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Background

Many UK/EU SME’s (Small & Medium-Sized Enterprises) have long seen 
international markets as the Holy Grail of revenue & profits. 

• Research shows companies that export are more profitable, more productive, have a higher 
percentage of success and are more innovative than those that don’t

• More than a third (36%) of Small Sized Businesses in the UK said they have no interest in 
exploring overseas markets…crazy right?

• Complex legal regimes, not having strong enough networks and fear of costly failure during 
build-up are the primary reasons for SME’s not taking advantage of export markets

• As for UK Medium Sized Businesses 20% of respondents said they had no interest in 
exploring overseas markets for the same reasons

• This is very surprising since only a paltry 17% of UK Medium Sized Businesses generate 
revenue outside of the EU compared to 25% in Germany, and 30% in Italy

Given the huge appetite for UK/EU goods and services abroad, there are some great 
success stories of UK/EU SME’s who have achieved massive growth by taking 
advantage of overseas markets. It is time for more UK/EU SME’s to get their fair share 
of this enormous market. 



Background – The Frustration of UK/EU SME’s

Like the Holy Grail, securing success in USA/international markets is just 
as difficult to attain. Unfortunately, many SME’s fail in their (sometime 
multiple) attempts. 

To successfully expand USA/international markets is not nearly as 
complex as most UK/EU SME’s believe it to be. 

Achieving success in USA/international markets is all about having the 
right sales partnerships, an detailed understanding of the regional 
challenges, a hearty set of contacts that can be leveraged, a proven 
market penetration strategy and the right strategic partners to assist you 
to achieve your goals. 

Simple Right?
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The Reality

In the United States Alone…

Retail Trade

There are over over 1,128,000 retail establishments in the USA for total sales of 
$3.9 trillion annually.

Wholesale Trade

There are over 419,000 wholesale trade establishments in the USA for total sales of 
over $37 billion annually.

Independent Sales Agents

There are over 10,000 independent sales agent firms in the USA employing over 
40,000 sales people

Finding The Right Sales Partnership Will Be A Key To Success 

BUT, Not Everything
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The Main Sales Partnership Strategies

Partnership Strategies – Understanding The Two Most Common Approaches
There can be a lot of confusion from some SME’s when it comes to identifying the 
right partner(s) to pursue to get your product to market. The most common two 
strategies are Independent Sales Agent or Distributor Partnership. Successful SME’s 
will incorporate either one or both of these strategies.

An Independent Sales Agent is an independent, self-contained business representing two 
or more related but non-competitive product lines in a clear geographically defined territory 
and compensated on a commission basis. Independent sales agents are an indirect sales 
force that is managed like a direct sales force with structure and expectations built around 
performance. Essentially they are the sole representative for your product or service in their 
territory and as such they are a direct extension of your company and brand.

A Distributor Partnership buys non-competing products or product lines, warehouses 
them, and resells them to retailers or direct to the end users or customers. The expectation 
is that most distributors provide strong manpower and cash support to the manufacturer's 
promotional efforts. Distributors provide a range of services such as marketing, product 
information, estimates, technical support, after-sales services and credit to their customers. 
Distributors get compensated based on the profit they make on each item.
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Trust But Verify
When choosing the right partnership strategy, understand that when money is involved 
channel partners have the tendency to overpromise and under deliver. They will make 
themselves out to be something they are not, that they have the best contacts, they 
can cover every single territory and they will over achieve whatever goals you set for 
them. 

Do your Due Diligence 
Ø Have them complete a comprehensive qualification questionnaire to fully 

understand the potential channel partner and their business
Ø Using the completed questionnaire to conduct a formal Interview over the 

phone, Skype, or in person
Ø Conduct Reference Checks from current and past manufacturers they 

represent or have represented…if they are not willing to supply these...RUN

Trust is a Two Way Street
Ø You need to sell your company to them as much as they need to sell 

themselves to you. Be honest about your abilities & shortcomings
Ø Discuss what makes your company, product and service great
Ø Outline to them the earning potential, expectations & long term plans if they 

were to partner with you
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The Agreement
Both partnership strategies represent a very cost effective way of penetrating the 
USA/International markets to grow your revenue and increase your brand penetration. 
However, for each of these strategies a contractual agreement is key to assure a 
smooth partnership. When constructing the agreement it should clearly outline key 
points to manage each other’s expectations and to assure a smooth partnership. 

Territory / Pricing
Ø Outline what regions, territories or markets you want them to represent
Ø What products and services are you going to focus on within the new area
Ø What assistance can the SME (you) provide to assist in identifying qualified leads that will 

penetrate these new markets and increase sales
Ø What pricing and pricing support will you provide them

Planning, Support and Reporting 
Ø Assure your channel partner subscribes to the ‘plan the work, work the plan’ philosophy 
Ø What support (technical, marketing, customer service, etc.) will you provide your partner from 

your location overseas

Key Performance Indicators (KPI’s)
Ø What Metrics will you utilize to define and track their success and hold them accountable
Ø Be clear about their compensation strategy and when they will receive payment…this will 

be the main KPI that Sales Agents focus on
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Extension of Your Company
Regardless of which channel strategy you utilize always remember that all 
partnerships are an extension of your company. They are representing you & your 
brand in the territory they operate in. It is of utmost importance that they represent 
your company’s values, goals and vision in the same way that you would. 

Sales Partner Outline – Critical Success Factors
Ø What is the desired experience that you want your partner to have? Do they need to 

have direct experience in your product category? Do they need to have a physical or 
virtual presence or both?

Ø What are the Values (Integrity, Trust, Community) that you would want your partner to 
possess?

Ø Are they driven? Focused on results? Do they have a strong work ethic? Will their 
references confirm your critical success factors?

Performance Expectations
Ø Collaborate on a robust Sales & Marketing plan that outlines each partners’ 

responsibilities and desired results and review regularly
Ø Work with your partner on developing realistic, achievable targets. This will achieve 

buy-in and make it easier to hold your partner accountable for results
Ø Assure your partner fully understands how they will make money – How they will get 

paid, when they get paid and you need to stick to it
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Crawl, Walk, Run – Patience Is Key
Any new market expansion strategy takes time and those who don’t rush into this will 
achieve the success they are looking for. We tell all of our clients that the most 
important task that they can do is to develop a sales penetration strategy first and 
build your expectations from that. Plan the work then Work the Plan.

A robust penetration strategy should answer the following: 
Ø What regions, territories or markets do you want to attack first and why? 
Ø What support can you effectively provide your channel partner (technical, 

marketing, customer service, etc.) from your remote location?
Ø What products and services are you going to focus on and why? 
Ø What contacts will your partner leverage to assure success?
Ø What methods will your partner employ to assure your company’s products are 

‘top of mind’? 
Ø What methods will you employ to assure they will keep your company and 

products ‘top of mind’? Remember it is a partnership.
Ø What else can you do to drive initial growth?
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Where Most Companies Fail
Most foreign SME’s who want to expand into new, international markets think it is as easy as 
developing Sales Partnerships and then think that their job is done. All they have to do is sit 
back and collect orders and make money.…this is where most companies fail.

Most Sales Partners will make themselves out to be the best partner in your industry, that 
they can cover all the regions in a country and they will over achieve whatever goals you set 
for them. This is not the case. 

To be successful, all Sales Partners have to be managed on a regular basis, just as you 
would manage them in the country that you are located in. For example, regular visits, 
challenging the status quo, developing sales plans, assuring your products are top of 
mind, identifying leads, etc. are all ultimately the responsibility of the SME. This is your 
company, your product and your money that you are investing in this venture. You have to 
be fully aware of everything that is happening (or not happening) by holding your partners 
accountable for delivering results.

Managing your Sales Partnerships from a foreign location is difficult, if not impossible if you 
try to do it yourself. Engage a professional services firm who can find the right sales 
partners, hold them accountable and who get paid on delivering results.

Failure
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The Question
How can a company assure that they choose the right sales 

partnerships from the massive amount available?

Two Main Choices:
1. Hire your own, highly compensated team of sales, marketing, research and lead generation 

personnel that will work from your corporate office outside of the international market you are 
trying to expand into. 

• This is a very costly and time consuming solution. The reality is that your internal 
team will most likely not have the contacts, regional market knowledge or the 
proven new market penetration experience that is needed to be successful.

2. Hire a professional services firm who provides all the necessary human capital (sales, 
marketing, research, lead generation) who utilizes their experience and market knowledge 
while leveraging their contacts to assure success. 

• This method is less costly as the bulk of their compensation is tied to driving 
growth while guaranteeing results. 
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The Answer - Hire a Professional
You don’t have to do this alone! The thought of penetrating new and usually 
foreign markets is daunting to most established SME’s. Like any critical function in your 
company it is paramount to hire the right experienced professional to get the job done. 
You wouldn’t hire a bike messenger to be CFO would you?

§ Professional firms have the experience, market knowledge, unique understanding of 
regional go to market strategies, a large amount of contacts to leverage and they 
are located in the foreign market you are trying to enter.

§ A professional service firm should identify, qualify, train, manage and hold 
accountable your sales partnerships in a new, usually foreign market. It is a game 
changer.

§ By engaging a professional service firm, it allows you to have better control and 
understanding of the market you are entering plus it provides you with a proven, 
singular point of contact for delivering results. 

§ Utilizing a professional service firm allows you to realize a new, foreign market 
revenue stream at least 50% faster than traditional methods and at one 1/4 of the 
cost.
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Closing
The thought of penetrating new and usually foreign markets is daunting to most seasoned 
manufacturers. Like any critical function of your company it is paramount to hire the right 
professional to get the job done. Partnering with Evolve Business Advisory. to develop and 
manage your Sales Partnerships into a foreign country or new market, and then to manage 
the continued growth is a game changer for UK SME’s. It allows you to have better control 
and understanding of the market and provides you with a proven, singular point of contact for 
delivering results. 

What We Provide
Ø We have a proven, verifiable track record of success

Ø We have a large database of contacts in North America, Mexico, the Middle East, 

Asia, etc. that we can leverage

Ø When you partner with us, you get our entire team (researchers, call centers, marketing 

team, business development) who will work tirelessly to deliver the results you expect

Ø We are always willing to tie your success to a significant portion of our fees – You 
win, We win. That is how it should be!!

Ø We offer offer a full turnkey solution (research, interview, qualify, train, manage, etc.)
to get you up and running quickly and we will hold your partners accountable

© EVOLVE BUSINESS ADVISORY 2018



Thank You

www.evolvebusinessadvisory.com

info@evolvebusinessadvisory.com
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