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China
China is trying to shift from a 
high-growth, manufacturing-based 
economy to   one powered by 
consumer spending. Many U.S. 
technology startups have the 
know-how to help China achieve its ambitious goals, but 
they face significant competition from Chinese domestic 
companies, which have been quick to embrace 
e-commerce and are increasingly globalizing.

India 
India offers extremes of 
opportunity and challenge. On 
one hand, it’s the fastest-growing 
major economy, with strong forex 
reserves, a rising middle class, 
and a young, educated English-speaking workforce.   
Before a business makes a direct investment in India, 
it should understand ground-level impediments—such 
as red tape, lack of infrastructure, and changing tax and 
regulatory rules—and formulate a long-term strategy 
for dealing with them.

Indonesia
This historically protectionist 
country recently removed 45 
business lines from the Negative 
Investment List and began 
allowing foreign companies 

to operate in those areas without restriction. While 
Indonesia can be one of the most rewarding and 
profitable countries in which to operate in Southeast 
Asia, there still can be regulatory hurdles that need to 
be overcome and a risk that local businesses could 
demand the government reinstate  some  restrictions.

Nigeria
Nigeria has the largest economy 
in Africa, with oil representing 
70 percent of revenue.  The fall 
in crude oil prices resulted in the 
projected growth rate dropping 
to 2.3 percent in 2016, the lowest rate in 15 years.  
Still, the government is committed to going ahead 
with plans to increase capital spending by 30 percent 
and plans to make the country less dependent on oil. 
Foreign companies planning on investing in Nigeria 
stand to benefit from these moves.

South Africa
South Africa has plenty of 
challenges: political uncertainty, 
electricity shortages, skills gaps, 
labor unrest, and economic 
and social disparities. Yet the 
county also provides lucrative opportunities for foreign 
companies.  Still, South Africa has a host of complex laws 
and regulatory measures that must be accounted for.

The world is shrinking with more companies expanding abroad
Expanding your business into high growth markets has its risks but also can hold great potential 
for growth and profit
Businesses, including startups, are constantly looking for opportunities to grow and in many cases, that 
means expanding abroad.  This issue of Privately Speaking offers insights on business opportunities and 
challenges for private company leaders to consider when expanding into high growth markets (HGMs). 
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Saudi Arabia
The fall in oil prices has forced 
Saudi Arabia to confront this issue 
and the government is encouraging 
foreign investment in nearly all 
economic sectors, with priority 
given to transportation, education, health, information and 
communications technology, life sciences, and energy.

Vietnam
With Vietnam’s participation in 
recent trade agreements, the 
country is tilting decisively toward 
the United States. Vietnam is 
becoming the go-to place for 
manufacturing, particularly in textiles and electronics.

“More than half of the $600 billion invested 
in high growth markets each year by U.S. 
companies goes to just five countries 
(Mexico, Brazil, Chile, India, and South 
Korea). Companies are typically hesitant to 
invest in other developing countries, despite 
likely growth potential, due to higher risks 
of corruption as well as economic and/or 
political instability.” 

— Phil Isom  
KPMG’s Global Head of M&A

12 tips for investment success in HGMs

Understand the 
business environment

Retain a local trusted adviser

Learn how to deal 
with government

Establish a robust 
anticorruption policy

Spend time observing 
foreign operations
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6 Establish an exit strategy 
up front

See the local country 
through HGM eyes

Blend local and 
U.S. leadership

Raise capital for the 
long term

Be patient

Build a flexible 
business model

Develop a strong employee 
retention program
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Before a company makes an investment in a potentially high growth market, there are a 
number of factors to consider and steps to take that can increase the likelihood of success.

Source: Hughes, Barnes, and Isom. “Chapter 26: Going Global in High Growth Markets.”The Entrepreneur's Roadmap: From Concept to IPO



Learn more...
If your firm is considering expanding 
abroad, you have some choices.  
For a deeper dive, including 
examples illustrating challenges that 
multinational firms have encountered 
while expanding into HGMs, and 
how they’ve successfully addressed 
these issues please download 
the electronic version of chapter 
26 ‘Going Global in High Growth 
Markets’ inThe Entrepreneur’s 
Roadmap: from concept to IPO.

Download The Entrepreneur’s Roadmap:  
From Concept to IPO 

Privately Speaking focuses on the issues that matter 
most to privately held entities, including private equity- 
and venture capital-backed companies. 

KPMG LLP’s (KPMG) Private Markets Group understands what it takes 
to drive private company growth. In each edition of Privately Speaking, 
we share our insights—along with practical and actionable tips—to help 
boards, executives, and management grow, strengthen, and transition 
their privately held businesses. 

For more information, click here to  
visit our Privately Speaking Web page. 
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Growing your 
business

Do not miss a thing

The environment for private 
companies is changing rapidly, 
and new opportunities are 
emerging every day. 

Do not let an opportunity pass 
you by—sign up to receive 
KPMG’s Privately Speaking 
series and make sure you  
are making the best  
decisions possible for  
your private company. 

Register here to subscribe  
to KPMG’s Privately  
Speaking series: 

Some or all of the services described herein may not be permissible for 
KPMG audit clients and their affiliates.

Subscribe

The eNTRePReNeUR’S 
ROADMAP  

FROM CONCePT TO IPO

www.nyse.com/entrepreneur
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Businesses, including startups, are always looking for opportunities to grow. In many 

cases, that means expanding abroad. If your firm is considering this international 

option, you have some choices. Some firms may prefer establishing operations in one 

of the developed foreign countries (e.g., France, Germany, Ireland, Italy, Japan, the 

Nordic countries, United Kingdom, and Spain). These countries typically have stable 

governments, well-developed infrastructures, and an established business culture. 

Or they can look to one of the many developing countries located in Africa, Asia, 

South and Central America, and parts of Europe with rapidly growing economies and 

potential high growth markets (HGMs). This article focuses on business opportunities 

in these HGM countries, the challenges you may encounter, and some examples of 

companies that have faced and overcome these challenges.

$600 BILLION IN INVeSTMeNTS 
A recent KPMG LLP survey of 200 senior executives in the United States found 

that 86 percent view developing overseas HGMs as important to their company’s 

strategy and growth. In fact, U.S. businesses invest over $600 billion annually in these 

markets. Yet more than half of this amount goes to just five countries: Mexico, Brazil, 

Chile, India, and South Korea. That’s because, despite their enormous potential, U.S. 

companies consider many of these developing countries to be too risky, too unstable, 

and/or too corrupt. So they are skittish about investing in them.

We believe that this perception can get in the way of real opportunity. Unquestionably, 

many developing countries present challenges for multinational companies (MNCs) 

and startups alike. But there are ways to minimize these risks. This article takes a 

look at several developing HGM countries that the KPMG survey identified as having 

particular promise. {For more detailed information about these and other promising 

overseas markets that have been overlooked by U.S. companies, read KPMG’s white 

paper, Don’t miss out: Recognizing opportunity in high growth markets.)

ChINA
China is trying to shift from a high-growth, manufacturing-based economy to 

one powered by consumer spending. That means MNCs should focus on what the 

government needs to meet domestic demand: quality and affordable healthcare 

GOING GLOBAL IN hIGh 
GROWTh MARKeTS
KPMG

Brian Hughes, National Partner in Charge of Private Markets 
Group & National Venture Capital Co-leader

Mark Barnes, Partner in Charge of International Corridors

Phil Isom, Global Head of M&A
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