GLOBAL MARKET ENTRY PROGRAM
Module 7

AWARENESS

Setting the base for international success

Scaling a business internationally starts with:
¢ understanding of where you stand today
e evaluating your company’s strengths & weaknesses
¢ analyzing external market forces
¢ defining what sets you apart from the competition.

SCAN YOUR BUSINESS ENVIRONMENT
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COMPARE HOW YOU STAND OUT

* |s your product / service of higher quality?
¢ Does it have unique features that competitors lack?
® |s your customer experience superior?

» Does your product / service save time for customers?
» Do you deliver or produce faster than competitors?
® |s your customer response time shorter?

» Can you offer lower prices than competitors?
» Do you provide better value for money?
® Do you help customers save costs in the long run?

DEFINE YOUR UNIQUE VALUE

e What makes your quality, design or features stand out?

* Do you use a special technology, process or material?

e Do you have a unique brand reputation or exclusive
partnerships?

» What allows you to be quicker?

» Do you have an efficient supply chain, automation or
streamlined processes?

* Are you better at adapting to customer needs?

» How do you achieve lower costs without sacrificing
value?

¢ Do you have a unique pricing model, economies of scale
or cost-saving technology?

* Do you eliminate unnecessary expenses for customers?
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Disruption happens when someone else enters the market
reduces errors.

and provides a superior solution in one of these areas —
leaving businesses that fail fo adapt behind. That's why
understanding your unique value is crucial before
expanding internationally.




ASSES YOUR BUSINESS PERFORMANCE

3
How well does my business perform across the key

areas of product, price, place, promotion, people,
process and profit — and where can | improve?

Is my business financially stable and ready for investment in expansion?

. A WEAK SPOT SOME CHALLENGES EXIST

THIS AREA IS SOLID



CONDUCT A SWOT ANALYSIS

- What makes you strong? - What holds you back?

- What market trends - What challenges might
canyou leverage? impact your business?

What are the biggest opportunities to leverage and the most critical challenges to address for
your business expansion?

KEY POSSIBILITIES KEY ISSUES
7 How can your strengths help you "] How do your weaknesses make
take advantage of opportunities? you vulnerable to threats and what
needs to be improved before
_____________________ g
S S expanding®

“Our company has a strong brand reputation (strength) in a fast-
growing industry (opportunity). However, we lack internal expertise in
international sales (weakness), which could make it difficult fo compete
against larger global players (threat). To improve our readiness, we
need to invest in sales training and strengthen our financial strategy.”

CAN | CONDENSE THIS
INTO A ONE SENTENCE
SUMMARY?

f@A "AWARENESS IS THE STARTING POINT
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