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refers to the goods or services your business provides. 

The "Delete" Test
If you had to remove 20% of your product features or product range to fit the local 
regulations or cultural tastes of Germany/UK/FR, what would go first? Why?

PRICE
refers to the amount customers pay for your product or service and the pricing 
strategy you use.

The "Big Mac" Index
Research the cost of a comparable service/product in your target market. If the 
local price is 15% lower than yours, will you cut costs, or can you prove 15% more value?

PLACE
refers to the channels and locations where customers access, purchase or 
receive your product or service.

The "Amazon" Reality
If your primary distribution channel (e.g. your website/store/partner) disappeared tomorrow
in the new market, where would your customer look for you? Is that platform ready?

How to prove more value?

Where to cut cost?



List the 3 people who can say "No" to your success (e.g. a German Compliance Officer, a
French Retail Buyer). Do you speak their specific professional language?

PROMOTION
refers to the communication and marketing activities used to create
awareness, attract customers and build trust in your brand.

The "Lost in Translation"
Show a local peer your current slogan/Brand Name.  Ask them: "What does this tell you
about my brand?" 

PEOPLE
are the individuals who represent your business and interact with customers
at every touchpoint.

The "Gatekeeper" Map

PROCESS
refers to the systems and workflows that govern how your product
or service is delivered to customers.

The "Speed vs. Quality"
Scale of 1–10: How much "paperwork" can your current team handle? Germany/France
require a 9; the UK/NL usually operate at a 6. Where is your gap?

PROFIT
refers to the overall financial health of your business and the revenues 
it generates.

The "Hidden Margin"
Identify one "invisible" cost (e.g. UK shipping duties, German returns, French legal fees). If this
cost is 10% of revenue, is your expansion still viable?
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