
Developing an Export Strategy
Information on export planning for Victorian 

businesses, who are looking to start exporting, 
or seeking to expand their current export activity
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Developing an Export Strategy is primarily intended for Victorian businesses that 
are new to exporting. It will also be useful to businesses that wish to expand their 
current export activity. This document is complemented by the Export Reference 
Guide, which provides detailed information on key aspects of the business process 
for planning and growing an export business.

Introduction
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The first step is to understand your current business and how 
exporting fits into your overall plan.

The second step is to take a closer look at your business in 
its current state before looking towards external markets 
to which you may export. Often companies fail to set 
themselves export specific objectives.

The third step is to conduct market research and identify 
which export markets may be suitable.

The fourth step, setting quantitative and qualitative goals,  
is essential.

The fifth step of the process is to detail the export strategy 
around all aspects of the export process.

The final step is to develop your action plan. The plan 
articulates tasks, identifies who is responsible and when  
they need to be completed. Once you have completed the  
six steps, it’s a matter of executing the plan.

This document walks you through the steps needed to 
develop your export strategy. Each step outlines an objective, 
recommends tasks for you to complete and guides you to 
develop outputs that will be used in your strategy.

Export efforts are more likely to succeed if they are supported by a well  
thought out and planned export strategy. What follows is a six-step process  
for developing your export strategy. 

Overview: Developing an export strategy
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Overview: Developing an export strategy
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Before starting to develop an export strategy, it is assumed 
that your company already has a business plan developed 
and in place. If not, it would be a good idea to first develop a 
domestic strategy into which you could integrate your export 
aims.

Tasks Key questions

Review company profile A company profile is an outline of your business in terms of products, services, 
capability and business functions. Does exporting alter the essence of your 
business in any way?

Review business objectives Is exporting consistent with your business goals and objectives?

 >  Will you and your senior executives be fully committed to export efforts?  
It can’t be seen as a quick way of countering a possible slump in domestic 
sales.

 >  What is your long-term position? For example, how would the business 
manage its  
export customers when domestic sales recover?

Determine the role of export and 
outline a ‘Statement of Intent’

What role do you expect export to play?

 > Are you seeking an increase in profit?

 > Are you seeking an increase in sales volume?

 > Would you like to develop a broader customer base?

 >  Would you like to learn more from overseas companies to become more 
competitive in your domestic market?

 > Would you like to make use of excess production capacity?

 >  What return on investment are you seeking to gain from your export activities?

 >  When do you expect your export operations to become self sustaining –  
one year, two years?

Review export readiness 
checklist

(see next page)

Objective – The objective of step one is to determine if and how export will fit 
into your business model.

Step 1 
Understanding the role of  
export in your business
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Export readiness checklist
There is no magic formula to determine whether you are 
ready to commence or expand exports. Consider the following 
questions and apply them honestly to your own business 
situation. Your responses should indicate whether you are 
prepared for the international marketplace or whether you 
need to devote more time and resources before committing 
to export.

Item Yes No

1. Are you prepared to devote additional time, effort and resources that will be  
required to become a successful exporter?

2. If you are not the owner or manager of the business, will the directors provide you with their full backing 
and support and recognise exporting as a legitimate activity and integral part of the business plan?

3. Are you able to identify unique features and qualities of your products and services that will enable you 
to exploit overseas market opportunities?

4. Can your products or services be modified to accommodate overseas market requirements if necessary?

5. Does your business have a proven track record and a strong marketing presence in Australia?

6. Do you have high quality promotional and marketing material?

7. Do you have sufficient management skills and expertise to develop and service export markets? If not, 
could these be acquired?

8. Do you have surplus capacity or the flexibility to expand production quickly if export orders are obtained?

9. Do you have sufficient financial strength and resources to develop overseas markets?

If you are unsure of your response to any of these questions, 
you should seek professional business advice before making 
any commitments.

Useful resources
 > Victorian Government at export.vic.gov.au

 > Australian Trade Commission (Austrade) at austrade.gov.au

 > Victorian export consultants at aussieweb.com.au

Output
If you answered ‘yes’ to most of the questions, you are now 
ready to compare Step 2 – Internal Business Review.

http://www.export.vic.gov.au
http://www.austrade.gov.au
http://www.aussieweb.com.au
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Tasks Key questions

Review product/services  >  What products and services have export potential? 

 > What are their price points and cost of goods sold (COGS)?

 > In what channels do they perform best?

 >  Are these products suitable for overseas markets in their current form or  
will they need modification?

 > Do you require a licence or permit for export?

 >  What existing marketing material can be used in overseas markets? 

 > Will you need to provide additional marketing material or support?

Review business processes Freight
 >  Does the freight company you use have international capability?  

Will you need to renegotiate your contract? Will you need to seek a new supplier?

Terms of trade
 > What are your general terms of trade? Can these be renegotiated to your benefit to 

place you in a better financial situation for export?

Legal and Intellectual Property (IP)
 > What ownership do you have of trademarks and other IP? 

 > Will you need to seek additional IP protection in potential overseas markets?

Human Resources (HR) and organisational structure
 > How much senior management time will you need to devote to export activities?

 > How will exporting affect your staff?

 > What changes will you need to make to your organisational structure?

 >  Will you need to reorganise the roles and responsibilities of staff? Who will 
manage export activities and staff?

 > Will you need to increase employment levels to cover additional production?

Objective – The objective of step two is to determine how export will affect 
your current business and to identify your capabilities and needs. Try to 
analyse the areas of your business below as objectively and honestly as 
you can. The aim is to determine if the benefits of exporting exceed the 
anticipated costs. Although the idea of becoming an exporter might be 
tempting, you may find that valuable resources would be better used to 
develop your domestic business.

Step 2 
Internal business review
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Tasks Key questions

 >  Does your business already have international expertise? For example, is there a 
sales or language capability that could be beneficial in exporting?

 > Do you need to acquire specialist expertise?

 > What additional training will you or your staff need?

 > Will you need to place staff overseas?

 > What travel policies will you need to put in place?

 > Will there be safety or security issues to address?

Review operations Production

 >  What effect will export orders have on your day-to-day domestic business?

 >  Are there current capacity constraints or do you have excess production capacity?

 > Will you need to add extra capacity? If so, at what cost?

 > How will filling export orders affect your domestic business?

 >  Are there seasonal fluctuations in demand for your product that could be exploited?

 >  Will export customers demand minimum order quantities and how will this affect 
production?

 >  How will changes in products made specifically for export affect production 
requirements?

Staff roster

 > Do you need to consider extra shifts or rearranging your staff roster?

Review financial situation  >  How much capital will you require for export production and marketing,  
(in addition to domestic costs)?

 >  How much is exporting likely to cost your business before you can begin to  
reap rewards?

 > What level of export administration costs can the business support?

 > How will you finance start-up costs?

 >  Have you consulted your bank to ensure that you do not become over-stretched 
financially?

 >  The bank will need to see your business plan or export strategy document.  
Is it current and up-to-date?

 > Are there any other priority plans that may compete with export for funding?

 >  When must the export effort become self-sustaining financially? 
(It may be one or two years before an export order is received, involving  
several overseas trips to trade fairs or to visit potential partners or distributors. Be 
realistic when estimating the initial financial gains from exporting.)

Identify competencies  >  Identify competitive factors that have led to your success in the  
domestic market.

 > Identify core competencies, such as unique skills or technological advantages, 
which your competitors will find difficult or impossible to match.
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Useful resouces
Organisations such as the Australian Institute of Export (AIEx) 
and many universities and technical and further education 
(TAFE) colleges offer certificates, diplomas and short courses 
in export disciplines.

Australian Government Department of Foreign Affairs and 
Trade (DFAT) research indicates that companies that export 
generate higher incomes and have better paid staff than 
those that don’t export.

Output
Outline areas of the business that will be affected by export 
activities.

Business area Business affect

1. 

2. 

3. 

1. 

2. 

3. 

Identify your capabilities and needs.

Capabilities Needs

1. 

2. 

3. 

4. 

5. 

1. 

2. 

3. 

4. 

5. 
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Tasks Key questions

Research market characteristics  > How big is the market for your products overseas?  
What is its growth rate?

 > What are the demographics of the market?

 > Which market segments or niches should be targeted?

 > What is the consumption capacity of each segment?

 > What is the total expenditure on similar products?

 > Are your products/services likely to be popular and competitive  
in sophisticated markets? Or will they have greater appeal in developing 
countries?

 > What do customers want? Do your products/services need to be modified  
to suit local conditions?

 > Are there any trends emerging?

 > What is the general future outlook for the market? Are there other potential 
opportunities?

 > How receptive to your product/service is the market likely to be?

 > What level of customer after-sales service may be required?

Research competitive conditions  > Who are the major competitors in overseas markets? Who are the minor 
competitors? How many are there? Competitors may be domestic or 
international.

 > What is the market share and level of sales of each of the competitors?

 > Which competitor dominates in which product segment/distribution channel?

 > What is the volume of import and export for your product or service?

 >  Assess each competitor in terms of quality, price, packaging/presentation, 
advertising and promotion, delivery, performance, level of customer loyalty, 
credit terms and customer service.

 > What are the competitors doing that you need to emulate in order to penetrate 
the market?

 > Are there any potential threats from substitute products?

 > Are there any potential threats from new competitors?

 > Who controls key inputs?

Objective – The objective of step three is to identify and rank the prospective 
markets to which you may export.

Step 3 
Market research 
and analysis
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Tasks Key questions

Research economic / 
business conditions

 > Gain an appreciation of the broader macro-economic environment.

 > What are growth, inflation and interest rates? Is the economy in a  
stable or turbulent condition?

 > What is the population size? What areas/regions do people predominately  
live in? What is the average disposable income? Are any demographic  
trends emerging?

 > What currency and banking regulations apply to your business?

 > Are there tariffs or taxes to be paid?

 > Are there reliable transport and sophisticated communications systems?

 > Are there any barriers to entering the market? If so, how can you overcome 
them?

Research political environment  > What political issues may affect your export operations in each market?

 > What is the role of government?

 > What is the degree of political stability?

 > What is the trade policy?

Research legal implications  > Are there any laws, regulations or prohibitions that make access to the market 
expensive or uneconomic?

 > What legal issues may affect your export operations in each market?

 > Are there laws that protect local industries against your product?

 > Are there restrictions on capital flows and foreign ownership?

 > What are the pricing and competition regulations?

 > Are there particular standards, specifications or labelling/packaging 
requirements in each of your target markets?

Research cultural and  
social environment

 >  What cultural issues such as language, religion, ethical standards and 
negotiation styles should you be aware of? Try to avoid taking an ethno-centric 
view – that is, seeing another culture only from the perspective of your own.

 > What is the cultural attitude towards foreign products, customs and values?  
Will these influence the acceptance of your product or service?

 > Do your staff have any relevant cultural skills, knowledge or language 
capabilities that you can leverage?

Research technological 
environment

 > What technological changes are taking place in the markets that may affect 
the lifecycle of your product/service or even make it obsolete?

 > What are the implications of these changes for each product/service in  
each market?

Research distribution systems  >  What distribution channels are available and what is the relative  
cost of each system?

 > Are the distribution options sufficient?

 >  If you plan to export products that need refrigeration, determine whether the 
cold chain freight and distribution system is sufficiently sophisticated to have 
your products delivered to customers in perfect condition.
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Methodology
The two basic forms of market research you need to 
undertake are desk research and in-market research.

Desk (secondary) research
Desk research, also known as ‘secondary research’, is usually 
a quicker and cheaper way of learning about the broad 
aspects of doing business in a particular country.

A variety of resources are available to you when undertaking 
desk research. These include government bodies, commercial 
banks, bilateral business chambers, chambers of commerce, 
export consultants, freight forwarders, international 
directories, news articles, databases and the internet.

You should use as many of these resources as possible in 
order to cross-check and verify the data you obtain. The 
internet can be used to access specialised directories and 
subject portals. Niche gateways may direct you to relevant 
and useful websites for a particular market. Websites also 
often contain ‘useful links’, ‘resources’ and ‘membership 
sections’ that may save you time. Leads in print articles and 
editorials should also be explored.
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Useful websites for desk research

Australian URL Type of information

Victorian Government export.vic.gov.au Assistance, grants and export services, cultural 
issues, trade fairs

Australian Trade Commission austrade.gov.au Market and product information and export 
assistance

Dept of Foreign Affairs & Trade dfat.gov.au Trade policy and general economic information

Export Finance & Insurance Corporation efic.gov.au Specialist export finance and insurance services

Australian Bureau of Statistics abs.gov.au Statistics on international trade

Australian Customs and  
Border Protection Service

customs.gov.au International trade policies 
Goods prohibited from export

AusIndustry ausindustry.gov.au Tradex schemes

Biosecurity in Australia daff.gov.au/biosecurity Export inspection and certification

Australian Industry Group aigroup.asn.au Export missions 
Export services

Victorian Employers' Chamber of 
Commerce and Industry

vecci.org.au Export missions 
Export services

Reserve Bank of Australia rba.gov.au Foreign trade statistics

Australian Freight Council freightcouncils.com.au Government freight initiatives and regulations

International URL

World Trade Organisation wto.org

International Monetary Fund imf.org

World Bank worldbank.org

Asian Development Bank adb.org

UN Conference on Trade & Development unctad.org

Global Business Network gbn.com

International Labour Organisation ilo.org

Federation of International Trade fita.org

Food & Agricultural Organisation fao.org 

Economist Intelligence Unit Online Store store.eiu.com 

Central Intelligence Agency cia.gov 

http://www.export.vic.gov.au
http://www.austrade.gov.au
http://www.dfat.gov.au
http://www.efic.gov.au
http://www.abs.gov.au
http://www.customs.gov.au
http://www.ausindustry.gov.au
http://www.daff.gov.au/biosecurity
http://www.aigroup.asn.au
http://www.vecci.org.au
http://www.rba.gov.au
http://www.freightcouncils.com.au
http://www.wto.org
http://www.imf.org
http://www.worldbank.org
http://www.adb.org
http://www.unctad.org
http://www.gbn.com
http://www.ilo.org
http://www.fita.org
http://www.fao.org
http://www.store.eiu.com
http://www.cia.gov
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Other useful resources
Legal
 >  Refer to government websites of selected countries; 

these can be identified through search engines such as 
google.com and bing.com. Consult relevant publications, 
industry associations, government agencies and special 
interest bodies.

Competition
 > Use your knowledge of domestic competitors in order to 

extend your research into overseas markets.

Cultural
 > Events organised by bilateral chambers of commerce or 

friendship associations may be useful.

 > Network with other companies conducting business in 
your markets of interest.

Distribution system
 >  Consult with your freight forwarder for guidance on the 

most efficient distribution systems available in overseas 
markets.

 >  Preliminary research can be undertaken through the 
Australian Freight Council at: freightcouncils.com.au.

Notes: Some overseas markets may not be particularly 
transparent in regard to specific legal or competition issues 
and these may be difficult to ascertain through desk research. 
Speak with Victorian Government or Austrade representatives 
in the market or with companies already doing business in 
the market to help you understand some of the nuances of 
different markets.

In-market (primary) research
While desk research is an important tool in the initial 
identification of potential markets, in-market (or primary) 
research is essential to refine, verify data and ensure that 
the information is relevant to your business. Field research 
is absolutely vital and should be undertaken after all desk 
research options have been explored.

Market research agencies will be able to assist you with 
primary research by undertaking surveys, focus groups, 
consumer panels, questionnaires, data preparation and 
analysis. Carefully controlled product testing may also be 
undertaken in-market.

Researching organisations in-market can provide you with 
detailed data and analysis on competitive activity. A visit 
to the market or markets should involve direct contact with 
potential customers, agents, distributors and government 
authorities and will enable you to build up a more 
comprehensive picture of business conditions. Wherever 
possible, visits should be timed to coincide with trade fairs 
and exhibitions where customers and competitors can be 
assessed first-hand.

Reliability of information
While market research serves the same function in all 
countries, you must be aware of certain issues that may 
distort the reliability of information. These include:

 > availability of data – reliable market data may not be 
available in certain developing countries.

 >  comparability of data – terms can differ greatly 
between countries and the misinterpretation of data can 
sabotage even the best strategies.

 >  cultural issues – research undertaken in certain 
markets may be more difficult because of language 
issues and rates of illiteracy.

Output
Create a profile of potential markets, including their 
characteristics, expectations and preferences: why they buy, 
how they buy, when they buy and who makes the decision 
to buy.

Rank the markets you would like to target using the 
assessment criteria below (sourced from Australian Trade 
Commission). Assign a simple value between one and five, 
where one is low and five is high. Average the scores and 
then add them together for each market for each section. 

This will give you a ranking of markets. The higher the score 
the more attractive the market.

Note: you may weight the sections or individual criteria if you 
feel the need.

http://www.google.com
http://www.bing.com
http://www.freightcouncils.com.au
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Market Characteristic

Austrade assessment criteria Market 1 Market 2 Market 3

Growth of imports

Seasonal/cyclical nature of imports

Degree of market segmentation

Degree of customer concentration

Sensitivity to quality/performance

Sensitivity to imports

Average score

Competitive conditions

Austrade assessment criteria Market 1 Market 2 Market 3

Concentration of domestic industry

Concentration of exporters

Complexity of distribution system

Attitudes to new entrants to the 
market

Average score

Financial and economic conditions

Austrade assessment criteria Market 1 Market 2 Market 3

Pricing practices

Payment terms

Currency parity

Tariffs and charges

Concessional financing

Foreign exchange

Cost of doing business

Barriers to entry

Average score
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Political, legal and social conditions

Austrade assessment criteria Market 1 Market 2 Market 3

Political stability

Trade legislation

Consumer and environmental 
legislation

Cultural affinity

Foreign investment legislation

Labour legislation

Intellectual property protection

Average score

Total all average scores

Using your ranking as a guide, select your top three or  
four markets to be targeted. Then add a reserve or up to  
10 secondary markets.

Potential export markets

Top markets Reason for selection

1. 

2. 

3. 

4. 

Secondary markets Reason for selection

1. 

2. 

3. 

4.

5

6

7

8.

9.

10.
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For each market in which you are interested, analyse your potential competitors.

Competitor analysis Competitor 1 Competitor 2 Competitor 3

Description

Foreign or domestic?

Products

Market share

Quality

Price

Delivery

Performance

Credit terms

Customer service

After sales service

Warranties

Other

Key point of difference

Key success factors

Key weakness

Determine which legal system your export contracts will 
be governed by. For each of your top markets, complete the 
following intellectual property and legal analysis.

Market 1

Product or service Governing legal system IP protection issue IP protection required

Product 1

Product 2

Service 1

Market 2

Product or service Governing legal system IP protection issue IP protection required

Product 1

Product 2

Service 1

Identify potential opportunities and threats.

Opportunities Threats

1. 

2. 

3. 

4.

5.

1. 

2. 

3. 

4.

5.
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Objective – The objective of step four is to outline your export objectives and 
set ‘SMART’ goals.

Step 4 
Export objectives

SMART goals – are Specific, Measurable, Attainable, 
Realistic and Timely and also assist you in determining 
whether they are appropriate for your business or not.

 Specific – Goals need to be clearly defined and 
unambiguous. When goals are specific they tell you what you 
need to achieve, by when, by whom and how much it is going 
to cost. The more specific your goals, the easier they will be 
to measure.

Measurable – What gets measured gets done. To make your 
goals measurable you need to put some concrete numbers 
around them. If you can’t measure your goals it will be hard 
to determine if you have actually achieved them or not.

Attainable – Goals must be attainable. There is no point 
setting goals that are impossible to reach. Doing so could 
do more harm than good to your business morale. The best 

goals are those that require a little stretch to achieve. They 
are not too easy, nor too high to the point where they become 
meaningless and you won’t try to achieve them.

Realistic – Realistic business goals are based on the situation 
of your business and the realities of the current business 
climate. To be realistic, you must be willing and able to work 
towards your objective. Your business must have the time 
and available resources to dedicate to the task. You may need 
to do some research into what can be achieved within what 
timeframe before you set your own goals.

Time bound – Your goal should be bound by a time frame 
within which it must be achieved. This means having a 
starting point, explicit milestones and a sure end point. Goals 
without deadlines tend to receive less focus as day-to-day 
activities take priority.

Tasks Key questions

Financial objectives  > What level of profit do you want to achieve (by product and by market)?

 > What return on investment do you want to achieve?

Determine sales objective by 
product/service

 > How many international markets do you want to export to and by when?

 >  What level of export sales do you want to achieve (by product and by market)?  
Make sure you specify a time frame.

Partnership objectives  > What kind of partnerships do you need to establish? How many partners?

Learning objectives  > What new skills and knowledge do you want to acquire? 

Operations objectives  > At what level of production capacity to you wish to operate?

Output
Outline your objectives for each area.
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Objective – The objective of step five is to determine the approach you will take 
for each area of the business. In developing your strategies, please refer to the 
Export Reference Guide.

Step 5 
Export strategy

Strategy Key task

Market entry strategy  > Determine which market entry mode you will use for each market:

 > Export entry mode

 > Contractual entry mode

 > Investment entry mode

Product/service strategy  > For each market, determine the products/service you will offer, including the 
features.

 > Determine whether you will use cost-plus pricing or differential pricing.

Business process strategy  >  In consultation with your freight forwarder, establish how you will consign your 
products, by sea freight or air freight.

 >  Decide whether you will insure your goods for loss or damage of during transit and/
or for default by the buyer.

 >  Through negotiation with buyers, determine terms of trade that will govern the 
sale. These should be specified in accordance with Incoterms.

 > Determine intellectual property protection needs.

 >  Outline how your export function will be organised. Include a new organisational 
chart, and outline roles and responsibilities.

 > Determine whether you require additional staff and/or expertise.

Operations strategy  > Specify how your operations will cope with the additional export requirements.

Financial strategy  >  Outline your financial needs in relation to pre-shipment finance, working capital 
and post shipment finance.

 > Consider what concessions you may be entitled to receive.

Output
Clearly outline your strategies for each area.

Develop a new organisational chart, clearly highlighting the 
new export function.

Clearly articulate staff roles and responsibilities both 
on paper and to all staff to ensure that there is no 
misunderstanding and that you have buy-in from all parties.
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Output
Outline tasks, responsibilities and deadlines for each of the 
key areas below. You should also determine at what interval 
the action plan will be reviewed and what remedial action 
can be taken in the event of missed deadlines or deviation 
from your defined export objectives.

Objective – The objective of step six is to outline what needs to be done to 
achieve your objectives, by whom and by when.

Step 6 
Action plan

Market entry

Task Description By whom By when

Target market visit

Task Description By whom By when

Product

Task Description By whom By when
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Marketing

Task Description By whom By when

Business process

Task Description By whom By when

Staffing

Task Description By whom By when

Financial

Task Description By whom By when
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For further information on exporting or Victorian Government export services, 
contact the Victorian Government Business Office nearest you or visit  
export.vic.gov.au

For further 
information

METROPOLITAN OFFICES 

CBD – Inner Melbourne Region
Level 35, 121 Exhibition Street 
Melbourne VIC 3000 
Tel: (+61 3) 9651 9239 
Fax: (+61 3) 9651 9505 
information.innermelbourne@dsdbi.vic.
gov.au

Bundoora – Northern Metropolitan 
Region
University Hill, Suite 16 Level 1 
20 Enterprise Drive 
Bundoora VIC 3083 
Tel: (+61 3) 9935 0600 
Fax: (+61 3) 9466 7367 
information.northmetro@dsdbi.vic.gov.au

Ringwood – Eastern Metropolitan 
Region
Suite 11, Level 1, 12 Maroondah Highway 
Ringwood VIC 3134 
Tel: (+61 3) 9938 0150 
Fax: (+61 3) 9879 3180 
information.eastmetro@dsdbi.vic.gov.au

Dandenong – Southern Metropolitan 
Region
Level 6, 165-169 Thomas Street 
Dandenong VIC 3175 
Tel: (+61 3) 9938 0100 
Fax: (+61 3) 9794 5644 
information.southmetro@dsdbi.vic.gov.au

Tottenham – Western Metropolitan 
Region
Level 1, 67 Ashley Street 
Tottenham VIC 3012 
Tel: (+61 3) 9334 1300 
Fax: (+61 3) 9334 1301 
information.westmetro@dsdbi.vic.gov.au

REGIONAL OFFICES

BARWON SOUTH WEST 
REGION
information.barwonsouthwest@dsdbi.
vic.gov.au

Geelong
69 Moorabool Street 
Geelong VIC 3220 
Tel: (+61 3) 5223 2104 
Fax: (+61 3) 5229 9503

Warrnambool
South West Tafe 
Customs House, Giles Street 
P.O. Box 674 
Warrnambool VIC 3280 
Tel: (+61 3) 5561 4135 
Fax: (+61 3) 5561 3851

GIPPSLAND REGION
information.gippsland@dsdbi.vic.gov.au

Traralgon
33 Breed Street 
Tralagon VIC 3844 
Tel: (+61 3) 5174 9233 
Fax: (+61 3) 5174 7845

Sale
Level 1/ 66 Foster Street 
Sale VIC 3853 
Tel: (+61 3) 5142 0200 
Fax: (+61 3) 5142 0201

GRAMPIANS REGION
information.grampians@dsdbi.vic.gov.au

Ballarat
111 Armstrong Street North 
Ballarat VIC 3350 
Tel: (+61 3) 5327 2865 
Fax: (+61 3) 5327 2830 

Horsham

62 Darlot Street 
Horsham VIC 3400 
Tel: (+61 3) 5381 2762 
Fax: (+61 3) 5381 2514

HUME REGION
information.hume@dsdbi.vic.gov.au

Wangaratta
Level 1, 62 Ovens Street 
Wangaratta VIC 3677 
Tel: (+61 3) 5722 9649 
Fax: (+61 3) 5722 7109

Shepparton
79A Wyndham Street 
Shepparton VIC 3632 
Tel: (+61 3) 5895 4100 
Fax: (+61 3) 5822 2554

Wodonga
Level 6, 22 Stanley Street 
Wodonga VIC 3689 
Tel: (+61 2) 6056 2166 
Fax: (+61 2) 6056 2334

LODDON MALLEE REGION
information.loddonmallee@dsdbi.vic.
gov.au

Bendigo
56 – 60 King Street 
Bendigo VIC 3550 
Tel: (+61 3) 4433 8023 
Fax: (+61 3) 4433 8099

Mildura
131 Langtree Avenue 
Mildura VIC 3500 
Tel: (+61 3) 5051 2000 
Fax: (+61 3) 5051 2020

mailto:information.barwonsouthwest@dsdbi.vic.gov.au
mailto:information.barwonsouthwest@dsdbi.vic.gov.au
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