
You want your users to have a positive experience at 
every touch point, whatever their location. It’s key to 
improving customer acquisition, conversion, 
retention, and expansion.



Key concepts include:



Willingness to pay (WTP)



The maximum price a customer

is willing to pay for your product 
or service, which can be 
impacted by things like the 
strength of your brand, plus the 
specific demographic of your 
customer.

Did you know?


72.4% 

30% 

of 
consumers are more 
likely to make a 
purchase from a 
website if it contains

information in their 
native language.




See up to 
increase in your 
revenue by adjusting 
for pricing

sensitivity alone.

Localization



Adapting your product to suit a 
diverse global customer base, 
removing all language, currency,

and other cultural barriers to 
ensure a smooth customer 
journey.

Pricing sensitivity



Measuring how much the price of 
your product affects customers’ 
willingness to pay over time.

Challenge #1


Global customer experience

Lost conversions


Failed payments


Customer churn

Get this wrong

and you risk:

Challenge #2


Your payment infrastructure

Your payment infrastructure is also crucial to your 
customer experience, but also your payment 
acceptance and conversion rate.

Get this wrong

and you risk:

Lost conversions


Failed payments


Involuntary 
customer churn


Higher fees


Time wasted

81% of Chinese 
consumers use Alipay. 
The payment method 
has 1 billion users.




iDeal is the most 
popular payment 
method in

the Netherlands, 
supported by all

major Dutch banks.

Did you know?


Selling internationally, you’ll need to:

See 
increase in checkout payment

completions with local acquiring.




See a  boost in payment 
acceptance (depending on market) 
by selling in local currencies.

20%


1-11%

Challenge #3


Hiring
When your business expands internationally, 
your team is going to need to expand too. Between 2019 and 

2029, that job market 
is expected to increase 

by , increasing 
demand for talent.




Remote job posts rose 

 in May 2021 
year on year

25%

357%

Sales:

Sales reps in different 
countries, or to focus on 
particular markets.


Resources for a self-serve

first or product-led growth 
(PLG) approach.

Customer service:



Covering different 
languages and timezones.


Simple yet informative 
documentation to fuel PLG 
approach.

Finance:

Sales tax compliance and 
local regulations.

Tasks to complete:


Compliance with local

employment laws


Perks and benefits in different 
regions, including holiday


Remote onboarding and 
collaboration


Translation of internal resources

and  documentation

Roles to fill in local time zones and regions:

Sales representatives

Financial and tax representatives

Customer support representatives

The 
power of 

local



Did you know?


Challenge #4


Tax and local regulations

With every new location or territory you take on, 
comes a new risk of penalties or fines if you fail to 
comply with things like:

California Consumer 
Privacy Act

SOC 2

GDPR

Global sales tax

(vary by location)

References:
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Channel Life Aus

There are + 
tax jurisdictions in the 

US, with + in 
Texas alone.




 pages in the 
Worldwide VAT, GST 
and Sales Tax Guide 
published annually by

EY (gone up from 

 pages

in 2020).




You must have a local 
tax representative 
when selling in 
countries like Norway,

Switzerland, Iceland, 
Japan, South Africa, 
Australia, and

South Korea.

11,000

1,700

1,713

1,452

Did you know?


PCI DSS

Support locally 
preferred payment 
methods

Offer local 
currencies

Set up a 
merchant 
account

Integrate with 
minimum 2 
payment 
processors

Manage 
foreign 
exchange fees

Send and 
process 
invoices

Selling SaaS globally:

The opportunity

and challenges
The size of the opportunity

This has seen the global 
SaaS market value 
skyrocket to


$145.5 billion.

Usage of SaaS apps per 
company is going up by


30%

year on year.

Key regions:

It’s not stopping there either: the sector is 
predicted to reach a total value of $623.3 billion 
by the year 2023.



But selling on a global scale comes with its risks 
and challenges.

United States:

$108.4 billion

China:

$10.5 billion

Brazil:

$4.11 billion

Australia:

$4.18 billion

United Kingdom:

$9.9 billion

Germany:

$10.2 billion


