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Why Foreigh Manufacturers

Failin DACH

Four costly mistakes — and how to avoid them.

o Cultural mismatch in conflict resolution

When quality issues arise, DACH buyers expect direct acknowledgement and a
structured corrective action plan. Many Asian and MENA suppliers instinctively protect
face — deflecting blame or going silent. Without a cultural bridge, a single claim can
destroy a promising business relationship.

Real example: An Indian belt supplier faced a major quality claim in Germany. Cultural mediation
recovered €250,000 for the buyer — and saved the supplier relationship.

e Wrong format, wrong channel

In many markets, deals move via WhatsApp and quick voice notes. German
procurement teams expect structured PDF quotes, detailed spec sheets, and formal
email communication. Sending a price list via Messenger signals "not ready for this
market” before the first meeting even happens.

e Compliance blind spots

DIN standards, CE marking, REACH declarations, and warranty obligations are
non-negotiable in DACH. Foreign manufacturers often underestimate the
documentation burden. A missing test certificate can block an entire shipment at the
border — or disqualify you from a tender you spent months preparing.

o Underestimating the cost of going direct

Opening a warehouse, hiring local sales staff, and building brand awareness from
scratch costs six figures before the first order ships. Worse: without local market
knowledge, many manufacturers target the wrong buyer segment entirely — selling to
end users when service companies are the real gatekeepers, or vice versa.

A partner-first model with structured validation typically delivers first revenue at a fraction of the
cost — and tests real demand before committing capital.

These are not edge cases. They are the default experience for manufacturers entering DACH unprepared.
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How BridgeWise Prevents This

Pragmatic market entry — shaped by 12+ years in the conveyor belt ecosystem.

years in conveyor largest single industry contacts
belt sales contract closed in DACH & beyond

What we deliver
Market Entry & Validation Partner Strategy Sales Enablement
» Use-case mapping per » Channel model: direct, » Messaging by buyer role
sub-segment agent, or hybrid » Bid support: specs &
» Competitive positioning & » Distributor shortlist & intro compliance
target pricing meetings » Case material & reference
> Pilot customer shortlist & » Onboarding playbook & stories
outreach enablement
Your path forward
Clarity Traction Growth
You understand your DACH First pilot orders placed, Repeatable revenue through
opportunity, ideal buyers,and ,  references secured, partners p anestablished channelin
competitive pricing. engaged. DACH.

Ready to enter the DACH market?

Bring your catalog, specs, and lead times. We will outline a
low-risk path to your first references in Germany, Austria,
and Switzerland.

Markus Hickmann - Founder

Page 2 of 2 - BridgeWise Consulting



