If you are happy with just selling in the UK and have enough sales, then don’t read this…

Sergio Zyman, former VP of Marketing for Coca Cola Corp said that “Marketing is about getting more people, to buy more [of your product or service], more often, for more money”.
This is a great statement, but it should not be just about marketing, it should be the focus of the entire business; to grow through scaling up your business.
So just how do you scale up your business, especially if your UK sales are stagnant, or if the economy is continuing to shrink?
There are many options:
· Drop your prices – but this will impact your profitability and could force a price war.
· Develop a new product or service – but the lead time and investment is great.
· Buy in products from overseas – but will this really give you more sales or a competitive advantage?
· Move into a totally different market and sector – but to diversify could take a long time and require a steep learning curve.
· Beat the competition – aren’t you already trying to do this, and aren’t they trying to do this to you too?
· Find more customers – at least you understand the market sector, products and competition, and can replicate what you currently do.
So how can you find more customers? Well the simplest answer is to look to other markets, mainly overseas. Be warned though, this may be the simplest answer, but it does take skill, focus and determination. 
Selling into overseas markets is not for everyone, but those who are good at what they do in the UK can become extremely successful, with their exports being more profitable than their home-based business. Those who do succeed in export are those who are looking to scale up their business in the most productive and profitable manner. 
Scaling business is not about doing more things; it is about doing the same thing more times – doing them well and doing them more often. When looking to export, businesses assess their current business model and compare it to potentially similar markets, taking account of size, language, proximity, economy and development of the sector. Some changes to their business model may be necessary to meet the market needs, but with focus and resource they push themselves forwards and therefore do the same thing more times.
Selling through distributors can be the height of scaling a business – when correctly managed, business owners can have a number of distributors doing the selling whilst they do something else to grow their business.
Exporting takes time, energy, commitment, focus and cash. Those companies who take exporting seriously understand this and manage it as part of their current business. Studies have shown that those businesses who are successful internationally are even more profitable in the domestic business; Why? Mainly that the business is more efficient and effective at building a cohesive strategy, has a great range of skills and can manage and improve cash flow throughout each stage of the supply chain.
To anyone new to international trade, exporting can be a scary, yet exciting, proposition. There is a lot of help out there – not many people know that the UK is ranked in the top 3 countries worldwide for the quality of the assistance and support the government gives to exporters. One of the most effective routes is through trade organisations who can offer training, development programmes and advice and support. Just remember, you are not alone…
There is a great buzz from beating your local competition and winning an order, but nothing beats the feeling of going to an overseas market, taking on GLOBAL competition, and winning because you are the best. So if you are good at what you do, why not try it, you might like it…but get into it before your competitors do…
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