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1Step2Europe.com Inc. - Germany

Assessment of your Channel Program - a Primer

Channel partnering in Europe: Do’s and Don'ts

Having set your sights on expanding into Europe, how should you approach the business of marketing, distribution, and
channel partnerships? Are the established practices in North America relevant? The answer: in many ways yes, but in many
other critical ways, no. Jude Pinto, a consultant with 1Step2Europe, goes through a checklist of issues involved in a
European marketing effort, and the areas of  similarity and difference in building channel partnerships in Europe....

More details in our Channel Partnering Checklist (the numbers in the brackets refer to the numbering in our checklist).

Don’t ...

Approach European channel partners without a full understanding
of the cultural and legal frameworks in their countries (1,2 – 3, 8);

Enter a European market without acquiring hard data on the
fundamentals of what to market (11);

Forget to familiarize yourself with matters relating to liability’s
warranty (6);

Incorporate end-users price-fixing or restrictions on distributors (5);

Try to impose your tried-and-true American Channel Partner
Agreement on a European distributor (4);

Assume that end-user eco-systems are similar to what you are used to
since many European cultures have different approaches (12);

Underestimate your competition with other vendors (22);
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Do ...

Assess the effectiveness of your Channel partners and do Channel
ROI to get to grips with the return on your Channel investments (23);

Realize that Continental European legal systems are more
favourable to distributors than others (7);

Get a clear picture of trends in distribution and channel partnering
in the target countries (13 - 14, 15);

Take care to see that your channel partners comply with the
consumer protection laws in the area (9 – 10);

Research the kind of data and info, they want, and how best to
interact with them (18 – 17, 19, 20);

Leave more work to your Channel partners (16);

Be aware of what is required of you ... Partners need to believe that,
at some level, you have their best interest at heart (21);

For More Information
At 1Step2Europe.com, we are flexible and able to offer our clients a variety of individualized services. Please get in touch
with us, so we can discuss, how we can assist you.

The information contained in this document is of a general nature. Should you require further advice for your particular
business requirements, please refer to the contact details below: Steve Palladino, Mapa Valley - CA,
sPalladino@1Step2Europe.com, Ph: NJ (973) 944 4618 International Key Account Manager.

Every effort has been made to ensure that the information contained in this document is true and correct at the time
of creation/going to press. However, the statistics and informations in this document are subject to continuous
development and improvement and 1Step2Europe Inc. and its partners are entitled to change them at any time.
1Step2europe Inc. cannot accept liability for any loss or damage of any nature whatsoever arising or resulting from
the use of or reliance on information or particulars in this document.
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