





Your

Ch(/llenges

No matter how established your brand or how rich and successful your product portfolio may
be in your home market, for a US-based professional society to succeed in growing a
sustainable business in a new region of the world requires four important operational values:
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How

Yo [ Benefit

Ensure a future-focused strategy review aligned with local trends

Reduce your business risk with more accurate market intelligence, direct customer and
partner contact, and a more locally relevant analysis of your business potential

Experience first-hand insight with your key leadership team as a way to transfer the
knowledge, energy and information to help improve future Board action

Gain new insight into local market sophistication and how to prioritize select markets to
enter or focus resources

Eliminate top-down strategy mistakes through direct customer contact across all
segments to reduce value gaps in your product portfolio

Improve partner evaluation through analysis and face to face contact

Meet senior policy makers, governments officials and local and regional authorities who
can help increase market access and build demand

Where possible exchange experiences with representatives from international associations
Visit facilities which may offer unique venues for projection into local markets
Meet with representatives from potential corporate customers

For more information, contact:

Theresa DeConinck, External Relations Director, US Market, MCI | E-mail: theresa.deconinck@mci-group.com | Tel: +1 (202) 251 4916

Peter Turner, Senior Advisor, Global Development Strategy, MCI | E-mail: peter.turner@mci-group.com | Tel: +1 (571) 275 1516

or visit: www.mci-group.com/associations — main website | www.growglobally.org — resource for global strategy, regional planning and local execution
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