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Activity – Go through the market selection process for your own enterprise

Welcome to this second part of Module 7- Selecting Export Markets. Using the template below, go through the market selection process for your enterprise’s product/s. 


Filter 1 - Trading Partners

Identify the countries with which your home countries currently has a trading relationship. Conduct a search on TradeMap (www.trademap.org) to identify your country’s current trading partners. 

Visit this link for more information on how to conduct a search on TradeMap:  https://www.trademap.org/Index.aspx 



Filter 2 – Target Partner Countries

Taking the list of countries from Filter 1, establish a shortlist of target partner countries for your enterprise based on geographic location, demographics, level of economic development, cultural affinity, governance and trade-related parameters.


	Parameter
	Description 
	Countries from Filter 1 that score well against the specified parameter

	Geographic  Location
	List countries geographically close to yours
	

	Level of economic  development 

	List countries with a per capita income that could support the purchase of your offer
	

	Cultural Affinity 
	List countries culturally similar to yours
	


	Demographics 
	List countries which have a market size that can be serviced by your company’s current production capacity 
	

	Governance 
	List countries that are politically stable
	


	
	List countries where there are no conflicts
	

	
	List countries with membership to international organizations
	

	
	List countries with which your country has trade agreements
	

	Trade-related parameters
	List countries that are currently the top trading partners of your product  
	

	Indexes & data compiled by international organizations
	Rank countries based on the Ease of Doing Business Index
	

	
	Rank country risk based on OECD ratings
	





Filter 3 – Target Markets

Now, narrow your shortlist of target countries obtained from Filter 2 above, based on an assessment of market access, demand and competition.  

Begin by looking at the technical barriers to trade (TBT) and/or sanitary and phytosanitary (SPS) requirements that affect your product.This is a good way to narrow down the list of countries from Filter 2. 

TBTs: http://tbtims.wto.org/web/pages/settings/country/Selection.aspx 

SPS: http://spsims.wto.org/web/pages/settings/country/Selection.aspx 


	Country
	Non-Tariff Measure
	Relevance 

	1.
2.
3.
	Relevant TBTs
1.
2.
3.


	




	1.
2.
3.
	Relevant SPS 
1.
2.
3.

	








For each of the countries that still look attractive, consider the following product-specific criteria which may be obtained from several secondary sources, including but not limited to: 

1. Euromonitor:     www.euromonitor.com/countries
2. Economist Intelligence Unit:    www.europaworld.com
3. Canadian Trade Commissioner Services:    www.tadecommissioner.gc.ca
4. Reportlinker:     www.reportlinker.com 
5. US Trade Commissioner Services:  http://export.gove/mrktresearch; http://www.buyusainfo.net/     
6. Tradeport: www.tradeport.org/index.php/marketresearch/country-library-2 
7. SME Toolkit: www.smetoolkit.org 
8. CBI Market Intelligence: www.cbi.eu/marketintel_platform 
9. ITC Market Insider: www.intracent.org/exporters/market-insider 
10. ITC Market News Service: www.intracen.org/trade-support/market-neww-service 
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	Criteria
	Country 

	1. Total exports of your product to the country

	1.
2.
3.


	2. Tariff rates for that product
	1.
2.
3.


	3. Import growth rates of that product in that country 
	1.
2.
3.


	4. Annual average imports of that product to the named country
	1.
2.
3.


	5. Freight costs to that country 
	1.
2.
3.


	6. Market concentration for that product in that country  
	1.
2.
3.



After looking at the product-specific situation, list the countries that still look like interesting markets for your company. You should be down to about 3 target countries by now. 



Filter 4 – Highest Potential Countries

For each country from Filter 3, identify the following for your product: 


1.  Compliance
a) Product specifications
b) Certification and/or licensing requirements
c) Packaging and labelling requirements

	Country 
	Product Specifications 

	1.
	


	2.
	


	3.
	


	Country 
	Certification/licensing requirements 

	1.
	


	2.
	


	3.
	


	Country 
	Packaging and labelling requirements

	1.
	


	2.
	


	3.
	





2.  Market and Demand Structures

Here, look at the nature of each country’s market situation and customer requirements. You will need to answer the following questions. Answering all of these properly may take some time:

a) What is the size of the market?    
b) What is the share of imports?  
c) Is the market growing, stable or declining? 
d)  What is the expected growth of the market?  
e) What is the expected growth of imports?  
f) Are there any substitutes and trends affecting the market?  
g) What are the clients’ needs?  
h) Which are the segments, their sizes and trends?  
i) Who are the competitors?  
j) What is the positioning of the competitors?  
k) What are the market shares of the competitors?  
l) Do the competitors effectively meet clients’ needs? 
m) Is there brand loyalty? 
n) What is the estimated sales potential for the enterprise?
o) What are the clients’ requirements?  
p) Given the market prices, is it possible to achieve the cost target? 
q) Do we need to modify the product, packaging or labelling in any way?
r) What are the distribution channels and mark-ups that they add? 
s) What are the applicable taxes?  
t) What are the means of transportation?
u) What promotions do competitors and distributors conduct?  
v) What are the details of any trade agreements that affect our products? 
w) What cultural aspects should we be aware of? 
x) What are customs procedures?   



Conclusions 

Here, list your key conclusions from this exercise.  Which country(ies) present the best opportunities for your product and why? 
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