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Can we enter 
with our existing 
product suite or do 
we need to localize it 
to address domestic 
market regulations 
(e.g., packaging 
standards) and customer 
preferences?

Are we 
segmenting the 
very large and 
diverse market by 
income, geography, 
culture, and need?

Does the  
market offer  
enough volume 
and value for our 
investments to  
pay off?

In India’s 
relationship-driven 
environment, are 
we nurturing the 
channel partnerships 
essential to succeed?

What capabilities 
and processes can 
we import from the 
home country and 
which ones must be 
localized?  

How can we ensure 
consistent delivery, quality 
and reach when faced 
with operating 
challenges such as weak 
infrastructure, large 
distances, and 
remote pockets of 
consumers? 

What is the 
investment roadmap 

to enter or expand 
within my sector  

in India?

Is there enough 
senior talent 

available to plan 
for local succession 
planning or will we 

have to rely on costly 
expatriates?   

Do we understand 
cultural norms such as 

social hierarchies and 
views on seniority? Are 
business relationships 

more contractual or 
trust-based?  

Are we  
familiar with  
different tax  
holidays and  

incentives available  
to foreign investor 

across Indian states?

Do  
major Indian 

institutions protect 
foreign investors’ 

interests? Is the 
Indian judicial system 

likely to be fair and 
unprejudiced, if there 

is a dispute?

Are India’s  
political and  

economic systems 
stable enough to 
avoid crises such 

as hyper-inflation 
and widespread 

social unrest? 

Companies can be at different stages along the spectrum between nascent and mature 
within each of the 12 segments of the framework. Business capabilities can be measured and 
benchmarked for their maturity within every segment.
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India entry and expansion framework         

Hover over each segment of the 
framework to see top questions on the 
minds of business leaders in India
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