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What International Companies Ask 
 

Is the UK market right for us? 

Market opportunity assessment, demand signals, 
segment sizing and an honest view of where your 
product fits. 

 

 

Who should we target first? 

Priority segments, buyer profiles and decision-
maker mapping. Which route creates traction 
earliest and in what sequence. 

 

 

How do we reach UK customers without 
being there? 

Partner models, distribution channels, trade body 
relationships and introductions to those who 
already have access to your buyer. 

 

 

What do we need in place before we 
launch? 

UK operating model, compliance, pricing 
expectations, fulfilment and the decisions that 
should not be made too early. 

 

 

What should we do in the first 90 days? 

Clear sequencing. Order of priorities and what to 
avoid. Grounded in how the UK market actually 
works and current trends. 

 

Typical Clients 

  
What a UK Market Entry Assessment Delivers 

1. UK market opportunity assessment 

2. Target customer identification 

3. Partner and distributor mapping 

4. Route-to-market recommendations 

5. Risk and barrier assessment 

6. 90-day action roadmap 
 

 

Relevant Experience 

 
■ UK Market Opportunity & Entry Assessment for US 
Healthcare company: structured scoping covering market 
opportunity, priority segments, partnership routes, 
operating model and a 90-day entry roadmap. 

 

■ Built UK commercial partnership pipeline from zero, 
securing access to a 4,000-member trade body network 
within the first month, with an endorsement providing 
credibility across an entire sector of 60,000 potential 
opportunities. 

 

■ Commercial strategy, GTM sequencing and partnership 
development for early-stage technology and SaaS 
businesses. 

 

■ Assisted and commercialised a UK healthcare product 
from concept through IP, manufacturing, compliance, 
testing and market engagement, building partnerships 
across healthcare, insurance, clinical trials and consumer 
sectors. 

International businesses evaluating UK entry 
  

SMEs and exporters entering the UK 

Manufacturers seeking UK distribution 
  

Service businesses expanding to UK 

 

Entering the UK requires more than a good product. It requires understanding how UK 
buyers make decisions, which commercial model fits the market and the fastest route to 
traction. 

Entering the UK is not a localisation exercise. It is a commercial redesign. 


