


INTERNATIONALIZATION ?

It is a transformation process to go beyond
borders with a progressive path allowing
the company to grow in terms of 
knowledge



economies of scale by

producing and selling more

New opportunities

Technological know-
how from foreign
partners

Be more innovative and
productive

Huge benefits
to SMEs who
decide to 
internationalize
in terms of







The export diagnosis

aims to specify the 

strategic potential of a 

company to carry out an 

export operation. 



As an assessment, it aims to 
verify the potential and 
readiness to approach foreign
markets





Your
expectations



Do ou have clear and 
achievable export goals.

For example: increase your

turnover by 10%











Do you have an efficient mechanism for responding quickly to 
customer inquiries ?











Can you find ways to reduce the financial risks associated with
foreign markets ?









Competitiveness



Do you have the resources to verify if your product or service is
exportable ?



Do you have a potentially viable product or service

to target market?



Do you have ways of entry into the target market ?





Who are you currently selling your product or
service?



Is it used by the general public or by 
specific group?













Is packaging expensive?

Can you easily change it to suit the tastes of 
foreign customers?



Does your product come with special
documentation?

Doest it have to meet certain technical or 
regulatory requirements?



Transport









Does your product need to be assembled by 
professionnals or does it require other
technical skills?



Is an after-sales service necessary?

If so, is this service available in the country
where you need to ensure?

Do you have the resources to do this?









Will you need to modify your services to 
accomodate differences in language, culture and 
business environment ?









If demand increases in the domestic
market, you still be able to meet needs
of your foreign customers, 
and vice versa?











Draw an accurate picture of your customers in each country

● specify whoyour customerwill be
● Identifiy  the needs of your customers
● Taylor your products or services so that they are relevant to these

needs

It is both a qualitative (observing your customer profils)

and quantitative  (demographic analysis tools) process.

Analysis and segmentation of your
customers













































Check product export requirements via:

https.//trade.ec.europa.eu/tradehelp/home-page
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Ways of internationalization









Exploring E-
commerce and  
E-export 
through Virtual 
Market Place 
potential







The B2C marketplace

The B2C (Business to Consumer)

marketplace is intended for transactions 

or connections between professional

sellers and individual buyers.





The B2B marketplace

The B2B (Business to Business)

marketplace is intended only for 

transactions or connections between

professional sellers and professional

buyers.









The horizontal marketplace

Horizontal marketplaces bring together

sellers of products from a wide range of 

categories.



















Are you enough
present online ?





E commerce is a global trend 
and a driver of economic growth



A picture is worth a 
thousand words…

•1 word= 1word

•An image=1,000 words

•A video= 10,000 words

•A VR experience= 
100,000 words

•ARTICLES WITH 
PICTURES GET

94% MORE TOTAL    
VIEWS





• 70% of the new value 
created over the next decade 
will be based on sustainable 
and inclusive virtual market 
place business models .




