EU EXPORT
STARTER
GUIDE

SELF-ASSESSING
EXPORT READINESS

Before entering the EU market,
evaluate your company's
preparedness to make sure you
are export ready

READ MORE ON PAGE 2

CHOOSING THE RIGHT
MARKET ENTRY
STRATEGY

Selecting an appropriate entry
strategy depends on your
business goals and resources as
well as on the market

READ MORE ON PAGE 5

IDENTIFYING THE RIGHT
MARKETS & PARTNERS

Selecting suitable markets and

reliable partners is crucial and

there are several ways how to
research them

READ MORE ON PAGE 4
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EUROPE

FIRST STEPS TO
EU EXPORTING

The EU Single Market is
one of the world’s largest
economies. Embarking on
the journey of exporting
to EU markets presents a
significant growth
opportunity for SMEs.

To navigate this complex
process successfully, it's
essential to assess your
export readiness, identify
suitable markets and
partners, select an
appropriate market entry
strategy, and understand
the potential challenges
and opportunities.




Management Commitment

Ensure that your leadership is dedicated to the long-term investment
required for exporting, as it demands patience and adequate resources to

develop markets and build lasting relationships.

Financial and Operational Capacity

Assess whether your business has the financial stability and production

capabilities to meet increased demand without compromising g quality.

Market Research Proficiency
Determine your ability to conduct comprehensive market research to

understand consumer behaviour, competitive landscapes, and regulatory

requirements in the EU.

Regulatory Compliance
Familiarize yourself with the EU's stringent standards and regulations,
including product standards, safety requirements and environmental laws.

Non-compliance can be a significant barrier to entry.
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Ghecklist

Establish Clear Export Goals and Develop a Comprehensive Plan:
o Define specific, attainable objectives for exporting.
o Create a detailed export strategy outlining steps to achieve these goals.

Identify Unique Selling Propositions (USPs) for Target Markets:
o Determine what differentiates your services in prospective international markets.
o Tailor your value proposition to meet the needs and preferences of foreign customers.

Gain a Realistic Understanding of Exporting Processes:
o Educate yourself on the complexities of international trade.
o Develop a realistic timeline for achieving export milestones.

Assess Requirements for International Market Success:
o Research the necessary resources and strategies for thriving in global markets.
o Identify potential challenges and plan how to address them.

Ensure Adequate Staffing and Expertise for International Trade:
o Verify that your team possesses or is ready to acquire the skills needed for exporting.
o Consider training programs to enhance your staff's international trade competencies.

Secure Financial Resources for Export Expansion:
o Confirm the availability of funds to support scaling operations for export activities.
o Plan for potential financial risks associated with entering new markets.

Conduct Thorough Market Research to Select Target Markets:
o Analyse various international markets to identify the most promising opportunities.
o Consider factors such as proximity, economic stability, and purchasing power.

Understand International Marketing Requirements:
o Familiarize yourself with marketing strategies effective in different cultural contexts.
o Adapt your marketing materials to resonate with international audiences.

Analyse Both International and Local Competitors:
o Study competitors operating globally and within your target countries.
o Identify their strengths and weaknesses to inform your market entry strategy.

Consider Necessary Adaptations for Products or Services:
o Evaluate if changes are needed to meet foreign regulations or consumer preferences.
o Plan for any product redesigns or service adjustments required for compliance.

Understand Cultural and Language Differences:
o Research cultural norms and language requirements in target markets.
o Prepare to adapt your business practices to align with local customs.

Develop a Market Entry Strategy:
o Decide on the most effective approach to enter each target market, such as direct sales,
partnerships, licensing, or establishing a local presence.
o Tailor your entry strategy to the specific conditions of each market.

Familiarize Yourself with Destination Country Regulations:
o Learn about the legal and regulatory requirements for exporting to your chosen markets.
o Ensure compliance with all necessary export and import documentation, customs
procedures, and standards




[dentifying the
Right Markets
and Partners

Market Selection

MARKET
RESEARCH

Conduct thorough research to identify EU countries with demand
for your product. Utilize Eurostat production and trade statistics to
understand the size, development and structure of the markets.

Leverage tools like European Commission's Access2Markets portal

to gain insights into trade statistics, export measures, tariffs, taxes,
procedures, formalities and requirements, rules of origin, or trade

barriers. ITC’s Procurement Map will provide you information

about bilateral trade agreements, legislation for SMEs or tenders.

Finding Partners
Leverage national trade promotion agency free or paid services

Consult local industry associations and clusters to connect with

potential partners and understand market dynamics. You can also

use paid databases or free directories such as Europages.

Due Diligence

Evaluate potential partners' credibility, financial health, and market
reach to ensure alignment with your business objectives. And then

you can visit them or talk to them at trade fairs.



https://ec.europa.eu/eurostat/web/main/data/database
https://trade.ec.europa.eu/access-to-markets/en/
https://procurementmap.intracen.org/
https://www.aalep.eu/top-200-eu-trade-associations
https://www.clustercollaboration.eu/cluster-list
https://www.europages.co.uk/
https://www.auma.de/en/exhibit/find-your-exhibitions

CHOOSING THE RIGHT
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MARKET ENTRY STRATEGY

Selecting an appropriate entry strategy depends on your business goals

and resources:

Direct Exporting

Selling directly to buyers in the EU offers control over the sales process but

requires investment in market research and distribution logistics.

Indirect Exporting

Engaging intermediaries like agents or distributors can reduce the
complexities of entering a new market but may result in lower profit
margins. You can find distribution partners through online research,
tradeshows, public and private databases, by asking your network or
sending inquiries to chambers of commerce and industry associations. Or
you can use business partner search services of international trade

consultants who can leverage their local networks and databases.

Strategic Alliances

Forming partnerships or joint ventures with EU-based companies can

provide local market knowledge and shared resources, facilitating

smoother entry.



Considerations
Before Entering
EU Markets

Challenges

= Barriers to Entry: Be prepared to navigate complex

administrative procedures, high delivery costs, and the need to

identify reliable business partners.

= Regulatory Standards: The EU has rigorous standards,
particularly concerning product safety and environmental
impact. Compliance is mandatory and can be resource-

intensive.

Opportunities in Attractive Industries

= Technology and Innovation: The EU's focus on digital
transformation offers opportunities for tech SMEs specializing
in innovative solutions.

= Green Products: With the European Green Deal, there is a

growing market for sustainable and environmentally friendly
products.
= Healthcare: An aging population creates demand for healthcare

products and services, presenting opportunities in the sector.


https://policy.trade.ec.europa.eu/help-exporters-and-importers/accessing-markets_en
https://www.macmap.org/
https://single-market-economy.ec.europa.eu/single-market/ce-marking/importers-and-distributors_en
https://commission.europa.eu/strategy-and-policy/priorities-2019-2024/european-green-deal_en

Get Support for
Your Expansion

Exporting to the EU requires meticulous preparation, from
assessing your readiness to understanding market dynamics and
regulatory requirements. By conducting thorough research,
selecting appropriate partners, and choosing the right market entry
strategy, you can successfully navigate the complexities of the EU

market and capitalize on the opportunities it presents.

Connecting with experts can facilitate your export journey:

= Trade Promotion Organizations: Engage with your country's
trade promotion agencies for support and resources tailored to
your export needs.
Chambers of Commerce: Local chambers can provide valuable
networking opportunities and insights into the EU market.
Export Councils: Participate in export councils or associations
related to your industry for sector-specific guidance and
support.

International Trade Consultants: For bespoke services to

support your internationalization Europe get in touch with

local consultants, such as MARKETiIN EUROPE.
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www.marketineurope.com



https://www.itcbenchmarking.org/bso-directory
https://iccwbo.org/wp-content/uploads/sites/3/2023/03/Final-list-of-Chambers-2.pdf
https://www.marketineurope.com/
http://www.marketineurope.com/

