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The 6-Step guide to E-Commerce Success in the EU 
 

Introduction 

Welcome and thank you very much for joining us on our Success Pathway Deep Dive. Firstly, 
let’s make sure you know what that is. The success pathway is what we perceive to be the 
critical success factors, or the path you need to take in order to make your EU Expansion a 
success. 
  
My name is Andy Hooper, I am the CEO here at Global E-Commerce Experts and have been 
involved in e-commerce for over 10 years now. I have a good understanding of EU markets 
and launched my first product on UK Amazon back in 2006. Silicon watches, that's where it 
all started for me. That's enough about me, I'm here to successfully expand YOU as a US 
based e-commerce seller into the EU. That's what we've really focused our efforts on over 
the last five years- working with overseas sellers to make their EU expansion a success.  
Over the last 24 months, we've successfully expanded 1200 clients across all our services. 
But really what we're going to look at here is the Success Pathway.  
 
The hard way is to work this out yourself, which you totally can do - but this book will 
provide you with the easy route, supporting you and giving you guidance through every step 
of expansion.  
 
Now, I love this - Benoît Lecomte, born in 1967 in France, decided that he would be the first 
person to swim across the Atlantic, which is just under four thousand miles. He completed 
the swim from the US to the UK in a hundred days. Swimming 3,700 miles over 100 days 
across the Atlantic gets my seal of approval. 
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So I take my hat off to the guy, well done. But that is the hard way. You can swim there all 
by yourself. I have no problem with that whatsoever, but hopefully we're going to try and 
fast-track a little bit and see if we can make the journey easier for you.  
  
The easy way is to go by Cunard's Queen Mary, 7 nights, 14-day return, goes from New York 
into Southampton, UK. Southampton port is about 10 minutes from us here at GEE.  
Hopefully this guide we’re giving you today can make what feels like a 100-day swim into a 
relaxing, 14-night luxury cruise with our information and support. 
 

 
 
So, the success pathway. There are six critical states, there are no hidden secrets. 
I'm going to go through them one by one: 
 

• Compliance, 

• Market launch,  

• Promotion,  

• Website, 

• Pan EU. 

• and Fulfilment.  
 
 
They're the six steps. Now, that is our 
framework. But I'm going to go into that in 
more detail for you, so that you've got as 
much information as possible before you 
expand.  
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Chapter 1 – Compliance 
 
Stage one of our pathway is compliance. Now compliance is 
the first thing you're going to need when you expand. In all 
honesty when I'm talking about the EU here, this framework 
can be used when you're moving to any other country. 
Although we've designed this specifically for EU, when I think 
about it, it could easily be adapted if you were expanding 
from the EU to the US. The same applies to Australia, India, 
China etc. – our success pathway can be adapted whatever 
the circumstance.  
  
There are three core elements of this stage: VAT, Labelling 
and Payments. I'm going to tick those off step by step for you. 
VAT is the first step to make sure your business is legally 
registered to selling the EU. It's straightforward, all you must 
do is take your American business and get registered for UK 
VAT, it's a simple process.  
  
The second is the compliance of labels. We are not talking about the image here, nor the 
label that goes on your product, the barcode.. We are talking about the labelling of your 
product, specifically those people that have supplements, food, medicines, pet products, 
pesticides, anything that may be slightly controversial is where you need to make sure that 
the compliance of your product corresponds with EU regulations. There are a few things to 
think about when your labels are compliant. You cannot just bring your U.S. based label and 
expand to Europe with it - it sadly just doesn't work like that. Typically we’ve found it's just 
not going to be compliant in the cosmetic health and food categories and there will need to 
be some amendments or at the very least checks, to ensure Amazon doesn’t ban your 
account or products after you’ve gone to the trouble of shipping, and then all of that stock is 
lost unless recalled and changed. So, it’s best to do this step first.  
  
The other thing to mention, is that every single product that you send to the UK or the EU, 
must have on it the UK or EU based address. Virtually every single one of our clients 
probably fall foul of this, despite our constant reminders and advice. All of your products 
must, at the very least, clearly display the EU or UK based address. If you are one of our 
VAT clients, then feel free to speak to our consultants, and we will be happy to help you out 
with that. 
  
In order to get your product labels compliant with the EU regulations, it’s as easy as 
submitting them to GEE who will be able to assess what regulations they fall under, if the 
ingredients meet current standards in the EU and what needs to be changed on your label 
to make it compliant. 
 

http://www.globale-commerceexperts.com/
http://www.expandtotheeu.com/


 
Global E-Commerce Experts – Successfully expanding e-commerce sellers into the EU 

Contact us today for all areas relating to your expansions – Compliance – 3PL – Account 
Management 

UK Phone: +44 (0) 2039 151 930 | US Phone: +001 (646) 500-8643 
www.globale-commerceexperts.com | www.expandtotheeu.com  

 

There are however certain things that labels simply can't have on them. Firstly, you cannot 
put any claims on there. So, for example, you can't say that this magic pill will create weight 
loss if that does not relate to an ingredient on the product. It must have ingredients on it, 
not supplement facts, which I know a lot of US based labels have. That's it for labelling and 
compliance.  
  
The last thing is payments. I know this isn't technically compliance, but I don't know about 
you, whenever I think business, I think about looking to serve customers better. In order to 
serve customers better, you need to make the right amount of money where you can. 
Making and getting the right payments from Amazon to you is crucial.  
 
Now when Amazon pays you, Amazon will pay you a subsidy fund directly into your US bank 
account, you might be okay with this. They will also charge you 6 percent on that fund 
which, quite frankly, is astronomical, and you should not and do not need to pay it. It is 
possible however to have your Amazon payments taken from Amazon into 
a Payoneer account.  
 

 
 
Now, whilst we have no affiliation with Payoneer, we do believe they’re genuinely one of 
the best options out there. The payment made will be in GBP, since Payoneer operates in 
GBP. This way you haven't paid any transaction fee on whatsoever. If then you choose to 
withdraw to your US bank (which is likely), then there is a charge of just 2-3 percent. Even 
so you've made a massive saving on the fee if you were to have Amazon pay you directly 
into your US bank account.  
 
Let's say now that you need to pay some people in the UK. You might want to pay HMRC 
your VAT bill. If you have a Payoneer account, your money is already in GBP, allowing you to 
pay HMRC direct from your account, without the need to transfer between currencies. Now, 
that is amazing.  
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So, let’s break this down. Amazon is paying you into Payoneer, Payoneer's paying HMRC. 
You've paid no transaction fee, right? Typically, you've had the money come back to you in 
the States, 6%. Then you 
would have had to wire that 
back to HMRC which is a 
minimum of a £40 fee. This 
also gives you a massive 
saving, so if you haven't done 
already, go save yourself 
some money with Payoneer. 
   
Now, that’s compliance. If 
you need your labels 
checking, then please get in 
contact with us. We can do 
something around that.  
 
 

Chapter 2: Marketplace Launch 
 
Moving onto stage 2 - Marketplace Launch! Where you 
going to launch your products? Where is the best place to 
do that? Now there is three steps to the marketplace 
launch. You've got to decide on the marketplace(s) you want 
to launch on, then ship and translate your products. It must 
be noted that whilst launching in the EU is a massive 
opportunity, there are five languages deal with.  
  
Depending on your product there are several platforms to 
launch your product on. A lot of our clients already work 
with Amazon in the US. So, it makes perfect sense to launch 
an Amazon in the EU. Totally makes sense, but what other 
options are there? What's the omni-channel experience that 
you need to engage to make that work best for you.  
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eBay is another option, although eBay is having a rocky road here in the UK. It seems to 
have changed hugely in how people use and engage with it. And a lot of that's down to the 
fraudulent sellers that have been on there. Amazon is seen as a respected brand - If you 
have an issue (as you know in US), a customer complains and they resolve it straight away. 
Done. eBay hasn't really gone down that route and it hasn't really resolved it. So, what’s 
happened is consumers have lost faith with that. I know everyone complains that Amazon's 
too soft with lots of clients, and that they basically let people have reviews and all that sort 
of stuff makes it a little bit more difficult. But actually, Amazon has grown in customer base 
and eBay seems to be dropping off.  
  
There are other platforms you need to consider based on your products. We've got a lot of 
clients who sell on their own website, but we'll come onto that later on. 
  
Now, the other thing to consider is Etsy. Etsy is a good marketplace. But when does it work 
and when doesn't it? Then there is Onbuy, there's all these different places that you can go. 
But you need to research what works best for your product. If you're not sure, feel free to 
check out the blog post on our website where we compiled a list along with their pros and 
cons compared to Amazon.  
  
Amazon is by far the biggest platform. Therefore, it has the best return. But it also has the 
most competition between sellers. That's where you'll then going to have to weigh that up. 
 

 
  
The next thing to think about is shipping. Once you've launched on a marketplace, or rather 
once you've got set up on that marketplace, you’ll then need to do your listings and 
everything else. Now, how are you going to get your products from wherever they are in the 
world to the UK? When you launch on Amazon, you want to probably start with the 
European Fulfilment Network (EFN). The EFN basically takes all the products in the UK and 
then when someone wants to buy your product, it will be shipped out to that customer 
from the UK. Rather than launching all your products in the other marketplaces of Germany, 
France, Italy and Spain. We're not going to put our products there because, the moment 
your products are stored there is the moment you have responsibility to be VAT registered 
in those countries. So ideally, you don't want to do that straight away. You basically want 
to start by fulfilling from the UK first on European Fulfilment Network.   
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You also need to use a shipping company to get your products into the UK. Depending on 
where you're shipping from, whether that be the U.S, China, India or wherever else your 
products come from, you need to consider that.  
For ease and speed, what we recommend is taking a small number of products and fly them 
over. Just don't worry about shipping them, fly them over and get them in the marketplace 
and start selling. Because the biggest problem everyone has is, they sign up and they don't 
do anything. So, it's critical that what you do is you get your products here. At the same 
time as this, you want to start shipping some on a container from wherever they come from 
in the world. Now, give yourself 30 days as it'll take about that long to get from wherever 
you are in the world into the EU marketplace.  
  
Okay, Marketplace so far: you sign up to the marketplace, you basically then create your 
listings as you would do in any other country. Once you're doing that send the shipment out, 
and the last thing on the marketplace launch is sorting out the translations. There are really 
three options for translations. The first of which is free, easy to do, and there is no reason 
not to do it. We work with 1500 sellers and when we do the returns, we know whether 
people translate their products or not, it is literally the difference between day and night 
because we can see the percentage they are selling in the UK against Germany, France, Italy 
and Spain. To give you a broad understanding, if the UK is 100%, Germany should be at least 
70-80% of that. France should be around 50%, and Italy and Spain around 20%.  
  
Now there can be a huge number of anomalies around this based on your product. We're 
working with a client now whose sales in Germany are higher than in the UK, simply because 
the product resonates better with German clients than it does their UK clients. It's just how 
it is. The client’s French sales on the other hand is nowhere near the aforementioned 50% 
and is more like 15%. Despite the numerous anomalies, translations are an essential factor.  
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 This first free method is as follows: you go to Google Translate, you put your product in, 
and you translate it. But that's not just your listing, that's the key words. It also needs new 
ads. Absolutely crucial. And you need to make sure that all of that is translated, because if 
it's not, it will affect your sales, without a shadow of a doubt. So, as I mentioned, the first 
thing to do is free and is a good idea when starting out. At this stage, you're just creating 
your listings and putting them on your chosen marketplace stores. You're shipping the 
product, and at this point is when you should do the translation and do it for free to start 
with. Further down the line when these products in foreign language marketplaces start 
seeing more tractions that’s when you should invest in some real native tongue human 
translators to look at your listings and translate them exactly as they should be written in 
that country to native local buyers.  
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Chapter 3: Promotion  
 
Stage 3, Promotion! Now, you really need to make sure 
that when you launch your product you are promoting 
it, because if you don't promote your product, the 
chances of it selling in the EU is slim. I hate to tell you 
that, but that is the absolute reality the same goes for 
reviews- if you don’t try and maximise the amount of 
reviews on your product you won’t get a good sales 
velocity. This point is crucial to get the promotion going 
as soon as possible. Make sure to get the best chance 
you can when launching into a new marketplace.   
 
There are three areas, pay per click (PPC), discounts/promotions and social media.  
But the first thing to do is turn on pay per click advertising. This is really straightforward, you 
can use Google ads, or you can go to Amazon advertising. This is a great place to start, but 
it's not a great place to win. This will end up costing you much more money than it needs to. 
But it's an amazing way of creating data and keyword research without much effort. We 
recommend putting a small amount of money on it, something around £5 a day. You 
basically need to launch the products, turn on auto campaigns and start getting the basic 
information in your advertising reports to then help optimise your listings.   
  
This last point is key because there's no point doing that if you don't then look at the 
advertising reports and start doing manual campaigns about two to three weeks after. You 
might as well just not turn ads on at all. But by using the advertising reports that are readily 
available, you can start to lower your expenditure and increase traffic. You're looking to 
start promoting your products with pay per click advertising, that’s important.  
  
Now the next thing: vouchers. The one thing that we do see is a massive success here in the 
UK and across the EU. Vouchers aren't available in Italy and Spain at the moment. They are 
in the UK, Germany and France. Depending how competitive your product is, you will need 
to consider how valuable your voucher needs to be. If you've got a small amount of 
competition, a 5 or 10 % voucher will be more than enough. But if you have a huge amount 
of competition, you must go nearer 50-60%. This may sound high, but if you want sales 
velocity and you want to make a success, it’s these sorts of figures that will bring it.  
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You've got to basically sell your products to zero profit for the first three shipments. If you 
have a lot of competition, getting sales velocity and reviews is the only way you're going to 
win. The less competitive the environment, the smaller the voucher needs to be in discount 
you can do. It's pretty straightforward to set up. I would just suggest you only put one on at 
a time as you want to avoid having people combining several different vouchers together 
and start buying your products for free. We've seen it. We don't advise it happening. So just 
make sure you do one voucher at time and start off with one product. The main thing is 
you're looking to increase that velocity. 
We did an experiment for one client where we turned the advertising off to the period 
where we activated the voucher. By having the voucher as a 30% off discount, their sales 
went up by 300%. But the most interesting part was the number of vouchers that were 
actually used was minimal. It was about 20%. So, they actually got around 290% worth of 
increase, which is amazing. So actually, those 20% of voucher uses increased the 
overall sales velocity and got their search ranking much higher, which really helped organic 
sales on the back of the voucher. So, the second thing to do is vouchers.  
  
And the last thing to do is social media. Now, some of you will already have social channels 
available, some will even have amazing an amazing social base already. If you've already got 
an amazing social base, just tell your consumers you are now live on Amazon in the EU. It’s 
that simple. For example ‘We now launched on Amazon, please go to our website and 
please go to Amazon and you can buy our products’.  
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If you don't have a social following, then you probably need to start thinking about how you 
develop that or what that looks like. You need to start telling people that your products are 
here so that they can look at reviews on Amazon and then they get a look at what social 
content you've got. If they don't find anything, they're going to just move on to the next 
seller. You need to consider your social interaction and make sure it is available in English, 
you don't need to worry about translating that all into other languages. Just keeping in 
English is absolutely fine. 
  
Now, that's three steps of promotion; Pay Per Click ads, Vouchers and Social. 
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Chapter 4: Website 
 
Step 4, website! Now, what's going to happen is you are 
going to get to a point where you start selling more, more 
products. That's what we want you to do. But at that point, 
you really need to start considering building or translating 
your Web site.  
  
There are three different areas to this. You need a website; 
you need to build a list and you need to consider your Dream 
100.  
Now, I'm going to go into these three in a moment in a bit 
more detail. But really what you need to think about is how 
do I grow my business outside of Amazon in the EU? Now, 
some of you will be a step ahead of this and already doing 
that. That's fantastic. But what we suggest is you focus on 
the marketplaces first, then focus on your website.  
  
The first thing is if you don't have a Web site, you need one. Really straightforward and 
easy, you can set up an e-commerce store on Shopify in a matter of minutes - there's almost 
no excuse to not do it. Now, when you’re also on social media, you can also start sending 
your traffic from social to your website. That's really, powerful because they can send the it 
and you don’t have all the Amazon fees and everything else as well. Absolutely 
crucial. So, you need to build your Web site.  
  
If you've got a website built, here's the trick. You need to make sure that when someone 
from the UK or Europe visits your website, the products aren’t listed in USD. It needs to 
come up in pounds or euros, depending on where they're based. Basically, you need to 
make sure it’s in pounds or euros, because if it's not, and they see in dollars, they’re likely to 
leave the website pretty much instantly. You need to make sure you build your website 
around the desired audience.  
  
The second part is you need to start building a list. A database of people based in the UK, 
the EU and where you sell your products, because when you launch new products, you can 
then sell to them directly. Let them know you've launched your brand on Amazon EU. Let 
them know you've launched it on your website, wherever that might be. You're building a 
list of people in the EU. Not just the U.S. 
  
The third and final part is the Dream 100. There is a great book on this, really powerful. 
Basically, how it works is, who are the top people that are going to help propel your 
business to the next level? In a nutshell who does that look like. Who are they? And how do 
you need to do that? Below is the template we use, of all the different platforms/places 
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where our Dream 100 are active, and we try to fill this with as many as 100 people to 
engage and work with 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
So, for example, we have got a list of the top 10 events that we want to go to. Some 
examples could be ASD and Prosper Show and how we want to go there to engage with 
sellers and business owners like ourselves to help grow. We basically made it our mission to 
work with the Dream 100 to propel us and you need to do the same. Your template might 
look slightly different depending on where your Dream 100 appear but the principle remains 
the same. 
You can do exactly the same for your products. Who is the most influential people that are 
going to help sell your products to your marketplace? What's the best way of doing it? How 
are you going to do that in the best possible way? Who's the best people to help influence 
your brand?  
  
Build a website if you haven't already, you need one. If you've already got one, you need to 
make sure it's in Pounds and Euros depending on the marketplace your buyer is viewing it 
from. The second part list building and the third step is your Dream 100. Now, all of that 
basically is the fourth stage in our success pathway.  
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Chapter 5: PAN EU 
 
The next step is Step 5, the Pan EU program. We do not 
recommend doing this straight away. The first thing I 
suggested at the beginning, once you're VAT registered is the 
European fulfilment network. That's where you basically put all 
of your goods in the UK and then you ship from the UK direct 
to the customer in the country they're buying from. That's the 
preferred way of doing that because that way you only have to 
be registered for and pay VAT in one country.  
 
Now, once you've done step one, two, three and four, the 
chances are you'll start to sell more. Now at this stage, and 
while we’ve covered free translations already in marketplace 
launch what you need to do is you should be thinking about 
getting your your listings professionally translated. Get them 
translated by a native speaker who knows the language inside 
and out. This will help propel your listings to get the extra 20% out of that marketplace.  
  
The Pan European Program on Amazon is an amazing service where let’s say all of your 
products are in one location, let's take the UK as an example - when you enable Pan EU, 
what Amazon will do for you, free of charge, is basically ship your products to five other 
locations around Europe: Germany, France, Italy, Spain, Poland and the Czech Republic.   
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Which means you can get their prime badge turned on in all those countries as well, which 
then means you can then get an extra 10% out of your European sales when you're in that 
program.  
 

 
  
Now, there are two ways you're going to trigger this naturally. One is by pressing it and not 
realising you're doing it. And the second way is meeting the distance selling thresholds.  
 
Basically, what happens is, when you meet the distance selling threshold, let's say you're in 
the UK and you’ve sold €100,000 to Germany. Now what you need to do is be registered for 
VAT in Germany anyway. At that point, the easiest way of doing that is by then turning on 
Germany as a marketplace, but just Germany. Then you could turn on France, Italy, Spain 
and all the others as and when they also hit their distance selling thresholds. You'll then 
begin to turn on Pan EU shortly after as that requires you to be VAT registered everywhere 
in the five PAN EU countries anyway. 
 
The distance selling thresholds are as follows: 
 

• €35,000 for France Italy and Spain   

• €100,000 for Germany 
 
You only really want to do this when you've started selling at least 6 Figures, because when 
you get to 6 figures (100,000+) you’re then needing to start maximising opportunity here.  
  
So that’s when you enable the program, once you've gone through those other steps, you 
don't want to do that, too soon. That's step five - the Pan EU program. 
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Chapter 6: Fulfilment 
 
The sixth and final step once you’ve done all of the above is 
fulfilment. You should by now be really starting to sell 
significantly. You've got your own website, and now that you’ve 
got that what we would suggest then is keeping the process 
simple by fulfilling the goods out to Amazon. It's going to cost 
you more money, but it's going to be less hassle and also 
means you don't have to worry about third party logistics.  
  
Now, when you start triggering the Pan EU program, get your 
products in a different warehouse. What you could consider 
doing is having warehouses in all the different countries, which 
does make it logistically a little bit more of a problem but if 
you're on seller-fulfilled Amazon Prime, it's absolutely the right 
way to go.  
  
You can also fulfil before that, it's much cheaper to fulfil yourself than it is to do in Amazon. 
If you're looking to fulfil you need to have our warehouse or somebody else's. It doesn't 
matter. You need to make sure you're getting out all the profit you possibly can from your 
products at this stage. And by moving into a third-party fulfilment centre, a lot of our 
customers already works with there logistics in the U.S. You're well aware of the savings 
that it can bring therefore, why not do that in the EU?  
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That's why it's the sixth step. A lot of people use this, but the containers and other 
shipments are not accepted by most Amazon warehouses, so they'll send a container here, 
unload it and then ship the pallets to Amazon - it's a straightforward and easy process. Get 
in contact if you want help with that. But basically, that's the most simple and easiest way of 
doing that. By step six fulfilment is where you're looking to fulfil yourself.  
  
Now, hopefully that's given you the information you need. Compliance, Marketplace launch, 
Promotion, Website, PAN EU and finally Fulfilment. That's everything you need to do in 
order to successfully expand. So, it's as simple as that. That's the six steps on how to be 
successful in selling in the UK and the EU.  
 
But, That’s not the end of our support. there is a whole load of resources available to you. 
I've given you the steps, ese this pathway and go make it happen.  
  
We really value your support and time and hope to work with you in the near future, 

helping to expand your e-commerce business into Europe not only successfully, but making 

you the EU’s next biggest seller. 
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