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SUSTAINING SUCCESSSUSTAINING SUCCESS
Clear CommunicationClear Communication
Managing ChangeManaging Change

World Trade PracticesWorld Trade Practices

Chapter 21Chapter 21
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Keys to successKeys to success

��CommunicationCommunication

��FeedbackFeedback

��ChangeChange
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CommunicationCommunication

��NewslettersNewsletters
–– PhoenixPhoenix
–– WTC ChicagoWTC Chicago

��Market visitsMarket visits
��Advertising, public relations, Advertising, public relations, 
trade showstrade shows

��InternetInternet
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Feedback BenefitsFeedback Benefits

��Track problemsTrack problems

��Gather local industry and market Gather local industry and market 
datadata

��Product enhancement suggestionsProduct enhancement suggestions

��Identify internal considerationsIdentify internal considerations
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Feedback MechanismsFeedback Mechanisms

��Market visitsMarket visits

��International distributor meetingsInternational distributor meetings

��Monthly international reportsMonthly international reports

��PressPress

��Warranty cardsWarranty cards

��Websites/EWebsites/E--mailmail
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Feedback ResponseFeedback Response

��AcknowledgeAcknowledge

��Mutual Mutual 
respectrespect

��Provides Provides 
foundation for foundation for 
future growthfuture growth
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Managing ChangeManaging Change

��Cash flow Cash flow 
constraintsconstraints

��Domestic resources Domestic resources 
limitedlimited

��International International 
becomes becomes 
“FAVORED”“FAVORED”

��False sense of False sense of 
securitysecurity

��Competitor Competitor 
attentionattention

��Dependence on one Dependence on one 
marketmarket

INTERNALINTERNAL EXTERNALEXTERNAL


