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EMEA Expansion: 
Cross-Border B2B 
Marketing Insights
EMEA, encompassing Europe, the Middle East, and Africa, presents 
compelling business opportunities for international expansion with access 
to a diverse two billion-strong consumer market, excellent infrastructure, 
and strategic global positioning. EMEA unifies diverse countries and cultures, 
making it a prime business focus for budget allocation. With approximately 
2,000 native languages, a substantial portion of the region possesses a 
working knowledge of English, French, German, Polish, and Arabic, among 
others. For businesses venturing into B2B marketing in EMEA, understanding 
the region's complexities and implications that are essential for success.
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EMEA Cross-Border B2B Marketing Strategies 

EMEA Cross-border Privacy and Regulations

Examining Successful Market Entry Cases

B2B Market Entry Options for EMEA Expansion

Direct Exporting
Sell directly to target market 
customers via channels like 

website, online marketplaces, and 
trade shows.

EEMEA – Eastern Europe, Middle East and Africa

SEMEA – Southern Europe, Middle East and Africa

SEEMEA – Southeastern Europe, Middle East and Africa

MENA – The Middle East, North Africa

CEMA – Central and Eastern Europe, the Middle East and Africa

EMEIA – Europe, the Middle East, India and Africa

EMIA – Europe, the Middle East, India and Africa

CEMEA – Central Europe, Middle East and Africa

Indirect Exporting
Utilize distributors or resellers to 
reach target market customers, 
ideal when resources or expertise 
are limited.

Licensing
Grant local companies the rights to 

intellectual property (e.g., brand, 
technology) to enter the market.

Franchising
Let local businesses operate under 
brand and business model, ensuring 
a quicker, lower-risk market entry.

Joint Venture
Partner with a local company to 

form a new entity, leveraging local 
expertise and resources.

Salesforce is a cloud-based customer relationship 
management (CRM) software company that has 
succeeded in the EMEA market. The company 
entered the EMEA market in 2012 and has since 
grown to become the leading provider of CRM 
software in the region. Salesforce's growing EMEA 
market presence results from its unwavering 
commitment to customer service, substantial 
investments in local teams, and unwavering 
dedication to innovation. The company's 
distinguished brand reputation and loyal 
customer base further help to strengthen its 
position in the region.

Top Trends Shaping Salesfoce Sales in EMEA 
• Insightful Sales
• Reskilling Priority
• Remote Visibility
• Strategic Sales Ops
• Digital Acceleration

Machintel provides comprehensive and 
cost-effective marketing solutions for brands, 
agencies, tech platforms, and publishers, delivering 
excellent value for their investment.

By leveraging Machintel’s expertise in demand 
generation, data, machine intelligence, technology, 
media, events, and revenue operations, businesses 
have successfully driven customer acquisition and 
expansion at scale.
Through its thought leadership initiatives, it curates 
valuable content from a wide range of industries, 
with Tim Theuri being a notable contributor. The 
organization has strategically expanded its 
presence in EMEA.

Along with B2B marketing, Machintel extends its 
suite of services, contributing to its expanding 
presence in EMEA.

Key Factors Driving Machintel's EMEA Success
• Client-centric Approach
• Strategic Partnerships
• Industry-focused Marketing Strategies
• Thought Leadership Programmes

Foreign Direct Investment (FDI)
Establish sales and marketing 
operations in the target market, 
offering maximum control but with 
higher costs and risks.
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http://www.capital.report/thought-leader-on-deck/q-a-with-m-pesa-africa-tim-theuri
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