Export Catalyst The 7 P’s Checklist

=== HCUK Export Catalyst

Product

— Delivered Benefits
— Ability to Vary

— Availability

— Support

— Customer service

— Delivery channels Inc.
Online

— Warranties

What Customers/Partners Really Value

Our Strengths in Relation to What They Value

Competitor Strengths and Weaknesses in Relation to What They Value

Our Opportunities for Competitive Edge

Development Actions
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Promotion

— Branding

— Positioning

— Website

— Social media
— Presentation

— Other Marketing
Communications

— Personal
Communications

— Public Relations

=== HCUK Export Catalyst

What Customers/Partners Really Value

Our Strengths in Relation to What They Value

Competitor Strengths and Weaknesses in Relation to What They Value

Our Opportunities for Competitive Edge

Development Actions
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3 === HCUK Export Catalyst

What Customers/Partners Really Value

— Positioning Our Strengths in Relation to What They Value

— Discounts

— Credit

— List Competitor Strengths and Weaknesses in Relation to What They Value

— Payment Methods

— Free Value-Added

Extras Our Opportunities for Competitive Edge

Development Actions

© ExportSavvy Ltd. Published under licence by Healthcare UK. HeOIthCOre"(



4 === HCUK Export Catalyst

What Customers/Partners Really Value

— Channel Type Our Strengths in Relation to What They Value

— Channel Segment

— Channel Location

— Sales & Support Competitor Strengths and Weaknesses in Relation to What They Value
Communication

Our Opportunities for Competitive Edge

Development Actions
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=== HCUK Export Catalyst

People

— Technical Expertise
( Sales People)

— Technical Expertise
( Tech Staff )

— Interpersonal
Communication Inc.
Language & Culture

— Business Culture

What Customers/Partners Really Value

Our Strengths in Relation to What They Value

Competitor Strengths and Weaknesses in Relation to What They Value

Our Opportunities for Competitive Edge

Development Actions
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=== HCUK Export Catalyst

Process

— Customer Focus
— Business Lead
— IT Supported

— Research &
Development

What Customers/Partners Really Value

Our Strengths in Relation to What They Value

Competitor Strengths and Weaknesses in Relation to What They Value

Our Opportunities for Competitive Edge

Development Actions
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Physical Evidence

Process Support
— Instructions

— Labels

— Training Support
— Packaging

— Online Experience

=== HCUK Export Catalyst

What Customers/Partners Really Value

Our Strengths in Relation to What They Value

Competitor Strengths and Weaknesses in Relation to What They Value

Our Opportunities for Competitive Edge

Development Actions
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