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Overview
Sample operating document "« July 2026

1. Executive summary

This sample brief shows how OMA NEXUS structures market-entry readiness for export-ready
industrial suppliers and manufacturers.

It converts company profile, product category, target market, documentation status, and
commercial constraints into a scored readiness view and next-action board.

Use it as an operating template before buyer outreach expands not as a market-entry
guarantee.

2. Target product / category assumptions

¢ Category example: Industrial machinery components / OEM sub-assembly
¢ Scope assumptions: drawings or specs available, pilot + production path defined
¢ Exclusions: legal classification opinion, customs brokerage, live sales representation

3. Target country / region assumptions

¢ Primary example markets: United States, Japan, Korea, Vietnam, EU
¢ Channel hypothesis: distributor / industrial end user / OEM buyer mix
¢ Access constraint: buyer documentation burden and certification dependency

4. Buyer segment hypothesis

Segment | Fit | Urgency | Proof burden | Outreach priority
Importer / distributor | Medium | Medium | Medium | Secondary
OEM / ODM buyer | High | High | High | Primary

Industrial end user | Medium | Medium | High | Selective
Project integrator | High | High | High | Primary

Maintenance / aftermarket | Medium | Low Med | Medium | Secondary

SAMPLE FRAMEWORK ONLY. Not legal advice. Not customs brokerage. Not certification
approval. Not a guarantee of market entry, buyer introductions, orders, or commercial
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5. Readiness score table (illustrative)

Dimension | Score | Signal

Market positioning clarity | 68/100 | Target segment defined; evidence incomplete
RFQ readiness | 62/100 | Specs partial; commercial terms incomplete
Documentation completeness | 55/100 | Certificates present; model mapping pending
Buyer outreach readiness | 48/100 | Capability deck outline missing

Compliance path clarity | 50/100 | Destination rules need product-specific review

Overall readiness | 57/100 | Proceed with gap closure before scale outreach

6. Documentation gaps

¢ Buyer-facing capability summary not controlled

¢ Warranty / spare-parts / service geography unclear

¢ Export packaging and labeling examples missing

¢ MOQ and lead-time basis not split by sample vs production

7. Certification / compliance considerations

Treat certificates as review categories, not automatic approvals.

Confirm legal entity, model coverage, validity dates, and destination market
applicability.

HS code, product safety, and labeling assumptions require qualified review per market.

8. Channel access notes

¢ Direct OEM outreach requires complete technical package
¢ Distributor path requires margin, territory, and support assumptions
¢ Integrator path requires interface, commissioning, and service notes

SAMPLE FRAMEWORK ONLY. Not legal advice. Not customs brokerage. Not certification
approval. Not a guarantee of market entry, buyer introductions, orders, or commercial
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9. Buyer outreach readiness

Prepare: intro email, capability one-pager, RFQ response format, evidence pack
checklist.
Do not start cold outreach while critical document gaps remain red.

10. Risk flags

¢ Incomplete technical scope non-comparable quotes

¢ Certification claims without model mapping commercial delay
¢ Undefined Incoterms / payment terms  landed-cost disputes

¢ Weak communication ownership  stalled technical clarification

11. Next actions

1) Close documentation gaps listed above

2) Finalize primary buyer segment and first market

3) Complete RFQ response template and capability summary

4) Request Market Entry Readiness Review for project-specific scoring

SAMPLE FRAMEWORK ONLY. Not legal advice. Not customs brokerage. Not certification
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