
THE COURSE:
The purpose of the course is to help small and medium 
sized businesses (SMEs) get export-ready and 
internationalise their business. 

TRAINING COURSE DETAILS:

This course will help you: 

• Conduct a situation analysis of your business and 
   determine the necessary steps to advance from “now” 
   to “desired” and “national” to “international” sales.
• Define business objectives and create a plan how to 
   achieve them.
• Conduct a market analysis of potential export markets 
   and determine profitability in this new market. 
 + Learn about international customers and their 
    requirements
 + Conduct a competition analysis
 + Understand new product standards
 + Comprehend export logistics and associated 
    costs
 + Develop an international marketing plan
 + Understand new market product/service 
    requirements and potential product 
    amendments 
 + Understand necessary licences, certificates and 
    where to source them
 + Adapt existing marketing documents for
    new markets

• Analyse market-entry options 
 + Franchise agreements 
 + Direct export
 + Third-party distribution
 + Exclusive distributorship 

• Develop an effective internationalisation strategy
   and plan
 + Identify necessary partners including logistics, 
    intermediaries, marketing, and branding 
    experts, etc.  

WHO IS THIS COURSE FOR?

• SMEs looking to export 
• Entrepreneurs or business owners (exporter of 
   mango, pepper, palm sugar, handicraft, and light 
   manufacturing products)
• New and established businesses looking to grow their 
   business internationally
• Companies affected by the Covid-19 pandemic looking  
   for new avenues to sell their products and services
• The training will be conducted in English

AGENDA:

Each day of the course has a morning and an afternoon 
session of 3 hours each. The interactive sessions consist of 
a lectures, short breaks, and workshops.

Day 1

Morning session: Internationalising My 
Business. Why and How?
The first session of this course includes an introduction to 
international trade, the benefits, challenges, and 
opportunities it brings along. Participants will learn how to 
conduct a Situation Analysis, define their business 
objectives, and develop a Planning Framework for their 
internationalization. An Export Readiness Checklist will be 
provided and used throughout the course. 

Afternoon session: Market Research 
The participants will learn how to conduct international 
market research, understanding total market size and 
growth, competition, customer requirements, new 
product standards, trends, and eventual market 
restrictions for the country or region in question. 

Day 2

Morning session: Marketing
Once the research is concluded, you will want to start 
thinking about entering your chosen market and how to 
market your products or services. This session includes 
market entry options, a marketing plan tailored to 
internationalization purposes, and an action plan. 



Afternoon session: Certificates, Licences, 
Identifying Potential Business Partners & Due 
Diligence

Having defined why a company should internationalise, 
where the endeavor should go, and how we aim to get 
there, the next step focuses on gathering all necessary 
documents, licenses, and permits to export. In addition, 
Due Diligence on potential business partners is covered. 

Day 3

Morning session: Raising Capital
When internationalizing your business involves a steep 
increase in production, you may need additional capital to 
meet these production numbers. This session will review 
costing and pricing strategies adapted to the additional 
costs associated with international trade. Furthermore, 
participants will receive an introduction to Financial 
Statements and Forecasting and how to raise finance.

Afternoon session: Workshop
Developed as an interactive course, the participants will 
have the opportunity to put the acquired knowledge into 
practice after every session. 
The three-day course concludes with a workshop session 
where participants will learn to assemble all pieces for 
their successful internationalisation and have a clear plan 
for the next steps on their export journey.

Other topics in the field of International Trade, 
Exporting, and Business Strategies can be 
covered upon particiapnt's interest. 

THE INSTRUCTOR:

Professional Background
Carola is an entrepreneur and consultant with 15 years of 
international marketing and business development 
experience and is recognized as a marketing and private 
sector expert. She has worked with 80+ SMEs companies 
across Southeast Asia and Europe developing business 
models, business and internationalisation plans, digital 
innovation strategies, and marketing best practices in 
urban and rural areas and frequently with a gender lens. 
She has worked with numerous clients from the private 
sector to international development organisations such as 
the World Bank, GIZ, and ADB. 

Carola has launched, developed, and sold multiple 
businesses. Her extensive private-sector experience 
allows her to meet SMEs at their level, understand their 
current business needs, empathise with their challenges, 
and prepare them for successful internationalisation. 
Additionally, her expert marketing knowledge enables 
her to develop and provide guidance for winning 
marketing strategies. 
 

ACADEMIC BACKGROUND

Carola Krainz completed a Master in Business 
Administration (MBA) in Spain in 2016. Invited by 
EuroCham Cambodia, GIZ, SHE Investments, and Factory 
Phnom Penh, among others, she acted as a panelist and 
keynote speaker on topics such as marketing, 
sustainability, and the export of sustainable products. 

FOR MORE INFO: MR. NOUN UKSA
market.analyst2@eurocham-cambodia.org

+855 (0)10 888 642


