“The Right Way” — New Country Launch

Retail buyers and distributors are receptive to brand launches from multinationals. Why?
Multinationals succeed, as they introduce new products “The Right Way.” Export Solutions recaps
30 components of launching “The Right Way.” Exporters create magic with limited budgets!
Winners check as many boxes as possible on “The Right Way” scorecard.

Product

d Meaningful innovation — not “me too”

Retailer

d Boost category sales, margin, and profit

1 Consumer market research insights

 Syndicated data (Nielsen) — category facts

1 Technical confirmation of product differentiation

 Invest in retailer “push” programs

1 Reasonable retail price — premium (not sky high)

d4-6 high value promotional events per year

1 Test market results — similar country or retailer

Marketing

1360 marketing plan: TV, in-store, social, PR

[ Retailer VP, distributor CEO at intro call

Excitement

[ Launch party — memorable location

d Sampling

A PR, social media, trade press

[d Social media

[ Celebrity endorsement

 Displays: end of aisle and shelf blocks

(1 Distributor sales contest

1 Special offers - retailer fliers

Team

W Distributor - best in class, category expert

d Donation to local charity

Scorecard

d Year 1: invest; year 2: break even; year 3: profit

d Local manager - launch oversight

(1 Sales volume (retail sell-out)

1 Marketing, social media, PR agencies

(1 Market share

d Brand/technical resource from headquarters

d Retail availability (weighted distribution)

1 Total distributor engagement: reps. to CEO

[ Year 2 commitment and enthusiasm



