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Beneficios del marketing internacional Exportador

g MARKETING JRamm

INTERNACIONAL

v BENEFICIA A v
— CONSUMIDORES
—>  Diversos productos Venden a otros paises =<
2 onsiguen mas =
TP Precios bajos g _ - =
= clientes &=
(il |

Aumentan ventas y

— Mayor calidad ganancia

Bienes y servicios Producen mas con

_" disponibles mayor eficiencia - ‘%}TOM,

peru




Estrategias genéricas de marketing e tador
internacional

ESTRATEGIA DE SON Misma estrategia para
ESTANDARIZACION varios mercados.
Estrategias de
ESTRATEGIA DE SON  acuerdn al mescack
ESTRATEGIAS DE ADAPTACION d""“"i'il‘ill,‘,ﬁ""‘”“'
MARKETING —
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Factores del entorno del marketing Webinar
internacional Fxportador

DEMOGRAFICO

GEDGRAFICD
o TECHOLOGICO
‘%)rom,

peru

CULTURAL

EMPRESA

RELACION DE
INTERCAMEBIO

MERCADO




Andlisis del nivel cultural e o tador

ANALISIS DEL NIVEL
CULTURAL
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Analisis a nivel de la empresa e ortador

ANALISIS A NIVEL
DE EMPRESA

Ideologia nacional Identidad cultural
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Factores estratégicos para lograr el
éxito a nivel internacional

Desarrollo y
actualizacion de
productos

—

Inteligencia
comercial

ANALISIS DE

COMPETITIVIDAD

Contar con un producto
o servicio vendible en el
mercado internacional

Fijar un precio
adecuado
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v
INVESTIGACION DE
MERCADOS

|dentificar mercados
afractivos
(buenos mercados)
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Factores estratégicos para lograr el
éxito a nivel internacional

PROMOCION DE
EXPORTACIONES -

- Misiones

-»  (Comeo e Internet
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EXPORTACION
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CRM y branding




Beneficios del CRM e o tador

Aumento en [a productividad de |la compania.

Menos tiempo gastado en recoleccion,
administracion y mantenimiento de informacion.

Incremenio en |a generacion de prospecios,
oportunidades y retencion de clientes.

Miejores reportes, andlisis y evaluacion de
actividades del negocio.

Estrategia de negocios y asignacion de recursos
centrados en la retencion y el aumento de clientes.
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Beneficios del CRM e o tador

— EL CRM EN MARKETING

5 REGLAS DE z
— }5 COMPORTAMIENTO DE > E El servicio ofrecido
f.j LOS CLIENTES 3
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=3 B IDENTIFICACION CON LA > = Personalizar el producto o
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Beneficios del CRM e o tador

— - Compromiso de la alta direccion

Disefo de la estructura organizacional que trabajard en
el establecimiento de |a estrateqia de CRM

FACTORES PARA EL
ESTABLECIMIENTO DE

Disefio de [a estructura onganizacional para una
ESTHAT EGIAS _-' organizacion centrada en el cliente

CRM

Disefo y ejecucion de un proceso de administracion de
cambio & nuevos procesos de interaccion con el cliente

. Adecuacion de un esquema de incentivos y
recompensas para CRM
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Elementos del branding e bortador
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. Como generan valor las marcas? W portador

Qué nivel de calidad
s le atribuye

En qué medida es
reconocida y recordada

Asociaciones

de marca .
Canjunto de signos,

Ideas, valores o causas
Que se asocian
con la marca

Medida en la cual
los consumidores
permanecen leales
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Many business owners have no strategy and
chase every lead. With a strategic approach,
you can be proactive and improve your
results.
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Developing your export marketing strategy
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@ Developing your export marketing  Webinar o
¥  strategy

Understanding export marketing plans

« What are the characteristics of your target
market?

« How do your competitors approach the market?
« What is the best promotional strategy to use?

« How should you adapt your existing marketing
materials, or even your product or service?

N\l



Developing your export e martador
marketing strategy

The many Ps of international marketing
* Product
* Price
* Promotion
* Place

N\l




Developing your export e martador
marketing strategy

The many Ps of international marketing
« Payment

Personnel

Planning

Pape rwork

Practices

Partnerships

Policies

Positioning

Protection

N\l




Developing your export e martador
marketing strategy

Building your export marketing plan
 What is the nature of your industry?
 Who are your target customers?
* Where are they located?
 What is your company's marketing strategy?

N\l




Developing your export e martador
marketing strategy

Building your export marketing plan

« What products or services do you plan to
market?

« How will you price your products and services?
* Which segment of the market will you focus on?

* Does your marketing material accurately convey
the quality and value of your products or services
and the professionalism of your company?

N\l



Developing your export e martador
marketing strategy

Your Marketing plan should contain the following
sections:

» Executive summary

* Product or service analysis

* Market analysis

« Competitive analysis

« Goals

* Marketing strategy

* Implementation

 Evaluation

N\l




@ Developing your export webinar _dor
¥  marketing strategy

Setting prices

* currency exchange rates and fluctuations
market research
customer research and credit checks
receivables/risk insurance
business travel

N\l



Developing your export e martador
marketing strategy

Setting prices
* international postage, cable and telephone rates
e translation

e commissions, training charges and other costs
involving foreign representatives

 consultants and freight forwarders

e product or service modification and special
packaging

N\l




Developing your export e martador
marketing strategy

Market demand

* Demand in foreign markets can affect your price.
In other words, what will the market bear?

N\l



Developing your export e martador
marketing strategy

Competition

* |[f you have many competitors in a foreign
market, you may have to match or undercut the
going price to win a share of the market.

* |f your product or service is unique, new or
demonstrates superior quality, you may be able
to set a higher price.

N\l




Developing your export e martador
marketing strategy

Pricing strategies
« Static pricing
* Flexible pricing
 Full cost-based pricing
* Marginal cost
* Penetration pricing
* Price skimming

N\l




Developing your export e martador
marketing strategy

Pricing checklist
* Marketing and promotion
* Production
* Documentation
* Transportation
» Customs
* Financing

N\l




Developing your export e martador
marketing strategy

Promotion
» Advertising
* Promotional materials
* Direct mall
* Media
* Personal visits
* Trade shows
* Internet
» Social media

N\l




3 essential steps for entering a

International market
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Review your company

« Capacity to expand
» Leadership

* Your team

* Product or services

Webinar ‘%?7”07%,
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Develop a market entry strategy

 Set clear goals

* Do preliminary research on your market
« Choose your mode of entry

 Consider financing and insurance

Webinar ‘%?7”07%,

Exportador peru



Develop a market entry strategy

Set clear goals
 Your business goals and targeted level of sales
» The specific product or service to export
* The target market
« Major action items, a timeline and your budget

Webinar ‘%?7”07%,
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Develop a market entry strategy

Do preliminary research on your market
 Size of the market
« Competition
* Your unique value proposition
« Regulatory, certification, trade and other barriers and opportunities

Webinar ‘%?7”07%,
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Develop a market entry strategy

Choose your mode of entry
« Using a distributor or agent
« Acquiring or partnering with a local business
« Opening a physical presence
 Selling through online marketplaces
 Offering direct e-commerce sales

 Selling indirectly through another company that exports to the target
market

* A blend of several channels

Webinar ‘%?7”07%,
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Develop a market entry strategy

Consider financing and insurance

 Think about what financing you may need for your investments in the
venture to ensure you don’t eat into working capital.
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Prepare and execute an export marketing plan

More detailed research on your target market, including:
« Target customer characteristics
* Local consumer needs and trends
« Specific regions or segments to target
 Cultural considerations
» Potential partners and buyers
» Details on regulations and certifications you need to meet

Webinar ‘%?7”07%,
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Prepare and execute an export marketing plan

Needed adaptations to reflect local needs and customs. You may
have to adapt:

* Product features

» Packaging

» Labelling

* Pricing

» Branding

* Business practices

Webinar ‘%?7”07%,
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Prepare and execute an export marketing plan

Logistics needs, including:
* Transportation of products
 Documentation
» Packing
« Storage en-route
e Customs clearance

Webinar ‘%?7”07%,
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Prepare and execute an export marketing plan

A promotion plan. This may consist of:

« Website and social media marketing
* Ads

Media Kits
Brochures
Business cards
Testimonials

Webinar ‘%?7”07%,
Exportador peru



Prepare and execute an export marketing plan

* Monitoring your efforts. It's important to pick a few key metrics
and regularly monitor them to stay on target and optimize.
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Modelo ampliado
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Foreign
environments
{uncontrollable)

Domestic
environments
(uncontrollable)

Economic
forces

Political
forces

Political
forces

Economic
forces

Firm's
characteristics
(short-run uncontrollables)

Export
volume

marketing
mix
(controllables)

modification

export product

Distribution
structure

Distribution
structure

Figure 1.2 Schematic model of the export marketing mix
u




Export
Markets

Adoption of
strategic export
plan 3
|
! Making export
1 9 : strategy
X operational:
Identifying and Developing an : (a) Sales
measuring export marketing " forecasts
opportunity: strategy: ! (b) Sales
(a) Preliminary (a) Setting I budget
screening export : (c) Sales
(b) Estimating objectives ! quotas
market (b) Planning the |——>| (d) Production
potentials marketing schedules
(c) Estimating mix: (e) Inventory
sales produ(:t’ control
potentials price, (f) Labor
(d) Segmenting channels, requirements
the market promotion (g) Promotional
budgets
A (h) Financial
] budget
Information (i) Profit budget

feedback

Target
export
market

Figure 1.3 Export marketing planning process
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Exportador

Country market level

Customer market
level

General market indicators

Demographic and population

characteristics
Socio-economic characteristics
Political characteristics
Cultural characteristics

Demographic characteristics: age, gender,
life cycle, religion, nationality, etc.
Socio-economic characteristics:
income, occupation, education, etc.
Psychographic characteristics:
personality, attitudes, lifestyles

Specific product indicators

Economic and legal
constraints

Market conditions

Product-bound culture and
lifestyle characteristics

Behavioral characteristics:
consumption and use
patterns, attitudes, loyalty
patterns, benefits sought,
etc.

Table 5.2 Bases for export market segmentation
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A market screening procedure WEbinClr
Geographical segmentation Expo rtador

General market indicators
Product-specific market indicators
Prohibitive product characteristics
Prohibitive market characteristics
Estimation of market potentials
A
1
1

Socio-economic segmentation

Demand patterns
Quantitative indicators
Qualitative indicators

Supply patterns
Competition
Distribution
Media

| .

Estimation of sales potentials

Markets
Segments

! .

Estimation of profitability

Ranking of markets/segments
Final market selection

| :

Strategic planning

Figure 5.3 Export market selection: a market screening procedure ‘%?7{)067/}1/}(]




Webinar

Exportador

Country attractiveness

Market size

(total and segments)
Market growth

(total and segments)
Market seasons and fluctuations
Competitive conditions

(concentration, intensity, entry barriers, etc.)
Market prohibitive conditions

(tariff, nontariff barriers, import restrictions, etc.)
Economic and political stability

Competitive strength

Market share

Marketing ability and capacity
Product fit

Contribution margin

Image

Technology position

Product quality

Market support

Quality of distributors and service

Table 5.6 Dimensions of country attractiveness and competitive strength
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Home country Production in Overseas
production free area production
| |
Home country Overseas
I I I
Manufacturing Assembly Strategic
) . alliances
Indirect Direct export to
export foreign importer
or buyer
| | | | |
Licensing Joint Management  Contract Other
venture contracting manufacturing
| |
Cooperative Home Home Home country
organizations  country country — based export
hased based department
agent merchant
| | | | |
Storage or Overseas Overseas Overseas Overseas
warehousing sales sales traveling based
facilities branch subsidiary  sales staff  distributor
overseas and agent

Figure 7.2 Outline of alternative basic international marketing channels
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Manufacturer

h 4

(

.

Intermediaries )

Agents, brokers, wholesaler,
retailer )

A 4

A 4

A 4

(

\
Export Intermediaries

Exporters, and importers

Intermediaries

Agents, brokers, wholesaler,

Direct sales

Internet, mail order, TV, and

retailer manufacturer outlet
L
" Intermediaries
Agents, brokers, wholesaler,
\_ retailer Y,
\lt ) v
Customers
Consumers

Figure 7.4 Some alternative channels within a nation
Source: From Entry Strategies for International Markets, Lexington Books (Root, F.R. 1982)
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Stages model of export development Exportador

Export development can be viewed as occurring in stages (Bilkey and Tesar 1977):

VI. Explore feasibility of exporting to other countries

)

V. Experienced exporter to country of stage IV

»

V. Export on experimental basis to psychologically close country

»

lll. Explore feasibility of exporting

»

Il. Fill unsolicited order

Exporting orientation

)

l. No interest in exporting (P’fg)é“;lu
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EXPLOSIVOS

VISITANOS EN  LVENENUZN

27,28y 29

de Abril en el

COMPROMETIDOS CON EL

DESARROLLO MINERO! N5




