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Key Elements of an Export Plan
Developing your market plan requires careful planning and time and is a key step in helping you determine your readiness to export. A well-prepared plan will help you assess the international market potential for your product or service, help you quantify your market opportunity, determine how much it will cost to export and will help you in your application for finance from your bank. 

The headings and questions below are designed to prompt your thinking.  Use the headings to assist you create your own unique plan and ensure that you have addressed most key issues.  There are no right or wrong answers, but it is important to be realistic.  
1. 
Your Product/Service and the Customer Problem to be Solved

· What customer problem/need does your company intend to solve?  

· What product or service do you provide to solve this problem or fulfil this need?  Is it a standalone solution? If not, how does it integrate with other firms’ products or services in order to provide a full solution?

· What is your customer value proposition?  What is the measurable value of your offer to the customer? What is the evidence for this?

· What changes need to be made to your product(s) at this stage in order to deliver a solution to the customer?

· How is your product/service and brand protected?  
· How would you scale-up the delivery of your product or service to meet demand – to what level of demand can it be scaled up to meet?

· What level of profit can you expect after you make and deliver your product or service to the market at a competitive price, after taking all costs into consideration?

2.
Target Customers and Channels to Market

· Who are your target customers? It is usually helpful to break the customers into a number of layers:

· Overall market

· Target market

· Addressable market

· Pipeline of customers

· Customers

· Recurring customers

· What are the trends, dynamics and numbers? 

· What cultural and language issues are relevant?

· What is the preferred channel to market? Why?  

· How will you manage the channel relationships?

· How do your customers or channel partners buy, how do they make the decision to buy and who in the company buys?
3. 
Competitors

· Who are the competitors you will face when selling to these new customers?

· What do you know about their customers, sales-force, sales process, sales-force compensation, customer incentives, marketing approach, strengths & weaknesses and terms & conditions?

· What is your competitive advantage; what evidence do you base this on?

· Who are your competitors in your existing market(s)?

4. 
Marketing & Sales Processes

· What are your existing and planned marketing & sales processes and procedures?  

· What changes do you need to make now in order to achieve success?

· How will you identify new potential customers, qualify them, review them and ensure that the right customers are being targeted at the right time?

· How do you prioritise customer opportunities?  How do you monitor customer acquisition costs?

· Do you operate a systematic, repeatable sales process?

· Outline the structure, role and responsibility of the marketing and sales team. How will this change in order to win business in the new market?

5. 
Marketing Tactics

· What are your detailed proposed marketing tactics (product, place, price, promotion)?

· If working with marketing partners, what support do you expect to have to deliver to partners in order for them to deliver increased sales to you?

· Describe how you will use all potential communication channels to the customer/marketplace?

·  What steps will you put in place to take account of the intercultural or language issues?

6. 
Resources, including Finance

· What resources have you allocated in your budget to win these new customers (people, partners & funding)? 
· What is your expected time to making your first sale and getting paid for it? 
· What is your overall financial budget and how is it broken down?
7. 
Your Company’s Vision 

· What is the company vision driving this new market plan?

· Where do you want to get to and what will it take to get there?

· What is your ambition for the company and in what timescale do you expect to achieve it?

8. 
Commercial Challenges
· What are the biggest challenges for your company to be successful in this market?

· What are your limitations?

· In what areas do you feel you need most assistance?
· What are the key risks associated with trading internationally?

· How can Enterprise Ireland help you?
Congratulations! 

You have now captured your export plan in a written document: Who do you need to share it with? You might consider sharing it with your colleagues, advisers, your local CEB, EI or other potential funders and influencers.
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