
Choosing export markets

Choosing export markets is an essential step in developing a successful global market entry
strategy. It involves carefully evaluating various factors to identify the most viable and profitable
markets for your products or services. In this tutorial, we will explore the key considerations and
steps involved in choosing export markets as part of your overall exporting strategy.

1. Conduct Market Research:
Before venturing into any new export market, it is crucial to conduct thorough market research.
This will provide you with valuable insights into the potential demand, competition, cultural
differences, market trends, and regulatory requirements of different countries. Here are some
essential steps to follow:

a. Identify Target Market: Start by determining the countries or regions that align with your
business goals and have a demand for your products. Consider factors such as economic
stability, political environment, population size, purchasing power, and cultural preferences.

b. Market Size and Growth: Assess the market size and growth potential of each target market.
Analyze market data, reports, and economic indicators to understand the current and future
demand for your products or services.

c. Competitive Analysis: Identify and analyze your competitors in each target market. Evaluate
their market presence, pricing strategies, distribution channels, and product offerings. This
analysis will help you assess your competitive advantage and potential market share.

d. Cultural and Market Fit: Consider cultural differences and market preferences in each
potential market. Adapt your product features, branding, packaging, or marketing strategies to
align with local tastes and preferences.

2. Evaluate Market Entry Barriers:
Understanding the market entry barriers and challenges in each potential market is crucial for
successful exporting. Evaluate the following factors:

a. Regulatory Environment: Understand the import regulations, customs duties, and
certifications required for your products in the target markets. Ensure compliance with local
standards and regulations to avoid any legal issues.

b. Tariffs and Trade Agreements: Assess the impact of tariffs and trade agreements on your
export business. Consider countries with favorable trade agreements or lower import tariffs to
maximize profitability.

c. Distribution Channels: Evaluate the distribution channels available in the target markets.
Determine if you will sell directly to retailers, distributors, or through online platforms. Assess
the efficiency, reliability, and cost-effectiveness of each channel to determine the best fit for your
export business.



3. Analyze Market Risks and Opportunities:
Understanding the potential risks and opportunities in each export market is crucial for making
informed decisions. Consider the following factors:

a. Political Stability: Assess the political stability, government policies, and potential risks in
each target market. Unstable political environments may pose risks to your business operations
and investment.

b. Currency Risks: Evaluate the currency exchange rates and fluctuations in each potential
market. Consider the impact of currency risks on your pricing, profitability, and cash flow.

c. Market Access: Determine the ease of market access in each target market. Consider factors
such as logistics, transportation infrastructure, customs clearance, and trade agreements to
ensure smooth export operations.

4. Seek Expert Advice and Support:
Exporting to new markets can be complex, especially if you are unfamiliar with the target
market's regulations, business practices, and cultural norms. Seek advice and support from
experts, trade associations, government agencies, or export consultants. They can provide
valuable guidance, connect you with potential partners or distributors, and help navigate
challenges along the way.

5. Develop an Entry Strategy:
Once you have conducted market research and analyzed the potential markets, it's time to
develop an entry strategy. Customize your strategy based on the unique characteristics and
opportunities of each market. Consider factors such as pricing, distribution channels, marketing
campaigns, and localization efforts.

a. Pricing Strategy: Determine your pricing strategy based on the market research and
competition analysis. Consider factors such as production costs, import/export duties, local
pricing norms, and desired profit margins.

b. Distribution Strategy: Decide on the most appropriate distribution strategy for each target
market. Assess the suitability of direct sales, local distributors, agents, or joint ventures based on
the market insights and availability of reliable partners.

c. Marketing and Promotion: Develop a targeted marketing and promotion strategy for each
market. Adapt your messaging, branding, and promotional activities to appeal to the local
audience. Leverage local media, digital marketing platforms, and trade shows to create market
awareness and generate demand.

6. Monitor and Evaluate:
Once you have entered the export markets, it is crucial to monitor and evaluate your
performance regularly. Assess the market response, sales volumes, customer feedback, and
profitability. Continuously optimize your export strategy based on the market dynamics,
changing consumer preferences, and competitive landscape.

Choosing the right export markets requires a systematic approach and thorough analysis of



various factors. By conducting market research, assessing market entry barriers, analyzing risks
and opportunities, seeking expert advice, and developing an entry strategy, you can make
informed decisions and increase your chances of exporting success.


