
MARKET ENTRY FRAMEWORK

A market entry framework involves understanding the rationale behind

entering a new market (with a new product/existing product) or an

existing market with a new product, with the goal of increasing profits.

Simply put, a market entry framework is one which is used to solve 2 main

questions:

1. Is it a good idea to enter the market?

2. How should one enter the market?

If it is decided to enter the market, plans of how it should be implemented are

drawn up.

Step 1- Assess the market

Determine the size of the market, growth rate and profit margin on sales.

Step 2- Define your goals & objectives
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Step 3- Understand the client’s capabilities & bottlenecks

Ask questions to determine if the client has the resources to enter the market.

● Does the client have technical skills?

● How is the client performing currently?

● Do they have a ready cost structure?

● Necessary sales and distribution channels

● Do they have an understanding of how to compete in the new market

(geographically)/any prior experience?

● What are the customer segments?

● Are they aware of the governmental regulations?

Note- Always try to understand the client and the company: What business is

the client operating? What is the company’s history with launches?

Step 4- Assess the client’s resources relative to investment needs and

expected ROI
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Step 5- Finalizing the market entry strategy

After deciding to enter the market, make a plan of HOW to enter the market.

Ask the following relevant questions:
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Important points:

1. Understand what the company’s objectives and expectations are. Does it

make business sense for them/ Does it align with the overall firm

strategy. Analyze the feasibility of market entry by considering 4 different

buckets. Then recommend whether they should enter or not. If yes, how

should they do it?

2. Not every aspect of the framework mentioned will be applicable to all

cases. But try to cover as much as you can, so that you get a good idea of

the industry and the client's current status. It is very important to

identify where the client would stand in the industry compared to the

existing competitors and what measures should be taken to mitigate the

competitive edge.
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Points to remember:
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NEW PRODUCT LAUNCH

This type of framework is a subset of the market entry framework. It covers

the introduction of a new product in a market or expanding the reach of

an existing product in a new market.

Important points:

1. A company can either introduce a product in a market where it has no

presence or can extend the product line in its current market. Launching

a product in a market with no presence poses not only operational

challenges but viability of product’s success in the market also needs to

be explored.

2. Extending the product line in the current market may require looking

into cannibalization while doing a feasibility check of the product in the

market and how the current value chain can be leveraged in making the

product available to its customers.
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OVERVIEW OF THE FRAMEWORK
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