FACTORS TO CONSIDER WHEN GOING GLOBAL
For independent professionals, building an international clientele is a great way to expand your business and broaden
your expertise. However.

Will it be based on ten percent of your domestic business profits or on a pay-as-you-can-afford process?
Factor 6: Pick a product or service to take overseas. Rigidness of a business owner can lead the company
towards a sharp decline. Before you start work, discuss which meeting tools will work best for you and for
your client. A product that sells well in your home country may not have the same appeal in international
target markets. Worry not. You should expect to adapt your product to some degree for sale outside your
domestic markets before you make your first sale. Some source interviews were conducted for a previous
version of this article. Make yours the best in its class, and you'll be able to sell it anywhere in the world. She's
also the creator of "Borderbuster," an e-newsletter that's highly regarded for its coverage of global marketing.
High tax rates on goods sold, like those in the USA, can make it hard for a business to stay on the right side of
that fine line between profit and loss. However, it can become a nightmare. These fees can be a one-time deal
or recurring, and they can also be quite high in some circumstances if they involve what might be considered
luxury items. However, that not the reason why companies go global. One of the first questions you must
answer is whether your business is actually suited to succeed in international markets. Some cultures struggle
to express their disinterest in a product or service, meaning that you can have an extremely long and costly
sales process without a sale. More from Entrepreneur Terry's digital marketing expertise can help you with
campaign planning, execution and optimization and best practices for content marketing. Chao advises those
expanding their business internationally to spend time in the country they want to break into. International
expansion is the only way business can tide over saturated local markets. Review aspects such as: When
reviewing legal and regulatory commitments, it is highly advised that you seek experienced legal counsel for
overseas business practices to identify hazards that may cause barriers for your business. Success is best
achieved if you calculate all the costs of doing business and understand the ramifications of each decision.
You want to find out where in the world your product will be in greatest demand. Be prepared and willing to
conduct meetings during what would normally be your off-hours. Operational restrictions: Just how much
operational control you will have over your overseas business remains to be seen, and that is a concern for
some. What Is International Marketing? There were many businesses and business customer bases that became
extinct almost overnight when war broke out in Libya. October 15, Taking your business overseas provides
unique opportunities to expand your target audience â€” and your profits. Be willing to change direction and
adjust your customer support. Before you start tapping into new overseas markets, consider these 11 things to
include in your global expansion strategy: Operational Logistics What will it take to operate your business
overseas? Many companies offer affordable packages for building a website, but you must decide in what
language you'll communicate. The "care and feeding" of your customers will determine if they keep coming
back for more. However, for international markets, overcoming this obstacle can become very challenging if a
properly organized plan is not followed. Factor Make personal contact with your new targets, armed with
culture-specific information and courtesies, professionalism and consistency. Laurel Delaney runs
GlobeTrade. By considering and developing these twenty essential factors before going global, your
organization can realize the full potential of globalization and capture dramatic revenue growth. A robust
expansion strategy is essential for navigating foreign markets. You also have to consider other societal and
psychological factors that influence buying decisions in the country you are targeting to sell your goods or
services to. Make sure to seek "local" expertise over the political and business factors before entertaining any
overseas expansion. If you find it too time consuming, hire a freight forwarder who can fill you in on the spot.
But before you take that major step, there are some aspects to consider. There are two things that you need to
discover: Firstly, the suitability of the product in the market and its demand. Tariffs Tariffs have long been
used to balance trade between countries and to protect national companies from losing business to foreign
competitors. That percentage is even lower in South America and Asia. Business Licenses and Other
Requirements What will it take to open your doors for business? Financial Transactions and Banking
Considering how you will get paid for the products and services you market and sell internationally is
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important too.

