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Executive summary
Bax.shop.nl is an online music store for DJs, producers and musicians. The last few years Bax-shop.nl is dealing with fast growing developments. Due to these developments there has been chosen to launch an online store for France at the beginning of 2013, and as this store has been launched, Bax-shop.nl anticipates in extending its customer market. Besides, it has been considered relevant to compete with its competitors as for instance its main competitor, Thomann, the largest online music store in Germany. The essentialness for Bax-shop.nl to keep up with Thomann is to such an extent of importance that an export-research plan has been written with the focus lying on the following central question: Which countries in Western Europe are most profitable for Bax-shop.nl to expand in? In order for this question to be answered, the filtermodel has been applied.

The purpose of this model is to select out with help of certain criteria the following fourteen countries:  Iceland, Norway, Sweden, Finland, United Kingdom, Ireland, Denmark, Switzerland, Austria, Germany, Spain, Portugal, Italy and Greece. 

In the first phase, also called the pre-phase, financial criteria have been treated. The results have been very distinct; Norway has pointed out to possess the best financial status with a maximum score whereas Spain, Italy, Greece and Portugal scored poorly and were therefore selected out from further research. In addition to the financial criteria, there has been taken a look at the internationalisation motives as well, which resulted in the exclusion of Germany and Iceland.
 
In the second phase the criteria in the field of internet were being applied namely: internet use, e-commerce, enterprise turnover from e-commerce, transportation costs, delivery days and import restrictions. These criteria have been applied to Norway, Sweden, Finland, United Kingdom, Denmark, Switzerland, Austria and Ireland which resulted in the exclusion of Ireland, Switzerland and Finland to the third filter for final research.
 
The third and final filter reveals the competition and special product demands among previous called remaining countries. By looking critically at these aspects, the outcome of the final filter has resulted in selecting Norway, Sweden and the United Kingdom as potential countries for exportation since there is no sole best option. The election on where to export first is depending on Bax-shop.nl’s wishes. When exporting to the United Kingdom for instance, one must handle with a large pool of competitors comparing to Norway and Sweden. On the other hand, most residents are established in the United Kingdom; subsequently the United Kingdom will offer more potential customers. Moreover, Bax-shop.nl’s staff is able to work with the English language. On the contrary, the Norwegian have more money to spend than the English and their internet use shows a higher percentage. Looking at Sweden, the delivery days are attractive as well as their income and their internet use. 
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1 Introduction

Bax-shop.nl is a fast growing company located in Goes in The Netherlands. Currently, one operates in the Netherlands and Belgium. Moreover, at the beginning of 2013 they commenced operating in France. As it is essential for Bax-Shop.nl to go along with these developments, an export-research plan has been written with the focal point lying on the following central question: Which countries in Western Europe are most profitable for Bax-shop.nl to expand in?

The definition in this report of ‘profitable’ is whether there is a margin after exporting to another country, or not.
In order to give an advice on which western European countries are most profitable for Bax-shop.nl to expand in the following sub questions are going to be answered:
· When exporting to the final chosen countries, how competitive are other online music stores, comparing to Bax-Shop.nl?

· Are the USP’s still applicable when exporting to the final chosen countries?

· Should Bax-shop.nl change its USP’s?

· Which import restrictions should Bax-Shop.nl take into account?

1.1 Justification of research

The research methods which have been used in order to give advice to Bax-shop.nl, consisted of mainly desk research. To give the most accurate view on latest statistics, internet sources have been used a lot. A tremendous and frequently used source turned out to be Eurostat, which is the statistical bureau of the European Union and therefore very reliable. The statistics that have been used are mainly to be found in the first and the second phase. Next to Eurostat there has been made use of two books in order to apply the filtermodel namely: Export management and Export Planning: A 10-step approach. Besides these main sources the following internet source such as de Belastingdienst, a Dutch website to provide oneself with information on tax authorities, has been consulted to look up for instance custom charges, transport costs, taxes, and other relevant information as regards the content of the filtermodel. Furthermore, Google Translate has been consulted regularly to translate all Norwegian, Danish, Swedish and Finnish words which have come across to gain more knowledge on possible competitors.
Besides desk research, field research has been applied as well. This field research existed of consultation of Bax-shop.nl to procure their desires and wishes for the future. Together with using Bax-shop.nl as a source of information, the EVD (NL Agency) has been consulted for more information on custom duties.
1.2 Problem

Bax-shop.nl is a fast growing company. Presently, they are operating in the Netherlands, Belgium and at the beginning of 2013 in France. Because of these fast growing developments, they want to expand to more countries in Europe. Evidently, this seems to be more like a luxury problem than a financial problem. A beneficial side-effect of expanding in another country is that the buying department is ought to obtain a larger amount of products and therefore will have some financial advantages as the prices per product will lower. Another reason for the desire to expand is that Bax-shop.nl wants to keep up with its competitors and defend its position against them. Bax-shop.nl’s main competitor, Thomann, is already exporting to whole Europe. 

1.3 Outline Western Europe

In this report there has been chosen to limit the research to Western Europe. Given that the first four or five years Bax-shop.nl will focus on exporting to the nearest countries. To define what is meant by Western Europe, the following countries are listed beneath:

	· Iceland

· Norway

· Sweden

· Finland

· The United Kingdom

· Ireland
	· Denmark

· The Netherlands

· Belgium

· Luxembourg

· Switzerland

· Austria
	· Germany

· France

· Spain (Including Andorra)

· Portugal

· Italy

· Greece


To give a clearer overview of these countries, Image 1 is being shown.
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	Legend:
ISL = Island

IRL = Ireland

GBR = Great Britain
NOR = Norway

SWE = Sweden

FIN = Finland

DEN = Denmark

GER = Germany

NED = The Netherlands

BEL = Belgium

LUX = Luxembourg

FRA = France

SWI = Switzerland

AUT = Austria

ITA = Italy

GRE  = Greece

ESP = Spain
POR = Portugal


Image 1: Western Europe: countries which are selected for research

1.4 Outline Competitors

Bax-shop.nl has many different kinds of competitors as a result of its large assortment. Therefore a few conditions have been set to reduce this large amount and variety of competitors. The most significant competitors will remain and are going to be mapped out. The focus has been laid on material for DJs, producers and musicians. In other words, it is decided that there must be a strong overlap between Bax-shop.nl’s assortment and its competitors. Another criteria is that the competitor must be in the e-commerce business since Bax-shop.nl is obviously an online shop.
2 Company Profile

1. Company Description

Bax-shop.nl is a customer directed and innovative player in the field of light, sound, music instruments, produce and DJ gear. This family company was founded by Jochanan and Nathanael Bax. In their childhood, it came to the conception that they hired themselves as a DJ. At the same time they focused on selling their equipment. Gradually, their small venture enlarged and consequently the decision has been made to register the company at the Chamber of Commerce on February 6, 2003. Currently Bax-shop.nl possesses an office, a storage of 4500 m2 and because of the augmentation of its sales, an actual music store has been built in Goes (The Netherlands) and has eventually been opened October 2012.

2.1 Products

Bax-shop.nl counts more than 19.500 products in supply and is in possession of more than 600 top brands. On the whole, Bax-Shop.nl sells:

· Music instruments


· Headphones


· Pro audio


· DJ equipment


· Studio equipment


· Lighting equipment 

2.2 Mission Statement

Bax-Shop.nl’s mission is “to serve customers and business relations promptly, focusing on the online channel, with the newest products in the field of audio, music production, electronics, sound, lightening and instruments, in accordance with market prices. Bax-shop.nl is directed at providing the best services, being ambitious, innovative and professional.”

2.3 USP (Unique Selling Points)

Bax-shop.nl is striving for the following Unique Selling Points:

· Fast delivery 

Ordered before 10 pm on working days, delivered the next working day
· Good pricing

Bax-shop.nl guarantees the lowest price
· Track and Trace

Follow your package online
· Possibility to return your package quickly

30-day return policy
· Easy payment 

Large diversity of paying methods

2.4 SWOT

	Strengths
	Weaknesses

	· Excellent client service 

· Good reputation among existing customers

· Product quality

· Low pricing

· High advertising and promotional budget

· Good financial position

· Strong brand names

· Large assortment
	· It’s a Dutch company without any specialised knowledge of foreign languages

· The store itself is only located in The Netherlands



	Opportunities
	Threats

	· New country, start with a clean slide

· Growth of e-commerce 


	· Bax-shop.nl delivers within 24h, but will it still be possible when exporting?

· New regulations

· Customers abroad might not be familiar with Bax-shop.nl, which might result in not buying at something what is not familiar


3 Filtermodel

In order to find out what the most profitable country is, is by using the filtermodel. Here, three filters are presented, namely the first phase, also called the pre-filter, the second phase and the third phase. In the preliminary section, one will find the on beforehand excluded countries. Subsequently in the first phase, a thorough research has been carried out to obtain data on how attractive each country is. Here, fourteen countries have been analysed and six countries have been excluded. Afterwards in the second phase the remaining eight countries will be treated and five countries will be selected for final research. In the third filter the five countries will be examined and finally three will remain. These three countries will be advised to export to first
3.1 Preliminary: Excluded countries

As it is stated in section 3 Filtermodel a few countries will be disqualified to do more research on since Bax-shop.nl is already present in these countries. The following countries are already a target group: France, Belgium (Wallonia) and Luxembourg.
In 2013 the new website for France has been launched, therefore it is not needed to do more research on this country whether it will be suitable to export to or not. Belgium will be excluded from the list due to the fact that the Dutch part of Belgium (Flanders) will be merged into the Dutch website and the French part of Belgium (Wallonia) will be merged into the French website. The final country that will be excluded in advance is Luxembourg, because of its small sales market. Bax-shop.nl takes its sales with the sales of Belgium and France. 
Excluding the four countries will result in a shortening of the list of countries. The following countries are taken to the pre-phase: Iceland, Norway, Sweden, Finland, United Kingdom, Ireland, Denmark, Germany, Spain (including Andorra), Portugal, Italy, Greece, Switzerland and Austria.


3.2 The first phase: The pre-filter

In the pre-filter the following criteria are being set:

· GNI (Gross National Product)
· Corruption 
· Internationalisation motives

These criteria are chosen to exclude the countries that are financially not the best option to export to as well as Bax-shop.nl’s preferences in terms of internationalisation motives. 
In this case, in order to succeed in exporting to a foreign country, there will be needed a high demand for luxury products. There will be less demand for luxury products in a country where the GNI is low. Besides that, Bax-shop.nl is striving for fair business practices and therefore prefers to export to countries which are least corrupt. Another subject that will be treated are Bax-shop.nl’s strong wishes; the motives for internationalisation, which will be discussed at the end of the pre-filter.
Eventually six countries will be selected out from further research based on the lowest outcomes. 
One could argue that the exchange courses should be considered as a relevant requirement. Bax-Shop.nl does certainly acknowledge the exchange courses, but one is of opinion that these financial losses will pale into insignificance when perceiving the overall financial picture.
3.2.1 GNI (Gross National Income)
Gross national income (GNI) is the total income of a country as regards the production. A high GNI is considerably relevant as regards luxury products. Naturally when there is a low economic activity, people are more likely to buy the essentials rather than luxury products. 

Beneath in table 1 in the first column, one will find the GNI of the selected countries. From table 1 it is clear that Norway scores best with a GNI of €47.557. Secondly comes Switzerland with €39.924 and thirdly comes Sweden with €35.837. The countries in the top three having the lowest GNI are Italy with €26.484, then Greece with €23.747 and finally Portugal with €20.573. In the second column one will find the corresponding percentages which are being used in paragraph 3.2.4 Results pre-filter to reflect which country scores best. 
	Gross National Income (GNI) per capita

47.557 = 100%
	 
	 
	2011
	%

	Norway
	
	
	47.557
	100,00

	Switzerland
	
	
	39.924
	83,95

	Sweden
	
	
	35.837
	75,36

	Austria
	
	
	35.719
	
75,11

	Germany
	
	
	34.854
	73,29

	Denmark
	
	
	34.347
	72,22

	United Kingdom
	
	
	33.296
	70,01

	Finland
	
	
	32.438
	68,21

	Iceland
	
	
	29.354
	61,72

	Ireland
	
	
	29.322
	61,66

	Spain
	
	
	26.508
	55,74

	Italy
	
	
	26.484
	55,69

	Greece
	
	
	23.747
	49,93

	Portugal
	
	
	20.573
	43,26


Table 1: 2011 Report Human Development Statistical Tables

3.2.2 Corruption 

Corruption is an immense problem when doing business in a foreign country. According to Businesscompleet, on average 10% of business transactions will be absorbed by corruption (2012). Currently Bax-shop.nl is operating with other companies and dealing with customers who are both able to choose the after-pay method. To prevent corruption in the future, or in case of non-payment with Bax-shop.nl, it is recommended to pay attention to this factor. Table 2, reviewing the Corruption Perceptions Index of 2011, demonstrates grades from 1 (very corrupt) to 10 (very clean). One can observe that Denmark as well as Finland reveals a rate of 9.4, which is the highest score and can be defined as least corruptive. The countries that belong in the top 3 facing the lowest outcomes are considered the worst countries to export to on account of corruption. Firstly there is Portugal with a rate of 6.1, secondly comes Italy with a rate that’s even more deteriorated namely a rate of 3.9. The final and worst rate is Greece with a rate of 3.4. According to the list in Table 2, Denmark with 9.4 is equal to 100%. The rates are corresponding to the percentages in the next column.
Corruption-index (CPI), Selected countries Western Europe
	Selected EU Countries Rank
	World Rank
	Country
	Rate
	% 100=9.4

	1
	2
	Denmark
	9.4
	100,00

	1
	2
	Finland
	9.4
	100,00

	2
	4
	Sweden
	9.3
	98,94

	3
	6
	Norway
	9.0
	95,74

	4
	8
	Switzerland
	8.8
	93,62

	5
	13
	Iceland
	8.3
	88,30

	6
	14
	Germany
	8.0
	85,11

	7
	16
	Austria
	7.8
	82,98

	7
	16
	United Kingdom
	7.8
	82,98

	8
	19
	Ireland
	7.5
	79,79

	9
	31
	Spain
	6.2
	65,96

	10
	32
	Portugal
	6.1
	64,89

	11
	69
	Italy
	3.9
	41,49

	12
	80
	Greece
	3.4
	36,17


Table 2: 2011 Corruption Perceptions Index

Regardless to present a more visual example, an overall view of the countries within Europe are shown in image 2. As one can witness, the countries are coloured from dark red (very corrupt) until yellow (very clean).
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Image 2: Corruption Perceptions Index Countries Europe 
3.2.3 Internationalisation motives
In this report it is reasoned that the internationalisation motives stand for excluding some countries on beforehand as regards previous experiences and enterprise objectives. Based on these experiences and objectives there have been determined two internationalisation motives. The first motive stands for the demand of at least four million residents per country. From the numbers that are shown in table 3 it is clear that only Iceland does not transcend this number.
	Country
	Residents

	Germany 
	81.726.000

	United Kingdom
	62.641.000

	Italy
	60.770.000

	Spain
	46.235.000

	Greece
	11.304.000

	Portugal
	10.637.000

	Sweden
	9.453.000

	Austria
	8.419.000

	Switzerland
	7.907.000

	Denmark
	5.574.000

	Finland
	5.387.000

	Norway
	4.952.000

	Ireland
	4.487.000

	Iceland
	319.000


Table 3: Resident numbers of the selected countries 

The second internationalisation motive is based on the fact that Bax-shop.nl does not want to export in this stage of growth development to a country where the headquarter of their biggest competitor is located. Thomann, located in Germany, is Bax-shop.nl’s biggest competitor due to their sharp pricing, if not, rock bottom pricing. Another additional reason for the desire of not exporting to Germany is because of the fact that Germany is an extremely difficult market because of its demanding customers. According to AgentschapNL only 15 per cent of the Germans are willing to proceed to buying something at a non-German online store. Furthermore, Germans have more confidence in a German company, because they believe that when problems occur they will be fixed faster within a native party (2012). Based on this knowledge of competition and lack of confidence of the Germans, Bax-shop.nl is hesitant to export to Germany in this early stage of expanding within Western Europe.
3.2.4 Results Pre-filter

In the pre-filter the Gross National Income, corruption level and internationalisation motives were treated and the results are shown in table 4. As each country is being treated, they are given percentages in order to arrange. The ones that will be selected out are obviously the countries that show the least total score. To summarise, there will be six countries selected out and the remaining eight countries will be taken to the second filter. 


Results of GNI and Corruption

	 
	GNI
	Corruption
	Internationalisation residents
	Internationalisation own motives
	Total

	Norway
	100,00
	100,00
	Yes
	Yes
	200,00

	Switzerland
	83,95
	100,00
	Yes
	Yes
	183,95

	Sweden
	75,36
	98,94
	Yes
	Yes
	182,89

	Austria
	
75,11
	95,74
	Yes
	Yes
	170,85

	Germany
	73,29
	93,62
	Yes
	DISAPPROVE
	166,91

	Denmark
	72,22
	88,30
	Yes
	Yes
	160,52

	United Kingdom
	70,01
	85,11
	Yes
	Yes
	155,12

	Finland
	68,21
	82,98
	Yes
	Yes
	151,19

	Iceland
	61,72
	82,98
	DISAPPROVE
	

No
	144,70

	Ireland
	61,66
	79,79
	Yes
	Yes
	141,45

	Italy
	55,69
	65,96
	Yes
	Yes
	121,65

	Spain
	55,74
	64,89
	Yes
	Yes
	120,63

	Greece
	49,93
	41,49
	Yes
	Yes
	91,42

	Portugal
	43,26
	36,17
	Yes
	Yes
	79,43


Table 4: Results pre-filter selected countries

According to table 4, Norway with a maximum of 200 points scored best. This signifies that the financial status of the Norwegian are at the highest within Europe. In addition to this, Norway is the least corruptive country. Afterwards comes Switzerland with a score of 183,95 points and then comes Sweden with 182,89 points. The four countries that show the lowest scores are Italy with 121,65 points, Spain with 120,63 points, Greece with 91,42 points and Portugal with only 79,43 points. 

Next to these results, the reasons of internationalisation shall be taken into account. Because Bax-shop.nl has set up a minimum of four million residents, Iceland will be selected out from further research, in spite of the other possible outcomes. Besides Iceland, Germany will be selected out as well due to the fact that Bax-shop.nl will not export in this stage of development to Germany, the location of the headquarter of Bax-shop.nl’s biggest competitor
This means that Norway, Sweden, Finland, United Kingdom, Denmark, Switzerland, Austria, and Ireland are the countries that have been selected for taking to the second phase. 
3.3 The second phase

As being stated in 3 Filtermodel the objective of the second phase is to discover the attractiveness of each country. In other words how expensive each country is to export to, the activity of the customers on the field of e-commerce and to find out the difficulty of exporting due to import restrictions. The following criteria have been constituted: 

· Internet use

· Internet purchases electronics
· Enterprise turnover from E-commerce

· Transportation costs

· Delivery days

· Import restrictions
The criteria above have been applied to the following countries: Norway, Sweden, Finland, United Kingdom, Denmark, Switzerland, Austria, and Ireland.

3.3.1 Internet use 

The use of the internet is a relevant factor due to the fact that Bax-shop.nl is an online store and therefore they need its sales from internet users. In table 5 one can see that Norway and Sweden show the highest index (94), followed up by Denmark (91). The three countries that have the lowest score are Switzerland (84), then Austria (80) and finally Ireland (77). Because the numbers are not extremely diversified, the percentages are being calculated in the second column to give a more accurate perspective.
Ranking of internet use 

	Country
	Index
	%

	Sweden
	94
	100

	Norway
	94
	100

	Denmark
	91
	96,81

	Finland
	89
	94,68

	United Kingdom
	87
	92,55

	Switzerland
	84
	89,36

	Austria
	80
	85,11

	Ireland
	77
	81,91


Table 5: The internet use of the selected countries in 2011
3.3.2 Internet purchases
The internet purchases factor is an important factor as well since it is necessary that people have to purchase online in order to make a profit. Therefore there has been chosen to display statistics of internet purchases. Besides that, the temporary consumption in a country will give a rough indication of the market potential Veldman, H. (2009). 
In the first column of Table 5 the percentages are being shown according to Eurostat. In the second column of percentages, one started from the fact that the United Kingdom with a percentage of 64 scored maximum. Thus, it can be concluded that a percentage of 64 can be calculated as a rate of 100%. The best result of internet purchases by individuals in 2001 is the United Kingdom (64%). Second comes Denmark (57%) together with Norway (57%) and Switzerland (57%). The countries that obtained the lowest scores are Finland (45%), then Austria (35%) and finally Ireland (34%).
Internet purchases by individuals 2011

	Country
	
	%
	Rate %

	United Kingdom
	
	64
	100,00

	Denmark
	
	
	57
	89,06

	Norway
	
	
	57
	89,06

	Switzerland
	
	
	57
	89,06

	Sweden
	
	
	53
	82,81

	Finland
	
	
	45
	70,31

	Austria
	
	
	35
	54,69

	Ireland
	
	
	34
	53,13


Table 5: Percentages of individuals with rate percentage
3.3.3 Enterprise turnover from E-commerce

To gain more knowledge on enterprise turnover Image 3 is being shown. Image 3 represents the statistics of the enterprise turnover from e-commerce in 2011 in percentages of the countries Ireland, Norway, Finland, Sweden, Denmark, the United Kingdom and Austria. Unfortunately the enterprise turnover statistics of 2011 of Switzerland are lacking. Image 3 shows that Ireland gained most turnover from e-commerce with a number of 24. Second comes Norway with 21,5 per cent and then Finland and Sweden together with 18 per cent. The countries that gained the least are Austria with only 13 per cent, then the United Kingdom with 17 per cent together with Denmark with 17 per cent.
Enterprise turnover from e-commerce, 2011
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Image 3: Graphic enterprise turnover from e-commerce

3.3.4 Transport costs

To give an overview of transport costs, there has been chosen to work with PostNL. Given that Bax-shop.nl already is working with this transport company to transport its packages and prefers to continue doing business with PostNL in the future. Below in table 6, the tariffs are listed in accordance with the selected countries of the second phase.

	Tarifs with Track and Trace
	EUR 1
	EUR 2
	EUR 3

	0-2  kg
	€ 13,00
	€ 18,50
	€ 19,30

	2-5 kg
	€ 19,50
	€ 25,00
	€ 26,30

	5-10 kg
	€ 25,00
	€ 31,00
	€ 32,30

	10-20 kg 
	€34,00 
	€ 40,00
	€42,30 

	20-30 kg* Including VAT
	€ 40,46
	€ 47,60
	No offer

	Return
	Free
	Free
	Free

	Destination

	EUR 1
	Denmark (excl. Faroe Islands), Austria, United Kingdom (excluding Gibraltar and Channel Islands) and Sweden

	EUR2
	 Finland and Ireland

	EUR 3
	Faroe Islands, Channel Islands, Norway and Switzerland


Table 6: Transport costs of PostNL of several countries in Western-Europe 
Because there has been made a division of 3 groups namely EUR 1 (least expensive), EUR 2 and EUR 3 (most expensive), the countries named under EUR 1 (Denmark, Austria, United Kingdom and Sweden) share a maximum percentage of 100. Countries named under EUR 2 (Finland and Ireland) share a percentage of 67 and the countries named under EUR 3 (Norway and Switzerland) share a percentage of 33. The results of the given points are shown in Table 7. 
Norway and Switzerland conform to the highest transport costs since these two countries do not belong to the EU. This is because there are other rules like import costs and customs charges which make the total costs higher.
According to PostNL the Easy Return Service is free for countries within the EU as well as outside the EU within Europe (2012).

Rate table of transport costs divided in EUR 1, 2, 3
	Country
	Rate %

	EUR 1: Denmark,  Austria, United Kingdom, Sweden
	100

	EUR 2: Finland, Ireland
	67

	EUR 3: Norway, Switzerland and 
	33


Table 7: Rating table of transport costs
3.3.5 Delivery period 

In order for Bax-shop.nl to be competitive it is necessary to provide a good and smooth delivery service. In table 8 the delivery days are displayed and in table 9 the scores are reflected by percentages. These percentages are given to demonstrate a clear overview in which country a package could be delivered at the shortest time. This does not necessarily mean that a fast delivery will be seen as a decisive criteria, because in some countries it might be very common to wait for a package for four or five days. Therefore one can note that in paragraph 3.3.7 Results second phase, the criteria delivery days is worth less than for example the criteria internet purchases.
Delivery period countries Europe PostNL


	Destination
	Delivery (working days)
	Note
	Track & Trace

	Denmark (DK) 
Excluding Faroe Islands & Greenland
	2 - 3
	
	Yes

	Finland (FI)
	4 - 5
	
	Yes

	Ireland (IE)
	3 - 4
	
	Yes

	Austria (AT)
	2 - 4
	
	Yes

	United Kingdom (UK) 
Including Northern Ireland. Excluding Gibraltar & Channel Islands
	2 – 3
	
	Yes

	Sweden (SE)
	2 – 4
	
	Yes

	Norway (NO)
	3 - 4
	Only with Global Pack
	Yes

	Switzerland (CH)
	2 - 3
	Only with Global Pack
	Yes


Table 8: Delivery days of PostNL of several countries in Western-Europe
Below, table 9 is being shown. Points are converted into percentages. Denmark, the United Kingdom and Switzerland are the ones the one that score best, meaning that it will only take two to three days for PostNL to deliver a package in that particular country. The country that scored worst is Finland. It will take 4 to 5 days for PostNL to deliver its packages there.
Delivery days rating table
	Country
	Rate
	Rank 1/4
	%

	Denmark (DK) 
	2 - 3
	1
	100

	Finland (FI)
	4 - 5
	4
	25

	Ireland (IE)
	3 - 4
	3
	50

	Austria (AT)
	2 - 4
	2
	75

	United Kingdom (UK) 
	2 – 3
	1
	100

	Sweden (SE)
	2 – 4
	2
	75

	Norway (NO)
	3 - 4
	3
	50

	Switzerland (CH)
	2 - 3
	1
	100


Table 9: Rating table of delivery days within the selected countries of Western-Europe

3.3.6 Import restrictions

Within the European Union there are no import and export costs. In the EU, the rule of free transport is applicable. (Belastingdienst, 2012, “Import duties”, para. 1). Obviously there are no import duties. On the other hand there are some special taxes one has to take into account like VAT. In addition to this, one has to pay excise duty when importing goods which owe taxes, only this rule does not apply to Bax-shop.nl’s products. To gain more knowledge on the import restrictions Table 10 below is being shown.
	Please note that from January 1, 2013, the customs clearance expenses increased by € 0.50. This means that from January 1, 2013 the customs clearance costs € 17.50 for courier shipments and customs clearance costs for other postal items amount to € 13.00.

	Where from?
	Value of shipments (excluding insurance and shipping)
	Custom duties
	Tax
	Clearance expenses

	EU country
	Unlimited value
	No
	No
	No

	Non-EU country
	Until € 22,00
	No
	No
	No

	 
	From € 22,00 to € 150,00
	No
	Yes
	Yes

	 
	Above € 150,00
	Yes
	Yes
	Yes

	
	
	
	
	


Table 10: Custom duties, taxes and clearance expenses.

From table 10 it is clear that within the EU there are no extra costs committed to the delivery/export service. Outside the EU, for example Norway, Switzerland and Iceland, there are costs committed to the delivery/export service namely, from €22 tax and clearance expenses are obligated. Above €150 one must pay for custom duties, tax and clearance expenses. Among the non-EU countries an order below €22 is free of custom duties, tax and clearance expenses.
Within the remaining selection of countries of Western Europe (Norway, Sweden, Finland, United Kingdom, Denmark, Germany, Switzerland, Austria, Iceland and Ireland), are Norway and Switzerland the only two countries that are not a member of the European Union. That explains why these countries operate with other regulations, namely the charges of the costs of customs for non EU countries (Belastingdienst, 2012, Customs procedures for import). One has to take into account that for all commercial shipments above €22 one has to pay excise duty, vat and custom charges. These costs of customs will vary per product. (Revenue, 2012, Relief from Customs Duty and VAT on gift consignments and consignments of negligible value imported from outside the European Union). These costs might be vital connecting to the decision whether exporting to the following countries or not.

To give a better view of what these custom charges are, a calculation has been made with the synthesizer Roland Jupiter 50 as an example and with help of the existing data combined with the duty calculator www.dutycalculator.com. The Roland Jupiter 50 is just an average example among other average priced products to give a better view on what the total costs and profit might be.
Below three comparisons have been made between Bax-shop.nl and the cheapest Roland Jupiter 50 in Norway, Switzerland and Iceland. Per country there has been made use of a price and product comparison website. The data which are needed to fill in the duty calculator are as follows: 
The Roland Jupiter 50 weighs 11 kg, costs €2236 at Bax-shop.nl and the purchase price is €1370. As already been displayed in Table 6, the delivery costs to the EUR 3 countries will be charged by PostNL for €42,30.
Norway
To get to know the costs of the Roland Jupiter 50 in Norway, the Norwegian comparison site www.prisjakt.no has been used. The cheapest Roland Jupiter 50 in Norway costs NOK 14.495 (€1965,15), which is a special temporary offer, on the Instrumentbutikken website. The normal price that other websites are selling the Roland Jupiter 50 for as for instance the musikklink.no website is NOK 18.100 (€2453,90).
When entered the data (Bax-shop.nl’s purchase price + delivery costs + custom costs + VAT) into the duty calculator, a total amount of NOK 13.027,41 is being shown which is converted €1766,18. So normally that would mean that when looking at the normal selling price in Norway, there is a difference of €687,72. This difference is enough profit margin to make it interesting for Bax-shop.nl to export to Norway. Even though when the price on the Norwegian website is an offer. Image 4 below shows the results of the duty calculator. 


Duty calculator Norway
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Image 4: Calculation costs of the export of a Roland Jupiter 50 to Norway.
Switzerland 
The same data will be used to calculate the Roland Jupiter 50 for Switzerland. The Swiss website www.toppreise.ch is being used to compare the prices of the music product. The result of that search engine of the cheapest Roland Jupiter 50 is the company House of Sound. This online music store is offering the Roland Jupiter 50 for CHF 2269 which is converted €1883,53.
When having entered the data for Switzerland (Bax-shop.nl’s purchase price + delivery costs + custom costs + VAT) into the duty calculator, the total amount will be CHF 1839,76 which is converted €1518,68. This means that when looking at the average selling price of the Roland Jupiter 50 in Switzerland there is a difference of €364,85. From the amount that is remaining, the costs of transportation should be deducted and that is the difference with the competitor in Switzerland. Image 5 shows the results of the duty calculator. 



Duty calculator Switzerland

[image: image6.png]Calculation res!

Total customs value:
-Duty
-VAT:
Total import duty & tares due:

Total landed cost:

Calculation notes

Notes on duty & taxes rates

CHF1700.83

CHF264

CHF136.28

CHF138.92

CHF1839.75

1 EURICHE sxonangs e of 12083

= Roland Jupiter 50 has an import duty rate of 0% + CHF24.00 per 100 kg and VAT rate of 8%




Image 5: Calculation costs of the export of a Roland Jupiter 50 to Switzerland

Conclusion
In conclusion, when there is taken a look at prices compared, Bax-shop.nl still could be competitive despite the fact that there are custom duties and transportation costs restrained to exporting to non-EU members. Therefore there is no need to filter out Switzerland and Norway based on the import restrictions.
3.3.7 Competition Thomann

As mentioned earlier in this report, Thomann is Bax-shop.nl’s biggest competitor due to their sharp pricing. The prices cannot just simply be compared to each other. Both companies use a spider program that will alert each company whether they have the lowest price on the internet or not. That’s why the prices of Bax-shop.nl and Thomann are so similar to each other. 

3.3.8 Results second phase

In the second filter, three countries have to be selected out and the remaining five countries will be taken to the next and final phase of the filtermodel. 

In table 11 the results are shown of the second phase. As Bax-shop.nl is an online shop it is significant that the factors such as ‘internet purchases’ and ‘internet use’ are treated with quite relevance. Therefore the values have multiplied with two.
Unfortunately the statistics for enterprise turnover of Switzerland are not available, for this reason reasoning of Veldman, H. (2009) was taken into account and carried out. H. Veldman stated: 
The problem of this filter is that a lot of statistics are not or hardly available. When the important market factors of a country should be guessed, it’s better to select this country out of the filter because there will be too much at stake. It is also possible to give this country the lowest possible score. Another reason to select this country out is that the chance of success at exporting in this country is very small. (p. 111)
Therefore Switzerland is given zero points for the criteria enterprise turnover.

Another point to be informed about is that Bax-shop.nl is of opinion that there is no need to completely exclude a country based on the difficulty of exporting, hereby one directs at the import restrictions. In other words there might be some opportunities behind those restrictions and Bax-shop.nl would like to find out. These remarks have been taken into account and therefore there are no countries selected out only based on the import restrictions. To combine the costs of custom (import restrictions) with a percentage, the following has been reasoned: The countries without any custom costs, thus the EU-countries, are given percentage of 100. The non-EU members, Norway and Switzerland are given a percentage of 90 because there are costs associated when exporting to these countries. Naturally it is preferred that there are no costs at all, but if there are, it will not be a large threshold that this will be a reason to exclude these countries. Obviously, it is better when these costs will not be processed because this is a loss of profit and therefore a difference of 10% is being assigned, meaning Switzerland and Norway received 90% for customs.
Results second phase 

	 
	Internet purchases
	Value (2x)
	Enterprise turnover
	Internet use
	Value (2x)
	Transport costs
	Delivery Costs
	Customs
	Total

	Denmark
	100
	200
	17
	96,81
	193,62
	100
	100
	100
	710,62

	United Kingdom
	89,06
	179,2
	17
	92,55
	185,1
	100
	100
	100
	681,3

	Austria
	54,69
	109,38
	13
	85,11
	170,22
	100
	75
	100
	676,98

	Sweden
	89,06
	179,2
	18
	100
	200
	100
	75
	100
	672,2

	Norway
	89,06
	179,2
	21,5
	100
	200
	33
	50
	90
	573,7

	Switzerland
	82,81
	165,62
	 Unknown
	89,36
	178,72
	33
	100
	90
	567,34

	Finland
	70,31
	140,62
	18
	94,68
	189,36
	67
	25
	100
	539,98

	Ireland
	53,13
	106,26
	24
	81,91
	163,82
	67
	50
	100
	511,08


	
	
	
	
	
	
	
	
	
	


Table 11: Results of the remaining selected countries ranked in the second phase

From table 11 results of the second phase countries are ranked from the best results to the poorest results, it is clear that Denmark with a total amount of 710,62 points scored best. Because there are only five countries going to be taken to the next filter the last top three will be excluded namely: Switzerland (521,84), Finland (476,12) and Ireland (511,08). The countries which are indeed taken to the third and final filter are Denmark, the United Kingdom, Austria, Sweden, and Norway.
3.4 The third phase

In the second phase eight countries have been observed closely and five were selected for more examination in the third phase namely, Denmark, the United Kingdom, Austria, Sweden, and Norway. This third phase serves to give a more insight vision of the competition of the remained countries. At the end of this third phase it will be clear which three countries are going to be the best options for Bax-shop.nl to expand in after launching the French online store.
In this final phase, the following criteria are being set: 

· Competition
· Assortment 
· Product demand

3.4.1 Competition

In order to give a clear view of what the position of Bax-shop.nl will be in the field of competition there is information needed on the competitors’ markets. As stated in chapter 1.4 Outline competitors, the focus lies on material for DJs, producers and musicians. Therefore the assortment of Bax-shop.nl must overlap with the assortment of the competitors. In order to find out what that position might be, the following questions have risen and going to be answered per country:
- How intense is the level of competition? 


- Are there a few big competitors or only many small competitors? 

- Are international/multinational companies active on the market? 

The list of competitors is based on the found companies of price comparison sites and there has been chosen between the categories DJ equipment, music instruments, headphones, studio equipment, lighting equipment and pro audio. All the found possible competitors are listed in Appendix III. 
Norway
To get to know the potential competitors in Norway the comparison site www.prisjakt.no is being used. The subject Musikkinstrumenter has been looked at, which is translated in English ‘music instruments’. The comparison site reviewed a couple of large competitors within Norway. Not only Norwegian competitors but also big companies from abroad which are strongly active on other Nordic countries as well.  For instance, www.best2music.no is next to Norway active in Greenland, Finland, Denmark and Sweden. Another big player is www.sound1.com which is also active in Sweden and Denmark. Another site, www.4sound.no is active in Sweden and Denmark as well. Besides these three big players there are popular online music stores available in but it is believed that they only deliver in Norway.

Looking at Bax-shop.nl’s biggest competitor Thomann, it is surprising that for Norwegian customers it is indeed possible to order at Thomann, but it is not translated in Norwegian and aimed at presenting itself as a regular supplier like Thomann does offer for Finland, Sweden and Denmark (Thomann, 2012. Shipping costs). On the website one can find that the customer can order a product from Norway, but the customs are not charged yet. So, there is no clear information or costs available for the Norwegian people. 
Austria
Google.at was consulted to find Online Musik Shops, but as there are a couple of small Austrian websites revealed, the main music sites are coming from Germany. And, of course, the largest competitor is again Thomann.

Denmark
When taking a look at Denmark, the site www.pricerunner.dk was being used as well as the comparing website www.delupe.dk and www.kelkoo.dk. Another site which has been a valuable source is the site www.instrumentpriser.dk, a site which purpose is only comparing music instruments. The following comparison sites resulted mainly in the herby named websites: Musikinstrumenter.net, the Danish version of Best2music.no and 4sound.dk. Next to these sites, some Danish companies were found as well. Next to these online music stores there are not a lot of other online music stores to be found, meaning there is not a lot of competition in this area.
United Kingdom

To give a clear view of the most important competitors Kelkoo.co.uk is being used in order to compare some prices. In the United Kingdom there is an incredible amount of online music stores overlapping the assortment of Bax-shop.nl, or they are specialised in DJ equipment (Appendix III). There are a lot of small companies to be found as well as large companies. It is quite remarkable that a great part of the sites that are being shown are companies from outside the UK, for instance Thomann, Bax-shop.nl’s biggest competitor. The companies that are actually originated from the UK are for example soundliveshop.com, gear4music.com and decks.co.uk. Besides these sites Amazon.com is a well used website to refer consumers to. Knowing this, one could think that it is not smart to export to the United Kingdom due to the amount and variety of competitors. But on the other hand, Travelmole (Travelmole, 2012) states the following:
The UK is one of the most internet-based economies in the world according to researchers at the Boston Consulting Group (BCG). Worth £121 billion in 2010, it contributes to 8.3% of the UK economy, growing at a faster rate than other countries. The UK also carries out far more retail online, reports the BBC. Some 13.5% of all purchases were done over the internet in 2010, according to the study, and this is projected to rise to 23% by 2016. Researchers predict it will continue to expand at a rate of 11% per year for the next four years, reaching a total value of £221bn by 2016. That compares with projected growth rates of 5.4% in the US and 6.9% in China. 

It therefore depends on how one looks at the case, taking no chances because of the large amount and variety of competitors or, taking advantage of the growing industry and hoping to create an increasing position between the top online music stores.

Sweden
Like Norway and Denmark there are a few big players to be found on the Swedish market like www.best2music.se, the Swedish variant of www.best2music.no, and www.4sound.se. Besides the big Nordic players, there are other online music stores to be found, but less large companies comparing to Norway. As far as large competitors from outside concerned, once more there is Thomann. Thomann, knows how to sell itself quite well. On the Pricerunner site, Thomann presents itself at almost every product. 
Musical preferences

As there are no recent statistics available on the musical preferences per country. It may be stated carefully, that there can be found a hint of information on this topic. In for example the Nordic countries, rock music is very popular as well as being a DJ. When looking at the United Kingdom, most popular artists are pop artists. When looking at Austria, one can state that the popular type of music is rock music. Denmark is a bit between the Nordic countries and Austria. Since Bax-shop.nl is specialised in supplying for DJs it can be stated that when looking at only the musical preferences Norway and Sweden are the best option to export to. 
Conclusion 
To give a clear overview on the level of competition the results have been put in a table as being shown in Table 12. 

	
	Intensity competition
	Few big competitors or many small
	International/multinational companies active?

	Norway
	Medium
	Few big, few small
	No

	Sweden
	Low
	Few big, few small
	Yes

	Denmark
	Low
	Few big, few small
	Yes

	United Kingdom
	High
	All sorts, many sites
	Yes

	Austria
	High
	Few small, many big from Germany
	Yes


Table 12: Results competition
Hereby an explanation is given; 


· Norway is a country with the most large companies of the Nordic countries

· Sweden has got less big competitors than Norway. But has got more small online music stores

· Denmark is a small country with only a few big companies and a few small. With the adjacent country Germany with Thomann as a big competitor competitive

· The United Kingdom might be a tough business to break into since the enormous amount of online stores, the competition is incredible. On the other hand, the economy in the field of e-commerce is increasing immensely comparing to other European countries

· Austria has got few online music shops. One can note that the large German companies are ruling in Austria. 
· As far as Thomann concerned, they are to be found in almost every country except for Norway. Here the customs charges need to be paid in addition to the delivery costs and taxes.

Perhaps there is no best option here because of the variety and amount of competitors. One country possesses a lot of competitors in an extremely high amount of demanding customers who are willing to buy, while the other country is smaller, with less competitors and less influences from abroad.

3.4.2 Assortment
When looking at the assortment of the competitors per country it comes to the attention that the large worldwide known brands like Pioneer, Roland, Yamaha, Pearl, Numark, Ibanez, Fender and Beats by Dr. Dre are always to be found in the assortment. But, per country there are some brands that only can be found in that particular country. Except for the United Kingdom the assortments of the competitors Sweden, Norway, Denmark and Austria are not very broad. One could say that Bax-shop.nl with more than 600 top brands and 19500 products directly ready for delivery is, except for Thomann, one of the biggest online music stores in these countries. The United Kingdom will be most difficult because this country has got so many competitors on several kinds of levels.

When only looking at the assortment criteria each country could be great potential, only the United Kingdom might not be such a good option. 
3.4.3 Product demand

There is a small pitfall when exporting within Europe, namely the United Kingdom and its sockets. When exporting to the United Kingdom all products must be adjusted. The British products are different than the rest of Europe because unlike all the other countries in Europe they use a British BS 1363 which is a British standard plug (Digital Museum of Plugs and Sockets, 2012, Europe Plugs Sockets). Image 6 shows that there are different sockets in Europe. Only the British variant is the one that needs a specific kind of plug, namely type G, specially made for that particular kind of socket. All the other different kinds of plugs can be used in each country in Europe. There could be chosen for the option not to sell adjusted products but to sell products without a British BS 1363. If that is the case, according to Wikipedia, equipment sold in Britain with a Europlug must be marked with or accompanied by a warning that it is not suitable for use in a British mains socket (2012). Other than the United Kingdom there are no special product adjustments needed.
Sockets in Europe
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Image 6: Different kinds of sockets used in Europe

3.4.4 Final results
To come to a conclusion to choose between the last five countries there will be not only looked at the last filter, but there will be looked at the overall research which has been done. This to prevent choosing countries which have perhaps gotten through by the skin of one’s teeth in the last two filters. Firstly the criteria of the last filter will be reviewed, then there will be looked at the older criteria and results.

Competition
It has been clear that in the field of competition the United Kingdom will be a big challenge to compete with the other competitors. Nevertheless, this should not be a large barrier because most online stores are working with shipment costs.

Norway is a different kind of country due to the fact that it is a non-EU member. Hereby it is more difficult for countries from the outside to export to due to custom costs. Besides that, there are a few large companies which are playing a significant role in the music industry in Norway.
Next to Norway, the Nordic country Sweden is being treated. This country could be a possible option in the field of competitors, because Sweden belongs to the EU, and besides that, the level of competition is less difficult to compete with than Norway.

Finally Denmark, this country has got fewer competitors than Norway and Sweden.
Except for Norway, the remaining countries are under influence of Thomann. Thomann can be found on each comparison site with attractive prices. Although Thomann is highly present, Bax-shop.nl could be better because of a faster delivery service of PostNL and a free shipping above a certain amount. Furthermore, Bax-shop.nl offers a large variety of brands. This assortment is one of the biggest comparing to the competitors. Only the competitors in the United Kingdom have such an enormous assortment as well.

The final country is Austria, this country is being ruled by the German companies and especially Thomann. Obviously Thomann uses the advantage of the same language and perhaps culture. Adding to this that the shipment costs are not very expensive from Germany to Austria (Thomann, 2012)
Product Demand

In the third filter it has been clear that one country acquires a special product adaption namely the plugs need to be adjusted in the United Kingdom. Unlike Sweden, Denmark, Austria and Norway, this country needs a British BS 1363, a British standard plug. This could cause some issues since there has to be paid a lot of attention in the warehouse whether the products are meant for the United Kingdom and Ireland or not. Not only that, but the buyers need to pay attention as well on what to buy, with a British plug or with a plug that can be used in the rest of the western European countries. 


GNI
When reviewing again the GNI numbers, it is clear that the United Kingdom scores least with a percentage of 61,66.
	
	                                     GNI


	Norway
	100,00

	Sweden
	75,36

	Austria
	73,29

	Denmark
	72,22

	United Kingdom
	70,01

	
	61,66


Table 13: GNI
Residents
Then, looking at the amount of residents in Table 14, one could see that the United Kingdom is rising above all other countries with 62.641.000 residents and then comes Sweden with 9.453.000 residents. The other two countries Denmark and Norway are showing remarkably smaller numbers, while Austria is in between.
	
	                                 Residents

	United Kingdom
	62.641.000

	Sweden
	9.453.000

	Austria
	8.419.000

	Denmark
	5.574.000

	Norway
	4.952.000


Table 14: Number of residents
Internet purchases

As being stated earlier in the reasoning of the results of the second phase, internet purchases is one of the most important criteria due to the fact that Bax-shop.nl needs people to purchase online. From table 15 it is clear that Austria scores extremely low comparing to Denmark, the United Kingdom, Sweden and Norway.
	Internet purchases
	

	Denmark
	100

	United Kingdom
	89,06

	Sweden
	89,06

	Norway
	89,06

	Austria
	54,69


Table 15: Internet purchases










Internet use

Table 16 presents the internet usage. From the given information it is clear that once again Austria scored least followed up by the United Kingdom.
	 
	                         Internet use

	Denmark
	96,81

	United Kingdom
	92,55

	Sweden
	100

	Austria 
	85,11

	Norway
	100


Table 16: Internet use
Decisive criteria
 
In order to select out two countries the following wishes should be taken into account: Bax-shop.nl prefers a country with customers that can afford their luxury products. A country with at least four million residents will be preferred, because in this stage of developments the export to a country should be worth while due to the fact it takes an enormous effort to do research on that particular country. Not only that but the whole website and its products must be translated and there needs to be hired more specialised staff. Then of course, the residents should contain a large percentage of internet purchases. Finally, Thomann must not be a leading company in this country. These are the criteria that will be focused on in order to select out two more countries.
Final chosen countries

In this report, the objective was to choose three countries which would be a great opportunity for Bax-shop.nl to export to. Based on the named criteria under the headline decisive criteria it has been clear that Austria and Denmark are the final countries that are going to be excluded due to the fact that Austria scored poorly on the most important factors, those are namely: the presence of Thomann, the amount of internet purchases and the e-commerce activity. 
Then, when it comes to Denmark, it is a small country with few residents and a low GNI comparing to Norway and Sweden. One could argue that Norway has got approximately the same amount of residents, but then again, Thomann is not strongly active on the Norwegian market comparing to Denmark. Therefore there has been chosen to select out Denmark.
4 Additional information

Before getting to the conclusion and recommendations some additional information will be given in order to give a better advice at the end of this report. This information is not presented earlier given that it is not meant for criteria. Below, a part of a research report is presented which has been conducted by the European commission. Afterwards information is given on thresholds and finally there will given a more extended explanation on PostNL’s regulations for sending packages to foreign countries (i.e. outside the Netherlands). 
4.1 Delivery preferences 

The European Commission (EC 2012, p.9) has executed a research and the following is stated after evaluating the results:

Consumers want more convenient deliveries: more delivery options with the ability to decide their preferred one, better advance information on the delivery process, easier return procedures and user friendly services using new technologies to anticipate delivery (smart phones, tablets, SMS alert). They expect more transparency with respect to the conditions under which their orders are shipped and most notably when packages are delayed, damaged or lost. At the same time, they expect transparency with regard to the clarity and comparability of prices as well as the level of competition. As a receiver of goods, the consumer's decision to buy is heavily influenced by the availability of free – or low cost – delivery (and return). Consumers also look increasingly to other national markets, but the complexity of and lack of transparency in cross border delivery is a major hurdle. As a sender of parcels, and notably when they return the goods ordered, consumers represent a relatively captive market, and high cost delivery is mentioned as one of the main reasons for their dissatisfaction with on line shopping. Overall, the price factor remains the most dominant driver when it comes to choosing a cross border delivery service option. Convenience varies between national markets and type of products delivered. Surveys of consumer preferences show that convenience aspects may relate to the entire delivery process. 

For example, a survey in the UK identified six main areas of customer preferences: flexible delivery options, affordable delivery charges, flexibility on where the order can be delivered, effective communication about their delivery, fast fulfilment and a good doorstep experience. In particular, the provision of real time information is becoming increasingly important, notably for the younger generation. They want to be in control of their delivery, and expect to be offered tracking and texting (i.e. SMS alert) solutions.

In short, it is stated that nowadays customers are very difficult to please, they want every option to be open like delivery options. Besides that customers want all information on the delivery process to be available as well as the transparency of prices. Due to this, customers can compare prices with competitors and thus look for the best possible priced products as well as for the home country as for a foreign country. Controlling the delivery for a customer is very important, nowadays the offer of tracking a package is a must for each company.

4.2 Threshold 

When exporting to one of the final chosen countries, Bax-shop.nl should take the thresholds into account. When a company exceeds the threshold value when delivering goods within the EU, one has to charge the customer with the VAT rate of the customers’ country. Table 17 shows the threshold per country.  Norway is an exception to this rule, when delivering goods to this country one has to immediately apply the VAT rates of the customers’ country. Next to the threshold the VAT rate is given as well. Keep in mind that the VAT in the Netherlands is 21%.

For example, when delivering goods to Austria, there is a threshold of €35.000. This means that one has to charge the customer the VAT of 21% until the €35.000. When exceeding the €35.000 with another order, one has to charge 20% VAT per product to the buyer. When charging the VAT of the country of the customer Bax-shop.nl should first register its company at the government and apply for a VAT number.

Threshold countries Europe

	Countries
	Threshold EUR
	Currency
	VAT

	United Kingdom
	86.334,48 
	GBP 70.000
	20%

	Sweden
	37.233,11 
	SEK 320.000
	25%

	Norway
	
	
	25%


Table 17: Threshold and VAT rates of the selected countries

5 Conclusion & Recommendations
During this report the filtermodel has been used in order to answer the following question: Which countries in Western Europe are most profitable for Bax-shop.nl to expand in? What is meant by Western Europe are the countries Iceland, Norway, Sweden, Finland, United Kingdom, Ireland, Denmark, Germany, Spain (including Andorra), Portugal, Italy, Greece, Switzerland and Austria.
By firstly looking at the financial status of these countries by using the criteria GNI, corruption and internationalisation motives, secondly looking at the purchasing behaviour and transport, thirdly looking at the potential competition, it has lead to the conclusion that Norway, Sweden and the United Kingdom are the best option for Bax-shop.nl to export to.

As regards the USPs there is one USP that needs to be changed namely fast delivery. This USP will be treated more detailed per country. The other USPs, good pricing, track and trace, returning package quickly and easy payment are feasible. For starters, to manage good pricing it is recommended to extend the broadness of the assortment. This leads to more financial advantages. The buying department must stock for not only The Netherlands, Belgium, Luxembourg and France, but also for another country which has been added to the list of regular exporting countries.  By buying more, the purchase price will reduce and this leads to a bigger margin per product. This can be factual, because suppliers are operating with a minimum buyer price for an amount of products. In conclusion, the more Bax-shop.nl will buy, the less expensive it will be per product, the more one could take advantage of profit. Secondly, easy track and trace could still be applicable when exporting to the United Kingdom, Sweden or Norway. PostNL is offering this as an extra service. As being stated in chapter 4.1, controlling the delivery for a customer is very important, the offer of tracking a package is a must for each company. The third USP, returning a package quickly will still be applicable. Again, due to the fact that PostNL is offering this service for free. The customer can return without any costs the package if it is not content with its purchase(s). Even for Norway, the non-EU member. The final USP namely easy payment depends on whether Bax-shop.nl invests in applying at different kinds of organisations for different kinds of payment methods. It is recommended to offer the client a big diversity of paying methods since the customer wants every option to be open.

In table 18, the most important results of the conclusion are being shown to compare the United Kingdom, Sweden and Norway. These results are followed up by further information illustrated per country.
	
	Competition
	Custom duties
	Delivery
	Transport costs
	Product demand
	Track & Trace

	The United Kingdom
	Big
	No
	2-3 days
	Eur 1
	Yes
	Yes

	Sweden
	Small
	No
	2-3 days
	Eur 1
	No
	Yes

	Norway
	Medium
	Yes
	3-4 days
	Eur 3
	No
	yes


Table 18: Results conclusion
The United Kingdom

With 64 per cent of the individuals purchasing online in the United Kingdom, this country is highly interesting for Bax-shop.nl, given that Bax-shop.nl is an e-commerce shop. The delivery costs of the United Kingdom are connected with the EUR1 tariffs, the least expensive service. It will take two or three days for PostNL to deliver its packages in the United Kingdom. Unfortunately this is not coherent with Bax-shop.nl’s USP ‘a fast delivery: ordered before 10pm on working days, delivered the next working day.’ This means that the USP concerning delivery must be changed; it is not factual to deliver a package so rapidly from the Netherlands without exceeding the normal delivery prices. 

As regards the import restrictions, a special product demand is required. When exporting to the United Kingdom a different kind of plug, the British variant, should be connected to the product which needs sockets. 

The competition in the United Kingdom is the biggest of the three selected countries. With all several kinds of competitors the e-commerce business in the UK is offering a lot of choices for the customers as well as offering a large assortment for its customers.
Naturally, the language barrier might be lower than the language barrier of Norway and Sweden, given that a many employees speak English and not Swedish or Norwegian. In comparison to Sweden and Norway, this aspect might work as an advantage for Bax-shop.nl. 
Note that the threshold of the United Kingdom is GBP 70.000 (€86.334,48) and manages a VAT of 20%.
Norway
Norway is an interesting country for Bax-shop.nl to export to as well. To commence with, the Gross National Income is extremely high comparing to other European countries. The Norwegian receive on average €47.557. The percentages of internet purchases (57%) score lower than the United Kingdom (64), but are at the same time very appealing. The only point what should be taken into account are the import restrictions (import duties). Fortunately these costs are not as severe as they might sound. It is calculated that the amount of profit could still be very attractive despite the custom costs, VAT and transport costs. When exporting to Norway, the special custom forms are requested together with the package. These forms are to be found in Appendix I and II.
Norway has got a different kind of market than the United Kingdom. This market exists of a few large competitors that are also active in other Nordic countries, next to these large competitors there are a dozen small companies, but these companies are not a large competition for Bax-shop.nl. Note that the VAT is 25% in Norway and that there is no threshold because of being a non-EU member.
Sweden
The total income of the Swedish might not be as high as that of the Norwegian, but it certainly is not disappointing, they receive per year on average €35.837. Another positive outcome is the internet use of the Swedish, 94 per cent of the residents are using the internet towards a 53 per cent of internet purchasing. Sweden could be an appropriate country to export to due to the fact that there are no import costs as for example in case of Norway. Fortunately the transport costs are not disappointing since Sweden is listed like the United Kingdom in the EUR1 area, the lowest transport costs possible for sending packages outside the Netherlands. Fortunately, this country has got less to offer than Norway. But like Norway, there are a few big players on the market of Sweden as well as on other Nordic markets.

Note that the threshold of Sweden is SEK 320.000 (€37.233,11) and manages a VAT of 25%.
Final recommendation

Since Norway, Sweden and the United Kingdom are chosen, it is highly recommended to make a decision based on the previous named findings. It is up to Bax-shop.nl to choose which country it prefers to export to first. With help of this report there could be an idea where to export to. It would be recommended to create an export marketing plan in order to help deciding which final country can be used to export to. According to PSDGlobal the export plan contains (2012):
· Financial plan 

· Analysis of the target country or countries 

· Business strategy and portfolio analysis 

· Analysis of competitors 

· Channel versus Direct Sales strategy 

· Supply chain infrastructure analysis 

· Supply chain setup within the new country 

· Establishment of milestones 

· Pricing recommendations

In appendix IV it is shown how the export plan will fit into the exporting process.
Exporting to another country will take some expertise. Given that currently Bax-shop.nl’s staff is rather occupied by other activities it might be a good suggestion to hire staff with experience in one of the three countries.
Finally, the mission of Bax-shop.nl very much corresponds with the needs of nowadays customer. Bax-shop.nl should continue with offering all information on the delivery process as well as being transparent in pricing and offering sharp prices. Especially because of Bax-shop.nl is a foreign country to the United Kingdom, Sweden and Norway.
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Appendix I: PostNL Douaneverklaring, CN22
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Appendix III: List of competitors
	The United Kingdom


http://www.musicroom.com
http://www.decks.co.uk
http://www.dawsons.co.uk
http://www.udmdj.co.uk
http://www.djshop.co.uk
http://www.stagebeat.co.uk
http://www.getinthemix.co.uk 
http://anthonynickoldsviolins.co.uk
http://www.luckymusic.com/eng
http://www.soundmastersdirect.co.uk
http://www.thestringzone.co.uk
http://www.mansons.co.uk
http://www.onlinedjstore.eu
http://www.djstore.com
http://www.soundsmusical.com
http://www.djkit.com
http://www.guitarbitz.com
http://www.djanddiscostuff.com
http://www.soundsmusical.com
http://www.playrecord.net
http://www.absolutemusic.co.uk


	Denmark


http://www.dj-udstyr.dk
http://www.deejayshop.dk/
http://www.musikinstrumenter.net, 
http://www.4sound.dk
http://www.discoworld.dk


	Norway


http://www.gitarhuset.no
http://www.best2music.no
http://www.norskmusikk.net

http://www.musikklink.no

http://www.sound1.com
http://www.4sound.no
http://www.instrumentbutikken.no

http://www.gitarhuset.no

http://www.evenstadmusikk.no

http://www.prolyd.no

	Sweden


http://www.musikshopen.com
http://www.Best2music.se
http://www.4sound.se
http://www.djservice.se
http://www.ordermusic.se
http://www.emusic.se
http://www.billebro.se
http://www.bostroms.nu


	Austria


http://www.musik-gattermann.at/

Appendix IV: Exporting process
[image: image9.jpg]Gain an Understanding of the Customs Rules and
Regulations for Exporting, including:

Dive deeper to Understand the Getaled fitof the
‘company within the selected market, including:
= Retailers’ opinion on * Marketing Channel

Fiomempues ST e
= Tariff Quotas - Trade Flows * Brand Value/Appeal * Product Adaption
|mportantfor the firmto _ :: :‘I::»ed and upsKiled on the techrical aspects o = co;nﬂ With potental
committo the decision to iomers

export, and thus deciding | | Assess thefirm's products | | * Training in foreign trade = Companies providing

todirectly compete, within | | and companies in respect lesues
this new market tothe market
(L.e. SWOT Analysis)

* Registrations
= Invoices for Exports

= Interational trade show
= Trade missions

= Demonstrations

* Catalogs

foreign trade services.
* International contracts.

Decisionto
Export

Perform the due diligence to understand the market, including:

= Existence of Similar Products  » Distribution Channels

= Type of Competition and * Market Size and Growth
Segmentation * Market Trends

* Imported Products

factors, including:
= Proximity * Language
= Cultural Ties

* Trade Agreements

= Existing Partnerships

Define and rank the primary and secondary markets based on various

= Second-chance Opportunity

Form the blueprint with the necessary detail level for
operations, includingthe following questions:

Q What product modifications do we need to make? Any
adjustments in branding, packaging. etc?

3 Howare we going to distribute our product? Should we hire.
an agent or engage an importer?

Q0 How wil we initially promote out product? How willthis
change?

2 What changes need to be made to our supply chain?

2 Wnatare the expected FOB/FCA prices?





The Hague School of European Studies



53

