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If you’re looking to grow your business through International expansion (Exporting), then there are some key things to consider, to help ensure an effective and profitable venture –
1. Market Research – essential before embarking on any expansion into a new market. 
· Is there a demand for my product in the target market?
· Who are my target customers?
· is the market size commercially attractive?
2. Check out the local competition – who are they and how successful are they?
3. Best route to market – how do your target customers currently buy your competitors product?
4. Local Legislation – are there any local by-laws, trade restrictions, or compliancy issues?
5. Logistics – the web’s great for information, but it can’t deliver a product !                                                                       - Seek advice from the Chamber about export documentation / licencing / shipping etc.                  HMRC can be quite demanding on paper work!
6. How will you support your new customers? – pre-sale and post-sale.
7. Returns policy/procedure – following on from 6. How does a customer return / replace goods?
8. Customer training – If your products or services require some customer training, who will deliver it overseas?
9. Local Marketing – who / how / what / where?  In what language?
10. And best of all – How am I going to get paid? – will you invoice and collect in local currency?
There are many more aspects within the above points that need to be planned for and thought through, before trading overseas for the first time.
However, Exporting can be hugely rewarding and an extremely effective way of growing your business.

If you want to know more and how to start putting your plans into action, please call me – 
                John Milner, Alium Consultants Ltd, 07713 614942
Alternatively, see what other delighted clients have to say on my LinkedIn profile – www.linkedin.com/in/JohnRMilner 



