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Introduction: We are at a unique point in international trade


More open and developed markets


More opportunities


More competition


In terms of the communications infrastructure the world has never been smaller

Product Marketing Strategies

Differences between distributors and sales representatives


Primary difference is one of the transfer of ownership of goods

· A Sales Representative will never take ownership of goods.

· He may never take possession of goods

· The Distributor essentially buys the goods for resale

· A stocking distributor will always keep a minimum inventory on hand

· Distributors are used primarily for commercial sales

· Sales Representatives are primarily used for institutional and project sales

Joint Venture Partner

Services Marketing Strategies

· 
Licensing

· 
Franchising 

· 
Associate Offices

How do you choose a market.

· Market Research

· Trade Lead and Opportunity

· Ease and Proximity
