[image: image1.jpg]N Ry SN
“ enterprise
7t europe

* network
L I

Business Support on Your Doorstep
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Company profile

*the text typed in red are useful hints and supporting material to base you profile on. 
	Name of the company:
	

	Address:


	

	Website:
	You need at least an English version to go on foreign markets.

	Representative of the company:
	

	Languages spoken:
	

	Position:
	

	Phone:
	

	E-mail:
	

	Year Established:
	

	NACE code 

	Click on the link at left and copy suitable codes. NACE Code is a classification system according to companies business activities.

	Number of employees (2019):
	

	Turnover (EUR, 2018) 
	

	Export turnover (%)
	

	Export destinations by countries

Markets you plan to enter

	We suggest NOT to indicate „all European countries“ since this refers to a poorly thought-out desire for cooperation (especially if one is looking for retailers for its products).

A form addressed to a specific country or area will receive more attention. 

Useful webpages for selecting your markets:

Country overviews for exporters
Sector overviews
Databases
Credit Data (reports on foreign company)


	Detailed description of the company, information about main products and services 

· 
	Examples to build your description on:

· the country of origin of the company
· its field of activity (industry, services) 

· features of the product/service targeted by the offer (potential information on quantities available)

· all types of co-operation sought (specific area of activity of the partner, task to be performed by the partner sought. Describe precisely and accurately the form of collaboration offered or sought: trade intermediary service, distribution agreement, representation, trade agency service, etc…

· any other relevant information (sertificates etc)

	Advantages and Innovations
What is special about your products/service, competitive edge, etc


	The product/service needs to differentiate from others, have clear competitive advantage. NB! Good price-to-service ratio and flexibility is NOT a differentiation!
This is the best place to introduce you company. Please avoid advertising texts, generalizations such as „the best“, „unique“, etc, rather compare your product/service with smth already present in the market. Think through why this partner should want to cooperate with your company (eg more efficient marketing, better customer service, stable quality, you offer marketing and sale support, etc). Otfen the suppliers are not replaced, mostly because of:  a) problems with quality, b)security of supply, c) availability. It is usefully an advantage to be very attractive to few than less important to many!
Examples of advantages: 

· 10 years of experience in the field

· Only company in the area providing this kind of service.

· Knowledge of local market
· Well-known brand, industrial know-how, wide

range of products, high quality and innovative products, long established company…

· Potential innovation aspects (if any)

· Novelty (is it new on the market?)

· Possibility for cross over into other industry sectors? - Performance, ease of use, economic benefits, comparison to competitive products already on the market, etc…
· experience in the sector, strong knowledge of the sector, long lasting existence, innovative distribution services, sales force information, reliability, knowledge of local markets and commercial networks.

	Success stories
Most  important clients, or executed projects (that can be used as references to stress your company reliability and success)


	References that give credibility to your company and should be developed systematically. 

	Type of Partnership Considered
*click on the buttons at the right with your mouse in order to fill the boxes with an X. Choose „properties“, then default value „checked“, choose „not checked“ in order to remove the X.
	 Acquisition Agreement 

 Commercial Agency Agreement 

 Distribution Services Agreement 

 Financial Agreement 

 Franchise Agency Agreement 

 Joint Venture Agreement 

 License Agreement 

 Manufacturing Agreement 

 Outsourcing Agreement.
 Reciprocal production 

 Services Agreement

 Subcontracting

	Technical Specification or Expertise Sought
	This field is especially important because it will explain more precisely what you are doing, offering and expecting from your future partner.



	File Upload
	This will help you to illustrate your profile. The size of the attachment should not be more than 4MB. 
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