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As private market and high-growth companies look 
to uncover the next big growth opportunity in an 
increasingly competitive market, many are starting 
to think of international expansion. In some cases, 
this is about tapping into new and growing consumer 
markets. But many private market leaders also see 
international expansion as a smart way to diversify 
their exposure to disruption in their existing markets. 

In this edition of Privately Speaking, we look at some 
of the barriers—real and perceived—to international 
expansion and offer some tips to help private market 
leaders reduce the risk and maximize the benefit of 
international expansion.

What’s holding private market leaders back?
In a 2016 survey of U.S. mid-market companies 
conducted by the National Center for Middle Market, 
around 60 percent of companies indicated concerns 
about supply chain complexity, a similar percentage 
noted potential foreign market risks, and 30 percent 
said they thought foreign expansion would take away 
from their focus on their current domestic business.

“Misconceptions about the challenges of 
expanding into a high-growth market are getting 
in the way of private company growth and 
investment. Yes, there will be challenges. But, in 
almost all cases, there are mitigating actions and 
controls that can be put in place to reduce the 
risks. Don’t let misperceptions about HGMs get 
in the way of recognizing the opportunities.”                                      
            –Mark Barnes, Partner in Charge, 
  International Corridors, KPMG LLP

Are you looking at the right markets to gain a 
competitive advantage?
Private market leaders are increasingly interested in the 
high growth markets. In fact, in a survey of 200 senior 
U.S. executives—half of whom were from private market 
companies—86 percent said that high-growth markets 
would be important to their company’s strategy and growth. 

The problem is that everyone seems to be rushing 
towards the same opportunities; more than half of 
all U.S. foreign direct investment flows to just five 
countries: Mexico, Brazil, Chile, India and South Korea. 
And that means that U.S. companies are largely 
underinvesting (and under-competing) in key growth 
markets such as China, Indonesia, Saudi Arabia, South 
Africa and Nigeria. 

What are the leaders doing?
The leading private market players are working with 
third-party logistics providers and business advisers 
to assess the nuances of individual countries—from 
infrastructure and customs requirements through to 
customer preferences and social expectations. 

Consumer goods and retail companies, in particular, 
are using new technologies—such as IoT and data and 
analytics—to track their goods and supplies across the value 
chain and predict future bottlenecks before the occur.  
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Barriers to international expansion—What executives 
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“Private market leaders are recognizing that some of the greatest growth opportunities lie overseas. And 
they are taking smart steps to reduce their risks while still enabling the flexibility required to adapt their 
strategy to local realities.”                                       
                          –Brian Hughes, National Leader, Private Markets Group and Venture Capital, KPMG LLP

12 Tips for successful international expansion

See the local country through local eyes

All too often, international expansions fail 
due to simple cultural misunderstandings. 
Establish a long-term local community 
presence and hire local talent to guide 
important initiatives.

1
Understand the business environment

Audit the business environment prior to 
risking technology and capital. Help ensure 
that management and the board have the 
proper experience to provide international 
oversight.

7

Retain a local trusted adviser

A local trusted adviser can bring invaluable 
knowledge on a variety of issues and can help 
you develop an understanding of the political, 
cultural, legal and business environment.

8

Know how to deal with the government

Ask what the host government needs and 
build relationships through the help of local 
advisors. Retain local or market experts 
to help manage the different government 
relationships and bureaucracy.

9

Establish a robust anticorruption policy

Maintain a nonnegotiable set of global ethical 
standards through compliance training and 
communicate that there is no compromise  
on these rules to the local operation.

10

Spend time in foreign operations

Take the time to visit foreign operations and 
experience the culture, meet the people, see 
the operations and understand the challenges 
facing the local management.

11

Establish an up-front exit strategy

Be clear-eyed about market entry and 
foreign acquisitions; know when and how to 
walk away. Develop an exit strategy that can 
come into play if a certain level of net profits 
is not achieved.

12

Blend local and U.S. leadership

Combine strong in-country management 
with clear US leadership. Train local talent in 
the core business to help them take higher 
positions as soon as possible.

2

Be patient

Take a long-term perspective when considering 
the profitability of the investment. This includes 
taking the time to understand potential partners 
and the overall business environment.

3

Create a flexible business model

Make sure your business model can respond 
quickly to emerging competitive threats and the 
unique needs of individual markets. Observe 
local companies to learn how to adapt.

4

Develop a strong employee retention 
program

Provide competitive compensation and 
benefits, opportunities for advancement, 
training and programs that create optimism 
and a desire to stay at the company.

5

Raise capital for the long-term

Assemble enough capital to support your 
long-term view. Adequate capital can also 
help you develop an adaptable business 
model and attract and retain the right talent.
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Don’t 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 or related entities.

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

Subscribe

Need help? 
KPMG professionals 
are deeply embedded 
into today’s talent markets. 
We use our deep experience 
in talent management and 
retention to help fast-growing 
companies and private market 
leaders archive their business 
objectives. 

To learn more about how 
KPMG can help your 
organization, we encourage 
you to contact your local 
KPMG member firm. 

Want to learn more?
Download a copy of our 
report Don’t miss out: 
Recognizing opportunity  
in high growth markets

mailto:bfhughes@kpmg.com?subject=
mailto:conormoore@kpmg.com?subject=
mailto:smelilli@kpmg.com?subject=
mailto:wmjackson@kpmg.com?subject=
https://home.kpmg.com/us/en/home/insights/2015/07/privately-speaking.html?utm_source=ps31pdf&utm_medium=referral&mid=m-00002812&utm_campaign=c-00055708&cid=c-00055708
https://advisory.kpmg.us/content/kpmg-advisory/forms/subscribe-to-privately-speaking.html?utm_source=ps31pdf&utm_medium=referral&mid=m-00002812&utm_campaign=c-00055709&cid=c-00055709
https://home.kpmg.com/us/en/home/insights/2016/10/dont-miss-out-recognizing-opportunity-in-high-growth-markets.html?utm_source=ps31pdf&utm_medium=referral&mid=m-00002812&utm_campaign=c-00055710&cid=c-00055710
https://home.kpmg.com/us/en/home/insights/2016/10/dont-miss-out-recognizing-opportunity-in-high-growth-markets.html?utm_source=ps31pdf&utm_medium=referral&mid=m-00002812&utm_campaign=c-00055710&cid=c-00055710
http://www.linkedin.com/company/kpmg-us
https://www.facebook.com/KPMGUS/
http://www.youtube.com/user/KPMGMediaChannel
https://twitter.com/kpmg_us
https://plus.google.com/+KPMGUSA/posts
https://instagram.com/kpmgus

