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5 RULES FOR SUCCESSFUL
GEOGRAPHIC MARKET EXPANSION

In 1964, a small organization executed one of the most prolific and
profitable geographic market expansions in modern history. Unit
sales increased exponentially. Customer adoption and retention
reached unparalleled levels. The feat was impressive — especially
considering one of their fiercest competitors failed in their market
roll-out attempt just two years before. But this organization was
not content to let it be — over the ensuing years, they continued to
conquer one geographic market after another on the back of a
string of market hits.

It's worth noting that this organization had an unconventional
structure - they weren’t a partnership, sole proprietorship or public
company - they were a band. They were The Beatles. And their
successful geographic expansion is known as Beatle mania.

Every organization considering geographic expansion likely
aspires, to some extent, to spark its own version of Beatle mania.
Readers with questionable musical taste may prefer to draw
sources of inspiration from acts of the second Brit-pop wave, like
Wham, the Eurhythmics, or Rick Astley. Nonetheless, the task at
hand is the same - we must understand the key items that should
be considered to enable a successful geographic market
expansion.
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Purpose and Scope

Foreign market expansion can elicit an uneasy feeling from even the
most stoic executive — and for good cause. Despite reassurances
from Frank Sinatra that if you can make it in New York, you can make
it anywhere, this simply is not so. Each market presents a unique set
of customer, distribution, regulatory and pricing intricacies that
warrant careful consideration to ensure a successful entrance.

The purpose of this document is to provide a framework for key
considerations when developing a strategy to enter a foreign market.
Of course, each scenario is unique and these rules should not be
considered exhaustive. Instead, apply them within the context of
your business’ unique scenario.

TORQUHEASADDRESSEB KEYQUESTIONSROMTHEPERSPECTI\EA MARKETINE&XECUTIVE

When does expansion make sense?
What kind of expansion will be most successful for

my organization?
What do | need to keep in mind to execute
effectively ?
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The Rules

Rule #1: Be Honest with Yourself - Are you Ready to Expand?

Before planning the details of your foreign market expansion, it's
worth asking yourself some tough questions. Foreign expansion can
expose an organization to a number of risks and will only be
successful if the necessary fundamentals are in place. At the risk of
making this the last page of the document that you read, let's get
through some of the most difficult questions now.

Are You Ready for Expansion?

A Do you have the right team in place - in both your current and
target geographic markets - to execute properly?

A Are you comfortable that you have secured and exhausted your
correct target segments in your current market?

A Is your current market saturated? If not, then do you have a
compelling reason to pursue another geographic market?

A Are you in a strategic and financial position to defend against
competitive threats in your current market that will arise as you
focus on new geographic markets?

A Do you have enough cash to fuel a proper expansion?

A Would your cash and resources deliver a better return and leave
you in a stronger strategic position if it was invested in your
current market?

A Do you have your operational processes down to a science?
Could you pack your store in a box and open it up in a new
market like clockwork?

While the specific questions will vary from case to case, it's a good
idea to add structure around your expansion decision-
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