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No overseas 
presence / sourcing 

/ exports and not 
considering it

Started to think 
about overseas 

expansion / 
sourcing or exports

Overseas presence 
/ relationships 

through direct / 
indirect import / 
export through 
local or foreign 
intermediaries

Overseas presence 
/ relationships 

through transfer of 
expertise or ideas - 

i.e. licensing, 
franchising,
contracting,
outsourcing,
off-shoring

Overseas presence 
/ relationships 
through joint 

ventures, shared 
ownership deals, 
sales subsidiaries 
or representative 

offices

Substantial
overseas presence 

/ relationships 
through direct 

investment and 
strategic alliances 
and continuing to 

look for further 
expansion

opportunities
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