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| dentify eCommerce Market Opportunities
g how to identify possible cross-border online sales opportunities

eCommerce Market Opportunities

| dentify eCommerce Market Opportunities

Selling successfully through?ecommerce sales channel s2(website, social, marketplace, 3rd party) requires an
understanding of market entry strategy?and?eCommerce best practices?from an export mechanics (overseas
online sales=exports) standpoint.



https://www.trade.gov/print/pdf/node/199

To identify market opportunities, it isimportant to evaluate key factors such as:

Political, economic and competitive environments
Market access

Product potential

Local distribution?and production

Social/cultural and demographic/physical environments

Y ou also want to make sure your website is open for international sales by watching this video on “Website
Internationalization for Overseas Sales’, and then contact an? nternational Trade Specialists?near you?for
free export and?digital strategy?counseling.

What can | doto determinethat my product will sell onlinein thelocal market in my?
target country?

Take the time to conduct some basic ecommerce market research about the existing availability of productsin
your category by searching ecommerce retailers in the country, consulting experts, and asking potential
customers about the country- specific access issues they have with finding the product. Find outwhich channels
they go through for online purchases and in what ways they have researched?about the product leading to the
sae.

A simple way to do thisis by?using?overseas marketplaces to search products with?translated keywords in the
market’ s native language, and see what products are available- their quality, who is selling, competition, and
consider how your product(s) can find leverage among local consumers. ?If your product is superior in quality or
features and carriesthe “Made in the U.S.A” label on it, thereis still strong potential for market success given
the high desire overseas for quality U.S. made goods.

How do | “evaluate” thelocal ecommerce market?

In addition to sales figures, you' [l want to first identify what the competitive landscape looks like in your target
market.?Is the market share across your product category “fragmented” with lots of smaller competitors
jockeying for sales?? Determine your value proposition on how you will differentiate yourself in a crowded
market.

I's there one dominant competitor? If so, then evaluate this competitor. Find out if the competitor has a monopoly
on the market or whether they are only serving part of the population of awhole customer segment. Does the
market or provincial lawmakers have “ protectionist” tendenciesin favor of the local competition? This could be
ared flag that entering this market comes with?potential trade barriers.

I's cross-border ecommer ce affected by the over seaslocal laws and regulations?

Y es. Tax laws,?customs laws, corporate organization governance, ingredient/product?restrictions, and overseas
domestic laws need to be understood prior to entering a new market.

Does the target market government?restrict access to certain raw materials?or skilled labor? ?A few overseas
governments are al so reluctant towards opening up to certain foreign investment or business expansion.


https://www.trade.gov/sites/default/files/2024-02/Website_Internationalization_for_Overseas_Sales_Open%20Captioned.mp4
https://www.trade.gov/sites/default/files/2024-02/Website_Internationalization_for_Overseas_Sales_Open%20Captioned.mp4
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https://www.trade.gov/report/ecommerce-resource-guide

A local liaison/representative is also helpful in navigating legal interpretations and understanding local business
law protocol, and we have several 2 ow-cost business matchmaking services. When in doubt, always seek
guidance from the regulatory bodies in any overseas market regarding interpretation of laws and regulations,
especially when the responsibility of 2understanding the local laws?ays with your business or one of your
eCommerce Legal & Regulatory Service Providers.

Aretherelocal challengesin infrastructure (cold-chain, logistics, technology) that would make your product more desirable?

Thoroughly understand your target markets and any distribution issues faced there. If your business has the
resources to overcome the infrastructure challenges faced, you may be able to overcome any competition in that
market as well.

Explore Our eCommer ce Resour ces L earn about the WGR Servicefor SEO
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