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HOW TO USE THIS RESOURCE

DACH Market Entry for SaaS
International SaaS teams, executives and expansion and product marketing leaders

Your practical outputs

• Separate country and segment hypotheses for DE, AT and CH

• Localized buying journey with verification tasks

• Comparison of direct and partner-assisted routes

• Funded country pilot with stop and expansion rules

Read, choose, apply

Start with the overview and decision rules. Choose a concrete constraint in your business. Work
through the relevant templates using your own evidence, record open assumptions and agree a
review with the accountable people. The complete online edition provides linked sources and
contextual navigation.

Editorial context

Explicitly fictional cases and example figures are working aids, not client results or universal
benchmarks. Frameworks structure decisions; they are not scientifically validated scores.
Platform capabilities may change. Sources and review context are disclosed.

Read online: DACH Market Entry for SaaS

https://www.patrickwings.com/en/resources/gtm-dach-market-entry/
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DACH is a convenient regional label, not a single buying system. This original COUNTRY pilot
framework separates Country context, Operational fit, Users and buyers, Necessary assurances,
Tested route, Revenue exposure and Yield decision. Germany, Austria and Switzerland require
separate account evidence, route assumptions and operational checks. Official country
information helps frame questions; it does not prove willingness to purchase your software. This
whitepaper provides a commercial research process, not legal, tax or regulatory advice. Route
specific contractual, tax, data-protection and establishment questions to qualified advisers with
the actual countries, data flows and transaction structure.

1. Separate the three investment cases
A home-market success does not transfer automatically to another country. Keep the product
use case constant initially while varying country assumptions, so that localization does not
become an uncontrolled product redesign.

Execution and evidence

Create three country cards with target situation, named reachable accounts, customer evidence,
route hypothesis, delivery constraints and affordable pilot loss. Mark unknowns instead of filling
them with regional stereotypes.

Diagnostic and decision rule

If the same card can be copied across all three countries without changing account evidence, the
research probably remains too broad.

Choose the first country on accessible evidence and delivery fit, not a blended DACH market
total.

Applied working example

Keep a transferability register beside the country cards. Product capabilities may transfer
unchanged, while support language or a procurement artifact requires verification. Mark each
item as transferable, locally testable or unresolved. This prevents an international launch from
paying to recreate every asset while also preventing the opposite error of assuming every
home-market practice will work.

Working decision

Which country-specific commitment are we considering?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Expansion lead.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].
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2. Use official context without overreading it
GTAI’s software overview describes Germany’s sector context. Its historical figures are dated
context, not current addressable demand for your product.

Execution and evidence

Record publisher, reference year, market definition and geography beside every secondary
statistic. Use official information to identify industries and questions, then construct a bottom-up
list of eligible accounts.

Diagnostic and decision rule

A software-sector total includes buyers and products outside your scope. Avoid treating an
industry growth statement as evidence of your conversion rate.

Do not publish a market-size figure without its reference period or use it as the pilot acceptance
metric.

Applied working example

An official source may describe the supply side, such as local software firms or employment,
while your question concerns demand in a narrow workflow. Note that mismatch explicitly. Use
the information to locate possible networks or account clusters, then verify eligibility
independently. Do not multiply an unrelated national statistic by an assumed share and call it a
validated opportunity.

Working decision

Which official fact actually changes our research design?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Market research.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

3. Investigate Germany by buying situation
Germany contains varied industries, organization sizes and procurement structures. Broad
claims about a national preference cannot substitute for evidence from the selected workflow
and account type.

Execution and evidence

Use Germany’s official trade guide as orientation. Interview named accounts in one use case;
inspect role of central purchasing, local operations and implementation ownership.

https://www.gtai.de/en/invest/industries/digital-economy/software
https://www.trade.gov/country-commercial-guides/germany-information-and-communications-technology-ict
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Diagnostic and decision rule

If an apparent country issue also appears in the same industry at home, it may be an industry or
product issue rather than a German difference.

Limit the first pilot to a specific buyer situation and region or account network that the team can
actually support.

Applied working example

For Germany, compare two accounts within the selected situation before broadening geography.
A central purchasing team and a locally authorized operation may require different selling
sequences even in the same industry. Capture the decision authority rather than guessing it
from company size. Where a local reference is requested, ask what evidence it needs to
establish.

Working decision

What is distinct about this German buying situation?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Germany research owner.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

4. Investigate Austria independently
ADVANTAGE AUSTRIA publishes its own software and ICT facts; source categories and reference
years must remain visible. Smaller reachable account lists can make network concentration
commercially important without proving that all Austrian buyers prefer partners.

Execution and evidence

Build a separate Austrian account list and compare direct access, industry networks and
implementation partners. Ask who recommends suppliers in the selected workflow and verify
recent examples.

Diagnostic and decision rule

A partner’s enthusiastic market opinion is not customer demand. Ask for introductions, previous
implementation scope and evidence that the partner reaches the exact buyer role.

Do not reuse German response rates or partner assumptions in the Austrian business case.

https://www.advantageaustria.org/us/zentral/branchen/software_it/zahlen-und-fakten/Zahlen_und_Fakten.en.html
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Applied working example

For Austria, inspect network overlap before forecasting partner reach. Three intermediaries may
all introduce the same few accounts. Deduplicate the named universe and ask whether the
partner can access a user, sponsor or buyer. Referral volume without the relevant role can
create activity while leaving the central commercial hypothesis untested.

Working decision

How do these Austrian buyers discover and validate suppliers?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Austria research owner.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

5. Investigate Switzerland by language and
workflow
Switzerland Global Enterprise’s ICT location factsheet supplies dated location context.
Switzerland should not be reduced to German-language outreach; language region, customer
operations and buying entity can change the practical offer.

Execution and evidence

Select a language region deliberately and ask which language users, procurement and support
require. Record quote currency, invoice expectations, implementation location and relevant
data-flow questions for expert review.

Diagnostic and decision rule

German-language response from one contact does not establish that the full buying group or
user population can work in that language.

Do not claim Swiss coverage until the team can support the languages and operating conditions
in the promised scope.

Applied working example

For Switzerland, distinguish the language of the first contact from the language of the contracted
service. A German-speaking sponsor might involve a French-speaking user team or international
procurement. Ask rather than infer. Where regional coverage exceeds current capacity, define a
narrower offer and reflect that limitation consistently in the page, contract discussion and
onboarding.

https://www.s-ge.com/invest/en/articles/fact-sheet/switzerland-ict-business-location
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Working decision

Which Swiss region and buying entity can we serve responsibly?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Switzerland research owner.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

6. Reconstruct the local buying path
Procurement questions become actionable when linked to an actual sequence. A generic
security checklist may miss the approval that blocks the chosen pilot.

Execution and evidence

Interview buyer, user and implementation owner about a recent comparable purchase. Map
discovery, evaluation, assurance review, contracting, onboarding and acceptance. Ask which
step can begin before another completes.

Diagnostic and decision rule

Lengthy evaluation may reflect low urgency, unavailable capacity or unresolved risk. Do not
classify every delay as a national procurement characteristic.

Pause closing forecasts when a mandatory approval lacks an owner or a realistic review date.

Applied working example

Use a recent comparable purchase to test the buying map. Ask which document was requested
first and which review could not start without it. Add realistic waiting ranges as account
assumptions, not national standards. A timeline based on a real sequence helps sales recognize
missing prerequisites and prevents a promised close date from becoming a guess.

Working decision

What must happen before this account can authorize a pilot?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Sales and implementation.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].
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7. Localize meaning before translating copy
Translation preserves words; localization preserves the buyer’s task, comparison and expected
proof. Product terminology should match a real workflow, while unsupported cultural claims
should remain outside the message.

Execution and evidence

Create a term sheet from interviews, then adapt the homepage promise, demo workflow, pilot
brief and objection answers. Have a native practitioner review meaning and a product owner
review capability accuracy.

Diagnostic and decision rule

If a localized message generates questions about a feature the product lacks, revise the
translation and positioning together. Linguistic fluency does not guarantee commercial accuracy.

Keep one approved term for each critical concept and test comprehension with the actual buyer
role.

Applied working example

Localize the complete action path. A well-written landing page leading to an untranslated setup
screen can create a false impression of readiness. Inspect invitation, demo, proposal, help text
and support handoff together. Prioritize the points needed for the chosen pilot rather than
translating every old blog post before evidence of customer relevance exists.

Working decision

Does the local audience recognize its workflow and our limits?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Local product marketing.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

8. Prepare trust and assurance materials
Trust can require technical, operational and contractual information, but the required bundle
depends on the transaction. This document does not determine whether any particular control or
legal regime applies.
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Execution and evidence

Inventory actual hosting, subprocessors, access controls, support arrangements, backup
processes and available agreements. Give each claim an owner and last-reviewed date. Send
country-specific applicability questions to qualified specialists.

Diagnostic and decision rule

A requested assurance that the team cannot substantiate is a product or delivery gap, not a
copywriting task. Avoid broad labels that imply certifications you do not hold.

Stop a pilot when a mandatory assurance is unresolved; either narrow scope through approved
review or decline the commitment.

Applied working example

Create a specialist question packet instead of a generic request for approval. Include contracting
entities, user locations, hosting, subprocessors, data categories, payment structure and
intended claims as relevant to the actual case. An adviser can then assess specific facts. Keep
the resulting scope and unresolved conditions in the pilot record without converting advice into
broad marketing assurances.

Working decision

Which assurance is necessary and can we evidence it today?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Security, operations and qualified advisers.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

9. Compare direct and partner routes
Partners can provide access or implementation capacity, but may also introduce margin sharing,
lead ambiguity and dependence. Direct sales gives tighter learning while requiring local capacity
and credibility.

Execution and evidence

Compare routes on eligible introductions, role access, time to learn, onboarding responsibility,
commercial allocation and customer feedback ownership. Ask prospective partners to run one
bounded introduction or delivery exercise.

Diagnostic and decision rule

A large partner logo can hide an inactive relationship. Measure accepted introductions and
execution, not the number of agreements signed.
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Do not grant broad exclusivity or assume scalable capacity on the basis of a single untested
relationship.

Applied working example

Test the partner’s feedback path before scaling introductions. Agree who documents objections,
attends the pilot review and owns follow-up. A route that conceals customer learning may
produce early sales but weaken future localization decisions. Ensure the economics include the
services the partner expects your team to provide, even when the partner receives the
introduction credit.

Working decision

What work does the partner demonstrably perform?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Partnerships lead.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

10. Specify the local pilot offer
A useful country pilot tests both customer value and local delivery. Keep the workflow narrow
enough that the team can diagnose whether friction comes from product fit, language,
procurement or support.

Execution and evidence

Write a pilot statement with scope, baseline, buyer tasks, seller tasks, review date, success
criteria and commercial continuation. Clarify which localization requests are included and which
remain outside the offer.

Diagnostic and decision rule

When every account asks for a different workflow, you may have selected a country rather than
a coherent segment. Revisit the shared buying situation.

Reject pilots whose mandatory local requirements exceed the budgeted implementation scope.

Applied working example

Add an explicit pilot exit conversation. Ask whether the customer would continue under the
stated standard offer, what must change and who would authorize that change. A desire to
extend a subsidized experiment is weaker than acceptance of the ongoing operating model.
Record scope concessions so success is not attributed to a commercially unavailable offer.
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Working decision

What exactly will this country pilot teach us?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Sales and customer success.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

11. Build comparable local economics
Currency, support effort and partner payments can make contract value misleading. Compare
contribution using explicit cost scope and exchange-rate assumptions, rather than ranking
nominal prices.

Execution and evidence

Model recurring revenue, direct hosting and support, partner compensation, onboarding effort,
acquisition spend and payment timing separately. Keep EUR and CHF schedules distinct, then
translate using a dated planning rate for comparison only.

Diagnostic and decision rule

If a country appears attractive only at one favorable exchange rate or after ignoring local
support hours, the downside case is incomplete.

Fund expansion only when a conservative contribution and cash scenario remains inside the
agreed limit.

Applied working example

Model a delayed-start case. Translation and specialist review may be paid before a buyer
completes procurement. A partner might also invoice onboarding before subscription cash
arrives. Build those dates into the cash schedule and test a slower cohort. Country selection
should consider the depth and duration of funding exposure, not only the eventual recurring
contribution.

Working decision

What changes in cost or cash when this route becomes local?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Finance.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].
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12. Run country-specific experiments
Country experiments should expose hypotheses without claiming national representativeness.
Separate local message tests from route tests and keep recruitment channels visible.

Execution and evidence

Set a bounded account cohort, exposure period, offer and follow-up. Track eligible accounts,
local language needs, qualified conversations, pilots and activation dependencies by country
rather than pooling regional totals.

Diagnostic and decision rule

A stronger response in one country can reflect network access or account selection. Investigate
that explanation before attributing the difference to national demand.

Do not combine country rates until definitions, cohort maturity and recruitment mechanisms are
sufficiently comparable.

Applied working example

Record exposure quality separately from response. An introduction to a local decision-maker
differs from an email to an unverified address. If one country cohort receives warm introductions
and another cold outreach, their response rates do not isolate country effects. Describe the
route difference as part of the result and design a comparable follow-up if needed.

Working decision

Which observed difference survives an account-context check?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Growth operations.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

13. Assign a 30/60/90-day country plan
A staged plan protects both learning and delivery. Enterprise procurement may exceed the
window, so the review should evaluate completed evidence and unresolved dependencies rather
than force a premature revenue story.

Execution and evidence

Days 1–30: three country cards and one chosen pilot market. Days 31–60: local buying research,
assurance review and a narrow offer. Days 61–90: run pilots, inspect activation and decide the
next tranche.
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Diagnostic and decision rule

A missed target caused by unavailable local support requires a capacity decision; it does not
directly disprove the customer problem. Separate commercial and operational causes.

Do not expand to another country while the first pilot still relies on undocumented personal
heroics.

Applied working example

Put local support rehearsal on the timeline. Ask the available team to handle a realistic setup
question in the promised language during the promised service window. This tests capacity more
directly than a statement that bilingual staff exist. Where the rehearsal fails, narrow service
scope or fund capacity before inviting additional accounts.

Working decision

What local capability must exist before the next tranche?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Expansion sponsor.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

14. Decide whether to deepen, adapt or stop
A country pilot can establish enough learning to justify a next step without proving broad country
fit. The decision must name the segment, route and support scope that the evidence actually
covers.

Execution and evidence

Produce a country memo with independent account observations, unresolved specialist
questions, route economics, delivery capacity and counterexamples. Compare with the untested
countries as open hypotheses rather than defeated alternatives.

Diagnostic and decision rule

If the only reason to continue is sunk localization cost, reassess the original decision. If demand
exists but delivery is too costly, change the offer before increasing acquisition.

Stop when mandatory requirements remain unsatisfied, the reachable segment lacks priority or
downside economics exceed the approved loss limit.
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Applied working example

Compare the decision with the original country hypothesis, not a moving target. If the successful
pilot now serves a different workflow through a different route, name that change explicitly. It
may still be a worthwhile opportunity, but it requires a fresh account universe and economics.
Do not use narrow success to claim that DACH expansion has been validated.

Working decision

Which local commitment is justified by observed evidence?

• Evidence reference and date: [fill in]; counterexample or missing perspective: [fill in].

Responsible: Executive sponsor.

• Expected observation before the next review: [fill in]; actual observation: [fill in].

• Decision taken and reason: [continue, change, pause]; smallest next action and its cost: [fill in].

Fictional pilot: FieldRelay

FieldRelay is fictional scheduling SaaS. The figures are planning assumptions, never country
benchmarks. A German direct pilot assumes EUR 18,000 acquisition and localization cost and
four new accounts: CAC = EUR 4,500. Each account pays EUR 700 monthly and costs EUR 175 in
direct delivery; monthly gross profit is EUR 525, yielding gross-margin payback of 4,500 / 525 =
8.57 months before one-time onboarding. An Austrian partner pilot assumes EUR 10,000 setup
and acquisition cost, three accounts and a 20% recurring partner share. At the same EUR 700
price and EUR 175 direct cost, contribution after partner share is 700 − 175 − 140 = EUR 385
monthly. Contribution payback is (10,000 / 3) / 385 = 8.66 months. This is contribution payback,
not the same gross-margin measure.

A Swiss scenario uses CHF 800 monthly revenue, CHF 220 direct cost and CHF 400 onboarding
contribution after onboarding labor. Keep its cash model in CHF. Translate only for a dated
comparison; no exchange rate is asserted here. If the pilot needs a new language support shift,
add that capacity cost rather than assuming the existing team absorbs it for free.

Country Starting context
source

Customer research
needed

Avoid

Germany GTAI + official trade guide One industry buying path Treating all German firms
alike

Austria ADVANTAGE AUSTRIA +
trade guide

Actual referral and
implementation route

Importing German
conversion rates

Switzerland S-GE + country guide Language region, buying
entity and workflow

Equating Switzerland with
German-language sales
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Open question Evidence owner Review route Commercial effect

Data flows and hosting Security lead Qualified country-specific
review

Pilot scope may narrow

Invoice and tax handling Finance Qualified
transaction-specific
advice

Cash and billing setup

Support languages Success lead Buyer and user interviews Capacity and offer scope

Partner responsibilities Partnerships Commercial and
contractual review

Margin and accountability

Pilot worksheet Fill in Stop condition

Selected account
situation

[workflow, trigger, role] Different workflows in every account

Local evidence [dated independent cases] Only partner opinion

Mandatory requirements [owner and resolution] Unresolved required assurance

Loss limit [cash and labor] Downside breaches limit

Period Owner Deliverable Next decision

1–30 Expansion research Three country cards Choose one testable
market

31–60 Local sales + operations Approved narrow pilot
offer

Authorize capped pilot

61–90 Finance + success Activation and
contribution memo

Deepen, adapt or stop

Country comparison worksheet

Before comparing pilot markets, normalize the question rather than forcing the numbers into
one table. Use the same workflow, evidence classes, observation window and cost scope. Keep
country-specific currencies, support requirements and unresolved specialist questions visible. An
unknown field must remain unknown even when another country has a complete answer.

Then ask which next commitment each country can support. One may justify a customer
research tranche, another a paid pilot and a third only preliminary access work. These are
different stages, not a ranking of national attractiveness. Revisit the comparison when a route or
operational capability changes, and preserve the earlier version so the reason for expansion
remains reviewable.
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Diagnosis before a second country wave

After the first pilot, inspect work that succeeded only through special effort. This might include
live translation, manual invoice checks or a bespoke data import. Assign each activity an
expected repetition frequency, owner and cost. Decide whether to standardize, charge for,
restrict or discontinue it. Only deliberate treatment turns a successful isolated case into a
manageable route.

Ask what buyers themselves identify as the decision reason. Local language may have helped
while the actual purchase motive was an urgently needed workflow. A partner may have opened
the door without explaining the product choice. Separate those roles so the next country wave
does not copy a visible accompaniment while missing the mechanism that mattered.

Finish with a transfer list: confirmed product capability, locally verified prerequisites and
still-open assumptions. The next country team transfers only the first unchanged. It tests the
others with its own accounts. This preserves learning without treating Germany, Austria and
Switzerland as one supposedly uniform market again.

Primary sources and scope

Sources checked on 24 October 2026. Sources establish concepts or documented capabilities; all
frameworks, worksheets, example figures and decision thresholds in this resource are original
editorial tools rather than published benchmarks.

• GTAI: Software Industry

• ADVANTAGE AUSTRIA: Software and IT facts

• Switzerland Global Enterprise: ICT location

• Switzerland Global Enterprise: Investor handbook

• International Trade Administration: Germany ICT

• International Trade Administration: Austria digital economy

• International Trade Administration: Switzerland country guide

• Strategyzer: Capture customer jobs without subjective assumptions

• Strategyzer: Validate ideas with the Test Card

https://www.gtai.de/en/invest/industries/digital-economy/software
https://www.advantageaustria.org/us/zentral/branchen/software_it/zahlen-und-fakten/Zahlen_und_Fakten.en.html
https://www.s-ge.com/invest/en/articles/fact-sheet/switzerland-ict-business-location
https://www.s-ge.com/invest/en/articles/why-switzerland/handbook-investors
https://www.trade.gov/country-commercial-guides/germany-information-and-communications-technology-ict
https://www.trade.gov/country-commercial-guides/austria-digital-economy
https://www.trade.gov/switzerland-country-commercial-guide
https://www.strategyzer.com/library/how-to-capture-customer-jobs-pains-gains-that-arent-subjective
https://www.strategyzer.com/library/validate-your-ideas-with-the-test-card
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YOUR TRANSFER CANVAS

Turn this resource into a team brief
Use this page for a joint review. Agree one practical output, observable evidence and an
accountable owner. Add the specific methods and templates from the relevant chapters.

Working field Your agreement

Priority output Separate country and segment hypotheses for DE, AT and CH

Your starting point Finding / source / date: ________________________________________

Smallest useful test ________________________________________
________________________________________

Evidence & counter-evidence ________________________________________
________________________________________

Ownership & review Owner / reviewer / date: ________________________________________

Stop or change when … ________________________________________
________________________________________

Decision & next action ________________________________________
________________________________________

Keep unresolved assumptions explicitly open. A completed worksheet is not a substitute for evidence or accountable
judgement.
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Sources & further documentation
Primary sources checked 24 October 2026. Sources support the linked technical or factual statements; the working
models and fictional cases are original editorial decision aids. Recheck changing platform details before implementation.

1. GTAI: Software Industry

2. ADVANTAGE AUSTRIA: Software and IT facts

3. Switzerland Global Enterprise: ICT location

4. Switzerland Global Enterprise: Investor handbook

5. International Trade Administration: Germany ICT

6. International Trade Administration: Austria digital economy

7. International Trade Administration: Switzerland country guide

8. Strategyzer: Capture customer jobs without subjective assumptions

9. Strategyzer: Validate ideas with the Test Card

Next step

If you want help adapting the working plan to your product, evidence and team capacity, request
a non-binding strategy conversation.

patrickwings.com

https://www.gtai.de/en/invest/industries/digital-economy/software
https://www.advantageaustria.org/us/zentral/branchen/software_it/zahlen-und-fakten/Zahlen_und_Fakten.en.html
https://www.s-ge.com/invest/en/articles/fact-sheet/switzerland-ict-business-location
https://www.s-ge.com/invest/en/articles/why-switzerland/handbook-investors
https://www.trade.gov/country-commercial-guides/germany-information-and-communications-technology-ict
https://www.trade.gov/country-commercial-guides/austria-digital-economy
https://www.trade.gov/switzerland-country-commercial-guide
https://www.strategyzer.com/library/how-to-capture-customer-jobs-pains-gains-that-arent-subjective
https://www.strategyzer.com/library/validate-your-ideas-with-the-test-card
https://www.patrickwings.com/en/strategy-call/
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