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Krakow, August 30, 2018 
 
Uncommon directions for IT export – How to sell software from Mexico to the Philippines 
  
– an interview with Piotr Wrona, Head of International Partner Channel at Axence,  
the developer of Axence nVision, an integrated IT management suite.  
 

 
  
Where do you sell your software? 
 
We enjoy a worldwide presence – starting from a Mexican steel manufacturer, through healthcare 
institutions in Ghana, to a major part of public administration in the Philippines. Of course, sales 
conluded in the close vicinity are of key importance so we actively seek sales in the Czech Republic, 
Germany and Lithuania. These are natural directions for any Polish company.  
 
Is there a recipe for international success? 
The global IT market is highly competitive and we often have to measure ourselves up with the 
biggest corporations. Customers can choose from a wide array of providers, but they appreciate 
solutions which are the best in the scope of functionality, stability and offered support. We apply 
great care to every deployment – whether it is the famous American YMCA, Canadian college and 
Bombardier transport corporation, an Italian helicopter manufacturer, a specialized pharmaceutical 
holding, a minority NGO or the customs association of the countries of the Pacific.  
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In what unusual countries are you selling Axence software? 
We enjoy a worldwide presence – starting from a Mexican steel manufacturer, through healthcare 
institutions in Ghana, to a major part of public administration in the Philippines. Does the Ministry of 
Healthcare in Papua New Guinea sound exotic enough? 
 
How are you able to beat the foreign competitors? 

When reaching out to the international customers, it is very important to read the most significant 
tendencies as early as possible. We passed that test. Two global challenges for companies in the 
scope of IT are security and growth of the infrastructure. As far as the former is concerned, IT 
administrators are aware of the threats related to cyberattacks on one hand, and on the other hand - 
to less spectacular, but much more common violations committed by employees. The new types of 
threats are socio-technical attacks and dishonest competitive activities. In such conditions 
organizations need to establish their security policies and active resource monitoring mechanisms. 
Increased data protection requirements (including GDPR) have been introduced not only in the 
European Union, but for all parties which have active trade relations with Europe. The second IT 
challenge is the expansion of the corporate IT infrastructure. Higher security requirements, along 
with technological progress, force companies to grow their IT resources.   

Those are the trends, but what does it look like in practice?  

Our latest release, Axence nVision 10, which premiered in 2018, offers a number of features in the 
scope of security policies and user management. Higher data protection standards and suitable 
policies introduced in organizations around the world have increased the demand for IT management 
software. The ultimate proof of trust are customers, which we cannot really talk about: they include 
investigation offices, military commands, or special services both from the world’s powers and minor 
countries. The fact they chose to implement our software in their networks is the best possible 
quality certificate for our company.  

 
How did your customers learn about Axence? 
 
We take care about brand promotion and user recommendations. In the Internet opinions spread 
rapidly. We observe a lot of interest, even though sales processes are another challenge. In each 
country we look for an appropriate business partner, which would help us to perform sales 
transactions in that market. The partners teach us about the cultural differences, specificity of 
business processes or user expectations. The very purchasing processes, involvement of the decision 
makers and formal conditions for each country are unique. 
 
Should we expect only further expansion of the Polish IT industry? 
 
The Polish IT export supports our economic growth. The popularity of Polish software helps to 
improve the positive balance of trade. Our entrepreneurs learn to operate better in diverse cultural 
contexts, to understand the specificity of different regions and various demands. Undoubtedly the 
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demand of the public administration in South African countries for software is different than in the 
well-developed American economy. We are constantly gathering knowledge about local nuances. We 
remain optimistic, though also aware of the work we still have to do.  
 
 
For more information, please contact: 
Nikrama Ltd. 
Krasimir Popov 
Axence GOLD Partner 
Phone: +359 888 420972 
e-mail: k.popov@nikrama.bg  
web:     www.nikrama.bg  


