amountinletters . . ...
B O CUIMENCY . o v
3.6 Method for determining the price (if appropriate) . . ...............

4. Payment conditions

4.1 Means of payment (e.g. cash, cheque, bank draft, transfer) .. ........

4.2 Details of Seller’'s bank account [if appropriate]. ... .................

4.3 Time for payment [specify thetime] . .......... ... ... ... ... . .....

The Parties may choose a payment arrangement among the possibilities set out below, in which case
they should specify the arrangement chosen and provide the corresponding details:

U Payment in advance

Amount to be paid (total price or part of the price and/or percentage of the total price) .. ... ...
Latest date for payment to be received by the Seller's bank. ... ... ..

Special conditions applying to this payment [ifany] ... ...........

U Payment by documentary collection

Amount to be paid [total price or price per delivery instalment] ... ......

Latestdate forpayment. . ... ... . .

Means of payment: (i.e. documents against payment — D/P, documents against acceptance — D/A)

The documents to be presented are specified at Article 5 of this contract.
Payment by documentary collection shall be the subject to the Uniform Rules for Collections published
by the International Chamber of Commerce (ICC).

U Payment by irrevocable documentary credit

The Buyer must arrange for an irrevocable documentary credit in favour of the Seller to be issued by a
reputable bank, subject to the Uniform Customs and Practice for Documentary Credits published by
the International Chamber of Commerce (ICC). The issue must be notified at least 14 days before the
agreed date for delivery, or before the beginning of the agreed delivery period specified at Article 2 of
this contract, as appropriate, unless the Parties agree otherwise as specified hereafter:

[Date on which the documentary credit must be notified to the Seller, other] .. . ...................
The credit shall expire 14 days after the end of the period or date of delivery specified in Article 2 of

U Payment backed by bank guarantee

The Buyer shall provide, at least 30 days before the agreed date of delivery or the beginning of the
agreed delivery period specified at Article 2 of this contract, unless the Parties specify hereafter some
other date:......... , either a first demand bank guarantee subject to the Uniform Rules for Demand
Guarantees published by the ICC, or a standby letter of credit subject either to such rules or to the
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Uniform Customs and Practice for Documentary Credits published by the ICC, in either case issued by
a reputable bank.

QOther payment arrangements

5. Documents

5.1 The Seller shall make available to the Buyer (or shall present to the bank specified by the Buyer)
the following documents (tick corresponding boxes and indicate, as appropriate, the number of copies
to be provided):

QCommercial iNVOICE . . . . ..o

U The following transport documents (specify any detailed requirements).

UPacking list. . ...

QInsurance doCUMENES . . . . oottt e

UCertificate of origin . . ... ...

UCertificate of inspection . . ........... ... ... . . .

UCUStomMS dOCUMENTS . . . . o oo

UOther doCUMENtS . . . ...

5.2 In addition, the Seller shall make available to the Buyer the documents indicated in the ICC
Incoterms the Parties have selected under Article 2 of this contract.

6. Non-performance of the Buyer’s obligation to pay the price

at the agreed time

6.1 If the Buyer fails to pay the price at the agreed time, the Seller shall fix to the Buyer an additional
period of time of (specify the length, e.g. 7 days, 14 days, 30 days, etc. or opt for a “period of time of
reasonable length”) for performance of payment. If the Buyer fails to pay the price at the expiration of
the additional period, the Seller may declare this contract avoided in accordance with Article 11 of this
contract.

6.2 If the Buyer fails to pay the price at the agreed time, the Seller shall in any event be entitled,
without limiting any other rights it may have, to charge interest on the outstanding amount (both before
and after any judgment) at the rate of [specify] % per annum. [alternatively: Specify other rate of
interest agreed by the Parties.]

[Comment: The Parties should take into consideration that in some legal systems payment

of interest is unlawful, or is subject to a legal maximum rate, or there is provision for

statutory interest on late payments.]

7. Non-performance of the Seller’s obligation to deliver

the Goods at the agreed time

7.1 If the Seller fails to deliver the Goods at the agreed time, the Buyer shall fix to the Seller an
additional period of time (specify the length, e.g. 7 days, 14 days, 30 days, etc. or opt for a “period of
time of reasonable length”) for performance of delivery. If the Seller fails to deliver the Goods at the
expiration of the additional period, the Buyer may declare this contract avoided in accordance with
Article 11 of this contract.

[Option: The Parties may provide liquidated damages for late delivery. If they decide so, they could
use the following model clause on liquidated damages unless otherwise agreed. “7.2 If the Seller is in
delay in delivery of any goods as provided in this contract, the Buyer is entitled to claim liquidated
damages equal to 0.5% (parties may agree some other percentage: . . ... .. %) of the price of those
goods for each complete day of delay as from the agreed date of delivery or the last day of the agreed
delivery period, as specified in Article 2 of this contract, provided the Buyer notifies the Seller of the
delay. Where the Buyer so notifies the Seller within . . ... .. days from the agreed date of delivery or
the last day of the agreed delivery period, damages will run from the agreed date of delivery or from
the last day of the agreed delivery period. Where the Buyer so notifies the Seller more than . . . . ...
days after the agreed date of delivery or the last day of the agreed delivery period, damages will run
from the date of notice. Liquidated damages for delay shall not exceed . . ... .. % of the price of the
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delayed goods. Liquidated damages for delay do not preclude avoidance of contract in accordance
with Article 11.7]

8. Lack of conformity

8.1 There is a lack of conformity where the Seller has delivered:

8.1.1. Part only or a larger or a smaller quantity of the Goods than specified in Article 1 of this contract;
8.1.2 The Goods which are not those to which this contract relates or goods of a different kind;

8.1.3 The Goods which lack the qualities and/or characteristics specified in Article 1 of this contract
and/or which lack the qualities of a sample or model which the Seller has held out to

the Buyer;

8.1.4 The Goods which do not possess the qualities and/or characteristics necessary for their ordinary
or commercial use;

8.1.5 The Goods which do not possess the qualities and/or characteristics for any particular purpose
expressly or impliedly made known to the Seller at the time of the conclusion of this contract;

8.1.6 The Goods which are not contained or packaged in the manner specified in Article 1 of this
contract. [Comment: In the absence of such a contract clause, it shall be the manner usual for such
goods or, where there is no such manner, in a manner adequate to preserve and protect the Goods.]

8.2 The Seller shall be liable under paragraph 8.1 of this Article for any lack of conformity that exists at
the time when the risk passes to the Buyer, even though the lack of conformity becomes apparent only
after that time.

[Comment: The Parties may limit the Seller’s liability for lack of conformity of the Goods. However,
such a contract clause shall be null and void if a lack of conformity was known to the Seller and they
failed to notify the Buyer thereof. If the Parties decide to limit the Seller’s liability for lack of conformity,
they could use the following clause: The Seller’s liability under paragraph 8.1 of this Article for lack of
conformity of the Goods is limited to [specify the limitation(s)].]

8.3 The Seller shall not be liable under paragraph 8.1 of this Article for any lack of conformity if, at time
of the conclusion of this contract, the Buyer knew or could not have been unaware of such lack of
conformity.

8.4 The Buyer shall examine the Goods, or cause them to be examined, within as short period as is
practicable in the circumstances. The Buyer shall notify the Seller of any lack of conformity of the
Goods, specifying the nature of the lack of conformity, within . . ... ... .. days after the Buyer has
discovered or ought to have discovered the lack of conformity. In any event, the Buyer loses the right
to rely on a lack of conformity if they fail to notify the Seller thereof at the latest within a period of two
years (other period of time) from the date on which the Goods were actually handed over to the Buyer.
Comment: The Parties may specify that the notice of non-conformity shall be in writing.

The Parties may also specify that, where the notice of non-conformity has been sent by

letter or other appropriate means, the fact that such notice is delayed or fails to arrive at

its destination shall not deprive the Buyer of the right to rely thereon.]

8.5 Where the Buyer has given due notice of non-conformity to the Seller, the Buyer may at their
option:

8.5.1 Require the Seller to deliver any missing quantity of the Goods, without any additional expense
to the Buyer;

8.5.2 Require the Seller to replace the Goods with conforming goods, without any additional expense
to the Buyer;

8.5.3 Require the Seller to repair the Goods, without any additional expense to the Buyer;

8.5.4 Reduce the price in the same proportion as the value that the Goods actually delivered had at
the time of the delivery bears to the value that conforming goods would have had at that time. The
Buyer may not reduce the price if the Seller replaces the Goods with conforming goods or repairs the
Goods in accordance with paragraph 8.5.3 and 8.5.3 of this Article or if the Buyer refuses to accept
such performance by the Seller;

8.5.5 Declare this contract avoided in accordance with Article 11 of this contract. The Buyer may also
claim damages as provided for in Article 14 of this contract.
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9. Expertise procedure [Optional]

9.1 In the event that the Buyer is not satisfied with the quality of the Goods delivered or to be
delivered, it must inform the Seller of such dissatisfaction as soon as possible and in any event within .
...... days of delivery of the Goods.

9.2 The Buyer shall immediately apply to the following institution . . . . . . . for an expert to be
appointed. If no institution has been specified by the Parties, then the Buyer shall immediately proceed
to appoint an expert. Any expert appointed shall be independent of the Parties.

9.3 The expert shall consider and report to the Parties on the alleged non-conformity of the Goods.

9.4 For this purpose, the expert shall be entitled to inspect the entirety of the goods, or samples taken
under their supervision, and may carry out any test which they consider to be appropriate.

9.5 The expert shall submit their report to both parties by (specify the means, e.g. registered post).
The report shall be final and binding upon the Parties unless, within . . ... .. days after it has been
received, it is challenged by one of the Parties by the commencement of proceedings in accordance
with the dispute resolution procedure provided under this contract.

9.6 The expert’s fees and expenses shall be borne by the Buyer pending completion of the expertise
procedure, but shall be reimbursed to the Buyer by the Seller if the nonconformity of the Goods is
established.]

10. Transfer of property

10.1 The Seller must deliver to the Buyer the Goods specified in Article 1 of this contract free from any
right or claim of a third person.

[Option: The Parties may provide for the retention of title clause if such a clause is valid under the law
applicable to the contract. According to that clause, the Goods shall remain the property of the Seller
until the full payment of the price. If the Parties decide so, they can use the following clause:

“10.1 Retention of title. The property in the Goods specified in Article 1 of this contract shall not pass
to the Buyer until the Seller has received payment in full of the price of the Goods. Until property in the
Goods passes to the Buyer, the Buyer shall keep the Goods separate from those of the Buyer and
third parties and properly stored, protected and insured and identified as the Seller’s property.”]

10.2 If the Goods specified in Article 1 of this contract are subject to a right or claim of a third person,
the Buyer shall notify the Seller of such right or claim and request that the other goods free from all
rights and claims of third persons be delivered to it by the Seller without any additional expense

to the Buyer. [alternatively, the Buyer may request the Seller to free the Goods formal rights and
claims of third persons within (specify the period of time e.g. reasonable time, immediately, 30 days,
etc.) without any additional expense to the Buyer.]

10.3 If the Seller complies with a request made under paragraph 10.2 of this Article, and the Buyer
nevertheless suffers a loss, the Buyer may claim damages in accordance with Article 14 of this
contract.

10.4 If the Seller fails to comply with a request made under paragraph 10.2 of this Article, the Buyer
may declare this contract avoided in accordance with Article 11 of this contract and claim damages in
accordance with Article 14.3 of this contract. If the Buyer does not declare this contract avoided they
shall have the right to claim damages in accordance with Article 14.3 of this contract.

10.5 The Buyer shall lose their right to declare this contract avoided if they fail to notify the Seller as
provided in paragraph 10.2 of this Article within . . . . ... ... days [Alternative: Reasonable time,
immediately, etc. from the moment when they became aware or ought to have become aware of the
right or claim of the third person in respect of the Goods.]

10.6 The Seller shall not be liable under this Article if the existence of right or claim of a third person
on the Goods was notified to the Buyer at the time of the conclusion of this contract and the Buyer
agreed to take the Goods subject to such right or claim.

11. Avoidance* of contract
11.1 There is a breach of contract where a party fails to perform any of its obligations under this
contract, including defective, partial or late performance.

11.2 There is a fundamental breach of contract where:
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11.2.1 Strict compliance with the obligation which has not been performed is of the essence under this
contract; or

11.2.2 The non-performance substantially deprives the aggrieved party of what it was reasonably
entitled to expect under this contract.

[Option: The Parties additionally agree that the following is to be considered as a

fundamental breach of contract: [Specify the cases that constitute a fundamental breach of contract
e.g. late payment, late delivery, non-conformity, etc.”].]

11.3 In a case of a breach of contract according to paragraph 11.1 of this Article, the aggrieved party
shall, by notice to the other party, fix an additional period of time of reasonable length [alternatively,
the Parties may specify the length, e.g. 15 days, 30 days] for performance. During the additional
period of time the aggrieved party may withhold performance of its own reciprocal obligations and may
claim damages but may not declare this contract avoided. If the other party fails to perform its
obligation within the additional period of time, the aggrieved party may declare this contract avoided.
11.4 In case of a fundamental breach of contract according to paragraph 11.2 of this Article, the
aggrieved party may declare this contract avoided without fixing an additional period of time for
performance to the other party.

11.5 A declaration of avoidance of this contract is effective only if made by notice to the other party.

12. Effects of avoidance in general

12.1 Avoidance of this contract releases both parties from their obligation to effect and to receive
future performance, subject to any damages that may be due.

12.2 Avoidance of this contract does not preclude a claim for damages for non-performance.

12.3 Avoidance of this contract does not affect any provision in this contract for the settlement of
disputes or any other term of this contract that is to operate even after avoidance.

13. Restitution

13.1 On avoidance of this contract either party may claim restitution of whatever it has supplied,
provided that such party concurrently makes restitution of whatever it has received.

13.2 If both parties are required to make restitution, they shall do so concurrently.

13.3 Where the Seller is under an obligation to refund the price, they shall also be liable for the
interest thereon at the rate fixed by Article 6.2 of this contract, as of the date of payment.

13.4 The Buyer shall be liable to account to the Seller for all the benefits which they have derived from
the Goods or part of them, as the case may be:

13.4.1 Where theyare under an obligation to return the Goods or part of them; or

13.4.2 Where it is impossible for them to return the Goods or part of them, but the contract is
nevertheless avoided.

14. Damages

14.1 Any non-performance gives the aggrieved party a right to damages either exclusively or in
conjunction with any other remedies except where the non-performance is excused under force
majeure as provided for in Article 17 of this contract.

14.2 Where this contract is not avoided, damages for a breach of this contract by one party shall
consist of a sum equal to the loss, including loss of profit, suffered by the other party. Such damages
shall not exceed the loss which the Party in breach ought to have foreseen at the time of the
conclusion of this contract, in the light of the facts and matters which then were known or ought to
have been known to it, as a possible consequence of the breach of this contract.

14.3 [To be adapted to a particular contract] In case of avoidance of this contract, where there is a
current price for the Goods, damages shall be equal to the difference between the price fixed by the
contract and the current price on the date on which the contract is avoided. In calculating the amount
of damages, the current price to be taken into account shall be that prevailing at the place where
delivery of the Goods should have been made. If there is no such current price or if its application is
inappropriate, it shall be the price in a market which serves as a reasonable substitute, making due
allowance for differences in the cost of transporting the Goods. If there is no current price for the
Goods, damages shall be calculated on the same basis as that provided in paragraph 14.2 of this
Article.



Udhézues pér Eksportine Ndérmarrjeve té Vogla dhe t& Mesme né Shqipéri
77

14.4 If this contract is avoided and if, in a reasonable manner and within a reasonable time after
avoidance [the Parties may specify the concrete terms], the Buyer has bought goods in replacement
or the Seller has resold goods, the Party claiming damages shall recover the difference between the
contract price and the price paid for the Goods bought in replacement or that obtained by the resale.
14.5 The damages referred to in paragraphs 14.5 and 14.6 of this Article may be increased by the
amount of any reasonable expenses incurred as a result of the breach or up to the amount of any loss,
including loss of profit, which should have been foreseen by the Party in breach, at the time of the
conclusion of this contract, in the light of the facts and matters which were known or ought to have
been known to it, as a possible consequence of the breach of this contract.

14.6 Damages are to be paid in a lump sum

[the Parties may specify the other solution. Comment: Damages may be payable in instalments where
the nature of the harm makes this appropriate. Damages to be paid in instalments may be indexed].
14.7. Damages are to be assessed in the currency in which the monetary obligation was expressed
[the Parties may specify the other solution, e.g. in the currency in which the harm was suffered].

15. Mitigation of harm

A party who relies on a breach of this contract must take such measures as are reasonable in the
circumstances to mitigate the loss, including loss of profit, resulting from the breach. If it fails to take
such measures, the Party in breach may claim a reduction in the damages in the amount by which the
loss should have been mitigated.

16. Change of circumstances (hardship)

[Comment: The Parties should be free to consult each other in the event of a major change in
circumstances - particularly one creating hardship for a particular party. However, an SME should
only include the option at the end of Article 16.3 (right to refer to the courts/arbitral tribunal to make a
revision or to terminate the contract) if (i) the SME considers that it is not likely to be used against that
party’s interests by a party in a stronger tactical position or (ii) the right to refer to a court/tribunal is
already an existing right under the applicable governing law in the event of hardship.]

16.1 Where the performance of this contract becomes more onerous for one of the Parties that party is
nevertheless bound to perform its obligations subject to the following provisions on change of
circumstances (hardship).

16.2 If, however, after the time of conclusion of this contract, events occur which have not been
contemplated by the Parties and which fundamentally alter the equilibrium of the present contract,
thereby placing an excessive burden on one of the Parties in the performance of its contractual
obligations (hardship) that party shall be entitled to request revision of this contract provided that:
16.2.1 The events could not reasonably have been taken into account by the affected party at the time
of conclusion of this contract;

16.2.2 The events are beyond the control of the affected party;

16.2.3 The risk of the events is not one which, according to this contract, the Party affected should be
required to bear;

16.2.4 Each party shall in good faith consider any proposed revision seriously put forward by the other
party in the interests of the relationship between the Parties.

[Option [add if wished: Otherwise delete if not applicable or not enforceable under the

law governing the contract.

“16.3 If the Parties fail to reach agreement on the requested revision within [specify time limit if
appropriate], a party may resort to the dispute resolution procedure provided in Article 22. The
[court/arbitral tribunal] shall have the power to make any revision to this contract that it finds just and
equitable in the circumstances, or to terminate this contract at a date and on terms to be fixed.”.]

17. Force majeure — excuse for non-performance

17.1 “Force majeure” means war, emergency, accident, fire, earthquake, flood, storm, industrial strike
or other impediment which the affected party proves was beyond its control and that it could not
reasonably be expected to have taken the impediment into account at the time of the conclusion of
this contract or to have avoided or overcome it or its consequences.
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17.2 A party affected by force majeure shall not be deemed to be in breach of this contract, or
otherwise be liable to the other, by reason of any delay in performance, or the non-performance, of
any of its obligations under this contract to the extent that the delay or non-performance is due to any
force majeure of which it has notified the other party in accordance with Article 17.3. The time for
performance of that obligation shall be extended accordingly, subject to Article 17.4.

17.3 If any force majeure occurs in relation to either party which affects or is likely to affect the
performance of any of its obligations under this contract, it shall notify the other party within a
reasonable time as to the nature and extent of the circumstances in question and their effect on its
ability to perform.

17.4 If the performance by either party of any of its obligations under this contract is prevented or
delayed by force majeure for a continuous period in excess of three [specify any other figure] months,
the other party shall be entitled to terminate this contract by giving written notice to the Party affected
by the force majeure.

[Alternative: If preferred, replace 17.4 with the following alternative: “17.4 If the performance by either
party of any of its obligations under this contract is prevented or delayed by force majeure for a
continuous period in excess of three [specify any other figure] months, the Parties shall negotiate in
good faith, and use their best endeavours to agree upon such amendments to this contract or
alternative arrangements as may be fair and reasonable with a view to alleviating its effects, but if they
do not agree upon such amendments or arrangements within a further period of 30 [specify any other
figure] days, the other party shall be entitled to terminate this contract by giving written notice to the
Party affected by the force majeure.”]

18. Entire agreement

18.1 This contract sets out the entire agreement between the Parties. Neither party has entered into
this contract in reliance upon any representation, warranty or undertaking of the other party that is not
expressly set out or referred to in this contract. This Article shall not exclude any liability for fraudulent
misrepresentation.

[Add where relevant: “This contract supersedes any previous agreement or understanding relating its
subject matter’].

18.2 This contract may not be varied except by an agreement of the Parties in writing, (which may
include email). [Add where Article 16.3 or equivalent is included: “Or in accordance with Article 16.3].

19. Notices

19.1 Any notice under this contract shall be in writing (which may include email) and may be served by
leaving it or sending it to the address of the other party as specified in Article 19.2 below, in a manner
that ensures receipt of the notice can be proved.

19.2 For the purposes of Article 19.1, notification details are the following, unless other details have
been duly notified in accordance with this Article:

20. Effect of invalid or unenforceable provisions

If any provision of this contract is held by any court or other competent authority to be invalid or
unenforceable in whole or in part, this contract shall continue to be valid as to its other provisions and
the remainder of the affected provision, unless it can be concluded from the circumstances that, in the
absence of the provision found to be null and void, the Parties would not have concluded this contract.
The Parties shall use all reasonable efforts to replace all provisions found to be null and void by
provisions that are valid under the applicable law and come closest to their original intention.

21. Authorizations [add where relevant]

21.1 This contract is conditional upon the following authorizations first being obtained [specify the
authorization(s) or other conditions required e.g. of governmental or regulatory authority].

21.2 The relevant party shall use all reasonable efforts on its part to obtain such authorizations and
shall notify the other party promptly of any difficulty encountered.

22. Dispute resolution procedure
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Any dispute, controversy or claim arising out of or relating to this contract, including its conclusion,
interpretation, performance, breach, termination or invalidity, shall be finally settled under the rules of
[specify the arbitration institution] by [specify the number of arbitrators, e.g. sole arbitrator or, if
appropriate, three arbitrators] appointed in accordance with the said rules. The place of arbitration
shall be [specify]. The language of the arbitration shall be [specify].

[The following are alternatives to a specified arbitral institution under Article 22. Alternative 1. Ad hoc
arbitration “Any dispute, controversy or claim arising out of or relating to this contract, including its
conclusion, interpretation, performance, breach, termination or invalidity, shall be finally settled under
the rules of UNCITRAL [specify other rules] by [specify the number of arbitrators, e.g. sole arbitrator
or, if appropriate, three arbitrators] appointed by [specify name of appointing institution or person]. The
place of arbitration shall be [specify]. The language of the arbitration shall be [specify].”]

[Alternative 2: State courts

“Any dispute, controversy or claim arising out of or relating to this contract, in particular its conclusion,
interpretation, performance, breach, termination or invalidity, shall be finally settled by the courts of
(specify place and country) which will have exclusive jurisdiction.”.]

23. Applicable law and guiding principles

23.1 Questions relating to this contract that are not settled by the provisions contained in the contract
itself shall be governed by the United Nations Convention on Contracts for the International Sale of
Goods (Vienna Sales Convention of 1980, hereafter referred to as CISG). Questions not covered by
the CISG shall be governed by the UNIDROIT Principles of International Commercial Contracts
(hereafter referred to as UNIDROIT Principles), and to the extent that such questions are not covered
by the UNIDROIT Principles, by reference to [specify the relevant national law by choosing one of the
following options: The applicable national law of the country where the Seller has their place of
business, or The applicable national law of the country where the Buyer has their place of business, or
The applicable national law of a third country (specify the country)].

23.2 This contract shall be performed in a spirit of good faith and fair dealing.

DATE AND SIGNATURE OF THE PARTIES
Seller Buyer
Date........ ... .. . .

Signature Signature

Sample International Supply of Services Contract

PARTIES:
Supplier
Name (name of company) . . ...,

Represented by (surname and first name, address, position, legal title of
representation) . . ... ...

Client
Name (name of company) . ........ ... ...
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Country of incorporation and (if appropriate) trade register number . . . .

Represented by (surname and first name, address, position, legal title of
representation) . . ... ...

Collectively “the Parties”

Preamble

A. The Client carries on business in the [field/provision/supply of — specify].

B. The Supplier undertakes as part of its business the provision of services in relation to [specify].

C. The Client wishes to engage the Supplier to provide such services in relation to the Client’s
business, and the Supplier is willing to provide such services accordingly, on the terms of this contract.
D. [If necessary, give an additional short explanation of the reason for the contract. If

not necessary, delete this sub-section D.]

Operative provisions

1. Supply of the service — Qualifications of the Supplier
1.1 The Supplier shall provide the following service(s) to the Client, subject to the terms agreed in this
contract and the more detailed specifications contained in schedule 1: [describe the service(s)]

the aforementioned services.

1.3 The service(s) to be provided to the Client by the Supplier under this contract shall be rendered
at/in [specify place(s) of performance — delete sub-clause if not relevant]:

1.4 The service(s) to be provided to the Client by the Supplier under this contract shall be rendered on
[specify date/time of performance].

[Alternative 1: If the service(s) are to be provided during a certain time:

“1.4 The service(s) to be provided to the Client by the Supplier under this contract shall be rendered

between.......... and.......... [specify timeframe/duration of performance], with the following
intervals . ......... [specify if necessary].”]

[Alternative 2: If there are different times/timeframes for the various services to be

provided:

“1.4 The service(s) to be provided to the Client by the Supplier under this contract shall be rendered
pursuant to the following schedule:

1.4.1 Service [to be specified] shall be provided on [specify date/time].

1.4.2 Service [to be specified] shall be provided between . . .. ... ... and .. ........ [specify
timeframe/duration of performance]. with the following intervals . . . ....... [specify if necessary].”]
1.5 The service shall be provided subject to the terms of this contract and in accordance with the
specifications listed in schedule 1, [and otherwise in accordance with the Supplier’s current brochure
or other published literature relating to the service from time to time — to be deleted if not relevant/not
applicable].

1.6 The Supplier may at any time without notifying the Client make any changes to the service(s)
which are necessary to comply with any applicable safety or other statutory requirements, or which do
not materially affect the nature or quality of the service(s).

1.7 The Client may order additional services or ask for amendments/ alterations of services already
agreed with the Supplier, or give instructions to the Supplier which result in an amendment, alteration,
reduction or extension of the services already agreed with the Supplier. In such case, the amended,
altered, reduced or extended services must be expressly specified in an addendum to schedule 1, and
the possible impact of the Client’s orders or instructions on the fees and expenses to be paid to the
Supplier must be expressly agreed by and between the Parties in an addendum to schedule 2
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before the services are performed.

[Alternative: The scope of the agreed services may not be changed, altered, amended, reduced or
extended, and the Client may not give any instruction to the Supplier that would result in such an
amendment, alteration, reduction or extension of the services already agreed with the Supplier.]

2. Payment of fees

2.1 The Client shall pay the fees and expenses agreed with the Supplier, as specified in schedule 2,
and any additional sums which are agreed between the Supplier and the Client for the provision of the
service or which, in the Supplier's sole discretion, are required as a result of the Client’s additional or
amended instructions or lack of instructions, the inaccuracy or inappropriateness of any material
provided by the Client or any other cause attributable to the Client.

2.2 The Supplier shall be entitled to invoice the Client following the end of each month in which the
service is provided, or at other times agreed with the Client.

2.3 The Supplier's standard charges and any additional sums payable shall be paid by the Client
(together with any applicable value added tax, and without any set-off or other deduction) within 30
[specify any other figure] days of the date of the Supplier’s invoice.

3. Late payment and interest

If payment is not made on the due date, the Supplier shall be entitled, without limiting any other rights
it may have, to charge interest on the outstanding amount (both before and after any judgment) at the
rate of [specify] % per annum.

[Comment: The Parties should take into consideration that in some legal systems payment of interest
is unlawful, or is subject to a legal maximum rate, or there is provision for statutory interest on late
payments.]

4. Warranties and liability

4.1 The Supplier warrants to the Client that the service will be provided u sing such care and skills as
is customary for the provision of similar services on the Client's market [Option: In the Client’s
country]. The service will be provided in accordance with the specification agreed in schedule 1, and
on the time [Option: At the intervals and within the times] expressly agreed in Article 2.3. Where the
Supplier supplies in connection with the provision of the service any goods supplied by a third party,
the Supplier does not give any warranty, guarantee or other term as to their quality, fithess for purpose
or otherwise, but shall, where possible, assign to the Client the benefit of any warranty, guarantee or
indemnity given by the person supplying the goods to the Supplier.

4.2 The Supplier shall have no liability to the Client for any loss, damage, costs, expenses or other
claims for compensation arising from any material or instructions supplied by the Client which are
incomplete, incorrect, inaccurate, illegible, out of sequence or in the wrong form, or arising from their
late arrival or non-arrival, or any other fault of the Client, provided the Supplier has duly notified the
Client within [specify time] days of receipt of such material or instructions.

4.3 Except in respect of death or personal injury caused by the Supplier's negligence, the Supplier
shall not be liable to the Client for any loss of profit or any indirect, special or consequential loss,
damage, costs, expenses or other claims (whether caused by the negligence of the Supplier, its
servants or agents or otherwise) which arise out of or in connection with the provision of the service or
their use by the Client, and the entire liability of the Supplier under or in connection with the contract
shall not exceed the amount of the Supplier’s fees for the provision of the service.

5. Term, termination and consequences of termination

5.1 This contract shall take effect on the date of its signature by both parties or, if signatures do not
occur simultaneously, when the latest signature is given. Unless sooner terminated pursuant to
Articles 5.2 or 5.3, this contract shall continue for a period of [specify — to be in line with Article 1.4].
5.2 The Supplier may forthwith terminate this contract by giving written notice to the Client, if the latter
fails to pay any sum payable by it under this contract within 7 [specify any other figure] days of the due
date for payment.

5.3 Either party may (without limiting any other remedy) at any time terminate the contract by giving
written notice to the other if the other commits any breach of this contract and (if capable of remedy)
fails to remedy the breach within 10 [specify any other figure — note that some countries may impose
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longer deadlines] days after being required by written notice to do so, or if the other goes into
liquidation, becomes bankrupt, makes a voluntary arrangement with its creditors or has a receiver or
administrator appointed. For the purposes of the present sub-clause, a breach of any provision of this
contract shall be considered capable of remedy if the party in breach can comply with the provision in
question in all respects other than as to the time of performance [check that this clause is valid under
the laws applicable to the contract, and the laws of any country where enforcement of this contract
may be sought].

5.4 The termination of this contract for any reason shall not affect:

5.4.1 Either party’s accrued rights, remedies or liabilities including payments due at the effective date
of termination; or

5.4.2 The coming into force or the continuance in force of any provision of this contract which is
expressly or by implication intended to come into or continue in force on or after termination.

6. Confidentiality

6.1 Both parties understand and acknowledge that, by virtue of the present contract, they may both
receive or become aware of information belonging or relating to the other party, its business, business
plans, affairs or activities, which information is confidential and proprietary to the other party and/or its
Suppliers and/or customers and in respect of which they are bound by a strict duty of confidence
(“Confidential Information”).

6.2 In consideration of such Confidential Information being disclosed or otherwise made available to
either party for the purposes of the performance of the present contract, both parties hereby undertake
that they will not at any time, either before or after the termination of the present contract, and either
directly or indirectly, disclose, divulge or make unauthorised use of any Confidential Information,
except to the extent to which such Confidential Information:

6.2.1 Is publicly known at the time of its disclosure or being law fully made available to them;

6.2.2 After such disclosure or being made available to them, becomes publicly known otherwise than
through a breach of this undertaking;

6.2.3 Is required by law, regulation or order of a competent authority (including any regulatory or
governmental body or securities exchange) to be disclosed by one of the Parties, provided that, where
practicable, the other party is given reasonable advance notice of the intended disclosure.

6.3 Upon the earlier of a request from the other party or the termination of this contract, each party
shall return the other all documents or records in any medium or format containing any Confidential
Information which are in its possession or control and will not retain any copies of them.

6.4 This undertaking, and the obligations contained herein, will continue without limit of period.

7. Force majeure — excuse for non-performance

7.1 “Force majeure” means war, emergency, accident, fire, earthquake, flood, storm, industrial strike
or other impediment which the affected party proves was beyond its control and that it could not
reasonably be expected to have taken the impediment into account at the time of the conclusion of
this contract or to have avoided or overcome it or its consequences.

7.2 A party affected by force majeure shall not be deemed to be in breach of this contract, or
otherwise be liable to the other, by reason of any delay in performance, or the non-performance, of
any of its obligations under this contract to the extent that the delay or non-performance is due to any
force majeure of which it has notified the other party in accordance with Article 7.3. The time for
performance of that obligation shall be extended accordingly, subject to Article 7.4.

7.3 If any force majeure occurs in relation to either party which affects or is likely to affect the
performance of any of its obligations under this contract, it shall notify the other party within a
reasonable time as to the nature and extent of the circumstances in question and their effect on its
ability to perform.

7.4 If the performance by either party of any of its obligations under this contract is prevented or
delayed by force majeure for a continuous period in excess of three [specify any other figure] months,
the other party shall be entitled to terminate this contract by giving written notice to the party affected
by the force majeure. [If preferred, replace 7.4 with the following alternative:

“7.4 If the performance by either party of any of its obligations under this contract is prevented or
delayed by force majeure for a continuous period in excess of three [specify any other figure] months,
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the Parties shall negotiate in good faith, and use their best endeavours to agree upon such
amendments to this contract or alternative arrangements as may be fair and reasonable with a view to
alleviating its effects, but if they do not agree upon such amendments or arrangements within a further
period of 30 [specify any other figure] days, the other party shall be entitled to terminate this contract
by giving written notice to the party affected by the force majeure.’]

8. Change of circumstances (hardship)

[Comment: The Parties should be free to consult each other in the event of a major change in
circumstances — particularly one creating hardship for a particular party. However, an SME should
only include the option at the end of Article 8.4 (right to refer to the courts/arbitral tribunal to make a
revision or to terminate the contract) if (i) the SME considers that it is not likely to be used against that
party’s interests by a party in a stronger tactical position or (ii) the right to refer to a court/tribunal is
already an existing right under the applicable governing law in the event of hardship.]

8.1 Where the performance of this contract becomes more onerous for one of the Parties that party is
nevertheless bound to perform its obligations subject to the following provisions on change of
circumstances (hardship).

8.2 If, however, after the time of conclusion of this contract, events occur which have not been
contemplated by the Parties and which fundamentally alter the equilibrium of the present contract,
thereby placing an excessive burden on one of the Parties in the performance of its contractual
obligations (hardship) that party shall be entitled to request revision of this contract provided that:

8.2.1 The events could not reasonably have been taken into account by the affected party at the time
of conclusion of this contract;

8.2.2 The events are beyond the control of the affected party; and

8.2.3 The risk of the events is not one which, according to this contract, the party affected should be
required to bear.

8.3 Each party shall in good faith consider any proposed revision seriously put forward by the other
party in the interests of the relationship between the Patrties.

[Option [delete if not applicable or not enforceable under the law governing the contract

- see comment at beginning of Article 8J:

“8.4 If the Parties fail to reach agreement on the requested revision within [specify time limit if
appropriate], a party may resort to the dispute resolution procedure provided in Article 15. The
[court/arbitral tribunal] shall have the power to make any revision to this contract that it finds just and
equitable in the circumstances, or to terminate this contract at a date and on terms to be fixed.”]

9. No partnership or agency

Nothing in this contract shall (i) be deemed to constitute a partnership in law between the Parties, (ii)
constitute either party the agent of the other for any purpose or (iii) entitle either party to commit or
bind the other (or any member of its respective group) in any manner.

10. Assignment and subcontracting

10.1 This contract is personal to the Parties and [include only where relevant, except to the extent
necessary for the collection of outstanding bills through a factoring agent,] neither party shall without
the prior written approval of the other:

10.1.1 Assign, mortgage, charge or otherwise transfer or deal in, or create any trust over, any of its
rights; or

10.1.2 Subcontract or otherwise delegate the whole or any part of its rights or obligations under this
contract to another person.

11. Notices

11.1 Any notice under this contract shall be in writing (which may include email) and may be served by
leaving it or sending it to the address of the other party as specified in Article 11.2 below in a manner
that ensures receipt of the notice can be proved.

11.2 For the purposes of Article 11.1, notification details are the following, unless other details have
been duly notified in accordance with this Article:
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12. Entire agreement

This contract sets out the entire agreement between the Parties. Neither party has entered into this
contract in reliance upon any representation, warranty or undertaking of the other party that is not
expressly set out or referred to in this contract. This Article shall not exclude any liability for fraudulent
misrepresentation.

[Add where relevant: This contract supersedes any previous agreement or understanding relating its
subject matter.]

This contract may not be varied except by an agreement of the Parties in writing (which may include
email)

[Option, add where Article 8.4 or equivalent is included: “or in accordance with Article 8.4”.]

13. Effect of invalid or unenforceable provisions

If any provision of this contract is held by any court or other competent authority to be invalid or
unenforceable in whole or in part, this contract shall continue to be valid as to its other provisions and
the remainder of the affected provision, unless it can be concluded from the circumstances that, in the
absence of the provision found to be null and void, the Parties would not have concluded this contract.
The Parties shall use all reasonable efforts to replace all provisions found to be null and void by
provisions that are valid under the applicable law and come closest to their original intention.

14. Authorizations
14.1 This contract is conditional upon the following authorizations first being obtained
[specify the authorization(s) or other conditions required e.g. of governmental or regulatory authority].

14.2 The relevant party shall use all reasonable efforts on its part to obtain such authorizations and
shall notify the other party promptly of any difficulty encountered.

15. Dispute resolution procedure

Any dispute, controversy or claim arising out of or relating to this contract, including its conclusion,
interpretation, performance, breach, termination or invalidity, shall be finally settled under the rules of
[specify the arbitration institution] by [specify the number of arbitrators, e.g. sole arbitrator or, if
appropriate, three arbitrators] appointed in accordance with the said rules. The place of arbitration
shall be [specify]. The language of the arbitration shall be [specify].

[The following are alternatives to a specified arbitral institution under Article 15:

Alternative 1: Ad hoc arbitration

“Any dispute, controversy or claim arising out of or relating to this contract, including its conclusion,
interpretation, performance, breach, termination or invalidity, shall be finally settled under the rules of
UNCITRAL [specify other rules] by [specify the number of arbitrators, e.g. sole arbitrator or, if
appropriate, three arbitrators] appointed by [specify name of appointing institution or person]. The
place of arbitration shall be [specify]. The language of the arbitration shall be [specify].”]

[Alternative 2: State courts “Any dispute, controversy or claim arising out of or relating to this contract,
in particular its conclusion, interpretation, performance, breach, termination or invalidity, shall be finally
settled by the courts of (specify place and country) which will have exclusive jurisdiction.”]

16. Applicable law

[Specify national law] law shall apply to the contract.

Schedule 1: Specifications of the service(s) to be performed

Schedule 2: Fees and expenses
The following services shall be charged on the basis of the time spent by the
Supplier at an hourly rate of . ... ... ...
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The following services shall be charged for a total amountof . .........
regardless of the time spent.

The Supplier shall not be entitled to vary the Supplier’'s standard charges.

Alternative: The Supplier shall be entitled to vary the Supplier's standard charges from time to time by
giving not less than [three] months’ written notice to the Client from time to time. All charges quoted to
the Client for the provision of the service are exclusive of any value-added tax (VAT), for which the
Client shall be additionally liable at the applicable rate from time to time.

DATE AND SIGNATURE OF THE PARTIES
Supplier Client
Date........ ... .

Signatures
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Eebfaget vijuse jané pérdorur pér hartimin e kétij udhézuesi:

Association of the German Trade Fair Industry (AUMA) www.auma.de
European Union, ExportHelp Desk http://exporthelp.europa.eu/thdapp/index.htm
United Kingdom, https://www.gov.uk/browse/business/exports

USA, https://www.export.gov/welcome

New Zealand, https://www.nzte.govt.nz/

= South Africa, http://www.exporthelp.co.za/
= Peru, http://www.siicex.gob.pe/siicex/portal5ES.asp? page =791.00000

13.6 Shénime shpjeguese

"Shihni njé shembull té statistikave t& Tregut Europian nga Eurostat (www.europa.eu.int)

"Njé prezantim i thelluar pér eksportin e drejtpérdrejté ose té térthorté mund té gjendet né fagen
zyrtare té geverisé té SHBA pér sistemin e promovit té eksportit
(https://www.export.gov/article?id=Choosing-a-Sales-Channel). Ky kapitull é&shté bazuar mbi
strukturén e késaj gasjeje.

“Njé shpjegim | pérgjithshém pér kété gasje mund té gjendet né ITC (2015), Kapitulli 4 4.

“Koncepti themelor pér kété kapitull éshté marré nga Austrade (2006) dhe nga sistemi | SHBA-sé& pér
promovimin e eksportit né (www.export.gov).

"Né Austrade (2006) fq.6/7, lexuesi mund té gjejé njé shembull t& detajuar né ményré gé té kuptojé té
gjitha elementet e gasjes.

"LinkedIn éshté njé shérbim biznesi dhe punésimi i organizuar mbi bazén e rrjetézimit social (social
netéorking) qé funksionin mbi bazén éebsite dhe aplikacione né telefona celularé.Ai pérdoret kryesisht
pér rrietézim professional, duke pérfshiré gjithashtu dhe punédhénésa qé njoftojné vendet e tyre té
puné dhe ata gé kérkojné puné, té cilét postojné CV-té e tyre. Megjithaté, éshté e mundur gé té
gjenden kontakte profesionale edhe né ményra té tjera, psh nga njé degé, nga tregu i njé vendi dhe
&shté e mundur gé kérkesa té tilla té strukturohen.LinkedIn ka mé tepér se 467 milion té rregjistruar.
"'Pér shkak té réndésisé qé ka pjesmarrja né panairet tregtare, késhillat pér pjesmarrjen né panaire té
tregtisé mund té gjenden, pothuajse né té gjithé udhézuesit gé promovojné eksportin.Pér mé tepér,
shumé panaire tregtare ofrojné késhilla dhe inforamcion (pérfshiré njé listé kontrolli t& detajuar) pér
pjesmarrje t& suksesshme né panaire.Duke gené se shumica e panaireve kané njé fokus sectorial,
lexuesi mund té gjejé atje, informacion té& detajuar pér pjesmarrje né panaire té specializuara.
Struktura dhe informacioni bazé né kété kapitull, €&shté marré nga publikimi ‘Financimi i Tregtisé sé
Jashtme’ i Zyrés Gjermane t& Promovimit t& Importeve (IPD) (2016), Shogata Gjermane e Industrisé
sé Panaireve Tregtare (AUMA) www.auma.dedhe nga éebfagja e promovimit té eskporteve té Afrikés
sé Jugut http://www.exporthelp.co.za/ (ExportHelp)

"Shih IPD (2016), fage 4

*Lexuesi mund té gjejé njé paraqitje gjithépérfshirése (edhe pér instrumentat e tjeré té financimit) né
ITC (2009).

“Njé paragitje e pérgjithshme e kétyre gasjeve mund té gjendet né ITC (2016 1). Struktura e kétij
kapitulli éshté marré nga ky publikim.

“'Shih ITC (2016 11), fq XVI.

“'Pér mé shumé detaje, shih ITC (2016 I1).

*“Organizata Botérore e Pronésisé Intelektuale (WIPQ) éshté burimi mé | miré pér informace né kété
temé.Struktura dhe baza e kétyre shpjegimeve jané marré prej kétej(shih gjithashtu edhe WIPO
2016).
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