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Preface

y reading this book, you are likely considering a Global Expansion or

evaluating your current strategy. Whether you are part of the

management team of a Scale-Up or represent a private equity

organization aiming to enhance the growth of a client within your

portfolio, this book offers valuable insights to guide your expansion

efforts.

You will be guided through the process of developing an optimal global

expansion Go-to-Market strategy tailored to your portfolio. This book

aims to help you avoid costly errors, such as pursuing markets that may

not provide the initial success you need when expanding abroad. Believe

me—these mistakes are common!

A well-defined Global Expansion Strategy ensures that

opportunities are clearly identified while also highlighting

potential pitfalls.

I specifically wrote this guide for Scale-Ups—businesses that are

entering the phase of revenue growth and expansion beyond their initial

customer base. Typically, these businesses have demonstrated product

viability, with early customers adopting their offerings. Even though the

products may still be under development, expansion into new markets,

guided by a clear roadmap, can begin.



Additionally, more mature companies that have faced challenges with

their global expansion efforts may benefit from the insights presented

here. Throughout this book, readers will find twelve case studies that

illustrate the achievements possible with the information obtained.

It is highly recommended that you follow all the steps, even though it

may initially seem overwhelming. Gaining an understanding of the core

concepts alone will significantly enhance your strategic direction, rather

than relying solely on the more obvious or traditional approaches.

I would like to thank everyone who has been part of my journey. This

includes not only former colleagues and business partners but also the

education I received and the friends and family who continuously reflect

on my capabilities. Working alongside all of you has provided invaluable

insights into the ways expansion strategies can succeed—and

sometimes fail.

November 2024
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Introduction

xpanding a business internationally can be challenging, particularly if

it’s the first attempt or if previous efforts fell short. However, it’s no

more challenging than launching a new business or introducing a new

product line into the market. Like those ventures, global expansion

requires a series of strategic considerations, all summarized in a Go-to-

Market plan.

This book guides through four distinct steps, with each stage concluding

with a critical decision on how to proceed. That decision will then carry

over into the next step. By the end of the fourth step, a comprehensive

Go-to-Market strategy has been developed, with clearly defined activities

for each phase.

The most well-thought-out Go-to-Market Strategy will

naturally emerge by progressing through each of the

outlined steps.

The following steps will be required*:

Step 1: Feasibility Study

Step 2: Route-to-Market Options

Step 3: Remote Presence

Step 4: Remote Visibility



Each step is equally weighted in terms of size and importance and, as

mentioned, should be followed in the order presented in this book. At

the beginning of each step, there is an initial consideration of the ‘why’

and the ‘how.’ If the reason for undertaking an activity isn’t clear,

developing the ‘how’ becomes challenging. The ‘how’ then leads to the

main content that follows. Each step concludes with a key takeaway and

next step. After completing all the steps, an overall reflection is offered in

the form of a ‘Final Word.’

Given that each business is unique, it would be impractical—and unwise

—to provide a one-size-fits-all solution. However, this structured journey

through each step will foster awareness and provide a well-

substantiated basis for explaining the decisions made. This foundation

will also be valuable when seeking investment approval.

At the end of the book, there will be a list of resources that have

informed the content, blending real-world experience with academic

insights. Where academia offers theories and frameworks, the real-life

experience allow to tailor these to specific circumstances. This synergy is

demonstrated throughout the book.

Note: There are also four eBooks made available in this series, and each

of the four steps listed above* is covered in one of the independent

corresponding eBook.
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Global Expansion: Why?

rowing companies, particularly Scale-Ups, often contemplate how

they can expand their business to sustain their growth momentum.

Before addressing the question of “how,” it is essential to first understand

the “why.”.

Many people underestimate the challenging task of establishing a

presence in any market. Success in the home market does not guarantee

the same results in international markets. Therefore, a well-defined

expansion Go-to-Market strategy is critical to identifying opportunities

while also mitigating potential risks.

Establishing a presence in any market poses one of the most

challenging tasks, which is often underestimated.

There are several compelling reasons for developing a global expansion

strategy:

Belief in Portfolio Potential: A strong conviction that the

existing product portfolio can meet demand in new markets.

Leveraging Technology Momentum: The technology is gaining

global attention, prompting strategic discussions.

Stagnation in the Current Market: Growth has plateaued in the

current market, causing the exploration of new opportunities.



4.

5.

New Investment: Recent capital has been secured to expand

market presence and capitalize on growth potential.

Avoiding Decline: Maintaining the status quo will lead to

decline, making the pursuit of new markets critical for sustaining

growth.

In essence, there is rarely a wrong reason to expand internationally.

However, understanding the “why” behind the expansion is crucial, as it

directly influences the “how.”

The Obvious will become a Pitfall
It is relatively easy for companies to select what they perceive as the

“obvious” markets for expansion. This decision is often driven by factors

such as a shared language or the sheer size of the market. While these

factors are undoubtedly important, they are far from the only

considerations. By focusing solely on these elements, companies risk

overlooking numerous challenges that are likely to emerge once they

enter the market. While companies may achieve initial success, they

often encounter barriers to long-term, sustainable growth, which can

result in frustration and, in some cases, a decision to withdraw from the

market.

Another common pitfall is simply replicating the sales strategy used in

the home market. While this existing strategy may serve as a sound

foundation for expansion, requiring only minor adjustments, it’s

important to remember that each market comes with its own unique

challenges. What worked domestically may not directly apply abroad, as

entering new markets often involves limited resources and a lack of local

customer examples. Each market entry requires its own process of

adaptation and refinement to ensure success.



There are many cases where companies enthusiastically entered a new

market, only to conclude after a year or two that withdrawing was their

only viable option. Such experiences can leave lasting scars, often

leading to reluctance and hesitation when considering future global

expansion.

A painful market withdrawal can be avoided by taking the

extra time to adopt a unique approach to assessing market

potential.

Is there a way to avoid the obvious?
Taking a few extra weeks to gain a broader perspective on the potential

of each market can yield valuable insights and fresh perspectives. Rather

than rushing into the obvious choices and confronting challenges head-

on, consider exploring smaller or less apparent opportunities where it

may be easier to establish foundational knowledge about conducting

business in a new market, country, or territory.

In the next steps, several constructs will be introduced, designed to help

in drafting a strategic roadmap for globalization expansion. This concept

will also highlight areas where it may not make sense to focus the initial

efforts.

By applying this approach, there will be a strong indication of short-term

success. However, it’s important to note that this is not the final Global

Expansion strategy—it’s a starting point that will be refined by gathering

more market-specific insights.
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Global Expansion: How?

he “how” of entering new markets comes with its own set of

complexities, and there is no universal approach. This underscores

the importance of conducting a thorough analysis of the current sales

strategy and the rationale behind it when developing a global expansion

plan. Recognizing and adapting to these key factors is critical for the

success of any market entry initiative.

Successful selling in the home market does not guarantee the

same results in other markets.

By keeping these factors in mind, the creation of a robust and adaptable

Go-to-Market strategy that effectively addresses the complexities and

opportunities of expanding into new markets will not be difficult. The key

questions remain:

In which country should the presence be established first, and

which countries to be avoided?

What makes sense in the short term, and what to be addressed

later?

To answer these questions, it is essential to evaluate the feasibility of

each country in relation to the home market, the business plan and the

available product portfolio.



Within the realm of Go-to-Market strategies, there are several

frameworks for assessing potential markets and determining the best

approach. Over time, researchers and experts have developed and tested

many models. This book introduces one such framework, which is

grounded in significant real-life experience and has proven to be closely

aligned with market realities. Not that other models are flawed, but to

highlight that the approach presented here has yielded practical and

reliable results according to the experience of the author of this book.

Global Expansion = Global Marketing
Before delving into the framework, it’s important to recognize that it

falls within the academic field of Global Marketing. Global Marketing

involves the planning, production, positioning, and promotion of

products or services across multiple countries and regions.

This discipline requires the development of Go-to-Market strategies that

account for the cultural, economic, and regulatory differences between

international markets, all while striving to maintain a consistent brand

identity worldwide.

The outcome of effective Global Go-to-Market strategy often

necessitates adapting products, messaging, and marketing campaigns to

suit local tastes, cultural nuances, and legal requirements—a process

commonly referred to as localization. Hence, localization involves much

more than simple translation; it encompasses the full customization of

offerings to align with the unique characteristics of each market.
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Are you a Scale-Up?

s this book focuses on Scale-Ups a valid question arises: what exactly

is a Scale-Up? Before diving into the definition and establishing a

working understanding, it’s helpful to first consider other high-level

types of businesses that are frequently mentioned.

Without a doubt, there is a significant gap between the extremes of a

Start-Up and an Enterprise. Generally speaking, every Enterprise was

once a Start-Up-or at least one of its predecessors was. This leads to the

simple conclusion that every business organization, particularly those

that are technology-driven, begins its journey as a Start-Up.

Could it then be concluded that a Scale-Up is a company positioned

between a Start-Up and an Enterprise? Perhaps. A Scale-Up has certainly

moved beyond the Start-Up phase, but sometimes the company may

have been in this phase for decades. It’s important to note that not every

Scale-Up has the ambition or the capacity to become an Enterprise.

A Scale-Up either recently transitioned from the Start-Up

phase or has remained stagnant for multiple decades, poised

for growth.

The Definition of a Scale-Up
To identify a Scale-Up, it’s useful to highlight its characteristics:



•

•

•

•

•

Growth is central to most Scale-Ups. It is not a modest

Compound Annual Growth Rate (CAGR) of a few percentage

points. Scale-Ups often target sustainable double-digit growth.

Expansion of market presence is a key driver for creating growth.

Process improvement and operational optimization are powerful

indicators that a company is scaling.

The product portfolio has proven itself in certain markets and is

ready for expansion into new ones.

Often, Scale-Ups are funding growth through new investment or

transitioning to another investment partner.

The OECD defines a Scale-Up as a small enterprise with at least 10

employees and a 20% CAGR over three years. However, this definition

overlooks organizations that may have existed for years but are

stagnating in terms of revenue, customers, and employees. These

companies - sometimes 100+ employees strong and generating more

than $100 million in revenue - can trigger a Scale-Up phase because of a

change in leadership or a new investor, as the Harvard Business Review

describes.

So What is a Scale-Through?
A less common term, Scale-Through, also deserves exploration. What

kind of companies fall into this category, and how do they compare to a

Scale-Up?

In general, a Scale-Through shares many characteristics with a Scale-Up,

such as growth and expansion as core drivers. However, the primary

distinction is found in the methods used by these businesses to grow and

expand:



•

•

•

Partnerships and alliances play a central role, with OEM

relationships often being part of the strategy.

Leveraging existing sales channels, where current channels are

reevaluated and new channel strategies are implemented.

The focus of market penetration is on markets where there is

already some presence but that require a renewed effort to

stimulate growth.

Although it may appear that a Scale-Through is simply building on past

success, it can face challenges similar to those encountered by Scale-

Ups. In the end, a well-thought-out strategy is crucial for long-term

sustainability. Global Expansion beyond familiar markets is one such

strategy, and for Scale-Through companies, the framework introduced in

this book will be highly relevant.



References and Further Reading

In this section, references organized by key subject areas are presented

for further reading. These sources have been instrumental in creating

this book, whether through direct implementation or as foundational

material, to help build a well-rounded mindset.

Scale-Up

Coad, et al. (2024): Theoretical Definition of a Scale-up. Springer:

https://link.springer.com/chapter/10.1007/978-981-97-1379-0_5

Forbes: https://www.forbes.com/sites/sap/2024/02/26/scaleup-versus-startup-whats-the-

difference/

Growth Institute: https://blog.growthinstitute.com/scale-up-blueprint/startup-to-scaleup

Harvard Business Review: https://hbr.org/2023/01/the-overlooked-key-to-a-successful-scale-up

Jansen et al.(2023): Scaling-up: Building, Leading and Sustaining Rapid Growth Over Time. Journal of

Management Studies: https://onlinelibrary.wiley.com/doi/10.1111/joms.12910

No monkey business: https://www.nomonkeybusiness.eu/en/scale-up-definition/

OECD: https://www.oecd-ilibrary.org/docserver/253655e5-en.pdf?

expires=1728474451&id=id&accname=guest&checksum=578F709C8A47DAB90BC88B0FF94F9

A16

Profitleap: https://profitleap.com/blog/what-does-scaling-a-business-mean/

ScaleUpNation: https://scaleupnation.com/scale-up/

ScaleX invest: https://www.scalex-invest.com/blog/whats-the-difference-between-a-startup-a-

scale-up-and-a-tech-company

Score: https://www.score.org/resource/blog-post/how-scale-a-

business#:~:text=Scaling%20a%20business%20means%20setting,processes%2C%20technology

%2C%20and%20partnersStartup genome (The Scaleup Report):

https://startupgenome.com/article/defining-a-tech-scaleup

Spendesk: https://www.spendesk.com/blog/growth-vs-scaling/

“Verne Harnish” – Scaling Up (2014) | Forbesbooks 9780986019593

https://link.springer.com/chapter/10.1007/978-981-97-1379-0_5
https://www.forbes.com/sites/sap/2024/02/26/scaleup-versus-startup-whats-the-difference/
https://blog.growthinstitute.com/scale-up-blueprint/startup-to-scaleup
https://hbr.org/2023/01/the-overlooked-key-to-a-successful-scale-up
https://onlinelibrary.wiley.com/doi/10.1111/joms.12910
https://www.nomonkeybusiness.eu/en/scale-up-definition/
https://www.oecd-ilibrary.org/docserver/253655e5-en.pdf?expires=1728474451&id=id&accname=guest&checksum=578F709C8A47DAB90BC88B0FF94F9A16
https://profitleap.com/blog/what-does-scaling-a-business-mean/
https://scaleupnation.com/scale-up/
https://www.scalex-invest.com/blog/whats-the-difference-between-a-startup-a-scale-up-and-a-tech-company
https://www.score.org/resource/blog-post/how-scale-a-business#:~:text=Scaling%20a%20business%20means%20setting,processes%2C%20technology%2C%20and%20partnersStartupgenome
https://startupgenome.com/article/defining-a-tech-scaleup
https://www.spendesk.com/blog/growth-vs-scaling/


Wikipedia: https://en.wikipedia.org/wiki/Scaleup_company

Global Expansion

Acclaro: https://www.acclaro.com/blog/the-benefits-of-global-expansion-6-compelling-reasons-

to-go-global/

Export Development Canada: https://www.edc.ca/en/article/tech-startups-build-global-

expansion-plan.html

Forbes: https://www.forbes.com/councils/forbestechcouncil/2022/10/27/four-ways-tech-

companies-can-grow-while-expanding-the-global-economy/

Globalexpansion: https://www.globalexpansion.com/15-reasons-why-companies-choose-global-

expansion

Investment Monitor: https://www.investmentmonitor.ai/comment/tech-companies-embrace-

international-expansion/

Kreskada: https://kreskada.com/4-reasons-why-tech-companies-should-expand-globally/

Medium: https://medium.com/@ananthlazarus2023/the-case-for-global-expansion-among-

startups-4c28b080fb4a

PamGro: https://pamgro.com/blog/benefits-of-global-expansion-and-their-disadvantage/

Parakar: https://parakar.eu/knowledge/eu/discover-the-top-5-advantages-of-international-

expansion

Resident: https://resident.com/resource-guide/2024/06/19/how-leading-tech-companies-are-

conquering-new-markets

Rinnepartners: https://rinnepartners.com/international-expansion-strategy-how-tech-

companies-can-successfully-expand-globally/

Safeguard Global: https://www.safeguardglobal.com/resources/benefits-of-expanding-into-new-

markets/

Salesforce Europe: https://salesforceeurope.com/blog/how-do-you-know-if-your-tech-company-

is-ready-for-global-expansion

Singh et al (2024): Examine Opportunities and Challenges for Global Business Expansion. Journal of

Informatics Education and Research: https://jier.org/index.php/journal/article/view/833

Taji, Noriko (2013): The Global Strategy of High-Tech Startups-Case Studies of Cambridge Region .

ResearchGate:

https://www.researchgate.net/publication/255969069_The_Global_Strategy_of_High-

Tech_Startups-Case_Studies_of_Cambridge_Region

TopSource Worldwide: https://topsourceworldwide.com/blog/requirements-and-benefits-of-

global-expansion-topsource

CPA-CAGE-PMA Framework

Consultport: https://consultport.com/succeed-as-consultant/how-to-reach-international-

success-with-the-cage-distance-model/

https://en.wikipedia.org/wiki/Scaleup_company
https://www.acclaro.com/blog/the-benefits-of-global-expansion-6-compelling-reasons-to-go-global/
https://www.edc.ca/en/article/tech-startups-build-global-expansion-plan.html
https://www.forbes.com/councils/forbestechcouncil/2022/10/27/four-ways-tech-companies-can-grow-while-expanding-the-global-economy/
https://www.globalexpansion.com/15-reasons-why-companies-choose-global-expansion
https://www.investmentmonitor.ai/comment/tech-companies-embrace-international-expansion/
https://kreskada.com/4-reasons-why-tech-companies-should-expand-globally/
https://medium.com/@ananthlazarus2023/the-case-for-global-expansion-among-startups-4c28b080fb4a
https://pamgro.com/blog/benefits-of-global-expansion-and-their-disadvantage/
https://parakar.eu/knowledge/eu/discover-the-top-5-advantages-of-international-expansion
https://resident.com/resource-guide/2024/06/19/how-leading-tech-companies-are-conquering-new-markets
https://rinnepartners.com/international-expansion-strategy-how-tech-companies-can-successfully-expand-globally/
https://www.safeguardglobal.com/resources/benefits-of-expanding-into-new-markets/
https://salesforceeurope.com/blog/how-do-you-know-if-your-tech-company-is-ready-for-global-expansion
https://jier.org/index.php/journal/article/view/833
https://www.researchgate.net/publication/255969069_The_Global_Strategy_of_High-Tech_Startups-Case_Studies_of_Cambridge_Region
https://topsourceworldwide.com/blog/requirements-and-benefits-of-global-expansion-topsource
https://consultport.com/succeed-as-consultant/how-to-reach-international-success-with-the-cage-distance-model/


CrossCulture (the Lewis Model): https://www.crossculture.com/the-lewis-model-dimensions-of-

behaviour/

“Erin Meyer” (), The Culture Map. https://erinmeyer.com/tools/

Ferreira & Falcão (2019): The Impact of CAGE Institutional Distances and Motivations for

Internationalization on the Brazilian Foreign Direct Investment Outflows. Brazilian Business Review:

https://www.redalyc.org/journal/1230/123058882004/html/

Freedom House: https://freedomhouse.org/countries/freedom-world/scores

Galdino, et al. (2022): The impact of distance on acquisition performance. European Management

Journal: https://www.sciencedirect.com/science/article/abs/pii/S0263237322001244

Ghemawat (2001): Distance still matters: The hard reality of global expansion, Harvard Business

Review: https://hbr.org/2001/09/distance-still-matters-the-hard-reality-of-global-expansion

Ghemawat (2003): The forgotten strategy. Harvard Business Review: https://hbr.org/2003/11/the-

forgotten-strategy

Globe 2020: https://globeproject.com

IMD World CompetitivenessCenter: https://www.imd.org/centers/wcc/world-competitiveness-

center/rankings/world-competitiveness-ranking/rankings/wcr-rankings/#_tab_List

Li, et al (2023): Do cross-national distances still affect the international penetration speed of digital

innovation? The role of the global network effect. Heylon:

https://www.sciencedirect.com/science/article/pii/S2405844023011180

Medium: https://medium.com/@mravishani7/cage-distance-framework-9ec963cfbd38

RW3 Culturewizard (login required): https://www.rw-3.com/culturewizard-login

S&P Global: https://www.spglobal.com/ratings/en/research/articles/190807-sovereign-ratings-

list-11099434

The Culture Factor Group (Hofstede): https://www.theculturefactor.com/country-comparison-tool

The World Bank (Logistics Performance Index – LPI): https://lpi.worldbank.org

Think Insight: https://thinkinsights.net/leadership/cage-market-entry/

Trading Economics: https://tradingeconomics.com/country-list/unemployment-rate?

continent=europe

Trompenaars Hampden-Turner: https://www.thtconsulting.com/models/7-dimensions-of-culture/

Ricard, et al (2004): New Frontiers in International Strategies. ResearchGate:

https://www.researchgate.net/figure/The-CAGE-Framework-Country-Level-Analysis-

a_tbl4_5223090 & https://www.iese.edu/media/research/pdfs/DI-0532-E.pdf

Virginia Tech University Libraries: CAGE Framework:

https://pressbooks.lib.vt.edu/strategicmanagement/chapter/9-3-cage-framework/

World Values Survey: https://www.worldvaluessurvey.org/wvs.jsp

https://www.crossculture.com/the-lewis-model-dimensions-of-behaviour/
https://erinmeyer.com/tools/
https://www.redalyc.org/journal/1230/123058882004/html/
https://freedomhouse.org/countries/freedom-world/scores
https://www.sciencedirect.com/science/article/abs/pii/S0263237322001244
https://hbr.org/2001/09/distance-still-matters-the-hard-reality-of-global-expansion
https://hbr.org/2003/11/the-forgotten-strategy
https://globeproject.com/
https://www.imd.org/centers/wcc/world-competitiveness-center/rankings/world-competitiveness-ranking/rankings/wcr-rankings/#_tab_List
https://www.sciencedirect.com/science/article/pii/S2405844023011180
https://medium.com/@mravishani7/cage-distance-framework-9ec963cfbd38
https://www.rw-3.com/culturewizard-login
https://www.spglobal.com/ratings/en/research/articles/190807-sovereign-ratings-list-11099434
https://www.theculturefactor.com/country-comparison-tool
https://lpi.worldbank.org/
https://thinkinsights.net/leadership/cage-market-entry/
https://tradingeconomics.com/country-list/unemployment-rate?continent=europe
https://www.thtconsulting.com/models/7-dimensions-of-culture/
https://www.researchgate.net/figure/The-CAGE-Framework-Country-Level-Analysis-a_tbl4_5223090
https://www.iese.edu/media/research/pdfs/DI-0532-E.pdf
https://pressbooks.lib.vt.edu/strategicmanagement/chapter/9-3-cage-framework/
https://www.worldvaluessurvey.org/wvs.jsp


Route-to-Market

Amati: https://www.amati-associates.com/optimizing-the-route-to-market-strategy/

BoostUp: https://www.boostup.ai/blog/channel-sales

Capliar, M. & Melková, M. (2018): Analysis of Initiatives to Support Scaleups as Tool to Enhance EU’s

Competitiveness , ICEI: https://is.muni.cz/repo/1418268/ICEI-2018_Proceedings.pdf#page=209

Channel as a service: https://www.channelasservice.com/driving-market-presence-b2b-

marketing-through-indirect-channel-sales-partners/

CHRON: https://smallbusiness.chron.com/disadvantages-direct-selling-23209.html

Digital Trails: https://www.digitaltrails.co.uk/successful-market-launch-for-scaleups/

Dock: https://www.dock.us/library/channel-sales

Forbes: https://www.forbes.com/sites/esade/2021/01/11/scaling-up-international-b2b-sales-

with-channel-partners-why-when-and-how/ &

https://www.forbes.com/councils/forbescommunicationscouncil/2023/11/27/how-to-scale-b2b-

sales-tactical-strategies-for-founders-executives-and-operators/

Incentives insight: https://incentiveinsights.com/direct-sales-not-for-

you/#:~:text=Direct%20sales%20strategy%20cons,can%20be%20difficult%20to%20scale.

Ireta Sanchez, J. (2022): Attributes of scaling up SMEs in the IT sector towards sustaining high-

performance business results, JEEE: https://www.emerald.com/insight/content/doi/10.1108/JEEE-

04-2021-0149/full/html

Incentive Smart: https://www.incentivesmart.com/blog/b2b-channel-marketing-strategies &

https://www.incentivesmart.com/blog/channel-sales

Instantly: https://instantly.ai/blog/go-to-market-strategy/

Isenberg, D. & Onyemah, V. (2016): Fostering Scale Up Ecosystems for

Regional Economic Growth, innovations: https://www.researchgate.net/profile/Daniel-

Isenberg/publication/309328841_Fostering_Scaleup_Ecosystems_for_Regional_Economic_Gro

wth_Innovations_Case_Narrative_Manizales-

Mas_and_Scale_Up_Milwaukee/links/624432cc57084c718b7644e5/Fostering-Scaleup-

Ecosystems-for-Regional-Economic-Growth-Innovations-Case-Narrative-Manizales-Mas-and-

Scale-Up-Milwaukee.pdf#page=70

Leadquared: https://www.leadsquared.com/learn/sales/channel-sales/

Magentrix: https://www.magentrix.com/blog/4-ways-to-increase-channel-sales-and-optimize-

your-sales-channel-strategy

Malmgren, J. & Videbert. A. (2018): Transitioning to Scale Challenges and Support for Nordic Scale-

Ups, Chalmers: https://odr.chalmers.se/items/c3b651ee-c34d-4c2a-8dd7-4c7bf2cb56be

Marketing91: https://www.marketing91.com/direct-selling/

https://www.amati-associates.com/optimizing-the-route-to-market-strategy/
https://www.boostup.ai/blog/channel-sales
https://is.muni.cz/repo/1418268/ICEI-2018_Proceedings.pdf#page=209
https://www.channelasservice.com/driving-market-presence-b2b-marketing-through-indirect-channel-sales-partners/
https://smallbusiness.chron.com/disadvantages-direct-selling-23209.html
https://www.digitaltrails.co.uk/successful-market-launch-for-scaleups/
https://www.dock.us/library/channel-sales
https://www.forbes.com/sites/esade/2021/01/11/scaling-up-international-b2b-sales-with-channel-partners-why-when-and-how/
https://www.forbes.com/councils/forbescommunicationscouncil/2023/11/27/how-to-scale-b2b-sales-tactical-strategies-for-founders-executives-and-operators/
https://incentiveinsights.com/direct-sales-not-for-you/#:~:text=Direct%20sales%20strategy%20cons,can%20be%20difficult%20to%20scale
https://www.emerald.com/insight/content/doi/10.1108/JEEE-04-2021-0149/full/html
https://www.incentivesmart.com/blog/b2b-channel-marketing-strategies
https://www.incentivesmart.com/blog/channel-sales
https://instantly.ai/blog/go-to-market-strategy/
https://www.researchgate.net/profile/Daniel-Isenberg/publication/309328841_Fostering_Scaleup_Ecosystems_for_Regional_Economic_Growth_Innovations_Case_Narrative_Manizales-Mas_and_Scale_Up_Milwaukee/links/624432cc57084c718b7644e5/Fostering-Scaleup-Ecosystems-for-Regional-Economic-Growth-Innovations-Case-Narrative-Manizales-Mas-and-Scale-Up-Milwaukee.pdf#page=70
https://www.leadsquared.com/learn/sales/channel-sales/
https://www.magentrix.com/blog/4-ways-to-increase-channel-sales-and-optimize-your-sales-channel-strategy
https://odr.chalmers.se/items/c3b651ee-c34d-4c2a-8dd7-4c7bf2cb56be
https://www.marketing91.com/direct-selling/


McKinsey:

https://www.mckinsey.com/~/media/mckinsey/business%20functions/marketing%20and%20sal

es/our%20insights/future%20of%20b2b%20sales%20the%20big%20reframe/future-of-b2b-

sales-the-big-reframe.pdf

Mohammed, K. (2020): A process for start-ups growth through expansion into emerging markets, h-

brs: https://pub.h-brs.de/frontdoor/index/index/docId/5364

Mollan, D. (2024): Scale-Up and build your business, book: ISBN: 978-1-003-41061-4:

https://books.google.nl/books?

hl=nl&lr=&id=MlvlEAAAQBAJ&oi=fnd&pg=PT5&dq=academic+research+Route+to+markets+Sca

le-

up&ots=GUz7aiAdKa&sig=ni_BWGX8NLZ1M0RofBkiSbg6yaY#v=onepage&q=academic%20resea

rch%20Route%20to%20markets%20Scale-up&f=false

Outplay: https://outplayhq.com/blog/multi-channel-sales-strategy

Sales Focus: https://www.salesfocusinc.com/direct-sales/

Sales Force Europe: https://salesforceeurope.com/blog/a-channel-sales-strategy-to-scale-your-

consumer-electronics

Sampoerna University: https://www.sampoernauniversity.ac.id/what-is-direct-selling/

Simon-Kucher: https://www.simon-kucher.com/en/insights/future-b2b-sales-key-trends-shaping-

2023-and-beyond

Sung, K. et.al (2017): Challenges and support for scaling up upcycling businesses in the UK: insights

from small-business entrepreneurs, IOS press: https://ebooks.iospress.nl/doi/10.3233/978-1-

61499-820-4-397

Uphance: https://www.uphance.com/blog/sales-channel-strategy/

Zomentum: https://www.zomentum.com/blog/direct-sales-vs-channel-partner-sales-which-one-

to-choose

Proof of Concepts / Demonstration

Gartner: https://www.gartner.com/en/sales/glossary/proof-of-concept-poc-

Janiesch, C. et.al. (2012): Beyond process monitoring: a proof‐of‐concept of event‐driven business

activity management, BPMJ:

https://www.emerald.com/insight/content/doi/10.1108/14637151211253765/full/html

Kesan, J. & Hayes, C. (2016): BUGS IN THE MARKET: CREATING A

LEGITIMATE, TRANSPARENT, AND VENDOR-FOCUSED MARKET FOR SOFTWARE

VULNERABILITIES, HeinOnline: https://heinonline.org/HOL/LandingPage?

handle=hein.journals/arz58&div=28&id=&page=

Merriam-Webster: https://www.merriam-webster.com/dictionary/proof%20of%20concept

https://www.mckinsey.com/~/media/mckinsey/business%20functions/marketing%20and%20sales/our%20insights/future%20of%20b2b%20sales%20the%20big%20reframe/future-of-b2b-sales-the-big-reframe.pdf
https://pub.h-brs.de/frontdoor/index/index/docId/5364
https://books.google.nl/books?hl=nl&lr=&id=MlvlEAAAQBAJ&oi=fnd&pg=PT5&dq=academic+research+Route+to+markets+Scale-up&ots=GUz7aiAdKa&sig=ni_BWGX8NLZ1M0RofBkiSbg6yaY#v=onepage&q=academic%20research%20Route%20to%20markets%20Scale-up&f=false
https://outplayhq.com/blog/multi-channel-sales-strategy
https://www.salesfocusinc.com/direct-sales/
https://salesforceeurope.com/blog/a-channel-sales-strategy-to-scale-your-consumer-electronics
https://www.sampoernauniversity.ac.id/what-is-direct-selling/
https://www.simon-kucher.com/en/insights/future-b2b-sales-key-trends-shaping-2023-and-beyond
https://ebooks.iospress.nl/doi/10.3233/978-1-61499-820-4-397
https://www.uphance.com/blog/sales-channel-strategy/
https://www.zomentum.com/blog/direct-sales-vs-channel-partner-sales-which-one-to-choose
https://www.gartner.com/en/sales/glossary/proof-of-concept-poc-
https://www.emerald.com/insight/content/doi/10.1108/14637151211253765/full/html
https://heinonline.org/HOL/LandingPage?handle=hein.journals/arz58&div=28&id=&page=
https://www.merriam-webster.com/dictionary/proof%20of%20concept


Recruiteze: https://recruiteze.com/glossary/proof-of-concept-poc/

TechTarget: https://www.techtarget.com/searchcio/definition/proof-of-concept-

POC#:~:text=A%20proof%20of%20concept%20(POC)%20is%20a%20demonstration%20of%20a,

best%20way%20to%20produce%20it.

Wikipedia: https://en.wikipedia.org/wiki/Proof_of_concept

Legal Frameworks

Geoffrey Leaver Sollicitors: https://www.geoffreyleaver.com/2021/03/09/the-key-legal-issues-to-

take-you-from-startup-to-scale-up/

Guilherme, F. A. (2019): High-growth firms and scale-ups: a review and research agenda. SciFlo

Brazil: https://www.scielo.br/j/rmj/a/r74S7sSxctcXqVg5QG6Wm9Q/#

Hatten Wyatt: https://www.hatten-wyatt.com/site/blog/company_and_commercial/the-key-

legal-issues-to-take-you-from-startup-to-scale-up

Mr/: https://www.markridgeon.com/resources/building-a-resilient-business-legal-insights-for-

startup-scale-ups

Slávik et al. (2024): Accelerators and Decelerators of Scaleup Growth: Key Factors and

Circumstances for Sustainable Expansion, EJSD:

http://www.ojs.ecsdev.org/index.php/ejsd/article/view/1578

Spacenco, A. & Mandari, J. (2020): A COMPREHENSIVE STUDY INTO THE EMERGENCE OF SCALE-UPS:

SUCCESS FACTORS AND BARRIERS TO SCALING. DiVA: https://www.diva-portal.org/smash/record.jsf?

pid=diva2%3A1646516&dswid=8695

Wesselink, Marc (via LinkedIn): https://www.linkedin.com/pulse/co-operatives-best-legal-

framework-startup-investment-marc-wesselink/

External & Internal resources

Aexus: https://aexus.com/sales-outsourcing/

Agburu, J. I. et. al. (2017), Effect of outsourcing strategies on the performance of small and

medium scale enterprises (SMEs). Journal of Global Entrepreneurship:

https://link.springer.com/article/10.1186/s40497-017-0084-0

Bradford: https://bradfordjacobs.com/blog/best-strategies-for-scaling-your-business-into-a-

global-company/

Business Sweden: https://www.business-sweden.com

Candidly (linkedIn): https://www.linkedin.com/pulse/scaling-your-business-global-team-10-

strategies-success-d1joe/

https://recruiteze.com/glossary/proof-of-concept-poc/
https://www.techtarget.com/searchcio/definition/proof-of-concept-POC#:~:text=A%20proof%20of%20concept%20(POC)%20is%20a%20demonstration%20of%20a,best%20way%20to%20produce%20it
https://en.wikipedia.org/wiki/Proof_of_concept
https://www.geoffreyleaver.com/2021/03/09/the-key-legal-issues-to-take-you-from-startup-to-scale-up/
https://www.scielo.br/j/rmj/a/r74S7sSxctcXqVg5QG6Wm9Q/
https://www.hatten-wyatt.com/site/blog/company_and_commercial/the-key-legal-issues-to-take-you-from-startup-to-scale-up
https://www.markridgeon.com/resources/building-a-resilient-business-legal-insights-for-startup-scale-ups
http://www.ojs.ecsdev.org/index.php/ejsd/article/view/1578
https://www.diva-portal.org/smash/record.jsf?pid=diva2%3A1646516&dswid=8695
https://www.linkedin.com/pulse/co-operatives-best-legal-framework-startup-investment-marc-wesselink/
https://aexus.com/sales-outsourcing/
https://link.springer.com/article/10.1186/s40497-017-0084-0
https://bradfordjacobs.com/blog/best-strategies-for-scaling-your-business-into-a-global-company/
https://www.business-sweden.com/
https://www.linkedin.com/pulse/scaling-your-business-global-team-10-strategies-success-d1joe/


Davitt, R. (2021), Finding the Best Practice Approach to Leading and Managing the Performance of

Remote Working Recruitment Consultants. National College of Ireland:

https://norma.ncirl.ie/5422/

Expandi: https://expandi.io/blog/sales-outsourcing/

Globalization-Partners: https://www.globalization-partners.com/blog/employer-of-record-vs-

staffing-agency/#gref

Honeypot: https://blog.honeypot.io/employer-of-record-eor-guide/

Horizons: https://joinhorizons.com/what-is-an-employer-of-record-eor/

Hirewithnear: https://www.hirewithnear.com/blog/a-comprehensive-guide-to-hiring-remote-

foreign-employees

Hrforecast: https://hrforecast.com/key-strategies-for-startup-expansion-and-operational-growth/

Omnipresent: https://www.omnipresent.com/articles/what-is-an-employer-of-record-eor

Oyster HR: https://www.oysterhr.com/library/remote-hiring

Personaltalent: https://www.personatalent.com/leadership-management/how-to-manage-

remote-teams/

Playroll: https://www.playroll.com/blog/scaling-up-your-global-teams-for-success

Purvanova, R. K. (2014). Face-to-face versus virtual teams: What have we really learned? The

Psychologist-Manager Journal, 17(1), 2–29. https://doi.org/10.1037/mgr0000009

Rapp, A. (2009), Outsourcing the sales process: Hiring a mercenary sales force. Industrila

Marketing

Management: https://www.sciencedirect.com/science/article/abs/pii/S0019850109000340

RVO (Dutch): https://www.rvo.nl/internationaal-ondernemen

Sales Assessment testing: https://www.salesassessmenttesting.com/blog/top-strategies-for-

effective-sales-competency-testing/

Sales Mastery Company: https://www.salesmasterycompany.com/sales-competence-assessment

Salespanel: https://salespanel.io/blog/sales/sales-outsourcing-companies/

Schoenhuber, M. Mastering Market Entry USA: https://a.co/d/iYdFYHu

Staria: https://staria.com/uncategorized/7-steps-to-scale-your-business-globally/

TABS: https://www.tabsinc.com/wp-content/uploads/2021/07/TABS-FactSheet.pdf

Teleperform: https://www.teleperform.az/articles/sales-outsourcing-an-efficient-and-effective-

alternative

Test Gorilla: https://www.testgorilla.com/blog/evaluate-skills-sales-assessment-test/

Wide Effect: https://wideeffect.com/pages/pros-and-cons-of-an-employer-of-record-strategy

World Economic Forum: https://www.weforum.org/stories/2023/08/what-is-employer-of-record-

global-remote-working/

https://norma.ncirl.ie/5422/
https://expandi.io/blog/sales-outsourcing/
https://www.globalization-partners.com/blog/employer-of-record-vs-staffing-agency/#gref
https://blog.honeypot.io/employer-of-record-eor-guide/
https://joinhorizons.com/what-is-an-employer-of-record-eor/
https://www.hirewithnear.com/blog/a-comprehensive-guide-to-hiring-remote-foreign-employees
https://hrforecast.com/key-strategies-for-startup-expansion-and-operational-growth/
https://www.omnipresent.com/articles/what-is-an-employer-of-record-eor
https://www.oysterhr.com/library/remote-hiring
https://www.personatalent.com/leadership-management/how-to-manage-remote-teams/
https://www.playroll.com/blog/scaling-up-your-global-teams-for-success
https://doi.org/10.1037/mgr0000009
https://www.sciencedirect.com/science/article/abs/pii/S0019850109000340
https://www.rvo.nl/internationaal-ondernemen
https://www.salesassessmenttesting.com/blog/top-strategies-for-effective-sales-competency-testing/
https://www.salesmasterycompany.com/sales-competence-assessment
https://salespanel.io/blog/sales/sales-outsourcing-companies/
https://a.co/d/iYdFYHu
https://staria.com/uncategorized/7-steps-to-scale-your-business-globally/
https://www.tabsinc.com/wp-content/uploads/2021/07/TABS-FactSheet.pdf
https://www.teleperform.az/articles/sales-outsourcing-an-efficient-and-effective-alternative
https://www.testgorilla.com/blog/evaluate-skills-sales-assessment-test/
https://wideeffect.com/pages/pros-and-cons-of-an-employer-of-record-strategy
https://www.weforum.org/stories/2023/08/what-is-employer-of-record-global-remote-working/


Wrike: https://www.wrike.com/blog/scaling-for-successful-growth/

Team capabilities

Baker, A. W. et. Al (2024), The Impact of Remote Work on Team Dynamics and Management

Strategies. Journal of ecohumanism:

https://ecohumanism.co.uk/joe/ecohumanism/article/view/3949

Brentani, de, U. & Kleinschmidt, E.J. (2015), The Impact of Company Resources and Capabilities on

Global New Product Program Performance, Project Management Journal:

https://onlinelibrary.wiley.com/doi/abs/10.1002/pmj.21470

Brinckmann, J. & Hoegl, M. (2011), Effects of initial teamwork capability and initial relational

capability on the development of new technology-based firms, Strategic Entrepreneurship Journal:

https://onlinelibrary.wiley.com/doi/abs/10.1002/sej.106

Digitalocean: https://www.digitalocean.com/resources/articles/managing-remote-teams

Insightful: https://www.insightful.io/remote-work

Koehne, B. et.al. (2012), Remote and alone: coping with being the remote member on the team,

ACM: https://dl.acm.org/doi/abs/10.1145/2145204.2145393

Kissflow: https://kissflow.com/digital-workplace/remote-work/complete-guide-to-remote-

teams/

Plek: https://blog.plek.co/en/blog/the-impact-of-remote-working-on-team-dynamics-and-

collaboration

Remote: https://remote.com/blog/manage-remote-teams

Sarker, A. et.al. (2009), Seeing Remote Team Members as Leaders: A Study of US-Scandinavian

Teams. IEEE: https://ieeexplore.ieee.org/abstract/document/4786606

Smallwood, N. & Ulrich, D. (2004), Capitalizing on Capabilities, HBR:

https://d1wqtxts1xzle7.cloudfront.net/55592721/coc.pdf?1516506982=&response-content-

disposition=inline%3B+filename%3DCapitalizing_on_Capabilities.pdf&Expires=1730722135&Si

gnature=CG31U5katvaQ6MSuPTXoRWJXtZn6Akx2I569NRjst2mCISrAvwV73bQrMidiVsJwqz5dPqI

H1B9V9bMeMgbX40PWF92WKEZggcfwr3mX-aO7dJtlsICElFvc2mwGHxnLxUhKsSC1-

RBVu8i4b6c2Zv7JIojOJxOqWCbfZ8xOFoWh2jm75QwerO3RoVvfV~YQgEvudaYgHYs6Xllx5MtSXd3

jq1lCNiJAZG3ZsOiZu~yxRGxtCkq3aZtlYOIazpMe4Be1SNRDZG3qZ6JKX-i-

VtA0dCz2PrizF3fbIllI4~F90CSuE5WoK4SxEBUqF26DYUGMEcMTbF2hAk6phMQiiw__&Key-Pair-

Id=APKAJLOHF5GGSLRBV4ZA

Thomas: https://www.thomas.co/resources/type/hr-blog/building-high-performing-remote-

teams

WWR: https://weworkremotely.com/how-to-develop-remote-teams-as-a-remote-company

https://www.wrike.com/blog/scaling-for-successful-growth/
https://ecohumanism.co.uk/joe/ecohumanism/article/view/3949
https://onlinelibrary.wiley.com/doi/abs/10.1002/pmj.21470
https://onlinelibrary.wiley.com/doi/abs/10.1002/sej.106
https://www.digitalocean.com/resources/articles/managing-remote-teams
https://www.insightful.io/remote-work
https://dl.acm.org/doi/abs/10.1145/2145204.2145393
https://kissflow.com/digital-workplace/remote-work/complete-guide-to-remote-teams/
https://blog.plek.co/en/blog/the-impact-of-remote-working-on-team-dynamics-and-collaboration
https://remote.com/blog/manage-remote-teams
https://ieeexplore.ieee.org/abstract/document/4786606
https://d1wqtxts1xzle7.cloudfront.net/55592721/coc.pdf?1516506982=&response-content-disposition=inline%3B+filename%3DCapitalizing_on_Capabilities.pdf&Expires=1730722135&Signature=CG31U5katvaQ6MSuPTXoRWJXtZn6Akx2I569NRjst2mCISrAvwV73bQrMidiVsJwqz5dPqIH1B9V9bMeMgbX40PWF92WKEZggcfwr3mX-aO7dJtlsICElFvc2mwGHxnLxUhKsSC1-RBVu8i4b6c2Zv7JIojOJxOqWCbfZ8xOFoWh2jm75QwerO3RoVvfV~YQgEvudaYgHYs6Xllx5MtSXd3jq1lCNiJAZG3ZsOiZu~yxRGxtCkq3aZtlYOIazpMe4Be1SNRDZG3qZ6JKX-i-VtA0dCz2PrizF3fbIllI4~F90CSuE5WoK4SxEBUqF26DYUGMEcMTbF2hAk6phMQiiw__&Key-Pair-Id=APKAJLOHF5GGSLRBV4ZA
https://www.thomas.co/resources/type/hr-blog/building-high-performing-remote-teams
https://weworkremotely.com/how-to-develop-remote-teams-as-a-remote-company


Cultural context

Clifton, N. et.al. (2011), Companies, Cultures, and the Region: Interactions and Outcomes; European

Planning Studies: https://www.tandfonline.com/doi/full/10.1080/09654313.2011.618683

Easternotestore: https://easynotesstore.com/cultural-sensitiveness-and-cultural-context/

FasterCapital: https://fastercapital.com/topics/understanding-cultural-context-in-global-

business.html

Havard Buisness Review: https://hbr.org/2018/01/context-conditions-and-culture

Holmquest, C. et al. (2004), Identifying Cultural Bases in Different Organizational Contexts: Case

Studies of Three Swedish Multinational Companies; International Journal of Cross Cultural

Management: https://journals.sagepub.com/doi/abs/10.1177/1470595804047815

Kalkschmidt, T. (2013), Organizational Culture in a Cross-Cultural Context; Journal of Applied

Leadership and Management: https://www.econstor.eu/bitstream/10419/156737/1/11871-

45501-1-PB.pdf

Lertxund, A. & Landeta, J. (2011), The moderating effect of cultural context in the relation between

HPWS and performance: an exploratory study in Spanish multinational companies; The International

Journal of Human Resource Management:

https://www.tandfonline.com/doi/abs/10.1080/09585192.2011.610942

Momos, L.J. (), The influence of cultural context on international strategy; The strategic Journal of

Business & Change Management:

https://www.researchgate.net/publication/373983750_THE_INFLUENCE_OF_CULTURAL_CONTE

XT_ON_INTERNATIONAL_STRATEGY

Multiplier: https://www.usemultiplier.com/global-expansion/culture-in-international-business

Oboloo: https://oboloo.com/cultural-context-in-global-business-high-vs-low-context-cultures/

PMhut: https://pmhut.com/the-cultural-context-of-organizations

Sackmann, S.A. (2022): What Is Culture in the Context of Organizations? Spring:

https://link.springer.com/chapter/10.1007/978-3-030-86080-6_2

Schmidt, P.L.: Understanding American and German Business cultures, 3rd edition.

https://books.google.nl/books?

hl=nl&lr=&id=OMyz3UmcopEC&oi=fnd&pg=PA3&dq=Cultural+context+in+companies&ots=7EF

sEVsW9c&sig=l7R-UFGGMFM-

LOHiOsPDzGmBnSQ#v=onepage&q=Cultural%20context%20in%20companies&f=false

Sitko-Lutek, A. & Jakubczak, J. (2015), INNOVATIVE COMPANIES ORGANIZATIONAL CULTURE VALUES -

INTERNATIONAL COMPARATIVE STUDY. Technology, Innovation and Industrial Management:

https://toknowpress.net/ISBN/978-961-6914-13-0/papers/ML15-342.pdf

Washington State University: https://onlinemba.wsu.edu/blog/the-power-of-context-in-

international-business

https://www.tandfonline.com/doi/full/10.1080/09654313.2011.618683
https://easynotesstore.com/cultural-sensitiveness-and-cultural-context/
https://fastercapital.com/topics/understanding-cultural-context-in-global-business.html
https://hbr.org/2018/01/context-conditions-and-culture
https://journals.sagepub.com/doi/abs/10.1177/1470595804047815
https://www.econstor.eu/bitstream/10419/156737/1/11871-45501-1-PB.pdf
https://www.tandfonline.com/doi/abs/10.1080/09585192.2011.610942
https://www.researchgate.net/publication/373983750_THE_INFLUENCE_OF_CULTURAL_CONTEXT_ON_INTERNATIONAL_STRATEGY
https://www.usemultiplier.com/global-expansion/culture-in-international-business
https://oboloo.com/cultural-context-in-global-business-high-vs-low-context-cultures/
https://pmhut.com/the-cultural-context-of-organizations
https://link.springer.com/chapter/10.1007/978-3-030-86080-6_2
https://books.google.nl/books?hl=nl&lr=&id=OMyz3UmcopEC&oi=fnd&pg=PA3&dq=Cultural+context+in+companies&ots=7EFsEVsW9c&sig=l7R-UFGGMFM-LOHiOsPDzGmBnSQ#v=onepage&q=Cultural%20context%20in%20companies&f=false
https://toknowpress.net/ISBN/978-961-6914-13-0/papers/ML15-342.pdf
https://onlinemba.wsu.edu/blog/the-power-of-context-in-international-business


Visibility Reasoning

Brand24: https://brand24.com/blog/brand-visibility/

Creat, Coaching & Consulting: https://www.createcoachingconsulting.com/why-visibility-in-

business-is-important/

DeliveredSocila: https://deliveredsocial.com/effective-business-visibility-direct-marketing-vs-

indirect-marketing/

Forbes: https://www.forbes.com/councils/forbesbusinesscouncil/2024/03/08/20-tips-for-

improving-online-business-visibility-through-seo/

Gummesson, E. & Polese, F. (2009): B2B is not an Island. Journal of Business and Industrial

Marketing: https://www.researchgate.net/publication/228314570_B2B_is_not_an_Island

Hinge: https://hingemarketing.com/blog/story/b2b-marketing-strategies-that-raise-visibility-

and-win-new-business

Neil Patel: https://neilpatel.com/blog/improve-brand-visibility/

Okto: https://www.oktopost.com/blog/increase-brand-visibility/

OneIMS: https://oneims.com/blog/how-to-increase-visibility-on-google-for-your-b2b-website

SellersCommerce: https://www.sellerscommerce.com/blog/product-visibility-why-it-matters-

for-b2b-ecommerce/

Scarletthinking: https://www.scarletthinking.com/2023/10/why-a-visibility-important-to-a-

business/

Stern Strategy Group: https://sternstrategy.com/news/the-importance-of-business-visibility/

Qeedle: https://www.qeedle.com/strategic-approach-to-business-visibility/

1827marketing: https://1827marketing.com/smart-thinking/how-b2b-firms-can-boost-online-

visibility-and-credibility-by-helping-a-reporter-out

Wang, F. & Xu, B. (2016): Who needs to be more visible online? The value implications of web visibility

and firm heterogeneity. Information & Management:

https://www.sciencedirect.com/science/article/abs/pii/S0378720616303093

Value of Marketing

American Marketing Association: https://www.ama.org/marketing-news/the-value-of-marketing/

Blue Horizons: https://www.bluehorizonsmarketing.co.uk/blogs/news/the-concept-of-value-in-

marketing

Course Sidekick: https://www.coursesidekick.com/marketing/study-guides/vccs-mkt100-

17fa/reading-the-value-of-marketing

Hanssens, D.M. et al (2016): Demostrating the Value of Marketing. Journal of Marketing:

https://journals.sagepub.com/doi/abs/10.1509/jm.15.0417

https://brand24.com/blog/brand-visibility/
https://www.createcoachingconsulting.com/why-visibility-in-business-is-important/
https://deliveredsocial.com/effective-business-visibility-direct-marketing-vs-indirect-marketing/
https://www.forbes.com/councils/forbesbusinesscouncil/2024/03/08/20-tips-for-improving-online-business-visibility-through-seo/
https://www.researchgate.net/publication/228314570_B2B_is_not_an_Island
https://hingemarketing.com/blog/story/b2b-marketing-strategies-that-raise-visibility-and-win-new-business
https://neilpatel.com/blog/improve-brand-visibility/
https://www.oktopost.com/blog/increase-brand-visibility/
https://oneims.com/blog/how-to-increase-visibility-on-google-for-your-b2b-website
https://www.sellerscommerce.com/blog/product-visibility-why-it-matters-for-b2b-ecommerce/
https://www.scarletthinking.com/2023/10/why-a-visibility-important-to-a-business/
https://sternstrategy.com/news/the-importance-of-business-visibility/
https://www.qeedle.com/strategic-approach-to-business-visibility/
https://1827marketing.com/smart-thinking/how-b2b-firms-can-boost-online-visibility-and-credibility-by-helping-a-reporter-out
https://www.sciencedirect.com/science/article/abs/pii/S0378720616303093
https://www.ama.org/marketing-news/the-value-of-marketing/
https://www.bluehorizonsmarketing.co.uk/blogs/news/the-concept-of-value-in-marketing
https://www.coursesidekick.com/marketing/study-guides/vccs-mkt100-17fa/reading-the-value-of-marketing
https://journals.sagepub.com/doi/abs/10.1509/jm.15.0417


HBR: https://hbr.org/1998/11/business-marketing-understand-what-customers-value

Lindgreen, A. & Wynstra, F. (2005): Value in business markets: What do we know? Where are we

going? Industrial Marketing Management:

https://www.sciencedirect.com/science/article/abs/pii/S0019850105000027

Lindgreen, A. et al. (2012): Value in business and industrial marketing: Past, present, and future.

Industrial Marketing Management:

https://www.sciencedirect.com/science/article/abs/pii/S0019850111002434

Medium: https://medium.com/@thebrignac/psychological-value-the-key-to-effective-

marketing-strategies-7904b443e8bd

Merkelijkheid: https://merkelijkheid.nl/en/online-marketing/value-of-marketing

Saylor: https://learn.saylor.org/mod/book/view.php?id=53894&chapterid=38319

Srinivasan, S. & Hanssens, D.M. (2009): Marketing and Firm Value: Metrics, Methods, Findings, and

Future Directions. Journal of Marketing Research:

https://journals.sagepub.com/doi/abs/10.1509/jmkr.46.3.293

WebFX: https://www.webfx.com/blog/marketing/prove-the-value-of-marketing/

Marketing activities

Abmatic AI: https://abmatic.ai/blog/the-role-of-b2b-marketing-in-international-market-

expansion-for-b2b-tech

Brandtheory: https://www.brand-theory.com/blog/10-reasons-why-content-marketing-is-

important-for-b2b

B2Bmarketing: https://www.b2bmarketing.net/the-marketing-rule-of-7-and-why-its-still-

relevant-in-b2b/

Consulport: https://consultport.com/business-excellence/global-expansion-begins-with-an-

effective-market-entry-strategy/

Doyle, P. (2011): Value-Based Marketing. Journal of Strategic Marketing:

https://www.tandfonline.com/doi/abs/10.1080/096525400446203

Doyle, P. (2009): Value-based marketing: Marketing strategies for corporate growth and shareholder

value. Book

Forbes: https://www.forbes.com/councils/forbesbusinesscouncil/2024/05/22/global-expansion-

strategies-how-to-take-your-business-to-new-markets-successfully/

Foundery: https://foundery.ca/insights/why-b2b-businesses-need-social-media/

Gartner: https://www.gartner.com/en/digital-markets/insights/building-global-marketing-

strategy

Londhe, B.R. (2014): Marketing Mix for Next Generation Marketing. Procedia Economics and

Finance: https://www.sciencedirect.com/science/article/pii/S2212567114002019

https://hbr.org/1998/11/business-marketing-understand-what-customers-value
https://www.sciencedirect.com/science/article/abs/pii/S0019850105000027
https://www.sciencedirect.com/science/article/abs/pii/S0019850111002434
https://medium.com/@thebrignac/psychological-value-the-key-to-effective-marketing-strategies-7904b443e8bd
https://merkelijkheid.nl/en/online-marketing/value-of-marketing
https://learn.saylor.org/mod/book/view.php?id=53894&chapterid=38319
https://journals.sagepub.com/doi/abs/10.1509/jmkr.46.3.293
https://www.webfx.com/blog/marketing/prove-the-value-of-marketing/
https://abmatic.ai/blog/the-role-of-b2b-marketing-in-international-market-expansion-for-b2b-tech
https://www.brand-theory.com/blog/10-reasons-why-content-marketing-is-important-for-b2b
https://www.b2bmarketing.net/the-marketing-rule-of-7-and-why-its-still-relevant-in-b2b/
https://consultport.com/business-excellence/global-expansion-begins-with-an-effective-market-entry-strategy/
https://www.tandfonline.com/doi/abs/10.1080/096525400446203
https://www.forbes.com/councils/forbesbusinesscouncil/2024/05/22/global-expansion-strategies-how-to-take-your-business-to-new-markets-successfully/
https://foundery.ca/insights/why-b2b-businesses-need-social-media/
https://www.gartner.com/en/digital-markets/insights/building-global-marketing-strategy
https://www.sciencedirect.com/science/article/pii/S2212567114002019


Mature: https://www.mutare.io/blog/b2b-sales-marketing-expansion

GTM Strategies & Insights (linkedIN): https://www.linkedin.com/pulse/scaling-b2b-marketing-

campaigns-new-global-markets-rajendran--ukh2c/

Translate Digital Marketing: https://translatedigitalmarketing.com/make-your-business-more-

visible/

Versatile: https://versatileva.com.au/4-simple-business-strategies-for-visibility-and-growth/

Weglot: https://www.weglot.com/blog/global-expansion

ZenMedia: https://zenmedia.com/blog/how-to-expand-your-b2b-company-into-global-markets/

Leads

Bradford, W. et al (2016): The Impact of Sales Effort on Lead Conversion Cycle Time in a Business-to-

Business Opportunity Pipeline. eBuisness & eCommerce eJournal:

https://papers.ssrn.com/sol3/papers.cfm?abstract_id=2866954

Cognism: https://www.cognism.com/what-is-b2b-lead-generation

Foleon: https://www.foleon.com/topics/b2b-lead-generation-strategy

Huttelmaier, H. & Heigl. J. (2023): Boosting Marketing and Sales Automation’s Effectiveness:

Strategies to Increase Lead Quality. Marketing & Sales Automation:

https://link.springer.com/chapter/10.1007/978-3-031-20040-3_19

Koivito, V. (2017): Utilization of social media in sales lead generation. Master Thesis:

https://lutpub.lut.fi/handle/10024/135052

Leadfeeder: https://www.leadfeeder.com/blog/b2b-marketing-strategies/

Lindberg, A. (2018): Use of predictive analytics in B2B sales lead generation. Master Thesis:

https://www.theseus.fi/bitstream/handle/10024/155313/Thesis-Anna-Maria_Lindberg.pdf?

Monat, J. P. (2011): Industrial sales lead conversion modeling. Marketing Intelligence & Planning:

https://www.emerald.com/insight/content/doi/10.1108/02634501111117610/full/html

Ramakrishnan, G. et al. (2013): Automatic Sales Lead Generation from Web Data. IEEE:

https://ieeexplore.ieee.org/abstract/document/1617469

Rollworks: https://www.rollworks.com/resources/blog/b2b-sales-leads-the-32-best-ways-to-

generate-more-leads

Saarinen, V. (2019): Increasing sales with inbound marketing. Master Thesis:

https://www.doria.fi/handle/10024/168697

Sabnis, G. et al (2013): The Sales Lead Black Hole: On Sales Reps’ Follow-Up of Marketing Leads.

Journal of Marketing: https://journals.sagepub.com/doi/abs/10.1509/jm.10.0047

Sharma, K. K. et al (2023): Optimizing Sales Funnel Efficiency: Deep Learning Techniques for Lead

Scoring. Journal of Knowledge Learning and Science Technology:

https://jklst.org/index.php/home/article/view/151

https://www.mutare.io/blog/b2b-sales-marketing-expansion
https://www.linkedin.com/pulse/scaling-b2b-marketing-campaigns-new-global-markets-rajendran--ukh2c/
https://translatedigitalmarketing.com/make-your-business-more-visible/
https://versatileva.com.au/4-simple-business-strategies-for-visibility-and-growth/
https://www.weglot.com/blog/global-expansion
https://zenmedia.com/blog/how-to-expand-your-b2b-company-into-global-markets/
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=2866954
https://www.cognism.com/what-is-b2b-lead-generation
https://www.foleon.com/topics/b2b-lead-generation-strategy
https://link.springer.com/chapter/10.1007/978-3-031-20040-3_19
https://lutpub.lut.fi/handle/10024/135052
https://www.leadfeeder.com/blog/b2b-marketing-strategies/
https://www.theseus.fi/bitstream/handle/10024/155313/Thesis-Anna-Maria_Lindberg.pdf
https://www.emerald.com/insight/content/doi/10.1108/02634501111117610/full/html
https://ieeexplore.ieee.org/abstract/document/1617469
https://www.rollworks.com/resources/blog/b2b-sales-leads-the-32-best-ways-to-generate-more-leads
https://www.doria.fi/handle/10024/168697
https://journals.sagepub.com/doi/abs/10.1509/jm.10.0047
https://jklst.org/index.php/home/article/view/151


Sudharsanam, S. R. et al (2021): Strategic Analysis of High Conversion Ratios from Marketing

Qualified Leads to Sales Qualified Leads in B2B Campaigns: A Case Study on High MQL-to-SQL Ratios.

Journal of Science & Technology: https://www.thesciencebrigade.com/jst/article/view/344

Wu, M. et al (2024): The state of lead scoring models and their impact on sales performance.

Information Technology and Management: https://link.springer.com/article/10.1007/s10799-023-

00388-w

Youlynq: https://youlynq.me/b2b-lead-generation/

Zendesk: https://www.zendesk.nl/blog/b2b-lead-gen/#

Cultural impact and localization

ATL: https://www.atltranslate.com/blog/localization-growth-strategy

Business News Daily: https://www.businessnewsdaily.com/5241-international-marketing-

fails.html

Catherine Watkin: https://catherinewatkin.com/blog/trying-to-be-visible-is-hurting-your-

business/

Commisceo Global: https://www.commisceo-global.com/blog/cross-cultural-marketing-

blunders

Cooler Insight: https://coolerinsights.com/2024/01/culture-international-marketing/

Customerland: https://customerland.net/localization-and-the-unspoken-hurdle-to-global-

expansion/

Gelato: https://www.gelato.com/nl/blog/culture-marketing

GigCMO: https://www.gigcmo.com/blog/how-do-cultural-differences-impact-international-

marketing

Glocalities: https://glocalities.com/news/todays-cultural-trends-that-will-impact-marketing

HBR: https://hbr.org/2015/02/the-mistake-companies-make-when-marketing-to-different-

cultures

https://www.thesciencebrigade.com/jst/article/view/344
https://link.springer.com/article/10.1007/s10799-023-00388-w
https://youlynq.me/b2b-lead-generation/
https://www.zendesk.nl/blog/b2b-lead-gen/
https://www.atltranslate.com/blog/localization-growth-strategy
https://www.businessnewsdaily.com/5241-international-marketing-fails.html
https://catherinewatkin.com/blog/trying-to-be-visible-is-hurting-your-business/
https://www.commisceo-global.com/blog/cross-cultural-marketing-blunders
https://coolerinsights.com/2024/01/culture-international-marketing/
https://customerland.net/localization-and-the-unspoken-hurdle-to-global-expansion/
https://www.gelato.com/nl/blog/culture-marketing
https://www.gigcmo.com/blog/how-do-cultural-differences-impact-international-marketing
https://glocalities.com/news/todays-cultural-trends-that-will-impact-marketing
https://hbr.org/2015/02/the-mistake-companies-make-when-marketing-to-different-cultures

	Cover
	Copyright
	Preface
	Contents
	Introduction
	Global Expansion: Why?
	The Obvious will become a Pitfall
	Is there a way to avoid the obvious?

	Global Expansion: How?
	Global Expansion = Global Marketing

	Are you a Scale-Up?
	The Definition of a Scale-Up
	So What is a Scale-Through?

	Step 1: Feasibility Study
	Introduction: Feasibility Study
	Feasibility Study: Why?
	Case Study 1: Global Operating System Integrator

	Feasibility Study: How?
	CPA-CAGE-PMA Framework
	Case Study 2: Rest-of-the-World Strategy

	Country Potential Analysis
	Attributes to the Country Potential Analysis
	Visualization of the Country Potential Analysis

	The Concept of CAGE
	Cultural, Administrative, Geographical, and Economic
	Navigate Cultural Differences
	Cultural Dimensions
	Close Ties refers to Administrative Ease
	There are several “close ties.”.
	Representation of Geography attributes
	Economical indicators
	Representation of Economy Attributes
	Visualization of the CAGE Analysis

	Product Market Analysis
	PMA attributes to consider

	Feasibility of Global Expansion
	How attractive are the other countries?
	The feasibility is the outcome of the framework
	Case Study 3: Global Channel Strategy

	Key Takeaways & Next Steps

	Step 2: Route-To-Market Options
	Introduction: Route-to-Market Options
	Route-to-Market: Why?
	Case Study 4: Going ‘Down Under’

	Route-to-Market: How
	Direct Sales
	Examples of direct B2B sales
	When to go direct?
	Account Plan
	Account Mapping
	Account Acquisition

	Indirect Sales
	Channel Structures
	When to go indirect?
	Creating a Sales Channel
	Channel acquisition
	Exclusivity?
	Channel effectiveness
	Case Study 5: Building an initial channel in the North America Region
	Managing a Sales Channel
	Onboarding Channel Partners
	Customer Relationship Management (CRM)
	Project Registration
	Targets and Incentives
	Quarterly Business Review
	Channel Conflict
	Roadmap updates
	Market Development Fund
	Partner Certification
	Channel program
	Stock-taking/rotation

	Alternative Sales routes
	When to consider alternative routes
	OEM (licence)
	Joint Vendor Offerings: Strategic Alliances
	Case Study 6: Mix & Match offering with OEM

	Legal Frameworks
	Demo-equipment / Proof-of-Concept
	Key Takeaways & Next Steps

	Step 3: Remote Presence
	Introduction: Remote Presence
	Remote Presence: Why?
	Case Study 7: First resources abroad

	Remote Presence: How?
	External or Internal resources
	Roles & responsibilities
	$500k Scale-Up rule-of-thumb
	20M inhabitants threshold

	External Resources
	Independent Local Consultants
	Representatives/agents
	Sales Outsourcing
	Employer of Record (EOR)
	Shared Head
	Cooperation legally
	Search for external support

	Internal Resources
	Local Accountancy Services
	Legal entities
	Merger & Acquisition
	Governmental foreign business services
	Support by the Headquarters
	Recruitment
	Case Study 8: Payroll services in neighboring countries

	Remote Team Capabilities
	Competences
	Sales Manager
	Channel Manager
	Sales Engineer
	Business Development
	Sales Operations/Support
	Marketing Manager
	Senior Management
	Overview of roles and contributions
	Business titles
	Other capabilities
	Talent Pool
	Case Study 9: Preparing future regional leadership

	Cultural Context
	Remote is Remote
	Hierarchy
	National Holidays / Vacation

	Key Takeaways & Next Steps

	Step 4: Remote Visibility
	Introduction: Remote Visibility
	Remote Visibility: Why?
	Case Study 10: Result - Brand damage

	Remote Visibility: How?
	Call-to-Action Concepts
	Perceived value of marketing
	Marketing budgeting

	Visibility in the target countries
	Prioritizing Visibility
	Brand- and product-names
	Trademark & Intellectual Property

	Short-term Marketing activities
	On-line
	Offline
	Sales collateral
	Whitepapers
	Newsletters
	Joint Marketing & Market Development Funds

	Long-term visibility activities
	Exhibitions
	Press & Media
	Thought Leadership
	References & Case Studies
	Roadshows
	Industry Alliances
	Analyst Relationship
	Company events
	Case Study 11: Gartner Magical Quadrant

	Lead generation
	Lead nomenclature
	Concept of a funnel
	Lead creation
	Lead qualification
	Lead registration
	Impact of overshooting
	Value of a lead
	Case Study 12: A summer postcard

	Cultural Impact
	Localization
	Examples of marketing mishaps

	Key Takeaways & Next Steps

	Final Words
	References and Further Reading



