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Access to emerging economic regions can mean new opportunities for growth. But 

expanding in other countries may require a willingness to work with new guidelines, and 

preparedness to adapt to area-specific conditions and practices.

You may need a different game plan when expanding to other economic regions. Your 

company may encounter legal issues, cultural differences, and bureaucratic hurdles.

1. DON'T RELY SOLELY  ON WHAT WORKS IN THE U.S.

Decision makers who are ready to expand internationally should consider 
making smart choices when it comes to planning growth initiatives.

Think of the risks your business 

may face in other countries.

Consider assembling teams who 

can handle the complexities of 

doing business abroad.

WHEN PREPARING FOR DOING 

BUSINESS ABROAD:

TOP INTERNATIONAL MARKETS MID-SIZED

BUSINESSES WANT TO ENTER 1

If your business can succeed in navigating through local preferences and requirements, 

ecommerce may present opportunities to grow international demand for your products and 

services. Consider which economic regions are relevant for your company to enter, or which 

territories may offer growth potential based on what your company offers.

2. GAIN ENTRY  THROUGH ECOMMERCE

Trying to outsell your competitors in a new territory may not be the only way to 

expand. Your business may be able to grow through the acquisition of another 

company, or by way of international joint venture.

Nearly 1 in 10 of mid-sized companies 

said they plan to engage in M&A over the 

next 6 months as a primary way to 

acquire/retain customers1. 

A joint venture with established entities in 

your new region may help lower some of 

the risks and challenges that can come 

with global expansion.

3. DON'T BEAT THEM—JOIN THEM

INTERNATIONAL JOINT VENTURE MERGERS & ACQUISITIONS

Smart global expansion may require flexibility. Consider the following:

TO LEARN MORE VISIT BUSINESS.AMERICANEXPRESS.COM
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MID-SIZED COMPANIES ARE TAPPING INTERNATIONAL MARKETS TO 1:

MID-SIZED COMPANIES SAID THEIR PRIMARY WAY TO ACQUIRE/RETAIN

CUSTOMERS OVER THE NEXT SIX MONTHS WAS TO 1:
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1. The American Express® Survey of Mid-sized Companies was completed online among a sample of 339 financial decision makers in U.S. Mid-Size Companies, 
defined as having revenues of $5 million to $1 billion annually. Interviewing was conducted by Ebiquity Research between June 2 – 19, 2014.

CORPORATE PAYMENTS
GLOBAL

HOW SMART COMPANIES ARE
EXPANDING GLOBALLY

Decision makers at 

mid-sized companies 

surveyed said their 

single most important 

priority is1:

+

signature

Know the ins and outs 

of local preferences, 

regulations, and 

business climate.

Look at your 

organization's 

preparedness to 

meet new guidelines.

Seek advisors who 

can help you navigate 

through area-specific 

challenges.

Think about 

establishing an 

online presence.

Be on the lookout 

for partnership 

opportunities.

All data shown below is from The American Express Survey of Mid-sized Companies and is reflective of the US region.


