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BUSINESS GUIDE: 

MOVING INTO MEXICO 

THE PRODUCT 

IM Does it need to be modified in some way that may not have been 
anticipated initially? 

IM Does the firm need to strengthen its ability to provide training to use 
the product? 

3 Is it necessary to make better arrangements for providing after-sales service? 

PRICING 

MI Is the price competitive? 

MI Can the firm accept a reduced profit margin to improve the appeal of 
the offering? 

MI Is it possible to raise the price and boost profits? 

THE MEXICAN MARKET 

IM What surprises has the Mexican market produced? Did the firm make any 
erroneous assumptions about the market? If so, what are the implications? 

E Are there better markets to pursue? 

IM If there has been some initial success should the firm expand its export effort 
within Mexico, or add other countries to its list? 

THE EXPORT PROCESS 

IM Has the firm mastered the techniques required to maintain control over the 
export process? 

11 Is it comfortable with each of the steps involved? If not, how can it improve the 
way in which it deals with them? 

AGENTS, REPRESENTATIVES, DISTRIBUTORS 

MI If selling via intermediaries, is the firm happy with their performance? 

IM If selling to a distributor, have the expected quantity of orders been placed? 

3 If not, what explanations does the distributor offer to account for this? What 
changes, if any, in the product, service or price is recommended? 

MI If selling through a trading house, how successful has it been in selling the 
product? If performance has been poor, what are the alternatives? 

IM If working through partners, is the relationship stable and mutually beneficial? 


