ILLUSTRATIVE CASE STUDY

International Market Expansion &
Business Advisory

A structured advisory framework for entering new countries, building scalable sales
channels and establishing sustainable international operations.

FOCUS SCOPE YEAR

Business Strategy Cross-border expansion
Market Entry Go-to-market 2026
Sales Strategy Operating model

Executive Summary

This illustrative case study shows how a company with proven domestic operations can approach
international expansion in a disciplined, commercially focused way. The engagement is designed to
connect corporate strategy with market selection, market-entry planning, sales-channel development,
organizational readiness and execution governance.

Advisory objective: create a decision-ready expansion plan that prioritizes attractive markets, defines
an appropriate route to market and provides management with a practical implementation roadmap.

1. Client Situation & Strategic Challenge

The hypothetical client is an established growth company preparing to expand beyond its current
home market. Management sees opportunities in several countries but needs a consistent method to
compare markets and determine where, when and how to enter.

e Multiple potential markets with different demand profiles, competitive intensity and entry barriers.

 Limited local market knowledge and uncertainty regarding the best sales and distribution model.

* Need to align leadership, commercial resources, processes and investment priorities before launch.

¢ Requirement for clear decision gates so expansion can be scaled without losing strategic focus.

2. Advisory Logic
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. Rank markets against Define entry model, Sequence activities,
Build fact base and test . . e .
L . strategic and commercial positioning, channels and owners, milestones and
organizational readiness. o . . .
criteria. operating requirements. decision gates.
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3. Workstreams & Deliverables

Market & Country Assessment

Define assessment criteria; examine demand indicators, competitive landscape, customer
accessibility, commercial barriers and strategic fit.

Primary output: Market shortlist and management decision matrix.

Market-Entry Strategy

Compare entry paths such as direct sales, partners, distributors or local presence based on strategic
requirements and practical feasibility.

Primary output: Recommended entry route with assumptions, dependencies and decision gates.

Go-to-Market & Sales Strategy

Define target segments, value proposition, sales motion, channel architecture, pipeline approach and
commercial priorities.

Primary output: Go-to-market blueprint and sales-channel plan.

Operating Model & Organization

Assess roles, governance, processes, capabilities and coordination needed between headquarters
and local market activities.

Primary output: Target operating model and readiness action plan.

Implementation Governance
Translate strategy into phases, milestones, responsibilities, risks and review points.

Primary output: 90/180/365-day implementation roadmap.

4. Market Prioritization Framework

Markets are evaluated with a transparent scoring model. Weightings are agreed with management
before scoring so the analysis reflects the company's strategy rather than a generic ranking.

Criterion Decision question

Market attractiveness Is there sufficient addressable demand and growth potential?
Strategic fit Does the market fit the offer, positioning and long-term objectives?
Commercial accessibility Can target customers be reached through viable sales channels?
Competitive intensity Is there a credible basis for differentiation and customer acquisition?
Execution feasibility Can required capabilities, partners and resources be established?
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Risk & complexity Are regulatory, operational, financial and execution risks manageable?
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5. Engagement Roadmap

Phase 1 - Diagnose
Strategic objectives, expansion hypotheses, internal readiness and information requirements.

Phase 2 - Evaluate
Country screening, market attractiveness, competition, customer accessibility and risk assessment.

Phase 3 - Design
Entry model, positioning, go-to-market, sales channels, organization and resource requirements.

Phase 4 - Mobilize
Prioritized initiatives, owners, milestones, KPIs, governance rhythm and decision gates.

6. Management Decision Package
At completion, management receives a coherent decision package rather than disconnected analyses:

e Executive expansion thesis and prioritized market shortlist.

e Country comparison and market-entry recommendation.

* Go-to-market and international sales strategy.

e Target operating model and capability-gap assessment.

e Implementation roadmap with milestones, responsibilities and review gates.

« Risk register covering key commercial, organizational and execution dependencies.

7. Success Measures

The engagement is structured around measurable execution. Final KPIs are selected with the client
and should reflect the chosen business model. Examples may include qualified pipeline development,
channel activation, customer acquisition progress, conversion rates, launch milestones, time to first
revenue, unit economics and adherence to agreed investment gates.

The aim is not expansion for its own sake. The aim is a market-entry model
that management can understand, govern, measure and scale.

Important Note

This document is an illustrative, anonymized case study describing an advisory methodology. It does
not represent a named client engagement and does not claim specific historical client results. The
scope of an actual engagement is tailored to the client, target markets, industry and available
information.

Professional scope: Country expansion can involve legal, tax, regulatory, employment, customs and
other specialist requirements. Where these topics are material, qualified local professionals should be
engaged. This advisory framework does not replace regulated legal, tax or other licensed professional
advice.

Service Areas

Business Strategy | International Expansion | Market Entry | Go-to-Market | Sales Strategy | Organizational Advisory |
Implementation Governance
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