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1. Executive Summary

A. Products/Services
Tell us about your product / service in simple terms we can understand. What problem are you trying to solve?  What is the cause of problem? How do you solve it? What are the value propositions? Why are you (your team) the right company to solve it? Business Model.

B. OBJECTIVE FOR OVERSEAS EXPANSION
Your Objective.

C. STRATEGY FOR OVERSEAS EXPANSION 
How to penetrate the market? How to compete with your competitor? Do you have strategic plan of partnership? 


2. Market & Competitive Analysis

A.	Market Description 
What industries, markets, market segments, niches are you competing in?  What are the market characteristics?  How have you segmented the market? How does this differ from the market research firms or investment analysts? Be specific, or if a nascent market, say so and justify how you built your projections.  

B. Target Market
Define our market segment by product or service. 
The market is shared by your competitors. Drilling down to each of your market segments, how will you reach the buyers in your market? Who are typical customers of products/services. 
How are you going to be exposed and motivate the customers to buy your products/services. Do you have customer responses and any plan to participate trade show or other marketing channel?

C.	Customer Buying Criteria
Identify classes of customer and customer buying criteria.  How are you going to provide your customer with new knowledge and make buyer more productive.  
What motivates people to buy your product? What is the practical and emotional appeal?  Why your product / service / company?

D.	 Distribution Strategy
How do you channel your products/services? Are you going to utilize specialized value-added-marketing-partner such as system vendors, ISVs (Independent Software Vendors) and ISPs (Independent Service Providers)? 
If you have specific distribution agreements already exist, please explain main contents.
When you are going to build your own distribution system, please specify your strategy.
What is your competitor’s distribution channels? Explain your advantages over competition.

E.	Competition
Tell us about key competitors in regard to product, price, market share, location, promotion, management, differentiators and financial strength. Do not delude yourself about your competition.
Discuss barriers to entry and barriers to imitation in your target markets.


3. Product & Service Analysis

A. Product Line Plans
Explain how your product works or how the service is used. Tell us about the unique value-added characteristics your product line or process provides to customers and how these characteristics translate into a competitive advantage for your company.

Do you have patent? 

B. Research and Development
Do you intend to bring your technology’s R&D overseas? How much rate do you spend in R&D among your revenues? What is your recent innovation from R&D? Which is the most critical direction of your R&D?
Discuss plans for your next generation of products.  

C.	 Service & Support in overseas market
How do you offer a full range of pre-and-post sales support and services? What are your electronic services? Describe you customer support program such as call center, email tech support, return and management. 


4. Marketing Strategy

A.	Marketing Plan

Strategies used to sell your product. How do you promote the product? (Via direct calling, advertising, mail, radio, television, providing any sample, dummy advertisements, announcements, or other promotional methods. Are you going to use social media for your marketing? 
How is your product viewed and perceived by the consumer to be? 
Do you have branding strategy of your product or your company?

B.	Pricing Strategy for Marketing-Partner
How do you set prices? Is there a policy? Is your pricing competitive? Are prices based on costs or standard markup? Why are they higher or lower than competing prices? 

Are you willing to work with marketing partner to use pricing as a strategic competitive weapon to quickly gain market share?  

C.	Marketing Communications 
How do you enhance, promote, and support the fact that your products are out there and perform better. What is your key communicator for promotion your product or services such as exhibitions, conferences, seminars, press, magazines, web or blog, and other events?
How do you communicate with your customers, vendors, marketing channels, sales representative and even your competitors?


5. Organization Plan
Describe your personnel management who will be heading the overseas expansion. Are they are sales forces or management? Can they communicate well enough with your potential client and marketing partner? 


6. Financial Information

A.	Sales Summary for past 3 years
 			    2021       2022        2023 	
Sales:	
Gross profit:

B.	Budget for overseas expansion
Consider the amount that the company will invest together with the marketing partner for overseas expansion, in particular marketing and training expenses. 
