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( — ) Analyzing your capabilities: what can you
offer;

(=) Settinga target: which market/customer do you
want to approach;

( Z)Considering cooperations: ways of distribution
on foreign markets;

( @) Getting in touch: how to attract foreign
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customers at trade fairs and how 10 deal with their
requests;

( ) Closing the deal: how to encourage customers
to place the order and how to mantain business
relationships;

( 7<) How to approach the east and central European
markets
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