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Ways of creating growth 
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Existing market New market
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Motives for internationalization 
• Existing market is too small
• More customers / the right customers
• Follow customers abroad
• Use unique know-how and technology and copy success
• Gain efficiency, benefits of scale, longer production cycles
• Extended product life cycles
• Gain expertise and information
• Defend yourself against competitors
• Risk diversification
• Better staff development
• Increased value of the company



• A business idea that works internationally
• A long-term approach with a clear vision and goals
• Committed and motivated company management
• Production capacity in your own company as well as among suppliers
• Competitive pricing with good profitability
• Good reference customers
• Sales materials in the right language
• Good market knowledge
• Good language skills
• CSR policy
• Good financial situation
• Storytelling
• Good domestic market sales
• Patents
• Quality and environmental certifications

Keys to successful internationalization 



• What offering to select
• Legal aspects, regulations and certifications 
• What market to select
• What market segment to select
• Sales arguments for the entire value chain
• Pricing strategies
• Competition – direct and indirect
• Distribution channel
• Finding and selecting partners 
• Marketing strategy
• Cost of establishment

Important issues to consider when 
internationalizing



”Make a careful
selection”

No active
selection -

random
decisions

”Select nearby
markets first”

Market selection – different approaches 



The whole world
is our market

No active
selection -

random
decisions

There is only
one market 

for us

Market selection 



Market selection – the funnel method 
Preliminary market selection

- Choose interesting markets

- Identify general criteria

- Prioritize / Reject

Select a number of 
possible markets

Market prioritization

- Identify attractiveness

- Identify internal demands

Reduced
number of 

markets 

Market selection

- Checklist of important criteria

- Visit market

- Prioritze

Rank
selected
markets



External factors influencing market selection 

P
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L
E

Political

Economic

Social

Technological

Legal

Environmental

Policies & Laws, (tax, labour, trade…), Stability, Corruption

Economic growth, Inflation, Interest rates, Exchange rates, 
Unemployment levels, Household income

Cultural & lifestyle trends, Population, Age distribution, Career
views, Consumer behavior, Cultural barrier

Technological incentives & developments, Innovation, 
Automation, R&D activity

Labour & consumer laws, Market & import/export regulations, 
Health & safety policies and guidelines, Data protection

Climate change, Environmental regulations, Waste management, 
Policy & consumer environmental awareness



• Prior experience
• Market knowledge
• Language skills
• Existing patents
• Personal and financial resources
• Employees with connections to the market 
• Existing certifications
• Name of company and products

Internal factors influencing market selection 



• Official statistics
• Market databases
• Trade fairs
• Competitors’ websites and social media
• Trade journals
• Other companies               
• Trade and investment councils, Chambers of commerce
• Local clusters and consultants
• Industry associations
• Visits to end customers
• Market surveys already carried out
• ….

Sources of information 



Platforms for internationalization and 
Funding support programs 







• XXXXXX

Export Business Plan

 

Company presentation
Business concept and vision 
SWOT analysis of company
Product/Market matrix

Motives for internationalization
International experience
Export strengths

Export offering
Offering
Key sales arguments 
Customer benefits identified
Winning features
Product adaptations

Market
Markets selection
Market segments
Positioning
Pricing strategy

Competitive analysis
Direct
Indirect

Distribution 
Wholesale, retail, internet etc

Marketing
Selected marketing mix (SoMe, TV, outdoor etc.) 

Business goals
External goals
Internal goals

Financing
Sales Budget
Export financing

Risk analysis
Potential risk of doing business with selected
market(s)

Organization
Your organization and responsibles

Sales Agreements
Description of sales agreements with your
partners

Action plan
How to follow up on marketing activities and 
next step
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Thank you

Astrid Hackl
Sustainable Business Hub
email: astrid.hackl@sbhub.se
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