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How to win your first 10 customers abroad
The B2B SaaSs playbook for international expansion

Breaking into a new market is like starting your company all over again

Remember signing your first 10 customers? The late nights, the pitches, the
rejections, the hustle?

Expanding internationally can be really rewarding, but it's more challenging
than continuing growth in your home market. Even with a great product
and strong track record, winning those first few international deals often
requires just as much grit and focus as the early days.

At WINGM, we've helped B2B SaaS and Al companies expand into European
markets. We've seen what works and what doesn't, when you're trying to
land your first 10 customers in a new region.

Here are the 7 most important lessons we've learned.
Hope you get real value from reading this. If you're planning to grow into

new markets and want to sense-check your approach, feel free to reach out.
We'd love to help you win those first 10 customers!

Kane Verduijn
Founder at WINGM




1. The founder /C-Suite Effect

Your first international customers won't just buy your product, they're
buying your vision. And no one sells that better than the founder.

Having a founder or C-level exec on early sales calls signals commitment,
creates urgency, and builds trust, especially in markets where your brand is

still unknown.

Real example: One of our clients broke into the Nordics by having the CEO
personally handle the first 20 meetings. He adapted messaging live, built
credibility instantly, and closed two lighthouse clients within six weeks.

Tip: Join discovery and closing calls. Share your company's story. Be hands-
on early, it'll help you win deals and learn the market faster.

2. Narrow your focus

In a new market, quality beats quantity.
Don't try to boil the ocean. Start with a small niche where you already have
strong proof points, specific pain, familiar ICPs, and relevant use cases.

Dominate that first before scaling.

Framework:

. 1 familiar industry

 INn 1 country

« With 1 clear proposition

« Supported by strong use cases

This is your launchpad. Expand from there.




3. Leverage home-market references

Farly buyers abroad may feel like they're taking a risk. Mitigate that risk with
social proof.

Pre-arrange reference calls with happy customers from your home market.
Bonus points if they're known in the target country.

Tip: Present this as a value-add:

“We've arranged for you to speak with one of our flagship customers who
faced a similar challenge.”

Checklist:

. 3+ customers willing to take calls
. Industry-relevant examples

- Name recognition if possible

4. Offer strategic discounts to early adopters

Your first 5 customers abroad are more than just logos, they're your case
studies, your references, and your local proof.

A strategic early adopter discount isn't weakness, it's a smart investment.

Example: One client offered their first 5 UK customers 30% off for the first
vear in exchange for a case study and reference calls. All 5 deals closed within

3 weeks and they're still customers today.




5. Send your A-team

New marketsaretougher: moreresistance, moreunknowns, more edge cases.

Don't send junior hires. Your best people need to go first.
They should know the product inside-out, handle objections like pros, and

have the confidence to adapt live.

Tip: Treat this like a high-stakes project. Put your most experienced team on
Iit.

6. Treat it like a new startup

This isn't just another sales region, it's a new business. And it needs that

startup mentality.
Approach it with the same urgency, hustle, and iteration mindset you had

when first launching.

Tip: Set clear goals, short feedback loops, and tight execution cycles.
Founder-level energy drives results.




Final thoughts: The cost of waiting

Going international isn't about ambition, it's about timing.
Waiting too long to enter new markets can stall your momentum and
give competitors the first-mover advantage. But entering without a

clear plan is just as risky.

This whitepaper is your playbook to do it right.
If yvou want help landing your first 10 customers in a new market,
or if you simply want to sense-check your expansion strategy we're
here to support vou.

DM us on LinkedIn or
get in touch via www.wingm.io




